
 

 

Chapter 4: Finding and 
Evaluating Your Ideas for Your 
New Business 

“The way to get good ideas is to get lots of ideas 
and throw the bad ones away.”  

Linus Pauling  

Since one of your goals is to live life on YOUR own terms, this chapter 

on seems inevitable! Plus the data shows that the majority of millionaires 

created their wealth with their own business.  

Now the question is, “Have you ever thought of owning your own 

business?” 

I went into the corporate world because I thought that was how it was 

supposed to be done. I didn’t know there was another option. I didn’t even 

realize that I was capable of so much more! It seemed so foreign to me. But 

now I wouldn’t have it any other way.  

When you own your own business you control your own destiny, you 

control the work/life balance, and you take the risk but also reap the rewards! 

One of the best parts of owning my own business, is the people. Now I can 

only do business with people I consider friends. My work and my personal life 

has merged in the best way possible.  

Many people that have come to me from corporate jobs though have the 

itch. They know there is something more out there, and they have this itch that 

they don’t know how to scratch. They might have business ideas already, but 

they don’t know what will actually work since they have never done it before! 

You might be thinking the same thing. I’ve never done this, it seems so 

foreign! How do I know what is right?  

But you already read the chapter on fear and you know you can get past 

the feelings of fear. Now you just need to know the “how” part. Keep reading. I 

want to show you how millionaires found their business ideas, and how they 

started. 

Go through step by step and by the end of this chapter you should have 

the idea you can start moving forward on! 



 

 

How Millionaires Found Their Ideas 

The stories I have heard during my interviews has been incredible! The 

start of each business is always a bit different. However there are three themes 

that I want to share. 

After going through the data, surprisingly, you’ll find that most 

millionaires did not start their business by looking at their passions and 

creating a business out of it. That doesn’t mean that they don’t love or enjoy 

what they do, however. My research indicates that there are three ways they 

found their business ideas: 

1) They already had a skill, were working for another company, but 

decided to venture out on their own.   

Vonda White: Collegiate Risk Management  

Vonda was one of the top sales professionals at her job, but they 

seemed to only care about the revenue she produced and not 

about her fulfillment as a person or a mom who needed some 

time with her kids. She quit and started her own business. It 

became a big success, and she has even won the Wachovia 

Woman Business Owner award. 

Jerry Mills: B2B CFO  

Jerry was a CFO at a company. He saw a lot of professionals 

getting laid off of their jobs after the age of fifty, and he didn't 

want that to happen to him. He wanted to take control of his 

future before that. He started his business when he was thirty-

seven, but he wasn’t any good at sales because he had never 

learned it. But he took a path of learning, and figured out a 

method to sell. Now ten years later, his company has 210 

professionals in forty different states. They have grown 

substantially to have revenues around $25 million. 

Scott Skinger: TrainSignal 

Scott trained people to help them pass computer certification 

exams. He knew he was pretty good at what he did, but he knew 

he couldn’t leverage the time and effort he was putting in. So he 

started his own online training company that gave him the reward 

for his effort and skill.  

Marissa Levin: Information Experts 

Marissa worked for a company that does information design for 

the government. She was getting an MBA and knew she was 

becoming worth more to the company. So she asked for a raise. 

Her boss told her that she would never get paid more than -?  A 

year. She already had the skills. She decided to start her own 



 

 

company. Within -? Years, her company was doing 17 million a 

year.  

2) Millionaires saw a need in their own lives. 

Amos Winbush: CyberSynchs 

Amos had an iPhone that crashed on him. Out of sheer 

frustration, he thought of CyberSynchs, a company that would 

back up cell phones. He had been a singer/songwriter but decided 

to start his own tech company, even though he wasn't that 

technical. 

Sue Ismiel (Nadine):  Nad’s 

Sue was a medical records keeper in Australia. She had three 

daughters and all were blessed with her thick, long hair. The 

problem was they also had thick, long hair on their arms. In order 

to help her daughters, she created a product that removed 

unwanted hair without harsh chemicals and smells. The result 

was Nad’s, an international sensation with infomercials all over 

the world. 

Adam Mesh (Average Joe): Investing Information 

Adam Mesh has done very well as a day trader, but when he went 

on the reality show Average Joe, he was inundated with requests 

from people to teach him his strategies. He now has a very 

successful business teaching others how to day trade. 

3) They asked people what they needed! 

Dustin Wells: HeadSpring 

Dustin had an award-winning business plan that failed miserably. 

He even pivoted and tried a new approach, but that also failed. 

Eventually he asked businesses what they needed and from the 

feedback he created his company HeadSpring, which creates 

software for companies. 

Dane Maxwell: Paperless Pipeline 

Dane first created an intranet for real-estate brokers, since he 

thought that’s what they wanted. It turns out, they didn't really 

need that. Instead of just moving forward, Dane started asking 

them what they did need. They said they needed a better product 

than what was in the current market for going paperless. Dane 

just created what they needed. 

 
 
 

How to Generate Business Ideas 
“All achievements, all earned riches, have their beginning in an 

idea.”  



 

 

Napoleon Hill  

It’s time to get excited! Now you get to start with your ideas. Everyone 

has ideas, now is the time to let them lose! As soon as you start to have one or 

two, once you learn how to look and go with the flow, soon enough you will 

have dozens. Dozens of opportunities to evaluate. 

What I want for you in this is to have fun with it! This process should be 

fun. Don’t put pressure on yourself to find the perfect idea, or the RIGHT 

thing. Being open, looking around to see what problems you can help people 

with is the best way. 

That’s all that a good business is. A good business is something that 

solves a problem for someone that needs it solved. The value to the end 

customer is enough that they want to pay for it. You are helping people solve 

problems! It’s the best job in the world.  

You probably already have a few ideas percolating in your brain. I’ll go 

over a structure that will help you generate many more, and then refine them to 

find out which might be best for YOU.  

The “Find Your Passion Myth” 

Before we jump into evaluating your business ideas. I want to dispel the 

“Find Your Passion” myth.  

The best ideas come from a NEED not from your passion. 

The best attempt is to match your SKILLS (not passion) with a NEED in 

the market. In business we are told - follow your passion! There is a market for 

everything! But there isn’t. And when I researched all of the interviewees - 

RARELY did they start with what they were passionate about and move 

forward to create an amazing business. 

It is a lot of pressure to think that you have to find your sole purpose in 

life, pursue it and be successful. To look for that one thing, to find the magic 

key to success is incredibly crippling. 

I know I felt that way!  I was trying to answer the question of what is 

my life’s purpose with this one idea. 

But there isn’t just one door. There are MANY doors that will lead to an 

amazing life.  

So please please please put your mind at ease.  

Anything you choose will have pluses or minuses. There will be pieces 

of your business that you adore. There will be pieces that are not fun. This is 

especially true when you are first starting and are trying to do too much 

yourself. Your journey will have many twists and turns. As you step through 



 

 

that one door, many other possibilities will open up that couldn’t be seen 

beforehand.  

Cal Newport author of So Good They Can't Ignore You: Why Skills 

Trump Passion in the Quest for Work You Love and researcher at Georgetown, 

talks about careers in this instance, but the research works for business too. 

He says: 

 People who end up loving their work rarely have definite pre-

existing passions 

 Don't seek the perfect job, seek to get more positive traits in the job 

you already have 

 Don't set out to discover passion, set out to develop it 

“I've watched too many of my peers fall into anxiety and 

chronic job-hopping due to this flawed advice. The issue is 

expectations. If you believe that we all have a pre-existing 

passion, and that matching this to a job will lead to instant 

workplace bliss, then reality will always pale in comparison. 

Work is hard. Not every day is fun. Building the skills that 

ultimately lead to a compelling career can take years of effort. 

If you're seeking a dream job, you'll end up disappointed, again 

and again.”  

- Cal Newport 

I see a lot of this type of thinking when people are starting a business. 

This is the mentality: 

“I’m going to try this thing... Dabble a bit and see if it “TAKES OFF” 

See if I like it. See if it’s the right fit. 

Time passes… 

Well that really isn’t what I want. Let’s try this idea. This one is 

GREAT!” 

I know this happens, because this is exactly what I did. I had many 

misconceptions of business. Here are a few of the things I tried within 3 

months: 

 Created a product idea and prototype and submitted a provisional 

patent 

 Created an iPhone app 

 Started a blog to see what blogging was all about 

(EventualMillionaire.com) 

 Created more business ideas than I knew what to do with! 

None of them “took off”. After weeks of working hard, I was 

discouraged. I didn’t see any progress with any of them. No revenue at all. I 

http://eventualmillionaire.com/


 

 

kept jumping to a new idea at every road block. I thought it was me. Maybe I 

wasn’t good at this. 

As I learned more about business, and how to tell what was a viable 

idea, I realized that one key piece that I was missing over and over again was 

my commitment.  

I wasn’t willing to climb over the roadblocks. I was under the 

assumption that a business that worked well should be easier.  (For those that 

knew better.. Insert your laughing here!!) 

Well business isn’t always EASY and you won’t like all parts of it. I can 

guarantee that!! 

BUT the goal behind business is to do what you have to do at first, and 

then get to a point where you only do the things you enjoy.  

One way to commit more is to line up who you are with what you are 

doing. Your core values need to line up. Otherwise you are just in it for the 

money. (Which is not what this book is about!) That doesn’t mean you have to 

find your single life’s purpose. That does mean that you need to figure out what 

you care about, as a person. And it’s a lot more broad than you think! 

Adii Pienaar, an interviewee that built WooThemes.com from zero to 

150,000 paying subscribers in five years said this: 

“You basically need to know what your personal values and 

characteristics are, and mostly what you’re passionate about.  I 

think it’s so easy for us, especially these days where anybody 

can pretty much launch almost any business within industry.   

Entrepreneurs would spot opportunities where they believe that 

this is a big opportunity, and I can make loads of money for 

example, or I can build a fascinating business around it, but 

they’re not necessarily passionate about it.  I think that’s kind 

of the surest way that you can just fail.  Right there and then 

because it’s not sustainable.  

I think you can probably put up a billion dollar business with a 

photo sharing app, but if you’re not passionate about it, that’s 

going to be it, you know.  Money is going to be your end game.  

For some people that’s fine.  If you want to build a lasting 

sustainable profitable brand, you need to kind of make sure 

from the very first day those things that you put into your brand 

actually aligns with who you are as a person.  “  

 

I think passion is a loaded word. We all interpret it a bit differently. 

“Finding your passion” is something that is thrown around a lot. It sounds like 

that if I like karate, I should be a karate instructor. Or if I am passionate about a 

specific hobby I should be doing that. I think we all have many passions. And 

sometimes hobbies should stay as hobbies! Because as soon as you transfer it 

into something you HAVE to do, things change. But that doesn’t mean you 

http://woothemes.com/


 

 

can’t line up your core values and things that you love with your business 

ventures.  

For example, many people I interview are extremely passionate about 

giving back. You could start a business that you aren’t necessarily hugely 

passionate on, but make it so that every widget you sell, you give a portion to 

your favorite charity. That small thing can spark a passion to grow and help 

more and more.  

PLEASE understand that all of this is a process. You aren’t going to 

know exact what works and doesn’t work right now. But we are lucky. In the 

world we live in right now, we have the capacity to learn and grow for many, 

many years.  

It’s a journey and a test. 

So before we DIG into all of this, and start figuring out ideas and so on, 

I have to tell you an amazing piece of advice from Derek Sivers creator of 

CDBaby, that I refer to often. 

Don’t be A Donkey 

 

We have focus on one business at a time. But what happens if you can’t 

because you are unwilling to pick your focus? We want to do it all, even if the 

evidence clearly shows the contrary. Have you ever felt this way?  

Every time I hear someone talk about this being an issue I bring up this 

fable that Derek Sivers, who founded a couple of successful businesses, 

brought to my attention.  

 

 

Derek Sivers:  “There’s a parable of the donkey that is exactly 

equidistant between two buckets of water, one is 30 feet to the left, 

one is 30 feet to the right. He keeps looking left, looking right, keeps 

looking at both buckets, can’t decide because they both look equaling 

appealing and eventually he falls over and dies of thirst. 

So the reason the donkey was in that situation or the reason the 

donkey died of thirst is that donkeys can only see the present 

moment.  They can’t future think and say, “Oh well, you know what, 

I can walk over to that one first and then walk over to the other one 

next.”  Like donkeys can’t think that far ahead.  So whenever people 

are feeling in that situation, it’s because they’re not thinking far 

enough ahead.  They’re living too much in the present moment only 

and not looking at the long term. 

Because if you look at the long term, if you think of yourself as 



 

 

90 years old looking back at your life, and you think of like right 

now say you’re 25 and you have 10 different things you want to be 

doing and you think I can’t get anything done, well, you can actually 

do them all it’s just that you have to be patient and do them 

sequentially like the donkey with the buckets of water.  So you have 

10 different ideas.  Well throw yourself into one for two years. 

Actually it’s spelled out, just make like a rough draft of a life plan 

saying for the next four years I will do this business and then for the 

next four years I will throw myself into that and for the next five 

years then I will go be a mountain climber and then for the next four 

years then I will start a music school. 

 All those different aspirations you have in life, don’t be a donkey.  

Look long term and realize you can do them sequentially if you’re 

patient and then you can do one at a time and throw yourself into it 

totally.  So we’ve all experienced this on a micro level.  Say, for 

example, that feeling you have where it’s crunch time.  Something is 

due tomorrow and you absolutely have to do it tonight because it’s 

due in the morning and so you’re throwing yourself into it completely 

focused on it and sure you may have like, the thought may enter your 

head for a second, like you get tired, you rub your eyes and you think 

I would like to be snorkeling right now or whatever it may be.   

But you don’t go snorkeling now because you know that you 

need to focus on the task at hand in order to get it done at all.  But if 

you were to stop and go snorkeling right now, nothing would ever 

get done.  So I think it can be the same thing, with zoom out and 

make that instead of down to the minute, make that like months or 

years of your life that you have to realize that you won’t get anything 

done at all if you don’t focus on one thing.  So those other things you 

want to do like going snorkeling, yes, you will do them, just be 

patient.  You’ll do them whether it’s in a few months or a few years, 

you’ll do them but you got to focus on this one thing right now.” 

 

We are so lucky that we can do this! Not too long ago it was 

commonplace to get a job and work at it for 40 years. Now you can really do 

what you want, just not at the exact same time. 

What do you pick to start with? The best answer to that question is with 

another question. “Which one of these things would be better if I do it now, 

while I’m younger or while the opportunity is fresh?” 

This can bring clarity because some of the items on your list do have a 

time frame! If there is a specific business you want to build and it’s a hot trend 

right now, maybe in 10 years it won’t be.  

And don’t worry if you aren’t 25! I thought that too when he said it. The 

fact is, we are living longer and longer, whether you are 25 or 55, you have 

time.  



 

 

Action Item: 

Create your life plan: 

1.  Grab a piece of paper. 

2.   Draw a line in the middle. 

3.   Write your age at the far left. 

4.   Write 5 year increments. 

5.  Place one idea in each section.  

 

Look long term and realize you have time to be patient! 

The Time Factor 

We are all living longer. Keep your health and baring any freak 

accidents, you will be able to accomplish so much in your lifetime. Yet we start 

a business and this has to be the ONE thing we do forever. 

We spend 4 years in college to prep, and we start a business and think 

everything will go great from the get go! 

What if you decided to spend four years failing over and over again at 

business, you would get a BETTER education and it would probably be 

cheaper than $35k a year for college! 

ALL OF THIS STARTS WITH AN IDEA 

 

Millionaires don’t think ideas are worth much. You’ve heard that ideas 

are a dime a dozen. And it’s true! Successful people have WAY more ideas 

then they could EVER implement. BUT that doesn’t mean you don’t need to 

start with a good idea. 

It still is part of the equation. 

If you have a crappy idea and you are an amazing marketer you can 

make money at it. FOR A SHORT TIME. 

The world we live in, with social media and sharing OPINIONS 

constantly. If the idea/level of the product isn’t good, everyone will know. 

But even if you have an amazing idea, it doesn’t matter. You need to 

build your skill level so it can REALLY make the idea what it’s capable of. 

You need to know how to sell it.  

Your first job is to gain the skills. Jumping into business is the best way 

to actual learn the skills you need to build a successful business. You won’t 



 

 

learn it by reading about how others do it. (Not that you shouldn’t do that too! 

But implementing and learning from others are two very different things!) 

Imagine a serial entrepreneur, someone who has been successful in the 

past and take a really great idea. They will be able to create it better and faster 

than you ever could.   

So the learning curve for you- is to learn the business. Use the idea as a 

tool to LEARN business so your skill 

Great, so how do I find the idea? 

It all starts with brainstorming. I want you to commit to coming up with 

a ton of ideas. Many of them will suck. You might have only a few good ideas 

in the mix, but that’s ok! Don’t judge any of the ideas. You don’t know where 

your bad ideas will lead you. The bad ideas might lead you to your best one 

yet! So make sure to keep it in the mix. 

For now, let’s take a week or so of just looking around. Problems are 

EVERYWHERE. Commit to writing down problems and ideas as they come 

up. 

 

Action     Item 

Get Your Right Idea 

1. List 10 Things You Already Know Very Well: (Current job skills, Hobbies, 
etc.). 

2. List 10 Ideas  Where You Saw a Need 
4. List 10 Industries You Might Want to Work In (Passionate about, want 
to learn, etc). 
5. Take these list and ideas, and grab a journal. Start to think these 
industries and areas and see if there are any opportunities to solve a 
problem. Start to talk to others in the industry and see if you can come up 
with your business idea. Write down a list of at least 10 problems that you 
can solve. 
This step may take some time.  That's  OK,  but  give  yourself  a deadline  
on  when  you  will  need  it complete by! Try about a week. Otherwise you will 
never actually pick an idea! 
 

Finding problems to solve become easier as you tune into it more. Ideas 
can come out of the blue! So make sure you have that journal with you 
everywhere. (Or use your smartphone to keep track of the ideas) I find the 
best ideas often come at night, just as I’m trying to go to sleep, or in the 
morning when I wake up. I also love thinking over ideas in the shower, or 
when I’m running. I’ve found the best places are when your body is busy but 
your mind can be quiet.  

This is a process of course, and if you don’t feel like you like any of the 
ideas you have come up with, start asking other people where they see a 
problem to be solved. I’m sure that will start to spark many ideas! 



 

 

 

 

An Example on Finding an Idea 

Start with an Industry or Target Market. 

 

Millionaire Ryan Lee, an internet marketing expert who holes up in a coffee 
shop as his office, walked me through choosing something live during the 
interview: 

RL:  All right, now first thing is it is going to depend on the type of product.  I 
am known in the marketplace to be able to create stuff really, really fast 
because I get hyper-focused.  I’m always distracted but when I am focused I 
just zoom in.  First thing I recommend is you’ve got to get focused.  You’ve 
got to put yourself in an environment where you have the ability to just super 
focus and not get distracted.  So turn off the phone, turn off Skype and just 
take that whatever, half an hour, hour, two hours a day, to just work on that 
first thing in the morning before anything else, before you do email.  That’s 
the most important thing. 

In terms of product creation, there’s different types.  What I have done 
in the past and I recommend and I teach this in one of my systems is if you 
want to just, it’s a little bit more effort but it’s a great way to put kind of 
pressure on yourself and I’ll explain it.  Let’s name another market, Jaime, 
give me any target market and we’ll come up with a kind of a product. 

JT: Can I pick karate?   

RL: Let’s pick karate.  All right, karate.  So tell me a little bit more.  Are going 
to teach other people how to become better at 
karate?  Are you going to teach other karate 
instructors how to open up a karate school? 

JT: Actually, let me tell you, I love my karate teachers and what they’re 
actually doing is creating a system for kids, one of the kids has cerebral 
palsy and so they’re teaching actually a whole thing for him and he’s doing 
amazing.  What they want to do is sort of replicate that. 

RL: So they want to teach other kids with, I worked with so many kids with 
CP so I used to love working with the kids with cerebral palsy.  So they want 
to sell a system teaching people how to train kids with CP or the actual end 
user kids with CP? 

JT: I think both eventually but yes. 

RL: Let’s just say it’s going to be a product how to train a kid who has 
cerebral palsy with karate.  You’re going to sell this to parents and you’re 
also going to sell it to physical therapists, fitness professionals, occupational 
therapists, whoever.  To me, that’s a very physical product because you 
can’t do that on PowerPoint.  You have to have someone there.  You have 



 

 

to be able to demonstrate the exercises and all the different movements.  
There’s got to be video.  There has got to be a video component. 

Here’s exactly what I would do if I had that skill set.  I would say okay 
I’m going to make it a one-day workshop.  First thing I am going to do is 
outline.  I’m going to sketch out all the components, all the modules.  Maybe 
module one is going to be assessment then maybe we can talk about warm 
up and dynamic flexibility.  Then we can talk about strength training and 
then we can talk about anaerobic and aerobic conditioning and then we can 
talk about cool down and then we can talk about programming. 

Now each of those I breakdown.  Let’s just call them an hour chunk.  So 
9:00 a.m. to 10:00 a.m. is going to be the assessment and then you just 
break it down into those specific chunks.  I would then find a space. It’s so 
easy to find space.  You can go on Craigslist, you can rent out a gym, you 
can go into the public library.  You can do it in a hotel conference space.  
You can get it really inexpensively and probably for free, especially if you 
know anyone who has space – the local YMCA, the local high school, 
anyone or you could do it outside.  I wouldn’t recommend outside for this 
though. 

Now there’s two options, you can either charge for the workshop or you 
just invite some people for free.  So let’s say you don’t even want to start 
charging.  I would find a couple of people who I know are interested in it.  
So I would call some local personal trainers and physical therapists and 
say, “Look I’m going to do this workshop.  It’s going to be a full day 9:00 
a.m. to 5:00 p.m.  I am going to go through the whole system of how to train 
a kid with cerebral palsy karate.  It’s going to be great.  You’re going to love 
it.  Come dressed in sweatpants ready to do it.”  They say, “Okay, great.” 

 Got my space.  I would literally, like that’s the first thing I am going to 
do.  I am going to get this, before I even have it outlined, I’m getting the 
space so in two Tuesdays from now I call this space, I get the space, hey in 
two weeks I’m going to book the workshop 9:00 a.m. to 5:00 p.m.  Okay it’s 
$100 deposit, fine, I send the money.  Now all of a sudden it’s out there. 

JT: Deadline. 

RL: An external deadline.  Now I have no choice.  I got to hustle my ass off.  
I contact the people and then I find the videographer.  I go on Craigslist.  I 
look at wedding videographers and I basically give them all the specs.  It’s 
going to be this time to this time.  Here is the schedule how we’re going to 
film.  I’m going to need two cameras. We want good audio.  We might need 
a light kit setup.  I am going to need a screen because I am going to do 
PowerPoint too.  Give me your price.  Give me your best price all when done 
edited.  They may come up with $200, or $500 or whatever it is.   

 Now, you go ahead and you do the workshop, you kick butt.  Now 
you’ve got a 6, 7, 8-hour training system.  Now you’ve got a system to sell.  
Now you can sell video and it could either be, you can do this online or 
offline.  If it’s going to be online, you’ve got the online video.  You tell the 
video person hey I want you to also take out the audio and I want people to 



 

 

be able to listen too if they want to listen in the car.  You’ve got audio, 
you’ve got video, you can get it transcribed.  You’ve got all the handouts 
and PowerPoint’s as a PDF file and you can do even worksheets and all 
that kind of stuff and sample routines.  Now you’ve got an online system. 

Or it can be physical.  You can do DVD, CDs, workbooks, three-ring 
binder and now you’ve got a system that you could sell for $300, $400, 
$500, $1,000, right, depending on if you’re talking about ROI or not enough 
they’re going to be able to make money with it and there you go.  So now, 
two weeks from now, I’m ready, I’m locked and loaded and I’ve got a 
product.  Then you go out and sell it.  That’s it.  We talk about easy product 
creation, again it takes a little bit more work but the other alternative is for 
people to sit down, now I am going to do this and it never gets done.  Oh I 
got to record this.  Oh I can’t do it.  I have to watch the baby today and I’m 
on diaper duty and all this kind of crap happening.” 

How Millionaires Evaluate Ideas  

So you have an idea. Loads of people have good ideas, but don’t do 

anything after that step! 

You are different though. You are committed to figuring this out. So the 

next step is really trying to evaluate what might work and what won’t. Now of 

course, we can’t predict the future (it would be a lot easier if we could!) so 

instead we’ll ask a lot of questions to see what seems to fit your lifestyle, the 

circumstances you have (start-up costs, competition already out there) and the 

market. 

There are three tests I suggest to evaluate your ideas before you choose 

one. 

Grab your list of ideas, you should have a lot by now. We will 

methodically go through each one to see what fits best for your life, your wallet 

and the market.  

1:  Lifestyle Test 

This includes questions like, “What will my life look like in two years, 

five years, ten years?” Some millionaires didn’t understand what commitments, 

schedules, and requirements were necessary before they started. If your 

business doesn’t fit within your life plan, then you may come to resent it. For 

example, if your business makes you travel a lot for the first two years but you 

love being home with your family, then is it the right choice? 

 

Adrian John Cartwood, a personal Finance blogger, said,  



 

 

“What was the end game? The end game for me isn’t working 

and the end game for you isn’t working either. We all work and 

do things to achieve the end game.  The end game for me was I 

wanted to be a traveler and I wanted to travel not just 

physically but mentally and spiritually and that’s very hard to 

explain to people.  I came up with what I call my life’s purpose. 

I found what I wanted to do with my life.  

What I really wanted to do was have the freedom to do lots of 

different things and to expand my mind, expand my 

philosophies and I realized if you want to do lots of things and 

travel, you can’t very well be tied down to a job or a business 

50 or 60 hours a week. It just doesn’t work.”  

Adrian’s life purpose wasn’t just about work. It was about his WHOLE 

life.  

What type of life do you really want? You really only have one life, and 

we restrict our thinking of what we should want. I hear things like, “Well I 

would love to get out of the 9-5 grind but let’s be realistic.”  

Let’s be realistic? You know there are people in the world doing 

EXACTLY what you want to be doing. Open yourself up to those possibilities.  

When you start to open yourself up to the possibilities, a lot of thoughts 

might come into your head. Some are happy and day dream like, possibilities 

of working from the beach or going to amazing destinations.  

But what also tends to crop up are negative thoughts. You may be 

thinking, “Who am I to get that?” or “I have a family to think about I can’t 

have it all.” Put those thoughts out of your head for now. While we are going 

through this right now pretend you are a millionaire already.  

You know you can succeed you just have to figure out the logistics of 

what you want. So what do you REALLY want? 

Choosing Money or Lifestyle First 

There are many possibilities when it comes to enjoying your life and 

running your business. You can decide. Here are two that I hear about often.  

Working Insanely and Sell For a Big Payout  

One option is to work a ridiculous amount upfront, and create a sellable 

asset, so you can sell the company and cash in on a lot of money all at once. 

This is what you see a lot in the tech startup community. Fast growth so you 

can sell. This is definitely a viable option.  

MJ Demarco, millionaire that sold Limos.com worked ridiculously hard 

for years and years. He had many failed businesses, but eventually he had a 

huge payout. He lives life on his own terms. He was able to reap the rewards of 

all of his hard work. 

http://limos.com/


 

 

This option works better when you don’t have a family, or prior 

commitments. It’s best when you have really low expenses and expectations, 

and love working 80+ hours a week to see something grow.  

An Example 

My good friend Maren Kate was in my mastermind group. Years ago 

she had a good lifestyle business online. She had a company that did social 

media marketing, which was all virtual, and a blog and podcast all about 

creating a lifestyle business.  

Then she met MJ Demarco one of the millionaires I interviewed. His 

philosophy is to work your butt of for five years and then sell your business for 

millions, and live off of the interest. That way you work ridiculously at first, 

but then have the freedom for the rest of your life to have whatever lifestyle 

you want.  

She ended up leaving that meeting changed. She started looking for the 

business idea that would be big. It wasn’t about just living the lifestyle 

anymore. It was about creating something that would become a sellable asset. 

I watched the process of her figuring out an idea, testing it, pivoting, 

testing it, pivoting. It was amazing to watch the process.  

She now has a company called Zirtual, which provides US based 

executive assistants to businesses. Within two years of starting and proving the 

revenue model, she has 150 employees and she just took on $2 million dollars 

of funding from Tony Hseih from Zappos.  

Creating a Lifestyle Business from the Start 

The other option is to create a business that works around your lifestyle. 

It will likely grow more slowly but you’ll be able to enjoy the lifestyle you 

want while you are building it.  

You live on your terms and don’t sacrifice everything for the business. 

There is a fine line, though because starting a business does take a lot of time 

and work! But this option works well for people that are still in a corporate job. 

It’s about making slow and steady progress forward.  

An Example 

I interviewed Sean Malarkey, who has an amazing business training 

professionals on social media, and business growth. He is a living example of 

how to run a business around his lifestyle.  

He doesn’t like having to schedule time in advance, so his type of 

business doesn’t need many specific meeting times. He loves to surf and makes 

it a point to be surfing whenever he can. He has a beautiful family that he 

adores to spend time with, and has a really cute home office. (Watch Sean’s 

interview and you can see his amazing view from his office balcony too!) 



 

 

It was all in the plan. He had a goal and did it all on purpose.  

Finding the Lifestyle Fit 

Below are a few questions and examples to help you figure out your 

ideal lifestyle.  

Let me be clear, you won’t know exactly what you want until you try 

many things. You probably know what you don’t want right now. But that is 

only a small slice of what you don’t want. It’s hard to know exactly what you 

do want until you do it, and say, “YES this is amazing!” 

 

For right now, all we can do is guess. If you know you hate waking up 

early in the morning yet decide to start an organic farm raising animals, that 

might not be a good fit. Or you might decide to be an international speaker and 

travel 260 days out of the year, but have a family at home and hate to be away 

that much.  

I know this sounds like common sense, but a lot of us start on a path and 

don’t realize where that path is leading to. Before we truly start, I want to make 

sure you want to end up at the destination you are pointing at! 

This too is a process. For now we want to pick something that seems 

good right now. Don’t worry if it’s not “perfect”. We just need something very 

clear to aim at that you think you will like better than where you are now.  

Grab your idea list and we will evaluate them based on the lifestyle you 

want.  

What does your ideal day look like? 

A great exercise to use is to imagine your perfect day.  

Don’t worry about what you are doing during your work hours right 

now.  

How did you sleep and what time did you wake up? 

What is the weather like outside? 

How are you feeling? Healthy, excited, calm, stress free? 

What are you going to wear? 

What are you having for breakfast? 

What does your living space look like? 

What part of your day is ‘work’? 

Where do you work? (At home, at your own office?) 

Do you like having scheduled appointments to look forward to, or want to 

do things spur of the moment? 

Who do you spend the day with? 



 

 

What do you have for lunch? 

What is your attitude like? 

What are you excited about? (Planning a vacation or trip? Work goals? Etc) 

Do you log into your bank account? What numbers do you see? 

What does the evening look like? 

Do you have something planned or is it a relaxing evening in? 

What does your bed time routine look like? 

Do you pray or meditate? 

Write down what you see as an amazing day.  

As an extra bonus, take a look at how your ideal day compares to the 

typical day you have now. How far off is it? 

 

Action Item 

 Write out your ideal day. Be as detailed as possible. Keep it somewhere 
safe, like in a special journal so you can look back at it. 

(I find looking back at it to be AMAZING!) 

 

Action Item: Your Idea List Lifestyle Evaluation 

Now it’s time to grab that idea list. We want to check through each idea and 
figure out how it matches up to what your ideal lifestyle is like. There can be a 
big difference between offline businesses, or owning a physical location, and 
an online virtual business. These steps will help you figure out what side of 
things you like best. 

1. Write down the ideas on the left. 

2. Write down a quick synopsis of what your lifestyle might look like.  

3. On a scale of 1 to 10 rate how close this lifestyle comes to your perfect 
lifestyle.  

Idea Lifestyle Like Rating 

1.   

2.   

3.   

4.   

5.   

6.   

7.   

8.   

9.   

10.   



 

 

 

 

 

 

 

The rating scale makes it easy to cross off ones that don’t fit.  

Action Item  

1. Cross out any idea that is a rating of less than 7. 

2. Fill out the worksheet. You can download the starter kit here: 

TheEventualMillionaire.com 

3. Then go through the list of ideas you have and cross out the ones that don’t 
fit with your lifestyle.  

2:  Circumstances    Test 

There is always more at play than just having a good idea that fits a market. What also 

matters is what you have to work with, and what fits your life! So these questions will start to 

help you figure out what business is best for you to start based on how much  money you 

have to start it, what current competitors already exist, what lifestyle you want and what you 

are passionate about. 

Start-Up Costs 

Get a rough estimate of what the start-up costs would be for your 

business idea. This will help you decide on the right idea later. You won’t 

know exactly what these are, so just do a preliminary search. If you are looking 

to start an organic farm, the costs for land might be substantial. That’s what we 

want to know in advance.  

An online business might take a lot less upfront capital. It might only 

need a website, and a marketing budget. If you are a local service provider, like 

a web designer, you might just need to pay to go to networking events and sell 

your services! It really depends on the business you are going into. Right now 

we are just looking for a general idea of start-up costs so we can pinpoint the 

best business to start based on the logistics.  

Startup Expenses 

Buildings/real estate/leasing   $        

Equipment            

Location/administration expenses          

Opening inventory          

Marketing/Advertising expenses        

Other expenses          



 

 

Contingency fund        

Total Startup Expenses  $         

 

Action Item 

Go through and eliminate the business ideas you have that do not fit with 
your ability to fund the start-up costs. 

If you have an amazing idea but the upfront costs are high, that doesn’t 
mean don’t do it if you think it’s going to be huge. That just means you might 
need to get creative on funding it. We are so lucky to have websites like 
kickstarter.com or indiegogo.com that are crowd funding platforms. Websites 
like these not only can provide you with the start-up costs, but also validate 
your idea! It’s one of the best ways to start a new business that needs funding. 

SWOT Analysis 

By now you should have started to narrow it down. Ideally you will only 

be doing this step on a few of your ideas.  

A SWOT analysis (strengths, weaknesses, opportunities, threats) is a 

tool to really determine what the industry looks like for your startup business. 

It will go over your strengths, weaknesses, opportunities, and threats to give 

you a better picture of what you might be dealing with when you start.  

Harvard Business Essentials: Strategy gives a great tool for identifying 

what’s solid about your business plan and what can be improved. Analyze your 

business idea under these four lenses to determine how you stand. 

 Strengths: characteristics of the business that give it an advantage 

over others  

 Weaknesses: characteristics that place the business at a disadvantage 

relative to others  

 Opportunities: external chances to improve performance in the 

environment  

 Threats: external elements in the environment that could cause 

trouble for the business 

Research Needed 

Research at least 5 of your top competitors. See what they are doing 

well, and what they aren’t doing well. Figure out where your company could 

fit. Start researching the industry to see where it is going. Is it increasing? Or 

are a lot of companies going out of business and things are declining? 

Then start to fill in this template: 

Strengths Weaknesses 

http://kickstarter.com/
http://indiegogo.com/


 

 

 

 

 

  

Opportunities Threats 

 

 

 

 

  

 

 

 

 

 

 

 

Here’s an example: 

Strengths Weaknesses 

New Concept to the industry 

Advanced Technology 

 

Lack of experience in the industry 

Little startup capital 

 

Opportunities Threats 

Industry is rapidly growing 

Big distribution network 

 

Low barriers to entry 

Competitors have huge market share 

 

 

 

 

 

 
 

type="general" 

Action Item 

Create a SWOT analysis for the top three business ideas you have. Delve 
into the competition that exists so you can see a clear picture of what you are 
up against. 

3:  What does the market want: Feedback 

Michael Burcham, creator of Nashville Entrepreneur Center, sums up 

this section:  



 

 

“One should always start with some sort of visual picture or 

flowchart or even a few power point pictures.  Show what you 

are trying to create and then get that in front of three or four 

trusted advisors to get feedback.  Then as soon as you have 

what feels like a prototype of what this might be, a service or a 

product, get in front of potential customers and say this is what 

I’m thinking would solve your pain. 

This is how it would look.  This is how much it would cost, 

what it would do if I build this and get it for you, is this 

something you would do?   

Then really start drilling into under what conditions.  If you do 

that back and forth, you can usually have that prototype pretty 

much ready to go within a month.  That second month you can 

use to refine it based on the feedback you’re getting from 

customers and in that third month, you pretty much can say 

okay let’s get this into a launch plan.“ 

The importance of feedback is a common theme from 

millionaires. Brenton Hayden, owner of Renter's Warehouse, 

said, “You know if you’ve gotten enough feedback if your 

confidence has gone up or down as a result. If you’re getting 

feedback and your confidence is going down in your program, 

you might not be ready yet.” 

You can reduce your risk by figuring out what your market 

wants before you invest a lot of time and money. Neil Patel 

said, “You don’t have to have a finished product or service. 

You’d be shocked by how many companies out there sell 

before they actually have their finished product or service. You 

create a minimal viable product.” 

The great thing about getting feedback, is not only will you hear what 

your potential customers say about your idea, you will also get better at 

explaining it. It will help you solidify what your business is when you talk 

about it over and over again.  

Follow these four steps to get feedback on your business idea: 

1) Flowchart or Outline 

You need to have something to show your potential customer in 

order to get feedback. It’s easier to have something visual to show a 

potential customer, especially if it’s a service or something that 

hasn’t been created yet.  

Grab a piece of paper. You can also use mind mapping software, 

or even just Power Point (or Keynote for Mac). Answer these 

questions: 

 1. How would your potential customer first interact with your 

product or service? 

 2. How would they get more information before their 

decision? 



 

 

 3. How do they make their decision? 

 4. How do they pay? 

 5. How is the value exchanged? How do they receive it? 

 6. What happens after the exchange? 

 7. Any last steps? 

You should be able to clearly identify three parts of the diagram: 

1. Your Costs 

2. Where Revenue Comes In 

3. Where the Value Experience Happens 

Your Costs 
 This is what you spend your money on. It might be 

advertising or marketing to get the customer. It might be sales 
people. You may have costs for the physical good, or the 
delivery of the service.  

Where Revenue Comes In 
 You need to be able to clearly identify where your 

revenue is coming in, and who specifically pays you. 
 Where the Value Experience Happens 

When does the customer recognize the value? What type 
of experience do they have? This is the reason why they 
would tell others about you.  

2) Identify your potential customer.  

You need to make sure you can reach them. This helps in 

targeting and let you know who you need to talk to. Finding your 

potential customer includes asking these key questions: 

 What is their pain? 

 What other things do they buy?  

 Do you know of anyone that fits that? 

3) Pitch it. 

Find five to ten of your potential customer to get in front of. That 

means calling them or e-mailing and asking to sit down with them 

individually. Create questions to ask them, and prep a pitch of your 

idea in case their pain points line up with your idea.  

You also want to pitch it to trusted advisors, not just potential 

customers. 

Chris Gravagna, Owner of Wines by Wives said: 

“I’ve always used friends, family and trusted advisors– my 

network- to get feedback. I verbalize my ideas a lot. I talk to 

people and people are opinionated. People like to give their 

opinions – good or bad. I try to find people that usually give me 

their bad opinions and say oh no that’s not going to work.  



 

 

With my newest business, I went to probably about 100 people 

and talked about the idea with them. One or two out of that 

group gave me nothing negative feedback but poking holes in 

it. That helped me in filling in those holes to make the idea 

better. 

So usually I’ll go with an idea to someone and I’ll get a lot 

more negativity on an idea and this is what you shouldn’t do or 

why that’s not going to work. With this very specific idea, we 

had so much positive feedback and wow that’s a great idea. I 

can’t believe I didn’t think of that one. 

The other side which is always good for us is how do I get in? 

How do I invest? So I think verbalizing your ideas and going to 

trusted individuals, mentors, people that you want to be 

mentors, you have to verbalize and talk about what you want to 

do. That will help you in getting a little bit more confident or 

help you in changing or manipulating your idea to make it 

better and then coming back and say you know what, this is 

what we changed with the idea.” 

4) Get their feedback. 

Ask your potential customer these questions to get their take on 

your business idea: 

 Under what conditions would you buy it?   

 What price would you pay?   

 MAKE-IT-OR-BREAK-IT QUESTION:  When can I expect 

that you and I would sign a letter of intent for that purchase? 

This last question is a critical step, especially if you are dealing 

with consumers and not businesses. Consumers (especially friends 

and family) will say, “That's a great idea! Yes, I would buy it!” But 

until they are willing to give you money for it, it doesn’t count.  

Michael Burcham, a millionaire and CEO of the Nashville 

Entrepreneur Center said, “Often I see a lot of early stage companies 

that there is a pain, and the entrepreneur has designed a product or 

service to solve the pain, but the  potential customers just don’t care 

if the pain is solved or not. They’ve learned to live with it, and 

they’re not willing to buy a solution. They’ll take a free solution.” 

As a new business owner, you need to know if a customer is willing 

to pay for the solution before you invest a lot of money or time! 

What About Networking Marketing? 

Network marketing is a business model that relies on a network of distributors 
to grow a business. You may have heard of many different network marketing 



 

 

businesses. Most millionaires suggest starting your own business because 
you have a lot more control, and you own everything.  
 
However I have interviewed a few millionaires that made their money in 
networking marketing, and I just want to give you a short pro’s and con’s list 
for starting with network marketing.  
 
Pro: 

Network Marketing has great training for anyone new to business, especially in sales. 

 

It’s a proven product or service and you can get started right away. 

 

It provides passive recurring income most of the time.  

 

Con: 

You don’t own the company and they can take away the compensation or kick you out 

(this happened to millionaire Brig Hart) 

 

You have to be fully committed to make it work (just like in any business!) 

 

Many people look down on network marketing because there are some very bad sales 

people in the industry. 

 
I would suggest to do your research and gain feedback in the same way if you 
are choosing a network marketing company. You want to know if the products 
are solving a need and useful, and if it will provide the lifestyle that you want to 
have. 
 
In the end the most important piece, whether you decide to start with network 
marketing or your own business, is to commit.  
 
“You have got to commit. This is not a 12 hour 12 day business. You have to 
commit to being here and doing the same routine 12 months from now, come 
hell or high water. There is going to be health issues, job issues, there are 
going to be unexpected costs. They are going to happen. People that are 
successful focus on their goals, people that are unsuccessful are focused on 
their circumstances. “ - Ray Higdon Network Marketer at RayHigdon.com 

Choosing the Right Idea  

Value isn’t objective. It is subjective on the opinions of others, 

not you. 

—Derek Sivers, Creator of CD Baby 



 

 

You aren’t going to always KNOW the best option. Even if you have a 

feeling that this will be a hit it might not be! 

When I was interviewing Michael Hyatt he mentioned to me his 

philosophy on something which I think aptly applies to this. 

“I’ve realized there is no correlation between how I feel about 

something I create and what the response is in the market” - 

  - Michael Hyatt, Author  

 

First realize that you will never have the perfect idea. If you think it’s 

perfect then, you probably haven’t vetted it enough. There will be obstacles in 

starting any business. 

Second, if you are having a hard time deciding, go with your gut.  

Brenton Hayden, CEO of WebDiggs said this when I asked him, “Do 

you ever go by your gut or is it pretty much all non-emotional, what the market 

wants, that sort of thing?” 

“Oh yes, my gut has gotten me in a lot of trouble and also got 

me a lot of positive benefits and gains.  I always go with my 

gut feeling. Trust your gut but be smart about it.” 

Third, realize that you will continually get feedback at all points in your 

business. Your job is to determine what to do with that feedback. 

 

Action Item 

Just start the idea that looks the best right now. 

There isn’t an easy button, even if we wish there was! But the good 

news is, whether your first business succeeds or fails. You are a success. 

Whatever happens, the fact that you started is more than most can ever say. 

Many people have ideas. It’s not the idea that counts. It’s what you do with it. 

So now starts the real journey. You will start on a path that will lead you 

to a ton of learning. You will become a better person, get past obstacles, learn 

how to get past your fear, and learn more about yourself than you ever 

imagined. It all starts with making a decision and taking action to achieve an 

end result. Even if that end result doesn’t happen, it will make you better. 

So what do you have to lose? 

 

 

 

 



 

 

Action Item Review 

Action Item 

Get Your Right Idea 

1. List 10 Things You Already Know Very Well: (Current job skills, Hobbies, 
etc.). 

2. List 10 Ideas  Where You Saw a Need 3. List 10 Industries You Might Want to Work In (Passionate about, want to learn, etc). 3. Take these list and ideas, and grab a journal. Start to think these industries and areas and see if there are any opportunities to solve a problem. Start to talk to others in the industry and see if you can come up with your business idea. Write down a list of at least 10 problems that you can solve. 
Finding problems to solve become easier as you tune into it more. Ideas 

can come out of the blue! So make sure you have that journal with you 
everywhere. (Or use your smartphone to keep track of the ideas) I find the 
best ideas often come at night, just as I’m trying to go to sleep, or in the 
morning when I wake up. I also love thinking over ideas in the shower, or 
when I’m running. I’ve found the best places are when your body is busy but 
your mind can be quiet.  

This is a process of course, and if you don’t feel like you like any of the 
ideas you have come up with, start asking other people where they see a 
problem to be solved. I’m sure that will start to spark many ideas! 

 

Action Item 

 Write out your ideal day. Be as detailed as possible. Keep it somewhere 
safe, like in a special journal so you can look back at it. 

(I find looking back at it to be AMAZING!) 

 

Action Item: Your Idea List Lifestyle Evaluation 

Now it’s time to grab that idea list. We want to check through each idea and 
figure out how it matches up to what your ideal lifestyle is like. There can be a 
big difference between offline businesses, or owning a physical location, and 
an online virtual business. These steps will help you figure out what side of 
things you like best. 

1. Write down the ideas on the left. 

2. Write down a quick synopsis of what your lifestyle might look like.  

3. On a scale of 1 to 10 rate how close this lifestyle comes to your perfect 
lifestyle.  

Idea Lifestyle Like Rating 

1   

2   

3   

4   

5   



 

 

6   

7   

8   

9   

10   

 

 

 

 

 

The rating scale makes it easy to cross off ones that don’t fit.  

Action Item To Do::  

1. Cross out any idea that is a rating of less than 7. 

2. Fill out the worksheet. You can download the starter kit here: 

EventualMillionaire.com/starterkit 

3. Then go through the list of ideas you have and cross out the ones that don’t 
fit with your lifestyle.  

 

 

 

Action Item 

Go through and eliminate the business ideas you have that do not fit with 
your ability to fund the start-up costs. 

If you have an amazing idea but the upfront costs are high, that doesn’t 
mean don’t do it if you think it’s going to be huge. That just means you might 
need to get creative on funding it. We are so lucky to have websites like 
kickstarter.com or indiegogo.com that are crowd funding platforms. Websites 
like these not only can provide you with the start-up costs, but also validate 
your idea! It’s one of the best ways to start a new business that needs funding. 

 

Action Item 

Create a SWOT analysis for the top three business ideas you have. Delve 
into the competition that exists so you can see a clear picture of what you are 
up against. 

 

http://kickstarter.com/
http://indiegogo.com/


 

 

Action Item 

Just start the idea that looks the best right now. 

 

 

 

 



 

 

Chapter 5: Mentors, 
Masterminds, and Networking 

“I’m looking for mentors every day. People think 
there is your one mentor that helps you. I have 
many. I sought mentorship from everyone—from 
all-time winning coaches, to businessmen, to 
spiritual mentors.”  

Ryan Blair, the cofounder of ViSalus  

Every successful person I have spoken to has had help of some kind. We 

cannot create amazing businesses or lifestyles all on our own. Nor should we!  

You have probably heard this before, but surrounding yourself with 

successful people is critical. When I first started online I didn’t have a great 

network and one of my goals was, “Gain a high quality network of friends”. I 

remember writing that in my journal and thinking, “Wow, I really don’t have 

many people who are successful business owners that I could call “friends”. 

Acquaintances yes. But not friends. 

This was amazing to look back on. In just a few short years, my network 

has exploded. In fact, having a network of amazingly successful people is one 

thing I am known for. It is something that I specifically put a lot of effort into. I 

think it’s been one of my keys to success towards designing my career and 

keeping me on my path as an Eventual Millionaire. 

You have probably heard the phrase, people do business with people 

they know, like and trust. That is very true. But you know what is even better? 

People do business with friends! I think the landscape is changing. We are able 

to do business with people who we have true friendships with in business.  

Whenever I go out to find a mentor, or mastermind member I always 

look for someone that could be a friend first.  

Millionaires Have Help! 

Aaron Pitman’s Story on Finding Mentors: 

JT: What do you tell someone who is working a job but feeling like well I’ve 

never been an entrepreneur before and there’s so much to learn and this 

seems so difficult?  What sort of advice do you have for them? 

AP: Find a mentor.  If I didn’t have a mentor, Robbie, granted I was 18, 

Robbie was 22.  Robbie was broke at the time, he still knew more than 

me.  I sought mentorship from him.  Sometimes it’s just an outside 



 

 

perspective you need because a lot of times we over criticize ourselves 

and give ourselves a hard time or we make ourselves innately a little bit 

more lazy.  So we have a mentor to help push us forward.  You’ll have a 

much better success.  I don’t know of many rich people who don’t have 

mentors. 

JT: I agree with you 1,000 percent.  Just from the interviews, it’s a little 

ridiculous.  So is Robbie your only mentor or have you found mentors 

before and after that? 

AP: I have many, many mentors.  I was so crazy as a kid building my 

entrepreneurial life that when I was out and about and I ever saw a 

Ferrari or a Lamborghini or an Aston Martin or something like that, I 

would wait for that guy to come back or that girl to come back to their 

car.  When they came in I would intercept them and say, “Hey my name 

is Aaron.  I am an entrepreneur aspiring.  I’m not successful yet but I 

want to be.  Clearly by this car you’re successful.  Can I buy you a cup 

of coffee so I can ask you questions and learn from you?” 

JT: Did they say yes? 

AP: Yes, a lot of people said yes.  Some people said no but the law of the 

averages, yes.  A couple of those people actually ended up being 

investors of mine for certain projects and we invest together now.  Yes.” 

Todd Tresidder a millionaire of FinancialMentor.com (who is in 

our mastermind group too!) said this about mastermind groups: 

“A mastermind is an example of going pro where what you do 

is you build a structure that literally pulls your business 

forward. It keeps you from getting sidelined. It keeps you from 

getting distracted, because you’re building a support system. 

You have a comfort zone of success that you’re accustomed to 

and as you break through those thresholds, you need 

mechanisms to pull you through it. So that’s the help of a 

mastermind group.” 

Mentors vs. Coaches vs. 
Mastermind Groups  

There is a big difference between a mentor and mastermind group, 

though both are beneficial for different reasons. There is also a distinct 

difference between a mentor and a coach. Personally I have had many mentors, 

different coaches at different times and one mastermind group through it all.  

 

A mastermind group is about four to seven of your peers, people in the 

trenches just like you working on their business, learning, and growing. 



 

 

They’re sharing current resources, tactics, and things that work for them, plus 

they give you support. Usually you meet on a schedule, either weekly or 

biweekly. 

Napoleon Hill wrote the book Think and Grow Rich, which outlines the 

success principles of more than five-hundred millionaires that he interviewed. 

The book, which had sold more than twenty million copies at the time of his 

death, stresses the importance of mastermind groups too. (Think and Grow 

Rich is the most recommended book by the millionaires I interviewed.) 

A mentor is a trusted adviser or guide. You don’t necessarily need to 

speak with them every week. A business mentor may help with high level 

strategy in business, raising your level of confidence, pushing you out of your 

comfort zone, and more. They are usually successful and have what you are 

trying to achieve. The best step in finding a mentor to take is to look to 

someone who already has what you want, and ask them how they got it. They 

can teach you what worked and what didn't work. It will speed up your 

progress. Many people who are willing to mentor are doing it to give back, and 

are not looking to charge you.  

 A coach is someone who is in the trenches with you. They work with 

you on a consistent basis to help bring you a desired result. They are willing to 

hear the nitty gritty about what you have on your plate and your to do list, and 

can help create marketing plans, systems and more for your business. They can 

also help with your level of personal development. Many times an issue that a 

business owner is having relates to their thoughts and beliefs more than the 

correct strategy to implement.  

Mastermind Groups 

Here is one example of how a mastermind group helped millionaire Tim 

Hamilton, millionaire owner of Astonished Designs. He was very open in his 

interview and explained the huge amount of fear he experienced as a business 

owner. One of the catalysts that help him get past his fear was his mastermind 

group. 

He said: 

“My mastermind group was me and three other people who all wanted to grow. We 

all experienced some level of pain but we were separated by these forces in 

society that give us the information that we all have to appear totally 

competent, totally on top of things, totally together as if fear doesn’t factor 

into our lives. 

There was one meeting when the four of us, in that room, decided to show each 

other that we were all vulnerable, struggling and scared. 

That was what made all the difference in the world. We realized that if any one 

of us ever realized our greatest fear (which is essentially to lose 



 

 

everything), everyone’s couch was open to everyone else who needed to 

sleep on it for a night. 

So I knew that at the end of the day that while my greatest fear of going out 

and living, ending out on the streets and just losing everything, it just 

was never going to happen. 

The most important part of that experience is that I realized that security 

actually comes from relationships. 

I thought it came from a certain amount of money, a signed contract, a verbal 

commitment from the next huge customer, but I think the greatest 

source of security comes from relationships.” 

So how do you get involved in a mastermind group? 

Well there are many programs that you pay for that will give you a 

mastermind group. Some of them will be amazing and some of them will not 

be the right fit. 

For me personally, I think you should start your own group. Then you 

have a say in the formation of the group, who is in it, and when it meets. Think 

long term. If this group is amazing, you will be with them for years. 

You may be thinking, what if I don’t have an amazing group of 

successful friends to ask? 

That’s okay. 

When I decided to go online I didn’t know a lot about blogging or 

online marketing. I read a lot, and tried to take it all in. But I wanted to TALK 

to people who knew that they were doing, that could help direct me. It’s hard to 

know what is worth it and not worth it online. 

I couldn’t just go to a pool of friends I had because I only had one friend 

with online business success at the time. If you already have successful friends 

in business, think about creating a mastermind group with them. 

I ended up with a stellar mastermind group of amazing people (and all 

but one person I didn’t know before I emailed them this!) by making a plan and 

taking action. In the next section I’ll show you how, as it’s something you can 

adopt and use for yourself on your journey. 

How to Create a Mastermind Group 

You don’t have to have a group of successful friends already. A 

mastermind group is an amazing way to increase the quality of your 

relationships with people who you want to be around more. When I started my 

mastermind group, I realized I didn’t have a ton of friends who were where I 

wanted to be in business. So I made it a point to find some. Now my 

mastermind group includes diverse, amazing, successful people, including 

millionaires, and even a sword-swallowing hypnotist. 



 

 

Here are the steps to set up your own mastermind group: 

1) Find potential members. 

You can find potential members almost anywhere. Locally or 

online, there are a lot of amazing entrepreneurs that are looking to 

connect.  

Make sure to invite people to the group that you think are way 

better than you. This can be tough if you feel like you don’t have 

anything to offer them in return.  

Just be sure that you include multiple members who are on equal 

levels. You want to make sure there isn’t just one very successful 

person pulling along the other members of your group. In that case, 

that one person will probably start to feel drained and leave. The best 

way is to find three to four other more successful people who you. 

That way most of the group is on a similar playing field, and while 

you might be the one to get the most out of the group, it’s your 

group, so you can set it up however you like! Also, once you have 

one very successful person to say yes, it’s much easier to get other 

successful people to want to be a part. 

If you are wondering why anyone might say yes to you at first, 

you probably don’t give yourself enough credit. Think of some of 

the amazing things you have done before, and list it to entice new 

people to join. 

The only online experience I had was when I worked with friends 

of mine that had a viral video online. In the email to the potential 

members I let them know that I worked with them, to up my 

credibility and let them know where my strength were.  

Make sure the group will be highly valuable (like 10x!) to them. 

They do not need to spend their time doing things that won’t return 

the value multiplied. 

List ten people in your extended network or peers that you don’t 

know yet, but would be great for your mastermind group. Then 

choose one on the list and craft a simple short email to them. 
 

Action Item 

Download the template worksheet at TheEventualMillionaire.com in the 
StarterKit 

1. List 10 people in your extended network or peers that you do not know yet 
but would be great for your mastermind group.  

2. Right now choose one person on the list and craft a simple, short email to 
that person. 

Here is a template:  

Hello ______, 

 



 

 

Qualifying Sentence (Example: I love your site, or I found you via my 

friend Joe on Linked In) 

 

Tell them about the group you are putting together and tell them you think 

they would be a great addition. (Example: I'm putting together a new 

mastermind group of like-minded business owners to help each other grow 

our businesses. I think you would be a great fit for the group.) 

 

You can also include a bit more about a mastermind group, mention you 

have a document with the guidelines if they wanted more information, or 

actually include the document attached. 

 

Your quick bio listing achievements and successes, or other members of 

the groups bios listing their achievements (Example: I own a publishing 

business and I've been able to get clients on the Amazon best seller list) 

Once you start to have amazing people say yes, use their great 

achievements to get even bigger businesses in the group. 

 

Write an end greeting explaining how great it would be to keep in touch. 

(Example: I understand if you can't fit it into your packed schedule but I 

just wanted to offer it to you since you have a great business.) 

 

Your name 

 

Your URL  

Your social media links (if you have them!) 

3. Send out crafted emails to at least 5 of the people on your list this week. 

Make sure to follow up promptly with each response. Also make a note 
in your calendar to email at least 3 or 4 mentors or possible mastermind 
participants each week until you have the support you need. 

It's only an email. It's very simple. You never know what could come 
from it. Many of my KEY relationships came from this exact method.  

2) Create a structure and format for the group. 

Mastermind groups usually don't have a leader, but you will have 

to take that role in the beginning to get the group together. (Included 

here are the outlines for a basic mastermind format with a hot seat. It 

also includes ways to keep each other accountable with goals.)  

Mastermind Guidelines 

 Each meeting will be held on Monday at 12:00pm Eastern (9AM 

Pacific) for 60 minutes. (Choose a time that works for everyone!) 



 

 

 It is expected that each member be present and on time for the 

meeting. If someone cannot attend please email me ahead of time. 

 Everyone will have an opportunity to speak within the framework of 

the group. It works best if each member participates equally. 

 Everyone is here to support each other. Please keep in mind there 

will be constructive criticism, but there should be no putting down, 

or criticism of other group members. It should be an open and 

positive experience for all. 

 It is important to note, the mastermind is not just for advice, but it 

becomes a positive place where you can manifest your goals with a 

group. Every person makes it their intention to support the individual 

goals and help manifest them. 

  

Mastermind Outline 

12:00 Welcome/Agenda 

12:05 Sharing a 'win' from the previous week 

12:20 Hot Seat – One Member 

 What are you working on? 

 What's working for you? 

 With what do you need help? 

12:40 Last Questions 

 Who can help (member) with their problem? 

12:50 Resource 

12:55 State your goal for the next week 

1:00 End 

 

Action Item 

 Create a list of twenty possible members for the mastermind group. 

Being Open and Honest 

If you are in a group of more successful people, you may have a 

tendency to hold back or feel like you aren’t good enough. Just remember that 

no matter where you are on your journey, you are valuable, and your 

worldview and ideas will benefit the group. Being open and honest in your 

group will allow you to get more out of it. 

One step past being just open and honest is being vulnerable. When you 

become comfortable enough with your mastermind group to talk about your 

fears, the things that you don’t really want to tell, that can create a trust and 



 

 

friendship that goes well beyond business. Plus it allows them to help you 

more, and once you are all sharing it lets you know that you are not alone in 

your fears! 

Mentors 

You might be asking, “Why would a mentor even want to work with 

me? “ 

You may be telling yourself, I haven’t done anything yet! I’m not big. I 

don’t have money to pay them. It’s not about what you have already done, and 

I believe you shouldn’t have to pay your mentors. 

When I asked Amy Applebaum, a business coach and millionaire, she 

said: 

“It is about enrolling people in your vision.  If they’re not 

enrolled in your vision, they will not participate.  But most 

people love to help.  There’s help right in front of us. 

It can be a friend’s family member.  It can be a friend of a 

friend.  It can be someone who is a business associate.  You 

just want to aim high.   

You need a really successful person that’s more behind the 

scenes so that they have access and will give you time.” 

You must show your commitment or strength or it will never 

happen. That means being committed to listening to them when 

they do respond. 

Take action on what they say. No one wants their great advice 

to fall on deaf ears.” 

How to Get Your Own Mentor 

“I lucked out; I had a good mentor when I was 19.  Otherwise, 

I’d probably be working for somebody.”  

- Matt Kubancik - Street Moda ($6.8 million dollars in 

revenue at the age of 25) 

Finding a mentor is somewhat similar to getting a mastermind group, 

except that you don’t need to formally ask them to be a mentor. Many times 

you start to build relationships with people in such a way that you could call 

them a mentor, but neither one of you officially asked! 

Now, a mentor is someone you don’t necessarily seek to be your best 

friend. Mentors are someone you can ask for advice occasionally, and they will 

respond. You want someone that’s very high level, that is where you want to be 



 

 

in a few years’ time. They’ll give you insider knowledge for strategy and 

planning. 

Finding My Mentor 

Getting a mentor is partly on you to take the initiative to ask for advice. 

The other part is an organic relationship that can grow from a chance 

encounter. Here is how I got two amazing mentors: 

 Before I had any real experience in my business, I decided I wanted to 

talk to the competition. The competition was a sixty-year-old man, and I was a 

twenty-seven-year-old gal (who looked about eighteen). Asking for his advice 

put me on the fast track to where I am now. 

I don’t know where I would have been if I wasn’t willing to send the 

email to him. 

One day while I was looking up potential competitors that were local, I 

found Kurk Lalemand. He spoke at all of the local events, and was well known 

in the community. I was a bit intimidated reading about him. He had sold a 

million dollar business, and had a great network already. 

I decided to send him an email on a whim. I mentioned that I had 

recently moved to the area and was getting into coaching and found him. I laid 

out a few questions for him in the email. Shortly after I received an email back 

from him asking to set up a time to chat. Our meeting that was supposed to be 

an hour lasted over 2 hours.  

He ended up giving me a ton of advice on who to target in the area and 

where I should be connected. I thought it was amazing that he was so willing to 

give advice. I left his office thinking how great our meeting went, so I decided 

to send him a thank you note. I just wanted to thank him for all of the time he 

gave me. 

I was surprised when a few days later I received an email from him, 

asking about a possible mentor/apprentice role. When we met about it, he said 

the thank you card I sent really sealed the deal about asking. Even though he 

was looking to mentor someone who was much older than I was, he was really 

impressed.  

I ended up working for free for him for a few hours a week for six 

months; in exchange he taught me everything he knew. Because he was a 

coach and a mentor he was able to push me and help me grow personally. The 

growth I experienced in those months were exponential. He had me cold 

calling, doing cold walk ins, public speaking and really stepping out of my 

comfort zone. 

I’ve found many mentors since. I would say at LEAST 15 of the 

millionaires I interviewed mentioned if there was any way they could help just 

to ask. I’ve chatted for many hours with them after the phone calls on specific 



 

 

business issues I have. I’ve been able to lean on them and their experience 

countless times.  

How Millionaires Found their Mentors 

How Amos Winbush (CEO of CyberSyncs) Connected With 
Successful People 

Amos was able to connect with someone he had respect for via LinkedIn 

and Twitter. He said, 

“It’s so easy these days with LinkedIn, and Facebook, and 

Query, and Twitter to reach out to people. I have one of the 

greatest friendships with Jeffrey Hayzlett, chief marketing 

officer of Kodak, from Twitter. That’s how we started talking.” 

Matt Kubanick from Street Moda’s Story 

MK (Matt Kubanick):  I always kind of had a passion for fashion so I started 

Street Moda by myself when I was 18, in high school, and when I was 

19, I was in a warehouse.  Had two employees and I met a mentor that 

has been my mentor ever since.  His name is Jerry and he has been in 

the shoe business for 45 years.  I met him when I was 19.  Wasn’t very 

successful from 18 to 19 and he kind of transformed my life the old 

school shoe mentality. He had businesses in New York and Chicago and 

really transformed my life so I kind of took the internet marketing 

aspect and fashion knowledge I had and just kind of developed it myself 

along with his guidance as a business advisor because I never went to 

college.   

He taught me how to talk to manage people; everything you 

would learn in college out of a textbook he taught me real life.  He had a 

lot of connections in the shoe business so that helped a lot with vendor 

relationships.  He helped how to manage, how to hire people, how to 

treat people.   

JT (Jaime Tardy): How did you get him as a mentor? 

MK: Article in the local business paper and he just said, “I’ve been in the 

shoe business 45 years and I’d like to help you out.” 

JT: So he came to you?  You didn’t go searching for him? 

MK: No, it was just kind of ironic.  His wife at the time made him retire.  He 

located me through a big article in a local business journal that they 

wrote up on our business and said, “Look I’ve been in the shoe business 

45 years” and said, “I’d like to help you out.”  It just kind of started 

from there. 



 

 

JT: Imagine if you didn’t get that piece of press and he never saw it like 

where you’d be right now.  Do you think you might be working for 

someone else?   

MK: I would have probably, I made a lot of mistakes and he has at least saved 

me a few million dollars minimum. 

           But I still don’t tell him everything.  It’s still a constant battle like any 

relationship. 

JT:  You don’t pay him, right?  

MK: No, no.  We worked out an agreement that’s based really upon the 

performance once again – incentive-based agreement – based upon the 

performance of the company.  So let’s go back to that, but no I didn’t 

give up any ownership stake, but I worked out something that as a 

company grows and as the company he makes a percentage of that and 

he’s still in here every other day – two/three days a week – for a few 

hours a day and advising.   

  Really it has kind of gone to the point where he’s really working with 

my vice president and high level employees a lot more and really 

working with them and working for our accountants and that sort of 

thing.  We still talk a lot on business trips but we’re not in here meeting 

two to three hours a day like we were.  He has definitely been a huge 

asset to me. “ 

Doug Guller, Owner of Bikinis Bar and Grill, on Finding 
Advice from Successful People in the Same Industry 

DG (Doug Guller): That was a big reason why I believe that we’ve been 

fortunate to have the growth that we’ve had is the beginning. When I 

landed here I didn’t know anybody I started asking people who are the 

best restaurateurs?  Who are the best bar owners?  Give me their name, 

their number, who knows them?  Get me an intro.   

           It was using my sales skills from prior and networking that worked. 

probably met with almost 10 business owners and I said, “Hey my name 

is Doug, I just moved here.  I want to open a restaurant.  I was 

wondering if you have five minutes so I could ask you a couple 

questions.   

That initial five minute meeting was an hour or more and I still 

talk to a lot of those folks.  I realized that my questions were basic, 

looking back at it.  I mean probably laughable questions to those folks 

but they were really genuine and gave me a lot of time and a lot of good 

input and steered me in the right direction.   

I would say some were giving advice but mostly they were 

sharing their experiences and that was good for me because from there I 

could deduce what I wanted to do.   



 

 

JT (Jaime Tardy): So your competition is willing to talk to you about their 

advice when you’re going to be competing with them?  Were they 

just completely open or did you get people who rejected you and 

said “I’m not going to talk to you because you’re going to be my 

competition down the street”? 

DG: I think it was the name, and honestly it’s part of the reason I chose the 

name.  The name Bikinis is so thought provoking and shocking to folks 

and it creates this image that immediately helped me to get a return 

phone call.   

           “I’m Doug.  I’m opening a place called Bikinis. “ They just called me 

back because they wanted to hear the story.  It just sounds funny and 

laughable so they were like I got to hear what this guy has to say. 

  What they realized during the conversation I wasn’t going to directly 

compete with them.  There weren’t any like me outside of that at the 

time that were big in Austin.  There were a few that existed but I 

certainly didn’t go to them to ask for advice.  There were other sports 

bars like a Buffalo Wild Wings but again I didn’t go there since it’s such 

a big company. 

  I was looking for the small business owner.  Someone I could really 

relate to and who I knew I’d be trying to get into their shoes.  So I went 

to restaurants but it was maybe an Italian restaurant or it was a bar that 

was strictly not even serving food because I knew that since it was that 

type of business it would be pretty close to what I was going to do 

which was find a building, find managers, build a menu, sign a lease.  

All those types of things.  It got me into the ballpark and then I can get 

specific with what I was looking to do.  “ 

How Derek Sivers, Millionaire and CD Baby Creator, 
Connects with Potential Mentors 

Here is part of the transcript from Derek’s interview: 

  DS (Derek Sivers):  I think it’s when you get a real mutual admiration 

thing.  When somebody who you really look up to, it’s really a role 

model to you, and they like you too and they give you an open channel.  

“Anytime you have a question feel free to ask” kind of thing.  So I’ve 

had that with a few people, Seth Godin, for example.   

           There was a great moment where I was a huge fan of his books and at 

CD Baby we used to get two to three hundred orders a day and we had 

to process it.  It was just kind of like factory style.  It would just get 

turned out.   

  We had 50 people working in the warehouse and every now and then I 

would just peek in on the day’s orders by scanning the list of everything 

that’s going out today. There was one day back in 2003 or ’04, 



 

 

something like that, that I just happened to be scanning through the 

customer list and it said, “Seth Godin.”  I was like “No way.  Maybe 

there’s another.” 

  

But it said Sethgodin@yahoo.com and it was going to an address in New York.  

So I sent him an email.  I was like “Dear Mr. Godin, I’m a huge fan of 

yours”.  He wrote back saying, “Dear Mr. Sivers, I’m a huge fan of 

yours.  I love CD Baby, I think it’s brilliant.  I think it’s absolutely 

amazing what you’ve done” and then like his next two or three books he 

would often use me as an example in his books.   

we had a real kind of mutual admiration thing and still to this day, even just a 

few weeks ago I told him something about like what an honor it is that 

I’m able to talk to him anytime and he said, “You know, you got it all 

wrong, it’s backwards.  It’s an honor of me to be able to talk to you 

anytime.”   

  Every now and then you have amazing things like that that just happen 

by chance that aren’t any kind of official mentorships but just friends. 

JT:  Do you have any advice for people who maybe haven’t created a 

multi-million dollar business to get the attention of Seth Godin or, 

in general, like someone who has a smaller business that are really 

looking for mentors or at least just an open channel to talk to 

someone? 

DS: Definitely, just ask.  You’d be surprised how effective a simple three 

sentence email can be.  I think a three or four sentence email is so 

effective and respectful that it’s almost like if you send a real quick 

pointed three sentence email, who could not answer it?  Unless 

somebody really has their block gates up like they don’t read their own 

email but I think anybody who reads their own email, I’ve sent other 

emails off to my favorite authors and they have no idea who I am and I 

don’t include my website, they’ve never heard of CD Baby or anything 

like that and I’ve been amazed how well the three-sentence email can 

get a reply.   

  Just a one sentence qualification like I’m a huge fan of your books and 

the whatever, this one changed the way I think.  Question number two or 

sentence two, a simple direct question like but I have one question – do 

you feel that a business should split into multiple parts once it gets over 

50 employees or do you feel that that was just in your case only?  Any 

reply appreciated.  Thank you.  Like something like that.   

  I think if you send somebody a simple direct question, not trying to 

dump the weight of your life on them or anything but just asking a 

simple direct question you get a reply and sometimes you can go back 

and forth like that a few times and maybe then if you’ve just got a URL 

in your signature and they’re trying to just answer the question well who 



 

 

is this asking, and if they go to your URL and there’s some interesting 

posts there or you’ve shared your philosophies or your company and 

what you’re doing is interesting, it may lead to more or it may just be 

somebody who answers your questions when you ask.   

  I’ve had it both ways.  I get a couple hundred emails a day and I reply to 

them all.  Often I have no idea who I’m emailing.  It’s like I’m not 

replying to them because they are somebody, I’m just replying to them 

because they emailed. So I do my best to give a helpful answer not 

based on any qualification of who they are but just because they asked.  

I’ve been really surprised how reachable people are when you just send 

a nice simple email.  On the other hand, if you send one of those like 

five page long emails then don’t be surprised if you don’t get a reply 

because it’s just too hard to reply. 

 

Derek laid out for me what he says when he e-mails potential mentors 

and successful people. 

Here are a few of the keys: 

 Keep it very short. Successful people don't have time for long e-

mails. (If it's long, it will be ignored!) 

 Don’t ask them something that a simple Google search will answer. 

(You cannot waste their time!) 

 Show them that you like their work, in a deeper way than just saying, 

“I love your work/book/company!”    

Use the template below to find your mentors. 

 

Action Item 

Create a list of ten possible mentors. Find their e-mail addresses and e-mail 
them! 

1. List 10 people in your extended network already that would make a good 
mentor. (think of acquaintances, old friends, friends of friends, people on 
Linked In or Facebook)  

2. List 10 people you admire that have done exactly what you want to do and 
might seem out of reach. (Smaller book authors, business owners, search 
Linked in, Facebook, and your industries magazines) 

3. Choose one person on the list and craft a simple, short email to that person. 

Hello ______, 

 

Qualifying Sentence (Example: I’m a huge fan of your books or you know 

my friend Joe  and he said you might have experience in this that could 

help me) 



 

 

 

A simple direct question in a sentence or two that you could not find out 

online easily.  (example: But I have one question – do you feel that a 

business should split into multiple parts once it gets over 50 employees or 

do you feel that that was just in your case only?) 

 

Write an end greeting reinstating how thankful you are. (example: Any 

reply appreciated, or thank you in advance) 

 

Your name 

 

Your URL  

Your social media links (if you have them!) 

3. Send out crafted emails to at least 5 of the people on your list this week.  

Interview Them 

Andrew Warner of Mixergy.com thinks the best way to learn from 

others is to interview them. I highly agree!  

He said,  

“What I suggest is find someone who you admire.  It doesn’t 

have to be the most admired person in your life, but someone 

you admire, and then go and ask them for a few minutes to ask 

them questions.  

Now here’s the thing, if you do that, they’re going to say no 

because you’re probably a nobody and they’re obviously 

someone who is worthy of the admiration or else you wouldn’t 

be asking them.  The reason they are going to say no is there’s 

not anything in it for them and there’s a whole lot in it for you 

and it’s going to suck up their time.  So the way you get them 

to say yes is you offer to publish it somewhere so that they get 

something.  So that if they are going to give you words of 

wisdom, if they’re going to give you encouragement, they’re 

not just going to be speaking to you.  They’re going to be 

speaking to the thousands of people, maybe even tens of 

thousands depending on who you find who don’t have the guts 

to ask them the way that you just did. 

I would say find the person you admire, ask them to do an 

interview, be selfish with the questions because other people 

are going to have similar questions and then publish it.  If you 

don’t have your own blog, I went to Mashable when I didn’t 

have an audience and I said can I publish it on your site.  Find 

someone out there who is going to let you publish this 



 

 

interview with someone you admire and you’re going to find 

yourself both learning directly and making a connection that 

could end up being a lifelong friendship or a lifelong 

mentorship and through the audience that then connects with 

what you’ve done with that interview, you’re going to find 

yourself reaching people who you never could connect with 

otherwise, will help you sometimes in ways that you can’t 

predict.  That’s the goal.  Go out there and do what I do every 

day, do what Jaime does every day.  Don’t just watch us, do it.” 

Andrew and I, and anyone with an interview show is able to connect 

with people who normally we would never have access to. This is a great way 

to ask whatever questions you want to people with the experience you need!  

I love to ask specific questions about my business or my husband’s 

business while on the interview.  

It’s also a great marketing tactic for your business. You can check out 

one of my businesses Donecast.com - 21daypodcast.com to learn how to start 

your own interview show.  

Does Not Having a Mentor = Failure? 

No not at all! 

Many of the millionaires didn’t have any mentors.  

When I asked Mj Demarco if he had a mentor, he said: 

“No, my mentors were the books I was reading weekly.  Guys 

like Tony Robbins, Les Brown, and Jim Rohn.” 

More than one third (39%) of the millionaires I surveyed didn’t have 

mentors. So don’t think you cannot succeed without one! 

I will say things can be a lot easier if you do. But don’t get caught up on 

needing one first before you dig into your business! 

Networking 

You don’t need to connect with people just to be in a mastermind group 

or to find a mentor. Increasing your network with amazing people is like 

building a powerful asset. You may not even need to use the asset now, but it 

will exist for you for many years if you take care of it. Even with future 

businesses.  

You always hear ‘oh this guy just came out of nowhere and is 

an overnight success’.  Well it’s not really like that because, 

you can ask my buddy Billy Murphy, a lot of people thought he 

was an overnight success with Blue Fire Poker.  That’s not true.  

He spent years developing his skills at poker and networking 

http://donecast.com/


 

 

and that industry and meeting other professional poker players 

to build his network. 

He couldn’t have just started Blue Fire Poker like that, if he 

didn’t know how to play poker professionally and make money 

at it and he didn’t have the contacts.  

Bobby Casey, CEO of Global Wealth Protection (About 

Billy Murphy) 

I surveyed the millionaires and found that only 15% of them had 

existing networks that they could tap into when they started their business. 

Most of their responses sounded like Scott Skinger’s, “No. When I started 

TrainSignal I was completely on my own and didn't have any connections in 

the education or business world.” 

So don’t worry about starting from scratch but do realize that putting an 

effort in to build your network, of possible prospects, partnerships, and just 

friendships will help your business grow.  

Online Connections 

We are so connected now, it’s insane. That’s how I can live in a small 

town of 2,000 people and have more Facebook fans than people live in my 

town. We don’t need to live in New York City or Los Angeles to be well 

connected. In fact, when I go to conference people assume I’m from NYC or 

LA when they start talking to me, especially when we have so many similar 

friends from those places. 

We are so fortunate! 

That also means we are dealing with over-communication. We get 

requests from many different platforms like Twitter, Linked In or Facebook 

and so many people want to be our friends, or fans, or connections. Even today 

face to face interaction is the best way to form true friendships. But we can 

carry out these friendships online. 

Even locally! You can meet at a local business event and follow up 

online.  

Here is what Chris Gravagna, serial entrepreneur and CEO of Wine by 

Wives said about networking: 

CG (Chris Gravagna):  So my Twitter is @Chrisecoprint. I think I just hit 2,600 

follows yesterday. 

So having 2,600 followers is a pretty decent feat done all 

organically and without these things that get you followers.  So I really 

went out and driven these followers through good content, good 

information and driving the value.  LinkedIn is a very important part of 

my life.  I drive a lot of relationships there.  I do a lot of networking.  



 

 

When I look at social media, social media is like hyper growth 

networking because I do a lot of networking.   

I’m out there constantly driving, doing events, meeting real 

people, shaking hands but then I’ll go back and take that business card 

then I’ll see if they have a LinkedIn account.  I’ll see if they are on 

Facebook and I’ll see if they are on Twitter.  Then I’ll continue to 

interact on a digital level and then personal level with those people so 

that there’s constant touch points.  I’ve seen that be very successful for 

me.   

JT: Excellent.  That’s great advice.  I think we sort of try and use social 

media as a replacement of regular in-person networking but the fact that 

you are using in-person networking and just social media as the touch 

point and connection seems to work a lot better, right? 

CG: It works a lot better.  Nothing is going to replace interpersonal 

interaction with people.  I mean nothing is going to replace that.  Those 

relationships that you are able to nurture and you are able to facilitate 

are so important to driving success and driving relationships.  But 

having that constant hyper connectivity through the social media 

platform helps you in nurturing that relationship.  It helps you in 

creating a high level of that relationship and driving that instant 

communication with those people.  “ 

 

Action Item 

Take one action to increase the size of your network. That may mean adding 
a networking event to your calendar right now, or planning to go to a 
conference.  

Or that might mean you need to get back in touch with some people who you 
have been meaning to for a long time and it wasn’t your top priority. Until now. 
Pick that one action, and do it.  

Asking for Help 

Sometimes just asking for help is one of the hardest things for an 

entrepreneur to do. We are a stubborn bunch that think we can do it all 

ourselves without any help. We can figure it out. We don’t need to rely on 

anyone else. 

And you don’t.  

But if you want a more enjoyable LIFE, which as an Eventual 

Millionaire you do, then make it easy on yourself. Be ok with asking for help, 

and connecting with people. Get support. Do at least one of the action items in 

this chapter RIGHT NOW.  

 



 

 

Action Item Review 

 

Action Item 

1. List 10 people in your extended network or peers that you do not know yet 
but would be great for your mastermind group.  

2. Right now choose one person on the list and craft a simple, short email to 
that person. 

Here is a template: 

Hello ______, 

 

Qualifying Sentence (Example: I love your site, or I found you via my 

friend Joe on Linked In) 

 

Tell them about the group you are putting together and tell them you think 

they would be a great addition. (Example: I'm putting together a new 

mastermind group of like-minded business owners to help each other grow 

our businesses. I think you would be a great fit for the group.) 

 

You can also include a bit more about a mastermind group, mention you 

have a document with the guidelines if they wanted more information, or 

actually include the document attached. 

 

Your quick bio listing achievements and successes, or other members of 

the groups bios listing their achievements (Example: I own a publishing 

business and I've been able to get clients on the Amazon best seller list) 

Once you start to have amazing people say yes, use their great 

achievements to get even bigger businesses in the group. 

 

Write an end greeting explaining how great it would be to keep in touch. 

(Example: I understand if you can't fit it into your packed schedule but I 

just wanted to offer it to you since you have a great business.) 

 

Your name 

 

Your URL  

Your social media links (if you have them!) 

3. Send out crafted emails to at least 5 of the people on your list this week. 



 

 

Make sure to follow up promptly with each response. Also make a note 
in your calendar to email at least 3 or 4 mentors or possible mastermind 
participants each week until you have the support you need. 

It's only an email. It's very simple. You never know what could come 
from it. Many of my KEY relationships came from this exact method.  

 

Action Item 

 Create a list of twenty possible members for the mastermind group. 

 

Action Item 

Create a list of ten possible mentors. Find their e-mail addresses and e-mail 
them! 

1. List 10 people in your extended network already that would make a good 
mentor. (think of acquaintances, old friends, friends of friends, people on 
Linked In or Facebook)  

2. List 10 people you admire that have done exactly what you want to do and 
might seem out of reach. (Smaller book authors, business owners, search 
Linked in, Facebook, and your industries magazines) 

3. Choose one person on the list and craft a simple, short email to that person. 

Hello ______, 

 

Qualifying Sentence (Example: I’m a huge fan of your books or you know 

my friend Joe  and he said you might have experience in this that could 

help me) 

 

A simple direct question in a sentence or two that you could not find out 

online easily.  (example: But I have one question – do you feel that a 

business should split into multiple parts once it gets over 50 employees or 

do you feel that that was just in your case only?) 

 

Write an end greeting reinstating how thankful you are. (example: Any 

reply appreciated, or thank you in advance) 

 

Your name 

 

Your URL  

Your social media links (if you have them!) 

3. Send out crafted emails to at least 5 of the people on your list this week.  

 



 

 

Action Item 

Take one action to increase the size of your network. That may mean adding 
a networking event to your calendar right now, or planning to go to a 
conference.  

Or that might mean you need to get back in touch with some people who you 
have been meaning to for a long time and it wasn’t your top priority. Until now. 
Pick that one action, and do it.  

 

 

 

 

 

 

 

 



 

 

Chapter 6: Long Business 
Plans Are for Banks 

“So many times people sit down and they start 
writing a business plan like they’re writing a 
novel.  It’s just the worst thing you can possibly 
do.”  

- Michael Burcham 

Do you need a business plan? In this chapter you will learn a quick way 

to plan your business, based on how millionaires plan theirs. It can be a bit 

overwhelming at times to start a business, and know what you need to do first, 

and what you can save for later! Don’t worry, you won’t be creating an inch 

thick report of what you want your business to be! 

When I surveyed the millionaires on whether or not they started with a 

business plan, they had some common (and sometimes funny!) answers. 

“Ha Ha, LOL.  No freaking way.” 

“Nothing formal, more in my head than anything else.” 

“Nope” 

“No.  I actually have never had one.” 

“No. I didn't know what the hell I was doing at the time.  Now I will 

put outlines together when starting a new business. “  

 “No. I learned that a business plan was a good idea when i joined 

Entrepreneurs Organization in the early 2000's, but never took them 

seriously before that. “ 

“No I never start with a business plan but I believe they are incredibly 

important. Since I have had plenty of business experience I usually 

 know what to do next but I want to repeat some sort of a business 

plan is smart. My business plans have always started with a pad of 

paper  and strategies that I want to implement as I move 

forward.” 

 “No, just a drive.” 

 “No. I had some back of napkin calculations but I pretty much just 

jumped right in with some very naive assumptions about how 

business  worked.” 

 “In our heads, yes.  On paper, no.” 

 “No. - Just always knew I was in a service business and serviced the 

crap out of people. “ 

 “No.  I was just operating from trial and error to figure out what 

worked.” 



 

 

 “No.  To start a business you need only one thing - a customer.  If 

you are providing enough value that someone is willing to pay you 

for it,  you have a business.  The rest you just figure out as you 

go.  I've only ever developed business plans for ventures that required 

funding  from banks or investors.  It is a sales document meant to 

convince the investors and bankers you have planned out what you 

are going to do  with 'their' money.” 

 “Not really, big believer planning is guessing and not worth most of 

the time you put into it.” 

Most of the ones that did say yes, didn’t do a traditional business plan: 

“Not a traditional business plan. It is my own version. I always have a 

strategic plan with action steps, but I don't waste time formulating 

documents just to gather dust on a shelf. My plans are working 

documents that govern day to day activities.” 

“Yes, I always have a plan of attack but as any business goes things 

change as you get more involved and realize what is working and 

what  is not.” 

 “Yes. Although I did not have a formal business plan laid out, I set 

goals and stuck with it until I achieved them.” 

 “Yes - we wrote it on a paper table cloth in an Italian restaurant. It 

contained our name, our mission, vision, services, target customers, 

and values. Very simple. “ 

Do you see a theme? 

Most millionaires did not have a thirty-page business plan like the Small 

Business Association suggests. In fact, many had no plan at all, and others had 

some scribbled notes on a napkin. A few had in-depth business plans, but that 

didn’t necessarily help them. Dustin Wells, Founder of Headspring, had an 

award-winning business plan, but it failed miserably. President and CEO of 

Sandstorm Gold and Sandstorm Metals Nolan Watson needed an in-depth 

business plan—but only to show to banks he was looking to get loans from. 

That doesn’t mean having a thirty-page business plan is bad. It’s a good 

idea to do research and be knowledgeable, but you don’t need to document 

thirty pages of research and planning before you start to take action and figure 

out if your business idea has legs. 

I personally think the thirty-page business plan is a procrastination tool. 

When I first started, I thought that's what all businesses did. I read the SBA, I 

downloaded their really big template. I spent weeks filling it out, but in all that 

time I never actually went out and talked to my market. 

Derek Sivers said, 

You can have plans, but once your plans hit the real world, the 

real world tells you what it wants, and it’s often not what you 

had planned.” That means that you can spend forever writing a 

plan for the next year, but as soon as you get it out there, things 



 

 

happen, and your plan will likely change. You cannot predict or 

plan on things one year or five years out with that much degree 

of certainty. You can set goals and have ideas, but in the end, 

the real world tells you what it wants.  

Most millionaires started their business with what I call a Square 

Business Plan. When I distilled what was on their 2-3 page business plans, 

these were the components.  It’s also not something set in stone; it’s something 

that is continually updated. As you get more information from your market 

about what they want, and what you might be able to charge, etc., you learn 

more and can update the plan with better information. 

Here are a few examples of millionaires who did not use 30 page 

business plans: 

Brenton Hayden, Founder of Renters Warehouse: The Inc 500 List 

of Fastest-Growing Companies 

Brenton has started more than eighteen businesses. He has 

attended Harvard Business School and MIT. He said, “I don’t like 

making business plans more than about two or three pages. It’s never 

this awesome, well-put-together presentation. It’s a lot of printouts 

from the Internet. It’s a lot of scribbled notes, napkins, Post-It notes, 

whatever. It’s what you know in advance before you start a 

business.” 

Doug Guller, Founder of Bikinis Bar and Grill: From Zero to Six-

Hundred Employees, and Owning More than Thirteen Restaurants 

in Five Years 

Doug didn't have Harvard Degree, but he did have a background 

in finance. He said, “I didn’t write a full-blown business plan. It was 

more of probably a two to three page document that had bullet points 

about the specific areas of the restaurant or what I learned from 

people.” 
 

Both of these millionaires are saying that you need to know a lot about 

the business before you write your business plan. That’s why the Square 

Business Plan comes after we gained feedback from our target customers.  

The Square Business Plan  

Now you are ready for a step by step action plan on how to plan your 

business. There are a few things to do before the plan begins, like naming your 

business and creating your business structure, but then it’s time to dig into 

creating the business itself. 

 

Legend for the Square Business Plan: 



 

 

 

Avatar: Your end buyer of your product or service.  

USP: Unique Selling Point - Your main selling point that is unique 

Key Differentiator: The main thing that separates you from your 

competition 

KPI: Key Performance indicator - a number that you track (could be 

sales, or profit, or clients etc) to see the health of your business at a 

glance. 

Business Metric: A measurement that you keep track of in your goals 

Launch Strategy: How you plan to bring your product to market 

Marketing is just where you reach your  prospect and try to persuade 

them to purchase your product or service.  

Sales is where you are actually asking for your prospect to buy your 

product 

 

 

The following  is an outline of the square business plan. You will 

be filling in these sections and there is a link to download this 

template below. 

These are the key pieces you need when you start a business.  
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Download the Square Business Plan at TheEventualMillionaire.com 

Mission Statement 

A mission statement is more than just what service or product your 

business provides, so it can get overwhelming to try to come up with that 

perfect message, especially if you are trying to keep it to only one or two 

sentences. 

To wrap their head around crafting their mission statements, 

millionaires like to figure out their why. Why is this company in business? 

Who is it here to serve? How is it helping people? 

Michael Stelzner of the Social Media Examiner.com’s mission 

statement: Project Torch helps solve the question posed by ______. So help 

solve this question posed by this audience. We do so by empowering this 

audience to effortlessly create impactful ______ with ______. 

 

Action Item 

Brainstorm your why. Then write down many ideas for how it helps people. 

Start to play with possible mission statements. Write down five to ten and 
see which ones resonate most strongly with your gut feeling. 

Key Differentiator 

What makes you different from your competitors? 

Why should I pick you over everybody else, especially if they are doing 

similar things or the same things?   

Brenton Hayden of Renters Warehouse said:  



 

 

When I start a business, I like innovation.  I want a key 

differentiator.  What’s going to make us different?  What’s 

really going to be our value proposition?  Why would 

somebody choose us over somebody else?  That comes back to 

my plan is what is your key differentiator?  What’s your value 

proposition?  How big of a market is it?  Who is going to be 

your customer?  I always start with the who, what, where, when 

and why and how.   

 

Matthew Tuttle, Founder, Chief Executive Officer and Chief 

Investment Officer of Tuttle Wealth Management, LLC said:  

“Number one is you’ve got to differentiate yourself.  I don’t 

mean just slight hey I’m up here I’m a little bit different.  I 

mean serious substantial differentiation where someone who’s 

not in your business would say okay I see what that guy does is 

totally different than what the other people do because what I 

found and really in any industry that’s worth being in that there 

will be competition. 

 

You are the Differentiator 

In some circumstances YOU are the key differentiator. If you are 

looking to be an author, speaker, or expert in your field, being you is enough. 

You just have to let the YOU shine through.  

Michael Port, author of bestselling books Book Yourself Solid and Think 

Big Manifesto, said  

 You hear people talk about the unique selling proposition. You 

got to have a unique selling proposition and that particular term 

works very, very well when you’re developing some sort of 

physical product or restaurant or something that the consumer 

is buying without strong connection to the creator of the 

product.  But when people are buying something because of the 

connection to the creator of the product like a book or a speech 

or coaching or mentoring consulting, whatever it is, the way 

that the person sells that, the way that that coach or author or 

whomever, the way that they sell that is by being more 

themselves because that’s what makes them distinct.   

That’s the unique selling proposition.  It’s not trying to be 

different.  It’s not trying to be distinct.  It’s be more yourself.  

If you can be more yourself, there’s nobody else who is going 

to be like you so that’s unique.  Through that process, you’ll 

see why you’re unique selling proposition is very strong.” 

That doesn’t mean you can have an inferior product, or service, but it 

does mean that people connect with other PEOPLE. Michael Port is a shining 



 

 

example of this. Michael is down to earth, and transparent in all of his books 

and speeches. You come to LIKE him. And that’s a way that he separates 

himself from other speakers. Michael is someone you would want to be friends 

with.  

Amy Applebaum is a coach and speaker with her own brand at 

AmyApplebaum.com, she does a great job letting per personality come 

through. She strives to make everyone feel welcome, and she is extremely 

genuine. She almost seems like a big sister ready to help. These things come 

through in her brand too.  

Michael Hyatt of MichaelHyatt.com also does this. Not only does he 

create amazing content, but he lets his experience and personality show 

through as an expert. He cares deeply about you, and getting the most out of 

your life. His podcast is even called, This is Your Life! His brand and his 

personality are one.  

Avatar 

Who specifically are you creating your product or service for? 

You need to understand your potential customer, not only to understand 

what they want in your product or service, but also the best way to find them 

and how to talk to them. You will also save more money because your 

marketing will be more of a sniper rifle than a buckshot! 

I interviewed Carissa Reiniger who owns a company called Silver 

Linings. She has walked thousands of business owners through her Silver 

Lining Action Plan (SLAP). One of the core pieces of a SLAP is finding out 

who your Avatar is.  

Avatar: The embodiment of an idea 

So you think about that huge market that you want to target, and you 

choose one person that acts as the face. That way you are writing to only one 

person. You are looking for that one person in all of your marketing and sales 

tactics.  

Carissa said:  

So many business owners spend so much energy walking and 

talking to the wrong person because they haven’t identified 

who their ideal client is. So your ‘who’ is your ideal client and 

at Silver Lining we go to the point where we actually build an 

avatar for that person, we give them a name – so there’s 10,000 

business owners out there walking around with an imaginary 

friend. I always think that people think I’m married to this guy 

named James or I’m dating someone named James. James is 

Silver Lining’s ideal client, so in our scenario James is in his 

early 40s, he’s been in business for at least a couple of years, 

he’s got over $100,000 but less than $2 million in revenue, he’s 

self-made, he’s an owner/operator business, he’s got under 10 

http://amyapplebaum.com/
http://michaelhyatt.com/


 

 

employees and he really wants to grow and he’s frustrated by 

this cash flow capacity catch-22 that he’s in and he wants to 

figure out how to get out of it and move beyond it. That’s our 

ideal client. Do 100% of our clients look exactly like that? No. 

But I’m going to spend a minute of my time or a dollar of my 

money if James is not going to be on the other end. When I’m 

asked to speak at an event I ask if James will be there, and if 

James isn’t going to be there, I don’t go.” 

Finding Your Avatar 

What are the benefits of your product or service?  _________ 

Who would benefit most from it? _____________________ 

What are some of their characteristics? 

    Age ________ 

    Gender  ________ 

    Occupation  ________ 

    Location  ________ 

    Education  ________ 

    Family Status  ________ 

What are their psychographics? 

   Values  ________ 

    Behavior  ________ 

    Lifestyle  ________ 

    Attitude  ________ 

    Hobbies  ________ 

Finding your target market is a process too! Not everyone does their 

research before they jump into a business. Even millionaires! Do your best at 

this point.  

Metrics 

Working out your metrics for your business plan doesn’t necessarily 

mean projections for the first years. You would just be guessing at this point if 

you tried. It does mean, however, figuring out what key financial numbers you 

will be looking at to determine the health of your company.  

KPIs are Key Performance Indicators. They are numbers that you look at 

to understand if things are going well in your business, or not so well. These 

can include quantities like gross profit, or net profit, number of new prospects, 

number of products sold, plus many more. At this point, you should be 

establishing which numbers you’ll use as your KPIs. It’s about finding out 

what key measurements your specific company will need to look at and set 

goals with.  



 

 

Michael Burcham, serial entrepreneur who runs the Nashville 

entrepreneur center says this: 

“Think of financial metrics as a scorecard of the game called 

entrepreneurship.  You can watch football but if there were no 

scoreboard and no one ever kept score, you just watch as you 

run up and down the field all the time.  That’s why the second 

accountant’s score counts.  All the financial metrics of a 

business are a scorecard and it lets you know are you winning 

or losing at this game.  

So even before you begin the game, setting a basis of what you 

expect to do and then beating that is an incredible way to keep 

score on yourself to make sure the time and money you’re 

spending to refine this idea is going to matter in the next six 

months, year, year and a half.” 

 

Action Item: 

Choose three Key Performance Indicators to start measuring in this new 
company. If you have an online ecommerce company, it might be visitors, 
conversion rates, and revenue.  

Revenue Model 

In order to be a “business” you need to generate revenue. I know it 

sounds simple, but it is very uncommon! A new entrepreneur will see Twitter 

or Facebook start without making any money and assume that it’s ok to do that. 

These are the rare exceptions, but for the majority of businesses it’s not OK to 

not produce revenue. The reality is, we all need money to survive and therefore 

it is a key requirement that a business generates revenue. It is also not good 

enough to simply have a general idea of how a business will make money. 

This is the most critical piece of your Square Business Plan! Without 

this, you will not bring in any money, even if you have the best product in the 

world! 

 

 

 

I wanted to know if there were any key distinctions between a 

millionaires business model. Where there certain ones that worked better than 

others? 

The revenue models vary of course. But one key distinction is that they 

are scalable, and almost all of them have an online component, or a huge 

distribution network. Many of them also have more than one business now, so 



 

 

they have taken what they learned and leveraged that into other businesses and 

industries. 

 

Here is a list of some millionaires and what their business sells. This 

way you can get a few ideas on what is working well for them.  

Figure 6.2 

Millionaire Business Business Description 

   

Brad Schy Musical Chairs Sells tickets to great seats at 

events (musicals, basketball 

games, concerts); Helps 

people find coveted seats 

Andrew Darbyshire Pacsoft Produces software for lumber 

and hardware stores 

Craig Wolfe CelebriDucks Manufactures and sells 
rubber ducks that look 
like celebrities 

Hanny Lerner MOD Restoration Furniture Reupholstery  

Ryan Eldridge  Nerds On Call Computer/Network 
servicing 

Ken Wisnefski   

 

WebiMax Manage online marketing, 

SEO, social media of 

companies 

David Hirschkop   

 

Dave's Gourmet Manufactures and sells sauces 

and condiments (specialty: 

insanity and other hot sauces) 

Linda Stanfield   

 

Ben Franklin the Punctual 

Plumber 

Plumbing service 

Marissa Levin   Information Experts Provide strategic marketing, 

education and training, human 

capital, interactive website 

design and development, 

conference planning -- a 

whole host of strategic 

communications services 

($15M) 

 

 

 



 

 

 

 

Entrance/Launch Strategy 

You need to know how to reach your customers as you go into business. 

There is a big difference between sales and marketing. Sales is going out and 

finding your customers and selling them. Marketing is the act of promoting 

your business, with the intention that interested parties come to you.  

At the beginning stages you want your strategy to be the fastest way to 

the money. You want to make sure you are generating revenue as soon as 

possible. 

 

Millionaires advocate knowing how to sell. Your product or service 

might be so amazing that everyone will want it, and you don't have to do much 

selling. But most of the time, you need to know how to sell. 

On the other hand, millionaires also advocate testing to see what works 

in marketing/advertising. Unfortunately you don't know exactly what your 

market will respond to. A few ideas to help you choose the right strategies to 

test are: 

 How is your competition advertising? 

 How much money do you have to spend? (This makes a huge 

difference, because if you don't have a lot, you will probably 

be choosing Facebook ads instead of TV ads) 

 Where does your market see advertisements?  

 

A Millionaire’s First Month in 
Business 

So what does the first month in business look like for a millionaire? Here are two examples of what 

the first month in business looked liked for two different businesses. One is a product based business, 

and the other is a service. You’ll notice the continuous forward motion towards the goal! 

Anita Crook’s, Founder of Pouchee,first Month: 

“I had ordered 2,000 of them manufactured. I didn’t know if 

anybody else would like them or not, but I took a chance and it 

turned out that people really did like it.  I started showing them, 

when I got my first samples in.  I went from store to store and I 

thought a really cool place to sell these would be in boutiques 



 

 

and gift boutiques so I went to some local places that I thought 

were really cute places and showed them my little Pouchee and 

they loved it and they bought them.  Within the first month, I 

was sold out. 

It was phenomenal because anybody knows me knows I am not 

a salesperson.  I was scared to death to go into my first store 

and actually try to sell them something, especially something 

that I had produced.  I don’t take rejection well so I was really 

afraid I was going to run out of the store crying, if they had not 

liked it.  

I was petrified while trying to sell my first one.  My knees were 

shaking.  I really almost had a panic attack.  I really did.  I just 

had to take a deep breath and pray and just seek divine help to 

get through that first door.  It was kind of a funny situation 

because I walked in, you know, and I am showing my little 

Pouchee and it was the mother and daughter situation, the 

daughter owned the store, I think her mother helped her out.  

The daughter looked at them and she said, “You know, I just 

bought these other things” and it was a totally different kind of 

concept.  She had just bought some and she said, “I just bought 

these, when I sell out of these, I’ll look at yours.”  I’m going 

okay, can I show it to you anyway and she said, “Sure.” 

Her mother was standing there and then the daughter went to 

help a customer and the mother came back.  She said, “I really 

like yours.  Can I buy one?”  I said, “Sure, I’ll even give you 

the wholesale price because I think you’ll buy more.”  As it 

turned out, before I left the store, the daughter was onboard and 

she bought a whole order.” 

Bobby Casey’s, of Global Wealth Protection, first Month: 

“I must have visited 60 Walmarts driving all over North 

Carolina and Virginia.  Literally driving to the store, walking to 

the office and asking to speak to the store manager and just 

asking him straight up would you be interested in hiring me as 

your contract bike assembler.  Finally I found one store in 

Durham, North Carolina that took me in and helped me get 

stated and this and that. 

It was at least 60 stores I went to before I finally found one that 

said, yeah, yeah, okay we’ll hire you, how much do you 

charge? 

At the time, I basically had no money.  I had a negative net 

worth at that time and I think I might have also had a negative 

income as well.  I racked up a bunch of credit card debt just 

driving around to stores.  Just paying for gas, filling up your 

gas tank, driving around for several weeks at a time – no, no, 

no, no.   

But I wouldn’t have stopped if it took me 300 stores. 



 

 

In both cases they were new entrepreneurs. In both cases they 

didn’t let excuses stop them. They pushed through the fear, 

through the tough times, through the negative thoughts to 

MAKE their companies successful. Many times it’s the 

entrepreneur that makes the business, not just the product! (If 

Bobby had given up after 50 stores, no one could say he didn’t 

try. But he also wouldn’t have had a multimillion dollar 

business.) 

Marketing vs. Sales 

Let’s define the difference between marketing and sales a bit more. 

Marketing is just where you reach your  prospect and try to persuade them to 

purchase your product or service. Sales is where you are actually asking for your 

prospect to buy your product. You could market a ton and not actually get any 

sales. Sales is the most important piece of your business since that is where the 

revenue is generated from, but of course it’s a double edge sword, if you don’t 

have prospects to ask to buy then you don’t have sales either! 

When you are planning your launch strategy you want to include both 

marketing and sales. First you want to figure out how to sell to your customers. 

You learned a ton about what your  customers want in Chapter 4. Now you can 

figure out how to specifically sell to them. 

Once you learn what they respond to when it comes to sales then you 

can start to turn up that fire house of prospects and market to them.  

Selling that Works 

No one likes the used car dealer sales type. Think about it, you would 

never want to be pushed in a sale! 

I hated sales. I thought there was only one type of selling, unethical. 

What I didn’t realize is that there is an amazing, and very ethical way to sell. I 

can sum in up in three words: 

HELP YOUR CUSTOMERS. 

It’s not about you. It’s about making your customers lives better. It has 

to make sense for them and for you. If it’s a win-win, then you are doing it 

right.  

I worked at a place that sold high end vacuum cleaners when I was 

younger and was taught some unethical selling techniques, so I just assumed all 

sales wasn’t good. That severely limited me when I got into business. I had to 

re-learn sales. Once I did of course it changed the way I did business (and the 

money I made!). So I highly recommend investing time in learning how to sell. 



 

 

You can always hire better salesmen than you as you grow, but most of the 

time, the owner does a lot of selling as you are starting up! 

The art of Selling with Neil Patel, Founder of KissMetrics and serial 

entrepreneur: 

“I lived in Orange County and I didn’t grow up in the richest 

part of Orange County.  So selling vacuums to an area when the 

average person only makes $30,000 a year when the vacuum 

costs like $2,000 isn’t that doable. 

Once I realized and I know this is kind of bad, that most people 

wouldn’t buy vacuums from me but I realized they liked the 

cleaning and they would pay for it, because people were like 

could you clean the other room, I started charging them to 

clean more rooms in their house. 

If I sell the vacuum I make about a $100 in commission and I 

couldn’t sell one a day.  If I sold one in a week I’d be lucky but 

I would make more consistent money and more if I charged to 

clean each and every single room.  Same amount of work.” 

Instead of him trying to convince someone to buy something 

they couldn’t afford, he instead sold them something they 

actually wanted and could afford! This is the essence of ethical 

marketing.   

The Sales Pitch 

Many larger or more expensive type products and services need a sales 

pitch. If you are selling a $10,000 website, usually your customer will need to 

talk to you before they plunk down a check! 

Yet if you are a web developer just starting your own company, you 

may have never sold anything before. There is an art to sales, that comes as you 

do it more and more. Here are a few tips and stories  

 

Tips from Neil Patel - Owner of Kiss Metrics and Serial 

Entrepreneur 

Tip #1 - You Need to Practice to Get Better at Sales! 

 I would still try and step in there and try to persuade them as to 

why I should clean their homes, I’d have different sales pitches 

and I would try different ones out. I would even offer them a 

knife set all the time even after they said no and I would try to 

persuade them.   

 

Tip #2 Give Your Customer What They Want. 



 

 

It’s all about figuring out what problems people have when 

you’re selling, what their budget is and giving them the 

simplest solution that makes them interested.  Don’t start by 

telling them how you’re going to solve their problems and all 

the benefits.   

Don’t go, “Here is how I am going to solve this and blah, 

blah.”  

Ask them about their problems first. Get deep into learning 

about their problem and understanding what worked and didn’t 

work for them. Then sell the benefits that you know will help.  

 

Tip #3 Scarcity Works Very Well 

Scarcity is when something is in short supply. It’s a simple 

tactic that is proven over and over again to work. Look at Ebay! 

The timed auctions make people hunt and snap up items over 

and over again.  

If you create a scarcity by saving something like “Hey I only 

have one opening left” or “Hey if you sign up now we can start 

in the next week but if you don’t sign up now we’re going to 

have to wait 30 days to sign up or to get started because of 

XYZ reason” 

 

Bonus Tip #4 Sell Money From Jeffrey Fox, best selling author and 

Founder of Fox and Company: 

 

Jeffrey Fox is a sales expert and explains his best sales tactic, 

which he calls “Dollarization”. In essence it’s finding out how much 

the problem is costing your potential customer and putting it into 

numbers. That way they can clearly see the benefit of what they are 

buying. 

What we do and what the great companies do, every 

advertising claim, no matter what it is can be dollarized.  If 

you’re claim is your products last longer, are faster, lighter, 

quieter, whatever,  you can turn that claim into numbers.  If you 

can make the claim that we last longer, then what are the facts?  

Our product lasts two years, the other guy lasts one year.  

That’s a fact.  Well then you can dollarize that difference and 

that’s what we do for clients all over the world. 

Our clients sell money.  When we’re done with them, they 

aren’t selling mass spectrometers, they’re selling ten freed up 

days of a pharmaceutical laboratory and each freed up day is 

work a million dollars so when the customer gives our guy 

$450,000 for a mass spectrometer, our guy in turn gives that 

customer 10 free days of laboratory time or $10 million.  So, 

$10 million minus 450 is $9,550,000.  That’s the return on 



 

 

investment a big farmer gets from investing in our client’s mass 

spectrometer.  You can do that for every single product. 

And for new products, if the dollarized value is in fact not as 

good as the prevailing pricing of the competition, then you 

don’t launch the new product.  If you dollarize the value of 

your product and services to XYZ company and you cannot 

show the company a true dollarized value proposition, a 

positive return on investment in your product or service, then 

you don’t sell to that company.  You sell somewhere else.  So, 

in tough times, he or she who sells money has a distinct 

advantage over he or she who is selling a product asking for 

money. 

…The most important question in business and that question is: 

If I were the customer, knowing what I know about the 

customer, the competition, the marketplace, if I were the 

customer, me the salesperson, why would I do business with 

me? 

And if they can answer that question honestly, objectively, hard 

headedly, hopefully in terms of dollars and cents, then they 

have an ironclad platform for making the deal.   

There are many sales tactics out there, but just concentrate on these four 

right now. The next time you chat with your avatar, invite them to sit down and 

chat more. Then use the template below to get the sales conversation going. 

Practice as much as you possibly can! 

Sales Pitch Template 

 

Every business needs a good system to follow to produce sales. You don’t want to 

reinvent the wheel each time! Follow these steps to create 

your sales pitch.  

1. Get comfortable. 

You want to create an environment that isn’t salesy. Ideally you 

want to come out of this interaction friends, whether or not they buy. 

Try to find something to connect with them on. If you both have 

children the same age, like similar hobbies etc.  

Then let them know how these conversations usually go.  Be 

clear on what will be going on, and how long it will take that way 

you both are under the same expectations. 

You might say something like, “Do we still have about 40 

minutes, does that still work for you?” (Prospect says yes) 

“Perfect. Well just so you know how this normally works, is that 

I am going to have a ton of questions for you, I really want to 

determine what you really need to see if this might be a fit. You can 



 

 

ask me whatever questions you have too of course!” 

 

2. Ask Questions, find out what they need. 

Don’t pitch, just ask. They should be doing more of the talking than you. You can’t 

solve a problem that they have if you aren’t clear on 

exactly what that problem is. Asking questions, and 

getting more information is the easiest way to find out 

about what they need and if it lines up with what you have 

to offer. 

 

Questions like: 

  “What isn’t working well right now?” 

  “What are you doing to fix the problem?” 

  “What have you done in the past to fix it, and did it work?” 

  “Tell me more about that.” 

   “What is that costing you?” (in time or money?) 

 

3. Use that information to dollarize, and find a win-win situation. 

Use the information you already received and try to put numbers to it. If you know 

that they will save a specific amount of money, or time, 

show them clearly how the math works out. The numbers 

make it a concrete reason, instead of telling the prospect 

about how it’s a better value, give them numbers that 

show them. 

4. Ask them to buy.  

If you are not used to selling, or are scared, it can be hard to ask 

for the sale. This is critical though! Many sales are lost even if the 

customer is interested because this last piece was missing.  

Ways to ask for the sale: 

  “Would it make sense to work together?” 

  “Are you interested in moving forward on this?” 

If it doesn’t make sense for them to buy it, don’t try and sell it! That’s 

why we think of used car salesman as sleazy. The stereo typical user car 

salesman is trying to sell us into anything, no matter what we need! If it doesn’t 

fit, try to recommend them something else that does. Even go into doing a 

recommendation or intro to someone else you know that might be a better fit. 

Your prospect will clearly see your integrity! 



 

 

Marketing 

I’ve tried to nail down specific programs that work for the millionaires 

businesses. But they usually respond with the same answer.  

“It depends on the business.” 

Serial entrepreneurs know, that a marketing tactic that works in one 

industry doesn’t necessarily work in another, or even in the same industry! 

There are too many variables. Marketing is not a one size fits all solution. 

Facebook marketing might work wonders for some businesses, while print 

catalogs work for others. 

Even if it seems like your business might be a perfect fit for Facebook 

marketing it still might not work! 

So how can you find out what does work? 

We can get a good general idea on things to test by doing these steps: 

Step One:  Look at competitors in your business industry 

Usually if people are spending money on it consistently it’s 

working. (Unless the business has no idea what they are doing of 

course!) 

Chat with your avatar to learn where they find other companies 

like yours. Are they looking online, or are they asking 

recommendations from their friends? 

Step Two:  Look for current possible strategies that might work for your 

industry. Listen to podcasts, read blogs, or books to find out what 

might have worked in the past for your specific industry.  

Step Three:  Choose the Most Likely Options. 

This of course depends on your business and budget. So I suggest 

you writing a list and then ranking them so you know which to test 

first. Use the following worksheet. 

 

Marketing Tactic Estimated Cost to Test Rank 

   

   

   

   

   

   

   

   

   

   



 

 

 

 

 

 

 

Step Four: Marketing Testing Strategy 

Most small businesses tend to be not very good at tracking 

things. Which means a lot of effort is wasted, and we don’t have true 

results. 

Who knows if your radio ad worked unless you track it?  

I have seen businesses drop thousands of dollars on an ad, and 

just get the gist of whether or not is working. I spoke to one person 

about the success of a previous radio ad and he tried to remember if 

the phone rang more that week or not. Be diligent about tracking 

results to your marketing campaigns. 

Track it based on whatever your metrics and KPI’s that you 

chose in your Square Business Plan.  

The example below shows you tracking with Revenue Generated. 

These are VERY simple spreadsheets because we just need 

something simple that will be used.  

Marketing Tactic Cost Revenue Generated 

   

   

   

   

   

   

   

   

   

   

   

 

 

 

 

 

This means that you need to track what marketing tactic brings in 

what revenue. If it’s a newspaper ad, you’ll need to make sure your 

employees are asking where they heard about you. If you have 

coupons or deals online make sure you track where they come from. 

The tracking is the annoying part, but it’s the part that really matters! 



 

 

Marketing Ideas 

Here is a list of marketing strategies to get you started with your testing.  

List of Online Marketing Strategies 

Facebook Ads 

Facebook (Organic) 

YouTube (and Ads) 

Twitter 

Google Plus 

Pinterest 

Pay Per Click 

Banner Ads 

Email Marketing 

Search engine optimization (SEO) 

Blogging 

Podcasting 

Interactive Tools 

Mobile Apps 

Digital Magazines (iPad Magazines) 

Webinars/Teleseminars 

Sponsorships 

Daily Deal Sites 

Joint Ventures 

Viral Video 

Online PR 

Craiglist 

Directory Listings 

List of Offline Marketing Strategies 

Direct Mail 

Cold Calling 

Brochures 

Business Cards 

Networking Events 

Guerilla Marketing 

Promotional Materials 

Business Associations 

BillBoards 

Radio Advertising 



 

 

Print Media Ads 

Referrals  

 Hanny Lerner Launched her Company using a Groupn 

Actually our biggest break, when it came to reupholstery was I 

contacted Groupon and I said, “Hey we want to make a 

Groupon deal” and this was before we had any reupholstery 

clients.  They said, “Okay well tell us what you go.”  I said, 

“Reupholstery get $200 for $95.”  I don’t even know if we 

carried fabrics then but I said fabrics.  We sold 95 Groupons 

and that was what kick started our upholstery business.  We 

suddenly had zero to 95 clients overnight. 

It changed our life. 

The day it went live, we knew that the phones were going to be 

ringing off the hook because even if your deal isn’t so great, 

there are still a million people calling you about your deal.  So 

we brought in some friends to sit in on the phones.   

So suddenly the phone is ringing off the hook, people had 

questions and we figured once the Groupon thing is over, we’ll 

figure out how to do the work. We didn’t actually do 

upholstery work at that point. It was a three-day deal, so for the 

first three days it was just about getting people to buy. I 

couldn’t say that we were mavens in upholstery.  We were 

literally learning as we go.  And people bought.   

 

Each marketing experience will be different, but keep pushing forward. 

Keep testing to see what your market wants and how they want to learn about 

your product.  

 

Action Item: Fill out the launch strategy template below.  

 

Your Launch Strategy Template 

Sales: 

How many do you need to sell the first month? Consider factors such as 
how much money it takes to produce your good/service, cost or employees, 
etc. 

How many sales appointments do you need to do before you sell one? 

How many prospects do you need to talk to to get a sales appointment? 

How many prospects do you need to engage with each week to hit your 
sales numbers? 

Total Revenue Needed:  



 

 

Marketing Ideas& Budget 

1.____________ 

2.____________ 

3.____________ 

4.____________ 

5.____________ 

6.____________ 

7.____________ 

8.____________ 

9.____________ 

10.___________ 

Market Testing: 

Marketing Tactic Cost Revenue Generated 

   

   

   

   

   

   

   

   

   

   

 

 

 

 

 

 

Top three Marketing Strategies 

1._________ 

2._________ 

3._________ 

Launch Action Plan: 

Month One: 

 



 

 

Month Two: 

 

Month Three 

Resources 

 

Don’t take for granted the resources you already have at your disposal. 

Some millionaires already had amazing networks within their industry before 

they left. Like Elle Kaplan who owns Lexion Capital Management. Her clients 

were suggesting she should go on her own, and she had access to many clients. 

Others had no network at all.  Consider the following: 

Access to Prospects 

Melanie Duncan, who owns a variety of businesses online and 

also hosts a podcast, had an amazing resource. She was part of a 

sorority which lead her to find her need, but it also gave her access to 

many college students, her perfect target market! 

Network 

Digital Talent Agents’ Founder, John Hall had an amazing 

network of journalists and people in the media and online.  

Skills 

Michael Port started as an actor, so he had amazing skills 

speaking and being charismatic.  

Marissa Levin had all of the knowledge from her previous job to 

start her own business, plus she had amazing sales skills.  

Advice 

Frank McKinney had access to many wealth clients with his 

tennis business, and he started talking to them and gaining advice.  

Time 

Serial entrepreneur Aaron Pitman was young, and didn’t know 

much about business, but he had time on his side. He didn’t have a 

lot of expenses, and he was able to dedicate a lot of time trying 

things to see if they worked.  

You might also realize as you go through this, resources that you might 

need. This is very important, because there might be gaping holes in what you 

are missing in your business. This is where we find those holes. Do you have 

no way of reaching prospects? Or is time a limiting factor for you? What is 

missing that you can find before you start? 

 



 

 

Do I Need Funding?  

Do I need Funding? Most of the time the millionaires bootstrapped their 
businesses, which just means that they didn’t take any funding and tried to 
make the business profitable as soon as possible. 

There are many types of funding that this book won’t get into. If you want a 
direction to start, look up angel funding. Angel funding is usually a smaller 
amount that you get at the beginning of your business to start it off well.  

A lot of the people I interview are angel investors which means they seek to 
give angel funding to people starting up new businesses. I think we can learn 
a lot from what they are looking for in the businesses they invest in.  It helps 
you understand what makes a viable company. Even if you don’t want to get 
funding this is important info! 

Aaron Pitman - How he picks Angel Investments 

“If a potential startup is aggressive and they’re into the idea 

and you can just feel that they’re passionate about it, I’ll listen 

and I will build a relationship with that person.  

I invest in whatever I feel like is actually going to make money. 

I don’t want to invest $20,000 to make $40,000 because I can 

do that in my own business.  I want to invest 20, 40, 50, 

$100,000 because I know I can make 10, 20, 30 times my 

money.  I invest in homeruns.  You have to have the mentality 

that you’re going to hit a homerun.  If they have the mentality 

and their business idea makes sense, I’ll give it a whirl.” 

 

 

Square Business Plan Done 

Take this one piece at a time. It might even take you a month to 

implement this entire chapter. But proper planning, questioning, and testing 

will lay the foundation to a strong business!  

The end result you will have a strong sense of exactly who is willing to 

buy your product or service, how you are going to reach them, and how you 

will take in money. You might run into road blocks. You might not be sure 

what is going to work or not. Things will be uncertain. 

But you will grow as a person and business owner as you implement 

this. You will get past your excuses and learn a ton. Do the work, and keep 

going and you will make your first sale. The sweetness of your first sale is 

amazing! 

 

Action Item Review: 



 

 

 

Action Item 

Brainstorm your why. Then write down many ideas for how it helps people. 

Start to play with possible mission statements. Write down five to ten and 
see which ones resonate most strongly with your gut feeling. 

 

Action Item 

Choose three Key Performance Indicators to start measuring in this new 
company. If you have an online ecommerce company, it might be visitors, 
conversion rates, and revenue.  

 

Action Item: Fill out the launch strategy template below.  

 

Your Launch Strategy Template 

Sales: 

How many do you need to sell the first month? Consider factors such as 
how much money it takes to produce your good/service, cost or employees, 
etc. 

How many sales appointments do you need to do before you sell one? 

How many prospects do you need to talk to to get a sales appointment? 

How many prospects do you need to engage with each week to hit your 
sales numbers? 

Total Revenue Needed:  

Marketing Ideas& Budget 

1.____________ 

2.____________ 

3.____________ 

4.____________ 

5.____________ 

6.____________ 

7.____________ 

8.____________ 

9.____________ 

10.___________ 

Market Testing: 



 

 

Marketing Tactic Cost Revenue Generated 

   

   

   

   

   

   

   

   

   

   

 

 

 

 

 

 

Top three Marketing Strategies 

1._________ 

2._________ 

3._________ 

Launch Action Plan: 

Month One: 

 

 

 

 

Month Two: 

 

 

 

 

Month Three: 

 

 

 

 



 

 

Chapter 7: Your Success Is a 
Series of Small Wins 

“Success is the progressive realization of 
worthwhile goals and dreams.”  

Paul Meyer 

We’ve all enjoyed success in life. It can range from finishing a college 

degree to paying off a credit card. It can even be deciding that you will be a 

millionaire and taking that first action towards that goal. It all adds up to the 

life you are living now.  

I know the typical eventual millionaire is a high achiever and high 

achievers feel really good when they are realizing their goals. I’m willing to bet 

you have set goals before. I wanted to find out how exactly millionaires set 

their goals. And not just how they set them, but what did they do with them 

after they were set? I want to show you how millionaires go through and set 

their visions and their goals. You’ll learn if visioning and goal setting is just 

another self-help thing people say that may or may not work, or if it’s really 

working for the successful.  

After asking millionaires how they set up their goals, it was clear to see. 

They do very similar things, like visioning, creating very specific goals, and 

action plans. Of course each individual is different, and has their own way of 

doing things. You can still be successful even without setting goals, but the 

majority of the millionaires I’ve spent time with have goals. 

Why Visioning Is Important to 
Millionaires  

If you want to be an entrepreneur, you already have a key feature: you 

have a vision that no one else has. You dream of bigger and better things for 

this world.  

 

Vonda White, CEO of Collegiate Risk     Management, and success 

coach summed it up when she said, “I want to encourage people to dream big 

and to take a risk, because life is exciting. It has so much to offer, but it’s up to 

us to decide will we step out there and take that risk.” So this is where you 

decide on that dream. 

Before I ever started interviewing millionaires I wondered if 

millionaires used visioning. Was it too “out there?” It doesn’t seem very 



 

 

scientific, but I had heard gurus suggest it over and over and I wondered if 

there was something to it.  

After interviewing about 10 different people it started to become clear. 

Millionaires used visioning. Now after over 100, it shines like a beacon.  

They use it to their advantage often.  

Do you? If you don’t have a vision, you are missing out on a critical 

piece.  

Now, if you don’t have a vision, you might be wandering around for a 

long time. It’s like stopping at every destination to decide if this is the place 

you want to end up. If your goal is to get to Fiji, but you don’t know what Fiji 

will look like until you see it, you will end up stopping at many destinations 

and looking around to see if it is the right place. You’ll get to Fiji eventually, 

but it might take a very long time. 

Adrian John Cartwood, a personal Finance blogger who started 

7million7years.com, said, “I boil it down not to luck or intelligence as most 

people think, or even the Midas touch. I boil it down to having a vision, where 

you actually have to get out a certain financial result. Once people have 

something to do, it’s amazing how good they are at doing it.” 

According to Joyce Schwarz, author of The Vision Board, “Visioning is 

an ancient art and science that dates back to the caveman days, which is a 

combination of meditation, soul-searching, and even improv.”  

It’s imagining and feeling what the future looks like. You want to 

harness those thoughts into a crystal-clear vision of your future with as much 

detail as possible. Then you can refer to that same vision over and over again. I 

think you should blend both your personal and business vision. We are only 

one person with different pieces, and we should address all of those pieces! 

Include your family, friends, lifestyle, finances, and business in your vision.  

If that vision includes a million dollars, why? What do you think that 

would do for you? 

Does that create a feeling for you? Or a specific lifestyle? Does it allow 

you to give more, or feel more secure? 

Michael Stelzner, from SocialMediaExaminer.com, said, “Say to 

yourself where do I want to be in five years and write it down with a pen and 

write out as much detail as you can. What I want you to do next is ask this 

question, act like you’ve already been there and you’ve achieved it in five 

years, say, “What did I do just before I achieved it?” Let’s say the goal is to 

become a millionaire or let’s say the goal is to have a New York Times 

bestseller or whatever. What did I do just a month before that happened? Let’s 

say it was this. Let’s say it was got on Oprah, I don’t know. What did I do to 

get on Oprah? Just start working all the way back to the present and guess what 

you’ll have – a map!”” 



 

 

Michael Stelzer, a serial entrepreneur himself, had some amazing 

questions to ask yourself when you are just starting to set up your vision for 

your business. 

Visioning: Business Questions to Ask 

What do I want to achieve? 

Where do I want to go? 

Why do I want it? 

What are my underlying motivations? 

Can others rally around the vision? 

What perceive problems am I addressing? 

What will it look like once I have accomplished it? 

 

Here are a few other questions to ask: 
 

    Visioning: Personal Questions to Ask 

Where do I live? 

What does my family look like then? 

What does a typical day look like? 

How’s my health? 

How much money do I earn each year? 

What are some amazing things that I have accomplished? 

What lifestyle do I live? 

What things have I learned? 

 

Three things to think about when you are creating your personal 

vision. There are things you can have, things you can do, and things 

you can be. Think about all three when creating your vision.  

The End Game 

No one wants their end game to be working sixty or more hours per 

week. Even if they love their work, not even millionaires. You need to figure 

out your end game, though that doesn't mean to know what you want to do 

until you are eighty. We can have multiple end games. We just need to figure 

out what our first vision is now. 

Millionaire Derek Sivers, founder and former president of CD Baby, 

suggests this exercise: Think of yourself as ninety years old looking back at 

your life. Let's say you’re thirty and you have ten different things you want to 

be doing. You might think that you can’t get anything done! You can actually 

do them all—it’s just that you have to be patient and do them sequentially. 



 

 

Remember the donkey from chapter four? Visioning is a way to bring focus to 

your outlook for the future. 

Have Fun With It 

Visioning can be a very fun experience. Once you have the vision, you 

can bring it up whenever you want. When you have a very tough day, and you 

think, “Why am I doing all of this?” that's when you let the amazing experience 

of achieving your goals play out in your mind. 

Many people like to watch TV to escape their feelings of their day, but 

they are feeding their mind with things that are mostly negative. Think about 

the TV or movies you watch. How many of them are positive and make you 

feel uplifted? Most movies now are based on suspense or violence. 

Use Visioning to Make Decisions 

You can use visioning to make decisions. You’re going to face a lot of 

decisions in your life and business. Use your vision as a guide and ask yourself 

if I were that person in my vision now, what decision would I make? What is 

the best decision in this situation that would get me to that vision? 

Use Your Heart 

JV Crum III, CEO of Conscious Millionaire Institute, said, 

One of the real secrets is having your heart fully in it.  Is your 

heart in it?  That is so critical.  If it’s just a mental thing with 

you, that’s the problem with most people’s visualizations.  

They’re talking about focusing your mind.  Yeah, big deal but 

focus your heart, bigger deal.  Then your body has got to be 

just in this ready state of action to move you forward and 

you’re only taking actions that are going to lead one after 

another exactly to that result and anything that’s not getting 

you there, just keep being conscious.  It’s an iterative process. 

What does your heart think? What does your gut think? We can sit in 

our head all day long, but true success comes from us as a whole person. So 

does visualization.  

 

Action Item 

     Create Your Vision 

Step One: The Future of YouCreating a vision is experiencing what your 
life will be like long term. Think about yourself 10 years or even 20 years 
in the future. 



 

 

Who are you in your vision? Are you confident and conquering the world? Is 
that how you act now? Write a list of 10 characteristics that describe you in the 
future. 

1. _________________________ 6. ______________________________ 

2. _________________________ 7. ______________________________ 

3. _________________________ 8. ______________________________ 

4. _________________________ 9. ______________________________ 

5. ________________________  10.______________________________ 

If you are having a hard time with this, find someone who you respect now, 
and embodies the characteristics you want and write those down. 

You can use these characteristics to grow. Daily work on each of these 
characteristics will move you forward fast. You can make amazing changes in 
a year to become the person that runs the company and the life you want. 

Step Two: The Future of Your Business Think about your business long 

term.  

1. Where is the industry going? Will you be on the cutting edge? 

2. What has your business done in the past 10 or 20 years that has made 
it remarkable? 

This will help you be ahead of the curve in your business, and we will also 
work with these in the next module.  

Step Three:  Sum it up! 

Think about your life in 10 years. What do you want your life personally and 
professionally to look like? 

Visioning with Meditation 

A few of the interviewees have mentioned that they use meditation as a 

way to practice and remind them of their vision. 

Millionaire interviewee Amy Applebaum (AMyApplebaum.com) is not 

only an amazing success coach, she also has dozens of hypnotherapy cds.   She 

actually created a new company using her skills in Hypnotherapy: 

The reason I got certified was not to have a hypnotherapy 

practice, it was to learn more about how our mind works and 

how we can have a good mindset and all of those things that 

you need to be successful in business. So, I’ve been using the 

education that I received from that for years but I never did 

anything with it until recently when I was looking for new 

opportunities in my business to help support people in 

becoming successful. And what I mind in the female 

entrepreneur marketplace is a lot of doubts, a lot of interesting 

http://amyapplebaum.com/


 

 

conversations around money and the fear of making money, 

and confidence issues yet there are so many female 

entrepreneurs stampeding the entrepreneurial marketplace. So, 

I thought to myself this is the time to bring the hypnotherapy 

stuff out. Success is really about two things in order to achieve 

it, how you think and what you do. And in business coaching, 

I’ve been addressing what you need to do for all these years. Of 

course peppered in there is mindset but I hadn’t dedicated 

products to how do you think and the type of thinking you need 

to be successful, this was going to be my opportunity to do that. 

 

Free Gift: Amy is giving you one of her hypnotherapy meditation cd’s all 

about visioning. I use it often and love it!  

Go to EventualMillionaire.com/BookBonus to download. 

 

 

Referencing Your Vision 

It’s not only about creating that vision, but about using that vision. That 

means bringing it up during your meditations, or rereading it often. It may also 

mean creating a drawing or vision board that you put up on your wall.  

What can you put in place that will make you go back to it often? It 

should be FUN to revisit. Fun to daydream about your amazing future.  

 

Action Item 

Do the exercises about, and create your crystal clear vision. Then decide a 
way to check back in once a week or once a month to make sure you are 
keeping that vision in your mind! 

How Millionaires Set and Attain 
Their Goals 

It’s amazing how many millionaires use the word “goal” in their 

language. My main goal was, the original goal, that’s a great goal to have. 

Even when they’re speaking about being a kid, they all had goals. Goals are a 

huge part of their lives. 

But setting goals isn’t the hard part. It’s all that other stuff that’s hard—

keeping up with them, remembering to focus, and making decisions based on 

them. 



 

 

To successfully achieve our vision, first we are going to set the goal, but 

we are going to set it knowing that we need to set up the processes that will 

remind us to focus on them in our daily lives. It's more detailed than the typical 

SMART goals. Todd Tresidder of FinancialMentor.com said, “You only want 

to work off what you can actually achieve within a confined timeframe, 

otherwise you drop into overwhelm.” 

Tony Hartl, founder of Planet Tan, sets goals like this:  

My annual goals are broken out by personal, business and 

family.  Within each of those categories, they can be as little as 

four or five up to maybe seven and then what happens is I have 

what’s called a gant chart.  Now this is a little sophisticated 

now because of my assistant and she’s a business intelligence 

person so she creates deadlines for every one of my goals but I 

set up goals within those categories and every month I review 

my goals and that’s why I think I have such a high level of 

success of hitting my goals because they’re in my face all the 

time.  

You’ve got to create personal accountability.  If you’re not 

reviewing your goals on a month in, month out basis, and 

here’s the benefit once you do it.  Then you can go back and 

look at 2008 and say what did I say I was going to do and when 

a year goes by, you should be able to say hey did I become a 

better person?  Did I achieve something?  Did I make a 

difference in my community?  The world?  Personally?  Did I 

learn a language?  Whatever it is.  Did I qualify for the Boston 

marathon?  Whatever it is.  Then you should be able to go back 

and go oh yeah, 2010 rocked.  I got my sailing license, I 

qualified for Boston, I achieved this much in income, I sold this 

many books, whatever it is. 

You should be able to review that and then what you do is you 

put those annual, you print out that sheet once the year is over 

and you put it in a file and I have every one of my one-year 

goals and I review that.   

 

And Guy  Kawasaki, (best selling author and venture capitalist 

said, 

Well, I mean this might not be so popular an answer, but I 

don’t think the goal should be to make a million dollars.  I 

think the goal should be to make the world a better place, 

increase people’s creativity or productivity and I think that 

making a million dollars is a natural outcome of successfully 

changing the world.  So the way it works is you focus on 

changing the world, you’ll probably make a million dollars.  If 

you focus on making a million dollars, you might make a 

million dollars but I think you’ll probably be less successful.  

Don’t focus on the reward, focus on the goal.” -  



 

 

Everyone I’ve asked about goals said something similar to what Vonda 

White says,   

When I have a goal I’ve written it down and then I know I need 

to make this happen to achieve the goal. What my action steps 

are for today, tomorrow, this week, next week, for this whole 

month, etc.  

I also heard stories of before they found success. Did they set goals 

then? Most of the time they referenced drifting and having no goals like this 

quote from Adrian John Cartwood,  

I had no goals and everyday was ’As long as I’m not broke I’ll 

keep going’. I paid myself a small wage and I could eat. That 

was it.  

So millionaires have had their down times too. But it seems like during 

their up times it was all because of goal setting and it has been said that a goal 

is just a dream with a date on it.  

So we’ve been banged over the head so many times on how important 

goals are but, in my experience working directly with business owners and 

setting their goals, I know most of us could improve not only how we set goals 

but how we work on our goals.  Let’s help you not only set goals but actually 

stick with them and achieve them. 

Setting the Goal 

Each millionaire has a slightly different way of setting their goals but 

they all accomplish the same objectives. First they set the goal. They put it 

somewhere where they will see it and they have a system to review it either 

monthly or by having someone there for accountability. Then they only focus 

on the next step. 

Pick one main goal. We get WAY too caught up in wanting everything 

now. Yes, I want everything now too! But if we don't put a laser focus on our 

goals, we will water things down. Choose only one focus on for your business, 

for now. 

In order to pick that one goal, you need to first figure out the priorities 

in your business. 

Priorities  

What is the #1 most important thing in your business? What are 

numbers 2 and 3? 

If you don't know what is most important in your business, you cannot 

effectively make decisions about the year ahead. Is customer retention the 

biggest factor in your success? Is it improving conversions on your online 

campaigns? 



 

 

Once you have chosen the one goal that describes your year, answer 

these questions: 

How would you feel in 5, 10 or 20 years if you never reached this 

goal? 

Is it bold enough? 

Do you believe you can achieve it? 

Does this conflict with any other goals? 

What obstacles will be in your way? 

What people or groups will you need to work with to achieve the 

goal? 

What knowledge will you need to complete this goal? 

Are you 100% committed? 

What are the benefits of achieving it? What pain will there be if you 

don't achieve it? 

After you answer these questions, you should have a general feeling if 

this goal is big enough to be scary, hard enough to matter, and exciting enough 

to really commit to–no matter what. If you don’t feel strongly enough about 

your goal, change it. 

The COVENANT Framework for Goal Setting 

When I started looking at the data and tools that millionaires used, many 

of them used the SMART goal setting framework. 

SMART stands for: 

 Specific 

 Measurable 

 Attainable 

 Realistic 

 Time 

It’s more than just setting a goal that says “I want more money this 

year”. It’s making it concrete with numbers and a timeframe. But I found that 

there are a few key pieces that the millionaires have done, that aren’t included 

on the SMART goals.  

Millionaires ask themselves questions like, “Who is going to keep me 

accountable for this goal?” or “Does this goal align with my values?” (if you 

don’t think it’s all about the money, yet your goal is solely money focused, that 

might not make for a happy life!) 

Those pieces are missing from the SMART system, and both are critical 

to make sure you achieve them.  



 

 

Instead I created the COVENANT framework. First Merriam-Webster 

says a Covenant is “a formal, solemn, and binding agreement.” When you set a 

goal, you create a pact, something deeper than a goal that is forgotten in a 

journal or on your computer.  

Take goal setting seriously. Don’t let this be another goal you set and 

never look at it again.  

COVENANT stands for: 

 Commitment  

 Organized 

 Values/Vision 

 Enlightened 

 Noticeable 

 Accountability 

 Numerical 

 Time 

Commitment 

You really need to be dedicated to your goal. It’s more than a wish or a 

hope; it’s a real pledge to yourself. So how committed are you to your goal? 

Let’s say you were to work extremely hard for three months straight, but you 

don’t see any progress. Or maybe you only see a little bit of progress, but it 

isn’t really what you hoped for. You’re disheartened, and friends and family 

are telling you to give it up and just move on. Would you give it up?  

Would you stop working toward your goal just because of all these 

circumstances, or do you really, really want it? If you would give up, then this 

might be a goal that is really great for a little while and then peters off toward 

the end because you can’t sustain it. This question is really just a check in to 

yourself to make sure you’re really dedicated. 

Frank McKinney said this about committing when he was referring to 

training for the Badwater Ultramarathon:Friday night, I went out to train sleep 

deprived.  I worked all week, I worked on Friday.  Friday at 9:00 p.m. I started 

running and I ran until 7:00 in the morning until the sun came up.   

There’s moments where I’m like “Why am I doing this?” 

Everybody goes to sleep but I have other things I have to do.  

So when it comes to preparing the mind and the body for 

something like that, going back to our one, having that coach 

who sat me down, it was more of an internet relationship than a 

direct relationship, where she would send me a schedule of a 

workout schedule, a training schedule for the week and I 

adhered to it, everything single thing she told me to do I did.  



 

 

When it came to running and cross training and the proper diet 

and so I really converted myself. 

I was a casual six mile every other day runner and I really 

found, not found a way, but I believed there was a way to 

convert myself from that casual one step from being a couch 

potato kind of person to being an ultra marathoner.  Now after 

five, going on the sixth year, I’m an expert. “ 

Organized 

Being organized is a recurring theme with millionaires on reaching their 

goals. Being organized means that every employee knows what the goal of the 

company is. They know what systems need to be created to get there. To be 

truly organized, you need to create systems so you are more efficient and get 

more done. 

Values/Vision 

Your goal really needs to fit the rest of your life and your vision for the 

future. If your number-one priority is your family, but your goal requires you to 

work eighty hours per week, then the goal doesn’t align with your vision or 

values.  

Enlightened 

Being selfish with your goals is OK. To take your goals to the next 

level, however, you can have  what you want but also help others in the 

process. and that’s when your goal becomes enlightened. It’s helping others 

while you help yourself, just like that great Zig Ziglar quote, “You can have 

everything you want in your life if you help enough people get what they 

want.” 

Most Eventual Millionaires that I survey want to be financially free so 

they can help others. You can do that now even before you become a 

millionaire. Let’s incorporate being enlightened into your goal now. How can 

this goal that you already have help others in the process? For example, maybe 

you do want to hit your revenue goals because you plan on giving back, or you 

want to hire two key employees—not only to help your business but also to 

provide them with an amazing place to work, financial stability, and maybe 

flexibility for them and their family. It really then becomes a win-win situation. 

Noticeable 

Your goal needs to be seen. 

Once it’s complete, print it out, and put it where you will notice it every 

single day. Tony Hartl had a chart in his office. Frank McKinney had it on his 



 

 

laptop. You can put it on your refrigerator, white board, bedside table—

anywhere that you will see it every single day. 

Accountability 

The point of this step is to set up the system of accountability in 

advance. I know some people feel that if they don’t have the drive and 

willpower to push through their goal themselves, then they don’t deserve it or 

that they don’t want it enough. But everyone, even millionaires, need 

accountability and support, and they need to be reminded and pushed 

sometimes too. That’s why accountability is so important. 

 

This means setting up and committing to the mastermind group to be 

accountable to your goals. Or this means finding a good friend where you can 

be “accountability buddies.” This is a key piece and where most goal setting 

fails. 

Numerical 

Your goal needs to have measurements to gauge your progress. You 

may have already created your KPIs (Key Performance Indicators) in your 

business plan. You can measure these now to see your progress as it goes and, 

at the end, you will know whether or not you’ve achieved that goal if you hit 

that right number. I mean it can be revenue, conversion rate, sales, prospecting, 

units sold, whatever the goal is for your company. 

Time 

If you had homework due in school and it never had an end date, would 

you actually do it? Your goals are something you actually want to do, instead 

of something you have to do. But it still needs to be time bound. So pick a date. 

Determine a reasonable timeframe, and stick to it.  

How long is this long-term goal? Is it five years out? Is it ten, close to 

your vision? Or maybe it’s only two or three. Pick a date, a specific date when 

this goal will be completed by. 

 

Action Item 

Create your Covenant Worksheet. 

 

Commitment  

Organized 



 

 

Values/Vision 

Enlightened 

Noticeable 

Accountability 

Numerical 

Time 

Setting Short Term Goals 

You need to have that vision and you need to know what it is and keep it 

in plain view but once you create a goal based on that, you break it down into 

smaller and smaller time frames. Then you only concentrate on the smallest 

and shortest goal in front of you.  

Todd Tresidder said,  

You only want to work off what you can actually achieve 

within a confined timeframe otherwise you drop into 

overwhelm. 

And you do. I mean if you are an eventual millionaire, you have 

probably set goals before, big awesome goals. But what happens? You realize 

how huge it is and how long it is and how many years it will take you and 

sometimes it can be discouraging.  

So the reason why we want to break it down to small steps is that you 

only have to think about the next few days. You know exactly what you’re 

doing the next few days and that’s it. That way you don’t drop into overwhelm. 

 

Brig Hart, a network marketer and founder of R3 Global, spoke about 

how many types of goals there is. He said,  

You know there are long term which, to me are 2 to 5 years but 

to most people it’s 10 to 20. So to have long term and then 

medium range goals, which I equate to about a year or two, and 

then short term goals, which are six months. 

 

Then he breaks it down even further to mini goals which are 30-day to 

60-day goals or 30 days to 90 days if that’s easier for you. Then, from there, 

you have micro goals and these can be anything from weekly goals to even 24-

hour goals.  

 

Interestingly enough, it’s easy to set a goal I want to be 

financially free in 10 years or so but it’s about the daily 

discipline that we must do in order to hit our goal. You have to 



 

 

do your micro goals before you hit your mini goals. Micro then 

mini then short term, medium and long term and if you don’t 

do the daily things you’re certainly not going to hit your short-

term goals.  

So setting these goals, writing them down and then reviewing 

them each day because if you can’t measure your progress, you 

don’t know whether or not you’re making progress or maybe 

there is no progress at all. You have to have measurable goals 

in order to know if you’re progressing. 

 

How to Break Down the Goal 

Many of my entrepreneurial clients have so many ideas on what they 

could be doing and what might bring in revenue that they can't figure out where 

to start. The solution? Work backwards. Break it down! Break your Big Goal 

into 3 month, 6 month and 9 month goals so you know where you need to be to 

reach your goal at each point in the year. 

For example, let’s say you want to earn $8,000 per month by the end of 

2011. Right now you earn $4,000 per month. So within 6 months you need to 

earn $2,000 more per month. And within 3 months you need to earn $1,000 

more per month. 

In order to make the goal of an extra $1,000 per month by March 31, 

you need to make $250 more per week. 

Translate into products or services. Let's say you are a graphic designer. 

If you average about $250 per client, you need 1 more client each and every 

week. 

So you set the objective "Get one additional client each week". That's a 

bit intangible. How do you get one more client per week? You may be 

thinking, “If I knew that, I would be making more already!” 

The key is to know your numbers. If you are keeping track of your 

metrics already, you should know your closing rate–how many prospects you 

need to talk to in order to sell one person. If you don't know, start keeping 

track. 

Let's say your closing rate is 50%. That means you only need to speak 

with two qualified prospects to gain one new client. 

But how many people do you need to talk to if you want to find two 

qualified prospects? If you don't already know at this point, look at your history 

of sales and make an educated guess. 

Let's say you average one quality prospect for every 6 people that you 

speak to. That means you need to have twelve conversations each week. 



 

 

To meet your goal, brainstorm a list to accomplish just that one 

objective. Ask yourself: “How can I have twelve conversations each week?” 

If you have conversations by networking events, how many do you need 

to go to? If you have conversations via email, how many more visitors or 

subscribers do you need to your website? 

Fill out what your new goals are each quarter and write down the tasks 

you will need to do to accomplish them. 

Date: 3 Month Goals – Earn $5,000 per month by March 31st. 

Get one additional client each week 

Have twelve conversations per week 

Go to two more networking events per month 

Create four guest posts to bring in traffic to the website 

Set up a system to keep in touch with qualified prospects. 

Date: 6 Month Goals – Earn $6,000 per month by June 30th. 

Date: 9 Month Goals – Earn $7,000 per month by September 

30th. 

Date: 1 Year Goals – Earn $8,000 per month by December 31st. 

Right now, commit to just the first three months. Decide that you will 

achieve your three-month goal come Hell or high water. Declare that you will 

still be pursuing this goal in three months. 

The New York Times shows that over 80% of New Year’s goals have 

failed by Valentine's Day. Commit to the goal for three months and afterward 

you can decide if that goal is right for your business. If not, modify it–but stick 

with it long enough to decide. 

Now that you have objectives, how will you achieve them? 

You are never going to know exactly what you are going to do every 

single step of the way. At the pace small businesses change, there is no way to 

predict what information you will need to know 9 months from now. 

You can, however, set up a system to figure out what to do next. 

Once you start to break down the goal and realize what you need by 

when, then we can start to create your action plan.  

Creating Your Action Plan 

Your action plan is where you take that written goal and break it up into 

micro-goals, things with thirty-, sixty-, or ninety-day timelines. We cannot 

predict every step, but we can look short term and figure out the best steps to 

start to take. Then we reevaluate the action plan once we have better and more 



 

 

accurate information. This melds the goal and the to-do list. This essential step 

I think is often missed. 

Tony Hartl of Planet Tan said, 

Don’t focus on the big problem; focus on just the next step, 

because it’s sort of like eating an elephant—just one bite at a 

time. Don’t get overwhelmed by the entire goal, just look at the 

very next step, because success is a series of steps. It’s not one 

big concept or one big great idea, at least not in my world, and 

it hasn’t been one great idea, it has been a series to-dos and 

intense focus. 

That’s the point of an action plan. I work with a lot of business owners 

that seem to reinvent the wheel for every piece of their business over and over 

again and that is not necessary. Trying to figure out a system or a routine that 

you do so you don’t have to create every single day. We recreate and we 

recreate and we recreate what works and what doesn’t work. That’s why we 

test and we figure out what works and then we keep that. We don’t have to 

keep making these decisions over and over and over again. So, in the 

worksheet we’ll talk about this a little bit more. But in general, we want to 

think about the goal. What is that key point in your goal and how can we put 

that into our routine? I know your to do list will change but your routine 

shouldn’t. I’ve had clients of mine decide that Wednesdays are their marketing 

day and everything else is put on the back burner because marketing is so 

important in their business. 

Figuring out those key actions that make up your routine is really 

important to keep continuous forward motion. 

 

Knowing every how or little to do doesn’t matter. Just like Amos 

Winbush, III, in the interview you’ll listen to, he went ahead without knowing 

what a software engineer’s function was. He created a software company, 

software tech company and didn’t know what a software engineer was. So 

knowing everything ahead of time doesn’t matter. It’s a matter of knowing an 

idea of what those next steps might be and moving towards it.  

Derek Sivers, who sold his company CD Baby for $22 million said,  

You never know how plans are actually going to work. My 

plan completely changed only two weeks after launching and I 

think life is like that. It’s like you can have some plans but once 

your plan hits the real world, the real world tells you what it 

wants to do and it’s often not what you had planned. Anything I 

could say about my new venture now might just be moot in a 

few weeks. 

You don’t need to know the best strategy, the best tactic, the best tool 

until you’re ready to use them. 



 

 

That also means that the action plan is very fluid. It can change based on 

your priorities and what the next best step will be. 

So that’s what we want to do when creating our action plan. What we’ll 

do is we will write it for three months but we’re really making the next two or 

so weeks in actual detail and carving out a larger picture for what those three 

months look like.  

We definitely need our mini and micro goals to help us know what 

we’re going to concentrate on each week, but you don’t really know your 

schedule more than two weeks at a time. The next two weeks you’re going to 

be a different person. You are going to know different things than you know 

now.  

Action plans prevent procrastination and the wrong actions. When you 

sit at your desk on Monday morning, does it take you a little while to figure out 

what the best thing to do is? If you finish up a task a little bit early, do you 

know what you need to do next or do you hop on social media or use that time 

in ways that won’t help you hit that immediate goal? We need to know what 

the next actions to take are or we’ll procrastinate or take the wrong ones.  

Vonda White said: 

When you have your action steps and you start putting that into 

action towards it, you keep chipping away little by little at that 

goal, a little piece each week. You pretty soon have 

accomplished the goal and when you look back, let’s say 12 

months from now, you look back at that goal you’ve set for 

yourself. It might have seemed impossible or insurmountable in 

order to get to that point. But when you start 

doing it on a daily basis, a little bit at a time, it’s kind of like 

that saying inch by inch, anything is a cinch. I really believe 

that because when I started my own company in 1996, I’d 

never owned my own company before.  

 

Here are some questions to ask when creating your action plan: 
 

What is the next best step? 

Who can help me with this? 

What information do I need right now? 

What am I lacking today? 

And what can keep me from accomplishing my vision? 

 

Keep moving forward. Keep moving forward. Keep moving forward. 

Do you notice a pattern? Keep moving forward. But most people know they 

need plans but who actually does them? It’s just like goals. It’s hard to stick 

with a plan that’s ever changing. We have too much on our plates anyway in 

general let alone time to update a plan.  



 

 

What I want you to come away with is this:  it’s not about having long 

to do lists. It’s not about the to do list at all. It’s a week by week plan of action. 

You want to know the biggest thing to do this week to make sure you hit that 

goal. You want to know before you start your day what the most immediate 

actions are to take because this present moment is the only thing you have to 

make your goals a reality. 

 

Be consciously conscious of what you’re focusing on.  You’re 

constantly conscious of your actions and looking at what results 

you’re getting at all times and then shifting based on those 

results.  It’s conscious focused action.  It’s the key to doing 

anything you want and it’s the key to making money.   

A lot of people want to start in the middle.  They just want to 

go take massive action. Are you conscious of other things that 

have worked?  Have you looked at information about what’s 

the best way to do something?  Have you looked at what your 

options are for your strategies?  If you don’t do all those pieces 

up front, you could be just completely wasting your energy 

taking the wrong actions.  But a lot of people jump in at that 

level and it’s just a huge mistake. 

- JV Crum III 

Action Feedback Knowledge Loop 

Figure 7.1 

 
You need knowledge to make the right decisions on what action to take. 

But that's it. You don't need information overload. We use that as an excuse to 

procrastinate. Our brains will tell us we need more information before we can 

take that next step.  

 



 

 

It’s a really good excuse isn’t it? Well, I need to know more information 

before I can start, before I can move forward, before I can spend my money. I 

need to know all the information humanly possible in order to take some 

action.  

But most of the time it's just fear. 

It doesn’t matter if the knowledge stays in our head. We want it to come 

out and actually be used so that way we can reach the goals that we have for 

ourselves. You need some knowledge to make the right decisions on what 

actions to take. Only SOME knowledge. Since our society now has the internet, 

we have tons of information at the tips of our fingers. That means instead of 

chatting with a friend and learning the next best  action to take, we have to sift 

through hundreds of the best actions and decide on one. That’s time consuming 

and frustrating. 

I want to help you alleviate that. Right now decide to only learn for 

three reasons, either to answer an immediate question, to research the next step 

or for entertainment. I’m not saying you have to do this forever. Most of us 

LOVE to learn. It’s a passion. It helps us be well rounded amazing individuals. 

But there is only so much time in the week. So right now, while you are 

reading this book, pay attention to why you are getting your information. 

So once you have some information on the next step, then you take the 

action. You might like it. You might hate it. You might feel dumb. You might 

be on top of the world. It might be some wonderful thing that happens. 

Whatever you feel, it’s okay. Even if you hate it and say you never want to do 

it again. Just accept it and make note of it because then you get feedback from 

it. It will either work or not work. It’ll give you details or insights that you can 

apply in other places and feedback is that quintessential amazing stuff that we 

really need in order to make our decisions.  

Then you decide what you are going to do differently, how you can get a 

better result, and what improvements you can make for the next action. Then 

you decide what knowledge you need to fill in those gaps where you were 

previously lacking. That’s why you don’t need all of the information up front. 

You try and do small actions. Fail small. Do small actions so that way you just 

need the little pieces as you go. It’s all about accomplishing things in small 

doses, gaining that feedback and so you can incrementally get bigger and 

bigger. That’s how you mitigate your risk. 

And it might get messy. And that’s ok! It will never be this clean, 

perfect world where you can learn and analyze and readjust perfectly. 

Do what you can, when you can.  

It's all about accomplishing things in small doses, and then gaining the 

feedback so you can incrementally get bigger and better. 

Matthew Tuttle of Tuttle Wealth Management said: 



 

 

 We’re constantly looking at what we’re doing, ripping it apart, 

seeing if there is a better way to do it.  Constantly looking at 

what’s out there in the industry to see number one what 

everybody else is doing to again make sure we’re staying 

different and number two, see if there is anyone else out there 

who is doing something that really, really does seem good and 

we’ll copy it and try to make it better. 

Some of our best ideas have come from things other people are 

doing that I’ll look at and say, “All right, I like what they’re 

doing there, how can I take it and how can I make it even better 

than what they’re doing?”  So we do a lot of that and we’ll 

continue to do that for as long as we’re around. 

 

Action Item 

Download the Action Plan Worksheet from 
http://EventualMillionaire.com/StarterKit to help you create your action plan. 

Using A Mastermind Group For Accountability 

As in Chapter 5, having a mastermind group, or someone to keep you 

accountable to these goals is critical. So if you haven’t already, figure out what 

you will be doing to help you stay accountable to your goals and action plan. 

 

Nolan Watson of Sandstorm Gold and Sandstorm Metals told me about 

what he does with a group of friends and business owners.  

We actually sit down once every three months and we write 

down our goals, everything from one month to three months to 

one year to five years and we hold each other accountable by 

saying things like hey you wrote that down three months ago. It 

has been three months and you still haven’t done it.  

What’s going on? Or they’ll say, you just wrote down a five-

year goal and that’s way too easy. You should be able to 

accomplish that in the next 18 months or at least make a  harder 

goal. So I find that writing down and knowing at the end of the 

day that someone is going to call you on it if you don’t do it is 

extremely beneficial.  

It makes you do things not only to think about what you’re 

trying to do and therefore guide some of your actions but it also 

makes you know that someone is going to call you on it if you 

don’t do it. So eventually, you end up doing it. 

This is a key factor that your mastermind group is going to help you 

with. Setting goals is extremely important but taking action to achieve those 

goals is even more important.  



 

 

A lot of the millionaires talk about accountability and how important it 

is and that’s why you have your mastermind group – to keep you there, to push 

you harder and to make sure you’re doing what you know you want to do.  

If you have weekly mastermind sessions go over the wins that happen 

each week and write down what items you need to accomplish that week. 

Knowing what you need to do before the week begins is critical in making the 

right decisions ahead of time, and not only doing what is urgent and not 

important.  

Achieving Goals 

Take a look at your actions. You need to consciously bring attention to 

your goals each week.  

Keep your actions and goals in an easily-visible place. Some people 

keep them written in their bathroom. While others choose to put them in their 

to-do lists, or next to their computer each week. 

Set weekly priorities. Begin each week by determining what three things 

are most important to accomplish in your business. This means you will 

accomplish them even if you have to work late into the night. (Use your 

mastermind group for this, more about how at the end of the chapter) 

Figure out your priorities by setting aside time to plan your week. Your 

week should not only be about putting out fires. Your tasks each week should 

be bringing you closer to your goals. 

Find a mastermind group, coach or another business owner who can 

hold you accountable. You can create a great business without a good support 

network, but why would you want to? There will be tough days this year–days 

when you throw your hands up and say, “I'm frustrated! This isn't working!” 

Set up a support structure that can talk you off that ledge. Your accountability 

partner/group can also help by giving you their experiences and expertise. 

You need to know what you want in order to go after it. Have fun 

figuring out what you go after in life! If you have listened to any of the 

interviews you know, that the possibilities truly are endless. We are only here 

on this earth for a short time. You want it to count. You want to be able to 

experience the things you want, have the freedom, and capabilities to see what 

life truly has to offer. And if you have children you want them to see the 

possibilities through you! You have so much power. Stop giving it to others 

and take it for yourself. It’s not selfish. In fact it’s necessary.  

We need more people that have goals and dreams for our future. We 

need people leading the way, to help others do the same. You are an Eventual 

Millionaire.  Take time today for yourself and figure out what those dreams 

are. You can not only change your life with your goals, but many others too! 



 

 

 

Action Item Review 

 

Action Item 

  Create Your Vision 

Step One: The Future of YouCreating a vision is experiencing what your 
life will be like long term. Think about yourself 10 years or even 20 years 
in the future. 

Who are you in your vision? Are you confident and conquering the world? Is 
that how you act now? Write a list of 10 characteristics that describe you in the 
future. 

1. _________________________ 6. ______________________________ 

2. _________________________ 7. ______________________________ 

3. _________________________ 8. ______________________________ 

4. _________________________ 9. ______________________________ 

5. ________________________  10.______________________________ 

If you are having a hard time with this, find someone who you respect now, 
and embodies the characteristics you want and write those down. 

You can use these characteristics to grow. Daily work on each of these 
characteristics will move you forward fast. You can make amazing changes in 
a year to become the person that runs the company and the life you want. 

Step Two: The Future of Your Business Think about your business long 

term.  

1. Where is the industry going? Will you be on the cutting edge? 

2. What has your business done in the past 10 or 20 years that has made 
it remarkable? 

This will help you be ahead of the curve in your business, and we will also 
work with these in the next module.  

Step Three:  Sum it up! 

Think about your life in 10 years. What do you want your life personally and 
professionally to look like? 

 

Action Item 

Do the exercises about, and create your crystal clear vision. Then decide a 
way to check back in once a week or once a month to make sure you are 
keeping that vision in your mind! 



 

 

 

Action Item 

Create your Covenant Worksheet. 

 

Commitment  

Organized 

Values/Vision 

Enlightened 

Noticeable 

Accountability 

Numerical 

Time 

 

Action Item 

Download the Action Plan Worksheet from TheEventualMillionaire.com to 
help you create your action plan. 

 

 


