
INFLUENTIAL WEALTH: A 10 STEP PLAN TO GAIN FINANCIAL FREEDOM USING THE 
POWER OF INFLUENCE 

My name is Paul Mascetta and I want to introduce myself to you in case you don’t 
know who I am. I am an ordinary guy from Brooklyn, New York. I am thirty two years 
old. I am married and I have two young children who are each aged six and three. I 
am not a college graduate. I am not some guy that has stumbled across some secret 
that is going to magically change your world. Obviously I am not a liar. 

What I am is someone who has always been and had an interest in learning and 
discovering the secret to gaining financial freedom. I have gained financial freedom. 
At age thirty two I could probably retire tomorrow and never have to worry about 
money again.  

I have the freedom and time to do whatever I want whenever I want. I take 
vacations with my wife. I take vacations with my children and my family. I am able 
to provide the best type of lifestyle for them. I have done it all using nothing more 
than the power of influence. That’s pretty much what qualifies me to deliver this 
information to you. 

Another thing that I realized at a very early age was the importance of being able to 
influence, being able to see, being able to deliver a message to other people. That’s 
kind of what exactly influence has to do with money. That’s probably what you are 
wondering, “How can I make more money using influence”? 

The source of everything you need in life is around you right now at this very 
moment. You just have to know how to get it. Where it is, is it’s connected to other 
people. You’re ability to influence is ultimately going to supersede every single 
attribute you have including your talent, your ability, your education, your 
persistence or any other favorable trait that you bring to the table.  

The reason why is simple. You could have all of that stuff but at some point you’re 
going to need the help of someone else to ignite it to begin with or to truly 
maximize the benefits that come along with it. 

You can go to Harvard and get an Ivy League education. If you can’t influence or 
convince someone to give you the job you deserve, what good does it do you? You 
could be the best lawyer on the block and know everything there is to know about 
case law but if you can’t convince a judge, a jury, or at the very least your clients 
that you actually know what you are talking about, what good will that serve you? 



My point is very simple. If you really want to get ahead in life and specifically if you 
really want more money you need to realize that the source of what you want is 
within other people. Therefore in order for you to get it you need to form 
relationships with those people and you have to go about it the right way. 

Let’s go on. Let’s go on to exactly what the first step is in this 10 step program. This 
is basically the same 10 steps that I have used from going to having a job. Mind you, 
I had a six figure a year paying job. I was making $100,000 a year.  

I was a general manager of a company where I worked. I was basically the boss at 
my location. I had fifty employees working underneath me. The one thing that I 
didn’t have was control. I didn’t have freedom. I was still listening to other people. I 
was still doing things that I really didn’t believe were 100% right.  

I was being asked to run a business in a way that someone else wanted to run it. 
Unfortunately I had to do that because my name wasn’t the one on the door and 
therefore I wasn’t in control. Having control has to do with developing a money 
mindset.  

The first thing that I want to touch on is the difference between luck vs. entitlement. 
I’m sure there are a lot of people listening to this right now that think winning the 
lottery would solve all of their problems. If you won the lottery you wouldn’t have 
to think about money ever again.  

It would solve all of your problems. It would alleviate all of the stress that you are 
currently dealing with. The truth is that statistically it would probably only do that 
temporarily. Statistics have shown that over 70% of people who win the lottery end 
up broke again. They lose it all. Statistics also show that the majority of self-made 
millionaires who lose it all can also regain it all.  

The difference between those two groups of people comes with their mindset. You 
see people that win the lottery that don’t work for their money, that just have 
wealth thrown upon them, deep down inside they don’t have a money mindset. 
They don’t believe that they’re entitled to have money. They believe that their 
means of becoming rich was actually a stroke of luck.  

By all means winning the lottery is a very lucky thing. If that happens to you it 
means you are very lucky. The downside to that is because you don’t truly believe 
that you are entitled to have money and you don’t understand what you did to 
actually earn it; because you technically didn’t do anything, you will eventually find 
a way to make that money separate from your hands.  



People that have a money mindset from day one they truly believe that they are 
entitled to be wealthy. They believe it is their right to be rich from the day that they 
are put on this Earth and it’s really just a matter of time and circumstance before it 
actually happens.  

This is another reason why we see certain people that can jump from business to 
business to business and be successful in multiple businesses or they can fail in one 
business and move on to a business that’s completely unrelated to what they are 
currently doing and they can still be successful in that. It’s because what they are 
doing is taking that mental blueprint and they’re just applying it to all these 
different physical ways of making money.  

The blueprint, the mental map that they are using, is developed and it is structured 
for them to be successful. That’s the difference between having the luck mentality 
and having the entitlement mentality. You have to believe that you are entitled to 
wealth, to riches, to money, to affluence, to all of the great things that life has to 
offer. 

The second thing that you need to do is you need to take full accountability for your 
current status. That means the good and the bad. Everything that you’ve done great 
in life, your current status of life as it is right now, you have to accept accountability 
for it and you have to understand that you are 100% responsible for it. 

Now of course this is easy to do when it comes to the good stuff because people are 
naturally more inclined to take credit for success. People are also more inclined to 
want to shift the blame for failures. The truth of the matter is every time you blame 
an external source for your failures you relinquish control. You begin to say that 
external sources are controlling your financial situation.  

If you tell yourself that, that is exactly what is going to happen. Your reality is 
nothing more than you perception of reality. Perception is reality. The way that you 
perceive what’s happening in your life is actually what is going to manifest into your 
real life.  

If you keep telling yourself that it’s the economy, it’s your mother, your brother, 
your sister, your best friend, your bad luck; whatever it is that is causing you to be in 
a dire financial situation that’s going to continue to happen.  

If you stop for a moment and say, “Hey, I created this, I’m the reason that this 
happened”. While that might be painful, what it does is it starts to program your 
mind and puts you in a state of control. It is only when you gain control mentally 
that you can start moving on to gain control financially. The first thing that you have 



to do is take control mentally. Once you’ve taken full accountability you have to 
take control mentally. You have to tell yourself, “I am now ready to make money. I 
am now ready to be financially free. I am now ready to do whatever it takes to build 
wealth, to build affluence and to sit among the elite financial people in the world”. 
You have to tell yourself that you are ready to accept that. 

The next thing that you need to do is you need to develop a vision. You have to 
actually envision yourself with money and what you would be doing when you 
actually have that money. The more you can develop a vision in your mind the more 
likely it is that vision will come to fruition and be a part of you reality. The more 
specific you can be with your vision the more likely it is that it will become reality. 

If you just envision yourself with tons of money driving fancy cars and having nice 
homes, that’s a great start but the more specific you get on each one of those items; 
the more specific you are on the type of car you want, where you want your house 
to be, what you would be doing to make that type of money the more realistic it is 
that that is going to happen. 

The next thing that we need to do is you need to get specific. You can’t be clouded; 
you can’t be murky in your thoughts. You have to understand exactly what it is that 
you want. You have to get clear. You have to figure out how much money you want 
or need. It’s not enough to say, “Hey, I want to be rich. I want to have a lot of 
money”. You have to figure out exactly how much money that you want and exactly 
how much money that you need.  

This goes back to the last part of step one. The clearer, the more concise the vision 
is the more likely it is that it will actually come to fruition. You have to write things 
down. I’ll never forget the Harvard University study where it was proven that the 
percentage of people who wrote down their goals were 95% more likely to have 
reached them and to have been financially free in the next ten years.  

Do you understand what that means? That means that it is 95% more likely that you 
will actually get  where you want to be if you write something down. On the flip-side 
I could say it like this. The odds of you getting what you want are only about 5% 
true. You only have a 5% chance of getting what you want if you don’t write it down. 
You have to write down what you want. Something magical happens when you do 
that.  

I’m not an expert in quantum physics or anything like that but the best way that I 
can explain it is it becomes tangible, it becomes real. The minute that you take 
something from your mind and begin to perform an action, which is writing it down 



on paper, it’s almost as if you breathe life into it. You’re bringing it to life. It’s 
becoming something real. It’s something that exists externally rather than just in 
your mind. 

The next thing you need to do is never overwhelm yourself. Many people decide 
that they want to have money; they want to be rich, that they want to be wealthy 
and the thought of that actually happening begins to overwhelm them because they 
say to themselves, “There’s no possible way I could actually do that”. They begin the 
process of social comparison.  

It’s a natural thing that’s hardwired in the majority of people. One of the ways we as 
human beings decide if we’re happy with our current state of life is by comparing 
ourselves to other people that are in similar situations. If we feel that those people 
are better off than us we consider ourselves failures at certain things. If we consider 
ourselves to be better we consider ourselves a success. 

A lot of times people will look at someone like Donald Trump or someone Robert 
Kiyosaki, or Oprah Winfrey who are really wealthy people and they’ll say to 
themselves, “Well, geez what did these people have to do to actually become 
wealthy like that.  

Robert Kiyosaki he needed to become a best-selling author. Donald Trump had to 
buy real estate at a time in New York City when nobody wanted to buy it. He had to 
take a big risk. Oprah Winfrey had to basically dedicate twenty five years of her life 
to having a #1 rated television show. The thought of any of those things is enough to 
overwhelm and scare the life out of anyone. 

You can’t overwhelm yourself. How does that happen? You have to actually decide 
what financial freedom actually means to you. You see, people often get the wrong 
idea; they misconstrue what financial freedom actually is. They think it means 
having millions or billions of dollars. 

I guess at some point that is what it means. At the beginning financial freedom, all 
that really means; the definition of financial freedom is having enough money to live 
and pay your bills without having to work for someone else. 

If your monthly expenses between you mortgage, your rent, your car payments, 
your insurance, your cell phone and spending money within reason is say $4,000 
then all that means is if you can make $4,001 every single month without a boss 
then you are financially free. 



You also have to really understand what is at stake. You have to figure out why this 
is important to you. People often make decisions based on one of two things. It’s 
either desire to feel pain or the desire to feel pleasure. You need to understand 
exactly what is at stake in your life here.  

What is it that you are going to be able to reward yourself with? How are you going 
to be able to help your friends and family with more money? What does more 
money mean to you? On the flip-side statistically it has been proven that people 
actually do more to avoid pain than they will to gain pleasure. 

Just as important, if not more important to figuring out what’s it worth to you or 
how you are going to reward yourself, start to figure out what you have to lose. 
What do you have to lose by not bettering your financial situation?  

Is it going to be your home? Is it going to be opportunities for your children? Is it 
going to be travel locations, things that you can experience in life? You need to 
understand what is at stake and be serious about it. 

Step 3 you need to identify your resources. It’s not enough to say you need to 
develop a money mentality, you have to write things down, and you have to create 
all these visions in your mind. I am a believer in the law of attraction. I do think that 
if you set a certain vision in your mind you can begin to attract things in your life. 

I don’t think that just envisioning stuff and writing stuff down is enough. That’s only 
50% of the battle. You have to begin to identify your resources. Resources are things 
that you can turn to that are going to help you. In most cases resources come in the 
form of money, time and knowledge.  

Obviously if you knew how to get money easily you probably wouldn’t be looking for 
a way to get more money. That is one avenue you can use. The second is time. Time 
is just as valuable as money because most people when they want more money all 
they really want with that money is the ability to have the time and the freedom to 
do whatever they want.  

The problem is that most people don’t have that luxury. They are too busy at their 
jobs or trying to figure out how to make more money. It’s kind of a vicious never-
ending cycle that goes around and around. The next thing is knowledge, 
information. If you have a certain piece of knowledge that could actually help you 
gain more money and more time. 

Well where does the knowledge come from? Where does the money come from? 
Where does the time come from? Well, it comes from partners. As I said in the 



beginning the source of everything that you need in life be it money, time, 
knowledge, information, education it is around you at this very moment. You just 
need to know how to get it by forming relationships with people. 

What do we call people that we are in relationships with? Well, we call them 
partners. You need to start figuring out who you can identify as a partner be it in 
your personal life or your business life, who is it that you know that brings money 
time and knowledge to the table that can help you?  

Who is it that can either lend you or give you money? Who is it that will enable you 
to have more time by maybe doing something for you? Who is it that you think is 
smart enough or knowledgeable enough to give you the information that you need? 
Write these people down. 

The next thing that you need to do is figure out is it going to be experts? Are you 
going to get money from your savings account? Is it going to be family members? 
You can gain money from different people. You can gain money from partners.  

You can gain it from family and from friends. You can also look to any savings that 
you might have. Once you have that money it’s important to figure out what you are 
going to do with it which we will get to. 

The next thing is experts. Look to the experts. Look to the people that you believe 
are smart enough in what it is that you want to do, which again we will get to, and 
figure out what they are doing and pay them for their information, however you 
can. It doesn’t necessarily have to be money that you pay them with. You can also 
pay them back with time and doing stuff for them. 

This leads me to perhaps the most important nugget of information that I am going 
to give you throughout this whole presentation which is step 4, to become a 
purveyor of information. 

Become a purveyor of information. Realize the power of information. So many 
people underestimate the power of information. They have no idea how valuable 
information can be as a commodity and what’s even worse is they have even lesser 
understanding of the information that they have.  

Information is a true commodity and you have to realize its power. It is the fastest, 
the easiest and the most profitable way to make money and to create value for 
other people.  



 I give the example all the time, imagine this. Imagine you are on your way to a job 
interview and this is a big one. This is a really important job interview. It is going to 
pay you a lot of money, it’s going to give you a great position, and it comes with all 
of these benefits. I’m not a fan of having a job but let’s just use this as an example.  

The one thing that your potential employer told you was, “Whatever you do, do not 
be late for this job interview”. As you’re on your way there the battery on your GPS 
dies, you don’t have a map on you, you don’t have the charger on you and you 
realize that you are lost.  

You begin to look around and the other cars are just going way too fast for you to 
ask one of them for information but you see a gas station up ahead. You begin to 
drive towards that gas station and the closer and closer you get to that gas station 
the more you are hoping that somebody in that gas station will be able to help you 
and tell you where you need to go. 

You walk in and the first person that you ask, you look at them with this hope that 
they will be able to tell you and the person gives you the information. At that 
moment you feel so relieved and so thankful that you are almost willing to pay that 
person to reward them for giving you that information.  

The reality is what did they do? All they did was give you information that is A. 
common knowledge. Most people if they look hard enough can find that 
information. They didn’t tell you anything ground breaking and B. they told you a 
piece of information that you already had only moments before.  

Why did this information now become so valuable to you? There are two things, 
timing and circumstance. Timing and circumstance drive people’s desires to want 
information and it places an immense value on information. There are tons of timing 
issues and circumstances that are impacting people’s lives right now that make 
information that otherwise might seem worthless of great value. 

You might be saying to yourself, “Paul that makes sense. The problem is that I don’t 
have any information at this moment that I think would be worth giving anyone. I 
don’t think anyone would want to pay me for my information”. You have to realize 
that there are three different ways that you can deliver your information if you 
don’t have any already.  

The reality is that you probably do have some sort of valuable information. My 
guess is that if you have taken the initiative to look into a program like this and you 
want a better life for yourself you probably have done a few things in your life and 



gained some experience doing things that you could pass on to other people that 
would be of great benefit to them. Let’s just hypothetically say you don’t. 

 There are three different routes that you can take. The first one is the researcher. 
The researcher basically goes and researches information. You find information that 
could be generally available to the public but it’s information that the public just 
doesn’t want to spend time looking for.  

In the example that I just gave you going to the job interview, it’s not ground 
breaking information. It’s not new cutting edge information. It’s information that 
anyone could find if they had the time, or wanted the time to go look for.  

There is tons of information that is available and it’s public knowledge but people 
just don’t want to spend the time looking for it. We live in a very fast paced, instant 
gratification society where people just want answers quick. If you can become the 
researcher, the person that goes and finds that information and then delivers it to 
people you will become just as valuable as the person that discovers it or creates it. 

The second person that you could become is the reporter. The reporter is the 
person that just delivers information that is common knowledge but he or she 
delivers it faster or in a more effective way than the researcher does.  

The researcher might find the information and they might put it together. They take 
their own time and leisure while they do it. The reporter gives it to you as fast and 
easily and effectively as humanly possible. That’s where the value in the reporter’s 
information is. 

The third is the investigator. The investigator does give you cutting edge information 
or they give you information that conflicts with the general consensus. They bring 
you new information that is different than what you might have seen in the past. 
You could take any one of these three avenues when you deliver your information. 
That’s what you need to keep in mind. 

Next you need to focus on whether or not you want to become an expert at the 
type of content or the way that you deliver your content. A true expert can do both. 
A true expert can not only deliver cutting edge content that really wows people but 
they can also deliver it in such a way that it is just so powerful and moving. 

Tony Robbins is probably one of the greatest motivational speakers, personal 
development, self-improvement gurus. I know he doesn’t like to refer to himself as 
that, that we have ever known. The reality is that everything that Tony Robbins has 



taught you could find in a book called ‘Thinking and Grow Rich’ that was written 
about a hundred years ago by Napoleon Hill.  

What was it about Tony Robbins that so many people liked? My belief is that it was 
his delivery. I listened to ‘Think and Grow Rich’ and I also listened to ‘The Science of 
Getting Rich’. 

 I listened to both of those audio programs and while they were packed with great 
content they were on the verge of making me fall asleep. They bored me to death. 
Tony Robbins however, delivered it with excitement and passion that opened me up 
to it.  

The value of a message is only as good as the receiver’s ability to understand it. I 
could be giving you the directions to go find a million dollars in cash right now. If I 
am giving it to you in a language that you don’t understand it’s of no use to you.  

The delivery of your message can be just as important, if not more important than 
the content. In either case you could focus on either one. You could focus on 
delivering the most cutting edge up to date content or you can deliver content that 
people may or may not know about but you’re delivering it in a way that no one else 
can. 

Once you decide what area you are going to focus on you need to refine your 
information. You need to take your information and make it appear different than 
everyone else’s. It needs to appear original.  

You need to deliver it fast and it needs to be delivered in a way that it’s easy to 
understand and apply. If you can do all of those three things, your information truly 
becomes refined, it becomes useful, it becomes effective, and it helps other people. 

Step 5 is the next step in the equation. It is to organize your information. Once 
you’ve figured out what type of information you want to offer whether it is 
information you’ve obtained in your life through experience, information that 
you’ve researched information that you are just ready to report or information that 
you’ve investigated, the time now comes for you to assemble it and put it into place.  

Make it organized. There are a number of different reasons why you want to do this. 
The first is that it increases your knowledge base. You see, anytime you have to 
actually sit down and organize information in such a way that you are able to teach 
it to other people it actually increase your knowledge base and it makes you 
smarter. It educates you more in terms of the information that you are talking 
about. 



I’ve been in sales for roughly my entire adulthood. I’ve read tons of sales books. I’ve 
been to a million trainings. I really thought I knew everything there was to know 
about sales and persuasion and influence. The reality was that it was not until I 
created my first product. It wasn’t until I organized my information in such a way 
that I was able to teach it to other people that I really begun to retain it and 
understand it.  

There’s a big difference between reading stuff and watching trainings and listening 
to stuff and actually taking it and putting it in action and having to assemble it and 
organize it in such a way that you teach other people. I always tell other people if 
you really want to master something organize it in such a way that you are actually 
teaching it to other people.  

That’s how you really retain it. As a result what happens is this increases your 
confidence. Obviously the more you know about a certain topic the more you’re 
able to teach it, the more you’re able to recall certain pieces of information right off 
the top of your head the information to other people. 

The third thing that happens is it increases the effectiveness of your mission. When 
you really organize your information and you expand your knowledge base you 
increase your confidence the third thing that happens is the information becomes 
more understandable by your audience and you achieve your mission. 

I could give you directions right now. I tell people this all of the time. I could give 
you directions to go find a million dollars in cash but if I wrote those directions down 
in a language that you couldn’t understand it would serve you no good. It would be 
a waste of both of our time. It would not be effective. The effectiveness of your 
information is only as good as the recipient’s ability to understand it. 

In order for your information to positively impact people and help people it has to 
be understandable. Organizing it in the right way is part of how that happens. Once 
that happens it becomes effective. People will appreciate it. When all of these 
factors come together, the result is that your credibility becomes increased. 
Credibility is nothing more than your perception of being able to do what you say 
you can do.  

That’s what credibility is. It should be noted that actual credibility and perceived 
credibility are two different things but just to keep things simple; your credibility is 
your perception of being able to do what you say you can do. If you’re perceived as 
credible people will listen to you and they will trust you and they will buy from you. 



It also solidifies your role. When these things happen it solidifies your role as the 
expert, the go-to person as the person to listen to, as the person to take information 
from. We see this all the time with celebrity endorsements on TV. I’ve seen celebrity 
endorsements with guys like Joe Namath or Joe Montana doing electronic 
commercials, commercials for electronics.  

These guys are NFL superstars. These guys are experts in sports. They have nothing 
to do with electronics; it is just the fact that it’s them conveying the information 
about that piece of equipment that makes people want to buy it. People trust them. 
People look up to them and people trust their expertise and are respectful of their 
role. 

What will happen is eventually this will happen for you. When you increase your 
knowledge base you increase your knowledge, you increase the effectiveness that 
your products have on people and you increase you credibility you begin to solidify 
your role.  

That is when something really magical happens. At that point you can begin to 
transcend into different niches and perhaps different areas of information and 
perhaps people will listen to you and people will invest in your information simply 
because it’s you. In the beginning remember you focused on one or two things, 
preferably both. You focused on the type of content or you focus on the way you 
deliver your content. 

Once you solidify your role that much and so well you can then begin to just give 
information and they will accept it simply because of who you are. Of course you 
always want to give people quality information and deliver it in the best way 
possible but there will come a point where people will want to invest in your 
information simply because it is coming from you. 

Moving on when we talk about organizing information I just told you about all the 
benefits of doing that. Now comes the question of how do you actually do that? The 
easiest way that I can think of to organize your information is to go through the 
story board technique or the story board structure. You want to think of you 
information as a story to tell to people that you want to help.  

Think of how you would tell a story. How would you begin, how would you lead up 
to the main parts, what parts would be emotionally moving, what parts would be 
extremely important, what parts would you not focus so much on and how would 
you like to close out so that that story impacts the person as much as possible? 
That’s what you want to think about.  



You want to think about how you would organize your information in a story board 
format. Then what you would want to do is create an outline. Again this goes back 
to writing things down. Write down a simple outline and chunk your information.  

Start from the beginning as to where you think the most important three topics 
would be. Move on to the second to the next three topics. You want to stay in 
numbers of three because it’s easy and most people just respond to that number. 
It’s easy for them to understand.  

Start with a generalized story or how you would tell your story and start to assemble 
that in an outline. Start with five bullet points. Five important bullet points and 
under each of those five bullet points would be three key factors, or three sub bullet 
points.  

Before you know it what will begin to happen is you will see your outline and what 
your information looks like when it’s written down and your creative juices will start 
to flow and you will begin to build on that.  

Often times you might be in a zone where you create something magical in a half an 
hour or you might look at something that you think is great, you take a break and 
come back to it and you realize it was not necessary and you get rid of it. This is all 
part of the creative process and of the learning process when you organize your 
information.  

Once you’ve got your information organized and you are ready to present it you 
want to use analogies. Analogies are basically a way of you getting your point across 
by using a completely different situation. The reason why you want to do that is 
simple. Not everyone perceives information the same way. Not everyone sees the 
same thing. We go back to the glass half full and the glass half empty; the optimist 
and the pessimist. 

You show the optimist a glass of water that is half way filled up and they’re going to 
think of it as half full. Show it to a pessimist and they’re going to see it as half 
empty. People interpret information in different ways. If you can use an analogy you 
open up their mind to seeing a different point of view.  

The end result is that they understand your point without necessarily focusing so 
much on the example that you are giving them. By giving them a different example 
perhaps something that is more relatable to them you make them understand what 
you are saying more. Analogies are very important. 



You also want to use case studies. Case studies are very important because what we 
believe, we believe because it has been proven to us. People take proof very 
seriously. 

 If you can show a group of people a documented study of how what you are talking 
about or the point you are intending on getting across how that was proven through 
a certain test, or research study, or number of events, they will take what you have 
to say more seriously and will believe you. 

Remember one of the biggest and most important parts of you helping other people 
through the power of information is them trusting that your information is correct. 
Until you solidify your role as the expert you’re going to have to prove it to people. 
They’re probably not going to take it at face value. You have to prove it to them. 
Case studies are one of the most effective ways to do that. 

Another effective way is through social proof. It’s showing people how other people 
have benefitted from that information. You know, it’s a well-known fact that when 
people don’t know what to do in a certain situation or they are unsure of what to do 
they will often look to see what other people in similar situations have done.  

That’s how the power of social proof works. The mind will basically look around and 
try to pinpoint another group of people who have done something to determine if 
whether or not what they’re doing is right. Marketers and advertising companies 
have mastered this.  

If you have ever looked at the cover of a book that says over a million copies sold; 
what that is a subliminal social proof message intended to make the person looking 
at it say “Wow, if a million people bought this book it must be good. If it is good 
then I should buy it.” The link there is if a million people bought this book, I should 
buy this book. That’s how social proof works.  

The mind is organically wired in such a way that we often look to see what other 
people have done in similar situations in order to make a decision on what we 
should do in a certain situation. It works, it’s effective, and it’s definitely something 
that should be layered into your organization of your information. 

Moving on to step 6 you now have to identify you audience. You’ve realized the 
power of information. You have organized your information. You now have this 
abundance of life changing, positive, powerful information. Now you just have to 
find people that actually want it.  



This is a very, very important part of the process because as valuable as information 
is, it’s even more valuable when you are giving it to people who actually want it. In 
fact that’s how we define value. We define value in something based upon the 
number of people who want it. If you’re giving your information to people that 
aren’t interested they’re not going to find much value in it. How do you do that? 

You have to again look at your resources. One of the best resources that you can use 
is partners. This is exactly how I did it. I started out; I went from holding various 
sales positions with different companies to online copywriting. For those of you who 
don’t know what that is, it’s very simple.  

If you have ever been to a website that is selling a digital product like an e-book, or 
digital recording, something like that you often come face to face with something 
called a sales letter. It’s a letter that is designed for the potential buyer to connect 
with the product and ultimately make a decision to buy.  

For years I did that. I was known as the million dollar copywriter because some of 
the copy that I wrote brought in millions of dollars for the people that I wrote it for. 
My job was to create a letter that a prospect or potential customer would look at 
and that letter would be so moving and so impactful that it would cause that person 
to take out their credit card and make a purchase.  

Through the years, I decided to leverage all of my relationships. The one thing that I 
had when I decided to go out on my own and start my own business was I had all 
these connections with different people that were already selling information on 
the internet. I thought to myself “Why not leverage those relationships”?  

What I did was I began to organize my own information. I began to design pieces of 
information that would help other people influence others. I went to these partners 
and I said “Let me work something out with you.  

I will give you a sales copy that I would normally charge anywhere from $5,000-
$10,000 for. I will give it to you absolutely free if you will simply send some of your 
audience members my way to see if they are interested in my product”.  

I might have a partner that has 100,000 people. Not every one of those people is 
going to be interested in influence but a small percentage of them would be. All my 
partner simply had to do was offer my free product or resource, whatever I created 
to their audience and those that were interested would take it and those that were 
not interested would not take it. 



Guess what? When the ones that decided to take it, did take it they now become my 
potential audience member. They have now moved from their bucket into my 
bucket and I have an opportunity to do all of the things that I talked about before. I 
have an opportunity to teach them, to help them, to increase my confidence and 
solidify my role as an expert and build a relationship with them. 

This is just one example. This is how I did it. What you need to think about is who 
could be potential partners that could help you. Where are the potential partners 
that already have a piece or a fraction of the audience that you are looking for? How 
could you give them something valuable that would cause them to want to give you 
some of their audience members? How could you do that? 

The next thing that ties in exactly with what we are talking about here is other 
experts. Maybe you are in a situation where you haven’t necessarily formulated that 
relationship yet like I did. I was fortunate enough to have these relationships 
solidified when I decided to go into business for myself and I called upon these 
people for help. Let’s just say that you don’t have those relationships, yet.  

What you can do is look for other “experts” in you niche, in your information field. 
Look for people that are selling or offering information similar to yours and ask 
them if they would be willing to either market your information to their audience 
absolutely free or if they’d be willing to sell it and you make no money from it. You 
give them 100% of the profits.  

Maybe you create something like a free report that shows people how to do x, y and 
z and you find an expert in that same niche and you give them your free report and 
ask if they would like to offer it as a free incentive to their audience members.  

It’s obviously a great tool for them because they are able to give their audience 
some great free content which induces the reciprocity factor, makes their audience 
trust them more. If they are a little greedy and want to make money from it let 
them sell it to their audience absolutely free of charge to you, you don’t make any 
money from it and let them keep 100% of the profit. This incentivizes them to want 
to offer your information to their audience. 

Even though you don’t make any money from that in the beginning is you gain an 
exposure and their audience members then begin to trust you. Once they begin to 
trust you and take you seriously they begin to seek you out. What you’ve done is 
reached into their bucket and you’ve began to take some of their audience 
members and make them your own.  



Obviously you need to advertise. In terms of any type of a business what we’re 
talking about here; when you’re offering information to people for a price or for an 
investment that is a business. When you’re in business your main goal is to make 
money. A business can’t survive unless it makes money. One of the biggest things 
and the most important things that you will have to learn to do in any business that 
you create is advertise. 

If you’re in real estate you need to get business cards, you need to go to meetings; 
you need to network with people. If you are on the internet you need to drive traffic 
to your website, you need to get you website out there. If you’re in the brick and 
mortar business you need to hire people to hand out fliers and establish a name for 
yourself in your neighborhood. 

 Often times this is going to come from one of two places. It’s going to come from 
your labor or from your money. Realize that it is something that you have to do. In 
the beginning, again, you can leverage partnerships; you can leverage the help of 
other experts and not necessarily have to lay out any money. You can do things 
through barter. Once you are making some money through your audience you need 
to spend it and invest it in advertising to grow and expand your brand and who you 
are. 

The next step you need to do is you need to leverage your strengths. You need to 
take a good look in the mirror. You need to figure out what you are good at and 
what you’re not so good at and act accordingly based on that information.  

All too many times, and I myself have fallen victim to this, people think that they are 
great at twenty different things and the reality is that they’re probably good at one 
or two things. The people that are really good at one or two things often should just 
stick to those one or two things, do them exceptionally well and find help to do the 
other things that they are not so good at. 

If we look at a baseball team we don’t sometimes see the first baseman being the 
pitcher. We don’t see the pitcher sometimes being the catcher or the outfielder at 
times playing the shortstop. Everyone knows their role, everyone has a specific 
position and everyone plays that position.  

When all of those positions synergistically combine you have a team, you have a 
function. You have a dynamic that is taking place because each person is staying in 
their lane and doing exactly what they are supposed to do. 



This is exactly what you need to do. Sometimes you need to split your brain up into 
different categories and figure out what exactly it is that you are good at and what 
are the things that are challenging to you. 

The easiest way to break this down is to figure out if you are left brained or right 
brained. For me that is the easiest way for me to determine what my strengths are 
and where my challenges are. I happen to be a very right brained person. I am very 
imaginative. I like to think I’m very creative. I’m very visual.  

Left brain people are more logical. They know how to make sense. They are better 
planners and they just have more common sense and they exercise a lot of logic, 
structure and planning in what they do. I can be that way, but my overall strength is 
in my creativity. That’s where my strength is. 

You need to figure that out for yourself. You need to figure out if you are the 
creative person. Are you the person that is going to create something out of 
nothing, you just sit down and things will come to you? Are you the type of person 
that needs help with that but once you have that stuff it’s easy for you to organize 
the information, plan everything out and figure out how you are going to deliver it.  

Again if you are a person that realizes you are right brain oriented then you want to 
focus on your creativity. Creativity is probably the greatest gift that anyone could 
have. The reason why is that creativity allows you to create tangible things out of 
things that don’t already exist. There’s nothing for me more exciting than taking a 
thought in my mind and actually making something tangible out of it that can help 
people. 

Creativity also enables you to have or find solutions to problems that you didn’t 
think existed already. As a child I grew up as an only child. I was a very imaginative 
kid. I could play in my room for hours by myself and just imagine the things that I 
was doing. My daughter is very much like that.  

My son is not like that at all. I see my daughter and how she can just sit for hours 
and imagine herself in this whole other world and I was very good at that as a child. 
How that helped me as an adult is when I got older and I began to find myself in 
sticky situations or faced with problems or challenges and I didn’t have a go-to 
solution for it, I began to imagine what the solution would look like if I had one.  

Slowly but surely, I would begin to tap into parts of my brain and figure out 
solutions that I didn’t think were possible. That’s where creativity really serves you. 
If you are not a creative person, if you do not have that bursting level of creativity 
within you, then you are a left brain person and that is fine too.  



You probably have the gift of paying close attention to detail. So just as I am this 
creative person that can come up with something out of thin air, I don’t often pay 
attention to certain types of details. In fact, I’ve written some world class sales 
letters for people and the spelling and the grammar on them was absolutely horrific. 
These are letters that I would charge upwards of $5,000-$10,000 for.  

At the beginning I would have some pretty angry customers saying “Paul you 
charged me $7,000 for this sales letter and the content of it is great but it’s very 
hard to read because there’s a lot of misspellings on it”. Eventually I had to hire a 
professional proofreader. I had to give it to them to let them proofread the entire 
sales copy before I would send it off to a customer.  

The end result in that was I had to put my ego aside and realize that I can create a 
great sales letter, I can create a great message and my message will cause the 
prospect to want to buy but I’m terrible at proofreading and paying attention to 
detailed things like spelling. I had to put my ego aside and I had to hire somebody 
else to do that better than I could. The end result was better, more effective sales 
letters and happier customers. 

If you don’t happen to be creative but you have that ability to pay attention to detail 
and really scrutinize things that is a wonderful trait to have as well. You just need to 
realize that in terms of the creative or the right brain part you need to go identify 
somebody that is going to be able to take care of that for you while you take care of 
what you are good at. 

Next is execution. Maybe you’re not good at attention to detail or creativity but you 
are good at getting things done. These are what I would consider the top three most 
important strengths that someone could have when they are actually putting 
something out there that is going to help other people.  

You need to have creativity because these thoughts and these ideas have to come 
from somewhere. There has to be attention to detail because the information has to 
be organized in a professional way that is easy for people to understand and easy 
for people to respect you an expert. There has to be execution.  

All of this stuff has to actually happen. Believe it or not execution is a huge problem 
for a lot of people. A lot of people get caught up in this cycle of dreaming about 
everything that they are going to do and they end up in the place of analysis 
paralysis as I like to call it where they are planning and thinking all the time of what 
they are going to do and they never actually do anything. Execution is a huge part of 
it. 



The people that don’t like to execute or take action, I have a nickname for them, 
and I call them bullet shiners. A bullet shiner is a person that shines their bullets. 
They take their bullets out, the clean them, they shine them, they put them back in 
the gun, they take them out again, and they line them all up on the table to make 
sure they all look great but they never fire the bullets.  

They never pull the trigger. On the opposite end you have a person who is trigger 
happy, someone that pulls the trigger on every potential opportunity that they see. 
They almost move too fast.  

There has to be a balance. You have to find yourself somewhere in the middle. Rest 
assured, execution is a huge part of actually putting information out there and 
getting things done. You have to get this stuff done. Somebody needs to do it. 

Take a good look at yourself and ask yourself; Am I the creative person? Am I the 
person who is good at paying attention to detail or am I the person that is good at 
pulling the trigger and taking action? Figure out where you strength lies and the 
leverage your weaknesses through other people. 

Step 8 is packaging your information. Now that you have gathered your information, 
now that you’ve organized it, now that you’ve figured out what your strengths and 
weaknesses are, now that you’ve identified your audience you have to package this 
information and offer it to people. How does that actually happen?  

In terms of information marketing, which I believe is the easiest and fastest and 
most profitable way to make money because there’s no overhead and information 
is endless. You can constantly find new information. You can constantly find a new 
group of people who are looking for it. 

For me, in my experience, information marketing via the internet is the highest level 
profitable way to make money. There are certain vehicles that you can use to get 
your information out there.  

The first is the e-book. This is the classic. This has been around for close to twenty 
years now, maybe more. Digital books, they are becoming even more popular today. 
They are more popular than they ever were especially with Nook and Kindle and all 
these different electronic devices that people are using to read books now.  

I know a lot of published authors. Some of my closest friends are published authors. 
What they have all told me from the very beginning is “Paul, you write an e-book if 
you want to make money and you publish a physical hardcover book if you want 
credibility”. 



The credibility part is great and I would definitely suggest that and recommend that 
to anyone who is trying to further their role as an expert, but in the beginning you 
need to focus on making money. The reason why the e-books allow you to make 
money so fast is because they’re very inexpensive to put together.  

You can move them extremely fast because they are digital products, so you don’t 
have to hold any type of inventory or anything like that and you can reach millions 
of people. You can reach people so much faster on the internet than you can in a 
brick and mortar physical store. 

Creating an e-book is not a hard thing to do. Again, figure out what your strengths 
and your weaknesses are. If you are a good writer, if you’re someone who can sit 
down and put your thoughts on paper then writing an e-book should be no problem 
for you. If you are a good speaker then what you can do is you can do exactly what I 
am doing right now.  

You can open up a computer program on your computer, a computer recording 
software and you can record your thoughts. Once you have all of your thoughts 
recorded you can send them to a transcriber and have the transcriber transcribe the 
whole thing and turn in a written transcript and now you have an e-book in front of 
you. 

If you are not good at any of those things what you can do is have a person 
interview you. You can do the same exact thing that I just mentioned where you are 
putting all of your ideas into and audio and have someone transcribing it. If you are 
not good at getting those ideas out of your head you can have someone interview 
you. You can write the questions out or you can hire someone to do it.  

Have them ask you what you think are the most important relevant questions to 
telling your story. Once you have that interview in your audio format you can have 
that transcribed and now you have a written interview which is just as valuable if 
not more valuable as an e-book on its own. 

The next thing that you can do is a video. Video is also bigger now than ever. What I 
found form information marketing is that the closer or the more you can connect 
with the person on the other side, the more effective your presentation becomes 
and the more people actually want to buy it.  

Years ago the sales letter even though it’s still very popular and it works very well, 
the reality is that a good sales letter converts at maybe 5-7%. That means that 5-7 
out of every 100 people that visit a website actually make a purchase when they are 
looking at a sales letter.  



The reason why is pretty simple. There is no interaction. There is no connection. It is 
basically the person getting on a page and reading some words. Those words have 
to be written in such a way that they appeal to as many people as possible.  

Video is so personal. It allows you to connect. It enables people to see who you are 
and how you talk, to experience the emotion that comes out of you. If you can put 
together a video training of what you have to offer that is even more powerful. That 
resonates so much more with people.  

I realize that video is not for everyone. Not everyone can get in front of a camera 
and deliver their—you might have world class information but you just might be 
terrible delivering it through video. If you can deliver it through video you can go out 
and buy a Canon camcorder.  

For about 350 bucks you can get yourself a nice tripod or even nowadays if you buy 
a brand new laptop or Mac desktop they come with some really amazing cameras 
built right inside them. I use them for everything that I do. You can create stunning 
world-class picture perfect videos for people to do your trainings.  

The next thing you can do is audio. I love to do audio. I like video as well but I enjoy 
audio because I enjoy talking and it’s very easy for me. Audio is extremely, 
extremely powerful because the perceived value of audio over e-book is so much 
greater.  

You could be selling the same exact information in an e-book that you are selling in 
an audio and you can get 30-40% more money on the audio simply because of the 
perceived value.  

People like audio. People like to not have to read, not have to strain their eyes; they 
enjoy the idea of putting something in their iPod or MP3 player and listening to it on 
the bus on their way to work or the gym or wherever they want. Audio is just an 
easier way for people to absorb information and because of that there is a higher 
perceived value to it. 

Again if you are good at just taking your outline and taking your organization of 
information and just reading out loud into an audio recorder you can create a world-
class product. Remember, what makes a product world-class is the content and the 
delivery of the information. 

 If it’s good content that could help people and delivered in a way that inspires 
people to move then it is an effective product. It is a world-class product. You can 
do that very easily using audio. 



You could also do it through webinars. Webinars are becoming more and more 
popular today. I personally enjoy them as well. The reason I like webinars so much is 
because when you do a webinar training you are increasing the amount of flexibility 
that is involved for the customer.  

You’re giving them options. You’re letting them choose what day and time they 
want to get on the webinar. You can combine video and audio where you are doing 
screen cast presentations, very similar to what is included in this product.  

You can create these on your Mac. You can create these on your PC. They are very 
easy to do. People enjoy them. People enjoy interactive teaching settings which is 
exactly what a webinar is. 

The most basic and probably the staple that you need in all of this is a website. You 
have to have a website. You have to have a portal, a place where people go to find 
your information. 

 Getting a website created is a lot easier than you may think and it’s a lot cheaper 
than you might think. You can reach millions upon millions of people with a website. 
People will love it and they will constantly go to it and it again solidifies you as the 
expert in what you do.  

The key with a website is to try to offer as much complimentary information on your 
website as possible. If you give people a ton of free information to access on your 
website what will happen when the time comes when you are asking them to make 
a purchase on something it’s a great way to build reciprocity.  

One of my sites, influencemaster.com I don’t sell anything on that site. There are 
tons of articles, tons of blogs, tons of video trainings that I give people. It’s a free 
resource. At the same time it solidifies my role as the expert in influence and it 
enables people to respect me. It helps me build huge credibility. 

You need to get a website up. You can go to any kind of; my recommendation is 
godaddy.com and for less than twenty dollars they will walk you through the entire 
process. For less than twenty dollars you can get your website set up for a year, very 
simple to do. 

Whenever you put all of these things together, whether you put a webinar or an 
audio, video or e-book together where you are selling something there are certain 
tactics that you have to implement to increase the likelihood of people buying. 



The first one is scarcity. I know a lot of people aren’t a fan of scarcity. They don’t like 
people telling them that things are going to be taken away from them. The reality is 
that we respond more to things and we find things more appealing when they 
become less available.  

Whenever you decide to market your information or sell you information there has 
to be some sort of a reason for you to create urgency. There has to be some sort of 
a reason why that person will purchase it that day. It could be that the price is going 
up. It could be that there are limited quantities of it. It could be that the site isn’t 
going to be online much longer.  

Whatever your reasons are for using scarcity, stick to them. Don’t lie to your 
customers. Don’t induce scarcity by telling them something is going to happen when 
it is not going to happen. Follow through on what you say you’re going to do.  

One of the most effective ways my partners and I market stuff on the internet is by 
running crazy sales. We might market a program that costs $147.00; we might do a 
weekend Memorial Day sale, or Fourth of July sale and sell it for $7.00.  

For those seventy-two hours it is on sale for $7.00 and we will bring in thousands 
upon thousands of dollars marking something down to $7.00. Rest assured though 
that on Sunday at midnight it’s going back up to the regular price. We are not going 
to carry the sale over. We are going to stop when we say that we are going to stop. 
That is a very important part of inducing scarcity. 

You want to use a lot of social proof. One of the most effective ways to sell your 
information or make people want to invest in it is to see what that information has 
done to other people, how it has positively impacted other people. Ask your 
customers for testimonials.  

When people write in telling you how effective, or how great your information was 
or how it changed their lives. Ask them if it would be okay for you to put that on 
your website and show other people. Show them how it’s helped other people. That 
is the power of social proof. 

Step 9, and this is a really big one. You need to provide outstanding value for what 
you are offering, especially in the beginning. I’m a believer in providing outstanding 
value all of the time no matter how well-known I get, no matter how many products 
I put out there, no matter how much money I make I was to provide outstanding 
value to people. It’s especially important in the beginning. 



There are two ways that you can do this. Before I get to them you have to deliver on 
your promise. What that means is do what you say you are going to do. If your 
product is the most comprehensive influence program on the market or it is 
different than anything else out there make sure that it is.  

When I said that my product ‘The Code of Influence’ was unlike anything else out 
there, I followed through on that promise. While there are parts of that product that 
you can find in other areas, there are other parts that you simply cannot.  

No one else in the world has ever touched on short term influence like framing and 
all those different mind tactics that you can use and long term influence by focusing 
on someone’s personality type, their basic human need and their decision making 
process.  

That was what made my product different than everything else out there. I made 
sure that if that’s what I was going to promise people that is what I had to deliver to 
them.Be who you say you are. People will respect you more if you are honest with 
them and tell them what you are good at and what you’re not good at it.  

Don’t try to be a master of everything or say that you’re something that you’re not. I 
tell people right from the beginning that I’m not a college graduate, I’m terrible at 
math, I’m terrible at sports, but this is the one thing that I am good at. I’m good at 
influence, I’m good at persuasion, I’m good at selling, and I’m good at speaking.  

Therefore, I am good at helping other people become more influential. I never say 
that I am someone that I am not. Be who you say you are. People will respect you 
for it and it will increase your credibility. 

Moving into how you actually provide outstanding value. There are two ways that 
you can do it. The first is giving more than you would charge. When I assembled my 
program, I looked around me and I compared it to similar programs with similar 
content and the same amount of content. 

 I realized that if I wanted to I could charge over $100.00 for my program. When I 
first put it on the market I put it on the market for $37.00 and I included tons of 
bonuses. I looked at the market around me.  

I saw was everyone else was charging and I decided to charge 30-40% less than that 
and figure out how to give 30-40% more stuff, whether it be through free webinars, 
free trainings, or bonuses. Give more than you would charge for that information. 
That is how you provide outstanding value the first way.  



The second way which I’m a big fan of, is you give now and you ask later. Create that 
information, organize that information, and package that information. In the 
beginning give it away for free. That’s what I did. I created a fifty page report called 
‘Triggers of Mind Control’ which consists of ten mental triggers that anyone can use 
to begin influencing other people.  

It was a book that I easily could have sold for $37.00 on the internet. I gave it away 
absolutely free to acquire and audience. Once the audience saw that I knew what I 
was talking about and they respected my information it was only until I did that that 
I would ask them for a sale.  

I would ask them to make a purchase or an investment. This is very, very, very 
important key part. Give now, ask later. When you do give and you do ask give more 
than you would normally charge.  

Offer support. It’s easy to just put a product out there or assemble some 
information and put it out there for people to buy it. Offer support. Offer ways to 
help people. Put an email address, a phone number, or provide continuous training 
through webinars or online seminars or any other kind of training that you can think 
of that will help people actually benefit from what you are offering to them.  

Offer them long term support. People will often times have questions about 
support, about your product, questions about your information. Be there for them. 
Be a support system for them. That is how you provide outstanding value. 

Step 10, this is the last step in the process, is to expand. Once you’ve done 
everything that I’ve told you and explained to you and you’ve built this baseline, this 
foundation to begin achieving financial freedom; if you do all of the things that I told 
you to do in the past hour or so of this presentation, if you do all of those things you 
will begin to position yourself to achieve financial freedom.  

As I said in the beginning, what financial freedom means is you’re earning enough 
money to cover your expenses without having to work for someone else and not be 
controlled by someone else. That is financial freedom. Once you have gotten to that 
point it’s time to rinse and repeat. It’s time to expand. It’s time to take what you 
know now and take it to the next level. 

There are a number of different ways that you can do this. You can increase your 
content. What that means is you can create more books, more programs, more 
audios, different forms of information. One of the greatest ways to do this is to look 
for sub-niches. Maybe you’re focused on one type of niche type of information. 



Figure out if there’s any type of sub-niches within that that you could help people 
with. 

For example, I teach people about influence and persuasion. The truth is that people 
use influence and persuasion for so many different things. People use it for career. 
People use it for financial independence. People use it to sell. People use it for 
personal relationships.  

What I began to do was find sub-niches that I could market or provide information 
on that had to do with influence but not in the general aspect of it. I focus on 
different types of content now, just like I am doing here. This content that you are 
getting right now is specifically designed for people to use influence to improve 
their financial situation.  

The second thing that you can do is you can increase your customer base. The first 
thing that you can do is increase the amount of content that you’re putting out 
there. The second thing you can do is keep the content the same but you can 
increase the amount of customers that you’re actually offering your content to. 

You can do that simply by either, as I mentioned in one of the earlier slides, through 
advertising where you are spending money to acquire more customers or you can 
reach out to more partners and more experts and have them send you more 
audience members in return for whatever it is that you are offering them. 

The third thing that you can do is increase the frequency by which you market to 
your current customer base. Maybe you market to them once or twice a week. You 
can now begin to think about marketing to them four or five times a week.  

Remember if you are going to do that you should probably be paying attention to 
the first thing and then secondary to the second thing that I just mentioned. When 
you increase the content and increase the amount of people then it’s easier to 
increase the frequency. 

If you just increase the frequency by what you’re marketing in information to your 
audience you will likely burn them out at some point and you will begin to lose 
them. Focus on the first two things and then synergistically bring them together 
with the third thing. 

You can also create different avenues for you to reach your current customers. 
Maybe you have a certain amount of e-books, a certain amount of audios. Let’s just 
say that you have one product that is out there and you have a customer base of 
1,000 people.  



You reach out to those 1,000 people twice a week. It’s too early to increase the 
amount of content. Let’s say you’re not ready to do that. You don’t have the 
resources at the time to get new customers and if you increase your frequency 
you’re going to burn out your customers.  

What you can do is created different avenues to market your content. Instead of 
just doing e-books, you can do audio. If you are doing just audio now you can move 
to videos. If you are marketing your stuff strictly to a sales letter maybe now you 
can move onto a webinar. Look for different avenues to present the same 
information to your audience.  

Those are basically the top four ways that you can increase and expand your 
business once you have done everything that I have showed you before. 

I just want to leave you with a final thought. A lot of times my final thoughts seem 
cliché. The reason that they seem cliché is because a lot of people mention some of 
the same things. The reason why we mention these things is because they are 
truthful, they are effective and they work.  

The first thing that you have to remember is that you are capable. You are capable 
of doing anything. The human being has the highest level of intelligence of all the 
species in the universe. We were not created to just be drones and robots and have 
orders barked at us or to do things like robots or animals do.  

We have the capability, the genius, the creativity and the know-how to change the 
world and do whatever we want. You are one of those people. You are capable of 
changing your financial situation and having financial freedom without being under 
the control of someone else. 

You also have to realize that you are worthy. You are capable and you are worthy. 
As crazy as it may sound you need to look in the mirror and start telling yourself that 
you are worthy and that you deserve this. Remember what I said earlier about the 
difference between the luck mindset and the expectancy mindset. You have to 
expect, anticipate and feel that you are entitled to achieving financial freedom.  

You also have to realize that you are valuable. You are capable which means you are 
able to do it. You are worthy which means you deserve it. You are valuable which 
means what you have to offer somebody else out there will find value in. never take 
that for granted. 

This is extremely, extremely important. You have to realize that you are valuable. 
It’s a matter of assembling you information and finding people that find value in it. 



Once you do you will realize that you can go through life giving people what you 
naturally have in exchange for money and therefore increasing your financial 
freedom and your financial status.  

You must take action. This is the last thing that I want to leave you with which goes 
back to what I was telling you about earlier when it comes to execution. Everything 
that I have shown you; everything that I have told you will remain on this computer, 
or on this slide, on this audio and do nothing except collect dust unless you take it 
and you put it into action. 

You have to take action. You have to put this together and make this work for you. If 
you don’t you will forever remain in the dark. You will forever remain a spectator on 
the sidelines watching the movie called ‘Your Life’ pass you by.  

I know it sounds dramatic, but it is the only way that I can describe it. You have to 
take action. You have to actually do what you say you are going to do. If you do all 
of these things, you realize that you are capable, you realize that you are worthy, 
and you realize that you’re valuable and you take action I promise you that good 
things will happen to you.  

Once again this is Paul Mascetta with www.influencemaster.com ; 
www.thecodeofinfluence.com; and our new site that is just about to be launched 
www.univeralinfluence.com. Feel free to use any of those sites as a resource to gain 
further information about what we have to offer. I look forward to creating a new 
relationship with you and helping you. Have a great day! 

http://www.influencemaster.com/
http://www.thecodeofinfluence.com/
http://www.univeralinfluence.com/

