
Welcome, everyone, to a very special masterclass event. This is focused on what I call The Profitable 
Answer. So, we are broadcasting live from our virtual studio as usual, here at 50 miles north of Atlanta, 
Georgia in the foothills of the North Georgia Mountains. And I am glad that you all are here. You're in for 
a treat. Whoops, a little too fast there.

So, welcome to the masterclass on what I call The Do Well Formula and The Profitable Answer. It's a 
business and life-changing masterclass, all of these are. That's what I'm about in everything I do is 
helping people get the life change they want. And the micro story that you're going to learn to tell about 
what you do cannot only change your life, it can change the life of those who decide to work with you, 
because this is magnetic. You will draw more people to you with this, and more people that are ready to 
do business with you right away.

As always, we have a couple of sponsors. Later on in this event, if I do my job well and I will check to see 
if I did, I will invite you guys into a way to get all the masterclasses and never have to pay for one 
individually again. That means it will be an offer at the end of the show if and only if I deliver on all my 
promises. And as always, there's a charity sponsor. We donate a portion of everything that comes in to 
Lighthouse Family Retreat.

Caleb, who is in the ... He's to my right in the upper right hand corner picture and he's to the left in the 
bottom left hand corner, that's my younger son. He and I volunteer there every summer. It's an 
organization here in Atlanta that works with families living through childhood cancer and we just came 
back a week ago. And there are some pictures from the event. This little fellow right here, on Monday 
when he got there, he did not know how to swim and he was swimming like a fish by Friday. That made 
my week.

Here's a bonus just to remind you. There's a link to a Facebook group. It's going to be all about taking 
this further afterwards. We don't just do the masterclass and send you out and leave you to flounder on 
your own. We have a Facebook group that we can continue to help you there and you can continue to 
experiment with stuff and get feedback as well.

What I invite you all to do as we go through the show here, you say something that you write notes on 
and it's like really big for you, let us know in the Q&A. Just say a big yes and that will help us keep 
interactive here.

Here's what we're going to cover in this masterclass. First of all, what the heck is a masterclass? I saw 
that word being used a lot lately as just another word for a webinar because it implies that you're going 
to actually learn something. And I listened to a few and I don't like the way they're using the word 
masterclass. So, I decided to take the years and years of experience with so many different things with 
people and turn them into a variety of masterclasses for you.

We're going to do one on internet marketing, content marketing, success mindset, something I called 
the psychological edge relationships parenting, stress, motivation change, every single one of them 
when you invest, it will be recorded for you and available forever along with a lot of other stuff. This is a 
really cool package you get. You get the unedited transcript. You get the ebook. You get the template 
that helps you with it. You get a checklist that helps you with it and where appropriate, you also get 
software that helps you with it.



A lot of good things come in this package. The one we're focused on tonight is called The Profitable 
Answer and here's where we're going to go. We're going to look at the problem, the discovery, the 
formula, and then creating your profitable answer. We're actually going to do workshop stuff in this, as 
in you'll be given five-minute segments to implement some of what you're learning here and getting 
feedback right away. And I'll help make it better for you and then we will walk you through your next 
success steps.

That sounds like a good plan? A good investment of your time and money? Give me a big yes in the Q&A 
please as we move forward. The problem is what in the world do folks ... I thank you for all those yeses. 
What in the world do folks like us say when someone asked, "So, what do you?" Have any of you ever 
struggled with that, maybe stumble over what you say and just don't know exactly what to say?

Anybody ever struggle with that, let us know in the Q&A because what happens for most of us that are 
creative types, that help people, that are helpers like this ... Ann says, "Of course, yeah." We get asked, 
"So what do you do?" Sometimes we dread it and then we stumble out an answer. Then we wonder why 
we get not the greatest reaction because we're just not sure what to say.

That happened to me way back before I ever did this. And I'll share that story with you in a minute and 
that's where a different way of answering came from. Now, in case you're worried of that poor puppy 
dog there, that's why there's an asterisk next to answer because I want to assure you that no memes 
were harmed in the making of this slide. So, everything is okay. I have two dogs. I'm a dog lover, come 
on.

Now, back when I was a counseling psychologist in private practice and did that for 25 years and my 
license was in marriage and family therapy. Somebody would ask me, "What do you do?" And I'd say, 
"I'm a marriage and family therapist," because I was pretty proud of it. I worked a long time in grad 
school and did a lot to get that license and no one taught me how to build a private practice in school so 
I did it all myself.

I was pretty proud of it. I thought it was a cool thing to be and a cool thing to say. Here are three of the 
many reactions I got when I said that. These are the three of the most popular. See if you can relate to 
any of these. The first reaction I would get would be, "Oh, that's nice," while they're walking away like I 
was contagious or dangerous or something. That didn't go too well. 

The second one I would get a lot would be, "Oh, so are you analyzing me right now?" And I'd think to 
myself, "Well, not until right now, pal." But what that really is doing is sort of laughing you off so you're 
still not being taken seriously. And the third one, the one I dreaded the most was this one, what I called 
emotovoming in the grocery store or wherever I was when I would say that. I made up that term, 
emotovoming. That's what someone does that you just met that you don't really know and all of the 
sudden vomiting all over you emotionally and that's what would happen. Right there in the grocery 
store, I'd be like, "Geez."

Or, now, I bet all of you have gotten this one. "Hey, can I buy you a cup of coffee and pick your brain 
about ..." whatever it is. Anybody out there enjoy getting their brain picked? Boy, I learned this lesson a 
long time ago. I went to a lunch with a bunch of people from some company that said they wanted to 
work with us. And they took us to a rather nice place for lunch but, oh my goodness, totally picked my 
brain and never did business with me.



And so, that's where I learned the answer to, "Can I buy you a cup of coffee and pick your brain about," 
is "Sure, my fee for that is." Funny how very few people don't want it after that. I had this problem, 
folks, of how do I get new clients, how do I get new referrals when people asked what I did. I didn't want 
to lie and say I was an accountant or something. Wanted to come up with something better.

I started doing some reading and some experimenting because I got asked that question a lot, Art, and 
so, here's what I came up with. I want you to see the difference and I want you to imagine how it's going 
to be for you when you're able to create an equally powerful answer. 

Here's the discovery. People would ask, "Well, what do you?" And I'd say, "Well, do you know how so 
many couples start out feeling like soulmates and then wind up feeling like roommates?" And I'd have 
people say, "Yeah, that's me." And then I'd follow that up with, "Well, what I do is help couples make 
the intentional trip back from roommates to soulmates in a way that sticks." 

Now, if you're having marital issues, and by the way if you're married, you have marital issues. What 
other issues are you going to have? It's not that big a deal. Everybody has them, but if you have marital 
issues and this is to be answered in the Q&A, folks. If you have marital issues, would you rather work 
with somebody that says, "I'm a marriage and family therapist," or would you rather work with 
somebody that says, "Do you know how so many couples start out feeling like soulmates and then wind 
up feeling like roommates? Well, what I do is help couples make the intentional trip from roommates 
back to soulmates in a way that sticks."

Which one would you rather work with, the first one or the second one? Number one or number two in 
the Q&A, please. Second one, of course, says Carlos. Art says number two. Yeah. Why? Why is that such 
an easy "of course" pick, folks? Give me a couple of words about why that's obvious, the second one in. 
Carlos says, "I'm selling benefits." Exactly, sir, exactly. It's Q&A. Art says, "Yeah, absolutely ..." I like to 
say Q&A in the Q&A. Thanks, Art.

What you're doing there, folks, and what I want to teach you how to do ... Bernie, "I'm giving a positive 
outcome." Yeah, absolutely ... Is you're telling a micro story about what you do and you're telling a story 
that they can picture themselves in. Now, some other reactions I would get when I begin to say this 
would be as soon as I said, "Do you know how so many couples start out feeling like soulmates and wind 
up feeling like roommates?" I would get, "Yes, that's me," or "Yes, that's us."

And then I'd say, "Well, what I do is help couples make the intentional trip from roommates back to 
soulmates in a way that sticks." The least reaction I would get would be, "Can I have your card?" And 
often people would ask, "Do you have your appointment book with you?" And so, I'd be making 
appointments in the grocery store or at the mall or at the movies or at a restaurant because that's kind 
of how it played out.

Now, let's break down those things in red a little bit here. When you get that reaction from someone, 
"Yeah, that's me," or, "Yeah, I know exactly what that's like." You were on the right track with your first 
statement there and there's only two parts to these, kids. There's only two parts. That's what makes it 
so powerful. It's a powerful two-part micro story.

Oh, I like the way I said that, "Powerful two-part micro story." You all should write that down. I am. I like 
the way I said that. So, that's a good sign when people relate to it right away. Now, when people ask in 



public, "Can I have your card or do you have your appointment book with you?" What's the online 
translation to that? Online that's subscribing to something instead of asking for your card, right? And 
folks, that's a subscriber that's much more likely to quickly turn into a customer.

The equivalent online of, "Do you have your appointment book with you," is something like ... I get 
asked this all the time online and offline ... "What's your best resource for me?" Write that down. 
What's your best resource for me? When you hear that question, folks, that's when you do a happy 
dance because that means they've already made the buying decision. They've already got their credit 
card out. They're just looking to you as a trusted guide to guide them to the best resource for them.

Let's break this down a little bit more. Now, would you guys like similar or better results in your 
business? Yay or nay in the Q&A, please. Would you like similar or even better results in your business? 
Another of course, yeah. Thank you for that yes, Art and others. Good, because that's where we're 
heading next. Now, do you know how ... I forgot to make this red, do the magic of internet marketing. I 
will change that because I do want us to focus on those words.

Do you know how so many couples blah-blah-blah-blah-blah? All right. "Do you know how", those four 
words are as equally powerful as once upon a time. Now, what happens to all of us when we hear once 
upon a time. We know a story is coming and we go into what I call story mode because we are 
hardwired folks for stories and to listen to stories and to see ourselves in stories. This is the reason that 
facts tell and stories sell. Facts tell and stories sell. When somebody ask what do you do and you start 
off with, "Do you know how ..." It's as powerful as saying, "Once upon a time." And you are magnetically 
attracting them in. You are engaging them in a powerful, powerful way.

Now, some of you are already thinking, "Well, yeah, but what happens ... I mean, what happens if 
people don't ask me that in public or don't ask me that online? How else can I use this?" Everywhere 
online? Exactly, Mark, just like parables. Yeah, people have been telling stories for a long, long time. You 
can use this all over online and we'll talk about that in a little bit. The formula is in two parts, part one or 
step one is, "Do you know how". Step two is "Well, what I do is".

Now, here's the part that's super cool. In just a moment, I'm going to give you five-minute chunks at a 
time to create your own version of this. You will not be graded. You will only be helped. You will not be 
graded. You will only be helped. Everybody, breathe a sigh of relief. The really cool news is you'll come 
up with one or more on this masterclass. You can come up with as many as you want and vary them 
depending on who you're talking to. If I met one of satellite offices, that's a slang term for where I'll go 
for lunch to work and see different walls than the walls at home.

And I'll get talking with the owner of the place a lot of times and the last quote I do and I'll say 
something like, "Well, do you know how so many restaurants just like yours have heard about the 
internet and have tried to do stuff online and it just hadn't worked out so great?" "Yeah, we tried that 
once blah-blah-blah-blah." "Well, what I do is show folks just like you how to use the internet to get 
more bucks and seats especially on the days when you're not crowded."

You think that opens up a conversation? Oh, my goodness, yes. It depends on the situation what you're 
going to say. What I wanted to do is expand your view a little bit to show you that you can use this on 
lots of different topics, on lots of specific different topics. What we're interested in, in this masterclass is 
you creating at least one.



There is the formula with even blanks. "Do you know ..." See, I have trouble with the word "how" today. 
"Do you know how ..." There we go. That's better, right? "Do you know how ..." "Well, what I do is ..." I 
want you to burn those eight words into your brain. "Do you know how ..." "Well what I do is ..."And see 
how many places you can use it. All right, a little bit of feedback here and look at this, man, 15 to 16 
minutes in and we're deep in the content. Does this make sense, these two steps "Do you know how ..." 
"Well what I do is ..." These make sense to you? Can you see yourselves using them? Thank you for all 
the yeses.

Now, what I want you to get ... Thank you for that absolutely, Art ... Is this is very simple and it's very 
powerful. Please don't fool yourself and it would be fooling yourself into believing because it's simple 
and short that it's not powerful. You're creating a powerful two-part micro story that is like a magnet for 
new customers and new subscribers.

And when I first made this up as a counseling psychologist in Tallahassee in a town teeming with mental 
health, for so many people did what I did, they went to graduate school and stayed, it was great to be 
able to get clients when I was out just doing my life, and then meeting them in the grocery store, seeing 
them in the office the next day or the next week. "Do you know how ..." "Well what I do is ..."

Now, I want to give you an example of how I use that online, because when I first started doing this stuff 
10, 12 years ago, people would ask, "Well, what are you doing, Jeff?" We'll I'd say, "I'm an internet 
marketer." And do you know that some people don't have a really great view of that? They think of it as 
a scam. I know we don't but they do. And what started to happen, my oldest son, now 23, just got 
married. He was in middle school at the time and he told me a story one day.

He said, "Dad, people at school keep asking me if we're rich." And I've said, "Oh, yeah. Why is that?" He 
goes, "Well, I ask the same question and they've said, 'Because your dad shows up to everything, every 
event at school, nighttime and daytime. What does he do?'" And John didn't really understand what I 
did at the time and so he'd say, "Oh, he just does some weird stuff on the internet." I'm like, "No, son. 
Don't say that. No wonder they looked at me strange when I come to school."

I needed to come up with something better. So, here is one of the ones I do. It's more of a general one. 
Unless I know something specifically about what the person is into."Do you know how so many online 
entrepreneurs get frustrated, discouraged, and confused and want to give up?" "Well what I do is 
provide you with a clear, doable and repeatable path to more prospects, publicity and profit no matter 
what you sell or who you sell it to."

Now, if you didn't already know me and we had that conversation. "So, what do you do online, Jeff?" 
"Well, do you know how so many online entrepreneurs with a dream get frustrated, discouraged, and 
confused and want to give up?" And you'd be like ... How many of you would say, "Well, yeah. I felt that 
way before. Yeah, that's me."

"Well what I do is provide you with a clear, doable and repeatable path to more prospects, publicity and 
profit no matter what you sell or who you sell it to." How many of you with that at the very least 
intrigued or get you interested? Yay or nay in the Q&A please and start getting excited. Carlos says 
definitely. Bernie says sure. Okay, thanks, guys for all the yeses, Art and more. Start getting excited 
because you're about two minutes away from starting to create this for yourself.



All right, your profitable answer, it is about time to start. I'm going to give you five minutes to create the 
first part, the "Do you know how" part. Now, here are some tips. "Do you know how" and then you want 
to define a pressing problem of your ideal client. What do the people you work with struggle with? What 
keeps them up at night? What are their challenges? And you needed to define it in a way that 
communicates that you get it and you needed to define it in a way that is painful. You want them to feel 
what you're talking about and you want them to get that you get it.

So, I'm going to set a timer and I'm going to give you five minutes to play with this. You will not be 
graded. You'll only be helped. And as you come up with one, offer it here in the Q&A so we can make it 
better and help you. So, five minutes starts now. All right, Art is already booming one out. Good job, Art. 
The rest of you do so and I'll jump in every now and then in the next five minutes and encourage you 
along. Ready, set, go.

Excuse me. Again, you're not going to be graded. You're only going to be helped. And as you come up 
with one, pop it in here in the Q&A and I'll coach you on how to take it, make it even better. Thank you, 
Carlos. Thank you for somebody who has, in parenthesis, waiting for name. Okay. From the ... It might 
be Bill from what you're saying.

Yep, it's Bill. Bill went for it. He did the whole thing, the whole two part. I'm just looking for the first part 
right now, kids. And that's what we'll coach you on first. And there's Art with the second part. All these 
overachievers, thank you. Allen ...

Oh, that's nice, Allen. I like that one. Nicely done.

All right, we got about two more minutes in this session here, kids. And everybody that puts one in is 
going to get help with theirs, so it's a good thing to do. It's part of what makes this a masterclass.

Thank you, Ann.

Thank you, Bernie. All right. I can relate to some of those examples that was showing up. One minute, 
kids.

And Jeffrey and Angela, good job.

PART 1 OF 3 ENDS [00:30:04]

All right. Welcome back. How many of you ever done this before on a webinar? Actually created 
something and got feedback on it? Huh? Never, never, everybody's saying never. I know. I don't know 
why other people don't do this. I've been doing it for years. And it's fun. So Art says first time. You're 
welcome, Art and Ann says, "Not me". 

Okay, so Art, first one says, now Art's an attorney that works with attorneys on picking the best, if I got it 
right, Art, liability cases. So do you know how hard it is to ensure you take on winning cases and avoid 
the losers? Love it. You're really capturing what you do. Let's sweeten it a little bit. 

Do you know, do you know, do you know? Remember that's like once upon a time. Do you know how 
it's such a challenge to take on winning cases and avoid the ones that are just gonna be losers? Little bit 



more conversational tone. Do you know what a challenge it is to make sure you take on winning cases 
and avoid the losing cases? Or let's make it even a little bit better, Art. Do you know what a challenge it 
is to take on the lucrative winning cases and avoid the frustrating losing cases? Do you know what a 
challenge it is to make sure you take on the lucrative or exciting, you could use either word, winning 
cases and avoid the frustrating losing cases? So there you go. That's the first one. Good job, Art. 

And then we have Carlos. Do you know how you spend time, effort and money on social media and just 
can't seem to get the results you're looking for? Nice. Nice. I would agitate the pain a little bit there, 
Carlos. Do you know how, you could say you or so many social marketers, I like to use ... Do you know 
how. Let's see, maybe you could do the you. Do you know how so many people online, you can play with 
either one of those. Just depending on who you're working with. 

Do you know how so many people online spend time, effort and money on social media and just can't 
seem to get the results you're looking for? No matter how hard you try, no matter how hard you try. Six 
more words that are important. Because what you're doing is acknowledging they've tried hard. You 
love it, Carlos? Good. They've tried hard and you wanna acknowledge all that effort. So do you know 
how so many people online or so many social marketers spend time, effort and money on social media 
and just can't seem to get the results you're looking for no matter how hard you try. 

Now part of what you're doing there is you're starting off in general. Do you know how so many online 
marketers or social marketers, and then you're taking it to the personal. Do you know how so many 
online marketers spend time, effort and money on social media and just can't seem to get the results 
you're looking for? See, the 'you're looking for'. No matter how hard you try. Now, Carlos, anybody 
that's ever been on social media's gonna go, "Yup. That's me". 'Cause we've all been doing that, right? 

Okay, so Bill. Do you know how people really want a powerful and fulfilling spiritual life but never truly 
experience what they desire or worse, what they read about other people experiencing. Oh, nice way to 
agitate the pain, there, Bill. Just a couple of tweaks. Let's see. I got lost. Do you know how people really 
want a powerful and fulfilling spiritual life but never truly experience what you desire? You're switching 
from general to specific. Never truly experience what you desire or worse, what you read about other 
people experiencing. Just a small tweak, Bill, but changing from people to you. Okay, so it's do you know 
how people right want a powerful, you may even make want stronger. Do you know how people really 
desire or maybe even crave. Play with those two. Do you know how people really want, do you know 
how people really desire, do you know how people really crave a powerful and fulfilling spiritual life, but 
never truly experience what you desire or worse, what you read about other people experiencing. Oh, I 
like that, they really long for, Bill. Good job. Okay. 

So see, Ellen. Do you know how doctors dismiss your pain as being ... Oh, I love this, as being all inside 
your head because it doesn't show up on tests? Or does not fit into their beliefs about the human body? 
I'm guessing you're talking about fibro, folks. Or something like that. Auto-immune stuff, maybe. Do you 
know how doctors dismiss your pain as being all inside your head because it does not show up on tests 
or does not fit into their beliefs about the human body? Really, really strong, Ellen. Gonna shorten it a 
little bit to make it more powerful. 'Cause part of what I'm looking for is how can we shorten these 
things to give it more pop, right? So yours would become: Do you know how doctors dismiss your pain 
as being all in your head instead of all inside your head, but all in your head. 'Cause that's the popular 
slang. Being all in your head, because and I would instead of saying 'it', I would agitate a little bit and say 
your pain, because your pain does not show up on tests. No, because your pain doesn't, does not into 



doesn't. Because your pain doesn't show up on tests or doesn't fit into their beliefs about the human 
body. 

You can even sometimes play with taking off about the human body, Ellen. So do you know how doctors 
dismiss your pain as being all in your head because it doesn't show up, let me start over. Do you know 
how doctors dismiss your pain as being all in your head because your pain doesn't show up on their tests 
or doesn't fit into their beliefs about the human body. You're gonna get a lot of yeses for that. 

Here's William. Do you know how many employers today are starting work site wellness programs, but 
that these programs are not making any difference to the employees or the employer? Ooh, I love it. I 
love it. That's really putting good hands and feet on what you do, Bill. All right. Do you know how many 
employers today are starting work site wellness programs? Okay, let's just tighten it up a little bit. Do 
you know how many employers today are starting work site wellness programs but these programs 
aren't making any difference for the employee or the employer? Do you know how many employees, do 
you know how many employers today are starting work site wellness programs but these programs are 
not making any difference for employees or employers? Just taking out some words you don't need to 
make it add more pop. 

Here's Ann's. All the way from Florida. Do you know people of all ages struggle with many nasty aspects 
of aging? Oh, I love that, Ann. You did the whole thing. I wanna come back to that, but I love the short in 
your face of this. Do you know how many people of all ages struggle with the nasty, with the many nasty 
aspects of aging? Just a couple little tweaks to give it some more pop and more power. Do you know 
how many people of all ages struggle with the many nasty aspects of aging? Agitate it a little bit. Do you 
know how many people of all ages struggle with the nasty and painful aspects of aging? Do you know 
how many people of all ages struggle with the nasty and painful aspects of aging? See that way, you're 
speaking to the people that are aging, you're talking to their caregivers, you're talking to their family, 
you're talking to their friends. Nice.

Let's see. Bernie says as a fellow therapist, do you know how most everyone nowadays is stressed, 
anxious and frustrated? Bernie, I was talking with a friend about, I don't know how we got onto the 
DSM-III and diagnosis. It's probably the DSM 27 by now. And how 309.28 was mixed, let's see, 
adjustment disorder with mixed emotional features, right? Yeah, that's it. And I was teasing about how 
everybody's got that. That's just walking around living, right? Do you know how most everyone 
nowadays is stressed, anxious and frustrated? I would change nowadays to today. Do you know how 
most everyone today is stressed, anxious and frustrated? Do you know how most everyone today feels 
stressed, anxious and frustrated? You wanna put that feel in there. All right? Do you know how most 
everyone today is feeling stressed, anxious and frustrated? Yup. Nice. 

Jeffrey. Do you know how many dentists get frustrated and discouraged trying to grow their practice? 
Do you know how so many dentists get frustrated and discouraged trying to grow their practice and 
wind up with only a trickle of new clients coming in? New patients, sorry. Do you know how so many 
dentists get frustrated and discouraged trying to grow their practice and wind up with only a trickle of 
new patients coming in? Dentists are gonna love that. I did some work with a dentist group here in 
Atlanta years ago. 

Here's Angela. Do you know how so many people find themselves in deep debt and can't figure out a 
way to get out? Beautiful. Okay. What I want you guys to do while you're writing your own is also listen 
to other people's. 'Cause you can learn from them, too. Do you know how so many people find 



themselves in deep debt and can't figure out a way to get out? I like it. I wanna agitate it a little bit. Do 
you know how, oh, you're gonna love this, Angela. Do you know how so many people find themselves in 
deep debt, can't figure out a way to get out, no. Do you know how so many people find themselves in 
deep debt, can't find a way to get out and have resigned themselves to a life sentence? How about that? 
Do you know how so many people find themselves in deep debt, can't figure a way out and have 
resigned themselves to this being a life sentence? People are gonna say, "Yeah. That's me." At least your 
ideal client will. 

All right. Great job, kids. Great job. Great job. Okay? So play with those tweaks. Okay? Now you're gonna 
get another five minutes to do the 'Well, what I do is' part. Now if you've already written that and 
offered it here, way to be an overachiever. And so use this time to tighten it up and or do the tweaks we 
recommended on the first step. If you haven't done it yet, now is the time. 

Well, what I do is, and what you're sharing now, let's go ahead and start. Your five minutes starts now. 
You and Bugs Bunny. What you're sharing now is your unique approach to solving your problems. Okay? 
What you shared first is how you uniquely approach their problems. Okay? What you're doing now is 
how you uniquely solve their problems. 

And just like you did for the first step, pop your answers in the Q&A if you haven't already. 

Excuse me. Thank you, Bernie. Thank you, William or Bill. There you go, Art. Thanks, Ellen. You guys are 
great, man. You all play along. You're gonna walk away with such cool stuff. There you go, Ann. 

So we got two minutes left, kids. And don't worry if you don't get it all done during these five minute 
chunks. You're gonna have the video to watch as many times as you want. The transcript, the checklist, 
template, the package kits. Thank you, Jeffrey. Thank you, Carlos. 

And one more minute, folks. There's Angela and Bill's. All right. Let's come on back and let's work with 
Bernie's. What I do, remember he was working with people that are feeling frustrated, stressed. But 
what I do is show some simple, psychological ways to feel calm and communicate better with anyone. 
Good start. Good start. See, one of the things I learned when I got into this world, Bernie, is 
psychological's a good word for you and me, right? It scares some people. So what I'd say is what I do is 
show you and I'd change people to you. But what I do is show you some simple steps. But what I do is 
show you some simple and repeatable steps to feel calm and communicate better with anyone. But 
what I do is show you some simple and repeatable steps to consistently feel calm and clearly 
communicate with anyone. How's that? I like that. But what I do is show you some simple steps to 
consistently feel calm and clearly communicate with anyone. Yeah, that's a good one. 

All right. Here's Bill's. Well, what I do is help employers create programs that employees want and find 
helpful. Ooh, I like that. Remember, he works with employee wellness programs. But what I do is help 
employees, I'm sorry. But what I do is help employers, you could put in, Bill, you could put in, but what I 
do is help employers just like you create programs that employees want, find helpful and change their 
lives. Put your little zing on the end. But what I do is help employers just like you create programs that 
help employees, no. But what I do is help employers just like you create programs that employees want, 
find helpful and change their lives. Run with that, Bill. 



Bernie says, "Nice. Thank you". You're welcome. Art did a little tweaking. Do you know what a challenge 
it is to take on the lucrative winning cases and avoid the frustrating losing cases? But what I do is help 
you determine the validity of an injury claim so you know what position to take. See, that's language 
unique to them. I like that. But what I do is help you determine the validity of an injury claim so you 
know what position to take. Or it could be what I do is help you determine the validity of an injury claim 
so you know which cases to take, which ones to drop like a hot potato or refer to someone you don't 
like. How about that? Depending on the person you're talking to, you could use that last line of or refer 
to someone you don't like. What I would suggest, seriously, is well, what I do is help you determine the 
validity of an injury claim so you can take the winning cases and drop the losing cases like a hot potato. 
Nothing wrong with putting a little bit of humor in there. 

And here's Ellen's. Remember she was working with people with fibro and other tough to diagnose pain 
diseases? Well, what I do is show you free and/or inexpensive ways to treat untreatable pain and 
improve uncurable problems that doctors do not want you to know so that you can live the life of 
vibrant health that is your birthright. Beautiful and right on and too long. You're gonna lose some people 
if you do that one. Now that doesn't mean you can't say all those things, Ellen. You just might say, you 
just wanna save some for late. So what I do is show you free and inexpensive ways, you don't need the 
and or, but what I do is show you free and inexpensive ways to treat untreatable pain, improve 
incurable problems, let's see. Okay. You can have some fun with this one, all right. 

If you hear any whining in the background, it's Buddy the internet dog that is like really, really wanting 
attention. I've been petting him for half this thing. Buddy, love you boy, stand down. All right. 

But what I do is show you free and inexpensive ways to treat untreatable pain. I know you can't say the 
word cure, right? 'Cause I'd love cure uncurable problems, but improve incurable problems so that you 
can live a life of vibrant health. All right. So now I'm gonna do that one again and then I'm gonna add a 
little parenthesis zinger on it. But what I do is show you free and inexpensive ways to treat untreatable 
pain, improve incurable problems so that you can live a life of vibrant health. Pause. And then kind of 
conspiratorially, and by the way, doctors don't want you to know about these solutions. Okay? So now 
you're kind of conspiring with them, teaming up. One more time. But what I do is show you free and 
inexpensive ways to treat untreatable pain, improve incurable problems so that you can live the life of 
vibrant health. By the way, doctors don't want you to know these. Boom. You've got them. 

Ellen says, "Awesome. Thanks". You're welcome. Thanks for being here. And do you know how many 
people of all ages struggle with the many nasty and painful aspects of aging? Well, what I do is provide 
you with a clear, easy and doable path, where'd you get that from? Well, what I do is provide you with a 
clear, easy and doable path to rejuvenation in mind, body and spirit. Ah. Ann gets the paying attention 
award of the night. Do you know how many people of all ages struggle with the many ways, I'm sorry. 
Do you know how many people of all ages struggle with the many ways in painful, dang it, Jeff. Time for 
a little sip of Gatorade. 

Do you know how many people of all ages struggle with the many nasty and painful aspects of aging? 
Well, what I do is provide you with clear, easy and doable steps or a doable path? What I provide you 
with, or what I do is provide you with a clear, easy and doable path to rejuvenation in mind, body and 
spirit. I can't improve on that one, Ann. You nailed it. Run with it. 



Jeffrey. Well, what I do is guide and coach dentists in maximizing their profitability while growing their 
practice. Well, what I do is guide and coach dentists in maximizing their profitability while growing their 
practice. 

All right. Let me give this to the audience. You're welcome, Ann. There is one word I would change I this. 
Just one. Anybody got a guess? Nope, not profitability, Bernie, but I might. Nope, not repeat. Carlos is 
suggesting using painless in there somehow, yeah. Audience, Ann. You guys are close. Listen to this. 
Well, what I do is guide and coach dentists in maximizing your profitability while growing your practice. 
I'm just changing their to your. Small, little tweak. Powerful. Okay? Well, what I do is guide and coach 
dentists in maximizing their profitability, in maximizing your profitability while growing your practice. So 
play with that a little bit more. But what I do is coach dentists, and you could put in just like you, to 
maximize your profits while growing your practice. Well, what I-
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Well what I do is coach dentists just like you, to maximize their profitability, while painlessly growing 
your practice. See I keep saying there too. Well what I do is guide ... No. Well what I do is coach dentists 
just like you to maximize your profitability, while painlessly growing your practice. Yeah Jeffrey, run with 
that one, and Carlos.

Well what I do is employ proven strategies and tactics of Fortune 500 companies, blended with 
entrepreneurial spirit to build your brand, capture leads, and increase sales. Carlos, you're capturing 
something cool here, that one of my favorite mentors, Andy Andrews, teaches us to do. From that, I'm 
teaching you guys to do it. That's to play at a level where the competition doesn't even know there's a 
game going on. Okay. Playing at a level where the competition doesn't even know there's a game going 
on. You're doing that here. You're taking it a little bit above the basic social media stuff.

Well what I do is employ proven strategies and tactics of Fortune 500 companies, blended with 
entrepreneurial spirit to build your brand, capture leads, and increase sales. All right, let's pop this up a 
little bit. Well what I do is employ proven time tested strategies and tactics of Fortune 500 companies, 
mixed in with a healthy dose of entrepreneurial spirit, that builds your brand, captures leads, and 
increases sales. I'll say it again. I hope I can say it the same way again. Well what I do is employ proven 
time tested strategies and tactics of Fortune 500 companies, mixed in with a healthy dose of 
entrepreneurial spirit to build your brand, capture leads, and increase sales. There you go. 

Angela, well what I do is help people become friends with money, so they can become free and clear of 
debt, save more money, and make more money. Nice. Friends with money. Well what I do is help people 
... Change people to you. Well what I do is help you become friends with money, so you can become 
free and clear of debt, save more money and make more money. Yup, it's a simple tweak. Personalizing 
it here is powerful. Well what I do is help people become friends with money. See I did it again. Well 
what I do is help you become friends with money, so you can become free and clear of debt ... Or, let's 
make it tighter.

Well what I do is help you become friends with money, so you can become debt free, save more money, 
and make more money. One more time. Well what I do is help you become friends with money, so you 
can become debt free, save more money, and make more money. I like that. Here is the other bill. Do 
you know how most people's spiritual life is only a faint shadow of what you truly desire? Wow. Well 



what I do is teach people proven growth practices that have revolutionized peoples' lives for centuries 
and open the doors to the spiritual life that you have only dreamed of. Ooh, I like that. I love the century 
stuff.

Well what I do is teach you, not people. Well what I do is teach you proven growth practices that have 
revolutionized lives for centuries and opens the door to the spiritual life that you've only dreamed of. 
Yeah. Well what I do is teach you proven growth practices that have revolutionized lives for centuries 
and opens the door to the spiritual life you've only dreamed of. Yeah. I like that. Oh, you're welcome, 
Angela. She says, "Wow, thank you." There you go. Bill says, "Yep." All right, great job guys.

Now, was that a good way to spend time on a webinar? Yay or nay in the Q&A. You guys got something 
you can use, maybe before your head hits the pillow tonight. Definitely real soon. Okay, thank you for al 
those yups and yays. Now, let me talk with you a little bit about where else you can use these. How 
about in your email signature file? How about on your 'About Me' page on your blog? Do you know 
how? Well what I do. How about in those crazy social media platform profile you got to do. Now you 
might now be able to fit the whole thing in, emphasize the Well what I do is. Okay. Ann says, "Wowser." 
Yeah. Part of the reason we're doing the Facebook Group is y'all are gonna come up with other places to 
use these, and all of us together will come up with other places to use these. Okay.

Now, before I move on, have I done my job? Have I delivered on what I promised I would do on this 
Masterclass? Yay or nay, please, in the Q&A. Because I got to get permission to move forward, right?. 
Remember, I told you that at the beginning. Well thank you for that permission kids. Now, here is what 
you're going to get already as part of this package. You're going to get the replay of this, the Masterclass 
Video Training, which you'll have access to as long as there's electricity. All right? And as long as there's 
the internet.

You're also going to get the Masterclass Unedited Transcript, so for those of you who like to read and 
underline. You're going to get the Masterclass Template that templatizes this and helps you fill in the 
blanks. You're going to get the MasterClass Checklist so you can go over checklists to make sure you've 
covered everything every time you use this.

This is a maybe. This is a maybe. This is a maybe. Such a maybe that I made Duke bark. It's okay, boy. 
There may be a software wizard created for this. I came up with the idea this afternoon, and I'm going to 
have to talk with Jim about it and see if we can come up with one. So it's a maybe. Don't come back to 
me in a few months and act like one of my kids and say, "Well you said ..." I said maybe. There may be a 
software wizard in this for you guys if we can figure it out. And the MasterClass Ebook, so you can also 
consume it in a different way. The whole entire package kids. And your MasterClass Facebook 
Mastermind. I gave you that link earlier. It'll be sent out with the replay.

Now, here is the thing, I talked to you about life change in the beginning of this show. During the week, 
Caleb and I were down volunteering for lighthouse, with the families living through childhood cancer. It's 
always been a very powerful spiritual experience for me. This was the most powerful. Yeah, Bill, so I'm 
saying there's a chance. Yeah. For the software. A lot of what I do was revolutionized down there. What 
I saw in common or what was revealed to me that's in common between what I'm doing right now and 
what I do with my volunteer stuff, is it's all about life change. I came back with a burning desire to help 
even more people with life change in their business and in their life. And that's why I'm doing these 
MasterClasses, and that's why I'm doing one a week.



Now, let's break that down and I'm going to show you how you can get them weekly, have access to 
them forever, and not have to pay for them week after week. Here we go.

I'm calling this the MasterClass Mastermind Insidyrs. It's a combination of two very powerful things. 
You're going to get a permanent backstage pass. This is on the MasterClass side. A backstage pass gets 
you on live before I compile all those things that I just told you about, because after tonight and after 
this is all compiled, what you paid $37 for, everybody else is going to pay $97 for. It's going to be a 
product for $97 and this part won't be in the recording. Right guys? Okay.

You're going to get three to five MasterClasses a month. You're going to get the MasterClass LIVE 
Training, the Unedited Transcripts, the Masterclass Checklist, the MasterClass Template or Templates, 
the MasterClass ebook, the MasterClass wizard where appropriate. Close that parentheses Jeff.

Now I said three to five, so let's take four as meeting in the middle. If you did those at the backstage 
pass price, 37 times four is 148 a month. Yikes. If we looked at it at the 97 level, that's $388 a month. 
Yikes.

Now we're going to cover all kind of topics. Everything that has to do with internet marketing. If I don't 
know how to teach it, I'll bring somebody in. Content marketing, success mindset, psychological edge, 
relationships, parenting, stress, goals, motivation, change and more. And the more will be what you 
suggest, the ideas you give me. Again, if I can't do it, I'll find somebody that can. Conservative value of 
388 a month. Now if that's all you got for the investment I'm gonna ask you to make, a portion of which 
goes to Lighthouse, that'd be a hugely great deal. But what I'm also gonna tie in here, and throw in here, 
is my MasterMind Insiders Group. We've been doing this for several years now, and it is full of one of 
the most creative, generous, go getter people in the world.

Here's what you get there, all my training sessions that we do once a week, our MasterMind Q&A 
sessions. We don't just answer your questions, we build a business around the answers. Spotlight 
Consult Sessions, some people call these hot seats, but who wants to sit on a hot seat? We call them 
spotlight consults. The group and I will look at a piece of your business, a part of your business, focus it 
and make it better. Group coaching sessions are when I bring in a colleague to teach you something 
specific. Instead of the replays that last a few days, you get lifetime access to the replay. Exclusive 
Facebook Mastermind, that's different from the MasterMind that comes with the MasterClasses. The 
Psychological Edge, all my experience as a counseling psychologist all those years helping you get 
unstuck, helping you set goals, helping you deal with the stress of this kind of work, et cetera. And all my 
information products for free. Most of them run for $197. You get them all for free when you're in the 
Insiders.

You get a deal on any info products that I co-create with someone else. In other words, you'll pay 
regular price, and then I'll rebate you something back, and a deal on all my affiliate products. Whenever 
I do an affiliate product, you'll pay regular price and then I'll PayPal you something back, or on either 
one of those cases I'll have worked out an arrangement with the person where you get it for less.

You'll learn the seven pillars of online success, no matter what you sell or who you sell it to. We have 
something called the Certainty Blueprint, 21 steps and every single person that's completed all 21 has 
been massively successful online. The Certainty BluePrint making your success simply certain. Now add 
all that up and it's a 4982 value a month, if you add the value of all those things. I didn't want to take the 



time to do all those. I respect your time. Now, 4982 plus 388 equals a value, a real world value kids, of 
$5,370 a month. And it's worth more than that. However, that's not what you're going be investing.

Now if you want to know what the investment is, you guys have been so interactive for this whole show, 
I want you to do it just a couple more times and this time I want you to tell me in the Q&A, if you want 
to see the investment, give me a big 'Move That Slide', Jeff. Or for short MTS, move that slide. When I 
see those roll in, I'll move the slide. "All right, go for it. Move the slide", says Carlos. Move the slide, 
move the slide, move the slide. Here we go.

Everything here, three to five MasterClasses a month, the training, the transcripts, the checklist, the 
templates, the eBooks, sometimes the wizard, all the topics, and then all my training, MasterMind Q&A, 
spotlight consults, group coaching, Facebook MasterMind, Psychological Edge, my info-products for 
free, deals on co-created and affiliated products, 7 Pillars of Online Success, Certainty Blueprint, $5,370 
value a month.

100 bucks a month, that's it kids. That's it. You get all that for just that. All of that over $5,000 value, for 
just 100 bucks a month. You'll get every single one of the MasterClasses, you won't have to pay for them 
each week and you won't be pressed to have to come consume them each week either because guess 
what? They'll be in your members area for you to consume that way. Okay. It's 
JeffHerring.com/masterclass-member. I just sent that in the chat for you so you don't even have to type 
it into your browser. You can just click on it and it'll take you straight to a PayPal button. Okay? I would 
love for a few of you to click on it and make sure it's working because you always want to check the 
gremlins out there. Right? Again, there's everything you're getting. 

Three to five MasterClasses a month and that whole entire package that are $97 products, and then all 
the stuff that goes on in the insiders. With some persuasion I may even teach you the system behind 
what I'm doing here. So there's everything you're getting at JeffHerring.com/masterclass-member. Now 
the next MasterClass next week is going to be all about Pinterest. Pinterest is the absolute best I've ever 
seen of any platform in my 12 years of doing this for driving free traffic. And the title of it is called "Point 
a Pin at it!", because folks, if you've got any content out there, no matter what form it's in point a pin at 
it, actually several. If all you want to do is take that class, you can do it. You can spend 37 bucks at 
JeffHerring.com/masterclass-member. That'd be fine with me. I'll even put that in the chat too. Right? 
And I understand that if you just want to do one and you just kinda want to check it out, still, I get that. 
I'm a consumer too, so I wanted to make that available to you. 

It's just this, and congratulations to everybody that's coming on board, is such a good deal. Anne's asking 
about a masterclass on core. Anne I'll either figure it out or I'll get somebody that knows it. Anne's 
looking for a time limit. Yeah, I'd give it a day Anne, today or tomorrow. Come in today or tomorrow, 
and so that's just such a better deal to get all of that stuff for only 100 bucks a month. Most people I 
know spend more than that on coffee. You're going to get all of this life change instruction, how to be 
successful online. The seven pillars, the seven principles, the 21 steps, anything and everything you need 
to know about online success, content marketing, success mindset, relationships, parenting, stress, 
motivation, change, goal setting. If one of those doesn't apply to you, it's okay. 

Yeah Bernie, it's a recurring charge. $100 a month. 100 bucks a month. If one of those topics doesn't 
apply to you, that's fine because there'll be so much more that does. But Jeff, how do I consume all that 
content? How do I ever get to it? Let me ask you a question. I was thinking about this the other night 
when I was watching a movie on Netflix. I'll never watch everything on Netflix. Some of it I'm not 



interested in. I'm going to watch what I'm interested in. If some of this you're not interested in, that's 
fine. Once you're on the inside, in the Facebook group, you can ask me, "Do I need to watch this, Jeff?" 
And I'll say, "Yeah, absolutely. Do it today." Or, "No, not now. Do this other stuff first." Or I'll say 
probably not. So I'll help you with it. 

So you're never going to get a deal as good as this. Already insiders are going, "Oh my gosh, we get all 
the MasterClasses now for free too?" Or not for free, but for their monthly fee. Right? Again, you can go 
up here and just get the Pinterest MasterClass next week. That link is in your chat. The very, very, very 
best deal is you get everything, and welcome aboard Bernie. Good move buddy. Can't wait to work with 
you. Some of that will be sent to you and set up tonight. Some of that will be set up and sent to you in 
the morning. Okay? But you'll get enough to go with tonight, and you're automatically registered for the 
Pinterest MasterClass Bernie, so way to go.

I usually like to keep these things between 60 and 90 minutes when we do the MasterClass because I 
want to go long enough to go deep enough, but not too long like some of these crazy people go for 
hours. So if you've got questions, now's the time to ask and I'll do my best to answer your question and 
give you a little taste of MasterMind Q&A and a little taste of building your business around the 
answers. Hats off to everybody that played here in the MasterClass. And I think it's ... Gosh, a whole lot 
of you played. Hats off to you guys for stepping out, taking action, doing stuff and getting stuff done that 
you can use right away. With the replay, you'll get a link to the Facebook group and you'll be able to 
tweak your stuff, get feedback from me and others from the MasterMind, both for the one you created 
here and for others you create for different situations. Carlos asked, "Do you cover topics such as setting 
up funnels and email automation?" Yes, absolutely Carlos. And a lot of the insider stuff with that too. 

Welcome aboard Allen. Can't wait to work with you too. You're going to get some of this stuff set up 
tonight and some in the morning. Carlos, back to your question. You'll probably get some insider stuff 
with that too because, Russell Brunson with the funnel scripts. Oh, I'm sorry with final ... Whatever they 
call it. And Jim, my friend Jim Edwards and Russell have paired up on funnel scripts and so I'm part of 
that. And so you'll get some insider stuff and email automation, yeah absolutely Carlos. Anne, I was just 
building my site right now, a bit overwhelmed. Loved your content. Thank you. 

Anne, one of the things I focus on, on the insiders is for you to no longer be overwhelmed and not even 
be whelmed, okay? Because there is a way to do all this a little bit at a time and you get done what you 
need to get done without that stress. Now, that would be a good MasterClass. "How to be massively 
successful without being overwhelmed." I'd go to that, wouldn't you? Yeah, I'm going to write that down 
with the others here. Massive success without overwhelmed. All right. Allen, there will be plenty of 
internet marketing and content marketing in there. Ellen, no worries about that. Okay? And just like 
Netflix, you don't have to come to the ones about parenting or the ones you're not interested in for any 
of you. It's just, I get so many questions about that, I get so many questions about relationship, stress, 
motivation and change because it's what I used to do. So it'll be peppered in there.

Bernie and Anne saying, "I know overwhelmed class would be great." Yep. One of the refrains I use to 
help myself with that kids, especially if I'm looking at a list of callbacks or a list of emails to respond to 
and it's just immense and I'm tired and I got other stuff to do and I start with the grousing. That's what I 
remind myself, "Jeff, shut up. You worked a long time and really, really hard to get this many people to 
want to talk to the likes of you." And then I laugh and take care of people. So there you go. All right. But 
that's a great idea. No overwhelm. I'm overwhelm-free. No overwhelm and not even whelmed. How 
about that? 



All right, so we're going to start wrapping up this show. Thank you guys first of all for investing in this 
masterclass and in yourself. I appreciate that. I appreciate the action takers and what you guys have 
been doing. A portion of everything you do that you invest goes to Lighthouse Family Retreat, which is 
awesome. So thank you. You're welcome Carlos. And a lot of places you could have been, a lot of places 
to be online, you chose to be in this masterclass, so hats off to you. Go get this stuff at 
JeffHerring.com/masterclass-member and as always, go use this stuff because it flat out works. And 
you're welcome so much Angela, and we'll catch you next time kids.
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