Copyright © 2018 CelebrityPress® LLC
All rights reserved. No part of this book may be used or reproduced
in any manner whatsoever without prior written consent of the author,
except as provided by the United States of America copyright law
Published by CelebrityPress®, Orlando, FL.
CelebrityPress® is a registered trademark.
Printed in the United States of America.
ISBN: 978-0-9991714-5-5
LCCN: 2018931599
This publication is designed to provide accurate and authoritative
information with regard to the subject matter covered. It is sold with
the understanding that the publisher is not engaged in rendering legal,
accounting, or other professional advice. If legal advice or other expert
assistance is required, the services of a competent professional should
be sought. The opinions expressed by the authors in this book are not
endorsed by CelebrityPress® and are the sole responsibility of the author
rendering the opinion.
Most CelebrityPress® titles are available at special quantity
discounts for bulk purchases for sales promotions, premiums,
fundraising, and educational use. Special versions or book
excerpts can also be created to fit specific needs.
For more information, please write:
CelebrityPress®
520 N. Orlando Ave, #2
Winter Park, FL 32789
or call 1.877.261.4930
Visit us online at: www.CelebrityPressPublishing.com

CelebrityPress®
Winter Park, Florida

CONTENTS
CHAPTER 1

QUESTIONS ARE MORE IMPORTANT THAN
ANSWERS

By Larry King ..................................................................................... 13

CHAPTER 2

PUBLIC SPEAKING: HOW TO ACHIEVE
MAXIMUM AUDIENCE ENGAGEMENT
By Mohamed Isa ............................................................................... 23

CHAPTER 3

THE INTERVIEW THAT, SADLY, NEVER WAS
By John Parks Trowbridge M.D., FACAM ...........................................31

CHAPTER 4

WHY DO THE BIG GET BIGGER?
By Rebecca Crownover ....................................................................47

CHAPTER 5

THE KEYS TO SUCCESS
By Patricia Delinois ............................................................................ 57

CHAPTER 6

MY GRAND ENTRANCE
By Shaunequa Jordan ....................................................................... 65

CHAPTER 7

WHY MUSIC MATTERS
By Nina M. Kelly, Ph.D. ..................................................................... 75

CHAPTER 8

HOW SAFE IS YOUR BUILDING?
By Lance Luke ................................................................................... 83

CHAPTER 9

WHY YOU SHOULD GROW
INTERNATIONALLY, BUILD FINANCIAL
INDEPENDENCE & NET WORTH, AND ENJOY
FREEDOM IN LIFE
By Albert Allen, MBA, DBA, PhD ...................................................... 93

CHAPTER 10

WHAT IF EVERYTHING YOU KNEW ABOUT
VIDEO…WAS WRONG?
By Greg Rollett ................................................................................107

CHAPTER 11

SEVEN (7) RULES TO LIVE BY FOR
RETIREMENT SECURITY
- AVOIDING ANOTHER 2008 MARKET CRASH

By Dan Ahmad CFP™, EA, ATA & Jim Files ..................................... 115

CHAPTER 12

MONEYBALL: A VALUE INVESTORS
PERSPECTIVE
By Christian G. Koch, CFP®, CPWA®, CDFA™, RICP® ......................131

CHAPTER 13

HOW DO I SUPERSIZE MY BUSINESS?
- A MARVEL-OUS METHOD TO POWER UP YOUR PROFITS
By JW Dicks and Nick Nanton .........................................................139

CHAPTER 14

THE “ONE” THING
By Adam Hudson .............................................................................151

CHAPTER 15

HOW SUCCESS IS MEASURED
By Lindsay Dicks ..............................................................................157

CHAPTER 16

WHAT SHOULD I REALLY KNOW TO
CREATE THE LIFE I'M DEEPLY CRAVING?
By Dr. Kathleen Allard-Wasajja ........................................................167

CHAPTER 17

HOW TO SUSTAIN AND AMPLIFY LONG
TERM SUCCESS
By Juan Carlos Arzola, CHPC ..........................................................179

CHAPTER 18

WHO ARE YOU?
—AND WHAT’S IN YOUR RED WAGON…
By Christine Marcello .......................................................................187

CHAPTER 19

LIFE IS GREAT
By Dan Casey ..................................................................................195

CHAPTER 20

WHAT IS MY PURPOSE?
By Isabel Harkins ............................................................................ 203

CHAPTER 21

HOW CAN YOU BEAT THE HOUSE?
—THREE STEPS TO HELPING EMPLOYERS
SUCCESSFULLY REDUCE HEALTHCARE COSTS

By John W. Sbrocco ........................................................................213

CHAPTER 22

CAN I HEAL AND CONNECT WITH THE
UNIFIED FIELD?
By Rosie Unite ..................................................................................221

CHAPTER 23

THE CHEMISTRY OF REALIZING YOUR
DREAMS

—INSIGHTS FOR BEING A SUCCESSFUL ENTREPRENEUR
By Bo Manry and Chris Goff ........................................................... 233

QUESTIONS ARE MORE IMPORTANT THAN ANSWERS

CHAPTER 1

QUESTIONS ARE MORE
IMPORTANT THAN ANSWERS
BY LARRY KING

I may be the world’s leading expert on questions. I’ve built my career
around them for the last sixty-one years. I love questions.
•
•
•
•

Where are you from?
What is it like to do what you do?
Who is the most important person in the world to you?
How did you get to where you are today?

... Why?

Questions are full of possibility. Questions can lead you to places and
ideas you never imagined.
Answers, on the other hand are finite. The end. Sure, answers can be
useful and even comforting, but in my experience, all of the fun of life
lies in questions.
I began my broadcasting career on May 1, 1957 in a tiny radio station in
Miami, Florida, and I have been on the air (or the television or the internet)
as a host ever since that day. I’ve conducted over 50,000 interviews over
the years, including every President since Richard Nixon. I’ve chatted
with people from every walk of life: sports stars, actors, politicians,
musicians, waiters, janitors, parents and even kids.
I’ve discovered that successful people have certain things in common.
First, they are passionate about their work. Work doesn’t feel like work
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to them. They would do it even if they never got paid for it. Second,
successful people are authentic. They are honest about who they are,
their strengths and their weaknesses. Successful people put others first.
They are more interested in others than they are in themselves. Finally,
they are curious. Successful people look for new ways to think about
the world, new ideas to improve their work and new opportunities for
growth and understanding. They question everything.
WHAT IS YOUR PASSION?
Ever since I was five years old, I wanted to be in broadcasting. As a child,
I would listen to the radio announcers and then run into another room
in our house and repeat what the announcer said. I practiced getting the
pacing and the inflection just right.
The Shadow was one of my favorite radio shows: “Who knows what evil
lurks in the hearts of men? The Shadow knows…”
I worshipped Red Barber, the 1940’s announcer for the Brooklyn
Dodgers. My buddies and I would go to Ebbets Field, where the Dodgers
played, and buy inexpensive seats in the back row. Then I rolled up a
scorecard and, in my best Red Barber voice, announced a play-by-play
of the game for my friends.
I loved to talk. I would “report” on anything: cars driving down the
block, neighbors walking by. I never shut up. My nickname was Zeke
the Creep, and the Mouthpiece. I was enamored with the whole world of
communication. I never wanted to be anything else. I never wanted to
do anything else.
I wasn’t good at anything else, either. My father passed away when I
was nine years old, so I worked from an early age to help my mother
make ends meet. I had every job you can imagine, and I was terrible at
almost all of them. I made hat bindings in a factory. I worked at Hearn’s
department store in their collections department. Borden’s milk hired me
to sell their products over the phone. I delivered packages to department
stores all over Manhattan in the early days of the United Parcel Service.
One of my jobs was as a mail boy for a company called Associated
Merchandising. It was as interesting as it sounds. Our offices were in
14
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Manhattan on the third floor of a big office building. On the twenty-first
floor of that same building was WOR, one of the biggest radio stations in
New York. I was so eager to be a part of the radio business that I used to
sneak out of my office on the third floor and take the elevator to WOR.
I wanted to be a part of that world, even if it was only to ride the elevator
up to their offices.
Finally, I got a break. I was in the city with a friend who happened to
know the Director of Announcers at CBS. We literally bumped into the
guy walking down the street, and I asked him the question that would
change my whole life.
“I’d like to get into radio. I’m twenty-two years old. What should I do?”
He told me to go to Miami.
WAHR in Miami was a tiny radio station, and the only reason the general
manager hired me was because I hung around the station every day for
three weeks, hoping for my chance.
One Friday morning, the GM called me into his office. He told me, “Tom
Dale, the morning disc jockey, is leaving because he makes $55 a week
and his alimony is $60. He finally figured out he ain’t making it. You
start Monday morning.”
I couldn’t believe it. I was going to be on the radio, hosting my own show
from nine to noon in the morning and doing sports in the afternoon.
Throughout that whole weekend, I couldn’t sleep. I picked out records to
play. I practiced over and over what I would say.
On Monday morning, I was riding high when I arrived at WAHR. The
general manager called me into his office, wished me luck, and asked me
what name I planned to use on the air.
“What name? I was going to use my real name, Larry Zeiger,” I replied.
The GM shook his head. “Larry Zeiger is too ethnic and too hard to
spell. You need something else.”
The Miami Herald, the city’s biggest newspaper, lay open on his desk
15
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to an ad for King’s Wholesale Liquors. He looked at the ad and asked,
“How about Larry King?”
“Okay, I’m Larry King.”
From that day forward, I’ve never “worked” a day. Being on the radio
and television, interviewing guests, covering the news, communicating
has never felt like work to me. That’s the power of being passionate about
what you do. Passion will drive you to take a chance and move to Miami.
Passion will encourage you to hang out at the radio station until someone
gives you your shot. Success and high achievement is easy if you are
enthusiastic about what you do every day.
So, ask yourself these questions:
 What do I love to do every day?
 What gets me up in the morning?
 What am I great at?
 How can I do more of those things on a daily basis and less of
the stuff that feels like drudgery or a burden?
WHO ARE YOU, HONESTLY?
Ten minutes after I became Larry King, I’m sitting in the booth ready to
start my career in radio. I chose some Les Elgart music, Swingin’ Down
the Lane, to lead into my show that first day. At 9:00 am sharp, I started
the record, let it play for a few seconds, then brought the music down.
But when I opened my mouth to speak into the microphone, nothing
came out. I was too terrified to talk. So I brought the music back up
and tried again. Each time I tried, my voice failed me. My mouth went
completely dry while the rest of me broke out in a cold sweat.
After what felt like an eternity, the general manager kicked in the door
to my studio and shouted,
“This is a communication business, damn it! Communicate!”
I knew I had to say something, anything, so I faded the music one more
time.
“Good morning. My name is Larry King. That’s the first time I’ve ever
16
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said that because I’ve just been given my new name. This is my first
day on the air, and I’ve wanted this all my life. And I’m scared. ...I’m
nervous. I’m worried that I’m going to blow my career on my first day,
but I’m going to try to do my best anyway.”
I learned something in that moment, and it still holds true sixty-one years
later. The only secret is there’s no secret.
I give speeches all over the world. I hosted a television show on CNN five
days a week for twenty five years, and we did it live. I don’t think about
the questions I’m going to ask or what I will say. I go to the moment. If
a fire breaks out in the studio, I broadcast the fire.
It ain’t brain surgery. Be authentic. When you are authentic, nothing can
throw you. I was never nervous after that first day in Miami because
I had learned the secret. Be yourself. People respond to honesty and
authenticity. Don’t hide who you are. Embrace it.
ENOUGH ABOUT YOU, WHAT ABOUT EVERYBODY ELSE?
Ever since I was a kid, I’ve always been intensely interested in other
people. I was the kid who got on the bus and asked the bus driver, “Why
do you want to drive a bus?”
When I went to baseball games, the other kids wanted autographs from
the players. I wanted answers. I’d wait after the game and chase the
players to their cars.
“Why'd you bunt? What happened in the third inning?”
My friends and family thought I was nuts, but that interest in other
people is one of the biggest secrets to my success. I believe that showing
a genuine interest in other people’s lives and needs is key to both success
and happiness.
A lot of guys on the air talk more about themselves than their guests.
They use the word “I” a lot. I never use the word “I” if I can help it. In
an interview, “I” is irrelevant. The guest counts. If you turn down the
volume of my show, ninety-five percent of the time the guest is the one
talking.
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September 11, 2001 was one of the worst days in our nation’s history.
The fall of the World Trade Center, the attack on the Pentagon, and the
downed passenger jet in Shanksville, Pennsylvania were great tragedies
that affected thousands of lives. I was hosting Larry King Live on CNN
at the time, and never in my career was it more important to listen and
be more concerned with others than with myself. We broadcast the show
for seventy-five days straight, because we knew that we needed to get the
story out to the world. For all of us on Larry King Live, we believed that
we had a responsibility to not just provide information, but to provide
comfort, stability, and an outlet for our viewers.
Being interested in the thoughts, needs, and feelings of others works like
magic in building relationships. Caring about other people is the best
way to ensure that others will care about you in return. I’ve never met a
person who didn’t have something of value to say. I’ve learned something
from every person I’ve interviewed, and you can learn something from
the people in your life—from your co-workers to your clients to your
spouse and kids.
Ask open-ended questions like, “What was something funny that
happened to you today?” or “What was the biggest frustration you're
facing right now?” Listen intently to the answers you receive. Answers
often lead to more questions. Most of the time, people aren’t looking to
get answers about their problems from you. They want to figure out the
answers for themselves. Listening to them and guiding them to their own
solutions will make you their hero...and probably the life of any party.
WHO? WHAT? WHEN? WHERE? WHY? HOW?
After 53 years in broadcasting, I decided that it was time to retire. Larry
King Live ran for twenty five years, airing five days a week. It still holds
the record for longest-running show with a single host (me) in history. I
was seventy-six years old. I made a lot of money; I made a lot of friends.
Most people my age were already retired, some for ten years or more.
Retirement turned out to be a mistake.
I left CNN in 2010. Less than a year later, in May of 2011, I was sitting
on the sofa in my living room and watching the news with my wife and
two boys. A huge story broke: Navy SEALs had raided a bunker in
18
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Pakistan and killed Osama Bin Laden, the architect of the 9/11 attacks.
I literally jumped up off that sofa, ready to go to CNN to get on the air.
That’s what would have happened if I was still working. But there was
nowhere to go. I thought to myself, You know, I really miss this. I missed
communicating. So, a few months later, I premiered a new show, Larry
King Now, on OraTV and Hulu, and I have been hosting and asking my
guests questions ever since.
I cannot imagine retiring because there will always be questions I need
answered. Our world is growing and changing faster and in bigger ways
than ever in the history of humankind. Every question I ask leads to ten,
twenty, a hundred more questions. Every day, there is something new to
talk about, think about, and explore.
To be successful in a world that is changing so rapidly, you have to be
curious. You have to constantly seek knowledge, new ways of doing
business, and new opportunities. The best way to unlock these new
opportunities is to ask lots and lots of questions.
Explore industries and subjects that are new to you. Talk to people
whose lives are totally different from your own. You can learn a lot
about customer service from a waiter. You can learn about teamwork and
overcoming adversity from a veteran. You can learn time management
from a mom with three kids. Everyone has a story, and everyone has
something of value to offer.
The most important words in the English language are who, what, when,
where, why, and how. Use them.
I have been so lucky in my life. I have had the chance to do work I love,
every day, for the last sixty-one years. My secret formula hasn’t changed
from that first day in Miami, when I was so nervous I couldn’t speak.
Find what you're passionate about and go do that. Be honest and authentic
in everything you do. Care about the thoughts, needs, and feelings of
others. Cultivate curiosity, and ask lots and lots of questions.
One last piece of advice: If you ever meet me on an airplane, you
probably don’t want to sit next to me. I’ll drive you crazy with questions.
I’ve had people go to the bathroom just to get away from me. I would
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interview everybody in the world if I could.
...And that’s not going to change any time soon.
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About Larry
Larry King, original name Lawrence Harvey Zeiger, (born
November 19, 1933 in Brooklyn, New York, U.S.A.), American
talk-show host whose easygoing interviewing style helped make
Larry King Live(1985–2010) one of CNN’s longest-running and
most popular programs.
King grew up in Brooklyn, where he remained for several years after high school
graduation to help support his mother, who had been widowed when he was a young
child. In his early twenties, King left New York for Florida in the hopes of breaking
into radio. He worked as a disc jockey in South Florida, honing his conversational
interview style and doing on-location interviews with random citizens. In 1960, he
broke into television with a Miami-based Talk Show. King also wrote for a number of
Miami newspapers during that period.
In 1971, King was arrested and charged with grand larceny for allegedly having stolen
money from a former friend. Though the charges were dropped the following year,
the scandal left King temporarily unable to secure radio or newspaper work. In the
early 1970s he worked in public relations and as a sports commentator, and in 1975
he started to regain his foothold in Miami media.
From 1978 to 1994, King hosted the popular national radio talk show The Larry King
Show, and from 1985 he hosted the television talk show Larry King Live on CNN,
then a young network. The program was television’s first live phone-in show with an
international audience. It became known not only for King’s off-the-cuff interview style
(he prided himself on doing very little research on his guests) but for its popularity
as a platform for political candidates. Notably, Ross Perot announced his presidential
candidacy on the show in 1992. Though Perot failed to secure the presidency, the
following year he and Vice President Al Gore used King’s show as a forum for debating
the North American Free Trade Agreement.
Over time, King became an internationally-recognized figure, as famous as the
celebrities, news makers, and world leaders that he interviewed. In December 2010,
Larry King Live ended its run, after 25 years on the air. British tabloid journalist Piers
Morgan was chosen to take over for King.
King resumed interviewing notable personalities on Larry King Now, a talk show that
premiered on the Web site Hulu in 2012.
King appeared as himself in a number of television shows, including 30 Rock and
Sesame Street, and in such films as Ghostbusters (1984). King also did voice work in
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several of the animated Shrek films (2004, 2007, and 2010) and in Bee Movie (2007).
After suffering a heart attack in 1987, he wrote books on heart disease.
Larry King’s autobiography, My Remarkable Journey, was published in 2009.
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CHAPTER 2

PUBLIC SPEAKING:
HOW TO ACHIEVE MAXIMUM
AUDIENCE ENGAGEMENT
BY MOHAMED ISA

When you take the stage to speak, you are in total control. Right? After
all, you have the microphone, so you are in control of what the audience
listens to, and you have the slides clicker, so you control what the
audience sees in terms of text and media. I wish this were the case, but
it is not! As a speaker, you are competing with many factors whenever
you speak. Your biggest competitor is the smartphone. The audience will
be checking out their social media feeds, tweeting, and retweeting. They
will be reading and replying to emails and at times playing Angry Birds!
Yes, they will.
I wish it would end there, but other distractors vie for their attention.
For example, you have the wait staff moving around the venue serving
bread and butter and at times clattering plates and breaking glasses. Add
to this the never-ending story of the air-conditioning. It is never right.
Sometimes it’s cold. Sometimes it’s hot. To make things worse, your
speaking slot may be just before lunch or right after it. The audience is
either hungry or sleepy. What a quandary! And let us not forget situations
where you have a visit from Mr. Murphy—technical failures, fire alarms,
power outages…
Please take a deep breath. Now release it slowly. Relax. The situation
above is extreme. These factors will rarely occur together unless Mr.
23
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Murphy and his entire extended family are having a picnic at the venue.
Obviously, you cannot control all these factors, but you can control your
preparation before taking the stage and your performance when you take
the stage. Nothing more, nothing less.
Let’s examine what you can do to ensure you achieve maximum audience
engagement before, during, and after your speech. Having an engaged
audience will help you achieve the result you desire whether it is to raise
funds for a charitable cause or sell your products or services. These timetested tricks and techniques will ensure your speech is a grand success.
Know them. Apply them. Embrace them.
BEFORE YOUR SPEECH
a) Do your research:
Regardless of your speech objectives, you should research your
client’s business or organization. At the very least, go through their
website, annual report, and their latest press releases. And do not
just read, but take notes of the information you could use during
your speech. Your goal is to make the audience feel that you know
a lot about their organization and you took the time to try and add
value to them during your speech.
b) Send out pre-event questionnaires and surveys:
This procedure is a must in my preparation ritual. In fact, my
standard pre-event questionnaire is available on my website for
my clients to download and fill out. It has questions like: What is
the main objective of the event? Who are the target audience of
the event? What is the main message you want to convey to the
audience? The answers to the questionnaire will help you a lot in
customizing your talks to engage the audience.
c) Interview members of the audience:
I was invited to conduct a team-building workshop at INVESTCORP,
one of the largest investment banks in the Middle East. The pay was
very good, and I wanted to make sure I get more gigs in the future.
So I took my preparation to a whole new level, creating a customized
survey on team spirit, values, culture, and practices within the bank.
And then I followed that with phone interviews with randomlyselected employees. The insights were priceless. They felt I was
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an employee of the bank because of my deep knowledge of their
culture and challenges. All my case studies and stories revolved
around their specific challenges.
d) Conduct virtual meetings with the organizer:
Questionnaires, surveys, and interviews are great information
sources, but sometimes they may not be available to you and you will
never hear “between me and you….” Whenever possible, schedule
physical or virtual meetings to discuss the speaking assignment. I
recently spoke to Googlers at Googleplex in California, USA. The
event organizer told me beforehand: “Why don’t we just go through
the questionnaire virtually as it is more convenient to me.” And we
did. I loved it when he told me that I didn’t have to wear a suit to the
event—jeans and T-shirts were okay!
e) Reach out to the audience:
With today’s technology, you can reach out to your audience even
before you actually meet them. Here is one idea for you: why not
send a video message to the audience telling them how excited you
are about meeting them, imparting valuable and practical insights
to make them more productive and effective at work, as well as
having a great time with them on and off the stage. Chances are
they will appreciate this gesture and be more engaged during your
talk. Remember, the audience won’t care unless you show them that
you care!
DURING YOUR SPEECH
1) Craft a creative opening:
I have a speaking alliance called Triple HHH where two of my
partners and I have a joint workshop dubbed, “Speak with Head,
Heart & Humor.” Each one addresses one H. We have a very creative
introduction and setup. My first partner walks onto the stage with
the song “Gonna Fly Now” from the movie Rocky playing, then I
walk onstage to “Eye of the Tiger,” and my second partner walks
onto the stage to the “Pink Panther” song. The audience laughs every
time we do this because he is tall and thin, resembling Pink Panther.
Now the audience is not only engaged but excited too because they
are expecting our workshop to be fun and different.
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2) Tell more stories:
Tell a story and make a point. This is as simple as it gets. Stories
are the essence of public speaking. I recently spoke to one of the
biggest retail conglomerates in the Middle East. To make a point,
I told them about my 256-meter Sky Jump experience in Las
Vegas. I told the story with great detail, in a conversational tone,
and brought the characters to life by giving them a voice. I planted
conflict throughout the story to hook them up. When I finished the
story, I asked the audience a few questions. They answered all the
questions, and the point was driven home: “When you care about
your customers, it shows.” If you want to see the jump, I invite you
to visit my Instagram account: @mi_tours.
3) Design your slides for impact:
How much thought do you give to your slides? It is very important
that you design your slides for impact. They should supplement
your message, not replace it or serve as a speaking “crutch.” Once, I
delivered a talk designed to encourage investors to set up businesses
in Bahrain. To build my credibility, I told them what I was about to
present was not my opinion but rather the results of a survey I made
on social media. And I showed them the results in a slide filled with
small text. The words looked like marching ants. I told them, “I
hope this makes it clear why you should invest in Bahrain.” We had
a laugh. Obviously, no one could read it. Then I said, “Let’s hope
this will make it clearer.” I showed the same slide but highlighted
certain words in red. We had another laugh. Finally, I said,
“Seriously, now you will know why you should invest in Bahrain. It
is this.” I showed a slide with a Word Cloud that featured the word
“People” prominently. The message was clear that when they invest
in Bahrain, they will find local talent to support them in running
successful businesses.
4) Engage the audience with meaningful activities:
In a workshop on how to anchor your points in the minds of the
audience, I talked about using activities. To demonstrate this, I told
the audience I had hidden a gift under one of the chairs. There were
two reactions: those who scurried from chair to chair like prospectors
looking for gold nuggets during the Gold Rush in California, and
those who did not move at all. I told the latter category, “It could be
under your chair. Check it out.” And they did. The audience were
26
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searching everywhere until I interrupted them by saying, “There is
no gift. And, no, I didn’t fool you. I was making a point. In life, if
you try, you may succeed. But if you don’t, you already failed.” This
is what I mean by a meaningful activity. Dancing for the sake of
dancing is not a meaningful activity, especially in the Middle East.
5) Weave humor throughout your speech:
Do you like to laugh? Of course, you do! People like to laugh, so
you should try to weave some humor into your speeches so that the
audience are entertained and engaged. Weave it, don’t force it. You
may say, “But I am not good at humor.” That’s alright. Humor is a
skill you can learn. You can attend workshops, learn online, observe
comedians, or hire a coach. For now, consider this: why not buy a
cartoon that will get you a laugh, a chuckle, or at least a smile? It
is all about the audience connection and not becoming a comedian.
AFTER YOUR SPEECH
a) Hold giveaways:
The more value you give to the audience, the more raving fans you
will have. You don’t need to give away iPhones or iPads. I usually
give away free chapters from my books depending on the speech
topic. In addition, I hand out speaking checklists in the form of a
business card. Think of giving away something that the audience
will keep or pass on to other people, something that would add
value to them.
b) Invite them to visit your website:
Invite the audience to visit your website to check out your articles for
more insights, as you are bound by a time limit whenever you speak.
And while you’re at it, encourage them to leave their comments,
thoughts, and feedback on your articles. You never know what kind
of ideas you may receive. They may share these articles on social
media and give you a publicity boost, which could lead to more
speaking engagements. The possibilities abound.
c) Meet the maximum number of delegates:
When you finish your speech, do not vanish immediately. Instead,
cherish every moment with the audience. Engage them. Talk to
them. Listen to their stories. Take selfies with them. Take interest in
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them. Inspire them. This might be your last physical chance to be
a positive force in their lives. And lastly, know this: whenever you
make others feel good and valued, you will feel more satisfied and
energized too.
d) Surprise them with one more giveaway:
Ask the delegates to drop their business cards in a bowl and surprise
them with a transcript of your speech. Here’s how you can do this.
Record yourself during the speech and then upload the voice file
to Rev.com. For a fee, they will transcribe your talk. Add your
branding and contact details at the top and bottom of the document.
Then send it out to the delegates as a gift. It will act as a reference
to them and will help you in analyzing your speech content and
delivery for further improvements.
Ultimately, practice makes progress. Do your homework every time you
speak until this becomes a routine and your confidence level builds up,
whether you’re facing an audience of fifty or five hundred. And when
you receive a visit from Mr. Murphy, smile and tell him: “Welcome,
please have a seat. I was expecting you. I am prepared for you! And
you will not take away the audience’s attention from me. They are fully
engaged with me, and I will achieve my speech objectives!”
All the best with your future speeches.
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About Mohamed
Mohamed Isa is fiercely committed coach and speaker helping
executives and their teams achieve more sales and productivity
so they can enjoy higher levels of satisfaction as they pursue—
and achieve—their dreams and desires. With more than 17
years of experience in coaching clients to achieve remarkable
success, Mohamed will help you get more laughs, receive more applause, and send
your message across to an enthusiastic audience!
Mohamed’s path to becoming a speech coach emerged at an early age. In the early
1990s, when he was a business student at the University of Bahrain, he was the go-to
person when it came to the preparation and practice of class presentations and case
studies. He coached numerous students on how to deliver presentations that engaged
their audience in an undeniable way.
Clients say remarkable things about the impact of Mohamed’s coaching and speaking
on their lives and business success, check out the testimonials at his website. Similar
benefits await when you decide to invite Mohamed to serve you in the powerful ways
that can support your success.
What lights him up about this work is knowing that this is his life’s calling: to guide his
clients to achieve their dreams and desires through becoming charismatic speakers
who can grab the audience’s attention and hold it to the end, whether they are raising
funds for a charity or selling products or services.
What sets him apart from other coaches and speakers is that he has a real business
experience in several areas including finance, human resources, information
technology, risk management, legal affairs, compliance, corporate governance and
investments. He gained this experience with the multinational giant UNILEVER and
then by becoming a Chief Financial Officer (CFO) of a startup company - INOVEST;
where he and the executive team took that business from a humble value of USD $63
million to USD $528 million in four years!
Over the years he has learned how to dazzle audiences at conferences in the Gulf,
Europe and the USA. Mohamed has shared the stage with some of the top speakers
in the world, such as Tom Peters, Tony Buzan, Shep Hyken, John Gray and Doug Lipp
among others. In a nutshell, your time is precious. Allow him to spare you the trial and
error along with the frustrations that go with learning a new skill.
Mohamed is a co-author of two Amazon Bestselling books: World Class Speaking in
Action and The Success Blueprint. He is also the author of Chai Karak: A Customer
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Service Story – which is based on a real-life story. In this book, you will learn how to
attract and retain your customers by serving them better and better.
Why not explore how he can accelerate your growth! He will guide you to achieve the
results you desire and the life you imagine, quicker!
You can connect with Mohamed at:
•
•
•
•
•

Email: Mohamed@3dspeaking.com
LinkedIn: www.linkedin.com/in/mohdisa
Facebook: www.facebook.com/mohamed.isa3
Twitter: @mohamed_isa
Instagram: @mohamedisa3ds
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CHAPTER 3

THE INTERVIEW THAT, SADLY,
NEVER WAS
BY JOHN PARKS TROWBRIDGE M.D., FACAM

WHAT I ENVISION COULD HAVE BEEN MY INTERVIEW
WITH LARRY KING:
Lights [ ON ], hot and bright.
Microphone poised.
Host dapper as always. “Five” … “four” … “three” …
( two fingers ) … ( one finger, pointing ) … [ ON THE AIR ]
LK: We’re here in Houston tonight as the future of health care in America
again takes center stage. Our guest is a medical specialist who says that
just six words are key to helping his patients recover and live a better life.
What are these six “magic” words?
JPT: Larry, the first three words are simply, “I hear you.” Regrettably,
some doctors are too busy typing into their electronic record or scribbling
chart notes to look up … much less really listen … remember, the clock
is ticking. The next three words are critical to discover what’s going on
and why: “And I understand.” People crave to have their story honestly
heard, especially when they’re hurting and often scared.
LK: What started your journey on what some would say is a road less
traveled, to develop your unique abilities as a doctor?
JPT: Since the 4th grade, I wanted to become a doctor. I was thrilled to
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learn how the body works, to help folks recover rather than suffer with
illness and injury. My experiences with usual medications and operations
as well as shortcomings in diagnosis and treatment have been downright
dismal. Doctors are supposed to be highly trained in critical thinking –
what happened? Patients are so trusting … but when they finally come
to me, my question is simple: “How’s that working for you?” Now I’m
seeing younger people sicker than ever before.
LK: Strong words, since patients often feel that their doctors are doing
the very best. What led you to different conclusions?
JPT: You know, Larry, prescription drugs are “stoppers” inside. They
don’t have any “side effects,” they simply do whatever they do inside you.
What you don’t like or want, we call those “side effects” – and often we
have another drug to reduce discomforts from the first one … and then
another. That just didn’t fit and still doesn’t. Today, prescription sales are
skyrocketing and hospital beds are full and generating horrendous bills.
I’m all for people reading the detailed informed consent brochures from
your pharmacist and checking with “Dr. Google” – especially websites
like MedicineNet.com. Alternative approaches can be incredibly safe
and effective. I recall President Reagan’s poignant wisdom, “Trust, but
verify” – that applies to our doctoring, too.
If patients only knew the stories we have to tell, their doctors could
answer questions about better ways to get healthier. Here’s an easy
example. Everyone is astonished at the exploding national crisis called
“the opioid epidemic.” In nearly half of the 33-plus thousand Americans
who die each year from narcotics, their breathing stops … from drugs
refilled by doctors who haven’t learned how to fix pains, naturally,
without drugs or surgery, just as I have done for almost 30 years. I
was startled to find that the CDC says 1 in every 550 patients who is
prescribed narcotic pain pills ends up dead from that treatment within
3 years. Or how about the massive increases in depression and anxiety
and even suicides of people on those drugs? Drugs are rarely the answer
for many medical illnesses.
LK: No wonder you consider drugs to be “stoppers.”
JPT: Well, Larry, we have anti-histamines, anti-acids, antiinflammatories, anti-pain drugs and so on. Pretty soon you question …
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an “anti”-doctor? But as an M.D., our training is against disease – that’s
what “allopathic” means. We aren’t really taught the science behind
restoring health. I stumbled onto this different path rather unsuspectingly
in my first year of practice, when the new drug I prescribed for a man
in his mid-50s led to his death. A few months after enjoying dramatic
reduction of his arthritis pains, he bled to death in front of me. In the ICU.
We couldn’t pump blood in fast enough to get him to surgery to close the
gushing ulcer caused by this seemingly “successful” anti-inflammatory
drug. A known side effect – but still, my depression was profound.
LK: Certainly you recognize the benefits of many scientific advances
that can help more people with better drugs and safer operations?
JPT: Of course I welcome valuable discoveries. If patients only knew
the stories we have to tell, their doctors could answer questions about
better ways to get healthier. Why resort to drugs when nutritional
supplements and dietary changes might reverse your illness changes,
restore normal functions, even help you heal faster when an operation is
unavoidable?
LK: So you’re not against newer drugs or better operations?
JPT: Gosh, no, not at all! I am against people not knowing the risks
with FDA-approved arthritis drugs that kill with heart attacks or fatal
bleeding; same with acid-blocking heartburn drugs that contribute to
heart disease, dementia, kidney failure, and osteoporosis.
I’m at a loss for words when a late-60s gentleman trustingly took a
“statin” anti-cholesterol drug (elsewhere!) – but it quickly melted his
muscles, destroying his comfort and daily strength. Or the mid-40s
woman who, rather than going into the hospital or having home nurses
deliver a needed in-the-vein drug, insisted on a convenient oral antibiotic
that created misery by melting the support tissues in her joints and blood
vessels. I feel trapped along with them when the chemical damage from
such drugs cannot be easily reversed. So I’m excited to promote newer
treatments that help avoid these problems.
LK: You’ve said that doing nothing can be harmful, that it really is
“doing something.” What exactly do you mean?
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JPT: Carefully applying the “tincture of time,” so-called “watchful
waiting,” often is a good idea, to let the body repair itself. If patients
only knew the stories we have to tell, their doctors could answer
questions about better ways to get healthier. A great example of not
standing up and speaking out for patients involves chelation therapy.
That’s a treatment using medications approved by the FDA for over 60
years for removing toxic heavy metals. Common poisons like lead and
mercury were linked to heart disease years ago. Now a zillion other
illnesses that steal comfort and capability are related to toxic exposures
from across our polluted planet.
LK: Seriously poisoned in our daily lives, that’s got to be an eye-opener
for many people.
JPT: Absolutely! Just consider heart attack reduction proven in a major
study that a Yale cardiologist – Dr. Krumholz – called, in a Forbes
magazine article, “inconvenient evidence.” He’s like me, frustrated that
we supposedly “live in a world of evidence-based medicine.” Yet, the
medical community has ignored any prospect that chelation could have
any verified value in treating heart disease. Dr. Norman Clarke in Detroit
– in 1955! – watched in amazement as chelation for lead poisoning in
workers assembling car batteries made unexpected, dramatic reductions
in their angina chest pains, shortness of breath and leg pains. Even their
EKG heart tracings got much better.
If patients only knew the stories we have to tell, their doctors could
answer questions about better ways to get healthier. How about my
mid-50s public utilities worker whose leg ulcers wouldn’t heal, forcing
him to retire early? He boasts now that chelation saved his life … and
years later, he works harder than ever before. We see that from reducing
toxic metals and lots more. I find it’s often true that “You’re always ‘down
on’ what you’re not ‘up on.’ ”
LK: I certainly understand that, but don’t you feel that most of us are
reluctant to believe that our doctors are not aware of newer treatments to
help with deadly diseases?
JPT: You know, Larry, history is loaded with inconvenient truths, fake
explanations like the earth is flat, or the earth is the center of the solar
system, even the force of gravity itself. To be sure that patients get more
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modern treatment, we now have so-called “standards of care” in medical
practice. Rather than guiding physicians to better practices, they can
lock current approaches in concrete and surprisingly resist unexpected
advances, especially where expensive drugs aren’t involved. Often
patients discover exciting treatments by word-of-mouth – or by watching
interviews such as this – and their curiosity is rewarded 10-fold!
LK: You know that I was a heavy smoker and had a heart attack and
later heart bypass surgery. Are you saying that my doctors maybe didn’t
tell me about all my treatment options?
JPT: Gosh, I would hope they did. I remember your interview with
Bill Clinton, each discussing your own bypass operation. You know,
President Eisenhower was a four-pack-a-day smoker. He would have had
bypass after his 1955 heart attack, but that wasn’t first performed until
nine years later by my friend Jimmy Howell, who became a pre-eminent
surgeon at the Texas Medical Center in Houston. He encouraged patients
to continue their chelation treatments.
For many in your audience, this sounds “new” but it is a hidden jewel
from the past. The incredible value of chelation was just being discovered
in the 1950s. Today, about 800,000 Americans die each year from heart
disease. Would you believe that over 100 people will have a heart attack
during our one-hour interview? The popular media glowingly reports
on drugs and surgery but rarely any headlines on proven, successful
solutions that are “outside the box.”
LK: You’re convinced that these omissions shorten people’s lives or
impair their health?
JPT: If patients only knew the stories we have to tell, their doctors
could answer questions about better ways to get healthier. What
about my late-60s patient whose first blood sugar was over 500 – scared
me, since over 250 is really high! Some folks are stubborn, but now his
sugars run about 120 to 170, not great but better. Here’s some encouraging
news: at the American Heart Association meeting in 2012, results of
the double-blind NIH trial with over 1,700 patients showed chelation
reduced “heart events” by almost 20 per cent over five years, and that’s
in people who had already suffered a first heart attack. Recovery in
diabetics was so much better – about a 40 per cent reduction! – so now
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the NIH has started a $37 million study only for adults with high sugar
problems. Many folks don’t stop to realize that they can suffer earlier,
more devastating, and more deadly consequences: strokes, losing toes
and legs and eyesight and kidneys, as well as heart attacks. Sadly, the
media has been … silent.
LK: Those reports you’re sharing are encouraging for millions of
people who want to preserve their comfort and capability and to live
independently for years to come.
JPT: You are so right! My job is not to whip out my Rx pad when I
walk into the room. Larry, a doctor’s choice is to “solve it” or “salve
it” – or as I say, “Find it now – Fix it right!” … otherwise, you get
to watch patients decline as we “slap on” more drugs and operations.
I must produce better results or they should go looking elsewhere. My
friends Lin and Lin Tan in Taiwan reported in 2003 that non-diabetic
kidney failure responded very well to chelation therapy – diabetics do
great, too. How many kidney doctors offer that, long before dialysis
costing $8,000+ a month? We are paying the bills through Medicare and
skyrocketing insurance premiums.
LK: Everyone understands rising costs only too well. Are your treatments
more cost-effective?
JPT: Larry, the most expensive care you can get are treatments that don’t
work. When folks say, “But my insurance will pay for regular care,” they
need to remember that, if it doesn’t reverse their disease, then they will
pay for it with their comfort and even with their life. My new book,
Second Chance … for those who survived their first heart attack
and those who want to, explains these ideas in easy to understand ways.
When we talk “raw dollars,” sensible care can be much more affordable.
If patients only knew the stories we have to tell, their doctors could
answer questions about better ways to get healthier. Here’s a costly
example: an 87-year-old man was recovering from dramatic aortarepair surgery for several months in a skilled nursing facility. Thanks
to chelation treatments, he had been maintained for years on an oral
diabetic drug without any problems. The skilled-care nurses did blood
sugar testing four times a day and gave insulin shots. His facility doctor
refused to restart the oral medication despite my insistence. The extra
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testing and shots doubled the daily charges to Medicare and insurance.
When he recovered enough to go home, his former drug was restarted
and he did just fine. That was my Dad.
LK: Do you also have effective ideas about preventing heart attacks?
JPT: Great question, because there are several things folks can do. Let’s
just look at the whole cholesterol debacle. Fred Kummerow, a renowned
scientist who spent 70 years researching blockage disease, published
a wonderful book when he was 100 – titled, Cholesterol Is Not the
Culprit. Medical studies show cholesterol drugs can be dangerous, and
half the people arriving at the ER with a heart attack have normal blood
cholesterol levels without any drugs! Professor Linus Pauling showed in
the early 1990s that people can dramatically reduce their risk factors.
His research with Dr. Matthias Rath discovered that artery injuries and
blockages result from vitamin C deficiency – that’s really a “scurvy”
problem inside, because humans don’t make vitamin C. Here’s even
more good news: a specific blood fat – “L – p – little a” – can make a
flexible seal over the blood vessel damage. Your body can marshal this
very effective patch to help heal the smoldering damage from inadequate
supplementation with vitamin C. Unfortunately, modern medical
treatment seeks to drive down needed protection from higher levels of
Lp(a) along with total cholesterol.
LK: Many viewers will be surprised hearing those facts.
JPT: Right. Let’s get real, Larry. Only 1 in 5 or 6 patients will have a
longer life with bypass operations. Those folks have serious blockages,
on the left side, easily seen with a quick HeartScan, no needles, no dye.
Three major studies reported in the early 1980s and Harvard research
in the early 1990s showed that drug treatments provided results at
least as good or even better than surgery. You know, our medications
and nutritional supplements now are much more powerful and better
understood. Now we can test for key “inflammation markers” that give
a crystal ball glimpse into the future, when doctors pay attention to this
“oxidation” or “rusting” or “free radical” chemistry that creates our
diseases.
LK: You’re saying that scientific research has advanced dramatically in
recent decades?
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JPT: Beyond what people would believe, because they simply haven’t
heard about it. If patients only knew the stories we have to tell, their
doctors could answer questions about better ways to get healthier.
Here’s some examples: very high-dose fish oils have reversed comas in
accident victims; high-dose vitamin C treatments brought a New Zealand
rancher back to life as he was dying due to pneumonia from swine flu;
combinations of minerals and vitamins have reversed abnormal heart
EKG rhythms, like atrial fibrillation, in many patients. Routinely, patients
complaining of chest tightness or even worrisome pains have been
surprised at finding relief within days when taking specific supplements
and using prescribed oxygen during sleep. The future is bright, even with
so-called “aging” changes.
LK: You have claimed that “aging is a disease happening one day at a
time,” that wearing out is actually slowly developing diseases. What led
you to this conclusion?
JPT: Like the advertisement for Ginsu knives: “But wait … there’s
more.” “Wearing out” in “aging” often means that your repair processes
are slowing down, so you gradually “fail.” I can’t count the number of
men and women in their 60s, even 70s, who boast at being more energetic
and stronger when they receive effective natural treatments.
Many diseases develop silently over several years. I was fascinated
when Lady Gaga announced on your show her concerns with lupus.
Autoimmune diseases are a favorite of mine to treat. You know, Larry,
I started graduate courses in immunology in 1968 – so finding true
solutions, safe solutions, for many diseases has been very fulfilling! If
patients only knew the stories we have to tell, their doctors could
answer questions about better ways to get healthier. All sorts of
autoimmune illnesses can be traced to The Yeast Syndrome – so there’s
no need to resort to the expensive and even risky new drugs advertised
on TV, these problems can disappear.
LK: Now, that’s the title of your best-selling Bantam book, right? Some
claim it is still the most complete one on the topic.
JPT: Thank you! At least a third of your viewers suffer from problems
that can be improved by treating for yeast overgrowth in the gut – avoid
sugars and starches – eat fresh food, especially vegetables – and cut out
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all fermented items, including alcohol and vinegar and such. The book
goes into exquisite detail, but what I enjoy most are the endless stories
of patients who had suffered for years and then found relief … actually
more than relief, often full recovery!
In too many stories to share today, their symptoms involved every system
in the body, not just lingering vaginitis or athlete’s foot or pestering skin
conditions but major illness problems. I mean, like joint pains, continuous
ulcers or reflux heartburn, bloating and irritable bowel diarrhea-andconstipation, diverticulitis, recurrent kidney or bladder infections,
frequent headaches, sinusitis and bronchitis, moodiness, period problems
for women, fatigue, and on and on. Autoimmune conditions, like lupus,
rheumatoid arthritis, Crohn’s or ulcerative colitis, these and dozens of
others often improve with treating The Yeast Syndrome. The “syndrome”
is a broad collection of (any!) different discomforts caused by yeast
poisons percolating 24/7 from your gut into all systems of your body.
LK: So maybe I’m missing something here – How do you relate all these
illness and aging problems to just one thing, to yeast?
JPT: You see, Larry, “Candida” yeast normally found in our gut can
overgrow, out of balance, thanks to antibiotics and hormones and fake
foods and stresses. They put out toxins, literally poisons, aimed at
derailing all of our chemical processes. Thyroid and insulin then female
and male hormones, minerals and vitamins, fatty acids and amino acids,
nerve transmitters, basically everything needed to run our metabolism.
All of these can get crippled, especially our immune defense system, then
all essential systems start to break down. Some slowly, some faster. We
go to “organ-system” doctors rather than to “look-for-the-cause” doctors.
We hop on the medical-merry-go-round and get strung out on more and
more medications for our puzzling “illnesses” … is that aging? Not so!
That’s unrecognized disease!
Forgive me, I get kind of excited about the results patients get. If they
only knew the stories we have to tell, their doctors could answer
questions about better ways to get healthier. There are three things
certain in life: Death, Taxes and Fungus! Think of it like this, Larry:
there are three great kingdoms. Plants – they use sunlight to make energy;
animals – they eat plants to get the energy or eat other animals who
ate the plants; and fungus – that includes molds and mildew, yeast and
39

THE BIG QUESTION

fungus, like mushrooms and more – they eat the other two kingdoms,
plants and animals. Nothing personal, “just business,” they’ve got to eat
to survive and they’re committed to making a “Happy Meal” out of each
one of us! My new book, Sick and Tired?, gives more recent healthrecovery details.
LK: You report improvements with so many conditions – do all of us
suffer from some sort of “yeast” illness?
JPT: We talked about autoimmune illnesses, and there’s a ton. But
Larry, I’ve treated all sorts of problems with unexpected improvements.
How about treating elevated PSA prostate levels for years with antifungus drugs … and watching the numbers come down dramatically.
That actually leads me to one of my exciting research topics, which I call
“Deep Blood Fungus.”
I see our time is winding down, so maybe we can talk another time
about how this infection relates to severe skin conditions? Leukemia and
the opposite, low blood counts called leukopenia, all sorts of immune
deficiencies? Breast and colon and other cancers? Worsening diabetes?
And yes, lupus, rheumatoid arthritis and other autoimmune diseases.
Even MS and ALS. We’re finding this in plaque, the blockage forming in
heart and other arteries. We’re busy finding how these fungi destroy our
comfort and capability in life. I’m creating a series of videos, articles,
and brochures to help patients understand newer ways they could regain
their health and enjoy their life, no longer resigned to suffering and dying
early.
LK: That sounds like a “tiger by the tail,” doctor. You’re clearly excited.
JPT: Larry, I spent the first half of my career learning to ask good
questions. Now, thankfully, I’m learning to find better answers! I mean,
you can’t explain the fascination and delight to discover help for those
with unexplained illness. I’m launching a series called the Doubt
Your Doctor™ books by alternative specialists, to coach patients
on questions they need to ask and tests and treatments they need
to seek… or to be tentative about. I’m writing the flagship volume,
HEARTBROKEN: Top 5 Reasons To Doubt Your Heart
Doctor. And I’m pioneering a line of quality, affordable, balanced
nutritional supplements – DocDesign™ – for more comfort and vitality,
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a healthier and more joyful life.
LK: You’re a busy man. You were telling me before the show about
startling advances in relieving pain?
JPT: Oh, yes! An incredible new “solution” for chronic pain patients
– even including me! – is a special cell preparation carefully processed
from umbilical cord blood by a federally-registered tissue bank. How
about a 58-year-old man suffering with hip pains daily since his football
injury in high school. Gone in a week after injecting these stem cells.
Some five months later, he fell off his hay-baler – yep, onto that hip. He
asked about another injection of stem cells but I said, “Wait a week” …
and he simply became pain-free again. So now we have another tool to
help relieve pain, no surgery, no daily drugs, no narcotics! My new book,
Failure is not an Option, helps people see this new way to lasting pain
relief. You know, so-called “sciatica” leg pain is often not that at all,
not caused by pinched nerves – but that’s a topic for another interview.
Incidentally, I’m a strong believer in gentle chiropractic care.
LK: Your patients, at least most of them, are thrilled with their results
and, as some say, “love you” – but conventional doctors consider what
you do as quackery. I’d love to get more into all of this, but you promised
to share “The Big Question” before we run out of time.
JPT: Oh, yes, forgive me for being so long-winded, there’s just so many
stunning advances to share. Here it is, I ask simply: “What do you
want me to help fix for you?” That one question gives me tremendous
insight into what they value, into how their life is impacted by illness or
injury, into why they have come to me for care. But after that question,
my task is to ask “the” questions that have allowed me to discover and
treat the root causes of illnesses in almost every patient over dozens of
years:
First – Why?
		Second – Why?
			Then – Why?
				And next – Why?
					 Finally – Why?
LK: (Chuckling) Those sound like … actually … the same question?
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JPT: You’re right! Larry, I get better answers as we drill down looking
for why something has occurred or what deeper factors contribute to it.
For example, “why” you’re seeing me could be “for my new high blood
pressure.” That doesn’t always require drugs. The next “why” could show
a career in a chemical plant, the next “why” might reveal a life-long
hobby of reloading bullets or fishing using lead weights. Maybe growing
up in an old house with lead pipes or perhaps working as a house painter
in earlier years. We finally get down to an answer demanding treatment,
such as an elevated level of toxic lead inside. Long ago, lead was found to
cause high blood pressure and heart disease. Of course, in this story the
patient needs chelation therapy to reduce his toxic body burden, which
we discussed earlier. Just a quick example, but you get the idea, it works
with any of the treatment programs we’ve reviewed today.
If patients only knew the stories we have to tell, their doctors could
answer questions about better ways to get healthier. Our doctors are
stressed out because many remain frustrated with fancy band-aids called
drugs and surgery instead of finding ways like we’ve discussed tonight,
to treat the underlying causes of their patients’ problems. You know, the
insurance you always want to have but never use: fire, flood, accident,
health. And, of course, life!
LK: That explains very well why you say that you “find and treat
causes that other doctors have missed.” How did you come up with this
approach?
JPT: Larry, graduating from medical school was a license to learn. I
would have been a permanent medical student if they had just paid me!
I have been blessed with a curiosity that won’t quit, so learning about
natural healing was … well … a natural thing to do. My legacy will
be the smiles and successes of those I’ll never meet, countless children
and grandchildren of patients whose suffering was finally relieved, their
comfort and capability restored, so that they could focus on being the
best parents they could ever be.
LK: Wonderful and inspiring, thank you. I’ve got to say that I really like
your tie …
JPT: (interrupting) Thanks, I got it as a gift long before the Prez even
announced as a candidate.
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LK: (smiling) … and, of course, your suspenders.
JPT: Thank you! – They’re really comfortable and, incidentally,
(smiling) they’re also a tribute to one of my heroes.
#

#
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About Dr. T
Pardon me – What was the question?
As children, we’re chock-full of questions, inquisitive about
how the world works. Education and experience load our brains
with information but not always understanding or even wisdom.
In many careers, we’re paid for – and expected to have – “the
answers.” How many times, though, are we “just winging-it?”
~ John Parks Trowbridge M.D., FACAM
Early in life, Dr. T – as he’s been known to patients and staff for 39 years – was
fascinated by “putting things together, finding how the pieces fit.” Not table puzzles
but ideas. His senior thesis in high school reviewed various perspectives of the human
sexual experience. A major paper in Humanities at Stanford explored interconnections
shared by The Creative Synthesis Process in Art and Science. For an extracurricular
project at Case Western Reserve Medical School, he worked with world experts
in heart pathology and pediatric cardiology to produce a dozen color videotapes
explaining the abnormalities of congenital heart disease. In his “spare” time, as
the first At-Large National Trustee of the American Medical Student Association, he
quietly worked for a collaboration that finally allowed podiatric surgeons to operate on
feet and ankles in American hospitals.
What is “The Big Question”? In his daily practice, he’s never found less than two
dozen every day! The limit on discovering answers has been the number of hours
available … and the knowledge he doesn’t yet have. He spent the first half of his
practice finding better questions and now he’s thrilled that these are finally leading to
better answers. When life is your choice, failure is not an option.℠
Perhaps most exciting is his leading exploration into the best use of, and finest results
with, a unique stem cell preparation from a federally-regulated tissue bank for healing
chronic (and acute) pain syndromes – and other problems as well.
Or maybe it’s his literally incredible progress in finding what appears to be “the
source” of unexplained diseases – autoimmune issues such as rheumatoid and
lupus, sudden kidney failure or worsening diabetes, horrid skin conditions for which
dermatologists remain puzzled, even cancers such as prostate, breast, leukemia,
also MS and ALS, and others. He calls this “Deep Blood Fungus,” and unexplained
illnesses might well come from (or be worsened by) exotic infections never before
suspected because a test did not exist. Videos and articles – he’s busy preparing
them! Here’s a big question: How much is this like when Pasteur, 150 years ago, first
confirmed “germs” as causing bacterial infections?
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Maybe “The Big Question” is … “What on earth could be making me sick?” Their
traditional training as doctors has poorly equipped them to solve many of these
confusing issues. Dr. T hasn’t just learned and developed advanced methods, he
writes extensively and trains physicians across the USA and around the world. As
he says, there’s never a question about “when” – it’s time to “Find it now – Fix it
right! ”
For CV and details on advanced treatments:
• www.healthCHOICESnow.com
• www.stem-cells-USA.com
• www.heal-your-illness.com
• www.deep-blood-fungus.com
For appointment or to schedule speaking engagements: DIAL 1-800-FIX-PAIN
John Parks Trowbridge M.D., FACAM
Life Celebrating Health
9816 Memorial Blvd – Suite 205 – Humble – Texas
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CHAPTER 4

WHY DO THE BIG GET
BIGGER?
BY REBECCA CROWNOVER

MY HISTORY
I grew up farming with my grandfather, who taught me the values of
hard work and sacrifice. Farming was a big part of my foundation for
my future. Thinking that my childhood memories on the farm would
exist only as memories, I grew up and traveled a bit, with one eye towards
entrepreneurship and business, and the other looking fondly at my roots
and my home state of Texas. In the early 2000s, farming came back in
my life just at the right time, when I met (and later married) Adam, a
farmer.
Together, Adam and I planted roots deep in our community. We farmed
with his parents, Johnny and Kay, along with Adam’s brother and his
wife, Justin and Stephanie. In those early days, we worked inefficiently,
operating the business out of our homes after long days on the farm,
paying bills at the dining room table. We were accustomed to doing
everything by ourselves. Hard work and sacrifice were our cornerstones.
In 2006, tragedy struck and we lost my father-in-law and our business
partner, Johnny, in a truck/train accident. That was a difficult time, and
we had a lot of “Big Questions” to ask ourselves.
We didn’t have all the answers, that was for sure. We wanted to grow, but
we needed help to understand how to grow sustainably. At that time, we
had just 7 employees and about 11,000 irrigated acres. Once we felt like
we had grounded ourselves and looked internally at our true passions,
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we realized, as a family, that we didn’t want to let the death of a loved
one defeat us.
As farmers, we knew how to farm. We knew how to market and sell
our grain. However, we didn’t have the experience and knowledge we
needed to structure our farm as a business, or to take on the growth
we desired. It was in 2008 that we connected with FamilyFarms Group
(FFG), which set us on an altogether different course.
Farmers are very hands-on managers; when we’re running our farms,
the same rules apply. I speak first-hand when I say that many farmers do
not want to give up power or hire others to help run their operation. This
thinking has its flaws, a fact we learned over time. By not delegating to
others, tension is created that doesn’t need to be there. FFG offered us
answers, and gave us a new perspective. They showed us how to grow a
farm business in a structured way, and gave us other resources we didn’t
even know we needed.
By 2009, just one year into working closely with FFG, we had an office
and had reorganized our farm into categories. Instead of everyone doing
little bits of everything, folks had defined roles and responsibilities.
We organized managers over the different areas of our operation. With
FFG’s help, we put people into roles they were good at, and we were able
to operate more like a business, yet still keep the values of a family farm.
Still, our lives were to get harder than I could have ever imagined.
Tragedy struck again in 2009, when my husband Adam passed away
from a head injury that incurred in an ATV accident. We could have
chosen to stop right there. Instead, we made choices to grow not only
mentally and emotionally, but also professionally. As much as it hurt, we
took adversity by the horns and kept on going. Perseverance and drive
became very meaningful terms to us.
GROW YOUR OWN
When a farmer – who is also a business owner – talks about “growth,”
there’s a lot to unpack there. For me, growth in business and growth in
the farming industry are one and the same. In farming, growth is about
cultivating, nurturing, and monitoring crops or livestock to ensure they
are healthy and right where we want them to be. In non-farm business,
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we go through many of the same stages. Relationships are nurtured,
products and customers are monitored. When you're in business, we say
“grow your business.”
You can also grow your own potential and career. With the right structure
in place and a sturdy foundation, you’re set up for success and growth
becomes easier. Growth is all about the drive, motivation, and abilities
you have propelling you forward. Lone Star Family Farms is forever
changed, thanks to the influence and support of CEO Allen Lash and
the entire FFG team.
Allen often says, “Whether you think you can grow or you think you
can’t, you are right. Attitude is everything. Growing a business boils
down to attitude.”
The reason a lot of people grow is often the same reason someone tries to
run the four-minute-mile, like the well-known Rob Bannister. Individuals
like Rob have a sense that they are capable of doing something special.
Growth is possible in all of us, but it takes hard work. You have to be
willing to listen to that inner voice, the one that’s always pushing you
forward, encouraging you to be all you can be.
CONSOLIDATION IS A REALITY OF BUSINESS
Why do the big keep getting bigger? There are a few key reasons in
business. Once an industry or company gets to a certain point in time,
consolidation is inevitable, even though the rate or speed can vary.
Contrary to what you might think, this isn’t always a bad thing.
In the case of farmers, a lot of us are getting bigger because of the way
the industry works. For us, it's primarily about growing responsibly and
sustainably. However, as the need for food around the world continues to
grow, we have to continue to grow to keep up with supply and demand.
When consolidation sets in, there can be only two players: consolidator
or consolidatee. It’s important to understand how these two are different
and why they are both important, because neither is right or wrong. The
job of a manager or a business owner is to figure out which one of the
two you want to be. The way you run your business will depend on your
choice.
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The question to ask yourself (and your business) is: Are you now, or do
you want to ever be, a consolidator or a consolidatee?
Here’s how to think about it:
Consolidators say, “Why not?” They are ready to try something new and
don’t scare away easily from challenges or change. You know the kind
of leader (maybe this describes you): passionate, determined, confident.
Consolidators seem like they have all the answers, and that’s partly
because they dedicate time and resources to thinking through their
business choices and making educated decisions. They lean into their
network and pay attention to how the industry is shifting. They’re flexible
and reasonable, but determined. And, perhaps most of all, consolidators
are hungry for more.
Consolidatees are different. They tend to be more conservative and
uphold the “status quo” in their choices. They reflect on the past more
than looking to the future. Consolidatees are steady, but can be slow to
act, or overly cautious and get in the way when growth is inevitable. You
can start a business or build a business with the plan to take it to a specific
goal, and then sell as a consolidatee. When you make a decision to sell
your business, remember: that's a plan, too! It’s a consolidatee’s plan, and
can be a wise choice for all kinds of leaders and business owners.
You may think there’s a value judgement on being the “right” one here, but
of these two options, there is no clear right or wrong – only what’s right
for you. Choose one. Perhaps you are nearing retirement and looking to
pursue your lifelong dream of traveling the world. There’s nothing wrong
with embracing what would be necessary to live out that vision – which
might put you in the position of being a consolidatee. Likewise, maybe
you’ve always wanted to push yourself further. The consolidator grasps
the opportunity to take that leap.
In growth and consolidation, you must choose to be one or the other. If
you want to be the consolidator, you have to have a growth mindset – this
is non-negotiable! You will have to be able to deal with adversity and
challenges. You will need to be strong for your business and those that
look to you for leadership. If you want to be a consolidatee, you need to
pay special attention to timing and have an exit strategy.
When I said earlier there’s no right or wrong between these options, that’s
true at face value. However, there’s a third scenario which does have
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negative implications. This is what I call “No Man’s Land,” and, as you
can imagine, it’s not where you want to picture yourself when it comes to
your business. No Man’s Land is an apathetic state of doing nothing… by
waiting for something to happen to you. While we experience indecision
often in our lives, it’s true that it’s always better to have a point of view!
And business is no exception to this rule.
For those who haven’t decided, they believe their business should be able
to continue running the way it is without changing, and the changes of
the world shouldn’t impact their business. The problem with No Man’s
Land is that, in any industry, someone else will make a decision for
you, and your personal (or professional) situation will not be considered
when they do. Those undecided individuals almost always end up in the
consolidatee corner.
It is always best to actively make conscious choices that impact your
business and your livelihood! In the case of consolidation, think about
where you are, and what your short and long-term goals are. Are there
things you have been putting on hold that you’d like to make time for?
Or, are there bigger growth objectives or new initiatives you have been
waiting for the right time to implement? Once you decide which side you
are on, you can actively drive your business forward towards that end
goal. Embrace the decision and seek the outcome that works best for you
and your business.
HOW YOU’RE GOING TO DO IT
Whatever you're trying to do, keep in mind the mentality of those who
are passionate and successful. Those inspiring individuals are proactive
because they are constantly thinking one step ahead. Excellent leaders
want to be ahead of the puck. In business, this is an absolute gift. Think
about your own talents and innate abilities. How can you leverage what
you are good at to be successful in your business? In what areas will you
need support or help? It’s always better to acknowledge any shortcomings
or growth areas, and to outsource the tough stuff rather than let those
things hold you back.
You must also recognize in business what it is you want to be, and put
the structure in place to move toward it. Your attitude is everything!
If reading this makes you want to be successful and growth-oriented,
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follow your instinct that is already saying, “Why not?” With this driven
mindset, you can be a Consolidator. Or, if you’re growing weary of the
industry you’re in, it might be a time for a change. If this is more where
you are at right now, you can be a Consolidatee, and put a plan in place
that supports your own exit strategy. Choose your path; don’t let someone
else choose for you.
Ask yourself this: Why do I do what I do? Take your thinking all the way
through to the finish line. Don’t just stop at the initial dream. How is it
that you are going to get there? What steps need to be in place? What
areas have opportunities for you to grow or improve right now? How
will you respond to a changing industry? And are you a consolidator or
a consolidatee?
We may have different businesses and may have different approaches
to what we do in life, but the common denominator is being successand growth-oriented and being willing to take on the adversity you face
along the way.
Regardless of the business you are in (farming, technology, publishing,
etc.), whatever it is, this is truly the best time to be in business and to
be growth-oriented. You just have to decide where you want to be. Are
you going to make something happen, or are you going to be one of
those people who sit back and wonder what happened? Everyone makes
a choice.
Finally, don’t exist in No Man’s Land! Fulfilling your passion takes drive
and determination. It will always pay off in the long run to commit to
those things you value most.
IN CLOSING
Today, our farm, Lone Star Family Farms, has grown from 7 employees
to over 70 and counting. Those 11,000 acres have grown to over 50,000.
We say that humbly, as it has taken much sacrifice by our family and our
employees to be where we are today.
This is all possible because we made a choice. We chose to grow our
passion and our business. Adversity is something we have come to expect
in our business. Farming is difficult and very risky, and we know we will
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have to pay our dues, at times unexpectedly.
I have to hand it to my brother-in-law, Justin Crownover, our General
Manager. Our family couldn’t be prouder of him as a leader of our family
and business. He’s always been open to trying new things and always
finds a way to accomplish what we set out to do. With a leader like Justin
who’s willing to go that extra mile and put in the sacrifices regardless,
the “proof is in the pudding,” as they say.
Justin has that special mindset I mentioned earlier. His particular flavor
of it is both infectious and positive – you can see it trickle down through
our partners and employees. When I asked him recently if he ever
thought our family business would be where it is today, he said this: “I
never thought it would. I thought it would have been harder to get here.
But setting up your business with growth in mind, we have been able to
put together a sustainable farming business that we believe will stand the
test of time and adversity.”
You know what they say – if you do what you love, you never work a
day in your life. The hard days are hard, but that’s as true in life as it is
in work. We are all grateful to do something we love day in and day out,
and to have the opportunity to grow into something bigger and better
over time mentally, emotionally, and professionally.
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About Rebecca
Always willing to work hard and make the necessary commitment
to achieve her dreams, Rebecca Crownover is a shining example
to anyone with an entrepreneurial spirit. Through example,
she shows how anyone can achieve their dreams with some
determination and ingenuity. With a strong understanding of
business and as a partner in a family-owned and operated farming operation, Lone
Star Family Farms, she has been diligent in finding success.
But it wasn’t until an unexpected personal tragedy in 2009, that Rebecca found an
even greater purpose. Rebecca lost her husband, leaving her a solo parent and minus
her business partner.
Challenges on how to best help her young daughter cope, Rebecca sought out books
and resources that could help a small child understand and deal with grief. When she
didn’t find what she was looking for, her entrepreneur mindset lead to her to a bigger
calling, a pouring out of her heart and soul in the form of a children’s book—My
Daddy is in Heaven with Jesus. With hard work and persistent marketing, the book
gained international attention, earning several awards. The book then turned into a
Hollywood faith-based film, My Daddy Is In Heaven, released in 2018. It was through
this process that Rebecca really connected with the idea of being a children’s author
who offered teachable moments to young people through captivating and interesting
stories.
Today, Texas Farm Girl is the book series that has continued to establish Rebecca
Crownover as an elite children’s author, having earned additional accolades as award
winning books. Rebecca has been featured in publications about farming, business,
and her book series, including Forbes Magazine, Yahoo! Finance, CNBC, Reuters, the
December 2014 cover of Progressive Farmer magazine, and numerous other farming
and business publications. She is an actively sought out speaker for professional
organizations and schools with her inspirational personal and professional message.
The greatest joys in Rebecca’s life involve what she’s most passionate about. She
loves working for their family farming business, growing the Texas Farm Girl brand,
playing tennis, and spending time with her daughter Acie, her “mini me.” Together, they
enjoy traveling, attending movies, and sporting events. Rebecca is also committed to
FamilyFarms Charities (familyfarmcharities.org), an organization that she personally
adopted after they helped her after her loss. They are dedicated to using farming
practices and principles to help those in need.
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Find out more about their family farm and Rebecca at:
• www.LoneStarFamilyFarms.com
• www.RebeccaCrownover.com
• www.TexasFarmGirl.com
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CHAPTER 5

THE KEYS TO SUCCESS
BY PATRICIA DELINOIS

Tall, handsome and, in my opinion, invincible, my father has always been
my personal hero. So, when he walked into my real estate office one day
claiming, “I don’t have too much time left in this world, let’s make an
effort to spend more time together, please. I only have a year or two left
to spend with you,” I thought he was acting crazy. This wonderful, strong
man who’d been one of my biggest sources of motivation and inspiration
throughout my life wasn’t going anywhere any time soon. Regardless, I
agreed without hesitation to spend more time with him. From then on,
we made an effort to have lunch together at least once, sometimes twice
a week, filling the air with laughter and good conversation. We always
talked about everything—business, relationships and life in general, all
the things that truly mattered.
While I always cherished those conversations, I never realized how
special that time we spent together was until I received a phone call on
January 1, 2003 that irrevocably altered my life. I heard my cousin’s voice
coming through the receiver, “Patricia, come quickly to the hospital.
Your father is dying.” Nothing in my life was ever going to be the same. I
wish we had spent more time together. I wished I had learned more from
him. I wished we had done more of the things we talked about doing.
The burden was heavy, I felt I’d lost a part of me. Fear and panic set in...
how could I go on without him?
In the midst of my grief, I thought back on some of the more recent
times we’d spent together. It was then I realized those lunches were
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truly more important than I ever could have imagined. Between our
meals and laughter, he’d squeezed in as many of his life’s lessons as he
could. I thought about the countless times that he encouraged me to be
brave. I could hear his voice say, “Don't let your past affect your future.
Don't let limitations and failures keep you from moving forward. You
should create and hold on to your vision. Manifest your own special and
meaningful life.” I decided then losing him wouldn’t defeat me, instead
I’d do everything I could to make him proud. Thinking about his love
made me stronger, so I worked tirelessly to create one of the leading
international real estate companies in Miami.
So, when people ask me, “How did you create your success? What’s your
secret?” The truth is, I got here by surviving the school of hard knocks!
I found the strength to handle all the curveballs that got thrown at me.
The longer you endure, the better you get at learning how to overcome
all the unexpected situations that life has a tendency to throw at us all.
When enough problems are thrown your way, you become a problem
solver. My “secret” is that my life has been a journey of growth, selfdetermination, and acceptance; and I’d like to share my “take-aways”
with you, so that you may benefit from my experiences too.
I. Embrace Growth & Change
I started working at a young age—I was always ambitious and
hungry. At 17 I had relocated to Miami, and by the next year, I’d
begun my career in real estate. I set my sights quickly on the housing
industry, it fascinated me. My grandfather had always talked with
me about the hotels he was able to salvage and turn into something
special and artistic. I loved thinking about how real estate could be
an art form, and I was eager to become a part of it. I was already
buying, renovating and flipping homes within the year that I received
my real estate license. I pushed myself hard and worked tirelessly
to create one of the leading international real estate companies in
Miami. I first opened a successful Coldwell Banker franchise, then
later switched to a Century 21 franchise, Century 21 Premier Elite
Realty.
While I love it, Real estate has never been a fixed industry, and the
stable time of buying property that you planned on paying off and
passing down is the stuff of our grandparents’ generations. In this
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international booming economy, we are always in flux, and part of
our job is to predict how to weather the storms. We must embrace
change, encourage growth, and most of all – go with the flow.
Florida is no stranger to stormy weather, but I can recall a time
where both the financial climate and the landscape were growing
and changing so rapidly.
Overnight, my life felt like it had hit rock bottom—personally and
professionally. Our economy was in trouble and the real estate
market had crashed. Florida was hit among the hardest. My friends
were losing their homes to foreclosure. Real Estate companies,
mortgage companies and banks were closing their doors. If that
wasn’t enough, my own personal relationship was falling apart. I
felt as if my whole world was disintegrating all around me. I cried
myself to sleep so many nights wondering how I was going to make
it. Yet one morning I woke up with the memories of those insightful
lunches with my father at the top of my mind. I felt it was a sign.
He was reminding me to not give up without a fight. I refused to let
these tough times and their challenges ruin me. I gained confidence
in my ability to persevere, and to provide solutions. Slowly but
surely, there seemed to be a light at the end of the tunnel. But what
was my unique angle going to be?
It was around this time that the real estate market in Florida began
to shift to a bigger, global market. Miami was trendy and it began to
attract the attention of foreigners from all around the world. Visitors
and key investors saw Miami as prime real estate at a bargain price,
and started investing heavily in property. Singlehandedly, a few key
international investors turned our local economy around. I witnessed
the shift in the market steadily change the landscape of our Miami.
Surrounded by exciting new voices, I too had renewed energy. My
international background and specialization came in handy, as I
helped investors feel comfortable in a new city, and connected them
with the community I knew so well.
With international buyers often splitting time between different
countries and time zones, the internet has become a key part of the
work that I do. Thankfully, advances in technology have made it so
much easier for us to keep in touch with our buyers on a daily basis.
It’s no secret that the internet is the most powerful source of our
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business today. I believe in constantly planting seeds and growing
my commercial connections. I learned the value of my growing
global sphere of influence, and use the internet and social media to
increase my ever-expanding network. I love keeping in touch with
prospective buyers, and connecting with people from all over the
world! This has led to me being called “The Real Estate Queen of
Social Media.” I have over 300,000 contacts on Facebook, LinkedIn,
Google +, Flipboard, Twitter, Instagram, and Pinterest. I recommend
that all entrepreneurs focus on online marketing and social media,
since 90% of buyers are now searching for opportunities online.
My ability to embrace the change occurring in the Real Estate
industry as a whole, and the new technology available to me through
social media, secured my company as one of the leaders in the
international market. We focused on top countries such as Brazil,
Venezuela, Argentina, France, Canada, Russia, Colombia, Italy,
Mexico, China and Peru, where investors were eager to latch onto
Miami property. I prioritized diversity and international business,
and now have over 175 talented agents who each speak multiple
languages working with me.
II. Building Relationships and Respect
As we’ve already discussed, my ability to build relationships with
both my international and domestic clients is one of the keys to my
success. However, relationships with your peers in your industry is
a crucial key to success in your business too.
Whatever Business you are in, it is so important to have excellent
communication and a good attitude. I am a strong advocate in
raising the bar of the average Real Estate agent in this industry.
To be successful in any business we must treat each other with the
utmost respect, integrity and professionalism. Of course there are
times when your patience is tested and others don't play very nicely,
but it is how you conduct yourself that makes the difference in the
end.
I hope that realtors around the country will pick up on tips on how to
improve their skills in the trade. As for me, I will continue to respect
and learn best practices from my peers. I have always been a big
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believer in this business being all about relationships, handshakes
and a great attitude.
III. Understanding and Acceptance
Miami is incredible city that has grown at a rapid rate. Our city is full
of excitement and tremendous opportunity. However, it’s important
to acknowledge that the market is volatile—I've witnessed the ups
and downs over the years. Though I have made a lot of money and
lost a lot of money, I have learned to weather the storms.
People from all over the world come to Miami to start a new life
and feel comfortable that they are accepted for whoever they are or
wherever they come from. This is something I have always loved
about Miami. A key piece of what makes Miami so special and so
desirable is how readily accepting its inhabitants are.
A great beauty in life comes from its diversity. I appreciate the
opportunity to learn from people all over the world. I have learned
so much about investing in real estate, met many interesting people,
seen magnificent properties, stunning beaches, culture, nightlife
and incredible entertainment. None of this would be possible
if I only valued what was the same as I was! I love being able to
experience and understand new things. I truly believe in the bright
dynamic future of Miami which comes from this same sense of
awe, understanding and acceptance.
If only we could all learn to do something so simple as accepting
people for who they are —think of what a better and more peaceful
world we would have! Which is why I try to practice understanding
and acceptance daily, not only with the diverse group of clients I
work with, but in all aspects of life!
IV. Think About It Like You’re Going On Vacation
Have you ever noticed the week before a trip you become the busiest
you have ever been? There comes this sense of excitement and
urgency that gives you what I like to call a “super charge.” This
advantage seems to heighten all productivity and make the most of
finite time! I often joke that I'm going to just pretend I'm going on
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a trip, if only to create that inertia and excitement. I also know that
this boost in productivity and energy will mean more business.
What if you lived your life as if you were leaving on a trip the
following week? Wouldn't you get more accomplished?
I believe to be successful you must take control of your life and
be proactive! Take necessary action, be engaged, be visible, track
your progress, and surround yourself with a great team! Easier
said than done, but I believe you can embrace growth and be more
successful just by setting a few simple intentions. Learn to delegate
and automate your business so you are always as productive as
possible. Don’t be afraid to try new things, especially if something
isn’t working for you! It’s your life, make sure you’re living it in a
way that suits you best!
V. Positive Vibes
Speaking of living your life your way, work-life balance is something
that I find very important. Especially, after losing my dad. I’m so
grateful I made the time to spend with him, even if I wish there
was so much more. As a result, I make sure to set time aside every
day for the things I enjoy. It is so important to dedicate time for fun
and relaxation. What makes you happy? Whether it is travel, music,
boating, reading or painting, don’t forget to have fun!
What inspires you? Make it a priority to spend time with people
who are passionate and inspired. You will find that this brings out
the best of your ambitious and creative mind! Live your life inspired
and full of enthusiasm.
Prioritize and make time for yourself. It is so easy sometimes to
put ourselves last, but if you are not feeling your best, how can
you be any good to anyone else? You need to clear your head and
keep those creative juices constantly rolling. Self-care gets a bad
reputation, but I guarantee, there is no successful person out there
who doesn’t make it a priority. Taking care of your mind and body
are crucial to being successful.
And of course, prioritize time for your loved ones. As a single Mom,
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it has not always been easy for me. However, I have done my best
to raise my son. I truly hope I can make as great of an impact on
his life as my parents had on mine. My parents were not perfect,
but they did the best they knew how. They gave me unconditional
love, which I believe is more important than anything else you can
offer a child. I love my son more than anything else in this world,
and I want him to be proud of what I have accomplished. That is my
legacy for him.
VI. Your Life is in Your Hands…
I have learned so much from this life already. I continue to stay
receptive and willing to grow and change with each new challenge
or opportunity. It is important to remember that your life is in your
hands: no matter what has happened in the past, you are empowered
to pursue a life that is filled with happiness. By changing your
thoughts as well as increasing your understanding and acceptance
of the world around you, you will change your life. I truly believe I
have no limits to what I can create. I remain determined not to let
life’s many obstacles deter me.
When I reflect on the successes I have had, and how much I have grown
and learned from each opportunity, I think of my father, my guardian
angel watching from above. Just as he inspired me to accomplish so
much, I know he would also want me to share my gifts with others. If my
journey inspires others to live a life that embraces change, acceptance,
respect, and spreading positive thoughts and messages with the world,
then I know I have made my father proud.
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About Patricia
Patricia Delinois is the CEO of Century 21 Premier Elite Realty,
with over 175 agents and Offices in Miami Beach, South Miami
and Coral Gables. Premier Elite Realty focuses its efforts on luxury
residential and commercial complexes with an international client
list and major investors from around the world.
Born in Montreal, Quebec, she lived in Panama as a teenager and began traveling all
over the world at a young age. Patricia moved to Florida with her family at the age
of 17, and has made Miami her home. Patricia admired her grandfather’s work in
real estate in New York and California, buying and renovating old hotels, and turning
them into trendy boutique resorts that became a haven for celebrities. She followed
in his footsteps starting in real estate at the age of 18. She quickly rose to the top of
her field in sales records and achievements, and is a highly sought after real estate
professional today. Following her passion for art, she loves the ability to create living
art in the form of a residence, and through building a prestigious reputation with many
accolades, she is sought after as a mentor by other Realtors in her field.
An entrepreneur and visionary, Patricia served as the 2012 President of the MIAMI
Association of Realtors with over 35,000 plus members, making it the largest Realtor
Association in the U.S.A. and the largest international council in the world. She is also
a CNBC contributor and Real Estate Expert, TV Personality, and Best-Selling Author,
collaborating in a book with Brian Tracy and chronicling her experience working with
Michael Jackson.
Patricia has served as a speaker on numerous Real Estate topics and lobbied for
the industry on Capitol Hill. Patricia is co-founder of TechieTitle, a high tech start
up Title company. As a writer and a motivational speaker, she is fluent in French,
Spanish, and English. Her unique perspective and experiences have served her well in
countless roles as philanthropist, chairperson and ambassador to various international
organizations.
For more information, contact her at:
•
•
•
•

786-252-6288
patriciadelinois@gmail.com
www.patriciadelinois.com
www.premiermiami.com
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CHAPTER 6

MY GRAND ENTRANCE
BY SHAUNEQUA JORDAN

"...allow me to introduce myself, my name is... What? My name is… Huh?
My name is… Who?"
You may have not heard of me yet, but let this story be both an introduction
and a cautionary tale. My name is Shaunequa. Who I was just a few years
ago feels more like two lifetimes ago, but I’m starting to wake up and
remember. I was destined for greatness but interrupted on my way there.
Think of it more as me “pressing pause” on the life I knew, interrupted
by injury and urgency. Now that I have emerged on the other side, it is
time to reflect and push “play.”
I live in New York, just 40 miles north of Manhattan where the deer
roam freely, and the foliage is picturesque. This area is most commonly
known as the Hudson Valley. I relocated here about a decade ago. This
move changed many things for me, not just what was outside my window.
Things like my focus, my goals, and my dreams all experienced a shift.
Before I even noticed, I began to lose sight of who I was.
But let me start at the very beginning. I grew up in Bedford-Stuyvesant,
Brooklyn, in a Brownstone before The Cosby Show made it a believable
occurrence. I had big dreams and aspirations, including acquiring a
high-profile career, a husband, and having a child or two. I saw this as
a natural progression that would take place in my life, propelling me to
stability and happiness. However, at age 17, I was dealt my first tragic
hand, one of several more tragedies to come.
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The incident took place the week before my freshman year in college,
altering my future in ways I couldn’t have imagined. I was in a car crash
that could have taken my life, as well as those of three other ladies
younger than myself. However, as fate would have it, we all survived.
While we were well enough to walk away with no major injuries, the
trauma impacted all of us in years to come. In my case, as I have aged,
the effects of the internal scarring (that went undiagnosed due to the
accident) began to rear their ugly head when I was in my late twenties.
Mysterious and undetected by doctors, the trauma to my brain began
to mimic the complications and symptoms of what is known as MS
(Multiple Sclerosis).
While the issues related to this life-changing event persisted and impacted
my twenties and thirties, I worked hard to persevere and make an impact.
I have always been a go-getter, and it is possible this adversity made
me more determined than ever to make a difference. In addition, I have
always been creative, thinking of the next big project or accomplishment
I want to achieve. I have been a writer of sorts since I was very small.
My mother still has my school report cards where my teachers expressed
that I had the gift! I began to use this gift to explore the ways I could
change the world around me. I was doing this as well as working away at
having that career I had dreamed of as a younger person. Unfortunately
for me, all the work I was doing to overcome and improve my career
would be tested yet again when another difficult incident occurred.
The next tragedy in my life took place one busy holiday season. At the
time, I worked as a cosmetics executive. In this job I was often on my
feet, rushing at a fast pace through late nights and long days. On this
particular day I decided to move some large boxes of product on my own
– wearing high heels. While doing so, I took a very unfortunate tumble.
That one move ruined my back, and exacerbated the head trauma from
the wreck before college. I was unable to work, and any movement caused
severe pain to ricochet around my body. Once you are managing pain at
that level, it’s hard to keep your brain on the right track. Connecting
this event with other trauma showed me how it was related to all the
insecurities and fears from my past.
Today, it is not uncommon that my interactions with society are
completely disengaged. I am afraid to make a connection. Even though
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it is irrational, I worry that the burden I might place on those around
me is too great. You might ask yourself: What happened to that fierce
and fearless individual who used to walk with so much confidence and
grace? I asked and continue to ask the same question.
I was in hiding, because the fear and shame of not accomplishing
my dreams weighed heavily on my heart. I never wanted to be an
inconvenience to anyone, so I turned inward during those difficult years
after the accident that brought so much pain into my life. I began to
question things and the people around me. Since I could not bear the
rejection, what motivated me to even try to connect?
In those days, I was a shadow of the Shaunequa I was before: full of
anxiety and self-doubt. I asked myself day in and day out, “What do I
do next? What do I want? Where do I go from here? Which way is up?”
I was full of physical pain that impacted my mental state, and made me
become full of fear. I learned that if you don’t connect, grow, learn and
give your gifts to the world, you will lose your ability to do so. Like
shorthand, as the old saying goes, if you don’t use it, you lose it. I had
forgotten so much as a result of these struggles, it was like starting over.
When I began to notice how simple things became increasingly more and
more difficult to accomplish, I stopped doing them. That is how having a
disability sneaks up on you. Sometimes it’s an obvious one like a broken
leg and getting around with a wheelchair. Sometimes it takes more time
to manifest. More often than not, a physical injury can begin to impact a
person’s mental health, degrading what was a normally “healthy” state of
mind into something more toxic and also, more invisible. However, my
experience and memories were the only things I could hold onto. I could
feel each passing day slipping past and wanted to scream for help...but
who was there to help me?
These questions and uncertainties filled my mind. It took me realizing I
had to help myself if I wanted to change my circumstances. I was never
taught that our feelings can change how healthy our bodies are. There is
a clear connection between mental health and physical health, and one
can drag the other one down with it. I let my health overwhelm me and
distract me from the life I was leading. With a mind and body out of
sync, I was in a very frustrating situation. And there is no pill or trick
that can easily or quickly bring you back “online.” The recovery will
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take years and, as I have learned (and am now spreading the word), that
work will never truly be “done.”
There is so much good to come out of this, though. There is so much I
have learned, and so much I have to impart. The cautionary storyteller
in me wants to warn you how to not experience what I have endured. The
fierce warrior in me wants to warn that young Shaunequa, too.
COME ON IN, THE WATER’S FINE
It is hard to tell how things are devolving when you are in the middle of
them. I didn’t realize what a subtle deterioration I was experiencing! In
fact, when I was home by myself with the pain, I could manage. It was
amplified when I was out and about...so, as you can imagine, I went out
less and less to minimize that pain. But I wasn’t connecting. I slowly
began to hide. I withdrew from life because it was easy.
This whole ordeal made me aware of the potholes in my life – the
potholes that were covered with snow. You know how roads can be in
shambles, but after the first winter snow, that layer of snow makes it all
so beautiful. As long as it keeps snowing and the roads stay clear, but
the salt and gravel, the chains on every car tire, all are impacting the
conditions underneath. Then spring comes, and the snow begins to melt.
The roads are revealed, and they are a mess! Debris and bigger potholes
than before are now impacting the commutes and taxes of everyone who
takes that route. This was how my mental state manifested during this
time: holes were existing, then covered up. But just like the seasons, you
cannot stay in hiding forever.
How did life get this bad? … you might ask. Honestly, I truly thought
I was OK. As with most things that happen in your life, it is hard to
pinpoint when you are in the middle of it. My unraveling physical health
was a gradual process. I believed I was better off making decisions for
myself (isolation, self-preservation), not realizing that I was making my
situation worse with each passing day. I lost control of my circumstances...
only to find out later, I never really had control in the first place.
This is why there’s much to be learned from the frog in (gradually
warming) water.
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Three things you can learn from that frog in gradually warming
water are:
• SUBTLE CHANGES ARE HARD TO NOTICE.
• NO ONE CAN LOOK OUT FOR YOU BETTER THAN YOU.
• DO NOT BE AFRAID TO MOVE QUICKLY.
You are probably familiar with the analogy of the frog being boiled
slowly. It is an apt metaphor for many of the experiences of being human,
specifically as it relates to our relationship with our surroundings and
danger. What is known as “the boiling frog” is a parable describing a frog
being slowly boiled alive. The premise is that if a frog is put suddenly into
boiling water, it will jump out. This makes sense – a frog’s natural sense
of safety, and the awareness of temperature will keep it alive. However,
if the frog exists in tepid water, which is then brought to a boil slowly,
it won’t be aware of the threats to its safety. Under gradually increasing
heat, the frog will be cooked to death.
This illustrates three key take-aways that have modern applications to
our daily lives, and certainly hit a little too close to home for my own
story:
1. Subtle changes are hard to notice.

Think of the last time you noticed a clock in your house displaying the
wrong time, or maybe a picture frame that had moved slightly. These
subtle shifts around you are hard to pick up at first. You might think to
yourself, “I wonder when that happened?” but not really remember the
last time you actually looked at either of these common household items.
2. No one can look out for you better than you.

In the analogy, the frog is sitting in warm water and someone is trying to
boil him. The threat to his safety is real. In life, there are outside forces
constantly at play, just as there are circumstances beyond your control.
The only person who knows what is best for you, ultimately, is you. It is
important to have faith in yourself. Self-preservation and perseverance
are both key. Abandon the notions that surround toxic thinking, and
focus on yourself! There is no shame in self-preservation and self-care.
Making yourself a priority is not selfish: it is key to survival.
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3. Do not be afraid to move quickly.

In our analogy with the frog, the water comes to a boil so slowly that he
doesn’t even feel the temperature change. Much like life, it’s hard to feel
the difference when you are soaking in the moment. However, what is
important is to pay attention.
What motivates you? Maybe it is not only being boiled alive. Maybe it is
your next big thing, or the big task you have failed to attempt. Either way,
when you know what you want or need, do not be afraid to leap for it!
What I have learned most from this experience are things I wish I knew
sooner. But now I have the unique opportunity to share my learnings,
and help others avoid the same pitfalls. I have climbed my way out and
realized I am not alone. It took me looking around at my situation and
making some tough calls – evaluating who I could trust, what resources I
had, and what I needed to do to really change? I learned how to survive.
Look at your life and the challenges ahead. What might be stopping you?
What is your threshold for pain, for retreat? Do you have reason to hide?
TIME TO MOVE FORWARD!
A few things really gave me the courage to make the changes I needed
to start living life again:
Step 1: Acknowledge
To begin your way out of this is to acknowledge your placement within
it. Identify the problem areas – maybe write them on a sheet of paper.
Do you know how you got there? Acknowledge the mess, including any
responsibility you can take for your own actions. Begin by forgiving
yourself. Take in your surroundings, notice what your resources are, and
conserve your energy.
Step 2: Make a Plan
If the first step is acknowledgement, the next step is what you are going
to do about it. The purpose of making a plan is to set intentions on how
you are going to move forward. Metaphorically speaking, this step is
about figuring out how you are going to get out of the pot.
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Step 3: Develop your Trust Circle
Next, make a list of your key relationships and acquaintances. Ask
yourself this, “Who can I really count on in a time of need?” Remove
names according to where they land on this question. You must only
choose the people who have proven themselves to you – do not waste your
time with those who have not. If the list is short – even just one person –
don’t worry, you always have yourself, too. This is why being your own
best champion is so important, as is taking care of your physical and
mental health. You also can take solace in the future, and of those that
you just have not met yet – an exciting reason to keep pushing forward
for a new day.
Only recently have I started to feel that connection again, and I can feel
myself tingling, coming back to life, slowly. I am finally waking up! I
have sparked my restart, hitting reset and pushing “play” because it is
my time. I want to inspire you to do the same, for whatever struggle you
have had, whatever pain that is keeping you from being who you want
to be, do not give in to what's easy, no matter how tempting it might be.
So, at this time, allow me to re-introduce myself. My name is Shaunequa.
I have miraculously leapt out of a large pot of hot water that was trying
to boil me alive. I am thankful that I have finally come to my senses, and
refuse to ever sit idly in warm water again. No matter how difficult my
circumstances are or may become, I have learned many key life lessons
and will continue to fight. I will continue to spread the word, as I hope
you will as well. Remember to always push forward, no matter how
uncomfortable the reality may be.
Leaping out of the water will always present you with more
opportunities than waiting for the temperature to rise!
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About Shaunequa
Shaunequa Jordan is a CEO who works under the company of her
namesake, Shaunequa, LLC. A company formulated to protect all
of her artistic endeavors, six years ago. Shaunequa is a writer,
and has been one for many years. Her first love is her ability to
transcribe an idea, or thought, into a script instantaneously. For
her to write out thoughts is synonymous with a painter utilizing a brush to start the
shaping of a picture. Her first love of writing a script works because she sees her
thoughts in pictures. Her thoughts are mini movies that she rushes to transcribe on
a page.
Shaunequa has held few authors in high regard. But, as a child, she loved Steven
King, James Baldwin, Zora Neale Hurston and Judy Blume. She connected to such
a small group of writers because in her youth she had an odd quirk. When reading a
novel, she needed to be able to SEE and visually picture, what the words were saying
to her. If she could not mentally visualize the words on the page easily, she would
quickly lose interest. She has suffered through reading many novels over the years,
but has never held this inability of fluid movement within a story, against any authors.
She just has always chalked it up as her own personal, odd little quirk … And still
does.
She sits on a lot of work – books, plays and scripts. And has been aggressively
approached in the past by publishers, never giving in. She has always held strong to
her direction for her projects. Possibly, a little stubborn? Maybe. But, she is open and
flexible to work with. Additionally, in doing so, will hold steadfast to the core meaning
of a concept, and understands that there are always varied ways to showcase an
idea. For her, this is the fun part, and where the games begin.
To understand the depth of her talent, here is a dialogue with her that explains her
passion:
"Why do you do what you do?"
Shaunequa: "Honestly, because it is easy for me, second nature."
"What inspires you to do this work?"
Shaunequa: "An unheard thought, idea, that needs to be expressed."
"What do you believe about it?"
Shaunequa: "That books, movies and plays are an awesome way to reach
and communicate with the masses. It is just an extremely difficult way to
do so."
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Besides being a goofy, quirky, individual who is a child at heart, Shaunequa is a
Brooklyn, New York native, from the Bedford-Stuyvesant area, where she was a
proud, active, community-driven citizen. Here she sat on her local Community Board,
specifically, CB2, and the Neighborhood Advisory Board, NAB3. Her involvement
within her positions touched on land use/zoning issues, transportation monitoring,
and community programs that focused on the youth and the elderly. Her commitment
to her community holds a special place in her heart.
Her heart still resides in Brooklyn, although her spirit has settled in Blooming Grove,
New York, in the lovely Orange County of the HUDSON VALLEY.
To connect with Shaunequa, visit:
•
•
•
•
•
•
•

shaunequa.com
lmao@shaunequa.com
Instagram: shaunequa
Periscope: shaunequa
Facebook: theshaunequapage
Facebook: whoisshaunequa
Shaunequa LLC
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CHAPTER 7

WHY MUSIC MATTERS
BY NINA M. KELLY, Ph.D.

What harmony is this? My good friends hark!
Marvelous sweet music!
(The Tempest, 3.3.18-19), William Shakespeare

How many times has music been ushered into our lives just at the mostneeded moment to comfort, console, or bring joy? It is the vibratory
sound of music that has been a source of healing since the beginning
of recorded memory. Every cultural tradition has documented this—in
paintings, mythical stories, oral traditions, musical renditions, tribal
rituals, or cultural ceremonies. In reflecting upon the topic of the “Big
Question,” my mind turned immediately to music— wondering why and
how it remains so fundamental to the development of life. Our ethical
sense, our integrity, our faith, trust, discipline, honor and respect all
warrant obedience, but music claims our attention. Its invisible threads
bind humanity together. Although it may vary in style and rhythmic
form, music is the nucleus of our web, thus the vibration that connects
all life.
In her book, The Nature of Music, Maureen McCarthy Draper places the
art of distinguishing sounds—in other words, musical thinking—at the
heart of our ability to make logical discernments. She emphasizes that
music is both sound and silence. Anyone who has attended a concert
has experienced this and felt the emotions brought forth by music, in the
fractional seconds between notes, creates a relationship with the listener
and opens the door of imagination. How many times has music assisted
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people to experience moments of joy, mend wounds with tears, or heal
from the loss of a loved one?
It appears that music waits for the listener to participate and receive the
gift it offers. Music, the resonant sound in rhythmic patterns, willingly
acknowledges the gift of service not only to humanity, but also to all life
forms.
In another perspective offered in Music and the Mind, Anthony Storr
states that great music never loses its power—Bach’s Mass in B Minor
is not supplanted by Beethoven’s Missa Solemnis. He maintains the
view expressed by Plato and Aristotle that music is critical to one’s
overall well-being and not to be underestimated. It seems we intuitively
comprehend this analogy.
In staying with the Greek necessity for music, one journeys back into
the mythical stories of the ancient Greeks. Here we find Orpheus,
proclaimed as a hero-god, the divinity of music, a poet who drew out
his verse with the first musical instrument, the lyre. He sang his song in
hopes of opening the underworld and reclaiming the life of his beloved
Eurydice, and now the art of persuasive music abounds. The loss of his
wife was more than Orpheus could bear, and as he searched for her he
began to sing his poetic lament while playing the lyre. His music so
touched the landscape that the trees, bushes, flowers, and even the rocks
wept. His journey of love and music opened the earth to allow him to
descend into the nether world in search of his love. His passionate, lyrical
music so swayed the deity of the underworld that Orpheus was given
permission to enter and plead his case.
Moved, Hades allowed Orpheus to return to the land of the living with
his treasured Eurydice—however, with one stipulation. Eurydice must
follow behind him and Orpheus must never look back. As he returned,
layer by layer, to the upper realm of life, joyfully strumming his lyre,
singing, and experiencing a gleeful reception from the rocks, the plants,
and Mother Earth, Orpheus forgot the command. In a moment of fear that
his love was not still close behind him, he looked over his shoulder, and
in a second, Eurydice was taken back to the underworld, never to return
again. Orpheus was not allowed a second chance. The music that melted
the heart of Hades and caused the rocks to weep was silenced. Orpheus
never recovered from the devastation of this final loss. His story ends
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in tragedy, and yet ironically, he is remembered as a divine physician
of healing because he bequeathed the gift of music to the story of time.
The lyre, the musical instrument played by Orpheus, resembled a small
harp. Today, it remains the symbol of music and poetry. The sounds
that resonated in antiquity have never been lost in the space of time. The
symbolic chord continues with song and lyrics expressing love and loss,
joy and pain, and grief and praise. Music connects us in relationships and
communicates wordless expressions from the heart that resonate deep
within our being. I believe that music is the heart of the universe, with a
trembling pulse that expands throughout life and into our nature.
Just as in the stories of the Greeks, all cultures share music as a voice
for praise, healing, grief, and ritual. One such example was the ancient
Egyptians who traveled to the river Nile, praying to their gods for fertile
crops and rain, in a procession led by the lyre and song. They believed
the heavens would be receptive to the sounds of music and songs of
praise and honor.
Music continues to flourish in Native American cultures in rituals
bringing young men into manhood, the circle dances that honor and
praise Father Sky and Mother Earth, and in numerous tribal dances
and agriculture festivals requesting blessings for crops. Music figures in
traditional celebrations of birth, and in ceremonies connecting the living
with the dead as they transition to the next plane. As Martín Prechtel
describes in his many writings on native cultural traditions, music is
sung, played, danced, and cried to, while simultaneously expressing grief,
praise, and gratitude for the opportunity of experiencing life. He explains
that this process can go on for hours, and even days, as the community
unites to honor the passage from life to death. The musical heart opens
the door and allows the vessel to receive the necessary healing.
This healing which is brought forth in music embraces the essential
fabric of African-American traditions currently, notably as critical to life
as the sun coming up in the morning. One such example was the Gospel
singer Mahalia Jackson who masterfully shared her voice and passion
of music to all. The blues of Ella Fitzgerald, the jazz of Duke Ellington
and the horn of Louis Armstrong that brought joy to so many, along with
the voices of today, continue to weave this culture together while they
express their stories of pain, loss, suffering, and finally joy through song.
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This is a mere sampling of the richness this culture has gifted to the
world. As in so many oppressed communities, music expresses the life
that lies deep within the heart.
In ancient Jewish tradition, David played his harp and sang poetic words
in devotion to the God of Abraham. As he sang to his God, he created
the book of Psalms. He was brought to King Saul, to help relieve worries
and depression. And it is written that God loved David’s heart because
of his devotion to Him. The tradition continues today as the cantor sings
love songs to the God of Israel.
Music accompanied the rise of the Christian tradition. Monasteries
echoed with chants and devotional hymns. The liturgy was accompanied
by choral music. and Georgian Chants. Most all of the well-known
composures were commission by the church – for example, Bach’s Mass
in B Minor. Today music continues to be vital to honoring the holy as
well as unifying the church through music. In many forms, song, dance,
and music connect father, son, mother, daughter, friends, and even foes,
bringing them to a place of contemplation and reflection.
Every religious culture—including Hinduism, Islam, and Buddhism, to
name a few—employs music to honor the divine. It would be fair to state
that every secular culture makes music part of its community too. Music
connects people in the celebration of births, deaths, marriages, holidays,
rites of passage, love, and the appreciation of life’s everyday gifts. It
facilitates the sharing of one culture with another. Music is a vibrating
thread everyone can experience. This is why I believe our understanding
of the “Big Question” is enriched by asking, “Why is music vital to
the very essence of life?” Music embraces us without the prejudices of
race, color, or creed. It makes no such distinctions; music is there for the
listener and offers its message free of bias, for personal experience and
interpretation.
Some of the greatest and most profound music has been composed in
response to tragic situations, when all else has failed and pain and sorrow
require a vessel of expression. The depths of despair seem to bring forth
a passionate crying sound that may be the only fruit of tragedy. This
form of expression shines especially among Russian composers. The
intensity and depth of musical expression stirs the listener to share the
pain that resounds deeply in the Russian soul.
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Music propels the mind forward toward learning. In The Mozart Effect:
Tapping the Power of Music to Heal, Don Campbell did extensive research
into the effects of music on learning. As a result, he encourages listening
to classical music while studying and shows that it can significantly
improve one’s capacity to learn. He found, as well, that music helps the
body find balance and restore itself to a normal status. After years of
study and research, he continued to teach improvement in memory and
retention.
Yet another source brings forth the contemporary composers encouraging
one to remembrance through various art forms. An example is Thea
Musgrave’s Turbulent Landscapes, based on the paintings of J. M.
W. Turner. Composed for the Boston Symphony Orchestra in 2003,
Musgrave’s work in six movements has more than pictorial power; it
has, as expressed in the Guardian, “vibrant . . . poetic intensity.” Thea
Musgrave states that “music is the language of emotions . . . and the
drama of human life, as well as of the natural world, which is made
explicit, richer, and more palpable when experienced through music.”
Currently, classic novels are being transformed into operas, widening
the connection between the written word and music. Live musical
works connect composers, performers, and listeners, who together, in
turn, become one with the circle of life. Each individual connects to the
music in his or her own way, but in every case the tonal vibrancy of the
sound is what resonates with the individual and offers a gift that only the
individual can appreciate.
How exciting that music continues to function as an aspect of nature.
Waters burble, winds rustle through trees, birds greet the morning, and
other animals communicate through sound and song. Even the clanging
of streetcars along the rails can be music to the ears if one chooses. It
never ceases to amaze me how many rhythmic tones life provides to
the receptive ear. Immediately after Hurricane Katrina, what I noticed
was the absence of sound—no birds singing, no movement of the trees
and leaves. All was still, and that silence troubled me. I became aware
that nature, with its unique musical composition, continually provides
humanity with a sense of aliveness. When silenced there remains
emptiness, an unsettled feeling of aloneness.
It appears that in music we listen for the answers to the Big Questions,
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whatever they may be, that resonate deeply in the chords of life. One
might even say that life is a musical composition. Music gives form to
feeling. At the very least this art form is critical to life’s vibrancy and
to its enhancement. Every spark of life looks for expression, asks why it
was created, and wonders how to give life to those feelings. Music offers
that gift. What better, more universal means to share the deepest feelings
nestled in one’s being?
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About Nina
Nina M. Kelly is an Amazon best seller as one of the co-authors
with Jack Canfield in Success Mastery. She is a mythologist
with an emphasis in depth psychology, storytelling, author,
humanitarian, and cultural and arts activist. She also is an
Archetypal Pattern Analyst and Dream Pattern Analyst. Nina’s
sense of adventure has always been sparked through learning more about people
and their cultures. Believing that if you understand a person’s culture, stories, myths,
and rituals, then you more readily open your world to greater compassion.
Her passion for the art of healing through stories brought her to the place of writing
Grace Has A Silent Voice, where she honors the silent heroes and the resilience of
the human spirit. Working with death and dying patients, she acquired a tremendous
respect for the proper honoring of story. In her book, she acknowledged the silent
heroes that walk into our lives for a moment then quickly disappear. This inevitably
leaves an imprint that continues to remind us that there is beauty in humanity.
Nina’s doctorate is from Pacifica Graduate Institute in Mythological Studies and
Emphasis on Depth Psychology, and her dissertation research was completed
through Louisiana State University Medical Center in New Orleans, Louisiana. Her
dissertation was entitled: Myth Making and Modern Medicine, A Case of Kidney
Transplantation. Her research work included reducing the rejection episodes posttransplant, implementing the power of stories and images. She published The Lost
Heritage in Psychology at the Threshold.
Nina is also an Archetypal Pattern Analyst and Dream Pattern Analyst where she
completed her studies from Assisi International Institute and published, Weaving Story
Into The Web.
As an executive film producer for the short film, Dandelion, the film won the judges
award and has been shown at several film festivals. She has also served as president
of the New Orleans Opera Association, president of Southern Repertory Theatre, Chair
for Loyola University School of Music Visiting Committee, president and CEO of the
Children’s Bureau, publishing the history of the Children’s Bureau, Saving Wednesday’s
Child, authored by Mark Cave, and authoring the introduction and acknowledgements.
Throughout her tenure, she has served on numerous non-profits boards.
Nina continues to challenge us through the inspiration and motivation of storytelling.
She continues to believe that the art form of storytelling and story sharing originate
from the heart of everyone searching for expression – thus healing both listener and
teller.
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You may contact Nina at:
• Nina@ninastime.com
• www.ninamkelly.
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CHAPTER 8

HOW SAFE IS YOUR BUILDING?
BY LANCE LUKE

Here's the Big Question I have for you: "Is Your Building Safe?"
What makes this a Big Question? Humans need protection from the
elements, and a safe building delivers that protection. How Big is this?
Check out the statistics on Residential Building Fire Trends (2006 –
2015). Their national estimates for residential building fires and losses
in 2015, the most recent year for which data is available, are 380,900
fires, 2,565 deaths from fires, 11,475 injuries and a total dollar loss of
$7,099,300,000.
The latest statistics available from the National Center for Health
Statistics for other injury deaths (other than fire) amounted to 62.6 per
100,000 population (excluding the highest-ranking deaths for poisoning,
motor vehicle traffic, and firearms). Accidental injuries (other than from
traffic accident injuries) rank as the fourth highest cause of death in the
nation. Unintentional fall deaths were 31,959 – that amounts to 10.6 per
100,000 population according to NCHS. These statistics emphasize the
need for safety within the buildings where people live and work.
How about children? The American Academy of Pediatrics reports that
falls from heights are a significant problem in urban areas, especially
for children living in multiple-story, often deteriorating, low-income
housing. In some metropolitan areas, falls have represented up to 20%
of the deaths of children from unintentional injury, as compared to an
average of 1% to 4% nationally. As a construction engineer and national
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building expert, I have seen thousands of unsafe buildings in my thirtyseven years' career.
My goal is safety first. The safety rule applies to any building from highrise condominiums and office buildings to townhouses and shopping
centers. Let me point out some critical building components to drive
home this point.
COMMON AREAS
Common areas apply to condominiums and cooperatives where each
unit owner shares in the enjoyment and upkeep of the parking area,
the walkways, the landscaping and recreational areas such as a pool or
clubhouse. The following is a quick standard assessment of the areas
commonly owned and enjoyed by owners:
1. Look for trip hazards near the buildings
Are there any lifted or cracked walkways that could be a trip and
fall hazard? Sometimes, the lifted areas of the walkway may be
due to eroding soil causing the ground to heave and the concrete
walkway to crack apart. Similar conditions of rough areas may be
due to tree roots uplifting the concrete, creating a difference in the
pathway's elevation difference. Are the stairs even and are the riser
heights the same level of graduation? Differences in the heights
of the steps may cause someone to trip. All step heights should be
uniform, and there should be no variation from one step to another.
2. Inspect hand-railings and guard-railings
Inspect if all railings are stable and safe. See if you can shake
anything loose when grabbing a railing and look at the base of the
rail closely if something feels loose which will usually point to
corrosion at the base. Hand-railings at all stairs should be sturdy
and free of corrosion. Guard-railings of walkways or lanais (patios)
should also be free of corrosion and in a firm condition. All railing
bases and intermediate pickets should be whole without penetrations
and not broken or corroded.
Over time, the metal railing may be corroded at the concrete slab
connection and loose. There are two main types of railing post
construction. One is an embedded post whereby the bottom section
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of the post is secured into the concrete slab. The other type is surface
mounted where the bottom of the post is bracketed to the surface of
the concrete slab. Be aware that corrosion could be covered with
paint or caulking such that it is hidden from view. Use a tool like a
painter's scraper or a flat head screwdriver to scrape the surface of
the post to reveal corrosion and rust.
3. Spalling
At the locations where the bottoms of the railing posts have corroded,
it may have caused cracks or spalling inside the concrete. Spalling
is caused by corrosion of metal inside the concrete. From moisture
and rust, the metal expands. When the metal or reinforcing steel
corrodes and expands, it causes the concrete to crack. Cracks in the
concrete and rust stains from the rusted rebar or reinforcing steel
are telltale signs of spalling.
Falling pieces of concrete due to spalling is very much a safety
concern, especially in high rise structures. Some of the various
factors that cause concrete spalling are weather conditions, rain,
humidity, salt from coastal areas and wind.
In many cases, both railing and concrete spalling areas need repair
or replacement. Low rise and high-rise apartment buildings,
condominium buildings and hotels historically need to be inspected
more often. Buildings that are constructed with wood framing
and stucco walls may have rotted wood balcony railings and rotted
connections where the balcony structure is connected to the main
building.
4. Parking lots and driveways
Walk around the parking lots and driveways and look for potholes.
They will be easy to find every time someone cursed when driving
over it. Notice any uneven surfaces which may entail squatting to
eye the asphalt or concrete closer to the ground. Are there any lifted
areas, loose gravel or other conditions such as a wide crack that may
pose a trip hazard for a pedestrian.
5. Common Areas Interior
Adequately lighted stairs and walkways must always be available
especially when it is dark. The surfaces of the walkways should
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not be so smooth that it becomes slippery when it is wet causing
someone to fall while walking. If there is outdoor carpet, it should
not be torn, ripped, gathered or bunched up creating a trip hazard.
Any condition that could cause a trip and fall, or a slip and fall
accident should be immediately remedied. Don't wait for a fall to
occur. Fix it right away.
6. Concrete Spalling
I have seen dangerous conditions in concrete buildings due to
spalling. Spalling is cracked concrete caused by corrosion of the
reinforcing steel. The rebar (short for reinforcing bar) is also known
as reinforcing steel. It is a steel bar or mesh of steel wires used as
a tension device in reinforced concrete to strengthen and hold the
concrete in tension.
When the rebar corrodes, it expands inside the concrete which
cracks from the additional tension created by broadening rebar.
Some cracks are so bad that chunks of concrete fall off the building.
Imagine a piece of concrete falling off a forty- story building and
hitting someone.
7. Roof Leaks
Roof leaks are not hard to fix, but not if building owners do not
inspect their roofs to know when the roof needs to be either repaired
or replaced promptly. I have seen roofs that were leaking for years
having only stop-gap measures taken when it rained, that ended up
causing thousands of dollars in further damages that were entirely
preventable. A leaking roof causes water damage to items, damages
electrical systems, and contributes to mold. In older buildings,
the water damage can cause damage to the asbestos-containing
material. In these cases, the cost for Hazmat (hazardous material
such as asbestos) abatement exceeded the cost of a new roof.
8. Building Envelope
The walls of the building need to be painted every seven to eight
years to prevent water infiltration into the walls. Additionally, all
window frames need to be correctly caulked to avoid water intrusion.
Dually painting walls and caulking window frames is preventative
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maintenance for the damages wall infiltration can cause such as
wood rot, spalling and mold.
9. Electrical
The electrical system should be inspected every five years. During
an inspection, open all circuit breaker boxes and notice any
overloading of power and look for any voltage drops. A certified
electrician must do the assessment. He will be able to professionally
inspect for any other conditions that may pose a fire safety issue.
All electrical outlets close to water sources must be ground-fault
protected. Don't worry; your electrician will know what I mean. It's
simply protection from the ‘hot’ wires carrying the electricity.
It is especially prudent to have an electrician conduct a review if you
have specific brands of circuit breaker boxes such as Federal Pacific,
Electric Stab-Lok and Zinsco, because these names have a history
of failure.
10. Use a Certified Electrician
Here's another electrician hint: check out if the branch wiring
(branch wiring is the wiring connected to 15 and 20-ampere circuit
breakers standard in most households) is aluminum. If there is any
indication that the branch wiring is made of aluminum, and your
electrician will know, then all devices (outlets and switches) should
be inspected to see if any connections are loose.
Loose connections may cause arcing. GFCI or Ground Fault Circuit
Interrupters and AFCI or Arc Fault Circuit Interrupters should be
installed at the required locations.
An electric arc is a current often intense, brief, and luminous, in
which electrons jump across a gap. Unwanted arcs in electrical
circuits can cause fires.
11. Plumbing
Old piping corrodes the drain lines and causes sewage backups and
a lot of problems. Piping problems in older high-rise buildings are
known to cause flooding from the subject unit throughout many
floors down. The dirty water contaminates everything from drywall
to carpets, furniture, and personal possessions. In older buildings,
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the water causes additional damage to ceilings and walls made
of asbestos-containing material found in drywall and "popcorn"
ceilings. When drywall gets wet there is the possibility of mold
growth. The one water leak problem becomes compounded into
invasive environmental issues unless addressed immediately.
12. Windows
Older buildings were built with louvered or jalousie windows that
were usually designed from floor to ceiling. This design is unsafe
due to the possibility of children falling out of the window at floor
level. The design of the louvers was done so that each glass slat is
held in place by metal clips. The metal clips become loose over
time by corrosion of the metal or improper replacing of the glass
slats after removal for cleaning, and the glass slat falls to the ground
below.
Windows that are of the sliding jalousie type may be a hazard if
constructed too low to the floor, because there have been cases of
children falling out of the windows due to this unfortunate window
design. Most older buildings did not use safety glass so that when
the glass cracks, sharp shards become a hazard.
13. Fire Safety
A significant issue of concern is an updated fire alarm system. The
alarm system must be working properly and tested periodically on
a maintenance schedule. A properly functioning fire suppression
system inspection includes inspecting fire sprinklers, fire hoses and
standpipes. Inspect elevators and ensure that they have a current
operating certificate. Walk through all fire exits and connecting
stairwells and find the fire doors and firewalls to ensure that they
are properly mapped out and posted.
Older buildings may not have the proper fire stops at the floor and
ceiling penetrations where piping and conduits go through each
floor and ceiling of the building. A firestop is built into a building
frame to block a concealed hollow space through which a fire might
pass from one part of the building to another. Fire stops, fire doors
and all stairways must be in good working order and never blocked
by foreign items that should be stored appropriately elsewhere.
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14. Building Codes
Building codes are minimum standards and are used as a baseline
standard. In my opinion, buildings should follow a higher standard
for safety. Just because the question, "Is it built according to code?"
is answered with a "Yes," does not mean it is entirely appropriate.
Keep this bit of advice in mind. Safety goes beyond a building code.
I must admit that many buildings I have inspected are in violation
of the building code in one form or another. However, the code
specifies that a building is unsafe if any building has any conditions
that affect the health and safety of people; such as, if a condition
poses a fire hazard then the building is considered unsafe. The
corollary is that if your building is in any way not up to code then
your building is not safe.
Concerning condominium buildings and community association
properties, the governing law mandates that the Association Board
properly maintains and upkeeps the property. Each state in the U.S. has
condo reserve laws that require Home Owners Associations of properties
to collect money for the reserve fund to fix building components when
needed. If any of the components noted here as safety items need
attention; then there should already be in place the financing to address
these safety issues.
In closing, I leave you with some of the answers to The Big Question:
"How Safe Is Your Building?" and hope that this has been helpful.
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About Lance
Lance Luke has been in the construction industry for over
37 years. He is a former general contractor and worked as a
construction and project manager for real estate development
companies. Currently he owns an independent construction
consulting company, Construction Management Inspection, LLC.
His experience in design, home inspections, construction inspections, construction
management, reserve studies and real estate development makes him a Hawaii
building expert.
His specialty is in inspection and construction management for condo association
buildings and commercial properties. Recent types of projects worked on include
concrete spalling repair, painting, roofing, waterproofing, asphalt resurfacing, plumbing
re-piping, electrical retrofit and structural wood repair. He provides construction
oversight and progress inspections for residential and commercial projects.
Mr. Luke holds a Bachelor of Science degree in Civil Engineering, and his Masters
and Doctorate degrees in Building and Construction Management. He has held the
following designations for many years:
•
•
•
•

CCI - Certified Construction Inspector
CCPM - Certified Construction Project Manager
CCC - Certified Construction Consultant
CBI – Certified Building Inspector

Lance Luke serves as an expert witness on construction and real estate litigation
cases. He was formerly an Advisory Board Member for the State of Hawaii Regulated
Industries Complaints Office as an expert consultant (for over 15 years). His expertise
was in helping to resolve complaints filed with the Contractors’ License Board.
He has written numerous articles on construction and inspection, which are published
in both local and national print media. He conducts up to ten presentations a year to
the construction, real estate and property management industry including educational
seminars.
Mr. Luke is an approved HUD inspector. He is also listed as one of America’s Premier
Experts and Marquis Who’s Who in America – 70th Anniversary Edition. He is also
a SCORE mentor, a business coach, a professional speaker and Best-Selling Author.
Lance Luke is a former member of the Structural Engineers Association of Hawaii
and the American Bar Association serving on the Real Property/Probate Law Division
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and the Forum for the Construction Industry, and is or was a former member of many
Professional Associations.
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CHAPTER 9

WHY YOU SHOULD GROW
INTERNATIONALLY, BUILD
FINANCIAL INDEPENDENCE
& NET WORTH, AND ENJOY
FREEDOM IN LIFE
BY ALBERT ALLEN, MBA, DBA, Ph.D.
There are two types of people who will tell you that you
cannot make a difference in this world: those who are
afraid to try and those who are afraid you will succeed.
~ Ray Goforth, Technology Strategist

PREFACE
Always think outside the box and embrace the opportunities
that appear, wherever they might be (globally).
~ Lakshmi Mittal, CEO, Arcelor Mittal, England

Over the last decade, I received some recognition for my commitment to
International Business, Commercial Real Estate and, Global Philanthropy
& Humanitarianism, and as a spokesperson in these fields, I am
repeatedly asked questions which have to do with globalization, net
worth, and lifestyle because businessmen often do not know how to enter
other countries successfully, and once they have achieved some financial
success, do not have time and freedom to enjoy life as they wish.
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1) International Business:
Why grow myself and my organization to other countries and
globally?
We cannot limit ourselves to continuing on
the path we have already opened.
~ Amancio Ortega, CEO, Zara, Spain

2) Net Worth and Financial Independence:
How do I become a multimillionaire and financially independent?
In business, you invest when things are not in good shape. At these
times, you take a better position than competitors. When competitors
don't invest during recessions, they are giving you the advantage.
~ Carlos Slim, CEO, Grupo Carso, Mexico

3) Lifestyle and Freedom in Life:
How do I become free in life?
You have to act and act now.
~ Larry Ellison, CEO, Oracle, U.S.A.

I. WHY GROW YOUR COMPANY AND YOURSELF
INTERNATIONALLY AND IT’S BENEFITS
An organization's ability to learn, and translate that learning
into action rapidly, is the ultimate competitive advantage.
~ Jack Welch, CEO, General Electric International

Sir Anthony Jolliffe, GBE, DL, DSc, a mentor and business associate, is
a giant in international work. A past Lord Mayor of London, President of
the London Chamber of Commerce, Alderman of London, and
knighted by Queen Elizabeth in 1982, Sir Anthony built an international
consultancy with offices in 12 countries. We did work together on
international projects over the years with interests in Asia, Europe,
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America and the Middle East. We worked on technology projects,
modernizing government agencies and ministries to comply with the
World Trade Organization, modernization firms in Asia, manufacturing
firms expanding products into the U.S. and globally, Chambers of
Commerce from one country into others and, manufacturing in Asia and
Latin America – which led to developing high-level government contacts,
international recognition and influence, and long-standing relationships
with influential businessmen, investors and philanthropists.
He once said that we all live in a global economy and if you have
customers from out of the country, suppliers from overseas or
competitors from another country, you are part of the global economy.
An event that happens in China, Mexico or Germany can instantly have
effect on your competitiveness, suppliers, customers, sales and profits.
Because of modern technology, the internet, instant communications and
interconnectivity, we live increasingly in a global economy.
Having been involved in developing large commercial projects and
malls in 28 cities internationally and filling them with hundreds
of international companies, taking technology and service firms to
modernize government agencies and global companies, and working
with organizations wanting to enter the U.S. and European markets have
given us valuable experience, know-how, and insight. Most companies
and, organizations we have taken from the U.S. abroad, or overseas
companies to the U.S. and Europe, grow internationally for a number of
reasons.
1) Current Local Market Growing Slowly
Someone is sitting in the shade today because
someone planted a tree a long time ago.
~ Warren Buffett, CEO, Berkshire Hathaway, U.S.A.

The market you are operating in can suddenly change, be too small,
be in an economic downturn, be changing preferences or may not
be growing fast enough to keep up with your profit projections and
growth. All growth markets, no matter how good, have periods
when they slow down. Most do not grow linearly, but instead grow
in cycles because of changing market conditions, preferences and,
supply/demand. Business has cycles of good and bad years, so it is
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best to think of your market as increasing over 7 to 12 year cycles.
Cycles change and consumer preferences evolve affecting demand
and sales – which can force you to meet growth projections overseas.
I have a friend who did international technology consulting at one
of the world's largest consulting firms and retired young when the
company went public. We now do international projects together
and he reminds me to: "Never ride the wave cycle all the way to the
beach. You need to exit before the white foam maroons you in the
sand." All businesses have their life cycles of growth, consolidation,
maturity and death. You need to migrate interests to new markets,
growth sectors or new industries altogether. The electric typewriter
business, the horse-drawn carriage manufacturer or photo-developing
retailer are examples of businesses that matured and declined. In
different countries, your product can be in different places in its
lifecycle.
You can be operating in five global markets that are exploding in
growth with small variations that accommodate differences in the
market, with minimal time and effort, because you already have the
home-country base established for your product.
2) Enter New Markets and Capture More Customers
There is only one boss. The customer. And he can fire
everybody in the company from the chairman on down,
simply by spending his money somewhere else.
~ Sam Walton, CEO, Walmart International

As Michael Porter says, the purpose of a business is to find
customers, to get customers, to keep customers, and to take care
of them in a cost-effective manner in order to turn a profit. It is not
profit directly, but customers that must come first. Long-term, high
profit customers exist in large quantities overseas.
Business growth is about finding new customers, better
opportunities, and growing and evolving with changes in the
international marketplace. For example in the food industry,
McDonald's, Starbucks, Burger King, Subway, KFC, Popeyes,
Dunkin’ Donuts, and Pizza Hut are worldwide. There are few
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countries that do not have one of these restaurants. They have
expanded successfully into entire regional markets and become part
of a region’s cultural psyche.
Being “first-to-market” is a great advantage because you are able
to capture best customers and higher profit margins with minimal
competition. There are times when your existing market is too
saturated or competitive, and you can enter new markets and be
among the “first-to-market”. Being an early and dominant player
who disrupts the market often leads to excellent market share, bigger
profits and a long-term sustainable competitive advantage.
3) Risk Diversification by Being in Multiple Countries and
Improving Economies of Scale
Outsourcing and globalization help companies, benefit
consumers with lower costs, cause economic expansion, reduce
unemployment, and increase productivity and job creation.
~ Larry Elder, U.S. television and radio political commentator

Having a presence in multiple countries can mean being in markets
that are in different economic cycles and product life cycles. When
your domestic market is suffering, many of your foreign markets
may be growing. You diversify your economic downturn risk by
being in multiple countries diversified geographically and with
different customers so that you're able to balance market swings.
As you grow in different markets you are able to aggregate purchases
and take advantage of buying in larger quantities to negotiate lower
prices. The more you produce and sell, the lower your per unit cost
can be. Economies of scale are not just found in reducing costs,
but also in improving terms, in getting better quality raw materials,
in negotiating times with suppliers, in getting better transportation,
and in improving real estate. With high volume comes more power
in getting more favorable consideration.
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4) Acquire Global Knowledge
Globalization has changed us into a company that searches
the world, not just to sell or source, but to find intellectual
capital – the world's best talents and greatest ideas.
~ Jack Welch, CEO, General Electric International

By going to different countries, you're able to tap into knowledge that
other companies have developed and apply it in new markets. Some
companies have bought existing firms to acquire the knowledge
base that they possess in manufacturing, processes and logistics.
Examples are Chinese companies entering the U.S. and Europe by
buying firms that have specialized know-how, technology and name
recognition which they need to grow.
Walmart acquired global knowledge when it decided to grow
internationally. It did this by hiring local talent and by purchasing
local companies that had know-how they wanted. By going
global, they were able to diversify market risk, capture new
customers, acquire specific country knowledge, develop a dominant
international presence, become market leaders and the top firm in
their industry. All this happened because they entered new countries
and developed a superior global vision for their company.
5) International Presence Differentiates You
A brand for a company is like a reputation for a person.
You earn your reputation by trying to do hard things well.
~ Jeff Bezos, CEO, Amazon, U.S.A.

As the world has become more homogeneous by the way people
dress, movies and music they enjoy and, western ideas that are
copied, the internet, texting and Skype have made it easier to
keep in constant communication. Constant overseas trips are not
necessary when Skype calls, emails and instant messaging keep
us in immediate communication. They help us handle decisions
that need to be discussed and made in collaboration with overseas
partners.
Being present in different countries and continents adds a sense
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of prestige to your brand. It signals to customers that you have
global reach and are able to successfully operate beyond domestic
markets. Oftentimes when customers see that you are international,
it adds to your name recognition, credibility and trustworthiness
because of your reach. The ability to successfully figure out nuances
of operating in different markets speaks to your firm’s skilled
human capital and implementation ability. Being able to operate
internationally differentiates you from others.
6) Defend Current Stake and Preemptive Strike
Control your own destiny or someone else will. ...Number
one, cash is king... number two, communicate... number
three, buy or bury the competition.
~ Jack Welch, CEO, General Electric International

Multinational competitors will come to your domestic market and
attack your market share. They could be on an aggressive growth
plan and willing to enter your market to take your customers. There
are different ways to defend your market share including building
high barriers to entry, or going to a new area to keep up with a
competitor, or being first to a new market in a preemptive strike
strategy to capture market share making it difficult for others to
enter.
The preemptive first strike is a strategy of forethought and careful
future planning. It was part of the success Napoleon, the brilliant
general, used in his Crisis Anticipation Strategy being proactive
as opposed to reactive to problems, acting first to avert crises and
having a plan in place should they happen. Anticipating crises
and having immediate, direct, concise and perfect responses to
situations can be a preemptive strike against competition. Part of
any business strategy is to create higher barriers to entry to make
it unattractive for competitors to enter. This is done by developing
an aggressive market penetration plan leaving little room for others
and protecting from incursion by others. Building a strong moat
solidifies your hold on customers and maintains your position as
dominant player with top-of-mind positioning.
If you let competitors enter new countries unchallenged, they could
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dominate a foreign market. In addition, profits obtained in these
new foreign markets are available to be ploughed back into domestic
markets to out-maneuver and overwhelm existing competitors.
Overseas profits provide liquidity and ammunition to build a better
base, and fuel aggressive expansion plans back in home markets.
7) Follow Expanding Trends, Clients and Suppliers
When you innovate, you’ve got to be prepared for
people telling you that you are nuts.... You have to
believe in what you do in order to get what you want.
~ Larry Ellison, CEO, Oracle, U.S.A.

If you want to grow exponentially, you need a big vision, you need
to serve many customers, and you need to go with them to new
markets. As your existing customers expand, you need to expand
with them. If you are providing services to companies entering new
countries, you need to follow developing competencies to supply
their needs. They often prefer to grow with a known supplier.
Expanding customers will ask if you can operate in markets they
work in.
If you haven't developed competencies in other countries, you are
opening yourself up for them to find new suppliers which they could
bring back to your home market. Oftentimes, it is best to follow
customers as they expand and prevent competitors from taking
your business. Customers need to be serviced in different markets
prompting expanding with them to maintain the relationship.
II. BUILDING NET WORTH AND BEING
FINANCIALLY INDEPENDENT
Before you can become a millionaire, you must learn to think
like one. You must learn how to motivate yourself to counter
fear with courage. Making decisions about your career,
business, investments and other resources conjures up fear
that is part of the process of becoming a financial success.
~ Tom Stanley, Best-Selling Author, The Millionaire Next Door
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Bland McReynolds was a mentor, close friend and self-made
centimillionaire. His father had been a printer and he had grown up
with no special advantages. From simple beginnings, he became one of
the larger land and real estate investors in Houston plus an astute bank
investor. He took me under his wing when I was starting out investing in
commercial real estate and made the concept of becoming a self-made
multimillionaire extremely simple. First, he defined a millionaire. A
millionaire is a person who owns assets (that produce income) minus
debts of more than a million dollars. He said using Warren Buffet as an
example, to look at a person's balance sheet, type of assets and liabilities
to determine if he was a multimillionaire and not at his houses, cars, toys
and lifestyle. Then, he defined an asset. The easiest way to recognize
an asset is if it generates income and appreciates. Finally, he laid out
the steps: Make a decision what you want and commit to it, develop
specialized knowledge in a business field, buy substantial assets that
go up in value using your specialized knowledge, manage the assets
correctly and have the patience to wait years. There are a lot more details
too long to mention, but he made complex issues simple.
The United States is home to the largest number of self-made
millionaires globally, and for the last 150 years, experts will tell you that
approximately 74% of self-made multimillionaires are business owners
and entrepreneurs who own business assets and other assets (non-home,
non-collectibles, non-consumer goods) that produce income and increase
in value. The concept of how to become a self-made multimillionaire is
easy; the execution is difficult with only about 3-4% of the population
achieving it. The statistics suggest that 1-2% of the population will
become wealthy, 3-4% will be very comfortable, 15% will have enough
savings and 80% will be dependent on pensions, social security or
continue to work at retirement age.
The bottom line is identifying, purchasing and managing assets long
term that appreciate in value and produce income. There are other ways
besides being a business owner and entrepreneur to become a self-made
multimillionaire according to Tracy and other experts:
• 10-12% of self-made millionaires are top-paid executives, or
employees with bonuses and equity in growing businesses
• 9-13% of self-made millionaires are top-earning self-employed
professionals, doctors, CPAs, architects and lawyers
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• 4-6% of self-made millionaires are top-earning salespeople and
consultants with commissions
• 1% of self-made millionaires include all other categories such as
musicians, actors, sports figures, lottery winners, etc.
Becoming financially independent and a self-made multimillionaire is
about who you are as a person and takes many character qualities including
clarity of purpose, developing time-bounded goals and detailed plans,
laser focus, action-orientation, self-discipline, grit, frugality, resilience,
patience, hard work, perseverance, risk-taking, failing forward, working
long hours, developing specialized knowledge, saving to invest, aversion
to consumer debt, finding opportunity and luck. Depending on what you
want out of life, your life stage, your skills, your experience and your
education, these can influence which of the above routes you take.
But as you look at the percentages, there is a strong pattern, 74% are
business owners with assets that appreciate and produce incomes. So
if one of your goals is to become a self-made multimillionaire and be
financially independent, follow the formula: somehow become a business
owner that increases the value of all your assets which includes growing
your business and passive assets over time and managing your expenses.
III. LIFESTYLE AND FREEDOM IN LIFE
Excellent results are rarely accidents and take deliberate thought. They
take intention, effort, direction, action, execution, vision and persistence.
~ Anonymous

My grandmother Gloria was free unlike anyone I had ever seen as a
young boy. I saw her up close and personal because no matter where
my Diplomat father had our family living globally, we would spend
summers with her. She was a leader, a hero in business, in investments,
in philanthropy, in church, in her family and in her social circle. She
was wise, loving and had excellent people skills. I saw her lifestyle and
its benefits. She had money to do as she wished, she could go wherever
she wanted, her time was her own to do as she pleased, and she could
choose to deal with people she wanted. She did what was important to
her and delegated everything else including time-consuming daily tasks.
She was free financially, but she had more freedom than other wealthy
people I knew. Freedom for her was more than financial.
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For most, being free means financially having enough money to do as
we please. It is a life where money is used to give options. But on a more
practical level, being free is just not only about having enough money to
buy, do, enjoy, travel, own, help, influence and give back, but also about
having three other freedoms as well. As my friend J.C. Arzola helped me
realize, you need four "freedoms" to enjoy real freedom in life: money
freedom, time freedom, location freedom and people freedom.
You need enough money so that money is never an issue and you are not
beholden to anyone financially. You need your time to be your own to use
as you wish and not have to be present at a job for money, which means
you need passive income. You need location freedom which means you
need to have the option to be able to be anywhere and live anywhere
doing what you love to do where you love to be. You need people freedom
which means you need to have the freedom to work with and to associate
with the people you want to be with. So, as you grow, keep a balance and
focus on all four freedoms, not just financial freedom.
Over 25 years, because of my international business and philanthropy
work, I know over 450 philanthropists, investors, business owners and
humanitarians from all walks of life. Most have in common that they are
free financially and give money to help others. Much of their freedom
stems from their ownership of assets. Some are freer than others, and
that depends on the size, nature and relationship they have with their
assets – including their company, which often is their largest asset.
The deliberate decisions they have made in building their wealth have
determined their net worth, and degree of financial independence, life
style options and freedom in life.
CONCLUSION
You don't need to be a genius, or a visionary...to be
successful. You just need a framework and a dream.
~ Mike Dell, CEO, Dell Computers, U.S.A.

Excellent and rewarding results are the outcome of careful and deliberate
thought. Excellence in anything is rarely an accident. Excellence in
international business or in any part of life is the result of high intention,
sincere effort, intelligent direction, skillful execution and sharp longterm vision to see dreams clearly before they materialize, and, realistic
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short-term vision to see obstacles as opportunities when they present
themselves.
There are seven common reasons you should expand to other countries
and grow internationally. We are in a global economy where customers,
suppliers and competitors are from other countries. The world markets
have become more interconnected because of instant communications
across borders making expanding businesses in other countries easier
and more profitable. Current markets growing slowly, capturing new
customers, diversifying risk, improving economies of scale, acquiring
global knowledge, differentiating through international presence,
defending current market share, and following clients internationally
are among the most common reasons we see organizations growing into
other countries.
Over the last 25 years, we have seen an acceleration in the number of
organizations wanting to grow internationally. The rate will continue to
increase as foreign companies expand into the U.S. and Europe and, U.S.
firms enter Asia, Europe and Latin America. In growing internationally,
there are established strategies that are more successful than others, and
each country your company enters must be carefully analyzed because it
is unique. It is in choosing and implementing the correct strategy, tactics
and execution that success is found in growing internationally.
Building financial independence and net worth to multimillionaire status
requires many character traits, but having specialized skills to identify
and buy assets that appreciate is important. The ability to plan your
income through assets that are passive investments gives you financial,
time, people and location freedom in life in order to enjoy your time and
invest it in a way that is important to you.
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About Dr. Allen
Dr. Albert Allen, MBA, DBA, PhD, Lord of Crofton of Greater
London, is an industry expert in taking companies global. He has
helped organizations grow in other countries for over 25 years
– with several dozen international fast-paced enterprises which
now operate in 46 countries in technology, investments, retail,
services, modernization programs for countries, industries, companies, commercial
real estate, non-profit, manufacturing, health, and education.
The descendant of a Diplomatic and international real estate/shipping family, he has
lived and worked since childhood in Asia, Latin America, Europe, and the Middle East
taking companies globally, developing influential government and business contacts,
keen insight into cultures and, specialized knowledge how business is done overseas.
Having worked with global multinationals expanding their operations overseas, he
has unparalleled knowledge growing operations and businesses in foreign countries
– which has made him a savvy businessman, multimillionaire entrepreneur, and
commercial property investor.
As the current Lord of Crofton and other European titles, he has held key and influential
positions in international business, philanthropy, government advising and trade
development – including European Chambers of Commerce, China Customs, China
Chamber for Promotion of International Trade, PWC, Mexico Customs, Lockheed
Martin, Public Warehousing Group, Inspection and Control Services, U.S. Chamber
of Commerce, International Council of Shopping Centers, Prices Around the World,
ICM and trade organizations. He has taught at Tsinghua University/Harvard Program
and Peking/Beda University and helped modernize government agencies and trade
councils in 23 countries under the World Trade Organization. Working internationally,
he has been involved in over 26 businesses and startups, and is considered a China
expert.
Dr. Allen is a two-time Best-Selling author, has been invited to speak at the United
Nations Headquarters in New York City, featured in The Wall Street Journal and USA
Today, appeared on TV networks ABC, NBC, CBS, Fox and E!, participated at the
Annual International Monetary Fund and World Bank Group Civil Society Forum,
Co-Producer of Larry King Film Documentary "The Voice Of a Generation", CoProducer of Film Documentary “Canine for Warriors” which helps Military Heroes
re-enter society, save lives, and overcome post-traumatic stress, Council Member
of The Global Entrepreneurship Initiative, two-time Quilly Award recipient for writing,
three-time Expy Award recipient for public speaking, film and communications
and, a spokesperson for international business, commercial real estate, global
humanitarianism & philanthropy.
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In his free time, he enjoys reading, classical piano/cello and is a sportsman longdistance running/swimming, fishing/hunting and table tennis, but most of all being
with his wife Alexandra and their two children, Alexandra and Andrew – with whom he
is involved in international philanthropy and humanitarian work funding and building
over 15 years 1,150 children feeding centers, orphanages, children hope centers,
churches, schools and clinics to help the vulnerable, in 27 countries with both U.S.
and in-country partners.
Albert is an active member of his church in the U.S. and overseas, and serves as a
deacon, teaches children Sunday school and connects people to ministries overseas.
He sits on the board of several investment companies and nonprofits, where he lends
his expertise in international operations, investments, and real estate.
• albertallen@bartonyork.com
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CHAPTER 10

WHAT IF EVERYTHING YOU
KNEW ABOUT VIDEO…
WAS WRONG?
BY GREG ROLLETT

According to FortuneLords.com, the total number of people who use
YouTube is now 1,300,000,000. That reads 1.3 billion, with a B.
They also state that 300 hours of video are uploaded to YouTube every
minute. Almost five billion videos are watched on YouTube every single
day. In an average month, eight out of ten 18-49-year-olds watch YouTube.
And these stats are just for YouTube. They do not include the number of
videos being uploaded and watched on Facebook or Instagram, Snapchat
or on private video servers and platforms like Vimeo or Wistia.
Small businesses and entrepreneurs are still behind the eight ball and
not creating enough content for the platform, especially when they need
to compete with bigger, more established brands. Let’s say you are a
financial advisor. Someone heads onto Google or YouTube and starts
searching for retirement advice. They find your YouTube account which
has two videos, both filmed by your secretary on your iPhone, with no
lighting or outline and talks about your firm and who you are and what
products and services you offer. This is what most business owners and
professionals have filmed and put online and on their websites.
Then, right next to your two homemade videos are 1,851 professionally
filmed and generally helpful videos put on YouTube by Dave Ramsey.
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Instead of just telling people who he is and what products he wants to sell
you, he has videos that address the needs and problems of his market. He
addresses them in a fun, engaging and entertaining way.
His videos are titled: The Secret to Not Being Broke, How to Get Out of
Debt and The Truth About Financial Infidelity.
Yours is titled: How to Work with Jim Smith Financial.
Which expert is more helpful for someone looking for financial advice?
Who builds more trust with their audience? Who has more authority
and positioning within the market? The answer is obvious. Yet so many
business owners and entrepreneurs will complain that video just doesn’t
work for them. Or, for that matter, any marketing whatsoever.
But this is what you were taught. This is what you were told to do. You
were told to just film a video and put it online. You were told to use that
great smartphone that’s in your pocket to film your videos. You were
told that camera was just as good or better than a point-and-shoot camera
from the electronics store.
But it’s not. And your content is not good enough to break through the
noise. So how do you break through and get a piece of the billion plus
views happening online every day?
Some of the BIG Questions you need to ask yourself right now are:
WHAT IF EVERYTHING YOU WERE TOLD ABOUT USING
ONLINE VIDEO TO GET NEW CLIENTS…WAS WRONG?
Just because someone is telling you about a brand-new trend or that you
have to do something, doesn’t mean that you should do it. In the case of
online video, you not only shouldn’t do it, but it needs to be at the top
of your list. You already saw that billions (not millions but billions) of
videos are being played on YouTube every single day. Add billions more
on Facebook and you can really start to see where consumer behavior
and attention is going.
This is how we spend our time today. We spend it watching videos on
platforms like YouTube and Facebook and we do it every free minute
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in our schedule, whether that is waiting in line at the supermarket or in
between calls at the office.
Your job as a business owner is to effectively generate the attention of
people who need your services. The best and most effective way to do
that is through video. But not just any kind of video, as you can see with
the Dave Ramsey example above.
When putting videos online, you need to directly reach and speak to
your market. And you need to do it in a way that makes you and your
business appealing to them, otherwise your video will be seen for mere
seconds before a viewer clicks onto the next one. You need the right
approach to video marketing or else your videos will merely just be the
noise that clutters up our Newsfeeds, instead of helping you to get clients
and customers.
WHAT IF YOUR SMARTPHONE IS NOT THE BEST CAMERA
TO USE TO CREATE CLIENT-GETTING VIDEOS?
We all have cameras in our pockets and in our hands. This one device
has changed everything about how we communicate with each other.
Whether it’s instant access to social networks, taking photos of our food,
texting emoji’s to our friends, parents and bosses, or actually calling
someone, we have an all-powerful communication system in our pockets.
The data also shows that we are spending a lot of time on that mobile
device watching video. The analytics firm Flurry, says that the average
person spends five hours on their phone every single day. They also stated
that 51% of those five hours are spent watching video or consuming
media.
Your phone is the greatest content-consumption device ever created. But
just because you and your market are watching video on your smartphone
doesn’t mean you should be creating video content with it.
Case in point: I’m sure you’ve seen someone filming a video for
Facebook Live or just posting a video to social media that was filmed in
selfie mode. For those unaware, selfie mode is when you turn the camera
to face you and not out towards the world. This causes many issues in
video production. First, most of us are not trained cinematographers and
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have no concept of lighting, backgrounds or environment. This leads
to video with bad lighting, bad sound and McDonald’s wrappers in the
background. All of this is bad when it comes to producing videos to get
clients.
And that’s just the start. Add in the concept of angles and where you
hold the camera and you can end up with a double chin, an exposed
forehead or people seeing way too much of what you have going on in
your nostrils. This happens because whatever is closest to the camera
appears the biggest. If you hold your phone over your head, pointing
down, your forehead will appear larger than it is in reality. If you hold it
down and facing up, you get the double chin or the exposed nostrils. Add
in poor sound, wind and shaky hand syndrome and you will quickly find
out that people do not want to tune in to your videos.
So remember, even though you have a video camera in your pockets, you
might want to think twice before you try and use it to get clients.
WHAT IF YOU DON’T NEED TO FLY OUT TO HOLLYWOOD
TO GET THE WORLD’S BEST VIDEO TEAM?
Now that you know your smartphone is not the best video studio for you
to use to film client-getting videos, you might be thinking that you need
to book your flight to Hollywood and go all out on a full-scale video
production.
Here’s the truth: almost all good video guys today can point the camera at
you and make you look decent in an online video or TV show. What the
average (or even above average) video guys don’t know is the marketing
side. They don’t know how you will use the video, what platform it’s
going on, how your prospects and market will interact with it, how to get
their attention and film the video so that after your prospects watch it,
they will take action and want to work with you.
This is the missing link in so many videos. Even if your video looks
great and is produced at a high level, it likely will never convert because
it’s essentially a brochure in video format. This is not what is going to
help you grow your business.
The reason we do episodic online TV shows for our clients is that each
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episode is crafted as a hook to get the attention of your market. Each
episode is meant to tug at their emotions, question their beliefs and
make them understand that they need help to solve their problem. And
you are the solution. Every episode includes a call-to-action and next
steps, in addition to genuinely helping your audience to get informed and
educated.
You don’t need a Hollywood budget to do this. You need someone that
thinks like a marketer.
WHAT IF YOU DIDN’T CRAM EVERYTHING YOU DO
INTO ONE 10-MINUTE VIDEO?
I love the ads that used to appear in the Yellow Pages when I was studying
marketing in school. The ads would have a photo of an attorney and an
800 number and all around him in bright bubble letters were all of the
specialty areas for which that firm could potentially help you. He was not
only a bail bondsman, but a bankruptcy attorney, a family law attorney
and a personal injury specialist.
This is not how you want to come across in your online TV show. If
someone can’t quickly identify how you can help them, they will not call
you to help them. You need to be the definitive expert in your market,
not a jack of all trades.
One of the best marketing lessons that has stayed with me for decades
now is that:
“A confused mind won’t buy.”
When you try to cram everything you do into one video, you leave your
audience confused. This audience will never convert into a client, no
matter how hard you try. We film episodic online TV for our clients,
because every week we can hyper-focus on one topic. We can go deep
and showcase our subject matter expertise in 3-6 minutes. At the end of
the episode, the viewer is explained a problem, taught the solution and
shown that you are the expert that can help deliver a solution.
This is the most important thing to remember if you are trying to use
online video to get clients. You’re not trying to do too much. You are
trying to show the world that you are the most uniquely qualified person
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on the planet to help deliver a specific result to your market. Remember
this over time as you go to shoot a video. Ask yourself, “Why am I
shooting this video?” That will ensure that you hit your target every
time.
WHAT IF YOU DIDN’T HAVE TO GO VIRAL
TO GROW YOUR BANK ACCOUNT?
We all want to go viral. I would be straight up lying to you if I told you I
didn’t want millions of people to see my videos. And we do have videos
with hundreds of thousands of views.
However, the majority of my videos are seen by only a few hundred to
a few thousand people. Even though these numbers are not gigantic or
newsworthy, they have provided me the ability and the good fortune to
build an incredible business and fuel my life with my family. We vastly
overestimate the number of people we actually need to reach in order to
make a great living. This isn’t to say that we don’t want to reach more
people. It’s not about quantity, it’s about quality. Not everyone in your
community needs your help. You need to show your videos and TV
shows to the people that are most likely to hire you and buy your services.
The good news is that through platforms like Facebook and YouTube
you can advertise your video to the exact people that match your perfect
prospect profile. Many times you can pay these companies mere pennies
to show your episode to that perfect prospect. This is an incredible way
to make an impact without having to pay for the people who cannot or do
not have the means to utilize your unique gifts and talents.
No matter what the next guru or expert is peddling to you about video
and getting millions of viral views, be proud that your video actually
made a difference in the lives of the people who see it, and that your
business keeps getting bigger every time you put out a new episode.
HOW MANY VIDEO MARKETING MISTAKES
ARE YOU MAKING IN YOUR BUSINESS?
For starters, if you are not filming regular, consistent video content,
in the form of an online TV show for Facebook and YouTube, you are
making the biggest mistake of all. This is not something to plan for in
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the future or when you get to it. This is the here and now. I don’t want
you and your great business to go the way of Blockbuster video and
virtually disappear overnight because you didn’t adapt and change.
The opportunity is staring at you, but it’s up to you to use the ideas posed
by my big questions in this chapter. Do it correctly and you will get the
short term benefit of new clients and business and the long-term effects
of brand building that can only be done by constantly and consistently
pushing out new episodes of your online TV show. I cannot wait to see
what you do with online video to grow your business.
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About Greg
Greg Rollett is an Emmy® Award-Winning Producer, Best-Selling
Author and Marketing Expert who works with experts, authors
and entrepreneurs all over the world. He utilizes the power of
new media, direct response and personality-driven marketing to
attract more clients and to create more freedom in the businesses
and lives of his clients.
After creating a successful string of his own educational products and businesses,
Greg began helping others in the production and marketing of their own products and
services.
Greg has written for Mashable, Fast Company, Inc.com, The Huffington Post, AOL,
AMEX’s Open Forum and others, and continues to share his message helping experts
and entrepreneurs grow their business through marketing. He has co-authored BestSelling books with Jack Canfield, Dan Kennedy, Brian Tracy, Tom Hopkins, James
Malinchak, Robert Allen, Ryan Lee and many other leading experts from around the
world.
Greg’s client list includes Michael Gerber, Brian Tracy, Tom Hopkins, Sally Hogshead,
Coca-Cola, Miller Lite and Warner Brothers, along with thousands of entrepreneurs
and small-business owners across the world. Greg’s work has been featured on FOX
News, ABC, NBC, CBS, CNN, USA Today, Inc. Magazine, Fast Company, The Wall
Street Journal, The Daily Buzz and more.
To contact Greg, please visit:
• http://ambitious.com
• greg@ambitious.com
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CHAPTER 11

SEVEN (7) RULES TO LIVE BY
FOR RETIREMENT SECURITY
AVOIDING ANOTHER 2008 MARKET
CRASH
BY DAN AHMAD CFP™, EA, ATA & JIM FILES

Time is money.
~ Benjamin Franklin
Stop wasting both, as you have a limited amount of each.
~ Dan Ahmad & Jim Files

What does someone who’s retiring this year, someone retired for 5 years,
and someone retired for 15 years all have in common? They all want the
answer to their number one financial challenge:
How can I invest my assets to create income that will last for as long
as I live without ever suffering large market losses?
They’re all afraid of running out of money and that they’ll lose too much
in the next market crash.
Imagine you are Bob and Carol, and pretend like it’s 2007 and you just
retired. Everything is looking great. The stock market’s up, your IRA
(old 401K) is worth $1,500,000, and your broker said you’ll get 8%, 9%,
10%, 11%, even 12% annual returns on your moderate to conservative
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portfolio of diversified mutual funds. You are pretty good at math so you
believe you can take out 6% income from your IRA if you are earning
between 8% to 12%. It’s a no-brainer, right?
Life couldn’t get much better: you both are 65, you have $40,000 of
annual combined Social Security income, $20,000 of pension income,
and you plan to take $90,000 from your IRA ($6% X $1,500,000 =
$90,000). You have hit your retirement income goal of $150,000 of
projected income per year!
Then the stock market dropped 10% and your broker told you not to
worry about it. “Ride It Out,” he says, “You’re in it for the long haul
and you must stay in the market.” Each month you take your $7,500 of
income from your portfolio and continue to pay fees. At this point you
weren’t too concerned.
Then the stock market dropped a second 10% and your broker told you
not to worry about it. “Ride It Out,” he says, “You’re in it for the long
run and you must stay in the market.” Each month you take your $7,500
of income from your portfolio and continue to pay fees. Now you’re
worried, and the “Ride It Out” thing starts to sound like a bad recording,
but your broker sounds smart and was very convincing.
Then the stock market dropped a third 10% and your broker told you not
to worry about it. “Ride It Out,” he says, “You’re in it for the long run
and you must stay in the market.” Each month you take your $7,500 of
income from your portfolio and continue to pay fees. You’re very worried
and tell your broker you don’t want to “Ride It Out,” you want out and
you’ve lost too much. He says you can’t get out until you make up all the
losses. Basically, you are stuck.
Then the stock market dropped a fourth 10% and your broker told you
not to worry about it. “Ride It Out,” he says, “You’re in it for the long
run and you must stay in the market.” Each month you take your $7,500
of income from your portfolio and continue to pay fees. Now you begin
to panic and feel paralyzed, and hope somehow you will get out of this
mess.
Then the stock market dropped a fifth 10% and your broker told you not
to worry about it. “Ride It Out,” he says, “You’re in it for the long run
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and you must stay in the market.” Each month you take your $7,500 of
income from your portfolio and continue to pay fees. You can’t believe
it’s actually gotten worse, you don’t know what to do.
Then the stock market dropped an additional 4% and your broker told
you not to worry about it. “Ride It Out,” he says, “You’re in it for the long
run and you must stay in the market.” Each month you take your $7,500
of income from your portfolio and continue to pay fees. Your perfect life
you had seems so far away. You are sad, unhappy, and feel very, very,
guilty for letting yourself get into this position.
In 18-months, the stock market dropped 54% and many retirees actually
lost even more. The entire financial industry, your world, and your
retirement was literally rocked out of your beautiful dream and thrown
into the nightmare they called the 2008 Financial Crisis.
After going through 2008 with your money, what is the one thing you
never, ever, ever want to happen again? You never want to go through
another 2008 again.
After the 54% drop in the market, taking out income, and paying fees,
your $1,500,000 has dropped to $596,000 and you have no idea what
to do; you are numb. You meet with your broker and he can’t explain
anything you understand, other than you only have $596,000 left of your
original $1,500,000.
Note – during this 18-month time period, you paid over $59,000 in
direct and hidden fees. Your broker said you were only paying 1.25% in
total fees, but he lied. The 1.25% was just what you paid him. You also
paid 2.25% in hidden fees like mutual fund expenses, trading costs, and
custodian fees. Over 18-months you paid total fees that now amount to
10% of your current portfolio value. Yes, this is sickening, but it is what
we find the average retiree is actually paying in fees – about 3.25% per
year!
But you now have to make a big choice; the market has crashed and
your portfolio is down to $596,000. As the late, great Monte Hall asked
America, “Let’s Make A Deal! Do you want what’s behind Door #1,
Door #2, or Door #3?”
117

THE BIG QUESTION

Door #1: Do you continue to take out $90,000 of income every year, but
now the $90,000 becomes a 15.1% distribution rate ($90,000 / $596,000
= 15.1%)? Remember, you are good at math, and taking out 15.1%
probably doesn’t sound right. If you continue to take out $90,000 yearly,
pay your fees, and earn stock market returns, at the end of 2016 you have
only $260,000 left. You only have three years left of income and you’re
both 74 years old, with a 75% chance one of you will live into your 90’s.
Door #2: You significantly decrease your annual income from $90,000
to $35,760, meaning your monthly gross income dropped from $7,500
to $2,980. If you earned market returns and paid fees, at the end of
2016 your portfolio would be worth $820,000. Your portfolio is higher
because you took $434,000 less income out through 2016.
Door #3: You stop all income from your portfolio, dropping your annual
income from $90,000 to $0. Your monthly gross income has decreased
from $7,500 to $0. If you earned market returns and paid average fees at
the end of 2016 your portfolio would have increased to $1,190,000. You
have more money in your portfolio.
• Choose Door #1 and run out of money when you are 74 years old.
• Choose Door #2 and receive $4,520 less monthly gross income for
the next 8 years.
• Choose Door #3 and receive $7,500 less monthly gross income for
the next 8 years.
But Monte liked you so he added a bonus door:
• Choose Door #4 and get your old job back and work full-time for
the next 15 years.
Which Door would you choose? None seem very good. Can you
imagine if you really had to go through this yourself? The good
news is that you are not Bob and Carol. Other good news is that
during the writing of this book, the stock market is at an all-time
high. The bad news is that the stock market drops an average of
39.5% every 7 years since 1929, which means we are two (2) years
overdue for a market crash; which means we owe the Bear a lot of
money! The next big crash is coming: it’s not “if it will happen” it’s
“when will it happen?”
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You’d probably do anything to guarantee yourself a successful retirement,
but one problem is you don’t know where to start. Another problem is
it all seems overwhelming. The biggest problem is you don’t have a
roadmap of exactly what you need to do. If you had such a roadmap that
would guarantee your financial security during retirement, you would
follow it religiously. You’ve accumulated a lot of money because you are
a disciplined saver. All you need is that elusive roadmap.
Well, we are going to give you the roadmap. How much is something like
that worth? A lot! It’s not unusual for a Certified Financial Planner™
to charge $5,000 or more for these answers! But we’re going to give it
to you for free. Thank Larry King for his dedication and passion he’s
always shown in wanting to bring answers to the biggest most difficult
questions people like you have. We are honored to have been chosen to
provide the answer for retirees.
The best news is right now you can plan properly to guarantee you
will not run out of money for as long as you live and you will never go
through another 2008 again. It’s simple, really simple! All you need to
do is to follow:
SEVEN (7) RULES TO LIVE BY FOR RETIREMENT SECURITY
Rule #1: Avoid all large losses to your portfolio.
Rule #2: Minimize fees.
Rule #3: Significantly reduce volatility.
Rule #4: Earn a reasonable rate of return.
Rule #5: Control and manage taxation.
Rule #6: Generate “Certain Income” from your assets that will last for
as long as you live, and not “Maybe Income” that could end
at any time.
Rule #7: Have a Written Retirement Income Plan.
This is the key, the solution, Your Roadmap To Success. If you follow the
Seven (7) Rules to Live By for Retirement Security, you will increase your
probability for a successful retirement. Each rule is simple and powerful
in itself, but when combined together, they become your roadmap to
the strongest plan possible to ensure your financial security. With your
roadmap you will feel secure, happy, more relaxed, less stressed, less
worried, and confident your plan will work. For the first time in your life
you would not only feel, but actually be, in control of your money.
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Rule #1 – Avoid All Large Losses to Your Portfolio.
98% of retirees and pre-retirees tell us they do not want to ever lose
more than 10% in their portfolios. But 95% of these retirees do not know
or haven’t been told their current portfolio would lose 30% to 50% in a
market crash like the 2008 Financial Crisis. The Golden Rule of 5%-10%,
was created by Peak Financial to construct portfolios mathematically
projected to never lose more than 5%-10%, even when the market drops
50% like it did in 2000-2002 and 2007-2009.
A 50% loss in your portfolio requires a 100% recovery gain just to break
even! A 40% loss requires a 67% recovery gain. A 30% loss requires a
43% recovery gain. A 20% loss requires a 25% recovery gain. A 10%
loss only requires an 11% recovery gain, and a 5% loss only requires
a 5.26% recovery gain. 25% to 100% recovery gains must be avoided
during retirement.
You can develop a Golden Rule of 5%-10% portfolio by following these
four (4) simple steps:
1. Implementing a stop-loss strategy on your stock market investments.
Don’t ride the market down to the bottom. You may prefer a 10%
stop-loss or a 5% stop-loss on the first 50% of the portfolio and a
15% stop-loss on the second 50% of the portfolio.
2. Buy contractual principal and lifetime income guarantees from A+
insurance companies that have been operating for at least 90 years.
These companies have fulfilled their guarantees and promises to
their customers even through the Great Depression.
3. Keep money in the bank. Liquidity and safety is so-underrated by
most brokers because it doesn’t make them any money. But if you’re
retired, bank money will make you feel safer, will not lose value in
a market crash, and is available to spend.
4. Diversify your investments. The Perfect Allocation has a portion
of the portfolio in the stop-loss bucket, a portion of the portfolio in
the guaranteed lifetime income bucket, and a portion in the bank
bucket. This can reduce your maximum projected loss to between
5% and 10% even during the 2008 Financial Crisis when the market
dropped 54%.
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Rule #2 – Minimize Fees.
Excessive fees can devastate a portfolio; it’s the hidden killer. A recent
Harris Poll reported only 39% of Americans thought they knew the fees
they are paying. We think it’s closer to 5%. Most retirees believe they’re
paying 1% in total fees annually but they’re really paying closer to 3.5%.
Tony Robbins has recently been on a crusade, through lectures, television
and radio appearances, even writing a new book to help consumers
realize they’re getting killed with hidden fees.
Thomas Coyle wrote in Financial Advisor IQ published on October 26,
2017 that cited Ameriprise, UBS, Morgan Stanley, Wells Fargo, and
Merrill Lynch as the “Most Expensive Advice Firms” with Advisory
and fund fees as high as 3.5%, not including trading costs! Shocking!
A $1,000,000 portfolio, assessed 3.5% fees versus 1.0% fees, costs an
additional $500,000 in fees over 20 years. Unfortunately, this is typical
and is probably happening to you right now. How could this happen?
One reason is your broker told you your total fees are 1%, which is the
amount being paid to the broker, but this is not the total of the fees you
are paying.
A second reason is the 1% paid to your broker doesn’t include other
hidden costs that significantly erode your nest-egg:
• Asset management fees to have your funds watched and moved
around in your portfolio. A typical management fee is 1.0% per
year.
• Mutual fund fees paid on every single mutual fund, no matter the
type. You don’t see these fees on your statements because they’re
deducted before you get your statement. The average mutual fund
fee is 1.23% per year as reported by: www.NewYorkTimes.com on
October 6, 2012.
• Trading costs at the mutual fund level, caused by the mutual
fund manager buying and selling assets (also called turnover),
create an average annual trading cost of 1.44% as reported by:
www.Forbes.com on April 4, 2011.
• Cash drag reduces your potential rate of return because your
mutual fund is holding a certain percentage of cash, earning very
low return rates, and can average 0.83% annually as reported by:
www.Forbes.com on April 4, 2011.
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Add the 1.0% to your broker, plus 1.0% paid to the money manager, plus
1.23% average mutual fund fee, plus 1.44% average annual trading cost,
plus 0.83% average cash drag, and the initial 1.0% in fees you thought
you were paying could skyrocket to a whopping 5.50% in total fees every
single year. If you have a variable annuity, your cost could be as high as
6.5% in total fees per year.
Rule #3 – Significantly Reduce Volatility.
Retirees want consistent income throughout retirement. Volatile portfolios
cannot provide consistent income. Retirees must avoid volatility. Between
January 1, 2015 and December 31, 2016, a period of two (2) years, the
S&P 500 Index fluctuated 26.15% from top to bottom.
During the “Tech Bubble Crisis” between 2000 and 2002, the stock market
dropped by almost 50%, requiring a 100% recovery gain just to get
even by 2007. The market then lost approximately 54% during the 2008
Financial Crisis, requiring a 113% recovery gain by mid 2013. During
this period of 13 ½ years, the market provided a 0% annual compounded
increase; huge volatility for no reward. If you’re taking out income
during this time period, your portfolio value decreased significantly.
Note: It is imperative to avoid this type of volatile asset behavior during
retirement.
You cannot plan, take consistent income, or feel secure if your assets
are fluctuating wildly in values. Wide volatility is acceptable while you
are working during Stage 1 – Asset Accumulation Phase of retirement
planning, but it is unacceptable when you are retired during Stage
2 – Asset Preservation and Income Distribution Phase of retirement
planning.
Rule #4 – Earn A Reasonable Rate of Return.
If you want the highest return you have to take the highest risk.
Thousands of retirees told us their brokers said they would always earn
annual returns of 8%, 9%, 10%, 11%, or even 12%, because it’s what the
stock market has always earned. This is the definition of an “unrealistic
expectation.”
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If will be difficult, if not impossible, to earn these returns year-afteryear based on the fact that during the last seven (7) 15-year time periods
beginning in 1996, the S&P 500 Index has averaged a 3.37% annual
compounded increase for every period. Not 8% to 12% returns. The
3.37% return is so low because most of the big gains during the periods
had to make up for a 50% loss in 2000-2002 and a 54% loss in 20072009.
Here’s an example: Dave and Barb had $1,500,000 in 2000. Their
portfolio grew to $2,250,000 by 2017 without any additional investments
and without income distributions. Their assets increased by 50%, their
broker talks about 12% stock market returns, so they thought they’ve
earned close to that 12% annual return. But they didn’t. From 2000 –
2017 their portfolio grew by an annual 2.28% compounded rate of return
to take it from $1,500,000 to $2,250,000. Seriously. If they’d earned
12% every year they’d have $11,534,000 right now, quite a difference.
Note: We have found retirees typically need to average 4%-6% returns
for a successful retirement plan. If Dave and Barb earned 4% on their
money, they would have accumulated $3,038,000 by 2017.
Rule #5 – Control and Manage Taxation.
Many retirees don’t increase their income because they are afraid of
paying income taxes, so they defer taking IRA distributions until age
70 ½. This might save taxes for a few years, but then it will increase the
amount of your RMD’s at 70 ½, increase your taxes for the rest of your
life, increase the income taxes your beneficiaries will pay, and give you
less money to spend when you’re young!
First of all, you don’t pay tax on all of your gross income, you pay tax
only on your taxable income after deductions. Secondly, your taxable
income is not taxed at one (1) rate, it’s spread out over up to seven (7)
rates.
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The biggest changes to the tax code in the last three decades was signed
into law by President Trump at the end of 2017. The new Federal income
tax rates (brackets) are:
Tax Rate
Married Taxable Income
Single Taxable Income
10%		
$
0 - $ 19,050
$
0 - $ 9,525
12%		
$ 19,051 - $ 77,400
$ 9,526 - $ 38,700
22%		
$ 77,401 - $ 165,000
$ 38,701 - $ 82,500
24%		
$ 165,001 - $ 315,000
$ 82,501 - $ 157,500
32%		
$ 315,001 - $ 400,000
$ 157,501 - $ 200,000
35%		
$ 400,001 - $ 600,000
$ 200,001 - $ 500,000
37%		
$ 600,001 +			
$ 500,001 +
The average tax rate you pay on every dollar of your income is called
your effective tax rate. The typical retired couple would pay the following
effective tax rate based on these gross annual incomes:
Gross Annual		
Effective Tax Rate
$125,000				
9%
$175,000				
13%
$250,000				
16%		
The typical retired couple could make $175,000 of gross income, and
they wouldn’t pay 24% tax on the $175,000; they would actually only
pay an effective tax rate of 13% on the $175,000! If you made $175,000
of gross income in retirement, would you be afraid of a 13% tax rate?
Probably not.
Note: During retirement you will most likely pay a significantly lower tax
rate than you originally believed and you should not be afraid of taxes.
Rule #6 – Generate “Certain Income” From Your Assets That Will Last
for As Long as You Live, not “Maybe Income” That Could End at Any
Time.
The #1 fear retirees have is they’ll run out of money during their lifetimes.
To eliminate this fear first you will need to decide how much income you
want to be “Certain Income” – income that is guaranteed to be paid to
you for as long as you live, such as pension income, social security, and
lifetime income from annuities. Secondly, you will need to decide how
much income you’re comfortable being “Maybe Income” – income that
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is not guaranteed and can decrease or stop at any time such as portfolio
income, interest income, dividend income, real estate and REIT income,
and income based on the potential growth or earnings of an asset.
Studies show retirees are happier and live longer if they have the highest
level of “Certain Income.” You saved money while working to use it for
lifetime retirement income, not to worry about it for 30 years during
retirement. Most retirees want as much “Certain Income” as possible
during retirement.
How would you feel if your monthly income was guaranteed to be paid
to you for as long as you and your spouse lived? If you knew you would
get your income this month, next month, every month for the rest of this
year, every month next year, and every month for as long as you live;
would you worry as much? Would you be willing to spend more, take
more trips, do the remodel, buy the car, help your kids and grandkids?
Wouldn’t this make you happier?
It’s said money can’t make you happy, but we have found, and studies
prove, retirees with the most guaranteed lifetime income are the happiest
and live the longest!
Rule #7 – Have A Written Retirement Income Plan.
You probably don’t have a complete written plan right now stating
how you will use your assets for retirement income, how much risk
you’re taking, how much income tax you’ll pay, your total fees that are
both direct and hidden, how much you’ll leave your beneficiaries, the
advantages, disadvantages, and all details about your plan spelled out.
This means you don’t have a plan at all, you just have a portfolio that you
probably don’t understand.
Most retirees don’t have a written plan because their broker doesn’t
have the expertise to put it together, and won’t spend the large amount
of time required to complete the whole plan. The broker doesn’t want
the responsibility, accountability, and liability that comes with creating
a written plan.
OK, you love the idea of a written retirement income plan, but what’s in
it? There are four (4) main components:
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I. Retirement Income Projection – showing annual income
throughout retirement, when each income source starts, stops,
increases, decreases, and what is guaranteed (“Certain Income”)
and what is not guaranteed (“Maybe Income”).
II. Income Tax Analysis – showing total federal and state income
taxes you will pay, your effective tax rate, and monthly income
tax withholding needed, and your monthly after-tax net income.
III. Beneficiary Asset Transfer Analysis – showi ng how much
money you can reasonably expect to leave to your beneficiaries.
IV. Plan Details – in a full written plan, typically between 12-24
pages, discussing your goals, risk, fees, liquidity, advantages,
disadvantages and the step-by-step process for implementation
– all to assure your long-term success.
Note: Make sure you understand it and have your planner sign it. If it’s
not in writing it doesn’t mean a thing. Having a written plan will help
you avoid confusion, mistakes, misunderstanding, and will significantly
improve the probability of a successful plan throughout your retirement.
Summary
Follow the Seven (7) Rules to Live By for Retirement Security for a higher
probability of retirement success:
Rule #1: Avoid all large losses to your portfolio.
Rule #2: Minimize fees.
Rule #3: Significantly reduce volatility.
Rule #4: Earn a reasonable rate of return.
Rule #5: Control and manage taxation.
Rule #6: Generate “Certain Income” from your assets that will last
for as long as you live, not “Maybe Income” that could
end at any time.
❖ Rule #7: Have a Written Retirement Income Plan.

❖
❖
❖
❖
❖
❖

The roadmap has been handed to you, don’t put it back into the glovebox
as it will do you no good there. Use this roadmap to have a more successful
retirement. You can use your assets right now to generate more income,
without the worry of ever running out of money, and without the worry
of a large market loss.
Think about Bob and Carol at the beginning of this chapter, if they had
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a roadmap, they wouldn’t have been forced to choose between Door #1,
Door #2, Door #3, and Bonus Door #4 (working forever). Bob and Carol
would have had a very successful retirement. You can too.
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About Dan & Jim
With 50+ years of combined experience as authors, lecturers,
coaches, innovators, and financial professionals, Dan Ahmad and
Jim Files are nationally recognized as two of the top Financial
Advisors working exclusively with retirees. Dan and Jim create
comprehensive written retirement income plans that address the
concerns and solve the problems people between the ages of 55
and 90 face with their money every day.
As co-founders of Peak Financial Freedom Group, Dan and
Jim have presented to over 20,000 attorneys, accountants,
financial advisors, real estate professionals and consumers, and
received commendations from the California Attorney General’s
Office, California State Department of Education, Association of California School
Administrators, California Teachers’ Association, Faculty Association of California
Community Colleges, 17 California State Universities, 66 California Community
Colleges, National Network of Estate Planning Attorneys, and California Visiting
Nurses Association.
As hosts of the cutting edge 50 Shades of Money radio show on the award-winning
KFBK News Radio 1530 AM, Dan and Jim take the “grey areas” out of money, making
it easy to understand. They were promoted in 2015 in a powerful Forbes Magazine
section titled, “California’s Financial Leaders,” seen multiple times on FOX 40 TV, and
created over 150 financial education videos.
Dan and Jim serve as one of four “Coaches and Mentors” for Financial Independence
Group, one of the Nation’s leading financial service firms with over 7,000 financial
professionals, and received over 50 industry awards. They’ve written Don’t Bet the
Farm providing answers to the most daunting questions retirees have about their
money.
Dan has been a Certified Financial Planner™ since 1989, an Enrolled Agent with IRS
since 1987, is an Accredited Tax Advisor, Fellow of the Estate and Wealth Strategies
Institute at Michigan State University, member of the National Society of Accountants,
is an Investment Advisor Representative of his own RIA, and is life insurance licensed.
Jim has tremendous business experience including taking his company public and
running it as a public corporation for many years, serving on the Executive Management
Team for public companies, specializing in Mergers and Acquisitions, is an Investment
Advisor Representative of his own RIA, and has his life insurance license.
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Dan and Jim work daily with retirees to help them truly understand their money for
the first time in their lives by creating comprehensive written retirement income plans
to increase their income, guarantee they won’t run out of money for as long as they
live, reduce their risk by avoiding all large stock market losses like 2008, minimize
their taxes, reduce fees, earn competitive returns, and efficiently pass assets to
beneficiaries.
Dan and Jim have been business partners and best friends for 20 years, both born
and raised locally, work in Roseville, CA and both live in Granite Bay, CA.
Dan has been married to his wife Elaine for 24 years. They have two daughters Lexi
and Tori.
Jim has been married to his wife Tami for 34 years. They have a daughter Kyley, a son
Cody, daughter-in-law Martine, and granddaughter Collette.
Learn more about Dan and Jim at:
• www.peakfin.com
• www.peakuniv.com
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CHAPTER 12

MONEYBALL: A VALUE
INVESTORS PERSPECTIVE
BY CHRISTIAN G. KOCH

The first time I met Larry King was during the filming of a documentary
on his life called The Voice of a Generation. At the iconic Hollywood
Roosevelt Hotel, he spoke about the people he had interviewed during
his 50-year broadcasting career. Individuals like O.J. Simpson, Jimmy
Hoffa, Frank Sinatra, Tom Cruise and many more. During the filming,
Larry told a story about growing up poor in Brooklyn, New York and not
knowing much about money. Once he became successful in broadcasting,
the first decision he made was to hire a trusted advisor because he knew
he needed help with managing his finances. He said he is still with the
same financial company today. That story left a big impression. More
individual investors should follow Larry King’s advice and hire a trusted
advisor to make wise money decisions.
A PIECE OF THE ACTION:
At the beginning of my career, I used to work for several institutional
money management firms. During this process, I discovered that large
money was run by investment policy committees where group-think was
dominant. It was extremely difficult to be a contrarian investor in that
environment. This is when I realized that the individual investor really
has a competitive advantage over large money. Now I help my clients
realize the value of long-term investing by building portfolios that take
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advantage of stock mispricing that large investors miss – because of
institutional constraints.
Being successful in managing other people’s money takes confidence, a
steady hand, and the ability to be an independent thinker. My mission is
to provide wise financial counsel during different stages in life. I focus
on helping individuals between the ages of 50 and 70 who are thinking
about retirement. This usually involves a range of decisions from portfolio
income construction to retirement tax-planning strategies.
THE MONEY DOCTOR:
Financial advice is a service similar to medicine. Most patients go to
the doctor because they have a very limited idea of how to be treated.
Doctors guide patients toward treatment and are trusted by patients to
have positive outcomes. I think about my practice as giving money advice
and providing peace of mind. Most individuals hire a trusted advisor
because they do not know much about personal finance and are worried
about making risky investments on their own. I want my clients to know
that they are “in good hands.” Most patients trust their doctors and do
not want to be seen by an unknown doctor, thus most investors trust their
financial advisor based on their expertise, experience, dependability and
confidence.
TEE-BALL TO MONEYBALL:
I started playing tee-ball when I was five years old in Jacksonville,
Florida. I remember loving the game of baseball. My passion over the
summers was collecting TOPPS baseball cards and playing ball with my
friends. In fact, I wanted to become a professional baseball player.
After a move to Atlanta, I started to buy and sell baseball cards for profit.
My first major purchase was a Pete Rose rookie card that I purchased
for $50.00, which had an estimated value of $75.00. One evening at the
dinner table my father bet me $100.00 that I could not sell the card for a
profit. A few weeks later, I sold the Pete Rose card for more than original
purchase price. That moment was my first exposure to the concepts of
inefficient markets and value investing. That was a clear turning point
in my life.
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The best-selling book, Moneyball, by Michel Lewis tells a story of how
the Oakland A’s general manager, Billy Beane, was able to identify
baseball talent and compete against teams with much greater resources.
Billy Beane was able to identity which players were mispriced and
undervalued based on newly-developed statistics called sabermetrics.
The Oakland A’s went on to have a winning season using this strategic
approach. Unlike the game of baseball, investing is a game that you do
not have to swing at every pitch. One can wait patiently for superior
investment opportunities to appear before deploying capital. Furthermore,
investing is a game at which one should increase their skill with the
passage of time, as experience should improve one’s ability to recognize
good ideas, companies and patterns, and exercise judgment in different
market situations.
The Moneyball story appears to parallel both my equity research
analyst's career and my baseball card experience. The ability to identify
assets, characteristics of a company and a financial situation that is
undervalued to the market is a unique skill. This creates a competitive
advantage. When I was a student at Harvard Business School, one of my
teachers was Michael Porter. In his lectures he provided a framework for
how to create a sustainable competitive advantage. This is by either cost
or differentiation advantage. Billy Beane was able to use sabermetrics to
create a competitive advantage and winning strategy.
The starting point to identifying a competitive advantage is hard data
and numbers. Have you ever thought of what information is on the
back of a baseball card? It’s the player’s annual statistics like Home
Runs, Runs Batted In, Batting Average, etc. These statistics are similar
to a company’s annual report. Each year publically traded companies
provide an annual report document which gives historical figures that
can be used to estimate future earnings and intrinsic value. From my
perspective, the balance sheet and income statement of a company is
like the back of a baseball card full of detailed information for the
individual investor.
VALUE INVESTING:
I have been studying the principles, constructs and ideas of value
investing for 25 years. At the core of value investing is the belief that
equity markets often offer opportunities to buy stock in companies at
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discounts to their intrinsic value. As further context, Ben Graham, the
godfather of value investing, had a simple framework for investing. He
believed there were two values for every stock:
1) the intrinsic value based on a fundamental judgement of the
company’s consolidated financial statements.
2) the quoted market price, which is the current price at which buyers
and sellers are willing to purchase the stock.
From experience, I have found these two values often diverge and have
wide gaps based on the perceptions of market participants.
The idea that the market is inefficient is an anomaly in academic
finance. What I studied in my MBA class was a theory called Efficient
Market Hypothesis. EMH was created by Eugene Fama and states it
is impossible to "beat the market" because prices reflect all relevant
information and stocks always trade at their fair value. There are several
other academic investment theories like Modern Portfolio Theory and
Random Walk Theory that simply do not hold up in practice. Also, I
have found in practice that portfolio concentration versus diversification
actually reduces risk, as unsystematic risk is eliminated with only 1517 individual companies in a portfolio. Value investors eliminate risk
because of how they buy a stock. The goal is to create a margin of safety
which is the difference between the current stock price and the intrinsic
value per share.
One of the biggest disconnects I have found in practice is the central
tenet of measuring risk. In academic theory, risk is defined by volatility
and standard deviation versus the risk of a permanent loss to investor
capital. Clients do not care what the standard deviation is for their
portfolio. They care about the risk of a permanent loss of capital. To
use an airplane analogy, standard deviation measures the turbulence or
bumpiness of the ride. Permanent loss of capital determines if you arrive
at your destination safely.
In fact, I learned this important lesson as a technology analyst during
the tech bubble in the late 1990’s. I watched asset prices spike to extreme
levels with valuations based on new Internet-age earnings. However,
that trend was short lived, and investors lost money during that market
correction. In October 2017, we celebrated the 30-year anniversary of the
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1987 Black Monday crash. The DJIA fell over 500 points or 22.6% in
one day. Today, investors who hold large positions in the hottest stocks
– “go-go” companies like Facebook, Amazon, Netflix and Google –
are likely to lose their shirt again as the market will follow the normal
business cycle correction. Going forward, we may be going into a period
where return of capital is more important than return on capital.
WHAT DO I BELIEVE?
One of my favorite baseball quotes is from the movie Bull Durham with
Kevin Costner, Susan Sarandon and Tim Robbins. The Costner quote
goes something like this:
Well, I believe in the soul, the hanging curve ball, I believe
there ought to be a constitutional amendment outlawing the
designated hitter. I believe in opening your presents
Christmas morning rather than Christmas Eve.
~ Bull Durham. Directed by Ron Shelton, performances by Kevin Costner,
Susan Sarandon and Time Robbins, Orion Pictures, 1988.

What I like about the Bull Durham quote is that you walk away with a
clear understanding of his beliefs. Using this as context, let me identify
my core principles for life and investing:
• A trusted advisor is a co-partner to help make wise money decisions.
• Trust is a simple five-letter word and is the substance of a solid
relationship between two individuals (the client and the trusted
advisor).
• Academic finance (Efficient Market Hypothesis) does not work in
practice and breaks down in periods of market extremes.
• Risk should be defined as a loss of permanent capital, not standard
deviation.
• My starting point is always to try and buy $1.00 worth of assets for
0.50 cents.
• Rule #1: Don’t lose money.
• Rule #2: Don’t forget Rule #1.
• Valuation matters: Beginning price determines your rate of return.
• Value investing provides a Margin of Safety versus glamor investing.
• My personal hero is Warren Buffett.
• Chipper Jones should be in the Baseball Hall of Fame.
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MISSION DRIVEN:
MY MISSION is to help individuals grow their nest egg and to provide
wise, trusted financial counsel. I help my clients realize the value of
long-term investing by building portfolios that take advantage of stock
mispricing that large investors miss because of institutional constraints.
The parallels between baseball and investing are very similar. As a value
investor I search for the misunderstood and underfollowed companies
and avoid the popular growth stocks of today’s market. Just like Billy
Beane in Moneyball, searching for the most unwanted prospects and
players to fill the roster, the search and quest for value stocks is never
ending. As a lover of baseball and stock market investing, I have found
my mission in life.
It’s only fitting that we close with a few quotes from Warren Buffett,
Chairman of Berkshire Hathaway and my personal hero. He has several
memorable quotes about the art of investing. Enclosed are three of my
favorites:
The most important quality for an investor is temperament,
not intellect. You need a temperament that neither derives great
pleasure from being with the crowd or against the crowd.
Price is what you pay, value is what you get. Whether we're
talking about socks or stocks, I like buying quality merchandise
when it is marked down.
Finally, Warren Buffett compares investing to the game of baseball.
However, in his world of Moneyball, there are no strikes and wise
investors can wait for the perfect pitch to hit.
I call investing the greatest business in the world … because
you never have to swing. You stand at the plate; the pitcher throws
you General Motors at 47! U.S. Steel at 39! and nobody calls a
strike on you. There’s no penalty except opportunity lost. All day
you wait for the pitch you like; then when the fielders are asleep,
you step up and hit it.
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About Christian
Best-Selling Author® Christian Koch, is recognized as one of the
top ThoughtLeaders® and private wealth experts in the money
management industry. He is a veteran investment manager and
equity research leader known for providing customized retirement
investment strategies to his clients. Christian is President and
Owner of KAM South, an Atlanta-based, fast-growing firm that provides advice for
investment management, retirement, financial planning and tax strategies. He also
holds various prestigious certifications including Certified Financial Planner (CFP®),
Certified Private Wealth Advisor (CPWA®), Certified Divorce Financial Analyst (CDFA™ )
and a Retirement Income Certified Professional (RICP®), and has been honored with
the coveted Five Star Wealth Manager Award in 2013, 2014, 2015, 2016 and 2017.
Christian launched KAM South in 2011 to fill a need he saw in the financial world. Using
the extensive experience he acquired from his previous positions in large companies
– such as Lindner Funds (a four-billion-dollar mutual fund company), Fifth Third Bank,
and Trusco Capital Management – Christian has grown KAM South from a firm that
started with just a couple million to over $80 million in asset management all in the
past six years. KAM South brings to life its brand motto of “We Build Wealth.” One
of the ways Christian is able to help his clients is through the unique process system
he developed in which clients use customized portfolios to attain predictable and
sustainable income. While the firms unique Retirement Income Planning Process
makes sure to protect their client’s finances for years to come, it’s Christian’s southern
hospitality and ability to make his clients feel happy and “at home” that makes KAM
South truly a success.
Christian has shared his expertise throughout several media outlets. He has been
quoted multiple times in The Wall Street Journal, and has been seen on ABC, NBC,
CBS and Fox affiliates after appearing as a guest in the show Times Square Today®
and The Brian Tracy Show. Christian is also a Best-Selling Author® of the titles The
Soul of Success and Get In The Game, which he co-authored with Jack Canfield
and Kevin Harrington respectively. He is also an author of Performance 360 and is
currently collaborating with Larry King to co-author the forthcoming book, The Big
Question.
Christian completed his Bachelor of Business Administration at Stetson University,
where he was also a Division I Baseball player. He continued his education with an
MBA from Jacksonville University. He is also a Harvard Business School Advance
Management Program graduate and is currently working on his Doctor of Business
Administration degree from the University of South Florida, which he anticipates
completing in 2020. Christian is also on the Board of Directors of Rotary Club of
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Buckhead, and is involved in the Harvard Business School Club of Atlanta.
Christian has mastered the art of work/life balance. On top of running a successful
company and continuing his education, he is also a loving husband and father to five
children between the ages of 8 and 16 (three girls and two boys). An avid baseball
fan, he can often be found at SunTrust Stadium with his family cheering on the Atlanta
Braves.
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CHAPTER 13

HOW DO I SUPERSIZE MY
BUSINESS?
A MARVEL-OUS METHOD TO POWER UP
YOUR PROFITS
BY JW DICKS AND NICK NANTON

Entrepreneurs are often up against intimidating odds—because mapping
out a path to success for your own business can be a daunting prospect.
But, as we teach our clients, there’s one Big Answer to the Big Question
of how to make your business outshine the competition. That answer is to
create a powerful and magnetic narrative—and successfully market that
narrative—to your potential customer/client base. It’s a concept we call
StorySelling—and, in this chapter, we’re going to tell you about one of the
most dramatic examples imaginable of how StorySelling can transform a
‘nothing business’ into one of the most successful companies of all time.
Then? You’ll discover how to implement the same methodology in your
own business by answering a few “Big Questions” of your own!
Stanley Lieber, at the age of 17, had no idea what to do with his life.
Fortunately, however, he could at least earn a paycheck, thanks to the
time-honored practice of nepotism. His uncle owned a comic book
company and installed the young man in the offices as an assistant in
1939. Stanley saw it as just a temporary situation; he knew that one day
he would write the Great American Novel,
A couple of decades later, he was running the place—only there wasn’t
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much left to run. A crackdown on bloody horror comics in the 1950’s
had caused many organizations and parents to ban them altogether—
and the ones that had survived were so heavily censored that they didn’t
generate many sales on their own. In the glory days of comics, Stanley
had been supervising over 20 people—now he was down to having only
three or four staffers working fulltime for him, grinding out stories about
monsters from outer space for the boys and harmless teen romances for
the girls.
But DC Comics, the perennial industry leader, had just had some success
with a new superhero group title, The Justice League of America, which
brought together Batman, Superman and a bunch of other costumed
crusaders—so, in 1961, Stanley’s uncle suggested that he create a dogooder group as well. Stanley wasn’t happy with the whole idea. As a
matter of fact, he was ready to quit the whole business. Superheroes
were kind of silly and they had been out of fashion for years. He was
convinced he needed a career change if he was ever really going to make
his creative mark.
So he went home and talked through his frustrations with his wife. She
was frustrated with those frustrations and finally told him, “Look, don’t
just quit. You’ve been going through the motions for years, doing what
everybody else was telling you to do. Do this one the way you want to
do it, put everything into this new comic and see what happens. You can
always quit later.”
Stanley thought about it and finally decided, why not? He didn’t have
anything to lose – he might as well go for it. So, using his pen name of
Stan Lee, he created The Fantastic Four with artist Jack Kirby—and
was as shocked as anybody when the sales figures came in a few months
later; kids were buying up the new comic like crazy. His uncle, always
ready to drive whatever was successful into the ground, quickly ordered
him to make more superhero comics, so Stan did. In short order came
an incredible creative burst that produced Spider-Man, The Incredible
Hulk, The X-Men, Iron Man, The Mighty Thor and The Avengers—it
was like something inside Stanley had been finally unleashed.
And that something began to find its way into every part of the business.
Stan rebranded the whole line, calling it “Marvel Comics,” and gave
every cover the same distinctive design. He pushed the boundaries of
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traditional comics publishing and storytelling in every way; in-jokes
abounded, and adventures were continued from issue to issue for the first
time, just like soap operas. Stories were also more adult; they were an
entirely new combination of the boy-girl dramas Stan had concocted for
his romance comics, traditional superhero sagas and, for the first time,
an irreverent humor that permeated almost every page.
The world at large took notice of the big Marvel movement. Soon
respectable magazines like Esquire and Rolling Stone were publishing
serious profiles of Stan and Marvel. Their readership now didn’t stop
when kids turned twelve; college kids were reading his stuff and loving
it.
Stan “the Man” Lee suddenly found that he had become a comics legend
by creating an entirely new narrative for the industry. By the mid-70’s, he
had made his mark and, finally, was ready to move on.
And he did—to Hollywood.
It took Stan Lee another couple of decades to find big success in superhero
movies, but Marvel Studios, by keeping Lee’s StorySelling ideas firmly
in place, has made Hollywood history in the last decade. Beginning
with 2008’s Iron Man, they’ve released a total of 17 films that, when
combined, tell a complete ongoing story as well as spotlighting individual
heroes. They’ve also grossed, as of this writing, over $13 billion dollars.
This is an unprecedented feat that continues to…well, marvel. And with
ten more movies scheduled for production over the next few years, this
money train shows no sign of stopping.
Stan Lee created a logline for himself and Marvel that shattered the
comics’ stereotype and produced a hip, fun and smart image that was
personality-driven and fit perfectly with the growing youth movement of
the 60’s. More importantly, he took that logline and applied it to every
aspect of the Marvel business – creating an unstoppable money-making
mythology that’s endured for over half a century.
That’s the power of StorySelling!
In this chapter, we’re going to answer our own Big Question of how you
supersize your business by revealing the “Marvelous Steps” that Stan
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Lee took to implement critical StorySelling concepts—and you’ll see for
yourself how those concepts can be applied in a practical way in your
business to spur incredible success. We’ll also offer a few more Big
Questions you need to ask yourself in order to successfully implement
those Marvelous Steps into your own Celebrity Brand.
THE LOGLINE THAT CHANGED A BUSINESS
Before we get into those Marvelous Steps, you might be wondering how
StorySelling applies to your particular business. After all, the comic
business is actually about telling stories…and you may be a professional
or business owner who provides products and/or services that have
nothing to do with creating compelling narratives.
Well, let’s dig deeper into how StorySelling helped Stan Lee grow an
empire, let alone a business. Here’s the challenge he faced when he was
told to create a new superhero comic in 1961: At the time, DC Comics,
home of Superman and Batman, was like Ford, General Motors and
Chrysler combined when it came to the comics business—they were
the “gold standard” and completely dominated it. Stan Lee’s comic
company, in contrast, was a shrinking, struggling operation that had no
identity—and seemingly no future.
Now, here’s what’s really interesting about Stan’s story; the idea to create
a new superhero comic wasn’t his, it was his boss’s. And the idea to
create a new kind of superhero comic wasn’t his, it was his wife’s.
What was his idea? The StorySelling.
If we were to actually put down on paper the logline he had in his
head, it would be worded like this: “An upstart with no money and few
resources challenges the world’s biggest comic company on their own
turf. Through humor, intelligence and innovation, that upstart creates an
entirely new approach to comics that brings in a whole new audience.”
Now, we’re certainly not saying Stan ever consciously articulated any
of this—for him, it was a simple matter of doing things the way he
wanted to do things. But, being a natural-born storyteller and promoter
(the combination is crucial), he instinctively understood how to put his
story into action, so he could stop blindly reacting to the competition
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and create his own narrative—which is precisely what StorySelling is
all about.
And comic book readers dug that story; he and Marvel became authentic
in a way he had never been before and suddenly, next to Spider-Man and
Iron Man, Superman and Batman looked like the squarest dudes in town.
And is that any different than what Apple did to Microsoft back in the
day? Nope.
When implemented correctly, StorySelling sets you apart from the
competition. And, if your narrative has the right StorySelling elements,
it attracts new customers and helps you keep old ones.
But you must make your StorySelling a part of every aspect of your
business approach in surprising and interesting ways that will continue
to make your audience want to see what happens next (just like any good
story). Crafting your logline is a great start – but, in this chapter, we want
you to think about the next important steps involved in implementing
and integrating your StorySelling throughout your business model.
With that in mind, let’s examine those “Marvelous Steps” Stan Lee took
to make his StorySelling a vital part of the Marvel mythos from top to
bottom – and how you should think about doing the same for yourself.
MARVELOUS STEP #1: START SUBTLE
Stan Lee never came out and said he was going to change the face of
comic books. Instead, he quietly took his wife’s advice and created a new
kind of superhero group—one that had human flaws, internal conflicts
and adult attitudes. In other words, he let the work itself do the talking
and attract the attention.
When you begin your StorySelling efforts, concentrate on bringing
your logline to life in your actual Celebrity Brand—or your product or
service—before you make claims you might not deliver on. When you
see something is starting to work, you can then exploit that successful
narrative. The Hall of Failures is littered with overhyped products that
fell with a thud heard round the world when they didn’t live up to the
expectations created by their parent company (the infamous Ford Edsel,
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“New Coke,” Microsoft’s Zune line of media players, etc.)—don’t hype
unless you’re sure you’ve got the back-up to prove it.
Implement this Step by asking yourself these Big Questions:
 What “proof” can I generate of my own expertise or product/
service superiority?
 Will it take the form of outstanding performance, believable
testimonials, branded books or videos, or simply product
popularity?
MARVELOUS STEP #2: BE BOLD WHEN IT’S TIME
Stan didn’t know he had a hit on his hands until he was ready to go to
press with the third issue of The Fantastic Four (it took a couple of
months to get in the sales figures back then). At that point, he decided it
was time to go full throttle—and he boldly put across the top of the comic
cover, “The World’s Greatest Comic Magazine,” a claim that continued
to stay put for decades. Similarly, Steve Jobs, after Apple had attracted a
devoted group of customers, spent a record-breaking amount of money
on a commercial entitled 1984 that ran only one time during the Super
Bowl of that same year to make his own monster StorySelling statement.
When you’ve got proof of your greatness, go with it. Until then, wait it
out until your StorySelling is recognized in one way or another.
Implement this Step by asking yourself these Big Questions:
 How can I best exploit my proof?
 What’s the most memorable way to promote this fact that’s
consistent with my StorySelling narrative – and appropriate
to my audience?
MARVELOUS STEP #3: STORYSELL EVERYWHERE
Just like a great cook can make dishes from virtually every part of an
animal, Stan Lee decided to look for StorySelling possibilities in every
inch of his comic books—even the features into which publishers rarely
put any thought or energy. Stan gave the letters pages hilarious names
(Iron Man’s was Sock It to Shellhead), he filled a page in each comic
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with what he called Bullpen Bulletins, spotlighting and cross-promoting
other Marvel comics, and he started a wacky fan club, The Merry Marvel
Marching Society (or MMMS, for short), that was a huge success. He
took what other comic books saw as obligations and approached them as
opportunities—another way Marvel stood out from the rest was to create
an incredible bond between it and its readers.
Implement this Step by asking yourself these Big Questions:
 What overlooked opportunities are there in my industry that I can
use for StorySelling purposes?
 How can I insert my narrative into those areas in a creative
and impactful way?
MARVELOUS STEP #4: DON’T FORGET THE FACES
There was something else Stan Lee did that was unprecedented in his
industry—he began to give the artists and other writers (and even the
guys who lettered the word balloons!) funny nicknames in the story
credits—in a business where nobody had even put credits on stories
before. Not only that, but he frequently talked about them in the Marvel
Bullpen Bulletins and even recorded a wacky comedy record with them
that was sent to all members of the MMMS.
Result? The men and women behind Marvel Comics became almost as
important as the superheroes were to the readership, creating an even
stronger bond to it. Stan, of course, put himself the furthest out front,
with his own regular column in the Bullpen Bulletins and regularly
commenting on his own stories with goofy footnotes that either admitted
story mistakes or explained something that had happened in another
comic book.
The lesson? Always make sure to have some kind of strong personality
involved with your StorySelling efforts, whether it’s you, someone who
works for you or even a hired spokesperson; people identify, of course,
with people and create the emotional involvement you want to create
with your narrative.
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Implement this Step by asking yourself these Big Questions:
 Who will be the face (or faces) of my StorySelling?
 How does the chosen personality (or personalities) fit into my
narrative?
MARVELOUS STEP #5: ALWAYS ENGAGE
You’ll note a very strong element to everything Stan Lee did that we’ve
discussed so far—he engaged comic book readers on a level than had
never happened before. Through his humorous letter pages, Bullpen
Bulletins, credits, story footnotes and fan club, he was constantly talking
directly to his readers in an entertaining way. And he found unique
ways to turn even negatives into positives with this attitude. For instance,
the Marvel Universe grew so complicated that readers began writing in
to complain when a story got something wrong or contradicted an earlier
story. This was a growing problem—so Stan decided that every reader
who correctly identified a mistake would win a “No-Prize.” What was a
No-Prize? Well, the winner would receive an envelope in the mail with a
big announcement printed on it that their No-Prize was inside.
What was in the envelope? Nothing.
Implement this Step by asking yourself these Big Questions:
 What opportunities do I have to engage in a new and unique
way with my customers?
 How can I make that engagement as memorable as possible?
MARVELOUS STEP #6: CONTINUE TO EVOLVE
One thing we should make clear is that Stan Lee didn’t do all of the great
StorySelling feats we’re describing in this chapter all at once. Instead,
they evolved in a very organic way over time (but in a pretty short period
of time, all things considered), as he kept spotting new StorySelling
opportunities to take advantage of within the comic book format. He
also deepened the Marvel narrative as it progressed.
And he continued to hone Marvel’s positioning. As more and more
readers regarded Marvel as the cool “alternative” to DC, Stan made more
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and more fun of DC in his editorial content to reinforce that positioning
and to reflect Marvel’s growing success.
That growth occurred in the actual comics’ content as well. In the late
60’s, Marvel became the first major comic book company to break the
Comics Code Authority’s long list of rules (the Code had been instituted
in the 50’s to self-police comics and reassure parents). The Code had it
that you couldn’t portray drug use in any comic story—but, as addiction
was becoming a serious problem with teens in the late 60’s, the only way
Stan Lee could take on the problem in Spider-Man was disregarding the
Code – so he did, and created a very memorable, talked-about series of
issues. End result? The revolutionary comic won awards and the Code
loosened up its rules.
Implement this Step by asking these Big Questions:
 Is my StorySelling keeping pace with what’s happening with
my business?
 Am I reflecting the present – or only the past?
Stan Lee’s big mistake during his first twenty years in the comic book
business was seeing it as a job and not an opportunity. Most of you
reading this book have probably made that same mistake at one time or
another—it’s the difference between an employee and an entrepreneur.
When he finally saw that he had the power to make something completely
new happen with his comics, he used that power—and found out that it
packed a lot more punch than any that The Hulk ever threw.
When you develop a strong StorySelling narrative and implement it
correctly, as Stan did, it feeds on itself, it grows stronger and stronger,
and it opens up more and more layers of opportunity as you move
forward with it. There were very few businesses in 1961 sillier, more
inconsequential and perceived to have less of a future than comic
books—and yet Stanley Lieber took that business and transformed it in
such a dynamic way through StorySelling that, a half-century later, it’s
paying its biggest dividends ever.
And for that, we salute Stan with the one word he uses as a sign-off in
whatever he writes:
“Excelsior!”
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Learn more at:
• www.NickNanton.com
• www.CelebrityBrandingAgency.com
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CHAPTER 14

THE “ONE” THING
BY ADAM HUDSON

Everything is a copy, of a copy, of a copy.
~ The Narrator, Fight Club

When I was a kid, I used to earn money by delivering newspapers on my
bike, and pushing my dad’s lawn mower from house-to-house trying to
talk my neighbours into letting me mow their lawn for $2. While great
for burning off my endless youthful energy, my income was limited to
how far, and how fast, I could ride my bike and push my dad’s lawn
mower.
How things have changed!
These days, kids from that same small town in Australia, could build a
global eCommerce business on Amazon, and wake up to sales they’ve
made overnight in Europe, the United States, Japan and many other
countries around the world, all without ever leaving their house. Not
only is this possible, it’s happening.
In the same way that Uber disrupted the taxi business, and Airbnb
disrupted the short-term accommodation business, Amazon has flipped
retail on its head. They didn’t just make small improvements to how
customers shop, they completely reinvented the concept and created
unprecedented opportunity for entrepreneurs the world over.
Herein lies my answer to Larry’s question, “What’s the one thing that we
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need to know in order to thrive in your industry today?”
Let me start by telling you what I actually do. Put simply, I teach people
how to build consistent income streams, by selling physical products
under their own brand on any of Amazon’s marketplaces around the
world. The key word in that description is “consistent”.
Amazon is a very nuanced environment, jam-packed with hungry
competitors, all of whom are seeking to direct a small (or large) portion
of Amazon’s customers to their particular corner of the Amazon jungle.
So, what’s the secret to consistently attracting people to your corner
of the Amazon jungle, and thriving despite an ever-growing base of
competitors?
Let’s begin by thinking about the world in which we find ourselves
living today. Stores (both online and offline), are mostly overflowing
with cheap, poorly made goods from low cost manufacturing hubs like
China. Originality is scarce, and passion is almost dead. As Ed Norton’s
character in the 1999 film “Fight Club” pointed out (deeply affected by
insomnia at the time), “Everything is a copy, of a copy, of a copy.” Even
in 1999 that was true.
Since that film came out, the world has shifted toward (and rewarded)
those companies that don’t copy, who instead solve real problems via
innovative products and efficient, useful services.
In the context of starting an online products business, whether that be
on Amazon, your own eCommerce website, or any other marketplace
around the world, The Big Question that I believe you must deeply
consider, is how exactly you plan to create something unique, that will
solve a real problem for a large and under-serviced group of people who
care about what you are making.
While this sounds simple, very few Amazon sellers think like this. Instead,
most Amazon sellers are simply looking to out-market other sellers of
the same (or almost the same) products, differentiating themselves only
by changing the box, adding a logo, or using a few marketing-hacks that
they’re hoping the other guy doesn’t know about yet. They see markets as
divisible instead of disrupt-able, and customers as generally happy with
what’s on offer.
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If you want to build a great products business, you have to start with
an entirely different approach. Your goals must go beyond just making
money, and to thinking about how you can make things that are so good,
that when your customers get them, they want to seek you out to say,
“Thank you! THIS is what I’ve been looking for!”
So, let’s bring this down to a practical example so that you can fully
grasp what I mean.
In my own Amazon businesses, before I think about finding products, I
like to start with a clear picture of who my customer is. In marketing, this
customer description is called an avatar. Done thoroughly, your avatar
should have a name, an age, a gender, an income, a clearly-defined list of
passions, and even a relationship status and outline of their family. You
must be able to describe, in accurate detail, who this person is, what’s
important to them, and every aspect of their day-to-day life. Once you
have the avatar, you then start looking for products.
For this example, let’s say that our avatar’s name is Mary. She is a
university-educated, African-American lady, who is 25 years old and
lives in Texas. She watches the Real Housewives of Atlanta, she loves
Beyoncé and she was raised in a Christian family with two siblings. Her
father is a vet and her mother is an architect. She aspires to fall in love,
start her own business, and one day raise two children of her own. One
boy and one girl. She likes strawberry ice cream, she cares about the
environment and she has been an active community volunteer through
her church since she was a teenager.
Done properly, a full avatar description would contain way more
information than this, but this will do for the example below.
Now that we know who Mary is, the next question is, “What does Mary
really care about?” This will change as she reaches different phases in
her life, but it’s an important question to ask because I want to sell things
to people who are emotionally invested in the buying process. When
people’s emotions are involved, they’ll look harder and they’ll pay more
if they find something they truly love.
To help answer the question of what Mary cares about, let’s think about
events that could occur in her life that will cause her to buy things
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that she’s emotionally vested in. At age 25, the obvious one is getting
married. If Mary gets engaged, she will embark on a shopping spree
rarely equalled in her life. She’ll want a dress, flowers, invitations, shoes,
lingerie, makeup, perfume, hair products, skin care products, gifts, and
much more. There is a rarely a time in her life where she will care more
about every detail of so many products.
If you’re going to build a great products business, your job is to go looking
at all the products that Mary might want for her special day (and the
many events around it), and see if she is REALLY being served by the
existing options in the market. If she’s not, that’s where the opportunity
is.
When you get a moment, go look at “wedding cake toppers” on Amazon.
Take a close look, with Mary in mind, and see if she is being adequately
serviced. At the time of writing this chapter, there isn’t a single AfricanAmerican wedding cake topper in any of the first five pages. Not only
that, there’s no wedding cake toppers that depict gay couples, Asians,
mixed race, people over about the age of 25, or people that are not
relatively tall and skinny. There’s literally dozens of races, body types
and human scenarios that are simply not serviced at all. Are the brides
and grooms of America REALLY being serviced by the wedding cake
topper companies that sell their wares on Amazon today?
I’ve done the research using www.zonguru.com, a tool that accurately
tells you the sales of any product on Amazon, and despite ignoring
large pools of customers, some of these companies are making tens of
thousands of dollars a month, just selling wedding cake toppers, just on
Amazon.
If all you did was make a goal to become the world’s #1 maker of amazing
wedding cake toppers, that made toppers for everyone, you may very
well end up with a highly successful business on your hands.
This is just one avatar at one moment in her life, where she is passionately
in search of products she can’t find. There’s many others! These days,
most want-to-be product sellers go to the same trade fairs (like the Canton
Fair in China) and Alibaba.com, all looking for a slight edge on someone
else’s idea, rather than creating clear avatars, and then finding out what
needs are going unmet. As more and more people seek to sell online, this
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practice of leaving the product manufacturers to come up with the ideas,
and then everyone else to fighting it out over the marketing, is going to
prove less and less effective. It will be the innovators that win, while
the rest divide the crumbs between an ever-increasing crowd of average
entrepreneurs.
So, what do you want to create? Who do you want to serve? How do
you want your customers to feel about the products you put your name
behind? These are important questions that are not widely considered
by many who seek riches online. If you think about them deeply, you’ll
come up with better products, more fulfillment and a business that people
love. You may just get wealthy in the process as well!
In closing, the one thing that I think will make the biggest difference for
the physical product entrepreneurs of tomorrow, is a narrow and deep
focus on real human needs, at times where what they’re buying matters.
As it turns out, there are many such moments in life, and literally
thousands of products that we care about at different stages along the
way. So, start thinking about people, and the rest will work out just fine.
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CHAPTER 15

HOW SUCCESS IS MEASURED
BY LINDSAY DICKS

There are no secrets to success. It is the result of
preparation, hard work, and learning from failure.
~ Colin Powell

Any business, big or small, new or established, wants one thing.
Success.
No business or entrepreneur I’ve talked to consciously started a business
for it to fail. They all have that in common. But what businesses don’t
always have in common is what success means to them. While we tend to
think that success is something to strive for, it seems that every business
has their own meaning of success and measures success in their own
way.
Let’s take a look at the different ways success can be measured:
1. Financially
This is probably the number one thing that comes to mind when we
think of being successful. How much revenue a business brings in is
important to the life and longevity of that business.
To measure the financial success of a business, look at how much
money is going out versus how much is coming in. It is also important
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to look at how much usable income your business has. A business
can be doing great on the books, but if most of the payments are
projected and not yet paid, you could still find yourself short of
funds at the end of the month.
2. Through Customer Satisfaction
Some businesses think in numbers, others think in happy customers.
If customers aren’t happy, they won’t be returning.
Customer satisfaction isn’t something physically measured like
funds. But there are ways to measure how happy your customers
are. For example, return customers mean they were satisfied the first
time. Positive online reviews are proof of customer satisfaction. You
can also put out a survey and ask your customers how happy they
are.
3. Through Customer Growth
Return customers are great, but adding new customers to your
business shows that your business is growing. Sure you could keep
the same customers and keep them happy, but a successful business
is one that continues to reach new heights and thrive.
New customer acquisition can be done in multiple ways, and smart
businesses take the time to figure out where their customers are
coming from to see if their existing customers are spreading the
word or if their marketing efforts are paying off.
4. Through the Satisfaction of Your Employees
When employees are happy, the customers are happy and the
business owner is happy, so employee satisfaction is a great way to
measure success. When workers are appreciated, they tend to work
harder and care about the work they do.
5. Through Your Own Satisfaction
Success can be measured by your own satisfaction. You work hard
for your business; it should grow into something that makes you
happy and proud.
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6. Through the Ability to Scale and Grow
Lastly, a successful business can be measured by its ability to grow.
For a business to last and continue in an upward direction, it must
have scalability. Scaling can be the most difficult thing to achieve,
and extremely confusing for an entrepreneur.




When should you scale?
How do you know you’re ready to scale?
What steps should you take?

Let’s dive deeper into this topic, shall we?
WHAT IS SCALABILITY?
Without continual growth and progress, such words as
improvement achievement, and success have no meaning.
~ Benjamin Franklin

Scalability is the ability to expand and grow, to gain more customers, to
have more visibility, and as a result, more revenue.
It isn’t something that happens overnight. It takes planning and
strategizing to grow a business. But there are some things you can do to
set up your business for scaling.
(a). Have a Strong Foundation
You can’t expect to grow something that isn’t currently working
well. This is why having a solid foundation while your business
is still small enough to control and change things is essential.
By taking the time to put the right systems and processes in
place now, you could avoid a lot of headaches when you’re
trying to grow.
What does this mean? It means having a clear business mission
and plan. It means having a strong foundation with repeatable
processes and systems that work well for you every single time.
It also means having the hardware and software necessary to
run things smoothly and start automating as much as you can.
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While these things may change as you continue on your journey,
having a solid idea of what you’re doing now will help set you
up for scalability success.
(b). Make Sure You Have the Financial Resources
Scaling means bigger and better. In some cases this can mean
more online space, more manpower. You may need to hire
additional team members, create more products, or spend more
on marketing. Your plan of attack will depend on your business
model, but typically bigger business means needing to reach
more people, serve more people, and hire more people; all of
which takes more money.
(c). Focus on Your Strengths
Even if you’re the key player in your business now, as you
grow, you can’t possibly be everywhere at all times. That’s why
understanding your own strengths will help your business soar.
By concentrating on the elements of business you excel at and
building a team to help you with the rest, it allows you to stay
in your zone of genius while maintaining a strong, growing
business.
(d). Remain Patient
I’m guessing your business wasn’t built in a day, and you
shouldn’t expect to scale in a short amount of time either. If
you’ve built the solid foundation and taken the time to set up
your systems and processes, scaling your business can certainly
move a bit faster. Still, any successful business takes time.
HOW TO EASILY SCALE YOUR BUSINESS
Growth is never by mere chance; it is the
result of forces working together.
~ James Cash Penney, founder of JC Penney

Once you’ve planned and strategized, you can begin to grow your
business. By now you have a solid business plan, you know you have
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enough usable money to grow, and you know where you’re strongest in
your business. Now let’s look at what you can actually do to scale your
business:
1. Establish Your Systems and Processes
The very first, and most critical, step is to look within your business
and establish the systems and the processes that help you run
everything.
If things aren’t already running smoothly, what would it take to run
without a hitch?
How could you systemize things to be run if you weren’t there?
Could someone step in from the outside and jump into a role in your
business just by the processes and systems you have laid out?
2. Get Help
We already talked about knowing what you’re best at and staying in
your zone of genius.
This means hiring the right people to help you with the rest.
Whether this means hiring people to help build the foundation
of your business or help running the business, building a team of
reliable people is going to help take your business far.
3. Build Your Business Network
No business is an island. It may feel like you’re competing against
other businesses in your industry or niche, but without the help of
others, you will never get as far ahead as you’d like.
Build a network of partners and associates that can support your
business, refer you, and give you recommendations when needed.
You should also have a list of suppliers, service providers, and
customers at your fingertips. These relationships can be built through
natural meet and greets or through reaching out and connecting.
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4. Start Increasing Your Marketing and Advertising
The last part of scaling a business is all about getting the word out
to new people. For different businesses, this could mean different
things.
For example, you could:
•
•
•
•
•

Create more written or visual content to share
Run more social media ads
Run more TV or radio commercials
Create a social contest to create buzz
Implement a referral program and have your loyal customers
help spread the word
• Add on a new marketing platform you haven’t yet tapped
Think of what has been working and how you can increase that.
Also think of what you haven’t done yet to reach your audience.
SYSTEMIZE THINGS
As you continue to grow, it becomes even more important that you set up
systems and processes that will help run your business smoothly. This
could mean setting up a system for taking orders, shipping orders, paying
affiliates, paying employees, etc. Bottom line, EVERYTHING and I
mean EVERYTHING in your business should have a process to it so
that if/when the current employee in that role leaves, the next employee
can fulfill that role simply by following the clear, laid-out, system.
To make sure your systems are set up:
1. Have Each Employee Outline Their Roles
Have your current employees document exactly what they do and
what their responsibilities are. If you are a one-person team at the
moment, take the time to write out exactly what you do and how
you do it.
Each role should then be developed into a project profile, which will
work as a standard operating procedure for that specific role. Each
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project profile should be written out so detailed that if an employee
were to get sick, anyone could fill in for the day.
2. Review the Project Profiles
Once the profiles are written up, it’s up to you to review them. Even
though they are specific and can help your business run itself, as
the boss, you have the final say. Make sure the profiles and all the
processes are what you want. Also, make sure additional resources
aren’t being used that shouldn’t be. If things can be cut back and
streamlined while still working flawlessly, do it.
3. Review the Profiles Periodically
Once the project profiles are in place, it’s important to go back in
and review them. I recommend a quarterly audit. Go over all the
profiles and make sure the descriptions and processes are up to date.
HOW TO CONTINUE REACHING FOR SUCCESS
Success is not final; failure is not fatal: It
is the courage to continue that counts.
~ Winston S. Churchill

No matter how big your business has gotten or what your version of
success is, you should still continue to strive for more. Because success
really isn’t final. Let’s look at a few ways to continue reaching for success:
1. Reevaluate Your Focus
Because you reach success in one area of your business doesn’t
mean it stops there. Take a look at what you have been focusing on
and go back to the drawing board. Is there something else that you
could possibly focus on, another facet of your business that could
help you reach new levels of success?
2. Look for New Motivation
Just because something motivated you when you started your
business, doesn’t mean that it continues to motivate you today.
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When reevaluating your focus, you can also go back and reevaluate
what motivates you.
3. Get Creative
Success is often the result of getting creative and following through
on an idea. Think about it. Wasn’t your business born out of a great
idea?
Get your creative juices flowing by journaling, brainstorming, or just
being artistic. Do whatever inspires you to do your best thinking.
Success is something that is so individual. What one business or
entrepreneur considers to be the epitome of success isn’t necessarily
going to be the same as what another business thinks.
But no matter how you measure success, growing and scaling your
business is a big factor to success. When a business is able to grow in
size, revenue and customer base, it shows that the business is sustainable.
Successful businesses don’t grow from nothing to something huge
overnight, but scaling can be planned and prepared for.
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About Lindsay
Lindsay Dicks helps her clients tell their stories in the online world.
Being brought up around a family of marketers, but a product of
Generation Y, Lindsay naturally gravitated to the new world of
on-line marketing. Lindsay began freelance writing in 2000 and
soon after launched her own PR firm that thrived by offering an
in-your-face “Guaranteed PR” that was one of the first of its type in the nation.
Lindsay’s new media career is centered on her philosophy that “people buy people.”
Her goal is to help her clients build a relationship with their prospects and customers.
Once that relationship is built and they learn to trust them as the expert in their field,
then they will do business with them. Lindsay also built a proprietary process that
utilizes social media marketing, content marketing and search engine optimization
to create online “buzz” for her clients that helps them to convey their business and
personal story. Lindsay’s clientele spans the entire business map and ranges from
doctors and small business owners to Inc. 500 CEOs.
Lindsay is a graduate of the University of Florida. She is the CEO of CelebritySites™, an
online marketing company specializing in social media and online personal branding.
Lindsay is recognized as one of the top online marketing experts in the world and has
co-authored more than 25 bestselling books alongside authors such as Steve Forbes,
Richard Branson, Brian Tracy, Jack Canfield (creator of the Chicken Soup for the Soul
series), Dan Kennedy, Robert Allen, Dr. Ivan Misner (founder of BNI), Jay Conrad
Levinson (author of the Guerilla Marketing series), Leigh Steinberg and many others,
including the breakthrough hit Celebrity Branding You!
She has also been selected as one of America’s Premier Experts and has been quoted
in Forbes, Newsweek, The Wall Street Journal, USA Today, and Inc. Magazine as well
as featured on NBC, ABC, and CBS television affiliates – speaking on social media,
search engine optimization and making more money online. Lindsay was also recently
brought on FOX 35 News as their Online Marketing Expert.
Lindsay, a national speaker, has shared the stage with some of the top speakers
in the world, including Brian Tracy, Lee Milteer, Ron LeGrand, Arielle Ford, Leigh
Steinberg, Dr. Nido Qubein, Dan Sullivan, David Bullock, Peter Shankman and many
others. Lindsay was also a Producer on the Emmy-winning film, Jacob’s Turn, and sits
on the advisory board of the Global Economic Initiative.
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You can connect with Lindsay at:
• Lindsay@CelebritySites.com
• www.twitter.com/LindsayMDicks
• www.facebook.com/LindsayDicks
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CHAPTER 16

WHAT SHOULD I REALLY
KNOW TO CREATE THE LIFE
I'M DEEPLY CRAVING?
BY DR. KATHLEEN ALLARD-WASAJJA
For the past 33 years, I have looked in the mirror every
morning and asked myself: 'If today were the last day of
my life, would I want to do what I am about to do today?'
And whenever the answer has been 'No' for too many
days in a row, I know I need to change something.
~ Steve Jobs

What do you deeply crave to experience in your life? If you've been
thinking: "I really wish I could..." or "I really wish that..." or "I hope
that someday..." – you're definitely not alone. Like many people, you're
getting "signs" that it's time to make adjustments in your life...so that you
don't miss out on your own life.
Everyone should have the opportunity to live their own passions and
purpose. That's why in this chapter, we focus on something important:
your life.
We have two lives, and the second begins when we realize we only have one.
~ Confucius

Our society and economy are constantly changing. To adapt to this
reality, we must rethink our choices and take charge of our lives, health,
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and careers – create a new life plan. The more time you invest "growing"
yourself, developing your talents and gifts (i.e., "learn more to earn
more"), the better you'll be able to create multiple revenue streams that
allow for better financial security and more freedom.
My goal is to help you clarify who you are, what you really want and
why, what you need and how your talents and gifts can help other people.
Now, I do have a short amount of space to help you start approaching
your life differently...for good. That's why I'll be teaching you simple,
"doable," actionable strategies that can help you start what you're craving
to experience.
Whether it's free time for yourself, more time with your family, to
start a new career or business, to get in better health, to develop new
relationships, to try new things or to help other people, we all crave
new experiences. All the areas of your life are important and every area
influences another. Cravings are "inner signs" that guide our lives in the
right direction. They help us live our passions and purpose (or purposes).
An experience you deeply crave is one that has been missing from your
life, and this is where your focus should go.
These days, many dedicated and experienced people are feeling
overwhelmed, tired, stressed, and overworked in their careers. If they are
raising families, their lives can get even busier. Trying to be everywhere
is to be nowhere fully, and this is one of the reasons why many people
ignore their cravings, or "inner signs" and they can miss out on their own
lives.
Being "too busy" reduces our capacity to think completely about all of the
possible solutions that could significantly improve our lives. Considering
we have limited time in this life, it makes no sense to settle for a life of
doing many things that bring us further away from what we really want
to experience, while we want to experience so many other things that we
don't take the time to do.
If you find yourself thinking:
• "I've been wanting to do something else, but..."
• "I'm really busy, tired, and stressed."
• "I don't even know what I want, or where to start."
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• "I feel stuck in my life."
• "I don't even know if I could, should, or would be able!"
These are "signs" that it's time to make changes!
We all experience stressful situations. Some situations or outcomes
we can't control. However, it's important that we work to improve our
situation because most problems have many solutions.
We'll be learning different personal development strategies so that you
can gain more clarity in your life. This foundation is the base upon
which you can learn higher-level mindset, thinking and problem-solving
strategies. (Note: If you have a history of psychological disorders, always
refer to your health care provider.)
Make sure you write down things, either on an electronic device or on a
piece of paper.
OPEN YOUR MIND AND
I'LL WALK YOU THROUGH THE STRATEGIES
Let's start by looking at:
1. Your values
2. Who am I?
3. Each day is important
4. Your crave list
5. Build your goal team
Here you go...enjoy!
1. VALUES
When you organize your values, you know where you're going! No
matter your level of success, this exercise is a valuable and critical
step to creating a life that supports who you are, what you really
want, what you need, and how you can help other people.
"Why?" you might ask.
Your values are what you believe to be very important to live by and
169

THE BIG QUESTION

they help you make better decisions. Some examples of values are:
creativity, freedom, achievement, challenge, security, ambition, and
balance.
When your life choices align with your values, you feel more
confident, fulfilled, and happy. When you "try" and settle for a life
that doesn't support your values, the result can be unhappiness,
frustration, health issues, and of course, missing out on your own
life.
Take Action Strategies: Clarify Your Values
 Take

the time to get clear on your values

Becoming crystal clear on your personal values can help you
easily notice how choices in different areas of your life either
align or misalign as well as make better daily decisions and
finally say "no" to those things that don't align with your values.
Exercise 1: Value exercises
Go online and search for a list of at least 30 to 50 values. Print
it out. Circle the 10 values that most resonate with you. Don't
over think them; just go with your "inner feeling." Now, bring
your list to your top five values, and then to your three most
important values. If you hesitate, listen to your "inner voice."
Next, look at all the areas of your life and determine:
(1) which current life choices align with your values, and
(2) which current life choices don't align with your values and
will need to be changed.
For example, one of my most important values is freedom. If you’re like
me, ask yourself:
 What does being free mean in each area of my life: personal,
professional, family, relationships, health, and finances?
 What current choices allow me to feel free and thrive?
 What choices don't allow me to feel free and need to be
changed?
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Some of your values may change with life experiences and in different
stages of your life. Repeat this exercise whenever you're not experiencing
what you want, or when you're going through transitions.
2. WHO AM I?
"Who am I?"
This is a great question. The answer brings you back to "home," to
yourself...before everyone tried to change you. Gaining clarity on
this question may take time: a few days to a few months. Some of
you might have the impression that you really don't know who you
are anymore. Give yourself time. Move on with the other learning
strategies and eventually the answers will appear.
Until you gain more clarity and live according to your "Who am I?"
answers, no possession, place or person will permanently satisfy
you.
Answer the question "Who am I?" without referring to your: job,
possessions, achievements, role in life, personal appearance, or
nationality. Asking the "Who am I?" question will help bring more
clarity into your life – for the better. It will bring you to your passions
and purposes (you may have more than one).
Some aspects of yourself may change with life experiences and in
different stages of your life. Again, repeat this exercise whenever
you're not experiencing what you want, or when you're going through
transitions.
Take Action Strategies: "Who am I?"
(i). "Who am I?" questions:
 What are my values? (Refer to the Value exercises.)
 What do I enjoy experiencing?
 If I could really do whatever I wanted, what would it be?
 What natural talents do I have?
 What new talents do I want to develop?
 What new things do I want to experience?
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(ii). Spend time by yourself
 Plan for the future but live in the moment.
 If you want to get insights, spend time by yourself,
ideally outside in nature. Even if you have just a few
minutes, those few minutes are better than none.
 Spending time by yourself means avoiding distractions
such as: e-mail or social media. Otherwise, you'll
miss valuable insights. For many of us, this is a major
challenge. We're so used to hearing that we should be
over-productive that we've developed an automatic habit
of multi-tasking. At least give it a try, do only one thing
at a time, just a few minutes at first (swimming is a great
technology and multi-tasking-free strategy!).
 Be right here, right now, paying attention to your "inner
voice" and to whatever comes up. Observe the "signs"
you're getting – how you're feeling emotionally and
physically. This is leading to insights you need.
 When you decide what goes in your daily schedule,
consider what you've learned.
(iii). Experience new things
 Try new things that you wouldn't normally do but that
are safe for you and for others.
 New situations offer new experiences, new insights into
yourself, new ideas, and new ways to solve problems.
Perhaps they can help you discover a new passion or
your purpose (or purposes).
(iv). Pay attention to your daily needs
 Your needs change on a daily basis. That's why it's
important to get connected to your inner self by
"checking in" with yourself.
 Leave space in your schedule to do things that
spontaneously meet your daily needs.
 Those needs can be as simple as taking a walk, listening
to your favorite music, going outside, doing nothing,
connecting with someone, reading, exercising, cooking,
or resting.
 Add simple pleasures to your day.
 Daily needs questions:
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-- What would I like experience today?
-- What can I do, to make today a better day?

3. EACH DAY IS IMPORTANT
From now on, each day matters.
The things you choose in your daily schedule are either moving you
closer to your goal or further away. Every day, doing one or two
things in relation to your goal can go a long way at the end of one
year.
Take Action Strategies: Each Day is Important
(i). Each day, check-in with yourself:
 "Am I doing something I really want to be doing?" If the
answer is more often no, you know that you must make
changes.
 Based on your daily actions, where do you expect to be
one year from now?
(ii). Evaluate the quality of your day, every day.
Ask yourself:

 What was positive about my day?
 What did I not like? How can I make changes?
 What did I learn about myself from these experiences?
Make adjustments in your schedule based on what you've learned.
4. CRAVE LIST
Doing what you're really craving is a great energizer.
What are you deeply craving to experience?
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Take Action Strategies: Crave List
(i). Crave list
 Write a list of 30 things that you are craving to experience.
 Write what spontaneously comes to mind.
 Don't eliminate anything based on what "other people
think you should be craving" or because you think it's
too simple or too ambitious.
 Next, decide, prioritize, and choose one item that you
would like to set as a goal. The smaller the goal, the
easier it is to achieve it and keep moving forward. Do
what you can with what you've got.
Go online and learn about successful goal-setting.
5. BUILD YOUR GOAL TEAM
Go see what else is "out there." Seeing and experiencing can be a
point of no return. We reach great goals with the help, talent, and
gifts of other people... always. That's why you must start building
your personal goal team.
There's probably no better strategy to take you to a "point of no
return" to your former life than to connect with trustworthy, high
achievers right now. High achievers can make a huge difference
by giving you more ideas, helping you overcome obstacles, and
referring you to other people who can help you. You're accumulating
experience from many people that you wouldn't be able to gain in
a lifetime.
Find these people through associations, masterminds/mentors,
retreats, group coaching, referrals, entrepreneurial organizations,
and, of course, everyday life. Keep a list of their names and contact
information. You never know when this information will prove
helpful and you don't want to waste time trying to find them.
You should consider asking to be a volunteer or an observer to learn
more and gain experience in your area of interest.
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In addition, think about offering them value by letting them know
of your areas of expertise; they might appreciate your help in the
future.
Take Action Strategies: Build Your Goal Team
(i). Research places or events you could visit or attend. Set a date
when you're going to get involved.

 Bring along someone if you think this would help you
take your first step.

Remember, other people's talents can help you achieve new goals and
other people need your talents to help them achieve their goals. Start
doing what you're deeply craving and start enjoying your new journey.
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About Dr. Kathleen
Dr. Kathleen Allard-Wasajja is a medical doctor, a personal and
professional success coach, hypnotherapist, speaker and author.
If there's a life that you crave... Dr. Kathleen Allard's passion is
to help midlife Generation X (born in the 1960's, 1970's, and
beginning of the 1980's) women and men create their ideal life, with actionable
strategies to: transform their personal life, create a new career or business, and
improve their health.
She believes that there's no better time, with the experience that you've gained up
until now, to learn how to move away from stress and fear. The quality of your life
should be going up, not down.
Founder of a personal and professional wellness development and training company,
Vitality Leadership Group, Dr. Allard helps midlife Generation X (born in the 1960's,
1970's, and beginning of the 1980's) women and men overcome goal-related fears
and obstacles to achieve important life goals.
Dr. Allard's focus is on giving value to her clients by teaching them to achieve high-level
mindsets, as well as thinking and problem-solving skills. She believes that in today's
economy, investing more "in yourself" to create a stronger personal foundation and a
plan to monetize your talents and skills can bring more opportunities and freedom to
move from where you are to where you want to be.
Dr. Allard brings a unique approach to personal development through her signature
programs, Achieve Method and Successful Life Strategies. She offers live
transformational retreats, coaching, and online courses to design and support a
customized plan for each of her clients.
Dr. Allard specializes in clients seeking change, both internally and externally – the
“mind, body, spirit” triad – to facilitate their transition from yesterday’s reality to
tomorrow’s fulfilling possibilities. As a member of the Generation X demographic, she
is passionate about reconnecting women and men with their core values – the ones
that should always be guiding our choices to create the life that we deeply crave.
In addition to her medical training, Dr. Allard is a professionally-trained personal and
professional coach, a U.S.-certified hypnotherapist (National Guild of Hypnotists), and
speaker member of the National Association of Experts, Writers and Speakers in the
U.S.A. She is certified in radio and television broadcasting and is fluent in both French
and English.
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She has co-authored a book, Success Starts Today, with well-known best-selling
author Jack Canfield. Dr. Allard has also been recognized in the Newsweek magazine
in "The Next Big Thing" feature. Her other media appearances will include a guest
spot on the TV show Success Today, which will be airing on ABC, NBC, CBS, and Fox
affiliates in the Spring of 2108, as well as a profile in the USA Today and The Wall
Street Journal in April and July of 2018 respectively.
Dr. Allard is also a John Maxwell Team Member, providing transformational training to
organizations with her program, Successful Leadership Strategies.
Dr. Allard has 15 years of experience as a physician (MD), practicing family medicine
in Canada, has a background in emergency medicine, is a U.S. board certified
Integrative Medicine Specialist (conventional and natural medicine), and holds a
Bachelor's degree in nursing. Dr. Allard's studies in medical school earned her the
Rhône-Poulenc Award of Excellence in neurology.
With the experience from thousands of pediatric and adult medical consultations,
caring about the life stories and supporting the success of people from all walks of
life, she believes in the power of thinking from multiple angles to find solutions that
improve our circumstances.
Dr. Allard also supports several charitable organizations. A dedicated athlete, she
creates exercise plans for those whose injuries require adaptations. She enjoys
reading, swimming, and sailing.
For more information on how to bring your life to a higher quality level, contact Dr.
Allard at:
• www.vitalityleadershipgroup.com.

177

HOW TO SUSTAIN AND AMPLIFY LONG TERM SUCCESS

CHAPTER 17

HOW TO SUSTAIN AND
AMPLIFY LONG
TERM SUCCESS
BY JUAN CARLOS ARZOLA, CHPC

I'll never forget a huge lesson in life that impacted me drastically at an
early age; a quick moment, a simple act, a few words or a single caring
moment could have prevented a tremendous outcome in the lives of
many people. One afternoon, I was coming home in “a hurry” when
my neighbor, a 27-year-old woman, stopped me with a desire to establish
a conversation. I was “busy” and really did not fully pay her attention.
She initiated the communication and kind of insisted to keep talking.
We talked for just a few minutes, maybe just under two minutes – from
a far distance; then I intentionally cut her off and told her that “we’ll
talk later.” I was doing "my stuff", "my business”, my focus was on "my
success” and I did not really have the “time” to stop, listen and talk. It
was in the middle of the week, on a Wednesday and in the middle of the
day, around 10:00am, and I “had to keep working.”
I went to Church that same exact day. That evening, around 8:00pm, I
came home, and I could not enter my gated community. I had to park
my car far away from my home. I saw many people, several cars; then,
as I got closer, I could see and hear police cars, ambulances and even
fire rescue personnel. I was wondering what could have happened? I
started walking slowly towards my front door, when I saw several people
crying; especially an older woman in extreme emotional pain and with
deep regrets. It was her mom shouting, “I could have done something.”
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She came home and found her daughter dead in her bedroom. Police had
just confirmed that her daughter, my neighbor, the young woman that I
did not talk to for long just a few hours earlier was dead. She has just had
committed suicide in her bedroom.
This tragic event made me realize that I could have done something as
well. She needed love, care or maybe just someone to listen and share.
At that point, I confirmed and realized that success without living a life
of significance is useless. That single lesson made me have a different
perspective in life. Before, I wanted to "do" something, now I want to
"be" someone. I wanted to have more and more success, more and more
money, and realized that there is a higher level, significance. I wanted to
be someone who loves, shares and cares more.
I stopped trying to "get that" and I started working on "being it." I decided
to become the best version of myself—to matter, to live intentionally and
to make a difference in the world.
I used to have a goal mindset and gradually developed it into a growth
mindset. Now, I'm always growing, always learning, always pushing
myself to a higher level. I learned from several books, events, mentors
and several courses, and decided to develop a custom structure to start a
daily routine with a success and significance mindset. From the physical,
emotional, intellectual and spiritual perspectives, people can have a
more balanced life. Success is not having a lot of money in the bank and
a failed marriage. Success is not having a lot of money in the bank and
serious health problems. Business, Relationships and Health must be in
balance first.
From this experience, I realized that one day I will not be here . . . and I
want to bring my message to you. I will always want you to remember
this. You are reading this book for a specific reason. Be yourself, follow
your big dreams and never give up. Whatever path you are on right now
may not be perfect, but that imperfect path will lead you to your perfect
purpose in your life. You keep standing. You keep on going when it gets
hard. You keep going when you’re struggling. You keep pushing on even
when nobody is around you. Sometimes this journey is lonely, but that
doesn't mean it is wrong. You keep moving forward and let nothing hold
you back.
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NINE SECRETS FOR SUCCESS AND SIGNIFICANCE
1. Doing more to have more is average and not good enough:
Many people go to work to buy a house and be happy. They DO
more to Have more and hope to Be more or Become more. In order
to deliver your fullest potential, you must first BE more in order
to DO more so you can HAVE more. You have to become the best
version of yourself and only then can you easily do your best and
eventually have your desires. If you’re beginning with just DOING
to HAVE, then you are just limiting yourself to your full potential.
Only after having more, you will be able to "give" more to your
spouse, to your children, to your family, and much more back to the
world. Additionally, I thought it was good to be MORE, but soon
realized that it is much better to be the BEST version of you.
2. Finding your purpose, the easy way: It is not the “’what” but
the “how”. It’s more important how you serve, how you give, how
you share than what you serve, what you give and what you share.
Doing actions in a specific way with love, compassion and hope is
much more powerful and meaningful than deciding what exactly to
do and what exactly to give: more money or more time. It’s good to
contribute to others, to your friends, to your family and to the world
with your service of what “you know” and you are expert on. That
is good, but not good enough. If you want to go to the next level
and really feel joy, happiness and more fulfillment in your life, then
you must contribute (with others) to something “you don’t know”
anything about. You have no experience whatsoever, but you do it
humbly and with love. Because you care. With humility you reach
the heart and that is when everything changes. Always chose the
heart – a feeling over the mind – thinking. Always choose kind over
being right.
3. Reaching your goal with different perspective: If you are
someone that has a meaningful goal for this year and you have
certain doubts if it will ever get accomplished, this will be powerful.
Let’s assume that your goal is to make $1 million dollars or reach
1 million people by the end of the year. You plan everything and
do your best to reach your goal. You must multiply it by 10X. Now,
your goal is to make $10 million dollars or reach 10 million people
by the end of the year. Just this small change of mindset will help
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you tremendously. You’ll use all of your tools, strategies, resources
based on that bigger number. Your mind will start to think about
scaling, about outsourcing, about delegating, about automating
and about expanding among many other different things. Your
subconscious mind will work 24/7 (24 hours/day x 7 days/week)
with the 10 million number and figure out different ways to get it
done. And here is the secret, even if you make mistakes, you will
accomplish at the very minimum 10 to 20% of it.
4. Living and Leaving a Lasting Legacy: If your lifetime goal
doesn't scare you, then it is not big enough. Raise the bar and go to
the next level. What is your 1,000-year goal? Think about it. Think
about your children, your grandchildren, your great grandchildren
and your whole perspective changes. Journal about it and share it
with your loves ones. Invest time talking about life and meaningful
things that really matter. Leaving a legacy is good. But living it in
the present as well is much better. You can live and leave a lasting
legacy at the same time when you act intentionally.
5. Becoming wiser and getting more insightful: Want more insight?
Then you must go “in sight”, go inside, go get sight, find the vision
in you and go deeper within yourself to find it. If you are looking
for real breakthroughs, big leaps, high-level thinking, a different
perspective or a soul connection, you must practice these three
mental exercises:
• concentration
• contemplation
• meditation
With concentration, you’ll train your mind to be laser focused and
concentrate on one single thing. With contemplation, you’ll train
yourself to be aware of all—not only one single thing, to be present
and experience the world fully. And with meditation, you’ll train
your mind to “clean” itself—to remove “the old, the negative, and
the bad” with calm, patience and quiet time. You’ll clean and remove
the unwanted, “the water,” before putting in “the new, the positive
and the good stuff.”
6. Challenge yourself to make mistakes every single day: Make
mistakes all the time and everywhere. If you are doing something
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you've never done before, then you are doing new things, you are
trying new things, you are learning, you are living, you are pushing
yourself, you are changing and you are changing the world. If you
are not, you are in your comfort zone and not really growing. Just
remember, the bigger the risk, the bigger the reward. Action creates
reaction and once you start moving and acting, then more doors will
open. Keep in mind that faith and fear are feelings that you do not
really see. You believe in something you don’t see. So be positive,
choose wisely, have faith and give fear away.
7. Learning to Learn and the Fastest way to know more: You
can learn on your own through books, audios and other physical
materials. You can learn a little faster from your own life and work
experiences; as well as live events, seminars, conferences or retreats
in which you chose to participate. The more moments you’re involved,
the more memories you’ll have and the more experiences you’ll
create. You can learn even faster from other people perspectives.
When you network, you can learn directly from other people by
watching or listening to them. And here's the secret! You can even
learn the fastest from other people's experiences. Belonging to a
group with highly successful people and asking the right questions
will amplify your knowledge exponentially. Give it a try and ask:
"What is the best advice you were given, who gave it to you and
why?" You'll learn a lot just from this one question.
8. Develop daily, weekly, monthly, bimonthly and even yearly
habits: Whatever you do daily matters much more than what you
do occasionally. The more you may think you don't have time to
perform daily morning and evening routines, the more you really
need it. Think it about these two basic ways: “Absorption” –
removing the old (cleaning) and “Cultivation” – adding the new
(planting) on all four levels of a healthy being.
a) On the physical level: Nutrition, stretching and walking.
b) On the emotional level: laughter, listening and singing music.
c) On the intellectual level: journaling, listening and reading
books.
d) On the spiritual level: praying or affirmation, meditation or
quiet time.
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Just remember, you become good not by doing certain things, but
doing things in a certain way. Motion creates emotion. Start moving
and you'll feel better!
9. It’s about others. It’s about giving, serving, sharing: It’s not
enough to treat others how you want to be treated. With a different
perspective, it’s much better to challenge yourself and really treat
others how THEY want to be treated. There is a big difference.
If just sustaining your success and significance is not enough and you are
ready to elevate, amplify and multiply your success with significance,
then your focus must be on your internal “attitude” and external
“environment.” Your thoughts, feelings and behavior are crucial for
reaching the next level; as well as the people you connect with and places
you belong to. People are always looking for the "how", like how to get
it done; but the real question must be the "why". . . Why don't you get it
done? It is not a business block but a mental block.
Are you ready to go to the next level in your life and business? Wouldn't it
be wonderful if history will report that you, yourself, yes you, . . . became
the catalyst for transformation in your family or even in your generation?
It's possible. . . give yourself a chance. Thank you for believing in you.
Thank you for trying. Make it happen today.
Let's think outside the box. I believe you can do this! Let's work together.
I am here to help you. What do you think? Together we can win.
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About Juan Carlos Arzola
Juan Carlos Arzola’s great passion is bringing clarity, focus and
vision to people who have seen success but not real joy and
fulfillment. He helps high achievers find better perspective on
different aspects of their lives; those specific areas that really
matter. Juan Carlos students make a bigger and lasting impact
and leave behind their footprints and a legacy for the world—
living a meaningful life – a life of significance.
From humble and painful beginnings to becoming the best he possible can, that was
his story. Now, he challenges his students to grow and become the best version
of themselves, to believe more in themselves and to contribute and belong to a
community of high performers and achievers.
Passionate about helping, the start to Personal Growth, Human Potential and HighPerformance Development was a natural fit. With encouragement from mentors and
friends, Juan Carlos started The Arzola Group in 2015. In his free time, Juan Carlos
loves to travel with his two boys, Juan Carlos Jr. and Daniel. He also participates on
mission trips around the world, and loves giving to charities and sharing at different
events. Grateful for an amazing opportunity to be living an incredible life, Juan Carlos
makes sure that every person he encounters is welcomed, loved and inspired in a way
that impacts their lives.
Juan Carlos Arzola serves from a place of authenticity with contagious enthusiasm;
it has become customary in his everyday practices. Under his guidance, his clients,
readers and audiences are able to break through limiting beliefs and embrace the
possibility of the present.
Juan Carlos Arzola is an international Certified High Performance Coach™, trainer,
mentor, speaker, author of The Success Start, and creator of the Ultimate High
Performance Mastermind Program. Soon, a unique online university (www.Ask.Me)
will be available exclusively for presidents, vice presidents and ambassadors around
the world. He works with high-performing individuals to help them build a life of
lasting significance. He has been featured on several radio stations as well as on TV
on NBC, ABC, CBS, FOX, CNN, CNBC and FOX NEWS; and was personally trained and
mentored by leading experts in the personal growth field – including John C. Maxwell,
Bob Proctor, Brian Tracy, Jack Canfield, Tony Robbins and Brendon Burchard among
others.
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You can connect with Juan Carlos Arzola at:
• info@juancarlosarzola.com
• www.JuanCarlosArzola.com
• www.JuanCarlos.Live
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CHAPTER 18

WHO ARE YOU?
AND WHAT’S IN YOUR RED WAGON…
BY CHRISTINE MARCELLO

Trust your inner guidance system to align you
with your passions, joys and dreams in life.
Throughout my professional life, I’ve been blessed with opportunities
to work in numerous industries giving me exposure and knowledge of
various work environments, the people working in them and the people
owning them. I always find it fascinating to hear someone’s “Story”,
where and how they grew up, the paths that got them to where they are
at today and if they are happy and fulfilled with what they are doing for
a living. Usually, the story has the same ending. Sadly, most concede
that they are not really happy, connected or aligned with what they are
doing for work and wish that they were involved in something else or
somewhere else. Most of the time that something else is not readily
identifiable. Frustrated, they want to find a way to fix the situation they
are in or leave where they are at, but don't know where to start.
I recently had a discussion with several business executives that revealed
the majority of the population dislike their work and feel disconnected.
After pondering the magnitude of that information and reflecting on
my own past experiences, it didn’t surprise me. Personally, I’ve been
in that grouping of employees many times throughout my professional
career. Over the years, I’ve felt that I was meant to be doing something
other than what I was aligned with and struggled with not being tapped
into my true self. In fact, many times because I was too busy with
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life circumstances it created blockages that made it difficult to clearly
identify areas of interest or even allow them to come in for consideration.
When misaligned, I knew immediately, felt off track and not connected
with work that exemplified me. However, there were many opportunities
that I participated in that left me highly engaged, motivated, happy and
feeling completely connected to my inner-self. For years it puzzled and
frustrated me.
Fulfillment of our destiny in life is critical to feeling
meaningful, fulfilled, challenged, passionate and
aligned with who we are and what we are here to do.
Why is it that some people know instinctively what they want to be or do
when they grow up and other’s struggle to identify what that means for
them? The answer is linked to our adolescence and the years experienced
while growing into adulthood. When I reminisce about my childhood
there are many magical moments that come to mind. Friendships, roller
skating, bike riding, hide and seek, playing for hours outside, painting,
singing, swimming non-stop with my brother in our pool, visiting my
grandparents, being comedic, drive-in movies and spending time at the
beach. I could go on as the list of fun activities is endless. That is what
made it special, authentic and connected.
To be more childlike, you don’t have to give up being an adult.
The fully integrated person is capable of being both an adult and
child simultaneously. Recapture the childlike feelings of wide-eyed
excitement, spontaneous appreciation, cutting loose, and being
full of awe and wonder at this magnificent universe.
~ Wayne Dyer

My dad was a police officer and my mom ran her own business which
enabled her to stay at home with my brother and I. Both worked hard
as did their parents, instilling a strong work ethic in our family. My
mother was always positive and seemed content with what she was doing
day-to-day, but my dad constantly dealt with the heaviness of not being
aligned with his passion. As time went on and throughout my teenage
years into adulthood he changed. When I look back on it, he had become
completely disconnected from who he was. It felt like something had
died inside of him and he had given up on life. I believe that the years of
working in jobs that didn’t fulfill him, along with dealing with life issues
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drained him of his personal identity, creating a cycle that he was unable
to get a hold of and pull himself out from. It was very difficult to see him
consumed by this and no matter what motivational efforts were shared
to get him out of his depressive state, it just did not resonate. He stayed
in a dark, stuck and frustrated place. This disconnection robbed him
from alignment to his inner-self and ruined his well-being, negatively
impacting our family.
As a child I didn’t really grasp the level of what he was going through,
and it always made me sad to know that my dad wasn’t really happy
with himself even though I was proud of him. Basically, he was super
intelligent, tried really hard, wanted to succeed, faced adversity in the
workplace, experienced life challenges, lost his joy and then gave up.
It wasn’t until my adulthood that I would ultimately come full circle to
understand these difficulties and became truly appreciative of what he
and others struggle with.
Learning through my own traumatic experiences gave me a deeper
respect and empathy toward the situation and made me want to focus my
efforts on helping people find and tap into their true self and passion in
life.
Let your alignment (with Well-Being) be first and foremost, and
let everything else be secondary. And not only will you have
an eternally joyous journey, but everything you have ever
imagined will flow effortlessly into your experience. There
is nothing you cannot be or do or have—but your dominant
intent is to be joyful. The doing and the having will
come into alignment once you get that one down.
~ Esther Hicks

In working with individuals and business owners, one of the first
questions I ask them is, “Who are you?” It sounds like a relatively simple
question, but you’d be surprised at how many people have a hard time
answering it and find me odd for asking it. Most want to skip past this
part of the conversation and jump right into designing a plan of action
to fix their immediate needs or problems. But, I always stay firm, stress
the importance and require them to focus and answer as it identifies the
basic foundation from where we need to create from. I also draw upon my
own core values and experiences to encourage others to step out of the
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box and their comfort zones. Defining “Who are you?” is the roadmap
to identifying where you need to go as an individual and what type of
culture you will create as a business owner. Bottom line, it defines an
effective strategy and action plan that aligns with your authentic self, it’s
really that simple.
THE SEVEN BUCKETS IN THE WAGON
Successful people maintain a positive focus in life no matter what is
going on around them. They stay focused on their past successes
rather than on their past failures, and on the next action steps they
need to take to get them closer to the fulfillment of their goals
rather than all the other distractions that life presents to them.
~ Jack Canfield

Having the ability to stay inspired, motivated, good-intentioned,
happy and aligned has a major impact on wellbeing and keeps positive
attraction and momentum flowing. While this can be challenging and
uncomfortable to maintain at times, it is necessary in shaping a consistent
thought process that signals and aligns the right energy, people and
experiences together.
These seven simple and easy buckets are the basics for staying in peace
and alignment:
1.
2.
3.
4.
5.
6.
7.

Stay positive.
Shift negative thoughts.
Only do what feels good.
Listen to your inner self.
Believe in yourself.
See the best in others.
Align with similar-minded people.
GETTING BACK TO YOU

God puts people in our lives on purpose so we can help them succeed
and become all that HE created them to be. Most people will not
reach their full potential without somebody else believing in them.
~ Joel Osteen
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A few years ago, I found myself out of alignment working incredibly
hard, putting in long hours, and taking on additional responsibilities with
my work. It became overwhelming and the constant stress and workload
was affecting my overall health and wellness. I was also suffering from
a painful injury that only compounded the situation. There were days
when I thought I was going to have a heart attack, stroke, would collapse
or die. My body was breaking down, I was exhausted, in great pain, and
yet I would not stop or modify my work schedule. My father and two
of my beloved dogs had just died, so I threw myself into my work to
eliminate having to deal with the pain, grief and loss.
One afternoon while meeting with a co-worker he stopped mid-sentence
during our conversation and said “Christine, I have to ask you something.
God is giving me a message and vision right now about you, he wants
me to share it with you, would you be open to receiving it?” Without
hesitation, I responded “Yes, of course I am open to hearing it.” He
continued, “I thought you would be, but needed to ask as it feels very
powerful and different from anything that God has every spoken or
shown me before.” For a moment, nervousness set in, but I wanted to
hear what he was experiencing as it felt incredibly special, so I responded
“yes” again.
He continued, “I’m seeing you as a little girl with blonde wavy or banana
curls in your hair, shoulder length and you are smiling and laughing big
and continuously, having so much fun. You were so happy and joyous
and creative. Always laughing. He is telling me to tell you that life and
work should be enjoyable and that you need to get back to that joy and
simplicity. You are here for a bigger purpose, to accomplish things, to
help people and he needs you to get focused again on being happy like
you were as a child. He is pointing to a red wagon, it’s a man and you
are being pulled in the red wagon. Is that your dad? Do you know what
any of this means?”
Immediately, I had a flashback and knew what he was referring to and
shook my head and answered “yes” while beginning to cry and reflected
on the childhood that I had forgotten about. He had shared a snapshot
from my youth that he had no way of knowing about and it tugged at my
heart and brought me back home. At that moment, I felt the trajectory
of my life change and what was important in life became crystal clear.
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I left work that day changed and with a spirit of determination to get back
to the real me and to strive to be a person who uplifts others by inspiring,
motivating and helping them find and stay on their authentic path. Life
is too short not to be at peace, joyously happy, to laugh, have fun, enjoy
relationships, value people and feel the best that you can feel. When you
find yourself feeling down, challenged, stuck, lost or struggling to find
direction, stop and ask yourself “Who Are You?” and where is your red
wagon? Get back to the basics, connect with your inner child and ignite
the amazing in you!

Christine with her brother Mark at the beach with their “Red Wagon”
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About Christine
Organizations seeking turnaround and stronger profits seek
out Christine Marcello. Her 20+ years of experience in helping
businesses identify their challenges and hindrances have given
her a unique, sought-out perspective. Her extensive experience
allows her to look at a business as a whole and also break down
all the details, from the people in the organization to the policies and processes that
are in place.
In addition to being Chief Operations Officer in the plastic and reconstructive surgery
industry, Christine also provides business advising services to clients looking to
structure or revamp their organization. She brings numerous years of experience
with her as a business advisor and a proven business leader. She works closely with
management and all levels of employees to help businesses begin to flow and function
better, utilizing her breadth of experience in operations management, marketing,
and business development. As a specialist in strategic planning, processes and
performance, customer service and satisfaction, plus resource management and
profitability optimization, she has a unique perspective that makes her a turn-around
artist for the businesses she works with. Over the years, she’s worked with renowned
companies such as Cirque du Soleil, MGM Resorts International, as well as in the
medical, entertainment, hospitality, financial, real estate, retail and construction
industries.
Attending Johnson & Wales University in Providence, Rhode Island, Christine
graduated Summa Cum Laude and holds a BS in Business Administration and an
MS in Management. According to Christine, “Continuing to pursue opportunities to
learn and grow is fundamental to my success as a business advisor. I have to keep up
with changing times and new business concepts to successfully implement effective
change.” She is also a certified life coach and a co-author with Jack Canfield in his
book Mastering the Art of Success which became a best seller in 2017. Currently, she
is co-authoring with Larry King on his book, The Big Question.
The hours Christine spends helping her clients create stronger, more vibrant
businesses are exciting. She is also passionate about supporting educational, cultural,
philanthropic and social endeavors that enrich the community. Walking outdoors for
fitness and emotional health are always a pleasure, as well as a good book, spending
time with family and friends and seeking out opportunities to help people in some
way, whether large or small.
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You can connect and learn more about Christine at:
•
•
•
•

Email: christinemarcello@christinemarcello.com
http://christinemarcello.masteringtheartofsuccessbook.com/
LinkedIn profile: Christine Marcello, Beverly Hills, CA
National Academy of Best Selling Authors: http://www.bestsellersacademy.
org/
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CHAPTER 19

LIFE IS GREAT
BY DAN CASEY

In my world of managing clients’ retirement money, the BIG question is
the same – “What should I be doing right now to ensure I can retire when
I want without worry about running out of money?” As you can imagine,
the answer is much different for a twenty-year-old than someone on the
cusp of retirement. So, I developed the phrase “Life is Great!” to get your
retirement on the right track. Each letter represents the step you should
be doing in that segment of your life. For instance, the word, “Life”, is
for your 20’s-30’s. Really, the beginning of your investment life and each
letter represents the action plan for that time in your life. The word, “is”,
represents your 40-50’s. A rather short to-do list because, for the most
part, you’re keeping your eye on certain balances and just maintaining
the status-quo. The word, “Great”, represents your action plan for your
60’s and beyond.
Let’s go through each letter as we follow ‘Mark’ as he begins his career
and family through retirement.
L - The first letter, “L” is for liquidity. As Mark begins working, his
first step is to save three to six months’ worth of savings to have on hand
in case he loses his job. This emergency fund is an absolute must, as
extended unemployment could cause him to use credit cards and borrow
with high interest debt to survive. The rule of thumb is to save three
months’ worth of fixed expenses if you believe your job is safe and six
months if you believe otherwise.

195

THE BIG QUESTION

I – Invest and Insure is his next course of action. If he works for an
employer that offers a company plan, such as a 401(k) or 403(b), then he
should take advantage of it as soon as his emergency fund is complete.
If he is self-employed, he should consider a SEP or SIMPLE IRA. He
should contribute only the amount that is required to get a match, if his
employer does so.
It’s during this time that Mark meets Rachel and they begin a family. He
should also be contributing to an IRA (ROTH or traditional depending
on if they are able to deduct the contributions) for Rachel every year. She
isn’t working, but Mark can make a spousal contribution on her behalf.
As Mark and Rachel begin their family, it’s wise that Mark gets life
insurance for protection. If Mark is still building his career and his
income is low than an inexpensive term policy would do the trick. But if
there is enough disposable income after contributing to a company plan
and Rachel’s IRA, then he should consider permanent insurance such as
Whole Life.
F – Fund a Roth. If there is enough disposable income after the company
plan contributions and insurance, then consider funding a ROTH. It’s
important to not only fund the deferred accounts (such as 401(k)’s, IRAs,
etc.) which I call the ‘forever taxed buckets’ but to also fund the ‘never
taxed buckets’, of which ROTHS are a long-standing member.
E – Estate planning. With the fact that Mark and Rachel have started a
family, combined with the possibility that a large life insurance payout
would have to be dealt with upon the death of Mark, or both Mark and
Rachel, an Estate plan is necessary.
Minimally a will should be created, and in my opinion, companies like
Legal Zoom are sufficient for a will. This will accomplish such tasks
as guardianship for the kids, naming durable and financial powers of
attorney in case you become incapacitated. It won’t avoid probate, but
it will protect against any other life events that would not cause death,
but you are unable to communicate or sign documents (google the Terri
Schiavo case). But if Mark and Rachel have purchased a home and the
life insurance payout is substantial, then consulting an Estate Planning
attorney to consider a trust would be a smart move.
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We now can move on to “Is” in the life-track phrase, “Life is Great!”
This word is the action plan for your 40’s and 50’s.
I – Insurance. As Mark’s career begins to flourish, hopefully his
income increases. If this is the case, then consider funding a permanent
life policy if he didn’t already. One that is set up so you can use the
death benefit while you’re alive for a long term medical stay. The cash
value inside a permanent policy acts like a ROTH and you can use the
balance for anything you like. For instance, Mark and Rachel now have
two children, Max and Haley. If the policy is funded properly, the cash
balance could be used for college, tax free.
Mark and Rachel want to make sure their will, trust and beneficiary
forms are updated with life changes. If there is still excess income,
they should continue to invest in company plans up to the match, then
continue to move on to ROTHS and permanent life policies. Mark may
lose some deductions by limiting his company plan contributions, but he
has dependents and mortgage interest that can help. These deductions
will, more than likely, be gone in retirement.
S – Sum up all your deferred accounts. Don’t let the total of your
retirement accounts grow to the point where your Required Minimum
Distributions (RMDs) will exceed your standard deduction. RMDs
begins at 70 ½ and amounts to approximately 4% of your deferred
account balances. This is the amount the IRS requires you to withdraw.
In 2018, the standard deduction is $24,000 for a married couple, half that
for single investors.
The reasoning behind this is because the standard deduction will likely
be the only deduction(s) left for Mark and Rachel in retirement. These
deductions will offset the taxes owed on your RMDs making them taxfree distributions. This is ideal because you deducted your contributions
into the original plan (whether it was a 401(k), IRA, etc.), they grew taxdeferred and Mark and Rachel can withdraw them tax free in retirement
– not bad!
Also, sum up your non-retirement accounts. These accounts are taxable
each year and you receive a 1099 for any taxable profits. The balance
should not exceed 3-6 months living expenses and anything more will
result in taxable income that is unnecessary.
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Mark and Rachel are now entering their 60’s. They’ve worked hard their
entire life, raised their family, and Max and Haley are in college.
The final word is, of course, “GREAT!” And what a perfect word to
describe the great life that Mark and Rachel have lived.
G – Guaranteed income and gap. As Mark and Rachel approach this
segment of their life, they need to determine, approximately, when they
want to retire. Obviously, their guaranteed income is a big factor. For
most people, Social Security will be guaranteed income they can count
on to be paid for their entire life. Some employers offer pensions as well,
which can often be paid out in equal payments for the rest of Mark’s and
Rachel’s life.
Things to consider are:
1. The four-year window past your full retirement age, or FRA, (visit
the Social Security Administration’s website to determine your
FRA) increases your Social Security benefits by 8% a year.
2. Mark and Rachel will want to review pension options for each of
their places of employment. Guaranteed payments for the rest of
your life can be attractive but lock you into a long-term relationship
with the IRS. Remember, the IRS can vote every year of how much
to take in taxes. Upon an early death, Max and Haley may not
receive anything. One option may be to roll over a lump sum in lieu
of guaranteed payments. This non-taxable event rolls the pension
into an IRA. However, if left in the IRA and not converted into
a ROTH, your RMDs will increase, so Mark and Rachel need to
examine all strategies.
Next, Mark and Rachel need to calculate their income gap. They do so
by subtracting any Social Security, RMDs that will happen at age 70½,
and pensions from their desired annual income. This is how much will
need to be withdrawn from their nest egg.
A qualified financial advisor can assist in calculating the right asset mix
to match your risk tolerance and provide the necessary income to last
your life regardless of stock market conditions. The three main strategies
would be:
198

LIFE IS GREAT

1. To build a diversified portfolio in the stock market and withdraw
what you need to fill your income gap. This would provide the
highest growth potential. However, if you are withdrawing money
during a market correction, your account balance could take a hit
that would be hard to overcome. A possible solution to this would
be to only withdraw from Mark and Rachel’s stock market portfolio
in years where the returns are positive. During a market correction,
the money could be withdrawn from another ‘bucket’ that has been
positioned more conservatively. Perhaps, the cash value inside Mark
and Rachel’s permanent insurance policy or a dividend portfolio
where principal is not being touched.
2. If your balance is high enough, perhaps just a dividend portfolio
would suffice. This would be a portfolio of dividend paying
companies that tend to have less growth but pay higher dividends.
If the dividends are high enough to fill your income gap, then you
technically are never touching your principal. However, during
market corrections, your principal will go down. Your income will
not necessarily be affected because the shares have already been
purchased and dividends paid are based on shares owned.
3. An annuity is also a viable option as they are the only investment that
can provide ‘guaranteed’ income like Social Security and pensions.
Just keep in mind that the guarantee is only based on how solvent
the insurance company is—so select a highly-rated company.
R – RMDs and ROTHS. As discussed earlier, Mark and Rachel must
withdraw from most deferred accounts (with a few exceptions) at age
70½. If they don’t, one of the largest penalties in the IRS tax code will be
placed on the amount you should have withdrawn but didn’t. Whatever
amount you didn’t withdraw will be hit with a 50% penalty.
E – Exempt from taxes. If you followed the task of keeping track of
your tax deferred account, then your RMD shouldn’t be more than your
standard deductions resulting in tax-free withdrawals.
A – Asset preparation. As you age, you may want to consider preparing
your assets so they aren’t depleted in the case of a long-term medical stay.
Especially if you still have a spouse at home. Many people believe that
Medicare will pay for a long term medical stay. However, they will only
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pay for a maximum of 100 days. After that, you are required to pay from
your retirement assets. There are strategies to qualify for Medicaid while
still having significant assets. Because there are thousands of variations
of Medicaid law within each State, it is wise to consult an Elder Law
attorney.
T – Tax free retirement. If done right, your base of Social Security will
be tax-free, which occurs if there isn’t much taxable income in addition
to Social Security. (If you decide on pension payments over the lump
sum, tax-exempt Social Security may not be possible.) Your RMDs won’t
be taxable due to your standard deduction offsetting those withdrawals
(assuming you didn’t let your retirement accounts get too large). And if
more money is required, withdraw it from your ROTHS and permanent
life policies. This is also tax-free, so you’ll end up in the 0% tax bracket.
The number one fear I hear from retirees is ‘running out of money’. You
can see that if you don’t have to pay 15, 20 or 25% of your retirement
money to the IRS, the odds certainly improve that you will not outlive
your money.
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About Dan
Dan Casey is a bestselling author and a Registered Investment
Advisor who works on the unique challenges of those retiring
or about to retire. He is the CEO of Bridgeriver Advisors and
author of Retirement Monthly, the long-running print newsletter
and contributing columnist to MoneyInc.com. Today he helps
hundreds of retirees bridge the gap between their working years and the retirement
of their dreams.
Dan has written two books, Forget the Casserole – Help me Deal, Heal, and Live, a
finance book for widows, and his bestseller book, The Coming Inflation Crisis and the
4-Step Action Plan for Retirees, which hit bestseller status on Amazon, 8/14/2014.
He accomplished this with the help of Barbara Corcoran from ABC’s hit show, Shark
Tank, and Doris Biscoe, former co-anchor of Channel 7 news.
Dan speaks in front of hundreds of retirees a month in and around the greater Detroit
area and nationwide. In his recent visit to the prestigious Highpoint University, he was
awarded a visiting scholar award. He also has been seen on Channels 2, 4, and 7 and
local and national papers such as The Wall Street Journal.
To see how you can work with Dan, call his office in Bloomfield Hills, Michigan at:
• Tel. (248)785-3734
You can also watch his video series teaching retirees how to build a retirement income
portfolio at:
• www.BabyBoomerClass.com
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CHAPTER 20

WHAT IS MY PURPOSE?
BY ISABEL HARKINS

This is the question that I have asked myself from a very early age, and I
continue to do so every day. What is yours?
At an early age, I grew up in a community where each one of us had a role
to make the whole system work and from childhood I shaped myself in
that way – to live in collaboration and team effort mode in all I do. When
I lead, I make sure that we work as a team and there is no separation, and
I know that I am only as good as my whole team.
I was taught from a very early age and I realized, that everyone has
something to contribute that is important and that I can learn from;
another lesson that I took away from living in many nations is that we
are all striving for the same things. When we realize this, we get to
understand that there is no separation and we can all achieve peace,
unity and an understanding of what makes us do what we do.
Hello and welcome to this chapter. One thing I know, and that is by
reading this, your life will never be the same again; you will embark
on an inner journey that will truly connect you with your field of all
possibilities. As you answer your BIG question, you can examine your
perception and inner state of awareness in a courageous exploration as
you identify and release limiting thoughts and beliefs; here is where you
can turn your dreams into reality and where you can discover your true
purpose and destiny that is most important to you. Your heart knows
that there is no right or wrong answer each time you ask yourself a
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question with no attachment, just pay attention to the deeper feelings and
meanings that come up.
I have become aware more and more through the type of coaching that
I provide to clients and friends, that a very large amount of people don’t
really like what they do or the relationships that they are in, and it amazes
me what the reasons they give, for most part. We spend our entire life
seeking acceptance either from ourselves, other people or even animals
– that is the struggle that propels the human race to do all that we do.
WOW! The fact is that we live our lives through second-hand validation.
As I was getting my certification at Robbins-Madanes, I learned the six
core humans needs that Tony Robbins always uses for coaching, and here
are some examples:
1- Certainty – The need for safety, security, control, stability,
Consistency, etc.
2- Uncertainty – The need to be surprised, adventurous, chaotic,
challenged, to be different, etc.
The paradox here is that these two need to work with each other,
because when one is imbalanced, the opposite comes to balance it.
3- Significance – The need to be needed, attachment, sense of
pride, worthiness and importance. Most people find a way to feel
significant by having a significant problem, etc.
Another paradox here is if your drive is for significance, you may
miss a deep and loving relationship that is driven by love and
connection.
4- Love and connection – The need for approval, connection, intimacy,
belonging and other people’s acceptance, etc. We find that problems
are the safest way to connect and not be rejected.
The first four needs are the needs of the Intellect (Ego). The last
two are of the Spirit. Here it is where we find true fulfillment and
happiness.
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5- Growth – The eternal need for the evolution of intellectual, spiritual
and emotional advancement.
6- Contribution – Selfless service, the need to protect and unconditional
giving – all go beyond our selves.
Which need drives you?
Every day we meet these needs either in a destructive or constructive
way. These Six Human Needs are the factors that influence your deepest
motivations and effectively determine how you go about prioritizing
your decisions and actions throughout your life, and what creates the
reality you live in.
Here are some examples:
Significance in a destructive way:
• Gossiping, being a martyr, victimizing, putting people down,
violence, bullying, etc.
Significance in a constructive way:
• Volunteer work, achieving goals, self-leadership, selfless service,
etc.
How you choose to live your life and the decisions you make on a daily
basis depend entirely on how you prioritize each of these Six Human
Needs. If you choose the need for uncertainty over the need for certainty,
you are naturally inclined to take more risks, to choose new experiences,
and can switch positions often throughout your life.
On the other hand, when you prioritize the need for certainty over your
need for uncertainty, most likely you will favor a more stable career,
and your tendency is not to step too far out of your comfort zone. In
other words, you’re happy to keep things predictable while only taking
occasional risks.
How do you currently go about achieving any of the specific human
needs in your life?
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Each person places the Six Needs in their own unique order of importance.
Here’s the reason why: to have certainty as number one, life has to stay
the same but we all know that life is always changing. So, in order to
keep your life the same, you have to control your environment, people
and yourself. The only way to achieve that is to lower your expectations
or just be stressed out all the time, neither of which is a great option.
If significance is one of your top needs, you always have to be competing
with someone else, and you live with second hand validation to make
your choices. More than likely, you are not realistic with yourself about
your real abilities. Here is a tendency to self-sabotage or to surround
yourself with people that are less skilled in order to feel significant.
That seem familiar to you?
Pretty much all dysfunctional behaviors come from the inability to
persistently meet these Six Needs. When significance and certainty
are not at the top of your priorities, then you know not only what your
purpose in life truly is, but also that you are trusting and living from the
source of all possibilities, where everything happens.
Understanding these needs, and which ones you are trying to meet at any
given moment, can help you create your map to follow new patterns that
lead to lasting fulfillment and long-lasting success. Whatever it is that
you wish to pursue – whether it's building a business, getting married,
raising a family or traveling the world – the six basic, universal needs
drive all human behavior.
Effective leaders have the ability to consistently move and transform
themselves and others into action due to the fact that they understand
these invisible needs that shape us.
Would you like to know the game of life and how to play it? Let’s start
with: What you are going to focus on?… the past, present, or future?
Biography is not the destination. The emotion that we create from one of
these needs shapes our destiny, so here is a good place to keep in mind
to be clear in our intention-outcome results that we target. I personally
consider it a win-win decision when I am in this place and by that, I
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mean I keep an eye on finding how my decision affects others. This just
feels right to me and always has.
Out of this map, we can play the game of life successfully at every level
and grow in our evolution which is what we are here to do as a species,
do you agree?
What limiting beliefs shape your reality?
When you were a baby you knew what you wanted, so what happened?
All the programing that other people wanted you to do – the layers of
should’s, ought to’s, you’d better’s, and your true self got quiet and still
is waiting for you to acknowledge it. The question here is, how do you
reclaim yourself and your true desires? What is it that “you” really, really
want?
Can you ask yourself, “Who am I?” And it’s not the person your parents,
friends, family, society tell you that you are. When I first heard this
question asked by Dr. Deepak Chopra at our certification for Primordial
Sound Meditation, it was a deep silence that took me to my core, but at
the same time it connected me with a sense of “non-local” identity that
propels me to do the so-called “impossible” and I wish you the same.
All is well there – no fears, no attachments, no judgement, everything
is possible because that is who we really are. There is true freedom in
that. Unfortunately, you may have buried this place in response to role
models, family, school, coaches and your own worries.
I personally learned to consistently check in with the motives behind
my decisions using the Six Needs, the seven spiritual laws of success
from Dr. Chopra, my coaching experiences and my heart. If it doesn’t
feel good, don’t do it. I check that the decision doesn’t come from my
head or from personal gain, I’d much rather it come from Growth and
Contribution.
I use repetition, awareness of my feelings, the drive to make a difference,
living in the present, the constant feeling of unity and the deep desire for
world peace; these are tools that keep me staying in the game of Life and
very fulfilled.
Make a list of your strengths and skills. When you clearly understand
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what your strengths are, you will naturally focus on the meaningful
things that have the biggest impact on your life and the life of others.
Your strengths are found in the things that feel easy to learn and easy
to do (your wows). By focusing on these areas of your life, you become
proficient and able to perform certain tasks and activities at a higher level
than most other people. This will direct your focus to things that have the
biggest impact on your life, put you in a position to raise your standards
and therefore improve your outcomes. You can contribute more value to
the world around you and your levels of self-confidence will naturally
improve because there is more certainty in your life.
When it comes to your goals, knowing your strengths will help you to
lay out a definitive course of action that applies your unique strengths;
thereby allowing you to make the most of your time and the opportunities
that life presents.
What value do you offer to others? What shapes your ability to contribute?
A great place to start is checking in with the limited beliefs and the labels
you accept about yourself without a question, and which are causing you
to think and act in a certain way, triggering a chain reaction of behaviors,
which subsequently attract the events and circumstances in your life that
you are experiencing at this very moment. These will shape the motives
for your contribution and what you have to offer to others. There are
underlying patterns for all emotions, behavior and actions.
The important pattern to understand is why people do what they do, so
once you know, you can contribute to what drives someone, not what you
think they need, especially when you still hold limiting beliefs.
Do you clearly know what your limiting beliefs are?
Ask for feedback. Most people will not volunteer to give it, they are
afraid of a confrontation or disappointing you among other reasons, but
it is the fastest way to search. Be neutral so you can really hear what you
are looking for, leave the defensiveness out so you can really get the value
and create a new pattern of action more effective and productive. This
is one of my favorite things to do – turn challenges into opportunities.
Your limiting beliefs are simply areas of your life where you have had
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very limited experience, given very little attention to, or allowed to be
misguided in some way.
It is of great importance that you take the time to fully understand your
limiting beliefs. Your understanding will prevent you from engaging in
activities that will be of little value in the long-run. However, is that really
the best use of your time? Don't dwell on it, just witness it. Just focusing
on your strengths is more productive. However limiting beliefs do not
necessarily translate into weaknesses in all situations. Ask yourself in
what specific situations are these limiting beliefs helpful?
There is so much more that I can share. I would like to recommend a few
sources that can be of great assistance:
• Abraham Maslow’s Hierarchy of Needs		
• McClelland's Human Motivation Theory – also known as Three
Needs Theory
• The Success Principles – Jack Canfield
• The Seven Spiritual Laws of Success – Deepak Chopra
• The Five Second Rule – Mel Robbins
• Inner Engineering – Sadhguru
I wish to thank Dicks & Nanton Celebrity Branding Agency and all
the staff for this tremendous opportunity. I wish you health, happiness,
success, love and inner peace with much gratitude and respect for your
time and attention.
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About Isabel
Isabel Harkins was born in Santiago, Chile. In her early years
she grew up in the Peruvian Andes, where she learned ancient
healing ways by the Mama that raised her. Isabel knew at a very
young age that she wanted to make a difference – she grew
completely connected with the earth and its beings. She always
sensed that all people were connected somehow and never doubted it—that is how
energy works!
When Isabel’s birth mother returned and they moved to the north of Chile to live
together with her adopting father, she began to learn that the simple ways of the
native life she had learned in the Andes was not the same as in the city. Living with
her adoptive father, she was exposed to many different cultures and ways of life, and
again, fell in love with the multicultural ways of life and the connection to all.
During Isabel’s struggle to fit in and adjust to this new life, she manifested a deadly
illness that forever changed the trajectory of her life. She applied her training and
upbringing in shape-shifting to start the journey of changing her perception of the
world around her. And from that process many years ago, she learned the tools she
now shares with thousands.
In the years to come, she married and moved to the USA and she went to work in
the film industry in make-up and special effects. Now, with a career of over forty
years, she has worked with stars like Lucille Ball, Barbara Streisand, Jared Leto, John
Travolta, Penelope Cruz and many more. She has also been a part of very successful
Oscar and Emmy award-winning TV shows and films. She attributes her success
to what she was able to learn at a very young age, something many people don’t
discover until they are adults.
As time passed, Isabel always kept investing herself in the healing arts and in
coaching services. She has worked in that capacity in many different countries that
she has lived in. She has shared the stage with Wayne Dyer, Gary Young and many
other inspirational speakers. Her commitment to service is her drive. She always finds
the time to lend a helping hand, mentoring people to access their own tools.
Isabel is a Registered Polarity Practitioner, an Integrative Craniosacral Practitioner,
and a registered three levels Qi-Gong Instructor, a graduate of the Anthony RobbinsMadanes life coaching programs, and Chopra-certified Primordial Sound Meditation
instructor, RPP, RPE, CMT. She is the recipient of a 2016 Best-Selling Quilly Award,
2017 Thought Leader Award, and the CEO of the online educational site: I-RAMA.
com.
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Isabel believes that there are certain spiritual laws which are available to all of us, and
when we follow them we can accomplish anything we set out to do.
You can connect with Isabel at:
•
•
•
•
•
•
•

whyirama@gmail.com
www.facebook.com/whyirama
www.i-rama.com
www.isabelsbeautyblog.com
tweeter@whyirama
https://www.pinterest.com
Tel: 1-800-613-6229
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CHAPTER 21

HOW CAN YOU BEAT THE
HOUSE?
—THREE STEPS TO HELPING
EMPLOYERS SUCCESSFULLY
REDUCE HEALTHCARE COSTS.
BY JOHN W. SBROCCO

Imagine one of your sales reps takes a client out for a steak dinner
and submits the receipt for reimbursement. Later you learn that your
finance team didn’t even look at the receipt and auto-adjudicated the
reimbursement to the sales rep. Then you take a closer look at the receipt
and you see a charge from the chef, a charge from the expeditor who
glanced at the plates as they went out the door, a charge from the waitress,
and a facility fee from the restaurant. Then you learn that this particular
restaurant charges 500% more than other restaurants charge for the same
dish because they aren’t known for steak, so their chefs just aren’t very
efficient in preparing it. How angry would you be? You would probably
contact the restaurant and demand an explanation and you may even
demand your money back.
Now, we all know this type of egregious billing practice doesn’t exist
within the restaurant industry. However, it does in another industry. It’s
in the healthcare industry where egregious billing practices wreak havoc
on health plans across America every day, with providers and hospitals
playing the role of the restaurant cooking up prices that no mathematician
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can explain, and the insurance company serving as your finance team
paying the bill with your money without taking a glance at the medical
receipt. Healthcare costs continue slicing into every organization’s
revenue stream and there seems to be no end in sight.
Today, employers are stuck playing a game where the odds are stacked
against them. In fact, the game is rigged. The healthcare system isn’t
broken as many would like to suggest. The opaque and confusing system
is operating exactly the way it was designed. At the end of the day,
healthcare is a product and a product requires revenue. Unfortunately,
employer-sponsored health plans, including yours, are caught in the
middle and are victims of the revenue goals of the healthcare system.
So, how can your organization win? Can you win? The good news is you
can, but there are three steps your organization must take to come out
victorious.
Step 1: Quit Accepting Predictably Bad Outcomes
Step one to winning the healthcare game requires you to stop accepting
predictably bad outcomes. To give your organization the best chance
at winning, a change in mindset must occur. Employers have to quit
budgeting for "less bad" rate increases. The health plan must become an
investment that creates revenue for the organization and fatter wallets for
the employees. However, to do this, the behavior around health insurance
decision making has to change. We must stop celebrating the status quo.
What does status quo decision-making look like? Well, consider this.
Upon receiving the news that your insurance company is requesting, yet,
another double-digit increase to your insurance premiums, here’s the
typical conversation that will take place between you and your insurance
broker:
Broker: “How much of an increase are you willing to accept?”
You: “Our finance team has budgeted for an 8% increase.”
So, what does your insurance broker do? She goes back to the insurance
company and negotiates the increase down to 7% and everyone is happy.
Sound familiar? Folks, this is a predictably bad outcome. You are still
losing. Yet, somehow, the acceptance of predictably bad outcomes has
become a “best practice” for many Human Resource departments.
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Why? Accepting predictably bad outcomes comes with little work and
little disruption, but here’s the problem with this strategy. Accepting
predictably bad outcomes is the equivalent of placing a band aid over
a gaping wound. The band aid is only going to protect you for so long
because the gaping wound, the rising cost of your health plan, is going to
continue bleeding, and before long, it’ll become an infection spreading
across your organization eating away at both profits and wage increases.
The time has come for you to start challenging your insurance broker to
create predictably good outcomes. However, “shopping” health insurance
companies annually is not a part of a winning formula. By asking your
insurance broker to continuously evaluate and shop insurance companies,
you are managing the wrong supply chain. Switching one insurance
company out for another is like re-arranging the deck chairs on the
Titanic. Your health plan is still headed for the iceberg. To rid yourself
of this infection known as predictably bad outcomes, you have to start
focusing your energy and efforts on the providers and hospitals your
employees are accessing each and every day. This is the supply chain you
need to be managing.
Step 2: Turn Your Health Plan Inside-Out
The current health plan design inside most organizations is flawed. Year
after year, employers continue to build health plans backwards. First, the
insurance company is chosen. Next, the insurance company’s network of
providers and hospitals is evaluated to make sure it adequately covers all
plan members. Finally, work is done to create a set of deductibles, copays, and out-of-pocket limits, giving your organization the makings of
a health plan. Yet, as insurance costs continue to rise, you begin shifting
the burden. You increase deductibles, raise out-of-pocket limits, and ask
your employees to pay more—all in an effort to mitigate the impact of
rising costs, and by doing so, you’re ignoring the biggest problem inside
your health plan. The problem is not your plan design. The problem is
not the insurance company you’ve selected. The biggest problem inside
your health plan is the experience your plan members are having inside
the healthcare system.
I don’t care if your plan offers a $500 deductible or $5,000 deductible,
this experience today is unacceptable and it’s the decisions your plan
members are making inside the healthcare system that are driving your
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health insurance costs. Should you be concerned about this? Yes. When
you review your organization’s Profit & Loss Statement (P&L), health
insurance will be the second- or third-highest cost on the P&L and there
is not another cost rising faster than health insurance, nor is there a bigger
source of revenue-leak inside your organization.
Step two to winning the healthcare game requires you to build your
health plan inside-out. It starts by focusing on the healthcare supply
chain and your plan member’s interaction with the healthcare system.
So how can you do it? Managing this healthcare supply chain comes
down to a simple formula. Whether your health plan is fully-insured or
self-funded, the majority of your costs are tied (directly or indirectly) to
the claims activity inside your health plan.
Calculating the total claim activity is established through the following
formula: total units of care x the cost per unit of care. Stated in a different
way: the total number of claims multiplied by the cost of each claim.
Now, you’re never going to eliminate all the units of care inside your
health plan, nor should you want to. When your plan members need to
access the healthcare system, they should. However, you can help your
employees reduce the unit cost of what they’re paying for the healthcare
services they’re buying without sacrificing quality. Focus your efforts
here. Giving your plan members access to the right tools and solutions to
reduce the cost of the healthcare services they’re buying is imperative to
winning the healthcare game.
You must give them access to tools to purchase MRIs and CT scans at a
lower cost. You must give them access to tools to purchase medications
at a lower cost. You must give them access to solutions that can provide
vital second-opinions to determine if their healthcare services are even
necessary. In a system where misdiagnosis and inappropriate treatment
plans have become main stream, you cannot leave your plan members
navigating the system alone. Giving them access to the right tools and
solutions will create reduced insurance costs, better outcomes, and happy
plan members.
Step 3: Give Your Plan Members a “Caddie”
Step three is probably the most important piece to winning the healthcare
game. Today there’s an abundance of tools and solutions that create
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predictably good outcomes for employer-sponsored health plans. Many of
these solutions are helping plan members change the way they purchase
the healthcare services they need – saving a ton of frustration and money.
Utilizing these services would seem like a slam dunk, right? However,
the tools and solutions necessary to building a successful health plan
inside-out often go under-utilized. Why is that?
As technology continues to paint the healthcare landscape, employees
have access to more navigation tools than ever before. Want access to
a doctor over the phone? There is a solution for that. Want access to
price and quality data for an upcoming surgical procedure? This is a
solution for that. Want access to large, pharmacy discounts? There is a
solution for that. Today, plan members can make effective and accurate
healthcare decisions with a couple of clicks on their smartphone so why
are we still struggling with utilization?
Here’s the problem: Your employees don’t want to know to how to
navigate the healthcare system. When healthcare "happens" to them, they
are not going to stop to think about which tool or solution they should
be using, in that moment, to make the right decision. It is here where
most effective cost-containment solutions quickly become ineffective.
Utilization suffers when employees are required to engage the solution
on their own. Now, give employees multiple solutions to address the
various channels of the healthcare system and confusion reigns.
You have to get back to the basics. You have to make it easy for your
employees to make accurate and effective decisions throughout the
healthcare journey. Cost-containment tools and solutions work. They
give your organization the opportunity to significantly reduce insurance
costs while creating better outcomes for your plan members, something
no insurance company or network can provide. What your health plan
needs is a "caddie." Much like a caddie in golf helps the golfer determine
the appropriate club to use given the specific shot, a healthcare “caddie”
will help your plan members utilize the right tool and solution based on
the specific healthcare need. Give your employees access to advocates
who can help them use the game-changing solutions you have built into
your health plan. Give your employees the convenience of having to
call one number or use one app. Give your employees the confidence
knowing that making the right decision is easy.
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You see, winning the healthcare game is not that hard. When you stop
accepting predictably bad outcomes and start focusing on the employee's
healthcare experience, you will turn your health plan into a revenuegenerator protecting your #1 asset like you never have before. You will
realize that it is no longer about the insurance carrier or the network
access it provides. Focusing on the healthcare experience creates
predictably positive outcomes for your employees and your company
checkbook. However, engaging your cost-containment solutions must be
easy and convenient. A health plan "doorman" becomes the glue that
wraps the perfect health plan together. One number. One Card. One app.
It really can be that simple.
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About John
John W. Sbrocco, CSFS is the Principal of Questige and a BestSelling Author. As a leading healthcare risk manager and benefits
consultant, John has built a reputation based on transparency
and results. Most notably, John’s clients often point to his ability
to implement complex risk management solutions in a way that’s
digestible, actionable and more importantly, measurable.
These core values along with John’s skill set fueled the success of John’s two
companies, Questige and Achieve Health Alliance. With innovative healthcare solutions
as a deep-rooted passion, John’s Amazon Best-Selling book, Breaking Through The
Status Quo, is a book that will drive the conversation on how to disrupt the current
state of rising healthcare costs by strategically enhancing benefits.
John is an in-demand speaker at industry events and conferences and has been
featured in industry publications including, most recently, Employee Benefit Adviser
magazine.
A Certified Self-Funding Specialist, John is a member of the exclusive Next Generation
Benefit Advisor’s and is a Charter Member of the Association for Insurance Leadership.
John has been honored as:
– 2018 EBA Rising Star
– National Speaker
– 2018 AIL Next Generation Benefit Advisor
– Amazon Best-Selling Author
– Certified Self-Funding Specialist
– Health Rosetta Charter Adviser
You can contact John at:
Questige,
78 Main St., Suite 5, Madison, NJ 07940
• 908.444.4064
• john@questige.com
• questige.com
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CHAPTER 22

CAN I HEAL AND CONNECT
WITH THE UNIFIED FIELD?
BY ROSIE UNITE

All truth passes through three stages.
First, it is ridiculed. Second, it is violently opposed.
Third, it is accepted as being self-evident.
~ Arthur Schopenhauer

This is a love story. A quantum love story.
Despite my successful, adventurous life, I used to think I didn’t matter.
Until, in my darkest moment, I connected with the Unified Field.
Now I know I am unlimited. And I can help you start feeling that way
too.
Not your typical love story.
CHARMED LIFE
As the first born of six children to immigrant parents in the U.S., I was
an A student, amassed academic awards, won athletic championships,
and played violin and piano. With an Ivy League MBA, I enjoyed a 30year international career as a leader and executive in the Fortune 500
corporate, start-up, and social impact sectors.
A globe-trotter across 65 countries, I’ve lived in eight, and enjoyed the high221
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life – money, upscale homes, cars, and first-class travel. Spontaneously,
I visit exotic places: Mt. Everest, Machu Picchu, Patagonia, Tibetan
plateau, scuba havens, and archaeological wonders worldwide.
People say I’m an inspiration and have incredible energy. Charmed life,
right?
TRUTH
If you can remember 45 rpm records, every A side had an unwanted B
side. As an adult, I didn’t know my B side would drown out my A song.
I was bullied as a child and emotionally abused into adulthood.
Classmates screamed, “Go back to ‘your’ country!” and terrifying
boys stalked me. Dutifully, I kept quiet, as we were immigrants. As an
adult, I was condemned for not being religious, ridiculed for physical
abnormalities, racially discriminated against, bullied by bosses, and
rejected by family and friends for being gay.
I got help from loving people who showed me how the past was
destroying me in self-sabotaging ways. Regardless, influencers kept
firing invective, reminding me I was a failure – which I wholeheartedly
believed. I was broken and my body followed suit – confirmed by eleven
surgeries, five chronic conditions, ridiculous pain-alleviation routines,
and heaps of medication.
Ultimately, my inbred addiction to an external locus of identity – rather
than knowing who I really was – poisoned me with a caustic cocktail
of mental, emotional, and physical pain. Far worse was the deleterious
effect I had on my beautiful wife. I was drowning and dragging her
along.
The world was better off without me.
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ABYSS
You’ll meet things that scare you…
There are some… between higher and yon,
That can scare you so much you won’t want to go on.
~ Dr. Seuss, Oh, The Places You’ll Go!

Indeed, I didn’t. I wasn’t afraid of dying. I was afraid of not living fully.
In the darkest night of my soul, I started writing “the goodbye letter.”
Soon thereafter, I was rushed to the hospital – my body violently rejecting
my inner state. It was time. On February 25, 2016, I flew from home in
London, UK to an island off Africa – on a one-way ticket.
DECISION
Your thoughts are incredibly powerful. Choose yours wisely.
~ Dr. Joe Dispenza,
You Are the Placebo: Making Your Mind Matter

Week one: I arrived knowing I had only one decision to make: should
I stay or should I go? I tried something new: self-intervention – my
last experiment in saving me. I ceased all communication; mentally
detoxified from soul-sucking people, places, and experiences; and dove
into anything spirit-lifting.
I felt better. So, after swimming laps in the sea-fed pool one day, I ventured
into the wintry sea. Suddenly, I was drowning in a frightening vortex.
Lungs on fire, I kicked furiously and broke free, but waves pummeled
me as I crawled to safety. In shock, alone, and unable to move, I did EFT
(Emotional Freedom Techniques) – mentally tapping (versus physically
tapping) on meridian points until I stabilized. Then I climbed to my flat
and passed out until morning.
BABY STEPS
I thought: That’s it? Do I want my life to end just like that?
I decided to fill all my senses with 100% goodness from dawn to dusk.
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I awoke at 4:00 AM, dedicating my first two hours of the gift of a new
day to a rhythm and ritual – nicknaming it my R&R. I began in bed with
30 minutes feeling grateful and connected with everything, followed by
90 minutes of meditation.
I watched funny and uplifting films, read fascinating books, and gazed
at seagulls and starry skies. I listened to roaring waves, entertaining
podcasts, and groovy music. Inhaling lavender and blooming gardens
became intoxicating; dancing naked liberating. After strolling the cliffs,
I indulged in succulent seafood and aromatic teas at farmers’ markets.
Hearing my nightly ocean lullaby, I thanked my playful heart for taking
care of me.
I nourished my eyes, ears, nose, mouth, skin, body, and soul – repeating
it every day. It became my sustenance so much so that I constantly
whispered, chanted, and lovingly shouted into the wind: Te quiero vida!
(essentially in Spanish: I love life!)– but for my ears only.
QUANTUM LEAP
Week Two: I devoured the works of my greatest teachers-of-life, the
dearest of whom, Dr. Joe Dispenza, taught me three profound concepts.
The first was multi-fold. Thoughts are frequency and information
– electrical signals from the brain into the Unified Field (The Field).
Emotions – magnetic charges in the body – draw events from The Field.
My new thoughts (mind) and new feelings (body) created my new state
of being – my new electromagnetic signature in The Field.
The second was Hebb’s Law: “Neurons that fire together wire together.”
(Donald Hebb, The Organization of Behavior). The third recommended
elevated thoughts and emotions to strengthen electromagnetic signatures.
I embraced all three concepts. As 100% goodness through all five senses
became my M.O. – Te quiero vida! became my mantra. I added wording
I’d learned: Give me a sign I’m spot-on. Surprise me in a way just right
for me!
A powerful storm soon brought 70 mph wind, rain, and massive waves.
I couldn’t sit on my balcony for fear of flying off, so I stayed inside for
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two days. The third forever changed my life.
THE MAGICAL
Storm subsided, I ran onto the balcony. The pieces of paper I’d seen
bouncing around had blown off, except for an oddly-shaped, completely
dry one. It was a paper airplane. Seeing orange scribble, I unfolded it –
then fell to my knees, shaking, and crying in wonder, when I read the
words:
Te quiero vida
They were hand-written and graced with child-like drawings of a heart
and tiger.
Salient notes:
My flat was 60 feet above sea-level – with ocean straight below, side
to side, and directly ahead. The balcony floor and everything on it
were drenched. Across cultures, the tiger symbolizes powerful energy,
strength, and survival.
As I’d only one question to answer, I did. I was “staying” – never feeling
more loved and alive!
THE MEDICAL
After 33 blissful days, I returned to London.
My doctor, nurse, osteopath, and trainers said I was glowing and peaceful.
When asked, “What happened?” I replied, “You wouldn’t believe me!”
They were astonished by my exams and laboratory results – indisputable
evidence of my transformation. One exclaimed, “How did you do that?
I’ve never had a patient like you!”
Pre-island, my markers were alarming: blood pressure, weight, thyroid
(metabolism, brain); iron (red blood cells); CK (muscles); LDL
(“bad” cholesterol), and CVD (cardiovascular disease, diabetes). I had
degenerative joint disease in my spine, full-body urticaria autoimmune
attacks, and ulcer surgeries.
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Post-island, my markers were normal. Previously healthy HDL (“good”
cholesterol) became stronger, and I lost 13 pounds! With no chronic flareups, surgeries, or need to see osteopaths, I ditched my pain medications.
I’d changed my thoughts (neurons) – and healed myself mentally,
emotionally, chemically, physically, physiologically, genetically, and
biologically.
REAL TRUTH
I manifested my answer and healed my body – creating vibrational
matches in The Field. But I’m not a monk, swami, or neuroscientist.
I’m like many of you – “normal,” non-religious, non-scientific. I respect
myriad interpretations of my experience, but believe open-mindedness
is paramount.
Skeptics may doubt my story. Like gravity, it doesn’t matter if one
believes it or not – it simply is. Countless people around the world, some
dear friends, have manifested their intentions and extraordinarily selfhealed.
I’m grateful that everything in my past led me to now. Do I still face
challenges? Absolutely, I’m human. But I don’t dwell in survival emotions
(anger, doubt, etc.), and I’m gob-smacked by The Field’s daily gifts.
I am Unlimited. Consciousness. Energy. Oneness. Wholeness.
QUEST
Only a life lived for others is a life worthwhile.
~ Albert Einstein

I’m passionate about the power at the nexus of neuroscience, epigenetics,
quantum physics, and spirituality to heal bodies, elevate minds, and
transform lives. My purpose is to inspire and empower others to create
their own quantum love story.
My life is like that of the Phoenix. The legendary bird ignited its own
funeral pyre (i.e. its past), rose from ashes, and flew into a new life. As
I write this on Brighton Beach, I see the spot where I hit (my first) rock
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bottom. Now, I fly reborn. Ready to fly too?
YOUR STORY
I’d rather be a comma than a full stop…
Maybe I’m in the black, maybe I’m on my knees
Maybe I’m in the gap between the two trapezes
But my heart is beating and my pulses start
Cathedrals in my heart.
~ Coldplay, “Every Teardrop is a Waterfall”

Are you a comma, but want to be an exclamation point? Where’s your
second trapeze? Feel like a full stop? Regardless, choose you – because
you matter.
As per Quantum Theory and Theory of Everything – we’re all connected.
We’re with you and you’ve got us. Everything is possible, including
manifesting an affectionate paper airplane from “nowhere.” Contribute
your zing! to the world – being fully you. I know the five concurrent
paths I chose will help.
FIVE PATHS TO POSSIBILITIES™
D - R - E - A - M
1: Disconnect and Detoxify
Disconnect from your outer world to reconnect with your inner one.
Dedicate a week or more. Immerse yourself in a nourishing place (sea,
mountains, etc.). Detoxify from self-limiting and destructive people,
experiences, and things (including digital and other content).
Why? Purging the old creates space for the new.
2: Rise in Rhythm and Ritual (R&R)
While in Path 1, start Path 2. Begin your day with 10 minutes feeling
grateful for awaking and connected with everything before you roll out
of bed. Do this for 15 days.
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On day 16, add one thing for 20 minutes that centers or grounds you.
Try meditation, yoga, music, affirmations, singing, reading, etc. Do this
combined 30 minutes R&R for 15 days. You’ve R&R-ed for an entire
month. Up-level as you wish.
Why? How could you not like your own R&R?
3: Elevate Energy
Embrace 100% goodness through all five senses™.
Try my earlier baby steps; add your own. Do this every day in Path 1.
Then delight each sense with at least one thing daily.
Why? Higher vibration activities elevate energy – enjoy transforming!
4: Accept and Align
Accept that you’ll have tough days and may think this is all hogwash.
You’re human, yet still divine. Align with like-minded people,
communities, and modalities that support and expand you. You’re an
evolving master; be patient and kind to yourself.
Why? When children learn something new, do we scold them for not
being perfect? No, we tell them it’s okay, celebrate their successes, and
encourage them. We adults beat ourselves up too much. Nurture your
inner child and see what happens.
5: Manifest Your Future
Imagine it. Create it. D - R - E - A - M it into reality. In the infinite
realm of possibilities, it already exists in The Field.
Want a pain-free or dis-ease-free body, life partner, dream job, world
travel, new home, life purpose, etc.? Take action towards those because
hope is passive – you’re a creator! As I’ve learned, propel your thoughts
and intentions (electrical signals) and feel your emotions (magnetic
charges). You’ll generate your own electromagnetic signature in The
Field – a sublime heart-mind cosmic dance of creation.
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Why do all this?
 Discover your truth. Manifest your future. Create your own quantum
love story.
 Go ahead. Send The What to the Unified Field, and let go of The
How.
 Open up to possibilities.
Then be prepared… To be… Amazed.
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About Rosie
Rosie Unite is the Founder and CEO of ImaginateLife™, a for-profit
global social impact venture (www.imaginatelife.com).
She’s passionate about the power at the nexus of neuroscience,
epigenetics, quantum physics, and spirituality to heal bodies,
elevate minds, and transform lives. Known as The Possibilities Whisperer™ , Rosie
shares her extraordinary experience to help others stretch beyond their perceived
selves and connect with life’s abundance.
ImaginateLife offers the knowledge, skills, and awareness that inspires and empowers
others to discover their innate power, live fully, and seed a greater consciousness.
Services include keynote speeches, workshops, special events, and advisory services.
Rosie’s deeply grateful for the visionaries on her amazing journey.
Dr. Joe Dispenza is a renowned neuroscientist, educator, and NY Times best-selling
author. To date, Rosie has completed nine of his workshops globally – the majority
Advanced and Advanced-Follow-Ups.
She’s honored to have participated in his extensive research on meditation effects on
brain and body. She’s been QEEG (quantitative electroencephalography) brain mapped
by U.S. and German neuroscientists; heart coherence measured by HeartMath
Institute; individual energy field tested by GDV technology; and group measured for
energy in workshop environments by GDV Sputnik sensors.
She continues to support breakthroughs in neuroplasticity – the brain’s ability to
change via new neural connections – and epigenetics – the study of heritable changes
in gene expression not involving changes to underlying DNA.
Rosie greatly appreciates the inimitable Larry King for this opportunity to share her
story. Captivated by people’s lives, Rosie watched the legendary Larry King Live
on CNN for years. His unique, humorous way of engaging with guests across the
spectrum – some admired, others not – was always edifying and entertaining. She
looks forward to supporting the master in his craft.
Rosie has also worked directly with Jack Canfield – inspired by his endearing
guidance to share her story. A Certified Trainer in The Success Principles™ and
Canfield Methodology™ , she’s grateful for his legacy. America's #1 Success
Coach, Jack Canfield is One of the Most Influential Leaders in Personal Growth and
Achievement (SUCCESS magazine), the originator behind the Chicken Soup for the
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Soul® series (500+ million printed), author/co-author of 150+ books (66 bestsellers),
and Guinness Book of World Records holder – the only author with seven books
simultaneously on the NY Times Bestseller List.
Previously, in her 30-year global career, Rosie was a leader and executive in the
Fortune 500 corporate, start-up, and social impact sectors. A Wharton MBA, she
helped launch and grow new companies and emerging mobile, telecommunications,
and digital technologies. She began building businesses in Peace Corps – helping
community-based microenterprises.
Rosie’s worked with well-known organizations including: Sprint, GTE (Verizon),
DoubleClick (Google), Johnson & Johnson, France Telecom, Deutsche Telekom,
Intelig Brazil (TIM Italy), World Bank, Inter-American Development Bank, Women’s
World Banking, Foreign Affairs, Academy for Educational Development, and Habitat
for Humanity.
A globe-trotting, life-long student – Rosie’s a Sivananda Hatha Yoga Certified Instructor
and has completed Vipassana 10-Day Meditation and Levels 1-2-3 of EFT Universe’s
Certification Program (i.e. Tapping). Fulfilling a childhood dream, she’s traveled in 65
countries and lived in eight: USA, Brazil, Netherlands, Hong Kong, Spain, Bulgaria,
Dominican Republic, and the UK.

231

THE CHEMISTRY OF REALIZING YOUR DREAMS

CHAPTER 23

THE CHEMISTRY OF
REALIZING YOUR DREAMS
INSIGHTS FOR BEING A SUCCESSFUL
ENTREPRENEUR
BY BO MANRY AND CHRIS GOFF

I prepared for my interview with REIPro founders, Chris Goff and Bo
Manry, eager to learn the inside story on the software company that has
caused even Big Fish names in the Industry to sit up and take notice.
What I learned in our interview gave me a new perspective on what
it really takes to successfully propel an idea from its inception to
realization, navigating the inevitable twists, turns, ups and downs along
the way. The remarkable story of Chris and Bo, two regular guys and
talented entrepreneurs who teamed up to create the smartest Real Estate
Investing Software on the planet, is one that anyone in any field can
gain valuable insight from. By combining the key ingredients found in
their formula for success and applying them to any area of interest, the
chances of turning the dream of business success into reality are hugely
increased.
After spending time poring over their All-In-One REI Software, it
was easy to see why REIPro has been taking the investing world by
storm, boasting users in all 50 states and 23 countries around the globe.
It comes equipped with a simple, easy to use interface, step-by-step
workflow, and a full spectrum of investor tools with a modern, eye233
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catching aesthetic. Seeing this much detail and quality, I felt positive
going into the interview that this leviathan software began its life with
an army of builders, designers, and support staff, along with some deeppocket investors to fund its creation. Man, was I wrong.
THE INTERVIEW
Chris and Bo greeted me with warm smiles and handshakes as I entered
their conference room, making me feel welcome and at ease with their
candid responses to my questions. It didn’t take long to realize that this
duo was ‘in it’ for all the right reasons, with real passion for what they
do and genuine desire to create the best product possible for their users.
I also discovered there was much more to learn from them than just their
‘backstory’. The following is a series of insights that I took away with
me, explained in their own words through highlights from our interview.
Question #1:
How did two people from different professional backgrounds, in separate
areas of the country, come together and create a software so powerful
that it’s changing the face of Real Estate Investing, worldwide?
Bo: Well, about six years prior, my wife and I decided we wanted to act
on our curiosity about real estate investing, so we sought the assistance
of Chris Goff. He worked as a mentor and consultant with us, teaching
the ins and outs of creative financing and real estate investing. It was
a very positive experience, so when I got the idea to streamline my own
investing business by writing a software program, I contacted Chris
to see if he would help brainstorm what should go into it to make it
efficient.
Chris: I was happy when I got the call from Bo – he was a good guy
and we enjoyed working together – but when he told me his idea, I felt
bad. I hated to, but explained how I had recently checked into creating a
similar software for myself and my consulting clients, but found the costs
involved with hiring a programmer to write coding and paying for data
just didn’t make financial sense. The line went quiet for a second, then
he laughed and said ‘Chris, you worked with us for a year, and never
knew what I actually did for a living?! I’m a software engineer with
twenty years in the field. I’ve written some pretty serious software for
companies; paying a programmer won’t be necessary.’ I reasoned that
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our conversations had always been real estate related and the subject of
his ‘other’ job never came up. As we talked about everything Bo could
put into the software to streamline his business, it hit us that we might
just be onto something bigger, and things got serious.
Bo: We realized what we were creating was a product that could not
only streamline our own investment businesses, but could change the
way people everywhere invested in real estate, as well. Before REIPro,
it could take hours just to research one property. We were spinning a
concept that could cut that down to a matter of seconds. Packaging that
with other time saving tools and integrating them within the Executable
Steps System Chris had already developed to guide clients new to the
investing business… putting it all in one place… this would save days of
legwork! Both of us have started and successfully run several businesses
throughout the years, and by the end of that phone call, a new one was
added to the list. We just didn’t realize at the time how much it would
change both our lives and the lives of thousands of others. That was a
good day.
Chris: Yes, that was a good day.
Insight:
Success begins with identifying a universal problem within your
world and recognizing it as an opportunity to help others. When this
is your primary motivation, a relevant product or service is born.
It’s the basic truth of the adage: Necessity is the mother of
invention.
Question #2:
I’ve found several companies offering real estate investing software of
some sort, but none like REIPro. I had no trouble navigating through
the steps and tools; even finding myself getting excited about real estate
investing because although I have no experience with it, the software
made it make sense.
Why did you decide to set the workflow up the way you did? Did you
hire a designer to develop the layout and functionality pieces?
Chris: I’m glad you feel that way about it. That tells us we hit our mark.
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We didn’t hire a designer. I’ve been teaching clients for several years,
and the workflow follows the method I developed to teach them. It’s
based on a series of Executable Steps that experience has taught me
works best when explaining the process of completing a real estate deal
from start to finish. We placed the tools needed at each point along the
timeline of a prospective deal within that workflow step. Our goal was
to simplify the process, so setting things up in order was the natural
choice.
Bo: He says that as if it’s a ‘no-brainer’, but for lots of programmers,
it’s not that simple. Not everyone sees things the way he does or can
articulate it in a way that others can decipher. Most software is written
by programmers that are given a bundle of information about something
they’re not necessarily familiar with, and it’s up to them to decide how
it’s put together and presented, so the results don’t always flow as
smoothly as they should. With REIPro, Chris designed the layout and
I wrote the code. We were constantly tweaking so every aspect of the
software was the best it could be for our users, working side by side on
a daily basis to ensure nothing was lost in translation.
Insight:
There are no unimportant ingredients. All are necessary for the
success of a business. Take the time to carefully plan and develop a
product or service to efficiently meet the consumer’s needs.
As the saying goes: The devil is in the details.
Question #3:
You mean to say, you developed the software yourselves? That must have
taken an incredibly long time. Something of this magnitude is generally
created by a team of experts in multiple fields. How long did it take to
build? You must have had some patient investors!
Bo: Not long after launching REIPro to the public, I said, ‘You know,
people are going to ask us one day, how we did it.’ The short answer is
by working 20-hour days, 7 days a week, for two solid years… without
drawing a single paycheck.
Chris: All while working our full-time jobs! No investors. We were
approached by several, and continue to receive offers, but ultimately, we
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decided to retain 100% ownership. In order to do that, we self-funded
REIPro by wearing multiple hats during its development and working
ridiculously long hours. Starting any company is not cheap, and REIPro
wasn’t an exception. There were some large startup expenses on top
of household bills. Not keeping our jobs wasn’t an option. Bo wasn’t
kidding just now; we got very little sleep!
Bo: But we knew it was temporary and everything would be worth it,
in the end. At least we hoped it would be. No, that’s not right; we didn’t
hope, we refused to accept anything less. A software of this size is a
living, breathing organism. It was constantly changing and evolving,
and still is, today. Chris and I were living and breathing something that
we didn’t know what the end result would look like, but everything we
had mentally, physically, and financially was going into it, so it darn
sure was going to work.
We have very patient and supportive families…they handled seeing us
from a distance very well.
Chris: Once we started this, we were all in. One reason Bo and I work
so well together is because we have similar priorities and business
philosophies. I live by the phrase, ‘Do the right thing’. I teach my kids
that any question or uncertainty life throws at you can be answered by
these four words. Find cash in an envelope in a store parking lot? See
someone having car trouble while on your way to dinner? Don’t feel
like doing homework, picking up your Lego’s or taking a shower after
hockey practice? Do the right thing. (I have boys). With REIPro, it’s our
business model. We take great pride in making sure that every aspect of
our company is the best it can be. From the quality of the paper we print
on, to the support staff we have for our users. Customer Service isn’t a
department at REIPro, it’s the reason everyone shows up for work. It’s
the most important quality we look for in a prospective employee. You
can train someone to work a phone system, but you can’t train them to
have a genuine desire to serve others. When you have that, doing your
job right is the only way.
That’s how we designed, developed, and maintain REIPro, in a nutshell.
The right way, no matter what it takes.
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Insight:
Know your limits. Or lack, thereof.
It’s a very funny thing about life; if you refuse to accept anything
but the best, you very often get it.
~ William Somerset Maugham
Insight:
Make pride a priority. For some, it might be tempting to cut corners,
but when we take genuine pride in what we do, there is no question
about creating a quality product or service. It’s simply what must be
done, because it’s the right thing to do.
Anything worth doing, is worth doing right.
~ H. S. Thompson
Question #4:
I admire your commitment, and that seems to be the common thread
with every major success story. Is it safe to say all of that hard work has
paid off for the two of you?
Bo: It’s certainly getting there. I won’t say that just because you put time
and hard work into something, it always works out. It certainly didn’t
for REIPro. After a year of development, our first public launch failed.
Remember back to that first phone call when Chris mentioned to me the
high cost of data? We fell victim to fear, and went with a cheaper, more
limited data provider.
Chris: While the launch was initially a success, it just wasn’t what our
users needed. The original version needed to be more in-depth, with a
simpler interface. We were deficient on data, as well. Our users were
dropping off like crazy, so Bo and I had to decide if we should continue
on and go back to the drawing board, or if we should lay REIPro to rest.
Bo: He’s just kidding! Quitting was never an option. It would have been
easier to, that’s for sure, but we refused to sink. We managed to keep
about a hundred paying users for beta testing, so we spent the next 9
months completely redesigning REIPro from top to bottom. Chris and I
began reaching out to the largest data providers, negotiating as best we
could, and begging when needed. We created some crucial additions,
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like LEADPro, PRINTPro, and the deal analyzer. We threw away the
safety net and spent money where and when we needed to. If we didn’t
have the money to spend, we put it on a credit card. This time, it would
be right.
Chris: And it was – Is – and Will continue to be!
Insight:
Success is never guaranteed; failure is. What really matters is
what happens when we’re staring failure in the face. We must dig
down deep and find within ourselves the commitment to see things
through. That’s when we find success.
Failure is success, if we learn from it.
~ Malcom S. Forbes
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About Bo
Bo Manry graduated in 1997 with a degree in Electrical &
Computer Engineering. Since that time, he has worked with
many companies including government agencies to develop
computerized based systems and automation.
Bo is also a successful entrepreneur and business owner. Over the past two decades,
he has started and sold multiple businesses. With his degree in Electrical & Computer
Engineering, he has been able to master the art of delivering systems that sell.
Currently, he owns several companies and all but his real estate investment company
are 100% online businesses.
Utilizing proper marketing and social media strategies, Bo Manry’s companies
generate millions of dollars each year in revenue. One of Bo’s latest projects is REIPro
(www.myreipro.com), a multi-million-dollar company providing a software system for
real estate investors.
Bo Manry is a national speaker, mentor, and coach, where he teaches people how to
be successful in today’s digital world and provides tools to make it easier. He enjoys
travel, his large lap dog and spending time with his busy family activities. As often
as possible, you can find Bo hanging out around the local golf course, always trying
to master the game.
To learn more about Bo Manry, visit him at:
• www.myreipro.com
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About Chris
Chris Goff started Real Estate Investing in 1999. Chris didn’t
have any money to work with, so he was interested in learning
‘no money down’ strategies. He absorbed any and every bit of
information he could find on the subject, and started on his first
deal. Chris was lucky enough to break even on the deal, and
quickly learned that not all information is good information.
Chris continued, learning as he went from his mistakes, and began to see some pretty
amazing results. Chris took what he learned from others and combined it with what
he had learned by trial and error to develop a system for investing that would produce
as much income as possible, without many of the pitfalls that can be found in RE
Investing. In his first 20 months, Chris Goff completed 46 deals with NO money down.
It didn’t take long for those around him to figure out that he was onto something good,
and they began to ask him how he was doing it. Chris explained his system to one
person; one led to two, two led to four, four led to forty and working with some of the
most successful businesses in the country.
Anyone can INVEST in Real Estate, many can SPEAK about it, but not everyone can
TEACH it to others. In this, Chris Goff has a genuine gift. Because of this gift, he was
invited to work with one of the most successful Real Estate Investors in the world
to create a uniform Real Estate Investing education program and mentor ‘budding’
investors. This opportunity provided Chris with valuable insight into the REI education
industry, so he took this newfound knowledge and decided to apply it by creating his
own Education Brand, developing a platform from scratch that he could stand behind
with pride. For Chris, REIPro is the culmination of his personal investing and education
knowledge.
In January 2012, Chris was nominated as one of the Top 30 Entrepreneurs in America.
Chris is also a two-time Best-Selling Author and was a featured guest expert on
the Brian Tracy Show that aired on ABC, CBS, NBC and FOX affiliates across the
country. Chris Goff never stops to rest on his laurels, however. Chris and his team are
constantly searching for ways to improve their Real Estate Investing approach as well
as teaching technique, doing what so many people fail to achieve – keeping on top of
a constantly fluctuating Market.
Chris believes that in order to reach your full potential, you must have something other
than yourself and numbers on paper to be successful for; being a husband, father of
three, and helping others reach their personal goals are what drives him. You can find
Chris spending his downtime with family and friends at the lake, at sporting events,
traveling to historical places, and on the golf course in search of a scratch game.
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To contact Chris, visit him and the REIPro team at:
• www.myreipro.com
• Tel: 800-639-1918
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