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“ Achieve	Business	Success:		How	To	Utilize	The	12	
Foundational	Principles	Of	Business	”	

 

Rick Sapio & Matt Manero  

Marjory:	 Hello,	and	welcome	to	the	Homegrown	Food	Summit.	This	is	
Marjory	Wildcraft,	and	I	am	the	founder	of	The	Grow	Network,	
as	well	as	the	host.	Our	next	presentation	is	very,	very,	very	
different	from	all	of	the	others	in	here.	I've	actually	gotten	
some	flack	from	people	before,	when	I've	had	this	particular	
presenter	up,	but	I	want	to	give	you	a	little	bit	of	the	behind	
the	scenes	story	of	The	Grow	Network.	A	lot	of	people	look	to	
us	a	very,	very	successful	organization.	

	 Let	me	tell	you	just	a	bit	of	a	story	why	to	help	set	the	context	
for	why	this	next	presentation	is	here.	Years	and	years	ago,	I	
was	on	a	trip	to	Cuba	to	visit	organic	sustainable	farmers	with	
a	group	that	was	organized	by	Ronnie	Cummins,	who	is	the	
found	of	the	Organic	Consumers	Association.	If	you've	ever	
signed	one	of	those	petitions	at	the	grocery	store,	or	
somewhere	for	GMO	labeling,	or	getting	GMOs	out	of	the	
foods,	Ronnie	was	behind	all	of	those.	He	was	basically	the	
founder	of	the	Millions	Against	Monsanto,	and	those	
movements.	Really,	really	hugely	influential	man,	and	I	was	
really	delighted	to	get	to	spend	a	lot	time	with	Ronnie	on	that	
trip.	

	 One	of	the	things	we	were	discussing	was	entities,	and	
business,	and	how	do	you	get	...	Running	a	mission,	and	having	
a	purpose,	and	making	difference	in	the	world	is	actually	a	
business.	I	was	talking	to	Ronnie	about	different	models.	He	
said,	"Are	you	a	non-profit,	are	you	gonna	be	a	for-profit,	or	
what?"	I	said,	"Ronnie,	I	really	think	I	want	to	be	a	for-profit	
because	I	really	have	a	strong	libertarian	vent,	and	I	believe	
that	if	this	mission	is	viable	in	the	world,	if	we	create	good	
products	and	services,	then	people	will	buy	those,	and	it	will	
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support	the	mission	and	the	purpose."	Ronnie	said,	"You	know	
what,	I	think	that's	really	smart."	

	 He	said,	in	the	early	days	of	the	Organic	Consumers	
Association,	they	are	a	non-profit,	and	he	used	to	go	and	sit	in	
the	lobbies	of	all	these	different	foundations,	getting	ready	to	
pitch	why	they	should	give	him	money.	He	looked	around	and	
he	realized	that	he	was	sitting	there,	and	he	was	in	
competition	with	all	these	other	really	amazing	organizations	
that	also	needed	and	deserved	that	money.	He	said,	"You	
know	what,"	he	just	didn't	want	to	compete	with	them.	He	
pulled	out	of	getting	money	from	foundations	and	just	had	a	
model	of	having	people	send	in	small	amounts	of	money	to	
support	him.	He	has	been	able	to	make	that	model	work.	He	
really	applauded	my	choice	to	become	a	for-profit	company,	
and	offer	products	and	services	that	were	valuable.	

	 Now	I	will	tell	you	that	I	was	not	a	natural	born	business	
woman.	Now	I've	started	a	few	businesses	that	were	fairly	
successful,	but	I	just	never	could	quite	gain	traction.	Quite	
honestly,	the	business	of	getting	people	to	grow	food	and	
make	medicine,	it's	just	not	sexy	and	lucrative.	Especially	in	the	
early	days,	it	was	quite	a	struggle.	

	 I	came	upon	Rick	Sapio,	who	is	now	my	business	coach	with	
the	program	that	he	has	developed	called	the	Business	
Finishing	School.	It	completely	turned	around.	It's	a	four-year	
program.	It's	an	online	program.	You	get	a	module	every	
month	and	you	do	that.	It's	extremely	cost	effective.	It	
absolutely	transformed	me	from	being	a	stumbling,	maybe	
somewhat	sharp	entrepreneur,	into	really	a	business	woman	
who	runs	and	organization.	Quite	frankly,	I	have	to	do	that	if	I	
am	going	to	make	...	If	we're	gonna	make	the	different	we	
want	to	make	in	the	world,	we	have	to	do	it	through	business.	I	
needed	to	learn	those	skills.	

	 That's	why	I'm	bringing	Rick	on	here.	I	know	that	this	is	not	at	
all	necessarily	about	food	production,	but	we	need	more	
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businesses.	We	need	seed	companies,	we	need	herb	
companies,	we	need	chiropractors,	we	need	herbalists,	we	
need	farmers,	we	need	all	kinds	of	people,	and	we	need	small	
businesses	that	are	successful	in	order	for	us	to	turn	around	
and	have	the	impact	on	the	planet	that	we	do.	That's	why	I	
brought	Rick	on.	

	 Rick	and	his	partner,	Matt	Manero,	are	gonna	be	talking	about	
a	concept	called	a	catalyzing	statement.	Now	that	sounds	
fancy,	doesn't	it?	But	really	what	it	is,	is	a	way	to	get	crystal	
clear	on	what	you	want	to	see	in	the	world,	and	the	catalyzing	
statement	for	The	Grow	Network	is,	"Homegrown	food	on	
every	table."	I	will	tell	you	that	once	we	got	that,	and	it	a	lot	of	
work.	I'm	not	gonna	say	that	I	just	boop	[inaudible	00:04:44],	it	
was	a	lot	of	years	of	digging,	and	really	getting	honest	with	
myself,	and	saying,	"What	is	it	that	we	can	do?"	But	once	I've	
gotten	that	statement,	I	tell	you	what,	everybody	who	works	
for	The	Grow	Network,	they	know	why	they're	coming	to	work	
every	day.	It	just	aligns	the	whole	company.	

	 When	we're	looking	to	hire,	we	have	hundreds	of	people	who	
send	in	applications	because	they	know	what	our	purpose	is,	
they	know	what	our	catalyzing	statement	is,	and	that's	
something	that	they	can	get	behind.	It	makes	life	so	much	
simpler	once	you	have	a	catalyzing	statement.	

	 This	next	video,	I	asked	Rick	to	come	present	and	teach	us	all	
some	principles	about	business.	I'm	very	passionate	about	this.	
Watch	this	presentation.	It'll	begin	to	give	you	some	idea	all	
about	catalyzing	statements,	and	then	start	to	apply	that	to	
you	business,	and	to	your	life.	Also,	I'll	tell	you	about	a	way	
that	we	can	meet	in-person	at	the	end	of	this	video.	

Rick	Sapio:	 Home	Grown	Food	Summit.	Thank	you	for	having	us.	My	name	
is	Rick	Sapio.	This	is	my	business	partner	Matt	Manero	and	we	
want	to	talk	directly	to	you	by	way	of	Marjory	Wildcraft.	
Marjory	Wildcraft	has	been	involved	in	our	program	for	years	
now	and	she	has	told	us	and	the	community	it	has	had	a	
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profound	effect	on	the	results	she's	producing	inside	her	
family,	inside	her	community.	A	home	grown	meal	on	every	
table	was	her	catalyzing	statement	for	Marjory's	business	and	
it	came	out	of	her	thinking	about	her	business	differently.	
We've	actually	trademarked	the	term	catalyzing	statement	and	
we	want	to	give	you	a	two	bonus	items	here	today	to	give	you	
extreme	value.	One	of	the	bonus	items	is	a	14	minute	video	on	
how	to	create	a	catalyzing	statement	just	like	Marjory	did.	

Matt	Manero:	 By	yours	truly,	Rick	Sapio.	Rick's	TEDx	Talk	in	Europe	and	Italy.	

Rick	Sapio:	 And	then	we	have	Matt's	TEDx	Talk,	we're	going	to	talk	about	
burning	it	to	the	ground.	I	recently	torched	my	personal	life	
because	I	felt	like	so	many	things	were	holding	me	back	from	
getting	to	the	next	level.	So	oftentimes	people	in	this	network	
you	don't	look	at	yourself	as	world	changers	or	influencers	or	
business	builders.	Why	not	look	at	yourself	as	someone	that's	
creating	something	that	is	saleable,	that	is	worth	a	lot	of	
money	to	somebody?	Or	if	you're	passionate	about	it,	you	
don't	care	about	money,	it's	still	worth	something	to	other	
people.	So	we	want	you	to	think	about	putting	an	entity	
around	you	just	like	Marjory	did.	So	the	first	thing	we're	going	
to	talk	about	now	is	setting	yourself	up	with	a	catalyzing	
statement.	

	 When	you	first	heard	the	term	catalyzing	statement,	what	did	
you	think?	

Matt	Manero:	 I	can	tell	you	that	it	was	very	difficult	for	me	to	come	up	with	
it.	In	Business	Finishing	School	we	teach	the	implementation	of	
core	values	and	a	catalyzing	statement.	Core	values	are	really	
what	do	you	stand	for	both	in	your	personal	and	in	your	
business	life.	I	would	challenge	every	one	to	get	with	Marjory	
and	ask	her	about	her	core	values	and	catalyzing	statement	
because	they	were	magically	transformative	for	her	and	
everybody	needs	to	spend	time	on	it.	Rick	and	I	believe	that	
most	people	do	not	spend	anywhere	near	enough	time	
actually	understanding	what	their	core	values	and	their	
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catalyzing	statement	are.	And	it	takes	time.	The	catalyzing	
statement	for	me	was	more	difficult.		

	 And	what	you're	about	to	watch	from	us	is	Rick's	TEDx	Talk	
where	he	goes	into	detail	about	the	power	of	having	a	
catalyzing	statement.	It's	really	something	that	once	you	do	
the	work	to	figure	out	what	it	is,	it's	amazing	how	there's	this	
gravitational	pull	and	a	pull	of	purpose,	a	pull	of	people,	a	pull	
of	new	opportunities	in	your	business	and	certainly	a	pull	of	an	
increased	level	of	happiness	because	you're	no	longer	sort	of	
just	guessing	every	day	of	why	am	I	getting	up	to	do	what	I've	
done	for	all	these	years.	It	really	points	you	in	this	direction.		

Rick	Sapio:	 I've	heard	since	I	was	a	kid	if	you	want	something	bad	enough	
and	you're	willing	to	do	the	work	to	get	it,	the	universe	will	
conspire	to	bring	it	to	you.	And	that's	what	this	work's	all	
about.	And	you're	all	doing	good	work	in	the	world	but	why	
not	consider	putting	some	simple	blocking	and	tackling	rules	in	
place	to	create	an	entity	that's	saleable	to	the	world?	And	
that's	what	this	is	all	about.	So	watch	this	14	minute	video,	
take	some	notes,	put	it	on	the	ground	in	your	life	and	we'll	be	
right	back	after	that	for	you	to	take	the	next	step.	We're	going	
to	talk	about	Matt's	TEDx	Talk	and	how	you	can	put	that	on	the	
ground.		

Matt	Manero:	 Enjoy	that	module.	

Rick	Sapio:	 What	I'm	here	to	talk	about	today	is	Purpose	2.0	because	I	
believe	we	have	a	huge	problem	in	the	world.	How	do	we	get	
messages	to	people	when	we're	inundated	with	so	much	stuff.	
All	of	us	are	buried	in	a	blizzard	of	information.	How	do	we	get	
everybody	on	the	same	page	quickly	to	produce	the	desired	
outcome?	So	I'm	here	to	introduce	you	to	the	catalyzing	
statement.		

	 What	is	a	catalyzing	statement?	Well	first	let's	look	at	the	word	
catalyze.	What	does	the	word	catalyze	mean?	The	word	
catalyze	means	by	introducing	this	agent	something	else	
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happens.	It's	an	agent	for	change.	So	as	an	example	if	you	
wanted	to	have	water	boil	what	catalysts	would	you	use?	
You'd	probably	introduce	a	hot	flame.	OK	so	that's	a	catalyst.	A	
catalyzing	statement	first	and	foremost	is	a	meme.	What's	a	
meme?	A	meme	is	a	viral	idea	that	spreads	instantly.	Think	
about	it,	when	200,000	people	gathered	at	the	Lincoln	
Memorial	to	hear	Martin	Luther	King	did	they	get	an	e-vite?	
Did	they?	They	didn't.	It	was	a	viral	idea,	it	was	a	meme	that	
spread	rapidly.	So	then	what	is	a	catalyzing	statement?	A	
catalyzing	statement	is	a	meme	that	is	willfully	created	to	
connect	to	your	stakeholders	so	that	they	help	you	achieve	the	
desired	outcome.	That's	what	you	want	isn't	it?	So	let's	think	
about	some	of	these	catalyzing	statements	that	changed	the	
world	and	hopefully	this	presentation	plants	the	seed	in	your	
head	about	being	a	catalyzing	agent	in	the	world.		

	 When	John	F.	Kennedy	inherited	the	space	program	in	1960	he	
inherited	a	purpose.	So	we're	going	to	tell	you	now	Purpose	
2.0	and	connect	it	to	a	catalyzing	statement	which	is	the	goal.	
The	purpose	he	inherited	was	what?	We	want	to	beat	the	
Soviets	in	the	space	race.	Isn't	that	what	we	want?	That's	the	
purpose	of	the	space	program.	But	John	F.	Kennedy	knew	that	
that	wasn't	enough.	He	needed	to	create	a	catalyzing	
mechanism	to	catalyze	massive	action.	And	then	on	September	
12	1962	he	said	those	famous	words	and	I'm	going	to	
summarize.	"We	will	send	the	man	to	the	moon	and	return	
him	safely	to	Earth	by	the	end	of	the	decade	of	the	60s."	Think	
about	that.	That	is	a	massive	human	achievement	that	would	
not	have	happened	without	that	catalyzing	mechanism.	Think	
about	it,	seven	and	a	half	years	later	it	happened.	Do	you	know	
that	there	were	materials	and	machinery	and	mechanisms,	all	
kinds	of	stuff	that	were	invented	that	didn't	exist	before	in	
seven	and	a	half	years?	It	takes	more	than	seven	and	a	half	
years	to	get	approval	to	put	a	building	here.	It	took	nine	years	
to	get	a	park	built	behind	my	office.	We	all	have	the	ability	to	
string	together	a	group	of	words	that	will	cause	massive	
action.		
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	 My	relatives	come	from	Italy	and	I	often	think	wow	this	
beautiful	country	with	its	passion	and	its	love	of	culture	and	all	
these	incredible	things.	Who	is	going	to	step	forward	and	take	
on	a	catalyzing	statement,	put	a	stake	in	the	ground	for	what	
Italy	could	be	and	pull	it	back	up	into	world	prominence.	A	
catalyzing	statement	can	do	that.		

	 I'm	going	to	give	you	some	more	examples.	Bill	Gates	when	he	
started	Microsoft	what	did	he	say?	"I	want	to	build	the	most	
recognizable	software	company	in	the	world."	That's	a	pretty	
cool	purpose	right?	But	then	he	said	those	famous	words,	
what	did	he	say?	Catalyzing	statement.	"I	envision	a	world",	
what?	"with	a	computer	on	every	desktop."	What	did	that	do?	
It	caused	massive	productivity,	an	explosion	of	productivity.	
What	did	it	do?	It	catalyzed	the	best	programmers	in	the	world	
to	help	them.	

	 Let	me	give	you	some	more	examples	of	catalyzing	statements	
and	they	come	in	all	shapes	and	sizes	when	it	absolutely	
positively	has	to	be	there	overnight.	You	know	that	more	than	
250,000	people	work	for	FedEx	and	it	didn't	even	exist	until	
1974-75.	Think	about	that.	They	took	on	the	U.S.	Postal	
Service.	They	said	you	know	what,	do	you	mind	if	we	ship	a	
package	for	ten	bucks	overnight	and	the	U.S.	Postal	Service	
said	you	can	have	that	niche	and	it	exploded.	Why?	Because	
they	had	a	compelling	catalyzing	statement.	Ideas	worth	
spreading.	We	wouldn't	all	be	here	if	Ted	didn't	have	a	
compelling	catalyzing	statement	to	catalyze	action	to	put	
events	like	this	on	all	over	the	world.		

	 We	build	the	safest	cars	in	the	world.	A	little	Swedish	
automobile	company	became	a	global	brand	and	now	how	
many	millions	of	families	what's	the	first	thing	they	do	when	
they	find	out	that	they're	having	a	baby,	they	rush	out,	they	
want	to	buy	one	of	the	safest	cars	in	the	world.	That	catalyzed	
massive	action.	It	catalyzed	engineers	to	come	forth	and	create	
these	cars.	It	catalyzed	families	to	help	build	this	company	
because	they	believed	so	much	in	what	the	company	
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produces.	And	if	they	get	away	from	that	as	a	company	I	think	
it's	a	massive	mistake.		

	 What	was	in	the	Declaration	of	Independence?	"All	men	are	
created	equal."	And	that	unleashed	incredible	power	in	the	
world	of	human	potential.	And	here	is	one	that	I	like	a	lot,	"30	
minutes	or	less".	"30	minutes	or	less",	what	does	that	mean?	
Did	you	know	that	Domino's	Pizza	was	like	every	other	pizzeria	
with	one	store	and	that	one	line,	"30	minutes	or	less"	took	
them	from	one	store	to	10000	stores.	That's	the	power	of	a	
catalyzing	statement.		

	 And	I	believe	all	of	us	need	to	look	into	our	hearts,	find	our	
purpose	and	then	convert	it	into	a	compelling	catalyzing	
statement.	Because	I	will	assert	that	if	you	don't	do	the	
grueling	work	to	find	out	what	your	purpose	is	then	you're	
ripping	off	the	world,	you're	ripping	off	the	world	why?	
Because	the	world	needs	what's	in	your	heart.	The	world	
needs	it.	The	world	wants	to	know	what's	in	your	heart	and	it	
wants	you	to	express	it.	And	if	all	of	us	do	that	wow	what	an	
incredible	world	this	would	be.	

	 There's	another	component	to	this	story	and	that	is	most	of	us	
look	at	the	world	from	a	vertical	limited	hierarchical	
perspective	where	things	are	ranked	one	above	the	other.	
That's	how	we	look	at	the	world.	All	of	us	do.	Especially	here.	
That's	how	we	look	at	the	world.	We	need	to	look	at	the	world	
from	a	horizontal	Radian	point	of	view.	What's	a	hierarchy?	A	
hierarchy	is	when	we	rank	things	one	above	the	other.	That's	
so	limiting.	When	we	have	a	hierarchical	view	of	the	world	we	
say	things	to	ourselves	like	"Is	he	taller	than	me?"	"Does	he	
have	more	money	than	me?"	"Does	he	come	from	a	better	
family	than	me?"	"Does	he	have	more	hair	than	me?"	"Does	he	
have	bigger	muscles	than	me?"	"Is	she	skinnier	than	me?"	"Is	
she	more	beautiful	than	me?"	"Will	she	get	a	bigger	promotion	
than	me	or	a	bigger	diamond	ring?"	
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	 When	we	look	at	the	world	from	a	hierarchical	perspective	
what	are	we	saying?	We	are	saying	that	we	don't	matter,	that	
our	purpose	isn't	relevant.	And	I'm	here	to	tell	you	that	you	
need	to	flatten	that	view,	because	when	you	make	it	
horizontal	what	happens?	That's	when	you	can	get	your	
catalyzing	statement	into	the	world	and	that's	when	you	can	
have	an	impact.	And	that's	when	someone	will	step	forward	in	
this	great	country	of	Italy	and	put	a	stake	in	the	ground	and	
make	it	stand	for	something	again.	It's	all	about	us	looking	
here	to	find	the	answers,	not	looking	out	there.		

	 There's	a	quote	that	I	heard	a	long	time	ago	that	says	this.	"If	
you	want	something	bad	enough	the	universe	will	conspire	to	
give	it	to	you."	I	believe	that	if	you	want	something	bad	
enough	it'll	be	a	hell	of	a	lot	easier	for	the	universe	to	give	it	to	
you	if	you	have	a	compelling	catalyzing	statement.		

	 I	want	to	put	this	on	the	ground	for	you.	I	was	in	New	York	City	
and	I	was	in	a	coffee	shop	and	I	was	waiting	for	a	client	who	
never	showed	up.	And	while	I'm	sitting	there	waiting	I	noticed	
a	girl	was	on	her	cell	phone	over	there	talking	to	a	friend.	She	
seemed	frustrated	about	a	presentation	she	was	about	to	
make.	So	I	had	nothing	to	do	and	I	waited	for	her	to	hang	up	
the	phone	and	I	went	up	to	her,	I	introduced	myself,	I	said	"Do	
you	mind	if	I	help	you?"	It	was	kind	of	an	awkward	moment.	I'll	
never	forget	her	name,	her	name	was	Meredith.	I	said	"What	
do	you	do?"	She	said	"I	sell	insurance."	And	she	said	it	like	
sheepishly,	"I	kind	of	sell	insurance.	I'm	gonna	get	another	job	
later	but	right	now	I	sell	insurance."		

	 So	I	started	talking	to	her	about	this	thing	that	I'm	talking	to	
you	about	right	now.	And	we	got	into	an	animated	
conversation.	We	started	talking	about	purpose	and	what's	in	
her	heart	and	what	her	catalyzing	statement	is.	And	I	said	
"Meredith,	do	you	sell	insurance	or	do	you	create	freedom	and	
wealth	for	widows?"	And	she	started	jumping	up	and	down	
and	she	said	"That's	it.	That's	it.	I	create	freedom	for	people.	
That's	why	I'm	doing	this	job."	She	got	incredibly	excited.	Now	
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I	don't	know	how	long	that	excitement	lasted	because	I	never	
saw	her	again.	But	think	about	that.	A	short	conversation	like	
this	catalyzed	action	in	her.	And	if	we	can	imagine	maybe	she	
went	home	and	it	catalyzed	action	in	her	family	because	now	
she	was	motivated	to	have	higher	income.	And	maybe	it	
catalyzed	action	in	her	friends	to	give	her	referrals	because	
now	they	were	proud	of	what	she	did.		

	 I	have	learned	in	life	that	there	are	really	only	two	kinds	of	
people.	There	are	those	who	make	things	happen	and	those	
who	watch	things	happen.	Which	one	are	you	going	to	be?	
Which	one	are	you	going	to	be	in	your	organization	that	you	
work	for?	Which	one	are	you	going	to	be	in	your	family?	Which	
one	are	you	going	to	be	in	your	city?	In	your	church?	In	your	
country?	Are	you	going	to	be	somebody	that	stands	by	and	
watches	or	are	you	going	to	look	into	your	heart,	make	a	
conscious	willful	choice	to	choose	your	purpose?	Notice	I	
didn't	say	wait	for	your	purpose	to	hit	you	over	the	head.	You	
have	to	choose	your	purpose.	

	 I	was	giving	a	talk	to	a	group	of	stay	at	home	moms,	not	this	
large,	smaller	group,	but	stay	at	home	moms.	And	we're	
talking	about	purpose	and	we're	talking	about	a	catalyzing	
statement.	One	of	the	women	raise	their	hand	and	she	said	
"Rick,	what's	your	purpose?"	And	I	said	"My	purpose	in	life,	the	
one	that	I've	chosen	is	to	inspire	entrepreneurship."	And	
someone	else	said	"What's	your	catalyzing	statement?"	And	I	
said	"I	envision	a	world	with	a	successful	entrepreneur	inside	
of	every	family.	What	would	that	do	for	the	world?"	And	
another	woman	said	"But	how	does	that	help	us?	We're	just	
stay	at	home	moms."	

	 "You	want	to	know	what	the	definition	of	entrepreneurship	is	
to	me?	It's	taking	responsibility	for	outcomes."	And	it	was	like	
the	whole	room	shifted,	like	an	electric	shock	went	through	
everybody.	"You	are	responsible	for	the	most	important	
outcome	on	the	face	of	the	Earth,	our	children."	And	these	
women	got	so	motivated,	they	started	talking	about	ideas	and	
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how	they	could	be	better	moms,	how	they	could	be	more	
entrepreneurial.		

	 And	so	I	have	a	question	for	you	and	you	and	you	and	you,	all	
of	you.	Are	you	willing	to	do	the	grueling	work	necessary	to	
figure	out	by	looking	in	your	heart	what	your	purpose	is,	then	
converting	that	purpose	into	a	compelling	catalyzing	statement	
for	you	or	for	your	organization?	To	orient	your	shareholders	
and	your	stakeholders	and	all	the	people	that	that	catalyzing	
statement	matters	to	so	that	you	can	create	an	outcome	that	
is	a	self-fulfilling	prophecy?	Thank	you	very	much.	

	 I	truly	hope	you	enjoyed	my	TEDx	talk	and	that	is	an	example	
of	a	very	simple	building	block	principle	that	you	could	put	on	
the	ground	right	now.	And	we	teach	these	principles	at	the	
Business	Growth	Summit.	The	Business	Growth	Summit	is	a	
really	special	event	of	likeminded	people	that	get	together	in	
Dallas	Texas	and	because	of	our	relationship	with	Marjory	
we're	gonna	give	you	a	special	code	and	it's	going	to	be	called	
HOMEGROWN,	that's	it,	HOMEGROWN,	one	word,	all	capital	
letters.	If	you	insert	that	code	when	you	go	to	register	to	the	
event	you'll	say	$400.		

	 So	that	was	what	it	was	like	to	create	a	catalyzing	statement.	
You	can	see	how	all	those	companies	strung	a	group	of	words	
together	and	had	massive	impact	just	like	Marjory	is	going	to	
have	with	a	homegrown	meal	on	every	table.	Now	we're	going	
to	shift	to	Matt.	And	again	I	look	at	this	as	more	of	a	bonus	
material	module	because	you're	going	to	see	Matt	and	the	
transformation	he	made	taking	these	modules	that	you're	
about	to	experience	if	you	go	through	the	program	but	putting	
them	on	the	ground	in	a	profound	way.	Talk	about	the	torch.		

Matt	Manero:	 We	called	it	the	torch.	My	business	had	done	100	million	
dollars	a	year	in	2013.	And	by	the	time	we	got	to	2015	it	was	
starting	to	break	and	it	was	starting	to	crack	and	I	knew	it.	And	
I	literally	went	through	one	exercise	that	Rick	helped	me	with	
in	which	I	visualized	the	next	20	years.	It's	taken	me	almost	20	
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years	to	get	to	that	point.	And	I	said	"I	cannot	see	the	next	20	
years	like	I	have	lived	the	last	20	years."	And	what	I	mean	by	
that	is	tremendous	amount	of	struggle	to	get	the	business	to	
scale,	time	away	from	my	family,	a	lot	of	ups	and	downs	even	
from	a	cash	flow	standpoint	despite	the	size	of	the	business.	
And	I	just	didn't	want	the	chaos	and	the	headaches	anymore,	
the	disgruntled	employees,	sometimes	disgruntled	clients.	I	
just	didn't	trust	the	foundation	of	the	business.		

	 And	if	you	are	in	business	yourself	you	know	what	I'm	talking	
about.	It's	when	you	put	your	head	on	the	pillow	do	you	feel	as	
though	what	you've	built	is	sustainable	or	is	it	living	on	sand?	
And	I	searched	out	for	a	program	to	help	me	foundationally	
repair	the	business,	in	fact	it	ended	up	being	a	complete	tear	
down	and	rebuild	and	I	found	the	content	at	Business	Finishing	
School	after	Rick	had	been	after	me	for	a	couple	years	to	go	to	
the	event	and	I	went	and	I	immediately	raised	my	hand	and	
said	"I'll	take	the	entire	program.	It's	exactly	what	I'm	looking	
for."	

	 And	just	on	a	side	note	that	took	us	about	12	months	to	go	
through	that	process	of	the	torch.	And	as	we	start	2019	this	
year	we	did	158	million.	So	58	million	dollars	more	post-torch	
than	pre-torch	and	I	can	promise	you	that	the	chaos	is	gone,	
the	simplicity	is	back,	the	probability	of	success,	the	ability	to	
leverage	capital	information	systems	and	also	people	has	
never	been	stronger	in	my	business.	And	I	recap	it	all	in	this	
TEDx	that	you're	about	to	watch	which	I	did	in	Houston	area	
last	year.	And	I	hope	you	enjoy	it.	I	get	very	emotional	in	it.	I	
talk	very	frankly	about	the	benefits	and	the	difficulties	of	it	but	
I	hope	it	gives	you	a	layer	of	courage	to	go	back	into	your	
business	and	torch	it	if	it	needs	to	be	rebuilt.	And	we	hope	that	
you	choose	Business	Finishing	School	as	the	platform	to	give	
you	the	roadmap	for	this	transformation.	

	 For	most	of	my	adult	life	and	most	of	my	business	career	I	had	
one	goal.	You	may	agree	or	disagree	with	it	but	the	goal	was	to	
build	a	100	million	dollar	business.	And	to	do	that	from	a	
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dumpy	one	bedroom	apartment	with	no	contacts,	no	money,	a	
folding	table	and	a	phone	and	a	Yellow	Pages,	if	you	remember	
what	a	Yellow	Pages	are.	Really	seemed	like	a	pipe	dream.	But	
in	2013	after	fighting	and	kicking	and	scratching	my	team	and	I	
hit	that	number.	We	had	built	100	million	dollar	a	year	
business.	

	 It	was	supposed	to	have	felt	better	right?	Man	we	fought	so	
hard	and	it	didn't,	it	didn't	feel	great.	And	when	I	would	lie	in	
bed	with	my	wife	next	to	me	and	our	three	boys	in	their	rooms	
I	just	couldn't	get	comfortable	with	the	fact	that	it	was	
sustainable.	I	said	"I'm	gonna	lose	it.	I	can't	keep	it,	it's	built	on	
sand."	The	reason	I	felt	like	that,	the	reason	you	might	feel	like	
that	in	your	business,	is	because	every	business	is	the	
reflection	of	the	owner,	guaranteed.	So	the	chaos	that	goes	on	
in	your	business	and	maybe	in	your	employees	lives	for	
whatever	those	reasons	are,	are	a	reflection	of	you.	

	 And	as	I	began	to	search	for	it	I	kept	going	back	and	back	and	
back,	it	was	a	wild	time	for	me	to	start	remembering	all	of	the	
pain	that	created	this	incredible	fuel,	that	fueled	me	to	get	the	
goal	of	100	million	dollar	business.	And	it	took	me	all	the	way	
back	to	when	I	was	six	months	old	and	my	birth	father	left	my	
mother	and	I	high	and	dry.	Poof,	gone,	never	seen	from,	never	
heard	from	again.	I	remember	the	visualization	of	the	kids	
teasing	me	in	school,	being	bullied,	being	called	fat	Matt.	
Almost	my	entire	elementary	career.	And	then	when	my	
mother	remarried	and	her	husband	adopted	me	I	remember	
being	called	idiot,	moron,	retard,	stupid,	every	day	by	him.	See	
I	believe	that	we	create	lives	not	to	be	who	we	are	but	who	
can	protect	what	we	quarantine.	We	build	lives	around	the	
pain	that	we	quarantine	and	what	that	ends	up	doing	is	
creating	an	opportunity	for	us	to	never	be	us.	We	create	a	
personality,	a	persona,	an	image	that	is	connected	to	
quarantining	the	pain,	to	playing	it	safe,	to	preserving	it,	don't	
let	it	creep	out,	don't	let	that	pain	seep.	We	never	really	live	a	
life	of	our	full	potential.		



  
 

 16 

	 It	started	to	make	me	crazy.	I	wish	I	could	say	I	dealt	with	it	
well	but	I	started	to	get	crazy,	literally	maniacal.	The	morning	
meetings	that	used	to	be	so	motivational	to	get	us	on	the	road	
became	bitch	sessions	and	beat	downs	and	those	underdogs	
that	I	fought	my	whole	life	to	help	I	started	calling	them	out	in	
front	everybody,	tell	them	how	terrible	they	were.	What	a	
loser	they	are	that	they	couldn't	do	what	they're	supposed	to	
do.		

	 Then	one	day	I	had	a	live	radio	show	back	then	and	it	was	in	a	
studio	in	our	offices	and	our	sound	guy	could	never	get	it	right.	
Like	we	could	never	get	the	mic	right.	We	would	get	the	caller	
on	the	phone	and	we	would	drop	the	caller.	Every	single	time.	
On	live	radio.	And	I	said	to	him	"This	week	you're	gonna	get	
that	radio	show	right.	You're	going	to	do	your	job	and	you're	
gonna	get	it	done	right."	I	sit	down.	The	light	goes	on.	Dead	
mic.	"I'll	fix	it,	I'll	fix	it,	I'll	fix	it."	"Get	it	fixed."	Caller	comes	on	
the	line.	"Hey	caller."	Drop.	And	at	probably	the	lowest	
moment,	hard	for	me	to	even	admit	that	I	did	this	but	I	did.	I	
literally	took	the	mic	and	I	ripped	it	out	of	the	steel	holder	that	
it	was	in	and	I	smashed	it	through	all	of	the	flat	screens	behind	
me	and	then	I	smashed	all	of	the	lighting	equipment	in	the	
studio,	I	destroyed	my	own	studio.	And	then	you	know	what	I	
did?	I	threw	the	mic	at	the	guy.	

	 I	opened	the	door	to	leave	the	studio,	all	of	my	employees	
were	looking	at	me.	With	fear.	Did	I	kill	the	guy?	Manero	has	
officially	lost	it	was	the	look	in	their	eyes.	They	were	afraid.	I	
had	officially	become	a	monster.	I	had	become	everything	I	
said	I	was	supposed	to	fight	against.	To	be	the	underdog	man,	
to	fight	against	judgment,	to	fight	against	the	establishment,	to	
get	my	piece	of	the	American	pie,	to	get	rich.	And	I	completely	
flipped	it	on	its	head.	

	 I	went	into	my	office,	I	shut	the	door	and	I	cried.	I	said	"That's	
it,	I'm	gonna	fix	it,	I'm	gonna	change	it.	I'm	a	torch	the	whole	
damn	thing.	I'm	a	burn	it	to	the	ground.	I	don't	care	how	much	
it	costs	me.	I	don't	care	if	the	company	goes	to	zero.	This	is	not	
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who	I'm	supposed	to	be.	This	is	not	how	I'm	supposed	to	treat	
these	people	who	helped	me	build	a	business.	I'm	a	fix	it."	

	 You've	got	the	courage	to	do	that	in	your	world	too.	You	need	
to	do	it	in	your	world.	Because	the	fuel	that	you	have	whether	
it's	pain,	whether	it's	happiness,	you	might	be	one	of	those	
lucky	happy	ones	where	you	didn't	have	any	pain.	Whatever	
that	fuel	is,	it	burns	out	and	you	got	to	find	new	fuel	and	
you've	got	to	get	to	the	next	level.	You've	got	to	torch	what	
you	like	to	get	what	you	love.	You	cannot	live	a	life	that	says	
"I'm	good.	I'm	okay.	I'm	safe.	I'm	secure."	You	want	to	push.	
You	want	to	challenge	yourself.	You	don't	want	to	be	
acceptant	in	the	fact	that	you	didn't	go	for	it	and	to	do	that	
you	may	have	to	torch	the	exact	thing	that	got	you	to	a	life	
that	you	like.	And	you've	got	to	cook	it	and	burn	it.	

	 I	brought	everybody	in,	I	said	"We're	calling	it	the	torch	by	the	
way	and	here's	the	first	thing	we're	gonna	do.	We're	going	to	
get	everybody	together	and	we're	going	to	start	talking.	We're	
gonna	create	a	mission	statement."	You've	heard	some	people	
talk	about	how	important	your	why	is.	The	reason	most	people	
don't	have	a	why	because	they	don't	know	how	to	structure	a	
why,	it	doesn't	come	natural	to	them.	You	need	a	system	to	
figure	out	what	your	why	is.	You	find	your	why	when	you	
create	a	mission	statement.	What	the	heck	do	you	stand	for?	
Why	do	you	exist?	It's	important	in	your	business	too,	if	you're	
struggling	in	your	business	it's	because	your	people	don't	know	
what	your	business	exists	for.	Started	with	a	mission	
statement.	Why	are	we	here.		

	 We	moved	to	four	core	values,	what	are	we	going	to	tolerate,	
what	line	in	the	sand	are	we	not	willing	to	cross.	My	favorite	
core	value	was	core	value	number	two.	We	call	it	personal	
happiness.	We're	here	because	we	want	to	be	here.	That's	the	
whole	core	value.	That's	it.	I	mean	what's	better	than	that.	I	
want	to	work	with	people	I	like.	I	want	them	to	be	happy	
coming	to	work.	And	then	at	finish,	the	torch	finished	with	an	
employment	agreement,	a	trust	agreement	if	you	will	in	which	
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it	said	a	few	simple	things."You	can	leave	our	company	at	any	
time."	"You	can	go	to	work	for	one	of	our	competitors."	"You	
can	go	into	business	for	yourself	in	our	industry	competing	
against	us.	You	just	can't	do	one	thing.	You	can't	take	food	off	
our	plate.	You	can't	take	your	customers."	Seven	people,	my	
top	people,	refused	to	sign	that.	And	just	like	that	we	were	30	
million	down.		

	 How	much	of	a	price	would	you	pay	to	torch	it?	Are	you	
financially	sound	in	your	business	that	you	could	actually	take	
a	step	like	that?	I'm	here	to	challenge	you.	Do	it	anyway.	Torch	
what	you	like	to	get	what	you	love.	How	do	you	know	if	the	
torch	will	work	though?	How	do	you	know	whether	it	was	
worth	it	or	that	it's	actually	working	out?	I'm	gonna	challenge	
you	and	say	that	you're	not	going	to	know	but	you're	going	to	
feel.	You're	going	to	feel	when	that	laughter	comes	back	
around	,you're	going	to	feel	when	people	are	out	of	the	corner	
of	your	eye	are	smiling	at	you	again.	You	know	that	feeling	
right?	They're	looking	at	you	and	they're	saying	he	or	she	is	
good	again.	You're	going	to	feel	it	when,	like	it	happened	to	
me	not	too	long	ago,	one	of	my	top	guys	came	into	my	office	
and	said	"Can	I	close	the	door?"	I	said	"Sure."	He	said	"I	just	
want	to	apologize	to	you.	I	know	that	I	fought	you	so	hard	
against	this	torch.	I	hated	you.	I	hated	who	you	had	become.	
You	had	let	me	down",	he	said,	"I	didn't	trust	you	anymore."	
He	says	"I	just	want	to	tell	you	today,	I	like	you	and	I	do	trust	
you	and	I'm	all	in."	

	 You're	gonna	feel	when	it	works.	When	maybe	you're	sitting	
next	to	your	spouse.	For	the	first	time	in	a	long	time	here	she	is	
going	to	reach	down	and	touch	your	knee	and	you're	going	to	
reach	back	and	you're	going	to	touch	his	or	hers,	you're	going	
to	feel	that	power,	that	connection	again.	The	power	of	what	
it's	like	to	be	on	a	team.		

	 You're	going	to	know	it	works	and	you're	going	to	feel	it	when	
you	walk	through	that	front	door	and	those	kids	run	to	you	
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again.	And	they	hug	you	and	they	say	"Dad,	how	about	we	go	
throw	the	ball?"	And	you	say	"Sounds	like	a	great	idea."	

	 Thank	you.		

Rick	Sapio:	 Thank	you	Marjory	for	this	opportunity.	We	really	hope	you	
loved	Matt	telling	his	story	about	the	torch.	So	many	of	us	
have	things	we	need	to	torch	in	our	lives.	And	Matt	and	I	
would	love	to	see	you	live	and	in	person.	How	do	we	do	that?	

Matt	Manero:	 We're	gonna	give	you	the	code.	If	you	go	to	BFSsummit.com	
and	upon	checkout	if	you	in	the	code	section	type	in	
HOMEGROWN	in	honor	of	Marjory	we	are	gonna	give	you	a	
tremendous	discount	to	attend	our	BFS	Summit	in	Dallas	Texas	
February	22,	23	and	24,	right	around	the	corner,	tremendous	
discount,	unbelievable	value.	

Rick	Sapio:	 And	since	you're	wondering	what	is	our	tremendous	discount?	
It's	$400	off	each	ticket	that	you	purchase.	We'd	love	to	see	
you.	

Matt	Manero:	 See	ya	Marjory.			

Marjory:	 Well	apparently	when	Rick	and	Matt	recorded	this,	they	didn't	
realize	that	actually	the	summit	airs	in	March,	and	they	
recorded	this	planning	for	the	business	summit	in	February.	I'll	
tell	you	what,	they	do	have	two	business	summits	a	year,	
September	of	every	year,	and	February	of	every	year.	It's	
always	at	the	Marriott	in	Addison,	in	Dallas.	I	will	make	sure	
that	that	same	code	is	available	then.	Then	of	course,	if	you	
stay	on	the	newsletter	and	stay	subscribed,	we	will	let	you	
know	when	the	next	one	is	coming	up.	

	 You	can	also	just	click	on	the	button	to	the	right	there	and	
start	with	the	Business	Finishing	School.	I'm	not	sure,	I	think	
the	first	module	is	free.	You	can	check	it	out.	I	cannot	
recommend	this	school	enough.	It	has	absolutely	transformed	
The	Grow	Network.	The	Grow	Network	could	not	be	where	it	is	
today,	and	it	would	not	have	been	able	to	get	where	we	are	
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going	tomorrow	without	the	training,	and	what	I've	learned	
from	Rick.	He's	really	an	amazing	business	man.	

	 I	highly,	highly	recommend	getting	involved	in	this	program.	
Even	though	I	completed	the	training	several	years	ago,	I	still	
go	back	to	the	summits	every	year.	These	are	their	lives	events	
that	they	have	over	a	weekend,	just	to	connect	in,	and	review,	
and	meet	up	with	other	very	successful	business	people,	to	
share	ideas	and	exchange	best	practices.	If	you	come	to	a	
summit,	let	me	know.	I	want	to	get	together	with	you	for	
lunch.	I'm	gonna	buy	you	lunch,	'cause	I	really	want	to	meet	
other	successful	business	people,	or	people	who	are	on	this	
path.	

	 Click	on	that	button	to	the	right,	check	out	the	Business	
Finishing	School.	I	really	would	love	to	see	you	participate	in	
that.	Even	if	you	start	getting	signed	up	for	that,	just	reach	out	
to	me	directly	'cause	as	I	said,	I	really	want	to	connect	with	
other	business	owners	that	are	on	this	path.	There's	an	
incredible	alignment,	once	you	really	understand	how	business	
works.	

	 This	is	Marjory	Wildcraft,	and	you're	participating	at	the	
Homegrown	Food	Summit.	

	

	

	


