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Praise for The Accidental Millionaire

"Up front, powerful content on achieving success
from a dynamic lady. Get it!"

- Randy Gage Author, '"Prosperity Mind'"'

“There is no accident about this millionaire. Study, watch
and learn the principles for your own success!”

- Ruben Gonzalez, three-time Olympian,
author The Courage to Succeed

“Explosive success will be no accident when you read The
Accidental Millionaire. Stephanie proves that you might
stumble into success or you can follow a strategic plan and
become wealthy with precision and speed. Stephanie really
delivers with practical steps to follow, insider secrets and

a huge dose of inspiration. Listen to Stephanie, and watch
your profits grow!”

-Christina Gage and Shelly Gore,

Founders of MillionaireWomen.com

"The wisdom Stephanie shares in this book will make

a positive impact on way you live your life. It’s like having
your own private, personal Mentor, and a must read for
anyone who's ever asked How can I get more out of life?"

-Gregory Scott Reid, #1 best-selling author,
The Millionaire Mentor

“Success, like great publicity, requires tenacity, vision, and
endurance. The Accidental Millionaire shows you how to capture
all of these qualities to create your dream life. Read this book!”

- Jill Lublin, Author Guerrilla Publicity and Networking Magic
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“If you're an entrepreneurial mom looking for that magic gift of life
balance, you need to read this book. Not only does Stephanie
inspire and motivate you through her personal story, she teaches
you the exact steps you need to take to achieve life success.”

-Kristie Tamsevicius, Founder of Webmomz.com

“There are very few individuals who I feel have it all! Stephanie
Just happens to be one of them. In this book she openly shares
with you her depth of wisdom, knowledge and passion -

no one should be without it.”

-Ken Keis President, Consulting Resource Group Int'l Inc.

— The Global Leader in Personal and
Professional Development Resources

“I have these big dreams for my company and sometimes I feel
scared. Stephanie's book helped to feel grounded and to make
decisions based upon my values. I feel more confident now to trust
myself, to use my talents to the fullest, and to go ahead and create
something wonderful.”

-Rebecca Kochenderfer, Chief Executive Officer,
Homeschool.com, Inc.

“Using the principles in this book, I've been able to help grow a
business from zero to over 4 million dollars in just 3 years

and enjoy myself along the way!”

-David Koons , TruePoint Training -

""Be more than a Possibility!"

“Nothing has compared to the step by step plan this book has
given me. My sales have doubled, opportunities come in
daily, and I feel in total control. Thank you!”

- Lori Mackey, Prosperity for Kids

“If you want to build your organization, fuel your soul
and ignite your passion, read this book!”

- Jane Deuber, President Direct Selling Women’s Alliance

“To follow the path:
look to the master;
follow the master,
walk with the master,
see through the master,
become the master.”

- Modern Zen Poem



Dedication

“I believe in you.”

Those four little words are like magic dust, helping me to
move forward in times of triumph and fear.

I’'ve heard those four little words over and over for the past 10
years now. The words come from the heart of my husband
Alan, who utters that one little sentence every day, at the end
of phone conversations, before going to bed, and whenever I
seem to need it most. They are the words that let me know
that there is someone in this world who thinks I am special.

Alan has been there to do laundry when I’'m too busy, to cook
when I forget to eat, and to encourage me to write when it
feels scary. He builds shelves for my books, washes my car
and fills my tires with air. He makes printers print in our
office, buys groceries for us and dog food for the pets. He
installs bird feeders by the pond, Christmas lights around the
house and keeps logs stocked for the winter fireplace.

It is a blessing to be so loved — one that I do not take lightly.
Alan Frank, you have helped me to restore my faith in myself
and in the power of love. I adore you. You hold my hand
and never let go. Without you, this book could never have
happened. Thank you for everything you are, and everything
you do.

I believe in you, too.

All my love,
Stephanie
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About The Author

For over 15 years, Stephanie Frank has been helping people
turn their dreams into profitable businesses. She has inspired
and led thousands of

entrepreneurs down the path for abundant wealth. As a
professional small business improvement specialist,

she has toured the world teaching marketing, business
systems and decision-making strategies to people from
companies large and small. Her motivational personal story
of rising from a college dropout to a multi-million dollar
business owner at the young age of 22 has inspired people
around the world to grab hold of their dreams and make
them a reality.

Entrepreneurial Lessons From the Trenches

Her compelling journey of triumph over fear, setbacks and
job burnout led her to develop a well balanced approach to
work and life. As her own wealth grew, she discovered the need
for leveraged income - money that flows regularly whether or
not one is "working". This led her to a fascinating exploration
of real estate, stocks, network marketing and the Internet as
possible sources of ongoing income. Stephanie personally
earns leveraged income through each of these areas.

Stephanie brings her own brand of humor, excitement and first
hand knowledge to her speaking, coaching and
educational programs. She is an expert communicator, able
to take complex technical issues and reduce them to words that
the average person can easily understand. In her
down-to-earth, approachable manner, Stephanie delivers
power-packed programs with impactful metaphors, analogies
and humorous true stories.
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14 The Accidental Millionaire

Empowering Entrepreneurs to Change the World
Stephanie is a champion for small business owners (she calls
them Lifestyle Entrepreneurs) and a staunch supporter of the
empowerment of people everywhere. She has coached people
around the world in success strategies, life balance, and small
business literacy. With years of experience and million dollar
empires under her belt, she is uniquely qualified to teach
people how to create the rich life they deserve. Stephanie is the
author of the popular "Solving the Mystery™ business
development system, which includes the popular Instant
Internet Marketing Plan™ , and modular growth strategies
for small business entrepreneurs.

No other author/speaker blends this powerful mix of both
visionary and practical tools to help people create an
extraordinary financial and personal future. Recognized as
an industry icon and a true advocate for the empowerment of
the entrepreneur, she has a passion for helping people become
wealthy in their own businesses. Stephanie helps people craft a
compelling vision, improve their bottom line month after
month, and create a business that gives them a life.

Stephanie is available for speaking engagements and appearances.

For more information and a speaker packet, go to
http://www.StephanieFrank.com

Foreward
September 21

It is my birthday and I have flown to Maui, Hawaii to create the
text that will become this book. For months, I'd been working
to create a “how to” reference, one that would help people to
build a million dollar service business. Each step
of the way, my editor and trusted advisors turned to me after
review and said, “where’s your story?”’

I didn’t want to write my story. “After all,” I thought, “who
wants to hear about all of that drama in building a business?”
Luckily, so far the drama has a very happy ending. I hope that
somewhere in there you see a bit of yourself and know that you
are not alone, that you can have those things you have dreamed
about.

But write the story I did. In full. It includes many insights into
the different elements and passions that make up my life and
business, and I'm sure they are in yours as well. One of those
passions is animals. Throughout the book, you will see
references to many animals as guides that flow into and out of
our lives. For most of us, they represent nothing more than a
moment in time. For me, animals represent signs — signs of life,
of lessons and enlightenment. I’d like here to share some of
that enlightenment with you.

While in Maui, I literally threw away the original manuscript
and started over with a blank page. As I sat contemplating the
first words on paper, sitting on the hotel balcony that first day
overlooking the ocean, I looked up just in time to see a beautiful
dolphin, playfully jumping in and about the ocean waves.

15
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As I said, animals mean a lot to me, and I take notice when 1
see them. According to ancient Native American teachings, a
dolphin literally represents “Manna” or life force. Dolphin is
keeper of the sacred breath of life and teaches us how to release
emotions through breath. I knew in that instant it was time for
me to get started. 1 took a deep breath and began writing.

Through the process, many other animal teachers came to assist
me. Living in the Phoenix desert, I would often look up to the
skies to hear the cries and caws of eagles, hawks and ravens, the
essence of spirit, messengers and magic. I found two snakes,
the sign of transmutation, in our backyard. =~ When I was
having trouble writing, or the text I was writing didn’t seem to
flow like I wanted, I would often look out my window to see
rabbits, a sign of fear, scampering across the land. Wolves,
spiders and lizards appeared, the signs of teacher, weaving and
dreaming. At a time when I was being very hard on myself, a
packrat appeared in the garage in our home, a sign of scrutiny,
and created a mound of objects stolen from other locations in
an old couch.

Toward the middle of the text, at a time when I was feeling
vulnerable about my message, a beautiful orange dragonfly
appeared and perched itself not two inches away from my face,
atop a beautiful plant. The dragonfly stayed perched while I
got an extremely close look, and remained in his
position for what seemed like an eternity. Dragonfly, the
messenger of wisdom and enlightenment, had come to assist
me in moving forward. Later that day, a hummingbird, the
symbol of joy, made its presence known while hovering in front
of my face.

Many other beautiful animals came to visit as I continued to
write. Toward the end, I dreamed of butterflies, the sign of
transformation. After all, who can write (or read) a book and
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not be transformed in some way? Most days, while writing
quietly, my two beloved dogs sat by my side. Always ready to
“go to work,” my little companions waited patiently while my
fingers moved over the keyboard of my computer. Dogs, the
symbol of loyalty, are considered the servant of humanity, of
serving others. In so many ways, it is my sincere wish that this
book serves others as it has served me — to deliver the message
of freedom, of hope and enlightenment and as a
call to action for those who have been unable to find joy in
their lives.

In the last hours on the last day of writing, the unmistakable
wingspan of a huge bird caught my attention. Seven months
earlier, upon moving to our current home in the desert, we had
lived in a place where large Blue Herons gathered
frequently. I would go to the water’s edge and view these
spectacular birds, a sign of self-reflection. When we moved,
I missed these beautiful creatures, and wished for a Blue Heron
to grace our land and make its home near our pond. No such
thing had happened for months. And then one day
it did. The majestic bird soared over our pond, landing on
the water’s edge while I was writing the very last chapter
of this book.

Blue Heron, according to ancient wisdom, is the power of
knowing yourself by discovering your gifts and facing your
challenges. It is the ability to accept all feelings and opinions
without denying any emotion or thought. Blue Heron is a
messenger, asking you to follow your intuition and love the
empowering journey of self-realization.

What does this have to do with being a millionaire? For you,
maybe nothing. For me, animals are the essence of peace —
of a life that is surrounded by the creatures of the world, each
bringing a message. One of the most powerful messages they
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will ever bring is the reminder that you are living your life —
a journey into your own soul. You have a choice in how you
live each moment, and I hope you will choose success, peace,
love and happiness.

That is exactly what I’ve done, and what I ask of you now.
Live, learn and pass it on.

I believe in you.

Stephanie

From the Desk of Stephanie Frank

I remember it like it was yesterday.

I hear my late father's deep voice singing the song "The
Impossible Dream" from the Man of La Mancha. The way he
sang the words to this song - strong, solid and resolute, as if
they were the motto of his life, left an impression 1 will
never forget.

My father was an entrepreneur...and I am too. So are you.

As entrepreneurs, we are completely UNemployable. Even if
we wanted a "regular” job, we wouldn't be able to get one. Not
because we don't have skills or intellectual capacity required.

Nah...

We're UNemployable because our valued freedom has become
the number one priority in our lives. How could you have
freedom when you have a boss that tells you when to use the
bathroom, when to go on break, go to lunch, stay late, come
in early, work hard, and then puts a cap on your income? How
could another person decide how much you are worth? Aren't
you worth MILLIONS!???!! Of course you are!

You are a human being, with your own set of unique skills,
experiences and desires. Why aren't you using those skills to
create income for yourself so that you can pursue your own
goals and dreams, no matter how impossible they may seem?

Maybe you just don’t know how or maybe you’re afraid. I
understand. I've been there too. Building two multi-million

dollar businesses has its ups and downs, challenges and heartaches.
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But through it all, I discovered a system. Several, actually.
Systems that all work together - that I am sharing with you now,
so that you can live your dreams, be empowered and change
the world.

I believe in you.

Stk
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for you is great. Randy Gage, you challenged me
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constant learning library and I thank you.

Finally, to a role model who I cherish because part of you is me
— my father Mike Lewis. You introduced me to the
entrepreneurial life and while you never found the prosperity
you sought, I want you to know I was always watching and
learning. You taught me well, Dad, and I know you are with
me always.

Introduction

Writing this book was not an accident, however, making
millions in my business was accidental. You may have a
difficult time understanding that statement. Surely, you think to
yourself, anyone who obtains a million dollars doesn’t do it
simply by chance. Or, you may believe that this book is all
about dumb luck. Well, let me assure you that nothing could be
further from the truth. In this book I will share with you the
many valuable lessons I learned along the road to wealth, show
you how to travel that road without losing your way
and ultimately, how to live the rich life you’ve always
dreamed about - financially, in love and in happiness.

You see, I didn’t have a golden trust fund, high level education
or angel investors. The truth is, I dropped out of college to
pursue the things I was passionate about — the areas of my
life that I discovered an aptitude for, and those areas ultimately
led me to success. I guess you could say I did things the
old fashioned way — I asked a lot of questions, made a lot of
mistakes, and learned from those who were wiser and more
knowledgeable than me.

Overall, my schooling didn’t really make a difference in my
success. The concepts that I'm going to talk about in this book
are things you don’t learn in school. None of my schoolteachers
ever told me how to breakthrough my fears, discover my
limitations or develop a mastermind for success. School only
taught me to fight, claw and scratch my way toward their
definition of success using my own personal and unique skills.
School forced me into developing my weaknesses and left me
on my own to determine my personal strengths and gifts. To
this day, I still have those same weaknesses, though I have now
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learned how to work with others who have complementary
strengths, soar with my own gifts and abilities, and overcome
any obstacle in my path.

Most people believe that if only they had a million dollars all
their worries would end forever, but that’s not the way real life
works. Having a million dollars brings with it a whole new set
of challenges. Suddenly you have more friends than you ever
knew. Family members develop needs. And you have to
develop money management skills. While making the money
is important, it’s your personal development and ability to keep
it that is the real trick. They don’t teach you that part in
school either.

Throughout my story you may see yourself. This book may
serve as a reflection of how you think. It can reveal possible
barriers to you, (even if you don’t believe you have any),
barriers in your own personality that could be keeping you from
realizing your ultimate dreams and discovering your
true potential. By deciding to read this book, you’ve
“accidentally” placed yourself on the road to your first million
dollars, but the rest is up to you. Was it really an accident?
I don’t think so. It is my sincere wish that you gain from my
story what you have missed in your quest for success.

I wish for you to Intentionally be the next “Accidental Millionaire.”

My Trip Down the Stairs

“Pity the man who inherits a million and isn't a millionaire. Here's
what would be pitiful: if your income grew and you didn't.”
-Jim Rohn

The moment is frozen in my memory like a movie, perfectly
preserved and stored, able to play out in the screen of my mind
at a moments notice. Even now, years after that day, a lump
rises in my throat at the mere thought of sharing it with you.

But I will share, because it is important.

The story begins innocently enough. Like many young
people, I left college to enter the working world full of
hopes and dreams of wealth and success. In my quest for a job,
I sent out resumes and requested work in the field of
computers. Why computers? Well, I had discovered that I had
taken a liking to the study of computers and especially
personal computers and software. I also found that not only did
I enjoy it, I had an aptitude for computers that had gone
undetected throughout my school years.

Fortunately, one company gave me a chance. I picked up and
moved to another city, got an apartment and went to work as a
software training manager. Days, weeks and months passed as
I enjoyed my new position teaching software applications to
customers of the computer company. I watched, listened and
learned, intent on providing the best training possible for my
customers. My spare time was spent learning new software
programs and tricks to make it easier for my students to utilize
the tools of their computer.

25
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A few months into my job, my boss called me into his office
and laid out something I'd never seen before. In front of me
was some new kind of software, cables and hardware designed
to create a personal computer network. It was the newfangled
way of connecting smaller computers together, just like the
large computers of the past had been connected.

I immediately saw a trend. If I could just start to understand
this computer networking thing, it could really lead somwhere.
Plus, 1 was intrigued by the thought of entire companies
connecting their computers together. The year was 1985 and |
had no idea the magnitude of the “trend” I thought I saw. The
Internet had not yet formed in the way we use it today, and most
companies still used mainframe computers exclusively for
computing power. [ couldn’t shake the idea that I was
supposed to pursue this line of work, even though I didn’t
exactly know what “it” was.

As a kid, I had always been the troubleshooter of my little
group of friends. Many times I was called on to solve a
mystery involving some kind of emergency — whether it was a
wounded animal or a broken bicycle. Solving problems was
my passion, and I often stuck with it until I understood the
subject’s inner workings before moving on. Little did I know
that the very inquisitive little kid in me would become the
foundation for my entrepreneurial adventures to come.

Faced with the computer networking puzzle my boss had
presented me, I immediately went to work. But this problem
was a little bit harder to solve. Actually, it was a LOT harder to
solve. Each time I thought I understood how computer
networking worked, something new would come up and shake
my confidence. For 6 months I struggled, simply trying to get
two computers to talk to each other through the maze of
network cables. I stayed late and came in early. I read the
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technical manuals and called for help, each day becoming a
greater challenge.

Driving back and forth to and from work each day, my mind
raced with negative thoughts. “I’ll never understand,” I told
myself. “What was I thinking?”” came the question in my mind.
“What makes you think you could really be good at this
computer networking stuff?.” I thought to myself “You dropped
out of college and you don’t even have a computer education.”
But somehow, just somehow, I knew the answers would come.
Or maybe I just hoped for them.

The pursuit of success was becoming unbearable, and my neg-
ative thoughts had taken over. Finally, driving home from work
one day in tears, I decided to give up. I had struggled enough
and I had come close, but the network still wasn’t working, and
I didn’t have the answers.

Though I felt like I had failed, deciding to give up the struggle
would be one of the most important foundational lessons I
would learn in my life. I slept really well that night. The
next morning I woke up refreshed, rested and clear-headed
for the first time in months. But something was different —
something I didn’t immediately recognize. Little things came
to my mind, little bits of information I hadn’t thought of before.
These little things were the beginnings of the answers I had
been pursuing so hard over the preceding months. As I dressed
for work, more information came to me.

On the drive to work, magically, everything clicked into place.

The answers I had been looking for were right in front of me!
I shook my head and laughed with delight. By deciding to
eliminate the struggle, the answers came so easily! 1 would
later learn all about the subconscious mind and how it works,
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but that day, all I knew was that I had the answers and I could
create my first network.

Soon, I began putting together more and more complex
networks, solving problems and working with larger
companies. Each challenge was a little bit different, and
the technology was ever-changing.

It was about this time I met the man I would marry. He was
older, much older than me, but I didn’t give it much thought.
He knew things — he was smarter, more worldly and wiser.
A good mentor, I thought. He had me really fooled, but I
wouldn’t find out for years to come. Our marriage would be the
challenge that almost defeated me.

At the time I met him, I was the leader of my life. I was
moving up in my career, becoming an expert in my field and
loving every minute of it. We decided to start a business together
and I was ecstatic! Having my own business was something
I’d always wanted to do, but I thought it would happen much
later. I was 19 years old at the time.

We sat down to make our first business plan. Consulting,
training and computer sales would be part of the company, as
well as networking contracts, cabling and other services. We
worked throughout a long weekend to put the finishing touches
on our complete plan. It looked great and we went to work. |
felt like I had finally found my partner, mentor and friend who
would support me as I made progress toward what I knew
would be a fantastic, profitable and prosperous future.

We worked very hard the first couple of years. In fact, we
worked so hard that we put off our wedding plans just to make
the business grow faster. Soon, we had developed expertise, a
loyal following and a great group of clients. I went to work
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understanding business issues, organizational development,
planning and structure, all while continuing to be the head technical
person at the company. My partner and husband-to-be was in
charge of making the sales, creating the relationships with the
customers and being the all-around head of the company.

What motivated me? Truthfully, it was solving problems
for my customers that proved to be the most exhilarating, moti-
vating aspect of my business life. [ would later learn
that solving people’s problems is the basis for all successful
businesses, but I didn’t know that at the time. I just thought
I was having fun and getting paid for it.

We developed a technical specialty niche working with police
departments and municipal governments. When we had suc-
cess at one location, the word spread and soon we had over 100
cities calling us for technical support, networking and
computer assistance. The company blossomed, making its first
million within three years, and almost five million within the
next five years.

We worked hard on building our business for those five years.
Then we set a date for our wedding, and began to make plans.
We invited over 400 guests and had a beautiful party, with lots
of fun and family around us. By the time it was done, I was
smiling on the outside, but truly crying on the inside. You
see, my plans for the mentoring, supportive husband I was to
marry began to go awry quite awhile before the wedding
was held.

In the months before our wedding date, my partner began to
show more of his true self. Becoming angry, jealous and
bitter, he began to chip away at my personal achievements as if
they were a deliberate attack on his own self-esteem. He was
especially upset when I earned the title of Network Engineer
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with a major company, an accomplishment I had devoted time
and effort to achieving. I was one of the very first women in the
world to receive this designation. I was so proud of myself and
eager to share the joy. I wanted to celebrate!

A wonderful event was held to honor the accomplishment. But
the celebration was short and swift and I came home in tears. |
spent much of the celebration night in the ladies room, drying
my eyes. My husband had begun his campaign to crush my
confidence and self-worth. I felt horrible, but attributed his
attacks to the long days of work and the exhaustion of working
hard in a growing business.

I couldn’t have been more wrong.

In the days and years that followed, the incidents became
worse. Verbal attacks became physical beatings and each day
became a challenge of figuring out how to react to threatening
situations. Working and living with the same person who
betrayed me became a constant activity of positioning myself
in a location where he was not present, and I became more
absent from work and life. My personality became much like
an empty shell, as my body simply went through the daily rou-
tine, struggling for simple survival. Here I was with the gifts
of troubleshooting and problem-solving, and now I had a prob-
lem that I was unable to solve.

Reading this you must wonder how someone so in charge of
her life suddenly became a slave to another person’s will. It
happened slowly, subtly, and over an extended period of time,
as most people who have been in a similar situation will tell
you. First, he chipped away at my sense of self-esteem and
then ruled me by creating fear. Like the approach taken by
many abusive people, the verbal attacks came first so that when
the physical attacks began, I almost felt I deserved it. Hard to
understand, I know, but that’s how it was.
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The whole time this was happening in our private life,
publicly we were running a very busy company. My desire to
produce excellent results for my customers intensified and my
working hours got longer and longer. It was ironic that I had
such a hellish personal life and then went to work at my client
police departments and city governments every day. The secret
life I was living was becoming unbearable. However, my loy-
alty to my customer base was so strong that I was willing to
work through personal pain so I could be of service to them.
Once again, I was influenced by a dichotomous belief that I
must persevere under absolutely any circumstances. It was
embedded in my brain and I believed it fully.

I started to consider my purpose in life. What was it? Why was
I'here? What was I supposed to do with my life? What was my
mission? What was my passion? I had no answers — only
questions. Soon, I began to understand that my passion and my
gift was troubleshooting — whether with computers or in my life
—I'loved to solve problems and teach others to do the same. So,
passion down, purpose and mission to go. Eventually, I
discovered something about my purpose that I would like to
share with you. Many books, papers and words have been writ-
ten about finding your purpose and while most of them are very
good, I think they’re way too detailed. You see, I believe we
were all put here for the same purpose — to make ourselves
happy. Yes, I said make ourselves happy. I can hear people
now saying “well, that’s really selfish,” but to me it makes
sense. I bet if you think about it for a while it will make sense
to you too.

When you’re happy or doing things that make you happy, life is
much better, simpler and whole. Think about how a parent
relates to a child. If the parent is happy, the child is happy. If the
parent is unhappy, the parent passes that onto the child who in
turn passes it on. It’s the same way in all of our lives. Many of
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us try very hard to make others happy, which in and of itself will
not work. If you are not happy, you cannot make others happy.

That brings me to the concept of personal mission. If your pur-
pose is to be happy, then can your mission be just as simple? I
believe so. It may be controversial but I’ll state it this way —
your mission is to serve others. How you do itis up to you. It
is basic human nature to want to be helpful in some way — to
serve and to be appreciated for that service. Maybe you want
to help the homeless or build a school. Maybe you want to
work with animals or plant trees. In my current line of work
helping people all over the world with their businesses, I have
seen firsthand the inner desires of men and women searching
for their purpose and mission. No matter what language,
nationality or cultural differences people may bring to their
work, the basic premise is the same — it’s human nature to want
to serve.

These are the revelations I had while in the midst of my own
personal crisis. As I began to truly contemplate these ideas,
it became startlingly clear to me — I was living neither my
purpose nor my mission in the way I wanted. While I was
solving many problems for people and making lots of money,
what I really wanted to do was spend more time empowering
others to solve problems for themselves. I wanted to get away
from my horrible marital situation. And I wanted to make
myself happy.

Now all I needed was a way out.

The first seeds of an escape plan planted in my mind and began
to germinate. I was already a Network Engineer and the next
logical step would be to get the training and certification to be
able to train other engineers to do technical work. It would
require some education, but most of all, it would allow me to
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travel and empower others to solve problems, which I had
determined would really make me happy. “Plus,” I thought to
myself, “it would force me to be away from the situation at
home while I figure out my next steps.” It seemed crazy to me
that I was trying to plot a way out of my own company, but
that’s the truth. I didn’t know how to take the next steps in
becoming a trainer, but finding out about how to do that was
easy — I just made a few phone calls, asked questions and deter-
mined what needed to be done.

Leaving my business, my husband and my customers was a
much different matter. Because of the secret nature of my
situation, no one, not even my closest family members knew
exactly what was going on. I felt alone. I was afraid. But I did-
n’t let that stop me. I told my husband of my plans to take the
next career step which involved traveling and using my new
skills to teach others. And as expected, he was not very support-
ive. I spent more time away from home and traveled to as many
conferences and educational venues that I could while I was
struggling to figure out what to do. I did not see a clear way to
extract myself from the situation without losing everything I
had. Isecretly prepared for the worst while hoping for the best.

That fateful September day, a Saturday, started out like most
others. What happened next was something I could have never
truly prepared for. It was the moment that changed my life
forever. Tensions in our house that day had mounted as a
multitude of past events brought my husband’s anger to a
boiling point. I had just returned from a trip where he had been
unable to reach me by phone. He was past angry — he was
furious. I calmly went about my day, simply trying to stay out
of his way while he fumed and spewed insults at me. In the
afternoon, I was on my way to my upstairs office to check email
on my computer, when I heard thundering footsteps racing up
the stairs after me. In a blinding flash, he had his hands around
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my neck. He picked me up, screaming insults, and threw me
down the stairs. At the bottom, he found me again, took me
again by the throat, and pushed me out the door of the house,
down the cement stairs and into the driveway. A single shove
and I was down for good, in the driveway, unable to move.
With that he turned, ran back up the stairs, slammed the door
shut and locked it behind him.

It was time for me to make a decision.

Have you ever been at a crossroads in your life? This was
certainly one of mine. I sat up, injured and afraid, and
pondered my next step. On the one hand, I could go back into
the house, apologize, and smooth things over like I had done
hundreds of times before. On the other hand, I could just leave.
I sat and looked at the back of my car, thinking about a secret
ignition key I had hidden there just weeks before. If I wanted
to go, now was probably the time to do it. In an instant, it
seemed like the decision had been made for me. I wanted
freedom and I was staring it in the face. What would I tell my
customers? How could I face my employees? My family?
How would I ever get through the embarrassment of telling
people what happened to me? All I knew was that in that
instant, I had gotten exactly what I had been asking for — a way
out. It certainly wasn’t the method I was looking for, but it was
a way to freedom and I would take any path that was presented
to me.

As he watched from the window, I slowly got up, went to my
car, retrieved the hidden key and started the engine. Ilooked at
him when I put the car in reverse and I saw the surprise in his
face. When I backed out of the driveway, he came out of the
house, fists raised, threatening me with sheer disbelief and
shock in his eyes. I had broken free. Now what? 1 left the
driveway and kept going.
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When I reached a safe distance, I called my sister. “I’m coming
over,” | said slowly. She said, “Are you okay? You sound
funny.” In that moment, everything came out. I told her about
my past experiences and my current situation. I told her I was
injured and how it happened. I sobbed as I told her how
embarrassed I was and how I had left with nothing except the
clothes on my back and the money in my pocket.

“How much money do you have right now?” my sister asked.
“I have twenty bucks in my pocket and nowhere to go,” I told her.

“Can you make it here? Are you injured badly?” she asked
quietly. My sister lived 90 minutes away by car.

“It hurts, but I think I can make it,” I replied, still sobbing.

“T’ll make some coffee and wait for you. And Stephanie, I love
you.” Those words were the sweetest words I’d heard in a very
long time. I knew in that moment that no matter what, I was
going to be alright. Everything was going to be alright.

*
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Something Successful To Think About

Living Your Purpose and Mission - A Three Step Plan

“What am I here for? What is my purpose?”’ There have
been hundreds of books on this subject and it is an
important and debatable one. Suppose I told you that
your purpose on this planet was to serve other people.
What does that mean to you? How does that make you
feel? Does it bring up more questions in your mind?
Does it make you nervous? Does it make you feel
important?

I believe our purpose on this planet is to do the things that
make us happy. If you doubt the importance of
this consider the following: Have you ever been to a
restaurant where the waiter or waitress was not
working in a place that made them happy? You can
tell immediately and it affects your experience for the
whole meal. The same goes for your personal life with
your spouse, kids or significant other, co-workers, etc.
Did you ever feel completely stressed out (because you
weren’t making choices that reflected your values) and
yell at your kids? Did that make you happy?
Probably not.

If purpose is what you set out to do when you are happy
and serving others, then mission is how you do it. How
you execute your mission is influenced by your person-
ality, your gifts, and your beliefs.
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Step 1 - Decide to Live Your Purpose

My purpose in life is to be happy. In order to be happy,
I must live congruently with my values and goals and
make good choices that honor my personal values. When
I am happy, I can fulfill my purpose and mission.

Step 2 — Decide to Live Your Purpose and Mission

My mission in life is to serve others. In order to serve
others, I must discover and gain knowledge in the areas
that interest me. By doing things in which I have
interest, I am fulfilling my purpose to serve others.

Step 3 — Develop Your Gifts
What are my unique gifts?

You are a special and unique human being, and you bring
something to this place that no one else can bring. Your
job is to discover those things that are uniquely your
gifts. For some people, the gift is obvious. Children who
choose early in life to play an instrument, dance, draw or
develop some other gift or skill may cultivate that
throughout their entire adult life and seem to have
clarity of mission. Many of us are not inherently born
with the focus or the ability to pinpoint exactly what
makes us special. Others do not accept or recognize their
gifts — instead they fight to develop something that they
think will bring them better results, either personally,
professionally or financially. The truth is that when you
discover your values, know yourself and develop the
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gifts that are congruent with your values, you find
peace and energy in being happy while serving others.
This constant inflow and outflow of energy — energy
that you both give and receive from others - creates
harmony and happiness in your life.

Go to www.AccidentalMillionaire.com to get:
* “What am I here for?”’ Personal Purpose and
Mission Worksheets
* Discover Your Gifts Worksheet

Or need some clarity for yourself? Visit
www.MyClarityConsult.com now and speak to

one of our success strategists right.

Getting Back Up Again

"The indispensable first step to getting the things you want

out of life is this: decide what you want."
—Ben Stein

As I drove into my sister’s driveway, she was waiting for me.
Tears streamed down her face as she saw me, injured and
defeated, hardly able to move. I was tired and embarrassed.
This was not the way I wanted to present myself to my
little sister.

“Come on,” she said, as she took me by the hand. “It’s
warm inside.”

We walked together into the house without speaking. Words
just simply weren’t appropriate for the moment. She helped me
get into some fresh clothing, helped me clean up and gave me
some fresh coffee. A soft pillow and warm blanket was what I
needed and she knew instinctively how to make me feel safe.
That night, I slept deeply for what seemed like the first time in
years.

The next morning, she told the rest of my family the truth about
my situation, that I was safe and resting comfortably at her
house. I knew the next call would be mine to make — to my
lawyer. I was shaking as I picked up the phone and made the
appointment. The very person who would answer the phone
would be my own mother. You see, my mother worked for the
law firm where my attorney was a partner, and she wanted me
to come in —right away. 1 did, wearing my sister’s clothing and
trying to cover up my injuries. That same day, I filed divorce

39
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papers and gave up my interest in the business — the same busi-
ness I had worked so hard to build.

Why am [ telling you all of this? Some might say I want you
to feel sympathy but that is simply not the case. I am telling
you this because I want to show you, through my story, that
every person has a choice. Through my life and experiences,
the ups and downs, I have never once said “why me?” and pre-
tended to be a victim of circumstance. Even in this situation, as
unpleasant as it was, there was a lesson and a reason for the
experience. Just as whatever you are experiencing today could
be positive or negative, or some combination of both, you expe-
rience a situation so that you hopefully will become a wiser,
stronger person. Either way, you choose how you experience
life. Personally, I believe that there really is no positive or neg-
ative experience — it simply is what you make of it. Having said
that, I'll ask you - What are you learning from today’s experi-
ences? Have you ever really stopped to think about why things
are happening to you? Have you ever thought how your cir-
cumstances might be serving you in your life? My choice at
that time was to leave my life behind and build a new one. As
painful and difficult as it was, it was the right choice for me.
You also have a choice in every aspect of your life — always.
Your ability to choose your reaction is really the only control
you have in your life. You can’t control others — you can’t con-
trol circumstances. But by taking control of your choices, you
can create miracles for yourself and others.

Several weeks into my new experience, the full impact of my
decision hit me. I had no place to live, no income and no busi-
ness. My first action was to find an apartment. Second, I decid-
ed to rebuild my life and continue on my career course.

Notice I said decided. See, I had something going for me in
that moment that many people don’t understand. I had already
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generated millions in my business — I knew I could do it again.
No matter what happened to me, no one could take away my
foundation for million dollar thinking. Making a decision to do
something or be something was the first step, and I already
knew that.

You’ve probably heard people say things like “think positive
thoughts,” or “use affirmations” or maybe even “act like you’re
already wealthy.” That always bothered me. If someone is try-
ing to act wealthy, how do you know what to do if you’ve never
been wealthy? It never made any sense to me, and it still does-
n’t today. What I do know, however, is that if you decide to
be wealthy, resolute and envision the end result, you will find
the way.

Most people get really caught up in “how” to do something.
Because they don’t know how to get to the end result, they
make excuses, get caught up in frustration and defeat, and never
reach their goal. Million dollar thinkers don’t do that. Instead,
they make a decision, create their vision and set out to realize
the dream. And I was already a million dollar thinker. All I
needed now was a vision and a plan.

As I sat on the couch at my sister’s house, I began to allow
myself to dream just a little bit. I asked myself questions like
“What if I had all the time and money in the world?” “What
would I do?” Ideas came to mind and I started writing. Soon,
the trickle of ideas became a flood, and I found myself filling
up pages and pages of big-thinking thoughts. After all, I had
nothing to lose so I figured I might as well think big!

I imagined my vision for the future: my future, starting today,
with the power of choice with me at all times. I imagined
myself taking responsibility for my choices and creating a per-
sonal world that suited me in ways I’d always dreamed of. As
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I continued writing, elements of my passion, troubleshooting and
teaching, began to surface. “Become a professional speaker”
made the list, along with “write a book™ and “travel the world.”
“Create passive income” made my list and made me smile,
knowing that there must be some way I could bring in money
while I slept instead of having to work as hard as I had for the
past years.

I envisioned and imagined myself on a public stage, delivering
information to audiences all over the world. Iimagined myself
as a conduit, empowering others to learn and teach and contin-
ue the process for other people. I saw myself in a cozy, com-
fortable home with a kind husband and animals everywhere.
Since I love animals, I stayed on that vision for a while, imag-
ining exactly the types of little critters that might be all around
— dogs, cats, rabbits, horses, fish in and on the ground, while
owls, eagles and other exotic birds floated overhead. 1 envi-
sioned watching the sunrise and the sunset in my cozy abode,
luxuriating in the warmth of the sun as it appeared and disap-
peared over the mountains. I envisioned the moon rising above
the mountains to a beautiful star-filled sky — thousands of points
of light high above my head, blanketing the night with their beau-
tiful, twinkling illumination.

As my dreams grew bigger, my paper filled up with drawings,
symbols and lists understandable only to me. I got out crayons
and colored them in, making my crude drawings come alive
and become real. I drew a new car, vacation spots, things I
wanted to experience, places I wanted to see, and activities
I wanted to try. I listed books I wanted to read, and movies
I wanted to see. Each time I thought I was getting to the end of
my “wish list” of visioning, I kept asking myself “is there
more?” and each time the answer was a wholehearted YES!
Today, when I work with business owners, I ask them
What do you want?” I call this the four words that move you
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forward. Simple but extremely powerful, I find that most peo-
ple, maybe even you, have never really taken the time to sit
down and imagine a future with no limits. Million dollar
thinkers know exactly what they want — even if they don’t know
how to get it. So now I ask you — if you had the future with no
limits... What would your days look like? Imagine you have no
demands placed on you, and you too have the power of choice
with you at all times. What would you be doing? Where would
you live? Who would be with you? What car would you drive?
Where would you travel? What would you see? What would
your perfect day look like?

Don’t even try to tell me you don’t have time. I won’t buy
it and neither should you. That’s like trying to reach a
destination without a map. Your vision for your future, answer-
ing the question “what do you want?” is the beginning of your
roadmap for success. Imagine this for a second — let’s say you
are going to go to Disney World with your family and you’ve
never been there before. You call the hotel and ask them for
directions. ~ What is the first question they’re going
to ask you? They will ask you where you are, of course! There
are probably five or 10 different paths to travel to get to Disney
World from your current location, and each one will help you
reach your destination. = Some will be fast, some
will take you on a detour, and some will be slow and steady, but
you WILL reach the end point. No matter what, you
cannot effectively drive from here to Disney World without
a roadmap.

Once you have your vision in mind, you need to take an inven-
tory of where you are. And that’s exactly what I did next, sitting
on my sister’s couch. I took a hard look at every aspect of my
life: general, personal, financial, spiritual, community, family,
and much more. To do this, I simply took out a notebook and
started writing for each category. I rated myself in the follow-
ing categories:
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General Personal Inventory

Family and Home . .

Financial Inventory Something Successful To Think About
Physical/Health

Mental, Social and Spiritual ] ]
Successful people have a focused, visualized dream and

a plan to get there. Don’t worry about “how” you are
going to accomplish something until you have a firm
grasp of exactly what you want.

For each category, I asked myself the following questions:
What things are going well for me right now?

What things are difficult for me right now?

What are my strengths? (What am I good at?)

What are my weaknesses? (What am I not so good at?)
What am I tolerating in this area that I no longer wish to tolerate?

1. Make decisions about what you want, THEN figure
out how to get it.

2. What does your vision look like? Imagine a future for
yourself where you have all the time and all the money
in the world. You have no demands placed
on you, and you have the power of choice with you at
all times.

So there I sat, paper in hand, with the current status of my life
basically laid right out in front of me. What does a million dol-
lar thinker do next? Well, having a vision of where you want to
go and what you want in your personal and professional life is
a phenomenal and foundational first step. I had that. But I was
still in the dreaming and visioning stage. My next step was to

make it real. I couldn’t do that without a plan. il el om e doingt

Where would you live?
* Who would be with you?
What car would you drive?
Where would you travel?
What would you see?
What would your perfect day look like?

3. Where are you now? Take a personal inventory of
each aspect of your life. Explore your strengths and
weaknesses, and determine what you are tolerating in
each area that you can change.

Go to www.AccidentalMillionaire.com to get:
* “Where am I now?”’ Personal
Inventory Worksheet
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Making the Right Decisions - Every Time!

"Our goals can only be reached through a vehicle of a plan, in which
we must fervently believe, and upon which we must vigorously act.

There is no other route to success.'
—Stephen A. Brennan

!

A deep feeling of satisfaction fell over me as I looked over my
dreams list that outlined my vision for the future. Some things
on my list hit me hard — they were so close to my
heart that I felt inspired and motivated more than ever— I was
digging deep into my core desires. Others on the list, I thought,
would be “nice to haves.” Being a troubleshooter at heart, I set
out to determine why certain things on my list gave me chills
and nearly had me in tears just thinking about them, and why
other things didn’t seem so almighty important.

While I had known that in the past I worked hard for things I
was passionate about, things that made me happy and allowed
me to serve others, I didn’t really understand why I did the
things I did and why I achieved certain goals and not others.
Sometimes I felt like I had worked so hard for something, only
to experience frustration and confusion over the end result.
Have you ever had an experience like that? 1‘m sure you have
and maybe you have wondered the same thing.  Other times,
things came so easily, I almost had to pinch myself to believe
that it was really happening. I had always tried so hard to
please others that it was now time to figure out what really
made me tick — you know, the inner workings of my being that
seemed, like a perfectly tuned compass, to always know better
than my own thought processes what was right for me.

47



48 The Accidental Millionaire

It was about this time in my life that I was introduced to the
concept of personal values. While I had known about the con-
cept for years, it never really occurred to me that it was
all that important. The depth of its importance would not
become fully known to me until many years later, but as I strove
at that moment to understand my personal self, the
idea of personal values was like a ray of light shining through
to help me on my path. Something concrete, tangible and
understandable lay before me. At that time in my life, I
really needed something to cling to.

So what are personal values? Well, essentially your value
system is a set of governing principles and qualities for how
you live your life. Everyone has a value system and
everyone’s values may be different. There is no right or wrong
with your values, because they are yours and yours alone —
nobody can dictate them or choose them for you.

Values determine your whole being; including your expectations
of the world, other people and yourself. Values can shape your
attitude and dictate your actions both good and bad. Have you
every thought about a time when you proceeded in a direction
you now know was absolutely wrong for you? How did that
make you feel? Remember that feeling because it will visit you
whenever you are about to do something that is not in align-
ment with your value system.

Before you can move forward toward a goal or become
successful, you must learn to become congruent with your own
personal value system. This starts by defining the things that
are really, really important to you. Sitting on my sister’s couch,
it was hard for me to think past the basic necessities and things
I needed at that moment, like shelter and income, but I took a
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deep breath and dug deeper.
First, I thought about all of the things I loved to do as a kid.
Smiling, I thought back to my childhood, to the times when I
was called upon to solve problems for the other neighborhood
kids and to nurse the sick or injured birds and rabbits in the
neighborhood back to health. I liked to do things in my own
way, using my own creative juices, to come up with solutions.
Social and friendly, I had many acquaintances and had a lot of
fun. I liked to try new things, have adventures and learn new
skills. The entrepreneurial spirit was in me at a young age, as
I began to work and learn my father’s businesses before I was
10. Freedom of expression, thought and movement was also a
huge factor in my childhood life. At an extremely young age,
I wanted to walk, to be on my own and under my own power,
even before my little baby legs were ready to support me.

Leadership, recognition and accomplishment were important to
me as a kid. Whatever I took on, I wanted to be the best. Once
I achieved a top ranking, won the award or conquered the task,
I was complete, ready to take on the next challenge.

As I'looked down at my “Things I Loved to Do As a Kid” list,
I was able to extract some of the values by which I had lived my
life. Freedom, Fun, Entrepreneurship, Recognition,
Accomplishment, Sociability, Creativity and Challenge made
my list of top values, along with many others. Spirituality,
Honesty and Wealth also came into my top 10 list of values later
in my life, and have kept a high-ranking place in my values inven-
tory. I took alook at my list. It made me feel good.

Just so I would be sure, I also made a list of “Things [ Wasn’t
So Great At When I Was a Kid.” Organization, Focus,
Productivity, Attention, Group Activities and Harmony, made
their way onto my “not so good at” list, and I immediately start-
ed to feel bad. Shouldn’t I be working on these things to try to
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improve them? What if someone saw that I wasn’t great in
group activities and I wasn’t very organized? I began to make
severe judgments against myself. But soon I learned that the
judgment comes mostly from others and from the
outside, and my exercise here was to find out what made ME
tick, not to decide what others expected from me. I got back
to work.

Determined to understand my personal value system, I allowed
myself to be “not so good” at some things and focused instead
on the values inventory that really made me feel empowered.
Soon, I had a list of 20 or 30 values that I lived, not necessari-
ly every day, but that were important to me overall. I narrowed
that list to my top 10, then my top five. Then, I ranked my top
five into numeric order. To do this, I imagined myself holding
my values in my hands. Value #5 on my list was weighed
against value #4. I required myself to make a choice, if I had
only one to choose. I continued this process, weighing #4
against #3, #3 against #2 and so on, until I had solidified my top
three values.

I breathed a sigh of relief, knowing that I had just stumbled onto
the very foundation for my life, my decisions and my goals and
dreams. Ididn’t know yet exactly how powerful this would be,
but I felt it in my entire being that I was on to something —
something that would become the cornerstone for success from
that day forward.

Reading this now, you might be thinking to yourself “what
about Integrity? Isn’t that a value?” I don’t believe that it is.
Instead, I believe that integrity is how you live with your
values, whether you are true to them in every moment in your
life, especially when no one is watching. The beautiful thing
about this is that this single universal principle works for every
human on the planet, no matter what their personal value sys-
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tem might be.
Let me give you an example. Let’s say that honesty is a
predominant value in your life. Now let’s say you are walking
along a sidewalk at night. It is very dark. You stumble over
something and bend down to pick it up. Incredibly, it’s a
wallet, filled with $500 cash. You could really use the money.
What do you do? You could a) pick up the wallet, find the
owner and return it b) pick up the wallet, take the cash and
return it to the owner or c) leave it sitting there, untouched;
or d) take the cash and leave the wallet on the sidewalk.
The choice you make will depend on your value system.
If honesty is a highly regarded value for you, you will most
probably choose option a) — pick up the wallet, find the owner
and return it. Maybe the owner might even give you a reward.
In choosing this option, you have lived with integrity to your
highest values.

On the other hand, if you do not have Honesty as a high value,
you might choose one of the other options, take the cash and be
on your way. You will feel no remorse because you have lived
potentially with integrity to another value, but you are not in
conflict with honesty.

While I am not here to judge whether taking money from a wal-
let is right or wrong, (we’ll let our justice system worry about
that) you can hopefully now see what I'm talking about.
Different people are motivated by different things and that’s
what makes us choose different paths as our lives progress.
Living with integrity, true to your own personal value system, what-
ever that may be, is one of the secret keys to personal success.

I wanted to know more. I wanted to know why I sometimes
made choices that made me feel out of sync, pressured and
unfulfilled. Why did certain projects in my life seem like such
a chore, when at first glance they seemed so full of
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possibility? Why did other projects and decisions go so
smoothly, like a dream, unchallenged and simple? Was it
possible to make the RIGHT decisions for me, EVERY time?
I had to find out, so I kept digging.

It took me a while, but I figured it out. I dissected decisions in
my life and compared them to my values. Slowly, undisputedly, cer-
tain patterns began to emerge. I began to notice that each time
I made decisions that had poor outcomes, it was because the
decision was incongruent with one of my top three values. As
I continued exploring, a clear concept emerged, so simplistic in
its approach and so powerful in its application that I spent much
of the next few months testing it on myself. Each time a deci-
sion was laid before me, I asked myself “Would this decision
serve my highest value?” “Would this decision serve my sec-
ond highest and third highest value?” 1 learned that I could
practically predict failure or success for myself and
others by looking at the answers to this simple question. I
learned that every time I made a decision that was incongruent
with my number one value, I was making a decision that was
bad for me. Notice I said for me. Not that the decision is wrong
forever, just for now. Today, many years later, I still use this
important principle in my consulting and coaching practice to
help business owners make appropriate decisions in their busi-
ness and in their lives. The concept remains true to this day —
each time one of my clients has made a decision for themselves
that is causing chaos, confusion or disharmony in their business
or personal life, it has turned out to be a decision that is not in
alignment with one of his or her top three values.

After making the decision to become wealthy again, I started a
new habit. [ worked to always make decisions based not just on
opportunity and possibility, but solely on whether or not the
decision was congruent with one or more of my top
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three values.

It wasn’t long until I got my first opportunity to use my new
behavior; I started creating a new set of goals for myself as I
began my new life.

The next entries in my journal were the beginnings of a new
five year plan. I knew I already had the million dollar thinking
habits I'm sharing with you here — but I wasn’t exactly sure
how I would proceed.

Setting the right goals for myself was almost as important as
having goals in the first place. My goals had to be realistic and
coincide with my value system. If I was four feet tall, being the
Most Valuable Player in the NBA next year would not be a real-
istic goal for me. Likewise, if my goal was to become a world-
renowned pastor and have the largest congregation in the world, but
I didn’t believe in God, then this goal might be beyond achieve-
ment since my values wouldn’t line up with the chosen goal.

If goals are not based on who you are, what you believe and the
values you’ve set for yourself, you may very well achieve the
wrong results.

Going back to my visions list, I pulled out a few possibilities to
see how they might fit into my plans. The first vision jumped
out at me. “Become a professional speaker” made it into my
five year plan, along with “write a book,” and “travel the world
and have someone else pay for it.”” I had a lot of other goals on
my list, like “see Niagara Falls,” “move out West” and “get a
Jeep.” Next, I considered my skill set at that time. Sitting
there on my sister’s couch, I could only think of one thing I
knew about — computers. Then, I asked myself a question.
“How could I accomplish all of these goals?” “Combine
them!” came the answer. How? What should I do first? I

thought about it for a week. The answer came: I would become



54 The Accidental Millionaire

a speaker first! After all, don’t speakers travel the world, have
someone else pay for it, and author books? I thought that
might be my answer.

I needed a more detailed plan to reach my goals. And I needed
it immediately.

With my newfound confidence around making the right
decisions for myself, I set out to reach the first goal — becoming
a professional speaker. My excitement soon turned to confusion
as I realized that I had no idea — not an inkling - of how I could
go about reaching this goal. But I had something important —
I had million dollar thinking habits — so I didn’t let that little bit
of confusion stop me. Instead, I pulled out my journal and
began asking myself questions to formulate my goal plan.

The first questions came right from my vision and dreams list.
“What do I want — specifically?” This was the first step in my
goal planning process. “I want to become a paid speaker, trav-
el and have someone else pay for it.” The second
question was to be the pivotal question in my goal-setting
process. “Why do I want this goal?” I reflected on my
values list. Suddenly, the realization hit me — and I instantly
knew why most people never reach their goals --- because these
goals do not fulfill the person’s top values! I was
astonished and amazed that such a simple list could be so pow-
erful for my future. As I scanned my list of top values, the word
freedom, at the top of the list, jumped out at me. That single
word, the top of my reasons “why” I do things, was freedom.
The reason I wanted to reach the goal of becoming a profes-
sional speaker was so it would give me freedom. Motivated and
excited, I asked myself another question.

“When do you want to be a speaker?” I didn’t have much time
to waste and I knew I needed to work fast if I was going to
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rebuild my life the way I wanted toit. 1 put a very specific date
on my goals list. The month, day and year of my first speaking
engagement was now down on paper, for me and
the whole world to see. The next question was a tough one,
forcing me to take a good look at what might hold me back.
“What will I overcome or give up to reach my goal of
becoming a professional speaker?” For a long while, my mind
went blank, unable to make the decision to give up or overcome
anything! After all, hadn’t I just overcome one of the biggest
challenges in my life? But not one to dwell on the past, |
pushed forward. Soon words started to make their way onto

my page.

Confusion.
Fear.
Not knowing “how.”

These were all things, big things, that I was willing to let go of
or that I recognized as potential setbacks that could stop
me from reaching my goal. I knew already that I was feeling
confusion, fear and overwhelm by not knowing how to
proceed, but a quick glance at the answer to “Why do I want
this goal?” gave me all the courage I needed to move forward.
FREEDOM. My top value, was right there staring me in
the face.

Then I asked myself the final question: “What do I need to do
to pursue this goal?” Kind of a funny question for me to ask,
knowing that I had absolutely no idea how to proceed. But, I
figured, we are not born knowing how to do anything, really,
except eat, sleep and breathe. The rest we learn as we go along
and this was no different. I began to brainstorm things
I could do to become a speaker. Did I know any speakers?
Maybe I could talk with them. Research at the library?
Become more aware of the industry? Yes, I could definitely
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do that.

I continued to brainstorm until I was able to get my ideas down
to very specific, measurable tasks that I could cross off my list
when I had finished them. Each time I thought of something I
could do to learn more about public speaking, I kept asking
myself, “how would I do that?” until it became obvious that the
only thing left to do was actually finish the task. It was during
this process that I learned the very important difference
between projects and tasks. The project entitled “research at
the library” became:

Call the library

Speak with the reference Librarian about the
speaking industry

Make a list of references given by librarian

Go to the library and get the publications referenced
Make a list of seminar companies

Call the seminar companies and get more information

Soon, I had an actionable plan. Each time I asked myself “how
would I do that” and got the response “I have no idea,” the plan
became “ask more questions.” I kept asking questions until
there were no more questions, only actions left.

I had one last detail to attend to from my old life. Finalize my
divorce. My lawyer accomplished that for me and because of
the circumstances, I was allowed to do it over the phone. 1
was free.

Plan in hand, I set out to reach my goal of becoming a profes-
sional speaker.

*

Making the Right Decision - Every Time! 57

Something Successful To Think About

You can make the right decisions for yourself every time
if you concentrate on these simple steps.

1. Identify your top three values. What is really impor-
tant to you? Is it family, freedom, fun, achievement,
friends? Whatever it is, list your top three values. When
making choices, ask yourself if your decision would
honor each of your top three values. If not, you are mak-
ing a decision that is wrong for you.

2. The 5 Step Goal Setting Process

a. What You Want Specifically

b. Why You Want It (What Value does it serve?)

c. When You Want It

d. What You Will Give Up Or Overcome To Get It
e. Detailed Plan To Get There

Tip: If you get stuck trying to create a plan, the next step
1s ALWAYS Ask More Questions.

Go to www.AccidentalMillionaire.com to get:
* “What Are My Values?”’ Worksheet
* Values Indicator Assessment
* Goal Planning Worksheets

Or get clarity at www.MyClarityConsult.com
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Chapter Four

Breakthrough! To Success

"Opportunity is often missed because we are broadcasting

when we should be tuning in."
—Anonymous

Have you ever had an experience where you’re thinking about
someone and they call you on the phone? I guess these signs
are everywhere, but it wasn’t until recently in my life that I
began to notice things — little things — that crept into my daily
life. I would think about something and it would appear. 1
could mention a decision I had made and someone or
something would appear to help me fulfill that decision. New
thought gurus call this “manifesting” — the process of bringing
that which you desire into physical reality. While it would be
quite a few years before I understood this concept consciously,
the process I had taken to create the exact idea of what I want-
ed, and the clear vision of what it would look like, had set a
very strong foundation for getting results.

And results were coming in fast.

Three days after my goal-setting had produced a plan to
become a speaker, a flyer arrived in my mailbox from a
well-known national public seminar company. “Wow,” I
thought to myself, “I wonder what it would be like to be a
speaker with this company?” Then it hit me — I could just call
them and find out what it would actually take to work with
them! What a gift! I had in my hands the exact
information I needed on one of the largest public speaking
companies in the world, and I wanted to be a speaker!

And then it happened.
59
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The monster of fear and self-doubt raised its ugly head. “Who
do you think you are?” the imaginary voice said slyly. “You’re
just some do-gooder trying to make a buck. You don’t have
anything worthwhile to say, and no one wants to hear you any-
way. What makes you think you could be a successful speaker?”’

What if the voice in my head was right? What if I really was a
no-good loser, with nothing worthwhile to say? Maybe, I
decided, I should just stick to what I know best and continue
computer consulting forever. At least that way I knew I would
be safe and secure in my little niche and not put myself out
there in a bigger way. Plus, I’d never traveled alone before, I'd
probably get stuck somewhere and miss my flights, embarrass
myself or say something stupid. It was probably better that |
just forget it.

The flyer lay on my table for a week. Every day, I'd walk
by it, convincing myself that there was no reason to really make
the call, that my dreams and wishes were way beyond my reach
and that there was no way a huge company like
that would want some lowly computer nerd like me to teach
their customers.  Plus, I'd probably never even get past
the receptionist.

I went back to my notebook to draw up a different plan.

As luck would have it, (or was it a sign?) the page to which I
opened up the notebook had only one word on it —- FREEDOM.
I was reminded of my dreams and vision, of traveling to wonderful
places and writing a book. I needed to become a speaker, if only
to see what it felt like. 1ignored the voice in my head, picked up
the phone and dialed. The receptionist answered.

“Hello, how may I help you?” she inquired.
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“Yes, I’d like to know how someone becomes a speaker for
your company,” I said quickly, sure she would laugh at me or at
the very least, hang up and disconnect the call.

“You will need to speak to Mr. Jones. One moment please.”
For a second or two, I heard music. She had not hung up on
me! I was on hold, waiting to talk to Mr. Jones! Who was he?
What would I say? Panic crept in and just as I was about to
hang up, a voice came on the line.

“Hello, Mr. Jones here. I understand you’d like to know about
becoming a speaker with us?”

It was the moment of truth. If I was going to be a speaker, |
needed to, well, SPEAK to this man!

“Yes,” I stammered. “What is the procedure?”

My panic and fear began to subside as he explained the exact
steps I needed to take to begin the audition process. Frantically,
I took notes, holding my breath and hoping he wouldn’t change
his mind.

“You’ll need a videotape,” he reminded me.

Out of my mouth came the dumbest thing I think I’ve ever said.
(Well, probably not the dumbest, but it felt like it at the time.)
“Of what?” I asked.

'9,

“Of you speaking, of course!” he laughed gently.

“Okay,” I said, “Where do I send it?” He gave me the address
and we hung up. Immediately, I penned a quick thank-you note
to him, indicating the precise date I would have the video sent.
I placed a stamp on the note and rushed to the mailbox, before
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I could change my mind. I had taken the first step. No one
laughed at me and no one hung up on me. I cried tears of relief,
having gathered up the courage to take the first step. Now I
needed a video.

I called a local training company and offered to teach a class to
their people on a new computer technology, with the condition
that I would be able to videotape the class. They eagerly
agreed, and I went to work. I set up a video camera in the back
of the room and proceeded to do my best-effort job of teaching
technology. Exciting stuff, I know, but it was all 1 had.
Unedited, I sent the tape to the national speaking company,
eagerly awaiting their reply. I had no idea what to expect.

A week passed, and I hadn’t heard anything. I was going crazy
in my mind — did they like me? Did they hate me? Was the
tape what they wanted? Am I the laughing stock of the whole
company? I couldn’t stand it. I picked up the phone and dialed
the company, asking for Mr. Jones.

“Stephanie,” he said “thank you for sending your tape.”

“You’re welcome,” I said slowly. “I was just calling to make
sure you received it.”

“We sure did,” he said, “and you’re a NATURAL! We want
you to come to headquarters.”

Time stopped for me at that moment. I’m not sure exactly how
long it took me to reply. There were thousands of thoughts
going through my head, not one which made any sense.

“When?” 1 croaked.

“Next week,” he replied. “We’ll make the arrangements.”
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Exactly as he said, the arrangements were made, the plane tick-
ets arrived and the date was set. I found myself on my first air-
plane flight alone, on my way to the company
headquarters to learn how to represent the company’s
seminars as a speaker. Anticipation and excitement filled my
body as I entered the next phase of my life.

In the days that followed, I was tested, auditioned, picked apart
and put back together again by the decision team. These were
the people who had seen my video and wanted to help me
become a speaker. I learned to represent the company, deliver
the information and work with audiences. Ilearned how to sell
books, tapes, and audios to attendees, and was told that if I was
accepted, I could even become a published author through their
publishing house. My head was spinning as I learned how to
pack, travel, use rental cars and setup a room. I learned how to
use projection equipment, work with hotel staff and fill out
forms. We went over procedures, passports, account numbers,
sales reports and evaluations. I met the people I would be
working with at the headquarters, and was introduced to other
speakers and topics. Each night, full of new information, nerv-
ousness and excitement, I slept hurriedly, anxious to get back to
another day.

Soon, it was time to finish practicing and do my first seminar.
I’d done it! Officially, I was a speaker! As I made my way
through the airport and spoke with people waiting in the board-
ing area, I told everyone I could about my accomplishment. They
didn’t know me and I didn’t know them, but I didn’t care — I
was too excited and I was finally a speaker!

My first seminar went without a hitch and the evaluations came
back strong. The company was pleased with my performance
and continued to assist me with words of encouragement and
helpful advice. In the weeks and months that followed, I set-
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tled into the life on the road. Each week, I went to a new place,
eagerly connecting with the local people to see the sights. The
experiences | encountered were some of the best and the worst
that I have ever had, all at the same time. Everything was new
to me, an adventure and education in travel, in my own person-
ality, and in human nature.

Soon I added private speaking engagements to corporations and
colleges to my speaking career. Still working with computers
and computer networking, I found that the combination worked
well, paid well and my teaching and speaking plans were well
underway. Money was pouring in, and my bank account was
getting fatter every day.

And then the monster came back. With a vengeance.

The little voice in my head, the voice of self-doubt, started ask-
ing its little probing questions again. “Who do you think you
are? Getting paid for speaking? What makes you think you
can take this any farther? You’re not good enough, you’re not
talented enough and you’re not smart enough to be as success-
ful as you want to be. Why don’t you just give up while you’re
on top?”

Then the monster added another twist. “You’re a horrible
money manager. You know, you're just like your father. He
was a terrible money manager. If he had $100 in his pocket,
he’d spend $200. Soon you’ll be just like that”” To my sur-
prise, the more money I made, the more negative ideas kept
popping up in my head. Thoughts like: rich people are greedy
— our family might not have been rich, but at least we were hon-
est; or you’re making more money now than your parents ever
did — that’s not right; and the worst thought of all, I'm not wor-
thy — I’m not good enough.
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Soon, I felt that the monster was right — maybe I wasn’t a good
money manager. Maybe because | had a lot of money I really
was dishonest, greedy and no good. Maybe I wasn’t worth it or
good enough. Additionally, this was easy work that paid well
and that I loved to do. “Shouldn’t work be hard?” I thought to
myself. That’s what I was always told anyway — work hard —
and this was too easy. I was confused and started to feel afraid.

More fears crept into my life. What if I failed? What if I made
a mistake or looked dumb? What if I was successful beyond
my dreams? People around me didn’t understand what it was
like to have my own business, to have a plan based on freedom
instead of based on what other people said I could or couldn’t
do. Family members said to me, “Why don’t you get a real
job?” and close friends said, “Aren’t you taking a big risk?” [
listened and allowed their comments to infiltrate my brain.
Soon, I was questioning myself. Maybe I was kind of odd to
think that I could be successful as an entrepreneur. I considered
the plight of my father, who had risen to success and failed
more times than I could count. At that moment in my life, he
called me regularly to ask for money. The little girl inside of
me was sad to see my father struggling financially, as he had
done all of his life. The adult in me said secretly “it doesn’t
have to be that way.”

I held tight to that little secret voice inside of me and began to
study the thoughts going on inside my head. I asked myself
why these personal holdbacks had come into my life, and what
had I done to bring them on? Right there, I made a choice to
understand how my mind and my thoughts worked. This
choice would develop into a fascinating exploration of the sub-
conscious mind and belief systems that keep us from realizing
our biggest dreams.
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First, I took a look at my belief systems — you know, the ones
that everybody talks about but never really digs into? I discov-
ered that thoughts like “I’m not good enough” or “I’m a horri-
ble money manager” or “I could do better” that infiltrated my
conscious mind were beliefs that I was holding onto very tight-
ly, unaware of the damage that they were doing to me. [ would
imagine that you can relate to some of these things that I'm say-
ing. Maybe you sometimes feel like you're not worthy, fearful
or believe that “money doesn’t grow on trees,” or “there’s not
enough to go around.” Maybe you’re thinking “money is
tight” or “I don’t have enough” or even “if I have more than my
share, someone else will suffer.”

As I learned more about these beliefs, I began to study more
about the mind and how these beliefs work. While I'm no psy-
chologist, I learned much about the subconscious mind and its
ability to create exactly the circumstances or situations we are
thinking about. This is powerful stuff. You see, the subcon-
scious mind is a subset of our entire brain system. There are
really three types of processing controls in the brain. First is the
unconscious mind. It controls things like breathing. Nextis the
conscious mind. It is the part of the brain you are using to
process the words on this page, to think thoughts, meditate, cre-
ate and sort information. It is the part of your brain that gets
very busy, congested and filled with information and random
bits of thinking, songs and entire paragraphs of text. It is that
little monster or angel on your shoulder that tells you great
things or hurtful things about yourself.

Last is the subconscious mind. The subconscious mind is kind
of like a factory, processing the thoughts that your conscious
mind gives it. It has no control or discerning capabilities to
determine whether a thought is productive and serves you well,
or tears you down and makes you cry. Either way, it just goes
about its business, carrying out the thoughts you send to it. |
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picture the subconscious mind like a bunch of little workers,
running around to make sure your thoughts are carried out. If
you say to yourself “This is hard work,” then the subconscious
goes to work, making sure your thoughts are carried out and the
result is “This is hard.”

This part of the brain was fascinating to me. The subconscious
mind has no line between good and bad, it simply works to the
logical conclusion, which is the ability to make your thought
come to fruition.

I'learned that the subconscious mind does not understand things
like “can’t,” and it couldn’t understand the difference between
what I wanted and did not want. Like a picture in my mind, it
only saw the end result, and went about achieving that end
result. Remember when I talked about manifesting a while
back? Well, the subconscious mind has a lot to do with what
actually shows up in your life, based on the pictures, words and
language you use to describe what you want.

Consider what it takes to train a dog to sit. Many dog trainers
use a praise method to show the dog when they did something
agreeable. Using the mind, they are able to create a picture of
a desired result — in this case getting a dog to sit. Most people,
however, think very hard about what they don’t want. In the
case of the dog, they may concentrate not on sitting, but on not
having the dog run away. In the mind, the picture of the dog
running away -- which is the exact image of what you do not
want -- is clear. The subconscious goes to work to make sure
the end result is achieved and presto! the dog runs away.

Soon I began to understand this concept in a much broader way.
Basically, whatever 1 spoke of or concentrated on became
exactly what happened to me. When I focused on thinking I
wasn’t good enough, I became less than good. When I focused
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on my father’s bad money management skills, I made poor
money decisions. When I told myself I was fearful or confused,
I felt fearful and confused. Likewise, when I focused on solv-
ing problems and what I would like to have, those things began
to come into my life. When I told myself that I needed clari-
ty, I got clear. When I focused on being peaceful, I was more
at peace.

The lesson is this: whatever you focus on expands. Million dol-
lar thinkers really do think about things like money and making
decisions in a different way, using both the conscious and the
subconscious mind, and I'd like to share that with you now.
Let’s use this as an example: suppose you were $10,000 in
debt. A non-million dollar thinker would focus on the debt,
how to pay it, how to get out of it. They may take on a second
job to pay the debt. The focus, no matter what, would be on
the debt.

A million dollar thinker, on the other hand, would take that
same situation and look at it 180 degrees differently. The mil-
lion dollar thinker would look at the $10,000 debt, and imme-
diately come up with a plan to earn $20,000. Focusing on solv-
ing a problem and strategizing how to make more money is
infinitely more interesting, thought provoking and ultimately
more prosperous than focusing on the negativity of debt.

As I pondered these thoughts, I still felt a bit of resistance. 1
really did feel unworthy and not good enough. I really did feel
fear. I was skeptical, but continued my study until I met a psy-
chology professional who helped me to finally break through
the things that had started to get a stronghold on me.

When we sat down to talk, I first told her about my father’s
inability to handle money, and my mother’s tight grip on what-
ever she had financially. She asked me about my personal
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money management skills and I told her the truth. The truth
was this: at one time in my life, in my very early years, I found
myself going down the same path as my father. I made poor
money choices and got myself in trouble at an early age. As |
watched him struggle and create financial problems for our
family, I made a resolute decision to never be in financial crisis.
I would learn to invest, understand wealth management princi-
ples and grow my money in a way that served me well.

“Do you manage your money well now?” she asked me point-
edly. “Absolutely,” I replied. “I will never be like my father
when it comes to managing money.” Years earlier, at the time
when I was starting to build my new life, I had made the deci-
sion to create a financial cushion. Financial security was part of
the freedom I searched for and I had interviewed financial plan-
ners to help me understand the concepts of investing. The
funny part was I had no money to invest at that time. Looking
back, I guess it was kind of bold to just walk into a financial
planner’s office, but it didn’t seem that way to me. I had decid-
ed to become a good money manager, even though I had much
to learn. Today, I have investments on auto-pilot. My finan-
cial manager assists me in the planning and execution of my
financial needs to help realize my goals. While our conversa-
tion once was very one-sided and educational, today we discuss
concepts in financial lingo that once seemed very strange to me.

Sitting in that psychologist’s office, I was pretty proud of
myself to be able to say that I had achieved my goal of not
repeating the negative money management behaviors I learned
from my parents. But there was something else. I had begun
to sabotage my own success, and I didn’t understand why. I
wanted to move forward, but seemed stuck. I had no answers,
only questions. Listening patiently, she heard my dilemma to
its end. She sat back, smiled and explained to me a concept that
would help me understand what was holding me back.
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“We are loyal to our parents subconsciously,” she explained.
Due to my work with and understanding of the subconscious,
her comment immediately sparked my interest. ‘““Your father
sabotaged his success, and you are following in his footsteps,”
she continued.

“But I don’t WANT to do that,” I cried.
“Then let me teach you how to stop it,” she said.

“Just like the money management habits, you can break this
link too,” she explained. “Let me help you.” For the next peri-
od of time, she took me through a process that I would like to
share with you. First, she had me close my eyes. She told me
to take a few deep breaths and get very comfortable. Next, she
had me imagine a very beautiful place, a safe place — some-
where where I felt completely at ease and relaxed. In my
mind’s eye I went to the beach. The sand was white and per-
fect, with waves crashing up onto it at frequent and even inter-
vals. The sky was a perfect and beautiful blue, and the sound
of the surf soothed and comforted me. I sat down in the sand
and waited in my mind.

Next, she told me to bring my father into my mind’s eye pic-
ture, and to have him sit down with me. I did that, and he
appeared at my side. Then she told me to say these words.
“Dad,” I said to him in my mind, “I have an opportunity to be
successful beyond my wildest dreams. I'm holding myself
back out of loyalty to you and I don’t want to do that anymore.
I am choosing to be very successful in my personal, profession-
al and financial life. I love you very much and respect every-
thing that you are, and [ want you to support me in this choice.”

In my mind’s eye, my father’s big laugh filled the space. He
spoke. “Darling,” he said, “don’t you dare follow in my foot-
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steps. You are a smart, wise woman and I want you to have
anything you dream of. I love you too, and I support you in
your decision.” I suddenly felt lighter, freer than I had in quite
a while. The monsters in my mind had quieted, and I opened
my eyes slowly. Seeing the look on my face, the psychologist
smiled warmly, knowing that I would be able to use this new
tool any time I felt concern for my own well-being.

It became very clear to me that the other beliefs I held in my
mind were also not of my doing. The “I’m not good enough”
that had haunted me came into my conscious mind, and I decid-
ed to take a closer look. Believing the “I’'m not good enough”
part was easy — I thought to myself — but where did this come
from?  The answer came to me — somebody gave me this
belief! But who? Certainly it wasn’t my parents. They had
been supportive of me during my growing up years. I looked
to other close family members and important people in my
childhood. Soon, the source of the belief showed up. In school,
I had been kind of bored, not always wanting to do my home-
work and talkative in class. My teachers would say to my par-
ents “Stephanie is smart, but she could do better.” My parents,
in turn, would come home and repeat my teacher’s belief,
telling me I could do better. Soon, the “I can do better” belief
was firmly implanted in my brain, pervasive in my
conscious thoughts.

Once I recognized that this was someone else’s belief and not
my own, [ was ecstatic! Using the tool I was recently given, I
had a meditation session with myself to remove the mental file
that held the “I can do better” belief. I replaced it with a new
file in my mind called, “I do things well the first time.” What
a difference that made in my thinking. Soon, I was taking a
very close look at many of the beliefs I had held, eliminating
them one by one from my life, my vocabulary and my
conscious thought.
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While it is a continuing process, I still work with myself and
other people to help them clear negative and non-serving
beliefs. Once you bring your beliefs to the surface and deter-
mine the source, letting go of them is the next step to help you
evolve as the successful person you want to be.

Once I got a handle on my beliefs and where they were coming
from, I decided to take a closer look at the concept of fear.

I took the leap.

Like many people, I had run much of my life based on my
fears. Of course, I wasn’t actually aware of that; I was always
finding many excuses for my behavior, circumstances or things
that happened to me. 1 procrastinated and blamed it on poor
planning, someone else’s timing and someone else’s issues. No
matter what happened to me, it really wasn’t my fault.

Or was it?

At first glance, I really didn’t want to take the responsibility for
my own circumstances, setbacks and failures. It was much eas-
ier to blame someone or something else and looking inward
didn’t feel very good at first. Little by little, I got used to the
idea that maybe I made choices based not on solid information,
but instead based on fear. Little by little, I got used to the idea
that maybe if I was making choices based on fear, I actually had
more control of myself than I thought. “If I have control of
myself and my choices,” I thought, “maybe it really is my fault
that things didn’t go my way, that I had failures along with my
successes and that I allowed fear to creep into my conscious
thought.” Even though it was uncomfortable, I stuck with that
idea for a while. Eventually, I realized that while my fears had
held me back in the past, I could use that same energy to pro-
pel me forward.

Breakthrough! To Succcess 73

I'learned to understand how fear felt in my body. You know, it’s
that paralyzing feeling when you’re about to do something for
the first time, when you’re procrastinating, afraid to speak in
public for fear of saying something silly, afraid of rejection,
success, failure, humiliation and a myriad of other feelings we
all have. And we do all have fears — everybody. For me, fear
felt like a lump in my stomach, weight on my shoulders and
general heaviness. [ learned to understand that feeling in my
body that came with so many things I was doing at that time.

So why was I so afraid? It was a good question, one I asked
myself often. Though I wasn’t exactly sure, I was pretty sure it
had something to do with my subconscious programming,
beliefs and that most of it was pretty much untrue. To be hon-
est, most of the fear that I had, I made up in my own head.
Other fears were realized — in part because I focused so hard on
what I was afraid of.

As a now financially successful business person, I had achieved
a level of success in my personal and professional life that went
beyond my parents’ ability to understand. I had begun to pave
the way for prosperity in my future, all the while feeling a little
bit nervous, like something unexpected or bad would happen
soon. The fear of success was stalking me, and one day it
appeared in full force for me to deal with in a way I would
never forget.

The ringing of the phone that day startled me. I was deep in
thought and I picked up the phone quickly. “Hello?” I said hur-
riedly. The voice on the other end of the line was my father. He
sounded sad, solemn and panicked. “I need money,” he stated
simply. Next, he explained all the reasons that he needed the
money, his current situation, failed business and all of the rea-
sons that it wasn’t his fault. If only he could have the money,
everything would be better in his life. It put me in an awful
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position. My greatest fear had been realized — that success
would change me in the eyes of other people and that I would
be looked upon as a money tree to my family. My parents had
divorced some years earlier, and I was afraid my dad would
start asking me for money. What would I do?

For the next few minutes, I listened to the story, the excuses and
the blame coming from my father’s words. He wanted a lot of
money. Fear gripped me as I realized that I would need to be
the parent to my own parent and I knew that if I gave in one
time I would be expected to give in each time he called. He had
not learned to manage his money and I knew that whatever |
might consider giving him at that moment would be gone in an
instant and more would be required next time. Throughout my
growing up years, I had watched him request money from fam-
ily members and friends, and I saw what it had done to destroy
once beautiful relationships when promises were not kept. His
financial mismanagement was a key factor in the stresses that
ultimately led to his divorce from my mother when I was 13.
But this was my father, and my love for him and our relation-
ship went way beyond this panicky moment.

I gently told him that while I loved him, I was unable to give
him what he requested at that time. He was sad, but said he
understood. Shaking, I hung up the phone and realized that I
had once again overcome a great fear. I had been thinking
about this fear of success and all of the horrible ways it could
come into my life. In reality, what I made up in my mind was
not the truth — I discovered that the horrible fear I had about the
circumstances was actually something I had made up! While
the situation with my father was unpleasant, it was certainly not
nearly as bad as I had imagined. I learned a very valuable les-
son — once I discovered my exact fear (in this case, fear of suc-
cess), and asked myself whether it was the truth or whether |
was making it up, somehow the fear loosened its grip.
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I still use this method today when I feel fear. Writing this book,
putting it out there for all of the world to see, was once a fear-
ful obstacle for me. I pictured people laughing, ridiculing, and
attacking my ideas. I pictured terrible humiliation, embarrass-
ment and rejection. Basically, I experienced the whole range of
fears. Then I got the first draft reviews back and the feedback
was positive, so I started to feel a bit more comfortable. When
I asked myself “is this true or am I making it all up?” I realized
that through the power of my own imagination, I made it up.
So if you are reading this today, I hope you feel the power of
the words on the pages and know that everyone — I mean every-
one — goes through times in their life where they are struck by
fear. Taking action in small steps (or sometimes in large steps),
letting go of the drama of the fear and realizing the power of
your own mind is the true formula to break through fear and use
it for success.

Sometimes, fear can paralyze your waking moments. During
those times, I make what I call a “Personal Promise.” On the
top of a sticky note, I write “What is the ONE thing I will do
today before I go to bed?” and then I write down one task.
Some days, it’s a big task, and other days, eating lunch is
grounds for celebration. I have found this one little thing to be
amazingly helpful during those times when fear is trying to stop
me from moving forward.

My father passed away unexpectedly a couple of years ago, and
I miss him very much. The conversations we had over money
went on for almost 15 years, most often with the same results.
We loved each other tremendously and had great respect for our
individual beings. He died broke and I paid for his funeral. He
1S now at peace.

*



76

The Accidental Millionaire

Something Successful To Think About

Successful people have more fear than most, because
they are doing things that most people will never try.
Consider these things as you pursue your version
of success:

1. What fears are holding you back? Are they real or are
you making them up?

2. What beliefs are holding you back? Who gave you
those beliefs?

3. If you are ready to release the fears and give up the
beliefs that are not serving you, practice the exercise in
this chapter. You will find that the shift can take place
almost immediately if you give yourself permission to
let go.

4. Begin the habit of creating your own Personal
Promise notes before you begin each day. Celebrate
your successes!

Go to www.AccidentalMillionaire.com to get:
* “What’s holding me back?”’ Worksheet
* Release and Let Go Visualization Technique
* Personal Promise Notepad

Is it January Again?
Where Does the Time Go?

"We are what we repeatedly do. Excellence then,
is not an act, but a habit."
— Aristotle

In my first year as a public speaker, I hit just under the $100,000
mark in sales. Not too bad for a rookie. In my second year,
business exploded and in my third, I hit the half million dollar
mark. My business was growing rapidly and I needed to make
sure that I had appropriate daily, weekly and monthly habits in
place to help maintain my growth.

I knew from past mistakes that there were a couple of danger
spots that I needed to watch out for in my business. First, |
knew that this current income revolved around my physical
ability to work and that could be a potential problem. Second,
I knew that this was the revenue mark where I would need to
decide to grow and add more employees or stay the same size.
Before 1 could make any decisions, though, I needed to take
another hard look at my habits, make some adjustments and put
some new success habits in place. Looking at the areas of my
personal habits, I categorized them into health, time and money.
Then I pondered each one individually.

I started with my health. Was I eating properly? Exercising?
Did I weigh too much or too little? Did I have energy? Asking
myself these questions, I discovered that while I had started out
well, my eating habits and personal care habits had slipped
back into old, work-harder and longer hours patterns. I needed

77
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to set some boundaries for myself so that my body could appro-
priately keep up with me. Starting with sleep, I changed my
habit of going to bed “whenever” and adjusted my sleep habits
to what I actually needed. How did I know what my body
needed? Well, while on a vacation, I went without a watch for
a week to see what I did naturally. I discovered that I wanted
to drift off to sleep around 10 or 11 and that I naturally woke up
at 6 or 7. I needed quite a bit of sleep. But I knew that I need-
ed that because I worked mentally (and sometimes physically)
very hard during the day. Sleep was my body’s way of rejuve-
nating. So I made this change first. Today, I am very protec-
tive about my sleep, and I still go to bed and wake up at the
same times, no matter what time zone I find myself in.

Next came the habit of time. I discovered that I had been feel-
ing anxious because I felt like I just didn’t have enough time in
the day. Entire afternoons would slip by and I wouldn’t even
notice, I was so busy. Not good. I developed a system that I
still use today for managing my time, and I'd like to share it
with you now. It’s fun!

The first concept I developed for time management is called the
theme. I took the current year and gave it a name, “The Year
of ”” Then I filled in the blank. My first themed year
was The Year of Money Making. Another year, the theme was
Creation and Focus, and another was Systematize My
Business.  Each year for 15 years I've had a theme. It’s the
beginning of both time management and focus for me.

After I chose an annual theme, I developed monthly themes
according to the need I had that month. October might be
“Clean Up My Office Month” or “Get Three New Customers a
Month.”  Once again, I found focus and organization (those
things I wasn’t so good at, remember?) by creating a monthly
theme. I even have taken the theme concept to weekly, daily
and at times, even hourly themes. Right now as I’'m writing
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this, the hourly theme is, “Write Chapter 5 Hour” When the
hour is done and I’ve written the chapter, I get a great sense of
accomplishment and reward myself with a trip to the Jacuzzi
spa in my backyard. I've found themes to be a bit looser than
goals and they work to keep me on track with projects.

Then I developed a process to keep my schedule intact. The
first habit I put into place is a daily mental exercise. Each
morning, before I get out of bed, I spend two or three minutes
planning and creating my day in my mind. I see myself
responding to emergencies with ease and grace, working dili-
gently and in a focused way on my projects, handling all of my
email and incoming messages. I see myself with a clean desk,
results-producing appointments and a happy disposition. I find
that if 1 forget to do this, the day usually doesn’t turn out as
peaceful and productive as the days I spend on this short exercise.

The second habit is a scheduling habit. Boring stuff, I know,
but I’'ve found that like many people, I wasn’t respecting the
time on my calendar and I never made appointments with
myself. Instead, I would see blank space in my day and some-
how, every time, that blank space would be filled up by some
haphazard person or circumstance appearing to steal my time.
Sound familiar?

In order to respect myself and my time, I started making
appointments with myself. I block off different kinds of time on
my calendar and then when I get to that place in my day, I know
exactly what I’'m going to be doing. The key here is to respect
yourself and the boundaries you set around your time.

For example, every Monday morning I have three hours
blocked off for a specific set of tasks. Once in a while, some-
one will call me with a request for an appointment and want to
schedule it first thing Monday morning. Now, most people in
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this situation would negotiate with themselves, telling them-
selves that the time they spend making money is, in the long
run, better for their business than the time they had put aside.
They go ahead and make the appointment.

Wrong move!

The time I spend working on my business, doing marketing,
planning, publicity, and other kinds of outreach is just as impor-
tant, if not more important, than the time I spend performing
daily tasks in my business. So what do you say when someone
calls to make an appointment? I say, “I’m sorry, I have anoth-
er appointment at that time,” and give two options. “Would
Thursday morning or Friday afternoon be better?”

Many people I work with struggle over this last bit of advice.
“But,” they say “what if it’s a paying customer? I just have to
take the appointment!” No, you don’t. Not at that moment,
anyway. Think of it this way. When you go to the dentist, do
you say, “Let’s see, I have some time on Monday at 9:00, I’ll
be there then.” Hardly! The dentist tells you exactly what
times you may choose to sit in his chair — it’s not the other way
around. It should be the same way in your business.

So how do you go about scheduling your day? I've found two
methods that work well, and some people like to combine
them. The first method is scheduling by groups of tasks and the
second is scheduling by type of time. Here’s how they work.

First, a success tip: At the beginning of each day (or the night
before), have a look at your calendar and to-do list. Plan to
schedule 60-70% of your day for tasks and leave 30% for
“other.” Limit your to-do list to the two or three most impor-
tant things you need to have done for that day — do not try to
tackle a list of the entire weekly tasks in one day.
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Option 1 — Scheduling by Task Type

Grouping tasks together is an important part of this process.
First, you sit down and determine the types of tasks you do in
a particular week. Examples might be family time, office time,
appointment time, exercise, self-care, etc. Here, you take your
weekly calendar and group it into “blocks” of time dedicated to
specific tasks. Shown below is an example schedule.

Sunday Monday Tuesday Wednesday Thursday  Friday Saturday
Early Morning | Church | Exercise Exercise Exercise
Mid-Morning | Self Office Appts. Office Appts. Office Family
e | g Email Email
Time
Noon Phone Phone Phone
Afternoon Whiting Admin. Witing
Early Evening Appts Appts Spouse
Late Evening E:Irfe E:IIL

Using this method, when a task appears, say your child needs
new tennis shoes, you simply place it in the appropriate block
of time for the week. In this example, buying new shoes for the
kids might go into the “family” time, therefore, the task would
appear on Saturday.

Option 2 — Scheduling by Day and Type of Time

For some, separating days into blocks of time might become
overwhelming. In that case, you may want to dedicate certain
days to certain types of tasks. You can schedule full or half days
for any type of task. We can simplify this into three categories
— the 3 F’s of planning your day. The 3 F’s are:
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Flexible Time Focus Time Free Time

“Flexible Time” is any interruption, phone time, work or per-
sonal time that is not rigid and you are not working on a dead-
line. Tasks that do not require complete focus are put here.

“Focus Time” is when you need to accomplish a task and you
turn off the phone, close your door or do whatever it takes sim-
ply to finish that task. You might also find a reminder timer
helpful. I take regular Focus Time during the week to think,
plan, write and do any work that either systematizes my busi-
ness (so it can run without me) or expands my bottom line.

“Free Time” is your own personal, protected time. This time is
your guilt free zone — you get to do whatever you want for the
entire time allotted. Ideally, you should have a full day of Free
Time whenever you are able — starting with once per month.
This is a day for rejuvenation and celebration and NO WORK.

A calendar using this method might look like this:

Monday — Flexible Time

Tuesday — Focus Time

Wednesday — Flexible Time

Thursday — Morning, Focus Time, Afternoon — Flex Time
Friday — Flexible Time

Saturday — Flexible Time

Sunday — Free Time

You may find, as I do, that it is hard for you to focus on a sin-
gle task for hours at a time. That’s okay. Just start with a sin-
gle hour of Focus Time and increase it as needed. It’s much
more about the habit than it is about the amount of time.
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Educate your family, co-workers and anyone who might be
interrupting you during your Focus Time about your plans. You
might want to have a special “do not disturb” signal or door
hanger, some visible sign, that you are having uninterrupted
time and will be available later.

You may also want to think about developing a ritual that trains
your brain to go into focus time. My ritual is to walk over to
my stereo in my office, dim the lights, light a candle and play
harmonious music. When I push the PLAY button, my brain is
already settled and focused on the task at hand. While I used to
struggle with “getting down to business,” this simple strategy
has put me on the path for immediate focus success.

Next, I took a hard look at my money habits. “There’s not
enough money at the end of the month.” “I spend it as I make
it” “Why wait? Retirement’s a long way off.” “I’m saving for
arainy day.” “Ican’tafford it.”” “I’ll deal with it later.” “I can’t
afford to pay the minimum.” These are things most people say
to themselves over the subject of money.

Sound familiar?

Most of us are taught to save our money for the future. Some
actually do it. None of us, however, are taught to be wealth cre-
ators. I know I sure fell into that category. My parents didn’t
even save anything, much less invest!

Why don’t more people invest? I have a theory and it’s really
all about fear. We’ve all heard about the crazy stock market
crashes and suicidal brokers crying in their beer over the one
that got away. Why would anyone want to participate in
that drama?
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At that point in my life, not having control over my money gave
me a general feeling of uneasiness with my entire lifestyle.
When I had an understanding and control over my money, I
was more comfortable, more secure and more self-assured. So
why don’t more people have control over their money? People
have a lack of education in this arena — let’s face it — they did-
n’t teach us anything about this in school — and most people are
unable to overcome the fear of speaking up. It’s sometimes
easier to ignore money than it is to take control and admit we
don’t know what to do or where we stand.

More and more people, especially women, are making financial
decisions in the dark. If you do not have the financial educa-
tion you need to invest wisely, you will not be able to create
your wealth dreams. You will not be able to retire comfortably,
buy that new house, or provide for your kids in your future.

“Oh sure,” I hear you saying, “You’ve invested for years and
have cash built up. What about those of us who have nothing
to invest?” If you are saying that now, then you are exactly the
person who needs to hear this message. Remember what I said
about your beliefs? If you believe you have nothing to invest,
then you are right. If you instead decide to learn money man-
agement skills, then you will begin to find money to invest. It
doesn’t take much money to actually get started. In fact, many
investments can be put on auto-pilot to get you started, with as
little as $25. This is definitely not about the money — it’s about
the habit of investing. It’s a million dollar habit.

Back in those weeks where I found myself on my sister’s couch
contemplating my future, I knew nothing about investing, but
I 'had put some money away during the time I was married. You
know, for the future...

Well, there it was, the future, and I needed every penny I had at
that time just to cover my obligations and expenses while I got
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back on my feet. I just knew that if I didn’t do it right, my
future could look just as bad as the present time, which wasn’t
a great place. Neither one of my parents understood money or
investments, and I didn’t feel comfortable asking either of them
about money management. I did see, however, that if I made
financial decisions like my father I would be in deep trouble
and I knew I didn’t want to live like that. I made a decision in
that moment that has been life-changing for me. I decided to
become an investor, no matter what.

As I mentioned earlier, I decided back then to interview finan-
cial planners. That might sound funny to you, but it didn’t to
me. “After all,” I thought, “aren’t they working for me?”
“Wasn’t my financial planner going to be an integral part of my
personal wealth team?” [ figured that I had to like the one that
I chose, and that the person had to be willing to educate me. |
went to the first appointment. He looked at me, told me I did-
n’t have what their firm required and dismissed me. Very snob-
bish. The second one told me he only worked with “high net
worth” individuals. I told him I wasn’t there yet, but that I
would be. I was dismissed again. This was harder than
I thought.

I tried one more time. Undaunted on the outside, but terrified
on the inside (what if he found out I didn’t know anything about
investing?) I went in for my initial appointment. “T’d like to
invest and have a financial plan,” I told him. T listened intent-
ly as he told me about the plans available, the stocks, funds,
bonds, money management options, percentages, earnings, risk
assessment and graphical analysis. I nodded, but I had no idea
what he was talking about. Finally, I couldn’t cover up my lack
of education any more. “I have no idea what you are talking
about,” I said, embarrassed, “but I really want to learn.” I
don’t have a lot of money to invest at the moment, but I will!”
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The planner sat forward in his chair, smiled and said “I believe
that you will, and I'd like to help you.” He began to educate me
that day. Each time it would get too complex for me, he would
back up, start over and explain again. His patience had no end.
He made it easy, simple and painless for me to begin automat-
ic investing more than a decade ago. Today, that wonderful per-
son still works with me on my financial affairs. He has helped
me plan, cultivate and grow my net worth but more than any-
thing, he believed in me and my future. He has helped me nav-
igate through situations and strategize on outcomes. We have
shared insights, laughter and tears over life events, and now,
even though I can speak the investor lingo, I consult with him
often over strategic financial decisions. I am always free to
make my own decisions, and I have. Sometimes they’ve
worked out well, and sometimes they haven’t — either way, my
planner has been an important guiding light for my
financial education.

Since that time, I’ve vowed to pay myself first with every bit of
money that comes into my life. I take a percentage and auto-
matically put it into my investment account, like it was a utili-
ty bill or some other necessary bill that keeps my life running
smoothly. Money comes out of my checking account automat-
ically, so I have no excuses. With this simple habit, I've been
able to weather stock market ups and downs and have come out
ahead during the more turbulent times.

This single habit is, to me, the most important habit that any
success-seeking individual can accrue. If you take just one
thing away from my story, please know that even though I was
embarrassed, fearful and uneducated, taking control of my
financial situation, in both up and down times, has been the sin-
gle most important success habit I have ever continued.
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And you can do the same. Start today. Really. I mean it. Put
down this book and get out a piece of paper. Write down all of
your debts, balances and interest rates. Then write down all of
your regular bills, and all types of income. Get an exact view
of where you are today. Don’t be afraid. It’s education, and
education is the beginning. Once you know where you are in
your financial picture, I want you to decide how much you will
put away every month. Yep, I mean it. How much will you put
away for investments for the future? It doesn’t matter if it is $1
or $1000, what matters is that you get into the habit of paying
yourself first.

Congratulations! You don’t let fear get the best of you either —
you’re on your way! Let’s keep going.

*
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Something Successful To Think About

To be able to create success, one must have successful
time and money habits.

1. What will be your theme:
For this year?
For each month?

2. How will you manage your calendar?
a. By Task Type
b. By Type of Time (Flexible, Focus or Free)

3. Successful people pay themselves first. Get a piece of
paper and write this personal Pay Myself First Promise
and put it next to your desk.

Pay Myself First Promise

From today forward, I (Your Name)
hereby commit to paying myself first with any and all
money that comes my way. I realize that this is a learned
habit and I will practice every time money comes into
my life. When money comes into my life I will split it
into categories to save some, invest some, pay bills and
have fun.

Go to www.AccidentalMillionaire.com to get:
* 12 Month Personal Theme and Focus Calendar
*“Where are you now?”’ Financial Baseline Worksheet
* Pay Myself First Promise Certificate

It Doesn't Have To Be This Hard

"There are two big forces at work, external and internal. We have
very little control over external forces such as tornadoes,
earthquakes, floods, disasters, illness and pain.

What really matters is the internal force. How do I respond

to those disasters? Over that I have complete control.”
— Leo F. Buscalgia

Simple solutions work the best. By that, I mean that whenever
I was working on a problem, needed more money, more time,
or more clients, I discovered that I could come up with all kinds
of fancy plans, procedures and task lists, but in the end all I ever
needed to do was pick up the phone and ask a question.

And that’s exactly what I did to grow my speaking business.

As 1 said before, my business grew exponentially. Why?
Because I basically just kept doing one thing, and doing it over
and over again. I kept asking for the business. Yep, it’s true. |
was a technical expert, someone who had experience with a
particular side of the computer networking business. So I asked
myself, “Who would benefit from hearing me speak?”’
Corporations, training organizations and anyone with a com-
puter network would be fine, but I wanted to connect with the
large companies, those who had money to pay me and who had
lots of problems to solve.

I asked myself “Where would all of these companies go for
knowledge?” The answer was simple — to corporate training
organizations. I did a little bit of research and discovered that
there were many corporate training organizations that catered
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to large corporations with technical needs, and I compiled a list.
Bingo! What a great way to go where my potential customers
would be. Then I got on the phone. Just like I did before.

“Hello,” I would say to the training manager, “I would like to
know how a trainer like myself could work with your organiza-
tion.” Each time, they would give me the requirements and |
would get more information. Soon I learned that many of the
training organizations worked with trainer-brokers. A broker in
the technical industry is like a temp agency. Technical trainers
contracted with the broker, and the broker had the relationships
with the larger organizations. Now I had another group of peo-
ple to talk to, and I did.

After following up with the information I received, I started to
receive calls. Could I be available to teach classes in Houston,
Denver, Santa Clara, New York, Toronto, and other places?
Would I travel? What other topics could I teach? Did I have
a specialty?

Soon I was traveling to corporate organizations and training
companies all around the United States and Canada. I would
deliver my training and send a bill. I had an assistant help me
with all of the paperwork, travel arrangements and follow up so
that all I had to do was know my stuff and talk about it. And
that’s exactly what I did.

Learning from my past mistakes with money, I became an even
better money manager. I doubled my contributions to my own
funds, worked harder with my financial planner, and learned
more. | took on the part time job of “Money Manager” as an
important part of my future. I had plenty of cash to buy things
I wanted and purchased my first real estate investment property.
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The travel, however, started to take its toll on me, and it showed
itself in little ways. I would tell people I loved California when
I was in Boston. I got on the wrong airplanes and went to the
wrong gates. I would go to what was last weeks hotel room
number by mistake, totally forgetting the room number of this
week’s hotel room. I began to develop little tracking systems
for myself to remember. Organizational tools, like a travel wal-
let, became my personal bible. My room key would go into a
specific slot in my travel wallet, and I would write that week’s
room number right next to it. I talked with other speakers who
didn’t seem to have as much trouble as I did with getting it all
together. Everybody else seemed to have it all under control,
with less stress and less confusion than me. But I didn’t really
have much time to think about it because I was once again very
busy. All I really had time to do was study, write, speak and sleep.

And then something unexpected happened.

The day started out like any other, really. I woke up to the alarm
and looked out the window, a habit I had since childhood, to see
if the sun was shining. As I looked out the window, nothing
was familiar. With a slight panic, I looked around. Where was
I? What am I doing here? What hotel? What city? What
COUNTRY? Now most people, including myself, who travel
a lot have this kind of experience at some time in their careers,
but this was different, and I knew it immediately. Ireally could-
n’t remember! Everything seemed like a blur, and I felt like I
had a big cloud in my brain. Looking around, my eyes and
brain searched for something — anything — that would be famil-
iar. Soon, there was one thing that I noticed I had seen before,
many times, in my travels. It was the bedspread! The pattern
on the bedspread was familiar to me — it was the pattern used
by the Marriott hotel corporation for many years. I laughed
nervously as I determined that I was in a Marriott hotel and that
was all I knew.
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I slowly got up, showered and dressed. Still unable to remem-
ber where [ was or why, I called down to the front desk. Trying
not to sound embarrassed, I said “Can you please tell me what
city we're in?” “Yes,” she replied pleasantly, “This is Toronto,
in Canada.” Well, now I knew where I was. “Can you tell me
the seminars that will be presented today?” As she listed the
event calendar for the day, I recognized my seminar and real-
ized that I was here to teach. It was a two-day event.

The day had not started out so well, but I was determined to
make it a great event for the attendees. I finished my prepara-
tion, ate breakfast and walked down to the lobby. As I started
walking to the seminar room, the smell of fresh sawdust filled
my nose. “Construction?” I wondered to myself. “That’s
unusual.” Normally, when a hotel does construction, they close
off that portion of the building. As I rounded the corner, I saw
the construction workers, the hanging plastic, tools and debris
at the end of the hall. The sign announcing my seminar was
standing right next to them.

“No way,” I thought to myself. “How am I going to be able to
give a two-day training trying to talk over the sound of ham-
mering and a table saw? I must be in the wrong location.” |
turned around and marched back to the lobby to verify the loca-
tion of my room. She confirmed that my room was next to the
construction. “I’m sorry,” she said sheepishly, “There may be
a little noise today, but it won’t last long.” She then went with
me to the catering department to get the room changed. My
day was about to get worse. The hotel had filled the other sem-
inar rooms and mine was the only one available that would hold
the attendees. They had not informed my company of the con-
struction taking place and the seminar was to start in 15 minutes.

I was furious. This was not only inconvenient, but extremely
distracting to me and my attendees. I turned around again and
headed toward my room, determined to make the best of it.
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Ten minutes to start time.
And then I walked into the room.

Because of the hands-on nature of my seminars, there was a
strict limit on how many people could attend at one time.
Since this was a public seminar, I was working with a compa-
ny who did all the booking and registration, and I did not know
how many people would be there until the day of the speech.
Apparently, the seminar company did not know either. The
room was set up for 50 and there were almost 200 people
squeezed into chairs situated behind writing tables. The hotel
staff was frantically trying to accommodate all of the extra peo-
ple by overcrowding, putting no space between chairs. Several
people were standing, unable or unwilling to squeeze them-
selves into the little spaces provided by those who were pre-
ciously guarding their place in the room.

The air conditioning had already gone out because of the con-
struction. As I scanned the audience I saw many angry, hot and
sweating participants. One man had his leg extended and
elbows extended, trying to read his newspaper while taking up
as much space as he could. He clearly did not want anyone
close to him. I saw a woman with a beautiful suit, her cheeks
red with heat and little beads of sweat forming on her forehead.
Others looked around with frustration and confusion, as if this
were some great joke that they did not yet understand.

I went directly to the administration staff and asked what was
going on. They were as confused as the attendees.

Five minutes to start.
I had never had a seminar start or end late and I was quite proud

of that fact. Being respectful of other people’s time was some-
thing I valued in myself, and I was about to violate my own
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time rules, knowing that there was no way I could walk in,
ignore the current situation and start on time.

With the help of my staff, we got the hotel people back into the
room to reconfigure it for this group. Now I had to tell the peo-
ple what was happening. I plugged in my microphone, walked
to the front of the room, introduced myself, and began to speak
to the angry crowd, explaining that we would be reconfiguring
the room and starting in 30 minutes. I suggested that they go
to the restaurant for a few minutes and that we could look for-
ward to a much better start in a half hour.

Several people left in disgust, never to return. The people that
did return came back in better spirits, ready to start the day. We
rearranged the chairs and tables in the room, and while it was
still overcrowded, we went on with the day, covering the
seminar topic.

About an hour into the presentation, the construction crew start-
ed hammering nails into a newly placed wall next to the room.
This time my staff caught them and asked them to stop. An
hour later, the power went out when the construction crew left
for a break. (I always thought that was a coincidence, but sitting
here today writing this story, 'm not quite so sure.) As we sat
in the dark, we had no choice but to wait for more power. The
hotel crew brought in a generator from the kitchen, and we continued.

During the next two days, we dealt with more construction
noise, my computer stopped working, the projector bulb blew
out and conflict arose among the attendees. All in all, it was
definitely the worst presentation experience I had ever had to
that point, and it continues to top my experiences to date.

When the seminar ended, I couldn’t get to the airport fast
enough. I wanted to go home! I got to the airport just in time
to hear that my plane had been cancelled and there were no
more flights out of the country that night. Defeated, I bought a
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liter of water and a candy bar and sat down to think about what
to do next. A magazine that someone had left on the seat
caught my eye. I ripped open the candy bar, took the first bite,
and opened the magazine. I didn’t care what I looked at — I just
wanted to forget the past 48 hours and figure out how to
get home.

The chocolate tasted great, and 1 savored it in my mouth. |
glanced down at the headline of the page I had randomly cho-
sen from the magazine, and stopped mid-chew as the words
practically jumped off the page and slapped me in the face.
There, in big bold type, the headline read “How Chocolate Can
Kill You.” Now let me ask you a question. Have you heard that
life gives you signs in answer to your dreams, wishes and
prayers? Well, I'd been getting signs all day and hadn’t noticed.
So now here was the granddaddy of all of the messages I'd
received that day and finally, I got it. All of the blow-ups,
break-downs and struggles I'd been experiencing in my person-
al and business life due to the travel and my generally unbal-
anced approach had really taken its toll. In that instant, it
occurred to me that I couldn’t do everything myself, no matter
how hard I tried. Even though I had an assistant and good peo-
ple around me, I was making my own work harder by constant-
ly learning new things, creating new topics and going new
places. I wasn’t using leverage at all and I was potentially
going down the same dark path as before. I needed to change.
But first, I needed to stop struggling. I briefly remembered the
time I had stopped struggling and almost given up trying to get
answers for computer networking only to have the answer
appear immediately, and this was no different. I closed the
magazine, put down the candy bar and walked to the ticket
counter, determined to have a good experience.

“My flight has been cancelled,” I told the agent “and I'd really
like to get home for the weekend. Can you help me?”

“Let me see,” she replied, her hands working the keyboard of
the ticketing machine. “You’re not going to believe this,” she



96 The Accidental Millionaire

said, smiling brightly. “There is one flight out tonight on anoth-
er carrier. I can get you into first-class, no charge.”

“I’ll take it!” I blurted, once again reminded at how simple
things could be once I made the decision to stop having a bad
day and struggling against the world.

As I boarded the plane, my stomach growled with hunger. To
my utter surprise, the first-class ticket I had in my hand also
entitled me to dinner on the flight. The main course was a full
lobster, complete with dessert and champagne and served on
real dishes!

My stomach full and my mind at peace, I began to drift off,
wondering how I could continue to live a life with less struggle
doing what I loved.

While no answers came immediately, eventually the approach
became clearer to me. I decided I needed to narrow my own
focus, become a recognized expert and utilize whatever lever-
aged methods there were available to me to grow my business.
I had a few panic-filled moments as I thought about the worst
that could happen if I narrowed my focus. I'had education from
the world’s greatest companies — what if I lost some knowl-
edge? What if I no longer knew exactly how to solve every
computer related problem in the way I was used to? What if |
had to change how I did things? What if? What if? What if?

Then, a little voice crept into my thoughts. It was so weak and
tiny, I almost missed it.

“What if you succeed?” the little voice said. It stopped me cold.
The little voice was right.

My stomach turned over and I recognized it. Fear. It was back.
I had already overcome some giant obstacles in my life, and
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fear of success had held me back in the past. And here it was
again, showing up just when I was most vulnerable.

I knew I could make a choice, and I did not want to choose fear.
I wanted to choose success. But how would I continue to assist
companies without the kind of intensive training I was getting
from the manufacturers? Every six months the technology
changed, requiring me to receive constant training and contin-
uing education in order to teach others. How would I maintain
my extensive certifications, awards, honors and prestige? I had
no idea. I was afraid that if I couldn’t be all things to all cus-
tomers, my services would no longer be in demand.

Knowing I wanted to choose success but not knowing what it
would look like, I once again went back to my wish list and cre-
ated some new wishes. I wished for a topic that would allow
me to continue to troubleshoot my clients’ networks, give excit-
ing training, stimulate my mental needs and work with a dis-
parate and growing number of vendor products. I put parame-
ters around my wish so it could become clear. I asked myself,
“What is the one thing that all computer systems have in com-
mon?” Having been in the business so long, the answer came
easily to me — the infrastructure — the lines themselves that
carry that data — is the answer. The cables themselves carry
every piece of information that is delivered to the computer for
display on the screen. It is that same information that generates
error messages, stops server systems and slows down commu-
nication. A device placed on the network could capture that
data and I could learn to understand it. After all, at this point I
surely knew all of the inner workings of computer networks,
and if there were a single solution to my needs, this was it. |
would narrow my ongoing education, focus on troubleshooting
through the infrastructure and solve computer problems by
becoming a Protocol Analyst.

Or more generically, I would become a hacker-for-hire.
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Made you blink, didn’t I? Yes, it’s true. I decided to do the
work that hackers do, but in a non-criminal way. Now before
we go any further, let me introduce you to a concept you may
not be aware of. The real definition of a hacker is, “one who
gets joy out of overcoming or circumventing limitations.” Of
course, the media has portrayed hackers as criminals who break
into computer systems in order to steal or destroy information,
but that’s not true. Hackers, by their very nature, are a good
group of people who are very proficient with computer systems
and process, and are great problem solvers. Crackers, on the
other hand, are the groups known to break into systems. Have
you ever heard of a safe “cracker?” That’s a person who breaks
into a safe. Code “crackers” are people who break codes and
security for the purpose of using it against another group.

In any event, I decided to do work for people as a hacker so that
I could specialize in a topic and still accomplish everything I
wanted to do in the troubleshooting arena. Now I just had to do
two things: 1) Find someone to help me learn and 2) Let go of
my fear that narrowing down my focus would hurt me.

The first part was easy. Being in the industry, I already knew
the one person who could help me. It was another woman
named Laura, who specialized in the field of protocol analysis
and had done so for many years. Because I was also a woman
(and there were not very many women in protocol analysis), |
was intrigued and excited to see what might come of a meeting.
I wrote out all of the reasons that I wanted to learn from her and
researched the materials and products she had produced that
could help me. I just knew I was on the right track.

Have you ever had those times in your life when everything
seems to go so perfectly, like it was just meant to be? Well,
that’s how you know you are really noticing the signs in your
life and taking action that is congruent with your personal
needs, values and desires. And that’s what happened to me.
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I called my friend Sylvia in Switzerland, who was also in the
industry, and told her of my frustrations and decision to specialize.

“What will you specialize in?” she asked.
“Protocol analysis,” I told her.

The next words she said had me almost falling out of my chair.
“Did you know that I started that too?” Sylvia was another
female in the technology industry that I admired and respected.

“How are you learning your information?” I inquired. To my
joy and surprise, she said that she was working with Laura,
the very same person that I had just thought about meeting!
I was ecstatic!

“Will you introduce me personally?” 1 asked her hopefully.
“Of course,” came the reply. As it turned out, the three of us
were all going be at the same technical conference in a few
months, and Sylvia promised to introduce me to Laura and
even set up a dinner for the three of us.

In the meantime, I immersed myself in understanding new lan-
guage and a new process, with exciting results. I learned to
determine network problems from a different perspective,
never having to rely on the error messages on the screen for my
information. I began using this new tool with my existing
clients to solve problems. At the beginning I was more often
wrong than right, but with some practice, the new tool became
the number one tool in my kit. I began to document my find-
ings and continued to learn from the books, tapes and seminars
I attended.

A few months later, I met my new mentor, Laura, at the techni-
cal convention and the three of us shared a wonderful dinner.
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She agreed to help us both and was very encouraging. She also
shared that she had so many projects that we might some day
work together. I was even more inspired.

Gradually, over the next year or so, I learned to troubleshoot
computer networks with ease. Because I now had a very solid
foundation from which to work, I saw patterns repeated over
different networks that were causing the same types of prob-
lems. The same problems that used to confuse me were easily
solved using this new perspective. The results spoke for them-
selves, and word started to get out — if you want your network
to work well, then call Stephanie.

My work in this area began to extend to the Internet. Because
the format of the Internet was a worldwide standard and emerg-
ing technology for the masses at that time, I focused even hard-
er on this segment of the protocol field. Soon, I was trou-
bleshooting networks “long distance” and being paid to see if I
could break through the security defenses of the corporate net-
works joining the Internet. This was the only part of my job
where failure was GOOD!

I was doing it — becoming a recognized expert in the area of
protocol analysis. By focusing on this single area to accom-
plish my objectives, I had established a solid skill base from
which to work that did not change as often as all of the rest of
the computer world. People knew who I was and what I could
do for them. Later I would learn that these are all marketing
objectives and critical to any business, but I wasn’t focused on
marketing then. Eventually I used nothing but my new tools
and found that all of my fears about letting go of what I already
knew would prove to be unfounded. By taking the action
toward my objective, I had almost forgotten to be afraid!
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Exciting things began to happen. The very company from
which I had received so many certifications called to ask me if
I would work with their team and tour on the very topic in
which I was now expert — protocol analysis. Because of my
decision to specialize, I now knew more about troubleshooting
than many of the industry experts, and I gladly accepted.

My specialized expertise led me to thinking about another item
on the vision list I wrote while sitting on my sister’s couch — a
book. Becoming an author would help make me a more recog-
nized expert in my field and also fulfill a personal goal.

Time for me to write a book.
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Something Successful To Think About

1. Forcing results rarely works. Stop struggling and
let the solutions come to you.

2. Success is not hard unless you make it that way.
3. Simple solutions always work best.

4. Becoming a recognized expert in your area of expert-
ise magnifies your business results.

Go to www.AccidentalMillionaire.com to get:
* The Hacker and The Entrepreneur —
a secret code
* “How to Become a Recognized Expert”
Special Report

What's your dream? Write a book? Travel?
Visit www.MyClarityConsult.com and let's
get your next steps clear! You can do it!

Realizing a Dream

"If one advances confidently in the direction of his dreams, and
endeavors to live the life which he has imagined, he will meet

with a success unexpected in common hours."
— Henry David Thoreau

Yep, abook. That’s what I needed. A book positions you in the
public’s eye as an expert and that was exactly what I had
dreamed about. Now what? I had never written a book before
and I had questions. Thousands of them.

How do I start? What do I write? How does the book get pub-
lished? How do those little graphics in the books get on the
pages? What is an editor? How is a cover created? The list
went on and on.

By this time, I was working heavily in the service business I
had chosen, solving problems for people in their corporate net-
works. I decided to call Laura and I told her of my desire to
write a book. She told me she was planning to attend a semi-
nar being produced by Sylvia in Switzerland and thought
maybe we could talk about it there. I knew that continuing
education was not only a part of my business, but an essential
part of keeping up with the fast-moving computer industry, yet
I just wasn’t sure if I should go all the way to Europe to get it.
Especially when I could just meet with Laura in the United
States. Something compelled me forward though, so I pur-
chased a ticket to the seminar and booked my flight. I grew
excited to see Sylvia and Laura and I began to look forward to
the trip.

103



104 The Accidental Villionaire

When the day came that I was to leave for Switzerland, I was
ready. Ready to go to the next level, whatever that would be,
and ready to accept whatever was next for me in my career. |
knew that this could be a defining moment in my life and I was-
n’t sure how it would all play out. But it didn’t matter much to
me — I knew in my heart that I was going to a new place, both
physically and in my life.

I arrived to see Sylvia’s smiling face. She warmly greeted me
and welcomed me to her country. Due to the time change, it
was morning. I had been flying all night and wanted to get
some sleep, but knew that if I did that, my whole day would be
thrown off. We got some breakfast and set out to see the countryside.

My first experience of Switzerland was beautiful. As we
wound our way out of town and into the country, the quaint lit-
tle farms and houses along the way gave way to rolling mead-
ows, fields and grand expanses of land that was home to sheep
and cattle slowly grazing along the fence line. I marveled at
the beauty of the land, the water and mountains, and took in the
fresh clean air.

We arrived at her house and she proudly showed me around.
We settled in with a cup of hot tea and proceeded to curl up on
the couch and talk — girl style. For the next several hours, we
laughed, cried, giggled and dreamed like two long lost friends,
which we were. It was wonderful.

Eventually, the conversation turned to business.
“What’s next for you?” I asked Sylvia.
“Well,” she said “I think it’s time to write a book.” Here was

a huge sign for me. 1didn’t need to hear her say it twice.
“Me too!” I exclaimed. “Have you ever written one?”
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“Never,” Sylvia answered, “but I think there’s one in both of our
futures. Maybe we will write one together.”

“Maybe,” I answered, inwardly excited at the possibility.

Our business talk that day was short, as she needed to prepare
for the seminar. I went to my hotel, a cute little barn-shaped
building that housed a small restaurant and several guest rooms
that faced the mountains and rolling hills. I had a charming lit-
tle room on the second floor. As I opened the windows, I
noticed a small group of cows standing in the field below. They
seemed very happy, grazing lazily. Suddenly, one looked up
and stared straight at me, as if it had a greeting for me.
“MMMMMMo0000000000000,” said the cow and then went
back to its meal. I had never been in a hotel so close to a pas-
ture, and the sheer difference of this life contrasted with my reg-
ular city existence got my creative spirit flowing.

The seminar was fast-paced and fun filled. Many times, Laura
announced that Sylvia and 1 were also experts in the field,
accelerating our prestige with the rest of the seminar crowd.
We spent much of the time on the breaks answering technical
questions relating to people’s network problems.

At one of the breaks, a network manager from a large, local
banking institution approached us. He explained that his net-
work was not working properly, and it was causing plenty of
trouble in the corporation. Could we come and look at it?

After a short break, we gave him a verbal quotation on the
price. Our quote was almost $25,000 and he didn’t blink.
“Come right away,” he said.

There’s a lesson here that I hope you as a reader and possibly a
service professional should know. Many times this kind of sit-
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uation has probably happened to you. How have you handled
it? If you’re like many, you undercut your price and don’t
charge what you’re worth. But when you are the recognized
expert, and you can produce results, it’s not about the price. It’s
about your expertise. And we had it.

The next day, we found ourselves in the heart of the Swiss
bank, with our network analysis tools, ready to work. After a
brief introduction to the situation and a short series of ques-
tions, we went to work. The network had been running slowly,
people were really frustrated and no one knew why. They had
talked to many engineers, programmers and consultants, and
were at the end of their possibilities. It was up to us to find the
solution to the problem quickly.

We found ourselves looking at data running across the network
in large quantities. This was, after all, a Swiss bank, with lots
of corporate activity, banking transactions and user software
running across the network. We began the process of trou-
bleshooting. Soon, a pattern of activity started to repeat itself.
“Did you see that?” our mentor said to us. “That’s not right.”
We all saw the strange data pattern and took turns verifying its
source. After we each separately and collectively came to the
same conclusion, we discovered the source of the problem. A
menuing system created by the in-house programming staff had
a behavior that was causing the entire network to slow down.
Expecting something much more complex, we kept digging.
After some time, we could find no other unusual data patterns,
and we called in our client to explain the situation and our solu-
tion. “This is great!” he exclaimed. “I can’t believe you found
the problem so quickly!” The entire process had taken approx-
imately 90 minutes to solve a problem that had been plaguing
the company for almost nine months. If we had been called
sooner, we could have prevented this company from the
headaches it had been experiencing, but often our type of pro-
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fessional troubleshooting was a “last resort” due to the price we
all charged for the service.

Satisfied, we left the bank and decided to get some lunch. “You
both did a really good job,” our mentor said to us over the meal,
“You’ve gotten very good at this business.” Coming from her,
we were both very proud of ourselves, and we spent the next
few hours discussing the finer points of analysis, troubleshoot-
ing and our careers.

Earlier I said I wasn’t sure if I should go all the way to another
country to see my mentor Laura when I could see her at home.
Well, I was about to find out why I felt compelled to take the
trip. You see, it turns out that she had been watching Sylvia and
me. She had been studying our work, our dedication to analy-
sis, and our results. And she needed something from us.

“Have you ever thought about writing a book?” Laura asked
us, pointedly.

“Yes!” we both exclaimed in unison.

“Next month is the national convention,” she started to explain.
We knew that and had both planned on attending the annual
computer engineering event we had attended for several years.
Laura continued, “There is a large book publisher that will be
there and they are looking for authors. I’d like to introduce you
to the acquisitions editor”” We were both thrilled at the idea.

Grateful for our new opportunity and exhausted from all the
learning and excitement, Sylvia and I finished out the conven-
tion trip with a whirlwind shopping, dining and sightseeing
spree with Laura. Laura and I left for the United States and I
was eager for the annual convention coming up and the chance
to meet up with Sylvia again.
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The convention date arrived and this time things had changed a
bit for me. I no longer needed to try to soak up every new and
updated concept in the industry. I only needed to find the things
that pertained to my abilities for troubleshooting. 1 had a clear-
ly defined focus and set of goals. This was a new and powerful
way for me to show up for education and I liked it. A lot.

The day came when Sylvia and I were introduced to the pub-
lisher and specifically to the acquisitions editor at the conven-
tion. (The acquisitions editor is the person responsible for find-
ing new books and information to bring to print.) What hap-
pened next was something I will never forget. Laura introduced
both of us to the editor and stated simply, “These two people
are the only people who can write the book.” The book? It
sounded as if it had all been decided and it took a minute for me
to understand.

“I need an author or co-authors to write a book on troubleshoot-
ing,” the editor explained. “The book has already been through
committee, it is approved, there is an advance, and we can’t find
anybody to write it.”

I looked at Laura and she smiled. “I was going to write it, but
I decided not to,” she said simply. “The publisher still wants the
book and you two are the ones to do it. Get the contract and get
going. It’s time.” With that, we shook hands and she left.

We continued to talk with the editor for another two hours, ask-
ing questions. The contract came in the mail the next week and,
just like that, my friend from Switzerland and I were officially
writing a book. We went over the contract, signed it and
received our advance checks. We had exactly nine months to
write a book that would ultimately end up being over 1400
pages long. We split the twenty chapters in half and went to
work. Sylvia and I would learn along the way how the process
worked and the editor was there for us every step of the way.
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Every day I set aside time to write and sometimes I wrote for
days without a break. Facts were checked, edits made, changes
and new information added right up to the deadlines set by the
publisher. We followed the outline for the book, kept up with
the deadlines and called each other often, despite the ocean and
time zones that separated us. There were tears of joy and frus-
tration along with feelings of anticipation and anxiety about
putting our work out there for everybody to see. It felt a bit like
we were giving birth. And really we were. We were giving
birth to information never before published in our industry.

We submitted our last chapters and went through final edits. It
was now only a matter of time before our book would be pub-
lished, put on shelves in the bookstores and made available
worldwide. The publisher had already scheduled our first book
signing. All we had to do now was wait.

Before I knew it, a package arrived from the publishing compa-
ny. It was an advance copy of the book, completely ready to go
to the distribution center. The feeling was one of pure joy.
There was a lot of sweat equity in this project and it was com-
plete. Finally! Soon after that day, the book appeared in major
bookstores. I felt like I had accomplished a miracle.

Sitting on my sister’s couch four years earlier, I had been a
completely different person stuck in a horrible situation that
took away my self-esteem and confidence. At that time I had
written a five-year goal plan and I had just achieved my entire
plan in four years! Now, here I was a published author, recog-
nized expert, sought-after speaker, and business owner. My
business had expanded to include partners, employees, and new
lines of products and services. It grossed millions of dollars
each year, and was continuing to expand into new areas.

A tear ran down my cheek as I looked back at how far I'd come
in such a relatively short time. For the first time, I really took
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in the moment and basked in the pride I felt. I had not taken
this kind of time to congratulate myself in the past, and it was
a new and different experience for me.

Tears of joy began to flow more freely as I thought about the
lessons I'd learned along the way. Writing the book, asking for
help, working with mentors and receiving the help I asked for -
- I realized that I had not done these things in the past. Before
I embarked on my new life, asking for help had come at a great
price and I was sometimes too afraid or embarrassed to admit I
didn’t know something. My personal pride stopped me from
accepting assistance I really needed, but by choosing to accept
the help I wanted, I had not only reached my highest goals, |
had regained my personal power, pride and sense of self-confi-
dence. I reached the summit of the mountain I had chosen
to climb.

And I had fallen in love.

In the ensuing years after my divorce, I had met a man who put
flutters in my heart. He was kind, supportive and gentle, the
exact opposite of my first husband. For all the years that I was
out regaining my sense of self, traveling and teaching, he made
himself available to me for a relationship. Though we lived
almost 2500 miles apart, we spoke and visited often. I was able
to travel to his city and he was able to meet me at speaking
events. Even though he was so kind, I was skeptical and afraid
that I would be hurt again and I kept my distance. I guess I had
something to prove, even if it was only to myself. When I fin-
ished my part of the book, I knew that my days of proving
myself were over and my thoughts turned to romance.

*

Realizing A Dream 111

Something Successful To Think About

Have you ever considered writing a book? Many people
have, but they just never seem to get around to it. Here’s
a secret — a book is almost never written in sequence. It
starts out with a pile of ideas and it’s only through the
help of an editor that the book starts to take shape. It’s
always a good idea to work from an outline, but even that
starts with just a pile of ideas. Here’s how you get start-
ed on your book.

1. Get a timer and set it for 15 minutes.

2. Take out a piece of paper and write on the top
“Everything I know about (your subject)

3. Write like crazy and brainstorm for 15 minutes. These
ideas will become the major outline point for your book.

4. Arrange the major ideas into some order that makes
sense to you.

5. Repeat the process for each major idea, and now you
have the sub points for each chapter.

6. Arrange the sub points into logical order and you will
have the outline

7. Write a few paragraphs on each sub point and you
have the beginnings of your book.

8. Celebrate!

Go to www.AccidentalMillionaire.com to get:
* FREE Do-It-Yourself Book Template
* Self-Publishing Book Resources List
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Bringing Vision Into Reality

“Asking is beginning of receiving. Make sure you don't go to the
ocean with a teaspoon. At least take a bucket so the

kids won't laugh at you.”
-Jim Rohn

Romance. What a concept. Actually, it was a concept that I had
previously dreamed about, but had never truly experienced.
Now, I was ready. From the moment I met him, I knew that
Alan was the man I was going to marry. This was a strange and
wonderful feeling for me. I was scared, but I never let fear stop
me before, and I wasn’t about to start now.

For several years, we had a long distance relationship. He lived
in Arizona and I made my home in the Midwest, in Wisconsin.
We commuted back and forth and kept two sets of clothing, toi-
letries and basic personal items in both locations. Have you
ever had a long distance romance? Twenty five hundred miles
is areally long distance, and we had our share of ups and downs
over the years. It required a plane ride just to be able to spend
some time together, and I was grateful that we had the money
and desire to make it work out.

I guess every relationship situation has its breaking point, and
after several years the long distance nature of ours had taken its
toll. We found ourselves at a “make it or break it” point and
locked in irons — each wanting the other to pick up their life and
move to a new city to be together. I worked really hard to con-
vince him to move to Wisconsin. After all, from my perspec-
tive, [ had a business, employees, partners, real estate, and lots
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of work to do. He had a job in Arizona and skills that any
employer would want to have. But I had a secret. Every time
I left Arizona I cried, not wanting to return to the cold Midwest.
I did it, though, because the thought of leaving my family, my
business, my house and the only life I knew was almost
unthinkable to me. Fear again. Ugh.

Being the kind of person he is, Alan took a temporary position
in the Midwest. We decided that at the end of the position, in
three months, we would either love each other even more or
hate each other and call it quits. It was a rocky time. We went
through almost the whole three months without knowing what
we would do. Emotions were high. We were in love and we
knew it, but neither of us wanted to move. I left for a speaking
engagement for a few days and we promised to have a discus-
sion when [ returned.

While I was at my event, Alan had an accident on the ice-cov-
ered sidewalks in northern Wisconsin that left him on crutches.
He did not tell me what had happened and I returned, eager to
see him. When I got off the plane, there he was, hobbling
around with a broken foot on crutches in the dead of winter in
Wisconsin. He grinned and gave me a hug, but I knew there
would be no discussion. There was no way he was going to
move from his beautiful, sunny Arizona. It would be up to me.
I would have to face my fear once again if I wanted to be with
the love of my life. Another lesson learned. Sometimes the
world clears the way for you to be able to get what you really
want in your life. I really wanted to move to the sunshine-laden
state, get away from the cold and snow, and now the opportu-
nity had opened itself up to me. All I needed to do was grab it.

And there was something else happening for me. With all of
the things going on in my life that [ was passionate about, my
business had grown. A lot. By this time, I had a partner and
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many employees to deal with as the business had expanded to
do much more consulting and computer work. I was writing,
speaking and consulting, and then going back to my office and
trying to run the business, collaborate with my partners and
deal with employee issues, bankers, accountants, lawyers and
other professional advisors. While it was a necessary part of
the business, it had begun to seem like drudgery, with a never-
ending set of details, rules, procedures and more details I could-
n’t handle and didn’t enjoy. All the while, I thought there was
something wrong with me. After all, wasn’t growing a business
with employees a business owner’s dream? Isn’t that just the
way it’s done? Why couldn’t I just stay in the role of the CEO
and be happy about it? Lots of questions filled my mind but I
didn’t say anything as I processed the possibilities silently. As
I saw it, I had two clear choices for my future. I could either
continue to grow the business as it was, or I could follow my
heart and move to Arizona. What would I do? I was at anoth-
er crossroads in my life and I wanted to make a decision. After
all, making a decision or choice is the first step in successful
thinking, and I knew it. I also knew that whatever choice |
made, it would simply be the right choice at the time, and not
necessarily the right choice forever. But that didn’t make it easier.

For months I pondered my options. Alan left town and went
back to Arizona, and we continued our long distance relation-
ship, now certain that we had a much stronger foundation and
a lot more going on between us than we had previously admitted.

At this point in time I spoke with my business partners and we
agreed that it was time for me to move on. My heart was clear-
ly somewhere else; I was not enjoying my role in the business.
In my heart, I was, and probably always would be, a solo entre-
preneur. I loved the thrill of being in the field, servicing my
customers, producing information and solutions with immedi-
ate results. When I needed help, I knew how to get it without
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taking on what I felt was a burden of employees. That would
be the dawning of a major realization for me — one that would
catapult me into the next chapter of my life. It was once again
a new discovery about myself.

For me, even though I had generated millions in my business-
es, it had never been about making money. The money I made
was simply a by-product of the service I provided and the peo-
ple I assisted. The more people I helped, the more money I
made. It was more about the lifestyle, a way of being in the
world, that gave me my motivation and inspiration. I had nice
things, took plenty of vacations and had lots of interests. I
looked at money differently than most. I guess you could say
that I looked at money like any million-dollar thinker would. It
was a resource — simply the basis for value exchange in our
economy. [ was no longer afraid of it, controlled by it or per-
suaded by it. Like food or water, having plenty of money
became simply a way of life. Now that’s not to say that I did-
n’t have unexpected expenses or bills sometimes. I did and I
still do today. It’s that my mindset had changed dramatically
from those early days. If I needed some extra money, I simply
set out a plan to make it, rather than focus on the extra bill. And
that’s a lesson I hope you will read and reread until you really
get it into your consciousness.

So there I was, contemplating my life thus far and faced with
an important decision. As I realized that my life was more
about my happiness and lifestyle than anything else, I made an
important realization -- not all entrepreneurs have to grow their
businesses to large multi-million dollar corporations. Not all
entrepreneurs even WANT to do that. From that day forward,
I gave myself a new title. I would call myself a Lifestyle
Entrepreneur. My definition? A Lifestyle Entrepreneur is a
business owner who has a thriving, growing business, no
employees and works in a collaborative effort with other busi-
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ness owners to get his or her needs met so he or she can per-
form tasks in their business that make their heart sing. In other
words, a Lifestyle Entrepreneur is no less a business owner than
a traditional business owner, but rather builds external teams
instead of internal teams. The business might be in the millions
or the tens or hundreds of thousands — it is not about the money
—itis about the lifestyle flexibility. And it was the same for me.
I was on to something...something I would later come to find
out was important to almost 40 million other business owners.

With my decision made, I called Alan on the phone and told
him I was coming to Arizona. The excitement in his voice was
contagious. He was as relieved as I was that we would finally
get to be a real couple. We both cried tears of joy as we made
the decision to sell my home in Wisconsin. We set an anticipat-
ed date for my arrival and I hung up the phone, eager to take the
action and steps necessary to sell my condominium and clean
up my business affairs.

Within minutes, the phone rang again. Assuming it was Alan
calling me back, I cheerfully picked up the phone and said
“Hi!” The woman’s voice on the other end was unfamiliar,
but friendly.

“Hello,” the voice said, “I am a local realtor and I have a client
who has really fallen in love with the area. Do you know of
anyone who is selling?”

I was stunned. Could it really be? I thought it was some kind
of joke. “Well,” I said cautiously, “I've just decided to sell.
Would your client like to look at my home?”

“Wow,” said the realtor, ““She would love to!” Is tomorrow too
soon? I almost couldn’t get the words out. “No, that would be
okay,” I said, my voice almost too shaky to continue.
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The next day, the realtor and her client showed up on my
doorstep as promised. One look around and she was clear — she
had fallen for the place and wanted it. Soon.

“What is your asking price?” she asked. I had done a little bit
of research in anticipation of her visit, and I gave her the price.
“Great,” she said to the realtor, “Let’s do it. Can you be out in
90 days?”

Ninety days? What? Was she kidding? How was I supposed
to pick up my whole life and move to a new town, where I knew
no one but Alan, in 90 days? I think my surprise betrayed me.
All T could say was “I guess so.” Really, I had nothing stop-
ping me but ME!

At this point in my life, I understood about the process of man-
ifestation, but I had not yet come to realize how fast it could
happen. Many things lined up in that moment that caused the
eventual outcome to appear and I was surprised at how things
could happen even if I still wasn’t completely sure of the future.
I would have to leave my family, the town I had lived in for my
entire life, and everything that was familiar to me. But in my
heart, I had known for a very long time that life for me “out
West” was something I needed to experience. It had been like
an invisible wire, tugging at my heart and now that I had expe-
rienced much of Arizona and California, the tug was stronger.

You see, we aren’t all born knowing exactly how to achieve
results in our lives. We do have the ability, however, to consid-
er how we want our lives to look, the lifestyle we wish to live,
the amount of money we bring into our lives and the exact out-
comes we wish to accomplish. What I’'m telling you right now
is a big secret of successful people. Successful people know
that if they make a very specific request of what some call the
Universe, the Universe will respond with the “how to” informa-
tion. It will do this by placing the right people, circumstances
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or information into our view and it will be up to us to receive
that information. Today I am very powerful and deliberate in
my requests for help in manifesting and bringing into reality
whatever [ want in my life.

The truth is you and I have a very limited knowledge of “how”
things are actually done. If it was completely left up to us to
figure it out, we would not be learning new methods, but
instead having to draw upon our own limited experiences,
which could make success take a very long time. For this rea-
son, I leave my ego at the door and make specific requests of
the Universe often. Not all my requests are fulfilled, and I have
come to understand, as I hope you will too, that when my
requests are unanswered, it is always for a reason that has my
best interests in mind. So how does it work? There are basi-
cally six steps to manifesting what you want:

Step 1. Make a decision to have what you want, when you want it.

This is deceptively simple. It would seem that making the deci-
sion to have whatever you want would be easy, but most peo-
ple are tentative when it comes to being specific. People say
things like “It would be nice if...” and “We’ll see what happens
when....” That won’t work. First, you must state that “I am in
the process of...” or “I will be” when making a decision. Make
sure you're clear on when you will receive the results. You
must be resolute, and allow no one (not even yourself) to under-
mine your confidence in your decision.

So what do you want? Start thinking and practicing now. Here
are a couple of practice sentences to get you started.

I am in the process of becoming a millionaire by the time
I am 50.

I will be living a life of personal and financial freedom on or
before my 45th birthday.

I am going to have a weeklong Italian vacation by (date).
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Start small. “I’'m having chicken for lunch today” is a very
decisive statement. “I am going on vacation in Los Angeles
for a week in June” is also decisive. Once you have practiced
and mastered this decisive language and know exactly what
you want, you are ready to move on to step 2.

Step 2. Be clear about the outcome.

The next step is to be extremely clear about the details of the
outcome. This is done in the context of what you DO want, not
what you don’t want. Practice visualizing yourself in the situ-
ation you want to create. How do you do this? Once again,
the simplest way is to start small.

Think about this: when ordering a salad in a restaurant, you
choose the type of lettuce, vegetables, cheese and dressing. You
visualize how the salad will look when it arrives at your table.
You are clear about what you want. After all, when you’re
thinking about the salad, you don’t have a visual picture of a
chicken sandwich in your mind, do you? Of course not! You
have a visual image of the salad you wish to eat. It works the
same with bigger items, like financial freedom. You must visu-
alize the money, the bank statements, investments or just plain
truckloads of money arriving into your life.

Step 3. Detach from the process.

One thing that holds many people back is not knowing “how”
to do something. Forget it. The “how to do it” instructions will
appear after you have clearly defined what you want.

Take the example of ordering the salad. After you order, you
don’t have to worry about how the salad will take shape. Every
restaurant prepares salad differently, but the outcome is the
same — it arrives at your table ready to eat. It is the same with
all other events in your life.
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Step 4. Expect that it will happen.

Just as you expect the salad to arrive at your table ready to eat,
you can do the same with other things in your life.

Once you are decisive and clear about what you want and not
trying to control the process, set an expectation that what you
want will in fact appear. It may not appear in the way you
thought or at the precise time. In fact, it may not appear at all!
Possibilities you thought were a sure thing may disappear. You
may even experience frustration, anxiety or impatience trying
to control the outcome. Ask yourself “What lesson could I
learn from this experience?” and turn it into a personal
growth opportunity.

Step 5. Be open to possibility

As I mentioned in the last step, the path to the outcome may
(and probably will) show up in ways you never imagined
before. It is your job to explore possibility. Suspend judgment
of how things should be done based on your past experiences
and ask yourself “Is the situation, person or resource that is in
front of me supposed to help me on my journey?” “If so,
how?” When you ask the question, you will be given the
answers — one step at a time.

Step 6. Practice gratitude.

Are you thankful for the things you have in your life right now?
Do you look at your challenges as opportunities to grow or bur-
dens that needs to be eliminated? When you practice being
thankful for specific events in your life, including the burdens,
even when you don’t understand why they appear in your life,
your ability to manifest accelerates almost to the speed
of thought.
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Through all of the ups and downs in my life, I have had very
few days where I've felt sorry, angry or held back by whatever
took place in my life. Instead, I've spent a lot of time asking
myself, “How does this benefit me?”” which is not only a much
more positive challenge to solve, but a much more insightful
one as well. Many times, the answer at the moment is “I don’t
know, but the situation will serve a purpose in the future.” And
it has.

Manifesting circumstances, money and change in your life can
be almost instantaneous. A few years ago, I was in San
Francisco for the very first time. Across the bay, I could see the
beautiful island Alcatraz. Ireally wanted to visit the island, and
I was only in town for 48 hours. My time was booked except
for that very day at 1:00 p.m., so I decided I would visit
Alcatraz then. I did what any tourist would do when they want-
ed to see an attraction — I went to the ticket booth and request-
ed a ticket.

The woman behind the glass said “You can go next week or the
week after that. We’re all sold out for today.”

Now here’s where manifesting comes in. You see, I had made
my request to be on the 1:00 p.m. boat that day to Alcatraz, and
I was being told I couldn’t go. I stepped back for a minute and
thought to myself, “I’'m going to go to Alcatraz today at 1:00
p.m. I guess that’s not the way for me to get there.” I had been
very clear in my decision and about the outcome, now I need-
ed to detach from the process. So I did.

Leaving the ticket booth, I was pondering my next steps when
a man popped out of a shop on the boardwalk and yelled “Two
tickets to Alcatraz!” I had expected that it would happen, and I
was open to possibility. It was a good thing too, because in
order to get my tickets, I had to see a timeshare presentation!
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So off I went. I saw the presentation and almost bought the
timeshare, got my tickets and was on the boat at 1:00 p.m. That
day, I spent a wonderful afternoon on Alcatraz.

Practicing these steps means taking action, being consistent and
being open to change. Getting what you want does not always
mean that it is easy. Challenges occur. Emotions, other peo-
ple’s negative views and comments set you back. But in the
end, it all comes back down to your choice. Choose to get what
you want and it will happen for you. That’s a promise.
Guaranteed.

Within a few days, I had a signed, accepted real estate offer in
my hand and I began the process of packing for my move
to Arizona.

During this time, my book started showing up in bookstores
and I went to my very first book signing at a conference in
Utah. It was very exciting to be a published author and watch-
ing my books fly off the shelves! Ilearned an extremely impor-
tant lesson from this as well — one I hope that others are aware
of before they publish a book.

Here’s the secret many people do not know; the publisher is not
the marketer of the book — you are! Publishers publish books,
get them in stores and it’s up to you (or in this case, me and my
co-author) to push the books out the door.

I didn’t know that then. In fact, I was so naive that I used to
sneak into the bookstore, creep into the computer section of the
books, grab my book, turn my back to the customers and secret-
ly sign my own book! I now know that you don’t have to be so
sneaky, I learned all about book signings later on. The experi-
ence of selling my book would be my first true vision of what
marketing could do, and I vowed to learn all I could about it.
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On May 15, 2000, I moved into my new beautiful home in
sunny Chandler, Arizona. One week after my arrival, Alan

came home with a package - a really small package. “I'm so Sumethmg Successful To Thmk Abﬂut

glad you’ve decided to be here,” he said, with a boyish grin.

1. Where is YOUR focus in your life? Do you focus on
what you DO want or what you DO NOT want?
Remember, whatever you focus on expands.

“Will you marry me?” was all I heard.

Inside the package was a really big ring.

2. What have you manifested today in your life? Have
you manifested success or failure? Either way, you
can bring about change by utilizing these six simple
steps:

a. Make a decision to have what you want, when you
want it.

b. Be clear about the outcome.

c. Detach from the process

d. Expect that it will happen

e. Be open to possibility

f. Practice gratitude

*

3. Think of a time when something you wanted appeared
instantly. Have you given thanks and gratitude? If
not, do it now. You will be rewarded.

Go to www.AccidentalMillionaire to get:
* Manifesting Quick Step Guide
* Gratitude Journal Pages
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You're Not Crazy, You're an Entrepreneur!

"What lies behind us and what lies before us are tiny

matters compared to what lies within us."
- Ralph Waldo Emerson

“Yes!” I exclaimed excitedly, to Alan’s proposal of
marriage. “When?”

“Well,” said Alan, “how about in August?” I did the math in my
head and panicked. August was only three months away.

“I don’t think I could plan something that fast — not with all of
these other things happening. I've barely unpacked!”
Excitement turned to nervousness.

“Don’t you worry,” he said calmly. “I'll take care of every-
thing.” And that’s exactly what he did. The first thing he did
was call my mother. Can you believe it? My own mother! He
did this completely without my knowledge and he set up a time
to meet with her. 1 would later learn that my husband-to-be
was a little old-fashioned, quite detail- oriented and cared a lot
about family. At this moment, he cared about MY family.

When Alan and my mom met for dinner, he came prepared. He
had earlier asked me what my mother’s favorite flower might
be. I thought it was a test to see how much I knew about my
family, but I was wrong. He wanted to approach her with a
bouquet of her very favorite flowers — daisies. And that is
exactly what he did. He handed my mother a bouquet of
daisies and said simply “I’m in love with your daughter”” My
mother melted. The pure love and openness in his eyes said
everything that needed to be said.

127
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That year, on August 26 we said our vows in front of a small
but tight knit group of our family and friends. Our union had
all of the love, support, confidence, affection and happiness that
my previous marriage lacked. No drama, just lots of fun. Alan
had thought of everything — all I had to do was show up, wear
a great dress and smile. I didn’t think I could love or appreci-
ate someone so much. [ still do today.

After the wedding, I began to settle into my new life in Arizona.
I had discovered necessities like groceries, dry cleaning and
where to get my pedicures (yes, that is really important when
you wear sandals most of the year) and life had slowed consid-
erably for me. I was still speaking publicly occasionally, and
the rest of the time I was brokering other speakers and trainers
into corporations for very specific, high tech subjects. Alan had
a job that required him to travel and he was gone many weeks,
but home most weekends.

My work was pretty simple and met my money needs, but
something else was brewing inside. It was a feeling I had never
consciously experienced before, and I didn’t know what it was.
It was an uneasiness, restlessness and sadness I didn’t under-
stand. I had no reason to be experiencing any of these things.
Additionally, the thoughts in my head which had always been
a part of my personality came through at blinding speed.
Partial sentences, observations, quotes, songs and distractions
filled my head. I couldn’t remember from one hour to the next
what I had planned to accomplish during that time. When Alan
would return from his trip, I wasn’t always the happy profes-
sional woman he had married, and I felt horrible. The frustra-
tion and noise in my head became unbearable, and I called a
professional psychologist I had known when I lived
in Wisconsin.

“I think I'm going crazy,” I said, feeling afraid and alone. Itold
her about the noise in my head. “It’s like there’s a party going
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on all the time. I feel lazy and stupid,” I explained, sure she was
going to commit me to some kind of institution.

“Stephanie,” she said gently, “this is the first time in your entire
life that you have peace in your daily routine. There is no
drama, no mystery, fear or concern for your safety.”

I pondered her thoughts and realized she was right. From the
time I was very small, I had felt a responsibility to take care of
others, to “grow up fast” when my parents divorced and I felt
the need to take care of my sister. I graduated from school
early, moved out of my parents’ home early, started my busi-
ness early, and I realized there had been many obstacles, chal-
lenges and “dramas” along the way to distract me from the
thoughts in my own head.

But not now. Everything was fine, and I was worried, waiting
for the drama to continue-- waiting for something bad to hap-
pen. Filled with half-finished thoughts, ideas, goals, dreams,
and it seemed like it was almost impossible for me to place my
focus on one thing at a time — they all came rushing in and the
overwhelming feeling made me question my own self-worth. 1
felt stupid. Really stupid. And alone.

“So what’s wrong then?” I asked her in frustration.

“I think you might have Attention Deficit Disorder, or ADD,”
she said, matter-of-factly. “We haven’t considered it before
because there was always so much going on in your life that
you never slowed down enough to even experience this kind of
feeling. But what you are describing could be ADD.”

“Isn’t that for kids?” I exclaimed.

“No,” she said quietly, “There are millions of adults like you
that have ADD and have gone undiagnosed throughout their
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school years. There are some tests that can be done. I'll refer
you to someone locally. But I know how you like to check
things out, so I'll recommend a few books to see what you
think.” I would later learn that the “Why?”” questions I always
asked were a significant sign of ADD.

I couldn’t get to the bookstore fast enough. What was ADD? 1
felt humiliated. I was a powerful, self-assured business woman
who had managed to get through life pretty well so far, and now
I was going to be burdened with a societal label? The thought
of being labeled scared me more than the condition, I think. It
was like having a disability and I felt that I couldn’t have any
disability — how would I ever manage my life? I was 35 years
old and possibly looking at a label given to people who could-
n’t function in their life because of ADD? The more I thought
about it, the more depressed I became.

As I browsed through the bookstore, I immediately found the
books that the psychologist had recommended. I sat down and
started reading. Stories, information and checklists filled my
mind.

Slowly, I started to understand. 1 began to think back to my
childhood. Throughout school, I had been called out by my
teachers for working too little, not focusing on the task at hand,
disrupting the class and getting less than desired grades.
Daydreamer. Underachiever. Lazy. Impatient. Impulsive. Half-
finished projects and clothing were strewn about my room and
the rest of the house. “Stephanie is a very bright girl,” my
teachers would say, “If she would apply herself she would get
better grades.”

I begged for toys, bigger bikes, better clothing — as a child, pret-
ty much anything I could see I thought I needed. There was
always a creative and humorous wit brewing underneath my
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confusion regarding the world around me, and I was able to
cover up many of the symptoms with humorous “reasons’ for
my behavior.

And then there were the very bright times. At times, I came up
with wonderful inventions, creative ideas and incredible solu-
tions to problems. My teachers, parents and extended family
were constantly amazed by my wealth of knowledge.

As I looked through the books and pondered the information
before me, I started to feel like maybe I did actually fit into a
category that had never before been available to me. Could it
be true? I began to think of things that had been said to me
growing up — things like:

Pay attention

Why can’t you sit still?

If you would just try, you could do it.

You can do it when you want to.

You just have to “buckle down.”

Do your clothes belong on the bedroom floor?

Why do you leave half-finished cans of soda all
over the house?

Why can’t you put things away when you 're finished
with them?

Why do you leave the kitchen cupboard doors open?

Can you relate to any of these things? If you’re a parent, have
you ever said any of them to your children? For many people,
the answer is “Yes!”

Here I was, at age 35, uncovering something that would poten-
tially come to be the biggest, most enlightening discovery about
myself in my entire life, and I only saw it as a possible disabil-
ity. After all, aren’t we supposed to strengthen our weaknesses?
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I had been told that all throughout my school years, and there
were no ideas in my mind about how I could strengthen this
one. I felt depressed, angry and frustrated. I made the appoint-
ment with the professional psychiatrist recommended by the
doctor in Wisconsin, and was 15 minutes late for the
first appointment.

“I’'m so sorry,” I stammered, out of breath. “I was trying to get
here on time and got lost and stuck in traffic.”

The doctor smiled quietly and said to me “Please come with
me.” I followed him into the inner office, where he closed the
door. I was sure he was going to scold me for being late, irre-
sponsible and so many other things I'd heard many times
before. I looked around the office. On the shelf behind him
were volumes of books, magazines and information, all with
the words ADD somewhere on them.

“You’re here for an ADD evaluation,” he said, matter-of-factly.

Still upset about being late and causing a problem for him, I
blurted out another apology. “No apology needed,” he replied.
(At the time, I didn’t know that often being late is one of the cri-
teria for ADD). Then he started asking me questions, like:

Are you often late for appointments?

Do you often feel like you're “out of time” in your projects?
Do you feel like you “just can’t get your act together?”

Are you disorganized?

Do you procrastinate or have trouble getting started with projects?
Do you have many projects started, but few finished?

Are you easily distracted?

Do you experience frustration often?

Do you seek out high energy or high stimulation situations?
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Do you tend to drift out of a conversation or away from a proj-
ect, like reading a book?

Do you feel restless, anxious or worried?

Do you count items like sidewalk cracks, birds in the sky or
items on a shelf?

Do you have a tendency toward addictive behavior?

Do you dread “the details” of a project?

“Well, yes!” I answered, shocked to be hearing what I was hear-
ing. “Doesn’t everybody?”

“Well,” he stated simply, “ADD can be elusive because at times,
everybody might experience some of these behaviors. The key
here is to look at the length of time you’ve been experiencing
these things, the intensity and your family history.”

“What we’ll be doing is exploring some of these items in more
detail..”” Ididn’t hear the rest because I had tuned him out, still
swirling from the impact of the questions. 24. That was the
number of birds I counted in the sky just before I walked in his
door. 13. Cracks in the sidewalk from my car to his front door.
7. Number of days I wanted to have potatoes for dinner,
because I decided I was addicted to them. 17. Number of proj-
ects (unfinished) on my list. 0. Amount of high stimulation sit-
uations in my life. Daily. The days I feel frustration, disorgan-
ization, anxiety, worry and restlessness.

When I left, I had a take-home test, just like in school. The test
consisted of several parts, with one part having 500 questions
to answer. Details. “Yeah, right”, I thought to myself. “T’ll
really be able to do that”” I looked at the two booklets in my
hand — one was the test questions, and the other was the fill-in-
the-dot answers. I felt anxiety just looking at the dots. I was
going to fail the test and I hadn’t even started!
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I brought the test home, tears streaming down my cheeks.
“What’s wrong?” said Alan and my mother, who was at my
home for a visit. I hadn’t told her anything about my suspicion
and in that instant, it all came pouring out.

“Mom,” I said slowly, “let’s talk.” I wanted to find the words
that would describe how I had been feeling inside for all of my
life without sounding like I was blaming anyone or trying to
make up an excuse for my current behavior, which admittedly,
had been different than that in the past. I went on to explain
how as my life had changed, my thoughts had turned inward to
a period of self-exploration. A piece of that self-exploration
had turned up what appeared to be a brain disorder called
Attention Deficit Disorder, or ADD.

“It’s a stupid name,” I joked, “it really should be called
Attention-To EVERYTHING Disorder.” As I explained, she
nodded silently, attempting to assimilate the daughter she knew
to be sure-footed, smart and instinctive with the one I explained
I carried inside.

“If you have ADD,” she stated, “how did you write your first
book?” Good question, I thought. “Let me tell you about it,”
I said, and began to explain how I would procrastinate for up to
3 or 4 days or even weeks for each chapter before I wrote even
one word. Then I told her, I would have to focus intensely for
hours on end, sometimes going without food, to finish my
thoughts and the writing. I had been told by the professionals
that this was called “Hyper Focus,” a characteristic of people
with ADD. Hyper Focus is a time when nothing else is done
except the project at hand. The person will “forget” to eat,
sleep and go without care for personal needs or other project
needs until a specific task or project is complete. This was how
I had accomplished the first book, and it was not an experience
that many people knew about.
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“Will you help me with this test?” I asked my mother, now that
she understood the source of my frustration. “I don’t think I
can do this alone.”

With that, she took the answer key and I took the question book.
“Let’s get started then,” she smiled, as she picked up a pencil to
begin recording the answers. I read the questions out loud, and
told her which circle to fill in for the answer key. My embar-
rassment soon turned to gratitude as she sat with me until the
test was completed.

When I returned to the office to turn in the test, the doctor greet-
ed me warmly. “We’ll know the results in a few days. I'll give
you a call and we’ll set up another appointment.”

In those few days, I studied. A lot. 1 wanted to find out more
about this so-called disability and what it really meant to entre-
preneurial people like me.

As I studied, I learned that while the exact source is not known,
there is plenty of speculation about ADD. It is suggested that
it runs in families, and is passed along from parent to child.
While I was sure my mother did not have it, I began to think
hard about my father’s history. Job after job. Relationship
problems. Lots of started projects and failed companies. Very
few (were there any?) finished projects. Frustration. Anger.
Resentment. Worry. “The Serial Entrepreneur,” I had dubbed
him, unaware that there may have been an underlying reason
for his crazy, irrational and impulsive moves from one thing to
the next.

Could it be true? Could I have inherited this from my father
and nobody knew? Was it possible that my feelings of never
fitting in with groups of people had nothing to do with me being
a bad person? Or that the reason I chose to be an entrepreneur



136 The Accidental Villionaire

was to allow me the kind of freedom from structure so that I
could fit in?

As I continued my research, I learned that as many as 20 mil-
lion adults may have Attention Deficit Disorder and they don’t
know they have it. While it used to be thought of as only a
childhood disorder, scientists and psychologists believe that up
to 2/3 of the ADD population continues into adulthood.

I also learned that there were about 25 million Lifestyle
Entrepreneurs in the United States — people like me who were
independent professionals, sole proprietors and service profes-
sionals. These were people making a living by providing a
service to other businesses and crafting a living for themselves
in the process. “I wonder,” I said aloud to myself, “Do these
people have trouble with distractibility, planning and procrasti-
nation too?” I would later find out that many of the profession-
als in this category I was calling Lifestyle Entrepreneurs were
the creative people like me who at one time didn’t feel like they
were fitting in either, even if they did not have ADD. I wasn’t
crazy! As it turned out, the creativity in my life that fueled my
passion was actually the foundation for my work as an entre-
preneur. For the first time in my life, I felt empowered by my
creativity and visionary ways, instead of stifled by what I
“should” feel or do. It would be the cornerstone of the very
work I would be called to bring about a few years later.

The day came when my test results came back. I went to the
doctor’s office, both fearful and curious about understanding
this new facet of myself. “Well,” said the doctor as he reviewed
the results with me. “It is clear that you have Attention Deficit
Disorder. Let me explain.” He began to educate me about
ADD and its commonly understood fundamentals.
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“There are three basic types of ADD,” he explained. “There is
Distractibility, Impulsivity and Hyperactivity. ADD is a disor-
der of the central nervous system, and we have measured the
intensity of your disorder in these three areas. You rate quite
high in the areas of distractibility (inattentiveness) and hyperac-
tivity, and not as intense in the area of impulsivity.”

“What does that mean?” I questioned.

“Well, let me explain the areas first,” and he began to describe
them to me this way:

Distractibility or Inattentiveness

“At first glance, inattentiveness would seem to be a problem of
a short attention span,” he began. “It makes sense, but there is
a bit more. Some of the characteristics of this mode of ADD is
workaholism, single-mindedness, procrastination and bore-
dom. These are very common and very surprising manifesta-
tions of attention problems with ADD.”

“A workaholic might have little difficulty selecting focus or
sustaining it, but could have great difficulty with a focus shift.
That means that he or she may be unable to shift attention
between activities, and can become engrossed in a single activ-
ity to the exclusion of everything else.” (I wrote my first book
in this mode.)

“A procrastinator will probably have the opposite problem. He
or she cannot choose the single thing to focus on, because they
are so distracted by all of the stimulus and exciting opportuni-
ties around them and they can’t figure out where or how to get
started. Everything is playing out in his or her mind, trying to
get his or her attention. Things like sounds, songs, smells, ran-
dom thoughts continuously impede progress.”
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“In order to attempt progress, the person in this mode charges
into an activity in an unorganized fashion and has trouble fin-
ishing projects, especially if the task doesn’t hold interest.
Many people with this mode require intensely stimulating situ-
ations to maintain focus and attentiveness.”

Eureka! I thought to myself. No wonder I had tight deadlines
and worked with those deadlines to create pressure to finish
jobs. The very structure that I had abhorred in the past was
actually helping me to be successful! This was great news and
I'began to understand why I required the intensity to finish proj-
ects. My sister used to joke with me when I was wondering
about my procrastination. She would say “You just don’t have
enough pressure yet,” and she was right!

Next, the doctor explained hyperactivity to me. I've outlined it
here for you.

Hyperactivity

“Probably the first thing people think about with ADD is a
hyperactive child, literally “bouncing off the walls,” he said.
“This type of random activity, while clearly a symptom of
ADD, can also manifest itself in a variety of other ways. One
of the most common ways of manifestation of hyperactivity is
a person who talks too much. Similar to excessive activity, this
person excessively talks, barely pausing to take a breath, so
quickly that other people barely have a chance to say anything
in return.”

“Hyperactivity can also show up as a restlessness or impatience
that many people experience. Instead of bouncing off the walls,
we tap our fingers, wiggle our feet and are unable to sit still.
Relaxing can be almost impossible and simple things like sit-
ting by the pool on vacation or lounging around become
impractical for people with this variation of the disorder.”
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“Hyperactivity can help us get more done, as many people with
this variation of the disorder take on extra projects, extra work
or even extra hobbies or exercise just to get rid of the excess
energy. When put to purposeful use, accomplishment is
achieved. Hyperactive people can also be random and unpro-
ductive, which could lead to distress.”

This I also understood. Though I’'m not the physically active
type, I do talk extremely fast and have learned to decrease my
speed of speech when speaking publicly. I was listening intent-
ly now, finally understanding so much of what the doctor was saying.

Next, he explained the area of impulsivity to me. Once again,
I listened intently, possibly for the first time in a long time.

Impulsivity

“Impulsivity is simply a failure to stop and think before acting.
When people are impulsive, they act without much thought for
the consequences. Kids with impulsive behavior will break
classroom rules, run into the street without looking, or blurt out
insults or swear words to their parents. Adults will blurt out
information or share details or things that should not be shared.
They back out of a parking place at the mall without looking,
make careless errors at work, or make impulse purchases,
resulting in debt.”

“For these people, knowing the rules is not enough. It’s not that
adults with ADD set out to break rules, they just don’t think
about it before they act, which often results in consequences
beyond our control.”

“Impulsivity is present for those people who might ruin a brand
new item because they didn’t want to take the time to read the
directions. They throw important things out in the trash to rid
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themselves of clutter and debris, only to find out later that the
very thing they threw out is the very thing they needed.*

Suddenly, my entire world was making sense to me. All of the
things I’d done in the past where I’d believed I was stupid were
really not because I was stupid, but because of the ADD.

“You have all three,” he explained, “which is why you have
been feeling so confused as your world has changed from
chaotic to calm.”

“How did this happen?” I asked. He began to explain the
known areas of ADD, the brain and central nervous system,
neurotransmitters, theories and suggestions, just as I began to
drift off again, in a fog of information. He saw that I was over-
whelmed by the information he was providing and said instead,
“Just know that there is treatment available. There is medica-
tion we can prescribe to help you achieve more focus and
accomplishment. We can start immediately. It may take a
while to figure out exactly what works for you and what
does not.”

I began to work with doctors on a medication that worked for
me. I learned that this is definitely a progressive situation, not
one that you simply take a pill and walk away. For almost two
years, we worked together on solutions, medications and mil-
ligrams. Some things made me too tired, foggy and irritable.
Others had different side effects, which I was unwilling to
explore. Finally, we settled on a medication that met my expec-
tations and my doctor’s approval.

So why am I telling you all of this? The truth is, I almost did-
n’t. Frankly, it’s embarrassing to “let it all hang out” when so
many people have only seen the outside or public side of me,
the accomplished side of me or the focused, productive side.
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Of course, these are all great parts of my personality, but I want-
ed to expose the other parts — things that I believe many other
people suffer with day in and day out, feeling like there is
something wrong with them. If you are one of the people who
struggle with focus, procrastination, relationships and produc-
tivity to the point where it’s bothering you, then this chapter is
for you. It is my gift — one that I hope you will accept openly,
in the loving way it has been offered to you.

And there is another reason. With possibly over 2/3 of the 20
million people affected with ADD that do not know it, the
chances that you will read this as part of the entrepreneurial or
small business community is great. It is my wish that the voic-
es of the dynamic, wonderful creative people with ADD in the
entrepreneurial community are heard. My wish for you is that
you experience the freedom, success and accomplishment you
seek and find that inner peace and acceptance of yourself that
can go along with it.

Lastly, I wrote this for another reason. As the founder of two
multi-million dollar service and consulting companies, I could
not have had my accomplishments without finding methods
and devising procedures for myself to achieve the success that
I've experienced, both professionally and personally. As I
moved into a new chapter in my life, I’ve used these same
processes and procedures to begin the next part of my journey.
It is the foundation of my company, where we help professionals
go from a one-person operation to million dollar mastery.

The coaching, training and consulting programs we've created
assist professionals

with the systems, processes and procedures that must be imple-
mented in order to achieve success. Unlike stuffy operations-
style manuals and charts, however, I've combined the trou-
bleshooting, step-by-step and creative sides of my personality
to create business systems that make sense and help other cre-
ative entrepreneurs.
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I still leave the cupboard doors open and have lots of projects
going on at the same time. There is still a party going on in my
head, and I have millions of thoughts in what seems like a
moment. By knowing truly what I want each day, and focus-
ing on the bigger vision that I wish to create for myself, my
business and my life, I've been able to tame the random
thoughts and focus on projects that really matter. I accomplish
more than most, and I’ll bet you do too. I've learned to spend
time working on one thing at a time, which has been the mas-
ter turning point for me. When I’'m focused on a project, I set
a timer and nothing distracts me. When I don’t want to get
started on something, the timer goes on for 15 minutes, because
I believe that ANYONE can do something for 15 minutes, even
if it is filing or something boring.

Speaking of boring, I also uncovered another fear — one that |
now realize is a huge fear of many people with ADD.

I had a fear of boredom.
Maybe you do too.

This has probably been one of the biggest reasons that I have
jumped from one thing to another. You see, the need for men-
tal stimulation and excitement is a defining characteristic of
creative people, and creative entrepreneurs specifically. The
second something gets a little boring or repetitive, we jump to
the next thing, looking for that rush. Then we feel guilty and
are hard on ourselves because we didn’t finish the last project.
It doesn’t have to be that way. You made it up. The truth is this:

YOU WILL NEVER BE BORED.

Your mind won’t let you. If you truly want success, you must
work on a single focus at a time. That doesn’t mean that you
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can’t have multiple projects, just that when you sit down to
work on one, be present, be in that exact moment working on
that project, and do not allow other thoughts to carry you away.

As a kid, you probably didn’t give any consideration to the
thoughts in your head. You just had them and acted. As an
adult, however, you have a choice and control over yourself —
as you always have. I choose to be successful by making good
choices, really thinking about what I want, and taking appropri-
ate action to accomplish my goals. Fear is a normal part of life,
and when it appears, I determine what I am afraid of, use med-
itation to release it and focus on the next project.

My wish for you, if you have any form of ADD, is that you
choose right here and now to pursue one thought at a time,
release the frustration, fear and low self-worth, and become the
greatest you that you can be. You are smart, capable and deter-
mined, and all you need to do is funnel that energy into one
thing at a time. Stay in the moment, not in the past or the future,
and you will release anxiety. This moment, right now, is all that
matters.

Here’s what I call people with ADD - Absolutely, Divinely Diversified!

For me, medication was the answer, but that may not be for
everybody. I left the frustration, confusion and anger behind
and became once again the productive, happy and imaginative
person I had been, only now I was learning to function in a
more relaxed, calm world. It was time for me to truly begin my
life in Arizona with my new husband.

*
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Something Successful To Think About

Everybody is distracted and unfocused at times. That Websites
doesn’t mean you have a disorder. However, if you are
distracted to the point of depression, seek professional ADDA - Attention Deficit Disorder Association —
help. Here are a few resources to get you started: http://www.add.org
The Hallowell Cente
Books http://www.DrHallowell.com
Thom Hartmann
Driven To Distraction: Recognizing and Coping http://www.thomhartmann.com/
with Attention Deficit Disorder From Childhood
Through Adulthood Go to www.AccidentalMillionaire.com to get:
by Edward M. Hallowell, John Ratey. * ADD Resources Worksheet
Answers to Distraction * Articles about the Creative Entrepreneur

by Edward M. Hallowell, John Ratey
Delivered From Distraction: Getting the Most

Out Of Life With Attention Deficit Disorder
by Edward M. Hallowell, John Ratey

You Mean I’m Not Lazy, Stupid, or Crazy — A Self
Help Book for Adults with Attention Deficit Disorder
by Kate Kelly, Peggy Ramundo

Think Fast! The ADD Experience
by Thom Hartmann

Hunter In A Business World: How to Succeed in
Business with Attention Deficit Disorder
by Thom Hartmann
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Becoming a Lifestyle Entrepreneur

“Money will buy you a bed, but not a good night's sleep, a house

but not a home, a companion but not a friend.”
- Zig Ziglar

Armed with my new understanding of myself and my talents, I
went about the exciting idea of starting another company.

“What do you think?”” I asked Alan, after explaining my idea to
him. “There must be a lot of entrepreneurs and small business
owners out there who really want to grow their business but are
stuck not knowing quite how to go about it. I know how. I’ve
done it and I can help them.”

“I think it’s a great idea,” he said after listening to my descrip-
tion. “Go for it. I believe in you.” Those would be the very
sweet words he would utter many thousands of times in the
next couple of years.

I went to my favorite place to think — the coffee shop. As I sat
down, I smiled to myself, happy that I now understood why I
had appreciated the buzz of the people, the machines and the
music. The background noise provided me with the opportuni-
ty to focus properly. Strange to a non-ADD person, I know, but
it works for me.

Of course, I saw opportunity everywhere, and I now knew that
I was susceptible to impulsive actions as I had been in the past.
But I had a dream. My company would be an educational com-
pany, training creative entrepreneurs and small business owners

147
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to grow without the stress. I would provide the training by uti-
lizing the same skills and methods I already knew, such as
through seminars, books and other resource materials. I would
provide one-on-one mentoring and group coaching and education.

And I would expand globally.

“Huh?” I said aloud, “Globally? Where did that come from?”
I looked around me, thinking that maybe someone had whis-
pered something in my ear when I wasn’t looking. But there
was no one around — just me and my coffee. Still a bit shocked,
I began to consider the idea that had popped into my mind.
Soon, I smiled from ear to ear. Of course! Why not? I had
been working on the Internet for a few years already, studied
direct marketing and thoroughly understood the online technol-
ogy. Why wouldn’t I build a global organization from the
ground up? Divine inspiration had hit, and I was listening.

I spent the afternoon in the coffee shop, drawing up my plans.
It made a lot of sense — I would build my presence on the
Internet and then when I was ready to launch my business, my
products and my speaking again, people would know who I
was. [ dreamed that I would be called by people for speaking
engagements, that I would walk into crowded rooms and peo-
ple would know who I was, and that by building this platform
first, I would be able to reach a global audience who probably
had many of the same issues as people in the United States
were having with their small businesses. The 25 million or so
small business and home offices in the U.S. suddenly expand-
ed to a much larger number, and I was pretty excited.

Plans in hand, I suddenly found myself once again in the throes
of fear. This one was a new one however, and it hit me hard. It
was the fear of loss.
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“What if you are successful,” sneered the little voice in my head
“and your husband leaves you?”

Though I thought I had worked through most of my fears, this
one was bigger than I had imagined. I loved my new husband
deeply, yet my successes in the past had given me the belief that
the only way I could be successful was if I was single, because
my husband couldn’t handle my success. And what if it turned
out the same way as my last marriage? The mere thought of
repeating that horrible experience was enough to make me quit
before I even got started.

And I almost did just that.

For a few weeks, I pondered my options. But somewhere in my
soul, the strong magnetic pull of wanting to create my new
lifestyle business, write books and speak again to help others
was getting stronger. I was compelled to continue and break
through the fear, because I knew that if I didn’t, I would regret
it forever. Gingerly, I approached Alan.

“I’'m afraid.” 1 told Alan one day when we were talking.

“Of what?” he asked, oblivious to what I had been going
through in my mind.

“Well,” I started slowly. “I really believe in what I want to do
for other entrepreneurs, and yet I also believe that if I’'m suc-
cessful you’ll leave me or worse, that you’ll hit me.”

Stunned, he didn’t say anything for a moment. He was hardly
the aggressive type. I held my breath, the moment seeming like
an eternity. Then slowly, he came close and took my face in
his hands.
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“Look into my eyes,” he said, his face inches from mine. I
married you because I love you. We’ll get through this togeth-
er. And I want you to be successful because I believe in what
you are doing and most of all, I believe in you.”

Tears of joy streamed down my cheeks as I felt like I’d finally
let him in on my big secret, only it wasn’t such a big secret.
Alan gave me a warm, soft hug and asked me what my next
steps were going to be. I told him I was planning to hire a
web designer.

“You’d better get on it,” he said “you’ve got work to do!”

With his support, I hired a web designer and we went to work
on my global Internet presence. As the web site began to take
shape, we worked on the marketing aspects of the site to be cer-
tain that I was always building for the future. “I plan to become
a recognized expert in the area of small business development
for creative lifestyle entrepreneurs,” I told her “and there are
three very important things that one must do on the Internet to
achieve that goal.” Knowing that most of the people I would
be working with would also want to achieve this goal, I went
about this process very carefully so it could be duplicated later,
a very important piece of building any business.

“What are the three keys?”” asked my designer, eager to learn
marketing principles. As I would come to find out, most web-
site designers are trained in the graphics and the technology, but
not in the marketing aspects of a website.

“First, you must build your mailing list,” I explained. “Itis an
essential piece of your online marketing efforts. We will be
building our list by offering items for free in exchange for email
addresses and first names.”
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With that, [ began to explain in detail exactly how we would do
that, and I’d like to share that with you because you probably
have a business you would like to expand to the Internet.

Step 1. Always Build Your Website Email List

It is important that your website be designed to capture visitors’
names. By “capture” I mean that you must give a reason for
your visitor to leave his or her name to add to your list to hear
from you again. The best way to do this is to offer great infor-
mation and not a sales pitch every time they hear from you.

Capturing your visitors’ names is basically a two-step process.
The first step is to decide what you will offer in exchange for a
visitor’s email address, and the second step is the technology
you will use to manage your list.

What will you offer to entice people to leave their name?

Probably the most common method used for delivering infor-
mation is the simple newsletter. The newsletter is designed to
give tips or information relating to a particular subject — the
subject of your website! Additionally, you may want to write
an e-course and deliver it automatically to your subscribers.
Some people choose to give away a free e-book or special
report or maybe even a free chapter of a book they wrote.

Here is a basic checklist of some of the things you might want
to put on your website to entice people to leave their name with
you to receive the information:

___ Newsletter Signup
__ E-course
___Special report
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__ E-book

____ Chapter of your own book
— Quiz

____Poll

Tip: Tell people why they should leave their name and what
they will get in return.

You must take a “What’s in it for me?” marketing approach
with your website text. Your visitors will be asking that ques-
tion, so you must address it right up front. That goes for your
signup boxes as well. Instead of “Sign up For my Newsletter,”
you might want to say “Get Dozens of Insider Tips To Make
More Sales” or something that would really resonate with your
audience. Your list building activity will increase dramatical-
ly when you tell people what they will get from you when they
leave their name.

Most information can be delivered easily via autoresponder.
An autoresponder is an automatic email service that sends a
series of email messages to subscribers at designated times.
Then you will be free to receive requests from all over the
world, 24 hours a day and your list will grow automatically.
Imagine...you could be sitting on the beach while hundreds
sign up for your special report or take a quiz. I know — it hap-
pens for me every day and it can happen for you too!

Tip: Your list is like gold - treat it with dignity and respect.
People have placed their trust in you and you must do the
same in return. Never loan your list, rent it or sell the
names.

Decide how you will manage your list.

Often, people start out with a very small list that is manageable
by email. As your business grows, however, manually putting
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people on your list and unsubscribing them can become a very
big and time intensive process. Automating the list-building
process is a must for anyone who will use that list for email
marketing and communicating with your customers and
prospects on a regular basis.

There are email list management providers that host and man-
age just the list, and then there are those that allow you to cre-
ate the newsletters and manage the list at the same time. Free
and paid services are everywhere. A quick search on a search
engine for list management will provide you with thousands
of opportunities.

“We will be offering a special report, entitled “10 Things Your
Mother Never Told You About Being Wealthy,” 1 told the design-
er. “Please place that report at the top of the website in
exchange for anyone who wants to leave their email address.
Additionally, I want to offer a quiz. 1 want to call it “Do You
Have What It Takes To Bring Health, Wealth and Happiness
Into Your Life?” I went again to the coffee shop and wrote the
article and also the quiz and possible results. I went back to the
designer and asked her to make them look presentable and cre-
ate the quiz on the site. She created the documents and provid-
ed the list management.

Next, as I thought about building my list and the “What’s in it
for me?” question that I knew my prospects would be asking, |
began to determine where I could start drawing people to my
site. I considered the tools I used most often in my interaction
with other people — my business card and email. Immediately
I added to my email signature line a link to my website with the
words “Get Your FREE Special Report — 10 Things Your
Mother Never Told You About Being Wealthy.” Then I uti-
lized the back of my businesses card and put the reason for peo-
ple to visit my website on the back of the card. I put a line “Do
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You Have What It Takes To Bring Health, Wealth and
Happiness into your Life? “Take Our Short Quiz and Find
Out” on the back of the business card, along with my website
URL. Today, that quiz says “Do you have what it takes to be
the next Accidental Millionaire? It draws hundreds of new peo-
ple per week.

Why did I do this? Well, marketing is always about testing
what works and what doesn’t work, so I wanted to test. The
email signature line and business cards were very easy to
change. As I began to utilize this method, people began to
request information from my site and my list started building.
Slowly, it grew from O to my first 100 people. Then, it contin-
ued and I watched my numbers climb. This was exciting!
People wanted to hear from me! But I didn’t have anything else
to give them — now what?

I needed to implement the second step. The second step was all
about communication, and we were ready. “It’s time for step
two,” I told my designer. “We need to cultivate a relationship
with our list.”

“I’m ready when you are,” she chimed, always ready to help.

Because we had utilized a service that both managed our list
and also could be used to build newsletters, the next logical step
was to use a newsletter to build credibility and communicate
with the growing number of people joining the email list. I had
never built an online newsletter before, but I had experience in
printed newsletters in the past, so I simply applied some of the
things that worked in my printed newsletter to my online
efforts. 1 knew that people would enjoy quick tips, easily
implementable information and resources, so I started there.
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Step 2. Communicate with Your Email List To Build
Credibility and Trust

Now that you’ve begun to build a list, what are you going to
send them? The first thing to think about is the type of infor-
mation that might appeal to your particular target market. If
you sell to golf lovers, include tips or strategies to improve the
game. If you provide a service, make sure to discuss different
ways in which your service might help potential customers.

Next, you need to decide whether you will send a full blown
newsletter or a series of shorter tips. As email volume increas-
es, many people appreciate a shorter, harder hitting tip or arti-
cle with a few ready to use strategies built in. If you choose a
newsletter (my personal favorite), then make it very reader
friendly, with short articles, notes and information relating to
your product niche.

Most importantly, make it conversational. That’s right, you
need to write like you talk. The best newsletters I’ve ever writ-
ten (and the most response I get) is when I write something a
little more personal. Iignore proper English and just simply let
the words pour out onto the paper (through the keyboard, of
course) without really stopping to think about whether it’s
proper grammar. A quick spell check and you’re ready to go.

Writing a newsletter is one of the best ways to create customer
relationships because the more often people get good informa-
tion from you, the more they trust you. The more they trust
you, the more they buy from you. That’s a very good thing.

To begin putting together a newsletter, you must first decide on
a schedule. Will you publish weekly, bi-weekly or monthly? I
would suggest bi-weekly or weekly if you can do it, otherwise,
start with monthly. Just start, that’s the most important part.
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What will you write in your newsletter? For starters, I suggest
a quick trip to the coffee shop with a piece of paper. Make a
publication schedule, just like a magazine editor would do.

Here’s what you do:

1. Write down the months of the year.

2. Determine your publication schedule and put a blank space
next to each month for each time you will publish (weekly,
bi-weekly or monthly).

3. On a separate piece of paper, brainstorm some topics relating
to your subject. A good question to get you going would be,
“What do people ask me most often?”

4. Arrange your topics into categories and place them on
your schedule.

5. Now you can start writing. You can either write about each
subject in advance, or use your schedule to prompt you at the
beginning of each publication.

What to put in your newsletter

Now that you have your tips document or newsletter schedule
laid out, you need to know what else to put in there. What
could you send to your customers on a regular basis?

Of course, the best thing to always include in your newsletter is
great information. Terrific articles on your subject make you
the definitive expert in your area, which is why you are publish-
ing in the first place.

Additionally, you could also let your readers know new sched-
ules or classes within your company, new products announce-
ments and current events. Feature a product or service or give
a coupon and discount. Most of all, you want your customers
to click on the links and read what you’ve written.
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While it used to be that longer newsletters were preferred, the
world has changed. We all get so much email that we don’t
read the things we used to. So make your newsletter newswor-
thy, concise and easy to read. Here are a few things that I would
suggest you include, depending on your business, and some
questions you could answer to help you get clarity:

Why do I want to publish an ezine?

Who is my target audience?

What format will I use - full articles, links to articles on my
site, tips

Plain text or HTML?

How often will I publish it (at least every 2 weeks is the
suggested minimum)

Will I allow advertising?

Will I accept articles for publication?

Items to always include:
___Your contact Information
__ Subscribe/Unsubscribe Information
____ Newsletter Title

Consider:
____ Newsworthy Atrticle
__ Tips
___ Joke or Humorous Section
_ Member News
___Advertising
__ Schedule of Events
_ Featured Product or Service
____Announcements
_ Quotes
___ Resources

Of course, you can change the topics, eliminate or add articles
or ads, but you should always have at least one article that is rel-
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evant to your web site theme. This is why people signed up for
your newsletter to begin with!

Knowing the answers to the questions above will keep you on
track. A clear focus will make your newsletter memorable and
readable. Take action now to decide what you will send your
subscribers and you’ll always have the format ready to go.

So there it was, my first newsletter. I did exactly what I said |
would do and started sending it out to my newly formed list.
Within a very short period of time, only six weeks, I already
had 750 people on my list — every one of them wanted to hear
more about how I could help them with their business.

Writing the newsletter has been one of the most credibility-
building activities of my business career, especially with the
advent of the graphics-based email. With pictures, I was able
to put a headshot photograph at the top of each of my newslet-
ters, which resulted in more trust and confidence building than
I ever imagined with my email list. It was funny, to be recog-
nized by people who “knew” me by my picture.

Each time I would send an email, I would receive in return let-
ters of thanks, stories and questions from interested readers.
The more relaxed and conversational I made the newsletter, the
more people responded. Within the first year, I had built a
global community of readers in 58 countries!

As I continued to send my newsletter, I noticed that I had an
outdated picture. I had cut my hair and decided to change the
picture. The first time my new picture went out in my email, I
was surprised by the number of responses. Figuring that there
had been an email problem and many emails had been returned,
I went to check it out. Imagine my surprise when I realized
that the messages I had received were not about my newsletter,
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al discussion about whether or not I should have cut my hair!
(While the jury’s still out on that one, it sure does illustrate
my point).

With each successful publication, Alan would comment on my
writing, newsletter tips or articles. I didn’t know that he had
subscribed to my newsletter, and read every word each time I
published. The helpful advice and support he gave me was
encouraging, and my fears lifted a bit.

As my newsletter success continued, I decided to invoke the
third step — expanding my reach to those who had never heard
of me or my company. Also, it was time to position myself as
the recognized expert for small business development for the
creative and lifestyle entrepreneur. Once again, it had to be
something that other people could duplicate — people who had
the same or similar type of service business as me would need
to be able to use this practice.

“Time for the third step,” I told my webmaster. “Ready when
you are,” came the reply. This time, I didn’t require the servic-
es of my webmaster, as I was able to do this part alone. The
expansion of my reach would be accomplished by writing arti-
cles, or taking the articles from my newsletter, and placing them
on other websites or in other people’s newsletters to be seen by
people whom I normally would not reach.

Step 3. Positioning Yourself as the Recognized Expert by
Writing Articles

One of the best and most cost effective methods we know to get
the word out and position yourself as the recognized expert for
your business product or service is to write articles for publica-
tion. Whether online or offline, articles position you as an
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expert and tell people how to get in touch with you.

Writing the Article
There are three basic components to every article. They are:

1. Headline - Asks a question or states a benefit
“Putting your game plan together”
“The wealthy have been doing it — so should you”
“What to do when your dog uses your house for his
personal toilet”

2. Article Content
400-700 words
Describes a problem
Gives “what to do” information
Examples:
Does your dog use your house for his personal toilet?
Tell what to do to get him/her to stop doing that.

3. Resource Box

A resource box gives information about you, the author of the
article. It should be precise, benefit-oriented (What’s in it for
the customer?) and tell people how to get in touch with you.

Example:

Stephanie Frank helps people

create personalized success formulas to go from a one-per-
son operation to million dollar mastery. For a FREE special
report “10 Things Your Mother Never Told You About Being
Wealthy,” visit http://www.StephanieFrank.com

NOTE: You will need to have more than one resource box —
one with your website and one with your email address.
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Submitting Your Articles For Publication

There are several ways to submit articles for publication — here
are two popular methods.

Method 1 —Submit to individual website or newsletter publishers.

When you want to submit to an individual website, you must
first find out which publishers have a newsletter that would
align with your article. Go to any search engine and type in
your subject to look for and find other website owners in your
area of expertise that publish newsletters. Also consider trade
magazines, offline publications or online resources / websites
that cater to your target market. Go to the library or bookstore
and get a copy of the Writer’s Market or Writer’s Handbook. It
will tell you thousands of places to have your articles placed.
Get the contact information of the editor and ask for submission
guidelines. Then write a personal note and submit your article.
A personal note for an online newsletter might look something
like this:

Dear Editor:

I recently came across your newsletter and noticed that you
accept articles from outside authors. Would you be willing to
use my article “Article Name” in a future issue? It would be
a great benefit for your subscriber base.

Please use the article at your convenience as long as it remains
intact and my resource box is used at the end of the article. If
you decide to publish it, please send me a copy of the issue it
appears in.

If you have any questions, I can be reached at (insert your
email address). If you do not accept articles, please accept my
apologies and let me know — I will remove you from my pub-
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lisher database immediately.

Yours in Success,
YOUR NAME.

That’s it!
Method 2 — Send to an article posting service

Online, there is something called an article posting service. It
is a special website that does nothing but accept articles for
publication to other newsletters. You can post your articles,
often at no charge. Other people will come to the site to down-
load and use your articles in their newsletters or online publica-
tions, or even their websites. This is great exposure for you, as
these people will keep your resource box at the bottom. When
people read your article, they may be tempted to click at the
bottom of the article right through to you and your information.
To get started, go to any search engine and type in “article post-
ing service” or “article submission service.” There will be hun-
dreds to choose from. Choose a handful to start.

The steps outlined above are exactly the steps I took to begin
building myself as a recognized expert in my field. After the
first year of doing this, my list had expanded to tens of thou-
sands and I received email and orders from people all over the
world. I began doing business via email to the prospects in the
58 countries I mentioned before, and also created paying cus-
tomers in eight other countries. Exciting stuff!

Creating my global platform before I needed it had begun to
pay off. I was beginning to receive calls for speaking engage-
ments. Publicists and publishers called about my book. People
recognized me in airports, at meetings and at entrepreneurial
events. In entrepreneurial circles, everywhere I go, someone
now comes up to me and says “I get your emails — thank you!”
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I meet members of my online community from all over the
world, and they recognize me by my picture. While I still have
the short hair, I’ll be sure to keep that picture up to date!

Up to this point, I've spent alot of time showing you how my
thought processes, mindset and creative tools have helped me
with my own personal mastery. I truly hope that you will take
that information and adapt it to your own circumstances to
leave behind the personal struggle and start building passion
and peace in your life.

Now it’s time to show you the other half. It’s the wealth build-
ing vehicle called Your Own Business that can help you build
the prosperity into your life that you seek. The bridge between
personal mastery and business mastery in a Lifestyle business
is the key to growing a business that gives you a life.

So now I'm going to let you in on how to build that bridge. It’s
the same for millionaire business owners all over the world. It
is based on the foundational concepts by which Lifestyle
Entrepreneurs build their empires. It is the glue that holds true
success, happiness and wealth together. I’'m going to tell you
about that glue.

And then I’m going to tell you how to solve the million dollar
mystery in your business.

*
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Something Successful To Think About

Internet:
Step 1. Always Build Your Website Email List

It is important that your website be designed to capture
visitors’ names.

Capturing your visitors’ names is basically a two-step
process. The first step is to decide what you will offer in
exchange for a visitor’s email address, and the second
step is the technology you will use to manage your list.

What will YOU offer? (Newsletter Signup, E-course,
Special Report, E-book, Chapter of your own book,
Quiz, Poll,)

Tip: Tell people why they should leave their name and
what they will get in return.

Step 2. Communicate with Your Email List To Build
Credibility and Trust

Now that you’ve begun to build a list, what are you
going to send them? Make it conversational for
maximum impact.
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Items to always include in your newsletter:

____Your contact Information
____ Subscribe/Unsubscribe Information
__ Newsletter Title

Consider: Newsworthy Articles, Tips, Jokes, Member
News, Advertising, Schedule of Events, Featured
Product or Service, Announcements, Quotes, Resources

Step 3. Position Yourself as the Recognized Expert by
Writing Articles

One of the best and most cost effective methods we
know to get the word out and position yourself as the rec-
ognized expert for your business product or service is to
write articles for publication. Whether online or offline,
articles position you as an expert and tell people how to
get in touch with you.

Go to www.AccidentalMillionaire.com to get:
*Newsletter Template and Publishing
Editorial Calendar Guide
* How to Write an Article That Works
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The First Principle of Business Success -
Defining The Leadership Vision

“A leader's greatest obligation is to make possible an

environment where people can aspire to change the world.”

— Carly Fiorina, Hewlett-Packard,
addressing the MIT class of 2000

So what holds small businesses together? It starts with the pas-
sion, motivation and drive of the business owner to experience
success. As the business begins to get busier, the owner
becomes busier, often working late into each night to complete
the daily tasks. Right around this point in time, the business
owner decides that expansion is not possible unless he or she
hires the first employee.

Knowing that this had been a problem for me in the past, Alan
and I sat down and I really dove into that master question —
What do you want? — as I continued to draw up the plans for
the new and improved business I would be creating. Each step
of the way, I referred back to my values list, my personal and
professional goals and truly asked myself how reaching each of
these goals would change my life. One day, I found myself
reminiscing about the first time I became an employer...

Oh, the excitement! I remember when I got my very first
employee, some 17 years ago. It was an exciting time. The
person came to work ready to perform his duties, and I gave
him some instructions. He was a trained computer technician,
able to do many of the tasks that I had been doing for my cus-
tomers. I was able to go on to bigger and better (and much
more fun) consulting jobs, which I did. For a while, things

167
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were great. We would talk occasionally, work out some tech-
nical glitches, consult on customer issues — all of the very task-
oriented items on the job.

Then, one day I got a call from one of our very best customers.
“The new guy is really good,” the customer told me, “but he
just doesn’t do the same things as you do.”

“What do you mean?” I asked, wondering if his technical skills
were not as up to date as I thought they were.

“Well,” said the customer slowly, “He doesn’t ask people if it’s
okay to use their computer like you used to do. He doesn’t give
us a recap of the solution like you used to. And he really does-
n’t give us options to solve the problem like you used to.
There’s nothing really wrong with him technically, but we don’t
feel as cared for as we did in the past.”

I felt horrible. How could my employee treat my customers
differently than I did? Hadn’t I told him how important cus-
tomer service was to our company? Hadn’t I told him how in
order to expand, we used referrals? Hadn’t I told him how we
kept a constant watch on our customer’s network equipment
and alerted them to upgrades and new technology solutions?
Why wasn’t he doing all of the things we talked about?

I didn’t take the time to talk to the employee though. Instead I
jumped right back into “I can do it better myself” mode and
took over the client’s account. When the same thing happened
again, I started to think that my employee wasn’t really doing
such a good job, and jumped once again at the opportunity to
pick up the pieces and do it myself. Suddenly, I found myself
working those really long hours again, wondering why in the
world I had thought that expansion was ever a good idea. I
would just stay small — a true one person operation, just to keep
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my customers happy. I had made the oldest mistake and the
first of many entrepreneurial mistakes along the way. It would
be a few years before I would finally get it right.

Maybe you can relate. Maybe you’ve also tried to expand your
one-person operation and had a similar experience. “No
employees for me,” you said “They’re more hassle than they’re
worth and they just don’t believe in the company like I do.”

You're right. They don’t. But wait...what if you could truly
have a company where people really did care about the work,
were happy, healthy and understood the company vision?
What if they really bought into what the company stood for and
relayed that message to the outside world? Is it possible?
Could it really be true?

I know now that there are four very important principles of suc-
cess for both personal and professional mastery. Each one of
them breaks down into individual modules and skills, and now
I have these systems and pillars built into easy to understand
elements of an entire personal and professional operational sys-
tem to help business owners build their entrepreneurial and life
dreams. Now I'd like to share them with you. The four prin-
ciples of personal and professional success are:

1. Defining The Leadership Vision

2. Delivering The Marketing Message
3. Creating The Turn-Key Business

4. Expanding The Wealth

The first principle is Defining The Leadership Vision. This is
driven by your own personal value system. Remember when |
talked about my personal values? Well, these values also
extend to your business life. They are the glue I was mention-
ing earlier that keeps you true, on course and solid in your deci-
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sions. When you make decisions that do not correspond with
your personal values, you will be in for a rough time. On the
other hand, when you do bring your personal value system into
your decision making for your business life, and subsequently
your complete lifestyle, you will make choices that truly make
you happy. Most of the very successful people I know, includ-
ing myself, use this values-based foundation for their life and
business decisions.

I didn’t always do this. As I decided to “get small again” in my
first business, 1 began to realize the enormity of my mistake.
Now alone in my business, I was unable to work on the very
things that were required for success. Instead, I was working
12, 14 and sometimes 18 hour days, only to go home exhaust-
ed and repeat the same thing the very next day.

I'began to think about what had happened. Frustration and self-
doubt filled me as I replayed the scenes with the employee in
my head. Either I was a horrible manager or he was a horrible
employee, or both, I decided. But then something clicked.
Maybe neither of us was a horrible person, but instead we had
miscommunicated? How could my employee possibly know
about my passion, my vision and objectives for the business if
I had not told him? Did I expect him to suddenly reach inside
my head and just pull out the information? Or somehow
receive it psychically?

“Oh no!” I said to myself “I never told him about the business
itself, why we even existed or where we were going!” I thought.
Then I stopped myself. Had I really thought out why we exist-
ed or where we were going? The truth was that I had a few
notes jotted down, but no real idea of why I had my first busi-
ness. It was there because I was an entrepreneur, and that
wasn’t good enough.

What I now know is that first, before you ever do anything in
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business, you must consider how you want the vision of your
lifestyle to look. By that I mean that you must get very specif-
ic about why you are going to work your business — any busi-
ness — and how it will serve your personal needs. For example,
if you are a mom who wants to be home with the kids, starting
a retail business where most sales are made on Saturday or
Sunday probably won’t be a good fit, no matter how great the
money might be. If you are an animal lover, a business that
requires a lot of travel might not allow you to have pets, or
might make it inconvenient. These things need to be weighed
out carefully before any business venture starts.

While I had considered this piece, there were some things I had
not taken into consideration. I knew that I wanted a business
that catered to other businesses, and that I did not want to work
on weekends. That was pretty much all I ever considered in my
first business. Today, when I help other entrepreneurs grow
their business, the list of lifestyle questions is much more exten-
sive.

How many hours do you wish to work per day?

How many days per week do you wish to work?

How many vacation days per year do you wish to have?
How much money (net profit) do you want per year?
Will you have products or services or both?

How many one-on-one client hours will you have per week?
Where will you work?

Where will you live?

Will you travel?

Will you work when you travel?

What hobbies will you pursue?

What do you want more of in your life?

What do you want less of in your life?

While the list goes on, I think you can see that deciding on how
you wish your life to be is a huge first step. After all, we ARE
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the leaders of our own lives. We always have choices, even
though sometimes it seems like we do not. Not making a
choice is a choice by itself. You are not stuck unless you choose
to be stuck. And I did not choose to be stuck. Instead I chose,
as I hope you will too, to create a business that gives me the life
I desire. I chose to focus on what I do want, and not what |
don’t want and place my focus solidly on that vision.

Then I did something that I thought was really crazy. I took out
a piece of paper and began to write as though someone were
reading about me at my funeral. That’s right — I wrote my own
eulogy. Did I touch lives? Was I happy? Did my business suc-
cess create happiness for my family? Did I stay in integrity?
Did I have hobbies? My curiosity got the best of me as I con-
tinued to write my own eulogy. As I continued to write, the
scope of those things that were really important to me started to
become clearer, and then came into full view. Certain things I
thought I had wanted in the past were not really all that impor-
tant, and I realized that sometimes my own ego had gotten in
the way of my true passion. This was an all important and
refreshing exercise for me, and I suggest that you do it for your-
self.

Building A Business for the Future

So what’s the future objective of the business? In other words,
what will the business look like when it’s done? With my first
business, even though we had a pretty solid business plan, we
never really thought about it like this. The business plan was a
time sensitive document, created in the present moment and
projecting out over a few years. To a creative entrepreneur like
me, it didn’t provide for the flexibility I would have liked as that
business grew. I discovered through building my second busi-
ness that the big picture and future of the business was only lim-
ited by our imagination and our vision of what it would look
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like, and we set out to create a clearly defined picture of
that future.

Instead of creating a full-fledged business plan for my business,
I started on the process of creating a series of questions that |
could answer to provide my business objectives. It would also
provide the basis for my business and marketing plan that
would be useful to me for the future. Today, I ask these and
other questions of my clients to assist with both the business
and marketing planning as they grow and manage
their businesses.

What line(s) of services will be offered?
What line(s) of products will be offered?
What is the company size?
Sales
Profits
Employees
Who will you sell your products and services to?
How will you reach them?
Who is your competition?
What is unique about the way you provide your products
and/or services?

I’ve spent a lot of time on these and other questions for my own
business to help create a clear vision in my mind of where my
business will be when it is complete. You see, once you have
the vision in your head about what your business will look like,
the “how to” information will begin to appear. If you decide
that you will have a product line of books and information relat-
ing to your personal area of expertise but you’ve never written
a book, that’s okay. Just writing down the vision of people buy-
ing your books at the bookstore, or maybe through an associa-
tion or through a speaking engagement (if that is something you
wish to do) will cause you to place that vision in your mind and
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set the wheels in motion for the product line to take shape. By
having this objective for your business, you are now on the path
to your first million dollar operation.

And that’s exactly what happened to me. As I wrote my vision
for my current business, I imagined the global Internet pres-
ence, the one-on-one and group training and mentoring servic-
es. I imagined a global online community working together to
achieve their dreams. Then I imagined my product lines, mod-
ularized for ease of use by other creative entrepreneurs. Next,
I'imagined the methods I would use to tell people about my sys-
tems and processes and success with them. Being a speaker
already, I decided that public speaking engagements would
serve both my need to be around people and also give me the
ability to teach groups. Internet marketing methods would be
expanded, and I would use them extensively because my
lifestyle choice was to travel much less than I had in the past.
Soon, I had a fully formed vision and strategic objective in
place. It was much bigger than I had originally thought.

With my vision and objectives in place, I double checked them
against my preferred lifestyle to make sure that my choices
were in line with what I really wanted, and not something I felt
I “should” do. I'hope you’re really reading this and taking it to
heart, maybe even contemplating doing the same for youself.
Do it. You’ll be glad you did. To take the next step, I would
have to get my message out to the world. I would need to
become a marketer of my business.

I was ready to bring my vision into reality. As always, Alan
uttered only four words.

“I believe in you.”
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Something Successful To Think About

1. Becoming a Lifestyle Entrepreneur means that you
are building a business that supports your desired
lifestyle. Here are a few questions to get you think-
ing about what that looks like:

How many hours do you wish to work per day?
How many days per week do you wish to work?
How many vacation days per year do you wish to have?
How much money (net profit) do you want per year?
Will you have products or services or both?

How many one-on-one client hours will you have
per week?

Where will you work?

Where will you live?

Will you travel?

Will you work when you travel?

What hobbies will you pursue?

What do you want more of in your life?

What do you want less of in your life?

. Growing your business requires that you think about
your plans for the business. Here are a few ques-
tions to get you thinking about your desired busi-
ness:

What line(s) of services will be offered?
What line(s) of products will be offered?
What is the company size?

Sales

Profits

Employees
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Who will you sell your products and services to?
How will you reach them?

Who is your competition?

What is unique about the way you provide your prod-
ucts and/or services?

Go to www.AccidentalMillionaire.com to get:
¢ “Build Your Vision”” Worksheet
* Grow Your Business Planning Guide
and Questionnaire

The Second Principle of Business Success -
Delivering the Marketing Message

“The purpose of a business is to create and keep a customer.

All business activities must be focused on this central purpose.”
- Brian Tracy

“But I'm afraid of marketing,” one of my clients once said to
me. “I’'m a much better consultant than I am a marketer. Isn’t
there a way to make a million dollar business without so much
marketing?” She paused for a moment. “Well, maybe I’ll just
settle for less.”

“Is that what you really want?” I asked her gently. “No,” she
replied, “but I really don’t know how this marketing stuff
works.”

“Relax,” I said “I’ll help you. We’ll do it together.”

Have you ever felt terrified or lost when it comes to the market-
ing of your business? You know that in order to get the word
out about your product or service, you must, well, tell people.
Not just any people. You must get the word out to the very peo-
ple who will most want your product or service — your target
market. Ugh! For some, the very thought of marketing sounds
like bragging or being pushy and all in all just no fun.

Marketing is really a couple of things all rolled into one. It is
the process of producing, packaging, positioning, promoting
and pricing your product or service for clients. The 5 P’s. For
each of these help is available through other professionals such
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as graphic designers, branding specialists and market research
specialists. These people (or you) can develop a method by
which your products have a consistent look, communicate a
specific promise and are priced appropriately. Getting them out
to your market is the promotion part of marketing, which
requires a little more thought.

I didn’t know this when I started my first company. And I’ll let
you in on another little secret — I was one of those people that
thought marketers were pushy, slick executives who didn’t care
at all about anything but selling their products.

I was wrong.

The whole idea of marketing involves attracting potential cus-
tomers to your business, establishing a relationship, producing
a sale and filling the order. Once again, I made one of the
biggest mistakes in business — expecting people to buy my
products and services because I knew they were good, but not
properly communicating their uniqueness or benefits to my
potential customers.

I never really thought about what I was really selling. Think
about it for a minute. When you go into a department store to
buy perfume or cologne, do they list the ingredients on the front
of the bottle, prominently displayed for your convenience and
education? Hardly. Perfume and cologne is called “Joy”
“Happiness” “Glow” “Brut” or “Steel.” These are words that
have you thinking “If I just buy this perfume, I'll have these
things in my life.”

And that’s exactly what they want you to think.
So what are you really selling in your business? Is it freedom,

or empowerment, inspiration or health? Is it creativity or secu-
rity, fun or joy? Take careful notice here, these are all values
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that someone, probably some of your best customers, think are
really important and they will pay money to work with you to
achieve their goals.

In my earlier years, I spent large amounts of time explaining
my processes to potential buyers. I bored them with the details
of how we solved computer problems and how the technology
we used was cutting edge. Most of the time, I just bored peo-
ple and I went away thinking we had begun a relationship.
They went away and never gave me or my business a second
thought. You see, I was trying to go from first meeting direct-
ly to the sale, and I had unknowingly committed yet another
huge business mistake — I wasn’t telling my customers why
they should buy from me.

The point was brought home to me in a rather embarrassing, but
effective way one day as I was speaking with a potential cus-
tomer who was having computer problems many years ago. He
knew who I was and had been referred by another client.

“I heard you were having computer problems in your office,”
said, after I had met the prospect.

“Why yes,” he stated “It’s rather frustrating. We just got a new
network system and it seems to quit for no reason.”

I asked a few questions about the problem, and he responded
politely. He was clearly not a person who was interested in
computers, but I didn’t notice that. He was listening to my
questions, and I wrongly believed that he was judging my abil-
ity to solve the problem based on the quality of my questions.
The more technical my questions got, the quieter he became. |
thought I was really impressing him! I spent the next few min-
utes discussing my qualifications, certifications and experience
with his particular type of network. Finally, he interrupted me.
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“Look,” he said “I’'m sure you're qualified. What I want to
know is this: CAN YOU SOLVE MY PROBLEM?”

I was shocked! I thought I had been showing him how knowl-
edgeable I was, and he didn’t care one bit!

“Yes, I can,” I said, not even sure if I wanted to take on what I
thought was such an ungrateful client.

“Great,” he said. “Can you come next week?” We set up an
appointment but I was still stunned. What had just happened?
I wondered. I had just learned one of the biggest lessons of my
business career — the customer wants to know only IF you can
solve his or her problem, not HOW.

Did you get that?

It’s all about the customer! It’s really not about you (or me) at
all. In marketing, when we spend more time figuring out how
to identify the customer’s problem and communicate our con-
fidence in providing the solution, the more customers we will
have. Immediately, I began to look at our literature and com-
pany “marketing” materials. Every one of them talked more
about us than they did about the customer. Not good. Each
piece told more about the specifics of our system rather than
what the customer would get after utilizing our service. These
are called features and benefits. A feature describes a particu-
lar characteristic of a product or service and a benefit describes
a feeling or result of a product or service. We had items on our
brochures like: Full Network Integration, which is a feature (if
you even know what it means) instead of Access Your
Documents from Anywhere In the Office, which is the end
result or benefit of having full network integration.

This was big — I could feel it. I suppose if I had gone to mar-
keting school this would have been step one, but I didn’t so this
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was a major aha! moment for me. Immediately I started look-
ing more in depth at the materials we had provided to our cus-
tomers, boring and feature-oriented. Not one of them told the
customer that we could, in fact, solve their problem!

I set about to consider the customer in all of our marketing
materials and soon stopped dead in my tracks. I didn’t have a
clear picture of my customer. While I seemed to know was that
“everybody that had a computer network™ could utilize my
services, but was that really true? This would be my second big
marketing lesson — the clearer and more focused you can be in
the exact group of people you wish to work with, the more suc-
cess you will have.

This concept is called “targeting.” It is the process of defining
a specific group of people based on the particular characteris-
tics of the group, along with the perceptions, attitudes, feelings
and preferences of the group. I would later learn that the actu-
al terms for the characteristics are called Demographics and
Psychographics. Demographics are the facts about a particular
group of people. Age, gender, title, income, years in business,
and location are all demographics. Psychographics, on the
other hand, tend to be more based around attitudes and feelings
or desires of the group. People who want reliable, dependable,
quality-based transactions, knowledgeable professionals and
personal interaction are all psychographic qualities.

As a service professional, I learned that I could use demograph-
ics and psychographics in two ways — the demographics could
be used to find appropriate customers and the psychographics
could be used to position myself in the minds of those cus-
tomers as the obvious expert consultant for their needs.

I set out to find companies with growing small computer net-
works. As my customer base grew, I began to take notice of the
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variety of problems my customers were having. I kept a list and
soon realized that many of the problems were the same. Each
of these problems and their solutions eventually made their way
into my marketing materials, which increased my customer
base even more. This marketing stuff was working!

Today, with the Internet providing a large prospect base to work
with, I often discover my customers’ problems by simply ask-
ing. For many people, this will seem like an approach that is
too easy to be real; I assure you, it is one of the most profitable
and relationship-enhancing tools in my marketing toolkit.

Recently, I made a request of my prospect and customer base.
I simply asked them about their biggest challenge in growing
their business. When the answers came in, one particular chal-
lenge rose above the rest in its frequency. My next move? 1|
wrote a report about how to overcome that one single challenge
in business. People thought I was a mind reader, when in fact
they had been the very people that told me exactly what they
needed. I’'m sure you can use this concept in your business too.

So how does a business owner go about finding a target market?

To start work on finding the target, let’s first think about the
ideal or perfect customer. Let’s face it, we’ve all had customers
we know we should never have worked with.

Take a moment and visualize:

All the customers you (or another business owner you
know) have had

The customers with which you (or they) have had
good relationships

The “not-so-perfect” customers or difficult customers
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Wouldn’t it be perfect then if you could have or attract the right
customers to a business? Imagine — groups of happy people,
eager to purchase a product or service. Wouldn’t that be great?

Of course it would!

To consider the ideal customer or target market, some questions
need to be asked about the people who might buy the product.

1. List the characteristics of the perfect customer. (Not all
may apply)

What do they read?

What are their hobbies?

How do they dress?

What are their biggest concerns and worries?

What do they want in their life?

What is the benefit they get by working with you (or
another business owner)?

N0k W

Be as specific as possible when defining the target market.
Women, age 30-50 who are losing their hair is a very specific
market for a hair-replacement company that caters to women.
Don’t be worried about those people that might be excluded. In
marketing, especially on the Internet, the more specific the tar-
get, the more money to be made!

I learned this lesson incrementally through building my first
two businesses. By the time I built the second computer con-
sulting business, the industry had grown considerably. New
technology, products and manufacturers had come into the
industry and in order to troubleshoot them, I needed to learn
about the intricacies of each individual system. It became
tedious and time consuming work, sometimes taking up weeks
or months to learn new processes. I was making mistakes and
couldn’t keep up.
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It was time to consider a new marketing and
consulting approach.

First, as I've already described, I became an expert in trou-
bleshooting using new technology that would bridge the other
systems that companies were using. Then, I decided that in
order to really utilize this type of troubleshooting, I needed to
target companies that had disparate computer systems. These
were much larger companies than I had worked with in the past,
but in order to utilize my skills, I needed diversity in the com-
puter systems. Their biggest problem? Trying to figure out
which manufacturer to contact when a challenge or computer
glitch showed up and stopped production in their company.
Could I solve their problem? You bet! This is yet another
example of how I used demographics and psychographics not
only to determine and find my target market, but to position
myself as the best and obvious expert choice to provide
the solution.

Today, as a business troubleshooter working with service-based
companies seeking to grow into million dollar mastery, I use
the same concepts of demographics and psychographics to
position myself as the business consultant of choice for
service professionals.

The next major marketing lesson I would learn was actually
built on the mindset shift I talked about earlier. You know when
you first meet someone and they invariably ask “What do you
do?” to inquire into your line of work.

I think that’s a really impossible question.
Most of the time, people actually answer the question correct-

ly. They tell people exactly who they are by a label, saying
something like “I’m a lawyer,” or “I’'m a hypnotherapist,” or
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something similar. Or, people spend the next five minutes (like
I used to do) explaining in great detail the exact process they
use to produce a result in their business, whether the person
understands or not. Additionally, it does not take into account
any pre-conceived ideas people may have about your title.
Maybe someone had a bad experience with a lawyer, and lumps
you into the “don’t talk to that person” category. Or maybe
someone believes that all hypnotherapists make people walk
around and screech like a monkey and they’re afraid they’re
being hypnotized at that very moment. You just never know.

The problem is, “What do you do?” is the wrong question.
Sure, it’s socially acceptable to ask, but the real question should
be “What can you do for me?”’ As a small business owner, this
is one of the most important answers anyone can have. The
answer can either have people nodding and smiling politely or
eagerly saying “Really?” “I need that!” in response. In my
opinion, this is free marketing at its best. It’s called the eleva-
tor speech, and it should state, in a sentence or two, exactly who
a business owner works with and how that owner can help the
customer. In my work with small business owners, I use a very
simple formula to get people started, which I will share with
you now. It requires a little bit of knowledge of the basic
target market.

In short, an elevator speech needs to:

1. Describe exactly, the ideal customer

2. Explain the benefits or results the customers get when work-
ing with the company

3. Appeal to the emotional or financial needs of the prospect or
customer

4. Describe the results that will be provided or promises that
are made

5. Make people say “Tell Me More!”
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If you own a business or work in sales for someone else, you
can try this for yourself by answering these simple questions:

1. Who are my clients (target market?) and what do they want
to do?

2. What is the end result or how will their life be different
when working with me?

3. What is the ultimate benefit or promise to the customer?
What will they have more (or less) of when they work with
me?

4. Measurable statement of results. Do I have a specific per-
centage of people who have worked with me that can attest
to the results they received?

Here’s how I would answer these questions with a couple
of unique descriptive sentences that makes people say
“Tell me more!”

1. Who are my clients (target market?) and what do they
want to do? My clients are five-figure independent profes-

sionals, network marketers and solo entrepreneurs.

2. What is the end result or how will their life be different
when working with me? My customers want to grow their
business to their first million dollar level.

When? In the next 2-3 years.

3. What is the ultimate benefit or promise to the customer?
They will have more focus, sales, freedom, fun. Or, they will
have less frustration, confusion, isolation, fear. Or, they now
can love their life, fulfill their purpose, live their passion,
achieve their dreams.

4. Measurable statement of results. Do you have a specific per-
centage of people who have worked with you that can attest to
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the results they received? 93% of the customers who follow

my system improve their bottom line and increase their time
away from the office by 30% in the first six months.

*Make sure that results are measurable and backed by customer
testimonials.

Now here are several possibilities for complete statements of
purpose or benefit.

Option #1 — Ending with “More Of’’ answers

I work with (or help) five-figure independent professionals,
network marketers and solo entrepreneurs grow their business
to their first million in the next 2-3 years so they can have
more focus, sales, freedom and fun!

Option #2 — Ending Using “Less of”’ and ‘“They Now
Can” answers

I work with (or help) five-figure independent professionals,
network marketers and solo entrepreneurs grow their business
to their first million in the next 2-3 years without the frustra-
tion so they can achieve their dreams!

Option #3 — Ending Using “They Now Can” answers

I work with (or help) five-figure independent professionals,
network marketers and solo entrepreneurs grow their business
to their first million in the next 2-3 years so they can love their
life, fulfill their purpose, live their passion and achieve their
dreams!

To any of these, we could add:
93% of the customers who follow my system improve their

bottom line and increase their time away from the office by
30% in the first six months.
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Of course, there are many more possibilities, but you are prob-
ably getting the idea at this point. Take some time and think of
your own answers to these questions and end your own frustra-
tion!

Marketing doesn’t have to be difficult. Professional marketers
study statistics, metrics, indicators and numbers. They test
words in their sales letters and headlines. They test everything.
As a beginning marketer, testing is also important, though it
doesn’t have to be as detailed as a professional might do for
you. Once you have properly defined your target market, most
of the other marketing decisions about your business and
extending to your website come easier. You just need to put
yourself in the shoes of those ideal customers and you’ll know
right away what products and services to offer them. As you
solve their problems, you win with increased sales and repeat
business.

That has definitely been the case for me. At times, my target
has changed to a different segment or type of customer, but I am
constantly revising and focusing on the wants and needs of my
customers. While at one point I thought my business was all
about me, that single rude awakening many years ago was not
only a blessing in disguise, but an experience with which I
would begin to learn about the thing I was most afraid of in
business.

As T grew to understand more about marketing in the offline
world for my consulting businesses, I also began to learn about
marketing online using the Internet.

In 1997, following these same concepts, I put up my very first
marketing website. It was designed to sell information prod-
ucts to people who wanted to learn “how to” get government
grants. While that experience was one designed to learn mar-
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keting, I am happy to say that it also made sales, quite a few
sales, from all over the country. Since that time, I have learned
to apply marketing concepts such as those I’'ve discussed here
to the Internet to allow people to visit my websites and know
immediately by the headlines and text whether or not the site is
for them. With the huge amount of people out there, I now
know that I don’t want just anybody coming to my site, I only
want to talk to my target market. There are millions of business
owners who need my help, so I'm only looking to talk to them.
I've successfully resisted the urge to cry “but everyone needs
what 1 have to offer,” and by narrowing my focus, I've
increased business significantly, and you can do the same.

I no longer spend time convincing people that what I have to
offer is beneficial — instead I market only to those who meet my
criteria. It will be the same with you if you simply change your
thinking to align with what your potential customer or client
wants. He or she is thinking “What’s in it for me?”

Answer that question and your success will skyrocket.

*
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Something Successful To Think About

Successful marketing requires that you speak with your 4. Describe the results that will be provided or promises
materials to a specific group of people and solve a spe- that are made
cific problem with your business. After all, that’s why
your business exists — to solve problems for customers, 5. Make people say “Tell Me More!”
right?
Go to www.AccidentalMillionaire.com to get:
1. What are you really selling in your business? * “Who is my Target Customer?”” Worksheet
What value does it touch in your customers’ minds? * Build Your Elevator Speech Worksheet

2. What problems do you solve for your customers?
Looking for your "perfect client?'" Go to
3. Who is your perfect customer? What do they look www.MyClarityConsult.com for a FREE
like? Where do they live? What gender and age evaluation
are they?

4. Practice your elevator speech to start attracting cus-
tomers to you. Here’s the formula:

I help with so they can

In short, an elevator speech should:
1. Describe exactly, the ideal customer

2. Explain the benefits or results the customers get when
working with the company

. Appeal to the emotional or financial needs of the
prospect or customer
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The Third Principle of Business Success -
Creating the Turn-Key Business

"The problem with most failing businesses is not that their owners
don’t know enough about finance, marketing, management, and
operations -- they don'’t, but those things are easy enough to learn --
but that they spend their time and energy defending what they think
they know. My experience has shown me that the people who are
exceptionally good in business aren’t so because of what they know

but because of their insatiable need to know more."
-Michael Gerber

As a service professional in my first growing business, I was
always excited when new customers were added into my busi-
ness. After all, I thought, wasn’t that why I was here? To help
people? As my referrals grew and more people wanted to work
with me, I eventually realized there was going to be a problem.

A big problem.
There simply wasn’t enough of me to go around.

I think this is probably a defining moment in every service busi-
ness — that moment where you realize you either expand or
stagnate. Many business owners simply choose what they
believe to be the path of least resistance — continuing to do
everything themselves — because they believe that it would be
too hard to expand. “I can do it better and faster myself” is the
mantra of many small business owners, and it is a damaging
idea. This was a lesson I learned early in my career and it was
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a lesson I did not want to repeat.

It was around the time that I had just left my first husband and
I was doubtful about a lot of things — especially my ability to
lead others. I knew the time had come for me to truly be a
leader in my business and my life. At first, the responsibility
seemed overwhelming. Self-doubt filled my mind. What if I
made the wrong decisions? What if I led people down the
wrong path? What if, what if, what if? The questions were
endless and I realized that my fear was creeping up again.

I know now, but was learning then, that in order to conquer fear,
I had to take action. But what action? I wasn’t sure, but I knew
that I needed to learn how to be a business owner, not just a
“brain for hire.” I wanted to grow my business to expand and
have a presence without me. What a concept! How would I do
that? Could it be done? I didn’t know of any people in busi-
ness for themselves who had that kind of freedom. But I knew
the answers had to be out there — I just didn’t know where to
find them. I made the decision to find the answers.

What happened next might seem a little bit strange to you. I had
learned about the five P’s of marketing — Product, Packaging,
Positioning, Price and Promotion and how these could be
applied to building a business. I was pretty much on the wrong
track, questioning how a small business owner could create a
business with more service products, when I fell asleep. Then
I had a dream. In that dream, I had taken the knowledge in my
head and turned it into a book, audio programs and home study
courses. I had a fully functional business that ran with or with-
out me, and I was able to come and go without being tied down
to the business. I was able to love my life! Four more words
popped into my head.

Products.
Plans.
Process.
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People.

When I woke up, I didn’t immediately realize that the dream
had given me exactly the information that I needed to become
an effective and reliable leader. It also had given me the exact
information I needed to develop my small business. Instead, |
got stuck on the word “products,” still thinking that my servic-
es were my products. As I sat down in my office that day, my
mind wandered to my bookshelf, which held a library of busi-
ness, marketing, and success books. My resource shelf was
lined with audio programs from the masters — personal devel-
opment specialists such as Zig Ziglar, Tony Robbins, Maxwell
Maltz, and Jim Rohn, and business development experts like
Brian Tracy, Michael Gerber, Robert Kiyosaki and many oth-
ers. These were programs I had purchased over the years and
listened to occasionally. I had always thought of these people
as leaders — inspirational and motivational people who I want-
ed to emulate.

And then it hit me.

Why couldn’t I put some of my knowledge down on paper?
Why did I need to carry it all inside my head? Couldn’t I cre-
ate a program like those I listened to in my car? Since people
paid for the information in my brain, I figured, I could reach a
lot more people if I just simply created information products. It
made total sense and it would become not just an obsession, but
a way of life for me. My very first information product was cre-
ated over a decade ago, and others have come and gone as |
have evolved. When I took my products to the Internet in the
90s, the power of what was possible with information started to
show itself.

The idea of using leverage in so many different ways was excit-
ing. As my first book went to the publisher, Alan commented
how difficult it had been for him to see me working so hard.
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Today, after turning to the Internet as a resource for income, his
eyes light up with excitement as new orders come in. “Can you
do that again?” he asks, as new orders and opportunities come
in daily. But starting out in the information and Internet arena
was a process.

Years ago, lots of thoughts swirled in my head, and the thought
of putting what I knew down in writing was both exciting and
daunting. After all, with ADD, you don’t just sit down and
focus, but I knew I could and would overcome this obstacle to
reach the goal of having people pay for what I knew. Then I
went to work. The first book, as you already know, was about
a technical topic. From that book, I was able to use the infor-
mation over and over again in special reports, in seminars and
on audio programs.

As I began to build my current business, I built it with the idea
in mind that there would be information products AND servic-
es available right from the start. I worked on the outlines and
concepts for the educational resources that would be useful for
other creative entrepreneurs. I reviewed current materials from
famous and not so famous people, and found that much of it
was confusing to creative people like me. It was too detailed
and while ultimately very correct, I wanted to have everything
in my life and business as simple as possible. After all, I am a
troubleshooter at the core, and I wanted just the meat of the
concepts in easy to understand steps. And I did just that. These
simple steps are at the core of everything I do with my clients
now.

But I'm getting ahead of myself. While the concept of creat-
ing information was a good one, I didn’t understand a key com-

ponent — the product funnel.

“What is a product funnel?” you ask. Simply put, it’s a princi-
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ple of business growth for offering prospects and customers
increasingly elaborate products and services — and more access
to the business owner — at ever-increasing prices. Basically, it’s
all about getting people to spend more money once they trust in
the relationship and value the services.

It works like this: you bring a new customer or prospect into
your business and give them a sample of the kinds of informa-
tion you provide. Then, you give them more ways to spend
increasing amounts of money with you.

In order to make it simple, think of the shape of a funnel. It’s
big at the top and narrow at the bottom. Concentrate on bring-
ing in a lot of new customers and prospects into your business
at a very low cost — or by receiving something for free — into
the top of your funnel. You can do this automatically through
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technology available via the Internet.
Give prospects a free report, e-course or newsletter to start the
relationship. Then they may purchase a book for $19.95; then
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you sell them a $99 tape set. Next, you might offer them a $295
home study course. Then you might hold a $695 or $995 week-
end seminar. Now you’re starting to really bring in the money!

When you have many customers who have purchased these
products, you might decide to do a $2000 package around your
expertise. Later, you expand to a mentoring program, appren-
tice program or specialized coaching program. The cost?
Probably in the $5000 range.

By the time someone has purchased everything you have, they
may have spent $20,000 or more with you.

Of course, thousands will come into your funnel, and some will
not want to buy the other things you have to offer. That’s
perfectly okay! But know that a certain percentage at each
price level will want to go to the next level, and become longer-
term customers.

See, I used to think that every time I sat down I had to re-create
something and be extremely unique. I now know, and I hope
you’ll understand this too, that I can simply expand on my core
concepts with each new information product. A package of
articles could become a book. A research project becomes a
special report. A survey becomes a Q&A session and booklet.
All of these products revolve around the theme of the knowl-
edge I provide and the same thing with any service business.

For a while, I was creating information products like crazy.
Each new idea became part of an audio program, home study
course or book. But then I realized that I was missing out on
the next component — how to sell it to my market! I was miss-
ing the Planning component that I had dreamed about.

I set out to get some help with creating a better marketing plan
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to sell my products and services. Once again, I found the
experts to be too detailed and my ability to listen quickly turned
into an act of frustration as I struggled to understand all of the
methods available for marketing my product. There were
online methods and offline methods. There were hundreds of
ways to get my product out there, and while I understood some
of them, I really didn’t know where to start. Feeling over-
whelmed, I started to sort out my thoughts and the information
I had learned about how to market products. As usual, loads
of information began to show patterns of similarities to me — a
troubleshooting skill I used often to help me break down
complex tasks.

First, I separated the possible marketing activities into online
and offline categories. Networking events, public speaking,
writing and advertising all went into the offline column. Search
engine optimization, pay-per-click, online networking and writ-
ing all went into the online category. I began to notice some
overlap. I could write articles both online and offline, and I
could also advertise both online and offline. Maybe this was-
n’t such a great way to categorize my ideas, but it was all I knew
how to do.

I consulted again with many of the marketing gurus and plan-
ning guides. Each one talked about strategy — as if in a big
game — the strategic objective of my marketing. I had a strate-
gic objective for my business and for my life, and now I could
have one for my marketing. Okay, got it. But how should I
create that strategic objective?

Suddenly, a light went on in my mind. Why hadn’t I thought
of this before? In the past, all of my plans had been strategic,
meaning that I had determined the method by which I was
going to perform a task. Gaining recognition by attending net-
working groups and speaking was all I'd ever written in my
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marketing plan. Then I had just taken whatever steps were
available to attend networking groups and speak. And there
was the problem. Ihad never really written down the exact tac-
tical steps I had planned to take to execute each strategy! This
was important! I went back to my plan and determined which
networking events and which speaking events I wanted to pur-
sue and most importantly, why these would be good choices.
These were the tactics, the actual steps I needed to take. Since
I had always considered the big idea but not consciously
thought through the variety of ways to reach the goal, I had
never really been able to measure my marketing efforts.

It hadn’t really occurred to me before, but the difference
between strategic and tactical efforts, as important in their dif-
ferentiation as they are, had not been foremost in my mind.
From that day forward, I considered everything I did in work-
ing my business as either strategic or tactical. Strategic items
are the actions of planning and follow up, of publicity and net-
working. Tactical items, on the other hand, are the acts of car-
rying out the plans, making the follow up calls, writing press
releases and attending events. This distinction is simple —
strategic action makes you money and grows your business,
while tactical action maintains the growth and keeps it moving.

Once I understood the difference between strategic and tactical
methods, I realized that there was yet another important part
missing - one that to my mind was even more important than
what I had just discovered. It was the all important answer to
“Why?” In other words, why would I choose advertising over
networking or writing over publicity as a strategy for my mar-
keting? I couldn’t find the answers, so I thought about that all
important question — the one that made me a leader.

“What do you want?” I asked myself.
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Soon it became apparent that choosing different strategies pro-
duced different results. For example, public speaking increased
my credibility in the eyes of my prospects. My online newslet-
ters increased my global reach and expanded my credibility
online, and talking with people directly on the phone solidified
trust. Depending on what I was trying to achieve, it became
clear to me that choosing a strategy based on what I liked to do
was not the answer. I would need to choose my strategies based
on the optimum result. Only then could I choose the appropri-
ate tactics to implement. I was on to something, both for my
online business and my offline efforts.

For the first time, I began to choose strategies with purpose and
was able to choose within those strategies the exact tactics that
made sense to me, were within my budget and were fun to do.
Soon, I was able to write down in a simple marketing plan the
exact measurable steps I would take each month to maximize
my growth. I was able to take each of my product lines and
determine the exact steps I needed to take to set and reach my
marketing goals. I created worksheets and simple systems that
I still use today with my clients to manage their leads, prospects
and clients. Planning, while once a dreadful and mind-bog-
gling task, is now a fun and enjoyable process. I can write a
plan to go with my monthly theme, a monthly goal, or stretch
it out over several months or years, depending on my needs and
the needs of my clients.

With the planning process in place, I began to execute my
strategies, and they worked! Soon, customers and prospects
were calling the office, sending email and requesting more
information. Sales were coming in faster and the office got
much busier. I was away more often with my public speaking,
consulting and management duties. Even though things were
busy, they were running quite smoothly. Why? Well, I had
taken a cue from the painful lessons from my first time as a
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manager and employer.

Remember when I said I wasn’t sure if I could ever work with
other people? Well, the mistake was all mine, and I’ve discov-
ered it’s also a big mistake that most small business owners
make. You see, tactical items SHOULD be delegated to other
people, leaving you free to develop the strategies to grow your
business. Unfortunately for most business owners, when a new
employee or contractor comes into the business, one of two
things usually happens.

1. The new person gets hustled into the boss’s or manager’s
(or business owner’s) office where they are paired either
with another person in the company or with the owner
him/herself. The owner then proceeds to spend the new
few hours, weeks and sometimes months working side by
side with the employee, explaining all of the intricacies of
the job. Soon, the employee or contractor is very good at
the job, and the owner begins to panic, wondering if the
person will stay on the job. The fear from the owner or
boss’s viewpoint is that if the person leaves, they will have
to “waste” more time explaining the job once again to
another new person. Inevitably, the employee will leave
the company and the process repeats over and over again.

2. The new person is hired and told briefly what is expected of
him/her. The big picture is provided and the person is left
up to his or her own judgment as to how the job gets done.
Inevitably, the person does the job in a different manner than
the boss or manager, and is reprimanded for doing things in
a manner inconsistent with how things have been done in
the past. Of course, the employee has no knowledge of this,
and feels disempowered and afraid to take risks. He or she
usually leaves the job and the process starts over again, frus-
trating the managers, boss or business owner.
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It’s embarrassing to admit, but I’ve done both of these things.
Finally, frustrated by the constant cycle of my own mis-man-
agement, I did something that franchisees have known about
for years: 1 began the process of writing down exactly how
things are done. Checklists, flowcharts and pictures began to
show up as we documented every step in the process of the
business. I had begun to write an Operations Manual for my
business and those who worked in it with me. It held the keys
to questions like these:

How do we answer the phone?

How do we get the mail?

How do we put new customers in the database?

How do we ship packages?

Where do we get stamps?

How do we follow up with customers?

What questions should we ask a new customer calling for the
first time?

Hundreds of questions appeared, and hundreds of checklists,
flowcharts and pictures were drawn. Each time we found our-
selves asking “How do we” or “Where do we” or “What should
we do when” kinds of questions, we taught ourselves to stop
and write it down. I created forms that began “Here’s how
we ” and we filled in the blank and wrote it out.

Simple? Yes. Effective? Absolutely! Using this key process I
have been able to eliminate my roadblocks in business. Each
time there is frustration or confusion, I stop, consider where the
breakdown might be in the process, and either modify what
we’ve written or write a new procedure. Using this method, my
business associates, partners, contractors and employees have
been able to literally walk into my business and get to work.
Not only is it empowering for everybody in the organization, it
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speaks volumes to our clients when they receive consistent
service and consideration from both me and those working on
behalf of the business.

Here is an example where the Operations Manual was put to
good use. Our Customer Service manager, pregnant and plan-
ning to leave after giving birth, was due in a few months. She
worked to make sure that our manual was up to date, going
through procedures and systems with a trained eye. After she
left, a new person came in one day to assist with some of the
shipping that needed to be done.

“How do I package and put postage on these items?” he asked
me, holding up several items purchased and needing delivery.

“I have no idea,” I replied. “But I'd bet it is written down in the
Operations Manual.” He left my office, presumably to look up
the information.

After about a half hour, I came out to the other office to see
what was going on. “Is everything alright?”” I asked.

”You bet,” he said brightly. “I’ve got everything I need right
here.” He patted the manual and said “I’m not letting this thing
out of my sight!”

The packages went out. No hassle. No frustration and no need
on my part to supervise. This is the kind of business I had envi-
sioned, and it is my wish for you as a business owner to expe-
rience the same kind of success.

Using the leverage of the turn-key processes gives you more
time in your day, and the use of the Internet, technology and
products helps you reach your customers globally. Finally, the
use of proper planning keeps you focused, all you need now are

The Third Principle of Business Success 205

the right people for the jobs you’ll need to fill so you can be in
the business of growing your business and realizing your per-
sonal vision.

“That’s easier said than done,” said one of my customers. ‘““You
just never know how a person will work out until they get into
the job, and by then it’s too late.”

Not true.

I have a secret weapon for understanding people and putting
them in the right jobs, and I'm going to share that with you now.

*
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Something Successful To Think About

Creating a turn-key business requires you to be thinking
about four key elements: Your Products, Plans,
Processes and People.

1. What products will you create in the future for your
business? Here are some items to get you started:
Book
Special Report
Home Study Course
Seminar

2. What kind of product funnel will you create? What
will the pricing strategy be?

. Do you have written business and marketing plans?
These are at the heart of your business, and need to be
addressed.

4. What do you want to achieve with your marketing?
Visibility? Reaching Out to People? Credibility?
Something else? Choose strategies that match your
outcomes.

5.You can begin to create processes in your business
immediately. Here are a few questions to get you start-
ed:

How do we answer the phone?
How do we get the mail?
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How do we put new customers in the database?
How do we ship packages?

Where do we get stamps?

How do we follow up with customers?

What questions should we ask a new customer
calling for the first time?

Start your own Operations Manual and watch your
productivity soar!

Go to www.AccidentalMillionaire.com and get:
* Personal Marketing Funnel Worksheet
* Instant Marketing Plan Template
* Operations Manual Worksheets
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The Collahoration Nation

"Teamwork is the ability to work together toward a common
vision. The ability to direct individual accomplishments toward
organizational objectives. It is the fuel that allows common

people to attain uncommon results."
- Andrew Carnegie

“My life would be so great if there were no people around,’
joked my friend as he struggled with yet another conflict in
communication between himself and his partner. “T’ll never
work with partners again.”

Does that sound familiar? How many of us tried to start a busi-
ness with a partner, hoping for sweet success and making all of
our dreams come true? It probably started out well, with each
partner having great intentions for the business. You dream
together and make plans. You think big and the more you are
together, the more you consider new ideas for the business. The
possibilities are endless and you are both very excited! Then,
one day, you have your first conflict.

“I thought you were handling the accounting,” you say to your
partner. “I thought you were doing it,” replies your partner.
“I’m no good with those details.”

“What?” you shout, furious. “I thought you were the one that
was good with the details!”

“Well,” says your partner “I thought the same about you.” And
thus starts the unraveling of the partnership, as each partner
admits the assumptions they made about the other person.

209
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Instead of going into the partnership based on true skills and
entrepreneurial style, the partnership was formed with passion
and dreams, and a “gut” feeling that things could always be
worked out in the event of a conflict.

While I guess I've been pretty lucky as I’ve had really good
partners to help me build my businesses, I’ve also had my share
of wrong choices, fueled by excitement and emotion more than
by the actual skill-set or mindset of the people I've chosen to
work with. Luckily, no choice anyone makes is required to be
permanent, and decisions can be undone. While this is not
always a pleasant task, in order to be happy (which, if you’ll
remember is our purpose) we must sometimes “undo” a choice
that previously seemed to be a good one. There is nothing
wrong with making mistakes — everybody does. Trying to
make those mistakes into something they are not, is only going
to cause more damage. This is business and the best choices
need to be made for the health of the business and personal
lifestyle success.

So how do we make those choices, stay flexible and create
working relationships with other people to help us get all of the
work done? In the past, most small businesses have attempted
to build internal teams of employees using methods to evaluate
potential employees that were more like guesswork and less
strategic in their implementation. Most new employers simply
chose a person who they would think might be good for the job
and hoped for the best. I know I certainly fell into that catego-
ry at one point.

Lately, however, I've been looking at a new shift in how small
business is done. Consider the corporations that are crumbling
under their own weight, “‘downsizing” or “rightsizing”” employ-
ees to create corporate environments that are more streamlined.
People are now expected to handle the duties left undone by the

The Collaboration Nation 211
loss of people in the organization, resulting in overworked,
unhappy employees. As a result, many of the downsized work-
ers go on to start small businesses of their own, vowing never
to work for a corporation again. Job security is no longer some-
thing that people can rely on. Decades ago, it was expected that
you will “work hard, and the company will take care of you.”
Today instead it is more like this: work hard and the corpora-
tion will get rid of you because your salary is too high. There
is no job security.

Today, we see more independent professionals and solo entre-
preneurs starting and growing their own businesses than ever
before. Depending upon who you talk to, there are an estimat-
ed 25 to 40 million individuals and service professionals in
business for themselves today. They are doctors, lawyers,
accountants, consultants, speakers, real estate agents and mort-
gage brokers. They are hair stylists and pet sitters, house clean-
ers and landscapers.

As busy business owners, there are many tasks that need to be
done. Bookkeeping, marketing, reports, taxes and other paper-
work top the list of items that small business owners and inde-
pendent professionals have traditionally hired employees to
take care of.

Usually, that meant hiring an assistant.

For many, that also meant having someone come into the per-
sonal space of a home office, which often was not set up for
more than a single individual, and having privacy invaded.
Most business owners endured the inconvenience because the
need for an assistant outweighed the inconvenience. Of course,
the process of hiring an assistant in many cases became anoth-
er job for the business owner, because the process of training
the assistant, developing trust and delegation processes
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involved the business owner too much, taking away valuable
time from the business. And there were always questions left.
Questions like:

Did I hire the right person?

Can they do the job appropriately?

Would they be able to add to their workload?

Are they organized?

Will they be efficient or waste my time and/or money?
What will happen if they leave?

Enter the new paradigm — the virtual company.

Thousands of entrepreneurs today no longer use traditional
methods to grow their company. External teams have replaced
internal teams as a common way of doing business. Because of
these external teams, small business owners enjoy the flexibili-
ty, freedom and fun they once dreamed of. They can work in
their underwear if they want and not be interrupted by frequent
questions of the in-house team members.

I call this The Collaboration Nation.

Probably the most visible external team member today is the
Virtual Assistant, or VA for short. A virtual assistant is a trained
and professional business owner with a service business target-
ed toward handling the needs of the small business owner.
Virtual assistants can make appointments, travel arrangements,
update websites, write or edit presentations, create procedures,
do bookkeeping, taxes and other reporting. They are able to
provide customer service, marketing, sales and follow up to
prospects and customers if needed. They can answer your
phone, respond to email, plan meetings and function as if they
are sitting right there in your office, when in fact they may be
across the country or even on another continent!
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These business owners collaborate together to create externally
team-based organizations that are diverse, flexible and fully
functional. By utilizing the abilities of the professional team
members, the business owner is free to perform the duties that
he or she really loves to do.

Collaborating in this way was very new to me just a few years
ago. I had subscribed to all of the traditional methods of grow-
ing a company and really disliked the amount of employee
management, training and process creation I had to create.
A few years ago, | was without an assistant for the first time in
15 years.

No problem. I could do it all myself. (Sound familiar?)

It didn’t take long before my office was stacked and piled with
papers, books I wanted to read, sticky notes and ripped out
magazine articles. So I went into my office on a Saturday with
the full intention of “‘getting organized.” ‘“How hard can it be?”
I said to myself. “After all, it’s just filing. Anybody should be
able to do that.”

Once again, I would find out how wrong I was.

About three hours into the project, I had yet to file my first
piece of paper. I simply could not figure out how to set up a fil-
ing system. Do the papers go alphabetically or by subject?
What were the major categories and how would I ever find my
papers again? And what would I do with this stuff that I want-
ed to refer to later? Then I was distracted by rereading every
piece of the papers stacked on my desk. Hours turned into days
and nothing was happening. Finally, I burst into tears, frustrat-
ed at my own inability to do what I thought was such a
simple task.
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I picked up the phone and called the only person who would
understand — my mother. She had been an office manager for
a law firm for her entire career — surely she would know what
to do.

“How do I do this filing thing?” I asked, my voice raised in
frustration. “Stephanie,” she answered, “Organizing an office
is a skill. So is organizing a schedule, a project or even your
personal life. I don’t think it’s a skill that you’ve fully devel-
oped. After all, haven’t you thrown your clothes on the bed-
room floor since you were three years old?”” She has a very wry
sense of humor, and I laughed along with her.

“Yes,” I admitted, “‘can you help me?”

“Sure,” she said. And for the next 40 minutes, over the tele-
phone, she helped me get organized with my filing system.
Once I had the categories in place, putting the papers away was
easy. It would be my first “virtual” experience, and it made me
think about how simple life would be if I could just find the
right people for the job I needed done.

But what jobs did I need done? I couldn’t just dump on some-
one and expect them to read my mind. So I pulled out a piece
of paper and labeled it “TOTAL FOCUS,” naming the result
that I wanted to achieve by the title. On the left side of the
page, I wrote down the three tasks that I absolutely loved to per-
form. On the right side I began to write down all of the tasks I
performed in a week, including household tasks like laundry.
When the list extended to the other side of the page, I knew I
was in trouble, but I kept going. Comparing the left and right
sides of my pages, I was not doing any of the things I loved to
do, and many things I either had no skill for or hated doing!
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Another defining moment and I set out to group the tasks. 1 put
them in groups like this:

Administrative (office paperwork)

Sales/Marketing (attracting customers or making the sale)
Production (producing/shipping and delivery of products or
services)

Household

As I began to look at the groups, I noticed how much adminis-
trative activity I was doing and the household items that need-
ed to be done. I had housekeeping help for a very long time
already, and decided it was time to add landscaping and some
other household chores to the “virtual” list.

Next, I decided to eliminate some of the administrative tasks |
was doing that were taking my time and necessary for the busi-
ness, but not really producing sales. With my documentation
and Operations Manual in hand, I began the search for a virtu-
al assistant. A quick search on the Internet produced several
sites, and soon I had my first virtual assistant who worked a few
hours each week in my business. As I became comfortable, I
added other virtual collaborative people with more specialized
skills to my organization. Today, I have a team that looks like
we all work together in one office, but in reality are spread
across several states and time zones. Technology allows us to
stay in contact, manage schedules and coordinate meetings.

When you consider adding to your team, remember you do not
have to start big. In fact, I urge you to start small. Hire a per-
son for a couple of hours per week and give them specific tasks.
You will be surprised that the things that take you a week to
accomplish only take an hour for the right person.
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I have eliminated the guesswork in creating my teams because
I have a secret weapon that I’d like to share with you now.

Have you ever had a conversation with someone and left the
meeting, thinking you had really accomplished something,
only to find out later that you had two completely different
ideas about the outcome?  As I ventured into the area of cre-
ating virtual teams, I knew that efficient communication would
be a huge key to success, as we were not in the same physical
location to be constantly checking in with each other. I also
knew that in order to create any kind of effective team, there
had to be people with different kinds of work styles on
the team.

This extends to personal relationships too. You know, the old
“he said” “she said” thing. Alan and I laugh about it now, but
we didn’t think it was very funny in the midst of our communi-
cation difficulties. I am a talker, and I voice things out loud to
figure it out. He is a self-proclaimed do-it-now kind of guy, and
thinks talking is a waste of time. He believes that taking action
is the best way to approach challenges. When we connected to
solve a problem, it went something like this:

“I"d like to talk to you for a few minutes to work something out
in my head,” I would say.

“Okay, go ahead,” came the reply.

“I’m trying to figure out how to”.....and for the next 20 minutes
I would explain my situation, back up, rearrange my thoughts,
restate my problem, argue with myself, eliminate possibilities
and add new possibilities to solve my problem — out loud.

After 20 minutes, a very frustrated Alan would blurt out “What
do you want me to DO?”
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“Just listen,” I would say “it’s helping me a lot.”

“Okay, but you’re not doing anything productive. All you're
doing is talking.”

“And I just want you to listen,” I would say, getting frustrated
and feeling interrupted. Next would come a conversation unre-
lated to the original issue about whether listening is really an
actionable item.

“Here’s what you need to do...” he would say finally, clearly
irritated that we couldn’t just get to the bottom line — the solu-
tion - so he could get back to whatever he was doing.

I would burst into tears and anger, frustrated that I didn’t get to
finish my dissertation and come up with my own solution. He
would give me a hug, confused with my outburst, because he
had clearly given me the solution so I could move forward.
Sound familiar?

Today our conversations go more like this:

Stephanie says: “I have problem and I'd like to talk to you.
What I want YOU to DO is listen for 10 minutes.”

Alan says: “Okay.”

Stephanie talks to herself for 10 minutes and thanks Alan for
being so helpful.

Alan says: “You’re welcome.”
We give each other a hug. Stephanie is ecstatic because she

feels understood and Alan is still confused but happy that the
conversation only took 10 minutes so he can get back to work.
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Knowing that if this kind of communication was happening at
home, it would definitely extend to work, I decided to add a
new requirement to my business for anyone new coming into
the organization.

I decided to look for a tool that would uncover a person’s natu-
ral style and abilities — one that would show how a person
might communicate and approach business tasks. These are
commonly called assessments and are used often in corpora-
tions to evaluate employees or potential hires. My experience
with assessments had shown me that most assessments put peo-
ple into one of four quadrants of behavior, and I set out to
explore the various popular assessments on the market. My
distaste for personal labels that made broad assumptions about
a person was intensified as I viewed and evaluated popular tools
for personality, thinking patterns and communication
approaches. I could see the obvious problem with this.
Imagine a person who is categorized as Creative saying ‘“Well,
I’'m Creative so therefore I can’t pay my bills!” Crazy, right?
Of course it is, but with each tool, I found that people could suc-
cessfully make excuses for their behavior based on the particu-
lar quadrant they found themselves in. That meant they could
effectively make excuses for up to 75% of what they did! That
was unacceptable to me and I continued my search for some-
thing that acknowledges that people are more complex.

I had almost given up when I finally found the tool that would
become the basis for not just the implementation of our own
external teams, but also the foundation for much of our work
with entrepreneurs.  One of the tools is called the
Entrepreneurial Style and Success Indicator, created and pub-
lished by a company in Canada called Consulting Resource
Group International Inc. They have many other tools we now
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use to help people set their foundation for success. I met the
President, Ken Keis, one day as we passed each other in a hotel
hallway during a conference. An acquaintance of mine stopped
to introduce us, knowing that I was looking for an assessment
tool to use in my own business and in my work with others. By
this time, I was pretty jaded in my opinion of assessments, and
I began what I assumed would be a short conversation with
Ken. But then he said something to me that stopped me in
my tracks.

“Your style is no excuse for your behavior,” he said simply.
Now he had my full attention.

“Our tool measures all four quadrants of human behavior, but
does not place someone in a category or box . Instead, we
measure the intensity of each of the quadrants. We call them
dimensions.

This was starting to make sense! I had noticed that people pret-
ty much commonly were:

Idea People
Strategic People
Support People
Detail People

Talking with Ken confirmed my suspicion. ‘“However,” he said.
“It's never just about the single scores of each dimension but the
combination of your four scores which together make up your
unique style pattern. Most people have one primary style pat-
tern with some individuals also having a secondary style that
influences their preferences and behaviors. Infinite combina-
tions of the four main styles of behavior make individuals
unique.” He handed me a chart which showed the basic char-
acteristics of each type.
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Here are the four dimensions in their purest form and their typ-
ical characteristics:

Affective Expressive (Idea) People

* Enjoys people

* Seeks to influence

* Intuitve and creative

* Idea-filled

* Large contact netwok
Intuitive, creative, and influential—often through speaking or
writing. Believes in the value of people and likes to sell others
on themselves, ideas, or products that they believe will be help-
ful. Relates to people better than tasks and makes decisions
based on intuition and emotion. These people often get bored
once they’ve birthed an idea.

Behavioral Action (Strategic) People

* Wants results now

* Seeks authority

* Tactical, strategic approach

* Acts rapidly

* Driven to achieve goals
Self-assured, driven, and high energy. Meets challenges with
fearlessness. Prefers planned methods to achieve goals and
results. Sometimes seems oblivious to others’ feelings. Makes
decisions quickly based on summarized facts, and creates goals
and action plans to get results.

Interpersonal Harmony (Support) People
* Reliable worker
* Seeks to help others
* Promotes balance
* Sees things that others miss
* Easygoing and warm
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Highly adaptive, seeks to promote harmony and comfort for
themselves and others. Practical, friendly and naturally warm.
Balances both logical and intuitive modes of operating. Makes
decisions based both on intuition and logic. Supportive of the
efforts of the team and likes to be part of the team. Considers
how relationships will be impacted by decisions made.

Cognitive Analysis (Detail) People

* Quality-oriented

* Acts cautiously to avoid errors

* Engages in critical analysis

* Seeks to create a low-stress environment

* Follows directives and standards
Quality conscious and avoids being influenced negatively.
Cautious and pays attention to details, while being alert for
inconsistencies to maintain security and control. Makes deci-
sions based on detailed, researched facts and has the ability to
point out problems or concerns before they occur.

It is important as you are building teams (and personal relation-
ships too) to recognize the different characteristics of people on
your team and to have each dimension/style represented on
your team. When you start out, you will only have two people
on your team. Make sure you mix Ideas and Strategy people
with Support and Detail people for the maximum work output.
Most likely, you will be the Idea or Strategic person and will
need to enlist the help of the Support or Detail person (though
the opposite could also be true). This is where many relation-
ships and partnerships go wrong, as people tend to hire “people
who are like me” or “who share the vision” of the company.
Instead, we need to intentionally hire people who are the exact
opposite or and have different working styles to not only com-
plement our own entrepreneurial nature but to fulfill the various
needs required within your entrepreneurial venture.
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Are you curious about your own personal style? How about the
style of your co-workers, acquaintances or family members?
You can find detailed information about how to use this tool in
your own company or family through our website and listings
at the end of this chapter. Start with the free mini review and
we’ll help you from there.

Alan and I have worked out our communication and style dif-
ferences, and today, I am a skilled facilitator in the area of team
building and personal characteristics. I will not bring a new
person into the team without administering the tools, discover-
ing much about the person’s ability to work with our team. In
reverse, | also sit down with new team members to explain the
characteristics of personal style, especially my own idea-gener-
ating style. Periodically, my entire team revisits the concept of
style to reeducate themselves and to help them remember their
own personal strengths, and the strengths of the rest of the
team. My virtual team is invited to workshops, updates and
other work that I do in this area to keep them abreast of new
developments in the area of style.

To me, this is one of the most groundbreaking and effective
parts of my work with other entrepreneurs.

As you begin to build your own external teams, you are now
becoming part of the new paradigm — the Collaboration Nation!

When I first became a Lifestyle Entrepreneur, working alone, it
was an exciting time. Soon, however, my excitement turned to
isolation as I struggled to sit in my office and work on projects
absent of the very people that I had worked so hard to eliminate
from my personal space! What a contradiction!

I would soon learn, however, that millions of people working
alone in their business would experience the same thing. Work
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teams alone are not enough to sustain the entrepreneur’s social
needs. Another type of team is the Mastermind group.

In the early 1900’s, Andrew Carnegie enlisted the help of a
then-unknown reporter named Napolean Hill to share secrets of
entrepreneurial success. This ultimately led to several business
resources, including the popular Think and Grow Rich book
read and studied by entrepreneurs around the globe. One of the
concepts in this book was the concept of the Mastermind.

A Mastermind is specifically a group of two or more people
who come together to create a third (or fourth or fifth) mind, the
Mastermind. And it works.

I have been part of a mastermind team for several years now.
Sometimes they are called by other names, but the concept is
basically the same — it is an important social and knowledge
network coming together to assist and support entrepreneurs in
building their businesses.

There are many formats for the mastermind, and a common one
is a meeting where a handful of business owners get together
face to face or even via teleconference call. During the meet-
ing, each participant both offers and receives focused guidance
on current business challenges, or a single business challenge,
depending upon the format of the group. The group serves then
as both a knowledge base and advisory board as well as a social
success or support team for the entrepreneur.

In my own mastermind groups, we have formed a relationship
that both nurtures and challenges us. We ask each other tough
questions and provide a helping hand when needed. We have
cried, pounded our fists in anger and had breakthrough
moments, all in the name of personal and professional growth.
Without this team, I don’t think success would even be possi-
ble. At least not for me.
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Work teams and mastermind teams are not the only people
needed to grow a business. What happens when it takes off?
What do you do with the money? That’s where the fun begins.

There is another kind of team that you will create as you gen-
erate success. It’s called a Wealth Expansion Team and they
have a very specific purpose. Your Wealth Expansion Team
exists to help you build your business, and then put the money
to work for you.

Isn’t this game fun?
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Something Successful To Think About

. External teams are becoming a normal course of

business. In order to expand, you may want to con-
sider working with other people to build your own
private Collaboration Nation.

. Start delegating effectively by creating a TOTAL

FOCUS worksheet. Divide each task on your sheet
into one of these categories:

a. Administrative
b. Production

c. Sales/Marketing
d. Household

. Start delegating using your Operations Manual.

. Consider joining or starting a mastermind group of

your own.

. Start learning more about people and individual

styles. Start with the mini-assessment below:

a. Read through each of the style dimensions and
underline the phrases or words which most apply
to you. This will reveal characteristics of your
personal or entrepreneurial style.
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. Decide if you want to learn more and take your
own in-depth style assessment or have us help
you with an assessment.

Beginning to Understand the Four Style Dimensions
— Mini-Review

(Make a photocopy of this page and underline the phras-
es or words which most apply to you. This will reveal
characteristics of your personal or entrepreneurial style)

Type: Idea People

Characteristic: Affective (Expression)

The Affective dimension is characterized by a strong ten-
dency to intuitively explore the environment and interact
with it to assess the outcome. Spontaneous exploration
and expression of ideas and feelings mark the natural
tendencies of this style. People with a tendency toward
this dimension of style are often attempting to influence
others through the creative media of speaking, writing,
dance, art or music. They would like to sell others on
themselves and ideas or products that they believe will be
helpful. They will go out of their way to help others,
even if it inconveniences them, because often they
believe in the value of people. By itself this style is
extroverted, not being easily over-stimulated by the
environment. It does not favor the analytical modes of
operating, but is more intuitive and creative in its way
of functioning.
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Type: Strategic People

Characteristic: Behavioral (Action)

The Behavioral dimension is characterized by a strong
tendency toward altering the environment in a way that
will achieve well thought-out goals. Therefore, people
who naturally operate mainly from this dimension of
style are likely to seem self-assured and driven, many
times oblivious to other people’s feelings and on a track
of their own. When their vision is shared by a group,
then they are often seen as heroes and leaders because
they tend to forge ahead to meet challenges with unusu-
al fearlessness. This style position by itself is extrovert-
ed and can withstand greater stress. It does not favor
artistic, aesthetic or emotional modes of operating, but
prefers a planned method by which previously defined
goals and results are achieved. In this style there is a
clear sense of acting upon the environment to achieve
these results.

Type: Detail People
Characteristic: Cognitive (Analysis)

The Cognitive dimension is characterized by a strong
tendency to avoid being influenced negatively by people
or environmental influences. This type moves toward
goals that are often perceived as requirements of others
in positions of authority. Attention to details and being
on the alert for potential dangers or inconsistencies
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enable people with this style to maintain a better position
of security and control. People with this style tend to Want to learn more?
avoid emotional intensity and unpredictability and they
may especially need intimacy because they find that trust Go to www.AccidentalMillionaire.com to get:
in others is not easily attained. This style dimension by * Free Personal Style Mini-Review
itself is introverted, being more sensitive to stimulation. ¢ More Information on Personal and
It does not prefer the sensory, emotional modes of oper- Entrepreneurial Styles
ating, but tends toward logical analysis and correct per- * Entrepreneurial Style and Success Indicator
formance of tasks, with an additional interest in the fine * Personal Style Indicator
arts. * Total Focus Worksheet
* Mastermind Rules
Type: Support People
Characteristic: Interpersonal (Harmony) Style Dimensions © Consulting Resource Group International, Inc.
The Interpersonal dimension is characterized by a strong Reprinted with Permission,
tendency to adapt to people and surroundings in order to
promote harmony and comfort for self and others. The
approach to life and people in a practical, friendly and
naturally warm manner is typical of this dimension.
Adaptation to all other styles is a way of life, providing
the desired security and balance needed and preferred by
those who score higher in this style dimension. A desire
to support others in order to gain a sense of validation
and approval is a natural tendency. This style position by
itself is introverted, being more sensitive to stimulation.
It favors a practical balance of both the logical and intu-
itive modes of functioning, thereby avoiding extremes.
In this style there can also be a tendency toward stub-
bornness, especially if others are being overbearing.
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Chapter Fiftegn

The Fourth Principle of Business Success -
Expanding The Wealth

“Make a decision to be successful right now. Most people never

decide to be wealthy and that is why they retire poor.”
- Brian Tracy

As 1 shared with you before, when I started investing, I was a
complete novice, barely understanding how the expansion of
wealth even works. I had come from a family with hard work-
ing, conservative parents who also did not really understand
much about investing, only that in order to achieve wealth
expansion, you must invest.

So much for getting financial advice from my parents.

When I swallowed my pride and sought out my first financial
advisor, I learned more in the first hour-long consultation than
I'knew in all of my years prior to that meeting. But there would
be a lot more to understand. However, through all of the con-
fusion, one thing remained clear — it is a theme that has been
throughout this book, throughout life and as I would learn,
applied to wealth expansion as well. The first thing my finan-
cial advisor asked me were the four words that would ultimate-
ly move me forward — four words I applied to every aspect of
my life whenever I was confused, chaotic or overwhelmed. 1|
think you might already know by now what they are.

“What do you want?”’ asked my first financial advisor as I sat
across from him in his office.

231
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Good question, I thought to myself. I had no idea. Though at
that time I was completely unable to answer that seemingly
simple question, those four little words made an impact on me
that day that I will never forget.

Have you ever felt overwhelmed, confused or unsure of your-
self? Of course you have. So many choices and so little time.
In all aspects of our life, we are told what we “should” do.
Need to grow your business? Most people turn to friends or
acquaintances for advice. And believe me, there is no shortage
of advice. Need to expand on the Internet? Do search engine
optimization, Pay Per Click, Banner advertising, Ezine adver-
tising, write your own newsletter, write articles, exchange
links. . .the list goes on and on. Having a conflict with a part-
ner, employee or contractor? You can get loads of advice on
what to say, how to act, and how to respond. There are hun-
dreds of books that give exact blueprints and put the words in
your mouth for you! How to talk to difficult people. How to
respond in any situation. 101 ways to pay someone a compli-
ment. Methods and advice are plentiful. But how do you know
which advice to take?

The reality is —it’s all probably good advice. And it’s probably
true that each strategy worked well in each situation for the per-
son delivering the advice. But you become paralyzed by the
input, unable to make a decision on how to move forward, or if
you do make a decision, you do so tentatively, hoping that you
can rely on the person who delivered the advice on which you
are basing your decision.

If you make choices solely based on other people’s input, you
are missing out on a critical piece of the equation — your per-
sonal desired ultimate result. In other words “What do you
want?” Other people’s advice will not come in the context of
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what you want, it will come in the context of their experience
and what they want. And get this: There is no SHOULD.
People who go around saying what they should or should not
do are stuck. They do not know what they want. A successful
person, however, gains knowledge and wisdom from others and
makes the decision based on his or her own personal value sys-
tem, current needs and goals. You don’t need to spend any time
trying to achieve the same results as someone else or be like
someone else. You are YOU, and the best version of you is
what you are striving to achieve.

If you remember nothing of the success principles I've dis-
cussed with you in this book, remember this —- WHAT DO YOU
WANT? Carry these four little words with you and ask yourself
often the question that will get you closer to your dreams. Most
people have a terrible time even responding to the “What do
you want?” question. If you are someone who has never real-
ly stopped to think about it, PLEASE DO IT NOW. Start small.

What do you want...
..for lunch?
..to do this weekend?
..to wear to work tomorrow?
..to read on your next trip?
..from the grocery store?

Practice truly answering these questions. Often, we just say “I
don’t know — whatever” instead of making true choices in our
lives. Not that it’s not okay to be flexible sometimes, just not
as a steady diet of indecision. Think about it. How often do
you have an opinion about the little things in your life? If you
don’t have an opinion about the little things, how can you make
appropriate choices about the bigger things? How can you be
clear about your outcomes in business and life?
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The truth is you can’t. When you are building wealth and a
business, you absolutely, positively MUST know what you
want every step of the way. Will you make mistakes? Of
course! You will make choices that make you say “I wonder
why I did that,” but it’s all part of the human experience. When
you can be definitive in your answers to the small questions,
answering bigger questions becomes a bit easier. And you will
need to learn how to answer bigger questions, as [ did. That’s
where the fun is! Soon you’ll be answering questions like this:

What do you want...

...your business income to be next year?
...your investment income to be next year?
...your next investment return percentage to be?
...to do on your next vacation?

...your business expansion to look like?

...your lifestyle to look like?

Now I wasn’t prepared as I first became an investor in my 20s,
but the thread of people asking me the four-word question was
undeniably one of the keys to success. I was just getting the
hang of answering the question when my financial advisor
asked another whopper.

“Okay,” he said to me, “You’ve said that you want to start
investing to learn more about expanding your financial assets.
Why?”

At first, the answer seemed obvious. “Freedom!” I said,
annoyed. Wasn’t it obvious?

“Why do you want freedom?” he asked me pointedly. “What
will you do when you do not have to work?”
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The concept at that time in my life was so foreign to me, I did
not have an answer. I was on track to be able to do just that,
and what would I do with the rest of my life? I had no answer.
Do you have the answer for your life? I mean have you really
thought about it? Most people say it would be great to travel,
do what they want when they want to do it. So what is “it”
exactly? Picture yourself waking up in the morning, with no
requirements to go to work. It might be fun for a few days,
weeks or months, and then what? A person’s need to be a part
of a community, which is a basic psychological need, does not
allow us to do “nothing” and be happy for long. We must par-
ticipate, whether it is in a volunteer organization, a business
scenario or pursuing a personal passion.

As I sat and pondered the idea of not working, it suddenly
dawned on me — I loved my work and decided that even if I had
freedom, I would still work, and I began to dream a little more
specifically. I would build on my passion for animals, I would
continue speaking and writing, the very things I adored and
maybe even try out a few new things. The ideas swirled in my
head and it was very exciting.

“Let’s get started,” said my financial advisor, and we got to
work looking at numbers. Something that had been daunting to
me in the past, I was beginning to realize that by taking a good
hard look at this specific detail in my life I would be giving
myself yet another key to freedom. As we looked into my
financial life (which at the time was pretty simple) I kept myself
open to the possibilities that lay ahead, and became more will-
ing to be open to the emotional attachments and fears I had
around this area.

I kept asking myself — why did I feel so anxious about showing
my financial “self” to a professional? First, I realized that I was
embarrassed. “Why?” I asked myself. I had a fear that the
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financial advisor would be judging me. I feared that he would
be thinking things like “I’ve seen other people her age in a
much better position,” or “I don’t know why she’s thinking
about freedom, she barely has her financial house in order!”

Fear again. Ugh. But I was making it all up.

Knowing that the thoughts in my head were being made up by
my very creative imagination, I simply confessed my fear to my
financial advisor.

“I’'m embarrassed,” I admitted. I think I should be further
along financially.”

“Should or should not doesn’t matter,” he stated matter-of-fact-
ly. “We will work with what is and what you want to create.
You are smart to start this early. Most people don’t even think
about investing until they are much older and it becomes a
much tougher process.” His words comforted me and made
me feel a bit better.

“We already know what your active income is today, let’s start
working on your passive revenue. Passive revenue is what mil-
lionaires use to increase their wealth.”

Passive? Active? Huh? “What'’s the difference?”’ I asked him
quietly. “Could you please explain this to me?”

“Sure,” he said. “Active income is money that you are actively
pursuing in your job. People who are employees make their
active income from their job, and many solo entrepreneurs cre-
ate a situation for themselves that really is a job in disguise.
Active income means that you do work, you get paid. If you
stop working, you stop being paid.”
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I stopped to think about it. No one had ever explained active
income to me, and it was pretty much the only thing I knew.

“Most people will go to school, get a job or go into a profession
such as being a doctor, psychologist or lawyer that puts a cap
on the income they can earn from that job”” He continued to
explain, “We are mostly taught that this is the way things are
done. But it’s really only half of the equation.”

He had my full attention.

“Financially successful people have passive income in their
lives as well. Passive income is money that comes in automat-
ically and consistently, after the initial work is done,” he
explained. “Real estate investing is one very successful method
of passive investing,” continued my financial advisor. “You buy
a property, such as a 4-unit apartment building, and collect rent.
The combined rents collected are more than your mortgage
payment, and the rest is income.” I pondered this for a while.
As a young person uneducated about financial strategies, the
concept of passive income, while exciting, seemed, well, some-
how wrong.

“This passive income thing you’re explaining to me,” I started,
“it seems really great to have money coming in like that, but it
seems strange. Are you sure it’s not illegal or wrong or some-
thing?” I'looked him straight in his eye. In a moment, his eyes
softened and I began to see a twinkle in his face. Soon, his
smile broadened and he erupted in laughter.

“Of course not!” he said. “Passive income is the master key to
wealth expansion. It is the meaning of the phrase ‘work
smarter, not harder’.” I certainly knew about the working hard-
er part, and I was still skeptical, so I decided to check it out. |
called a few wealthy people I knew, and asked them how they
made their money.
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“I'have my job,” said a lawyer friend, “and then I invest in rental
properties to bring in passive income.”

“I make money in the stock market,” said another person who,
to my knowledge, did not have active income coming in. I had
always wondered how the person lived so well and traveled
often. “I invested heavily long ago and retired early. Now [ am
a full time money manager — of my own money!” he laughed.

“So you get checks and money coming in every month?” |
asked them. “Yes,” came the reply. “I work because I love it,”
said the lawyer, “not because I actually have to work.”

Wow! Here were people, average people, doing exactly the
things that my financial advisor was telling me! 1 was con-
vinced that it could work, because I had now talked to people I
knew who had used the master key to success — passive income.
I was still in my 20s and had my whole life to explore the
opportunities! I felt intoxicated with possibilities — a whole
new world had opened up to me.

And exploring the possibilities was exactly what I wanted to
do. Or so I thought. I explored hundreds of passive income
opportunities. I learned that in real estate, you can choose from
single family homes, multi-units, fixer-uppers, flippers and
commercial property. You can purchase foreclosures, rehabs,
large-scale apartment buildings with or without your own
money. In the stock market, you can work with options, mutu-
al funds, individual stocks, bonds and futures. You can work
with penny stocks, gold, corn and other commodities. The pos-
sibilities were overwhelming.

And then I uncovered something else. It was another type of
income called residual income. Residual income, I learned is a
payment made to a performer, writer, or director for each repeat
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showing of a recorded television show or commercial. A resid-
ual is paid to the author of the song, for example, each time the
song is played in a restaurant. The performer might be owed
money for each time patrons hear the song over the music sys-
tem in the restaurant. Residual income is also used to pay out
commissions to people in another entire industry — the direct
selling or network marketing industry. “Wow,” I thought to
myself “there is another whole world out here!” and off I went
to explore the network marketing industry.

“I could do this,” I thought to myself. “I could probably even
use the Internet to make money.” These would be thoughts that
would eventually come to fruition as I grew to learn more about
the online world of marketing in the years to come. At this
point in my life, however, all of these options were so new to
me, and I had a lot of fun discovering new and passive or resid-
ual methods for making money.

“While you’re checking out these options,” said my financial
advisor, “let’s get you on an automatic investing plan to help
you start moving toward your goals.” With that, I started to
become an investor, knowing nothing at that time about stocks
or what was even possible. Excited, I began to tell the people
in my life about my newfound opportunities.

“Settle down,” said my mother, “don’t take any
unnecessary risks.”

“Sounds great!” said my father, “why don’t you try it all?”
“Isn’t it illegal?”” said more than one of my friends.

“Pay your bills first, and then you can save for yourself,” said
another family member.

With each comment, my newfound understanding of wealth
building was beginning to feel heavy and I started to doubt
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myself. I had been told by experts to pay myself first. I had
been told by experts that the key to wealth expansion was pas-
sive income. And yet the very people who I respected in my
life, those closest to me, doubted and contradicted the very
things I had just learned. It was a very difficult time, as I bal-
anced between caring about the people close to me and want-
ing more in my life.

The people around me every day were the people who, in the
interest of caring, had dampened my spirits and made me won-
der “what the heck was I thinking?” Maybe I was crazy to even
think that I could have the things in my life I imagined. After
all, I never even finished college, who did I think I was to be
able to achieve my dreams? My own self-doubt began not just
to creep in, but to take over. 1 would come to learn later that
allowing those comments and other people’s doubt to control
me was definitely not in my best interest. While I don’t remem-
ber exactly how it happened, whether it was from the radio, tel-
evision or maybe during an Internet search one day, a question
popped into my head. The question was this:

“Why would you take diet advice from an overweight person?”

“Good question,” I thought to myself. And then it hit me. Why
would I take financial advice from a person who wasn’t
wealthy? Why would I take investment advice from someone
who never invested? Why would I take real estate advice from
someone who never bought a property? Why would I take
“freedom” advice from someone who worked 80 hours a
week? From that moment on, I decided that if I was going to
be successful, I would need mentors and a team. My mentors
would be proven in their specific area and would be willing to
discuss mistakes and successes. I took a newfound interest in
my resource library at home, and began to seek out and study
processes used by those people who were successful. I looked
for successful real estate investors. I looked for successful
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stock market investors. I looked for successful network mar-
keting/direct selling business builders. I looked for successful
speakers and authors to model.

And then I fell into one of the biggest traps of my life.

Intensely devoted to creating passive or residual income (I
don’t know that I really cared, I just wanted something, any-
thing different than active income) I began to become a student
of everything. I learned about seven different types of real
estate investing. I learned five more types of stock market
investing. I studied 113 network marketing companies. I stud-
ied direct marketing through the Internet, mailing postcards and
sales and persuasion techniques. I studied the franchise model
and looked into 23 different business opportunities. The more
I studied, the more I uncovered about passive or residual oppor-
tunities that existed. It seemed like the possibilities were never-
ending.

And I was right.

I spent thousands of dollars on educational resources, courses
and products, convinced that the opportunity was exactly what
I wanted and needed at the time. I threw myself into an oppor-
tunity, only to discover that it didn’t suit my personal style, my
needs or even have an end result that would fit into my lifestyle.
In short, I threw every one of my tools out the window in pur-
suit of my dream. I became a victim of the very lifestyle I was
trying to create. This was not what I had in mind when I set
out to create freedom.

But the trap was not that I educated myself so thoroughly, the
trap was that I tried to do everything all at once. I created a lot
of confusion and very little income.

The conversation inside my head was loud. “Slow down,” my
rational self said ‘““You need to work these options one at a time,
not all at once.”
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“But they’re such great opportunities!” said my irrational self.
“They’re only available for a limited time! What if I miss out
on the opportunity?” The very persuasive techniques I was
learning were being used on me. It was the oldest trick in the
book — create a fear of loss and people would not want to be left
out. And I fell for it.

With a newfound understanding of how this scenario was play-
ing out in my mind, I had given myself power. Now I could
give myself permission to go about expanding my wealth one
method at a time. [ breathed a sigh of relief, knowing once
again that my own thoughts had created the urgency and anxi-
ety I had been feeling about creating passive income.

I knew that for me, and I would suspect that it is this way for
most people, focusing on and performing a single task was
much more productive for me than multi-tasking. I was a hor-
rible multi-tasker, even though I liked to tell people how great I
was at the juggling act. Not true.

I began to look at expanding my wealth as a series of projects.
While I didn’t know exactly how I would get to the freedom I
desired, I could now look at each project as either something |
wanted to do, or had no interested in doing. Starting with the
stock market, I continued my automatic investing. Steadily, my
wealth increased, as it still does today. Next, I decided I want-
ed to try network marketing. I focused solely on building my
network marketing business, learning that inside of that single
project were literally hundreds of strategies I could use and I
would have to wade through them to determine which strate-
gies worked best for me. It was difficult to keep my mind on
the task of building my business while being bombarded with
new information from the company, other distributors and suc-
cess stories, but I managed to stay focused, and create an
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income source that came in each month from my efforts. It still
does today. Real estate would become the next challenge, and
the purchase of my first rental properties was both exciting and
exhilarating.

Throughout all of my projects, however, one revenue source
and possibility continued to shine and make itself available to
me. For me, it made the most sense, given my background and
understanding of both technology and marketing. That source
is the Internet. While I still don’t really know how to design a
website, [ have learned the secrets to marketing my information
products, creating community and credibility using this global
medium. For me, the Internet serves my personality, my inter-
ests and desires well. It is a resource for which I have contin-
ued interest, and the fast pace at which it changes feeds my
need for speed!

So how does all of this work get done? Not single-handedly,
that’s for sure. In order to build and expand wealth, you MUST
have a team — a wealth team.

My wealth expansion team consists basically of two separate
groups of people. The first group of people are the people who
work with me daily to grow my business — one of my wealth
creation vehicles. These may be different for each business
owner. They may be assistants, partners, contractors, computer
support, sales, marketing and reception. The second group of
people is those who support me and my wealth expansion by
providing a very specific role and professional advice. These
people are mastermind partners, attorneys, accountants or
financial planners, insurance agents, coaches or consultants.

For each person on my team, I look for very specific character-
istics, and I use the assessments to determine their communica-
tion and work style. I want my people to be self-starting, able
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to think creatively and solve problems, be focused and passion-
ate. I also want them to be competent, able to learn and of high
integrity. There is a long list, but I think you get the idea here.
I write down the exact qualities that I want from the people on
my team. These are not skills, these are qualities for how these
people look at the world, solve problems and approach life.
There are no whiners on my team! As I’ve learned from past
mistakes, one person with a negative outlook can bring down
the entire team.

In an earlier chapter, I told you how I interviewed my first
financial advisor. I still use this process today — asking a lot of
questions before I am willing to even work with a professional
service provider on my team. The way I see it, the people on
my team are there to help me expand my wealth, advance my
vision and help me create the life that I want. I interview new
people who will be working in my business. I interview new
lawyers, accountants, insurance people, real estate agents,
mortgage brokers — you name it — I interview them because |
want to know how they can help me expand my vision. In other
words, I don’t want to work with a broke person on wealth cre-
ation.

So how will you begin to build your team? Start slowly, and
work your way toward your goal. Yes, you will have fear and
doubt, you will experience days of concern and low self-esteem
on your way to becoming the person with the life you really
want to live. Start now. The longer you wait, the more frustra-
tion and fear you will have in your life. If you instead put to
work the principles and tools I’ve shown you, you will begin to
create your own roadmap for success. Here are just a few of
things you could do to get started:

* Create your vision
* Discover your personal value system
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* Uncover a belief that is holding you back
* Write down a new goal

* Plan your weekly time blocks

* Create a theme for the year

* Create a theme for this month

* Release one of your fears

* Do a financial baseline

* Hire your first assistant

 Create a marketing piece

* Draft a new headline for your website

* Create a process to automate one task in your business
* Start an automatic investment program

Does it really matter if you take the steps in perfect order, one
at a time? I don’t think so. Instead, you can do the success-
minded things that make the most sense to you right now, at this
time in your life.

The principles of success will always be there, constantly inter-
connecting. You will continuously build your leadership skills,
marketing, business building and wealth expansion. Let it be a
joyful and educational experience for you and you will find
peace. Let it be a struggle and you will find despair. The
choice, as always, is up to you.

While I am certainly not perfect in the execution of the actions
in my life and I still make plenty of mistakes, success for me
has come faster and more completely each time I consciously
give up the struggle to make something happen in a certain way.
In Chapter 2 I shared my vision for my personal future with
you. It went like this:

1 envisioned and imagined myself on a public stage, delivering
information to audiences all over the world. I imagined myself
as a conduit, empowering others to learn and teach and contin-
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ue the process for other people. I saw myself in a cozy, com-
fortable home with a kind husband and animals everywhere.
Since I love animals, I stayed on that vision for a while, imag-
ining exactly the types of little critters that might be all around
— dogs, cats, rabbits, horses, fish in and on the ground, while
owls, eagles and other exotic birds floated overhead. I envi-
sioned watching the sunrise and the sunset in my cozy abode,
luxuriating in the warmth of the sun as it appeared and disap-
peared over the mountains. I envisioned the moon rising above
the mountains to a beautiful star-filled sky — thousands of points
of light high above my head, blanketing the night with their
beautiful, twinkling illumination.

Years ago, while writing that vision wearing my sister’s cloth-
ing and allowing my body to heal, I almost threw it away
because the possibility that my vision could become real
seemed so distant and impossible.

Today, I live at the base of the mountains on a 3-acre ranch
filled with animal life. The full moon rises in a different place
over the mountain like a huge spaceship every month. For the
first time in my life, I am aware of the changes on the planet as
it spins in the universe. I have a beautiful, kind husband who
adores me, and I write and speak to entrepreneurial audiences
to help them build their businesses with ease. To relax, we
spend time in our outdoor spa and look up at the stars. Every
night we see at least one of these millions of points of light
shooting across the sky in a breathtaking dance of joy. I'm glad
I did not throw away my dreams, and my wish for you is that
you make the choices, decisions and take the actions needed to
achieve yours. Success is an individual and personal process
and only you can define what it means for you. Go getit. You
deserve it.

Most people who pick up this book will never even get to the

The Fourth Principle of Business Success 247

end. You did, and for that I offer my most heartfelt congratula-
tions. You are among the successful 1% and you will no doubt
begin to see the clear vision of your personal success, take
action and make your dreams come true. When you do, drop
me a line. I want to hear about it.

*

This is only the beginning. Your next step is the Intentional
Mastery Primer, my gift to you. You are now ready to grow
from ACCIDENTAL to INTENTIONAL .... and to evolve from
MANAGEMENT to MASTERY in all areas of your life.

For your FREE copy of the Intentional Mastery Primer,
the quickstart overview of my latest, most powerful work,

go to www.AccidentalMillionaire.com

BONUS:
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Something Successful To Think About

1. Know what you want when beginning to create No money? Don’t let that stop you. Remember, it’s
passive income. all about doing more with less — leverage — and
someone out there has money to invest. Go find that
2. Call a local financial planner and interview him or person.
her about starting an automatic investment program —
today! Here are a few questions to get you started: Additionally, you may just want to consider expanding
a. Tell me about yourself your business to a new market, new product line or new
b. How much money do you manage? country. This will also increase your wealth and help
c. What is your average return? you maintain focus.
d. Do you invest? Where?
e. How much passive income do you have Go to www.AccidentalMillionaire.com to retrieve your:
coming in? * Income and Expenses Baseline Worksheet
f. May I have the names of some of your clients for * Building Your Wealth Expansion Team
reference?
g. How long have you been an investment advisor?
h. What is your greatest strength?
i. What is your greatest weakness?
J- Are you a millionaire?

3. Consider the qualities you want for people on your
team. Some ideas to get you started: self-starters,
motivated, happy, assertive, quick thinking, empow-
ered, creative.

. Choose one type of income to begin expanding your
wealth. Popular types of passive income include real
estate rental, stocks, and businesses such as laundro-
mat, vending machines, or do-it-yourself car washes
that have recurring revenue and little maintenance.
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Worksheet

Afterword

What you do next could change your life. Most people will put
this book on their shelf, never to take another step toward their
success. Some people will get caught up in the drama and miss
the point. Others will make excuses and live in fear. Some will
choose to be confused, conflicted and stuck. Still, one percent
of the people who read this book will actually take the steps that
could alter their life forever.

I hope that 1% is you.

If it is, you know that you will have challenges. Each day will
be full of obstacles and choices — it is always that way when
you are creating your dream. But create your dream you must,
not because you feel like it, but because you are compelled to
live life on your terms, your way and with emphasis on free-
dom.

Congratulations! You are on your way to true success.

Is success easy? No, but it is simple. By that I mean that if you
follow systems, have structure and procedures to conduct busi-
ness, you can make it grow exponentially. You will need to be
open to learning new skills, to manage and direct a team — over-
all to be the leader that I know you already are. It’s time to step
up to the plate, to create that business that gives you the life you
want. You can do it — nobody is stopping you except you.

You will need some help along the way. No one, and I mean

no one knows the exact route to success because it is different
for every individual. By directing yourself to knowing what
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you want, you can make choices that will get you to the place
you want to be. Don’t worry about the exact steps to get there.
When you were a baby and decided to move from crawling to
walking, your little baby mind didn’t wonder about how to do
it — you just started walking. There were mistakes along the
way. You fell down and got back up again, time after time, until
you were walking well. Then you wanted to run.

It’s the same way with success. Crawl, then walk, then run. Let
yourself be open to making mistakes and having moments of
triumph. Live in the moment and savor every minute. This is
your life and every second counts. What you make of those
seconds can leave a legacy or loss — it’s your choice. It always
has been your choice.

What power you have!

I can’t wait to see you use it...

Other Products and Services From Stephanie Frank

The Accidental

Millionaire Toolkit

All of the tools you need to grow your
business in one place - FREE.
Includes 29 tools, worksheets,
planning guides and calendar as well as
videos, audios and lots of info. Visit
www.AccidentalMillionaire.com

Coaching

and Training
To Make Your
Business
Zoom!

Imagine for a minute a s
business and keep you
Stephanie has taken her tr
marketing, operations, I . m .
making your job easy. We have developed systems to take you from
a one-person operation to a million-dollar mastery by providing the
proven tools, methods, strategies, and step-by-step processes - a total
systems approach to unlock and expand your business potential. You
simply need only to choose the business building strategies, tactics
and process that works best for you. With our systems and your
expertise, you now have the power to achieve your wildest
business dreams.

No hassle, no worries. No overwhelm.

Visit www.IntentionalMastery.com for more details.
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Could you use some help in achieving your
dreams? Stephanie Frank can
help you build your business and master
your own version of life success.

We are a mentoring and educational school for Lifestyle
Entrepreneurs that believe in building a business that brings
income and freedom into their lives.

We give you the tools and help you experience success in your
existing business through:
* Tele-seminars
* Live educational events
* Peer networking
* Online resources
* Member exchange
* Group meetings
* Electronic publications
* Mentoring
* Coaching

We give you the education, tools and mentoring necessary to
help you:

e Market Your Business On and Off the Internet

* Get Focused and Stay Motivated

* Break Through Limiting Beliefs

* Conquer Fear

¢ Double Your Income and Time Off

e Grow Your Personal Net Worth

¢ Eliminate Feelings of Isolation

¢ Find Possible Like-Minded Business Alliance Partners

¢ And much, much more!

Learn More at http://www.IntentionalMastery.com
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Quick Order Form

Fax: 1-888-382-6104. Send this form.
Telephone: Call 1-480-963-3590 and have your credit card ready.
Email: admin @stephaniefrank.com

Postal: Stephanie Frank , 3370 N. Hayden #123-401, Scottsdale, AZ 85251

Please send the following books, disks, or reports. I understand
that I may return any of them within 90 days for a full refund of
the purchase price for any reason, no questions asked.

copies of Accidental Millionaire (Printed Book $21.95 ea.)
(Audio Book $29.95 ea) (E-Book $14.95 ea)

Please send more FREE information on:

__ Other Products ____ Speaking __ Consulting
Name:

Address:

City: State:

Zip:

Telephone:

Email address:

Sales tax: Please add 6.5% for products shipped to Arizona addresses.
Shipping by air: US: $4 for the first book or disk and $2 for each additional product.
International: $9 for first book or disk and $5 for each additional product (estimate).

Payment: Check Credit card
Visa Mastercard American Express

Card Number:

Name on Card:
Exp. Date:
3 or 4 digit CID:
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