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Passive Income 
Strategies to 
Create Wealth
by Stuart Gethner

Roy now has the apartment 
complex in escrow with a closing 
date in Q2 of this year using 
none of his own money. This 
apartment complex will generate 
around $300,000 a year as 
passive income.

How many streams of income do 
you have? Research shows that 
millionaires have seven streams 
of income. How many streams 
of income do you need? That’s a 
trick question because the better 
question is how much income 
do you want? One cannot say, “I 
want to make a lot of money!”  

Let’s start with defining exactly 
how much. For some, $100,000 
a year is more than enough. 
For others, $100,000 a month 
isn’t enough. The first step is to 
realize you’re not going to get 
rich trading time for money.

Did you know that one average 
rental property will generate 
almost $20,000 a year in passive 
income? And if you don’t have 
time or desire to be “hands on,” 
then you’ll take-home $18,000 a 
year on that one rental property. 
How many of those do you need 
to finally get out of debt, quit 
your job, travel, or just provide 
some small things for other 
family members?

We watch those sexy television 
shows on flipping houses and 
say to ourselves, “I can do that!”  
And you probably can! After 14 
years as a comptroller for a large 
company, my client, Stefanie, 
quit her job to follow her dream: 
flipping houses. She recently 
completed her fourth flip in 
fifteen months. This last flip 
generated over $40,000 in profit. 

Stefanie made the commitment 
to stop trading time for money. 
How many of these opportunities 
do you need to finally reach your 
financial goals?

Investing in real estate is not a 
get-rich-quick strategy. Rather 
it’s a get-rich-SLOW strategy and 
it works every time.

In fact, I equate investing in real 
estate to riding a bicycle. When 
was the last time you rode a two-
wheeled bike? Maybe it’s been 
a while. However, if I took you 
out to the parking lot, gave you 
a bicycle and said, “start riding,” 
it might take you a few pedals to 
get started. 

“Can you help me purchase this apartment complex in Tucson?” asked Roy.  

“Sure,” I said.  “How much do you have for a down payment?” 

 “Nothing, nada, zero. Still want to help me?” he said. 

“Sure! Let’s evaluate the deal.” I answered.  
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Yet in a few moments, you would 
be riding like you were ten years 
old. Once you learn a skill, it can 
never be taken away, yes? The 
bicycle might change colors, have 
a new look, use a different metal, 
even have bigger or smaller tires. 
But at the end of the day if you 
can ride a bike, you can ride a 
bike.

Ten years ago, there were plenty 
of properties to buy at a discount 
and no one had the money.  Fast 
forward ten years to today and 
there is plenty of money sitting 
on the sidelines waiting for 
someone like you to invest with, 
and I’d be delighted to show you 
how.

Some folks have tried investing 
in real estate and had a bad 
experience. My friend Ed tried 
the fix-and-flip strategy and had 
a terrible experience. He made 
the simple mistake of over-
improving the property for the 
neighborhood. Ed’s challenge 
was getting his asking price 
because he spent way too much. 
The house sat on the market 
for months. When it finally sold, 
he called and said, “This stupid 
strategy doesn’t work. It probably 
only works on TV. I’m never 
doing it again.”  And he never 
did.  Please note in any investing 
strategy, one is either making 
money or getting an education.

Most people major in minor 
things. They know more about the 
celebrity going in and out of rehab 
than their own personal finances. 
Don’t confuse movement with 
achievement. Educating yourself 
on the particulars of any venture 

is always the place to start. 
Remember, you never get hit by 
the bus you see coming, so let’s 
look both ways before we cross.

Here’s how to get started: 
educate yourself and let’s take 
emotion out of the equation. 
Take the time to invest in yourself 
and your future. This is an area of 
your life that you should master 
and not dabble in.

The benefits will last you a 
lifetime, and it’s not hard to get 
started even if you believe you 
have no time and no money. 
These excuses will keep you in 
this same place in a year from 
now. I don’t know about you, but 
I’m not getting any younger.

Remember: there are two great 
times to invest in real estate: 20 
years ago and today.

Stuart Gethner is a seasoned Real 
Estate Investor who has personally 
invested in over 10 million dollars 
in single-family residences, 
commercial properties, industrial 
complexes, land opportunities, and 
hard-money lending transactions.

He’s successfully partnered to 
own three thriving independent 
Pharmacies, owned a franchise, and 
has joint ventured with students 
and investors all over the world on 
various business opportunities.

Nearly from the start of his 
investing tenure, Stuart has been 
educating others how to find deals 
and properly execute on them.

He is the CEO of Gethner Education, 
Coaching & Consulting, and has 
coached hundreds of students 
on how to successfully invest. He 
also founded and actively heads 
up Networking REI, a thriving real 
estate investing group that meets 
on a monthly basis.

Over the years, Stuart has acquired 
a great deal of experience in 
purchasing with cash, traditional 
financing, seller financing, and 
hard money lending. In addition, 
he has participated in Lease / 
Options, Subject To, wholesaling, 
Fix-&-Flips, as well as his favorite: 
Buy & Holds.

More recently, he has had the 
opportunity to educate off stages 
nationally and internationally on 
the topic of Joint Ventures within 
Real Estate Investing. 

In Stuart’s ideology, every day is 
a GREAT day to be a real estate 
investor and we’re here to help you 
create YOUR success!

You can learn more about Stuart at 
https://stuartgethner.com/
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Notes From The Publisher
               by Robert W. Jones

Welcome to the third edition of iNetrepreneur Magazine! 

First, I want to thank everyone who has been a part of Network Together, the growth we have 
experienced, and the creation of this magazine. None of this would be possible without the loyal 
support of our members, guests, and facilitators who faithfully run and attend each of our weekly 
meetings. 

This quarter’s issue features Brandon Barnum on the cover. Our editor, Brian K. Wright, interviewed 
him and they discussed a lot of great topics, including how we can use A.I. to increase sales in our 
businesses, how understanding a customer’s B.A.N.K.code can help us tailor a sales presentation to 
a specific prospect, an impressive case study for how well this technology works, and more. 

This issue also features an article with Sharon Lechter. Brian also interviewed her and their discussion 
about the power of women in the new economy was insightful. Topics of discussion included how 
women may define success differently than men, the importance of women owning their power, and 
how women are starting businesses at an increasing rate.

Next, Olympic gymnast Jonathan Horton discusses how we can develop Olympic habits. The things 
he discusses can be easily applied to all of us no matter what our area of expertise is in.

Other articles in this issue include the importance of being involved in a great mastermind and how 
they can change our businesses for the better, building an empire of social proof, the seven top IP 
mistakes that personal coaches make, the ultimate goal of digital marketing, and so much more. 

I hope you enjoy this issue as much as my team and I enjoyed putting it together. 

To your success, 

Robert W. Jones 
Founder, Network Together 
Publisher, iNetrepreneur Magazine
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Brian:   This month’s featured 
guest is Brandon Barnum. 
Brandon, tell us a little bit about 
your background.

Brandon:  I’ve been in tech since 
1999, and I’ve owned multiple 
businesses. My last position was as 
CEO of Codebreaker Technologies 
bringing an Artificial Intelligence 
for sales to the marketplace.

Brian:  Right now, you are working 
with Performance Partners and 
you are the Chairman of the Board. 
Tell us about that.

Brandon: Performance Partners 
is a performance optimization 
company providing business 
coaching and training specifically 
in the B.A.N.K. methodology, to 
help companies close more sales 
in less time.

Brian:  Fantastic. How did you get 
involved with them?

Brandon: I got involved with 
Performance Partners through 
my role as CEO of Codebreaker 
Technology, as I developed the AI 

and the technology platform to 
enable people to quickly identify 
their prospects’ “buyology”. I 
quickly built a friendship and 
had great respect for the people 
behind Performance Partners.

And seeing the number of 
businesses that the company 
was impacting and the depth of 
services that they’re offering, 
including virtual support services 
and call center services — it was 
an irresistible opportunity to 
increase my impact, influence, and 
income, which is what we teach at 
Performance Partners.

Brian:  And obviously, sales is a 
cornerstone for any company to 
elevate their performance, and 
there’s a specific methodology 
that you are involved in called 
BANKcode. Tell us about that.

Brandon: Absolutely. What 
we focus on is increasing sales 
velocity, and sales velocity is all 
about your conversion rate as well 
as your average revenue per client. 
And what we’ve discovered is this 
sales methodology called B.A.N.K. 

makes a huge difference. When 
you can identify your prospects’ 
BANKcode, then you understand 
why they buy. It’s actually the 
title of the book written by Cheri 
Tree, the creator of the sales 
methodology.

Brian:  Why They Buy by Cheri 
Tree.

Brandon: Yes. B.A.N.K. is an 
acronym that stands for Blueprint, 
Action, Nurturing, and Knowledge, 
which are the four personality 
types of the BANKcode system. 
And once you understand how 
someone is wired, then you know 
the specific language to use that 
they resonate with fastest and 
most effectively, so that you can 
influence buying decisions and 
increase conversions up to 300%.

Brian:  How do you figure out 
what someone’s BANKcode  is?

Brandon: There are a couple 
of different methodologies. I can 
demonstrate this with anyone 
using, for example, their LinkedIn 
profile.

How A.I. Can Help 
You Increase Your 
Sales Quickly
        by Brian K Wright
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In your LinkedIn profile, Brian, I 
can click once, and it will decipher 
your BANKcode based on your 
“About” section.

As I scroll through your LinkedIn 
profile, Brian, your Action comes 
through first and foremost, 
followed by your Blueprint. And 
again, this is based on your “About” 
section. By knowing someone’s 
BANKcode style, you’re able to 
utilize the words to speak to them 
that most accurately connects. 

With a second click, I can save all 
of your LinkedIn information and 
your contact information directly 
here into our BANKcode CRM 
system that we’ve built. It allows 
you to instantly see someone’s full 
code. Or, if you’re in their contact 
record, you can just hover over 
each of the four personality styles 
on your screen so that when you’re 
on the phone with them, you can 
use the right language that leads 
to “yes”.

In addition,  we have what we 
call BANKpass, and it’s a self-
assessment that business owners 
can integrate into their marketing 
funnels. That way their prospects 
simply drag and drop their own 
personal bank code. And then 
when they do, they opt in and 
that will send them a custom 
BANKcode report so that they 
understand their own personality 
style. I would recommend you do 
it, by the way, because what you 
see is pretty interesting.

If anyone wants help walking 
through that, we would be glad to 
talk to them about it.

Brian:  Wow! I’m sure you have 
case studies all day long. Is there 
one really memorable case study 
that this methodology made a 
huge difference in getting a sale 
that you’d like to share?

Brandon:    We got a success story 
recently. We know a printer that 
started running all of his proposals 
through the AI and matching 
his proposals to the prospects’ 
personality code, and he increased 
his conversion rate from 44% to 
87% in 30 days’ time. So it almost 
doubled.

Brian:    That is absolutely amazing. 
Who is your ideal client for 
someone like this? What clientele 
do you typically focus on?

Brandon:  Performance Partners 
really focuses on life sciences, 
including dentists and dental 
practitioners, which is one of 
our specialties. We also help any 
business owners that focus on 
sales. They either have a sales 
team, where those individual sales 
agents can utilize the technology 
on a subscription basis, or we 
provide coaching directly for the 
owners or the sales team itself 
so that they can bankify their 
business.

Brian:  Fantastic. It sounds like 
the potential for this is really 
incredible for someone who wants 
to up-level their sales. How can 
someone find you and possibly 
work with you?

Brandon: Elevatingperformance.
com is our website address. 
People can find information about 
our company, what we do, and 
our whole assortment of service 
offerings there.

Brian:  Awesome. Thank you for 
being here, Brandon. This was 
really fun.

Brandon: You’re welcome, my 
pleasure.

Brandon Barnum is a visionary 
executive who has been building 
technology platforms and business 
optimization systems for over 22 
years.  As Co-Founder and President 
of Refer.com, Brandon built the 
world’s largest referral network with 
over 5 million members in over 200 
countries.  

Most recently, Brandon served 
as interim CEO of Codebreaker 
Technologies where he helped build 
and launch Codebreaker AI, the 
world’s first personality-based AI 
for sales.  Codebreaker AI creates 
instant empathy and helps Business 
Owners and Sales Professionals 
close more sales in less time by 
customizing their presentations and 
conversations for each prospect’s 
unique buying style.  

This revolutionary technology helps 
you quickly crack the personality 
code of your prospects to increase 
conversion rates up to 300% 
consistently and predictably. By 
customizing your sales approach for 
each prospect’s BANKCODE, you 
instantly increase rapport, serve 
your clients better and save everyone 
time, while closing more sales.

Since building this revolutionary 
sales technology, Brandon has 
joined Performance Partners as 
Chairman to empower and elevate 
performance for business owners 
globally.  

Brandon understands that the 
fastest path to real wealth comes 
through communication and 
collaboration and is on a mission 
to increase income, influence and 
impact for all.

To explore integrating Codebreaker 
AI into your business or sales 
organization, please visit 
ElevatingPerformance.com
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Brian:   Sharon, I’m very glad to have 
you here. Tell us a little something 
about your background. 

Sharon:  I was a CPA and had a 
rising career with a Big 6 accounting 
firm. And by age 26, when I knew 
everything, I realized that I was 
working really hard for other 
people. And so the entrepreneurial 
bug bit me at the age of 26. I started 
building companies then. We had 
three children, and they didn’t like 
to read, so I met the investor of 
first children’s talking book. We 
joined forces with him and built that 
industry from 1 million in sales to 23 
to 51 million, and we sold it in the 
3rd year. Then we moved to Arizona 
which is where we live now. 

Fast forward a few years, that’s when 
I met Robert Kiyosaki. We wrote 
Rich Dad Poor Dad and released that 
in 1997, and started 10 years owning 
and building that company. Then 
when I decided to leave the Rich Dad 
organization in 2007, it was a very 
difficult decision for me, but that’s 
when so many other doors opened 
for me. President Bush asked me 
to be on the President’s Advisory 
Council, then getting the call in 
March of 2008 from the Napoleon 

Hill Foundation asking me to help re-
energize the messages of Napoleon 
Hill. It really brought it full circle 
for me because I had read Think and 
Grow Rich when I was 19. We were 
honored and thrilled to have built an 
international powerhouse brand like 
Rich Dad, the number one personal 
finance brand. But then to be asked 
to step into the largest personal 
development brand in the world, 
this was an incredible, unbelievably 
huge honor—one that I cherish and 
honor—and I do everything in my 
power to make sure that everything 
I do as it relates to the foundation 
is to honor Napoleon Hill and his 
original messages.

Brian:  You wrote an amazing 
book called Think and Grow Rich for 
Women. Do you think success looks 
different for women than it does 
for men? 

Sharon:  The subtitle of Think 
and Grow Rich for Women is “Using 
Your Power To Create Success and 
Significance. Women want success, 
but success is not necessarily in 
terms of money, and so that’s why 
I said success and significance. A 
lot of times women want to make 
money, not to buy something but to 

do something, to create an impact. 
And so I think it’s really important—
women want to make a difference. 
So their success is in the results that 
are created by their success, not 
necessarily the fact that they are 
successful.

Brian: In terms of creating 
significance and success really 
what we’re talking about is women 
owning their own power, as men 
have done for generations. 

Sharon:   It is so important. Another 
reason why I wrote this book, when 
I talk about changing the dialogue 
from negative to positive—men 
don’t usually have a problem 
saying that they are in an expert on 
something. Women have a horrible 
time saying I am an expert. They will 
say, “Well, I’m pretty good at that” or 
“Well, I’m OK”. Most of us have been 
raised in that maternal environment 
where we are supposed to take 
care of everybody else. And far too 
many women put themselves last, 
and I speak from painful experience 
because that’s something that I 
definitely deal with every day. We 
want to make sure we are the best 
mother, the best wife, the best 
leader, but we forget to take care of 

 The Power Of Women   
  In The New Economy
           by Brian K Wright
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Part of owning the power is 
understanding that if you take care of 
yourself first—if I’m a better Sharon, 
then I will be a better mother, I’ll be a 
better wife, a better entrepreneur, a 
better author. And that is something 
that’s truly is hugely important 
in getting across. One of the top 
issues today for women is a lack of 
self-confidence, so I talked about 
how you deal with that. Instead of 
me just relying on myself, let me 
get together with a couple of other 
women leaders and we’ll be each 
other’s greatest advocate until we 
get that self-confidence where it 
needs to be. When you combine 
your power with other powerful 
women, and watch out.

Brian: You’ve pointed out in your 
book that women are starting 
businesses at an increasing rate. Do 
you think that women have inherent 
advantages as business owners and 
their place in the global economy?

Sharon: They are essential. Warren 
Buffett said the number one impact 
on investing in the next decade 
is going to be women entering 
the workforce, having their own 
businesses, and the economic power 
they hold. Women already control 
60% of the personal net worth in 
the United States, so we already are 
the major economic influence. We 
make 85% of all consumer decisions, 
2 out of every 3 new businesses in 
America are started by women. A lot 
people think it’s because women get 
frustrated with the glass ceiling and 
go out and start their own business. 
That’s certainly part of it. 

Women are great problem solvers, 
Brian, and the greatest way to start 
a new business is to solve a problem 
or serve a need, then start making 
money doing it. Many women are 
dedicated to having their children as 
part of their businesses and having 
flexibility over their time—they 
don’t want to have a job. By having 

their own business, they have more 
control over the one resource we 
can never get back, which is our 
time. Certainly today, there are 
fewer brick and mortar businesses 
and many more that are online, so 
women can work from home. It’s 
conducive to women who want to 
make sure that they can have their 
family, have their business,  and 
make sure that they are present at 
all times.

Brian: I think a lot of people 
automatically assume that this is a 
book for women. Do you find that 
men are reading this book and giving 
feedback about it, too?

Sharon: I’m getting great feedback 
from men. They’re talking about 
how it helps them understand their 
wives more. So many men buy the 
book for their daughters, and say I 
want to make sure my daughter gets 
this kind of wealth of information. 
It’s so important to have them not 
listen to all the negativity, but to 
really understand there so much for 
us to be proud of. There is so much 

opportunity to stop the complaining 
and criticizing, and start celebrating. 
It’s a way to create and paint the 
picture you want in your life and go 
for it.

Brian:  How can we find your book?

Sharon: The book is available 
through Amazon, Barnes and Noble,  
and at your local bookstore or at my 
website www.sharonlechter.com 

Brian: Thank you, Sharon, for being 
here. 

Sharon Lechter is the founder and 
CEO of Pay Your Family First, a 
financial education organization, and 
YOUTHpreneur, an innovative new 
way to spark the entrepreneurial spirit 
in our children.

Sharon was appointed to the first 
President’s Advisory Council on 
Financial Literacy. The Council served 
both President Bush and President 
Obama advising them on the need for 
financial literacy education.

Sharon is an entrepreneur, author, 
philanthropist, educator, international 
speaker, licensed CPA, Chartered 
Global Management Accountant 
and, most importantly a mother and 
grandmother.

In 1997, Sharon co-authored the 
international bestseller Rich Dad Poor 
Dad, along with 14 other books in the 
Rich Dad series. And for over 10 years 
as CEO she led the Rich Dad Company 
and brand into an international 
powerhouse. In 2008, she was asked 
by the Napoleon Hill Foundation 
to help re-energize the powerful 
teachings of Napoleon Hill just as the 
international economy was faltering. 
Her bestselling books, “Three Feet 
from Gold”, “Outwitting the Devil”, and 
“Think and Grown Rich For Women” 
were all written in cooperation with 
the Napoleon Hill Foundation.
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Be Mentally Tough

To achieve anything worthwhile, an 
unbreakable mindset is required. In 
order to be mentally tough, you have 
to be willing to put in the preparation. 
Whenever you experience a mental 
block, the key is to do MORE, not less. 
Even if you have to take a step back 
and discover a different solution to 
your challenge, never stop. The little 
things make a huge difference, and 
those who are willing to do the little 
things over and over again in private 
are the ones who win in public. Think 
about the little things that made 
you who you are today. You have 
experienced successes all of your 
life because of the small steps you 
have taken. That’s the key to moving 
forward now. It’s easy to feel beaten 
down by life and the things that 
happen to us. But remember WHY 
you started in the first place. Having 

a strong WHY and being committed 
to it is essential.

Have A Singular Focus

Being single-minded means 
having the ability to shut out the 
distractions that inevitably come our 
way. This was one of my strengths as 
an athlete. I was laser-focused on 
what I wanted. When I was doing  
gymnastics in college, the biggest 
distractions involved sleep and diet. 
Whether you are an athlete or not, 
in order to compete at an elite level 
every day, be mindful of how you 
are fueling your body. I had to ask 
myself, “What am I putting in my 
body? Who am I surrounding myself 
with?” Sometimes the people who 
love us the most are not the people 
who are helping us, and it can be 
a tough conversation to have. We 
have to be honest with ourselves 

and with them about what our goals 
are. You have to be brutally honest 
with yourself and determine if your 
current habits and influences are 
directing you closer to—or further 
away from—your goals.  One of the 
best things you can do is to make a 
list of the things that you know will 
take you closer to where you want 
to be, then take action on that list.

As I mentioned, these distractions 
were evident in college. I was one 
of the youngest guys to qualify for 
the Olympic trials in 2004. When I 
stepped on campus as a freshman at 
the University of Oklahoma in 2005, 
qualifying for the 2008 Olympics 
was very much on my radar. People 
made fun of my lifestyle. I didn’t 
drink, and I was in bed at 9-10pm 
every day because we had 6:00AM 
workouts. 

Doing gymnastics and competing at the highest level throughout my career was a huge blessing that I don’t take 
for granted. Now that I have retired from competition, people frequently ask me how I did it, how I got to the top, 
and how I stayed there for as long as I did.

I believe anyone can tap into skill sets that have been God-given, and develop them into something that can serve 
the world in an amazing way. In order for me to achieve my dreams of competing in the Olympics and winning an 
individual silver medal and a team bronze medal, I had to have Olympic habits. 

So let’s discuss how you can develop Olympic-caliber habits in your life.

Developing 
Olympic Habits
by Jonathan Horton
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I made an elaborate schedule and I 
followed it to the letter. I got grief 
from friends who thought I needed 
to live it up a little. To be honest, 
every now and then I fell into the 
trap. But the consequences of those 
choices showed up at my gymnastics 
workouts, so I kept reminding myself 
of the big picture—Olympics!

Visualize Your Ideal Result

Before every training or competition, 
I visualized what my perfect result 
would be, and I would play it like 
a movie in my head. Practice like 
you compete, and compete like 
you practice. There are two things I 
always did before a routine. I would 
kneel down in prayer as I am a man 
of faith and know that God can help 
me in any situation. I would also 
visualize my routine in my head, 
executing every move perfectly, and 
sticking the perfect dismount at the 
end. As soon as I finished my routine 
in my head, I walked up to the mat, I 
raised my hand, and I would go.

Turn Lemons Into Lemonade

I wanted to qualify for a third 
Olympics. The 2008 Games in 
Beijing were awesome, but the 
2012 Games in London didn’t go 
as well for me or the team, so I 
had the incentive to try one more 
time. As I was preparing for the 
2016 Rio Olympics, I was practicing 
one day about nine months before 
the Games. I was doing a pommel 
horse routine, and my shoulder just 
exploded on me. It was a full rupture 
of the rotator cuff. I knew what had 
happened immediately, and the 
doctors confirmed that the recovery 
would be a year long process. 
This meant missing the Olympics, 
and I was crushed. Through it all, 
I remembered that everything 
happens for a reason. In this case, 
that proved to be true. One of my 
dreams was to be a broadcaster for 
gymnastics, and NBC approached 

me about being their lead color 
commentator for the livestream of 
the Olympic Games. Since I couldn’t 
go as a competitor, I said yes  to the 
opportunity.

So again, find the good in every 
situation. When you focus on the 
good, more good will come your way. 
I really believe that I am stronger 
mentally and physically for having 
that whole experience. It gave me 
a chance to work on my skills as a 
speaker, and I travel a lot for that 
now. I also spend time working with 
kids now as well. I feel like there is 
an awesome responsibility that goes 
with being an Olympian, and I enjoy 
giving back to the sport.

Have Non-Negotiables

In order to experience the highest 
levels of success, you must identify 
those things which you will NOT 
tolerate in your life. For example, I 
don’t put up with lazy people. More 
specifically, when I see someone 
with a lot of potential and they 
refuse to cultivate it, that speaks 
volumes to me about the type of 
person they are. When I work with 
gymnastics kids and I see a guy 
who has the right build, the right 
size, and great talent, I believe it is 
a waste for someone like that not 
to take advantage of it. I hate to see 
unused potential.

I’m willing to work with someone 
with less talent but is willing to 
give everything they have, versus 
someone with all of the talent in the 
world who only gives 10% of their 
effort.

These habits can be developed by 
anyone, and success is available to 
everyone who diligently seeks it. I 
was blessed to have the athletic 
career that I had, but it came with a 
lot of hard work and sacrifice. 

Olympic-caliber success is available 
to you as well. Find your zone 
of genius, do the things highly 
successful people do, and enjoy the 
benefits.

Jonathan Horton is a two-time 
Olympian in men’s gymnastics, 
winning two medals. He is also 
the author of two books, “If I 
Had Known”, and his recent 
autobiography, “Falling Forward: 
How An Ordinary Kid Failed His 
Way to His Olympic Dream”.

To connect with Jonathan Horton, 
find him on Twitter @J-Horton11 
and on Facebook. He also competes 
on American Ninja Warrior on NBC, 
and he is available to speak at 
corporate and student events.
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So what are the five keys to a 
great mastermind?

Great question! As I’ve seen over 
the last 35+ years of building and 
scaling businesses, and running 
and participating in dozens of 
high-end masterminds, here they 
are:

* Building high-trust relationships;
* Paying real money to play;
* True accountability;
*Systems-based (not guru-based)  
   masterminds; and
* Guaranteeing results.

Let’s dig into each of these...

#1 - Building High Trust 
Relationships

Live, in-person masterminds 
speed up the process of building 

trust. Cyber masterminds can do 
this, but it’s a lot more work for 
the facilitator, and it’s so easy 
for participants to get distracted. 
We have found face-to-face 
produces by far the best results, 
especially if you meet twice a 
month. There is extra energy and 
creativity when eight to twelve 
other minds are focused on 
helping you solve your biggest 
problems and challenges. And 
you so appreciate their help.

#2 - Paying Real Money To Play

While we love any masterminds, 
including free ones among 
friends, our experience is that 
“we value what we pay for.” 
Nowhere is that more true than 
with masterminds. If you invest 
so much that you must get a 
return on your time, you’ll treat it 

more seriously. And the opposite 
happens for cheap or free 
masterminds. They typically start 
strong, then slowly decline. If the 
financial cost is low, more people 
skip calls or tackle “fire-fighting” 
instead of attending. Should it 
be that way? No. Is it that way? 
Unfortunately, yes.

#3 - True Accountability

One of the most significant 
factors for great mastermind 
success is multiple layers of 
accountability. The reality is 
that most of us don’t always do 
what we say we’re going to do. 
Especially business leaders and 
entrepreneurs. Just think about 
your last month. Have you ever 
lost focus on your top priorities 
because of outside influences?  

Since the legend of the Knights of the Round Table, masterminds have played a key role in business. Napoleon Hill 
famously described it as the key to business and personal success in his classic book, Think & Grow Rich.

And yet most business leaders and entrepreneurs are not even a member of one single mastermind, let alone two 
or three.

Simply put, done right they are the greatest force for good in business. The problem is that most masterminds are 
not done right.

Allow me to explain the five key reasons and offer you a personal challenge to put this to the test.

Masterminds - 
The Greatest Force 
For Good In Business 
or A Total Rip-Off?
by Steve Sipress



12

Have you ever “lost a morning” 
with silly social media or news 
of the day distractions? Have 
you ever skipped a workout 
or a healthy meal, promising 
yourself you’ll do that tomorrow? 
Welcome to the real world. So 
in a great mastermind you need 
multiple layers of accountability 
built in. We call it “Success 
Partners” because they’re key 
to your success, and we have 
them meet each week for a 
short 15-minute accountability 
call, on-line via Zoom Video. It’s 
amazing how much this one step 
produces tangible results each 
week on its own. And this is just 
one of the layers we build into 
our masterminds.

#4 - Systems-Based Not Guru-
Based Masterminds

When it comes to scalable, 
sustainable results, the best 
masterminds are about the 
program and the participants 
being the stars, not the 
mastermind leader. Guru-based 
masterminds, where you pay a 
ton of money to hang with the 
“rock star entrepreneur” and rub 
shoulders may feed your ego, 
but they rarely feed your bottom 
line. They’re not even designed 
to do so. That’s not saying 
they’re not fun, and of course, 
you can meet fascinating people 
in those settings. But that’s 
totally different than measurable 
sales results. Plan them in your 
entertainment budget—not your 
business development budget. 
Instead, look for masterminds 
that have proven systems of 
getting results.

#5 - Guaranteeing Results

Finally, and frankly, the biggest 
one that separates the “wheat” 
from the “chaff” is does the 
mastermind link your payment 
to your results? This is the 

biggest single way to measure 
if the mastermind really works 
or is likely a rip-off. They’ll say 
things like “we can’t control what 
you do” or “there is no way to 
guarantee your effort” or even 
worse “there are no guarantees 
in life.” All cover for their lack 
of commitment to your success. 
Any great mastermind can build 
in skills, accountability, and 
mentorship. These are the keys. 
And with that, they can, and 
should, link payments to results. 
In our most popular mastermind, 
75% of the payment is linked 
to results, and that result is an 
additional $250,000 dollars in 
sales. It’s doable, and you should 
expect no less.

Your Challenge

If you’re a business leader or 
entrepreneur in the Phoenix/
Scottsdale area, allow me to 
show you exactly how powerful 
this is, on me. We run regular 
Workshops called Earn Twice As 
Much With Half The Stress across 
the Valley. Tickets are $500 for a 
hands-on, three-hour Workshop 
where you get to experience a 
mastermind on the spot. And 
worth every penny.

Allow me to treat you to a VIP 
ticket on me, for you and an 
entrepreneur guest so that you 
can experience first-hand the 
power of a great mastermind 
session. Just call or text my cell 
at 630-835-4695 and let’s chat. 
Or go to CallWithSteve.com to 
choose a day and time that works 
for you on my personal online 
calendar.

------------------

Steve Sipress is the founder and 
President of Successful Selling 
Systems, Inc., and is widely 
recognized as one of the world’s 
highest-paid and most-respected 
small business consultants and 
mastermind group leaders. 

Over the past 35+ years, he has 
created and built over a dozen 
successful companies, and has 
consistently helped his clients 
improve their incomes and lifestyles 
by teaching and implementing 
innovative, out-of-the-box sales, 
marketing, and general business 
strategies that work far beyond 
anyone’s expectations, in every 
conceivable industry and situation, 
and no matter what the state of the 
economy, or the time of year, or the 
physical location of the business.

He is the creator of The WOW! 
Strategy™ - How To Solve ALL Of 
Your Small Business Sales And 
Marketing Problems, which he has 
used to help thousands of small 
business owners, has taught in 
high-level workshops, and is about 
to be published as his 27th book.

Steve has written numerous 
articles on sales and marketing for 
a wide range of publications, has 
appeared on radio and television, is 
an accomplished and entertaining 
speaker, and has a following of tens 
of thousands of raving fans online 
and off.

He has earned the nickname 
“Straight-Talk Steve” for his no-
nonsense, results-oriented, 
problem-solving approach to 
business and success.
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How To Build An 
Empire Using 
Social Proof
by Troy Howard

I have been blessed over the past 
20 years to work with over 4,000 
businesses in 23 countries. I have 
helped the very best of them grow 
their client base from a handful 
of customers to hundreds, 
from small monthly revenues 
to millions. Even though these 
top businesses work in different 
areas and industries, there is 
one marketing strategy that all 
of them have used to accelerate 
their growth.  What would you 
guess it is? 

For most people, they would 
answer word of mouth or 
referrals. That is a good answer 
and would apply to most 
businesses, but there is a fatal 
flaw in referrals which can 
limit growth. The flaw is that a 
referral is usually a one-to-one 
conversation. You spend all of this 
time and energy creating success 
for your client, and if you are 
lucky they share that experience 
with one person. If you are really 
lucky they might share it with 
two or three people, but when 
your client stops sharing their 
experience the referrals end. 

How do we take the power of 
referrals from one-to-one to one-
to-many? How do we bring it to 
the masses? That is what we call 
social proof and the best business 
owners in the world leverage the 
power of it to attract new clients 
daily, because once you capture 
it you can share it a million times. 
The most common forms of 
social proof are expert or industry 
proof, celebrity endorsement, 
and user social proof in the form 
of testimonials and reviews.  As a 
business owner, are you utilizing 
this marketing strategy? Are you 
capturing the success stories of 
your clients and using them in all 
of your marketing?

The most powerful form of social 
proof is reviews.  First, 88% of 
people believe a review is as good 
as a personal recommendation 
from a family member or a friend. 
They want to hear what your 
clients are saying about you and 
they want to see your clients’ 
results. In fact, 70% of them will 
not only check your website and 
social media for social proof, they 
will actually research you online 
to see what third party sites are 

saying about you. That is why 
it is so important to make sure 
that you have social proof and 
positive reviews on third party 
sites. 

Second, when potential clients 
see your social proof they will 
begin to trust you. Trust is one of 
the key components in a business 
relationship. If your potential 
client does not trust you, then 
they will never buy from you. 
That is why building trust through 
social proof and the success of 
your existing clients is crucial.  

Finally, nine out of ten people 
said they would spend more 
money for a superior experience 
or result. Are you seeing the 
pattern here? Social proof is 
nearly as good as a personal 
recommendation from a friend. 
It builds trust with the potential 
client convincing them they will 
have a superior experience or 
result by using you which means 
they will pay more for it. That is 
why social proof generates not 
only more clients but higher 
paying clients as well. 
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So, how do you capture more 
social proof from your clients? 
First and foremost, frame the 
relationship with the expectation 
that when you deliver what you 
promise, that you would like to 
capture their review as part of 
your social proof. What does 
that mean? You must prime your 
client in the beginning that you 
want to capture their experience 
with your product or service. 
What you are doing is setting 
the expectation of what they 
are going to get, and setting that 
expectation of what they are 
going to do for you in return. By 
doing this they will be excited 
to give the social proof at the 
end when you deliver what you 
promised. 

I cannot say this enough: If you 
do not talk about capturing 
social proof from your clients in 
the beginning, then they may not 
feel the commitment to give it to 
you after you deliver the results. 
I want you to think about doing it 
daily because if you are touching 
two or three clients a day, why 
wouldn’t you ask to capture their 
recent success stories? It holds 
you accountable for your work 
and creates the most powerful 
marketing you can gather. 

How should you ask your clients 
to share their review?  The best 
way is to do it in person. That 
is going to get you the most 
convincing social proof. Being 
present with the person will 
create more excitement and 
emotion. If you cannot do it in 
person, then you should call the 
client and ask for them to do it 
right away and send it to you. 
Calling them will create that 
connection with them again and 
will help motivate them to do it 
for you. 

There are several mediums you 
can use to capture more social 
proof. One way is to get a written 
review. This is a good way to do 
it but make sure that you get a 
picture from them as well so that 
you can give a face to the written 
review. The more personal you 
can make it the more believable 
it will be. 

The very best thing you can do 
is get a video from your clients. 
Google didn’t spend over a billion 
dollars on YouTube because 
they thought it was cool, they 
did it because they knew video 
was one of the most powerful 
forms of communication on the 
internet. Video is the fastest 
way to connect with a person 
and create an emotion in them. 
Just imagine how powerful and 
convincing a video review from 
your best client would be in 
getting potential clients to sign 
up for your services? 

The top businesses in the world 
have not only mastered the 
capture of social proof, they have 
perfected the dissemination of it 
through all of their marketing. So 
get out there and start capturing 
your social proof today!

Troy Howard’s passion for 
combining technology and 
marketing has been a driving force 
in his life, leading him from selling 
Yellow Page ads, to an executive 
of a publicly traded company, and 
ultimately an entrepreneur. 

Troy started his sales and marketing 
career as a project manager for 
YP.Com, one of the largest online 
directories producing nearly $100 
million in revenue annually. Over 
the next few years, Troy moved up 
in the company to Vice President 
of Operations and Marketing 

managing a 300 person sales force 
that generated over 8,000 new 
clients each month. 

Eventually Troy left the corporate 
world and started several successful 
marketing companies including 
WebForce Pro and onTop local 
which have helped thousands of 
small business owners around the 
world dominate their competition 
online and drive record growth in 
their businesses by disrupting the 
idea of traditional online marketing. 

Troy’s current project and passion is 
another industry disruptor in online 
reviews and referrals. He launched 
SoTellUs, the world’s only review 
platform that let’s businesses 
instantly collect video, audio, 
and written reviews from their 
customers using an app in less than 
30 seconds. The very best reviews 
are automatically marketed online 
for the businesses’ through their 
website, social media sites and 
search engines. This combination 
of video reviews, powerful review 
marketing and automated referral 
system has started to change the 
review industry as we know it. 
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Build Real Wealth The 
Money Multiplier Way

by Brent Kesler

What he’s really saying is this: There is 
more to spending and earning money 
than meets the eye. We are taught 
(wrong) to think about money one 
way: Money is necessary to live. You 
must work to earn it, only to spend 
it on things you need. But once that 
money is spent, it’s gone forever, 
right? It doesn’t have to be. Not with 
The Money Multiplier Method at 
work.

Robert Kiyosaki, mentor to the 
millionaires and author of Rich Dad 
Poor Dad, has explained one crucial 
difference between the rich and the 
poor. He says, “The poor and the 
middle-class work for money. The rich 
have money work for them.” Kiyosaki 
points out that the poor spend their 
hard-earned money on expenses and 
liabilities, things that take money 
out of their pockets. The rich and 
the wealthy, rather, spend money on 
assets and things that bring them 
more money.

That’s what The Money Multiplier is. 
It’s a machine, or a process, that keeps 
your money in your pocket. The first 
rule of the wealthy that most people 
aren’t taught is that to be wealthy, 
you must buy assets first.

Here is what you’re doing: You have 
$1 in your pocket. Traditional financial 
knowledge tells you to spend that $1 
on something you need and work for 
another dollar to spend on something 

else you need (groceries, housing, 
water/electric bill, etc).

Here is what you should be doing 
instead: You have $1 in your pocket. 
You use that $1 on a contract that 
guarantees you 4% uninterrupted 
growth each year. And that 4% 
growth ensures that you can watch 
your money grow while still using it on 
what you need and leaving it to your 
family legacy all at the same time. 
This is how true wealth is acquired. 
And this is exactly how The Money 
Multiplier operates: it gives you a real 
place to put your money, guaranteeing 
at least 4% growth, while still having 
access to that money and creating 
generational wealth.

The Money Multiplier is an asset. 
When used, it can bring you lasting 
wealth without changing your cash 
flow, requiring you to work any harder, 
taking on any additional risk, or losing 
control of your finances. It’s what the 
wealthy use and have been using for 
over 200 years. Maybe it’s time you 
saw what it can do for you, too.

To learn more about this method 
and what it can do for you, please 
visit www.TheMoneyMultiplier.com , 
scroll to the very bottom and click on 
“Member Area.” Enter the password 
“bankwithbrent” and watch the 
presentation that appears on the next 
page.

When you’re ready to get started on 
creating your financial legacy or if 
you have more questions, email us 
at info@themoneymultiplier.com, or 
give us a call at 386-456-9335, and 
one of our money mentors will be in 
touch with you.

Brent Kesler was a Chiropractor and 
Chiropractic coach for over 14 years (in 
what seems like a previous life at this 
point). After implementing The Money 
Multiplier (TMM) Method, he was able 
to pay off $984,711 in 3rd party debt 
in 39 months. He became so passionate 
about how powerful this concept was, 
he began to share it with others. It was 
when his previous mentor told him that 
he had successfully referred over 41 new 
clients into the system, that he took his 
mentor’s advice and started the journey 
to becoming a licensed producer. His 
main goal in making this move was 
simply to help more people understand 
how to manage and grow their wealth.

For the last 5 plus years, he have been 
lecturing to thousands of people around 
the country on the dynamics of the 
TMM Method and helping individuals to 
break the bonds of financial slavery and 
taking control of their own financial life. 
He has a passionate belief that whether 
you make $10/hour or $10,000/hour, 
you should know and have this powerful 
information and keep control of your 
own money.

Einstein once said, “Compound interest is the eighth 
wonder of the world. He who understands it, earns it … he 
who doesn’t … pays it.” And when someone with a brain 
that powerful and with knowledge that brilliant tells 
me to pay attention, guess what I’m going to do–pay 
attention!
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Why Choosing The Right 
Printer Matters

With Joel Brookmyer

As a family owned and operated 
business, IMP Casa Grande has 
enjoyed serving the community 
for over 23 years. Joel has over 30 
years of experience in the printing 
industry that began during his time 
in the Army managing a print shop 
in New Cumberland, Pennsylvania. 
From there, he has done everything 
from running large offset presses, 
servicing printing equipment, setting 
up multiple franchise locations, and 
training the team in all aspects of the 
business from marketing to day to day 
operations. 

Today, Joel works alongside a team 
of 4 employees, including 3 family 
members – his wife, daughter, and 
brother-in-law. Also, included in 
the team is an experienced graphic 
designer that can help even the 
novice of customers create impressive 
marketing and promotional artwork 
for their business needs. 

Whether it’s business cards, 
brochures, posters and banners, 
or any promotional products – the 
team can walk you through what 
you need and deliver it with stunning 
results. The staff, whether in person, 
on the phone, or at a networking 
event, will greet you with a smile and 
warmth to ensure your experience is 
noteworthy. One of the most unique 
attributes of IMP Casa Grande is that 
the team is well rounded in all areas of 
print media. 

“As an expert in this industry, I’ve been 
in business too long to not speak up 
when I think a customer is not making 
the best choice for their business,” 
continued Brookmyer. “Frankly, we’ve 
seen it all. Our customers are spending 
valuable dollars on their projects, 

and I believe part of our strength 
is to not only print, but also advise 
our customers on the strategies that 
will enhance and strengthen their 
footprint in the marketplace. If they 
are printing business materials and 
the graphics are stale or outdated, we 
can help modernize their marketing 
tools to better represent their brand. 
Additionally, by ensuring their success 
we are building a repeat customer 
base that ensures our success.” 

Today’s market place has gone digital 
and on demand. Businesses are 
finding that in order to compete, they 
need to be flexible, timely, and deliver 
with excellence. The same goes for 
the printing industry – even more so 
because it’s a service that supports the 
needs to these fast-paced businesses. 
In an effort to meet the requests of 
their customers more efficiently, IMP 
Casa Grande has launched an easy 
to use, interactive website for its 
customers which offers a multitude 
of promotional products, simple print 
designs, and contains an arsenal 
of the products and services they 
offer. Whether a business requests 
promotional materials such as pens 
and coffee mugs or just simple print 
copies of their next board meeting, 
they can get started right away on 
www.impcasagrande.com . 

Another mechanism by which IMP 
Casa Grande provides efficiencies for 
clients is through their online portal 
which is a customer-specific tool 
that allows access to all past jobs and 
quick re-ordering. This is an excellent 
platform for medical offices, hospital 
systems, financial industry, and other 
larger clients to self-serve on their 
high-volume repeat order items with 
ease. 

IMP is influencing and building 
relationships to alter the market 
perception of moving away from 
supporting local brick and mortar 
and turning to online retailers. A big 
misconception about going local 
is that some people think locally 
owned businesses are unable to scale 
alongside their growth. This is never 
a problem for IMP Casa Grande, 
which is a franchisee of Minute 
Man Press International (MMP); a 
worldwide company started in 1973 
and opened its first franchise in 
1975. Since then MMP corporate has 
stood by the belief that their primary 
responsibility is to support their 
franchise owners. With 27 regional 
support offices around the world, they 
facilitate vendor discounts to obtain 
competitive pricing that keeps them 
in the forefront of the industry, and 
communicates emerging technology 
solutions to MMP franchisee owners. 

Bottom line, IMP Casa Grande is a 
successful local business story as the 
result of the community around them. 
They value their customers, stand by 
their products, and guarantee a smile. 
The team has the passion and skills 
to serve the greater Phoenix area, 
get involved in community, and look 
forward to doing even more for both 
new and established customers in the 
years to come.

With a vast on-line presence and competitive edge in the 
printing, graphics, and promotional product arena, International 
Minute Press of Casa Grande (IMP) continues to be a forerunner 
in the greater Phoenix area. “This is due to our personal approach 
to our customers, continuously expanding our equipment to 
maintain competitive pricing, and of course, our free delivery,” 
said Joel Brookmyer, owner of IMP Casa Grande.
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Paying someone to create 
something for you does not 
necessarily make it yours. 

One of the biggest mistakes 
personal coaches make is assuming 
they own copyrights to work they 
paid someone else to create. For 
example, a personal coach may hire 
a graphic designer to create a logo 
and website, or hire a photographer 
to snap pictures at a seminar. 

But the creator of the work 
automatically owns the copyrights 
unless the creation is a “work made 
for hire.” A work made for hire is 
either (1) a work prepared by an 
employee within the scope of their 
employment, or (2) a work specially 
commissioned if the parties 
agree in writing that the work 
will be considered a work made 
for hire. Absent one of these two 
circumstances, the creator of the 
work retains the copyrights. 

Personal coaching businesses are 
often surprised to learn they do not 
own the rights to materials they 
specifically contracted for. By then, 
it is usually too late to remedy. 

Stock photos require a license.

Due to the high volume of 
copyrightable material involved 
in rendering coaching services, 
personal coaches often inadvertently 
infringe the copyrights of others. 
Personal coaches regularly rely on 
photos and other images to highlight 
certain concepts, make material 
more engaging, or simply to add a 
little color to their content.

Most business owners are now 
savvy enough to know not to simply 
take and use images they find 
online. But many mistakenly believe 
stock photos can be used without 
a license (i.e., permission) from the 
company that owns the images. 

This mistaken belief can prove costly 
if the owner learns its photo is being 
used without a license. Importantly, 
“royalty free” does not mean the 
images can be used without a 
license and without paying a fee. 

With the image-searching 
technology available today, it is 
vital that personal coaches obtain 
and abide by the terms of a license 
for images and other copyrighted 
content they obtain from third-
party sources.

Attribution without permission 
is insufficient.
Many personal coaches mistakenly 
believe they can use someone 
else’s work (e.g., a graphic, written 
content, or a photograph) so long as 
they give credit to the person who 
owns the work. This is incorrect. 
Citing the creator of the work 
does not convert infringement into 
authorized use.

Personal coaching businesses are simultaneously one of the worst violators and one of the most violated when 
it comes to intellectual property rights. In the personal coaching space, inspiration is derived from anywhere and 
everywhere. While intellectual property law does not protect ideas, it does protect the expression of those ideas. 
If a personal coach is not familiar with the law and is not careful, it is far too easy to cross the line from inspiration 
to infringement. 

The following is an overview of the top 7 intellectual property mistakes made by personal coaching businesses.

From Inspiration to 
Infringement: 
The Top 7 IP 
Mistakes of Personal 
Coaching Businesses
by Aaron K. Haar, Esq.
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Permission is the standard, not 
attribution.  

Delaying registration of 
trademarks and service marks

Personal coaching businesses are 
typically small businesses, highly 
sensitive to costs. As such, they 
often choose to put off clearing 
and registering their trademarks 
for the future. They decide to wait 
until they’ve built-up the business 
enough to justify spending money 
to protect the brand. But this is 
one instance where an ounce of 
prevention is worth a pound (or 
more) of cure. 

It is important to ensure that 
a trademark is both available 
and protected early on, before 
expending significant time and 
effort building the brand. By waiting 
to clear and register their marks, 
business owners can find themselves 
having to rebrand after they’ve 
already built the business and 
accumulated significant goodwill 
in the marks. This rebranding (and 
potential liability for infringement) 
is significantly more expensive than 
the cost of clearing and registering 
the mark in the first place. 

Delaying registration of copyrights 
in vital, original materials

Copyrights protect “original works 
of authorship,” which can include 
presentation materials, graphics, 
photos, books, manuals, articles, logo 
designs, website content, software 
code, two- and three-dimensional 
art, and the like. Copyrights are 
often the most valuable intellectual 
property a coaching business owns. 
The original content drives value 
for clients and sets the coaching 
services apart from others. 

As with trademark registration, 
coaches often neglect to register 
copyrights because they believe 
they can deal with problems if and 
when they arise. But waiting to 

register copyrights until problems 
arise can be extremely costly. 
Personal coaches are often beset 
by a particularly rosy view of 
humanity, which can leave them 
vulnerable to exploitation, whether 
by a silver-tongued scam artist or 
an uninformed former employee 
going out on her own. Copyright 
registration is inexpensive and 
comes with numerous important 
benefits that can help minimize 
such risks. 

Failing to enforce intellectual 
property rights

A business can lose its intellectual 
property rights if it fails to enforce 
them against infringers. When an 
owner fails to take timely action 
against an infringer, courts may 
consider this failure as implicit 
permission to use the intellectual 
property. After a while, an infringer 
may be allowed to continue using 
the intellectual property in reliance 
on this apparent permission. For 
example, trademark rights can erode 
over time and dissipate entirely as 
others begin adopting and using 
similar marks. Thus, it is important 
that intellectual property owners 
actively police their rights.

Improper use of trademark symbols

Trademark symbols provide notice 
to the world of an owner’s claim 
to rights in the mark. Trademark 
symbols should be used in 
connection with any word, symbol, 
tagline, or any other designation the 
business uses to identify itself as 
the source of the goods or services 
it offers to the public. 

There are three symbols that can 
be used to identify rights in a U.S. 
trademark or service mark: The ™ 
symbol and the ℠ symbol are used to 
identify an unregistered trademark 
or service mark. The ® symbol is 
reserved solely for marks that are 
registered with the USPTO. There 

are consequences for using the ® 
symbol when no registration exists, 
including invalidation of rights in the 
mark. Importantly, registration does 
not occur at the time a trademark 
application is filed—the USPTO 
will evaluate the application and 
determine whether registration is 
appropriate. And failure to use the 
® symbol when a mark is registered 
can be used as evidence that the 
alleged infringer lacked knowledge 
of the owner’s rights in the mark, 
which can limit the owner’s 
remedies for infringement. Thus, 
businesses should take care to use 
the appropriate symbols in all their 
digital and printed materials. 

Conclusion
Personal coaching businesses 
are both highly susceptible to 
infringing the rights of others and 
highly susceptible to infringement 
by others. The laws and rules 
governing intellectual property can 
be complicated. But, by becoming 
familiar with the basics of intellectual 
property law, including some of 
the most common IP mistakes, a 
personal coaching business can 
manage its risks and minimize the 
likelihood of a potentially disruptive 
surprise in the future.
--
Aaron K. Haar is an intellectual 
property attorney with the Phoenix law 
firm of Jaburg Wilk. He assists clients 
with various intellectual property 
matters. He has helped numerous 
individuals and businesses navigate 
the complexities of protecting and 
enforcing their intellectual property 
rights as well as defending against 
claims of infringement. 

You can reach him at akh@jaburgwilk.
com or 602-248-1025.

This article is not intended to provide 
legal advice. Always consult an 
attorney for legal advice for your 
particular situation.
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The Importance Of Asking 
Beautiful Questions

by Tamara Linnan

Berger takes us inside global 
businesses (at the time he wrote his 
book) such as Google , Netflix , and 
Airbnb to show how questioning 
is what built these companies. 
He also shares inspiring stories of 
average people that became the 
best in their industry simply asking 
themselves the perfect/imperfect 
“beautiful questions”

How does one define a perfect/
imperfect “beautiful question”? 
This is totally subjective, but 
I define a perfect beautiful 
question as a question or multiple 
questions that will challenges a 
situation or procedure. “Is there 
an easier more productive way 
to tackle this issue? “ A perfect/
imperfect question shifts the way 
we think about something and 
sets in motion a process than can 
result in change. One other thing I 
would mention about the perfect 
beautiful question: It should be 
ambitious, and actionable.

Entrepreneurs —or the successful 
ones—do a wonderful job asking 
perfect/imperfect beautiful 
questions. They almost have no 
choice—their whole reason for 
being is to disrupt, innovate, and 
solve problems no one else is 
solving. Companies tend to evolve 
the same we as people do: They 

start out asking lots of questions 
when they’re young, and ask 
fewer and fewer questions as they 
grow older. So, for a company to 
maintain that questioning mindset 
as it matures, it must keep thinking 
in an entrepreneurial way.

Train yourself and all staff to 
ask questions that you do not 
know the answers to yet. If one 
only asks questions one already 
know the answers to, neither you 
nor your company will progress 
forward. And that means you’re 
not exploring and probably not 
innovating.
What are your favorite perfect/
imperfect beautiful questions 
in the context of business 
breakthrough ideas? I would love 
to hear your favorite stories in 
breakthrough ideas.

Tamara Linnan is the CEO of 
Profitable Shenanigans, creating 
opportunities that go well beyond 
any bank account. 

She is also a Mother, Serial 
Entrepreneur, Best Selling Author, 
Podcast Host & Host of The 
Syndicated Talk Show Touch Base 
Tuesday that highlights mental 
health, recognizing toxic situations, 
and leveraging trauma for business 
success. 

Tamara’s mother Nancy committed 
suicide January 7th, 1987 at the 
age of 33. Tamara was just 8 years 
old and has been working in the 
mental health advocacy arena 
since the age of 13.

Tamara formed The Starving Dog 
Action Pak which is a group of 
entrepreneurs that give back to 
the community with the motto 
#putactionwhereyourhashtagis. All 
members of The Starving Dog are 
business owners that take proceeds 
from their for profit business and 
are actively giving back to their local 
communities. 

Tamara turned her dispatching 
company Front Office Solutions into 
a NON Profit that pays for mental 
health services for Veterans, Teen 
Cutters, and their family members. 
Front Office Solutions Employs 
Chronically Ill Veterans or their 
family members to ensure nobody 
has to choose between work and 
health again. All clients of FOS are 
employing someone in need. 

www.frontofficesolutionsllc.com
www.mastermaids.net
@starvingdognomore on Facebook 

I recently read the book by Warren Berger, A More 
Beautiful Question: The Power of Inquiry to Spark 
Breakthrough Ideas, Berger argues that while seeking 
answers is important, we must first learn to ask the 
right questions of ourselves and those around us.



20

CREATE A CULTURE OF 
MENTORSHIP
It may be your business, but if 
you’re the only one who knows 
how it works, you’re courting 
disaster. Get in the habit of letting 
your subordinates run the show 
periodically. Groom a successor 
— or a few. Mentoring the next 
generation will help your employees 
see themselves advancing and keep 
them looking forward to added 
responsibility. It’s a good way not 
only to ensure continuity of your 
business but also retain talented 
staff — 86 percent of employees 
seek companies that offer career 
development opportunities.[1]

GET AN OUTSIDER’S OPINION — 
REGULARLY
Conduct a quarterly review of 
your business plan with a financial 
professional. An outsider looking 
at your plans with fresh eyes 
may notice problem areas that 
you’ve been glossing over. And 
an impartial evaluation will make 
sure your business isn’t dependent 

on one manager or management 
style. By conducting regular 
reviews, you’ll document the 
business’s performance against key 
performance indicators (KPIs) and 
sales forecasts, data your employees 
will need if you are absent.

SHARE THE BIG PICTURE (IN 
WRITING)
There’s a difference between 
knowing how to do one job and 
understanding how the whole 
business works — you want to push 
your employees toward the latter. 
Your business has a rhythm — cycles 
you’ve identified, forecasts you’ve 
made, basic principles for how your 
business operates day to day and, 
more importantly, how it expands. All 
of that is need-to-know information 
for the boss — whoever it may be. 
Without your years of experience 
to rely on, your employees will have 
only your teachings and whatever 
records you’ve created. Outline 
your principles and structures in a 
document to ensure your success is 
repeatable.

KEEP THE LIGHTS ON, NO 
MATTER WHAT
You might have supreme confidence 
in your employees — it’s still good 
to be covered, and that’s especially 
true if your absence is caused by 
illness or injury. Disability insurance 
for business owners can help make 
sure your business continues to 
meet its daily expenses — such as 
rent, utility bills, and salaries. It also 
helps to safeguard your firm’s ability 
to cover contractual commitments 
such as equipment leases, and 
business loans repayments. And 
if it turns out that you can’t return 
to work, disability insurance for 
business owners can empower your 
partners or employees to buy you 
out.

It’s liberating to know that you can 
take time off from — or even leave — 
your business without catastrophe. 
The good news is, the planning 
you do for such a future event also 
makes your business fundamentally 
stronger in the present.

Can Your Business 
Survive Without You?
           by Vladimir Sasic, 
ChFC®, CFP®, AEP® | Managing 

Partner, WestPac Wealth Partners

If you didn’t show up tomorrow, would your employees be able to go it alone? Whether you’re taking a vacation, 
taking a leave of absence due to illness, or contemplating the ‘R’-word (retirement), it’s a question worth asking. 
A business that can function without you, should it need to, is a stronger business.
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And you don’t have to go it alone 
when it comes to planning for your 
graceful exit — talk to a financial 
professional for a trustworthy, 
knowledgeable resource to help you 
along the way.

HOW TO EXIT YOUR BUSINESS 
SUCCESSFULLY
Now that you have a business and 
you aren’t just working for yourself, 
how will you exit your business? 

Entrepreneurs are go-getters by 
nature, always looking for new ways 
to grow the business. But what 
about that day—maybe soon, maybe 
further down the road—when all 
that go-getting becomes letting-go? 
Are you ready—and is your business 
ready—to manage that life change?
Whether you are part of a family 
business or a sole proprietor, there 
comes a time when you think of 
leaving. Maybe it’s age. Maybe the 
weight of routine. Maybe it’s an itch 
to change careers.

No matter the reason, it’s critical to 
plan your transition as well as you’ve 
planned the business. You certainly 
owe it to yourself: How will you 
maintain your lifestyle and achieve 
financial confidence? And you also 
owe it to the business: Who is the 
right type of buyer to keep what 
you’ve built moving forward? Even 
if you see yourself remaining active 
for the foreseeable future, it’s never 
too early to start strategizing how to 
create the best outcome.

GET REAL ABOUT YOUR DREAMS
Maybe you want to start another 
business. Retire and smell the 
roses. Maintain a part-time role. 
Switch careers. You need to think 
seriously about what you want to 
do, and when and how you want 
to accomplish those goals. That 
information sets the foundation for 
everything that follows: business 
succession planning, transition 
planning and financial and estate 
planning.

ENSURE THE DOLLARS MAKE 
SENSE
When starting the business, you 
probably figured out, to the last 
penny, what it would take to open 
the doors and keep the lights on. 
Now, do that process in reverse. 
Sweat the numbers. Realistically 
determine what it will take to fund 
your lifestyle and your goals when 
you no longer have an owner’s 
income.

EVALUATE YOUR BENCH
How prepared is your management 
team for the big leagues and a 
future without you? Do you need to 
increase their training? Expose them 
to different facets of the business? 
Or even recruit new talent? To help 
their transition, start delegating 
day-to-day responsibilities and 
give them time to grow into their 
responsibilities while you’re still 
around to guide them.

BUILD SUCCESS INTO 
SUCCESSION
Nearly three-quarters of small 
business owners do not have a 
formal succession plan. That’s risky 
for your business today (what if you 
were to become incapacitated?) and 
in the future. Ask us about some 
tips on succession planning to help 
you begin building a blueprint for 
the future of your business.

ENGAGE A FINANCIAL 
PROFESSIONAL
The tax and legacy planning 
considerations can be highly 
complex when transferring 
ownership of a business. Reach 
out to an experienced financial 
professional who can review your 
current situation and provide advice 
on various strategies to reduce your 
tax exposure and optimize your 
estate planning. Ask us about some 
tips on legacy planning to help you 
prepare for that discussion.

Exiting your business can be the 
beginning of new and great things 
for you and the company you’ve 
built. With the right planning, you 
can help ensure a successful future 
for everyone.

SOURCES: https://www.hrmorning.
com/articles/65-awesome-stats-
recruiting-retention/ 

Registered Representative and 
Financial Advisor of Park Avenue 
Securities LLC (PAS), (OSJ) 677 Ala 
Moana Blvd Suite 720, Honolulu, 
HI, 96813. Securities products/
services and advisory services are 
offered through PAS, a registered 
broker/dealer and investment 
advisor (888.600.4667) Financial 
Representative, The Guardian Life 
Insurance Company of America 
(Guardian), New York, NY. PAS is an 
indirect, wholly owned subsidiary of 
Guardian. Wealth Strategy Partners 
is not an affiliate or subsidiary of 
PAS or Guardian. | CA Insurance 
License #0I36272 | PAS is a member 
of FINRA, SIPC | Neither Guardian, 
nor its subsidiaries, agents, or 
employees provide tax or legal advice, 
nor, aside from providing general 
informational material, offer guidance 
on the establishment or use of captive 
insurance companies.  Clients should 
consult with their own tax and legal 
advisers with respect to establishing 
and structuring captive insurance 
companies.  Guardian and its 
subsidiaries, agents, and employees 
are prohibited from receiving any 
compensation in connection with 
the establishment or structuring 
of captive insurance companies, 
including referral fees for referring 
clients to tax, legal or other advisers, 
or compensation for providing general 
information. How to Exit Your Business 
Successfully: 2019-82274 Exp. 7/21 
| Can Your Business Survive Without 
You? 2019-86352 Exp. 10/2021
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Embodying 
Sisterhood In 
Business And Beyond
by Laura Marcos

When I see women from different 
parts of the world marching or 
singing in unison, it’s a direct line 
to the heart. From one moment 
to the next, you might find me in 
a river of tears colored with joy, 
relief, and compassion.

The power of women standing 
in the strength of surrendering 
to the power of solidarity, 
women with their hearts aligned 
to the magnetic frequency of 
pure love—it’s an awe-inspiring 
sensation that feels as if it can 
unlock any door and whisk away 
any hurtful paradigms in our 
personal and professional worlds.

As beautiful as it sounds, is 
true sisterhood attainable in 
our families and communities? 
What could happen if every 
woman in the world experienced 
this profound sensation 
simultaneously? Can women 
united literally heal social, 
economic, and environmental 
injustice?

Anyone that understands 
the power of vision boards 
can appreciate this image 
manifesting itself through a 
collective butterfly effect. Then 
the question becomes, “How 
can we awaken more caterpillars 
to the transformative power of 
sisterhood in alignment to the 
highest good? Said another way, 
how can we make the spirit of 
genuine connection so enticing 
that competition just fades into 
collaboration?

Sisterhood circles, priestess 
schools, and women’s networks 
are all on the rise, but many 
women are still learning what 
sisterhood means. Comparing and 
competing is so deeply ingrained 
in our cultural conditioning that 
for many women the concept 
of “sisterhood” is still a foreign 
concept.

I, myself, did not truly understand 
the power of sisterhood until my 
late 20’s. As the only daughter 
of an immigrant family, the 

energy that ruled the household 
was survival. Mired in my own 
insecurities, I was a stranger to 
my own heart and could not be 
a “sister” to myself, much less 
another female.

Yet the power of the sacred 
that lies within each of us kept 
knocking on my door. I kept 
opening to learn how to let go 
and embrace my true essence, 
thanks to my friendships with 
women. Like warriors, we chose 
to radically love each other, 
work through our differences, 
and offer one another limitless 
mirrors through which to reflect 
and transmute our own shadows. 
It was not always easy, but we 
were willing to do the “work” of 
helping each other find authentic 
harmony and empowerment. My 
gratitude for the women in my 
life knows no boundaries. From 
my peers, to professors and 
mentors, women have played 
instrumental role in shaping my 
presence.
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Over time, I have come to 
embrace sisterhood like a 
language that any woman can 
communicate with. Women who 
have done “sisterhood work” can 
sense each other instantly. For 
us sisterhood is an outlook and 
a way of seeing the world. It is a 
mutual agreement we make to 
gaze upon each other through the 
best possible light. Regardless of 
social class, ethnicity, experience, 
or even age, women meet at the 
heart and navigate in authenticity 
and service to each other from 
there.

Let’s face it. We need sisterhood! 
From the entertainment industry 
to education, healthcare, 
business, and political realms—
lying, manipulating, undermining, 
exploiting, and all sorts of harming 
are still rampant. Caught in the 
wheelhouse of celebrity status, 
those fueled predominantly 
by money are in scarcity 
consciousness. They have yet to 
be touched by the healing and 
transformative power of sisters 
(and brothers) working together.

It is up to us to create this reality 
for all to witness—one woman at 
a time.

We can begin by recognizing and 
trusting our feelings everywhere 
we go. When we see wrongdoing, 
we don’t look the other way. In 
sisterhood, we create safe spaces 
to explore how we keep each 
other accountable to our highest 
purpose and potential. When we 
see someone bullied or excluded, 
sisterhood is the springboard for 
restoration and reformation.

Sisterhood lives anywhere a 
woman moves in integrity with 

her values and strengths, open 
and willing to witness, guide 
and empower others—because 
she recognizes the value of that 
within herself.

When you walk into a 
conference, a networking event, 
or community gathering, chose 
to embody the open and heart-
centered energy of sisterhood—
with women and men. Keeping 
in mind that everyone is on their 
journey and will not be able to 
meet you there, trust that through 
the law of resonance you will 
meet allies who embody or long 
for the same sense of solidarity—
then the gift of sisterhood keeps 
growing!

It’s up to us to embody the 
power of sisterhood. It is up to 
us to teach our daughters and 
sons that this is a way of being is 
not only possible, but a healthy 
foundation for co-creating a just 
and equitable world where we all 
can know what it means to thrive 
in business and beyond.

If you have yet to experience 
the magic of sisterhood—a kind 
of love that you can feel in the 
core of your soul for others to 
flourish with you--then put it in 
your vision board and watch how 
quickly the spirit of sisterhood 
comes alive in your heart. 

Recently awarded Iconic Woman 
Changing for A Better World for All 
by the Women’s Economic Forum in 
London and Best New Event 2019 
by ICON Media Builder for Activate 
Your 6th Sense in Sedona, Laura 
Marcos is the Founder of Alchemy 
for Everyone. She delivers powerful 
experiential learning laboratories 

for intuitive development in 
businesses and schools. Integrating 
20+ years of experiences as an 
inner city high school counselor, 
speaker, real estate investor, Latin 
dancer, herbalist, retreat facilitator 
and enthusiast of countless 
women’s empowerment events, 
Laura offers unique and uplifting 
perspectives and practices for a 
mutually abundant world. She 
is Conscious Business Change 
Agent with Humanity’s Team, a 
Board Member of the Sedona 
International City of Peace and is 
certified in Herbal Wilderness First 
Aid Survival. An unusual thought 
leader, Laura catalyzes quantum 
leaps for audiences that not only 
nourish the soul, but align in service 
to a thriving world.

Laura@universalalchemy.org 
https://ezcard.com/alchemy
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The first is that marketing is 
theater.

It must be dramatic and move your 
target audience to take action. What 
does that mean? We live in a media-
driven world, and if the media that 
you’re creating is not somehow 
emotionally moving the person 
towards working with you, towards 
communicating with you, towards 
engaging with you, that could be the 
reason why your marketing is falling 
flat. While other people don’t want 
any drama in their lives, I say let’s 
bring on the drama.

The second is marketing is the art of 
starting meaningful conversations.
Regarding those conversations 
with your prospects, your potential 
vendor partners, or business 
partners—our job working in with 
you is to start communications 
between you and those right 

people—your target market—and 
those who would need you the 
most.

The next is...

To market what you do, you must tell 
people what you do, and you must 
tell them over and over and over 
again in hundreds and hundreds if 
not thousands of different creative 
ways.

Having only a one page website, 
one blog, one Facebook post, or 
something random thing that you’re 
putting out there does not really tell 
your story. We’ve got to tell people 
what you do, how you do it, prove 
confidence in your brand, and get 
people to believe, trust, and have 
confidence in you. That will raise 
your value. That will raise your sales. 
And that will really show off your 
value proposition in your B2B or 
B2C business.

Finally, your story is repeatable.

Do you ever meet people and they 
say, “You’ve got to hear the story 
about this?”, or “Can I tell you about 
this blog that I read or this video 
that I saw? It was fantastic.”  

One of our main goals is to make 
your story so clear and valuable to 
the people who will fall in love with 
you the most that they will be able 
to repeat it to others. You might call 
it word of mouth marketing. They 
will tell their friends about a great 
video they saw, then they will share 
and tag all of their friends. We want 
to make your story is so crystal clear 
and memorable that others can 
repeat it by heart.

And finally, our ultimate goal is to 
have your company and your brand 
and your products and your services 
be known, and not just seen. 

I’m celebrating 30 years in B2B and B2C digital marketing, and it’s quite a celebration.

Over the years, I’ve developed a few philosophies and ethics in and around digital marketing that I wanted to 
share with you, because if you believe and honestly understand these methodologies and these philosophies, 
then perhaps you, your company, and your brand would be a perfect fit to work with us because we have to be in 
sync, not just in terms of what we want to accomplish, but also what our core philosophies and core values are. 
Let’s go over a few of them.

What Is The 
ULTIMATE Goal Of 
Digital Marketing?
by Darrell Stern
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Our goal is to tap into your business 
and what it should be known for, 
so that over time, your reputation 
precedes you and people from all 
over the world will find you from 
different sources to work with you. 
It’s amazing when you get to this 
point where all of a sudden someone 
says, “I don’t know where I found 
you, but I see you everywhere. You 
are omnipresent, and we all know 
that you are the best at _______”. 

Whatever your core expertise is, 
let’s make you known for that. 
Then together, when we have a 
core philosophy, a core strategy 
that matches up with these core 
philosophies and values, we are 
perfect to work together.

I invite you to register for my six 
free classes. You’ll get some great 
advice and information to get you 
to change your thinking a little 
bit, so that we’re setting the right 
intention and that we have the right 
philosophy in our marketing of your 
business.

So what IS the ULTIMATE goal of 
Digital Marketing?

To answer, I will tell you a story. 

One day way back when I was in 
Kansas, I received a phone call from 
a talented young acupuncturist in 
Texas.

As I began to explain what I do and 
how I do it, he interrupted me and 
said, “Darrell, I am ALREADY SOLD 
on working with you. I have seen 
your videos, read your blog, and 
followed you on LinkedIn these past 
two years and learned from your 
posts and philosophy.”

What if every single day people 
called you ALREADY sold on working 
with you? What if you didn’t need to 
go “hunting” or “fishing” for clients?

This atmosphere, this LIFE for your 
business is what I hope to achieve 
with you as we work together over 
the next few years.

And I can’t wait to get started 
architecting that future for you and 
your business.

Darrell Stern has been involved in 
digital marketing for 30 year. He is 
the world’s leading Digital Marketing 
Jedi and local SEO wizard. He works 
with all types of businesses, including 
brick and mortar businesses, to help 
them thrive financially and become 
influencers in their markets.

You can download the Stern Marketing 
Academy app on Google Play and 
the App Store. He is also available to 
speak at your next business event.

You can find him at http://stern.
marketing/ and https://www.
sternmarketingacademy.com/  or by 
calling 720-301-5525.

Watch my speaking reel on YouTube
Schedule 30 minutes of Stern Storming

Join Brian K Wright each week on Monday at 6pm Eastern as he 
interviews world-class achievers and learn how they succeeded.

A series of powerful conversations with the most successful people in the world.
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Inducted into the Chevrolet Hall 
of Fame in 1997, I have been 
using websites, CRM systems, 
social media, and search methods 
to retail since 1992.

Some time ago Google authored 
an algorithm for their search 
engines that started to capture 
social media signals.  Social 
media signals are generated and 
indexed to search when your 
social media posts meets certain 
criteria.

When this criterion is met, and 
your post is indexed, you can now 
be found by searchers searching 
for the content in your post.  It 
takes repeated posts to elevate 
your relevance (rank higher on 
search), so it is important that 
you develop a regimen.  

Generally speaking, these posts 
are indexed to Google Search, but 
it bleeds through to AOL, Excite, 
Yahoo, and Bing eventually.

This knowledge is pure power 
for small business owners, 
entrepreneurs, and salespeople 
of all stripes, and that’s why 
I developed my own brand 
of “Relevance Regimens” to 
help online efforts for search.  
Adapted to the Google My 
Business platform, I create 
“Content Briefs” that include 
the properties required to 
index the content to search and 
push them to Google Business, 
Search, Local, Maps, Images, and 
other Google properties except 
YouTube, Education, and Medical 
Channels. 

While that is the primary focus of 
Darling Digital… TVI.Education 
is a learning platform where 
everyone that is interested 
and has the time can learn to 
manipulate their Google profiles 
themselves.  It’s a real-time video 
capture of me managing my 
client’s profiles from around the 
country.  It’s easy to understand, 

and it includes a private FB Group 
and once-monthly live question 
and answer sessions online. 

I’ve also developed, for lower 
volume search clients, a 
collaborative program where I 
combine peers of an industry 
into a single GoDaddy partnered 
website, embed some VOIP 
Technology, sync it to a Google 
My Business Platform and then 
subject the Optimized website 
to the Darling Digital regimes.  
Higher search volume for less.  
Isn’t that convenient? 

I’m always available by email at 
Craig@DarlingDigital.us  Please 
reach out.  As a Network Together 
member, I am always available 
for an excellent One to One.  
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Don’t Let A Missed Oil Change 

Ruin Your Business

by Erik Arriola

When it comes to your vehicle’s 
maintenance there are two schedules; 
normal or severe. Where you live 
or how you drive tells you which 
maintenance schedule to follow. 
Most people think they should follow 
the normal maintenance schedule, 
but you should be following the 
severe schedule if you engage in the 
following:

Frequent idling for long periods of 
time
Stop-and-go driving in heavy traffic
Sustained highway driving in hot or 
freezing temperatures
Short trips (less than 5 miles) in 
normal temperatures
Long-distance trips at speeds of 
50mph or less
Regular trips along steep mountains
Any trips along dusty, muddy, salted, 
sanded, or gravel roads
Any trips that involve towing a 
trailer, camper or transporting items 
via roof rack or car-top carrier

Now that we’ve identified the 
maintenance schedule you should 
be following, let’s discuss some of 
the services you will need to have 
performed. 

Filters
Filters in your vehicle prevent dust, 
mold, and pollen particles from 
getting into your engine or the cabin 
of your vehicle. Both filters should be 
changed as needed. 

Flushes
Fluids in your vehicle break down due 
to heat, contamination, and use. In 
order to keep the systems these fluids 
protect working properly, flushes 
are necessary. Old fluids are flushed 
out and replaced with new fluid to 
lubricate and reduce friction within 
these systems’ moving parts. 

Tire Air Pressure
Under inflated or over inflated tires 
will wear abnormally leading to costly 
replacement. Tire pressure should be 
checked once a month, or at the very 
least, every time your oil is changed. 

Tire Rotation
The tires on your vehicle should be 
rotated to maximize their tread life. 
If you go 3K between oil changes 
have your tires rotated every other oil 
change. If you go 5K-7K between oil 
changes, have your tires rotated every 
time. 

Engine Belts
Belts should be free of cracks or 
missing segments. Belts run many 
systems in your vehicle including: 
water pump, power steering, A/C 
and alternator. If a belt fails, so will 
its accompanying system. Even the 
slightest hairline fracture can cause a 
belt to fail. 

Coolant Hoses
Coolant keeps your vehicle from 
getting too hot or overheating. The 

hoses that help deliver coolant should 
be firm, but not hard or crunchy, and 
never soft. A coolant leak isn’t just 
messy; it could lead to costly repairs.
It’s important to have a trusted 
mechanic inspect your vehicle 
frequently or during oil changes. 
Items like mounts, bushings, brakes 
will be cheaper to replace if caught 
early. As Benjamin Franklin said, “a 
penny saved, is a penny earned”, so be 
proactive, not reactive when it comes 
to your vehicles maintenance. 

A rare Arizona native, Erik was raised 
in Mesa and spent most of his life in 
the East Valley. After graduating from 
Mesa’s Westwood High School, he 
attended MCC then ASU, where he 
studied Music Performance & Business.

Erik, the Director of Operations & 
Marketing for Friendly Auto Centers 
in Mesa, takes great pride in his auto 
repair shop and employees. Erik and his 
team strive to provide quality service, 
delivered with genuine warmth and 
friendliness, while maintaining the high 
level of integrity Friendly Auto Centers 
is known for. Friendly is proud to be a 
2019 Finalist for the BBB Torch Award 
for Ethics and the 2018 AAA Top Shop 
Award Winner. 
Friendly Auto Centers
5026 E Main Street
Mesa, AZ 85205
480-830-9377

We all need our vehicles to get to client meetings, networking 
events, or deliver product. Vehicles need to have oil changes, 
but did you know there are other scheduled maintenance items? 
Follow the maintenance schedule in your owner’s manual—you 
know, that little book with the plastic wrapping in your glove 
box.
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For decades, major financial 
institutions have controlled the 
investing market using professional 
mathematical tools to give them 
a leg up on the average investor. 
This has given them the ability to 
charge a variety of fees that most of 
us don’t know or hear about. Over 
time, these fees can add up to be 
more than what you’ve invested. 
However, one company strives to 
turn that around.

iFlip is a leading algorithmic 
intelligence (AI) stock trading 
technology. iFlip’s CTO Kelly 
Korshak, is the genius architect 
and institutional trader who has 
developed this technology with 
over $4 Billion of investment funds 
on Wall Street. This company is 
proving to be truly disruptive in a 
space that has been controlled by 
investment management companies 
for decades.

Levels the Playing Field

Seeing the need to level the playing 
field in favor of the individual 
investor, iFlip is here to “flip” the 

Wall Street investing world on its 
head. Says Korshak, “Through the 
use of AI, we are now providing 
access to long-term investment 
vehicles that were not available in 
the past. They are truly the future of 
investing.” 

iFlip’s investment software helps 
protect your wealth by cutting 
out the middleman, (e.g., financial 
advisors, mutual funds, brokers, and 
banks). The power of the AI is utilized 
for you, just as wealthy investors 
have been using it for years. Now, 
with iFlip, you can grow your wealth 
(retirement and stocks) using secure 
algorithmic trading minus the hefty 
management fees.

Designed to Reduce Your Risk

iFlip’s algorithmic trading software 
is designed to reduce your risk in 
the market and grow wealth for long 
term investments. It performs in all 
market conditions, working when 
the market is trending up, down 
or staying sideways. It alternates 
between cash and open positions, 
keeping your money in cash during 

volatile times and in open positions 
during growth periods.

By using algorithmic trading 
software, your account can win big 
and lose small. AI mitigates your 
risk over the long-term. The trick 
is to make your investment and be 
patient, which is important for all 
investments. It’s designed to grow 
wealth over time, not a “get rich 
quick” or a “day trading” plan.

Costs and Fees

Other institutions charge fees based 
on the balance of your account, 
normally a percentage that increases 
as your account value increases. 
Then, there are hidden fees. These 
fees may seem inconsequential 
because they are presented as 2% 
here and 2% there, but they add 
up. The fees can become excessive, 
eating away at your account, making 
Wall Street institutions more money. 
And letting the house continue to 
win!

If you’re a regular, everyday, normal person trying to make money by investing in stocks traded on Wall Street, 
you may feel like a gambler in a casino where you know the house always wins.

iFlip: Using A.I. To 
Mitigate Your Risks 
While Trading Stocks
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iFlip keeps things transparent with a 
flat fee. All the money you save on 
fees is able to grow in compound 
interest towards the overall value of 
your investments.

“The most you will ever pay on our 
platform is $77 a month, and that’s 
for accounts $50,000 and larger,” 
said Randy Tate, iFlip Co-founder 
and CEO.

New Mobile Trading App

Currently, iFlip is very successful 
with its online website trading 
platform. The recent launch of iFlip’s 
mobile stock trading app allows 
them to provide the world with a 
Free AI option. The free AI mobile 
trading app will eventually have all 
the AI portfolios and functionality of 
the web-based premium software.
 
Korshak explained about the mobile 
app, “This technology is cheaper 
and designed to mitigate market risk 
in order to grow wealth faster. This 
year, we are specifically focused on 
making this technology available 

to the masses through our free 
investment mobile app.”

In the next two updates of the app, 
you can expect to see Cannabis 
and Crypto portfolios as well as 
Fractional Share trading. The first 
release of the AI stock trading app 
gives the world access to one of 
the AI portfolios and commission-
free trading for personal investment 
portfolios. A later release will also 
allow retirement account use. 

Portfolios and Performance

What are iFlip’s portfolios and how 
well does the AI technology and 
software perform? Glad you asked! 

iFlip’s portfolios have a long track 
record of outperforming index funds 
and robo-advisers. This method 
of capital management has been 
commonplace among Wall Street’s 
hedge funds, but was unavailable to 
those without millions to invest.

With specially created, high-
performing portfolios, iFlip has 
something for every type of investor. 
Your account size, age, and whether 
you’re an aggressive or conservative 
investor can help determine which 
portfolio is best for you. In addition, 
iFlip asks a series of lifestyle 
questions to help you select the 
ideal portfolio. 

The selection of AI portfolios 
represents different groups of 
stocks with unique algorithms. And 
the performance of AI beats the 
stock market! Here is an example. 

Suppose back in 2005, you invested 
only $2,000 into the iFlip AI Blend 
Portfolio and another $2,000 in 
the S&P 500, which is the market 
guideline. You would’ve beat the 
market by 50.29% or $5,270 in 
15 years. (This takes into account 
negative compound interest month 
by month.) This type of return on 
investment is only possible because 
of AI technology managing the risk 
of the market on a daily basis.

iFlip’s mission is “To empower individuals to preserve, protect and grow their wealth.” By developing and using the 
best algorithmic trading software to automate your trading, whether web-based or on the app, iFlip is providing 
opportunities to individuals. People, like you, may not have had the experience of investing without iFlip’s AI.

To learn more about iFlip, its proven trading systems or to download the Mobile Trading App, visit www.iflipinvest.
com. The app is also available for download in the Apple App Store or Google Play Store.
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Financial Focus: Sowing Seeds 

Of Knowledge, Weathering The 

Change of Time, And Savoring The 

Joys of Our Hustle

by Dr. Joe Blake

Hindsight is ‘2020’ 

The financial crisis of 2007-2009 was 
a great lesson for the global consumer. 
When you look at the aftermath, what 
have you learned? How much wealth 
have you gained since then? The 
answer for each question should be, 
‘I learned a lot’ and ‘I gained a boat 
load of cash’! Now, if you are saying 
to yourself, “What!” Then you got 
‘mossed’! 

The results of the financial crisis 
depend on your perception, position, 
and purpose for being in the market. 
These factors further influence your 
goals and objectives in your economic 
outlook. The key is to understand that 
what happened in the past, certainly 
can indicate what could happen in the 
future.

There will be a bull market and a bear 
market storm to navigate through in 
the next decade. As a consumer, there 
will be a choice you will need to make. 
Either stand with your back against 
the wall, or get on the dance floor and 
boogie! 

In 2009, the Dow was around 6,300. 
Now its above 28,000 points. How 
do we make changes? Creating and 
following actionable principles of 
financial literacy. 

Market Principles 
Time is a very important commodity. 
Investing requires patience, because 
the results do not spring up overnight. 
The best time to plant a Saguaro was 
twenty years ago. The second-best 

time is now. Managing money is just 
as important as earning it. 
Understand, a goal is something that 
you are ‘shooting for’ and a plan is 
something that ‘you do’. It takes time 
to continually cultivate a plan to 
achieve positive results towards your 
goals. You can make more money, but 
you cannot make more time. Spend 
your time to develop plan to work 
your goals. Then actively work your 
goals to achieve your plans. Simple! 

Getting The Most Bang For Your Buck

Where can I find money to invest?
It’s time to say goodbye to some 
staple products. Not forever, just for 
a season or a short time to regroup 
with life. 

 Stop eating out 
 Cancel all memberships and     
    subscriptions
 Buy used 
 Cut back on partying 
 Create a business 

The internet is loaded with sites listing 
ways to cut living expenses. 

Finding the extra cash to make the 
initial and ongoing investment is a 
snap! The challenge, then, becomes 
one’s ability and willingness to stay 
the course. Getting more bang for 
the buck includes handling a sudden 
surprise of cash dropping in your lap. 

What do you do? Get that new sewing 
machine? Buy a new 4K HDTV? Or 
set it aside for the trip to England 
we’re planning in 2024.

Choice, planning, and taking decisive 
actions are elements of financial 
literacy building. The intent is to 
find the beginning of or start of your 
spending pattern. In order to find out 
where you need to go, one need to 
determine where you where you are. 
So, to get a bang for your buck, you 
have to get a buck first! 

Dr. Blake is a member of the Network 
Together, Litchfield Location. He 
served 13 years in the United States 
Air Force, decorated with two 
Achievement and a Commendation 
Medals for meritorious service. He 
also holds a Bachelor of Science in 
Business Management, a Master of 
Arts in Organizational Management, 
and a Doctor of Management in 
Organizational Leadership degrees from 
the University of Phoenix. Dr. Blake 
created an Actionable Financial Literacy 
Decision Model (AFDM), a design 
helping organizations and its members 
to fulfill their full financial potential. 
His article received “The Distinguished 
Paper Award’ at the Mustang Journals 
International Academic Conference 
held in Las Vegas, NV.

Dr. Blake began his venture as an 
Investment Advisor Representative 
in February 1994. As an Advisor, he 
cultivated more than $3.4 Million in 
assets under management combining 
450 accounts, while holding the 
following licenses: Life, Securities (Series 
6, 63, & 65), 401(k), Investment Advisor, 
Variable Annuities, Indexed Annuities, 
Fixed Annuities, Long Term Care (LTC), 
Debt Watcher’s, Legal Shield, and Auto 
& Home Ins. (Referral).

Developing financial focus involves enhancing critical thinking 
skills, encouraging lifelong learning, and implementing 
empowering attitudes and actions toward money.
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How Barter Can Leverage 
A Business’s Resources

by Mary Ellen Rosinski

Barter can extend a business’s 
purchasing power and financial 
reach. It doesn’t matter the size 
of a company, cash or financing 
are always in short supply. When 
purchasing - the form of payment 
is unimportant, using your goods 
and/or services is an excellent 
way to make the purchase your 
business needs. Leveraging your 
goods and/or services by bartering 
is like finding a deal on everything 
you purchase. For example, if 
your company sells a product that 
has a keystone markup (a pricing 
structure in which their wholesale 
cost is half of the retail selling 
price) then when they purchase 
with barter they essentially pay 
half or 50 cents on the dollar for 
everything they buy. 

Voilà! Instant bargain! 

Barter is the most profitable 
way of bringing in new sales and 
purchasing needed goods and/
or services, yet it is the most 
underutilized business strategy 
today.  Mainly because the problem 
with one-to-one bartering is the 
incidence of coincidence—each 
business must want what the other 
has to offer at the same time.

Today’s trade exchanges have 
solved the problem with bartering 
by creating a trade credit. A 
business lists a good or service for 

trade through a professional barter 
exchange. In return, the business 
receives a trade credit based on 
the dollar value of the good or 
service offered. It can then use 
those trade dollars to “purchase” 
goods or services offered by other 
members. It’s a simple exchange, 
but as a result, businesses access 
a rich, varied network of actively 
bartering members.

Trade dollars can be used for an 
endless number of goods and 
services, including advertising, 
accounting, legal services, 
renovations, printing, employee 
and corporate gifts, gift certificates 
and more.

Barter’s benefits extend beyond 
conserving cash; it’s also a 
valuable business strategy for 
increasing sales. In fact, companies 
are generating thousands of 
dollars in sales annually through 
barter networks today. Barter 
exchanges bring new buyers 
and sellers together, creating a 
potential new customer base for 
business owners. By heightening 
the visibility of their products or 
services to potential customers, 
many companies in turn see an 
increase in their cash-paying 
customers.

Companies using barter also turn 
what otherwise would be worthless 

capacity into a tool they can use 
to their advantage. After all, most 
businesses have excess capacity. 
A professional person has empty 
time slots. Hotels or airlines have 
empty rooms or seats. Restaurants 
have empty tables they can’t fill. 
Retail stores have unsold seasonal 
or discontinued merchandise. 
Time-critical situations are a 
great use of trade dollars. As 
time passes, excess capacity too 
often evaporates into thin air. But 
businesses in barter networks 
can barter away that capacity and 
generate trade dollars they can 
use for other needs.

Barter leverage allows companies 
to generate new business, 
conserve cash, and convert 
excess inventory and capacity 
into needed goods and services—
providing companies with a 
distinct advantage, particularly in 
a sluggish economy. Bartering may 
sound like a different way of doing 
business, but business owners are 
embracing it as a valuable addition 
to their business models.

Mary Ellen Rosinski, CPA, CTB is 
president of Tradesource, Inc. a 
Phoenix based barter exchange 
established in 1987.   
www.tradesource.net 

As business owners continue to look for ways to grow, 
many are taking a fresh look at barter as an opportunity 
to unload excess inventory, use downtime, fulfill 
operational needs, expand their reach, and make the 
investments necessary to sustain and grow – all while 
conserving cash flow.
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The Importance Of 
Finding A Professional 
Photographer To 
Capture The Perfect 
Version Of You
by Terry Brennan

My name is Terry Brennan and I 
recently relocated to the Valley – 
another invader from the East! I 
grew up and spent the majority 
of my life in the suburbs of the 
Washington D.C. area. I am a 
single father to two wonderful 
grown children, Erin and Nathan, 
who remain in Maryland. I have a 
background in medical/scientific 
research in cancer, AIDS, and 
biodefense that spans from 
the wet laboratory to program 
management. I hold an MPH 
degree from the Bloomberg 
School of Public Health at the 
Johns Hopkins University. That 
was my former career, working at 
and with the National Institutes 
of Health in Bethesda, Maryland.

The impetus for moving to the 
Phoenix area was to photograph 
and create the coffee table book 
titled “The Saguaros Speak!...” 
It was just completed and will 
be available soon and found 
everywhere (if we market it 
right)! My co-author, Anthony 
Williams, and I attended 

LeMoyne College together in 
Syracuse, NY, although he is now 
an Arizonan through and through 
having lived here for the past 18 
years. He convinced me to travel 
out on several long weekends for 
the book, eventually convincing 
me that moving here was in my 
best interest. Judging from the 
scenic beauty I’ve seen and the 
quality of the entrepreneurs 
and business owners I’ve met in 
Network Together and Eliances, 
it was a great choice.

So yes, I own a camera…or 2 
or 5! To some that makes me 
a photographer – I am not 
among that crowd even though 
my business is Life Scenes 
Photography. I had to name it 
something and while “selfies” are 
nice, they cannot fully capture the 
scope and depth of those special 
moments in life – no matter 
how many bodies you’re able to 
squeeze onto the screen of your 
phone! A camera is a tool of my 
trade and photos are the medium 
where my art is expressed. Just as 

nearly anyone can put pieces of 
wood together using a hammer 
and nails – it doesn’t make them 
a finish carpenter – so it is with 
my work. 

So why me? What is special 
about what I do that you should 
pay attention? Sticking with 
the carpenter analogy, if you 
had a project that needed a 
fence, a she-shed, a tree house, 
crown molding and custom built 
cabinets but could only hire one 
carpenter, wouldn’t you want the 
one who can do all those tasks 
from the complex to the simple? 
I have proven results in multiple 
photographic arenas including 
nature/landscapes, sports, 
musical performance, portraiture, 
wedding and corporate events. 
I have photographed many 
notable figures including Pope 
Francis when he visited the US 
Capitol, motivational speakers 
Lisa Nichols and Les Brown 
(separately), musicians Althea 
Rene, Chuck Brown, the band 
Acoustic Alchemy, 
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PRS Band, my son’s band Silence 
the Requiem, multiple politicians 
(local, statewide and national), 
fashion models, and folks like you. 
I have worked with corporations 
and mom and pops, schools and 
churches, sparkling gala events 
and solemn funerals, national 
championship sporting events 
and high school field hockey 
(among other sports). 

I cited these names not to brag, 
but just to get your attention. I 
am proud of the photos I have of 
them but not more so than the 
cherished photograph I took for 
a neighbor of her mother, the 
90-year-old family matriarch, on 
her birthday. I treat everyone the 
same—looking for that unique 
spark that is theirs and theirs 
alone! It is the stuff of emotions 
that speaks the song of their 
greatness. It’s a song we all have, 
but one that society asks us to 
tone down or mute because 
we’re supposed to “fit in!” I don’t 
want subjects who “fit in.” I am 
after that substance in you that 
reveals your passion, your joy, 
makes your heart sing! I want 
to meet who you really are, that 
genuine human being who is 
there when we drop all our public 
masks. I find that there is nothing 
more beautiful than that!

Most of us have no idea that 
we have this brilliance just 
behind our public persona. It is 
actually not very surprising given 
the many and varied roles we 
have in life. It starts at a young 
age. There are very different 
messages depending on your 
gender, family, culture, country 
and economic status. We learn 
to quickly shift between child, 
friend, and student personas to 
the point that we don’t notice 
the change. This dynamic 
continues into adulthood and 
our businesses.  

But, what if there was a way to 
drop the role masks? Imagine the 
growth in your business when you 
have undeniable visual evidence 
that unequivocally speaks the 
truth of who you choose to be 
in the world! Customers want to 
work with businesses that they 
know, like, and trust. You are that 
person and it’s time for everyone 
to learn about the secret you’ve 
unwittingly been keeping. 

At Life Scenes Photography 
we capture beauty by evoking, 
affirming and validating your 
greatness!  Need a better 
photograph? I can help!

With over 19 years of professional 
photography experience, Terry 
Brennan brings out the very best in 
his clients from families to corporate 
clients. His photographed subjects 
range from the very famous to the 
friendly neighbor down the street.
Whether you want to capture 
memorable moments, the beauty 
of nature, pictures of homes for 
sale, or the perfect head shot, 
we are your one call for stunning 
results. 

Reach out to Terry anytime to 
schedule a consultation or photo 
session.

Terry Brennan 
Life Scenes Photography
(240) 606-7246
tbrennan@yahoo.com
terrybrennanphotography@gmail.
com
http://terrybrennan.me
https : //www.facebook .com/
TBGr8Pix
https : //www.facebook .com/
TBLSPhotoBiz
https://www.linkedin.com/in/
iamterrybrennan
#terrybrennanaz on Instagram
https://www.youtube.com/user/
IamTBrennan
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What’s Your Story? The Three Key Stories You Need 
To Tell About Your Business by Don McGrath and Jim Grant

Have you ever heard that saying, 
“facts tell, stories sell?”

Well, it’s true.

You’ve probably seen it. A speaker 
gets on stage and proceeds to 
explain what they do and offer. 
They describe the features and 
benefits of their wares. And in 
the end, nobody buys their stuff. 
The problem is that we make 
purchasing decisions based on 
emotion, supported by facts, 
not the other way around. If the 
speaker does not appeal to me 
emotionally, chances are pretty 
good that I’ll walk away empty-
handed. 

Now, make me feel what it will be 
like to have your product solve 
my problem, and you got me.

The best way to stir emotions in 
people toward winning them over 
is to tell stories that demonstrate 
how your product will make them 
feel.

From years of experience 
in speaking, branding, and 
marketing, we have uncovered 
the three key stories you need to 
tell about your business, and we 
explain them below.

The first story you need to 
tell about your business is 
your WHAT story. This story 
demonstrates what you do to 
solve a customer’s problem 
or create a new possibility for 
them. Your WHAT story is the 
most fundamental story for your 
business. Without it, you don’t 
have a business.

Your WHAT story should follow a 
pattern that is typically referred 
to as The Hero’s Journey. The 
Hero’s Journey goes like this.

 The hero faces a problem 
            or opportunity
 They go on a quest to  
             solve the problem
 They struggle
 They gain special insight
 They make a plan
 They take action
 They find success
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Questions to answer to create your 
WHAT story.
 Who is your hero and what 
             was life like for them?
 What did they want?
 How did they struggle?
 What did they discover?
 What actions did they take?
 What success did they get?

An example of a WHAT story would 
be a client of mine named Tasha. 
Tasha is a videographer who has 
been behind the camera for more 
than a decade capturing video of 
some of the best speakers on the 
planet. After years of being behind 
the camera, Tasha decided to speak 
from the stage herself and offer her 
services to the audience from the 
stage. When I first met Tasha, she 
had spoken on the stage at an event 
I attended. When I spoke to her after 
her talk, she told me that she wasn’t 
having much success with her sales.
I sat with her and gave her some 
suggestions on how she might 
rearrange her talk for better results. 
She took my suggestions and 
implemented them, and the next 
time I saw her she told me she had 
sold over $20,000 of her program 
from the stage using the talk that 
I helped her redesign. Now, in 
addition to being behind the camera, 
which she loves, she has a new 
income stream that has enabled her 
to grow her company and have the 
lifestyle she desires. 

If the only story you can tell about 
your business is your WHAT story, 
you are in a precarious position. You 
have what is called a commodity 
business, where others can easily 
supply a solution to your customer 
at a lower cost or that is more 
convenient for them. When this 
happens, your customers are likely 
to jump ship.

The next story you need to be 
able to tell for your business is 
your HOW story. Your HOW story 
demonstrates what makes what you 
do special. How do you make life 
easier or better for your customers? 
Your HOW story follows the Hero’s 

Journey and the following questions 
help create your HOW story.
 Who is your hero and what 
              was life like for them?
 What did they want?
 How were they feeling?
 What did you do to make 
             their life better?
 What actions did they take?
 What did they feel?

An example of a HOW story is 
one of our clients named Angel. 
Angel came to us for help in getting 
focused on growing her speaking 
business. She had been trying to get 
traction for several years and had 
sought the help of other coaching 
programs to help her do so. She 
was tired and frustrated because 
she has problems with reading 
and writing, and in the past, other 
coaches had gotten frustrated by 
this and abandoned her. When she 
joined Speakers Pathway, what she 
found is that our team doesn’t get 
frustrated, but instead takes the 
time to try and explain things in 
different ways or provide examples 
that helped Angel get results. Angel 
has now booked paid speaking gigs 
and is taking her business to a whole 
new level.

You can have a good business with 
a WHAT and HOW story only. 
To make your business GREAT, 
however, you also need a strong 
WHY story. Unlike your WHAT 
and HOW stories which are about 
customers, your WHY story is about 
you. It is WHY you do what you do 
the way you do it.

Your WHY story follows the Hero’s 
Journey and the following questions 
help create your WHY story.

 What was life like for you?
 What problem did you 
             discover?
 How were you feeling?
 What did you discover?
 What actions did you take?
 What has this meant to you 
             and those you serve?

For us, we were frustrated by 
what we saw at several speaking 
academies. We saw people paying 
thousands of dollars, yet not getting 
results. We decided to come up 
with a better way. That’s WHY we 
created Speakers Pathway Coalition, 
and now we offer affordable training 
with ongoing coaching and support 
to help people finally make progress 
in their speaking business. 
Now you know the three stories you 
need to tell for your business, and 
you have tools to help you create 
them. So, get busy and tell your 
stories. End of story!

Don McGrath, Ph.D. is an award-
winning author and speaker, having 
written 50 Athletes Over 50, Vertical 
Mind: Psychological Approaches 
for Optimal Rock Climbing, and The 
Climb: A Leadership Fable About 
Navigating Challenging Change. As 
Co-Founder of Speakers Pathway 
Coalition he now shows others how 
to grow their business by writing 
their book, speaking, and establishing 
themselves as an undisputed expert. 
You can contact Don via email at 
don@speakerspathway.com.

Jim Grant founded and owned a 
manufacturing business that earned 
a ‘preferred vendor’ status with 
many Fortune 500 Companies. 
After 31 years, (3 Active Duty and 
28 Reserves), he is a retired US 
Army Master Sergeant and Vietnam 
Veteran. During his military career, 
Jim became a US Army Certified 
Instructor, Regional Area Manager 
(RAM) and Course Manager. He is a 
Lifetime Member of the famed 95th 
Training Division, VFW and a founding 
sponsor of Army Historical Foundation 
and Museum. He is the co-founder of 
Speakers Pathway Coalition and in 
addition to wearing many hats, he is 
the host of a “LIVE” weekly radio show 
“Your Future Is Now” that is available 
on podcasts and iTunes. The show 
receives thousands of downloads a 
day. Jim has over 25 years of speaking 
experience.
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