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SESSION TWELVE TRANSCRIPTS 

 

Jay Well, greetings! Six weeks really goes by fast when you're having fun in 

profiting, doesn't it? Last session was a critically important step in this ongoing 

process we're putting you through. You learned about testing. You discovered 

measurement and its power. You recognized that when you evaluate the results of 

your measurement, some approaches and strategies have a lot of merit. Others 

don't. Some warrant a lot more time, attention, and capital. Others don't. 

 

As you began to apply these processes to the approaches you listed in your 

optimum business strategy grid, you probably noticed some pretty wonderful 

things started happening. First, it's getting to be more fun as you go along. More 

importantly, you're getting greater and greater control over your business and 

professional life. And finally, you're beginning to achieve better results at a much 

faster pace. 

 

As I sit here in the studio in Los Angeles reflecting on all we've accomplished 

this last six weeks, the time we spent together, all the ideas we've exchanged, the 

transfer of wisdom and knowledge that, hopefully, I've given you, the 

opportunities you're starting to recognize and focus on, and the incredible 

achievements I know in my heart you're on the verge of realizing, there's 

something very important that I want to share with you. I want you to take a 

closer look at something that has been happening to you throughout the six weeks 

of this program. If you stayed with me through each session and did the 

assignments I've given you at the comfortable pace I've constantly recommended, 

then rest assured you've been rapidly developing a mindset that will set you apart 

from your competitors and will probably begin to dazzle your peers. 
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Why? Because unlike most of the people you'll encounter, you've been steadily 

practicing thinking outside the box. That means you've been liberating yourself to 

think more creatively, more effectively and much more profitably about how you 

operate your business or professional practice. Much more has been happening to 

you than just learning a system of approaches along with the principles that drive 

them. And here's the best part. It's totally addictive. And as I've mentioned 

before, it begins to happen automatically, without effort. And to me that's very, 

very exciting. 

 

Once again, the mindset you've been developing is based on always getting the 

highest and best use of your value, your time, your passion. In other words, it's 

based on optimization. It's understanding your purpose, too. It's figuring out. 

What the heck am I trying to do and why am I doing it? Not just making money, 

but the nobler transcendent value of what you're doing. Always making sure that 

everything you do in every aspect of your life gives as much or more value to 

others than you get back. 

 

And I've got to make a point about the concept of "adding value." It's not just an 

abstract thought. It's a very real connection you make with everybody you deal 

with in your business or professional or personal life. For example, when you're 

out at a restaurant and a busy, overworked server comes up to you, it's 

connecting with him or her. It's conveying to them you appreciate what they're 

doing, they're adding pleasure to your dining. You know it's hard and you know 

it's difficult and you appreciate it and you're thankful. And smiling from the 

depth of your heart because you know that gives them acknowledgment, that 
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makes it worthwhile, that thanks them for their effort. It's carrying that same 

sense of purpose and passion everywhere you go, and in everything you do and 

realizing it's always all about them. It's not ever about you. 

 

When you're externally focused, when you're connected and compelled to make 

the experience or the transaction better for the other side than even for you, you 

cannot help but succeed at higher levels than you ever dreamed possible. As my 

dear friend Fran Tarkenton likes to put it, "In everything you do your purpose 

should be to help make someone's life better." 

 

Now when it comes to getting what you want, you've got to believe you deserve 

it. And what we're talking about right here is the foundation for that. It's the 

foundation for using what my new age friends like to call your infinite power. 

 

Now this may sound kind of out-there to you, but it's very real. You can feel it 

and it changes the way you see yourself and therefore it changes everything you 

do. It's that basic. 

 

Something else this mindset brings with it is the ability to see opportunities 

where most people see only problems and adversity. The key to this is your belief 

that there's an opportunity, a payoff, if you will, in everything. I call this the 

Rubic's Cube philosophy. With the Rubic's Cube™, you move the squares around, 

you move them up, you move them down, you move them around trying to make 

it  work, trying to find the combination that solves the puzzle. Well, your 

approach to life and business or your profession should be the very same. You 

start moving your perspective around. You start looking at things from what I 

like to call a "catscan" perspective. Over, under, around, diagonally, horizontally, 
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Perpendicularly — you look at it from every vantage point looking for the hidden 

opportunity because, guess what, there is always, I guarantee, always going to be 

at least one and sometimes many opportunities or payoffs in every situation you 

find yourself. That means that every problem has an opportunity, every adversity 

has an opportunity attached to it. You just have to move your perspective, move 

your reference frame, move the way you look at the situation to find it. 

 

You should never, ever allow yourself again to encounter the concept of failure, 

because I don't believe it exists. Something may not produce the successful 

outcome you initially expected. However, its very non-success is an indicator, a 

guidepost, a spotlight pointing the way to get closer to the result you're after. 

Because if something doesn't work, think about it, it tells you to stop doing that. 

That strategy isn't going to get you what you want. That has a lot of value 

because you stop wasting time, effort, money, emotion. 

 

I had a client come to me one time who is a newsletter publisher. His mailing 

pieces, in other words, the letters he sent out to attract and solicit subscriptions, 

were not pulling. They were losing money, and so was he, and he was desperate. 

 

I said, "Stop for a minute and let's ask ourselves a question. You got a very 

expensive newsletter, it costs $300 a year to subscribe and that was very high, 

back then. You attract very well-heeled investors and quite wealthy individuals. 

 

You may not be making money but you could be very valuable to somebody else 

who wanted very badly to have access and a connection to your very market." 

I asked him, ―Who else could want to reach his subscriber base.‖ 

 



How to Get From Where You are to Where You Want to Be – Transcript 

 

 5 

We made a list — financial services, investment houses, all kinds of other 

investment operators. We contacted five of them and got four of them to 

gleefully put up hundreds and hundreds of thousands of dollars, not only to take 

over financing all of our subscription mailings, but to pay us a premium just for 

letting them have the chance to introduce their services to our subscribers. 

 

The point of this story, the newsletter publisher, before I got to him, was focusing 

only on the problem. I showed him how to think beyond that and realize he 

offered a great opportunity for financial companies, brokerage firms, investment 

houses. And once he made that connection, he took a losing business and in less. 

than a year made a $500,000 plus profit. And to this day he doesn't care about 

making money on subscriptions because he's found there's a treasure trove 

— making his subscriber's accessible to other investment companies who will 

pay generously for the privilege. 

 

You have to ask yourself, "Where is my opportunity?" Or, "Where are my 

multiple opportunities in my adversity or in my problem?" Let me give you a 

couple of other examples just to stimulate your mind. 

 

I had a health club client who's being driven crazy by three competitors who were 

low-ball pricing health club memberships just to buy market. They were losing 

money and he knew it but he couldn't compete and he was beside himself. I 

showed him that it was only a matter of time before his competitors would put 

themselves out of business, and I made him this suggestion. Go to the 

competitors who were driving you crazy and offer to buy their customers from 

them and run them through your health club, paying the competitors 25 percent 

of the gross revenue as long as those customers remained members. He said, 
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"Well they'll never go for it." And I said, "I bet they will if you propose it in the 

right way," because I suspected that those competitors were really losing money 

hand over fist and it was only a matter of time before they'd be out of business. 

 

I gave him a strategy to go to them, suggest that they give him their members, 

they stopped doing business, closed down their facilities because they were just 

buying market share at a loss anyhow. We knew that. And I showed him how to 

show his competitors an incredible way that they would make more money from 

doing nothing, more money from having no overhead, more money from being 

out of business than they did when they were in business. He didn't really think it 

would work but I encouraged him to just go out and try it. 

 

Now the bad news is, one turned him down flat. But the interesting news is two 

other ones said yes, absolutely, when he presented the program I outlined. In 

about six months his business was up 600 percent, and it all started from an 

attitude my client had of having a problem. 

 

My attitude is that there are no such things as problems. There are no such things 

as adversity. There are only opportunities being cleverly camouflaged. If you've 

got an infrared opportunity detector, otherwise known as the right mindset, the 

whole business world or the whole professional world, depending on what you 

do, is your playground and you can have so much fun and prosper in so many 

ways you won't believe it. But it all stems from the right attitude. Don't ever 

again allow yourself to accept anything as being less than a step towards a bigger 

opportunity. 
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So as you look at every situation, you know that at the very least, you're going to 

learn something that will be profitable to you. So with this as a primary part of 

your mindset, you begin to list and explore all your options, all the opportunities, 

the flip-side, who could gain, where you can have the most leverage and so on, as 

you're looking for and fully expecting to find the opportunity, the windfal1, the 

payoff, the jackpot to benefit yourself and your enterprise. 

 

A very good example I use when I'm trying to explain this in my live training 

programs is the robot gift that many of us got when we were kids for Christmas 

or Hanukkah. Do you remember them? You got this robot and it walked into a 

wall and when it hit a wall it would do a quarter turn to the right or the left. 

 

Well, you could put the robot facing the opposite wall of a doorway and if the 

door was open, it would take only so many incorrect movements to direct the 

robot right out the door. To me this is a great metaphor for the way you conduct 

your strategic business or professional life, because everything you do that 

doesn't produce the outcome you're looking for actually gets you faster and closer 

to that ultimate goal anyhow. 

 

Think about it. Unless you're basically a very hard-headed individual, you're not 

going to keep doing something that doesn't work. Particularly after the six weeks 

we've spent together. So every time something doesn't produce the successful 

outcome you want, guess what, just like the robot it's telling you it's time to 

make a quarter tum to the right or to the left. All you've got to do is move your 

strategy and try it again, always safely, always inexpensively, always testing and, 

guess what, you're bound to get to pay-dirt, you're bound to get to success and 

you're bound to get to the results you ultimately want and quite probably much 
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greater results than you originally expected. 

 

Try it. Trust me! It works. It works so easily it's almost embarrassing. This 

mindset is so powerful. And as you come to look for opportunity in everything, 

you obviously need flexibility in your outlook. Because you really do have a lot 

of options, you're never really stuck. 

 

I recently interviewed Hall of Fame quarterback Fran Tarkenton, who I quoted a 

few moments ago. It was a magnificent experience for me. And by the way, that 

interview is part of our monthly audio series called Encounter, and I think you 

saw some information on it in with this program. 

 

Anyhow, Fran talked about how he started eight separate businesses from scratch 

without ever borrowing money. How he got a positive cash flow right from the 

first month in each one. And then sold them for an aggregate total of 200 million 

dollars. Fran is a prime example of someone who's totally unwilling to limit 

himself through conventional thinking. He expects to learn something, to gain 

something from everyone he meets and every experience he has. When he faces a 

challenge, he expects to find an opportunity in it. And guess what, he always 

does. So too will you if you practice the philosophy I'm sharing with you. 

 

Another extremely important element in this mindset we've been talking about is 

passion. To think like a marketing genius you must have passion. The kind of 

passion I'm talking about is a function of five critical factors. Now, there may be 

more, but I've isolated these as absolutely essential. 
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The first is: Energy. This is so basic to everything you do in life. You can't allow 

yourself to dissipate your energy dwelling on negative issues. It all starts out with 

a healthy sense of self-worth and an appreciation for the value you bring to others. 

Remember what I said earlier. For others to revere you, you must first revere 

yourself 

 

I think far too many of us ask the wrong question. We get it exactly backwards. 

It's like a friend of mine said, "Instead of asking yourself am I worthy of this goal,  

the question should be is this goal worthy of me?" You have an honest 

contribution to make in every transaction you engage in. So I want you to have a 

healthy appreciation of exactly what your work or efforts are really worth. It's 

going to be so much easier to feel passionate about what you're doing when you 

stop wasting energy questioning your worth. It's that simple. 

 

The second factor is: A vision that inspires you-a clear picture of what is 

possible for you and what you can give to others. Your vision is a picture of how 

you're going to fulfill your purpose. This is so important, I want to say it again. 

Your vision is a picture of how you're going to fulfill your purpose. And 

remember, your vision is only going to happen when you see it as worthwhile. 

When you see it in terms of what it's going to do for others. Once again, the key 

here is to identify the value and contribution you add to every transaction you're 

involved in. 

 

Now you've got to know what's possible for you and you must not limit yourself 

to a substandard achievement. For example, I have a client who is making a 

$100,000. I helped him increase it to $500,000, and he was like a kid in the candy 

store. He was so happy, so he stopped doing anything more. But I could see so 
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much more that was possible, so much more we could do and achieve. And that's 

what you need to do. You can't stop with the substandard achievement. 

 

So how do you do it? Well, it's like another client of mine once said to me, "Jay, 

if you can make a $100,000, you can make a million. So why content yourself 

with only a fraction of your true achievement potential?" I say the same to you. 

Don't be satisfied with a $100,000 if your efforts and actions deserve making you 

multiples of two, three, five, ten, a hundred times that amount. 

 

Now, when you stop and think about it, in all the examples I've given you 

throughout the program of people I've helped, all I really did was sell them on a 

larger vision of what was possible for them-without great risk, without great 

expense and with tremendous fulfillment and fun along the way. They did the 

work. It was their product or service. It was their vision. They had the potential 

long before I got there. I was there just as a catalyst, like I am for you here in this 

program. 

 

So you've got to give yourself permission to succeed and stop limiting what you 

can accomplish. Not only in your business or profession, but in your family, in 

your community, in the world. 

 

As your vision unfolds, you've got to know what your enterprise should look like 

at critical intervals along the way. Let me give you an example of what I mean. I 

had a client who sold two-for-one restaurant dining cards. Where you buy one 

meal and get the second one free. He knew exactly where he was going at all 

times. 
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A lot of people didn't understand his strategy, but he was very astute in what he 

was doing. He understood that in the first few years of building a dining card, 

your goal is not to make a lot of money, it's to build a lot of happy, satisfied 

dining club members. Why? Because if every year you add 10,000 or 20,000 

members, even if you don't make a lot of money on the acquisition, guess what? 

After two or three years you have such critical mass, such a quantity of satisfied 

customers, they start renewing over and over again. And the cost to renew them 

is almost nothing. 

 

So he was moving constantly towards a very clear goal that he kept monitoring 

and correcting, where he knew each and every year he had to add at very least 

10,000 to 20,000 new customers, while pleasing, satisfying and retaining his 

previous customers. What happened? After three years of building a moderately 

successful growing enterprise, he hit paydirt. Just as his strategy told him he 

would. After year three, he started making so much money and having so many 

people renew, everyone around him was surprised except - guess who - he and I. 

Why? Because we followed a strategy that had specific expectations at given 

intervals. And just as our strategy told us, at year three we started really coining 

the money. 

 

You can coin all the wealth you want if you do the same thing. Keep in mind the 

game you are playing is not for the moment. It's long term. And when you do 

that, this interval picture, this constant review and monitoring will contribute to 

your wealth at a level you've never ever, ever even imagined. 
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Like in the case of my client, his interval picture is revealed to him that his short 

term profits would be minimal, but that every cluster of a 1,000 new customers 

he brought on board today would accrue for him substantial wealth and profit 

down the road. 

 

So when you connect those interval pictures, if you will, you've got a road map 

for the kind of success you really want. You could also think of it as an escalator, 

a smooth and gradual progression, as opposed to having to do a pole-vault. You 

know exactly what you should be doing and where you should be every step of 

the way. 

 

In the last two sessions we've worked together on developing your optimum 

business strategy — creating the grid, testing, evaluating results and 

systemization, which means, strategically speaking, you should be feeling very 

positive about what's ahead for you. And once you have this defined, you need to 

maintain number three: A laser-like focus on the worthiness of your purpose. 

This comes very naturally when you have real conviction about the value your 

product or service can bring to others. And that conviction is based on defining 

value and promoting that value according to the perspective of those you serve. 

 

To give you an idea of how far you can go with this, let's take a look at the 

experience of somebody you're very familiar with. According to his 

autobiography, Lee Iacocca took over Chrysler and realized he needed loan 

guarantees from Congress to have any hope of saving the company. He 

recognized, first of all, that the political climate was hostile to what he was 

asking for. So he went back to the cardinal rule he learned from Dale Carnegie, 

and this just might be the cornerstone of all his success: Always try and see the 
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situation from the other person's point of view. Pretty simple, huh? 

 

So Lee Iacoca talked to Congress in terms of their interest as political leaders, not 

just in terms of Chrysler's needs. He talked to them in terms of the impact on the 

national economy, that 600,000 jobs were at stake, that there was much more 

involved here than just saving one corporation. 

 

So what happened? They saw the relevance to themselves. And they voted to 

guarantee the loans. And as they say, the rest is history. 

 

So once again, you need a laser-like focus on the worthiness of your purpose that 

translates to selling others on the value of your product or service according to 

their perspective. Not yours. And of course, as I said so often, this also extends 

to your relationships with everybody you deal with in your business and personal 

life. Now that's how you maintain your passion. 

 

So let's continue. Once you're certain of the value you have to offer you need 

#4: Commitment. You have to mean business. You have to decide how you 

want it to be and be totally dedicated to your purpose and totally unwilling to 

take no for an answer. 

 

Like the client I talked to earlier in this program, you've got to be on a crusade to 

add value to as many people as possible and have real conviction about it. And 

having this kind of passion doesn't mean you have to beat yourself up in the 

process. Let me give you an illustration of what I mean: 
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I have a tendency to gain weight. There are two indicators I go by. The first is 

how my clothes fit. If they seem a little tight, I verify by getting on the scales 

which is the second indicator. To correct the situation, I might increase my 

exercise, eat less or a combination of both. Again, it doesn't have to be a pole 

vault. I can do it gradually. 

 

Now the decision is a matter of relevancy. To me, staying close to my ideal 

weight is an imperative. It may not be to you, and that's all right. But if it 

becomes important enough, you do it. 

 

Now you might be saying, I want to follow through like that when I've gained a 

few pounds, but I generally don't. How can I get it to be important enough to me 

to do it? Well, you haven't really made a decision yet. So far, it's just a wish. To 

get to the point of decision, first of all, you need to realize that the system is not 

rigged for you to have to struggle. 

 

We work too hard at it. For me it becomes important enough to follow through 

with losing extra weight because I'm actively enjoying the vision of the benefits 

of maintaining my ideal weight. So I have present-moment joy and satisfaction in 

following through that exceeds the pleasure I get if l didn't follow through, and 

ate more than I should. 

 

I'm enjoying living in the benefit and as I do, I trust my subconscious mind to 

take over the process. So in a very real sense, it's out of my hands. I don't have to 

try and force it on myself 

End of Side 
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Jay Instead, what I enjoy most of all is watching the power of decision work in my 

life. And all this gets reinforced when I see so many people who are suffering the 

drawbacks of being overweight and out of shape. So that's an additional 

incentive for me. 

 

So what we're talking about here is simply a matter of getting out of your own 

way. You'll never get anywhere if you obsess over what you want and try to 

force yourself.  But if you can fall in love with your vision and let yourself dwell 

on the benefits of staying with it-guess what-the struggle is over. More 

importantly, any worthwhile goal you desire is virtually assured. 

 

I invite you to experiment with this approach over the next 30 days. I guarantee 

you'll get a real taste of what the power of decision can do in those difficult areas 

of your life. 

 

Remember, it's very simple. Get a clear picture in your mind of yourself already 

enjoying the benefits of reaching your objective. Trust your subconscious mind to 

take over the process, and as you do, the specific steps you need to take day-by- 

day will become clear to you. And don't forget to consider the consequences in 

your life of not following through. Again, I want you to do this for the next 30 

days. 

 

And finally, #5. To build and sustain your passion, you need a code of conduct. 

In every aspect of your life, you need to take the high road. It's your dedication 

to being of service to others. It's your commitment to excellence in all you do 

that will command the respect and loyalty of everyone you encounter in your life. 
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I know you know this already, so you won't mind my emphasizing it here. I can't 

say it too often. To experience the across-the-board success and fulfillment 

you're capable of, you have to believe you deserve it. And that becomes 

impossible if you compromise your integrity. Once again, your whole focus 

should be helping to make someone's life better. 

 

And one more thing, I'm sure you realize that it's a whole lot easier to regenerate 

revenue than it is to restore a tarnished reputation. So, code of conduct becomes 

pretty important. 

 

These five components of true passion: Energy, a vision that inspires you, focus 

on the worthwhileness of your purpose, commitment and a code of conduct; these 

are basic to the mindset of a marketing genius; the ability to discover and seize 

the hidden opportunities that surround every one of us and, sad to say, they 

remain undiscovered by most people. But you're an exception and I congratulate 

you for staying with me through the six weeks of this program. So let's go on. 

 

To me the mindset of a marketing genius is the mindset of the entrepreneur. The 

entrepreneur is an achiever. He or she is someone who makes something happen. 

As you continue to develop the Entrepreneur's Mindset, your thinking will be 

increasingly driven by the twelve elements I'm going to describe for you now. 

 

The first element: You'll look at everything and ask, "Where's the opportunity in 

this?" You're constantly looking for hidden assets and opportunities, both 

tangible and intangible, in every area of your life. You define yourself as an 

opportunist. 
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The second element of the Entrepreneur's Mindset is: Flexibility. I keep talking 

about this because it's so important. It means you realize there are always many 

ways to get where you're going. So you remain open to discovering the ones that 

fit you best, that you'll enjoy the most. 

 

Let me give you an example. I have two friends in the chemical manufacturing 

business. Both are extremely successful. But the routes they took to achieve 

their success are totally different. One built his business predominantly through 

direct salespeople in the field and by attending trade shows. While the other one 

uses only inside telephone marketers and direct mail. 

 

My point: You can get to where you want to be many different ways. Your 

challenge and goal is to find the road you want to be traveling. Then enjoy 

yourself every step of the way. 

 

So flexibility means you have a dynamic orientation. The ability to constantly 

adapt, improve and change strategies. You invite and celebrate change, rather 

than resisting it. You think outside the box. And you realize, like everything else 

in nature, if you're not growing, you start dying. So don't get stuck in one 

approach. There may be others that suit you much better. 

 

Element #3 in the Entrepreneur's Mindset is: A bias toward action. Many people 

stop at contemplating action. The entrepreneur's concept is ready, fire, aim. 

What this means to me is, once you get the basic concept clear in your mind, you 

go out and apply it. And then you adjust your aim as you go to hit the center of 

your target. 
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Far too many people fret forever over getting something perfect. If your strategy 

and the basic concept behind it is correct, it will work. You can always refine and 

improve upon any success, so don't hesitate to act on your ideas. Just to get 

started. You can make any needed adjustments as you go. 

 

Element #4: The entrepreneur realizes that marketing is the life force of all 

business achievement. He or she recognizes that marketing really is educating 

your customers and prospects to appreciate and desire the results your product or 

service can give them. People won't buy from you unless you get them to want 

what you're selling or realize they need it. So your focus should be to continually 

demonstrate and compare the benefits and advantages they can expect to enjoy by 

becoming your customer or client. 

 

Two really important points to remember here. Number one, people can't desire 

you over your competitor until they first want the benefits you're offering. And 

number two, once someone becomes your customer, marketing to him or her 

does not stop. In effect, you're putting your customer or client into a continuing 

education program. In other words, you take every opportunity to keep them 

aware of the fact that you understand and fulfill their wants and needs better than 

anyone else can. 

 

Element #5: Live in the present-not resting on past achievements, or dwelling on 

past failures, or worrying about the future. And of course, this doesn't preclude 

learning from the past or planning for the future. 

 

Now it's been said that a strong indicator that you're on the right path is that you 

lose your sense of time while you're working. And not only that, living in the 
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present keeps you free of pressure and stress. 

 

An author named Walter Lanyon was writing a series of three books back in the 

'40s. At the end of a chapter in the first book he described how valuable living in 

the present was to him. Here's what he said: "When these books suggested 

themselves to me, I was naturally delighted with the idea and proceeded to insert 

a piece of paper into the machine. Presently they will be in your hands. But if I 

stop to think what launching them entails, I see a thousand and one things 

entering in to dismay me. The hundreds of hours of work, the correcting, 

proofing, publishing and distribution. It looks like a whole flock of white 

elephants. Yet, as I go from letter to letter, presently it will fall out in perfect 

shape. Everything corning to pass at the right moment." And so it did, because 

Mr. Lanyon's idea became this stack of books sitting here right now. 

 

I think he understood two key distinctions. First, the past and the future are 

illusory. All what's real is this present moment. So to get to where you want to 

be, like Mr. Lanyon, you should focus your attention on the very next step you 

need to take right now. 

 

Second, he was obviously enjoying the process. Why? Because of his confidence 

that everything would come out just right if he stayed focused on the immediate 

task at hand. That left his mind free to take charge and do its best work. 

 

So if you're looking for the real key to having more fun and being more creative 

and resourceful, this is it: Live in the present! 
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Element #6: Be tenacious. Basically, tenacity or persistence comes from the 

dedication and commitment we talked about earlier and this ultimately translates 

to having fun. Not being a slave to a neurotic obsession. Tenacity also stems 

from your ability to see an idea is real, alive, taking shape, being implemented 

and succeeding wildly before it ever becomes visible in your world. 

 

In order to achieve greatness, you first have to fully identify yourself with 

greatness in your mind. Once you do, it becomes extremely compelling. Sort of 

like being pregnant. You have no choice. You have to give birth to it. So 

naturally, you become very tenacious in protecting and nurturing what you've 

created. More about this a little later in the session. 

 

Element #7 is: Be pragmatic. By that I mean, you focus on maximizing the 

quality and value of your product or service along with maximizing your profits 

and minimizing your risk. I've looked at something like 10,000 successful 

businesses. The one factor their owners all seem to have in common is their 

ability to get their egos out of the way. They approach their businesses logically, 

intelligently and prudently. That's not to says they don't innovate. They do. 

However, they refuse to take unnecessary risks. They will never impetuously bet 

the farm on any idea just because it appeals to them. Instead, they prefer to safely 

test and pursue only those opportunities and challenges that offer the highest 

probability of success. 

 

The successful entrepreneurs I've studied are like expert marksmen-they keep 

their eye on the center of the target. They aren't in business to be the biggest. 

They are there to serve the most, and to make the most. It's not about how much 

gross revenue you generate. It's about how much net profit you get to keep and 
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how much fun you have doing it. Far too many people think that success means 

having a thousand employees and an eight-figure overhead. Or being the fastest 

growing in their industry or profession. While the image you project to your 

customer is important, remember, it should be built upon the value you give to 

them rather than the size of your operation. 

 

So as we discussed earlier in this program, develop a business philosophy that's 

pragmatic, one that approaches your business more astutely than your 

competitors approach theirs. Look always at getting the highest and best use of 

your efforts and assets. Focus on only doing things that offer a high probability  

of success and a low possibility of failure. 

 

Try many things. But try them safely and conservatively. Always keep your 

customers' or clients' best interest uppermost in your thinking, planning and 

actions. 

 

And being pragmatic also means being oriented towards diversification. It's the 

old "Parthenon vs. diving board" I've talked to you about throughout this 

program. You have multiple approaches to marketing, multiple strategies to 

support them and as a result, multiple revenue streams generating profit for your 

enterprise. 

 

The eighth element is: Realizing there's a logical order to things. Getting to 

where you want to be is not random. There's an immutable order and all you've 

got to do is figure out what the best order is for your particular objective. And 

that's exactly what we've been up to, in putting together your optimum business 

strategy. 
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Once that's done, it becomes relatively simple to achieve what you want. 

Remember. You're not pushing a boulder up a hill. You're riding an escalator. 

 

And now we come to Element number nine: Certainty and faith. Certainty and 

faith come from being in touch with the life force within you. Being in touch 

means you trust it, respect it and draw from it constantly. It's about recognizing 

that you have a destiny and purpose you can choose to discover and fulfill. It 

involves respecting and trusting your natural talents. And what interests you 

most. 

 

Listen to what Ralph Waldo Emerson said about this over a hundred and fifty 

years ago: "We must hold a man amenable to reason for the choice of his daily 

craft or profession. It is not an excuse any longer for his deeds that they are the 

custom of his trade. Has he not a calling in his character? Each man has his own 

vocation. The talent is the call. There is one direction in which all space is open 

to him. He has faculties silently inviting him there to endless exertion. He is like 

a ship in a river. He runs against obstructions on every side but one. On that 

side, all obstruction is taken away and he sweeps serenely over a deepening 

channel into an infinite sea. He inclines to do something which is easy to him and 

good when it is done, but which no other man can do. He has no rival. For the 

more truly he consults his own powers, the more difference will his work exhibit 

from the work of any other." 

 

Now I don't know about you, but I know what he's talking about here. Once 

you've found your own path, it is like you're being swept along and you're 

unstoppable. If you haven't experienced that yet, believe me, you're about to in 

the weeks and months to come. 
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Element #10: Using leverage effectively. This means you are predisposed to 

choosing methods and approaches that give you the greatest advantage and 

control. More specifically, you wouldn't think of expending time or money for 

less than the maximum return possible. So you remember to apply the philosophy 

of W. Edwards Deming. You continue to improve the performance and yield of 

everything you do. Because you know how much is possible, you won't settle for 

less than the highest and best result you can produce. 

 

Element #11: You become an idea generator and innovator. You're inspired to 

constantly seek breakthroughs and improvements. Again, the philosophy of 

Deming shines through. You enjoy the challenge of developing fresh approaches. 

As a result, you begin to see new and better combinations of old processes and 

ideas. You're keen on finding out the driving principles behind every successful 

activity and you find new and inventive ways to adapt and apply these principles 

and approaches to your enterprise. 

 

You understand that innovation is not just some intimidating, high-tech process. 

It may be nothing more than finding a simple way to bring a single new benefit or 

advantage to your customer or client. Now, with that broad understanding, 

you're free to try all kinds of elegant and imaginative new approaches to 

attracting, selling and reselling your customers. And that means you're no longer 

limited in what you can do for them. 
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And finally, Element #12 of the Entrepreneur's Mindset: Refusing to take 

yourself seriously. Now, so there's no misunderstanding, maintaining your 

integrity, never compromising your self-respect does not mean not having fun. It 

does not mean not enjoying the moment. It does not mean not being part and 

connected to what's going on. 

 

The most important gift I can share with you at this point in our relationship is 

the moment you become part of the process, and it's no longer about you and 

you're not self-conscious, and you're just having fun and you're watching it 

unfold, and you're enjoying watching your customer or client benefit, and you're 

having so much fun and excitement, coming up with new ways to innovate and 

add value, and you get up on a Monday morning and you're excited, and frankly, 

when you go to bed on a Friday night, you're a little disappointed you have to 

wait until Monday to start again, you've got it. It's there! Don't lose it. Because 

frankly, the fun, the challenge, the excitement of the process is what it's all about. 

 

I've worked with hundreds of very, very, successful men and women. I can tell 

you, the ones that are product-driven, meaning the ones that are obsessed with 

ending up with a million dollars or being the biggest company in their industry, 

or having a Mercedes automobile or a big house on a hill, once they acquire that 

goal, they are very dissatisfied. Why? Because, as you may already know or are 

finding out, the process is what life and business or professional practice is really 

all about. This is as good as it gets, and that's wonderful because each and every 

day, each and every hour, each and every person you interact with, each and 

every activity, challenge, problem you face is a wonderful opportunity to 

discover, to experience, to grow, to master. And what you will find is every day 

will be a success. Every day will be exhilarating. Every day you'll give and you'll 
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get. 

 

Remember, life and business or professional practice is a game. A joyous, 

exciting, perpetual game, and you have the right and the opportunity to play that 

game, from this day forward, by whatever rules you alone decide you want to 

play it by. And you can change those rules any time you want, as often as you 

want, for any reason you want. 

 

Years ago, I made an important discovery for myself the day I realized I could 

order my life and my business and my income at any level I wanted. In other 

words, I realized I could make the money I wanted, the way I wanted, working 

with the people I wanted, working the hours I wanted, working from the location 

I wanted, working as often as I wanted or not. I realized I could hang out with 

the people I wanted, deal with the kinds of people, both employees and customers 

and vendors I wanted. And that I alone had total and absolute control over that. 

And the most exciting part of my work is helping you discover that you can do 

the same for yourself and your enterprise. 

 

Frankly, I envy you the pleasure and the joy of discovering this for yourself. The 

next few years promise to be some really exciting ones for you and I'm really 

proud to have contributed to it. 

 

And I want to remind you of an important point I made earlier in this program. 

You have three separate groups of essential customers you have to recognize, 

appreciate and serve continuously: Your employees or team members, your 

vendors or suppliers, and obviously the people to whom you sell your products or 

services. 
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I'd like to add a fourth group of customers, and this group includes your family, 

your life partner, children, mends, neighbors, church members. Your business 

purpose is to serve or add value to all four of these groups of people, to make 

their lives richer, better, more joyous in every way you can. And don't minimize 

the fact that fulfillment is in direct proportion to the level of contribution you 

make to life, to customers, to clients, to staff, to vendors, to your society, to your 

community, to your family. That's where you're real fulfillment lies. 

 

Now, here's your assignment for this session. Tum to Section 12 of your 

guidebook and you'll see that this assignment has three parts: Number one, I 

want you to commit yourself in writing to play the game of business by your own 

rules and no one else's. I want you to resolve to never again be ruled by what 

others do or have done in your field. Now put this in writing in your own words 

in the space provided. 

 

Number two, by now you're probably very much aware of the fact that your 

mindset is potentially your most valuable business asset. So in the interest of 

developing yourself into a true marketing genius as quickly as possible, I want 

you to commit yourself to listen to this session at least twice each week for the 

next four weeks, until it becomes real, until it becomes a natural part of your 

thinking. 

 

And number three, as this final session comes to an end, I'd like you to take a few 

minutes to look back at how much you've already accomplished in just the past 

six weeks. And recognize that as you continue you can expect to enjoy 

exponential growth. And as you do, always remember that you have total control 
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over the scope and the pace of your progress. You can slow it down or speed it 

up as you see fit. 

 

Okay. My part in this program is just about done. If you've done your part over 

the last six weeks, you realize you're at the beginning of a wonderful new 

adventure. You now have the means to structure your enterprise exactly as you 

want it to be and change that structure whenever you like. 

 

Now I've got to share something with you at this point because it's important to 

me. I've never done a program like this in my life, and I can honestly tell you 

after living these last six weeks with you, after sharing these ideas and interacting 

in all twelve sessions, this has unquestionably been one of the most fulfilling and 

gratifying experiences of my professional life. I think we've positioned you 

remarkably well to take your enterprise wherever you want it to go-as broad, as 

wide, as deep, as profitable, as controllable as you want it to be. And I, for one, 

have had the experience of a lifetime and I thank you for helping make that 

possible. 

 

As you know, throughout the past six weeks I've asked you to apply what you've 

learned at an easy, comfortable pace. At the same time, I've offered you so much 

information and so many options to choose from, I want to encourage you to 

revisit this program on a regular basis, in the months and years to come. At least 

a couple of times a year could be extremely valuable to you. 

 

Now, if you haven't followed through and done the assignments as I've given 

them to you, you may be feeling some guilt right now, and that's okay by me. 

Just don't linger there. Turn around and decide to go back and do it right. Then 
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write me a note and tell me how much better you feel about yourself and how 

much more you're accomplishing. 

 

Finally, as I say goodbye for now, I want to remind you once again that the 

power is in you, not outside. More precisely, it's in your mind and your mindset. 

It's always been there. And always will be. 

I hope this program has put you in closer touch with this enormous power. As 

you've learned from my experience and that of so many of my clients, it really 

can take you from where you are to exactly where you want to be. 

 

This is Jay Abraham. Thanks for listening! 

END OF PROGRAM 


