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Mavericks
What sets apart champions in their industry from others? What makes the “perfect” meal, artist,
musician, athlete, and business person?
What is the “je ne sais quoi” that creates a “maverick” personality? This question begs to be
answered. In the pages of Maverick Magazine, you will find not only the answers to this question, but
stories, antidotes and often step by step examples and advice, on how to achieve “Maverick” status in
your industry.
We believe everyone has a Maverick inside, waiting to come out. A creative force, a genius that,
with the proper guidance and nourishment, can propel each of us into the life of our dreams and the
success that we have always craved.
In the pages that follow, you will find a brief mock up of our future magazine. A sampling of the
tastes and flavors that Maverick Magazine will bring to the streets week after week, month after month.
Here’s to the Maverick inside you all!
			
Cheers,
			
Miles Neiman, Christopher Cumby, and Allan Wich
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Brandon is a serial entrepreneur and branding expert, owning a stake in a number of
businesses, including Accelerant Media Group, Live To Grind,
Young Entrepreneur Convention, Keys to the Crowd, Arctic
Stick and an ice distributorship that serves three states.
Brandon is the co-host and one of two executive producers
of Ambitious Adventures, a reality television program focused
on the compelling stories of young entrepreneurs. He was the
financial advisor to the Napoleon Hill Foundation for the film,
Think And Grow Rich: The Legacy. In addition to his television
work, he is the host of the influential business podcast, the
University of Young Entrepreneurs. Brandon and his Keys to
the Crowd team have found success while working with high
profile clients like Kevin Harrington, John Lee Dumas, the Napoleon Hill Foundation and others to receive funding using the
emerging method of crowdfunding. Brandon is also a regular
on the motivational speaking circuit.

Over the past 20 years, I’ve leveraged
the studies of behavioral and cognitive science, consciousness, and culture to contribute to a more harmonious world as
a Brand Architect and Philanthropist.
I’ve consulted for organizations and movements such as
American Indian Movement, Keep a Child Alive, Genocide Intervention Fund, ONE Campaign, International Justice Mission,
Lawyers Without Borders, Save Darfur, Human Rights Watch,
Freedom House, USAID, and the governments of the United
States, Nigeria, Rwanda, and Kenya. In 2012 I co-authored the
book Wisdom Meets Passion with NYT bestselling author, Dan
Miller. In 2018 I launched technology think tank, Third Way,
where we are fostering cultures of innovation and imagination.
I am a lifelong student of creativity, economics, science,
strategy, philanthropy, consciousness and indigenous cultures.
Today I continue my journey as I develop Brands, Cultures of
Innovation, and advancements in Technology that enhance the
human experience and our relationship with our planet.
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Tana Goertz is an American businesswoman who
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professional keynote speaker, social media marketing strategist, live video expert, technologist, brand influencer, futurist
and eternal 12-year old. With over two decades of experience
harnessing the power of the web, publishing, social media and
mobile applications to expand reach and engage in active relationship marketing, Joel is a sought-after public speaker who
leaves his audiences inspired, entertained, and armed with
strategic tools to create highly effective new media campaigns.
His latest serendipitous project is as co-host of The Bad Crypto
Podcast, a top cryptocurrency show making the future of
digital payments easy for others to understand.

Steve Farber
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Sales expert and coach,
Christopher Cumby, the “kick a$$ sales guy” works with
organizations and individuals wanting to rise to the top of their
game in their corporate and personal development.
Christopher has mastered the gamification of money making in
your “sales” revenue... –Gamification to selling that brings out
the competitive spirit of salespeople that help them level up
their skill-set and show up with a positive mindset!
Christopher also coaches and mentors business owners, CEO’s
and other high profile people.
Christopher was featured on the Brian Tracy T.V. Show on NBS,
ABC, CBS, and FOX networks in early 2015, and highlighted on
numerous podcast shows on Itunes.
Christopher is the author of “the success playbook”, and the
founder of the success playbook series, a complete step-bystep process designed for the go-getters to advance to the
top of their game. Christopher is also a founding partner of the
mavericks mastermind.

Group of companies since early 2011, managing the intersection of legal, media, and business development affairs for
the organization started by TV celebrity, Mike Holmes. Prior
to joining The Holmes Group, Mr. Doran was a member of a
boutique law firm in downtown Toronto, Irwin Lowy LLP, where
he represented public and private clients, and advised on
mergers, acquisitions and corporate finance matters, including
private equity and public markets transactions.
Earlier in his career, Mr. Doran was engaged by various
companies in the technology and telecommunications sector,
including JumpTV, where his mandate was the revitalization
and reconstitution of the organization’s legal department, and
Globalive Communications Corp., where he spent 9 years as
director of the company’s legal and regulatory department.
Mr. Doran received his Bachelor and Master of Arts from the
University of Toronto, as well, his Juris Doctor in 1999 from the
university’s Faculty of Law.

spends most of her time on stage as an international keynote
speaker, an executive coach, author, and effective business
consultant with a record of proven results. *She became a
recognized TV personality when she was a finalist on the NBC
hit shows, “The Apprentice” & “Reality Stars Fear Factor”.
Tana educates, motivates, and inspires people to take immediate action and charge of their lives. Her entertaining and
highly energetic presentations leave audiences eager to do the
work and wanting to achieve more by unlocking and unleashing their true potential.
She was a senior advisor and spokesperson for the Donald
J Trump for Presidential campaign. *President Donald Trump
said that Tana is truly a star she has ‘”that rare combination of
laid-back charm and razor sharp execution she doesn’t put up
with nonsense, Tana combines a ‘can-do’ attitude, spirit, and
energy with vision and execution to propel individuals beyond
their current limitations.”
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Greg Hague

is a nationally acclaimed real estate
speaker, broker, attorney and Huffington Post writer. His real
estate strategies have been featured in Forbes, The Wall Street
Journal, U.S. News and over 300 major publications worldwide.
Greg is the most recommended real estate expert on LinkedIn
and has been endorsed by Muhammad Ali as “The Muhammad
Ali of Real Estate.”

Chris Josten

has worked in the design field in print
and sign shops since the age of 16. These early experiences,
as well as his love of art, influenced his decision to major in
Graphic Design at Florida State University (FSU). After graduation, Chris worked with companies of many sizes and with
large nationally recognized events, from single requirement
needs to management of full marketing campaigns.
In his desire to support his growing client base with the latest
technology, Chris was selected for internationally-renown
Academy of Art in San Francisco. Chris’ M.F.A. degree is
specialized in 3-D Modeling and Digital Media. Chris founded
Curiosity Marketing Group, which is the perfect combination of
his creative talents and client-focus. Chris has also partnered
with Visual Goodness as a Senior Digital Producer working
with large brands like Toyota, General Mills, Bacardi, Gulf Oil as
well as many others. Chris also teaches at local and state colleges in digital media programs and holds a seat on the Digital
Media Advisory Committees for their programs.
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Jeffrey Hayzlett is a primetime television host of

C-Suite with Jeffrey Hayzlett and Executive Perspectives on
C-Suite TV, and business podcast host of All Business with Jeffrey Hayzletton C-Suite Radio. He is a global business celebrity,
speaker, best-selling author, and Chairman of C-Suite Network.
Hayzlett is a well-traveled public speaker, the author of two
bestselling business books, The Mirror Test and Running the
Gauntlet, and Think Big, Act Bigger: The Rewards of Being
Relentless.
Jeffrey is a leading business expert, cited in Forbes, SUCCESS,
Mashable, Marketing Week and Chief Executive, among many
others. He shares his executive insight and commentary on
television networks like Bloomberg, MSNBC, Fox Business, and
C-Suite TV. Hayzlett is a former Bloomberg contributing editor
and primetime host. He is a turnaround architect of the highest
order, a maverick marketer and C-Suite executive who delivers
scalable campaigns, embraces traditional modes of customer
engagement, and possesses a remarkable cachet of mentorship, corporate governance, and brand building.

Barry Laub is a #1 Best Selling author, as well as an

international bestselling author, President of Infinite Resources,
Inc. a consulting, training and coaching company. He is known
for transforming businesses, careers and lives. Barry is a
highly sought after and engaging speaker.
Barry possesses a master’s degree in guidance and counseling and special education. He had a distinguished career as a
program director, guidance counselor and teacher trainer for
the New York City Board of Education. After leaving the field
of education, Barry received recognition as a top producing
financial planner.
After his successful career in education, he created a national
employee benefits company where he was CEO with over 40
employees.
Utilizing these experiences Barry maintains a private coaching
and speaking practice. Making a positive impact on the lives of
others is his passion in life.
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Evan Hill Earning income through entrepreneurialism

became a necessity for Evan from the age of 8. At 21 he started
Vision Minder Corporation, an advertising company that helped
him pay for university and Chiropractic College.
At 30 Evan became a Dad with his first of three children that
were to be born over four years. During this time Evan found
himself internally conflicted as he wanted to be home with his
family, however, was consumed with meeting financial obligations. Gradually his health deteriorated physically, mentally
and emotionally as he traded self-care for productivity. This
became his greatest mistake as he hit an all-time low, and
required life-saving intervention.
At 36 he had pulled through and retired from Chiropractic to
become a stay at home Dad to focus on his family and himself.
He joined as co-host with his good friend Dr. Scott Vatcher on
Wake up Dad Show podcast which evolved into creating the
Dad App together. A global impact app set to launch in 2018
that will revolutionize being a Dad.

Peter Lisoskie

is the Cheif Innovation Officer for
BOT//NATION. Peter is an expert in helping CXOs, CMOs, and
Brand Managers create interactive conversational experiences
that reduce friction, get and hold attention, and increase
the flow of communications with their customers through
chatbots.
5 Reasons to Work with Peter:
1) Our chatbots get and hold attention using engaging and
user-driven Conversational Experiences.
2) We help protect the integrity of your internal Brand
Culture and external Brand Experience.
3) We optimize the Effectiveness and Efficiency of your
Marketing Efforts.
4) We enhance and nurture relationships through interactive
communication.
5) Our chatbots cultivate Loyal Brand Ambassadors. (Yep,
they’re that good.)

Miles Neiman is a publisher of luxury and lifestyles

magazines and marketing consultant for new and existing
businesses. For the past 24 years, he has been a leader of
community publications in the southeast and abroad, focusing
on business, entertainment, the arts, culture and fine dining.
In his spare time, Miles enjoys spending time with his daughter, horseback riding, meeting new people, snow skiing, and
traveling internationally. He currently resides in Peachtree City,
Georgia, and Rome, Italy.

Derreck Stratton

There is one lesson that, above
all others, has shaped Derreck into who he is today. (It’s also
the reason for some of his funniest blunders.)
Two little words that were never to be spoken. “I can’t”.
His fathers’ quick reply would always be, “’I can’t’ isn’t in our
dictionary!” Driven by that principle, Derreck believes that, with
few exceptions, there is nothing that “can’t” be done. It’s simply
a matter of how badly you want it.
Fueled by a competitive nature and adventurous spirit,
Derreck’s passion lies in solving problems and building businesses. Over the last decade, in addition to being an Air Force
veteran and serving in the Iraqi war, he has built 6, 7 and 8
figure businesses that employed 100+ team members.
Derreck will be quick to tell you that his most distinguished
honor and greatest accomplishment is the privilege of being a
husband and father.
Derreck is challenging the status quo and aiming to completely revolutionize the startup space and entrepreneur ecosystem through his newest creation, The Startup Syndicate.

Larunce Pipkin was convinced early on that he

wasn’t meant for the status quo – he believed that he could
be or do whatever he truly desired. It wasn’t until much much
later on in life after much frustration that he learned that he
didn’t have to do it all alone. Finally realizing the great power
of collaboration, his real contribution to the world of selfgrowth and personal development took on new life. First in
the form of the JV book series, The Change, the fastest growing
personal development book series in the world. And second, in
his international #1 bestselling book Bankroll Your Mind, with
co-author and business partner, Rich Perry.
Currently, he is actually making use of his old MEd in cognition
as well as his Master level skill set in Hypnotherapy and NLP
as a Life and Success coach in Texas.
Currently, his dream of becoming the new David Attenborough
(think Morgan Freeman if you are under 30) has sprouted
with landing the voiceover role to a live music theatre show
currently touring the UK called California Dreamers.

Scott Vatcher

was born in Canada and moved to Australia 15 years ago. From a young age, Scott knew his purpose
in life was to help people achieve a better life expression.
He has been involved in the Chiropractic profession for 17 years
as a student, teacher, mentor, lecturer, podcaster, author and
international guest speaker. Scott’s practice is called L.I.F.E.
Chiropractic, which reflects his intention for his clients. L.I.F.E.
stands for Living In Full Expression.
Scott has been published in the prestigious magazine Men’s
Fitness over a dozen times. His articles have helped thousands
of people live a healthier lifestyle.
Scott started another project in 2016 called ‘Wake Up Dad’
which is a movement focused on helping Dad’s achieve awesomeness in everyday life by ‘Waking Up’ from the slumber of
being a new Dad. The Movement focuses on whats called the 6
P’s of Dadhood: Purpose, Power, Parenting, Providing, Passion.
and Play.
Most recently, Scott is co-creating the DAD APP. This App is a
‘one-stop-shop’ for Dads to create the life and family they want.

Greg Rollett

is an Emmy Award-winning producer,
bestselling author and media expert who works with experts,
thought leaders and entrepreneurs all over the world. He utilizes the power of new media, direct response and personalitydriven marketing to attract more clients and to create more
freedom in the businesses and lives of his clients.
Rollett is the founder of Ambitious.com, a leading online
education platform for entrepreneurs and is the host of the
online TV show, The Ambitious Life. Rollett has also hosted
numerous TV shows including the reality show Ambitious
Adventures, where Rollett traveled the country in search of
today’s best young entrepreneurs making a significant impact
in their community.
He has co-authored bestselling books with Jack Canfield, Dan
Kennedy, Brian Tracy, Tom Hopkins, James Malinchak, Robert
Allen, Ryan Lee and many other leading experts from around
the world.

Paul Vizard is a product of Northern Ireland. His early

days of entrepreneurship included Ireland’s first golf club
component supplier, as a catalog direct mail company.
Based on his golf knowledge and ability as a plus 2 handicap,
Paul visited the USA to source new vendors for products and
became a partner in one of Ohio’s major suppliers for golf club
components.
A couple of years later Paul opened his own supply company,
which led to a buyout by the Arnold Palmer company, to become Director of Manufacture. Working alongside Mr. Palmer
and club designer Clay Long, Paul spearheaded a club fitting
device and club design feature, still in use today.
With the advent of the internet, Paul launched a “Costco for
Golf” membership, which grew to 400,000 subscribers in a
year and a half, eventually selling to a California based golf
group. Since then, he has migrated into video hosting “instant”
video delivery and administration systems and added a television and media company in 2008.
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Bobby Wagner,

lead videographer and studio
owner of Land Air Sea Productions, is a New York native that
now lives in Destin, Florida. Starting his career as a video
producer, filming regional and national commercials for
a creative marketing agency, has given him an edge with
dynamic and artistic filming and photography methods.
Growing up as a musician, Bobby naturally began using his
love for music as the centerpiece for creating emotional and
captivating videos.
Today, Land Air Sea Productions works closely with local and
regional companies to help produce consistent content, branding, and connectivity with all of their clients. As a FAA licensed
drone pilot and PADI certified diver Bobby uses his skills to
capture new perspectives that have never been seen before
from the land, air, and sea. Aside from professional videography and photography, Bobby is passionate about traveling,
fitness, and spending time with his friends and family.

Allan Wich

is a Marketing Expert and Business Consultant, who works with organizations and individuals wanting to
make a presence in their Digital DNA that increases their brand
presence and attributes greatly to the profit line.
Allan Wich is a retired hotel and hospital designer with 25
years in the hospitality and institutional development industries. He is an entrepreneur having developed companies in
direct sales, architecture, and membership services.
He is the founder of the Prospecting Mastery Institute and
Meridian Coaching. Allan has been featured on: KOIN 6,
8KGW News, Fox 12; and is a contributing author for several
publications.
He has authored the books “Leaving An Impression” a retrospective and recognition publication celebrating the terrain of
a public school teacher, “10 Pillars of Recruiting Mastery”, and
co-authored“The Change 6 - Insights Into self-Empowerment”.
Allan is also a Founding Partner of the Mavericks Mastermind.
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Nicole Zeien-Cox

is a Business Graduate, a BestSelling Author, Keynote Speaker, Foster Coach, and Production
Manager for Think Bold, Be Bold Ventures.
She strives to inspire everyone to find their purpose and live
a fulfilled life, regardless of their past or current situation. This
passion for empowering others was sparked after prevailing
through a string of adversities in her own journey from foster
care to a self-employed businesswoman.
In just 30 days she wrote her first book, “Foster to Fosters,”
becoming a Best Seller within a short 24 hours of publishing.
This book started her platform as a Foster Care Influencer and
led to sharing relatable life lessons through keynote speaking
and coaching that benefits budding entrepreneurs, child
welfare professionals, parents, and teens.
Her next adventures include an upcoming documentary
about her life, followed by her Fostering 50 Podcast Tour in
which she will travel to all 50 states and interview individuals
impacted by foster care.

ne t work ing maverick

ne t work ing maverick

Bob Burg
BY MARY WELCH

W

e all know the saying “It’s better
to give than receive”, but Bob
Burg built a brand and a vast
and loyal cadre of followers around a different
version: “Give and then you will receive.”
Burg’s self-proclaimed “Go-Givers” follow
his principle that a person should shift their focus
from getting to giving. “Giving, in this context,
simply means that you are constantly and
consistently providing value to others,” he says.
“It’s not only a more pleasant way to conduct
business, but it’s the most financially profitable
way as well.”
Today Burg has a growing empire of books,
speaking engagements, and other logical
offshoots of his brand of creating a culture
of excellence, value, endless referrals and
influencing people (especially adversaries). His
latest book, The Go-Giver Influencer, the fourth in
The Go-Giver series, will be published soon.
He was named one of the American
Management Association’s 30 Most Influential
Leaders and his books have altogether sold
more than a million copies and been translated
into 21 languages. The Go-Giver was ranked tenth
on Inc. Magazine’s list of the “Most Motivational
Books Ever Written”.
A highly sought-after speaker, Burg created
a Certified Go-Giver Speaker Program where his
speakers are trained to present The Go-Giver
philosophy, as well as his Endless Referrals
system and Ultimate Influence™ methodology.
His company runs a Go-Giver Sales Academy
Live Sales workshop and has an Online Home
Study Library.
Not bad for a guy who didn’t consider sales
as a career.
A Massachusetts native now living in
Florida, Burg learned his principles by watching
his parents. “I got to experience the importance
of focusing on others first-hand from my parents,”
he says. “They’ve lived their lives that way,
although the term go-giver was not part of the
vocabulary. They were an important influence.”
After graduating from college, Burg had
a lackluster career in broadcast radio and

“I didn’t even know that sales training
was a thing,” he says. “But I started to apply
the principles and realized that after a few
weeks, I was getting successful. If you have
a system for doing something, you have a
process where you can predictably achieve
your goals. I started following logical
and specific steps of how-to principles.
If you do it, you will get the desired
results; if you don’t do it, you won’t. It was
an epiphany.”
After that he was a man on a mission:
fortifying his mind and heart for success. He
worked his way up through the sales ranks
to sales manager and eventually started a
speaking business.
Then came his first book. Endless
Referrals: Network Your Everyday
Contacts into Sales, is a definitive guide
to turning casual contacts into solid sales
opportunities. Originally published in 1994
and now in its third edition, the book has
sold over 250,000 copies. It highlighted
his business foundation of doing the right
things for the right reasons.
“All things being equal, people will do
business with, and refer business to, those
people they know, like, and trust,” he says.
television in small Midwestern
towns. “I worked up to be the
late-night news guy. I could read
the news. But I certainly wasn’t a
journalist and realized I didn’t care to
be. I was 24 years old and not long for
the field.”
In order to make extra money,
he sold advertising and still wasn’t
in the success zone. “I floundered,”
he says simply. But he found his way
into a book store (as he says, “back
in the day that book stores were known mainly
for selling…books”), discovered a sales section
and was introduced to such icons as Zig Zigler
and Tom Hopkins. He devoured all the books and
adapted their ideas.
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“I took that premise and around 2005 wondered
how I could put it into a parable. What’s the
way you build trust? You give value to everyone
you meet. You give value to others. Hence, The
Go-Giver.”

the focus on the right place
— the other person. And
money is simply an echo of
that value.”
In our commoditized
world, “If people don’t
see the differentiation of
value between two people,
services, or products. They’ll
go with the lower price every
time. They’ll see me as just
a commodity,” he says. You
want to sell on high value,
not low price.
An outspoken proponent
of a true free-market (not to
be confused with Cronyism,
which Burg is staunchly
against), he points out the
difference in the performance
of banks around the market’s
crash. Many banks, taking
advantage of their unholy
alliance with government
through cronyistic practices
via their lobbyists on K Street,
approved loans they knew their clients couldn’t
afford and then were not held responsible for
their results. “All caution was thrown to the wind.
Because they were operating through a set of
rules specifically created for them it was not freemarket based.”
By contrast, BB&T didn’t get involved in
subprime lending. “BB&T’s chairman knew it was
a bad deal for customers, and their values were
about making a product as a result of serving
their customers. When the crash came down,
they were in an excellent financial position.”
Southwest Airlines is another very valuebased company. Herb Kelleher’s belief was that
if you put your employees first and treat them
right, they’ll take care of your customers and
then shareholders will make money. “Look at
any sustainably profitable company,” says Burg,
“and you’ll see they act in accordance to the
Five Laws.”

The successful salesperson is
always putting the focus on
the right place — the other
person. And money is simply
an echo of that value.
Co-written with John David Mann, The GoGiver tells the story of an ambitious young man
named Joe who believes his goals slip away no
matter how hard he tries. Desperate to make a
sale at the end of a bad quarter, he seeks advice
from Pindar, a legendary consultant known as
the “Chairman”. Over the course of the lessons
Joe is introduced to several go-givers, who share
the Five Laws of Stratospheric Success and how
to open himself up to the power of giving. The
five laws are: Value; Compensation; Influence;
Authenticity; and Receptivity.
“The main premise is simple: shift your
focus from getting to giving. Giving (and
communicating) value to others is the only way
someone will buy from you. They don’t care
you’re a nice person, have a quota, or need the
money. They buy from you only if they believe
they will be better off doing so than not doing
so. The successful salesperson is always putting

Burg is convinced that a strict adherence to
these Laws will bring the desired results — even
if the salesperson has short-terms quotas to
meet. “If you do this you will do well in the shortand long-term. Focus on providing value and the
money will be the natural result. Sure, there are
always people who put money first,” he says. “But
just remember that your prospect isn’t going to
buy because you need the money.”
He admits that changing a corporate
culture is not easy and it simply won’t happen if
the CEO isn’t fully committed to it. “It starts at the
top. You create a culture where people can thrive,
and you surround yourself with people who have
those same values.”
Of course, every ship can go off course and
Burg hit that iceberg when he and John David
Mann titled one book It’s Not About You, and it
flopped. “We couldn’t figure it out but then we
realized that if a book is ‘not about you,’ then
why would you buy it? We knew we had a good
book but made a big mistake with the title. We
named it based on a title we liked rather than
on what would appeal to our readers. We asked
the publisher to change the title which, though
seldom done in the publishing world, they
agreed. We changed it to The Go-Giver Leader.
And it worked. The book has sold very well
since then.
Burg admits his business — empire, really
— is beyond his wildest imagination. But he
says these principles are as true today as when
he started; maybe even more so with the vitriol
that is found on social media. “When it comes
to influencing another human being, the least
effective way is to insult them.”
Burg doesn’t want anyone to confuse his
principles with just being nice. “There are a
lot of nice people who are broke. Being nice is
fantastic. But success is more than just that. It’s
doing the correct things in the correct way. And
a big part of that is bringing exceptional value or
quality to others in an authentic way. It’s really
that simple.”
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Tana Goertz
B Y J E S S I C A H O LT H A U S B A D O U R

T

ana Goertz initially became
a recognized television
personality in 2005 after
appearing as a finalist on the NBC hit
show, The Apprentice. But as she
quickly points out, “That was thirteen
years ago.” A lot has happened since
then. A lot happened before then, too.
As for the future? Tana will be the first
to tell you, she’s just getting started.
“My creativity comes from
constantly asking myself: Am I
making an impact in some way that
is larger than myself? Am I still having
fun and increasing my value?” she
describes. “If I see a need to fill, I
get creative and fill it. Purpose is an
incredible alarm clock, if it excites me
and makes me want to jump out of
bed in the morning, I’m doing it.”
Growing up with four siblings,
Goertz has always had to go after
what she wanted.
“I’ve always been an entrepreneur because I wanted to be in
control of my own destiny. Selling
became the vehicle,” she explains.
“When my purpose aligns with my
passion, I know I’ve got a business
that is unstoppable.”
Her older sister had a learning disability,
which showed her what her purpose was.
Watching her parents run her sister off to tests in
fear she wouldn’t pass and graduate, Tana knew
she could help.
“I had a gift of calming my sister down and
realized I was patient enough to successfully
teach her, so I became her tutor,” she says. “I
didn’t know at the time this would become part
of my life as a full-time motivator and encourager
of others. My passion is selling; this put purpose
with that.”

The math (Purpose + Passion = $) was
put to the test on a national stage when Goertz
became known as a friendly mom from Iowa who
likes to smile with a fierce competitive streak
and business acumen. She was The Apprentice’s
season three runner up entrepreneur, which
became the jumping off point for a myriad
of opportunities.
“I never rest on my laurels. The show
was great and opened a lot of doors and am
forever grateful for that opportunity,” she says.
“After being on TV, the world saw I was a great
project manager and presenter, and with Trump’s
glowing testimonial I immediately became a
motivational speaker.”
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As a sought-after presenter, Goertz
educates, motivates, and inspires people
to take immediate action and charge
of their lives through tailored keynote
presentations. Two she highlights
are The Art of Being Unforgettable (a
home run for any business looking
to increase revenue and sales) and
From the Basement to the Boardroom
to the White House (perfect for any
group/organization).
Her strength is apparent when she
talks about the years that led her to her
parents’ basement. She was a woman
who had it all together and made good
decisions. Then she met a man she
thought she could fix – a mistake she’s
glad she came out ahead of. While she
believes the brain can play tricks and the
heart can be blind, “Your gut is always
right, I never apologize for trusting
my intuition.”
She took on title of “single parent” and
reinvented herself (yet again), uprooting
from a wealthy and controlled life in
California to her parents’ Utah basement
with two young children (babies, really
– Tori was 1 month old, Myles 3). Then
she met Kurtis, who turned out to be the
man of her dreams. The couple married
in 2000 and started their life in Iowa, where he
is a television meteorologist for the state. It was
a priority to Tana to again be in control of her
own destiny, so she started a Mary Kay business,
going back to what she knew she was good at
(it’s no coincidence she was the No. 1 Mary Kay
sales consultant in her unit of thousands of
eager women).
At the time, she had just watched the first
season of The Apprentice, a new reality show
that was looking for next season’s applicants.

As a sought-after presenter, Goertz educates,
motivates, and inspires people
to take immediate action and charge
of their lives through tailored
keynote presentations.

She told Kurtis, “You know I’ll be cast, they’ll love
me and I’ll probably win the whole thing.” Out of
1 million applicants, she was runner up, winning
for the ‘street smarts team’ of entrepreneurs.
Trump described Goertz as a combination
of “laid-back charm and razor-sharp execution.”
Her email signature “I’m fired up” is exactly how
she leaves clients feeling. As a leader, she’s never
followed the crowd and believes “only dead
fish go with the flow.” This is one of her keys to
motivational speaking – teaching people to think
differently; to do the opposite of what you’ve
been taught or what the majority is doing.
“I started out in my parents’ basement and
made it to the boardroom with Trump. Then I was
offered a White House job,” she says. “People

love this story about perseverance. It’s
widely received by men and women’s
groups alike.”
Most recently, Trump asked Goertz
to put her speaking career on hold to
represent the State of Iowa.
“When he asked me to help win the
presidency I honestly didn’t want to
get involved in politics – but I wanted
to make history,” she says. “I believed
he would win and be an excellent
president. I knew if I won him Iowa, then
I’d always have a Trump card.”
Yes, pun intended.
She achieved her goals with record
numbers in Iowa. When President Trump invited
her to join him in the White House, she politely
turned it down.
“The political arena wasn’t for me, I only
did it because I knew Trump and knew I could
sell him to the American people,” she admits. “I
successfully finished my stint for the campaign
and gladly moved on.”
Another secure, unique relationship she
has is with The Ambassador of China, former
Governor of Iowa. From the election, she saw a
need for increased interrelations between the
U.S. and China.
And thus, her latest project was born.
The U.S. China Exchange Group launches its
first international trip in April. The concept?

International trade missions with a VIP
experience. Groups of 10 American businesses
at a time will go with Goertz and her partners
to meet their international Chinese counterparts
and have lots of fun while doing it.
In true maverick style, she adds: “I have
an addiction. It’s called winning. My brand is
all about energy and enthusiasm infused with
confidence, sprinkled with love and positivity. I
don’t do drama, I do business.”
Between the notoriety and fame, how has
she changed?
“I am the same person,” she says. “Only now
I carry and conceal, so my purse is heavier.”
The U.S. China Exchange Group’s first trade
mission is slated for April 2018. Be on the
lookout for more details in a future Mavericks
cover story. In the meantime, learn more about
how Goertz can insert high energy, excitement
and enthusiasm into you or your business at
www.heytana.com, or contact her directly at
(515) 991-3440 or heytanagoertz@gmail.com.
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Jeffrey Hayzlett: Boardroom Cowboy
BY RID G EL E Y S TANDARD

S

imply put, Jeffrey Hayzlett is a global
business celebrity. Primetime television
host, podcast show host, keynote speaker,
best-selling author, C-Suite Network founder and
executive… the list goes on. Hayzlett’s
professional resume would impress even the
most influential and affluential leaders of days
current and past. He resides among a veritable
who’s who of pioneers and thought leaders in
the world of business.
Professional highlights include founder and
chairman of several businesses, including former
Chief Marketing Officer and Vice President of
Kodak, guest celebrity judge on NBC’s Celebrity
Apprentice for three seasons, the CEO of the
Hayzlett Group, Chairman of TallGrass Public
Relations, and Co-Founder and Chairman of the
C-Suite Network. Furthermore, he is the bestselling author of The Mirror Test: Is Your Business
Really Breathing?; The Gauntlet: Essential
Business Lessons to Lead, Drive Change, and
Grow Profits; and Think Big, Act Bigger: The
Rewards of Being Relentless.
Additionally, Hayzlett holds five hall of
fame distinctions: public speaking (among the
likes of Ronald Reagan, Art Linklater, Norman
Vincent Peale); sales and marketing; business
marketing; printing; and direct marketing.
Numerous other distinctions abide.
Yet, among all of his remarkable
accomplishments, Hayzlett’s most unique and
impressive characteristic is the one attribute
he possesses that really sets him apart from
others: being himself. He is highly awarded and
regarded as one of the best of the best in his
field. Nonetheless, this is what he determines as
the secret to his success.
“Be yourself,” Hayzlett surmises succinctly.
“It is hard enough being yourself, why would
you want to try to be something else?” he posits.
“Over my years in business I’ve discovered that
thinking you need to do it a certain way, that you
have to be a certain way, is wrong. You need to
do it your way. Figure out who you really are.
The faster you figure out who you really are
and the faster you do it your way, the faster
you’ll succeed. It doesn’t mean you need to do
it necessarily the right way, it just means you’ll

“Once you accomplish
a goal, set a new one.
There should always
be a goal in sight.”
do it your way. Those who do it their way find
success faster and excel quicker.”
Hayzlett is a man comfortable in his own
skin and knowing exactly what that means.
He likens himself to a “boardroom cowboy”. He
does it his way. “I wear jeans. That is my uniform.
Because that is what I like, and that is what is
comfortable for me.”
Regardless of his audience, Hayzlett wears
jeans. Until he can’t. Recently nominated as one
of the top 100 Irish Americans, Hayzlett found
himself in a quandary: a banquet called for
formal wear and he was lacking: “I had to make a
trip to my tailor because I realized I had no pants!
It has been probably ten years since I wore a
suit.” Point being is be true to yourself. “I know
who I am. I may adjust myself to my audience,
but at the end of the day I don’t change my core.”
The road to media marketing superstardom
was paved with humble beginnings. A military life
led his family through many cities before settling
in South Dakota for Hayzlett’s college years. An
initial interest in politics morphed into marketing
as a determined natural progression. “Selling
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is selling regardless of which soap box you are
doing it from. It’s all about packaging.” The rough
and tumble world of running a campaign honed
Hayzlett’s business skills and was a natural
transition to the world of marketing. Thus, a
career in media marketing began.
In life and in business, Hayzlett’s goal is
what he calls “conditions of satisfaction”. He finds
inspiration in forward thinking and new ideas.
His motivations are “building wealth for myself
and my family, the pursuit of knowledge, and
having fun. If I can’t have all three then I don’t
care to do it, because it’s not worth it. My goal is
a means to an end. Get that goal to a place where
it is fun. As long as you have a goal in sight
you can get through the difficult. And once you
accomplish a goal, set a new one. There should
always be a goal in sight.”
Motivation for success is in the ideas for
Hayzlett. Ideas need to be acted upon. “Ideas
without implementation are just air.” By acting on
ideas and consequently delivering, Hayzlett sets
himself apart. “I exceed expectations. My goal
is to come from a place of yes. Thought leaders
need haters, quoters, followers. All of those
motivate. We need to be bigger, leaner, meaner
than someone else. Don’t allow anyone who
says you can’t. I lead from a place of ‘because
you can’.”
“Because You Can” is a rally cry for Hayzlett.
Because you can fail, because you can recover,
because you can try, because you can lead from
a place of yes. “You can fail,“ says Hayzlett. “But
fail fast. Failing sucks but it is part of doing ‘it’.
The trick is wanting to win fast. It’s not going to
happen quickly but keep trying. If you’re winning
every time then you’re not giving it enough. Push
yourself. Be more and find a way to win. Believe it
and it can be. Then come up with what is next.”
The next step is a question mark for
Hayzlett, but it is certain that the next great idea
is imminent. “I’m not sure what is next because
I’m still having fun with what I am doing,” Hayzlett
says. “But I know it is something. I haven’t done
my favorite or greatest yet. Or even my worst. I’m
just looking to keep moving. When you’re doing
bigger or more it just gets better.”

podcast maverick
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John Lee Dumas
BY MARY WELCH

I

f you don’t know that John Lee Dumas just
moved into his dream house in Puerto
Rico, don’t worry, he’ll mention it. Often.
To some it may seem like unnecessary
bragging, but to Dumas, it’s just proof that his
philosophy and strategy work. And, he says if
you follow his example and his advice, you too
could have a house overlooking the Caribbean
or whatever your dream is. The point, he says,
is not to accept the doldrums of everyday life
and lead the life that you want.
“I was spending all these years trying to
chase success. Einstein said to be a person of
value, not success. I wanted to be a person of
value. So I flipped it on its head,” he says. “To
many people, life is meant to be put up with.
You get to really live and do what you want
when you retire. That’s fine but I wanted to
control my destiny. I had to figure out a way to
provide value.”
Today Dumas, and his partner Kate,
run Entrepreneurs On Fire aimed at helping
like-minded people (Fire Nation) realize
their dreams and value. Since its 2012
launch, the company has $12.8 million in
gross income ($9.2 million in net income).
In January alone his gross income will be
$205,842 with a net income of $139,379.
He gets more than 1.5 million monthly
listens. He has another book, How to
Finally Win, which will be out later this year.
Today, EOFire [Entrepreneurs On Fire] still
broadcasts seven free podcasts a week but
also offers books, webinars and podcasts (some
free, others for a charge), as well as free live
workshops and more than 3,000 persons have
joined his Podcasters’ Paradise, a community of
like-minded people whose mission is to create,
grow and monetize their own podcasts.
Not bad for a guy who graduated from
college and then spent eight years as an officer
in the Army, including 13 months in Iraq, and
found out the world wasn’t waiting for him.

Coming from a military family Dumas expected
the “world would be my oyster. It was a lie. In my
first job I was next to a 22-year-old who was six
months out of school doing the same thing I was
and earning the same.”
Attending law school wasn’t the solution
and neither, it turned out, was real estate. But
it was the catalyst for his “ah-ha” moment that
drove him to his current success. Or, actually
didn’t drive him.
Dumas sat in traffic a lot in San Diego trying
to succeed in the real estate market — in 2009,
no less —and started listening to podcasts;
first traditional ones such as NPR, then shows
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like Pat Flynn’s Smart Passive
Income and Jaime Master’s
Eventual Millionaire. He decided
to do something that no one
else was doing, creating free
podcasts every day on how to be
successful. It worked.
Being a better talker than
writer, he aimed for the podcast
market where he realized he
could get content for free and
grow an audience. He wasn’t
exactly the voice of experience
so he went after reputable guests
who could add the value. Among
those who have appeared on
his podcasts are Tony Robbins,
Seth Godin, Gary Vee, Barbara
Corcoran, and Tim Ferris. “I focus
on their journey,” he says.
“I needed to grow an
audience and I would say the
first 100 episodes I didn’t add any
value to the podcast. But I was
learning along with my audience.
I was transparent about it from
day one. I said I was as clueless
as everyone else but I wanted
to learn. I didn’t add value but I
was bringing in guests who did.
I also realized that if you offer
something that is free, valuable and consistent
an audience will find you because they need
that content.”
As time wore on, Dumas was able to “add to
the conversation. At first, I added nothing, then
slowly 10 percent, then maybe 25 percent and
now that we’re pushing 2,000 interviews, it’s
more 50-50. I have a track record and chops.”
Now that he has more than one million
listens a month, Dumas has created a business
model of a puzzle of free content, paid content,
speaking events and sponsorships. “When

I didn’t have anyone listening I didn’t get
sponsorships but now companies want to have
my voice in front of my audience,” he says. “But
I only recommend products or services that I
believe in and want to align my brand with. My
audience knows they can trust me.”
Overall, his revenue streams are EOFire
sponsorships; Podcasters’ Paradise, Affiliate
Revenue, and the Mastery + Freedom Journals.
Affiliate revenue comes from joint ventures where
he recommends other services and companies
to his community and gets a percentage of any
purchases. “They’re like joint ventures, such as
companies that offer coaching services that I
don’t or website hosting companies.”
EOFire’s business model is like a funnel. He
has his daily podcasts and if a listener wants
to know more, they can get a free video that
explains everyone one needs to know to start
a podcast and monetize it. And, if the potential
entrepreneur is still intrigued, he or she can join
EOFire’s premium community where they get
more free value with live formats and access
to Dumas.
The next level is where Dumas’ revenue
comes in. If a person wants more access
to Dumas and his resources they can join
Podcasters Paradise, where they can get more
classes as well as interact with other like-minded
entrepreneurs. “It’s a free master class that really
tells you how to conquer the world,” he says. So
far out of about 50,000 who availed themselves
to the free knowledge, about 3,500 joined and
delivered about $4 million in course sales. “It’s
one of our seven consistent revenue sources.”
Since he and Kate moved to Puerto Rico,
he intends to host mini three-day events where
people have personal access to Dumas, Kate,
and other experts he brings in for the event. “It’ll
be about $6,500 for the event and will generate
significant income.”
Now that he has accomplished his original
goal, Dumas doesn’t want to lose focus and

I also realized that if you offer something that
is free, valuable and consistent, an audience
will find you because they need that content.
chase success and more money just to get
bigger and more successful.
“Our business has been flat for a while,” he
admits. “But I’m OK with it.” The business can go
one of two ways. If he decides to substantially
grow, he would have to add more team members,
increase the advertising budget and grow
revenue. “If I do this, will I grow net revenue?
Maybe yes, maybe not. But our goals are not how
big we can grow. Our goals are to grow revenue
so we can keep the high quality of life that allows
us the freedom to travel, live in our house in
Puerto Rico and not work 10 hours if we don’t
want to.”
The second option is to keep the ship
floating and revel in the sweet spot that “feels
right. I want to make sure we’re maximizing the
profits, both gross and net. I don’t want to get
sloppy and grow the business too quickly. We’re
settled in without being lazy. I’ve learned from
my podcasts and one of the biggest mistakes
for a lot of entrepreneurs was trying to grow
too fast.”
He also picked up some other sage advice
and practices. For instance, again look at his
“sweet spot” of being narrowly focused instead
of trying to provide something for everyone.
“There’s a lot of noise out there today so I believe
it’s better to go one inch wide and as deep as
possible. If you’re serving a lot of people, you’re
serving no one. Maybe we will broaden out down
the road.

“You spend most of your time with five
people, so make them people who have the same
mentality, not the put your head down and just
work philosophy. You also have to be authentic,”
he continues. “A lot of people struggle to become
a personality but it’s not built in reality. For me,
I’m the same: good, bad, and ugly.”
Adding, “I’ve become a master at
accomplishing goals and people tune in and
become a part of Fire Nation so they can do
exactly what I did: define how they want to live
their lives and achieve it.”
Even if it’s not a house with an infinity pool
overlooking the Caribbean Sea.
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How to LEAP Into Extreme Leadership
BY STEVE FARBER

T

he world is full of people who call
themselves leaders, but woefully short
of Extreme Leaders. Perhaps you think
that’s OK. Extreme Leaders, you might reason,
are only needed for extreme circumstances – a
soldier taking fellow troops into battle, a Sherpa
guiding climbers up Mount Everest, or a
quarterback directing a potential game-winning
drive in the Super Bowl. Everyday life, you might
say, requires only everyday leaders.
But here’s the reality: Everyday leaders who
aren’t also Extreme Leaders aren’t taking anyone
anywhere worth going. They risk very little and
gain very little. Soon the only reason anyone
follows them is out of the obligation that comes
with a paycheck.
Extreme Leaders, meanwhile, love
their work and the people associated with
it so much that they embrace and inspire
audacious decisions. They attack their work
with a contagious energy. And they display an
unwavering commitment to get things done. In
other words, they willingly put themselves on
the line to change their world for the better.
That’s leadership worth following. And you
don’t have to be a soldier, a Sherpa, or an NFL
quarterback to be an Extreme Leader. You just
have to lead with Love, Energy, Audacity, and
Proof – otherwise known as LEAP.
Interested? Here are a few ways to LEAP
immediately into Extreme Leadership:

Generate Energy – Generate more
energy when you walk into a
room than when you walk out.
You don’t have to watch TV or
movies to see zombies in action.
Just walk through the typical
office in corporate America. But
not yours, because you aspire to
Extreme Leadership. A couple of
ways you can generate energy
include passionately sharing a
purposeful vision with others and
actively expressing gratitude to
others. So pick out five people in
your work atmosphere and do at
least one of those two things for
them in the next 24 hours.

Cultivate Love – Do what you love in the service
of people who love what you do.
Extreme Leaders find ways to genuinely
love their work and every individual who touches
their business. Then they act from that level
of motivation. Thus, they pay nearly obsessive
attention to the needs, desires, hopes, and
aspirations of their customers and co-workers.
So here’s the go-do: Identify at least two
people who love what you do, one inside your
organization (e.g., a co-worker) and one outside
(e.g., a client). Tell each of them why you love
your work and provide a specific way you plan to
serve their needs over the next 60 days.

Extreme Leaders demonstrate a bold and
blatant disregard for normal constraints. Not in
an impudent manner, but in a courageous I-wantto-change-the-world way. In three sentences or
less, explain how you plan to change the world
through your work.

Extreme Leaders put their skin in the game
and make a difference in the world, no matter
what the environment. Nothing is too mundane
or too routine that it can’t become part of
something bigger and better. So don’t be content
with everyday leadership and everyday results.

Provide Proof – Prove yourself through
significant, observable, daily actions.
It’s easy to talk a good game, but Extreme
Leaders back up their talk with their behaviors.
Write down three ways you are “proving” that you
love your work, team and/or customers; three
ways the people around you see your energy;
and three audacious things you are doing to
change the world.

Steve Farber is the president of Extreme
Leadership, Incorporated, and the founder of
The Extreme Leadership Institute, organizations
devoted to the cultivation and development of
Extreme Leaders in the business community,
non-profits and education.

Inspire Audacity – Make a
connection between the work
you do and its potential impact
on the entire world.

Extreme Leaders, meanwhile, love their work
and the people associated with it so much that
they embrace and inspire audacious decisions.
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The News and Views of Tana Goertz
BY TANA G OER T Z

Working Through Exhaustion

Speaking to the Women
of Rockwell Collins

Being successful is hard work. The path to
success is never easy, but I know there are many
of you out there who are willing and ready to
give everything you’ve got to get there. However,
there is one big stumbling block that all of us hit,
and I’ve heard this time and time again – “But
Tana, I’m exhausted!”
Simply put, you’re going to get exhausted,
worn out, spent, over it, you name it – and you
must work through it. I can guarantee that you
will never be truly successful until you learn to
get over that hump. Below are three tips that
I think are crucial to fighting and winning the
battle with exhaustion.

TANA-ISM OF
THE MONTH
“If you’re going to work
yourself to death, then
you’d better be damn
sure it’s something
worth dying for.”

Reignite Your Passion

Passion is the cure for exhaustion.
Take some time to put everything down and
reassess why you are doing what you are doing
- sometimes we get so swept away with what
we’re doing that we fail to focus on why we were
passionate about starting it to begin with. This
is easy to do if you are still waking up every day
excited to get to work; the days fly by before you
know it and you’re still having fun. On the other
hand, if you dig down deep and can’t find the
purpose or the passion and the love and the fire,
you may want to seriously consider why you’re
putting in the effort.

Involve Your Family and Friends

You may be the type of person who wastes
a lot of energy worrying or feeling guilty about
how your work is impacting your relationships
with family and friends. Trust that your loved
ones want for you to be successful and happy,
and they are willing to help you get there. It’s
always a great idea to share your passion, your
short- and long-term goals, and aspirations with
them. Most important is to give them a realistic
expectation of your time commitments. I know
first-hand. When your family knows how much
a project or a business means to you and what
they can expect your daily life will look like, they
will soon be asking you how they can help make
your dreams come true. You’ll get tons of support

when you are honest with the ones you love the
most– trust me on this.

Sleep

So many people equate working hard and
meeting deadlines with getting little to no sleep.
They think if you don’t pull an all-nighter then you
aren’t hard-working or didn’t try hard enough.
My experience has been that it’s better to plan
your day with a full-night’s sleep as a priority.
The quality of your work will improve, you will
able to do more, and you will be a much happier
and healthier person. I guarantee you’ll get more
done in a well-rested 10-hour day than in a sleepdeprived 20-hour day; and you’ll be more fun to
be around.
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March is Women’s History Month. In honor
of this, I was invited by Rockwell Collins to come
and speak to their women’s group of leaders.
Rockwell Collins, headquartered in Cedar Rapids,
Iowa, provides communication and aviation
electronics solutions to the world’s leading
aerospace and defense companies. Companies
like Rockwell Collins can be somewhat maledominated, so I was excited to see such a large
and dynamic group of female employees turn out
for my event.
The topic I presented was The Art of
Being Unforgettable, with an emphasis on how
important it is to truly be a standout when you’re
in a male-dominated environment. The topic
was well-received. Everyone at Rockwell-Collins
was truly a superstar and I was grateful for their
warm hospitality.

The Art of Being Unforgettable

Imagine your employees fueled with
energy, spirit, and confidence – ready, willing,
and able to tackle any opportunity laid before
them. I put your employees on the path to
high-impact success in the business world by
teaching them The Art of Being Unforgettable. I
give simple yet effective tips on how to stand out
in a crowd and how to create their own personal,
marketable brand.
Your employees will learn how to WOW
people and learn it FAST. They will leave with
street smarts that they will be able to put into
practice immediately. So many people are
forgettable. I say go out and be unforgettable!
Contact me today to bring this presentation to
your business!
Tana Goertz

Book Tana: 515-991-3440 • www.heytana.com
Connect with Tana:
• www.twitter.com/heytana
• www.facebook.com/tanagoertz
• www.instagram.com/heytana
• https://www.linkedin.com/in/tanagoertz
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Build Your Dream Team and
Create the Power of a “Mastermind”
BY CHRISTOPHER CUMBY AND ALLAN WICH

S

urrounding yourself with a dream team
of like-minded individuals that support
and encourage you is crucial to your
success, no matter what path you want to take.
But how exactly do you build a dream team?
Who do you choose? What do you do first?
Napoleon Hill, the author of Think and
Grow Rich, was commissioned by Andrew
Carnegie to find the common traits of the
richest people in the world at that time. Hill
interviewed and investigated the likes of Henry
Ford, Charles M. Schwab, Alexander Graham
Bell, and Thomas Edison, just to name a few;
and his goal was to understand and report back
on what made these people super successful.
As a result, Hill coined the term “Mastermind”,
where he said:
“Maintain perfect harmony between
yourself and every member of your mastermind group. If you fail to carry out this
instruction to the letter, you may expect
to meet with failure. The mastermind
principle cannot obtain where perfect
harmony does not prevail.”
Speaking of “perfect harmony”, Google
changed the world as we know it; and it all
started in the mid-nineties with a small dream
team, a powerful mastermind created between
Larry Page and Sergey Brin. Google is an odd
name. It has no meaning, yet that word has
become synonymous with surfing the web.
Google has become a verb and before 1996 it
didn’t even exist.
Page and Brin met at Stanford University
while pursuing PhDs in computer science. Larry
was already working on a research paper for a
project called “backrub” and Brin joined Page’s
mastermind to author a research paper focusing
on a large-scale search engine that would
eventually become the PageRank algorithm.
Having two minds converge on the idea broke
down the complexity and scale of the project.
Together the two made history.
What Page and Brin may not have realized

CHRISTOPHER CUMBY

ALLAN WICH

You need to be building up your revenue,
leveling up your development and
collaborations, and scaling your marketing
and your business; otherwise, you are not truly
growing and you risk becoming irrelevant.

...Lots of support,
lots of experience,
lots of feedback, and
lots of positivity.
This is the power
that comes from
the Mavericks
Mastermind group.

at the time is that they had just entered into one
of the most powerful masterminds ever created.
This harmonious blend of two minds created a
third: the culmination of their own, which went
on to discover and create one of technology’s
most powerful tools. Unwittingly, they created
one of the greatest dream teams in the history of
the world.
Google is one example of a dream team
but there are many more. Virgin Group owes
its success to founder Sir Richard Branson and
his partnership with Nik Powell, who formed
an alliance with Branson in 1972. When Virgin
Records was sold to EMI Music in a very lucrative
deal, it gave Branson and Powell the freedom to
focus their creative energies on more innovative
projects. Virgin Group’s offerings went from
music publishing to space travel, opening
everyone’s minds to the infinite possibilities
available to those of us who believe we can.
It is documented throughout history that
the use of a dream team, or mastermind, is the
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way to exponentially multiply your potential
outcome. One of our silent mentors, Peter
Diamandis, points out the concept of a dream
team in a recent blog post about his book
Bold: How to Go Big, Create Wealth and Impact
the World.
Diamandis writes: “Small teams, authority
and autonomy, trust between all players, a
simple plan with high flexibility to make changes
on the fly, isolation from the outside, and
early testing.”
This is how to create a powerful
mastermind.
He goes on to quote psychologist Garry
Latham: “You have to believe in what you’re doing.
Big goals work best when there’s an alignment
between an individual’s values and the desired
outcome of the goal. When everything lines up,
we’re totally committed—meaning we’re paying
even more attention, are even more resilient, and
are way more productive as a result.”
When we decided to create our podcast
show, Think Bold, Be Bold, we were armed with

a common goal, our minds harmonized on the
desired outcome. We not only met our goals,
we exceeded them. This was evidence of a very
meaningful mastermind and creation of our
dream team. Since then we have created dream
teams for everything we endeavor. They may
be in the form of silent mentors, partnerships,
or alliances. Regardless, this essential support
positioned us to achieve so much more than we
could on our own.
The birth of the Mavericks Mastermind
came a result of our vision to dream bigger and
go bigger with our ideas behind the creation
of the podcast show and the newly formed
alliances we established. Wich: “We wanted
to help others looking to go beyond their own
limitations and also help them access people
well beyond their own circle of influence. This
group of people are working together in harmony
to gain new knowledge and access new ideas.”
Cumby puts it this way: “As you develop
and grow, the noise around you will often get

louder. It just comes with the territory. You, and
only you, get to decide exactly who and what
you want to listen to. Develop the crucial skills
to filter out those who offer little and exchange
them for those who can offer lots: lots of
support, lots of experience, lots of feedback, and
lots of positivity. This is the power that comes
from the Mavericks Mastermind group.”
Listen to yourself and do your own thinking.
It is your gut, your mind, your heart, and your
soul that will always act as the guiding light for
your success and your goals.
As a member of Mavericks Mastermind,
you’ll have direct access to strategize and
share wisdom with other Maverick minded
entrepreneurs and industry-leading needle
movers, developing collaborative opportunities
and partnerships that are not available under
other exponential business umbrellas. You need
to be building up your revenue, leveling up your
development and collaborations, and scaling
your marketing and your business; otherwise,
you are not truly growing and you risk becoming
irrelevant. When you invest small you receive
small; we think exponential and create it.
We will provide you with insight and
knowledge to create an uncontested market
space for your career or business! We are both

Mavericks and excited to advance to the top of
our game.
Let us share our skills with you so that you
can bring your game to a whole new level and
create the income and life you deserve.
For more information on the Mavericks
Mastermind visit: www.ThinkBoldBeBold.com/
mastermind-ticket
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