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My experiences that form the basis for this book are really the result of just two things. First – there are people who showed me doors and there are doors that I found through my own research. The common factor in both was that I opened those doors, walked through them and took action.

I am most grateful for my late parents. My mom was a person who told me what to do. This didn’t sit well with me so, for a long time, I was very careful. Any conversation could result in an argument. I was careful, because I knew my mom’s heart and she had a big one. She was only interested in what was best for her children. Consequently, she taught me the value of hard work. In her own way, she taught me to pay attention to those who were successful and model them.
My dad was a very friendly, calm person loved by everyone. He taught by example. Some of my biggest lessons from him were the result of what happened when I ignored his example. I learned every action has consequences.

During my professional career, there are many leaders who had a great influence on me. Bob Morosky, however, was the one person who influenced me the most. Bob was the Vice-Chairman of The Limited Corporation when I met him. I knew he’d come from Arthur Anderson & Co., the firm where I was working at the time. Bob was a retail industry and financial executive icon. He stood about 6’4 and, as a former Penn State football player, you knew when he was in the room even when the room held thousands of people.

In less than five years, he taught me more about management systems and how companies make money than anyone up to that point. Thank you, Bob Morosky.

In 2009, I received a call from JT Foxx, who I didn’t know at the time. He wanted to know more about my consulting business. We discussed my views on the many ways my services distinguish me from my competition. In summary, I said, “No reports, just results.” I became his first business coach.  In a short time I expanded to coaching real estate investors. In the past four years alone, I’ve worked with hundreds of established business owners and entrepreneurs across numerous industries including retail, professional services, construction, real estate investment, wholesale distribution and online companies. My brand is my name and I’m very proud of the reputation I’ve built because of my relentless focus on results.
You will learn a lot about how I coach by reading this book. How I learned what works, in achieving the goal of Building Business Profits Fast, comes from many experiences. Those experiences include my education, the personal research I’ve done and continue to pursue and, most importantly, valuable relationships.
I’ve developed a wonderful network of people who are students, colleagues and friends. For me, those relationships are more important than anything else. I’ve implemented what I’ve learned in several businesses as a result of what I learned from JT and several of his coaches. Thank you, JT Foxx.

Nothing of significance is accomplished alone. During my life, I’ve had a number of personal and professional partnerships. On the personal side, following the failure of three significant relationships, including two marriages, I concluded: there would be no more of that. On the professional side, following two partnerships that ended in disaster, I concluded: no more of that, either.

Then, I learned the Universal Law of “I Am Responsible.”
Today, I tell audiences I’m a relationship expert because I’ve had so many failures that I now know what works. Actually, what I know is that, when you’re with the right person and you do your part, you’ll have amazing experiences.

While I’ve not met my next personal relationship partner, I’m totally grateful for my business partner, Victor Menasce. Victor recently released his book, The Great Canadian Takeover, which was a huge kick in the butt for me. First, it’s an excellent book. Second, he started his book when I had 70% of this book complete and he published his well before this one was completed.
I thought, “Wow…if my partner can publish a book, so can I.”

Victor is very smart, methodical and detail-oriented. He’s poised, calm and purposeful. People have a different reaction to Victor than to me, which is perfect. That reaction and my respect is precisely why I wanted him to be my partner. He’s Canadian, which was part of my strategy to attract International money to our real estate investment and business turnaround strategy. He has extensive business experience at the corporate level, which is perfect when it comes to meeting with people with access to money interested in becoming deal funding partners.

Every once in a while, you look at the decisions you’ve made and you’re able to say, “Wow – that’s turning out even better than I could have imagined!” That’s how I feel about Victor. I consult with him regarding every business idea, strategy and deal. We’re building an amazing business and have only just begun. Thank you, Victor Menasce!

There are many other significant influences in my life, including some celebrities whose names many will recognize. I’ve mentioned a few in the conclusion of this book. For this section – and for my life – I save the most important part for last.

I Dedicate This Book To My Daughter, Caitlin and To Her Mom, Jan.
As this book is being published, Caitlin is now wearing her white coat from the Ohio State University School of Veterinary Medicine. The white coat signifies the completion of classroom work and the commencement of one year of clinical work before she graduates as a veterinary medicine doctor. Proud does not adequately describe the feeling. Beyond the accomplishments, I look at the character of the person, meaning who she is now and how that character developed. I’ll give myself a few high marks as her dad, but nothing in comparison to those I give her mom.
Caitlin is a big “Reason Why” for me. I always want her to be proud of her dad and I’m happy when we’re able to spend time together. I want her to continue to look to me for advice on the big stuff of life and to put up with my advice when she didn’t ask for it.

I once thought the reason I’m here on this planet was to be part of Caitlin being here. I continue to feel that’s true – but my view has now expanded. As you’ll see in this book, I’m here to share the blueprint of what I’ve found on my own journey: what works and what I continue to discover, in my life and in business.
May Your Success Exceed Your Expectations!
-- Steve Pohlit

Endorsements: What Others Say…

“Steve has been the host of our monthly Oracle Success call for those who want advice on growing their business, including the professional and personal challenges that come with the territory. His commitment to helping others through questioning what works and challenging what doesn't has been a refreshing experience. I enjoy working with Steve to help others grow their business. Use his book as a GPS to building revenue and profits and I urge you to begin immediately.” -- George Ross, Best-Selling Author, Negotiation and Business Speaker and Entrepreneur with a notable career of successfully building businesses, Executive Vice President and Senior Council of The Trump Organization.
"Since I started working with Steve in 2010, the revenue of my business has increased 50% and profits have nearly tripled. Going forward, we’re using additional tools for taking my business to an even greater level of profitable performance. I am a person who is focused and takes action. It’s the guidance from Steve, as detailed in this book, “Building Business Profits Fast,” that has guided my actions and resulted in the exceptional growth of my business." -- Carmen Muntean, CEO, AB Hardwood Flooring and Supplies www.abhardwood.com and Carmen Capital Group www.carmencapitalgroup.com.

"Steve has hosted my monthly 'Root for Success' call, for select business owners and entrepreneurs, for nearly two years. His book is who he is. What you read is a mirror of many of the topics we’ve covered in our exclusive calls that entrepreneurs have paid thousands of dollars to be part of. Now you have in your hands the 'how-to guidance system' for skyrocketing your profits. Soon, we’ll restart the 'Root for Success' Program. In the meantime, start using this book to grow your profits because, in this terrible economy, it's every man for himself – it’s up to you to protect yourself." -- Wayne Allyn Root, Capitalist Evangelist, Entrepreneur, Business Speaker, Vice Presidential Nominee, Author of the #1 National Bestseller, The Ultimate Obama Survival Guide, www.ROOTforAmerica.com.

“Steve is a huge proponent of systems. Systems have ensured the success of virtually every startup that achieved dominance, from McDonalds to Starbucks. Success follows a formula. Read his book and follow the steps.” -- Victor Menasce, Managing Partner,
www.usrealestatepartners.com.

“I’ve had the privilege of jointly coaching a number of business owners with Steve. Those experiences, along with the friendship we developed, gave me a clear picture on how Steve thinks and comports himself – and those things are all in this book! Steve’s insight, instincts, experience and proven systems for success in business are all here! My recommendation is simple; if you’re in business or thinking about starting one, and you want the shortest path to exponentially expand your revenue stream as well as profits, read this book! I guarantee, if you apply Steve’s simple-to-follow and effective steps to your business, you can't help but achieve the level of success you're after!” -- Mike Collier, Professional Speaker, Business/Behavioral Coach and Author www.getrichsteady.com.
“Steve, I just finished your book and it was AMAZING!! I could not put it down. Your book outlined a step-by-step process to maximize ANY businesses profits. The vast expanse of your decades of experience in management of Fortune 500 companies carries a lot of weight and gives the reader a no no-nonsense approach to financial success in their business. I truly believe any business owner who reads this book with an open mind, a desire to work smarter and a desire to make more money will find exactly what they’re looking for! Great job and I look forward to reading more of your books soon.” – Dennis A. DeLoach, DDS, CEO, Everest Advocates, LLC www.everestadvocate.com.
“Steve Pohlit’s Building Business Profits Fast is the tour de force business owners need for growing their company as well as their bottom line. In a clearly defined nine-step program, Steve maps the journey of just what it takes to increase your profits significantly in the least amount of time possible. But, this is far more than a cookie-cutter blueprint. The book’s brilliance is that it reads like a full-out coaching program that teaches mindset, business fundamentals and his trademarked ‘Gold Formula’ for identifying and tracking the variances both in your business life and personal life. Right down to his top five things to care about daily, Steve’s prescription for success is about nurturing the whole person so your business, too, has a ‘wholeness’ to it for maximizing profits. Building Business Profits Fast is like having a personal transformational coach with you offering encouragement, expert know-how and the tools to get it all done right. You won’t do better than this!” -- Jim Alvino, Business Success Coach and Certified Law of Attraction Trainer and Facilitator
www.advancedlawofattractionbook.com.
“When Steve asked me to write a bonus section for his book, Building Business Profits Fast, I had to ponder long and hard on what subject I could cover that would compliment and be congruent with the valuable topics covered by Steve. One theme that’s prevalent throughout, and not a specific topic, is leadership. If you want to succeed in whatever you do you in life, you have to understand the fundamentals of leadership. Start using Steve’s book right now. His leadership has helped me tremendously. I’m delighted to share with you my guidance on leadership.” -- Brian Hill, Managing Partner, Brian Hill & Associates Consultancy www.brianhillandassociates.com.
“As soon as Steve learned about my practice area, he immediately said, ‘The market needs what you know.’ He then began coaching me on how to develop my practice and educate the market on how to raise money and stay out of jail. His coaching is amazing and his book, Building Business Profits Fast, is a reflection of his expertise. He’s not holding anything back. There is not a list of hidden secrets. Use the book to guide you and, when you’re ready to network for money for your deal, pay close attention to my article in the bonus section: Financing Business and Investment Transactions Without Going to Jail.” -- Russell C. Weigle, III, P.A., www.investmentattorneys.com.
Introduction: 
“Practice does not make perfect. Only perfect practice makes perfect.” – Vince Lombarde 


It might at first sound like a lofty goal. Increasing profits in 90 days isn’t impossible. Still, increasing any business’ profits by 30% or more – possibly in less than 90 days – can at first glance appear to be completely outside your grasp. This book was written to provide you with tools you can easily use to break through that thinking and get your business on a solid path to easily achieving or exceeding this goal.

There are nine steps in all – plus a bonus that’s also essential, if getting those profits up fast is your goal. These steps comprise a “whole picture” of what you need to easily increase your profits by 30% or more in 90 days or less – then continue that momentum. Together, they form a plan you can follow that will help you build your own customized path to these goals and beyond.

There’s no need to start with Chapter 1, move to Chapter 2, etc., although that’s probably best for most readers. You can actually start with whatever chapter is most comfortable for you, then work your way around the book, building your system as you go. If you’re just starting out, this book will help you get into profit fast.
Each individual piece of my system can have its own impact on your business profits and each of the other pieces builds upon that, to make reaching your goal a certainty. Starting the process is more important than where you start it, but you still need to go through each part and build what you learn into your unique total process to make it happen. Fortunately, this system was designed so that each individual part is broken down, simple in concept and easy to implement.
Because I’m certain about the success you’ll experience implementing what I show you in this book and I understand the only way you can find out for yourself is to get started – I’ve decided to trick you into getting started right now. That’s why one of your first important action steps is right here in the Introduction, where you’d least expect it.

Let’s get going right now, shall we?

A Mirror, a Recorder and a Lifetime…
With no preparation or practice, take a recorder, stand in front of a mirror and define your business. After completing this exercise, listen to the result with your eyes closed, remembering what you looked like as you presented the definition of your business.

Defining your business involves painting a clear picture of your valuable final product. It’s not a business plan. It doesn’t have to be your standard “elevator pitch.” It can be a simple executive summary of a couple of sentences, but it’s not restricted to that length if more is needed. This process of recording and listening back to your definition will help you start becoming very effective communicating your valuable offer, your target customer and what will help you the most. A clear definition of your business establishes the foundation you need to begin building revenue and profits faster.


How could this simple exercise be so important?


I flew to Chicago in December of 2009 to attend a weekend real estate investing seminar led by JT Foxx. I was amazed to hear him tell the story of how he went from a stuttering C student to a North American syndicated radio show host with well-known celebrities regularly appearing as his guests.

He did it by practicing speaking in front of a mirror.
At the seminar, JT also showed us the journal he used to write his planned responses to objections he’d likely receive when networking for properties and funding partners. He then mastered his presentation of those responses in front of a mirror, so they would flow naturally.

JT’s mastery of this simple technique helped him advance from newbie to expert real estate investor then on to seminar leader and owner of more than 40 companies. He went from deep in debt to multi-millionaire and from the person who was told he should not go to law school, because he couldn't speak well, to a top public speaker and one of the highest paid coaches in world.
One morning in Toronto, JT asked me to hold a video camera while he produced a marketing message for an upcoming event featuring Gene Simmons, Nido Qubein, Jay Abraham, George Ross, Joe Sugarman, Wayne Allyn Root and many more well-known celebrities and speakers.

I held the camera, nodded my head to indicate all was ready and – instantly – JT turned into a showman. I watched as he delivered a powerful, compelling message, never once skipping a beat or hesitating about what to say next.

I was nearly stunned by what I’d experienced and I asked him, “How long did you prepare for that?”

He answered, again without hesitation, "All my life."

JT proves the journal and the mirror are how it starts. Believe it or not, as JT and countless others have proven, mastering this simple exercise is a direct link to maximizing your business profits quickly.

Keep in mind this is just how it starts. There is always more required to master any technique. For example, JT has nine coaches. I have four. His business began to skyrocket after working with a coach he hired in October, 2009. My current businesses began to accelerate when I started working with my first of four current coaches, starting in 2010. You will see coaching is one of the key common threads of success.
Consider the following:

It’s taken me decades to arrive at the techniques I’m going to show you, after having worked with very large multi-national clients as a senior member of Arthur Anderson & Co. I also have extensive experience with many other companies as a senior-level financial executive, plus I have extensive experience as a business owner and business coach.

During my career and continuing today, the reason for one company's success and another's failure has always intrigued me. This has led me through the process of formulating the blueprint in this book and testing it in numerous situations with a wide variety of businesses.

Throughout this experience, I often found deficiencies in the application of foundational processes and procedures – the success principles and action steps I’ll be detailing in this book. Time and again, successful companies have proven the tools and techniques that I teach are essential. The failures that result from inconsistently following what works or ignoring these proven processes and principles are also consistent.
Is this process necessary? No. You don’t need a GPS or roadmap to travel from New York to LA, either – but they make the destination and time for getting there much more predictable.


I advanced quickly from sitting in the audience as a student to coaching and speaking professionally. As the number of people I coached increased to well over 100 and the audiences I reached numbered in the thousands, I continued to refine this roadmap for building business revenue and profits that I’m sharing with you here, for my students and audiences.

A Sunny Afternoon Example

One beautiful fall day, at a hotel conference room in Chicago, a fairly new student I was coaching was in the audience. I asked her if she would agree to discuss her coaching experience on stage. My goal was to demonstrate to the audience that what I teach in a seminar setting is consistent with how I teach my coaching students and how the action steps my students take as a result makes them hugely successful.

The primary difference between business coaching and business consulting is that, in a consulting engagement, I work side-by-side with the person or company, guiding them on implementation. In front of an audience, I’m teaching the main steps in a single afternoon. In coaching, I use regular one hour phone calls to guide clients forward in their business.
Carmen is a very smart successful owner of several companies, including a real estate investment business and a wholesale flooring distribution business (abhardwood.com). She’s from Romania and speaks with a distinct accent, which she’s nervous about. At the time, she was practically running from me, so she could avoid being in front of the room with me. I knew the audience would love her and I made a commitment that I would help her shine. She finally agreed.

My first question was the first step in my Top Five Accelerated Accountability System, revealed to you in this book. I asked Carmen to define her business. We worked on that definition and, as she worked with me, I realized how powerful it is to have a clear definition of your business that you can articulate.

This is powerful because, in order to present this definition to others, you first have to develop a clear picture of your business for yourself. Your business definition also details the targeted audience for your business, or the targeted transaction you wish to take place. You’re being clear about what you “bring to the table” and what will help you grow business revenue and profits fast.

This definition begins, then, to paint a picture in your mind of what your business offers and what it was built to accomplish. As that picture is clarified, your mind begins to focus on what’s required to make it happen the way you’ve stated it. Once the near-term destination of what it is your business does and intends to accomplish is clear, all that’s needed is to find the most effective route to reach those goals.

It’s like setting a destination for a trip to Disney World with the family. You know your destination is Orlando. Now, just draw the best route to reach Orlando from where you currently are. GPS works the same way. The GPS knows where you are now. All it needs to know is the destination and it then simply lays out the steps – your route – to get you there.

This concept is so straightforward, I’m often amazed how few people in business today see it.

The Exact Steps Are Now in Your Hands
This book will detail the exact steps for finding the best route to quickly achieving your business goal, including building your business profits quickly, to a minimum 30% increase in 90 days or less. To fully understand and appreciate the significance of these steps, defining the destination must be completely understood. Here are the Steps:

First:  At this point, this step should not be a surprise: write the definition of your business, focusing especially on the niche markets you currently serve – which will possibly change or, at a minimum, may expand over time. For most business owners and executives I coach, I suggest they focus on the next 12-18 months.
This is especially important for entrepreneurs starting a new venture, such as real estate investment or selling products using Internet marketing. 12-18 months is a timeframe most people can conceptualize easily. This also makes it far easier to then map out the perfect action steps for you to experience even faster growth in revenue and profits.

You’ll be amazed at the transformation. As you clarify your business definition, the unique path to quickly increasing your profits faster and faster will reveal itself. That profit growth will continue as you carry through the 12-18 months you’ve envisioned.

As you approach the 12-month milestone, revisit the strategy and begin to define the next 12-18 month performance targets, starting from where you are at that point.

A 30% increase in your profits over 90 days doesn’t have to be the end of your growth when you follow my plan. It becomes a way of life.


Second: Your business definition is a foundational building block, so it must lead into what you want and what you will offer in exchange for getting what you want. This is the Law of Reciprocity or, in business terms, the Value Exchange Principle.
This is the business definition I developed for the real estate and business investing business I founded in 2010 – Tampa Capital Partners, www.tampacapitalpartners.com:

“We are a real estate investing company developing strategic relationships that result in opportunities to buy below market value properties. We add appreciation value with renovations and resell most properties for a profit that is shared when we have funding partners.” 

Slogan: “Building Real Estate Value and Profits!”

Additional Examples of Business Definitions:

Steve Pohlit International, www.stevepohlit.com:
“We are a business development consulting firm. We are experts in achieving rapid growth in business profits and sustaining that growth long-term.”

Slogan: “No Reports ….Just Results”


Manifest Mastermind, www.manifestmastermind.com:

“Discover how to transform your fears of poverty, disease and loss into a life of peace, happiness and abundance using our easy-to-follow blueprint.”
Slogan: “Start Attracting Prosperity Now In All Areas of Your Life!”

Third: Your business must be structured to deliver results to your niche market. This book will give you the exact steps to take, to structure your business so you deliver what your clients want consistently. You’ll also discover that delivering these results requires consistent adjustments throughout all facets of your life and business and why a balanced plan for both is so important to reaching your goal.

Fourth: Your business must have the processes and systems in place to confirm what is working and what is not. Effective systems alert you as soon as there is a variance you need to pay attention to and act upon.

This book will teach you the fundamentals of installing the right systems and controls for your business, whether you’re a new entrepreneur or the CEO of a multi-national multi-billion dollar company. Yes – there is plenty of evidence CEOs of major companies often don’t have the proper systems and controls in place.

Fifth: This Book, Building Business Profits Fast, will continually remind you of how to optimize your life profits. Each of us has a core desire for how we want to live our lives. We have an internal guidance system that tells us when we’re moving in a direction consistent with “who we are” or “who we are not.” You’ll learn from examples in this book how to understand this guidance system and stay congruent with it.

I’m always expanding my skills and value for my business partners and clients. I have a relentless appetite for meaningful information and experiences. There are always more people to meet and learn from, books and articles to read, businesses to study and new ideas to test.

I’ve now turned my attention to a series of books I’ve begun publishing. This is the first book in that series. I’m a person who was intended to create and optimize businesses and to teach everyone I can connect with who wants to learn from my experiences to exceed the realization of their own goals.

In this book and in all my books, you’ll discover stories of people I’ve worked with in the past, people who work with me now and my coaching clients. They serve as great examples of what you’re about to learn and of the results you can expect by properly applying what I’m presenting here.


Thank you for your interest in this book. The greatest satisfaction for me is making a positive difference in the lives of people like you.
Please register at www.buildingbusinessprofitsfast.com for a steady flow of information I’ve prepared for you that I know will help you as you move through the transformation that awaits you.
Chapter 1:
A Powerful GPS That Leads You to Success – Five Simple Steps Make it Happen
“Productivity is never an accident. It is always the result of a commitment to excellence, intelligent planning and focused effort.” -- Paul J. Meyer

I’d be willing to bet one of the reasons you started your own business is to produce profits. This is, quite honestly, the central reason for a business to exist. A business earns profits helping people solve their problems – but no one needs a business to solve problems.

This book is written and designed to give you the necessary tools and advice to finally gain the massive profits you envisioned when you first opened your doors for business. That’s why it makes sense to start with the formula to achieving – even surpassing – your goal.

It can help you realize major profits.

As you read here and as you follow my coaching, you’ll be amazed at how simple major profits really are to generate. You’ll grow to understand why you’re driven to succeed and how to turn that drive into the energy that turns the gears and gets you where you most want to go. Getting to a sizable increase in profits in a short time is then simply a matter of implementing a very specific set of action steps consistently, to move yourself from where you are to your precise profit goals and beyond, just as you would do planning a trip on a road map or setting your destination in a GPS.

The following Top Five Action Steps are the beginning of the road to making massive strides in your income and success happen quickly.

First things first:
Any business you venture into should be something you’re passionate about. Do what you love! It should be something you envision doing day after day, something that aligns with your personal core values. If you don’t believe in or agree with what you’re doing, you’ll never be successful. You may make some money, but you won’t experience personal satisfaction long-term.

These positive attributes form the base of the building blocks you need to become financially successful quickly. They affect your energy and thus every aspect of your company, with or without employees.
Think of it as The Law of Opposites. This is best illustrated by the difference between hot and cold. If you have never experienced the cold, can there be hot?

In the same way, experiencing the “downs” in business or in life just provides you with the advantage of maximizing the “ups.” When life kicks you down, you have to have the strength and energy to get right back up again, because you know you just learned a lesson you don’t want to repeat. More important: the opposite of what just happened holds one or more of the keys to success.

Not everything you try will work, but the fact that you’re reading this book now is already a positive step toward knowing what will work.

See? You’re already on the way and may not have even known it.

Second:
I once had the great opportunity to attend a three-day live seminar taught by the late Gary Halbert. Just Google “Gary Halbert” and you’ll see that he was a legend in his own time and he still is. This special event was called “Root Canal.” Gary’s idea behind the title was that the seminar would be less painful than a root canal.

Fun name aside, the lesson I learned during that training was very clear. During the seminar, Gary asked everyone for a good example of a business that would be incredibly successful. The group of about 30 people shared many excellent ideas, but I’ll never forget Gary’s:

“Give me a fast food hamburger joint in the middle of a starving crowd.”

At that precise moment, I remember thinking I finally understood what so many people had been trying to tell me all along. The service or item you offer should be valuable to a large number of people who can and already want to pay for what you offer.

A related point to consider: give people what they want, not what they think they need.

Consider the iPhone…it revolutionized the smart phone industry. Do you think anyone was able to define all the features of the iPhone at the time it was introduced and say, “I need that!”?
Steve Jobs had the uncanny ability to see what people would already want as soon as they saw it and build that into his products.

Research your target market and don’t assume you know what people want. How will you know? Conduct surveys. Having solid information regarding who wants your product now and who can pay for it is worth its weight in gold.
In the real estate investment market, I know what my funding partners want. They want above average rates of return on the money they provide for deals. How do I know that? Simple. I present them with deals that include projected profits – the basis for my projections – and they tell me they like it or they don’t. Over time, by constantly watching and adjusting my approach or the deals themselves, I know their individual preferences inside and out and can meet them to close deals more effectively.


As a result of working with hundreds of students and consulting clients, I know with confidence what each owner and business wants.  What they want goes a long way beyond simply a profitable venture.

Continue reading and you’ll see.

Third:

Set a revenue and profit goal. Keep in mind your goal must feel attainable, but it also needs to be considerable. Stretch your goals outside of your comfort zone, but also keep it realistic.

I’ve often helped clients double or more than double the financial goals they originally set for themselves. I’m able to do this because I simply see what’s possible before they do.

For example, a husband-and-wife team who are current students had recorded just under $1 million in revenue from their business in 2012. They were profitable at that level. The forecast I helped them build, and that I’m now helping them implement, exceeds $20 million in revenue and a profit before tax margin of more than 25%.

In the first two months of 2013, the business has realized over one million dollars in revenue, greater than all of 2012, and their profit percentage is greater than 25%. I’m confident we’ll be raising the annual forecast much higher than that initial $20 million soon.

If you asked them if they believed this was possible last fall, they would have said, “No.” Now, they see that it’s possible to go a lot farther than they ever originally imagined.
If you’re having trouble believing this is possible, read on. I’ll show you the fundamental tools required for you to attain profit goals well beyond your perceived limits faster than you ever thought it could happen.

If you find you’re having trouble setting and achieving the goals you need to set, coaching is a very powerful way to get headed in the right direction quickly. Coaching is a valuable resource when you’re staring at an empty bank account, despite what you might at first think. You immediately have someone on your side to guide you in tweaking your systems and thoughts, to get the sales flowing again. Coaches are invaluable at getting the rudder turned in the right direction again.
You’ll be amazed at how valuable coaches are at helping you exceed the potential you thought you had. Of course, you must select the right coach for you and for your business. I’m thinking you might be able to guess the coach I would recommend.

Fourth:
Make sure you understand your financial trends. Having a financial plan on paper is only half the battle. Take the future you’ve set for yourself and roll it back to today, to this week, and to each month, until you see what goals you need to hit right now to get to your ultimate target.

There is a bonus in this book with a sample financial plan for real estate investors and for traditional for-profit business models. This will save you an enormous amount of time in developing one for your business.

Stay focused on the goal and implementing the action steps to achieve the performance goal you set, including the ones that will make the most difference. I’m sharing those steps with you in this book.

A winning attitude, coupled with authenticity, while engaging your core principles will send out energy that will return to you. This is why a winning attitude, simple as it might sound, provides the potential for major profits.
Fifth:
There are several different ways to start digging down to mine for the gold waiting within your business. For a gold miner, it all has to do with the area, the climate of that area, the skill of the miner and the tools the miner has at his or her disposal.

My own Gold Formula™ operates in much the same way. Area, climate, skill and tools play a key role in your gold achievement. I’ve devoted an entire chapter of this book to this.


Much of what is needed often requires some minor adjustments to the way you normally think. The core of every presentation I give to audiences is, “Success Is an Inside Job.” I also focus a lot of my coaching on this point. It’s true for any business venture, regardless of the industry specialization: if you’re not healthy internally, you won’t grow profitable.

It’s important that I stress these vital steps again:

1. Do what you love.

2. Understand your target market – offer what people want already and have the ability to pay for. Find out by using surveys.
3. Set profit goals that are considerable yet attainable; if you can see it, you can reach it.
4. Stay focused on the goal and on implementing the action steps to achieve your goal.

5. Remember area, climate, skill and tools! Find your gold!


Look in the mirror. Say out loud what you want to achieve most and watch yourself say it. Then close your eyes and say it again. Envision your most desirable goal in your mind. Make sure that, in the core of your belly, you see the outcome of what you’re trying to gain. Start with a 30% increase in profits in the next 90 days.

Open your eyes and look at yourself. Is there a difference? There should be a difference you can actually see. Keep repeating this exercise until you do see that difference.


Focus on your ultimate goal in everything you do – your personal life, your friendships and your business. Communicate to any higher power that you believe in and make it be what you envision.

Nothing New – Just Vitally Important
This isn’t a new concept, but it’s one that people forget or fail to implement over and over again. If you know any incredibly successful people, ask them how they got there. Then ask them how they stay there.
It’s through consistent positive reinforcement, every time.

If I were to give you a blank notepad and ask you to describe what you do, what would you say? How you describe yourself to others is a major step in achieving personal success. Don’t let this opportunity pass you by! Get a notepad and describe for me what you do or what your business is. Treat it like an assignment because that’s what it is.

Apply this concept fully. Say it and see it over and over again. This will help it become an everyday action that supports your ultimate dream of a much more profitable business in 90 days or less.

The power of positive thinking and the power of unwavering principles; bring these to the ballgame and just see what happens!


It’s been said before, but it bears repeating: the only way to move out of your current economic status is to own your own business. This enables you to take control of what you truly own, which really is nothing more than yourself and your potential.

With only these two things under your full control, you can achieve financial freedom faster than you ever thought possible. A 30% increase in profit in 90 days will become a standard operating practice in your life. Please remember, however, financial freedom doesn’t equate to happiness. Go deep inside and you’ll find what drives your happiness. Then make that an integral part of your business. When you do this, the amount of money isn’t the priority, your level of happiness is.

Some will make millions or even billions. Others will make enough to have an organic herb farm and live quietly surrounded by nature. You’re not doing what you do because of what others think about you or about your purpose. You do what you do because that’s who you are.
When I paused and thought about what makes me truly happy, I looked at what isn’t fun for me. Then I started thinking about all those moments which were the most rewarding. Remember the “hot-vs.-cold” thing? This is a version of that.

I realized the most rewarding moments were when something I was teaching or coaching resonated with a person and they took action that led to a positive outcome. Their feeling of joy and my knowledge that I was part of the reason for that joy was the most gratifying feeling for me. That’s when I knew that, while I’m in business, the greatest reward for me is experiencing those times that I help others achieve their goals.

This is why I write blog articles and it’s why I am publishing this series of books. I’m stepping up my coaching program and speaking engagements. All the while, I continue to expand my expertise and then I share all that I know that works -- for the greater good. That’s why I’m here, in addition to being the best dad I can be for my daughter. There is no greater goal for me.

Action Steps:
1. Define your business

2. Define what makes you happy

3. Reconcile 1. and 2.

Chapter 2:

Developing Your Own Blueprint That Guides Your Decisions
“Leadership is a matter of having people look at you and gain confidence, seeing how you react. If you're in control, they're in control.” -- Tom Landry


Are you ready to become a real leader? Are you prepared to be a person who gets consistent and reliable results with every decision you make? If you want to succeed in any economic climate, the advice you take from this book can propel you to unprecedented dreams.

There are a lot of decisions you need to make as you climb toward your goals. You need to have the confidence that the decisions you make every day are the best ones for the continued health of your company. Maximizing the support you have from the right people gives you more leverage and time to be an effective leader of your business, continuing to meet and then exceed the goals you’ve been laying out.

The Top Five System provides steps to financial excellence that will help strengthen your foundation for overall success in any business venture. Keep reading. I’ll have a lot more on that for you soon.
In the decades of my experience consulting business owners, Fortune 500 companies and running businesses myself, I’ve come across a valuable lesson that most other companies ignore or deem unimportant. Follow the steps and formulas that I’ve developed and proven are the most advantageous. I’m not saying you won’t hit occasional pitfalls. You most likely will. Just remember these pitfalls, when you’ve built a foundation and follow all the steps I’m providing for you, will only help build an environment for further success in the future.

When you can eliminate most chances of error and understand how to turn the remaining few mishaps that will still naturally occur into better planning for future growth, you’ve nailed it. You are on a clear upward path with the wind in your sails.

Solidifying Your Vision Helps Make It Happen
Vision can be defined in many ways, but if you know where your vision is now and you also know where your vision is moving you to, then it’s merely a matter of using some simple proven steps to guide you from point “A” to point “B.”

Your vision, plus action steps, is always your GPS for success.

At this point, you’re already more than a step ahead of most other people and businesses.
Define your path with the advice of other positive and honest people with character and your roadmap to massive profits will be reality before you know it. Who can you rely on for that advice? One person is the right coach.

Remember to keep your goals considerable yet attainable. What you can see, you can realize. Don’t get bogged down with scattered or negative thoughts and people. This only hampers your ability to create a clear paved way to the gold.

The First Step is to Define Your Business
I’ve made this point earlier and I want to repeat it now as part of the Top 5 System. It’s that important. Have a clear, concise definition of your business, including what you bring to the table and what will help propel your business forward. This is true whether you’re growing an existing business or starting a new one.

If you can see it, you can reach it.

The Second Step is Clearly Defined Performance Goals, Detailed In Your Financial Plan
Your financial plan is what maps out, month by month, what your performance targets are, in economic terms. In my business and with the students I coach, a 12-24 month window is used for the targeted performance, depending on the business. In that plan, we use the 30% increase in 90 days formula. Once done, that defines where you need to be in 30 days, to see a 30% overall increase in profits within the next 90 days. What about 60 days? Where should you be each week along the way to that goal?

Breaking everything down this way completes a picture that forms a guidance system you can continually rely upon. Once you have your 90-day goal mapped out, you’ll quickly see it’s not an insurmountable goal, but instead a simple series of small steps leading to almost inevitable growth.

The Third Step is: Define the Transactions That Result in Achievement of the Financial Plan
Here are two examples:

1. If your profit goal is $200,000 a year and you make an average of $25,000 profit per home that you buy, fix and flip, then you need to do eight deals a year to reach that goal. If you’ve never done a deal, I would support that goal. If you did three deals last year and each made more than $25,000 profit before tax, then I would be coaching you on doing more than eight deals in the upcoming 12 months.

2. If your profit goal is $1,000,000 a year and you operate a convenience store with gas pumps, then you’ll have a detailed plan as to the profit projection from the sale of gas and the profit projection from each of the categories of merchandise sold in the convenience store. If you made $800,000 last year before tax, I would likely support your goal of a 25% improvement in profit, considering the overall anemic economy we’re experiencing in the US. If you earned $500,000 last year before tax, you can expect an aggressive challenge from me on doubling that performance in only one year in our current environment.
The Fourth Step is: Having a Clear Definition of Each Action  Step That Will Result in the Achievement of the Transactions That Get You to Your Profit Goal Then Consistently Implementing Those Action Steps.
Again, I’ll illustrate this by examples:

1. Referring to our earlier goal of doing eight real estate deals per month, you must develop the pipeline of the deal flow. This means networking for deals with realtors, “bird dogs,” wholesalers and more. This also means watching sites like Craigslist and having a branded Website for attracting deals. That’s just a short list of actions you can take to find good deals. Each of these actions involves steps required to achieve them. You’ll want to map out each of these steps as well.


2. In the example of growing your convenience store/gas station business profits by 25%, this will likely involve a growth-oriented marketing strategy. This could include social media campaigns, direct marketing, email marketing, mobile marketing and more. This could involve a revision of the product offer, the building image, external signage, local promotions and more. Include each of the items most likely to quickly help you achieve your target in your system, then map out the system behind making each of those items happen.

It’s important that you know those actions that will result in reaching your well-defined business performance goals. Once you know them, then consistently taking action every day on each required step is the key to success.

But it’s not the only key. There’s more. 

The Fifth Step: Your Daily Top 5
You should now know the transactions that drive your own business. In the examples in Step Four, if you’re a real estate investor, you need properties and money. If you’re the owner of a convenience store business with gas pumps, you need customer traffic that wants the merchandise and gas you offer at a price that’s attractive but which still ensures you the revenue required to reach your defined profit goals.

The Daily Top 5 for Every Business Owner, Executive or Entrepreneur:
1. Exercise and Nutrition – you need energy to achieve your business and personal goals. Without your health, nothing else matters. At least 15 minutes of vigorous exercise every day plus meals of mostly fruits, vegetables and whole grains, nuts and seeds. Consume only organic foods.

2. Work/life balance – nurture your relationships, including spouse, children, family, partners and everyone you work with. Positive relationships help maintain your mindset for progress and taking action that results in Building Business Profits Fast for you.

3. Spend time on personal and professional self-development each day. I use two journals. One I pay $40 for is my personal journal. I use this journal for the most important messages that I get from the resources I use for my personal development. Refer to the article at www.stevepohlit.com/getting-unstuck for more on some of the other resources I use. In the professional self-development category, I use a $6 large notebook for making notes from the books I’m reading. Recent books include Screw It Just Do It, by Richard Branson, The Biography of Steve Jobs and the story of Starbucks in the book, Onward, by Howard Schultz. I study on average one business book a month and listen to audio interviews for three-five hours per week. I make notes from all these resources for the purpose of implementing them in my business to become a consistently more valuable coach, as measured by the successes of those I work with.


4. and 5.  20% of what we do results in 80% of our results. In your Daily Top 5, Steps 4 and 5 will be those things that will propel your business forward the fastest. Remember the Daily Top 5 are your “must-dos,” not your entire “to-do” list. For example, real estate investors would have as Step Four actions that fuel the identification of possible deals and, for Step Five, actions that strengthen relationships with existing and potential funding partners and other sources of money for deals. The owner of the convenience store and gas station business would review the statistics every day looking for trends that represent increased revenue and profit opportunities. That owner would also be working on marketing campaigns to drive more people to the business. By the way – marketing to attract retail customers is one of the biggest opportunities for owners in that type of business. Very few retailers get that right. This will be addressed in greater detail in another book as part of this series.
Accountability
Coaching will help you exceed your profit goals. The value of a coach is all about the experience they can share, the credibility behind the action steps they assign, plus holding you accountable for implementing the action steps on your own behalf. It’s been consistently true in my experience that the most successful students are the ones who follow my coaching instructions. My students reach the goals they set because I hold them accountable for the steps required to get there.
This process makes the most difference in following the Building Business Profits Fast system to reach your goals. Hiring the right coach with experience in guiding the development of successful businesses gives you a gigantic success advantage over all your competitors.

It’s not uncommon to utilize more than one coach as you grow, depending on which areas you have that are in greatest need of work. That’s something only you and perhaps your first coach can determine.


Use the tools I’m providing you for use in your business. Couple them with the all-important coaching I’ve mentioned and you’ll find you can take a huge step toward achieving your goals of Building Business Profits Fast.

It’s actually relatively simple and inexpensive to drive yourself and your profits forward faster and farther than you thought you could. I’m not saying you’ll be wealthy tomorrow, but use of my steps and courses will surely put you in the running for the massive profits that you plan for and even more than you can envision right now. This is important to remember as you continue to build and work your plan.
Your Goals Are Attainable
Following my steps, a 30% increase in sales and profits is more than possible within the next 90 days – it’s almost inevitable. Definitely keep reading.

Get focused, stay energized and keep the positive force in front of you at all times. Create a vision and plan for yourself and for your business. Extract lessons that have been provided for you and practice them over and over again until they become habit.

· Your drive and confidence in what you imagine yourself achieving will levitate you to a higher plain than you thought was possible.

· Hire one or more coaches, depending on your level of skill and experience. I have one coach that’s almost entirely strategic. Another coach is more tactical and also very good strategically. I have a spiritual development coach and a fourth coach whose primary role is to hold me accountable for implementing the action plans that I design with the help of my other coaches.

· Give the universe and especially those positive people around you the same energy that you would like back from them.

These are the secrets – the priceless lessons which people ignore repeatedly. You are in control of everything described here. All you have to do is believe, envision your future, think positive and surround yourself with people who are even more successful than yourself. Remember always to stay on task and on target. Business is a living breathing thing and can change in an instant. What you’re doing successfully today may not work tomorrow. What you did last year to stay successful may not work again next year or even next week.

Never assume the conditions you’re currently experiencing will remain the same. Change is constant. Keep this in mind when things are going too slowly. It will help keep you focused and on track, knowing that change for the better is inevitable. Focusing on constant change is most often forgotten, however, when things are going really well. Know that this, too, can change in an instant and build your plan to include contingencies for either swing of the pendulum.

When you’re in control of and understand every bit of your market and your product, your life will keep you moving and changing with any economic climate you face at any given time.

Action Steps:

1. Implement The Top 5 System now.

2. Establish an accountability system for implementation.  Is a coach the only way? No, but a coach is an absolutely proven way to establish an accountability system. When you select the right coach and follow the directions of that coach, you will be Building Business Profits Fast.
Chapter 3:


The Gold Formula™ -A Gyroscope  Keeping You Constantly on Course to Success

“The only true measurement of business success is the trend of your company's cash balance when properly measured.” – Steve Pohlit


So far, you should have a clearer understanding of the inner processes you must develop to lead a profitable business. You’ve also started to build a customized plan to carry your specific business to its goals. It’s imperative that you also have a system in place to track your progress, to constantly stay on-track and know when adjustments are needed to keep moving forward.

This is a solid part of the system I’ve named my “Gold Formula™.” We’ll expand more on the meaning of this term in a later chapter. For now, you need to know that the main thrust of my Gold Formula™ is that the gold is in the variance!
Your success is measured by the variance from your plan.  Understanding your variance brings everything into much better focus and provides you with full control of the rudder as you steer.

My trademarked Gold Formula™:
Plan minus Actual = Variance
Understanding this simple equation is the key to keeping your business on track for rapid growth of 30% or more in 90 days or less. It also guides you down the path of achieving prosperity in all three pillars of life: health, relationships and money.

These pillars hold the structure upon which you’re building your plan firmly and concretely. Without success in all three pillars, any good business plan is sure to fail at some point.

Here are a couple of easy-to-follow examples:

Example 1: In the area of health, many people today think about losing weight. Let’s use The Gold Formula™ System for doing that.

First: Define the goal in very positive terms. “I am now renewing my energy and overall health with a healthier lifestyle that results in my ideal weight that is (for example) 30 pounds lighter than I am now.”
Second: Design a plan to reduce caloric intake by 500 calories a day or a combination of 250 calories less in consumption and 250 calories burned by exercise. This plan is designed so that my weekly calorie reduction is 3,500, which is the approximate equivalent to one pound. I now see that, if I stick to this plan, I’ll be at my goal in 30 weeks – or a little more than half a year.

Can I do this?  It’s now clear that I can. Is this important to me? Yes, it is. But, do I have a big enough “why” to take consistent action on the plan? This is essential to moving forward and staying with what is required to reach your goals.

Maybe your “why” is because you don’t want to risk having to see a doctor or – worse – having to go to the hospital. Maybe your “why” is you’ve let yourself go a bit and you don’t feel you’re doing your part to be the best you can be for your spouse or children.

All of us have to look for that truly motivating “why” or we run the risk of not sticking to the plan.

This might seem too simple to work, but consider that one of the major reasons for failure of any plan is not sticking to it. Your motivating “why” is both a gyroscope and an engine keeping you moving down the surest path to success.
Part of the plan may include finding pictures of people who are in shape, to reinforce how we intend to look. Our plan will also involve telling a couple of close friends or loved ones what we’re doing, for emotional support and accountability along the way.

Our plan now becomes more specific as we build out the sub-steps within each step. What exactly are we going to do differently that will result in consuming around 250 less calories and burning 250 more calories each day? Our plan would need to include our adjustments to our diet for those days we’re not able to exercise and, likewise, for those when we exercise more.
Our plan won’t include a day off, because we’re adjusting our lifestyle, not “going on a diet.”

Third: Keep a special journal for this lifestyle improvement program. This is how we begin to measure the actual results in comparison to the plan. For example, we might plan to stop drinking sugary soft drinks or skipping ice cream or reducing some other food or drink that’s contributed more calories than fit into our plan.

Every day, we calculate how well we’re doing according to the plan. If we reduced our calorie intake by 300 calories and our plan was a 250 calorie reduction, then our variance was minus 50 (250 planned minus 300 actual = -50). A negative variance in this case is good because we ate and drank 50 less calories than called for in our plan. If we planned on burning 250 calories on the treadmill and we actually burned 150, then the variance is 100. A positive variance in this part of our plan is not good. We planned on burning 100 more calories than we actually did, calling for adjustments elsewhere.

At the start of each day, we can now look at how we’re doing and easily adjust our food and drink consumption plus our exercise program, so we stay firmly on track.

It’s the variance that’s the Gold because the variance tells us what we have to do to correct our course and how much adjustment is needed. We can’t have a variance unless we have a plan and we can’t have variance unless we measure our actual results against that plan.

This is so simple yet powerful. It also requires discipline, which again is another reason to have a coach. Just having to present and track the actual results to a coach is often the main reason people accelerate their results so rapidly with the guidance and accountability a good coach brings to the game.

Example 2: 
In this example, the company has a defined sales funnel primarily using Internet marketing tools to identify interested prospects. Their lead-in products include one of a number of free reports, a mini-course and e-books. All are an enticement to attract people into their list. Once on the list, they can use an auto-responder system to demonstrate the value of a product line they sell with price points ranging from $9.97 to more than $30,000.

This model deserves an entire book in the Building Business Profits Fast series. For the purposes of this book, the company in this example illustrates the use of The Gold Formula™ throughout their business and it includes a weekly plan for new leads into their auto-responder system.

Their past statistics show precisely 1,000 leads entering the auto-responder system each week. They’re confident they can achieve their current annual revenue and profit goals for this year, which are 100% higher than last year, by driving 1,000 people into their sales funnel.

This business further breaks down the 1,000 leads by primary source, including:

· Facebook Pages

· LinkedIn

· Twitter

· Pay per Click

· YouTube

· More

Each of these traffic sources has its own plan actual variance tracking system. Beyond that, each activity has a plan actual variance tracking system.

For example, if the goal is to publish six tweets and 12 re-tweets daily, then the actual is compared to the plan and a variance is calculated. Included are calculations of the click-through rate to the site and the resulting conversions to leads from those clicks.
 
“You Get What You Inspect, Not What You Expect.” 

That is not my quote. I’d love to give proper credit to the person who originated it, but I don’t know who that is. There’s too much disagreement about the actual source to name one. The point is, as soon as this business started clearly measuring activities and actions against the results, they were always able to see what was working and fuel it, and also to see what was not working and fix it.

The Gold Formula™ may be the single most powerful tool in the toolbox, for not only increasing your revenue and profits by 30% or more – but doubling it or even more as you continue to follow the plan.
Back to the Mirror

When measuring your business profits and looking at where the variance lies, make sure you look in the mirror and understand how your strengths match your goals, internally and externally. Continue to develop these skills as you surge toward the prize – your financial independence.

Remind yourself the results – 30% higher profits in 90 days or less – are well worth the additional work consistently strengthening your efforts and measuring your progress constantly along the way. After a while, it becomes habit.

In an earlier chapter, I discussed the use of a personal journal in connection with the time you spend developing your self-confidence and your value system and deciding what areas of your life you’re going to strengthen. Those areas may include relationships with your family, your health and – on a personal level – strengthening what may be less-than-optimal characteristics of your own thinking and behavior.

As a professional success coach, I have a great responsibility to guide others toward their ultimate success. It’s paramount to my own character to do this in a responsible and honest way. The same principle applies to you. Keep your eye on the ball. Don’t let others make you slide off your foundation. Remember that what you put out to the world is what you will get in return. Make sure what you put out there is valuable.
Character and Confidence Go a Long Way
Confidence builds with experience, but you can have confidence even without any experience at all. How you present yourself and who you surround yourself with builds your self-confidence, which will also make you appear more confident, creating the best climate for success.
Don’t forget the fundamentals of your own character. Who you say you are should be who you really are. Stay focused on what you’re trying to achieve and remember the variances that you measure will move your business forward. Be sure that forward movement is in the area of revenue and profits, following your plan to generate an increase in profits of 30% or more in 90 days or less. This way, it’s truly possible to achieve your goal and then easily duplicate the process again and again for even better results.

Also remember that only 20% of what you do creates 80% of your profit. Make sure what you do is packed with purpose and never bend from your core principles, focusing most of your attention on the 20%.

Always hold onto the image of success. Be bold and confident in your decisions and remember to be daring – even when the stakes are high, if it also makes sense to take a measured risk.

Above all else, avoid anything that doesn’t align with your goal. It’ll take you off-course faster than anything else.
Action Steps:
1. Take an area of personal development that’s measurable and create your Gold Formula for that area. It could be a health goal, like weight or blood pressure. It could be a plan to spend 30 minutes each morning on personal mindset work.
2. For the most important activity in your business, create a Gold Formula System for planning and measuring results. For example, I recently set a goal for my team to make 10 calls a day, “dialing for deals” – real estate deals. We’re tracking the results of that initiative on an excel spreadsheet. In the first week, we have five new offers on the market and one accepted. This is for the buy-fix-and-flip niche and I’m very happy with the results. (This will be explained in much greater detail in the upcoming book, Build Real Estate Business Profits Fast.)

The Gold Formula™ is very easy to understand. However, implementing and benefiting from this powerful tool is best achieved by working with Coach Steve. Drop me a note at stevepohlit@gmail.com or call me at 727-587-7871. I’d be happy to discuss helping you personally, too.

Chapter 4:

Track Down and Kill the Number One Thing Blocking You from Hitting Your Goals with Ease

“You gain strength, courage and confidence by every experience in which you really stop to look fear in the face. You are able to say to yourself, 'I lived through this horror. I can take the next thing that comes along.'” -- Eleanor Roosevelt

· Are you worried about paying your bills? 

· Have your vendors put you on a cash-on-demand basis?

· Are more of your personal and professional relationships strained?  

· Is the state of your health slipping? 

· Do you have trouble sleeping? 

If any of these questions or problems plagues your thoughts and energy, or if you have any similar concerns, you need to get them under control fast. They’ll constantly pull you off-track in your quest to steadily grow toward your goal and prosperity beyond your goal. My Manifest Mastermind course will help you when it comes to handling these problems. You can find out more about this valuable free course at www.ManifestMastermind.com.

Let’s look at some of the best things you can do right now, to get yourself on track:
Getting Unstuck
I recently listened to a presentation where the speaker listed four of the major reasons companies become stuck. They are: 

· Lack of marketing 

· Lack of talent

· Lack of systems

· Lack of capital

None of these, collectively or individually, are the major reason most companies fail. The major reason most companies and people fail is fear. This isn’t the same fear as when, for example, someone breaks into your home. It’s the fear of failure, rejection and disapproval.

The fear that blocks business success is pervasive. It prevents the new distributor in a network marketing company from talking with anyone about the products and business opportunity. Fear prevents the real estate investor from announcing to a small group that she’s an investor and describing the deals that work for her. Fear is the reason for most people spending a lot of time on e-mails and on non-directed social media, when none of those activities make any real difference in their businesses.

Knowing All the Required Action Steps, Here Are Some of the Biggest Fears or Excuses That Can Still Block You From Taking Action:

· What will others think?

· What if the answer is “no?”

· I can’t compare to other experts/gurus doing the same thing

· I’m not attractive or good-looking enough

· I don’t have a college degree

· I’m too young or too old

· Money is the root of all evil. Success equals evil

· None of my family and friends will want to be around me

· Everyone will want my money

· People will only want to be my friend because of my success

· I will lose all my money

· I will be attacked for all my money

· My family will feel bad because of the attacks on me

I’m sure you could add to this list. These are real fears that have often held far too many people back, until their influence is eliminated. Your specific fears may vary, but remember that fears are often subconscious and not always clearly evident to you. You have to be willing to seriously drill down on your fears and identify them all – even when it’s a bit uncomfortable doing so.

In fact, this is important enough for you to warrant creating a list of all of your fears.

Immediate Action Step 1: 
List all of your fears. If you have less than 20 – keep working. There honestly are a lot of fears you’ll have to dig even deeper to get at and identify. If you don’t identify your fears, you can’t do anything to stop them from driving you off the path to your goals.

Immediate Action Step2:
Use your daily journal and begin focusing on all the reasons there is nothing to fear. Begin to train your thinking by realizing fear is a product of how you think. Once you change how you think, you change how you feel. Once you change how you feel, you change how you act and, if you intend to Build Business Profits Fast, you will.


When you clearly see your fear as a creation of your own mind, it’s time to concentrate on the action steps that will result in you Building Business Profits Fast by successfully marketing, getting systems in place and, finally, by gaining control of and aligning your capital.
Fear is a negative emotion. Negative emotions tear down essential building blocks in your mind and clog your path of success in life and in your business. If you find it difficult to identify all your fears and get them under control, they will definitely slow your progress and can often bring everything to a screeching halt. Your personal mindset work, when combined with coaching, will provide you with exactly the push you need to get past those fears, so you can easily climb higher and build faster than you ever imagined.

Be sure to register now to get on my email lists. You’ll get tons of valuable free information from me that will further help you eliminate fear and fuel your success here:

www.buildingbusinessprofitsfast.com 
www.stevepohlit.com  
www.confidencesuccessblueprint.com
www.manifestmastermind.com
Remove the Emotional Roadblocks

Becoming unstuck from fear takes commitment and perseverance. Don’t go into this lightly. The action steps needed to overcome these hurdles must come from within you, so you must allow plenty of time for this process, so you properly identify all your fears!

This step is vital to one of the other ingredients for rapid success I’ve mentioned earlier – your confidence. Once you get a handle on your fear, you find it’s always easier to decide and to act. All the other pieces you’ll learn and the execution of the custom plan you’re building will then fall easily into place. Be accountable and steadfast in getting over these bumps. Most people struggle with them, but they most certainly aren’t insurmountable.

Practice Will Make Perfect

Practice repeatedly. You can’t excel in any endeavor without constantly going through the motions until it becomes instinctive. Learn from the things you do that fail. Go back to before the times when things were not going as planned, or when you were not achieving your goal, and look between the lines. I guarantee you’ll find the source of the problem.
“The answer to the problem always lies in the action or situation that preceded the problem.” Meir Ezra
This means, when you experience a problem, you must look at the events leading up to that problem now declaring itself. This is how you’ll find the cause of the problem that created the situations preceding the problem.


For example: in the situation where a couple has a relationship problem, we can examine the situation and see a point in the relationship where communication changed – where the connection first became more distant. At that point, we can examine what brought about this change.
If the two people are authentic, the truth will come out. Once the truth is there – and this means the truth on both sides – then the couple is in a position to move forward or to realize there isn’t a point to the relationship.

In every situation, it’s not about one person being right and another being wrong. In fact, it’s important to never make the person wrong because the person is not wrong. Their actions may not be ethical, but each person is perfect. Those studying the essence of who we are will understand this. If you don’t understand, then I highly recommend a course of study that examines the essence of who we are. The free course at Manifest Mastermind is a good start. Visit http://manifestmastermind.com to find out more.
In every situation, it’s about each side being authentic in their approach to conflict or negative energy resolution. This is very important to understand. In business and in life, the degree of success you experience in your business and personal life will be in direct proportion to the authenticity of the people and of the relationship.

Making it Simple
After you’ve identified the source of the problem, all you have to do is re-create the missing element. What was different then from where you were when you last hit the mark, when you achieved a successful outcome? When you know this, you can learn from every mistake and miscalculation and achieve a lot more in your professional and personal life. When you apply this consistently, you’ll always have the confidence to make the decisions necessary to keep moving forward, because you’ll realize there’s never a need to fear “missing the mark.”


Understand that you’re not alone, even in the low spots. You’re gaining the knowledge to climb out of them, where others may remain stuck or even hit bottom and stay. This won’t happen to you if you stay focused on what I’m teaching you here.
Fail Forward
These lessons are solid. Following these steps can indeed be the key to reaching your goal. However, even these steps can fail if they’re not executed correctly. This is where I again urge you to consider coaching, not only because that’s what I do, but because that’s what’s needed, to help you see and to help you fill in the low spots in your potential, so you reach your ultimate success.

Remember, you really can do it all and do it successfully all the time, as overwhelming as that might sound at this time. The reality we experience is defined by the mindset of our limitations. If you tell yourself you have weaknesses, redefine this view immediately. Define and implement the structure that turns any and all views of weakness into opportunities for a huge surge of personal strength and organization, so you’ll move consistently toward the huge gains in revenue and profits you seek.
When you understand the simple fact that all limitations are created in your mind, you’ll easily accelerate the achievement of your profit and lifestyle goals. The steps in this book, teaching you how to achieve a 30% increase in profits in 90 days or less, will become just like a “walk in the park.”


I’ve taken huge risks in my life. Not all of them have been successful. Some have been devastating disasters. Yet, even in the gloomy times, having the courage to get back up and learn from those mistakes gives you more tools you can then use to become even more successful than ever.

Learn from my personal trials and errors, but also learn from the others who will help build your weaknesses into successes. Don’t be afraid to work with more than one coach. I’m working with a coach who holds me accountable for executing my near-term action plan that fuels a bigger strategy. I’m working with another coach who advises me on how to structure deals with those who fund acquisitions of properties and businesses. My special coach is my spiritual coach who helps me focus on what’s really important – the inner game. I have another coach who critiques all my moves and offers guidance on how to think much bigger and progress much faster.

Every company has issues. When your company has issues, this doesn’t mean your team isn’t capable of handling problems. It often just means the issues have changed and the team hasn’t been structured to deal with a continually changing environment yet. Creating the right dynamics in your business can result in power-boosting the company to maximum efficiency and profits.

How do you create the right dynamics? While a subject of another entire book, I can tell you here it’s a process of clearly defining the outcome of every process and function in your business. Having a structure where there is no overlapping of accountabilities and a culture where responsibility for decisions rests at the level best suited for the intended outcome. This sets up the perfect dynamics in your business for hitting your targets every time.

For example, in customer service, you know the company’s structured correctly when you make one call and the issue is handled without having any additional people involved on the other side.

Dare to be Different

I want to inspire you to dare to be different. Even during the shakiest of times, you have to be willing to risk much to gain much. The power of this prosperous thinking, shoving away those nagging negative thoughts, dramatically increases the potential of where you can go.

Discard relationships with anyone who is scattered and disoriented. Surround yourself with positive, organized people and thoughts.
Practice these principles daily as you would when you practice playing a musical instrument or getting into better physical condition. The more you practice, the more it becomes instinctive and part of who you are. Hold on to the rod of forward movement. Stepping back when times get hard makes it twice as difficult to gain your momentum once again. Only staying on the pre-designed path toward an attainable goal can set your vision forward in a positive way and keep you on your 90-day goal.

As in the gold miner example – background, analytical work, market trend analysis and technological goals play a huge part in understanding your business’ potential failure or success.

All Things Are Possible Through the Power of Thought. Find the Right Guidance System for You!
Find your guidance in the Universe. I found mine with God. Find what you need to constantly keep you in check of your core values and forever continue to increase that focus. Always continue improving personal skill, health, energy and efficiency.

Use the journals I recommended earlier. Journals help you focus on where you want to direct your thinking. I want to direct my thinking on positive personal and professional results. I want to focus my attention on all the things that I take for granted and that life would be more difficult without. I have a gratitude journal. In it, I write a growing list of what I’m grateful for. Here, you’ll also find things I’m repeatedly grateful for – things like running water.

“I’m so grateful for running water,” is how it reads. There are many more. Nothing is too small or seemingly inconsequential to include.

I’ve found that writing these things down cements your internal gratitude for everything you’ve been blessed with and it creates a situation where you’ll find yourself constantly receiving more. If you want to smile the next time things don’t seem to be going your way, just make a list of those things you’re grateful for that you otherwise take for granted. This includes simple things that are huge conveniences such as electricity, cell phones or toothpaste.

Try it. Don’t let obstacles overwhelm you. When harder times bring you down, remember there’s no other way to move up from your current economic status that’s more certain to do so than owning your own successful business. In order to succeed in your own business fast, there’s no better way than to be led systematically by someone who has the experience and knowledge to help you rapidly increase your steps in the right direction.

Positive Demonstrated

A friend of mine has demonstrated being positive beyond what most people would ever be forced to endure. She’s a positive thinker to the maximum. She surrounds herself with fun and positive people. She will dismiss any person or situation that’s negative or who tries to bring her down.

Knowing this, you can’t imagine how much personal loss and heartache she’s personally endured. When most other people would have given up and hung their heads, joining the ranks of the downtrodden and broken, she has risen even higher, holding her chin higher and stronger than anyone I’ve ever met.
After the death of her husband and another committed long time-love, a string of other devastating events followed for this friend of mine. These include the death of her mom, who lived with her and was a big part of the person she is. Then there was the suicide of a nephew.

This woman is very close to her family. With all of this going on, she goes to work smiling and dancing. She’s a successful entrepreneur, a dedicated mother and a living demonstration of the power of character and principles in action, in spite of tremendous personal and emotional strains and tests.

She describes her principles this way: “Discipline yourself more; conserve your time and energy. Place the small voice of progress within your own heart. Laugh and dance all the time.”

I have the utmost respect and love for this woman. She serves as the best example I’ve ever met for the right way to enjoy life, even when it includes all the sorrows most of us might experience.
I’ve thought a lot about how I would summarize this great example of fun, happiness and success. She says it best: “Every day, I decide to be happy.”

Once you get the importance of this and consistently practice what you’re learning here, you’ll find it’s easy, any time you need to, to decide to be happy, too. This is a central element required for climbing to rapid-fire success despite any setbacks or trouble encountered along the way.

Action Steps 
1. Using your personal journal, develop a list of all your fears.
2. Develop a list of resources that you like that will guide you in dismissing your fears and help you focus on painting a clear picture of the dreams you wish to experience. My article, Getting Unstuck may help you.  See http://stevepohlit.com/getting-unstuck
3. Use your resources and journal every day to dismiss negative energy within and move forward with confidence to experience your dream lifestyle.
4. Register for the resources you’ll find at:
http://buildingbusinessprofitsfast.com
http://stevepohlit.com
http://confidencesuccessblueprint.com
http://manifestmastermind.com
Chapter 5:

Find and Retain the Best People for Steady Profitable Growth – An Amazing Success Formula
“Perfect partners don't exist. Perfect conditions exist for a limited time in which partnerships express themselves best.” --Wayne Rooney

Before you can hire and retain the best people, "best" needs to be defined. “Best” means best for you and for the culture of the company you’re building.
Consider a group whose purpose is to supply and use illegal drugs. We refer to this group as a gang. The gang does not recruit from the seminary, working with people who want to be priests. They recruit those who will fit their culture, from the places where they can be found.

I use this unusual example so you’ll remember to define your company’s culture. What does that mean? Common attributes of ethical cultures include:

· Integrity

· Honesty

· Authenticity 

· Harmony

· Respect 

· Teamwork

A Cultural Policy Statement is something I help all clients develop and publish. It becomes an important piece of the next part of the recruiting process.
Hire to your weakness and hire people with stronger skills in those areas where you should no longer be spending your time. Those areas probably include most of the things you’re currently doing.

No Job Descriptions
For maximum performance, people need to be clear on how they’re measured and evaluated. Develop a Statement of Accountabilities - your definition of what the person is accountable for. Remember everyone is accountable for adhering to the principles in the cultural document or to the ethics of the organization.
This is important because, at times, it will be important for people to step up and do what is not a part of their primary accountabilities. At those times, a comment like, "It's not my job," is not congruent with the ethics of the group.

Apprentice

Everyone is an apprentice at the start, including independent contractors. By apprentice, I mean in development – until a level of mastery of their accountabilities is demonstrated. A common target date for this first phase of demonstrated mastery is 90 days. That’s not cast in stone, but should be a good starting point.
Acknowledgement
Day One, you must let the new team member know how they’re doing. Then, for the first month, a minimum of once per week, hold an informal discussion focusing on what is working well and what can be better. Acknowledgement is a complementary system as opposed to a performance appraisal, which is negative. When you focus on the positive and encourage your team members to improve to ever-increasing levels of mastery, you’re demonstrating that you’re in the flow of your defined cultural system that includes respect, harmony and more.

At 30 days and at 60 days, this acknowledgement process is informally written, focusing on successes. Remember – as a leader, your goal is to help them master Phase One.
What are Phases Two, Three and more? That part of the organizational development system is part of another book in this series. For now, think Kaizen gradual improvement every day, at every level, in the business.

What About Academic and Professional Credentials?
If you’re recruiting a lawyer, CPA tax specialist or other professional where the licensing designation is important, then you must focus on credentials. Otherwise, follow the advice of my friend, George Ross, who has been Donald Trump 's advisor for a long time. George says to focus on the initiative of the person, the energy you feel coming from them. Do you sense a drive and a desire to make a difference? Those attributes are what you’re looking for.
It’s very interesting to me when I think about how I first connected to the people I’ve now met, worked with and know. I never would have imagined the outcome of meeting these incredible people.

That’s what will happen for you as well. Once you focus on the outcome, the most amazing people and opportunities will appear. Part of the outcome you should picture is working with people who have a track record of producing results. My friend, mentor and coach Meir Ezra teaches the importance of verifying the results that have been produced by a person you’re recruiting or considering working with. Meir Ezra says, “no stories…just results.” It’s fantastic for me to realize how close that message is to my main consulting theme, “No  reports…just results.”
Here’s my own story of two great people. One is a success story to this point and one is a failure. I’m responsible for both.

Success to Failure
The failure was in a relationship. There came a point where the confidence in performance was in doubt and, once that happens, the chain of trust is broken.

I met her in 2009. She asked me some questions online about The Law of Attraction as she was reading my Manifest Mastermind free course. I exchanged my life coaching for her administration and online marketing help. I was happy to help her including, to some extent, monetarily.

Our work together expanded when I started my real estate investment firm, Tampa Capital Partners. She’s smart. Everyone she meets loves her. I always trusted her. Then, the day came when she was over-confident in her relationships with people in the real estate power team. That led to decisions that were not good for the projects. Those decisions resulted in time delays and work that had to be re-done, driving up the cost of renovations and more.
Losing money isn’t the end of the world. However, it does strain relationships when there’s a delay in authentic communication.

Ultimately, we reconciled and, today, I still honor and respect her. However, little or no communication became the norm and she’s moved on to a full-time job elsewhere.

Lack of communication was the reason this relationship failed at that time. Looking back, I still don’t know why the communication changed. But, it did and that’s essential for success in any business.
I wrote that I’m responsible. How can that be, if the other person is the one who stops communicating? I’m not able to identify the precise points where I could have done anything different, because the passage of time clouds some of the details. Read the next story and discover what I’m doing now, to minimize the risk of a repeat.
Current Success
Who would have imagined that an ad placed on Craigslist for a cleaning person, five years ago, would have resulted in one of the best people joining my team just four months ago? This person is now an apprentice in my real estate investment firm and a marketing support person doing Website work, online marketing, SEO and new business development.

I’ve known this lady since she first walked through the door with her partner, to clean my home. It took me nearly five years to recognize all of her skills. I simply didn’t take the time to pay attention. That’s a major lesson. She’s highly motivated and largely self-taught.

Considering her skills and motivation, I’m investing a lot of time in her training and development. She’s receiving the same coaching program that my top students receive. In reality, she gets more  because, up until recently, she lived five minutes away and it was  easy to visit in person and coach in person, which I’m not able to do as often as I’d like for most of my students. Now she lives maybe 40 minutes away, so our communication is very frequent by phone.
In a short period of time, there is already more real estate business in development than I’ve had in three years. In addition, there’s a new business venture that’s founded on branding, licensing and joint ventures, where my apprentice has been instrumental in helping the company grow.

She’s already on a profit share program and, based on the success path she’s on, she most likely will wind up an equity partner.
My goal is to make sure I do my part in helping her succeed at ever-increasing higher levels. Already, we’re working on finding a person who will be the newest apprentice, so we can continue to build the business with the right leverage.
This success doesn’t mean working together is absolute bliss every day. She’s very good at helping me see those times when I can do a better job teaching and guiding. Understand that, when you experience difficulty with a client, vendor or employee, it doesn’t mean they’re not valuable. Understanding where a person or company’s strength lies and where they’re best positioned is the key to understanding how to maximize the benefit of their relationship with you and with your company.

The Opposite of an Ethical Culture 

On my blog, I published a story about a problem I had with AT&T and my iPhone. Regardless of how many people I talked to – including customer service, technicians and anyone they wanted me to talk to – my problem never got resolved.

I loved the iPhone and wanted to keep it. AT&T obviously, at the time, had in place a system that restricted them from doing anything more than checking their towers for an outage or sending patches to a problematic phone. I also knew that I was not the only one having problems with AT&T, and we all wanted to keep our iPhones.

Apple wasn’t blind to the trend of unhappy customers with AT&T and took action. They authorized Verizon to sell and service the iPhone, too. Now Verizon is selling the iPhone and most of the problems seem to have disappeared. However, Apple learned the lesson. Today, they don’t only rely on a robust Verizon to provide their valuable customer support culture. Sprint now offers the iPhone and there are many retail stores where the iPhone can be purchased today. Regardless where you purchase the equipment, your satisfaction is directly linked to the customer support for the servicer you select. You can buy an iPhone at Walmart and your satisfaction is directly related to how well the service provider has implemented the process described here regarding hiring, training and acknowledging team members.

In this scenario, Apple customers didn’t have to switch to another phone and could test the customer service culture of Verizon. Interestingly enough, after changing to Verizon and experiencing outstanding support, that outstanding support I’d found changed. I began to feel like I was talking to AT&T again. My conclusion is that neither AT&T nor Verizon has a cultural mission of taking care of the customer, no matter what it takes. Now I’m testing another phone – a phone based on Google’s Android technology. The carrier is T-Mobile. I’ll be writing a book on my experience with this test – or at least a couple of articles, depending on the lessons I learn.

Every business has notable strengths. This is true for AT&T, Verizon and Steve Pohlit International. Each business must focus on what it does extremely well and build internally and externally to strengthen its weakness. In theory, customers don’t care if the person they’re talking with is located in Omaha or Dubai. The reality is if they don’t connect with the person who’s there to help them, the customer’s lost. The loss can be immediate or longer-term.
In my experience with AT&T, I worked with them for more than six months before, one day, I decided, no matter what, I’m changing carriers. The lifetime value to me changing was at least $50,000. Is my lifetime value for Verizon that amount? Actually, it’s much more. Because of the rate of business growth I expect, the lifetime value of my cellular account could easily be worth at least $1 million over time.

There’s no way to know for sure what the true lifetime value of a customer will be. Actually, that’s not the important point. What is important is that each customer today is totally valuable. Whether that customer buys one product for $69 or becomes one who invests $1 million or more with you, the key is treating each person who wants what you offer as royalty. Read that again – treat each person who wants what you offer as royalty.


This case study shows how AT&T didn’t have strength in the quality of coverage and customer care. Now, Verizon and others, including T-Mobile, are working to establish themselves as industry leaders.  Either they will or others will invent the systems and skills that are what the market wants. When they do, they’ll dominate, as long as they deliver on their commitments and continue to innovate.

You’re Fired

Donald Trump popularized this phrase. My response is, any time we dismiss a person who has worked with us, it’s we who have failed. It’s I who failed. You must accept the Universal Law of  “I Am Responsible,” to succeed.

“The inability to learn is not the problem. Ineffective teaching is the problem.” Meir Ezra

Are you challenging this point? Good. Now let’s look at just one example. Richard Branson was not a good student. He has dyslexia.  He recognized that he could compensate for this problem by memorizing. Today, he credits part of his amazing success to his memory.

Do you want to learn more of his story? Read his book, Screw It Just Do It. I love that book!
Here’s an example of a person I personally know. I have information that he’s a billionaire. I have not confirmed that information. I can see he’s very successful. When you spend time with him like I have, you learn his perspective regarding schools. He quit when he was 16 because he felt schools make you stupid.
Did he quit learning? Absolutely not! In fact, he’s about 50 now and I’ve watched him conduct a seminar for more than twelve hours each day and he still continues to study each day for more than two hours.  He’s used his self-study system to enhance and perfect a system for building successful companies. He now owns twenty-six of them.
When I first met him, I simply introduced myself, complimented him on what I was learning from him and briefly mentioned some of what I do. He gave me his personal cell phone number and email address and said, “Don’t be concerned about my time. If there’s anything I can do to help you further understand what I’m teaching, just ask.” I did ask and he answered the same day. Now we have an agreement to have dinner. My apprentice, who has connected with others in his organization, will be with me. We all live within 30 minutes of each other. You would never know how successful he is by how accessible he is.

I give you this example because of what I’ve learned from him already. I’ve learned to memorize very important information. I’ve learned to step up my game and teach others what works. I’ve learned to listen more intently and to be more accessible. If Meir Ezra who owns 26 companies and is a billionaire can do this, so can you and me. Many of the lessons in this book are enhanced by what I’ve learned from this man.

What is the first lesson he taught? I am responsible. See the tie-in to Richard Branson? If you study successful people, you’ll find this principle is at the core of who many of them are.

The Degree of Success is Proportional to What You Measure 
The systems you put into practice must always be tracked for effectiveness and consistent results. This is the only way you can ensure yourself of reaching a goal of 30% more profits in 90 days or less.

“You get what you inspect not what you expect.”

Examples of What to Measure:

1. Inbound customer service calls and the time it takes to resolve the matter. Also the time it takes to implement a structural solution, so there’s not a repeat call.


2. Sales staff should be focused on sales and not customer service. Measure the volume and effectiveness of the sales process.


3. Measure all marketing campaigns, including direct mail, social media, email marketing and more. Be sure to have split tests running, so you can declare a champion. Once you have a champion, challenge the champion and start the process all over again, trying to better the results. That’s right – it never stops.


Meir teaches and now I coach on the 70 statistics every business needs to track. This applies if you are one person running all parts of your business or a large multi-national corporation. With these examples, you already see the benefits of measuring.
“You get what you inspect not what you expect.”
This chapter is about how to recruit and develop a successful team. The answer is that it starts with you. You’re the leader, you’re the inspiration. You are the example, so: be the example of what you want your business to represent.
Action Steps

1. Develop your company’s cultural statement.


2. Prepare statements of accountabilities for all positions in your business, including yours. This is equally important for any partners and power team members, including outside accountants, lawyers, consultants and realtors.


3. Begin defining all priority action steps and measuring the results. For example, if outbound calls are part of your marketing strategy, maintain a log and evaluate volume and effectiveness.

4. Before adding anyone to your team, verify the results they have delivered in the past.

      Chapter 6:

Cost-Effective Marketing is Central to Your Growth -- and it Can Be Free
You must, without exception, spend most of your time marketing your business. That’s a fact that will never change. Most companies and even successful executives don’t get this. If you spend most of your day attracting people to purchase your product, the other aspects of running your business are a cakewalk. Your goal of a 30% increase in profits within 90 days becomes entirely reachable when you spend about 80% of your time marketing. In fact, you’re likely to blow by that goal really fast, if you follow only this advice and spend 80% of your time marketing. 

When I coach people, this is the first and most fundamental challenge, beyond anything else I’m faced with. Intellectually, everyone understands that if you don’t develop strong relationships with your customers and prospects, someone else will. If others do, you’ll soon find yourself out of business. There are staggering numbers of people and companies looking for the same customers you are. You have to be on top of the game when competing for their business. As I said earlier – intellectually, everyone I talk with about this “gets it” and agrees, yet almost nobody devotes that kind of energy to it.

Imagine that you have a business that has $500,000 of revenue and $75,000 of profit before tax. Most people with a business like this spend 5% of their time on marketing. Maybe 10%. If the owner of that business seriously steps up and devotes 80% of their time and their company’s sales and marketing function’s time to marketing, revenue would increase from $500,000 to $2 million or more. The overall profit percentage may decline from 15% of revenue to 13%, but 13% of $2 million in revenue is $260,000 of profit before tax. That’s quite an increase!

Why is there a decline in the profit percentage – from 15% to 13% – in this example? The primary reason is, when the owner decides to spend 80% of her or his time on marketing, as a percentage, costs may go up slightly, simply because leveraging the work of other people frees that 80% of his or her time and this additional help costs more. The principle here is that an owner/leader should focus their time and attention where they provide the most value and that value is in marketing. Spending a bit more, lowering the overall percentage of profit a bit, is well worth the additional returns in the profits from additional sales that are the result.

Develop and Implement an Effective Follow-Up System
Once you understand who wants what you offer and who is willing to pay for it, implement a communication strategy to catch their attention. If you speak with a voice that communicates directly to your customers and specifically to what they want, they’ll pay attention.
The good news is that some of the best marketing methods have no incremental cost. These include: social media marketing, email marketing and follow-up telephone calls. The key is to have a follow-up timetable, based on your evaluation of the prospect as being an A, B or C. A’s are likely to warrant personal meetings and B’s and C’s are progressively less likely.
Whatever it takes to convert a prospect to a customer is what you need to do. Furthermore, no matter how long it takes you, keep doing it. I know some business owners who never drop a person from their contact management system once the information is captured. I know of instances where a prospect becomes a customer after seeing 20 or more messages. We simply don’t know how long it will take to develop that relationship that then turns into a sale.

The Best Way to Attract New Customers:

Happy customers refer others. Continually evaluate ways that you can increase customer satisfaction and then offer your customers incentives for referring others. In summary, satisfy your existing customers – exceed their expectations, then offer rewards when they refer their friends who will also purchase your product.
There are Only Three Ways to Increase Sales
It might not sound possible. Jay Abraham, the famous author, speaker and deal-maker, was first to teach me there are only three ways to increase sales – and he’s right. They are: 


1. Find more  customers.

2. Increase the average sale per customer (raise prices).

3. Increase the average number of items purchased per customer.
For optimum leverage, you want to do all three. In the service industry, I always look for ways to offer an up-sale or add-on purchase. For example, this book is an entry-level low-priced product. It may be developed into a DVD training program and certainly is encouragement for people to invest in my coaching. My coaching program has multiple levels, depending on the client’s needs and what they can afford.

Regarding affordability, I have creative ways to help people who are committed to doing the work easily pay for my coaching. Call me, Steve Pohlit, at 727-587-7871 for details.


Effective Marketing Requires Little or No Cash: Check Out These examples:

Your Online Brand

The Internet is critical for any business in our day. A Website is the foundation for your brand. You’re most likely reading this book thanks to the Internet. You search for things you want or need via the Internet and you’re far from alone. The fact is you have almost no credibility today without a Website.

Blogging is also a major resource for speaking directly to your customers. You have to have a voice that online customers can hear, seek out and follow and blogging is a major way to do this. Fortunately, Websites and blogs can be set up very inexpensively these days. You can learn to do this yourself. However, I recommend outsourcing the task. Most of the sites my clients set up are completed in less than a week for less than $500 when they outsource the work.

Once your site is set up you’ll need to invest some time communicating, using articles, email marketing and phone calls. Much of this can also be outsourced.

Your potential customers – right now, all over the world – are typing keywords into their Internet browsers and searching for things you might sell. You need to make sure you show up when they do. Brand recognition and being able to speak directly to your customers, conveying to them what they want and that you have it right now, is powerful.

Notice the title of this book: Build Business Profits Fast. Now, type buildbusinessprofitsfast.com in your browser. I chose the title of this book because the matching domain name was available. You should select the name of your business, if you’re just starting, based on the availability of the .com domain name. This is important and it’s the foundation for building your brand today. Once you have your brand, then you need to have your site built in the format to best serve your target customers.

I chose to focus on the landing page or squeeze page for this book and put it in a separate directory on my site. I’m using the main site to offer information about the book and to encourage all who discover the home page to click and register for the first chapter free. I’m also using the main site for key articles that promote the book. My plan is to further support this material with select videos.

My preferred setup for all the sites I have is to have a full site support account for each domain with my hosting solutions company, Host Gator. A full support site is one where there is what’s called C-Panel access. Once registered, I then click the Fantastico icon in C-Panel to load Wordpress. Wordpress is the technology I prefer for blogging and sites of all kinds, because of its flexibility for creating pages that look similar to graphic sites and the ease of blogging it brings to the table.

All the details of how this is done are beyond the scope of this book.  However, there is a free course I developed several years ago, named Blogging for Profits, that will walk you though the steps required to set up and get rolling with your own Wordpress blogs and Websites.


Social Media
The most efficient way to drive traffic to your blog and Website is through the effective use of social media. This includes Facebook, Twitter, YouTube and LinkedIn. Stay up-to-date with what your target audience is following and discussing, then target your communication to address their problems.

Social media is one of the most powerful ways to reach your customers. Customer trends and conversations are important to keep track of and social media takes the guesswork out of doing this. However, the next couple of steps are very important, since social media connections alone likely won’t prove effective for converting connections to customers.

Relationships
You want to build and maintain relationships with people interested in you and in your products and services. Keeping up communication at this point is essential; you want your audience to go from following your social media posts to getting on your own list, where you can develop more direct communications, including sales messages.

Make it clear in all your communications with your customers that what they need is provided by your business. Tell them how following you and accepting your free advice will enhance their lives. Also tell them they’ll enhance their lives when they tell their friends to join your list. The good news: no “hard-sell” is required in these communications.

A Proven Approach to Increase Revenues Quickly
See the power of this approach? This is a simple and inexpensive communication process that will result in loyalty to you and what you publish. Their loyalty, to what you stand for and to the value you bring to the table, is the benchmark for your success you should focus on. The more value you deliver, the greater the loyalty and the greater your success.


This strategy has been instrumental to my own success.

I have several businesses that produced cash profits quickly as a result of the networks I built on Facebook, LinkedIn, Twitter and YouTube. This work has been the foundation of my strategy to have a large base of people interested in what I offer. Possibly more interesting is the fact that I’m now launching a new business unrelated to anything I’ve offered in the past, and my entire contact list needs what this business will offer.

When you subscribe to my list at http://buildingbusinessprofitsfast.com, you’ll receive updates on the latest actions that are working and those that appear to have changed. You’ll also be able to share your stories and questions related to your experience implementing the action steps in this book.
Once people connect to you and trust you, they’ll pay attention to your recommendations. At that point, you have the opportunity to market affiliate products, co-branded products and services, test joint venture ideas and more.

The new business I’m launching, with services everyone needs, is a perfect example. It has nothing to do with real estate investment, real estate investment consulting, business turnaround consulting or any of the other ventures that people associate with me. However, I’m confident my list will be ravenous buyers of the services offered.

The value is in the list. It’s honestly the most valuable asset in your business. Build your list as a database. Everyone that buys from you should be designated as a customer. All communication with customers, as well as buying history, should be retained and accessible for when you communicate with those customers or when there is a customer inquiry or complaint. This database can mean the difference between success and failure.
Here is one example: I have previously mentioned my Manifest Mastermind membership business and free course. I expanded my network on Facebook and Twitter in 2008 and then used that network to launch Manifest Mastermind in January, 2009. It was profitable month one. I launched it all for less than $1,000.
Do I recommend following this example? Yes, but I would also find ways to leverage my time better. As a reminder: register for my free course at http://manifestmastermind.com.
Bonus: I just recorded an interview with a person whose life was turned around and whose business is skyrocketing and he attributes the tipping point to my Manifest Mastermind. You must be a member of my list to receive this bonus. How much does it cost to become a member of this list? $0.00.
Are you seeing the whole picture…the overall strategy and the ease of attaining the success you set out to achieve when you picked up this book? Once the first idea flows, it’s like an avalanche of possibilities.  Once you get what I’m teaching you here, you can create your future without limits.

Profiling for Profit
When creating your profile for each of the social networks you’re using, it’s important to use keyword descriptions that will attract your target audience. Notice one of my professional descriptions is “International Real Estate Investment and Business Turnaround Coach.” That’s considerably more powerful than simply writing something like “Author.” However, I’m modifying my profiles to include the newest information, which includes, “Author: Building Business Profits Fast and Managing Partner – The Guys In Pink.”
Look at that last phrase again: “Managing Partner – The Guys In Pink.” Alone, it doesn’t speak to any target audience, or maybe to a group that I’m not personally interested in attracting. But, when I add something like, “Delivering Outstanding Satisfaction to Homeowners Wanting Lawncare, Pool Service and More,” along with the Website URL, not only will people “get it,” there are important keywords in that description to help them find it from searches.
Social media helps solidify relationship capital. The greatest thing about it is that it’s a constant, ever-changing, living, breathing entity. Relationship capital provides us with a new dimension to relationships, available at our fingertips. That can be very positive for the goal of strengthening our professional and personal relationships.
The opposite can also be true. One personal example was my experience on Facebook, during the 2012 presidential campaign. I was very vocal and visible during the months leading up to the election, in support of the person I felt had the best platform to lead our country. I had hundreds of people un-friend me on Facebook who were not in alignment with my views. I was ok with that because I’m a person who is very clear as to what I stand for and I know I’m not going to make everyone happy. You need to make certain you’re happy with whatever results you see from your social media activity as well.

Action Steps

1. Begin tracking your time. Use the accelerated accountability worksheet that you’ll find in the bonus section of this book.  Commit to spending 80% of your time marketing, including following up with current, past and prospective customers. Note: if you’re in the professional services industry, like I am, even for just part of your business, then you must leverage your marketing tasks to others who will help you, because a majority of your professional time will often be devoted to working directly with clients.
2. Use the power of social media to leverage your marketing time and use social media to attract your target audience to your list using landing pages and auto-responders. Here’s one example of a landing page for this book: http://buildingbusinessprofitsfast.com/FreeChapter/register.html
3. Create or edit your social media profiles to appeal to your ideal customers.
4. Regularly engage your social media connections with status updates, new blog posts or videos and comment on what they’re publishing online. By “regularly,” I mean set up a schedule that you follow. A good portion of this action step can be leveraged to others (outsourced).

Chapter 7:

Ten Marketing Questions and Tools for Building Business Profits Fast
It’s a simple fact. Marketing is where most of your energy needs to be focused. Without customers, you have no business. That means marketing must be your primary focus.

Most business leaders don’t structure their time to prioritize marketing. This is a major mistake, every time.

“Maybe I’ll get to it tomorrow,” is a common muttered phrase, then someone wonders why the business isn’t moving forward or possibly even declining.

“If you are not growing, you are dying.”

After reading this far, you should understand excuses for not marketing don’t stand up to the test of real results. Don’t make the same mistakes others have and end up drowning with work that could have been done just as well by others, leaving the marketing funnel ignored.
You have a key advantage over most other companies as soon as you realize the power of focusing your resources and developing relationships interested in entering your marketing funnel, relationships most other companies never take the time to properly develop. Then you can strengthen those relationships so they want your offer, having products to offer after they’ve tested your offer and they want more. Most important, when they’re your customer, make certain they’re treated so well they don’t want to go anywhere else.

This is a brief summary of a comprehensive process, a process that is the focus of most of my coaching work with clients, because the marketing funnel brings the most value to every business.

The next most valuable areas of my coaching process are having the right performance measurements in place and leveraging the work or having the right people accountable for all tasks that need to be performed.

If you were working with me and my team, you would find us using three foundation tools in the coaching process. These tools are:


1. Visionary Blueprint

2. Accelerated Accountability Worksheet (time management system)

3. Financial Plan in Gold Formula™ format.


While each of these can be found in the bonus section of this book, there’s a lot more to having the right process in place for Building Business Profits Fast. The only way to fully appreciate that statement is to become a client and work directly with me. Call me – Steve Pohlit – at 727-587-7871, for a consultation or just email me at StevePohlit@gmail.com, with “Important – Steve” in the subject line.

While reading the rest of this chapter and following my sound, clear advice in it, take time to understand what each step represents and how you can maximize its potential. Answer the questions honestly and with purpose.

Making the Definition of Your Business Come to Life
Remember when you read about the importance of having a clear definition of your business? You may recall I gave you several Websites as examples, including http://tampacapitalpartners.com. This is where you align your marketing strategy with that definition.

Consider these questions:

1. What is the purpose of your marketing? I suggest you think in terms of defining your Valuable Final Product and endearing your relationship, to develop a lifelong loyal reception to your offers.

2. What is the main competitive advantage you stress? What is your unique selling proposition?
3. Who is your target audience? – Who is your ideal customer?

4. Which specific marketing tools will you use and how will you prioritize them and measure their effectiveness?

5. Within your market niche, what do you stand for? For example, as a coach, I’m often told that people know I stand for profitable results and I have my clients’ success as the top priority.

6. What is your identity, your personality? This is very important. For example, I know that I’m a direct and focused person. I’m not as patient with people who are not in alignment with my personality type. When I recognize this incongruence, I have the client work with another coach who is more suited to their style.
7. What is your marketing budget – in time and money? Remember, time includes using the time of others and, when you are at a stage where cash flow is very limited, structure incentives based on results.


The above “7-Step Simple Marketing Plan” was recently posted by Jay Conrad Levinson, on Rich Schefren’s blog. Levinson is known for his advice on “gorilla marketing.” Rich Schefren is a very experienced and credible author and consultant.
I read this and thought it might be helpful as a guide. If you first remember to spend most of your time marketing and follow my advice on developing your credibility online, you can indeed market with little or no money.
Marketing means consistently testing and measuring results. The results will lead you to the next steps that will help you cement relationships with those who want what you offer.
These three resources are key. The first two lead to the third one, which is the foundation for all success:

1. A Web site. I continue to recommend using the Wordpress blog format –  http://buildingbusinessprofitsfast.com, for example.


2. Use social media and, especially, LinkedIn, YouTube and Facebook.
3. Build and maintain relationships – everything we do either results in relationships that fuel our growth or not. Relational Capital is the pivot point of massive success.

These three marketing tools and Jay’s list of seven steps are priceless. These steps also cost you little or no money to implement, although you do have to invest some time to execute them. I can’t stress this enough.

With the emphasis today on credibility on the Internet, it’s important to understand that relationships are built by personal contact. This personal contact opportunity can be developed using Internet tools, but there’s more. Personal contact includes using the phone, face-to-face interaction, direct mail, email, texts and greeting cards (a biggie).

Most important is a sincere focus on serving the other person. Many of my strongest relationships have developed from meeting people and from attending local, regional and national events. My closest professional relationships are with people who are or who have been clients. Nothing is more valuable than the right relationship…nothing!
Action Steps


1. Answer the seven questions in detail. Write them out. Discuss the answers with your team. Refine, redefine then align your marketing actions with the results.

2. Examine the tools supporting your marketing strategies. Be sure they align with your answers to the seven questions.

3. Use the accelerated accountability worksheet to manage your time. Evaluate your weekly time budget. Are you devoting 80% of your time to marketing? If not, are you serious about Building Business Profits Fast? (See the accelerated accountability worksheet in the bonus section in this book).
Chapter 8:

The Gold Formula™ for Your Business and Your Life
It deserves repeating: The Gold Is in the Variance! After decades of working with large businesses and business owners of all types, I built and proved this simple formula while I was developing a way for any person or organization to rocket the achievement of their goals forward the right way.

One night, while I was registering the domain name, http://10minutemba.net, the springboard for a simple, straightforward roadmap any business could use to track its progress became a reality. My Gold Formula™ was born.

Just like any other great idea or formula, this technique takes time, effort and vision to define, create and fully test.

This is when my now-trademarked Gold Formula™ started its journey, from my vision, experience and failures, to become a tool you now have available at your fingertips.

Since the beginning of 2010, I’ve had the honor of delivering presentations to many North American audiences. This was done as part of the JT Foxx educational program. I was preparing myself one day when I realized that the gold is always found in the variance. This is true, because it’s always the variance that tells us what to do. Very simply: a positive variance tells us to do more of what’s causing the positive variance and a negative variance tells us corrective action is needed. What’s also crystal clear is that a variance is not possible unless there’s a plan to measure against, so you can track your actual results against the plan.

The Gold Formula™ applies to everything in our life – our health and wellness goals, relationship goals, educational goals and our business performance goals. The Gold Formula™ also applies to your spiritual goals which, in my view, are the foundation for everything else we accomplish.

I’m no stranger to variance analysis, since studying accounting at Clarion State University. However, really recognizing and understanding the power of variances has taken me a very long time. You, however, get my formula handed to you in this book, already tried, tested and proven.

It’s Been Here All Along
This formula was right there all along, in every business structure and accounting log ever created. But now, when you look at the big picture, you’ll understand that this is indeed a very important discovery, because gold indeed is in the variance!
My Gold Formula™ helps track the variances in your company and in your life. Understanding and using this simple tool gives you the power to exceed your potential beyond your wildest expectations. When you track business performance goals with my Gold Formula™, it will spell out the variance that you’re looking for. This can be used not only for business, but in your life at home and for all relationships.

When you understand the variance, you control the profits. Imagine dominating your business potential with The Gold Formula™, which is very easy to understand and use.

My trademarked Gold Formula™ is the cornerstone of all my business ventures and consulting work. This formula also fits perfectly with the Three Pillars that we studied earlier; health, relationships and money.

My experience as a CEO and CFO and as a consultant with Fortune 500 companies (see my resume at http://www.stevepohlit.com) is now available to you and to your company. Call me at 727-587-7871 for a consultation or email me at StevePohlit@gmail.com, with “Important – Steve” in the subject line.

The business climate is always changing and any business needs to change with it. With my Gold Formula™, you can constantly measure your individual and business climate changes and stay way ahead of the pack personally and professionally.
Action Steps

1. Using The Gold Formula™ format, develop your financial plan, health plan, spiritual plan and relationship plan. The financial plan is in the bonus section. For a start on your spiritual plan, refer to my article, at: http://stevepohlit.com/getting-unstuck. I’ll leave the relationship and health plans up to you, for now. I help all my clients in these areas as part of my coaching program.

2. Email me your testimonials of how your life and business are soaring as a result of using The Gold Formula™. Send them to StevePohlit@gmail.com, with “Important Testimonial” in the subject line. I will publish and promote your business, if you include a link with your testimonial.
Chapter 9:

Time Management Brings It All into Focus

In Chapter Two and elsewhere throughout this book, I’ve discussed leveraging tasks to those who have the appropriate expertise. In this chapter, I’ll further demonstrate how to leverage your time. Once you have this part of your system in place, you’ll be driving 30% or more profit increases every 90 or less, again and again.

I have several clients right now who are growing faster than this every month.

Brain surgery is an example of a profession where you may not think leveraging applies. This skill is so specialized, how can there be any leverage? Doesn’t the surgeon always need to be involved in the process?

If you take a step back and see the surgeon’s “whole picture,” aside from the procedure itself, everything else is done by support staff members before, during and after. The procedure can only take place once the facilities, equipment and staff are ready. The surgeon then arrives, applies his or her skills then leaves the rest of the process to the support staff. The successful operation requires the specialized skill of the brain surgeon. His or her ability to trust and work with the right equipment and team makes the application of that skill possible.

Most business people try to do all the steps themselves. Getting away from this is always a major focus of mine when coaching clients.

Your support staff, if you have employees, is a key element to time management. If you don’t have employees, you still have a support team or, perhaps, your power team would be a better name for them. Your power team may include: a CPA, a lawyer, your vendors, realtors, bankers, coaches, contractors, sales representatives and more.

Your support staff allows you to focus on your particular skill, the areas where you bring the most value, while they handle the other things that need to get done to keep your business operating efficiently.

My friend, George Ross (of Celebrity Apprentice fame – the person whose office is next to Donald Trump’s), says 20% of what we do results in 80% of our income. There are others teaching this as well. George teaches the system behind the 80:20 rule, as do I, with all those I coach.

I host a monthly call with George and we regularly discuss this productivity enhancement process, as well as many other topics, including the principles of successful negotiations, an area where George is an expert. His negotiation skills are the number one reason he has remained Donald’s executive vice president for more than 30 years.

Personally, I’m very grateful for all that George has taught me in the more than two years I’ve been working with him. Here’s a gem from George, in response to my question regarding what his number one piece of advice would be, when going into any negotiation: George advises that you know what the other person wants. While this seems so simple, most people don’t ever really know about it or apply it.

Visit Amazon and search on “George Ross.” Buy his books. They’re very valuable. George Ross, I’m grateful for you.

Wayne Allyn Root is another great friend of mine. Visit http://rootforamerica.com, for more on this remarkable man, who has the highest level of energy of anyone I know. He has taught me and others a lot about his uniquely powerful system of “positive addictions,” which includes action steps that develop mind, body and spirit.

Wayne is very successful and he attributes his success to the use of a very clear goal-setting system with your vision of longer-term and shorter-term results. He finds pictures of outcomes he’s creating and has a “dream book” he puts together using those pictures. He keeps this by his bed and he spends time with it every evening.
Wayne is absolutely relentless about goal achievement, whether it’s a daily goal or one that’s four or more years out. Very soon, you’ll be able to register for a monthly call with Wayne. If you’re subscribed to my list at: http://buldingbusinessprofitsfast.com, you’ll receive an announcement as soon as this is available. Wayne Allyn Root, I am grateful for you.

I could write a complete book on very successful and notable people who are my friends and advisors. Maybe I will, at some point in the future. For now, I’d like to mention one more of my great friends and a remarkable man. I first met him when I was in the audience at an event in Hawaii. I watched him deliver a powerful presentation on the keys to his success and then, as he started talking about his latest venture, he started taking off his suit jacket, then his tie, then his shirt.

Under his shirt, he wore a very tight athletic shirt and you could tell he was in tremendous shape. This is man is Joe Sugarman. He’s in his 70’s now. Joe’s a legend. He’s the founder of the Blueblocker Sunglass Company and, while his sunglasses are revolutionary, it’s his amazing marketing and copywriting skills that place him in the top tier of the elite. Google Joe and read all his books – if you can find them all. Several are out of print. You should get them, if you can.

Joe has taught me a lot about marketing and writing great sales copy. Knowing him has helped me in many other ways. Joe’s an outstanding, caring, giving person. Being around him is calming and he always listens as if he were still a newbie. Joe has coached me through an amazing physical tune-up process – and I’m now overdue for another one. How this relates to time management is that, by his personality, people will do almost anything for Joe. Today, he runs several businesses, keeps himself in tremendous physical and mental condition and nurtures professional and personal relationships. He does that and more because he prioritizes what’s important and accomplishes those tasks by focusing on what he does best, while always allowing others to do what they do best. Joe Sugarman, I am grateful for you.

Think about every process in your business that you personally handle now that could be handled by someone other than you, with less or different experience. Be sure to identify those processes that require your direct involvement at the management level. The principle is to leverage those tasks that should be done by others while remembering that, as business owners and leaders, we remain accountable for the ultimate outcome.

Remember the surgeon. What processes in your business are not uniquely tied to what you must handle for your business? For the surgeon, it’s the actual work performing the surgery. For you, it should be anything that’s essential to you achieving your revenue and profit goals. I believe you’ll find that most of what you absolutely must handle yourself will fall into the category of strengthening important relationships and building new ones.
There are many time management techniques. The one most important technique that can quickly get you from where you are to a 30% increase in your profits is breaking down and re-assigning all the processes in your business that can be moved off of your plate. This puts more time in your hands to focus directly on marketing and managing your business growth.

Most business owners and leaders I’ve worked with find that executing this one process results in the profit needle moving up very quickly. More important is the fact that it will result in the development of an increasing number of amazing relationships.

Action Steps 


1.  Every week, identify the top 20% of all you do that will make an 80% or more improvement in your revenue and profits. Then, focus 80% of your time on that 20%.

2. Use the Accelerated Accountability Worksheet to facilitate implementation of the 80:20 program. You’ll find the Accelerated Accountability Worksheet in this book, in the bonus section.
3. For each important relationship for you business, develop a list of what you offer them that will help them. Your relationship development program should focus on how you can help them. The more you give, the more you gain. “Givers Gain” is the theme of the largest networking group in the world: BNI Business Network International. It is absolute truth.

Bonus:

Relationships -- the “Key Behind the Key”

The single biggest reason I’m where I am today is because of relational capital. The relationships you have and the relationships you’re now developing are the “the key behind the key” when it comes to quickly moving forward.

Late in the summer of 2009, I launched an online membership site using the social media I discussed earlier. However, it wasn’t producing like I’d anticipated. I reflected on my current situation and compared it to those periods in my career when I was "on my game" and doing very well financially.

I then realized that the main difference was my personal relationships with highly successful people. This was the variance that made itself known as I looked back – the variance between who I was personally connecting with now versus who I was connecting with when I was far more prosperous. That was my tipping point. I had tens of thousands of people in my online network and I was personally meeting with almost none of them. In the past, the personal connection between me and my contacts was one of the sole reasons for any success I experienced.
That day, I made a commitment to re-establish a much tighter connection with a vibrant network of successful people. I visualized that network already being back in place.

Several weeks later, I received a phone call from a person I didn't know. I spent some time with him and, with that one phone call, my business and my real estate coaching career started to climb again. This also led to me setting up an additional network of successful people.

Not a day goes by that I’m not working very hard on this aspect of my own business. My relationship capital keeps getting stronger because I now constantly keep it in focus and because I give as much to each relationship as I get out of it.

“The Law of Reciprocity” or "What goes around comes around"
When you add value to another person, you also receive a reward. Just yesterday, I received an email from a person who said he would have most likely lost his business if it weren’t for the relationship we had and the coaching we did together in 2011. The proof is in the feedback.

I’m going to present the steps to developing valuable relationship capital right now:
One: Network Marketing or MLM
One very important principle to learn is benefiting from products that are already in use and have proven to create profit. I believe in and have seen proven results of two different companies and I’ll tell you about them in just a bit.

First, consider this: A great bonus asset in a good network marketing company is the training and resources you can get at very low cost. This is why companies like these also present an easy and effective startup opportunity, if you’re unsure of where to go first.

The companies I recommend are Send Out Cards and Organo Gold.

• Send Out Cards. The service itself is a great use-of-time leverage. I can sit at my computer and send personalized cards and letters faster and easier than going to the store, picking out a card, addressing it and getting it into the mail. The service fulfills a legitimate business need and a business selling Send Out Cards can be started for about $300.

As I’ve said before, communication is very important and sending personalized cards is the one absolute tool I use for building my relationship capital. This company’s product is as useful as the network marketing opportunity they offer is profitable.

• Organo Gold. Imagine offering incredible health benefits with coffee, tea, hot chocolate – essentially whatever people are already drinking. I joined this company about a year ago and can attest that if you join, the Gold members are compensated to the max!

If you want great training in networking and marketing online and offline, join a solid network marketing company. If you’re just getting started along the path of establishing your own business, join a network marketing company. If you’re curious about great training and you’re not sure which company you would like to join, first check out http://networkmarketingpro.com, by Eric Worre. Eric has hundreds of training videos and they’re all free. In fact, even when you’ve selected a company to be part of, keep studying Eric’s videos.

Two: Coaching
Investing in some coaching is the best way to understand and actually apply all the skills I’m teaching you now and ensure that you make them work within your specific situation. Join a coaching program, but make sure you find the right coach for the areas where you specifically need the most support. More than one coach is often necessary, if you’re serious about making the jump to growing profits quickly.

You can go directly to my sites: http://stevepholit.com, or http://thebookonbusinessprofits.com, for additional advice, insights and links on coaching and how to get started.
Do you want to talk about the coaching process and see if it’s right for you? Call me at 727-587-7871 or email me, stevepohlit@gmail.com, with “Important – Steve” in the subject line.

Will I coach just anyone? No. That’s not possible. However, I’m reserving 10 coaching slots for the right students who come to me as a result of this book. For those who aren’t a great match for me and who still want coaching, I’ll refer you to one of my colleagues who I feel is a better match for you and for your needs.

Three: Leverage
As I’ve said many times already, leverage yourself. Surround yourself and your skill set with people who have the money to invest in something great.

An example:
I’m looking for someone who is energetic and committed, to introduce Organo Gold to every coffee shop in my market. I’m willing to sponsor the right person into the business who has the drive and willingness to succeed and who is able to support their personal expenses for four to six months while the business builds into profitability. If you’re this person, contact me immediately. I also have other opportunities available, if this isn’t your cup of coffee…so to speak. For example, visit http://tampacapitalpartners.com, and check out the “Apprentice” tab. I’m now recruiting my second apprentice in the Tampa market. My first apprentice is doing extremely well and we’re ready to expand.

See the leverage I’m building for myself with this? It’s a real offer…but it’s also a perfect example of my plan to leverage Organo Gold and my real estate investment firm into serious profitability. Additional help. Apprentices who can grow my business then grow into it, taking tasks away from me that I have no business putting my time into.


Four: Network at Business Events
Networking events expand your ultimate opportunity to achieve success. You have no idea the power and profit potential you can achieve when you combine and expose resources at these events. The possibilities are endless. My real estate investment business began to grow as soon as I became a regular attendee at real estate investment association meetings in the Tampa market. My relationship capital continues to grow by attending network marketing meetings and business educational events and meet-ups. Yours will, too.

Five: Relationship Capital
I can’t stress the importance of relationship capital enough. I feel I must drive home the importance of building relationship capital, especially if you’re serious about reaching your goal of 30% increase in profits in 90 days or less. My best current example of the value of relational capital is in my real estate investment firm, where fairly large sums of money are needed on short notice for good deals, since really good deals are developed and not listed. In the past month, my firm has developed commitments on short notice for over $1.5 million for real estate deals. In most cases, the commitments came from sending a deal analysis executive summary followed by a short phone call. While fast, it took two years and longer to develop more than half of those relationships. However, once the momentum is developed with credibility and success, it becomes easier to attract quality relationships.
The Steps I Have Found To Be Most Effective Are:
· Offering value, which can be something new you’ve learned, helping with a question or situation that the other person is dealing with or simply making something they’re working on easier. Another great way to help is introducing them to someone who can best help them with their business, if you can’t personally assist.

· Following up with Send Out Cards, phone calls, meetings and email (email is not very personal, so use this option selectively).

I also stress – again – the value of coaching, whether you have no idea where to go to start your business venture or you’re a seasoned business owner currently struggling in a tough economic climate.

Don’t overlook the power of the right help. Coaching is a serious combination of accountability, guidance and leverage that’s simply too powerful to ignore.

Conclusion and Bonus Products:

There’s a ton of valuable free information I’ve put together for you. I’ve mentioned it throughout this book. For your convenience, I’ve created a page with all the links to these bonuses, with just a few exceptions, including direct link reminders and one very special bonus, that you can access right here:

Bonuses:
Direct Links to My Business List
http://stevepohlit.com
http://buildingbusinessprofitsfast.com
Direct Link to My Self Development Program
http://stevepohlit.com/getting-unstuck
http://manifestmastermind.com
Bonus Page with Downloads of:
Visionary Blueprint
Accelerated Accountability Worksheet
Financial Plan Sample – Industry
Financial Plan Sample – Real Estate


Find all these downloads at: http://buildingbusinessprofitsfast.com/bookbonuses
Special Extremely Valuable Bonus:

Remember what I said in this book about putting as much into each relationship as you get? Because you purchased this book and you’ve read this far, I’m pleased to offer you a complimentary 30-minute coaching call with me, Steve Pohlit. Just send a brief description of your business and your top two current sticking points to me and your complimentary session will be scheduled fast. Send an email with the subject, “Important – Complimentary Coaching Call,” to stevepohlit@gmail.com.
Even More Bonuses: When you subscribe to my list, I’ll be sending links to free resources that I personally find very valuable. The bonuses simply do not stop!

In Closing:
Thank you for reading this book. I know your time is valuable. It’s been my intent to “over deliver” guidance and actions steps that will skyrocket your revenue and profits as you implement them. Beyond business performance, I’ve shared with you ideas on what has helped me improve the overall quality of my life the most. I hope you have the same experiences.
I’m confident you’ll be pleased with the results you experience when you follow all the action steps closely with a relentless commitment to achieving very clearly defined success goals.

If you’re having trouble with any of the information, with the action steps or with the formulas I’ve provided, simply call me at 727-587-7871 or email me at stevepohlit@gmail.com with “Important: Stuck” in the subject line, so I can help you better understand and overcome whatever hurdle you’re facing with the process. Remember – don’t simply skip over a misunderstood word or concept you might discover here. You can easily miss the bigger picture intended for you.

Again, working with a coach who will guide you and hold you accountable is truly worth its weight in gold. Don’t get stuck and quit. Get a coach to walk you through why you’re stuck, so you can attain unimaginable wealth and prosperity in your personal and business ventures. This can honestly prove invaluable when reaching for a goal of a 30% or more increase in your revenue and profits in 90 days or less.

You have the foundational keys and the resources to create your financial independence right here and now. Keep the steps for success at hand. Practice the formulas I’ve included and remember the fundamental keys that most businesses and entrepreneurs miss. When you do this, you’ll quickly find yourself in the Top 1% of all performers and earners.
   
Meet the Author:
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Steve Pohlit

Most of the people I know who are very successful have surprising backgrounds. When you read the following highlights of my professional career, it may seem like I had some special start that enabled me to accomplish all of this.

My start was the damn cleaning, yard work, gardening and numerous other chores my mother made me do before I could do practically anything else – especially social activities after school.


I was the oldest of four children in a household of very modest means. By many standards – mine included – we were poor. I knew we were poor because I had friends whose families lived differently from mine and I didn’t like how I lived. I didn’t like the clothes I had and didn’t like how I never had money. So, I learned to make money. I had a paper route, I caddied at the country club, I learned how to play drums and joined a band and we made money playing at clubs and for weddings.

I associated hard work with making money. That served me for awhile. At some point, however, that continual hard work led to frustration. Later in my career, when I’d achieved boardroom status, I was still frustrated. That led to entrepreneurship, which actually turned out quite well, initially. Then, as I aggressively made more entrepreneurship decisions, I made some bad ones and lost just about everything…except for my talents.

I remember one night, not that long ago, I was in an extremely stressed state of mind. I began asking myself some questions:  

· Do you think you will be homeless?

· Do you think you will starve? 

· Do you think you will lose everything?

· If you lost everything, how much money would you need each month to come back strong?

That night, I knew I’d never be homeless, starve or lose everything. That night, I knew $1,000 a month would pay for a cell phone, Internet access and basic necessities. I also knew I could make more than $1,000 a month.
Once I knew these answers, everything seemed to become unblocked. I became relaxed and confident. Things began moving forward very rapidly.

The following is a tree-top summary of my professional career. I wanted you to know there’s more to me than those accomplishments.  In other books, I will share even more of my life. I now realize that the more I share, the more I help others. 

Brief Career Summary
Early in my career, I was an internal auditor for several companies and earned my certified internal auditor certificate. In the 1980’s, I worked for Arthur Anderson & Company, where I grew the firm’s client base and revenues by tens of millions.

I’ve also served as Chief Executive Officer and Chief Financial Officer of major companies, including Safelite Glass Corporation, Drug Emporium, Nationwise Automotive, Technology Services International and companies in the restaurant, convenience store and real estate development industries.

My areas of accountabilities have included: financial reporting, business plans and recapitalization, marketing, SEC/GAAP/Audit, strategic planning/budgets, profit improvement/reengineering, and finance. I have a proven record of accomplishment in the Big 8 (now Big 4) as CFO with companies at $40,000,000 to $1,600,000,000 and I’ve been Chief Executive Officer of companies with revenues up to $50,000,000.

I attended Xavier University, where I earned my MBA with a GPA of 3.76 and Clarion State University, where I earned my BA in Business Administration and Accounting. I hold a CPA license and I’m the Executive Director of Life Rights: The Peace through People initiative.

I coach business owners and Fortune 500 companies and I’ve developed the system you now hold in your hands. This system is the direct result of my experience, of the people I’ve met and of my continual study of business and financial successes and failures. Online businesses that I run generate cash profits and I’m an international speaker to groups of incredibly successful business owners, entrepreneurs and people looking to start their own business.

I’ve developed a following on Facebook, Twitter, YouTube, LinkedIn and on my blogs. This has enabled me to help hundreds of people – possibly thousands of people – discover their own true personal income potential. You can also be part of this list of people who benefit from my blogs and free online courses, in addition to my personal advice for your particular business situation, by visiting my Websites:

http://stevepohlit.com
http://manifestmastermind.com
http://www.tampacapitalpartners.com http://usrealestatepartners.com
http://buildingbusinessprofits.com
http://facebook.com/stevepohlit
http://linkedin.com/in/stevepohlit
I hope you benefit from this book and I want you to know you are always welcome to Email me at stevepohlit@gmail.com or call me at 727-587-7871.
I look forward to hearing of your progress as you quickly make your way to a 30% jump in profits in 90 days or less.
A Final Comment
What drives me is an enormous love for developing successful businesses and teaching people what works. Coaching and teaching through writing and speaking is the most gratifying work for me. For me to have the confidence in what I’m teaching, I learn from others and I implement what I learn with my own companies, to achieve the results of those I coach. That’s why I’m here – to serve those who want to learn from what I’ve learned and continue to learn…business and professional.
Sending You Universal Energy of Great Health and Prosperity in All Areas of Your Life,
-- Steve Pohlit

Bonus Reports:
Bonus Report 1:

Building Business Profits Fast:  The Principle of 7 and 70

“There is only one correct way.”

” You cannot fail if you follow this system.”

Those were just a few of the statements being made by a man I could hardly see or hear as I was sitting near the back of a very large room. I had to ask more than one person, “Who is that man? What is his name?” Once I heard it, I asked: “Can anyone spell it?”

All of his statements sounded like many other marketing headlines that were mostly in the category of bullshit. But there was something about this man. As I watched him, I wanted to know what he was talking about. I wanted to know how he learned it. I wanted to know the source and more about his track record.

He said he owned 24 companies and one of them he grew from $1 million to $100 million in revenue in three years. He said his home was in Clearwater, Florida – probably about thirty minutes from my home. I kept wondering why he hadn’t heard of me <grin>….I mean…why I had not heard of him.
That was my first introduction to Meir Ezra.

In one hour, I made a commitment to begin attending his training. Since that start, I’ve attended about 180 hours of training in three months. I’m scheduled for another 100 hours in the next three months. (Visit www.thegenioustour.com for up-to-date information on Meir’s events.)  I’m coaching students with him on the implementation of the core components that every business needs to have in place. With all of that, I’m an amateur at best and, as I reflect on that status, I’m grateful for the opportunity to expand my expertise with Meir and his team.
The amount of training I’ve had shows me I’m at a very early stage of development in the knowing and application of principles and tools whose application will propel any business into much more prosperous revenue and profits. This bonus section is intended to give you a glimpse as to the enhanced ways I’m learning to look at companies. There are licensing and copyright restrictions on the original material. However, Meir has reviewed this special report and he told me I’m “in ethics” sharing this with you here.
Let’s proceed!
7


Every organization, whether there is one person or 10’s of thousands, has seven divisions. These divisions are not what most of us think when we use the word divisions. For example: Apple has divisions, including iPhone, iPad, Mac, etc. Until the death of Steve Jobs, Apple managed their company using the 7 divisions I’m referencing here. Meir showed us that Steve Jobs used the “Org Board,” with these 7 divisions, up until his last days.
Here is what’s most important about these 7 divisions:
· They provide a roadmap for how you build the people in your business as you grow.

· In the early stages of development, one person is responsible for more than one division. As the business grows, being responsible for and/or working in more than one division is in conflict. For example, one of the divisions includes sales and marketing to customers. Customer service is another function. Normally, customer service handles product and service issues. Customer service is in another division. This maintains the positive energy of the sales personnel in the sales division. Another example is product delivery, which is another division. Quality control is the responsibility of yet another division. In summary, crossing divisions is a problem and that’s true for an entrepreneur as well as a multi-billion dollar international company. The sooner you’re able to have the right people in each division, the faster your revenue and profits will grow.

With this information, you should be able to figure out at least two or three of the remaining four divisions that I’ve not discussed. Defining and discussing these divisions is not the key for you at this point. The key is the process of running and growing a business with a fail-proof formula. The “Org Board” is part of this formula.

One way to learn more about this concept is to contact me for a complimentary coaching session. My number is available throughout this book, for your convenience. Steve Pohlit, 727-587-7871, Email stevepohlit@gmail.com.
70
Statistics are where you want to turn when structuring a business for maximum revenue and profit growth. Meir teaches there are 70 statistics for each business to measure. He also teaches not to try to have an organization capture all 70 to begin with. There are 10 statistics to begin capturing.
As an example, revenue is a statistic and one of the top 10. The number of asphalt shingles installed by a subcontractor for a home repair or renovation would be an important statistic for monitoring the status of a roof replacement. However, to start with the asphalt shingle statistic can be problematic, since policy and standard steps need to be defined and training programs implemented first. Overwhelming an organization with change is the opposite of the goal you want to achieve.
In the example of capturing the revenue statistic, our interest is in the trend. To see the trend, the statistics need to be graphed. I’m already coaching all my students on defining and graphing key statistics, starting with revenue. For example, using an Excel spreadsheet, capture your revenue by month, for each month since January, 2011. Graph it with the Excel spreadsheet. Is the trend line positive, negative or flat? There are actually six graphical gradients. Whichever condition your revenue graph represents, there’s a formula to be applied.
Summary
Meir devoted 42 hours over 3 days teaching a group of us the principles of statistics, trend lines and the formula for action. When I first heard him speak, he said you cannot fail following the system he teaches. I now see that it is impossible to fail by applying the principles and correct formula.
I titled this bonus section, “7 x 70.” There is a biblical lesson in that formula. At a more secular level, I learned from Jay Abraham what happens to results when you increase items per transaction by 10%, sales revenue per transaction by 10% and number of customers buying by 10%.  Now I see the astronomical possibilities of applying the measurement of 70 statistics in an organization that’s managed using the 7 division principle.
I am aggressively implementing 7x70 in my companies and with my coaching students. Several people I work with have invested in a more accelerated business development program with Meir. There are several ways to get started and one of them will fit most budgets.
You have now been introduced to information that makes it clear it’s impossible to fail if you correctly identify your current condition and then apply the formula for that condition. I recently wrote something on my Facebook wall that I’d like to leave you with:
“Do you think there could possibly be a formula to follow for whatever condition you find your business or in your life? You’re correct! There’s no single formula. There’s a formula for each condition. Do you think this is bullshit? You are correct. Do you think this is truth or open to the idea of this truth? You are correct.”
Steve Pohlit

www.stevepohlit.com
www.buildingbusinessprofitsfast.com 

PS: Follow Meir Ezra at www.thegeniustour.com
Bonus Reports:

Bonus Report 2:

Shadows of The Leader
by Brian Hill
www.BrianHillandassociates.com 
Personal Note: This information is incredible. It’s almost a book on its own. Pay very close attention. Brian is a great friend and expert. He’s delivering amazing value and insight on a very popular topic. Thank you, Brian! -- Steve Pohlit

When I was approached by Steve to write a bonus section for his book, Building Business Profits Fast, I had to ponder long and hard on the subject I could cover that would compliment and be congruent with the valuable topics already covered by Steve. My background was somewhat different to Steve’s. I worked within complex and highly regulated industries in the Pharmaceutical, Biologics, Radiopharmaceutical and Life Science sectors. I could write about what’s applicable in those industries that’s equally applicable to all other types of businesses or industries, small or large.
That’s when I then came up with the notion of writing about Leadership. If you want to succeed in whatever you do you in life, you have to understand some of the fundamentals of Leadership.
So – this bonus section is an introduction to Leadership, providing some of the tools a leader can use to succeed. Whether you’re an executive in a large corporation, a new manager, a team leader in production, a small business owner or a leader without a title, I hope you enjoy this bonus section, which is essentially made up of summaries from my HRe - Human Relationship Excellence series of articles.
If there are sections you don’t quite understand and you need further clarification, please don’t hesitate to contact me. If you need more details, it’s available for each of the topics covered. If you’re interested in obtaining more information on other information covered within the HRe series please, contact me at http://brianhillandassociates.com, or call me directly at 787-340-7301.

We do offer training programs that can be tailor made and/or adapted to your particular industry, company or need. If you would like to learn more about these programs, contact us at: http://brianhillandassociates.com.

Shadow of a Leader 

We may not realize it, but we all cast a shadow to those around us. The shadow we cast can provide a positive or, in some cases, a negative influence to others. Great leaders such as Gandhi and Martin Luther King cast such a huge shadow that they still resonate now, far beyond their own lives. Gandhi and Martin Luther King advocated non-violence. Their non-violent protests over conditions at that time ultimately changed the world, as we know it.

The good news is that you don’t have to be a world leader to cast a shadow of significance. The not-so-good news is that you may be casting a shadow that doesn’t reflect how you would currently like people to regard you and the contribution you offer.
Take some time to look back and reflect on just who did influence you … who was and is in your circle of influence.

Over time, those influences have shaped your belief system, which in turn creates the filters on how you see and interpret what is around you. Couple that with your emotional state and the result is that each one of us alone creates the life we get to live.
Think about this for a while. Your ‘circle of influence’–  the people that you surround yourself with and your emotions – affects the way you look at the world and live your life.
This is backed up by recent research in human brain science that shows human perceptions are shaped by past experiences. There are times when people just do not see what’s right in front of them. That is also true for organizations. They, like the people in them, wear invisible “blinders” that limit the view of a possible future.

So – just what shadow do you believe you’re casting today? Are you proud of it? If you had a choice, what shadow would you wish to cast? You do have a choice.
This may not be easy, or it may make you feel uncomfortable, but I’d like to take time to imagine that today was your very last day here on earth. How would you like your family, friends and colleagues to remember you? What kind legacy do you wish for yourself? Do you need to change something to create the legacy you desire?
If you do have to change something and you determine that your current shadow is in need of bit of an overhaul, then you’ll have to start expanding your belief system – expand it to see new possibilities. Basically, if you want to change your life and how you appear to others, all you need do is change your mindset. This sounds easy, but it’s not always so simple. This is an area where coaching or mentoring can definitely help you accelerate the process.

For valuable information on the topic of mindset, I recommend you check out some of Steve Pohlit’s free course material at: 

http://stevepohlit.com/getting-unstuck
http://confidencesuccessblueprint.com 

http://manifestmastermind.com
Decide what small steps you need to start taking now to create the future and a legacy you want. Your future starts today. Make today a worthy one.

Note: There is additional detail available for this topic. If you would like more information or coaching, please contact me at http://brianhillandassociates.com or call me at 787-340-7301.
Ripples
All your decisions and actions create ripples. These ripples not only affect those people directly impacted by those decisions and actions but also, indirectly, all the people around them and those on the fringes.
The relationships you form with people profoundly impact your life and theirs. These relationships are formed and influenced by chain-of-consequence driven actions, each spawning new actions and new consequences, which at some point in time come back to you – just like throwing a stone into a pond. You throw a stone into a pond and, as it hits the water, you see ripples appearing from the point of impact. These ripples eventually become invisible to the naked eye but, at a molecular level, the kinetic energy transfer is still taking place. Once the ripples hit shore, then there is a reverse ripple effect back to the point of origin.
The ripples generated by your decision and actions will at some point in time come back to you.
Let me give you a universal example of this. Think about a day when you’re in the supermarket and next to you is a mother dealing with a screaming red-faced child fully engaged in a high-level “I want it, and I want it now” tantrum. How the mother reacts to this event affects just how you and others around you feel. Typically, it starts in your head (and in the heads of others) with a, “Why doesn’t she DO SOMETHING?”

Even if you’ve never had personal experience in handing such a situation directly, you can’t help trying to deal with it by offering the mum loads of “telepathic” advice: “Ignore him,” “Chastise him,” “Smack him,” “Pour a bucket of cold water over him,” “Reason with him,” “Acknowledge his innate human right of freedom to scream,” etc.

Whatever the action eventually taken by the mother, there’s a ripple created, impacting you and all those other folk around you. The combined ripples from you and the crowd around you push back toward the mother, influencing her emotional state and her further actions.

I’ll leave you to think about how emotionally drained or angry she, you, and the bystanders might have felt at that time. Think about the longer-term effects to the mother, to the child, to the father (who, incidentally, wasn’t even there), to you and to the people around you. In reflecting back, some of you may even be able to re-experience a twinge of what you were feeling back at such a moment in time. That’s the power of the ripple effect. It lingers invisibly behind the scenes.

To make a ripple, you don’t have to start with a huge stone. Even a small pebble can cause the ripples that lead to a dramatic effect.
Note: There is additional detail available for this topic. If you would like more information or coaching please contact me at http://brianhillandassociates.com or call me at 787-340-7301.
Self Leadership

Leaders are made, not born. Leaders don’t even have to have a title. Even if you don’t want to pursue a career that is traditionally thought of as leadership, you can still be a Leader. How? By leading yourself and setting the example that others will desire to emulate.

Aim to be preeminent, indispensible, the best at what you do. Learn how to persuade, influence and negotiate. Carefully nurture relationships for the long term. Relationship capital will become your greatest asset.
Be emotionally savvy, find out how you can help others and give people the gift of you listening to them. Develop a “We” rather than “ME” point of view. 

Don’t be blinded by your attachment to the past and your fear of the future. 

Most of us strive for success of some kind and, for each of us, that success can be different. Whatever success you wish for, there are four foundational Leadership traits that will help ensure you reach your goals and purposes:

· Integrity –honoring one’s word.
· Authenticity – being who you hold yourself up to be for others and for yourself.
· Being committed to something greater than oneself.
· Being the cause in the matter of everything in your life – take responsibility and accountability.
Note: There is additional detail available for this topic. If you would like more information or coaching please contact me at http://brianhillandassociates.com or call me at 787-340-7301.

So you still want to be a Leader!
Leading is without a doubt one of the most interesting, exciting, diverse, competitive, challenging things you can do in your profession, whatever that may be. Experienced and specialized leaders are in a league of their own. Whether you choose to be a great business Leader, or a Leader who is the absolute best at what you currently do – i.e. the very best manager, the very best admin, the very best operator, the very best cleaner, the very best receptionist, the very best machinist, the very best at whatever – mediocrity will never be an option and continued growth will always be essential to you.

Experienced Leaders are multi-faceted, indispensable and, because of their experience and diversity, it makes sense for companies to actively seek them out and retain them.
So – one of the challenges as a Leader is to understand what will set you apart from the rest? How will you differentiate? What makes you a great Leader? What makes someone else a mediocre Leader? And, what makes people destructive leaders? Knowing what position you and others have on the Emotional Scale will help you answer these types of questions.
Key for you will be your ability to harness your past intellectual and technical experiences and generate new experiences by expanding your knowledge, honing your critical thinking skills and learning how to become a Leader – with or without a title.
So – what kind of leader do you think you are now?
In the spirit of authenticity, ask yourself this question: “When I interact with people, do I tend to be a Multiplier or do I tend to be a Diminisher?”
Do you inspire them and awaken their passion or do you leave them de-energized and spiritually low? 

Be aware that, at the very extremes, the multiplier can take a team of average people and, by instilling the right mindset, purpose, drive, focus and strategy, achieve something truly extraordinary. The diminisher, however, can take a group of highly talented and extraordinary individuals and ultimately destroy them.

Aim to be a Great Leader

Great Leaders seldom accept negatives. Great leaders are capable of moving into abstruse, sometimes inimical situations and are able to sense what changes need to be made. Great Leaders are motivated by concepts and a strong desire to have a constructive impact on goals of the organization. They want to be the best – not just for themselves but, more important, for the greater good of the company they are supporting at that moment.

As a great Leader, it will become an expectation that you can recommend a solution tailor-made to meet each goal or each problem faced by the organization. It’s therefore vital for you to have a broad and diverse knowledge base in your field of specialization. You need to learn your craft and gain the knowledge and experience from those that went before you. Become an apprentice and heed the wisdom of coaches and mentors.
It’s also wise to gain knowledge and experience in many different areas associated with your field of expertise and/or in as many different fields that might be relevant.
In his book, Good to Great, author Jim Collins provided results to studies he and his team did on companies that had made a sustainable leap from Good to Great. He concluded that great leaders have a paradoxical mix of personal humility and professional will with ambition first and foremost to the company and not to themselves. They are great succession planners and aim for ongoing future success. They tend to be humble, self-effacing and understated versus those who have gargantuan egos. They are fanatically driven to produce sustainable growth and results. They recognize success in others and take the blame themselves for failures. They take responsibility and accountability.
In all types of leadership, you must avoid complacency. The status quo is not a place where personal or company growth will appear.

Take a look at the list below and ask: “Where do I tend to spend most of my time right now?”
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Happy with good enough Happy with perfection only
Frustrated, the victim, blaming Accountable for the Good or Bad
Operating from fear Operating from Confidence
Avoids risk Manages risk
Avoiding confrontation Confronting
Loves to feel comfortable Ignores current comfort level for future

In the past In the now and the future





If you want to take control of your life and circumstances you must start developing and practicing the traits of a Great Leader.

Using a coach or mentor will most definitely help you in this quest.

Note: There is additional detail available for this topic. If you would like more information or coaching please contact me at http://brianhillandassociates.com or call me at 787-340-7301.
The Great Leaders’ Toolbox
There is additional detail available for each of the toolbox topics covered below. If you would like more information, coaching or training developed specific to your business, please contact me at http://brianhillandassociates.com or call me at 787-340-7301.
Every great leader has in his or her possession a common skill set or tools they require in order to be an expert in their field:

1. Believe In Yourself

Be authentic with yourself. What you can envision can be achieved. Look around. Every building, every car, every airplane, every technology you see around you was once one person’s vision that was turned with action into a reality.

2. Protect Your Reputation

Leaders should always keep in mind that relationships should remain at a professional level. Protect your public reputation above everything else – you will not get an easy chance to repair it if it’s damaged. Be honest, be authentic always.

3. The Ability to Apply Critical Thinking and Act Independently

Good leaders are usually self-starters and self-assured. They are independent thinkers and do not always rely on direction from others. They have to come up with solutions for problems, sometimes based on sketchy information at best. This is another reason why the leader must be familiar with several different methods of working. A leader who only knows one way of doing things may not know the best way. He or she is not presenting his management with a choice or with the benefit of a range of expertise.


4. Time Management

Manage your time well. Time is something you can’t get back. 

Leaders should look for ways to adjust their work style to accommodate the schedule, budget and overall requirements of the day-to-day and projects. This is particularly true when faced with pressure to maintain high quality within finite time and budget constraints. Be sure to plan ahead for as much as is possible. Ensure there are contingency plans for every possible scenario. There will always be an “unforeseen,” a “miscommunication,” or a “misunderstanding” that could set you back.
De-clutter your life and confront the issues that are keeping you stuck. Apply the principles of:

[image: image3.jpg]START-CHANGE-STOP




Basically, when you start something or are given the responsibility of leading a project (START), take the actions needed to reach a goal (CHANGE) then close the cycle (STOP).
A lot of the clutter in our lives is due to failure to close the Start-Change-Stop cycle. A consequence of this is delays as we fail to confront the open ‘stops.’ Another consequence of this is distraction, worry and lack of focus as we keep going back to these open items. At worst, this can lead to action paralysis as you try to plan which priority you need to tackle first, then second-guess yourself as additional demands on your time come along.
Spring clean and CONFRONT YOUR ‘STOPS.’ Don’t squander time on activities that don’t lead to positive actions and outcomes.
5. Judgment

Leaders are required to have good judgment when confronted with a problem. Never, ever, ever jump to conclusions. You must take time to consider the facts, to get feedback from peers and management, to take time to evaluated data before reaching a decision. Trust what you hear but always verify with the facts.

6. Team Player

Understand that you are part of a team. Team players are willing to learn from team members, genuinely valuing the input and expertise of others. In this team environment, there must be integrity, respect and honesty. It’s important to establish a collaborative relationship with your co-workers. Always remember a focused and motivated team will achieve much, much more than the individual working alone – no matter how good that individual is at what they do.
7. Good Communication Skills
Continue to develop good oral and written communication skills. You should be able to communicate your opinions effectively. Successful leaders become skilled at adapting their message to their listeners. For example, you should be able to effectively communicate the detailed technical side of an issue to technical peers while keeping your message understandable at the appropriate level for non-technical management or decision makers.
Just how important is it to have good communication skills?
A story by Dr. Nido Qubein, President of High Point University, NC
A young man whom Dr. Qubein had known since he was in high school stopped by to see him and proudly display his new MBA. “I know a master’s degree alone doesn’t guarantee success,” he said. “What do you think is the most important quality for someone who wants to become a business leader?” Nido answered, without hesitation: “The ability to communicate. Individuals who communicate effectively with people at all levels, of both genders, and from a variety of cultures and backgrounds are today’s pacesetters.”
Reduced to basics, communication consists of sending and receiving messages and those messages being understood by the recipient.
Communication is the interchanging of ideas – individual-to-individual, individual-to-group and group-to-group. The failure of a group to communicate ideas within itself will result in the failure of the group; the failure of communication between the group and its leader will result in the failure of leadership. Problems and issues that are often blamed on poor leadership, insubordination or ineptness may actually be attributed to failures of communication.
To quote Dr. Qubein: “In a modern organization, communication requires more finesse. The leader is not a transmitter of commands but a creator of motivational environments.”
The most important rule of communication is: Make it clear and understandable.
How can you recognize the symptoms of poor communications in an organization? Some symptoms are as follows:
· Excessive meetings, discussions and conferences which do not result in positive actions that move the group or move the organization forward

· Excessive emails

· Silo mentality

· Missed deadlines

· Over promises and under-deliveries

8. Involve Others

Saying “I don’t know” is often an honest answer to a question. An even better answer is, “I don’t know, but I know people who do know. I will get the answer for you.” Leaders don’t know everything, and shouldn’t be expected to know everything. Saying “I don’t know” won’t damage your prestige. Learning to leverage other peoples’ skills and knowledge will help you exponentially move ahead.
The more you can build meaningful relationships the better success you will have. People will do more for you because they like and trust you.
People respond to the art of charm versus the art of smarm. Be real with people. Build trusting relationships for the long term.
9. Develop Expert Knowledge and Feed Your Mind

Your knowledge should be broad enough to know when to ask questions and/or where to research to find solutions and/or when to seek outside help.
Part of the leader’s responsibility is to ensure they continue to develop their knowledge and expertise in their area of specialization and those areas that are congruent. For example: If you’re an expert in manufacturing processes, then you also need to understand the basic principles of material supply, distribution, finance and waste management; If you’re a leader of people, you should understand principles of training, motivation, policy and procedure, time management, your legal obligations and interview skills; If you’re a leader in quality control, you also need to understand all the Quality Systems and interactions that are in place at the place where you work, the current regulatory environment, basic import/export supply requirements, external and internal intelligence that applies to your industry, your products, how they are manufactured, how they are controlled and how they are performing with the customers who use them.

Basically, not only do you need to keep current with everything around you, with new emerging technologies, with trends, with metrics and with statistics, but you also need to be business-savvy and fine-tune your so-called soft skills, such as negotiation, persuasion and strategic relationship alignments. Of all of them, your ability to create solid, long-term relationships will be your greatest asset.
Tip for feeding your mind: 

Get up one hour earlier and start the day feeding your mind technically, motivationally and spiritually.

There are many excellent books and recordings that can help your mind expand its boundaries. Create time to learn more.

Ideas without action lead to nothing. You also must know how to apply theory into practice and be skilled in using the appropriate tools to function efficiently in the job.

10. Practice the Art of Listening


“Listening does not mean simply maintaining a polite silence while you are rehearsing in your mind the speech you are going to make the next time you grab a conversational opening. Nor does listening mean waiting alertly for the flaws in the other fellow’s arguments so that later you can mow him down. Listening means trying to see the problem the way the speaker sees it, which means not sympathy – which is feeling for him – but empathy, which is experiencing with him. Listening requires entering actively and imaginatively into the other fellow’s situation and trying to understand a frame of reference different from your own.

“But a good listener does not merely remain silent. He asks questions. However, these questions must avoid all implications (whether in tone of voice or wording) of skepticism, challenge or hostility.”

-- Dr. S.I. Hayakawa
Concentrate on understanding what is being said rather than judging if it is right or wrong. Learn to understand what is not being said. What non-verbal gestures are being used? What are the underlying emotions and in what position is the speaker on the Emotional Scale?

What is the energy level?
Learn to ask good questions.
Another key to good listening is to be present in the moment. People have a conversation but, in reality, one or more of them is not really there. Their mind is somewhere else. How many times have you been at a meeting and someone is looking at their phone or computer, texting or reading a report while someone else is speaking? When you’re doing one thing but thinking about something else, you’re not really focused on either activity. The result is that both suffer. The consequences of this can be far reaching, resulting in: 
· Diminished creativity
· Making those trying to speak feel unheard, un-respected, under-value

· Poor decision-making due to lack of focus or datum
· Lower quality of life and relationships with your loved ones
· Inability to recharge your batteries so you can be more effective the next day
Excellent listening skills don’t come naturally. They need to be consciously worked on.
11. Roles and Responsibilities

Understand the responsibilities of your role, as well as the practices and parameters of the job.
Remember that each organization has their own preconceived view of the leader’s role and capabilities – views that will almost certainly differ from reality by varying degrees.
12. Develop Emotional Awareness

In today's business environment, companies are structured in such a way that almost everyone in the organization has some level of decision-making responsibility. Whether the decisions are big or small, they can have a direct impact on how successful, efficient and effective individuals are in their jobs.

It’s therefore becoming increasingly important for you to focus on and improve your decision-making skills. This may seem as simple as learning from one's mistakes but, in reality, it starts at a much deeper level, with understanding your own Emotional Quotient (EQ).
12.1 What is Emotional Quotient?

While it’s often confused with Intelligence Quotient (IQ), Emotional Quotient is different because, rather than measuring intellectual capability, it measures Emotional Intelligence. Emotional Quotient is the ability to sense, understand and effectively apply the power and acumen of emotions to facilitate high levels of collaboration and productivity. Emotional Quotient is important in business because it helps leverage an individual's awareness of their emotions for effectiveness in the workplace.

12.2 The Five Areas of Emotional Quotient

Emotional Quotient focuses on five areas within interpersonal and intrapersonal intelligence. Intrapersonal intelligence is the ability to understand oneself, while interpersonal intelligence is the ability to understand others.
Intrapersonal Emotional Quotient
I). Self-Awareness – The ability to recognize and understand your moods, emotions and drives, as well as their effect on others.


II). Self-Regulation – The ability to control or re-direct disruptive impulses and moods and the propensity to suspend judgment and think before acting.

III). Motivation – A passion to work for reasons that go beyond money and status and a propensity to pursue goals with energy and persistence.
Interpersonal Emotional Quotient
IV). Social Skills – A proficiency in managing relationships and building networks.


V). Empathy – The ability to understand the emotional makeup of other people. Simply put: If you haven’t experienced first-hand what another person has experienced, beware of coming across as patronizing or just saying something that you think would make them feel better. Be honest. A reply of “That must’ve been tough, I can only imagine how I would feel,” is a truthful answer.

12.3 The Emotional Scale

We can create more results and have more fulfillment if we live our lives with integrity, develop trust with others, act accountably, respect others, embrace change, give more and have a measure of balance. To do this, we need to maintain a healthy state of mind and understand the emotional state of others around us. One of the keys to applying emotional intelligence to this is by knowing what position you and what position others hold on the Emotional Scale:
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Decisions made in the Lower Mood States are often flawed. Develop the skills to pull yourself up to the Higher Mood States.
13. The Art of Style Flexing

When you’re able to recognize another’s style and what level they’re on emotionally and adapt to it, this significantly improves the communication between you. You basically speak the language that the other person understands and greatly improve your ability to hear what’s being said. This is called style flexing.

Trying to pigeonhole people and personalities into blocks has been going on for a long time. The ancient Greeks categorized individual personalities into broad types: choleric, sanguine, phlegmatic, melancholic. These were biologically linked to some humor in the body; cholerics were irritable and hot-tempered, sanguines were passionate and courageous, phlegmatics were calm and unemotional, melancholics were prone to depression and despondency. Until quite recently, this same model was followed. You can recognize it in many of the plays by William Shakespeare and even in the writing of playwrights from the nineteenth century.

Companies such as Myers-Briggs introduced the concepts of Controlling, Supporting, Promoting, and Analyzing styles. Some models even categorize you based on the colors you prefer.
A framework advanced by Malcolm Gladwell, the author of the best-selling book, The Tipping Point, divides these into three personality types: Connectors, Mavens and Persuaders (those motivated by the need to form and preserve relationships, those motivated by the quest to acquire knowledge and those motivated by action and the art of persuasion).

Another framework devised by Liz Wiseman and Greg McKeown uses the categories of Multiplier or Diminisher. The key to all of these categorizations is to gain a better understanding of how the other person thinks, their preference on how to communicate and what motivates them. The aim is to help each other leverage the abilities of others for a common purpose and strengthen the relationship capital you possess.
14. The Power of Reflection

Cultivate a quiet mind. Take time to de-clutter your thoughts. The more you’re able to do this, the better you’ll be able to listen effectively.

A quiet mind is also an important part of being able to focus on other people, allowing you to maximize your creativity. Have you ever noticed that, during quiet periods such as showering, jogging or just before sleeping, solutions to problems you’ve been dealing with suddenly pop into mind?  Some of the best insights come when you are relaxed and your mind is open.

TIP 1 – Schedule some quiet time in your day. Close your eyes, breathe slowly and, for a minute, just clear your mind of all problems, issues and thoughts. Do it and you will find you can get much more done.
TIP 2 – Get up one hour earlier each morning and feed your mind, before the distractions of the day start sucking up your time.

15. Gifting
Achieving great success is touching as many lives as you can. It’s all about giving. The more you give, the more you get. If you want to leave a good legacy and be remembered, then give with no expectations of a return. Sooner or later, the “Law of Reciprocity” will start and your act of gifting will ripple back to you.

If there was just one gift you could give today, then give the gift of listening.

16. Passion & Fun

Create passion for the goals you’re aiming for. 80% of success is mindset. Remember fear is a paralyzer that sucks your energy and becomes a barrier to obtaining your goals. So – first of all, understand your goal for success, why you want it and how passionate you really are about achieving it. Use that to confront your fear and move on towards your success goal. And remember to have fun along the way and maintain your positive energy.

17. Basic Project Management
Most planning is done from the past to the future. Very often, all we see is a planned outcome with a delivery date, but no clear thought on what actions and resources are needed to reach the goal by the allotted time. A plan by itself is insufficient to assure success.

It’s vital that all those involved in a project clearly understand the goal, the delivery date and all the actions and resources needed to reach the goal. As the leader of a project, ensure you involve people early, communicate the vision and the goal(s) and understand what needs to happen to make the goal(s) achievable. Then, work backwards from the delivery date to your starting point and establish timelines for each action to be completed.

The key steps for managing any project are:

1. Turn vision for the project into meaningful goals and communicate purpose.
2. Create a project team and make sure they all understand and are aligned to goals.
3. Understand all parts of the process and plan the project by working with all impacted people to establish sufficient timelines to accomplish actions leading to goals. Note: If date is already pre-determined work backwards from that date.
4. Regularly check that agreed actions remain on track and immediately confront all potential breakdowns, problems and interruptions.
5. Hold yourself and others to account for all action commitments.
6. Deliver on time – always, always, ALWAYS.

Hold yourself accountable for the end result. If it’s a success, it’s the success of the team. If it goes bad, accept that you are responsible and learn from the experience.

Note: There is additional detail available for this topic. If you would like more information or coaching, please contact me at http://brianhillandassociates.com or call me at 787-340-7301.
Bonus Report 3:

Financing Business and Investment Transactions Without Going to Jail
by Russell C. Weigel, III
(Note: Russell is an expert on rules and regulations related to raising capital. His firm advises businesses on raising capital and represents companies who have been notified of non-compliance. Raising capital is a high priority for my real estate investment business and for the companies run by nearly everyone I coach. I am deeply grateful for Russell offering this summary information. Soon, Russell will be publishing a more extensive book on this subject. For now, you need to be informed on this topic. -- Steve Pohlit)
The process of raising capital by large companies often differs from the methods used by entrepreneurs and smaller companies. Larger companies may attract investment bankers who will facilitate their financing by either buying a percentage of the company’s equity or debt for cash, or they may agree to act as agent for the company and attempt to locate investors to purchase the company’s securities for cash.
On the other hand, smaller companies and entrepreneurs often have to seek capital investment directly from potential investors because they’re unable to obtain investment banking, venture capital funding or assistance on reasonable terms and cannot afford the repayment terms of debt financing issued by commercial banks – assuming a bank would lend to a small enterprise in the first place. Smaller company executives and entrepreneurs typically must look to the general public, angel investors or to friends and family to obtain capital.

Even for those who believe that nothing can go wrong if they always tell the truth to prospective investors, attempting to raise capital on your own is a legally dangerous proposition. Yet, executives and entrepreneurs embark on the capital-raising journey every day, financing their companies, acquisitions and real estate transactions. Most, however, are unaware of the safe routes. Many are also unaware of the risks.
This report is designed to alert you as to what you can do and should not do as you proceed with connecting with the money you need for your deals.
Most small company executives and entrepreneurs are oblivious to the fact that, when they seek money from passive investors, they are offering a “security” and often also don’t know what a “security” is.  Even if they were cognizant, most are unaware of what they can and cannot say to prospective investors. Fewer still are aware of the severe criminal and civil penalties they may risk – including possibly decades of imprisonment and severe fines – for noncompliance with legal requirements. Also, as seen in the example below, you can get sued even when you thought you did nothing wrong.
John Smith (not his real name) was a licensed real estate broker and managed an office of ten employees. John is given an opportunity to find interested persons for an offering of club memberships related to a condominium development project. But, the project suffers during the economic downturn of 2008 and goes bust. John loses the brokerage and is financially ruined. Then, John gets sued by the SEC, which claims he was an unlicensed securities broker, sold unregistered securities and committed fraud in the offer and sale of securities.

Unlike John’s view of his limited duties and role, the SEC claims that the “security” John is liable for is not the club membership, but a contract to manage rented condominium units on behalf of absentee owners, which was sold along with the condominium units to interested purchasers. The SEC publishes notice of the suit on its Web site and in all of the local papers.
The solicitation of investment funds is highly regulated at both the state and federal level. Federal law requires that every offer of an investment opportunity must be registered with the U.S. Securities and Exchange Commission, unless an exemption from registration applies.
Smaller companies face the possibility that their solicitations for investments funds must be registered at both the federal level and in each state: (i) where they propose to offer an investment, and (ii) where the offer originated. The exemptions are tricky, but in certain circumstances and in a few states, it is possible to advertise an investment offer, if the offer is registered, limited to the residents of that state, and conducted in compliance with the state’s law. It is also possible to structure a proposed investment offer so that the offer is exempt from registration under federal law and state law. Even if structured properly, the company’s execution of the offer must be compliant with the antifraud provisions of federal law and the antifraud laws of each applicable state.
No offer should be made to anyone unless the offeror has first determined that the offer can be made in compliance with state and federal registration or exemption from registration requirements.  Planning and executing a strategy of compliance with the federal and state securities laws is imperative for the offeror and for those that assist in making and communicating the offer.
How, then, are offers made without the time and expense of registering a securities offering?
Do friends and family offers need to be registered? Do you need a registration statement to seek capital from one potential investor for a real estate deal? The answers to these common questions depend on how you go about it. There are several alternatives. Many states have a limited offering exemption of approximately twenty-five purchasers.  Federal law, under Regulation D, permits up to thirty-five non-accredited purchasers and, by statute, up to a total of 500 purchasers (not including crowdfunded offers).

Communications using interstate commerce with friends and family under these thresholds is permissible but, in the federal exemption schemes, you must have a pre-existing relationship with the offerees.
It only takes a single stranger in the mix to void the ability to claim the exemption and subject the offeror to potential legal liability.
The following is common: Newco (not a real company, for the purposes of this discussion) is looking for capital to buy an investment property or business. The owner of Newco begins to network with friends, family, business associates and, in the process, discusses the projected return on investment and related deal points. As the owner moves forward without a serious level of interest on the part of known acquaintances, the conversations begin to become more aggressive regarding the projected merits of the deal.
Is there anything illegal about this example? It depends on what is being presented and how. If a person who has $100,000 in their retirement account hears of this deal with returns much greater than they are earning and becomes interested, there could be problems. In fact, anyone learning of the proposal not receiving the complete picture, including relative risks, presents a problem – especially if the projected returns are less than discussed and the related risks are not sufficiently disclosed.
Are There More Options – For Example, CrowdFunding? 

One alternative is to submit a Regulation A offering circular and notice to the SEC and to each state where you wish to seek funds. This can be expensive and getting state approval may be difficult. Each state follows its own (usually unpublished) guidelines for review.
Under the Jobs Act of 2012, two new exemptions from registration were created. One is new Regulation D Rule 506. It will permit an advertised offering anywhere in the United States provided that the only purchasers are verified as having met the definition of “accredited investor.”

The other exemption is the creation of “crowdfunding.” Under crowdfunding, a company that does not already have a class of securities registered with the SEC may use any means available to contact prospective investors, provided that no more than one million dollars is raised in a twelve month period and that there is strict adherence to prescribed dollar limits received from each investor.
As with registered and exempt offerings, both the new Rule 506 and crowdfunding exemptions have unique potential risks to the companies that utilize them so, as always, caution is necessary before journeying into these realms without competent legal counsel.
Every reader of this report and everyone attending an event where I speak on this topic wants an immediate answer as to whether or not what they’re doing is correct or not. It’s not that simple in the world of rules and regulations. I don’t make the rules. I help people, so they don’t get into trouble when raising capital. In short, if you aren’t sure, contact me.
Russell C. Weigle, III P.A. www.investmentattorneys.com
