[image: image3.jpg]by Kevin Thompson

- Vi
Gives You The &
Kind Of Lifestyle - " |/
R y
%
ThatOnly1in
10,000 People
EXperience Y S L

v
)





© 2004-2010 Maximum Response Marketing

ALL RIGHTS ARE RESERVED. No part of this system may be reproduced or transmitted in any form or by any means, electronic or mechanical, including photocopying, recording or by any informational storage or retrieval system without express written permission from the publisher.

Published by:

Maximum Response Marketing

19322 107th Ave. NE

Arlington, WA 98223

360-435-4508

DISCLAIMER AND/OR LEGAL NOTICES

While all attempts have been made to verify information provided in this system, neither the author or the publisher assumes any responsibility for errors, inaccuracies or omissions. Any slights of people or organizations are unintentional. If advice concerning legal or related matters is needed, the services of a qualified professional should be sought. This system is not intended for use as a source of legal or accounting advice. Also, some suggestions made in this system concerning marketing, product sales, or referral fees, etc., may have inadvertently introduced practices deemed unlawful in certain states and municipalities. You should be aware of the various laws governing business transactions or other business practices in your particular geographic location.

Any references to any persons or businesses, whether living or dead, existing or defunct, is purely coincidental.

Dedicated to my wife Lisa and my children Jerry, 
Adam, Michaela, Kaitlynn, Brock and Elliana. 
Each of you motivates me to do what I do. 
And now… we’re REALLY making a difference in other people’s lives.

Table of Contents

Forward.……………………………………………………………….Page 6
Training Module 1……………………………………………………..Page 8
What Is A Lifestyle-Business… And How Do You Get One Of Them

Training Module 2……………………………………………………Page 32
Creating Your Lifestyle-Business Blueprint

Training Module 3……………………………………………………Page 49
How To Get Started The Right Way – On A Solid Foundation
Training Module 4……………………………………………………Page 76
Aligning Your Website/Business With Your Lifestyle-Business Blueprint
Training Module 5……………………………………………………Page 96
Getting Traffic To Your Website

Training Module 6…………………………………………………..Page 122
What To Do With Traffic Once It Gets To Your Website

Training Module 7…………………………………………………..Page 145
Living A Life Of Purpose, Fulfillment & Wealth

Q&A Session #1…………………………………………………….Page 167
Q&A Session #2…………………………………………………….Page 191
Lifestyle-Business Interview #1…………………………………….Page 224

Ron Mead
Lifestyle-Business Interview #2…………………………………….Page 246
Kevin & Annissa Coy
Forward

In December 2009 I was in New Jersey visiting my friend Joseph, when he made two comments that completely changed the direction of my life.

We were sitting at Rojo’s Roastery in Lambertville, New Jersey having a great conversation about business, and enjoying one of the best cups of coffee I’ve ever had.

We’d been talking about our recent successes, and sharing our visions for the future of our businesses with each other.

And that’s when it happened.

That’s when Joseph made a comment that I’ll never forget.

He said, “You know Kev, while I don’t have specific numbers to back this up, I’m willing to bet that only 1 in 10,000 people ever get to experience the kind of lifestyle that you live.

You have this business that fits in perfectly with the lifestyle you’ve chosen to live.

It pays you more than most people could even imagine, for doing something that you love doing anyway.

It lets you drop EVERYTHING at a moments notice when your family needs you.

It puts money into your bank account, even when you’re on vacation.

You get to spend the majority of your time, hanging out and rubbing shoulders with some of the most inspiring people in the world.

Your entire business has been designed so that you get to enjoy every minute of every day, from the time you get up in the morning, until the time you lay down at night.

What you’ve done is nothing short of amazing.

You’ve literally created your own Lifestyle-Business Blueprint, and now you’re living that life on a daily basis”.

Needless to say, his words REALLY made an impact on me, because, until then - it never even dawned on me that that’s what I’d accomplished.

But he was right.

And as our conversation continued, he made the second life-changing comment.

He went on to say, “Kev, your greatest contribution to others hasn’t even been conceived yet.

It's still inside of you... and you need to let it out.

The way that you’ve been sharing and interacting with other people over the last several years has made a big impact, but the fact is, you’ve barely scratched the surface of what you were put on this earth to do.

You need to adjust your focus, and begin sharing this Lifestyle-Business Blueprint with as many people as you possibly can”.
The fact that you now possess this product is a living testament to that conversation with Joseph, and the impact it had on my own life.

I’m now going to pay it forward, with the goal of having the same kind of impact on YOUR life.

Lifestyle-Business Blueprint Training – Module 1

What Is A Lifestyle-Business… 
And How Do You Get One Of Them



Kevin Thompson : OK. Like I said, this is the first training call for the Lifestyle Business Blueprint, and if that's what you're here for, you're in the right place. [laughter] If you were looking for something else, then you're probably on the wrong line. [laughter] 

So like I said, I've been getting a ton of feedback before we even got this thing started. I want to congratulate those of you who have been contacting me via e-mail, via fax, what have you. Being so open and candid about where you're at right now, what you're looking to achieve from this. I will also let you know that we have got some awesome group of people that registered for this. It's a wide variety of people. We have got-- the spectrum goes all the way from some of you are on the line wanting to just get started in a business of your own. Others of you on the line are already running successful businesses, producing good income, and doing well in that regard. But you're looking at what you've accomplished. 

Hold on. Let me mute out the lines too. [noise] 

You're looking at what you've accomplished, and where you're at in your business right now. You're kind of looking around going: 'OK. This isn't exactly what I had in mind when I started going down this whole path. I'd like to change things around. I'd like to have my existing business fit better into the lifestyle that I originally saw for myself. And others of you are running businesses that maybe you're struggling. You're struggling to make ends meet. You're struggling to produce income. 

And like I said, we've got the whole spectrum covered. We've got folks on the line that are already running million dollar businesses. We've got folks on the line that are just getting started. I know one gentleman in particular is doing--he's pushing about $1.5 mil a year right now. 

So like I said, we've got a great spectrum of people on the call. So I'm not going to reveal anybody's identity. I'm not going to say who's who as far as where they're at and all that. If you want to in the course of this training series do that then fantastic! You are more than welcome to do that. 

Also, if you guys want to be able to contact each other--if that's something that interest you, then I will be more than happy to facilitate that for those of you that are interested; meaning that I will provide contact information for all of you who want to share contact information with others who are a part of our group. 

With that said, what I want to start going over first is-- I want to tell you what this training is going to be all about. One of the things that I could do in this training is tell you each and every single little detail about how to run an online business. Because in the simplest terms, that is what I do. I run an online business. 

I can show you each and every detail from building webpages to the code that goes into a webpage, to how to upload webpages to the internet, to how to write content for your webpages. How to put forms on your websites. How to use graphics on the internet. And a lot more! All kinds of stuff like that. 

I could tell you how to do every bit of that, but that's not what I'm going to do on this training seminar series. Let me tell you why. Because I understand--and I like I said, I've already been getting lots of feedback from a lot of you already--that those of you that came to this training, you're here because you're already working too hard. You're here because you're spending too much time doing things that you don't even enjoy doing! And you want to spend more time doing the things that you do enjoy. And I'm guessing when you think about what it is that you most enjoy, it's probably not learning how to write HTML code. [laughter] It's probably not trying to figure out how to format a webpage. 

Now if that is you, great! If that kind of thing does interest you, then fantastic! If you love doing something like that, more power to you. By all means, I'll give you resources so that you can do that kind of thing. But if it's not, then you need to steer clear of that kind of stuff. OK? 

So I'm guessing that when you think about what you'd really enjoy most, it's going to be things like spending more time with your family or that special someone in your life. Or taking vacations to place that you've always wanted to visit. Or maybe buying a new car. Or whatever it is that you want to do. There's other things that you would enjoy doing. I'm sure it's not sitting around; going pale; getting blurry eyes because you need to figure out how to put a webpage together, or how to write [inaudible] or how to put up a blog, or anything like that. 

So here's what I need to tell you about how I've built, and how I've structured all of this training. I'm going to teach you each and everything that needs to go into a successful internet-based lifestyle driven business. But I'm going to teach it to you in a way that you can actually use it. [laughter] Meaning that when we talk about webpages, I'm going to spend just as much time telling you how you can find someone who can do it for you inexpensively, cheaply and reliable as I will telling you what goes into it. Because I understand that your real desire is to have a lifestyle business up and running automatically putting money into your bank account day in, day out, without you having to be the one who's doing the manual labor behind it. 

Now don't get me wrong--you are going to be doing some work. But my goal is that the work you do is going to be work that you enjoy doing. Just like me and my business. I do the things that I enjoy doing, and I outsource the things that I don't enjoy doing. I'll give a perfect example of this. - For me-- and I don't admit this to a lot of people-- I don't know how to balance a checkbook. [laughter] I tried it one time, and immediately realized, 'OK Kev, this is not your strong suit, balancing checkbooks.' So I don't balance checkbooks. 

Somebody might say, 'Gosh, Kev. You're running a huge business. Hopefully your books get balanced.' And I do. I outsource that to somebody else who's much better at it than me. And that's how I always look at things. I do the stuff I enjoy. 

So for me--here's another example of something I enjoy doing. What we're doing here right now, where I'm having the opportunity to share with you my life experiences. Share knowledge with you. Give you resources and tools that can change your life. Basically, being a teacher and helping people like yourself--that is right up my alley. That is what I absolutely love doing. 

This training series, I will tell you, this has been in the works for some time. And of course you know the story of how this first came to me. The conversation that Joseph and I had, and the two comments he made to me and all that kind of stuff, that set me on the path in this direction. Everybody that I've ever talked about this to has just been like, 'Kevin, you are so excited. You are so passionate about this, I can just tell it's going to be huge. And Joseph was right. You do need to go in this direction, because I can tell it in your tone of voice.'  This is something that's a natural fit for me. 

And so this doesn't seem like work. I just enjoy doing this kind of thing. This is what I'm going to spend the entire seminar series. The whole Lifestyle Business Blueprint is about showing you how I do that. How I structure my life that way. How I structure my business that way. And how you can do the same exact thing just following my model. 

I also need to make it really clear that while we will be talking about the internet specifically as it relates to designing your own lifestyle driven business, if all you want is internet marketing advice, well for crying out loud! You can get that at 1,000 different places. [laughter] A lot of what these other folks will teach you in regard to internet marketing will be very similar to what I will teach you. 

But the fact is none of them can teach you what I will be teaching you, because what I've found from personal experience, and from years spent working with other business owners, other entrepreneurs, other professionals, is that most people who are considered successful in reality, they feel overworked, underpaid, and frustrated wondering 'What went wrong?' Because the businesses that they've built, or the practices, or whatever it is that they're doing, they're not anything close to the picture that they had in mind when they started going down this road in the first place. 

And you know what's interesting is I had planned to talk about this long before--for the most part, my outline for this whole training series was completed before I even started letting anybody know about this. So my outline that I have prepared has been prepared for a long time now. 

And what's interesting is what I was just telling you. I knew that to be true. But yet in the e-mails I've received from some of you, and the faxes I've received from you has confirmed this. Because you have shared with me. You have open and candid with me. And you have told me. And like I said, I am not going to reveal any of this to anybody else, so if you were one of the people who shared with me--and especially if you were so open and candid--I am not even going to talk about what you shared with me with anyone else on this training series. OK? That is between you and me. 

Now if you decide in the course of doing this that you do want to be open and candid to share with other people, then great. That's up to you. But I am not going to reveal. The thing is you guys have shared this with me. Even if you're making all kinds of money, a lot of you are just like, 'You know, Kev. My life is not what I wanted at all. It's not what I envisioned at all.' And so you guys have definitely confirmed that. 

What you're finding is you wish you could go back and do things differently. You want to have a business where you're in control. Where you actually enjoy doing what you do. Where you don't have to work so hard. Where you have fun at doing what you do. Where your work doesn't seem like work, because it's so gratifying for you to do it. Where you've got a business that runs automatically, that gives you income, that gives you the lifestyle that you want to live. And if you follow the advice of most of the internet gurus out there, you just end up building another business that you hate. 

See, what happens is you spend a ton of time doing stuff like answering support e-mails for crazy people! [laughter] And the thing is, I've seen behind these businesses. All these internet gurus who are talking about: 'You can become an overnight millionaire! You can make all this money! You can live the life of luxury! Spend your time on your yacht! Or jet-setting around the world or whatever. And your business just totally runs on autopilot. I've got news for you--and I'll be totally blunt-- that's B.S. 

None of the guys teaching that stuff will admit it to you, but their businesses if they are running million dollar businesses and multi-million dollar businesses, they have got tons of infrastructure behind those businesses. Tons! Tons of staff, tons of employees, tons of contract laborers. They've got all kinds of stuff they're dealing with in order to make their businesses run. 

And I will tell you that my own business, I am not running a multi-million dollar business. But I am, at this point, running a business that does about $100,000 a month. It is just me working out of my home. I am the only guy that typically comes into my office. Unless once in awhile Brock comes bursting through the door. I do have an assistant at this point, but she never comes to my location. She is down in Texas, and she helps me out by handling my e-mails. She helps me out by some of you could have probably talked to her, because unless we've got a scheduled appointment, the likelihood of someone calling and getting a hold of me is slim to none. 

And I've structured it that way on purpose. Because the reason is: I've got to enjoy my business too. Because if I start just saying, 'OK, I'm going to do whatever I do in my business, and no matter what, it's all about the money. I will do whatever it takes to make money in my business. If that means I've got to be respond to hundreds of e-mails a day. If that means that I've got to be sitting right next to that phone and answer that phone every time it rings. If that means that I've got to do all these things that I don't really want to do--which by the way, that's what most business owners do. That's exactly what most business owners do. And that's why they're so doggone miserable. 

The thing is: every time a potential customer, a potential prospect, approaches them, and that business owner is in this state of mind. By the way, by business owner, I'm also referring to--because a lot of times. We've got doctors, we've got dentists, we've got chiropractors, we've got professionals. I understand that sometimes professionals don't consider themselves business owners. But the fact is: you really are a business owner. 

So many people who are either business owners, entrepreneurs, professionals, they are doing all these things that they don't want to do. That they don't enjoy doing. They're miserable as a result. Every time a potential customer, a potential patient, a potential prospect, comes across-- if they're coming across as this miserable kind of person who's not happy in their business, who doesn't enjoy doing the things they do--there's no hiding that. You cannot hide that. 

And the thing is: that person who has the potential of being a patient for you, being a client, being a customer, whatever it is, they're getting that sense. They've got this feeling that something isn't right. They can't put their finger on it. Don't know what it is. But you are losing business when you're in that state. 

And so it is very important to structure your business and every time--I don't care how much money could be made in my business. If an opportunity comes up, and I don't care if I could make $100,000 in a week, I don't care. If it does not fit into my vision of the way I want my business to fit into my lifestyle, I don't care how much money I could make. If it doesn't fit into that vision, I'd say no. 

And see, most people would, 'It doesn't matter. I want the money!' [laughter] And see, that's the wrong way to think about this whole thing. Because when you do this right, the money will come. The money will come. And I will tell you that over the last few years my business has grown like crazy. For the last 3 years straight, we have doubled our gross income, but we've even done bigger than that on our net income. So it ain't like my business ain't growing, and it ain't like it ain't growing by leaps and bounds either. But it's growing without me having to sacrifice my lifestyle. That's the important thing. 

And I know I'm spending a lot of time on this, but it's critical that I do, because you've got to understand this. The reason why most businesses fail is because the person running that business, the person running that practice or the person at the helm of that practice, they don't understand this. And that's why most businesses fail. 

So the fact is: you need to look at what you are willing to do. What is going to be a natural extension of the person that you are; the way you see yourself interacting with other people. And by the way, if you ain't figured it out yet, the product or service you sell has absolutely nothing to do with any of this. We haven't said one word and some of you are probably thinking, 'Gosh, Kev. When are you going to get to 'What am I going to sell?' Especially those of you who ain't in business yet [laughter] or want to start a business, you're waiting for me to get to the point of, 'What am I going to sell?' [laughter] 

The thing is: it doesn't matter. It does not matter what in the heck you sell. So I will give you an example of this. 

I was at a seminar a couple of years ago, and I very seldom speak at live events. Mostly the way I promote my business, and my products and services, is via teleseminars. There's a reason for that, and the reason for that is I made a decision a long time ago that I didn't want to travel and be on the road. In fact, there's a couple that is registered for this. You guys are part of this training seminar. 

And I was talking with the husband of this particular couple. He was telling me about their business, and the model that he's thinking of using that would require him to travel a lot, and go to trade shows, and this and that. He's like, 'You know, Kev. I don't know if I want to do that.' And I'm like, 'You know what? If you don't want to do it, then don't do it! Because if you start doing it and you're thinking that you don't want to do it, that's no good. You're just going to end up miserable no matter how much money you make because you're doing it.' 

And so for me, I decided that in order to have my business fit into the lifestyle that I wanted to live, I did not want to be on the road traveling and speaking at live seminars all the time. I wanted to do teleseminars so I didn't have to leave my home. But once in awhile, I will go speak at a live seminar. 

A couple of years ago I was speaking at an event. I did about a 90 minute presentation there. I was actually scheduled to speak after lunch that day. During the lunch break, I went up to my hotel room. I was not thinking to myself: 'OK. Kev, you need to go down here. You've got 90 min. You need to figure out how you can sell as many people as you can on your products, because you want to make a whole lot of money because you came to speak at this thing. That was not what I was thinking at all. 

What I was thinking while I was spending time by myself in my room was: 'OK Kev. You've got 90 min. to go down there and make an impact on these people's lives. What I want to do, is I want them to go away in a much better spot than they were before they had the opportunity to meet me. I want to make such an impact on their lives. And I don't care whether they--it's not that I didn't care whether they invest in what I had to offer--but what I was looking at was whether they invest in what I had to offer or not, I want them to go away in a better spot. 

And that was the same exact thing that I wanted for you when you committed to taking part in the Lifestyle Business Blueprint. That's what I wanted for you. That was my original goal for you. That's why you're here right now. It's not because you felt like you were being sold. You're here because you wanted to be a part of what I had going on. OK? 

Anyways, at this particular event, I spoke on stage. Did my presentation for 90 min. And yet we sold. We sold a lot. I was actually offering a product, two versions of a particular project. One of them I was making available for 3 installments of $397, and in the higher version, I was making available for 3 monthly installments of $794. There were just under 100 people in the room available that could have--actually I think the number was 90--that could decide whether they wanted to invest in what I was offering. Out of the 90, 28 people decided 'Yep. I want to be a part of what Kevin's offering here. I'm going to take advantage of this.' And all 28 of them chose the higher end option. None of them chose the lower end option. 

So basically all 28 of those people consented and committed to investing 3 installments of $794. What does that come to? That's almost $2400 they committed to investing in me. What was interesting about that was after the fact and I was done and went to the back of the room, people were coming up to me and telling me things like: 'You know, Kev. I felt such a connection with you that by the time you ever got around to telling me what you had to offer, I didn't even care what it was. Didn't matter. I just knew that I wanted to be a part of what you had going on. That's all I knew.' One guy told me: 'Kevin, you could have been selling poop in a box, and I would have been in. Because I didn't care. I just wanted to be a part of it. I trusted you.' 

The thing is, like I said, the product or service you want to sell is totally irrelevant. See, most business owners, most entrepreneurs, most people have got to know: 'What am I going to sell? What's the best product to sell? What's the best business to get involved in?' And it's totally the wrong way of looking at things! The thing is: even this training right here that is going to turned into  physical product--and you know I am so excited to get this message out into the marketplace, but yet it wasn't that long ago when this thing was--well it wasn't that long ago that it wasn't even existent. OK? 

Until Joseph pointed it out me, and now he is like, 'Kevin, your greatest contribution to society has not even been conceived of yet. It's still inside you, and you need to let it out.' That's what started me off on this path in the first place. I will tell you, I have never been so excited about anything in my life. And even you as far as--now you people, right here on the line that are taking advantage of this training live, you've made that commitment to do that. But down the road, this thing is going to be turned into a product that will be made available to a lot of other people. 

But the cool thing about it, and I'll be--in the course of doing this training seminars--I'm going to share some information with you. I'm going to share with you some numbers of how this all came to be, and how this project right here that's going to set me in a whole new course in a whole new direction, and put me on a path of helping people in a much more powerful way than I've ever helped people in the past, I'm going to share the numbers with you. I bet nobody has ever done this with you before. Nobody has ever been so candid as to share with you. I'm going to share the breakthroughs we've had in getting this project launched. The challenges that we had. The things that right away we saw we need to work on and get improved. 

But the thing is: it let me know that we are definitely on the right track because all of you took part in this. And like I said, I am really excited to do this training and get it into more people's hands, and so anyways! Let me get back on track. So you don't want to be doing stuff that you don't want to do. OK? 

You don't want to be learning how to create a webpage. The last thing that you want to be is probably a techno geek where you'd be writing web copy or e-mail message every day, when you'd rather be spending time with your family, or out on the golf course enjoying time with friends, or what have you. So if designing a webpage is the right fit for you and you like doing that, then fine. Great. You can do that kind of stuff. But if you don't want to do it, then don't do it! OK? 

What you want, is you want a business that starts with this question. So write this down. This is the question that every single business needs to start with. 'What is my ideal--my perfect lifestyle--what is my ideal and perfect lifestyle--the exact way that I want my life to operate?' And then 'How can I build a business that gives me that?' So 'What is my ideal and perfect lifestyle and how can I build a business that gives me that?' That's the question that you need to start with. 

By doing that, that's going to give you a lifestyle that you love. It's not going to give you a business or a job that you hate. That's what I'm going to be teaching about. That's what we're going to be discussing on this entire training seminar series. And if that interests you, then like I said, you're in the right place. 

So what we're going to be discussing here right now is: 'What is the lifestyle business?' And 'How do you get one of them?' So in order to get a lifestyle business, you have to know what it is that you want. So we've already been talking about why typical business owners, and people with practice for themselves are so miserable. So I'm not going to spend a lot more time talking about that. We already know that, and we already know why most businesses fail. 

Now what we need to do is determine: 'What is a lifestyle business?' And more importantly: 'What is a lifestyle business for you? What does that mean for you?' Because most people-- and even for me. I've talked a little about my lifestyle business, and what that meant for me, but what it means for me is not the same as what it's going to mean for you. And the thing is: most people never look at this. They never consider it. They don't even realize that it's an option. [laughter] And at this point, you do. 

What I'm going to do, is I'm going to share it with you. I'm going to spend some time sharing with you what my lifestyle business is. What my definition was. Now I'm not sharing this with you because I want you to have a lifestyle business like mine. The reason I'm going to do this is because I want to get your mind going as far as what's possible. How you look at it, all that kind of stuff. OK? 

So as I share what my definition of a lifestyle business is, and what that means to me, is going to get your mind going of what's possible. It's going to get you thinking in a new direction, because by the time we're through here today, and with this training, you're going to be like: 'Wow. Whoever even thought that you could look at things that way!' OK? 

So for me, what got me on this whole track in the first place, was years ago I was at a seminar when I heard a gentleman by the name of Ken Glickman. He's a gentleman who used to work with Marty Edelston at Boardroom Reports. Boardroom is a huge company. They've got a bunch of publications. But Ken Glickman made a comment at a seminar that I was at that hit me like a ton of bricks. His comment was really quite simple. 

He said: 'Everything I say 'yes' to, I'm saying 'no' to something else. So if I say 'yes' with something to do with my business, at the same time I say 'yes' to that, I'm saying 'no' to my family.' And he's like, 'Because I understand that, I am very slow to say 'yes.' But once I do say 'yes,' I stand behind that commitment. ' But he's like, 'Before I just go out and say, 'Yes, I'll do that,' I give it some thought and I make sure that it is something that I truly want to do, that I'm truly inspired to do, that I'm truly excited to do, because if I say 'yes' to that, I'm saying 'no' to something else.' 

As soon as I heard that, I'm just like: 'Wow. What if I started doing that? What if I just started realizing that yep, every time you say 'yes' to one thing, you're saying 'no' to something else.' Because we've only got so much time in a day. We've only got much of ourselves to give to whatever it is: to projects, to people, to whatever. So I started taking that to heart. 

And little did I know that way back then--and that was all the way back in 1999-2000 that I heard Ken say that. That's what originally started getting me on this path that, at the time, I had no idea that it was even taking me down this path. 

But I started thinking about all this 'What if?' What if I could get up excited each day about what they day had in store for me? Because at the time, that wasn't true! [laughter] That was not true of my life. I did not get out of bed excited each day for what the day held for me. I was running my cleaning business at the time. That business was a lot of work to me. I had challenges. I'm not a good manager of employees. All of that kind of stuff. 

So even though we were making money in that business, I was not happy. I was not content. I was not doing things--that business was not a natural extension of me or the person that I was, the person I saw myself as, so there was this push and pull all the time. It was frustrating! I started thinking about: 'What if I could get paid for doing what I love? What if I could get paid for doing something that I love so much that I wouldn't even mind doing it for free, except people gladly paid me for doing that?' 

I started asking myself all these questions. 'What if my clients and my customers, and even my prospects--people who hadn't spent money with me yet--what if all these people that I attract to me--what if they all loved me for doing what I do? What if they all loved me for that? What if I could take as much as much time off, and what if I could take time off whenever I wanted to? What if I was in complete control of my time? What if I could get rid of the push and the pull between my business and my personal life? What if I could integrate the two so that it was just like this seamless thing? That it wasn't my business life now, it wasn't my personal life. It wasn't these 2 separate things. It was just my life. And see, start asking yourself these kinds of questions, because I will tell you, that it's totally possible. It's totally possible!

Because we start asking the questions, because I start asking these questions of myself. Let me tell you about a few things that have happened. 

Now I will tell you that when I first started promoting this, when I first did the first introductory seminar where I let you guys know about the Lifestyle Business Blueprint, I got an e-mail from this guy who told me that --and he obviously didn't take part in this training that you're now taking part of--he was very furious with me. He told me that I wasted almost 90 min. Of his time, and all I did was talk about myself and my business and my life, and how great my life was. And he was talking about how bad his life was. And that I was a complete waste of his time and all I was trying to do was sell him on stuff. And he wasn't buying nothing, and that I was a scam. I mean, he was really very [inaudible] in this e-mail. Like I said, he ain't here. [laughter] And he'll never be here! 

Because the thing is: the whole problem there, it's not me. I just happened to be the guy that he was taking out on that particular day. The reason that I share about what my life is like. About experiences in my life. About things that have happened. About success I've had as well as struggles I've had, as well as mistakes that I've made. 

The reason I do that is not to brag, not to boast, not to do anything like that. It's to show you what's possible. What you too can have. I work really hard to try to be this down to earth guy that's easy to approach. That's just a guy who has come up through the race, but has figured a few things out. Now, because of that, I've got value to offer other people. Anybody who wants to accomplish what I've done, if they want to do it and do it a lot quicker than I ever did it, is not to do it the way that I did it. [laughter] 

Because I had to piece this whole thing together over years. I was talking to you about Ken Glickman making that comment then I started changing the way that I looking at things. That was all the way back in 1999 or 2000. I can't remember the exact year, but that was a long time ago. And so I started on this path. 

My very first business was in 1996. But prior to that, I had spent 7 years fishing in Alaska so that I could save up money to start my first business. That was the path that I took. I started fishing in Alaska in 1988. So if you look at this, I started going down this whole path in 1988. That was the very first step that I took was: 'I'm going to go up to Alaska and work as an Alaskan fisherman so I can save up money to start my own business.' Which by the way, that was a huge mistake. Because there is so much ways of coming up with money to start a business that is a whole lot better than putting you life on the line for a paycheck so you can save up to start a business. 

But see, that was the path that I took. I didn't know any better! That was the path that I took. If you want to shorten your learning curve, all you do is you don't take the path that I took. The path you take is the one you're on right now. You take the path of: 'OK. I want to do it way faster than Kevin did it, so I'm going just going to follow his model. I'm going to do what he tells me to do, and I'll get it a whole lot faster than he did. It ain't going to take me 10, 15, 20, 30 years to do it. I'm going to do it way faster, because all I've got to do is follow the lead of somebody who's already been there and done that.' So there's lessons to be learned in this stuff. Like I said, when I share with you about my lifestyle and what it's like, it's not meant to be bragging or boasting or anything like that. It's meant to show you what's possible. 

Let me give you a few examples of where we are today because of asking myself these questions. Because of asking myself that 'What if I could have a business that fit in perfectly with my lifestyle and that let me integrate the 2 so that I did not have my business life and my personal life as 2 separate things? That it all was integrated and became my life.' So you guys know a little of this already, I'm sure, but I'm just going to--my wife is now a stay at home mom. Lisa's a stay at home mom. She doesn't work outside of the home. She's able to be there for our children. I too work in the home here. 

And I'll be totally honest. That poses its own challenges. Because Brock a lot of times, he wants to come in and see daddy. He doesn't care whether I'm doing a training call like this, or talking on the phone with a client. He doesn't care about that! He just wants to hang out with dad. And see, that poses its own set of challenges. But those are challenges that I'm willing to deal with. 

But see, we're able to take active roles in raising our children. They don't have to be put in daycare or anything like that. That we're here for them. And I can tell you that when the younger ones are in school and they start interacting with other kids, and when conversation does happen to come up about 'My mom and dad are just home all the time,' other kids can't relate to that! They won't be able to relate to that. And there are older kids, that is already the way it is. Our older kids, they try to explain to their friends at school, and when their friends come over and want to know 'What your dad does?' it's really hard for them to explain what the heck dad does. [laughter] All they can say is: 'Dad runs an internet business.' That's all they can say. 

We moved into our dream home not too long time ago. We're living in the home that we want to live in. I was able to drive the vehicle that I wanted to be able to drive, which for me was a Hummer. There's a whole story behind that, which maybe during the course of this training seminar series I will be able to share with you. We're able to take some nice vacations. I recently took Lisa to Grand Cayman for a vacation. We're planning some more vacations for the near future. The thing is: we don't put them on credit cards. We just pay for them when we want to go. I'll tell you another thing that recently happened. 

I was able to get Lisa a new trailer--and you know what? I never would have thought of myself as a guy who had an RV! But last year we were out camping with my cousin and his wife and their children. We did our camping with them. We were out for about a week. They had one of these [inaudible] trailers. They live over in eastern Washington on the other side of the mountains. Which by the way, it's way drier over there. Everybody talks about how it rains in Washington, but it only rains on this side of the mountains. It doesn't rain in eastern Washington. So if you want to find sunshine, you just go over eastern Washington. 

But anyways, we were out camping on this side of the mountains. They had come over here. And they've got one of these tent trailers, and Lisa was saying how nice it would be to get a tent trailer. And I'm thinking to myself: 'You know what, honey? It rains too much over here! If we go out camping and it rains on us you've got to fold those things up, and it's just a pain in the butt to deal with.' And I'm like: 'If we're going to get something like this, we should just get a regular trailer.' 

So now the conversation started. Just as we were on this camping trip. Then at that time, we were also making plans for another trip. My cousin and his wife were asking: 'Will you guys be going on that?' And I said: 'Yeah, we'll be going on that. And if my wife has anything to say about it, we probably won't be tent-ing it. We'll probably have a new trailer by then.' 

A couple of weeks later, we were just out and about one weekend and decided 'Let's go look at some trailers. We had pulled into about 3 or 4 different lots looking at trailers. We found one that we liked. We found one that Lisa really liked. 

I'll tell you: it's really cool to be able to just go out looking like that. We found this one trailer that Lisa really liked, and it just so happened that this was on a Sunday. 
So the lot that we were on looking at this particular trailer, it just turned out that we weren't even talking with the salesperson, per se. We were actually talking with the owner. The guy who owned the lot. I just looked at the guy, and I was like: 'Here's the deal. My wife really likes this trailer.' 

And I'm one of these guys, who I don't like to dicker and play all the games, and the pricing games, and all that. And I was like: 'You give me your bottom line price on this trailer. What you will give it to me for. And if I think it's a fair deal, then we'll just do it.' So he quoted me a price and I said: 'OK. Let's do it.' We went in the office. Wrote up the paperwork. I wrote him a check. And just like that, it was a done deal and we had the trailer. 

And see, that's the kind of thing--there was no talk between me and Lisa of 'How are we going to afford this thing? How are we going to structure the payments? How much the monthly payment is going to me? How much interest are we going to pay?' [laughter] Which that's a whole nother topic there! So many people are buried in monthly payments of paying so much interest. They're wondering: 'How come I'm so tight on money?' It's because you've got so much doggone money going out on interest! That's why. I'm not going to go too deep into that. 

You know, that's the way that we did it, it's just way better. [laughter] There wasn't all this discussion of 'How are we going to afford this?' There was no stress about 'Oh man, we really want this, but can we afford it?' It's like: 'Yeah we can afford it. We've got the money in the bank. Write him a check. Be done with it. ' 

And all this came because I just started thinking: 'What if this was possible? What if I could have this?' That's the whole deal. You just start thinking: 'What if I could have this?' 

Our son Adam recently got married. It ain't like they're loaded with money. We were able to help them out by giving them a check to cover their wedding expenses. And I can tell you, the day that that happened,-- I don't remember what Lisa had going that evening-- but I had taken Adam and Teasha out to dinner one night. And this was before their wedding. Lisa and I had been talking about it. We decided that: 'Yes. We're going to give them money to cover their wedding. ' And I had taken the two of them out to dinner. 

While we were at dinner, I handed them a check that I had written, and I said: 'Here. This is to help out with your wedding.' And right there on the spot, Teasha just started crying. Because she goes: 'Kevin, you have no--we were stressing so much about how we were going to pay for all of this. And we were cutting corners on this and that. She goes just like that in an instant, she goes: 'You just took everything away. All that is just gone just like that. '

And it ain't about the money! [laughter] It's not about the money. It's about look what the money accomplished that now they were able to plan that wedding. They had a beautiful wedding. No, it wasn't like they just went crazy and spent the money. They had the kind of wedding they wanted to have. It was a beautiful wedding. And they didn't have to worry about the finances. 

The other thing that we've done recently is start the Thompson Family Foundation. What was interesting is when we started that foundation, at the time we started, my real motivation for doing it was [laughter] that the business was growing. We were starting to make a pretty good amount of money. It was a tax planning strategy more than anything else. Starting the Family Foundation was going to give me a place that I could put a bunch of money so that I wouldn't owe taxes on it! That was my motivation for doing it to start with. But that too has transformed into this whole other thing that now we're doing some awesome stuff with the Foundation. I continue to make donations to the Foundation. 

But what's happened, is we are now using that foundation to give back to other people. The way that this whole thing is turned around now is I no longer view it as a tax strategy. And yes it is. It's totally a tax strategy. It's saving me tons of money on taxes! [laughter] 

But here's the deal. I was actually just this morning I went to my accountants. Because you've got to do your taxes for the Foundation too. I've got a different account for my business than I do for our Family Foundation, because for the Foundation I wanted to use an accountant that is used to and accustomed to working with family foundations. My business accountant--that's not him. He's never done anything with foundations. And I'm like, 'No, I don't want to use him. I want someone else. ' And so I found a good accountant that that's what they do. They work with people who have family foundations. It's a whole different experience. 

I had a friend with me when we went into this appointment this morning. I met with Amy my accountant, and we were doing all the paperwork, and my friend made the comment: 'You know what? That ain't the typical meeting of going to meet with an accountant. That meeting was totally laid-back, enjoyable.' He pointed out: 'You know what the difference is? The difference is when you run a business and you go to meet with your accountant, you have to do that. But when you're running a family foundation and you go to meet with that accountant, that's not a have to do thing. That's a want to do thing.' 

And he's absolutely right. It is! It's a want to do thing. And that's what's happened. Now the sole purpose of my business has become to fund the Family Foundation. We've been able to do some really cool stuff with the Foundation already. We're going to be doing a whole lot more. But I'll tell you: a byproduct of this is what's been happening in our family. I'll give you an example. 

This last Christmas, we had a lot of projects go through the Family Foundation, and what we told the kids was: 'You can do whatever you want. If you find an organization that you want to help, then you do the research. Find out what they need. You do all the legwork and just let me know what you want to do, and I'll get you money through the Foundation, and you can do whatever you want to do. ' 

So the kids were coming back, they were all excited about this and they were doing it. All the kids did it. But our daughter Michaela, she chose to help this organization called the Cocoon House. What the Cocoon House is, it's a place where they give teenagers a place to stay that come from broken homes. At any given time, they've got 1-20 teenagers there at this place. Most of them don't have money. When it comes to Christmas time, they're not going to have a Christmas or anything like that. And Michaela had found out about them and she goes: 'I want to give these kids a Christmas. ' 

She decided that she was going to give every one of those kids a Christmas, so she talked to the people at the house and found out what each of the kids wanted, what each of them needed, and what have you. So she went out, and she just went shopping for all these kids. She made gift baskets for these kids. 

After going and donating them Michaela--we were talking about this. She was telling me: 'You know what dad? If I could spend all of my time doing this, how cool would that be?' [laughter] And that's from my daughter! So you know what? She's already getting it. That's what this is all about. If you can spend all your time doing this thing, running this business, this lifestyle business, that led to bigger things. Like in my case has led to this whole thing of funding my Family Foundation so that we can do more cool stuff there. The bigger purpose is so much more than making a buck. And how cool would it be if you could spend your whole life doing this? [laughter] 

That's where-- let me take a look at my... You know, I had this whole outline prepared. This training is kind of funny how I'm barely even looking at it, but yet I'm still covering the exact things with you guys that obviously need to be covered! [laughter] 

So how can you have a lifestyle business of your own? Well obviously you start by defining what that business looks like. What that business looks like to you. Not what does it look like to me. I've given you that. I've shared a lot of that with you. And as we go along, I'll probably share a lot more of that with you. But start looking at what does that look like for you. Define what that would look like for you. It's OK to get out of your comfort zone. It's OK. And I will tell you: one of the things when I really started looking at this was for me --it was a little bit of stretch at the time-- but for me if I could have made $15-20,000 a month, I would be on cloud 9. 

Now I don't know where you're at right here, right now. For some of you, $15-20,000 a month, you're already past that. [laughter] For others, that might seem like a whole heck of a lot that you can't even imagine! But what I want you to do is come up with the figure that is a little bit of a stretch for you. That maybe is not a figure-- it's not like a thing of becoming an overnight millionaire where: 'Yeah, people say you can do that.' 

But the reality is: 'Whatever. ' Nobody believes you can do that. Come up with the figure that's a little bit of a stretch, but not too much of a stretch, because I will tell you: what's going to happen is I'm going to give you the tools. I'll show you how to get there. What will happen is the same exact thing that happened to me. At the time when I had that vision. 

When I was like: 'OK. If I could make $15-20,000 a month, I would be on Cloud 9. My life would be perfect!' At the time to me, that seemed like all the money in the world. And it might as well have been. But what happens is I can remember the very first time--the very first month--that I ever made over $20,000. That I broke that benchmark of $20,000 in a month. The very first time that I broke that. Do you think that my response was 'Look at that! We did it! We arrived! Here we are! Life is perfect from here on out because now I'm making $20,000 a month.' That ain't how it works. [laughter]

What happens is: you get there. You look back at what you've done. Look back at what you've done. Look at how you got there. And you get there. You've got this sense of confidence about you, because you're like: 'Wow. Look at this. I got here, and now what else can I do?' It doesn't end there. It's not like you arrived. 

And the thing is-- here's the other big thing too about setting goals. People think that setting goals is the thing. That it's all about the goal. And if it's all about the goal, what happens is you're never happy because even when you make the goal, by then you've got other goals set. So a goal is something that is so. The thing with $15-20,000 for me was one of my goals. 

And by the time I got there, I had already had other goals in my life set. So even though I got to that particular goal, I still had more goals that were out in the future beyond that. And so people who are setting goals and not realizing that--and what I'm trying to get at is you've got to enjoy the process. You set goals; you see that bison for yourself; but you're also enjoying the process right here, right now, today. You're enjoying every step of the process. And you have goals out there. Yes, you're going to reach those goals. By the time you reach those goals, you're going to have more goals out there. But every day you're enjoying the process. OK? 

So define what your ideal business looks like, How do you want that business to fit into your lifestyle? How do you see yourself interacting with and providing value for other people? What are you already passionate about? What hobbies, what interests, what pastimes do you have? Maybe you might have, because everybody will think this. When I first started talking about this--I'll make a comment that's bold enough to say that everybody knows something of value that other people will pay for. And sometimes people will argue that fact with me. And they'll just absolutely say: 'Kevin, I know absolutely nothing of value that anybody would pay for.' Every time I can prove him wrong! 

Now, with some people it will take longer than others, because some people are in this mindset of they'd rather prove me wrong. [laughter] They'd rather prove me wrong and say: 'No, Kevin. I know nothing. I'm not into any hobbies. I have no interests. I'm the most boring person in the world. I don't know anything. I'm not interested in anything.' And yeah, I had one guy recently who told me: 'Kevin, I'm 45 years old and I've never done anything exciting in my whole life.' I mean nothing! You've got nothing in your whole life? You never took a trip? You've got no interests? You've got no... ? 

I was like: 'Are you trying to tell me that you're like this blob that's been taking up space on this earth for 45 years, and your whole life has been a complete time and effort?' He said: 'Well, I wouldn't put it that way.' I'm like: 'Well then don't. Because that's what you're trying to do. You're trying to put it that way. ' And see, this all became about--he wanted to prove me wrong rather than having an open mind of: 'OK. Let's start looking at what do I know? What experiences have I had? Who do I know that has some?' [laughter] 

And see, that's the other thing. Don't lock into yourself into the box that necessarily has to be you. Maybe you know somebody else that knows something. 

I've got a friend of mine who started his very first business, his very first product. It's a product called Lumberjack. In fact, if you go to LumberjackYoga.com, you'll see Nate's website. Nate's very first product for his first business was this thing called 'Lumberjack Yoga.' And he wasn't even the star of it! His brother was the guy who had this yoga routine that he did. Nate was just the guy that came up with the idea, and his brother just happened to be the star of the videos, and the book that they put together, and the product that they now sell. But the thing was: Nate was the guy that was the brains behind the whole thing. He paid his brother a one time fee to do the videos and all this, and now Nate sells the product over and over and over. But yet his brother Ben is the star of it. 

So just be thinking about this kind of thing. What are you passionate about? What hobbies do you have? What interests do you have? What pastimes are you interested in? And you use that kind of thing as a basis for your business. 

Now let me remind you: we are just getting started. OK? [laughter] This is the first training in the series. You don't have to come up with the answer right here, right now. Hopefully we are a little into this. Hopefully your mind is starting to go a little bit. Your mind is starting to expand a little bit. And as we continue to move forward, I'm going to expand your mind a whole lot more. 

Also, a couple other things to consider. How much money do you want to make? We've addressed that, but let me just bring it up again. How much money do you want to make? Because that's important. How many hours do you want to work each day? Or each week? Or each month? Look at that too. Because this is your business. This is your life. You're the one who makes the decisions. Nobody else! 

And the other thing that I will talk about is when it comes to work, obviously you want to be doing what we've been talking about, which is you are doing work that you enjoy. You're not doing stuff that you don't enjoy. We'll be spending a whole lot more time on these trainings covering all that kind of stuff. How do you do that, what you should be doing. We've got plenty of time to cover all that kind of thing. But I also want to touch on one other thing really quickly. You do not want to equate dollars with hours worked. OK? Because if you look at-- I mean, trading time for dollars, I do some of that. 

Perfect example. Right here, right now, is an example of me trading time for dollars. The interesting thing about this is that for one, I totally enjoy doing what I'm doing, but each one of you have invested an amount of money in order to be here on this training seminar series. But even at that, once it's done, this is going to become a product. And it's going to be offered to how many other people down the road? Will that produce income? You bet it will. So even though I am trading time for dollars right now, for the dollars that you invested to be here, down the road it's going to produce way more income. 

Another example of trading time for dollars is if I do a 1 on 1 consult with somebody. And whatever amount of money that they invest to spend that time with me--whether it's 30 min. Or an hour on the phone. Maybe it's coming to an event in my home that I charge a fee for. Maybe that's a 1one day thing. Maybe it's a private thing. Maybe it's a group thing. Whatever. They have invested whatever money requirement was required for that, and that is me trading time for that money. 

But there's other aspects of my business, where I am not trading time for money. A good example of that would be my coaching programs. So my coaching programs, whatever the fee is for the coaching program and it's a group delivery coaching program, it doesn't matter whether I have 10 people in that, 100 people, or 1,000 people in that. It makes no difference. The effort and work required on my end is the same. 

Also, the other big thing here is that I enjoy doing that. I love running coaching programs. Now, maybe you don't. Maybe the thought of that. I mean, I've got a friend of mine, he runs a multi-million dollar business too. I've talked with him about the possibility of running a coaching program. Kind of like a mine. A telephone based thing. And you know what? He would have tons of people that would sign up for that. They would totally pay him money to be a part of that. Because he's got huge valued offer. 

But you know what? He has told me flat out: 'Kevin, donit something like that, yeah you love doing that, but that would be like pulling teeth for me. There is no way that I would want to do that. I don't care how much money I could make. ' That's not a right fit for him. And firstly, he's found to do things that are right for him. His business is way bigger than mine. And yet, he doesn't run a coaching program. He has none, so he makes money doing other things. [laughter]

 This is all about you. I'm going to be sharing all kinds of things that you could do. I'm going to show you what I do and how I do it. Also along the way, my goal. 

Because like I shared with you when we started this training seminar, we've got some awesome people that are part of this group. My goal too is if a couple of you are willing, I'd like to do a couple of bonus calls down the road as part of this training, where I kind of interview you. 
Because you have got some incredible value to offer other people, and I'd like to interview you and talk about how you've done some of the things that you've done. You're also going to be an inspiration to anybody who hears that interview. So you know, if that's something that interests you, then definitely think of that, because I would certainly like to interview a couple of you. Because I know that other people would find that incredibly valuable. 

With that said, I am going to try to open up the lines and see if we can do a bit of Q&A to see if we can button up this call. [noise] 

OK. We've got the lines opened up. Any questions? Any comments about what we've covered on this training call? 

Caller #1 : Kevin, I'm a dentist and I have a patient in about min 

Kevin Thompson : OK. 

Caller #1 : I sent an e-mail regarding the fact that I'm kind of stumped as to finding a key line or key phrase for the website. I did some searches on [inaudible] and I'm not getting. With what I'm using as keywords, I'm not getting anywhere close to any searches. Maybe 0-4. One of them took me to 900 searches. But it was too broad. I'm getting too broad. 

Kevin Thompson : OK. I can tell you that there is an answer to that. That's a logistical thing. And I can show you how to do different kinds of searches. Because it could very well be that even the thing that you're searching for is just not what somebody else online is searching for. They're searching for a different term. 

Let me take a look at my outline, because I know we're going to be going over that. I want to see in what training series we're going to be--which call I've got that scheduled in for. Because I've got that scheduled in. We are actually going to be covering that very thing in the 3rd training call. 

Caller #1 : Which is when? 

Kevin Thompson : Let me look at my calendar. I think that is going to be in 2 weeks from now. 

Caller #1 : OK. Without that though, I don't feel like I can go further. I can't give Vincent anything. He wants the free report write up. He wants to get going. I feel like I'm just sitting here wasting my time. 

Kevin Thompson : OK. Well like I said, maybe what you can do since you've got the system already, what we can do if you'd like is that we can schedule a consult. But like I said, on this training I've got that scheduled in for the 3rd call, which as of right now is going to be on the 17th is when I'll be doing the 3rd call. If you want to do it before then, we can do a consult and I can try to fit you in sooner than that. 

Caller #1 : OK. So do I just e-mail you with a day and time request? 

Kevin Thompson : Yep. You e-mail me and I'll e-mail you back and tell you what my schedule is. 

Caller #1 : OK. 

Kevin Thompson : And we can fit you in sooner than the 17th. I can tell you that. 

Caller #1 : Without that, I can't really do anything further. 

Kevin Thompson : OK. Well that's not a problem. But just get a hold of me. We'll schedule you a consult. 

Caller #1 : Alright. 

Kevin Thompson : Alright? 

Caller #1 : Thanks, Kevin. 

Kevin Thompson : You bet. 

Caller #1 : OK. Bye. 

Kevin Thompson : Any other questions? 

Caller #2 : I've got a quick one for you. Is the same number and pass code we'll be using for every call? 

Kevin Thompson : They'll be a little different depending on what day they are. Because the Fri. Calls will be different than the Wed. calls. 

Caller #2 : OK. 

Kevin Thompson : I will send you guys information in advance of the call. So you've always got the information in advance. 

Caller #2 : Are all calls recorded, Kevin? 

Kevin Thompson : Yes. I will record every single call for you guys. 

Caller #3 : I have a question. 

Kevin Thompson : Yes. Go ahead. 

Caller #3 : You have so many great things to say, and I cannot fast enough. Is there a way to get handouts before saying 'This is what I'd like to cover'? You said a few points that you said to write down, and I didn't get them all. 

Kevin Thompson : Yes. You know what I'll do is I will send you my outline. I'll give you guys my outlines for each call that we do. After I do the call and I get the recording up, I'll go ahead and give you guys my outline for that call too. So you'll have the recording and the outline to refer back to. 

Caller #3 : Is the recording going to be online? 

Kevin Thompson : Yeah. I'll give you the recording online. I'll shoot you an e-mail when I have it uploaded, and I will get that to you online. 

Caller #3 : There's no way to record that onto our computer? 

Kevin Thompson : Oh absolutely! You can save it to your computer. Absolutely! All you got to do is right click Save As and save it on your computer. 

Caller #3 : Perfect. 

Kevin Thompson : Yep, you can save it. 

Alright. Well let me ask you guys: did you find this valuable? Are we off to one heck of a start? Because that's my goal. 

Caller #2 : Yep. 

Kevin Thompson : Yes? Very good. 

[inaudible] 

Kevin Thompson : Good, good, good. OK. What we're going to do is--what's that? 

Dan : It's very intriguing. 

Kevin Thompson : Good. 

Caller #4 : [inaudible] a way to use my music, which I love. Find something that would support my music. 

Kevin Thompson : Is that Dan? 

Dan : It's Dan. You got me. 

Kevin Thompson : [laughter] Because we communicated before, didn't we? [laughter] 

Remember when you were telling me about that other thing, and you were like: 'I don't really want to do that. ' But then you mentioned: 'I've got this and this going. ' 

And my comment to you was: 'Then why aren't you doing the other thing? Why don't you do that?' [laughter] I can assure you--I'm thinking to myself: 'He never even thought this was a possibility!' 

Dan : [laughter] [inaudible] so you can afford to do something you like. 

Kevin Thompson : Yeah! I mean yeah. Don't try to do something that doesn't feel like a natural fit for you. That's like fighting an uphill battle. You want to do something that you're already interested in. See, that's where I come in. If it's something you're already interested in, and you're passionate about already, I'll show you the strategies. I'll show you what to do to monetize that and provide value for other people in the process of doing it. 

And of course that's how you monetize something. You provide value for other people. That's what we're going to be spending time talking about. Like I said, I've got this thing mapped out really well for you guys. Like I said, if need be, we'll do some bonus calls just to make sure that you've got all your questions answered. If I need to do a bonus call that's nothing but Q&A, I will do that for you guys. If you got questions as we're moving forward, then write them down and I'm going to give you plenty of time throughout this training series to make sure you get all your questions answered. 

Caller #5 : What do you think we should do over the next week or so to be prepared for the next meeting? 

Kevin Thompson : OK. What we're going to be talking about on the next call. Let me look at my notes here. What we're going to be doing on the next call, is we're actually going to be creating your lifestyle business blueprint. We're going to be creating your blueprint. Between now and then, I want you to be spending time thinking about what we've talked about today. And don't worry about if it feels like-- because some of the things we've been talking about. 

As far as the income, stretch yourself a little bit! I don't want you to make it to where: 'Aww that would be easy to do that.' I don't want you to make it to where: 'Oh that would never be possible!' I want you to stretch yourself a little bit. Get out of your comfort zone. Choose a figure that's a little bit--you're like: 'I can't see that right now. But with Kevin's help, I think I can do that. I probably can't do that on my own, but with Kevin's help, I could do that.' 

And do it in all these other areas too. As far as: what do you want your life how many hours do you want to work? What kind of time do you want to work? What kind of time off do you want to take? What do you want to be doing with your time off? Think about all those kinds of things, and also on the next call, I'm going to share with you my original Lifestyle Business Blueprint. The one that is hanging here right on my desk that at the time that I even wrote that thing out, I had no idea that that's what I was even creating. That I was actually writing out my own Lifestyle Business Blueprint that I would then go on to build that business. The only thing is that I built it way bigger and way more than I even envisioned in that original blueprint. 

And I will be sharing that with you as well to give you a model, give you a template that you can then model. But that's what we're going to be doing on the next call is create your Lifestyle Business Blueprint. Because that's what we need before we can get into all the How To stuff. Kind of like what the person was talking about [inaudible] express, using the tools-- none of that matters! Are you still on the line by chance? 

Caller #3 : [inaudible] 

Kevin Thompson : She was a dentist and said she had to go. Are you still here or did you leave? [silence] I think she left. 

Caller #3 : The dentist left. 

Kevin Thompson : Yes. She said she had a patient, she had to go. I know where she's coming from, because she's already got one of my products. There's nothing wrong with what she's doing, but that's not the most important thing. Getting the blueprint down first. Getting this thing mapped out. Then the other stuff starts falling in place. 

Victoria : Is it OK to have your blueprint before you know what business you're going to be in? 

Kevin Thompson : Absolutely! If you've already got a business, and now you start creating your blueprint, you might start looking at your business and going: 'You know what? I might need to make some changes in my business. Or maybe I need to do something else entirely. ' I don't know what that is for you. But once you've got your blueprint, now we can start working from there. And who knows what that means for you down the road? It's not for me to decide that. 

So if you've got a practice. Say you're a dentist. Say you're an attorney. You've already got a practice. And by the way, I know--well I don't think I've got attorneys on the line-- but I know I've got dentists. But say you're a dentist, and you've got a practice already going. It's very profitable. You're making money. But you're like: 'You know what, Kev? I've got this practice. It's profitable. I know what you're talking about, because it don't fit into the lifestyle that I want to live.' Then obviously some changes might need to be made there. 

That could mean making changes in your practice to fit that practice into the lifestyle you want to live. Or maybe it means that you're going to do something else. [laughter] I don't know what that is. But together we'll figure out what the right thing for you is. It's not for me to tell you. 

Dan, you're a perfect example of this. Because you and I briefly before this first call were talking about this. You were working with somebody else, and they're telling you that you need to do this thing. But you're like: 'I don't want to do that. ' And I'm like: 'Why are you doing that?!' [laughter] But you also in the same exact thing, you were like: 'I'm committed to this. ' And I'm like: 'If you're committed to that and that's what you enjoy doing, why not figure out a way to turn that into business? Doing something with that. Dan, had that even occurred to you before?' 

Dan : I wasn't sure how to go about it. 

Kevin Thompson : OK. I'll show you how to do that. And by the way, in your case Dan, if you want to see a little example of it. I've got a friend of mine, he's a minister too, he's got a website DukeClarke.com. Or do a Google search for Duke Clarke. He's a minister. That will open your mind to a few things, because he's doing some cool stuff. He's a friend of mine. 

Dan : [inaudible] 

Kevin Thompson : Yes, there is an 'e' at the end of Clarke. 

OK! With that said--yes. One more question. 

Victoria : This is Victoria. As we get further along this, are you going to help us tap into the resources to make this happen? 

Kevin Thompson : Absolutely! I will not leave you empty. 

Victoria : [inaudible] 

Kevin Thompson : You bet you I will be. 

Victoria : And then getting confidence and reasonable prices has been a challenge for us. 

Kevin Thompson : OK. Yes, I've got a resource list that I will absolutely be providing you as we go forward. You will be getting access to that as well. 

Victoria : Great. I look forward to getting the recordings, since I missed the first half hour, 45 min. 

Kevin Thompson : OK. Not a problem. I will get that to you. 

Victoria : Thanks so much for doing that. 

Kevin Thompson : Well, hey. You guys all have a great day. I'll get the recording processed. I'll get it out to you. And we will talk with you on the next training call. 

Victoria : When is that? 

Kevin Thompson : The next training call is on next Wed. 

Dan : What time? 

Kevin Thompson : Noon Pacific Time, 3P.M. Eastern. All the calls will be at noon Pacific, 3P. M. Eastern, and like I said, I will record every one of them and make sure you get the recordings. If you are not able to join us for any reason, you will always get the recording. 

Callers : Great. Thank you. [noise] 

Kevin Thompson : Alright, bye everybody! We will talk with you on the next call. 
Lifestyle-Business Blueprint Training – Module 2

Creating Your Lifestyle-Business Blueprint

OK, so Jack, I mean you're calling in from France, and you, before we started the first training call, by the way, I want to welcome every one of you back. We are now here for the second training in the series for the Lifestyle Business Blueprint Training and we just started off here. I found out that Jack was on the line and, Jack, you're calling in all the way from France and the interesting thing about this training series is that we have the entire spectrum covered, as far as who is participating. 

We've got people who are just getting started in business and have not even opened the doors on a business yet. We've got people who are already running successful businesses, we've got people who are running million dollar plus businesses already. We've got people who are professionals, such as Jack, who is in the medical field, and all the way from France, I might add, and we've got a couple of people who are already running internet businesses, doing extremely well with their internet businesses. 

So, like I said, we have got the entire spectrum covered, and Jack, I do want to thank you for that email that you sent me before we got started with the very first training and for being so candid. Because, like I said, before I actually started this recording, I was talking about all of the feedback that I had been getting and that everybody that I talked to about this whole concept, that you guys are now taking part in, in this training, and this whole concept of having a lifestyle business, a business that fits into, perfectly, the kind of lifestyle that you want to live, a business that funds that ideal lifestyle, a business that's a natural extension of the person that you are and the way that you see yourself interacting with, and providing value to, other people and getting compensated extremely well for that. 

The more that I talk to people about this whole concept, the more I get confirmed that I'm going in the right direction with this whole thing. That this is, by far, going to be my biggest contribution to society that I had ever done, and Jack, like I said, I'm not going to give all of the details of that email that you sent me, but I will say that it had to be an emotional experience for you to to sit down and write and share all of that with me and so I want to... 

Jack : [inaudible] Kevin, definitely, but you know, when you [inaudible] since I attended the first session already, you already have got big dollars in my mind and this is really fantastic for me at this time in my life and also, I wanted to tell everybody hello. I am proud to be a part of this training and I hope that you are all doing very well. Also, I wanted to say that to set the foundation before starting the business is [inaudible] you know? 

Kevin : Yeah. 

Jack : It is really how we can start right in business. 

Kevin : That's right. So, well congratulations, Jack, for the decision that you made to be here, and I will let you know, you are definitely in the right spot, as well as everybody else who is here. So, what I'm going to do, I want to get right into this today, so what I'm going to do is, as normal, I'm going to mute out the lines, as I go through the content with you, and then what I'm going to do is, after I've done that, we will then open the lines back up to discuss any questions that you might have about what we've covered, and anything from that. 

So, let me go ahead. I'm going to mute out the lines here real quick, and the reason that I do that is just to make sure that we get a good quality recording, because this is something that you're going to be able to reference for a long time going forward from here and I want to make sure that we make good, quality recordings for you. 

So, what we're going to be discussing on this training is creating your actual lifestyle business blueprint. What you're also going to get with this is, you're going to get the original version, the original document that I created several years back, of my own lifestyle business blueprint, and I wrote that thing out without even realizing, at the time, exactly what I was doing, much less the impact that it would have on my life, and of course now, how many other people I'm going to be able to help by sharing this whole lifestyle business blueprint with you as well. 

And you know, the thing is, like what we talked about here, and what Jack was alluding to, is that most people get into business for all the wrong reasons. They get into business because they think that they can make money doing this thing that they've chosen, that they can do, and what they find out is that one of two things happens. Either, they become successful. They start making a lot of money, and even at that, they look around at what they've created and they start thinking to themselves, 'Wow, you know what? This isn't what I had in mind at all. This is not what I pictured when I started going down this path, at all.' 

Now, those are the more fortunate ones. At least they're making money, even if they are not fulfilled or not happy in what they're doing. The other thing that happens, the other option is that people get started in a business or they start going into a practice for themselves or a profession for themselves, and they don't have good results. They don't make money. They struggle to make ends meet. They struggle to get by and still, they're completely unfulfilled, as well. There's a whole lot of reasons for that and last week on the call we had someone, and I totally understand where they're coming from, and she's had, she has got another one of my products, too. 

So, I totally understand where she's coming from. We had a lady that had spoke up and she was wanting to know, 'Where do I come up with products? How do I find products?' I totally understand that. I get that, absolutely, and were going to be getting into that kind of thing, but I will tell you that by setting the groundwork, setting the stage, if you will, for your lifestyle business, doing that first. Then, everything else is going to just be a natural progression and everything is going to kind of flow. 

A perfect example of all of this is this very project. What we're doing right now. I am doing this training, where I'm showing you this whole Lifestyle Business Blueprint Training, where it wasn't that long ago where this was nothing more than a concept, an idea in my head and I will tell you that, and I may decide to even be as candid and open as to share actual numbers of how this whole thing started and the results that we had. Because even in promoting it, right from the beginning we had some great success and we also had some breakthroughs and successes there, but we also had some areas where things didn't work out well, but overall, it went pretty well and the thing is that it let me know that I was on the right track. 

So, what we're going to do here is, what we need to do is get really clear on what your lifestyle business looks like and what that means to you. Because what it means to you is entirely different from what it means to me and, so just because I created my own lifestyle business blueprint and I decided what that looked like to me, that doesn't necessarily mean that is going to be what it looks like for you. 

For example, one of my websites is that website at www.getmoldsolutions.com and when most people find out what I do with that website, when they find out, they're like, 'Wow! Kevin's the mold guy. ' [laughter] Their initial reaction is, 'Wow! This guy, Kevin, talks to people about mold. I can't even imagine anything more boring than that. That's kind of like watching the grass grow,' and I don't know how you feel about that, but if it feels somewhere along those lines, then that just means that what I'm doing is not a right fit for you, and that's totally fine. There's nothing wrong with that at all. 

OK, so what you need to do is define what your business looks like. What does your lifestyle business look like and how do you want it to fit into the lifestyle that you want to live? How do you see yourself interacting with, and providing value for other people? We start by taking a look at what you're already passionate about. What hobbies do you have? What interests do you have? What pastimes do you have that you're already interested in, that you already have a passion for, that you're already excited about, that now, we look at that. That could become a basis for a business, a business that pays you for doing something that you love doing. See, this is where we start at. We start looking at this kind of thing. 

So, for example, I was just talking with a client this morning, actually, she is on this training seminar right now, she's listening in as well, and she was talking about a potential project that she wanted to do, but the thing was is that I could tell that it wasn't really resonating with her. She was like, 'Yeah, I'm think that,' and she was telling me, she even admitted that she was having a difficult time getting excited about it herself, and I could totally hear that in the tone of her voice and as we continued to talk, and I found out a few more things about her, I found out that she has some, well actually, she's got a whole lot of experience in a different area, and I'm not going to spoil it by, she may want to share this later on the training seminars series, so I won't steal her thunder. 

B ut I will tell you that she, in talking with her, found out that she had experience, and a whole lot of expertise, in this other area of her life, and when I brought that up to her, and she started telling me what she saw for herself in her business, and what she really wanted was she wanted to be able to have it be kind of a family business where her children could get involved and the whole thing. What I started pointing out to her was a way that she could make that happen. 

So, we kind of discussed that a little bit and the more we did, the more excited that she got and I could tell this in the tone of her voice, just by listening to her. So, we started laying this thing out and, you know what? Hold on a second I'll be right back with you. I've got to.... Hold on a second. [silence] [silence] 

OK, sorry about that. I had a cat here, a cat was in our office and I had to let it out. It was going crazy. So, we started talking about this and, come to find out, all of a sudden now, I start laying this thing out for her and I told her, I said, 'You know what? Don't worry about how you're going to get compensated for doing this. Don't worry about what products your going to sell. Don't worry about any of that stuff, that's my job. 

That's where I come in, that's where my experience lies, in showing you how to do that, but more importantly, showing you how to come up with and find and sell the products that are going to be a natural fit with you, and the person that you are, and the way that you see yourself interacting with other people, in alignment with what we've been talking about.' I said, 'That is right up my alley. I know exactly how to do that. I will help you with that. So, do not concern yourself with that. You concern yourself with putting together the pieces of the puzzle that you can put together, with my help. ' 

So, like I said, hopefully we'll be able to hear from her, if she's willing to share that, but we took and we drew from the interests and the things that she already had and now, we start building a business, a lifestyle business, around that. Now, the other thing that you want to look at, and I've briefly talked about some of this on the last training call, is how much money you want to make. Look at that and we'll discuss that. 

I'm not going to go into a whole lot of detail on it right here, but you definitely want to look at that and, actually, I was talking with somebody else, who was on the initial training seminar that we did, and they said, 'When you brought that up, Kevin, that's a huge thing because a few years ago, we started doing that and what happened was that we started doing this and we started looking at how much money we really wanted to make, and it kind of started stretching us a little bit. It started stretching us a little bit, it started getting us out of our comfort zone.' 

And what's interesting is that the figure they started putting out there a couple of years back, they've now far surpassed that by a long-shot, but see, at the time it felt like a stretch for them. Had they never done it, had they never thought it was possible, had they never set the goal, had they never made that part of their blueprint, so to speak, it would have probably never happened. 

So, this is critical. Look at what kind of money you want to make and make it a little bit of a stretch. Don't make it so far out there that it's totally unbelievable and you just kind of look at it and go, 'Oh yeah,' I'll say, 'I want to make a million dollars by next year,' but when you really look at it you're like, 'OK. That would be cool, but it's just not even realistic. ' Make something that's a little bit of a stretch but is still realistic. 

Also, you want to look at how many hours you want to work each day, each week, each month. Now, Here's the biggie when it comes to this, because this is going to be unlike anything that you've ever heard before, because most people, they don't equate work with fun. In my business, my work is fun. In fact, I will go so far as to say, in fact, here's a perfect example of this, as of right now, as we are recording this training, I just recently got back home from a weekend trip to Los Angeles. I flew down on a Saturday morning and I flew back home on Sunday or Monday night and I was just down there for a brief time to meet with a good friend of mine. 

His name is Shawn Stevenson, in fact, if you do a Google search for him, you'll come up with all kinds of information on Shawn, and I'll tell you that Shawn is a very unique and inspiring individual. He is a three foot tall man who is confined to a wheelchair, and if that isn't enough to peak your curiosity to do a Google search for him, I don't know what would be, but Shawn is one of the most inspiring people that I have ever met, and the thing is that my work involved going down to meet with Shawn, in LA, for a couple of days, of the two of us, he actually lives in Chicago, but he was in LA to speak at a seminar, and because he was going to be in my neck of the woods, we made arrangements to get together. 

So, we spent a couple of days together and while I was there he introduced me to a whole bunch of his friends, and I'll tell you, his friends are awesome people. Most of them are business people, not all of them, but most of them were. 

There was one lady who was running this huge project, and she's, right now, in the process of getting funding for this, and by getting funding, I'm talking millions of dollars. By the way, she's doing it, and when I met her one of the things that I immediately thought to myself is, 'Huh. She's got an interesting set of skills there,' in that she knows how to approach people and what to say to them to get them excited about what she's got going on, to get them passionate about it so that they're like, 'I want to invest money in that,' and she's very good. The thing is, this girl, she's got energy. She is fired up, and Shawn introduced me to some other people like that too. 

We just spent the day together, relaxing in the sun, having some good food at this farmer's market that we went to, and stuff, and just had some great conversation for a few hours, and what's interesting about this is that I am not having a conversation with any of these people while in the back of my mind thinking to myself, 'This needs to go somewhere. I need to do this with a purpose that because I met this person and they've got something going on and they've got access to people, or what have you, that I need to do something with them and I need to make contact and I need to get contact information so that I can get a hold of them when need-be and we can do a project together and we can start making some money,' or whatever. None of that was going through my mind. 

Why? Because I already know that because I am on track and on purpose in doing what I do, that it's abundantly clear to anybody who comes in contact with me. So, all I get to do is, I get to just relax and enjoy myself and enjoy the day and enjoy the conversation, meet people without a preset agenda. I mean, this is networking like you've never done before, like you've never heard of before either. 

The thing is, it is more productive than you could ever possibly imagine, and because you don't have a preset agenda, it almost throws people off, because they're like, 'Wow! This guy, they're not even trying to sell me on themselves, but yet, for whatever reason I am feeling so drawn to this person, that I know there's something there and I want to be a part of what they've got going on.' 

See, this comes naturally when you're in the process of doing this whole lifestyle business blueprint. All of this kind of stuff comes naturally. The people that you need to meet, the research that you need to have, the money that you need to have, all of that just gets attracted to you. See, like I said, that weekend, that wasn't, I don't know who, if I had told that story to, that would consider that was work. That was me having fun, but yet, it was work, as well. 

See, what I'm trying to get at, and the point that I'm trying to make is, when you get this right, when you truly understand this whole concept of having a lifestyle business, and having a blueprint that leads to that business, is that your life and your business gets integrated. It becomes one, it just becomes who you are and it's not that there's a separate business life for you, and a separate personal life for you. It all just becomes your life. It's who you are. 

The other thing that I'm going to touch base on, when it comes to this subject, is that, so I just talked about how most people don't equate work with fun, or running a business with fun, or any of that. I've kind of dispelled that whole myth, but the other thing I want to bring up is that the amount of income that you make when you're doing this, when you're laying out a lifestyle business like this, the amount of income that you make has absolutely nothing to do with the amount of hours that you physically spend at work doing what you do. 

So, for example, when I ran the cleaning and restoration business, especially when I ran it for that first year, and I was the one out there doing all of the work, on a good day, and I will tell you this was a really good day, on a good day I could bring in about $1200. Now, I did not make $1200, I brought in $1200. And I will tell you that in order to do that in that business, that first year, that meant that I was working my tail off. That meant that I came home, at the end of that day, just beat. 

See, that was me trading time for dollars, but now in my business, for example, I don't even remember. I get these little reports every day, that tell me how much money was deposited into my bank account. The thing is that I get these reports every morning. They usually come in in the middle of the night, so two, three, five in the morning, so that when I get up in the morning I just check my email and I've got this report there, telling me how much money was just deposited into my bank account. 

So, as I'm looking at this, I'll just give you an example here, the report for yesterday let me know that I had $1617. 97 deposited into my bank account. The report for this morning was $3,796. 97 was deposited into my bank account. Now, that doesn't, and I will tell you every day is different, I mean, some days I might get up and it might be $500 or it might be $700 or it might even be more. It might be $5,000. Every day is different. I never know exactly how much that figure is going to be for the day. 

The thing is, the amount of money that was deposited yesterday and the amount of money that was deposited today had absolutely nothing to do with how hard I'm working today or yesterday. It has absolutely nothing to do with that. That money was deposited because I have already provided value to people and they are continually paying me for that. Those are automatic payments, it just gets put into my bank account. 

So, what I'm trying to get at is that, like I said, when you do this right, when you truly have a lifestyle business, the amount of money that you make, or get compensated has nothing to do with actual hours that you work. 

So, when looking at the kind of money that you want to make, you need to understand that. You need to understand that, and that's another thing too, if you want to make more money, it does not mean that you have to work harder. In fact, in my book, the way that I look at it, if you want to make more money, the real answer is that you need to have more fun doing what you do. 

You need to have more fun doing what you do and, in turn, you will make more money. You need to provide value to more people. You need to figure out how to do that and, in turn, you'll make more money. You need to figure out how to automate and leverage your business and yourself, and in return, you'll get compensated even more, for doing what you do. So, you need to look at that as well. You also want to look at what role you'll be playing in your business. Meaning, look at what tasks you enjoy doing most. 

So, for me, in my business, the thing that I like doing most, I like writing emails and communicating with the people that have come to me, that are on my subscriber list. I like doing trainings like this. I mean, I love doing trainings like this. I've found, too, in the past I've hosted two live events at my home, where I've had people come out and meet personally, at my home, and my wife and I organized the event and I found that I love doing that. My wife loves it, too. She loves doing the catering, and setting all of that up, and my wife is fantastic at entertaining people. 

So, for me, one of the things that I want to do is a whole lot more of these lifestyle events at my home. One of the other things that I've found that I like doing is that I like traveling. Now, am I a jet-set world traveler? No, but I do like traveling. Even this last weekend, going down to LA for a couple of days, I enjoyed doing that and I enjoy being able to have the luxury of getting away. I took my wife, not too long ago, on a trip to Grand Cayman. We had a great time there. 

In fact, just recently, my wife and I were talking because we're doing some really cool stuff with our family foundation. We're getting ready to take some trips, and actually, we found, online, we found this video of two couples that had gone down to Mexico, to this orphanage, and they spent a day with the kids and stuff, and they made a bunch of videos of it and it's like, you know what? You just saw these little children and these adults go in there and hanging out and spending the day with them, and having fun with them, and you just saw these children just light up. I was telling Lisa, 'Gosh, you know, honey, it would be really cool for us to be able to do something like that and we could do that through our Family Foundation. 

We could go down there and visit these children in the orphanage. We could take them all kinds of supplies and whatever they needed. Maybe some gifts and that kind of stuff, and spend the day with them, and now that we're getting into this kind of stuff, wouldn't it be cool if we could let other people go and experience that with us? What if they could come along with us so that they could see what it's like, what it's really like, when you start having a business like this, where it provides for you so well that you have more income than you need, that you're able to do things like start a Family Foundation and give back to others. Wouldn't it be cool to take people along on a trip like that and let them experience that for themselves?' 

Because now, when they experience it for themselves, and see what it's really like, and get that, I mean, talk about incredible. How awesome would that be? Because, see, when you experience it for yourself, it's so much better than somebody just talking with you about it. OK? So, you want to be looking, and like I said, what role will you be playing in your business? Only do the tasks that you enjoy the most, and to finish this off, as far as creating your lifestyle blueprint, what will you NOT be doing in your business? 

So, for me, one of the things that I do not enjoy doing is getting up in the morning and responding, seeing hundreds of emails that require my response, and knowing that most of them will just require the same response, or the same set of responses, or what have you, see because 90% of the emails that I get are people asking the same questions over and over and over.

See, I don't respond to that. What I do is, I've hired a girl, a virtual assistant, who does not work in my location, who works somewhere else, and she handles most of my emails. Maybe you've spoken with her. Maybe you've spoken with her on the phone. In fact, if you call my office, I don't take unsolicited phone calls. Now, that's not to say that I don't love talking on the phone, I mean, that's what we're doing right now, I'm doing this training. I love doing this, but here's the thing, I love doing it on my schedule. When I have to take unscheduled, unsolicited phone calls, where they detract me from my purpose in life, that's not a good thing. 

See, most other people that are running businesses or practices or what have you, they're doing all kinds of things that they don't want to do, that they don't enjoy doing, that I'll go so far as to say that they hate doing, yet, for whatever reason they feel, 'I just need to do this in order to grow my practice, in order to grow my business, or whatever. This is like a necessary evil of ruining my business and doing what I do,' and to that, I say, 'That's hogwash. That is ridiculous.' 

Why, I mean, if you don't like doing it, if you don't enjoy doing it, if you're not 100% thrilled to do it, then why in the heck are you doing it? Because you're doing damage to your business, and we discussed this on the last training, because you end up getting cranky, you end up getting edgy and everybody that you come into contact with, they see that. Because there's no hiding it. 

So, you don't want to do that. Now, remember how I told you on the first training how I laid this out. I'm laying out all of these concepts for you and as we continue on through the training, I am going to tie this in. I am going to give you the logistical stuff. I've got, I think when I was looking at my notes, we've got three or four parts of the training that are dedicated to giving you the logistical stuff. But we have got to, it's critical that we go over this stuff first. 

So, I'm going to go over this really quick, because what I want to do is, and you're going to get my actual, my first lifestyle business blueprint. So, I'm just going to share some of this with you so that you can kind of get an idea of what my lifestyle business blueprint looked like when I originally put it together. You might find that you'll be able to use this for a template for yourself as well. 

So, there's basically five components to it, and the way that I structured it is that I had five things that were important to me and what I did is, I wrote down the five things that were important to me and then I put what I called markers on how I would know if I was living that in my life and in my business. 

So, the first thing on my list was spending lots of quality time my family. Now, I will tell you that now, anybody who knows me, without a shadow of a doubt, they know that is number one priority in my life. My family is number one priority and nothing comes before that. Now, granted, yeah, I still make mistakes here and there, but because it is my number one priority, my family, they know it. 

So, the markers that I've put down so that I would know that this was happening in my life, I put down that I continually show Lisa and the kids my love by giving them my time and providing for them. I teach Lisa and the kids what I've learned and they have complete confidence in themselves. I am fully present for Lisa and the kids. I've earned great respect from Lisa and the kids as a husband, a father, and a teacher. 

So, that was my first thing, and notice that the first thing, at the number one top of my list, had absolutely nothing to do with making money. In fact, I'll let you know right now that the make money part, that is all the way at number five. The second thing on my list, for my lifestyle business blueprint, was having fun with everything that I do. 

So, my markers were that I love what I do so much that it never seems like work. All of my projects are so fun that they come together effortlessly. Because I have fun in everything that I do, I enjoy my work and I enjoy my time off equally. I make no distinction between my work and my time off, as it's all fun to me. Now, keep in mind, at the time that I wrote this, that was not my reality. That was what I wanted to be my reality. Now, that is my reality. 

In fact, my reality, as you'll soon discover, is so much better than my original lifestyle business blueprint that I created for myself. The third thing, I want to help massive numbers of other people succeed by realizing their own vision. My markers were that I have more than 200 people actively participating in my coaching programs. I get great satisfaction from seeing their progress. My business pays me more than one million dollars a year, there's my very first income clause, if you will. People are clamoring to get access to me. 

So, that was the third big thing on my list. The fourth thing, I want to work with inspirational people and partners in my business. So, my markers were like-minded, inspirational people are attracted by my enthusiasm. People make remarks about my passion and want to be a part of what I have going on. People approach me, out of the blue, feeling like they simply had to talk with me. I create win-win-win situations for me, for my partners, and for everybody else involved in any project that I work on. So, that was my fourth thing. 

Now, my fifth and final thing, this was where the money part comes in. I live the life of a multi-millionaire. My markers were that I'm able to provide the very best of everything for my family. My family and I travel the world, first-class, and are able to share incredible experiences together. Lisa has her own checking account and never has to come to me for money. Lisa is a stay-at-home mom and wife who is 100% available for the kids and me. 

By the way, I should also let you know that was one of Lisa's goals. In fact, Lisa told me a long time ago that she felt like her purpose, and the reason she was here on this Earth, was to be a mother, and so, that wasn't just my goal, that was her goal, and I knew that. That's why it was so important for me to make sure that she became a stay-at-home mom, because that's what she wanted. She wanted that with all of her heart. 

So, that was my original blueprint. The original blueprint, the original lifestyle business blueprint that I created for myself, way back when, at the time I was doing it, I didn't even realize what I was doing. So, now I will tell you that we've even expanded that blueprint. 

Because what happened was--and by the way, I took that blueprint and I had just put it on my desk and it just hung there and it isn't like I read it every day. It isn't like I did this mantra every day. I didn't do nothing like that. All I did was hang it on my desk and it was just there. It was just there and I just went along about my business, but every once in a while, yes, I would glance at it. I would see that it was there. I would see, 'Oh yeah, look at this. You're definitely moving in this direction. You are moving in this direction. This is becoming a reality for you, simply because you decided that this is what you wanted for yourself. 

See, here's the other thing, over time, I started adding to this. I came up with some other things that I wanted. I wanted to be able to have a nation-wide, and eventually a world-wide, business. I wanted to be in complete control of my time, meaning that I would work on the business when I would want, I would take time off when I would want and the two were completely integrated. Like I said, they were just my life. There was no distinction between my business and my personal life. It was all just my life and I enjoyed every bit of it. 

I also wanted to do only the things that I liked the best. Meaning that I would automate, or outsource, everything that I did not like doing. In fact, what's kind of interesting, when I was down in LA recently, visiting with Shawn, Shawn was asking me, 'Kevin, what's your goal for your life and your business, going forward from here?' and I was like, 'You know, it's interesting that you would ask that because my goal, going forward from here, really it has not a lot to do, I mean, yeah I've got a couple of financial goals and stuff, but really, it comes down to what I want to do is, I want to continue to actively look at my business and my life and I want to continually get rid of, our outsource, or automate the things that I'm not good at or that I don't enjoy doing, so that I can only spend my time doing what I enjoy most and what I get the most satisfaction from. ' 

I know that just by doing that I will then, make more money. Of course, you know what's interesting is that, at this point in my life, making more money, I'm already living the kind of lifestyle that I want to live. We're living in the home that we want to live in. We're driving the vehicle that we want to live. My family is provided for and, at this point, any increase in my income, it's not really even coming to us personally. It's just, for the most part, it's going into the Family Foundation or stuff like that and, by the same token, too, I will also tell you that, as of late, I have been in a big shift in my business. 

Because I've been in that big shift, my income has dropped as a result of that. It's totally understandable, it's no big deal. I knew that going into it, because I'm working on this new thing, I'm getting this whole concept put together into a format that I can share with other people, and as a result of that, because it's not producing income like the other thing was, of course, my income is going to take a drop. 

So, my income is taking a drop because I've been focusing my effort on this new thing, and not focusing so much effort on what I was doing before because I want to get this new thing out into the marketplace. I will tell you that because of the way things are situated, even though during this shift my income has gone down, personally, we have not been affected at all. Not one penny. In fact, my family, had they not really known, if they didn't know what I was doing, they would not even realize that there was any change in income at all, because personally we have not been affected. The only thing that's been affected is the expendable income, the overage, if you will. that is far over and above what we need, personally, to live on and support our lifestyle. 

I will tell you that there's a huge lesson there as well, in that you want to live beneath your income. I'm not going to get side-tracked on this and talk about this, there's all kinds of books on that and training on that, as far as living beneath your means, and most people don't do it. Most people live far beyond their means, and that's why they're hurting so much financially. 

A couple of other things that I wanted for my business is that I do not want to have my income tied to the number of hours worked. I discussed that before so I'm not going to go a lot into that, but it's a huge, huge thing that you want to look at because you do not want to have your income tied to the number of hours you work. Because, if you do that, there's only so many hours in the day. I don't care how much you want to work, there's only so many hours in a day, which means that you're going to be capped on income. I also want to be able to grow my business without increasing my workload. I'll tell you, this is, something like this, having a goal like this for yourself, having this be a part of your lifestyle business blueprint is critical for your continued enjoyment of your life and of your business. 

Of course, the big thing for me, and I will tell you, one of the biggest things for me aside from being able to be present and spend quality time with my family is being able to hang out and spend time with and rub shoulders with inspiring people. The cool thing about all of this is that I now get paid for doing that. Like I said, it's not that I consciously set out to go out and, 'Okay, I need to meet people so that I can figure out how to make money and generate income off of their efforts,' that's not what I'm doing at all. 

Like I shared with you, it all just comes naturally because we've got this whole thing structured around who we are and like I said, it all goes back to who we are, how we see ourselves interacting with, and providing value to other people and structuring everything from that standpoint. When you do that, it's almost as if you become unstoppable. I will tell you that right now, with what I'm doing, with this message, and getting this whole message of this lifestyle business blueprint out into the marketplace, I will tell you that, for the most part, I feel completely unstoppable. That being the case, because I feel that way, that translates into reality in that I am unstoppable. 

So, now that we've, for me, I've got this whole thing, of what I wanted for myself and what I wanted for my business and for my personal life and all of that, and I trust that by sharing all of that I'm helping you create your lifestyle business blueprint. You've now got a model to use and you're going to be getting my notes from this training session as well as my own lifestyle business blueprint, my original lifestyle business blueprint, as well as my notes from this training session, to show you the upgrades that I've made to that blueprint and, by you having that, you are going to now have a blueprint that you can model for yourself. 

Now, the thing that I don't want you to do is say, 'OK, this is what Kevin had, so I'm just going to put the same thing together. ' No! If what I have on my blueprint resonates with you, if you're just like, 'OK yeah, this totally fits with me. This sounds great. This is exactly what I want, or this is or this is, but not this over here.' You pick and choose what's right for you. This is your blueprint. Yes, you model mine, but you create your blueprint. It's got to be all about you. Then, what you want to do here is, I'm just kind of going back to my notes here, OK. 

So, for me, once I had this blueprint, I understood what I wanted, and at the time, I was actually running the cleaning and restoration business. I had that business and I knew that business was not going to give me the blueprint that I was looking at. That's what attracted me to the internet in the first place, was for all of these reasons that I was really attracted to the internet, because I knew that it would allow me to automate things, it would allow me to outsource things, it would allow me, that's why the internet became such a powerful, powerful tool for me. 

That's why I was attracted to it in the first place. I make no doubt about it. My motivation for using the internet was entirely different from most other people. Because, see, in the process of showing you how I design my own lifestyle business, we're also going to be discussing the internet, obviously, going forward from here, and the huge role that it plays in my business and is going to play in your business, but you can be sure that this discussion is going to be unlike any other discussion that you've ever had before. Because, see, most internet business, for lack of a better word, I'm going to just use the technical term, most internet business suck and here's why. 

Most people look at the internet for all the wrong reasons. Because so many people have said, for so long that the internet is kind of like that [inaudible] project. You can just set it and forget it. You can just make money on autopilot and you can spend your time sitting on the beach, sipping margaritas, jet-setting around the country, all of that stuff, and I'm here to tell you that's ridiculous. Granted, you do get to have a whole lot of benefits but this whole notion that you can become an overnight millionaire using the internet is absolutely ridiculous. 

Most people, because of all of this hype and craziness that's been going on, most people have serious misconceptions about the role that the internet really plays in business. I'm here to tell you that the internet is just a tool. It is just a tool. Well, actually, it's a whole lot of tools that you have access to and we'll be discussing all of these tools in upcoming training calls and stuff. I'm going to be showing you the tools that I use in my business, the tools that I specifically do not use and why I stay away from them, all of that stuff, but what you've got to understand is that the internet and everything that comes along with it, what it is, it's a set of tools. That's all it is. The internet itself is not a business. 

I mean, it's been referred to as, 'I have an internet business,' but the fact is that people even look at me, people who don't know me very well, they would say, 'Oh yeah, Kevin runs an internet business.' Well, no, not really. Do I use the internet? Absolutely I use the internet, but I use a lot of other tools too. I am using the phone right now, to communicate with you. I'll be making recordings of these and putting them on CDs, does that mean I run a phone business? No. Does that mean that I run a CD business? No. So, why do people say, 'He runs an internet business.' Because they've got misconceptions about what the internet really is and what role it really plays in our lifestyle and in our business. 

See, the majority of the so-called gurus, that are promoting all this hype and BS and all of this kind of stuff, they've never had a lifestyle business of their own, they make all of these outrageous claims, talking about becoming an overnight millionaire and doing it for free, and all that kind of stuff. They teach worthless methods, which is the whole thing of find a niche that has a problem, put together a product that solves that problem, and sell them the solution. 

Now, that is a model that, to an extent, yeah, it's right, but what happens if you're not passionate about doing it? This is why most people that have tried that model have not had any success with it. It's because they just find a niche, they look and find the problem that niche has, and they set out to put together a product that solves that problem, and they go and try to sell it to that niche. So, let me give you an example. Let's say that you do some research and you find out that there is a market, there is a niche, online, for people who want to breed poodles. The thing is, you don't even care about poodles. In fact, you hate poodles, but what the heck, you just see this and you're like, 'OK, there's a way for me to make money.' 

So, I'm going to go ahead and I see that people want to know how to breed poodles. I'm going to do some research. I'm going to just slap a product together and show people how to breed poodles and I'm going to start selling this product. ' So, you do that and you put it out there and sure enough, you start making some sales and stuff, but now, somebody else comes along, somebody like me, for example. They find out, too, that there is a market out there of people who are interested in how to breed poodles. 

The only thing is that they absolutely love poodles. If they can spend their time hanging out and rubbing shoulders with other poodle lovers, and they had a business that was built around their love of poodles, they would be be in poodle heaven. In fact, they love poodles so much that they can hardly even believe that there are people out there who will pay them for talking about poodles, because they wouldn't even mind doing it for free. 

The thing is, that person who has a passion for poodles, who loves talking about poodles, who, every time a magazine or an article comes out on the subject, they can't wait to get it, or a book comes out, they love hanging out with other poodle owners and spending their time talking with, and hanging out with other poodles owners, guess what? They're going to come along, somebody like me who is going to come along, and they're going to enter that niche and we're going to clean your clock. We are going to eat your lunch. You could not possibly compete with us because we are so passionate about what we do, that you don't stand a chance. 

See, the problem is that this is where most people are coming from. This is where most business owners and entrepreneurs and professionals, this is where they're coming from. They got into doing what it is that they do simply because they were following the model of 'I'm going to find a need and fill it, and I can make money doing it. Never mind the fact that I'm not even really excited about it, or anything like that. ' So, you might be in a spot like that. 

Like I said, we've got people from all walks of life taking part in this training. We've got people who have not even started in business yet, who are wanting to start in business. We've got people who are running million dollar plus companies, who are making all kinds of money, maybe they're even having great success financially in their business, but maybe they want something more. Maybe they're not being fulfilled as much as they want to be. Maybe they want more of this lifestyle kind of thing that we're talking about. We've got people already running internet business doing $300,000 a month or more. We've got professionals. We've got doctors on the line, we've got chiropractors, we've got dentists, we've got the whole spectrum covered and I don't know exactly where you're at, at this point in time. Unless, you're like Jack, and you've shared that with me. Whether you've sent me an email or a fax, and a lot of you have. Like I said, I want to congratulate you for that. 

For those of you that have shared with me and let me know exactly where you're at in life right now, and what your situation is, and for being so open and candid, when you do that with me, I'm able to make sure I'm giving you exactly what you need. I'm sure that at this point you're like, 'Wow! How did Kevin know so much about me?' Well, it's because people are giving me feedback and I know where you're at, because I've been there myself and I know how to get past it. 

So, like I said, because my motivation was different, and because what I wanted, and what I use the internet for, and what I saw it for, which was a tool, or a set of tools that I could use to accomplish the goals that I had laid out for myself for my own lifestyle business blueprint. 

So, I mean, we've talked about, you guys know what my life is like, I shared that with you in the past. I shared it with you when you were first introduced to this, so I'm not going to spend a whole lot of time talking about it. Maybe in the future you'll be able to actually come out to my home and spend some time with me and see for yourself, first hand. I know there's actually a couple that's participating in this training that have been to my home. They know what it's like. They've seen it first hand. They've seen what my lifestyle is like, first hand, and I know for a fact that, they too, have decided that, 'Yep,' this is what they want for themselves, and in fact, that's why they're here on this training in the first place. 

So, with that said, what I'm going to do, that is pretty much the content for this training and just to let you know, you're listening to this because you got the Lifestyle Business Blueprint product. My own blueprint is actually included with your product. For those of you right here on this training, when I upload the recording for you, my blueprint is going to be there included with it. 

So, you will be able to get that at the same exact time as you get the recording of this particular training. So, what I'm going to do now is, I'm going to go ahead and open up the lines here. I now have the lines opened up so we can take any questions, or if you need further clarification on what we covered in this training, or anything like that, I will be happy to field questions. [music] Wow! Hold on a sec. We have music. Somebody's got their on hold music going. [laughter] 

Victoria : Thank you for your patience, please stay on the line for the next available operator. D 

Kevin : Oh, that is funny. So, somebody called in and then they had to hang up the phone and they put us on hold and now we're hearing the their music. OK. Who was that, that spoke up and had the question? 

Victoria : It's Victoria. 

Kevin : Hello, Victoria. 

Victoria : Hi, I'm really glad you're doing this because 

Voice : Thank you for your patience, please stay on the line for the next available operator. 

Kevin : Oh my goodness. 

Victoria : Most of--you're the first person that I've heard that makes sense about how to make a living and I'm trying to figure out how to do what you're teaching us to do. I would like to get time with you to brainstorm about what I'm passionate about. 

Voice : Thank you for your patience. Please stay on the line for the next available operator. 

Kevin : OK, I don't know, I'm not sure who did that. Hold on a second here. OK, that was very annoying. I'm not sure who did that but for future reference, whoever did that is probably not going to hear me talking right here, right now, but hopefully they'll listen to the recording and find out what happened, but for future reference, on the calls, don't put us on hold. If you're calling in from your business, please don't put us on hold because when I open up the lines again, we get that. We get your on hold message, or your music or what have you, and we can't do a Q and A. 

So, what I'm going to try and do here is open the lines and see if that person has taken us off of hold and so we're not hearing that and if we cannot do this, what I will do is I will host a bonus call for you guys and we will make sure and do Q and A, because I am not going let this go without having Q and A time with you guys to make sure that you're getting all of these concepts. 

So, let's see what we've got going on here. Hey, the music is gone. [music] No it's not! OK. Victoria, I don't know if you were going to ask a question or not, but what we're, OK. 

Victoria : Sorry. 

Kevin : Not a problem, it's not your fault. So, what we're going to do, like I said, you guys, is we're going to have to a bonus call where I do Q and A. Is that fair enough. 

Victoria : That's fair. Should I email you to get... ? 

Kevin : Yeah, well, what I'll do here is, I'm going to send you an email and we're just going to do a bonus Q and A call where it will be just Q and A. I'm going to mute that out. I mean, I should have set some standards for this before, but I will certainly address this going forward. We cannot have this kind of thing happening. 

So, I'll make note of that for everybody to understand that you don't put us on hold. So, what I'm going to do, as of right now, well hold on here. Yeah, we've got our next training coming up. What I'm going to do is host a bonus training call, and I will do it in advance. I'll let you guys know that it will be just a Q and A. 

So, what we can do is, you don't necessarily have to send questions to me in advance. You can if you want to and I will answer them, but you can also just plan on getting on that call and we will do a bonus call that is nothing but just Q and A. 

So, now what I'm going to do is try one more time on this call, to see if we've gotten rid of that on hold music. OK. I don't know [music] nope, it's still there. So, alright you guys. I do apologize for that. Like I said, what we'll do is, I'll just have to end this training here because that's going to make it impossible for us to do Q and A. I will do a bonus Q and A call for you. You can send an email to me with your questions. As soon as you get the email from me letting you know about it, and then we'll just handle it that way and I'll make sure that I get your questions answered. What I'm going to try and do, let me see, I could, I'm going to do this call prior to our next training. So, we'll get it in before hand. OK? So, this will not put a slow-down on the progress on our training. I'll do just a bonus call in between there. 

So, with that said, watch for my email. I'll give you the instructions that you need to participate. We'll do the bonus training call and make sure your questions get answered, and we'll handle it that way. 

So, once again, I had a great time sharing with you. I'm looking forward to the rest of the training, doing the bonus Q and A calls with you and all of that and we will be in touch with you, everybody. Have a great day and we will be in touch. Bye. 

Lifestyle-Business Blueprint Training – Module 3

How To Get Started The Right Way… 

On A Solid Foundation


Kevin : OK. So, here we are. We are back for part 3 of the Lifestyle Business blue print training and I'm going to say by just a second ago Jack from France actually sent me his lifestyle business blueprint and if you we didn't discuss this before you know we spent time talking about it on the previous training calls and I would imagine that you guys are working at putting together your own Lifestyle Business Blueprint and if are so inclined to send it to me Then I would absolutely love to see that. 

Because, this, I mean I'll tell you what--every time I have a conversation with anybody, in fact we're going to be hearing from Kevin Coy today and right before we actually started this training call, Kevin and I were talking and every time I have a conversation with somebody when I talk about this training and what I've got in mind for it and what my goal is in getting this information out there and in people's hands, like yourself, every time I have a conversation about it further confirms that what I'm doing here is the right thing to do. Like I said, I have never had been so compelled and so driven about anything in my life and I've been driven a lot. I mean I'm definitely a driven kind of person. How many of you guys saw that video that I recently shared on my blog about Steve Erwin? How many of you saw that? 

Caller : I saw that , that was great. 

Kevin : You saw that? I mean, and the post that people have been putting back Andy have been really interesting too because, me, when Steve Erwin was alive and he died a few years back, and of course he died, if anybody, who does not know who Steve Erwin is? 

Caller : I don't know. 

Kevin : There is a few of you who don't know. Go to automatic incomeperch.com, click on the blog. Definitely watch that video when you get a chance. Steve Erwin was the crocodile hunter, the guy from Australia and is he ringing a bell now with you guys? 

Caller : Finally yes. 

Kevin : OK. So, now you guys know who this guy is. And what's interesting about Steve is before he passed away I never really followed him all that closely. I had friends that did and what's interesting is when I posted that video on the blog, and after people watched it and stuff they're making posts on the blog--going to the effect of saying stuff like, 'You know what I never followed this guy that closely, but I always thought he was kind of crazy.' 

And, now that I saw this video-I mean-yes maybe he was crazy, but man what a life this guy lived-and he actually died he actually got stung by a stingray as he was doing a shoot. He was underwater-somewhere, I don't remember the details of where he was when this accident happened-but he was under water. They got the whole thing on video because they were shooting and they were filming, and he got stung and that's how he died. And, yes while it was tragic, the other thing that is important to note is that Steve died doing what he absolutely loved doing. 

And, of course it would have been impossible for him to die any other way because he spent every bit of his life doing what he loved doing. It didn't matter whether it was with his work, with filming shows , with doing live events, it didn't matter. Of course you know his children were involved in what he was doing and of course I'm going to be sharing some more videos going forward about Steve and stuff-because you're going to be amazed at who he really was and he absolutely exemplifies everything that we've been talking about in this Lifestyle Business Blue Print Training. 

So, what I want to actually do today, is I'm going to do something a little bit different. If possible, I'm going to try and leave the lines open rather than mute them out. But, what we are going to be talking about today is how to get started the right way-how to get started in a Lifestyle Business Blueprint in a Lifestyle Business the right way and do it on a solid foundation. What we've been talking about here is-that you- at this point have hopefully at least got a start-and start defining what your own Lifestyle Business is going to look like. And, how it will complement and fit into the kind of life that you really want to live, because that's what this is all about. 

You know and I've shared, you know my lifestyle business blueprint with you, you know I've shared the original version of that and what that looked like, even when I put that thing together, and at the time I had not a clue what I was doing. I didn't realize that that that's even what I was doing, but yet it set me on this whole path that I've been living all this time now, and, but even though I've shared mine with you, my goal was not to have you, you know, just put down everything that's on mine because you know, my life is not your life and what's a right fit for me may not be a right fit for you. 

Now you can certainly, if you see things in my blueprint that is a right fit for you, then by all means, you know I mean if that's a right fit for you then you're going to know that, you know, and by all means use that in your own lifestyle business blueprint as well, but once you've got this thing going and and you've, you know, got kind of an idea of what your blueprint looks like, now it's time to give some serious thought to what you would love doing. 

OK. So, so if you and, this is the way that I, you know always want to interact with people when I'm talking about starting a business is that you know, I don't want you to get into business and I don't want you to choose a business just because you could maybe make some money doing it. OK, and so now you know I think, did I I don't want to re cover stuff that I've already covered, but did I give the example previously on the training calls talking about the individual decides they want to get into the poodle breeding business. I talked about that example at all? 

Caller : Yes you did. 

Kevin : I did OK so we'll re-cover it. So that's what we're talking about here is because we, you know, somebody, and that's what most people do. When they get into business, they get into business for the sole, the sole thing that drives them is just making a buck. OK, what you want to do instead is we're going to look at, you know, 

OK, if I could have a business that paid me and compensated me extremely well for doing something that I would love doing and in fact, you know, you start looking at 'what do I love doing?' You know, whether it's you know spending, like for me, I love networking. I love spending time with inspiring people. You know, I love doing trainings like the one that we're doing now and you know it doesn't matter whether it's you know, over the telephone like this. It doesn't matter whether it's live and in person like you know, the events that I've done at my home. I mean, it doesn't matter. I mean I love doing trainings like this where I know that I'm providing value to other people, and so, you know, this kind of thing is a perfect and natural fit for me and so what you want to do is what do you love doing. So, you know, there's 3 steps in getting started on a solid foundation, 

OK, and how you choose the kind, you know, the kind of business is going to be a right fit for you, you know that's going to allow your business to be a natural extension of the person you are and the way you see yourself interacting with other people and providing value to other people and of course getting compensated for doing that in the process. That's what your business is going to look like and also we're going to be structuring this entire business so that it fits perfectly in with the kind of life that you want to live. 

So for example for me, I used to think, I mean you know, my parents always raised me with this really good work ethic OK, and that's probably what ultimately led me to spending 7 years working in the most dangerous job in the world as an Alaskan Fisherman too, was this work ethic that my parents raised me for, with that I always thought and believed because my parents raised me that way was that the harder you work, the more successful you'll be. And so even when I became a business owner, an entrepreneur back in 1996, started my first cleaning business my first business, which was the cleaning and restoration business you know when I was working 14 and 16 hours a day you know, at first it didn't seem like that was a bad thing because I was just like 'OK, I'm going to be really successful because look at the amount of hours I'm working. ' 

OK, and even when I got that business built up and even when it was making money and I finally got to the point where I starting looking around at what I'd created and got to the point where I'm just like 'you know what? This isn't what I had in mind at all when I started going down this path and I don't want to keep doing this and I don't want, because that business ran my life,' and even though I was making all this money, I was still working tons of hours, I was working weekends I had no time to enjoy myself and I was like 'This is not what I want for myself. 

And, so I ended up making changes. Basically I sold that business on April 19th of 2004, long story short here. I'm not sharing the whole story, but got into doing some stuff on the internet- started my very first website getmoldsolutions.com got that thing making money and, then started teaching other people how to do what I did on the internet. And, in the process of doing all that-I mean essentially as far as I'm concerned- I retired on the day that I sold my carpet cleaning business. My cleaning and restoration business-which was on April 19th Of 2004. I retired on that date. Because, that was the day that I quite doing basically sold my cleaning restoration business. 

And, ever since then the work that I've done has never seemed like work to me because I love doing what I do. And, like Steve Erwin that we were talking about I am completely 100% passionate about what I do and as a result it never feels like work. But, here's the other caviar to this-even in that-I still had this whole work ethic that my parents raised me with-in that the harder you work the more successful you'll be. 

So, for the longest time even though I didn't have to, I didn't realize that that I didn't have to-but I would still put a lot of time in at doing what I do. Of course I enjoyed doing it. So, it didn't seem like work to me, but what I finally realized is that for me -for my personal self-- I am at my very best when I get out of bed. First thing in the morning. For some of you that may not be the case at all. In fact I've got a friend of mine- one of my good friends-he is not a morning person at all. In fact, he is seldom out of bed before noon. That's fine. He runs a business that's structured in a way that allows him to sleep in every day until noon. I've got another friend of mine who-he is a complete night owl. I mean he's usually he's going to bed at 6:00am. 

And, once again that's his personal choice. But, for me in my situation, I typically like to get up and get out of bed usually between 06:00am and 07:00am in the morning I get ready. I come into my home office here. And, that's when I'm at my best. That's when I find myself, the writing that I get to do, whatever, that's when I'm at my best. And so I structure my entire business so that when I'm at my best, that's when I'm most productive. So, for example as of recent I have been taking what many people would consider a whole lot of time off. 

So, like for example right now this week as we're recording this-2 days ago- I was done working by 01:00PM. Then, yesterday I was done working by 01:00am. Today I'm going to do this training call, and as soon as we're done here I'm done for the day. And, a lot of time I end up taking, days like, actually last week, Thursday and Friday, I took the whole 2 days off. 

And, see and people might think gosh Ken how the heck do you do that and doesn't that effect your income, and I will tell you that no absolutely not. The amount of hours I work have absolutely nothing to do with the income that I make. It doesn't change at all based on hours I work. Because I've strategically set it up that way. 

So, back at us building a Lifestyle Business and doing it the right way on a solid foundation there's three things that you need to look at. The first thing you need to look at is what are you passionate about? What excites you? What absolutely energizes you just by the virtue of doing it? What do you love doing that-like when a new book comes out and when you see a new magazine on the corner on the subject- you can't wait to get your hands on it. What gets you so excited that you can hardly even believe people would pay you to do such a thing as that? 

See, that's where your starting point is. You want to build a business around that. For me, I wanted to build a business around something that gives me energy. If you can't tell right now that I've got energy then we definitely have got a problem. Because, I am totally-and like I said-100% passionate about what I do. And, for me, when I get to get up in the morning, talk with people like yourself on the phone about marketing, about building a Lifestyle Business, about entrepreneurship, that gets me excited. I mean I could have been up all night long and the night before. It wouldn't matter. I would be still totally fired up for the opportunity to speak with you and share with you and make a positive impact on your life right now. 

And, so what I want to do-I mean I don't know if you've got internet access. If you do, what we're going to do really quick is--we're going to go over to my website at automaticincomecoach.com. And, this is one of my websites and, what I want to do is-because I want to do is, because I want to just talk to you about how I get people involved in what I'm doing. And, the way that I do this, is I just share my own story. And, so on my existing one of my websites on automaticincome.com you just see me telling a bit of a story about my life. 

And, actually if you want to see a little bit more of it-you can click on the bio link. Because my bio has more about my story as well and how it relates to what I'm doing. And, also at the bottom of that page, my bio page, there's actually photos there of me and my family and my hometown and that kind of stuff. Because, my whole thing is and what I teach you to do as well, is I just want to be completely open and candid. And see it doesn't matter what you're doing and it doesn't matter what your story is. 

By the way, every one of you has a story, every one of you. And, you need to tell your story. I don't know what that story is for you. You know that story. But, that story plays in to whatever it is that you're going to do for a business. So, for example, if you are say you're into, what's something that I want to, does anybody right now that's on the line-as far as the training that we've done already- has anybody kind of got a direction that they would like to share that they're going in right now because of this training? 

Tom : This is Tom. I've got one. 

Kevin : Tom why don't you go ahead and we'll use you as an example. 

Tom : I'm an absolute motorcycle nut. Since early childhood. I'm interested in helping people enjoy the experience of motorcycling and their health more importantly. 

Kevin : Got you. So, at this point, so now, would you because you and I have known each other for a while and you've done some other things in the past too. And, I don't know if you care to share about what it is that you've done in the past and other business ventures that you've been involved in. But, now you're talking about this motorcycling and how-see as soon as you started talking about it I can tell you're totally passionate about it. How does the thought of doing something in this area compare to other things you've done in the past? 

Tom : It fires me up. 

Kevin : [laughter] Big difference? 

Tom : I can hardly sit when I start to talk about where I'm going with this. 

Kevin : And why is that? 

Tom : That's the energy. I mean that's the truth of me. That would be, that's the real me. I guess is the way. Everything else was kind of a forced or put in place. 

Kevin : Got you. Very good. See you're exactly right. So, the rest of you on the- I'm getting a little bit of background or something there. Do the rest of you on the wine could you sense like Tom's energy as soon as he said that? You can totally sense that couldn't you? 

Tom : Yes. 

Kevin : And so, see there's no hiding that. There is no hiding that at all and Tom is passionate. And, I will tell you with the subject of motorcycling do you think there's other people out there who are also interested in that subject? 

Tom : I'm banking on it. 

Kevin : Are you kidding me? There's tons of people. Kevin Coy we talked about. I know you're on the line. Kevin are you into motorcycling? 

Tom : Yes I have a Harley and I will be riding it this afternoon. 

Kevin : See? And, I just happen to know Kevin. So, I know he's into motorcycling. And, I knew he had a Harley. And so Tom there's all kinds of people who are interested in motorcycling. And, the interesting thing about people who share a-- what's the right word I'm looking-- share something in common like that, is they like hanging out with other people who are also into the same thing. 

And, so for you Tom to put a project together on this, just from the tone of your voice that is totally the right fit for you. And, I can totally tell that. Now, as far as the logistics- if at this point in time-right here-right now, you do not know how you would monetize something like that, now, you know what? That's not your problem. That's where I come into play. That's where the rest of this training I'm going to show you how to do that. Not only that-I'm going to show you how to monetize it by having a whole lot of fun doing the project. I will show you how to monetize it by providing value to other people. 

And, as far as like web products and services you're going to offer and that you're going to make available that you're going to sell and what have you-that is completely irrelevant. It doesn't matter. We will easily find-I mean is there people who are into motorcycles that spend money on their hobby of writing motorcycles? 

Caller : Absolutely. 

Kevin : Absolutely. And, I can attest to this because I know now I don't have a motorcycle, but I can attest this because I've talked with Kevin about this. Kevin has spent a lot of money. 

Caller : Yes. 

Kevin : And because you don't just buy the Harley. Kevin what else do you buy? 

Caller : All the Harley stuff that goes with it. 

Kevin : That's right. And, sometimes that can run as much as the bike from what I've heard. 

So, people who are into this kind of stuff they spend money on it. And, so, now because it is something that you're excited about now we've got something. That's our starting point. 

And see that's what--and of course Tom in your case the whole thing starts with your story and so you've mentioned that you've been into this sport for a long time and stuff. Well, your story starts with how you got into this sport. So how did that happen? Did it happen when you were very young? How did it happen? 

Caller : Yes the neighborhood boys, the older boys in the neighborhood riding motorcycles. A friend and I would sit and watch them day in and day out. Then when I was 12 years old I got my first mini bike and rode it day in and day out. Then at 16 years old I started working at a Harley dealership and 25 years later I was still working with them. 

Kevin : Got you. 

Caller : I had moved up at the motor company working as a district manager for them. 

Kevin : For Harley? 

Caller : Really the story is clearly full. 

Kevin : Yes. So, you've got a story there. See, people would mistakenly think as I did-when I first-when I first found out the power of telling my story was years ago. I was actually down in Clearwater, Florida in Tampa visiting my friend Chad and we we had decided to go out to his-- he had a condo on Clearwater Beach. We took the drive out to Clearwater for the weekend to stay at his condo which is about an hour from where he lived in Tampa-and on the way out he was just asking me what I used to do before I ran the cleaning and restoration business. Because at this point in time I was still running that business. 

So, I started telling him about I use to be a fisherman in Alaska. Then he started asking me what that was like. The entire hour long trip out there was spent me telling him all about what it was like being an Alaska fisherman and how I almost lost my life in an accident. Then it ended up getting out of it eventually and all that kind of stuff and you know after we got to his condo- -and we're going out of his car-- He's like I can't believe that I've known you for as long as I have- and you have never told me this before. I never even knew you use to be an Alaska fisherman. He said for crying out loud you need to start sharing that story. 

Of course my initial thought was 'Why? Who cares? He's like are you kidding me?' He's like that's how people get to know you. That's how people get a connection with you-is by you telling your story. Now, what I'm going to do here is I'm going to give you a huge secret for doing this. Because for me, I've given you the example on my website there of how I told my story. I wrote it out on the webpage-obviously. 

Now, if you don't consider yourself a great writer-and most people don't and there's nothing wrong with that. All you do is you get a digital voice recorder and actually just like the one I'm using to record these training seminars-it's an Olympus WS-100. You can get them at Best Buy or probably Radio Shack or whatever. You just get yourself a digital voice recorder and Tom just like you were starting to share the story with me of how you got into motorcycles-right. What you want to do is just take out one -open up a Word document on your computer-or whatever. 

And, kind of just make a brief outline of your story and the points you want to cover. Then you just sit down with a digital voice recorder going and you tell your story. Because, it's so much easier to tell a story when you're just talking with people. 

So, you just tell your story as if somebody just asked you Tom how did you get into motorcycles? Tell me what's the real deal? Why are you so fired up about this. You just spend time answering that question-telling your whole story. That might take 10 minutes, 15 minutes, 20 minutes-whatever. You get the thing recorded. Then you go to Elance. Com or a website like that. You have somebody transcribe it for you and voila! You now have your story ready to go, ready to promote yourself on a website. So, don't make--I mean I'm always the guy who wants to make nice and easy. I don't want to make this difficult. I want to take what I call and that theory calls the path of least resistance. 

One of my own mentors--Mat Fiery-- taught me that years ago. It's you always want to take the path of least resistance. Because, this is all about our entire business that we set up and making it fun for us-making it enjoyable for us. 

Now, what I want to do, because this directly relates to what we're talking about right now- Kevin Coy-I know you guys-I've known you guys for a while now and you guys have been one of the very successful cleaning and restoration business over on the other side of the state from me and you guys-you and you're wife-are going through a series of changes right now. And, kind of discover a big huge discovery time in you guy's own lives and it relates to exactly what we've been talking about. So, if you don't mind-I mean why don't you tell everybody a little bit about what you've been doing and the business that you currently run and some of the changes that are going out in you guy's lives right now? 

Caller : We live in a little town of about 2200 people. North of Spokane, Washington. And, I spent about 10 years working for a grocery chain and my position that I had when I left was I was the meat department manager. I had a pretty good situation as far as jobs go. I got to define my own schedule and I worked days like I could take whatever days off that I wanted and I was making more money than anybody else in the store other than the store manager. And, my wife and I has always been employees -never in business-and we took a jump and bought a business here in our town for a pretty good sum of money. And, became restoration contractors pretty much overnight and we've had that business now for about 3 and a half years. It does around a Million dollars a year. 

And, I probably found out somewhere within a year after I bought the business that it's not really what I wanted to do. But, I've been doing it and we do well at it. We made very good money at it. It's just not really what I like to get out of bed and go do every day. I'm not passionate about it. And, so it's been a great learning experience for us and we've gained a tremendous amount of education because of it. And, part of that was meeting Kevin Thompson and learning about his way that he does business. And, that we had some other options out there as far as what we can do to earn an income more in line with our believes and our passions and how we wanted to operate. 

So, in the last 6 months or so we've been going through a transformation in our lives and in our business that we are breaking away from the bricks and mortar of this business. There's a building that we operate out of and a business that we operate here with employees and so forth- and it's not what I want to do. It's not what I'm passionate about and my wife is not either. Kevin made the comment that it doesn't matter what it is you want to do and don't get hung up on that. I actually have the problem of choosing which thing it is that I want to do because I have a lot of options. Narrowing them down to really which one do I want to pick and there's several. They're very exciting to me. I have to kind of focus in on something in order to accomplish what it is that I want to do. 

So, there's a lot of options out there. You just have to open your eyes and see that there are those and suddenly you'll have more than what you'll probably know what to do with which is kind of where we're at. 

Caller : Absolutely. And, Kevin you and I were talking that--I mean--right now you've been running this million dollar plus a year business and stuff. You've got employees in a physical location. All of that. Of course some of the things that you're looking at is maybe like you said getting rid of the bricks and mortar thing. You and I have talked about that you have options available to you where you could actually something that you would enjoy doing. I don't want to boil the lid on it or anything necessarily-if you want to that's fine. You've got options where you can basically run a business where the physical work need to be done in a short period of time each year that would provide a big-huge-income surge that once that period of time is done the rest of the year the income surge would carry you through the rest of the whole year. The rest of the year you could be spending your time doing pretty much whatever you wanted to do. 

Caller : Exactly. 

Kevin : And you know for some people that may not be a right fit. For other people they would be like-wow-that would be a right fit for me. So, the whole point here is that-like I said-this is all about you. This isn't about looking at somebody else and what they've got going on. I mean-because I use to be that way. I mean, I used to look at somebody else and what they had going on and by then if I could just have what they had then everything would be great. 

The thing is like all we see is what's on the surface. We don't know what they've really got. And, just saying that if I can have what they have then I'd be happy. No. That's not true. Because, you have no idea what they have. All you see is what's on the surface. What you need to decide is what do I want. What do I want to have? Nobody can do that for you but you. You are the only one. And, like we've been talking about here is once you decide what that is-what is my life going to look like? What is , what can I contribute and how can I provide value to other people? How can I do what's a natural fit for me? Something that I'm excited about. How can I do that? Kind of put this whole thing together and see that's where I come in. That's where I show you how to put it together. 

See, the thing is- if you've got the passion-if you've got the passion-then I will tell you what, there is nothing standing in our way. Like I said-if you have not yet seen that video of Steve Erwin you need to go to my blog and you watch it when you get a chance. Not right now because if you do you turn the volume up it's going to come through on this call. You can also find it on YouTube and if you haven't seen that then you go there and you see what I'm talking about because that guy is passionate. And, it doesn't matter whether you liked the guy. It doesn't matter whether you thought the guy was crazy-whatever. It doesn't matter. The guy was passionate. I mean he lived his entire life that way. 

See, that's what I want for you. I mean that's what I've done. That's what I want for you and that's what this training is all about. So, the first step is what are you passionate about? You may not be able to figure out the whole thing right here, right now, right at this very point in time-but, you're starting to formulate some ideas. And, like Kevin it's going to start coming to you and as we continue to move forward in the training you're going to get more and more clear on it. 

The second step is once you've kind of got that thing-now the second step is you've got to research your market and your prospect and make sure that there is actually- that there's an opportunity there. Because the fact is, we can have the greatest idea in the world-we can have the greatest products in the world. People are always asking me Kev what's the best business to get into? What's the best product to sell? There is no best business and there is no best product. It's all about you and how you see yourself interacting with other people. 

But, you also- -there's got to be people looking for what you're thinking of offering. So, like in Tom's case we mentioned the motorcycles. There's no doubt about it. There is people out there that are interested and not only that-they are hyper responsive for anything to do with motorcycles or the motorcycling lifestyle. There's no doubt about that. Not only that, they are very easy to reach. There's all kinds of websites out there that already cater to those people. So, there's no doubt about it that that market is available. It's easy to reach and yes they are a hyper responsive market. But, in a case where maybe you're rolling some ideas around in your mind-and I'm thinking about this-I'm thinking about this, and you don't know if-I mean you've got to make sure that there is in fact a market for what you're thinking of doing. 

Well, there's a few tools out there that you can use. I mean there's keyword search tools at seobook.com, a website called seobook.com. When you get there you just click on the tools link and then you click on the keyword tool. Once you get to that page. You've got to give them your contact information I believe but that's OK. Give them your contact information. Get access to their tool because it will allow you to use their keyword research tool and research your market. 

Another website called Cementexpress.com also has a keyword research tool. It looks a little bit different than the one at seobook, but either one of them will do the same thing for you. 

So, you want to research your market and make sure people are actively looking online for what you're thinking of offering. Then the other thing that I like to do is I like to check out my competition. The way that I do this is I actually go to Google and I just start doing some research. The same exact thing. So, say for example: If I was going to type-do a little bit of research-by the way I would suggest using both keyword research tools on seobook.com and cementexpress.com because they're both a little bit different and the cool thing about the cement express tool is it gives you-if you type in the word motorcycle- it will give you all kind of other keywords that people are actually looking for and it will show you the numbers. It will give you a lot more ideas of what people are actually looking for. 

Once you come up with that list and you can kind of see yes look at this-there's all kinds of people looking for this-now you go over to Google and you type in the same keywords and you start spying on your competition. Here's the deal. You want to make sure you've got some. I know that goes contrary to what most people would say because most people mistakenly think I don't want any competition. No. Trust me. You want competition because if you don't got no competition that means you're in uncharted waters and that's the last place you want to be. You do not want to be in uncharted waters. What you want to do is you want to be where you've already got competition. 

Here's the good news. Most of your competition couldn't fight their way out of a bag. They could not fight their way out of a wet paper bag. They are so incredibly terrible at what they do. What you want to do, when you come up with this list of keywords you're going to go to Google.com and you are going to type in the same keywords there. 

Then what you're looking for is you look at the right hand side of Google, because go to the paid advertisers. Don't look at the natural search rankings. Look at the right hand side, the paid advertisements. Start clicking on those ads. What you're looking for is you're looking for websites that do direct response marketing. Meaning, that they are offering something of value in exchange for contact information and they're building a subscriber list. What you're going to find is that most websites are not doing direct response marketing at all. 

So, they are wasting all kinds of money driving traffic to a website hoping that that one click get some kind of action. I mean these are usually big dumb companies that are doing this. What you are looking for-like I said- is you're looking for websites that are using good direct response marketing-meaning that they are , they've got some kind of an opt in form or a squeeze page or what have you where they're offering something of value in exchange for contact information and they're building a subscriber list. 

Now, what you're doing is if you're researching this and they're in your market and you see that they're using good marketing, what you want to do, get on their list. Find out what they're doing. The other thing that you want to do is find out what they're doing and how you could improve on that. How could you do it better or differently or set yourself apart from anybody else who would be perceived as your competitor? 

So, as an example in my case, people who don't know me would mistakenly think that that guy Kevin he teaches people how to do internet marketing. And, nothing could be further from the truth. Yes, I do teach people internet marketing, because the fact is, that is what I do. The thing is, I am not an internet marketer. The only reason that I even use the internet in the first place is because what first attracted me to the internet-way back in 1999-was the fact that I could automate so much stuff. But, do not confuse me with other people who are called internet marketers and who probably proclaim that I'm an internet marketer. 

Because that's not what I am at all. Yes. I use the internet. Yes. I have websites and all that kind of stuff. But, the thing is, I do all kinds of other things. I mean-yes I do stuff online. I do joint ventures. I do offline marketing such as postcards mailings. I do direct mail. I do all kinds of different things to get traffic to my website. Yes, that's my ultimate goal-get traffic to my website- because that's where I get them on a subscriber list and start building a relationship with people. Anyway, you want to do that research, and the good news is, yes you do want to find competition but the good news is you're going to find Very little good competitors-very little smart competitors. 

So, you want to look at spying on your competitors. Get on their list. Find out what they're doing well. Find out what they're doing not well and all of that kind of stuff. Like I said-In my own market there's all kinds of people that would-people who don't know me well-that would be considered my competitors. Other internet marketers teaching people how to make money on the internet, but the fact is what I do and what I teach people how to do is so far beyond that. 

Because, really--yes--while I do make use of the internet-what I really show people how to do, is set up a Lifestyle Business. How to create a Lifestyle Business Blueprint for themselves. Then set up a business and get that business in place so that it fits into and-- perfectly fits into by the way--and then funds that ideal lifestyle. So like I said, you want to look at what your competitors are doing. Look at what they're doing well. Look at what they're doing not so well and look at how you can separate yourself from your competitors. 

I said I'd show you how I do it. If you want to look at how I do it all you've got to do is look at my websites and my emails and my blog posts and all that. I don't hide this stuff. It's right there in plain sight. Just study what I do. The other thing you want to look at- is who is your ideal prospect. Like in Tom's case-like in motorcycling- are there websites that already cater to that person? In Tom's case-absolutely. Start googling and finding those websites. Go to those websites. Find out do they have advertising available on those websites. Can you write articles for those websites? If you write articles for them-guess what? That's free advertising. Not only that, that builds huge credibility for you. Look for other websites. Contact the owners of those websites. 

Some of the bigger websites you might not be able to get an owner. There might be layers of staff in place, but smaller websites, there's plenty of people out there that are-like me for example-- I mean if somebody lands on my websites and they find out about me-guess what? They contact via somebody on my website-they're going to get through to me. They might go through my assistant but they're going to get through to me. 

The thing is, if somebody comes to my website and they say--if they want to send me an e-mail- and they were to be the right kind of person that I'm looking for and they are like 'Hi Kev you know what? I found your website and wow I was really impressed with what you're doing there, and you and I what we've got going on it's like in alignment with each other--and I got this thing here and this is what I do.'

If they were to introduce themselves to me like that and I went and checked out what they had going on, and if I did in fact feel that it was in alignment with what I had going on, do you think I'm going to feel bad that they contacted me? Do you think I'm going to be upset that they contacted me? Heck no I'm not! I'm going to be like wow this is great that they got a hold of me. I consider that very flattering that somebody would get a hold of me like that and if they had something that I do believe is in alignment with what I have going on and it will allow me to provide more value to the people who come to me, then I'm going to be all about getting back in touch with him. 

See, at this point it doesn't have anything to do with are we going to make money doing it. Of course we're going to make money doing it if it's in alignment with what I'm all about and the way that I see myself interacting with you-then you bet we're going to make money. And, we should. I mean, you're supposed to be compensated when you provide value for other people. So, look at that as well. 

Also, are there forms that you can spy on? There are lots of forms out there as well. For pretty much any subject under the sun there is forms or message boards online. The cool thing about going into these forms and message boards that are topic specific like this, people are amazingly candid. I mean they will share stuff like, I mean, it is amazing to me what people will share. I don't know. The internet has just I mean I'm not so blown away as I used to be because I've been doing what I do for a long time. 

But, people are amazingly candid. They will be so open and share so much stuff and these forms and message boards are a great place to find out what people's big problems and what their concerns are. Like I said-they've got message boards and forms on pretty much any topic that you can come up with. 

Like in Tom's case for example since he is the one to do motorcycles, something to do with motorcycling, all you've got to do is go to Google and type in motorcycle forms or motorcycle message boards or motorcycling forums and motorcycling message boards and you are going to come up with the listing of forms and message boards that have to do with motorcycles or motorcycling. Just start going and browsing around those forms. Start spying on people. Find out, this is something that I could do. This is somewhere that I have knowledge, or that I know of something that I could provide value to people. I mean it is a great way to do undercover market research. The other thing you want to look at is are there magazines or publications that cater to your prospects? 

These days if there's magazines and publications they're online. Once again, to find them just do a Google search for motorcycling magazines, motorcycling publications-what have you. And, what you want to do is you look do they have advertising or do you have the possibility of doing a joint venture which joint ventures-that's something that I can do a whole other call. In fact, that was what my last event at my home-we spent an entire several hours just talking about joint ventures and how I do those in my own business. Joint ventures is a great way to go because you're doing joint ventures with other business owners. It ends up being a win, win, win situation. 

I don't want to get too far sidetracked here and spend a ton of time talking about joint ventures because I still need to give you the third piece of this puzzle here. We might be able to do some stuff. I can give you a primer on joint ventures on a bonus call or something like that. So the third and final piece of the puzzle is that you need to strategically plan your perfect lifestyle business. 

So, you want to move forward with-like I said-with your Lifestyle Business Blueprint. Like I said-like I've been saying on this whole call-this is all about you and all about living your life. See, most business fail because they fail to plan. What you want to do is you want to start with the end in mind and you work backwards from there. By doing so this allows you to strategically plan your Lifestyle Business. So, do you want to-I'll just kind of ask you a few things and kind of get you going in the right direction. Do you want to begin by selling your own product or by selling somebody else's products? I mean of course this determines speed of course, because if you want to start selling your own product then that product needs to be created. 

Now, there obviously is ways to sell a product and get paid to create that products. I mean that's the way I always create products. I do not create products at all period without selling them at events. This training is a perfect example of that. I presented this training, I mean this training is being recorded and I'm having it transcribed and all of that kind of stuff and I'm going to be turning it into a physical product. 

The thing is, I sold the training series first because the fact is that if nobody was interested in investing in the training series, then who , why would I want to move any further in creating the product? Even at that, a lot of people don't even think about that. They'll spend years -months and years-creating a product and taking all this time and effort involved in it and then they're like okay I've got this products and I'm invested in this thing and I'm proud of this thing. Now I'm going to go and get this out in the marketplace. Then they find out that nobody wants it. 

See, you've got to look at this. Do I want to start by selling my own products. Because, if you want to do that I can show you how to do that or if you want to sell somebody else's product then you can obviously do that much quicker because somebody else-if you're using-looking for good direct response marketers that understand how to present products and services to the market place, well, guess what? You sell somebody else's product. They've already got a tested and proven model for selling their own product. Now you can just tap into that. Another thing you need to look at is will you be offering physical products or information products? This of course determines your profit margins. There's way less profit margins on physical products than there are on information products. 

So, for example with my very first website- my mold website--getmoldsolutions.com I started out selling physical products. By physical products I was selling stuff like mold test kits, mold cleaning products, vacuums, that kind of thing. And, I can still remember the very first sale that I ever made online and how exciting that was for a whopping I think $29.95. Trust me, it wasn't the amount , the dollar amount of the sale, that got me excited. It was the fact that I've made my first sale on the internet and I was like OK I made my first sale, how can I leverage this? How can I duplicate this? How can I repeat this process over and over again? But that very first sale was for a mold test kit. 

Now, these days we sell the mold test kits for more money but even in that, the mold test kits, that's a physical product. And, even though it's automated and all of that-I mean I've got a company that when somebody place an order for one of those mold test kits on my website a copy of that order automatically gets forwarded to that company. They fulfill the order. They've got my debit card information for my business on file. They bill my debit card and then once a month they send me a bill and bill my debit card. 

But, see, I've already been paid for those products in advance. So my profit is the difference between what I got paid in advance and what the company who fills those orders bills me at the end of each month. That's my profit margin. Well, the profit margin on physical products is much less than the profit margin on information products. Because, information products , the value of the information product has absolutely nothing to do with how much it costs you to produce that product. The value of an information product , the way that it's valued, is by the information that's offered. It's different in every case. 

But, either way, information products typically have anywhere from 8 - 10 to even as much as 30 times mark up. The cool thing about information marketing which is what I am in as well-I mean I sell physical products too-but, information marketing you get into selling information products it does allow you to make a whole lot of mistakes and still be extremely profitable even in spite of all your mistakes. 

Another thing you might want to ask yourself is will you be making use of up sells or continuity programs or stuff like that? Of course that increases your profit margins because if you've got up sells in place and I don't do a lot of up sells. 

But, you know once in a while I do up sells and I mean totally this is an area in which I have completely dropped the bomb because I don't do a lot of up sells. But, I do have continuity programs. I've got coaching programs and for me that is a right fit. I love running my coaching programs. Because-like I shared with you earlier-I love doing trainings like this. It is a natural fit for me and my personality and what I enjoy doing in my business. 

The other cool thing about running training programs like this-especially over the phone-is that it's all done on my schedule. I say when I do the calls and I just let everybody else know here's when we're doing the training call. Here's the number you need to call. Here's the time we're doing it. See? I'm in control of all of that. That's what I want. For me it's control. See? 

Not enough business owners place enough thought into all of this stuff. Because, you need to. It is critical that you do this because if you do not place thought into all of this stuff and what you want your business to look like and what you will do and what you're willing to do, what you're not willing to do-then before you know it your business is just going to take its own path and before you know it what's going to happen is you're going to end up just like I was in my cleaning and restoration business year ago- looking around at what you've created going holy cow. What in the heck happened? Because, this is not what I had in mind. Your business will just take on a life of its own. 

Before you know it you're going to find yourself spending all kinds of time and effort doing things that you never even thought you'd want to be doing. And, that you don't really want to be doing, but just because you didn't give it any thought-because you didn't strategically plan for it, then you just kind of found yourself doing it. This is where most people, most business owners, find themselves. 

The thing is, it doesn't matter at that point. I mean, there's business owners that are in this spot that are barely getting by, barely making ends meat, barely covering expenses, losing sleep every night wondering how they're going to pay their bills and there's also business owners in this spot who are making all kinds of money, making money hand over fist but they're in this spot and going wow my life sucks. I don't want to be here. 

And, see fortunately--I mean I've helped people turn this around that found themselves in this spot and I kind of came in and done these turn arounds and showed them how to turn it all around so that they can actually enjoy their business again. The other thing that you want to look at is do you want to offer some kind of ongoing coaching yourself. I will tell you like for me this has been very gratifying. I love running coaching programs. 

The cool thing about running coaching programs there's all kinds of different models that you could use. I mean-telephone coaching programs where people invest a set amount each month to be a part in telephone coaching programs. The great thing about running a program like that is it doesn't matter whether you've got 10 people in the program or whether you've got a thousand people in the program. your time investment to host the coaching program, it's the same. No matter what. 

The only difference is that you're just making way more money. You're really leveraging yourself the more people you have in your coaching program-because you're just making more money for doing what you do. Now, there's other examples of like running programs. For example, when I host an event at my home and the price point is $5000 and I open it to 19 people like the one that I recently did at my home. 

Well, now that is an example of training time for dollars. That is not an example of leverage. Granted, it's trading time for really good dollars. I mean that you're getting paid very well for doing that, but you need to understand the difference. You've got to understand the difference of when you're leveraging yourself and when your trading time for dollars and just understand the difference. Give this some thought of what you want to do, what you're willing to do and what you're not willing to do. Do that in advance. 

Because you know like my friend Ken what I heard him say years ago that every time you say yes to something you're saying no to something else. So, if you do decide that you want to run a coaching program, what kind of coaching program might you want to run? How would you structure it? How will you deliver it? How will it fit into your lifestyle? Because it is a great income stream-but like I said-you've got to be strategic about it. Like I said my friends-and I'm not going to tell their names because somebody on the line might actually know who they are. 

But, I will tell you that they have been running several years ago they started running a very successful coaching program in a unique nitch that most people wouldn't even think that you can run a coaching program in. And, they were running a high end coaching program. But, what had happen is the way that they had set it up, they had got to the point where I got the call from them because they were running this thing and they were making a lot of money doing it. Their members of the program were getting a ton of value from being in it but they had built it to the point where they could not take on anymore members in the group. They couldn't have any more coaching members because they were tapped out on their time. They're like, 'Man, can I..?' 

The thing is, now what was happening was that they were getting to the point where they didn't enjoy doing what they do. I mean something had to be done and it had to be done fast. Fortunately we were able to go in. I showed them what to do. Showed them how to turn it around. Showed them how to changed a few things. Yes, they lost a couple of members. They lost a couple of members. There's no lying about that. They lost some members, but they also kept a lot of members and as a result of the changes we've made now there is no limit to the amount of members they can have in that coaching program. The amount of members they have absolutely nothing to do with the time or effort that they invest into running that program. Their time and effort is the same whether they've got a 100 members or whether they've got a 1000 members. 

So now, they've gone back to having a business that they love doing what they do. They love interacting with their clients and the way their interacting with them. They love running their coaching program and now as a result of that their members, there's a whole different vibe that comes from people who enjoy doing what they do. Like I said before-there's no hiding it. People will spot that. 

So, that's basically the three steps as far as getting your Lifestyle businesses, getting it started in the right way on a solid foundation. The first thing what are you passionate and excited about? The second step is to research your market and your prospects and the third step is to strategically plan your perfect Lifestyle Business. 

Now, what we're going to be doing on the next training and I will allow some time here for Q & A's and stuff. What we're going to be doing for the next training is I'm actually going to be getting into the meat of this stuff, showing you the different tools , getting into more strategy. This is where we're going to start doing the strategy, but I had to lay the groundwork first because everybody wants to know the strategy. Everybody wants to know strategy, strategy. How do I do this? What's the way to make all the money and I will tell you what, none of that will matter. None of that will do you a damn bit of good without all the stuff that we've already covered here. I hope you understand. 

I mean, at this point you sure as heck ought to because now as we move forward and we get into the strategy portion of the training the strategy portion is going to have a much bigger, Tom, I mean you've had previous experience with this so you can attest to this. I mean, can you see how strategy is going to be totally different now for you than it has in the past? 

Caller : Absolutely. 

Kevin : Yes. Big difference. See in the past I didn't know. Nobody can blame you for it because you don't know any better. But-- 

Caller : Before I started with a product, I mean I'm embarrassed to say this, but it's the reality. I'm sure there's plenty of other people out there. I started with a product and essentially went out there to make it fit something. And, at this particular place I'm at right now is I know what my passion is. I know there's a market out there. I need to kind of do some more research on that. But, then, how do I take that I mean this is where I'm obviously interested right now. How do I take that and make a plan so that, and find out what they want so that I can fit into that with my passion? 

Kevin : You bet. Totally different ball game now isn't it? 

Caller : Completely. I'm not in the grind right now. I'm in the front of it. 

Kevin : There you go. Big difference. So, for the homework--and I will be doing some Q & A if you need , want me to clarify, have got questions on what we've covered here on this training. 

Kind of what I want you-between now and the next training call that we do, is kind of start crafting your own story. What does that story look like? The thing is--here's the thing--if you start crafting your own story like I've showed you that I've done-and I gave you the example of even using a digital recorder to make it easy on yourself and all that. All you've got to do is make an outline of it. Just get it on paper. 

Don't worry about where you're going with it. Don't worry about what you're going to sell. That doesn't matter. 

What you want to do, the purpose of your story is to use it to be able to create a connection with somebody else so that they can be like look at we have these things in common. And, that starts attracting people to you. That's the purpose of your story. The thing is, nobody cares about you. Nobody cares about me. Nobody cares about the products and services we have to offer until they know that we can relate to them, that we can emphasize with them. That we understand some of what they're going through. 

And, knowing that, that we are qualified to help them. The way you do that, the way you accomplish that is by sharing your story. So, start kind of looking at that. Kind of start crafting your story, what does it look like. Like I said-make it easy on yourself. If you don't want to write it out then put it on a recording. Just go get yourself a little digital voice recorder and just record it and you could have it transcribed. Make it easy on yourself. So with that said I will spend a little bit of time and we'll do some Q & A here if anybody's got questions about what we covered today or just needs any further clarification on anything that we covered today? 

Peter : I've got a question. 

Kevin : Go right ahead. 

Peter : This is Peter Lewis. If you don't mind, I heard you say something about keywords and seobook.com? 

Kevin : Yes 

Peter : I'm going to kind of babble on but tell me what are we looking for? Is there some kind of clue when we go there of what we're looking for 

Kevin : Well, basically.

Peter : What type of market they are? 

Kevin : Yes. So, after we talked today and talking about what you might be excited about, what you might be passionate about something that you would be passionate about doing. What would that be? 

Peter : I don't know right off the top of my head but let's just take motorcycles like Tom said. Let's say we put that in there, what are we looking for that's going to say yes there's a viable market? 

Kevin : So, you want to start with that cementexpress tool and you can-- 

Peter : Not seobook.com? 

Kevin : There's seobook.com and then there's cementexpress.com and go into the tool section on both websites. The cool thing about cementexpress for example, if you type in the word motorcycle into the submitexpress keyword research tool, what it will do is it will come back and it will show you the number of searches that are being done on the internet for the term motorcycle. And not only that, it will give you the 10 other biggest searches terms that have the word motorcycle in it. 

So, what it's doing is allowing you to kind of like see what people are actually typing in, what people actually on Google MSN, Yahoo, what have you, what actual terms they're searching for. 

And, so, like for example with my mold website I started out, it was years ago I did this. In fact that's what prompted me to start my mold website in the first place. I just typed in the word black mold. I found that there were like something like I think there were 600 - 700 people a day online looking for information on black mold. I was like wow look at all those people looking for information on mold. I can help those people. That's what prompted me to start my very first website in the first place-is because I knew there was people online looking for what I was thinking of offering. 

Peter : Excuse me, when you go to either submitexpress.com or seobook.com is it pretty self explanatory? 

Kevin : Yes absolutely. Totally self explanatory. 

Peter : And once we do determine that there is a viable market what's our next step? I mean how do we determine what we're going to sell to this market that they'll be happy to pay us money for? 

Kevin : Well, you do that by doing the research. Look at what your other competitors are already doing. You go to Google, do the search, just like I was talking about earlier. You type in the same keyword terms as your finding in the results on these keyword search, I'm stumbling all over myself. 

But, as you're finding the keyword research using those tools and you're finding what terms people are actually searching for now you're going to Google and you're doing the same exact searches for those terms. Now you're clicking on the ads on the right hand side to find out who your good competitors are. Like who else is out there doing direct response marketing. What are they doing? What are they offering and find out how you could do something similar. The other thing that you want to do is you want to do like I said and go into forums. 

So, you would take those same keywords. Go to Google. You go do your search on those keywords and then have the word forum after it or have the word message board after it. Now what you're going to bring up is you're going to bring up forms and message boards on these topics and you're going to go in and see what people are talking about in these forums and message boards. What's their biggest gripe? What's their their biggest problem? What's their biggest concern? They are telling you what they want and their telling, you see this is where you start doing the research and now you find out what people want and that. 

Because, your ultimate goal is to have a system like my mold website in place where when people come there your not perceived as a sales person. When they get there and they land and your website and you set up in a direct response manner-like I showed you how to do- Then when they get there they're just like wow this is exactly what I was looking for. And as they start to, I don't want to get too far ahead because I will be showing this stuff in the strategy call. 

Peter : It's good. Thank you. 

Kevin : That's how you do the research. 

Peter : The whole thing is forum is the word? And then you said message board or message boards? 

Kevin : Either way. Message board or message boards, either way. 

Peter : That's great. That's great information. Thank you Kevin. 

Kevin : You bet. Any other questions? 

Ron : This is Ron. Kevin hows it? 

Kevin : Hello Ron. How are you? 

Ron : Terrific. I've got a good question for you. I'm working on my coaching program and I want to add a hard copy newsletter that I will physically mail once per month. Do you have a template for that? I've looked. I can't find anything satisfactory. 

Kevin : Yes. I just made my own. 

Ron : You did? 

Kevin : Yes and do you care to introduce and let everybody know who you are or do you want to keep that under wraps? 

Ron : No I'm fine. 

Kevin : Good. Tell everybody--and I'm so glad to hear you talk about coaching. [laughter] why don't you quickly tell, spend about two minutes and let everybody know who you are and all that? 

Ron : Well, I'm currently here in the Oregon State Prison [laughter] No, not really. 

Actually I have a very successful business already and Kevin and I met up and we're trying to take it to the next level. I happen to have a particular nitch and this might be a good example for a lot of your students Kevin. 

Kevin : Sure. 

Ron : I'm in an extremely narrow nitch. 

Kevin : Yes. 

Ron : I happen to have gone through the process of selling my folk's home when they passed away. It happened about 10 years ago and I had to make but anyway after the effort of getting [inaudible] of where I live and during one of those trips driving back and forth the idea came to me that if someone were to offer me a discount on my folk's property I would trade that for the time that it was taking me to sell the home. 

So finally got it sold and when I came back, I live in Portland Oregon. When I came back to Portland I told my wife I said I bet if I can determine how to find the names and addresses of folks who have inherited property there might be a business in that. I can possibly contact them and say would you be interested selling your property to me. 

So I did that for about 8 years and then about 2005 a person came into my office and was talking to me about something different, we got on to probate and she said Ron do you realize that if you wrote a short book and put it online there's probably a market for what you have to offer. You have some pretty unique knowledge. 

So, starting from that point--as I told Kevin when we first met--at that point I believe I could check email. I could check email. But, I always put it that way because I don't have any computer background. I don't have any writing background but I had an idea. I had some unique knowledge. 

So we wrote the book. It came out in 2005. We went through the normal period of finding 5 or 6 different website builders and paying a lot of money and loosing it. I think we all go through that. Eventually what came out of it was a pretty successful business that we generate a pretty good income on a regular basis. 

But, now I'm ready to expand and to take it to the next level. And, Kevin and I have talked about coaching-which I have done some of in the past, but never on a formal basis. So that's the next step that I'm going to take. So, is that about what you want to hear Kevin? 

Kevin : Exactly. And, so, yes that's what I-when you and I were talking before that's when I told you your biggest opportunity is running a coaching program. You already had proof of that. Because, you had actually done an event at your home. What was the price point that you actually, was it $3900 or $4900? 

Ron : The price? Well, The price actually was $4900. We did what's called probate mastery conference here in Portland and we added some terms and twists to it. If you want me to go into detail I'll be happy to. 

Kevin : I know you, I don't want to spend a whole lot of time, but you just, you gave them some incentives to come up and come and meet with you. The point I wanted to make was you filled the thing up. You sold it out in 24 hours. 

Ron : Right. 

Kevin : And these people had to fly across the country or where ever they were in the country. And, come to your home and meet with you, and yet you were telling me about this and I'm like do you do any kind of formal coaching programs? And you're like no. Then we got to talking about that and I was like well that's your biggest opportunity assuming that that's the right fit for you. Assuming that you would like doing that which because you had the event in your home already I assumed that you liked doing that kind of thing. You like interacting with people like that and you had something of value to offer. 

So, this was a right fit for you and I was telling you how that can totally , that is a huge opportunity for you. So now you've agreed that yes, I'd like to do that. Now all it is-the only thing now is just like where you're at? Your asking me like I'd like to have, I'd like to publish a newsletter as part of this and I would like to have a template for a newsletter. I mean, well, That's the simple stuff. 

So, I'll tell you what I'll do for you Ron is shoot me an email and what I'll do is, well you know I'll do better. What I'll do is I just do my newsletters in Word and I've been publishing a month a newsletter since the year 2004. It's nothing fancy. I'd like to think I've put out some good content thought. But, what I'll do is with this recording I will also include on the resources page for you guys with the recording I will put up one of my newsletters and that way you will have a newsletter template. And, so all I do every month is-- 

Ron : Is it in Word? 

Kevin : Yes it's in Microsoft Word. And, all I do every month is refill in the boxes with new information. That's all I do. 

Ron : That's great. I appreciate that. I will add one more thing, if anybody would like to look as a comparison to see how the businesses can progress I'd be glad to give my website. 

Kevin : Sure. Do that. 

Ron : Buyprobateproperty.com. Buyprobateproperty.com is the main site. We also have a blog which is byprobateproperty.com forward slash blog. The only reason I would promote that is because I'd like to have folks who are just getting started saying geesh! This guy can do that I can easily do the same thing. Now, understand it's taken me 4 years to get there and I worked everyday at it. It's not something that came over night as I'm sure Kevin's business didn't either. But, it does show you kind of another example of how to go about it a little bit differently. buyprobateproperty.com 

Kevin : Buyprobateproperty.com. I want to plan and I am not going to talk about the level of income that you make. I mean you can share that if you want, But, I will tell you you were candid enough to share that with me and I will tell you that by anybody's standards You are running an extremely successful business. I mean this isn't like some make a couple of bucks every month kind of website. You are running a very successful business. 

Ron : Well, thank you Kevin. [inaudible] we run the business with my wife and myself. That's it. We do outsource a few things. I do have some people that I have on a retainer basis that take care of technical things mainly because I am not technically oriented. I still don't know HTML from a crayon box. I send it to a guy. I have people on the East Coast. I have people in Texas and I do pay for some of that but we don't have a staff outsourced and we don't have a boiler room for sales or anything. We publish our phone number. We're someone like Kevin except that we do answer the phone. [noise] But, let me tell you partially why we do that, because we enjoy doing that. 

Kevin : You bet. 

Ron : That fits right in with your passion portion in that we --I will make this comment--I 'm not really passionate about probate, but I'm passionate about helping others make more income. 

Kevin : Very good. 

Ron : Like I said to you on the phone Kevin, Nobody really loves to be involved in real estate investing. What they want to do is change their financial position and they believe that real estate is a method to accomplish that. 

So, I\"m really excited about helping people improve their financial position and that's why little later this summer we're going to have a brand new product ready to go. It will be on the same track. It just won't be about real estate investing. 

Kevin : Very cool. I look forward to hearing about that too then. 

Caller : I just had one question. You said that site was myprobate property.com? 

Kevin : No it was buy. B U Y. 

Caller : Got you. Good deal. Thank you. 

Kevin : buyprobateproperty.com. 

Caller : Very good. 

Kevin : Alright, any other questions before we wrap her up? 

Tom : Yes this is Tom. I've got a question. 

Kevin : Tom and I think I heard Kevin too. So, go ahead Tom. 

Tom : Just two short ones actually. My blueprint that I've put together looks pretty similar to yours and I'm wondering if there's a pretty generic, general, a lot of people might have the same similar we want to make a certain amount of money and have a certain amount of fun with our family? 

Kevin : Probably. I mean, that's why I said, I shared my blueprint with you guys to get your minds going. I didn't want you to have to start from ground zero with nothing. That's why I shared my own blueprint with you and if what was on mine is a right fit for you, you'd know that. 

Tom : Good. 

Kevin : Absolutely. 

Tom : And --when we're writing our story, when we're putting down our story at this point, is it, how detailed to we go? Not detailed. How broad do we get I guess is a better question? 

Kevin : Well, You know what? 

Tom : Can we get as broad as we want to? 

Kevin : Yes. I would go ahead and get as brought, because you know what? Here's the deal. It's easy to twiddle it down. That is easy to do. But, it's hard to go broad after the fact. 

So, as you're putting stories together just go broad with the thing and then we'll look at it. I mean we can share within the group. I will then give you my input but, it is easy to say this doesn't need to be there, this doesn't need to be there. It's easier to take out than it is for me to try to give you advice as far as you should add this. Because, I don't know the whole thing. So, go broad and then if it needs to be wheeled down I can help you do that. 

Tom : Perfect. Sounds fabulous. Thank you. 

Kevin : Kevin was that you that was speaking right next to Tom? 

Caller : Yes. I just, one of the things that I have discovered through my process is just a lot of this is just mental on your part that you need to break through some self imposed barriers and some limiting believes in as far as we all believe that we have to get up and work 9 - 5. 

And, to break away from that and to realize that it's okay and Kevin and I were talking about this a little earlier. It's kind of a surreal feeling for me to walk away from that whole believe that we have to put 40 hours or more in a week in order to get something accomplished and then we have to be in a spot and be productive or what we believe is productive in spending that much time in order to accomplish what we need. We're really learning to work away from working for wages and working in stead going to working for results. 

Kevin : That's right. Yes. And, it is. It's a, I mean it's not , once you understand, once you see examples of this, it becomes easy to then look at that as an example and be like that makes sense to me. But, if you're always in the trade time for dollars mode or the employee mode or in a lot of cases business owners and entrepreneurs are absolutely in that mode. If you've never been exposed to any other options and never seen them at work You don't realize it. So you're just kind of naive to the whole thing. But, you guys, you've been exposed to this. And, so now you got no excuse for not taking advantage of it. So, good point. 

Well, I think that pretty much takes us to the point where I'm going to, I'm probably going to be skimping to be able to fix this on the recording. But, I will get the recording uploaded for you guys. I will also get a newsletter template uploaded as well. Most of you guys know I get my newsletter each month but now you actually, if you decide that putting out a monthly newsletter is something that is a right fit for you as well, guess what? Now you have a newsletter template. 

And so, with that said I will go ahead and bring this training call to a close and we will talk with you guys on the next training and I should email when I've got the training recording uploaded for you later today. Sound good? 

Caller : Yes.   Thank you. 

Kevin Alright. Have a great day every body. I had a great time sharing with you and we will talk again soon. 

Victoria : Thanks Kevin. 

Kevin : Thank you. 

Caller : Thank you very much. 

Kevin : Bye. [image: image1.wmf]
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Lifestyle-Business Blueprint Training – Module 4

Aligning Your Website/Business With Your 
Lifestyle-Business Blueprint
Kevin : OK, so here we are back for part 4 of the lifestyle business blueprint training series and today we are going to actually start getting into strategy OK, up until this point we have been discussing how to create your own Lifestyle Business Blueprint. Why that's so critical; why it is a must-be-done thing. And actually a lot of you have actually sent me your lifestyle business blueprints and I applaud you for that. It's been really neat to see what you guys have put together and now we are actually going to start [noise] 

Now we are actually going to start getting into the strategy. What we are going to be discussing today is aligning your website or your online business with your Lifestyle Business Blueprint. And like I said, when we started this whole training, I told you that what I was going to be doing in this training was, yeah I was going to be explaining internet marketing and of course, because that's what I do. OK, that is what led me to the internet in the first place, all the way back in the year 2000. What led me to the internet in the first place was the fact that I could automate so many things. That I could automate all these different things and that would allow me to essentially have a business that would work and fit in with the kind of lifestyle that I wanted to live. 

Well today we're far ahead of that now, and I can articulate what I have done over the years very well. Now at the time, I didn't even realize what I was doing. All I knew was that I had a cleaning and restoration company that I built to a point where it was very successful where by anybody's standards I was making a good living and all that but I had no life. And I knew that I did not want that anymore. I did not want to have a business that controlled my life. 

Many of you are in the same exact spot. You know, you might be a professional, you might be a physician, dentist, chiropractor, what have you. You might even be an entrepreneur business owner running a business like mine; like I used to have, but whatever situation you might find yourself where you know, I can totally relate to that, because what I do controls my life, too and I feel like I'm out of control and I want to regain control. And not only that, I want my dog gone life back. That's what I want. And so that's what led me to the internet, too was because I wanted my life back. 

But if you talk with most internet, so-called internet gurus, what they teach is so different than what I teach. And even the ones who were teaching good quality stuff, you're going to find that what I teach is totally different because what I teach is not the airy-fairy, you know, turn yourself into an internet millionaire kind of thing and then sit back on the beach sipping margaritas. That's not what I teach at all. What I teach is, and see, here's the other interesting thing. If you look at me, that is definitely not what I do. 

Now granted I have a great lifestyle, and I have control over my time and I work when I want and all of that kind of stuff. But I am certainly not spending all my time sitting on the beach sipping margaritas. And I am very actively involved in my business. I love doing what I do in my business. I love doing trainings like this. I love working with people who are motivated to, that they want something more out of life, and they just don't quite know how to get it. Well, I can show them how to get it. And see, I love knowing that I had a hand in that. OK, and so that's what we're all about here. 

And so when we discuss the internet, and when I do discuss strategy you're going to see that the internet is, yeah, it's a big part of what I do, but I will definitely not; I do not even consider myself to be an internet marketer, per se. OK. Because, I mean as far as I'm concerned the internet is just a set of tools that allows us to do certain things. The internet itself is not a business. It is just a medium that has a lot of different tools. Some of them I use, many of them don't use. And we'll be talking about that as well. But what we're talking about here is aligning your website and your business with the Lifestyle Business Blueprint that you have either already have been created or are in the process of creating. And either way, whether you've got your blueprint done at this point or not... 

And I'll also let you know that your blueprint is going to be a changing document as you continue moving forward. I mean, whatever you write down now, as you go forward and especially as you start reaching milestones in your blueprint where you're like 'wow, we've accomplished this, we've accomplished this. We've accomplished this, we've accomplished this'. Well now you're going to start expanding to that. So it's an ever-changing document, if you will. But what we're going to be talking about today is like I said, how to align your website and your business with your lifestyle business blueprint. I've got 3 main things that we're going to be talking about with you today. 

The first thing is how will you attract your ideal prospect and do it automatically. OK, so we've already discussed, you know, the how you go about finding what it is that you want to do; what's going to be a natural fit for you, a right fit for you and so now what we want to do is find out 'OK, who are you going to reach out to?' 'Who is that ideal prospect?' For me, my ideal prospect is anybody who has either gotten into business for themselves or started a professional practice for themselves. You know, whether it's a doctor, a physician, a chiropractor, a dentist or maybe even an attorney [noise] 

Oh that's weird. My line came unmuted. [noise] [silence] That was really odd. I don't know what happened there. [noise] [noise] 

How are you going to attract your ideal prospect? Like I said, for me, my ideal prospect is somebody who has started a business or started a practice that they've gotten to a certain point in that practice. And who knows where or at what time frame that is. That could be 3 months down the road, 6 months, a year, maybe 2 or even 3 years down the road, where that individual is now looking around at what they've created. Either their business or their practice or what have you and they're looking around going 'OK, you know what? I'm not sure what happened, but what I've got, what I've created, this is not at all what I had in mind when I got started.' 

And of course the other kind of prospect is for me as my ideal prospect is the person who is thinking of starting a business or starting a practice of their own where they are wanting to do it right, OK, meaning that they're not wanting to do it the typical way that most business owners start a business or most professionals start a practice. They want to make their business and what they do; a natural extension of the person that they are; the person they see themselves as interacting with other people. 

Yeah they want to make money, they want to have a nice income. They want to have a nice lifestyle, but they also want to have their business and their personal life combined; integrated, if you will, so that it's all just their life and the whole thing is a very rewarding experience. In order to do this, in order to start that relationship with our ideal prospect, what we need to understand is that your starting point is what stories and experiences do I have that will allow me to relay my passion to others. And that comes down to telling your story. And I've given you examples of this. 

Actually, if you go to one of my websites AutomaticIncomeCoach.com and you go to the home page of that website, you will see where I start off telling my story. 
Can everyone hear me OK? 

Callers : Yes 

Kevin : OK. Very good. 

OK so you'll see. If you don't have internet access right now, that's not a problem. Like I said, you're going to get the recordings of all these trainings. So you can go ahead and take a look at the website examples I'm giving you and by now for those of you taking part in this training live, I actually sent you that email. You should have that email with the links in it now. I sent that [noise] out to you. [noise] 

Very good. So you guys are getting that. Very good. OK. 

So. When you go to AutomaticIncomeCoach.com you will see right there the headline of that page. ' If you used to think that working hard was the secret to becoming successful and getting ahead in life you're probably angry [noise] 

I'm going to try to mute this out again here. I'd like to keep the lines open, but at the same time, I've got to keep the background. 

The headline, right there at the top of my homepage at AutomaticIncomeCoach.com it says: 'If you used to think that working hard was the secret to becoming successful and getting ahead in life, you're probably angry that things haven't worked out like you'd planned.' I spent years working hard, too. That was until I almost lost my life on Alaska's deadly Bearing Sea. Fortunately I found a better way and I can't wait to show you what I've discovered. 

OK, so that headline, or those 2 headlines, Headline and a sub-head; that starts the if somebody finds this webpage, that starts the dialog. 

OK, now, I will tell you by the way, and I'm going to show you that this is my main webpage, but this is not how I started out. This website actually... OK, when did I go live with this website? I actually went live with this website on Brock's first birthday, on April 21st of 2009, was when I went live with this website. Prior to that I had never ever had a full-blown website like this. OK, all I used was a series of squeeze pages, which I'll be showing you. I'll be showing you what a squeeze page looks like. I mean you probably already know but I'll be showing you what a squeeze page looks like but the same exact thing applies. OK, we start by telling stories. 

OK now, so what I want you to do, you just kind of look at how I tell my story. You're going to be able to see right here on this homepage and then also if you look on my bio page. If you click on the bio link at the top you'll see that that is kind of my story, continued. OK, and you click on the bio page and it says 'Small town average Joe from Arlington Washington discovers the secret to having a home-based world-wide business that runs on auto- pilot and gives his family the dream lifestyle. Now he swears I'm on a mission to show you how I did it and how you too can have the same kind lifestyle for yourself without working hard'. 

OK. Now you see this is what I've been all about for a while; showing people this kind of thing. And I go on to tell more of my story here and if you scroll... Now I'm not going to go into great detail about this on this example, but if you scroll down the page you'll just see my story and then if you look at the bottom of the page, you're going to see this box at the bottom that's got 1, 2, 3, 4, 5, 6....8 photos. 

OK It's got a family photo, it's got a picture with me and Lisa and Brock shortly after Brock was born. It's got a couple of photos you know with me and Brock and Lisa and Brock and then I've got some photos from my hometown. I've got a photo there from the highway coming into my hometown off the main interstate. I've got the, when you first come into to town, to Arlington the big Arlington, home of the state champions. Then the main drag in my town which is all of about 5 blocks long. That's it. And then the high school in our town. 

And the reason I share these pictures is because I want to let people see that like, I'm a real person. And I really live in this little town of Arlington Washington and you know it's all about creating, not so much credibility as it is creating a relationship. You know, letting people get to know me and who I am and finding out that like: 'Wow, this guy is a regular guy'. 

OK, now I don't want you to get too caught up in the fact that like at this point, I've been showing you examples of my full-blown website. OK, this is what's called, kind of, I guess, this would be referred to as a catalog website, but when most of my clients start out, and when I start out and for years, I mean, I've built my business to a huge level with only using squeeze pages. And in my particular case, if you go and click on that training seminar link at the top of my webpage, you're going to see what a squeeze page looks like. 

So if you click on that, it's going to open a new browser on your computer and it's going to take you to a squeeze page. All right, and when we get there, it says 'Congratulations for making it to this webpage. You've taking the first step to getting exclusive access to a free training seminar that reveals.. ' and then you've got my big headline 'How I went from working as a deadliest catch Alaskan Fisherman, where I used to put my life on the line for a paycheck, to now owning an automated business that puts more than $10K a month into my bank account and pays me for doing what I love'. 

See, this is my squeeze page and this is the model that I have used for years. I mean like I said until April 21st of 2009 I never even had a full-blown website. All I used was squeeze pages. Squeeze pages where people would opt in to a free report or squeeze pages where they would opt in to a training seminar or what have you. And that was my model. Because my whole goal was to build a subscriber list. Because without subscribers, you've got nothing. 

And so this is how we go about attracting our ideal prospect. We find out who they are. We do the research which we were talking about on the last training call, I showed you how to do the research and get into the head and get into the mind of your prospect. You know, how to start, kind of like doing behind-the-scenes stuff and doing some research so that then you can put a message together that completely resonates with your ideal prospect. So in the case of doing what I do, the best way to do this is I put a little message together in the form of a squeeze page just like this one, where I have a message that resonates with my ideal prospect. 

And the way that I find out how well it resonates is if I get a good conversion. Meaning if for me, a good conversion is anywhere from depending how the traffic got to me, anywhere from 20 to 50 maybe 60% conversion. Meaning like if I drive 100 people to this squeeze page, somewhere between 20 and 60 of them will give me their contact information including phone number. And that is a good conversion for me. So that lets me know if I'm getting conversion in that range, 20% or better, that lets me know that I am I've got a message that's resonating well with my ideal prospect because they're giving me their name and email address and even phone number in this case, in exchange for what I have got to offer. 

And I will let you know that if I remove the requirement for them to give me their home phone number on this page, I get an even better response. I get more people responding, but for me, what I've decided is I'd rather have them give me their home phone number and get a little bit lower response because what I do is I end up... It's kind of like a sifting, sorting, screening process. Because if they'll give me their home phone number, they've just identified themselves as a better prospect. And I tell them why I want their number right here at the bottom of the page. I say 'By providing me with your phone number, you agree to let me call and remind you of the upcoming training seminar.' 

OK, and so in most cases, you know, most people are not starting out with the training seminar. They are putting together a report on a topic. For example, I'm trying to think, I just recently did a consult with a client and I'm trying to think, what was she working on? She was working on a project on how to deal with grief. And she lost both of she lost 2 of her children in a very short period of time. And what she was really passionate about was helping other people in dealing with grief because she figured out a lot of things along the way and so what she was going to do is put a report together talking about how to deal with grief. She was going to offer this report in exchange for their name and email address. 

You see, this is how most of you are going to get started. You're going to put together a report or some information that's of value to your ideal prospect. You're going to offer that to them in exchange for their name and email address, and you're going to build a subscriber list. Now, the thing is, you see the whole thing is and I end up having these conversations over and over and over with people because people are always like want to know 'what am I going to sell? What am I going to sell?' and I'm going to flat out tell you, that is not your concern. and I want to, and this is going to be a little bit of harsh reality, but I need it to be this way. 

OK, you are not the one who is supposed to decide what you're going to sell. Now I know that goes contrary to most business models, because most people, when they get into business, they're getting into business knowing in advance what they're going to sell. Well in this case you may not know what you're going to sell. I will tell you that products and services that you can offer are a dime a dozen. I mean, the number of products and services that you can sell and the ease at which you can get them, it's like so simple and it's not even an issue. Plus you can even create products of your own. 

But, see--here's the deal: Your subscriber list is going to tell you what they want from you. And see if you go into this with the mind-set of like 'I want to sell this. I want to sell this', well, what if they don't want to buy that? OK, then what are you going to do? And the thing is, this is all about creating a relationship with other people and you do that through sharing stories and experiences. You create a bond with somebody else and then that opens the lines of communication. You start communicating with the people that are on your subscriber list. 

And trust me, they are going to tell you what they want from you. I mean, this is a perfect example. This whole Lifestyle Business Blueprint training is a perfect example of that. You know I started out, this whole thing came about because of that meeting that I had with my friend Joseph originally. OK, but since that meeting and when Joseph told me that I had you know, that my greatest contribution to society hadn't even been conceived of yet and that it was still inside of me and that I needed to let it out. I mean, that really set me off on a mission. Because I've got to find out what this is. I mean I started to talking to all kinds of people. People who I knew, other business owners who I respected. 

Of course I'd been talking with my subscribers and kind of getting input and feedback on what this is. That's how we got to the point that we're at right now. That's why when I offered this training, that's why we got... My goal was to get 30 people registered for this training. And we did accomplish that. We accomplished that. And by doing that, we got 30 people up front that said 'Yep, Kev, I want to be a part of what you've got going on and I'm going to vote with my pocketbook because I'm going to invest in your training. 

And because that happened, it let me know in advance that yep, these people aren't kidding. They told me they wanted this and now they've proved that they want it and I'm going to give it to them. And when this training's all done, it's going to be turned into a product. I use this process all the time. I mean another example, you know somebody actually brought this up recently, that they wanted me to start, you know, they wanted me to offer some training on how to run a coaching program, because that's something I've done a lot of. And yeah, I've made a lot of mistakes. I've also had some huge discoveries in that area as well, and I could absolutely do that. I could put a product together on how to run a coaching program. And for me, it's all just a time thing. 

But, because people are asking for that I mean, I guarantee you right now that if I send out an email to my list and say 'Hey, I got an email from so-and-so and they were asking me about how to run a coaching program. ' I got to thinking well maybe there are some other people that would be interested in that. And if this is something that you're interested in then let me know and if enough of you are interested, then I'll go ahead and do that.' When you have subscribers on your list, and you start communicating with them, and especially when you are open and candid and you're sharing personal stories and experiences and the thing is it does not matter what the topic is. 

OK, and of course because it is a topic that you're passionate about, you know, this is going to be something that you can talk about that you're going to love talking about that people are going to love talking with you and communicating with you about it. And they are going to recognize you as an expert because it is something that you're so passionate about. But when you start communicating with people in this way and you start making a connection and you just say 'Hey you know what, I just got an email from so-and-so and they were asking about this, is this something that you'd be interested in, too? Because if it is, I'd be happy to, you know put something together and make it available for you, assuming that enough of you are interested.' 

And when you start getting all of this feedback 'Oh yeah, yeah. Gosh I'd like to know about that.' When you start getting that feedback and now you make that available whether it's a physical product, whether it's some kind of training. Whether it's an information project, whatever, when you start giving them what they want, then you're going to do very well for yourself. And see, people will tell you what they want. 

And so, we've got to get this past this thing of 'OK, what am I going to sell?' and like that I want to sell this, because if that's your mentality, you're going about it all wrong. And you know what your job is to come up with that initial thing that you can offer, that initial thing of value that you can offer in exchange for people's name and email; their contact information, just so they raise their hand and say 'Yep, I'm interested. I'd like to get this from you.' And then that starts the relationship. 

From there on, that's now the relationship continues and the way that it continues is by you sharing stories and experiences. You share more and more and more and more. So what I'm going to do is I'm going to give you some examples of this. 

So in the email that I sent out to you, I'd given you, I gave you 4 links. And let's just go to the next link that I sent you. It's actually at AutomaticIncomeSystem.com forward slash field trip. Html. That's the next webpage I want you to look at and what this was, this is a letter that I put together. When did I do this event? I actually did this event at my home on. . It was 2008 I believe. [noise] [noise] 

I know it was in November of 2008 is when. Oh wait wait wait-- I just saw the dates. November 14th and 15th of 2008. And I wanted to host, this was the very first time I'd hosted an event at my home and I wanted to invite some people into my home and host thing that I was calling My Ultimate Home Office Field Trip. And I actually made that available to 10 people, and let me see, what was the price plan? I think the price plan was $39.97. Yep that's what it was. $39. 97 or if they wanted, they could make a payment plan. Let me just click the register now button and see what happens here. Was is just a single pay of $39.97? Oh yeah, I guess it was. And actually, I was actually bumping the price up a little bit if they didn't respond by a certain day and stuff. But $39. 97 was the basic price plan for this. 

But if you look at this page you'll see that I start sharing stories right away. So let me look, as we go down here actually the first story I talk about is underneath about the 2nd headline down where it says 'On November 14th and 15th, 2008 you and 9 other action-oriented entrepreneurs will get to participate in the Ultimate Home Office Field Trip. Like I mentioned, many of you have been asking for an opportunity like this, but let me tell you why I'm so excited about hosting it. 

Earlier this year Darren Ford, who's also one of my members had the opportunity to come to my home office so he and I could spend the day brainstorming his business. ' See, and I go on to tell this story about Darren. OK, and I tell that story and then I I, but see it's all about stories. It's all about stories. And you'll see as you scroll down there I show photos of my home. I show some personal photos of me and Brock. I tell, let me see, I think I tell, yep I tell a story about a trip we had taken to Phoenix and how we surprised Lisa's mom by reuniting her with her sister who she hadn't seen in years. And see it's all about telling stories. That's how I created the connection. And if you were to print this letter out.. I think when I printed this thing out when I got done writing it, it was all of about 8 pages. It's not that long. 

And when I got done with it and I'm like 'OK, this thing's only 8 pages long' and I'm like going back to it and thinking, you know what? Is that really going to be enough to get 10 people to come to an event where the investment is like $4K? And so I'm going back and I'm re-reading it and I'm just like you know, I've said everything I want to say. And so I guess it's going to have to be enough because I don't have, I'm just going to do it. And so I put the letter up on the internet and I started promoting it to my list and within in a few days, actually it was less than 2 weeks, we had the event sold out. 

And so, but it was all about, and I can tell you that if I did not tell the stories, if I did not share those photos, the photo of me and Brock, you know, the photo of me in front of the hummer; the photos of our home, the photos of my family and I, you know I would have not gotten the results that I got. If I would have just said 'Hey, I'm hosting this thing. I'm going to come here and I'm going to show you how to make money and all that. And you're going to be able to see how it happens, that would not have had nearly the impact. 

OK, so now let's take a look at the next example. OK so the next example is another event, and actually well, I'll tell you the story behind this, but it's at AutomaticIncomeCoach.com forward slash 1-2 underscore punch. HTML and you've got the link there, you've got access to the link and so now this is an event that I did at my house in November of 2009. 

Now what's interesting about this is that this particular event 
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I wrote this letter, and this letter actually, I never shared it with my subscriber list. I was going to. I totally had plans on doing that but what had happened is that I had actually gone to a Live Event in September of 2009 and during that event I had mentioned to a couple people that I was going to be hosting this event. I gave them the link to this webpage. They took a look at it. They registered for it and then they started sharing the link with a couple of other people and during the course of that event that weekend, and this is all people who were at that event. [noise] [noise] 

And so they started sharing with other people at the event and they were sharing the link amongst themselves and by the end of that weekend, this event that I wanted to hold at my own home on November 20th and 21st was completely sold out. People were coming to me at the event saying 'Oh my gosh, I saw the webpage you put together for that thing and can I come? Do you still got room? Can I get in?' The whole thing filled up in a matter of a weekend and just basically from word of mouth. And this event was $49. 97. And I actually had 19 people come to my home. And this was honestly, it was far more than I even was planning on. I was not expecting 19 people. In fact it was kind of a tight fit, but we did make it work. 

But if you look at this letter, it is much longer. But I'll tell you what, I still wrote this very quickly because if you look at it, it's a series of stories. I'm just telling stories of how I got in to doing what I do and in this event, I was spending 2 days going over my whole teleseminar and joint-venture process. And so I talked in this letter about how I got into doing teleseminars, what my first introduction to doing teleseminars was, how I made, you know $3400 on the very first teleseminar that I ever did. And then we wrapped it up from there and then once again, look, I'm showing a bunch of personal photos again. 

OK. Because it's all about creating the relationship. Creating that connection, I also talked about how I got into doing joint ventures, how it was kind of a fluke thing, and you know, more stories. Stories, stories, stories. So that's another example of that. And then the last example I'm gonna give you is actually at AutomaticIncomeSystem.com/ MATT.html. And I gave you that link, too. And what this is, this is actually an event and this is an example of a squeeze page, but it's a little bit different squeeze page in that I told I used a story to promote this event. 

OK and this event was a teleseminar that I was doing with one of my mentors, Matt Fury. And at the top of the page I've got a photo of he and I there. And I'm talking about you know, what, because of Matt, what I've been able to accomplish in my life and I gave a little bullet point listing. [noise] [noise] So I talked about some things that I was able to accomplish as a result of being associated with Matt. But then I tell this story. So if you look Like I said this is a short list, OK? 

Below that I start talking about, in fact, one of my long time clients, David [inaudible] recently joined Matt's group as well and attended his first mastermind meeting in January of this year. When the meeting came to an end Dave and I were talking in the lobby of the hotel and I asked him 'So, what do you think of your first weekend with Matt?' He said 'Kevin, you've been talking about Matt for years now and in that time I've watched as your business has grown like crazy. Yet every time I asked you about his mastermind group and what it was like, I felt like you never gave me a straight answer. 

To be honest, I thought you were holding out on me. But after experiencing it for myself I now understand why you had such a difficult time answering my question. I mean how can we possibly explained what happened here this weekend. It can't be done. There's no way to put it into words. The only way a person can understand is to spend time with Matt themselves.' 

And let me tell you David was right. Simply telling you that the time I spend with Matt is incredible doesn't do this question justice. 

So after giving this a lot of thought and asking Matt for a personal favor, I've finally come up with the perfect answer. For the first time ever, I'm going to personally introduce you to Matt Fury, Zen Master of the Internet. And that's what I was doing on this particular event. You see, I used a story. And that was a true story of David and I in a conversation we had and see, I'm always looking for the story. What story do I have? What experience I have? What can I share, you know what story or experience can I share that will help me make the point I want to make that will help people relate to what I'm talking about. 

OK. And so what you want to do is you know, when you're starting out and setting up your website. We're going to be talking about website setup and all that stuff. But when you're starting out what you want to look at is what is that 1, that initial valuable thing; that initial thing of value that you're going to offer people in exchange for their contact information. It can be a report, it can be an audio, it can be a video or it can be whatever. You just want to look at what's that initial thing. And I'm here to tell you once, just because you, you start with that initial thing that they're going to offer in exchange for their contact information so you can build a subscriber list. 

But one thing you've got; that's just your portal if you will. OK, once you've got them as a subscriber you know, who knows what all you'll be offering them after that. So for example I recently sent out an email to my subscribers because I was talking to my friend Richard, and he does this thing where he shows people the best places to retire. And he was asking me, you know 'Do you think people on your list will be interested in this?' And I'm like, 'I don't know. I don't know if they will are not. But I'll tell you what I'll do, you know I know you've got something really cool to let people know about. ' And all we did was offer them a free report. 

So I sent an e-mail out to my list and I will let you know that we got one heck of a response. We got a huge response off of this thing. But see I didn't place high hopes on it or anything. I was just like, 'OK, I know that Richard has something of value to offer and it would be a good thing, I would be doing a good thing if I gave his report to people on my list who were interested. ' But we've got to let them be the judge if it's something that they're interested in. And I will let you know that there's not a single person on my list who came to me because they wanted to know about where the best places were to retire. 

OK. This has absolutely nothing to do with how my list was created. But yet they responded like crazy. Now why did they respond like crazy. Well at first of all, obviously, it was something they were interested in. Now, the other thing was is that I have a very good relationship with my subscriber list. I mean, you know, I send out communication regularly. And I'll be giving you examples of this as we move forward in this training. I'll show you how I communicate with people and how I build a subscriber list and all that kind of stuff. But I've got a very good relationship with my list. And so they know that if I'm ever going to tell them about anything, they're like 'You know, Kevin's a really good guy and he's always staying in touch with me and I've got to know him pretty well, so anything that he tells me about it's got to be pretty dog gone good because he isn't going to waste my time. 

And see, that's why we get such good response. And the thing is, I can offer all kinds of things to my list. It doesn't matter what it is and it doesn't necessarily have to have anything to do with how my list was originally built. But what it does have to do with is the relationship that I have with them. OK, the relationship that I have with them and what you have got to understand is that when you start doing this and you start going down this path, one of the most valuable assets that you will ever have is your subscriber list. 

And that being the case, you do not ever want to jeopardize the relationship that you have with that subscriber list. Meaning, because they are your most valuable assets, you have got to guard them with everything you've got. You do not promote anything to them that is not of the highest quality. You do not ever promote stuff to them just because you can make a buck doing it, OK? 

There's plenty of people out there that do that and we all know how we feel about people who do that. I mean we pretty much, if we're still on their list it's probably pretty amazing because I end up getting off of their list because I'm like 'This person obviously doesn't give a rip about me. They're just out to sell stuff. And I don't want nothing to do with anybody like that. And so, but when people really do care about me, then I want to stay on their list. And when they recommend something I'm like 'Huh I'm going to go take a look at this. ' 

And so what you've got to do, is you guard your subscriber list like it is your most valuable asset because it is. You don't ever promote anything just because you can make a buck doing it. The only reason that you promote anything is because you 100% believe that it's a win- win-win situation for everybody involved. It's a win for your subscribers because you are going to give them something of value. It's a win for you because yes, you're going to make income for doing it. You're going to get compensated for doing what you do. And if you're doing a project with somebody else like in this case, in my case Richard or like I've shown you in example, I gave you Matt, Yeah, we made money doing that. 

OK, now, in Richard's case I will tell you that on this initial email that I sent out, there was not a penny made. OK, he just gave away the report. But we are going to go back in about a month and we are going to offer them more. I believe Richard wants to offer them a training seminar where he's going to talk about this whole retirement stuff and where, you know, the best places to retire. And he's got a product that he's going to offer. And see, because my subscribers have already raised their hand and said 'Yep, I'm interested in this. ' And plus, I've got emails from them telling me how great they thought Richard's report was. Well, I don't have a problem promoting Richard. 

OK, because I know Richard's an honorable man. I know that he's got great products and services to offer. I know he's a man of his word that stands behind his products and services. Meaning, if any of my subscribers invest in them and they're not happy, then he's going to give them their money back. OK, and because I know all of that, I have no problem promoting Richard and letting my subscribers know about Richard. 

And so the other thing that you just consider is how are you going to continue to build the relationship with the prospects and the clients that come to you? How are you going to maintain the integrity of that relationship and keep it, so that you have this incredible relationship with the people that have come to you and yeah, you are going to get compensated extremely well for doing so. 

OK. Which you should be. OK, so that's the first step in aligning your website and your business with your Lifestyle Business Blueprint. And the second step is I'm just going to discuss really quick, setting up your website. And really, all it comes down to is are you going to do it yourself or are you going to hire a designer. My guess is that you probably don't want to do it yourself. 

And depending on what you're going to start out with, and what I would suggest for most people, unless you are wanting to just, you know, take it and run with this thing and run with it fast. I mean what I always suggest for people is don't invest in a full-blown website. OK, so for example my website at AutomaticIncomeCoach.com I invested just a little under $10K to get that website up and running. 

But the thing is, I already had a business. I already had a business that was producing income. I already had been doing what I'd done for a long time with just using squeeze pages. And granted, you don't have to invest that kind of money in a website, but I did. OK, and that was a personal choice that I made. And I will also let you know that I had that investment in that website back within of a week of me going live with that website. 

So, but by the same token I am not suggesting that you go out You can get a website put together for way less than that. And I've got resources that, you know, you can use. There's also you know, there's software on the internet I mean, I've got people that I can refer you to that you know that are great setting up like, you know squeeze page/report websites to get you started. To get you to start building a subscribers list. They'll set it for you and tie it in to a an auto-responder so you can build a subscriber list, and the whole deal. And you don't have to spend a lot of money. Now you can, and once you're making money, then you can expand it if you want to. You can put a full-blown website together if you want to. 

But you don't have to start out by investing a ton of money into this stuff. And you don't necessarily have to learn HTML code or anything like that. I mean I've learned it to a little extent so that I can get by with a few things. But for the most part, I just have people put stuff together for me. Like I said, I'm going to be providing a resource, a big Rolodex resource page for you together so that you will have access to all of my vendors that I use in my own business. 

And also as we move forward with this, if you are going and you have, because I know I worked with other of you that you've already got websites in place and you've got people that have built those websites for you. And you're extremely happy with them and if you want to share with the rest of the group, you know, who you're using then by all means, I will be more than happy to if you have someone that you can wholeheartedly recommend then I will be more than happy to add them to the Rolodex and resource list. So basically, setting up a website is really not that big of a deal at all. 

OK, so depending on where you're at, you just kind of need to look at your situation and you decide what's best for you. And the bigger decision is you know, how do I want this to fit in to my lifestyle. 

OK, and do I want to deal with this myself? My guess is that you probably don't, and now you just look at, OK, how do I want to get started. And for most people I would highly suggest that unless you've already got a business that's producing income and you've got expendable income to invest, then most of the time what I start is just setting up a squeeze page slash free report website. Start building your subscriber list. Start making money that way and then you've got the income. You let your business finance its own growth. 

And the third thing you've got to look at is you want to determine the purpose of your website. Now you want a definite flow for traffic in order to reach your specific goals. OK now keep in mind, most people, and if you look at my website at AutomaticIncomeCoach.com and you're at the home page on that website there is not a, you know, when you arrive at that website, yes there is a opt-in box at the top of the page but there is not a definite flow of traffic there. And like I said, 'I do not drive traffic to this homepage.' 

Now internet traffic will find this homepage on their own, but I never ever drive traffic to this homepage of this website. The reason for that is because, like I said, there is not a defined traffic flow. Now, when I drive up to a squeeze page, there is a defined traffic flow. We've got a defined traffic flow. They either give me their contact information or they don't. OK, and so that's why, even though I do have this website, this, people only see this website after they're already on my subscriber list unless there's just happenstance internet traffic that finds it, which that does happen, but for me where I'm investing my time and effort and finances in driving traffic to my website, I would never ever drive it to the homepage like this. 

OK, only people who see this is after the fact, once they are already a subscriber on my list. And so you know, you're going to be using a squeeze page in all cases no matter what. Even if you have what's called a catalog site like this you are still going to make use of a squeeze page. That is where you're going to drive traffic to, but if you're going to, once you expand and you do have a bigger website, you want to have it laid out kind of like this. You want to have a home page that kind of introduces who you are and shares a little bit of your story to get people to kind of, what you're doing there is breaking the ice. And letting them know who you are and what you're You want to have a bio page that lets people know more of your personal story. 

And then in my case, you've got a training seminar page but like I said, that is the page that I actually drive the traffic to, because that's my squeeze page. And then you've got a products page, where if you've got multiple products they could be your own products, they could be other people's products, and really, even my products page, it's not that big of a deal right now. And yeah, do I make some sales there? Yeah. I make some sales there, but the most of my sales come from me sending emails to my subscribers and promoting and also, the same content that goes out via email gets posted on my blog. And I've got a blog tied in with my website there and I've also got a contact page. 

OK, and the contact page is this very, very brief contact page just giving them my contact information; mailing address and if you look at my website, the contact information is all over my website. At the bottom of every page. OK, if you look at the bottom of every page my actual mailing address and phone number and fax number and email and all that is right there on every page of the website. And I always like including the contact information because I want people to know that I am a real person; that I'm not hiding behind a P.O. Box or anything like that. 

OK. And so that's not, what we're going to do on the up-coming training sessions is we're actually going to get into a whole lot more strategy and I'm going to be taking you more behind-the-scenes stuff, but what I want to do right now--are the line open? [noise] [noise] 

Can you hear me now? 

OK, so what I want to do is if anybody has any questions or anything about anything we covered on this training call, I want to make sure that I get your questions answered for you. [silence] 

Wow did I do that good of a job? Did this all make perfect sense to you guys? 

Jack : Yeah, it made great sense. 

Kevin : OK 

Jack : I have a question, Kevin. 

Kevin : Yeah, OK, go ahead. Who's this? 

Jack : It's Jack. 

Kevin : Hello, Jack. 

Jack : Hello Kevin. My question is, what to look for in a web designer? Kevin : What to look for in a web designer. Very good question, Jack. 

OK, in a web designer what you want to look for is you want a web designer who understands direct response marketing. If you look at most websites out there on the internet, I'm sure you will agree that most websites do not look like my website, meaning they don't have opt-in boxes, they're not websites who are trying to build subscriber lists or anything like that. It's just the overwhelming majority of websites are just these corporate that like, really I mean, the overwhelming majority of websites on the internet never produce a penny of income. 

OK, and so when you are looking for a website designer, you are looking for a website designer who understands direct response marketing, which that's what we're doing here. Our whole website is designed, like I said, that we have a definite flow for traffic in order to reach our specific goals. And what we're doing is direct response. We're getting people to raise their hand and say 'Yup, I'm interested in what you have to offer. I want more on that. ' And so that's the biggest thing. 

The last thing you want to do is work with a web designer that they're going to talk to you about 'Oh yeah, I can put you a beautiful website together. And we're going to use Flash, and we're going to have animated graphics and it's going to look fan...forget it. OK, you do not want to work with a web designer like that. And like I said, I'm going to be compiling a resource and Rolodex list for you, where I've got website designers that I use. 

OK, and I've got guys that can just do, you know, really basic stuff and that are just like you, I mean I've got one guy who is just fantastic, and he's fast at putting just squeeze page slash free report websites together. Now, a website like my AutomaticIncomeCoach.com website that obviously is much more involved, much bigger investment and it takes much longer to put together. But I've got a guy who does that. And if you notice the graphics at the top of my website there, I've got a guy that does that, too. 

And so I'm going to be compiling a resource for you guys, so you'll have, I mean you're going to have a full-blown resource of all the people that I use to help me in my own business because I If somebody is not top notch, I don't stick with them. I mean, if I end up butting heads with them or they don't do what they tell me they're going to do or the first time that they drop the ball on me, 

OK, you know, everybody makes a mistake. But if it's a repeated thing, I don't keep working with them. I only want to work with people who I can count on to do what they say they're going to do; who understand what it is that I'm trying to accomplish and trust me, I have worked with web designers in the past where it was like, they wanted to be all creative and everything and they wanted to do it their way and I'm like 'You know what? Your way ain't going to work, because your way doesn't produce income. ' And I just had to cut them loose. 

That's the big thing. And like I said, Jack, I'm going to be providing... You guys are going to get a whole resource from me as well on all of this stuff. With all my contacts that I use in my own business. 

Jack : Thank you so much. 

Kevin : You bet. 

Any other questions on what we've covered on today's training? 

Ron : Mr. Howard. 

Kevin : Yes? Who's this? 

Ron : This is Ron. 

Kevin : Hey Ron. 

Ron : I hope it's not too technical a question, but do you use analytics on this site? 

Kevin : Oh yeah, I use analytics. Are you talking about Google analytics? 

Ron : Yes. 

Kevin : OK, I do not use Google analytics on this site. Now I could, but I do and I'm going to dumb this down for everybody just so I don't want it to get too technical for everybody, but what Ron's talking about is on the internet we can see everything that goes on with our website. We can see how people interact with it, we can see how they click from one place to another and like I was talking about on the squeeze page example earlier I was talking about 'I know what the conversion on that squeeze page is. ' Meaning, I know how many people come there versus how many people opt-in, and see and you do. 

We have software in place that can track all of that stuff. I mean when I send out an email to my list, I can see how many people open that email. I can see how many people click on the link in that email. I can see how many people who clicked on the link and went to the webpage you know, took the next step. 

And then if the step after that was to actually buy something, I can see that too. I can see every little thing, and this is all part of what I teach you, too, I mean, but for me, Ron, I'll just let you know, good or bad whatever it is, there's no software solution that's like perfect for everything. Google Analytics is an option, but I use 1 Shopping Cart for a lot of this stuff. 

Ron : We do, too. The reason I ask is because you're conversion stats on your homepage are substantially greater than mine. 

Kevin : Uh-huh. 

Ron : My conversion stats off of my email broadcast are about triple what they are. Now that's because, and I'm sure you're going to agree, because I've developed a relationship with those folks on my e-mail list, so I never thought, as you know, you visited my site and I've got a more traditional site than you do, it converts OK, but it's certainly not at the rate that I'd like so I'm right in your [inaudible] that you're talking about if I were to take and maybe split my site and create another one that is totally about relationship-building and less about facts about my particular product. My suspicion is that my conversion on the site will be substantially higher because of the relationship that I'm able to do because I've exhibited on my email list, I can do it. Now I just need to do it on my site. 

Kevin : Absolutely, absolutely. And then like you said, Ron you've already proven that to be the case. You know you have got personal experience that proves what I've been talking about today is rock solid stuff. Very good. 

Ron : [inaudible] about designers because I've been down that road, Kevin and I've blown lots of money on designers 

Kevin : [laughter] 

Ron : who really what they're looking at is they're artists and they want a palate to exhibit their work. 

Kevin : Yeah and they need you to pay for it. 

Ron : And they come along with all these things that they want to charge you a huge amount of money and when I was new at this I unfortunately committed to a couple. I blew a bunch of money, but you have to get people that understand direct selling and direct marketing and those are the folks that'll design your site in line with what we're trying to do. 

Kevin : To sell a product. 

That's right. That's right. We're not all about putting a pretty palate together. We want to get results. And yeah, I'm right with you, Ron. I've been down that road too. It's cost me a lot of money going down those roads, so. . OK, any other questions? 

Jean : Yes, Kevin this is Jean and I have a question. 

Kevin : Hello, Jean 

Jean : Hi. So the [inaudible] seminar that you put on or whatever you put out there on your squeeze page to start building a subscriber list. That doesn't have anything to do with what you're going to be doing in the future? Or are you just doing it to get the subscriber list? 

Kevin : Oh no! No. Don't get me wrong now miss, OK, because if you absolutely have everything to do with what you're going to do in the future going forward. OK, but the point that I was just trying to make is [noise] [noise] 

OK, the point I was trying to make was that it doesn't have to. 

And so, for example I mean, at this point, one of, for me, and I've talked about this on previous trainings in this series. For me, one of my passions is to be able to hang out and rub shoulders and spend time with other inspiring people. 

And of course, now we've taken that to a whole new level because yes, I do that, but now I also introduce these other inspiring people to the subscribers on my list. And those people may have products and services to offer that they don't have anything to do with how my list was created. My entire list came to me because they wanted to have either an automated business or they wanted to have a lifestyle business to fit into the kind of lifestyle they wanted to live, you know those kind of things. 

Well, now all of a sudden I might introduce somebody like my friend Gary Gunderson, who's a financial planner. He's author of a book called Killing Sacred Cows. I've got another friend of mine Shawn Stevenson, author of a book called Get Off Your Butt. Shawn Stevenson is actually a 3-foot tall gentleman who is confined to a wheel chair and let me tell you that guy's got a story. That guy is an incredible person and when he shares his story, it changes lives. 

And at this point, I've actually been giving Shawn a hard time because all he has to offer is his book. And I'm like 'You know what? You need more. You need a whole course, a CD set so people can get way more of you than you're right now giving them, because they come to meet you at a live event or on a teleseminar or whatever. They hear your story and yeah, like me they get your book. ' Heck, I've got a bunch of copies of his book. I bought 50 copies of his book, because I felt it was that good and I wanted to share it with other people. In fact all the people came to the event at my home last November, I gave everybody there a copy of Shawn's book and Shawn was here at my home, too. 

But the thing is, you know, Shawn and Gary well, they don't have... What they have to offer has absolutely nothing to do with how my subscriber list was built. But that doesn't matter. I can still, I'm not going to say 'Oh, well I'm not going to introduce the people on my list to Shawn or Garrett because they came to me for this and Shawn, you know, he doesn't talk about that and Garrett he's a financial planner. He doesn't talk about what my list was built from in the first place. That's not how I look at it. 

The way I look at it is that these guys have something of value to offer and my people on my list are going to like, I'm going to be the hero because I'm the guy who introduced them to these other people. And do we make money in the process of doing that? Absolutely. We will make money for doing that because Shawn and Garrett, they get to let everybody know what resources they have and if people want to invest in those resources, then I get paid a commission on that and I should. So let me open up the lines real quick. [noise] 

Does that help you out? Does that answer your question? Did that kind of make sense for you? Kevin : OK, any other questions before we button up. We're almost at the point where my recording is getting tight here, but I think I've got time to take one more question before we button up this training call. 

Andy : I've got a real quick question. 

Kevin : Hey Andy, go right ahead. 

Andy : When you record these calls, how do you plug into your little recorder from the telephone? OK. That's really easy. I just use a little Olympus digital voice recorder that I picked from Best Buy and I got this little jack that plugs into the recorder and it plugs into my phone and I got that at Radio Shack. And it was like, I don't know, 14-15 bucks. So if you get a digital voice recorder then you take it down to your Radio Shack and say 'Hey I want a jack that I can use to plug this thing into my phone.   Then they got it. 

Andy : Gotcha. OK, thanks. 

Kevin : So really simple. Really simple. And I will tell you that digital voice recorder I think the first one that I ever bought ran me about 150-200 bucks. The last one I got was less than a 100. And I use that thing so dog gone much, I mean that has become an incredible, powerful tool in my business. And anybody who gets into doing anything like what I'm doing. Especially if you're creating informational kinds of products, you know I use this all the time. 

And because you know, a lot of times even if I'm putting written material together I will just record it and have somebody transcribe it. In fact, I just hired a new transcriber this morning because the last one that I'd been using for 4 years, she had a change in her personal life and is not able to do transcription work for me anymore. 

So I went on Elance and I found me a new transcriber. And it's kind of interesting. I went on Elance, I posted a job. Talked about I'm needing transcription work done and more importantly, I was looking for a long term relationship with somebody that you know, I explained that I just lost my transcriber after 4 years-- and what was interesting is that in a matter of less than 2 days I had like 48 people bidding on being a transcriptionist for me. 

And I picked the best one after going and looking at the feedback that they'd already gotten from doing other jobs and all that. I mean, Elance is a great resource too, for finding people to help you in your business and stuff. 

With that said we will bring this training to an end. I will be in touch with you to let you know when the next training is but we'll keep on our same schedule here and I'm going to go ahead and we'll end this recording. 
Lifestyle-Business Blueprint Training – Module 5

Getting Traffic To Your Website
Okay so we are back for part 5 of the Lifestyle-Business Blueprint Training and today we are actually going to be talking about getting traffic to your website. Everybody you know that is obviously a big thing okay so we’ve already talked about you know the whole why we are doing what we are doing, you know that the whole purpose of your business is to have that fits into and funds the ideal lifestyle that you want to live. And we’ve created you know hopefully by now your Lifestyle-Business Blueprint and now we are working on setting up a business that will actually serve that purpose and fit in to and fund your ideal lifestyle. 

And we’ve talked about you know how to go about finding…using your business to…you know for something that you are passionate about so that what happens is that your business becomes a natural extension of the person that you are and the way you see yourself interacting with and providing value to other people in the world okay. 
And by doing all this ground work up to this point and you know we’ve talked about setting up websites and all that kind of stuff. Well once you’ve got a website set up you know now obviously we want to get traffic to that website and everybody you know it’s amazing to me that you know when you look around the internet that’s the big thing that everybody wants to know how to do is how to get traffic to your website. 
Everybody wants to know how to get traffic to your website and the fact is it aint that hard to get traffic to a website and there is countless strategies that you can use to get traffic to your website and over the years I’ve used just a handful of them quite honestly. I mean put of the hundreds of strategies that you could use, in fact I guarantee you if you go to Google and you know you do a search for best ways to get traffic to a website you’ll find all kinds of you know just like basically line out of listings of you could do this and you could do this and you could do this. 
And you know what I want to submit to you though is you don’t need to have 100 strategies for getting traffic to a website. 

In fact at any given time I just use a handful you know I mean like maybe you know 1, 2 maybe 3 strategies at any given time, but what happens is I get very, very good at using those strategies. And what I do is rather than trying to do you know do everything and become kind of like this jack of trades if you will trying to figure out all kinds of strategies I just do a handful of them and I learn how to do them really, really well okay. 
And so what I’m going to be doing is I’ll give you strategies no doubt about that and I’m going to give examples of how I do it as well. 
But the other thing that I need to touch bases on is before we get into the strategy part of it is that it’s critical that you have plan for the traffic once it gets to your website okay. 
Because once and we are actually going to be talking more about that on an up coming training call as far as what do you do with the traffic once you get there okay once you get it to your website because what you got to understand is that your number one goal in getting traffic to your website is to build a subscriber list okay, it is not to make a sale.

And so you see all kinds of websites out there that you know there number one goal in getting traffic to there website is to make a sale. They’ve got all these you know there is tons of websites set up, you know I mean you see them all over the place where they are like you know a lot of websites are set up like you know like these shopping cart kind of websites that are just designed to make a sale. 
And the thing is, is like you know I’ve worked with countless people over the years and every time that I’ve worked with somebody or had conversations with somebody who set up a website like this and I ask them well, “how is your website doing”, and they are like every time the answer is the same they tell me that there website is not doing well at all. 
And the answer and the reason behind that is really quite simple, because the fact is you know you and I you know when we go to like say a website like target.com or bestbuy.com or something like that…I’m going to hit mute really quick here. 

Somebody else was talking on the line there so I went ahead and muted it. But when somebody comes to our website they don’t know us from you know Adam okay and unlike going to a website like bestbuy.com that to is a catalogue website okay. 
Where they are selling all kinds of products and you can search the bestbuy.com website and you can find you know whatever you want to buy, you know whether it’s a digital voice recorder, digital camera I mean whatever washers, dryers, TV’s, stereo systems whatever you can go to that website and you can order it online, but the thing is people already know and trust bestbuy okay. 
Anybody who would got to that website and buy from that website they already have a level of…what’s the right word…level of, they are comfortable you know doing so because of bestbuy’s reputation they’ve already got. 

So obviously bestbuy doesn’t you know appeal to everybody, but you know they do have a reputation and people know who they are. And so but you and I we put a website up people do not us from Adam and so this idea that we can just put up a simple web store and offer whatever for sale is ridiculous because people don’t know us from Adam and they are not going to pull out there credit card and spend money with us just because we have stuff for sale okay. 
There are going to be skeptical, they don’t know who we are, they don’t know if we are legitimate you know there is all kinds of you know things behind this and so putting up a website like this is not what you want to do, okay. But I will tell you your second goal, so your first goal is to build a subscriber list and your second goal is to make sales, okay. 
And the way that you actually make sales is by building a relationship with people. Now and also I want to let you know that you know just because you know when I use my own model for business and in setting up automated websites, I do make sales right away, okay. 
I have things in place and I’ll be actually taking my one of my websites, my main website Automatic Income Coach later on this call and you can see that I have things in place that you know start the relationship right away and yes I do make sales right away from people who just get to my website, but they’d also become a subscriber, okay. They just don’t buy staff from me without becoming a subscriber and staring some kind of a relationship. 

And the other thing so what we’ve got here before discussing getting traffic to your website we’ve got to understand like I said your number one goal is to build a subscriber list. 
Your number two goal is to make sales of your products and services and the other thing is that you want to track everything. You want to track visitors, you want to track opt ins which is you know subscribers, you want to track sales, you want to know your numbers. So okay by visitors I’m not talking hits, okay. 
I don’t care about what you know how many hits your website gets because if you’ve got images on your website or what have you. I don’t want to get too technical about all this staff, but what I want to know is I want to know how many visitors come to my site versus how many people land on my website and opt in, become a subscriber for what I’m doing. 
So if you for example go to automaticincomecoach.com and when you get to that web page, if you click the training seminar link right at the top of that page you will be taken to a what’s called a squeeze page, okay. 
And this is for an event that I do and this is for a training seminar right now I believe this training seminar is set up for a joint venture project that I’m doing in the future here and if not you can still get the idea, okay. And so, but I will let you know that between 30% and 54% of everybody who comes to this web page gives me their name and email address, okay. 
Because I know that because I track it and then when the people who come here on this page and register for this training seminar that I do, of the people who register I know that a certain percentage of those will actually get on the call and I know that certain percentage of those will actually get on the call and I know that a certain percentage of those who get on that training seminar that I do will invest in my product and I know those numbers, okay. 
Because I track it and like I said I’m not going to go into great detail on this right here right now, but I will let you know that you know the main software that I use I actually use two of them one shopping cart and Infusion and the software that I use they allow to crack all of this stuff. They allow you to see everything that’s going on with your website so you can see results okay. You can see and know exactly what your numbers are. 

So with that said what I’m going to do now is spend the rest of out time together going over different methods of driving traffic to your website. And like I said there are countless ways to drive traffic, but what I’m going to do is talk about specific methods that I have used. 
That I have you know used successfully in the past and that I can speak personally to because I’ve done them, okay. What I’m not going to do is talk about methods of driving traffic that I have not personally used, okay. So to start out with you know the first kind of traffic that we’ll talk about is lead ads on targeted sites as well as we’ll also kind of incorporate Google into this as well. 
But basically a lead ad or in fact if you go, let’s go to google.com okay. So open up a web page…I’m going to do this myself as well and let’s got to google.com and when we do a search it doesn’t matter for what it is. Let’s just do a quick search for…let’s just say breeding poodles, okay. 
So I’m going to typing in breeding poodles and search, now when you look down the right hand side of the search result, okay. You are going to see all these ads down on the right hand side, well these are called lead ads. Okay now the links on the left hand side those are natural search results, on the right hand side these are called lead ads because these ads are paid for ads, okay. 
And so you look and see Google and these sponsored links in the Google AdWords program you have a limited number of space that you can use, okay. And so you…I can’t remember how many characters it is per line or what have you, but you can set up a Google AdSense program you can find out all that. 
So if I’ve got to do that is got to google.com’s home page click on their advertising links and you can find out all kinds of information on their Google AdSense program and this is one of the things that I use when I started my mold website all the way back in 2000 to start getting traffic. And the cool thing about Google AdSense is that you know you can get instant traffic to your website and you know right away what kind of results you’re going to get. 

Now I will tell you right up front and being totally candid about this I am not the Google AdWords expert, okay. My friend Perry Marshall is the Google AdWords expert and in fact we talked on one of the previous training calls that I will be providing you with a list of resources that…of people who I use to build my own lifestyle business and I will be providing you with that list of resources and of course Perry will be included in that, okay. 
But Perry is definitely the expert when it comes to Google AdWords, but this is an example of a lead ad. And what I’d like to do whenever I’m like you know researching a market or anything like that we’ve already talked about doing research. 
One of the things you want to do is research and see what other people are doing and so you might if you know say you want to get into breeding poodles or poodle breeding or whatever, you wanted to go and check out some of these websites and see what they are doing, okay. 
And, but what you want to look for, what I like to look for is what I call direct response websites meaning that they are they have a website set up where they were building a subscriber list. They are offering something to their site visitor in exchange for there name and email address so that they can build a subscriber, okay.

Now my second way I like to get traffic is to postcard mailings and to targeted list and this is both offline and online, okay. And what I’m going to do as I’m going to be as part of this training is I’m going to be putting together some examples of this, okay. 
Cause I didn’t put it together prior to this call just because things have been so hectic for me lately as you can imagine, but I will put together some examples of all these, of postcards that I’ve used in my own business, but I will tell that…like so for example in my own business I will tell you that you know that I will rent lists of people who have already bought products similar to the one that I’m offering, okay. 
So if I’m offering a product on how to set up an automated website well I will rent lists of people who have already invested in similar kinds of products, maybe how to make money online or something like that and I will you know that…just I’m going to throw out some numbers here just to give you an idea. 
I will put a simple postcard together, okay that is just a front and back kind of a postcard that we will mail out and total cost to do a postcard including postage, including list rental, including the whole thing is $.54 per piece, okay. So just to give you an idea if I were to go and do a postcard mailing I will mail a list you know mail a postcard mailing to a group of 10,000 people and I guess I’m just throwing out numbers you know I’m not suggesting that you need to mail postcards to 10,000 people I’m just going to give examples from my own business, okay. 
So if I mail a postcard mailing to 10,000 people my cost to do that is $5,400, $.54 a piece times 10,000 obviously depending on the time you are listening to this that number might change a little bit if postage goes up, okay. Or if printing costs or what have you, but ball park $.54 per piece 10,000 pieces $5,400, of 10,000 piece postcard mailing what I will do the job of that postcard is to get that person to go to my website just like the one I just showed you and get them to opt in for an event that I am doing and I will let you know that out of a 10,000 piece postcard mailing somewhere between 3 to 400 people to go to my website and give me there contact information. 
Now you might be thinking well gosh 10,000 mailed and only 3 to 400 people, that might sound good but I’m going to tell you well let me give the rest of the numbers because that’s really good, okay. 
So we are going to say for the sake of you know ease of numbers here we’ll just say 300 people went to my website and they gave me there contact information. 
Now in my case I know that I do a teleseminar, okay and of the 300 people that will go to my website and register for that teleseminar that I do, typically one third of them will actually get on the call, okay. 
And once again you might think gosh the numbers keep on going doing Kevin, yeah they do, but see here is what we are doing, okay we are sifting, sorting and screening so that by the time that I do this particular teleseminar this event that I do in my business that only a fraction of the people who went through that process are actually on the call. And of course the people that are actually on the call because you know they went to the website and they opted in and now they are actually on the call they have sifted, sorted and screened themselves and let me know that they are the best of the best prospects from that list, okay. 
And of the 100 people that get on that call I will somewhere between oh, it varies depending on lists but I will let you know that somewhere between 15 to 25 people will invest in my product and my product is priced at either 794 or 1191 and most people will choose the 1191 version of the product, okay.

Now I’m just giving you examples from my own business, alright. And my business my model I am selling a high priced product right up front, I’m not selling a low price product. 
Okay a lot of people will start with a low price product you know 29.97 you know $29, $39 product then you know use that to kind of introduces themselves to people, let people…you know low price points get more sales and then start working them into higher price you know products as you go along and that’s fine too that’s just not the model that I have chosen to use. 
I chose to use the high price model because my way of thinking is this. Is that by me offering a high price point item right up front I only get the best of the best people. The best of the best people who will invest in themselves, invest in their own education, invest in doing what I show them how to do and if they will invest that kind of a price point then the likelihood that they are going to use my product is very good based on if they only invested $29. 
And you can see the difference there, you know $29 versus and $1100 or $1200 investment, the investment is much bigger they are much more committed to it. 

Now I know I got a little bit side tracked there so let me get back on track so that’s a little example of postcards and mailings and I will you know give postcard mailings to target lists. I’ll give you some examples of this and I’ll put an example sheet together of some of this stuff that we are talking about and so you can actually see how I do this. 

Another example of how to get traffic to your website is putting articles on websites and if you want to see how I do this you can got to a website called ezinearticles.com, okay. 
And if you go to ezeanarticles.com you do a search for Kevin Thomson and when you do a search it will all come up, I’m actually at the top of…there is other Kevin Thomson’s I see them here look here looks like there is an attorney who is Kevin Thomson, there is a Kevin P. Thomson, a Kevin J. Thomson there is other Kevin Thomson’s, but I’m actually the one right at the top of the search results at the moment. Kevin Thomson ezinearticles.com expert author bio and if you click on that link on Ezinearticle you will actually see a bunch of my articles that I’ve written for them, okay. And what’s cool about ezinearticles.com and I will once again and be totally candid this is something that I have not done in a long time, okay. 

Now it’s not that it doesn’t work it’s just like you know…and in my life and in my business I’ve only got time to do so much, okay. Now I used to do this really regular and the truth is here is the cool thing about submitting articles like this I would just use the same exact content that I’m using in my emails to my subscriber list and I would use that for publishing articles on websites like this and the great thing about getting published on ezinearticles.com is that this is a huge resource for lots of internet publishers, you know other web publishers. 
You know they go to this website looking for content that they can use on their website and the cool thing is that when you post an article to this website and you get it published, well first of all you get it published here, but you also end up getting it published on other websites because anybody who wants to can go to this website and get content knowing that they are totally free to publish it, but your content includes a link to your website, okay. 
And you get free traffic to your website and the great thing about having articles like this out there is that when you have articles out there and somebody reads one of your articles and then clicks you link guess what you’ve already got credibility. 

You’ve got instant credibility just because you wrote that article okay. So that’s another example and again like I said you want to see my articles you know they are all right there on ezeanarticles.com. 
You know you’ll find everyone of my articles that I have written for them and like I said I haven’t done that in a while because you know as of late I’ve been doing other things to get traffic to my website, okay. 
And in fact one of the other things that I have been doing and I’m going to talk about right now is joint ventures and…oh and also by the way if you publish articles for websites online you can also have the same articles published in physical publications. In mail out publications as well and a lot of times you can get publishers to publish your articles at no cost and you get free credibility and free traffic to your website that way as well. 

Now joint ventures this has become a huge staple from my business over the last couple of years and in fact I recently hosted an event at my home a two day event at my home where over 19 people well actually 19 people came here. 
The price point to attend that event was $5,000, $4,997 and people flew in from around the country to attend that event at my home I spent the whole day, whole two days rather talking about teleseminars and joint ventures and how I use them in my business and these other business owners came in to find out how I did that so they could also, they want to use these two strategies in their own business. And I will tell you that over the last several years in my business I have dedicated and gotten very, very good at doing teleseminars and joint ventures in my business, okay. 

So the teleseminar is essentially my sales presentation, but my joint ventures are a way that I use to get traffic to my website, okay. 
And I have also been perfecting a way to have joint venture partners that are a right fit for me not just any old joint venture partner, but a joint venture partner that is a right fit for me and I’ve got this system in place now where I just you know I’m…potential joint venture partners are attracted to me okay and I’ve put things in place to make that happen because my goal was…well I’ll tell how you know the way that this whole thing started was several years back a friend of mine Mike, it was my very first joint venture that I ever did. 
I’ve known Mike for quite a few years and Mike and I were attending a seminar together and he is from another area of the country and we hadn’t seen each other in a while and we just kind of catching up and we got talk with each other about what each other was doing in our businesses and Mike actually has a business where he shows home inspectors you know people who have home inspection business he shows them how to better market themselves and better market their business and run a more profitable business and you know he found out what I was doing and you know he suggests he’s like you know he’s like why don’t we a project and I’ll introduce my home inspectors to you because they might be interested in what you’ve got going on and I’m like well I was like okay. 

You know it didn’t sound that promising to me because my thinking at the time was like, well these guys are home inspectors they’ve already got a business going and they are not going to be interested in what I have to offer, but I was like okay well Mike wants to do it you know I’ve got no risk on my end and he wants to promote me to his members fine I’ll do that and so we were promoting the event I do the teleseminar I can’t remember the exact dollar figure but I will tell you it was in the multiples of thousands of dollars. And after that event I was just like wow you know I had just done this project it cost me not a penny up front not one penny up front so there was actually no risk from me, it took hardly any of my time, it took hardly any of Mike’s time. 

I put the emails together that he used to promote the event to his members and we made a whole lot of money, I picked up a bunch of new clients and I gave Mike a big percentage of that income because see that’s sales that I would have not made if it weren’t for Mike and so he was entitled to be paid for that and after that event… in fact that event shortly after event I took my wife I took a bunch of the income from that event and I took my wife on an Hawaiian vacation and we had a great time and you know it also let me know that like wow Kevin you are onto to something and then since then I have done so many joint ventures and at this point like I said…well in fact just this morning it was a brief phone call in fact we were on the phone for less than 15 minutes it was a potential venture partner that had called me that introduced me by somebody else that I already know. 
And so it was like even though we didn’t know each other personally we were introduced to each other by a mutual friend, okay. And we set up this phone conversation for this morning it lasted about 15 minutes. 

We just talked with each other really quickly and I will guarantee you that, that conversation will end up in me doing another joint venture project where they will introduce me to their subscriber list and I will tell you that you know on average now I make my joint venture partners a considerable amount of income and by all rights they deserve because they are allowing me to grow my business, they are allowing to promote my products and services, they are allowing me to build a subscriber list at not up front cost to me. 

And so when you look at other advertising sources now I don’t want to put down other advertising sources because you know I other advertising sources are great too but there is not any other advertising source that you can use where you have no up front finances or risk that the worst possible scenario is that you would just not make any money, okay that you would never lose any money. 
Now there is other scenarios to look at that you know you can end up you now getting hooked up with the wrong kind of joint venture partner that there…what’s the right kind of word that I’m looking for…their scruples, their ideals are different than yours and you know there is plenty of unethical people out there and I do not do joint ventures with anybody who is unethical or who their number one motivation is just to make a buck, okay. 

I only do joint ventures with people who are really wanting to make a difference in somebody else’s lies who like you know who believes that you know by doing a project together we can make a difference in this world and yeah we are going to get compensated for doing that but you know that’s the stand point that I come from and any other joint venture that I look doing with anybody else and I will tell you know I have not a problem at all turning down money turning down potential income if…because I will not work with anybody who is not in alignment with what my goals and what my values are and the way I see myself interacting with other people and if I think that they are just out to make a buck or that they are you know taking advantage of my subscribers or vice versa you know I mean I would just rather steer clear and I would definitely suggest that you do the same thing as well, okay. 

Now another way to get traffic and this kind of goes to articles as well  publishers okay and this is similar to doing joint ventures as well that you can contact publishers of magazines and other types of publications that have subscriber list and is the same kind of thing as a joint venture, okay. 
Because what you are doing is rather than paying to be published in that publication or paying for an endorsement what you are doing is like a joint venture instead where there is no money that changes hand up front but they promote you to their subscriber list and then they get paid on the back hand based on sales, okay. 

That’s another example of how to get traffic to your website and once again ads in targeted offline publications that’s kind of like the same kind of thing now I will tell you and I’ll be like it’s going to I want to remain totally candid and open on this is that I do not do a lot of offline publications but I am getting ready to, okay. 
So going forward from here as I do start advertising in more offline publications I’m starting to gear up for this. I will definitely keep you posted on that, I will show you results on what I’m doing and not just saying oh here is what I’m doing, I will give you actual results. Here is what it cost me to do this, here is the results we got see because that’s what I believe in doing is showing the actual results of stuff, okay. 

Another example of getting traffic to your website is YouTube videos, okay. And in fact if you go to youtube.com and you do a search for…now don’t do a search for me by my name Kevin Thomson because there is way too many other Kevin Thomson that are much more what’s the right words I guess much more famous or prominent than I am you’ll never find me by doing a search for Kevin Thomson, but if you do a YouTube search for Kevin98270 without a space in between just Kevin98270 you’ll find my videos, okay. 
Now I will tell you that the way I use my videos is a little bit different now I always upload them to YouTube I then embed them on my websites okay and then I promote them that way. And if you look at my videos you’ll see that you know my videos get some pretty different views and stuff and based on the way that I promote my videos I mean my videos get lots of views and I will also let you know that if you ever look at my videos on YouTube and they don’t have any views because there is you know videos there that don’t have views that’s because I’ve uploaded them to YouTube but I haven’t even promoted them or let anybody know about them yet. 
And I will let you know that you can do a search for Kevin98270 on YouTube whenever you want and you will then always see the latest videos that I have uploaded to YouTube, okay. Now the thing is in some of these videos are more persona family kind of videos. 

A lot of them are to do with my business, some of the actually if they are personal you are going to be able to easily tell that, but even my personal and family kind of videos I use those in my business and so I mean all you got to do is you can go through there and you can see how I use videos to promote my products and services and the cool thing about using video is that when people find your videos on YouTube and stuff then you know and you look and find if you do a search on YouTube for videos and you play a video and it ends up coming with related videos, okay. 
That’s how a lot of my videos get found too. It’s just by people doing searches for other videos and then my videos get found and see like that ends up with free traffic when you get videos published that way, okay. 

And then obviously another way to get traffic to your website is email and you as you know you are on my list getting email from me so you know how I do that and I send out regular email communications with the people that are subscribers on my list because here is the deal and this is why it’s so important to build a subscriber list because if you are driving traffic to a website and you don’t build a subscriber list okay. 
The challenge with that is if somebody comes to your website and if you don’t get their contact information the likelihood of them coming back to your website is slim to none, but if you get their contact information you can now stay in touch with them, you can build a relationship with them and you can get them back to your website on a regular basis, okay and that’s what you want to do. And email is one of the biggest things that I use in my own business to get traffic back to my website. 

And another example of getting traffic to your website is through facebook.com in fact if you go to my website at automaticincomecoach.com I don’t use Facebook all that much but I use it once in a while and the cool things is I’ve actually picked up clients off of Facebook in fact an old friend of mine Andrew he was actually from the UK he found me on Facebook and this has been about a year or so ago now. He found me on Facebook, contacted me through Facebook and ended up becoming a client of mine because of that right and I won’t say that Facebook gives me a ton of traffic, but it’s something to do and it’s another way to get traffic to your website, okay. 

But the big thing actually I will tell you from me and the things I’m very good on as far as using to get traffic to my website is postcard mailings, joint ventures, lead ads, YouTube videos and emails. Those are my main sources of getting traffic, okay. 
And like I said you don’t need a gazillion sources of getting traffic what you want to do is focus on just a handful and then become very, very proficient at using those ways of getting traffic and just use them over and over and over again, okay. 

And so with that what I’m going to do is I’m going to try and open up the lines here. Okay I got the lines opened up and what I want to do is make sure do we have any questions or comments about what we’ve discussed so far on the training call.

JEAN:  Hi Kevin, this is Jean I have a question…

KEVIN:  Go right ahead. 

JEAN:  How do you rent the list? I mean how do you contact the people and say I need to rent the list or?

KEVIN:  Yes.

JEAN:  How does that work and how much does it cost to rent a list?

KEVIN:  Okay, okay well let me hit…well I’ll try to keep the lines open here. Okay list rental, okay now there is a resource at the library and not every library carries it, but many libraries do. It’s called SRDS which stands for Standard Rate and Data Service. I’m going to go out and mute out the line real quick again. SRDS which stands for Standard Rate and Data Service and you can get that you can just you know find out if the library in your area has that. 
It’s also online it does cost money online to use it or you can do online searches using Google for list brokers for any given topic that you want and you can find list brokers and basically a list broker is somebody who handles the rental of other list and you can say, say you want poodle breeding list broker. You can do a search for that and you can find somebody who rents lists of poodle breeders okay and it depends…the cost of the list depends on whether it is a compiled list, well say an example of a compiled list is say I want a list of all the home owners who have homes valued at you know 300,000 or more in this zip code, okay that will be a compiled list, okay.

A response list you would say I want a list of people who have bought this product I would have…so if somebody was selling a health and fitness product it was a piece of work out equipment and you are wanting to target it to people who are have bought other pieces of workout equipment previously. 
You can say okay, you know probably the ideal client for my piece of workout equipment would be somebody who has bought the bow flex, okay or somebody who has bought a workout video and what have you. Or you can say I want a list of people who have bought the bow flex in the last 90 days or in the last 100 days or whatever, that’s called a response list, okay.

Now typically complied lists run about $0.05 a name to rent that list. Response list run about $0.10 a name, now that’s not like straight across the board but that is you know average cost to rent a list, okay. And that is for a one time mailing and so…I don’t know what every list broker will have different minimums but I can tell you that the minimums usually run 5 to 10,000 names meaning you are going to rent 5 to 10,000 names. 
You don’t have to mail the entire list but you’ve got to pay for the rental of the entire list and then by renting that list you are entitled to mail every name on that list one time unless you have specific arrangements with the list broker because some of them will let you mail it more frequently. 
They will say okay you can mail this list so many times within this next 30 days or whatever you know. And so that’s the typical kind of cost you will see and so like when I was talking to you about $0.54 per piece to mail a postcard mailing that included the list rental fee, that included the cost of producing the postcard that I would send out and that included the postage that went on it as well as the cost of labeling the postcard and having them printed…the whole deal, okay. 
Because that was totally hands off for me I would not do…I would not sit here and put together 10,000 postcards to mail out, I have it all done for me. So the $0.54 per piece price that I was telling you that included every cost associated with mailing those postcards. Okay let me…did that help answer your question?

JEAN:  It has and what is the number for YouTube?

KEVIN:  The number for what?

JEAN:  The YouTube address?

KEVIN:  Oh it’s just youtube.com; you know what somebody has got a baby screaming in the background. If you can hit star 6 on the phone that will mute you out then if you want you can just hit star 6 again to join us live. YouTube you just got to youtube.com.

JEAN:  No I want yours its Kevin98…

KEVIN:  Oh Kevin98270

JEAN:  Thank you.

KEVIN:  You bet. Okay any other questions about we have been talking about. 

RON:  Hey Kevin this is Rom Mead.

KEVIN:  Hey Ron how are you doing?

RON:  I’m doing terrific. I hope this is not too technical question but I use a [inaudible] [0:40:02], I used a double opt in and we get about 15% to 17% opt in rate which I’m happy with. What I’m not happy with is I get about 31% of that, that don’t complete the process.

KEVIN:  Yes.

RON:  In other words they don’t click on the link to complete it. Do you use a double opt in? And if you do, do you have secret to getting that 31% down to 5%?

KEVIN:  Okay.

RON:  Do you think that’s appropriate for this class?

KEVIN:  Oh sure we can talk about that.

RON:  Okay.

KEVIN:  Okay so basically what Ron’s talking about is double opt in versus single opt in. I will let you know that I use a single opt in okay. Okay single opt in is like when somebody goes to your website and they give you their name and email address, then single opt in…let me hit star 5 again. Single opt in will just put them on your list and then they’ll start receiving…you know if you’ve got an auto respond email in place they’ll get that and then now you can email them, okay. 

Now the thing is with single opt ins people can enter bogus email address and they will do that, okay. They will some will enter in bogus email addresses just because they want to get their hands on what you are offering and they don’t want you emailing them, okay. And so that’s what can happen o single opt ins and then also I will tell you that with single opt ins you know you run the risk of lower delivery rates obviously because it is single opt ins and you’ve got bogus email address on you list. 

Now double opt ins what Ron was talking about a double opt in is well when somebody opts in and gives you their name and email in exchange for whatever it is you are offering, a free report whatever, a teleseminar like what I do or you know whatever it is that they are not opted into your list yet. What happens then is an email goes out to that email address that they entered and it has a link and that email basically says you’ve been to me website, you’ve requested some information from me and you need to click this link to confirm that you are in fact the one who requested this information and unless you click this link you are not going to get it and you are not going to be on my list either, okay. 
That’s essentially what a double opt in is and like Ron was saying you know a lot of people they’ll come to your website and opt in but they won’t then click on the link in the email that goes back out to them, okay. And so his conversion is much lower he was talking like 15%. 

Now my conversion is much higher but like I said I also have you know my email list is not as quality obviously as Ron’s is because he’s using a double opt in process and so I will tell you that I did test out using a double opt in process in the past and for me personally the numbers I was just not happy with the numbers at all, okay. And so you know I was kind of sharing with you my numbers with you before from like doing postcard mailings and stuff and my numbers dropped off so dramatically and my sales as a result dropped off so dramatically. I’m just like okay I’m not going to use the double opt in process because this is affecting my bottom line and so I just went back to my single opt in. 
And so that was you know that was my personal choice to do that, but Ron you know I mean all I can say in your situation if you are using a double opt in all you’ve got to do is just test a single opt in and see if anything changes there that’s all I can say. I’ll go ahead and open up the lines again and get your feedback. 

Does that help out Ron?

RON:  Yeah I…when we switched we were just using one shopping cart up until about 3 years ago when I switched to A Webber and at the time A Webber was requiring a double opt in.

KEVIN:  Yes.

RON:  Now I’ve heard a rumor that I think they are somewhere in the files of A Webber I can uncheck a box or check a box that will permit me to do single opt in, but that was the time when we were all having trouble with spam complaints and you know all the lead tracking systems were nervous about that.

KEVIN:  You bet.

RON:  So they required double opt in at that time but I’ve heard a rumor that if I can find the spot I can uncheck that box or check it whatever would make single opt in. but I agree with you I think I’d rather go with single opt in and take my chances because it just kills me when I spend all the money to generate traffic and I get say 20 people that opt in and 8 of them at the end of the day don’t complete the process. 

KEVIN:  You bet.

RON:  They’ve obviously indicated they want some information, they are interested in my particular topic but they don’t understand that in their mail box they re going to get that link that says, if you don’t click here you don’t get any further info. And in my case they don’t even get the free report unless they double opt in. 

KEVIN:  Yeah, do you have verbiage on your opt in page telling them that, that you know hey make sure you…

RON:  Oh yeah.

KEVIN:  Okay, okay. 

RON:  We’ve assorted that 100 times but you know I’ve tested all kinds of different verbiage but at this point I’m like you I think I’d rather gamble with higher numbers than less quality.

KEVIN:  You bet and you know I’ll let you know right now you know my subscriber list you now numbers are a little over you know I’ve got a little over 20,000 subscribers on my list at the moment. 
Now does that mean that every time I send out an email 20,000 people are getting it, absolutely not, and you know and so really it’s just a number and there’s people you know that will tell oh I’ve got subscriber list of 100,000 or 300,000 or 500,000 or whatever you know and I also personally know people that have lists of 100,000 to 300,000 people that they do not generate the kind of income that I generate from my list of only 20,000 subscribers. 
And so you know for me it’s not so much the you know the number of subscribers on what somebody tells me that they’ve got a huge subscriber list you know that’s not excites me anymore. 

I mean I used to before I knew any better I would get excited and go oh man let’s do a JV because you’ve got a huge list. Well that doesn’t necessarily translate to dollars in the bank. 
It all comes back to some of the stuff we’ve been talking about here which is you know how good of a relationship do you have with that list and we’ll be talking on upcoming training calls here about how to create a relationship and if you want to see how I do this you know in advance of those calls all you’ve got to do is go to my website at automaticincomecoach.com, go to my blog and you will see how I create relationship with my subscribers and you will also see that the bulk of my communication it has absolutely nothing to do with me selling stuff, okay. 

The overwhelming majority of the communication that I have with my subscriber list is just me talking about whatever. Talking about my life, whatever I talk about not selling stuff because by having the relationship okay when I do go to say hey by the way you know if I wanted to tell you about this and if this is the right fit for you then here is how you can take advantage of that. 
Well because I’ve got a good relationship now people will go and buy when I’m offering stuff and see that’s the key here, that’s the key. And so you know I would rather have you know like I said the single opt in, get more subscribers even if I do get a few bogus email addresses in there and what have you just because my numbers proved when I did run the test that using a double opt in didn’t get me near the result and it cost me a lot of money doing that. 
And so but yeah Ron I would definitely suggest test doing a you know the single opt in rather than the double opt in and just see what happens to your numbers. You know I can’t promise you anything obviously but my guess is, is that it will improve your results. 

So let me just open the lines up real quick again. But yeah if you do that Ron I definitely would look forward to you know hearing the results you get because that could very well increase your bottom line income just by doing that.

RON:  We use pretty much the same strategy that you talk about, I write 5 to 6 emails a week and there often 5 of those out of the 6 will nothing to dowith my particular niche which is probate real estate you know.

KEVIN:  Yes.

RON:  But at what…one last question I don’t have any comparative basis I’m just looking at my open rate here on my emails and I’m from a lower 49 to a high of 98 so 15% to 20% open rate is that good, bad or…

KEVIN:  That’s about where I am at too. That’s about…

RON:  Okay.

KEVIN:  And I’ll tell you, you know it doesn’t matter how good we try to be, how ethical we try to be, how you know I mean and like me my number one goal is to build  relationship with my subscribers but even in that you know and as much as we’d like to have it be we are not you know our subscribers you know they are not sitting around everyday like oh I can’t hopefully I got another email from Kevin or hopefully I get another email from Ron today and I can’t wait to read it. 
You know and you know their life is going on and you know I mean even myself and even you, you know you, even if you get emails from somebody who’s list you like being on I guarantee that you aint reading all their emails and a fair amount of them get deleted just like I do. I mean you know I took the last week and off a lot of the stuff that I subscribe to now some of the really good stuff and if it had a good subject line I did save it but a lot of it as I’m going through my email is just delete because I’m just like aint got time. 
And so you know that’s the same case with anybody on our list but the goal is and I will be talking about this in the up coming call too. Is that you know I keep a running blog as well that pretty much mimics the emails that I send out. 

So even if and you’ll see if you go to my blog at automayicincomecoach.com you will see comments here and there where people are like you like man I haven’t read your emails in a while but it’s been great to come back to the blog and catch up on everything that’s been going on and it’s amazing that, that will happen. 
I mean I do the same thing you know somebody else that I’m on their list and I haven’t been following them for a little bit you know I click on an email and I end up back at their blog and start browsing round their blog and I’m like oh man I missed this while I’m there I’ll get totally sidetracked and an hour later hour and half later I’m just like damn I’ve been here reading this stuff and totally got sidetracked for what I was already doing. 
And so you know that’s why it’s important to have a blog too that pretty much mimics your email content so that if somebody is missing it they’ve got another way to get the information. 
The great thing is you are outing the links of your blog and then you’ve got a permanent link to you know product offers and this that and the other thing that’s now on your blog that will generate sales for you years down the route and you know if those are tracking links which sometimes on my blog they are sometimes they aren’t it should be a lot more diligent than I a even about that, but you can if they are trackable links you can even track to see how many sales are coming through your blog and you can see that. And I will tell you that you know a fair amount of my income comes form a sales made that way. 

Okay any other questions before we call it a day?

MALE SPEAKER:  Hey Kev, you said you use of a one course shopping cart and I’ve got that also. What about Infusion soft what’s the advantages of that? What does it do?

KEVIN:  Okay Infusion is just a much more robust program and I will let you know that I am not fully engaged in using Infusion yet. I am getting set up with that and I’m still working through it but I’ve got friends of mine who do, there is just a lot of different things…I mean it’s much more expensive for one. 
You know its several thousand dollars up front fee to get set up with Infusion and then so much money a month whereas one shopping cart it’s just so much money a month and your initial investment even for the full blown version of one shopping cart it’s less than $100 a month. 
Infusion is several hundred a month plus several thousand up front just to get set up with it and so you know Infusion is typically not for the person who is just getting started, it’s for the person who already ha an existing business and wants to upgrade and have a lot more flexibility in what they do and quite honestly at this point I’m too new into using it to be able to talk about all the benefits of it. 
I just know that you know from talking with friends of mine who use it you know they were the ones that were telling me okay Kev you know you really need to start moving over into Infusion and including that as part of your marketing as well as part of how you run your business as well because it just allows you to do so much more stuff. 

And so at this point I honestly can not you know speak a whole lot to Infusion because I’m so new to getting set up with it, but with one shopping cart I’ve been using that for years and I’ve been extremely happy with one shopping cart as well.

MALE SPEAKER:  Yeah me also. Is A Webber another version?

KEVIN:  What A Webber is and Ron you can correct me if I’m wrong but A Webber is only an auto responder, is that correct?

RON:  It’s correct.

KEVIN:  Okay, so yeah A Webber is…awebber.com is only an auto responder whereas one shopping cart you can get just an auto responder through one shopping cart as well but one shopping cart the version of the software that I use is you know it has the auto responder, it has tracking you know you can set up tracking links and everything, you have an affiliate software. I mean you’ve just got so much more with one shopping cart than just an auto responder. 

RON:  Kevin I would really advise anybody starting out to go with one shopping part. As you get more advanced in an internet career there are some advantages Infusion soft has them too but last time I checked it was three grand up front just to get them to say hello to you so…

KEVIN:  Yes.

RON:  That’s [inaudible] [0:55:48] for a lot of people starting out and I don’t encourage that. 

KEVIN:  You bet. 

RON:  We switched to A Webber and now I have to operate two lists which is kind of a pain in the back, but in retrospect I wouldn’t do it again. I was led to believe that A Webber had better deliverability and that’s always a topic of conversation at any internet conference. Now that a little more experienced I don’t believe that, I think they do a good job, but not knocking them. I just don’t think they do a better job.

KEVIN:  Yeah. 

RON:  Now I know.

KEVIN:  Other than one shopping cart.

RON:  Other than one shopping cart, yeah that’s, but shopping cart has all the modules like Kevin is saying they’ve got the they’ve got an affiliated of management module, you’ve got a shopping cart, you’ve got a cart module, you got a list mailings module and so forth. First it’s pretty easy to learn so that really is kind of the default I think for you people at the internet marketing is one shopping cart.

FEMALE SPEAKER:  Hey Kevin.

KEVIN:  Yes.

FEMALE SPEAKER:  How did you get Leslie Householder to recommend you and get her because you know I got to you through Leslie?

KEVIN:  Okay, I will tell that the way that Leslie and I met yeah we were actually introduced by a mutual friend of ours Garret Gantherset. And you know I’m getting a little bit of static are you guys hearing that static on the line?

GROUP:  No man.

KEVIN:  Oh that’s good it’s only on my end then Leslie was actually introduced to me by Garret and that is an incredible and I will tell you guys you know I’ve got a system in place in which every time I do s joint venture my goal is that it will lead me to another joint venture. And see I have a couple of goals in regard to doing joint ventures is that I want to be booked two months out. Typically doing one week and that I want joint venture partners to contact me. I do not want to have me contacting other joint venture partners because the positioning is all wrong if I’m contacting them.

And so in Leslie’s case Leslie was introduced to me by Garret and I will tell you it was so simple. I had already done a project with garret and garret he sent an email to me and Leslie simultaneously and said hey you guys just wanted to introduce the two of you and he told a little bit about me and he told a little bit about Leslie and said you two need to connect and that’s how it happened. 
And then I got a hold of Leslie and I’m thinking to myself well if Garret introduced me to Leslie she must be a pretty good person and of course Leslie is thinking the same thing so it just totally paved the way. We shot an email to each other we scheduled the time to talk on the phone. 

I think Leslie and I the very first time we spoke on the phone I think we talked for well over an hour because we just totally hit it off and we found out that you know we had a lot of things in common, that our way of thinking we had a lot in common that the way that we thought about how our business is supposed to be used to help other people we had that in common and of course then we set up a project. 
And as Leslie was actually promoting me to her subscriber list I was also promoting her and she had this book called the Jack Rabbit Factor I was promoting that to my subscriber list as well. In fact Andy you are on my list you probably remember me promoting Leslie’s book. 

ANDY:  Yeah she gave us the download for the Jack Rabbit Factor I’ve read it. Yeah it’s very good. 

KEVIN:  Yeah, yeah and so that’s how it happened. And really I will tell you that when you get this whole Lifestyle-Business Blueprint that we’ve been talking about this whole time you know when you get this right and you are doing just the stuff that we’ve been talking about doing joint ventures like this and you know and getting stuff set up it’s not going to be effort, okay. 
I mean it just ends up coming to pass because you end up meeting people and you know I mean like a great example was just what we were talking about with Leslie you know. That was an introduction that was made by Garret and of course since then Leslie has introduced me to other people and Garret has also introduced me to more people. 

Now did all of them end up as joint ventures? No, absolutely not but a lot of them did and not only that I’ve made some incredible friends in the process and you know Leslie is definitely somebody that I count as a friend of mine. 
Her and her husband Trevan are awesome people I love getting together with them in fact they were just up at my house a few months back. They came up to my home for a couple of days and you know I mean I love hanging out with them and in fact few months ago I was down in Phoenix and actually got together with them down in Phoenix and see this all goes back to what I was talking about on one of these trainings where you know one of my big goals and part of my own lifestyle business blueprint was that I wanted to hang out and spend time and rub shoulders with truly inspiring people. 

That was part of what I wanted to do and you know so for me that’s a natural thing and so that’s and now you know doing joint ventures you know really I mean and you I know to some people this might seem totally weird but when I do a joint venture the money that is not the driving factor for me in fact what’s interesting is today. I had a conversation this morning with somebody that I did a joint venture with in the past and in fact we did extremely, extremely well. 
We did well over $100,000 in our joint venture project. And since then we’ve done more projects and we’ve actually even done projects where they hired me to go and speak at live events on two different occasions at different parts of the country.  And what was interesting is that we produced less income from the live events where I went across the country and spoke to a live audience than we did on that initial teleseminar that we did where we made over $100,000 in income. 

And we were just talking today and you know his secretary was telling me you know Kev you are just like you know because she was saying how disappointing it was that Kevin you didn’t even make that much money fro coming and speaking at the last event you did for us. 
And I’m like you know what that’s okay I don’t care because you know what I had a great time doing it and it was something that I was passionate about doing and you know the money wasn’t the driving motivating factor for me coming and doing that. And see for a lot of people that is the driving motivating factor is the money and granted yeah you need to make money no doubt about it. 

But as longs as your whole business is structured so that what you are doing, you love doing you are passionate about it you know if I do something that doesn’t necessarily you know if I do something that produces me a ton of income for very little effort and then I do something else that requires more effort on my part like getting gone a plane and traveling and going and doing a whole day presentation then coming home the next day and you know travel and time away from my family and all that then producing less income than me talking for an hour on the phone well that’s okay, that’s alright I don’t mind because I enjoy doing it. 
And see that’s what you want to look at too is see how much do you enjoy doing it and yeah you are constantly looking at all the things we’ve been talking about you know. How do I leverage my time you know and so that I’m not just doing things that require me to trade time for dollars but I’m also ding things that I can leverage my time so that even though I’m only investing a small amount of time I’m still getting paid really good income and of course like what we’ve been talking about joint ventures are a great way to do that.

And so if you like…I don’t know how much time I mean I’ve got. What I’ve gotten planned so far is two more training calls. 
The next training call we are actually going to be talking about what to do with traffic once you’ve got it to your website and then the 7th training call in this series we are going to be kind of like talking about how all of this gets combined and so that you are not just having a business but you’ve got a complete life where all of this integrated and you know like for example in my own business you know the purpose of my whole business has now become to fund our family foundation and because we are using our family foundation to do some really incredible stuff and I’ll be telling you some more about that. 

But I will tell you that when you know when you get to the point where you know you’ve got this lifestyle business and it provides for you and your family and it provides a very nice income for you and you and you know that you are taken care of and that your family’s needs are all met and that you’ve got you know a portion of income set aside for in case anything comes up. 
You know I mean like good example of you know when my daughter was born we had to spend a week in the hospital well there was bills associated with that. 
We racked up some pretty good bills and I did not have to worry about how I was going to pay those bills and I did not have to lose any sleep at night you know and most people when faced with that you know with that unexpected expense they are going to be losing all kinds of sleep about oh my gosh I’m racking up thousands of dollars of bills here how am I going to pay this? It’s going to take me a long time to pay these bills and there was none of that going on and I did not have to worry about…I was able to be there and be present for my family. 
I even had to put you know some of my other things on hold because of that but you know what everybody understood because I’ve got a relationship with the people who come to me. And so you know and they know that you know it’s not like Lisa and I are having babies all the time but when it does happened and I have to be…something comes up and I say oh, you know what I know I was supposed to do this training call today but guess what our daughter was born and she was having some challenges and I’m here in the hospital and we are going to have to postpone this, nobody gets upset because they’ve got a relationship with me. 

Now if we didn’t have a relationship the likelihood of me doing that without somebody getting upset would be pretty slim because I was supposed to that and you know I’m still going to make good on my promises but because I’ve got a relationship with people, people totally understand this kind of thing. 
And this is what you too want to aspire to but when you get to this point where you’ve got all of this in place and you’ve got a vision that’s now much bigger than you and of course you know the way that you get to have a vision that’s much bigger than you is knowing that you and your family are taken care of. Because how can you possibly concentrate and even think about helping anybody else when you and your own family aren’t even taken care of. 

So we got to get that taken care of first now we get to start looking at the big picture of what am I really put here on this earth to accomplish? What can I really do? 
And I will tell you that in my case and I’m not going to say that this is right for you, you know but in my case we started this family foundation and we are now using this foundation to help other people and for me my whole vision now is that the whole purpose of my business is to fund that family foundation and when you’ve got a vision that’s big like I’ll tell you what it almost feels like you can do no wrong. 
Because anytime you talk with anybody, anytime you talk with…you know I mean talk with potential joint ventures or I just talk with anybody at a seminar or you know somebody that’s introduced to me I’m not focused on like, oh I need to make money or anything like that. 
I’m just like be able to be there be present in the moment, have the conversation, maybe something will come of it, maybe something won’t come of it but I’m not worried about it because if it’s supposed to come, if something is supposed to come from that conversation I just know that it will. 

And see to be able to operate on a level like this is just an incredible thing and this is what my goal and you know and doing this whole training is because I want this for you too and so that’s what we are going to be doing on the next two calls and then also and Ron I don’t know if you were on the call at the beginning you know I’m just going to throw this out there is you are open to it I’d be more than happy to maybe do an interview. 
I mentioned Kevin and Annissa they are going to do an interview, if you’d like to I’d be more than happy to interview you too and kind of let everybody know you know more about you and what you do and how you got into it because you essentially, you’ve pretty much got a lifestyle business too.

RON:  Oh I’d be happy to do that. I’m always eager to share with how we’ve done it. And you and I are like minded and I’m on board for that. So I also sent you an email Kev, your particular product would be very appropriate for my list so let’s talk when things settle down, let’s talk about JV. I don’t think my product is appropriate for your list but I do believe your is appropriate for mine.

KEVIN:  Sure.

RON:  And I like to do things like that.

KEVIN:  Okay, well there see so now Ron just proved my point we just like just like that something was set in to motion and see this is how it happens and so Ron thanks for that cause that was a great example on everything I was just talking about. So…

VICTORIA:  Hey Kevin, this is Victoria in Arizona and I’m just wondering about one on one time with you and continued training beyond the end of this course, because I find what you are teaching me a newbie very, very invaluable and I have listened to other people spent thousands of dollars on internet marketing and all these different ways to try and tech themselves on how to do this stuff and I just didn’t want to jump in at that point and I feel very blessed to have found you. That you have this capitalized so we don’t have to go through a lot of lost time and money.

KEVIN:  Okay, alright.

VICTORIA:  Right from the beginning.

KEVIN:  And I just want to let you know too that I’ve been getting your emails, I know we mentioned that you had brought this up on a previous call and I have been giving this a lot of thought and I am putting something together and I will be telling you about that and I know that especially you, you are going to be very excited about what I’ve put together because I’ve been thinking the same thing that I would love to have some kind of a coaching program tied with this and you know I am going to make that available to you guys if you are interested in that kind of a thing.

VICTORIA:  Are you still doing mastermind thing that I saw on you website somewhere?

KEVIN:  Yes, yes and that is what we are doing is what we are kind of doing my thoughts are for some kind of a monthly coaching where w get together regularly and we can support each other and we can…

VICTORIA:  Alright.

KEVIN:  You know do all that so that it doesn’t end with just…you know just this training and then all of a sudden now you are on your own you know. And so yeah I can totally see that and you know I would to you know be the guy who offers something like and who organizes that and makes that available and you know us like minded people can get together on a regular basis. And so I am working on that and by the time that we are done with the training I’ll be able to let you know what I’ve got put in place for that.

VICTORIA:  Great and then lastly somebody had asked for networking ability to your list or mechanism between those of us who are students.

KEVIN:  Yes and for those of you who are taking part in this training when I send out the recording now just I need to clarify this because anybody take any part of this you know this training we are going to be turning this into a product that will be offered down the road. But for those of you who are taking part in this initial training that we are using to create this product of which everyone of you on the line live is part of watch for my email when I send you the recording link, because when that page there is also I put up a listing of everybody who is part of this training and so…

VICTORIA:  Is this already or you…

KEVIN:  It’s already there. 

VICTORIA:  Okay.

KEVIN:  And so that way you can communicate, you’ve got the contact information of everybody else who was participating in the training.

VICTORIA:  Is that part 3?

KEVIN:  No, no it’s right at the top of that web page.

VICTORIA:  Oh, okay.

KEVIN:  And it’s got the contact information of everybody who is registered now…

VICTORIA:  Oh, okay.

KEVIN:  I had sent out the emails to you guys before and said you know hey for any reason you don’t want to have your contact information included with this list let me know and I’ll make sure that it’s not and so a couple of you might not be there at your own request but other than that if you did not respond and tell me hey Kev don’t include my information your information is included there. And everybody who is part of this their contact information is there so that way you can contact each other outside of these training calls that we are doing. 

MALE SPEAKER:  Does anybody have a date for that email when it was sent?

KEVIN:  You know what I have to write because I’ll send you guys the recording link today and then you’ll just click on the link to get the recording and at the top of that web page you’ll find the list the actual file of all the members.

MALE SPEAKER:  Got it thanks.

KEVIN:  Alright well hey we are running out of time here and so if what we are doing the next training will be in two more days so I will talk with you then and if you have questions between now and then go ahead and shot them to me.

So we’ll be doing two more scheduled trainings plus we’ll be interviewing Kevin and Nissa and we’ll also be interviewing Ron and if need be I will host another bonus Q&A session just to wrap up everything. And so if you’ve got questions write them down and I will schedule a bonus call just that is nothing but your you know your questions and making sure you get answered. Fair enough?

RON:  Fair enough.

VICTORIA:  So just one last question the last two sessions are this Friday and next Monday or…

KEVIN:  No, it’s coming up this Friday and then let me see we are going to have a break just because I’m going to be out of town and then it will be the following Wednesday. I’ll shot you that information in the email that I send out to you guys.

VICTORIA:  Okay, very good.

KEVIN:  Okay, bye everybody have a great afternoon.

FEMALE SPEAKER:  Thank you.

VICTORIA:  You too, bye. 

Lifestyle-Business Blueprint Training – Module 6

What To Do With Traffic 
Once It Gets To Your Website

KEVIN:  All right, so today we are back for part six of the Lifestyle Business Blueprint Training, and actually what we’re going to be talking about today – on our last call we talked about how to get traffic to your website – and today what we’re going to be talking about is what do you do with the traffic once you get it to your website?  
And this is obviously very critical, and see what’s so interesting about this is that in most of the internet circles and stuff everybody wants to know ‘how do I get traffic to my website?’  That’s the biggest question – traffic, traffic, traffic – how do I get traffic, how do I build a list, all of that kind of stuff.  
And people want to know how to get traffic but they don’t give any forethought whatsoever to ‘what am I going to do with that traffic once it gets to my website?’  And they want to know how to get the traffic but don’t give any thought to ‘what am I going to do when it gets there?’ 
And the thing is, is you’ve got to have a goal in mind for yourself of what you’re going to do with the traffic once it gets to your website, and you have a lot of options that you could do, but the first step is that you’ve got to determine what your initial sales and marketing process is going to be, okay?  And, you know, for who you really want to reach out to, so what is that process going to be?  
That’s why I am so big on using squeeze pages to offer something of value, in fact if you go to automaticincomecoach.com and you click on the training seminar link at the top of that web page - that is the squeeze page that I’ve been using for a long time now.  
Okay, and we’ve talked about that on previous training calls, but I’m just kind of refer back to that and even at automaticincomecoach.com I do not drive traffic to my home page, because when you go to the home page of my website, there’s too many options for you.  
Now that’s fine for the casual browser and what have you, and there’s information there that people need to see, because you know I’ve got information right on my home page, I’ve got information about the training seminar, I’ve got my bio, I’ve got my products page, I’ve got my blog link – all that’s there and all that’s important stuff, but the fact is you would not want to send traffic to the home page because they’ve got too many options and when people have too many options they take no action whatsoever.  
And so what we need to do is we need to direct their attention, and we need to be very specific about how we’re going to direct their attention and what actions we want them to take, and that’s why it’s so critical that we use a squeeze page.  
And so whenever I am bringing new traffic to a website, and I do the same exact thing on my mould website which I started back in 2000 – I always bring my traffic to a squeeze page where they get no other option, but either they give me their contact information, or they don’t give me their contact information. Okay?  
And I don’t want to let them browse my website, I don’t want to like try to impress them with all this other stuff.  Now once they’re on my list, okay fine, I’ll give them access to other stuff and all that kind of stuff.  
I’ll be showing you some more of that as we go along today, but I want to direct their attention.  Okay?  And so we take them to a squeeze page and you’ve got a lot of options that you can use a squeeze page for, and in my instance, what I’ve been doing for so long now, my offering is a training seminar.  In fact let’s go to my squeeze page, I’m just going to go there really quick again.
I am offering a training seminar and basically I just talk a little bit about what the benefits are going to be of them participating on this event, then I’m collecting names and emails and phone numbers, in exchange for me offering this event to them at no charge.  Okay?  So that’s my offer in exchange for their contact information.  
Now on my mould web site, in fact you go getmouldsolutions.com and you click on the free report link there, you’ll see that my offer is different on that web site.  My offer there is a report on how to deal with mould in your home, but once again, I’m totally directing their attention.  

And I’m not giving them access to the rest of my website, I’m only giving them access to stuff if they give me their contact information.  And the fact is if somebody will not give you their contact information they’re not going to buy anything from you either.  

If they’re not going to allow you to start some kind of a relationship by offering them something of value in the first place, they’re certainly not going to come back and buy anything from you. So don’t get into this mind set of like ‘well I just want to take them to my home page and let them see everything I’ve got to offer’.  
No – you don’t want to do that.  
You want to capture the contact information, you’re entire goal here is to build a subscriber list.  Now I will let you in on a little bit of a secret here, on my squeeze pages sometimes I ask for phone numbers and sometimes I don’t.  
Now when I’m doing my tele-seminars and I’m offering my training seminar, I do ask for a phone number, and the reason for that is because that helps – yes I get less people that give me their contact information because people don’t want to give me their phone number – but collecting phone numbers also allows me to - you know I’m going to beat up the lines I’m getting a little bit of feedback here.  There we go.  
Collecting their phone number also allows me to do a follow up voice broadcast to them prior to the call as a reminder.  In fact if you look at my squeeze page for my training seminar, it says right there ‘by providing me with your phone number you agree to let me call and remind you of the upcoming training seminar’.  
So it says right there that that’s what I’m going to do, and I will let you know that that’s an automated service, I’m not actually physically calling everyone of those people that register.  All I do, it’s kind of like sending out an email broadcast you know, I just say ‘okay here’s the message, it’s pre-recorded.  I want to send this message to all of these phone numbers’, and I just hit a button and it does it.  So it’s all automated and you know, you know me, I’m all about automation and stuff.
So, we use a squeeze page.  Okay?  And now I will tell you, if you look at my mould web site versus my automatic income coach web site squeeze pages, you’ll see that there’s a difference there.  
Now for my tele-seminar training, that’s my big offer.  I want to get them on the tele-seminar.  Now with my mould web site, what I do is I actually take the person, once they give me their name and email address in exchange for my report, I then present them with a training seminar by phone that they can participate on, and then they have to give me their full contact information in order to participate on that event.  

So it’s a way for me to offer an additional offer so that I can then collect full contact information, meaning not just name and email, but name, email, physical mailing address – city, state, zip, phone number – all of that stuff.  Okay?  And so that is just the way for me to identify who my hyper responsive people are, okay, because somebody who gives me just name and email only, is not nearly as valuable of a prospect as somebody who gives me name, email, physical mailing address, city, state, zip, and phone number – all of that stuff.  The person who gives me full contact information is a much more valuable prospect.  

By the same token, somebody who comes and registers for a training seminar and then is actually on that training seminar, they too have identified themselves as a very valuable prospect.  

Because somebody versus somebody who comes and registers and then doesn’t participate, they’re not nearly as valuable.  Now I don’t give up on them, okay?  Every lead is a valuable lead, and I maintain a relationship with every lead that I get, but just understand there’s ways to move people up the ladder and sift, sort and screen so you can find out who your most valuable leads are, and there’s ways to do this automatically.  
So, you make your additional offer that you’re going to offer in exchange for your contact information, okay?  That could be a report, it could be a training seminar, it could be a CD, it could be an online recording, it could be a video – there’s all kinds of things that you could offer that has different content in it in exchange for contact information in order to build a subscriber list.  
Then what you’re always looking at is what is the model that I’m going to use?  What is the process that I want to take these people through?  So, once I’ve got their contact information, what is the next thing that I want to do?  Am I going to, you know, because we’re not just building a subscriber list just for the sake of building a subscriber list.  

If we’re going to do this, you know, I mean we’ve been talking this whole training about why we’re doing what we’re doing and how to structure this whole thing, but the fact is we obviously want to get compensated.  

So we need to give a little bit of thought to, okay, how am I going to do that?  How am I going to get compensated?  What kind of product do I want to offer? What kind of price point do I want to offer it at?  
And see, this initial product offering, there’s several different ways you can go with this.  And basically there’s three ways you can go – you can have a low priced offer, a mid priced offer or a high priced offer, and obviously there’s going to be different models for each.  
So like for example, my initial offering is definitely what would be considered a high priced point offer.  My product that I’ve been offering for a long time is a product called the ‘automatic income system’, and that product is priced at either two or three installments of $397.00, depending on which version of it they get.  So it’s either $794.00 or $1,191.00, depending on which version of the product that they get.
Now I will tell you that to try and sell a high priced point product like that was just like simply collecting names and emails and then driving them to a web page with a sales letter there that says how great the product is and gives them all the benefits of why they’d want to get that product and all that.  
The likelihood of selling a high priced product like that with using that model, is not very good.  You’re probably not going to sell a high priced product that way.  
That’s why I use a training tele-seminar model.  So when I’m offering my automatic income system, I have a model in place.  And by the way, the great thing about setting up a model like this is that once it’s in place, you just get to use it over and over and over again.  
And you can automate it so that it hardly takes any of your time once the model is in place, and I’ll tell you what, using a model like this – this is one of the most valuable assets that you can have for yourself, is a sales model that just works like this and you can use over and over and over again.  And that’s exactly what I’ve been doing for several years now with my automatic income system model.  

And so my model, like I’ve just been showing you, they come to my squeeze page, they give me their contact information, I then give them the information they need in order to join us on the training seminar.  Okay?  Now only a percentage of the people who register for that event will actually get on the event, and I don’t worry or lose any sleep about the people who register who don’t get on the event.  
I’m only concerned with the people who do get on the event.  Okay?  And see, so many people you know, yeah you want to know your numbers and yeah you want to look at improving those numbers, and obviously you want to get as many people as you can on an event like this because the more people you get to participate, the more opportunity you have to make sales of whatever it is that you’re offering. 
But for me, you know, only a certain amount of people will actually get on that event, but that’s okay, because they have identified themselves as the most valuable prospects that I have, because see they went through the process of coming to my web site and giving me their contact information and now registering for this event, and now they’ve taken the next step, which is to actually participate in that event. 
And then a certain percentage of the people who participated in that event, they will actually invest in my product.  So let’s say out of like 300 people who will actually go to my page and register for my event somewhere between, oh it will vary depending on the source of the leads, but it will vary somewhere between 80 and 100 of those people will actually be on the training seminar that I do, and then out of the people who were on the training seminar, somewhere in the neighborhood of 15-20% of them will actually invest in my product.  

So we’re looking at 15-20 sales if we’ve got 100 people on the line.  Now, you can say like ‘wow’, you know out of 300 people, 400 people that come to your web page you only make 15 or 20 sales.  Well yeah, but, that’s a very high priced point product sale.  

That’s either a $794.00 or a $1,191.00 sale, and I will let you know that the majority of the sales are the three pay options at $1,191.00, okay, that’s the majority of where people buy my product at.  Most people will choose the higher end version of the product.  
And so the good news is that we make all those sales right up front, but we’ve still got all these other 3-400 leads that they came there, they expressed an interest, but they didn’t buy yet.  

And those are not wasted people.  Most business owners would look at all those other leads as like ‘oh well they didn’t buy from me, so why should I waste my time with them?’  Well, all that means is they didn’t buy from you right now.  

That doesn’t mean that they won’t buy later, and my friend Joe Polish, he always says that your life is a moving parade, and just because somebody is not interested today, something could happen in their life tomorrow or next week or next month or next year, that will change their circumstances and now all of a sudden where they weren’t interested before, now they’re interested in what you have to offer.  
And your goal is to be in front of them and be at the top of their awareness when they are ready to make that decision. Now I’ll be talking more about that, and not only that, this is a whole lot of fun being able to do this and being able to stay in touch with all these people who come to us. 
Now, I’m going to give you a couple of other options here, in fact, you go to my web site at automaticincomecoach.com, and you’ll see I’ve got a product section there and there’s different products that I have available on my web site, and I don’t typically do a low end priced point product, and the reason for that is for me it’s a personal issue.  

I’m just somebody who made a decision a long time ago that I did not want to attract people who only wanted to invest say like, you know, $9.00 or $1.00 or whatever in themselves.  
And there’s lots of people out there that they’ve got all, and they talk a great game and stuff, okay, that you know, yeah I make this $1.00 offer and it’s a freebie and then they got on continuity of like $29.97 a month, and I got thousands and thousands of people all paying me $29.97 a month.  And it sounds great on the surface.  
Then you see these people doing these micro continuity programs for like $7.00 or $9.00 or $10.00 a week or whatever, you know, and I’m here to tell you, okay, I do something like that but I do it only after I’ve got a relationship with somebody.  

I do not do that as an initial offering right up front, and like I said it’s just a personal choice for me and for the way that I want to run my business, because I have friends who have done this, and the thing is I have friends who have subscriber lists way, way bigger than mine.  
My subscriber list at this point in time runs about 20,000 people on my list.  I have friends of mine that have lists of 100,000 subscribers, 200,000 subscribers, but they do not have the kind of income that I have from my business.  Okay?  And the reason for that is all in how they run their business and how they get their leads, and the price point at which they offer their products.  
Now I’m not saying that a low priced point offer is a bad thing, but just realize what you’re doing, you’re going to get lower quality buyers at lower priced points.  And what you need to understand is that if you’re going to have a low priced point offer, you know, that’s fine.  
And that’s been modeled, information marketers have taught for years and years now, is you start at a low priced point offer, say around $9.00 to $29.00, you kind of let them sample a little bit about what you got for a low priced point, because then once they get a taste of that, a certain amount of those people are going to be like ‘wow I want more’.  
But the whole thing with these continuity offers that are the low priced points, so like you see all these CD operas for a dollar, or free plus shipping or what have you, and the thing is you end up doing lots and lots of volume, but you’ve also got lots and lots of logistics in dealing with stuff like that.  
Now like I said that’s been a personal choice for me that I don’t want to do the low priced point, I would rather do the higher priced point, have less logistics, and you know, like I said personal choice, but that’s how I want to run my business.  
And, you know, me and my friend Michael were having a conversation not too long ago, that you know so many business owners, even internet marketers, these guys they might run big businesses, they might be doing a million dollars a year in sales, but you know depending on how they run that business, if that business is run with, you know, you’re doing a million dollars in sales and you’re doing all these transactions that are $7.00 to $29.00, I got news for you.  
That’s a whole lot of logistics, you know.  And when you’ve got sales that are $1,191.00 that’s a whole lot less logistics, and see, my goal is have less logistics and have more time to interact and actually have time to enjoy my business, and have a life changing impact on the people that I do get to work with.  
So that’s the example, you know, of a low priced point offer and you know, so you can do it either way, just be cog nascent of you know, what you want to accomplish.  Because this is all about you, and all about your goals and what you want and how you want your business to fit in to the lifestyle that you want to live.  
Now the other thing you need to understand is you need to have two distinctive paths as well – okay you’ve got one path for your buyers and one path for your non-buyers, and so whenever somebody comes to my web site and they register for something that I’m doing like my training seminar for example, okay, the buyers, once they become a buyer – I don’t really call them a buyer, I call them a client – once they become a client and they invest in me, now we take our relationship to the next level.  
They’re getting access to me, they’re getting access on my coaching calls, all of this kind of stuff, whereas all the non-buyers, they’re getting different communication from me.  In fact, we’ll be looking at this a little bit later.  
If you want to see the kind of communication they get from me, you just go to my blog, okay, that’s the kind of communication that they get from me, but do understand you have two distinctive paths, one for your buyers and one for non-buyers.  
And you want to have regular contact with both your buyers and your non-buyers, and people always ask me ‘well Kev how often should I contact them’?  And you’ll see people, I mean I know people that email their list twice a day.  I know people that email their list once a month.  Okay?  And those are what I would say, both of those are extremes.
You know, for me I just email and communicate with my list when, I mean I don’t really have a hard fast and set rule.  If you look at my blog sometimes you’ll see that I might communicate with my list three, four days in a row.  
Other times I might go a week or so without communicating with my list.  It just depends on what my schedule is like.  Just recently I took a week off to spend with my family and stuff, and so I didn’t communicate with my list at all during that week off that I took.  And so it’s not that there’s like a set schedule that you need to communicate with your subscriber list, but you do want to make it regular.  
So whether it’s you know, whether you’re communicating with them once or twice a week, or I mean I would say minimum once or twice a week you need to be communicating with your subscribers.
And the way that you communicate is that you want to build a relationship.  Okay?  And I’ll tell you a story that will help make sense of this whole thing.  
When I was a kid, my mom and dad, they loved listening to Paul Harvey on the radio, and depending on how old you are when you’re listening to this, you may or may not know who Paul Harvey is, but back in the 70’s and when I was a kid Paul Harvey was a big radio personality. 
And my parents, they would actually make sure that they were available so that they could listen to Paul Harvey, and I will tell you that my parents were not like the only ones who liked to listen to Paul Harvey, I mean Paul Harvey with a relationship with America through his radio show. 
And people loved Paul Harvey and they looked forward to listening to Paul Harvey’s show, and the other interesting thing about Paul Harvey is that he would often times recommend and talk about different products and services on his show, and as soon as he would talk about anything, it didn’t matter whether it was a bed, or a cleaning product, or whatever, people would go and buy those products and services just because Paul Harvey mentioned it.  
And see that was the power that he had, and you know, I’ve longed thought about this and I say you know, I’ve always thought about that and how my parents would like, a lot of times actually, re-arrange their schedule so they could listen to Paul Harvey on the radio.  
And knowing that from my younger years and growing up now and I was becoming a business owner and stuff, I’ve always looked at it like, wouldn’t it be incredible to have that kind of relationship with people where they look forward to hearing from me, and that just because I mention products and services people would go and buy them, just because I mentioned them.
And we’ve got to that point in my business now, but see the way that you get to that point is not like most people you know that you see on line doing business where they’re constantly bombarding you with buy this, buy that, buy the other thing, okay?   If you look at how I communicate with my subscribers, I very seldom am saying buy this, buy that, buy the other thing.  
The majority, the overwhelming majority of my communication is spent just talking about this, that and the other thing, not selling anything.  
And this is called the selling without selling approach.  I am building a relationship with people so that when I do get around to saying okay here’s a product or service that I think you might be interested in, go here and check it out, by the time I do get around to saying something like that, people already have a relationship with me. 
They’re like wow, you know what, this guy Kevin he’s a really nice guy.  I was doing a consult with a client the other day, and they were talking about some stuff with me, and telling me that you know what Kevin, I feel like I know you so well because you share so much about your life in your emails and on your blog and stuff.  
And it’s totally the truth – I do.  And see people have a relationship with me and because of that, when I do tell them about a product or service they’re like wow, you know what, this guy Kevin, he’s a really nice guy and he probably wouldn’t even be telling me about this product or this service unless it was valuable.  Kevin wouldn’t waste my time and so that being the case, I’m going to go ahead and check this out, and if it’s a right fit for me I’m going to go ahead and get it.  
And another secret that you’ll see that I use in my business is I regularly ask people what they want from me, and how else I can help them.  I’m mean this training right here is a direct result of me asking my subscribers if they would be interested in something like this and because the response was so positive I put this training together.  And see I never ever try to guess at what people want to buy.  
I’d rather just have them tell me because see the thing is people will tell you, they’re more than happy to tell you what they want from you.  They’re more than happy to tell you and when you give them what they want then they’re just going to come and buy it, but see you’ve got to have this relationship, you’ve got to have a relationship. 

And because this so important I’m going to spend a little bit more time talking about, you know, how do you create a meaningful relationship with your subscribers, because the fact is this is where things really start to get fun, because this is how you get paid for doing what you love doing.  
And you know, my friend Michael Cage had put on a seminar back in 2008, and during this event one of the questions, actually it was on the last day of the event, one of the questions that I had asked of Michael was you know, how do you create a lasting and meaningful relationship with the people that come to you, and I’m not going to go into great details on this story because it would take a little bit of time, but I will tell you that he brought me up to the stage, and he had me share one of my own experiences.  
And I’ll tell you, it was that weekend that I had brought my wife home from work, and because Michael and I had been working together for so long, he knew the story behind that and he wanted me to share that story with the audience.  
And see prior to that, my wife and I had recently, a few months prior to this event, had moved into our dream home and stuff, and the day that we had moved into our home, my wife pulled me aside and she was like ‘you know Kev I am so thankful and so grateful that you are such an awesome husband you take such good care of the kids and I, and this home is just absolutely beautiful, but you know what, given the choice I would rather come home from work than move into this new home’.  
And I was just like wow now there is a background story to that – as soon as we found out this home was for sale – that I just completely went on this mission that I’m going to get this home for my family and I didn’t even think twice about it and the other big mistake is that I didn’t communicate with my wife about it either.  
I just thought okay, you know, I’m going to do this, this is what my family wants and I’m just going to make it happen and I did!  I made it happen!  
But like I said I didn’t communicate with my wife very well either and that was a huge mistake on my part but it was a huge lesson that I learned as well and on the day that we moved into our home and Lisa was telling me this, I felt terrible.  
I mean I felt absolutely terrible, I felt like I’d let her down but I was like you know honey, I am so sorry that I just like took charge on this thing and I didn’t even communicate with you and I am going to get my butt to work and I’m going to get you home from work.  
And you’re going to be able to a stay at home mum and this was before our son Brock was born and stuff and so anyway it’s a few months later, I had reached that milestone and this weekend that I was attending Michael’s seminar, back In Virginia, when I first got there that weekend I was telling Michael how, you know, that I did it Mike, I did it, I got Lisa home from work.  In fact, Friday was her last day at work, and I was so excited about that and so Michael, he’s having me share this whole story in front of the audience and at several points I ‘m standing up there telling this whole story in great detail, and at several points I’m even thinking to myself man, Kev you just need to shut up and stop sharing such personal stuff with this room of people who you don’t even know who the heck most of them are.
But for whatever reason I kept going and when I was all said and done, everybody in the room stood up and gave me a standing ovation, and Michael was sitting there on stage next to me with this big old grin on his face, and he’s like Kevin, you just answered your own question.  
You connected and connected on an emotional level with every single person in this room.  Look at their faces – you connected.  And all you’ve got to do is just be yourself, and ever since then, that’s exactly what I’ve done in my business.  
I’ve connected with people, I’ve made a conscious effort to just be myself, share from my heart and connect with people, and every time I write an email or post a blog post or anything like that, I’m always asking myself how can I use this opportunity to connect with people on an emotional level, and one of the things that I got to thinking about as we were going to this training, I was just like you know, one of the things that I need to do is, now you can go to my blog and you can see a lot of my emails, I just double up on and they become the same exact content I use on my blog.  
But the benefit that you don’t get to see on that is which emails and which blog posts produce the kind of revenue.  I mean because there is certain emails and certain blog posts that I’ve put up, that they produced a lot of revenue for me, and as you can probably imagine, I have saved every single email that I have ever put out.  And what I’m going to do as part of this training, I am going to compile a listing of some of my most profitable emails. 
And this is going to take a little bit of work on my part, but what I’ going to do is I’m going to share the emails with you and also the blog posts if they’re on the blog, and I’m going to show you the kind of revenue that those emails produce.  Would guys find that valuable?  
So that’s one of the things that I’m going to do for you, and so by the time we’re done with this training you will have access to that, I’m going to put that together for you.  That’s what I’m going to do for you, I’m going to compile that for you and give you that.  
It’s kind of an added bonus for participating in this training, so that way you will actually have some models to use in your own business.  
Now what I don’t want you doing is just going and copying my emails and my communication verbatim, because obviously the way that I communicate with people is you know, I’m talking about my life and things going in my life and that kind of thing, so you obviously can’t just reproduce that, but you can certainly use them as a model as you move forward as how to communicate with people and how to connect with them on an emotional level.  
How to engage your subscribers, you know, whether that’s being controversial, what have you, you know because I mean sometimes I do that as well, and also how to do this without making your subscribers feel like their being sold.  
Now, I will tell you that I do end out emails where they’re blatant selling, okay?  And there’s no if’s, ands or buts about it, I am blatantly saying hey you should go get this.  
And there’s nothing wrong with that and whenever I do send out an email like that it’s because I totally and 100% believe that people should go get that.  And so I have no problem doing that.  
But most of the time I am using a selling without selling strategy.  And you do want make use of both and by compiling this resource for you I will be able to show you how I do this and how you can model my success in that.  
The other thing is that you know, people are always asking me ‘Kev, how do you write emails?  You seem like such a natural at this?’  I will tell you right now that my biggest secret is the way that I’ve got so good at this, because at first I can assure you, in fact you go look at my blog, let me look back here.  
At automaticincomecoach.com, if you go to my blog I want to see something here.  When was my very first blog post?  I think it was back in 2006, if I remember right, but I just want to double check to make sure here and stuff.  I think it was in 2006.  
If you go back and you look at my older blog posts you’ll see a definite difference from the way that I wrote back then to the way that I write now.  And yeah, it is a lot better now and actually, yeah, February of ’06 was my very first blog post.  So we’ve been doing this for a while!  And you know,  now that you’re part of this training you’re understanding what I’m doing and how I’m doing it, it’s definitely going to be who viewed, you go back and look at my older blog posts and see how things have transpired over the years.  
What happens is it’s kind of like, Matt Feary (ph) talks about this thing called the law of practice, okay?  And that video, The Secret, and they talk all about the law of attraction, the one thing that they did not mention in there was the law of practice, which is the more you do something, the better you get at it.  
Like for example, tele-seminars, you know, doing training seminars and tele-seminars that sell products and services.  The very first time that I ever did a tele-seminar, I made about $3,400.00 in sales. 
That wasn’t bad, but I will be totally honest and tell you that the very first time I ever did one and made $3,400.00 in sales, everything that could have went wrong did go wrong, and in fact I’ve still got the recording of that very first tele-seminar that I ever did, and it is painful to go back and listen to that thing.  
That’s how bad it was, but you know what?  Even in spite of myself and in spite of all the mistakes that I made, and everything that went wrong, I still had made $3,400.00 in sales and I’m just like wow, you know, that’s not bad!  
This is worth doing, I’m going to get better at doing this and now we fast forward to now I regularly do tele-seminars that produce 20, 30, $40,000.00, $50,000.00, $60,000.00 in income, I mean the best tele-seminar that I’ve ever done produced just under $115,000.00 in income for me in a 90 minute span!  
I can tell you that I didn’t start off that way, I started off, my very first one was $3,400.00.  Then we got better and better, I just kept practicing and getting better and the same is true with my copyrighting, with my emails, you know, with my blog posts – all of that.  
I started out not that good, and I will tell you there’s a secret to doing this, because most people, and you two, and we’ve been talking about this that you need to get your story on paper because your story is going to be the backbone of everything that you do in your business.  Okay?  And if you want to hear my story, my core marketing story, all you’ve got to do, you can see it on my web site, I tell it on my initial training seminar that I’ve been using all these years to offer the automatic income system.  

My core story is present in everything I do.  Because the fact is nobody cares about you, they don’t care about me, they don’t care about the products and services that we have to offer until they know that we care about them and are qualified to help them.  And the way we get that point across is by sharing our story.  
And in fact when I do my initial training seminar before I ever get into any content whatsoever, I spend the first 20 minutes telling my story.  Then I spend the next 40 minutes going through the content, then I close by telling them about my product.  
And sometimes people will send me emails afterwards and tell me Kevin, you totally wasted my time because you spent the first twenty minutes of that event going down memory lane, talking about your story, and I don’t about none of that.  All I want to know is how I can make money, and you wasted all my time and you never even got to it, and I ended up hanging up, or you know, they’ll say something like ‘you wasted 20 minutes of my time before you ever even got to anything good’.  
And I will tell you that those kind of people, they will never ever buy what I’m offering because that’s their attitude.  But, the people who buy, they needed that story in order to buy.  
Because that’s how we created a connection, and every time somebody buys, they will always tell me, they’ve always got a story about why they bought.  And it always goes back to a part of my story, that because you did this or because you shared this, you and I we had something in common, and I felt that you were called to help me, and that’s why I invested in your product.
So that’s why we have to tell our story, in everything that we do.  That’s why I’m constantly sharing things about my life, you know, trips I take, when we have new children I share that, I put photos up – I mean all kinds of stuff.  
But the thing is, a lot of people were like, they’ll look at what I do and like ‘well Kev I could never do that’.  Yes you can.  I’m going to give you the secret right now.  Because people think that I could never write like you, and I will tell you I did not start out writing like this, okay?  
If you look at this training okay, somebody after the very first training call we did, somebody that’s participating in this training, I can’t remember who it was, they asked me ‘would you mind sharing your notes with us prior to doing these training calls?’  And I was like, ‘yeah sure, I’ll do that but let me tell you right now, that me sharing my notes with you aint going to give you much because I just make a really short outline of what I’m going to cover on these training calls, and then I just get on the call and start going through it with you.
Well, I learned that secret long, long ago that what you do is if you want to get really good at getting your story on paper, you start out by just making an outline of what you want to talk about.  
So you make a chronological outline of your story, then what you do is you sit down with some kind of recording device, a digital voice recorder, or what have you, and you just sit down and record yourself telling your story.  
Don’t try to write it all out, don’t make this hard on yourself, okay?  Record yourself, because it’s easy, and the way that you record yourself is just as if you were sitting across the table from somebody telling them your story, okay?  
You record that, then you have it transcribed, you go to Elance.com or something like that, find somebody to transcribe it, you can get it done very inexpensively, and walla!  
Now you’ve got your story on paper.  Now all you’ve got to do is maybe go back and edit it a little bit.  
And see I used this process for quite a while until then I got comfortable writing just like I talk.  And if you look at how I write, I write the same way that I talk.  And see I use the same slang, I use mis-spellings, I do the whole thing, but I write like I talk, and the way that I did that was doing just like I just shared with you to do, is that I recorded it first, would have it transcribed, then I’d see how that looks on paper, then I looked at that and go okay well now I’ll just writing like this.  And that’s how I started doing that.
I understand that you know, that maybe for you, and see this is all about structuring your business in the way that is going to best fit into the lifestyle that you want to live.  And so that being the case, you know there are a lot of things in my business that I outsource.  Okay?  Now, for example, like with web site design, okay?  
I did learn long ago, I had somebody teach me how to do some basic HTML coding and stuff, so I can do very basic HTML stuff, but for the most part, in fact you look at my web site at automaticincomecoach.com – I did not build that web site.  
I have a friend of mine that built that web site for me, and see and you’ve got to look at what’s the best use of your time?  
And the same thing when it comes to copyrighting and that kind of stuff - there’s a lot of times where somebody else can tell my story better than me, okay?  And I’ve got copyrighters that I’ve use too.  
And that’s the whole thing here, is you’ve got to decide okay, what parts of my business am I going to be actively involved in and what parts of my business would I enjoy doing most, and those are the things that I’m going to do.  So for me, now in my business I love writing emails, I love writing copy, I can do it, I mean I’ve just got to the point where I love doing it, and I write most of my own copy.  Now I do have some people help me out here and there, but I do it because I like doing it.
Training calls like this, I love doing this stuff.  So this is definitely not something that I would want to outsource, because I love doing it.  I need to be doing this, this is what energizes me.  This is what excites me, is training other people like yourself and seeing you take what I’ve given you and run with it and get results.  
So when it comes to like writing compelling copy for emails and blogs you can use the model that I laid out for you, or doing it yourself or maybe you want to hire a copywriter, but you’re the only one that can decide what’s right for you.  
And you know, you’re probably like me, you’ve already got busy lives and all that already, and so you know, our whole goal here in the Lifestyle Business blueprint, it’s not to make your life more busy.  
That’s the last thing that I want to do is make it more busy.  What I want to do is teach you how to leverage your time so that you get to do the things that you enjoy most and you outsource the things that you don’t enjoy most.  
And so part of the overall thing that you’re going to get as taking part in this training, and I’ve already been working on it, is this my big rolodex, my big rolodex of vendors and suppliers and all that, and I’m compiling all of that for you and you’re going to get access to that so that you’re going to have access to web site designers, and copywriters.  And see this isn’t just going to be any old web site designer, I mean the people that I use are the best in the business, and I’ll tell you the way, because you know what?  I will not work with anybody who is second rate.  
And in fact I’m now, as we’re putting this product together, I’ve got my friend Thomas, who is actually a graphic designer, and he’s working on product covers and a graphics package for me that I’ll be using for this product, the Lifestyle Business Blueprint, when it’s completed.  In fact, just yesterday he sent me the initial draft of all this stuff, and I tell you, it looks pretty cool!  I mean, it’s awesome stuff.  
Thomas does a great job, and not only that, Thomas is fast, he is so good at what he does, he gets stuff done fast and then he’ll send me the rough draft.  He’ll say, ‘okay Kev, here’s the first draft, what do you think of this?’  And sometimes it’s good enough as is, other times I might say, ‘well, you know let’s change this or let’s change this’, and he works with me.  
And he’s very reasonable, I mean a complete full blown graphics package only costs a few hundred bucks, I think it’s like I don’t know, two or three hundred bucks I think is what he charges me for that.  
Very reasonable, and so you know, I work with top notch people, you’re going to get my entire Rolodex of everybody that I use and I’ll tell you, like I said, I work with some of the most awesome people that, I mean, I wouldn’t even refer you or let you know or introduce you, to anybody who was not class act A number one.  Okay?  And I can say that’s a bonus that you’re going to be getting as well.
That is it for today’s training as far as you know, what to do with the traffic once it gets to your web site.  What I’ll do now is I’ll spend a little bit of time you know, fielding questions, answering questions, making sure that you completely understand everything that we’ve covered today.  So with that, does anybody any questions on what we’ve just covered?
MARY:  I have a question?

KEVIN:  Yep, who’s this?
MARY:  This is Mary...
KEVIN:  Hello Mary!  
MARY:  Hello!  You went a little bit into the tele-conferencing that you do, and a little bit about the structure?
KEVIN:  Uh huh.
MARY:  I missed, you said the first twenty minutes you’ll spend talking about yourself and your story, and the last twenty minutes on your product, but I missed the middle?  What do you fill it in with?
KEVIN:  Okay, what I’m doing is in the middle, is I’m giving them some content.  Okay?  I’m giving them some like what to do, you know information, like so for the automatic income system that product is geared towards people who want to have an online business but have never you know, really had an online business or maybe they’ve tried some other things, but it didn’t work out for them.  
And so what I’m doing is I’m giving them some content in the middle there that kind of shows them why what they’ve done before isn’t working, and how what I’m going to show them how to do is different and why it’s now going to work for them.  
So that’s the content, so basically I’ve got like three little chunks of content that I give them in the middle.  And so the first part of it, the first twenty minutes is my story, the next forty minutes is the content that I go over, and then the end of it is like, okay now that we’ve got to here, I’m sure you’re wanting to know what’s my next step and I tell them about my product the automatic income system.  
And so the story part of it is to you know, create the connection, let them know that like okay, I want to hear more from Kevin.  The content part is to let them know that like okay this guy Kevin knows what the heck he’s talking about, and he’s qualified to help me, and then the last part is the part of this how I’m going to help you, which is the product that I have to offer.  Does that make sense?
MARY:  Perfect.
KEVIN:  All right.  And you know, that is like a quick, quick rundown of it and I mean, I could spend a whole training series going over how to do tele-seminars.  In fact I hosted a two day event in my house going over that, and so if that is something that you want to know more about specifically how to do tele-seminars, I can definitely get you plenty more information on that too.
MARY:   Okay.
KEVIN:  Okay, any other questions?
JACQUE:    Kevin it’s Jacque.
KEVIN:  Hello Jacque!  All the way from France!
JACQUE:   Yeah!  I have a question – what to do about, you said you have to do this stuff, and one for buyer, and one for non-buyer, you know?  
KEVIN:  Yes
JACQUE:  Then how do you come and take afterwards non-buyer? Especially because if you are going to sell them (51.27) then I guess that they are not going to be very interested?
KEVIN:  Oh!  Well you know what we’ve just been talking about this whole call, where I’ve been showing you, you know, my blog and all that kind of stuff, that’s how I’m communicating with non-buyers.  
So let me just address that really quickly.  And truthfully, my buyers, they’re getting that communication as well, but in addition to that, my buyers, they’re getting other information as well because once they become a buyer, once they invest in my product, and see here’s the biggie – most people, especially went on the internet this runs rampant.  
Most people on the internet, when they sell you a product and once you become a buyer, once they’ve got your money, they’re hoping that they never hear from you again.  
Usually because their products are such garbage and such junk, they’re just trying to sell you whatever and get your money, they don’t want to hear from you again.  Once they’ve got your money.  
And see my goal is once somebody is a buyer, once somebody has identified themselves as a buyer and they become a client of mine, when my business, that’s the start of the relationship.  
And like for you, for example, you invested in this training you know?  And so because you invested in this training, when I originally offered it to you I believe that I told you up front that we were going to have seven training calls – is that what I told you up front?
JACQUE:  Yes.
KEVIN:  Okay.  So I told you up front we were going to have seven training calls, and I kind of told you what we were going to cover on each training call, well now here we are, we’re on training call number six right now.  
Our next one is coming up, but we’re also going to be doing a couple of bonus training calls and plus like I mentioned on the last training call I’m going to be interviewing a couple of people who are actually taking part in this training because they’ve got some incredible insight to share on this whole Lifestyle Business blueprint.  
I’m also creating a rolodex for you guys I’m also going to now create my email resource for you so you’ll have that as a guide.  
See I’m continually adding more and more and more because see I’m not looking at like okay I got these folks money now you know and so I’m just going to give them the bare bones that I promised them that’s not how I operate.  
You know I operate like okay I’ve been communicating with you guys through this whole process and not only that my goal is I want to give you even more value than what I promised you.  
I want to give you far more value than what I promised because see now that creates good will and because you’re going to be like oh gosh Kevin he only promised me this much but now look at everything he gave me, he gave me way more than he promised.  
And that’s going to create good will because now you’re going to be like wow you know what this guy Kevin he’s a great guy not only does he know his stuff because you know you find that out during the course of the training.  
But man he’s a really generous guy too and you know what you’re going to end up finding yourself like I’m going to tell other people about Kevin.  Because this he’s a great guy and so can you see now like you as you’re going through this training anybody who didn’t participate in this training, anybody who did not invest in this they’re not getting this communication they’re not getting to interact with me at the level that you are.  Does that make sense Jacque?
JACQUE:  Oh definitely makes sense thank you so much for your answer.
KEVIN:  You bet.  Okay any other questions?
TOM:  This is Tom I have a few.

KEVIN:  Hello Tom go right ahead.
TOM:  In regards to your emails you said you started talking that you record you put a little outline down and then you record but that’s just for your original story you’re not recording any more are you?
KEVIN:  No I’m not recording anymore no.  That’s how I started this whole process because I was not a very accomplished like at writing.  In fact - well even today you know my English teacher would be rolling in her grave.
TOM: I’m better at writing than I am put outlines together so I may go the other route.
KEVIN:  And that’s a great point.  If you’re better at that, if you’re good at that then by all means do it.  But you know—
TOM:  I mean outline of what I’ve done verses going into it that’s where I’m going with all of the story.  Hey the other thing I had at one point I had heard you mention that you do four types of emails generally.  One is storytelling, one is introducing to other people, one is sales or you know somewhere down in the future there is some sales stuff.  But there was a fourth one in there if I remember right is there?  Was I dreaming?

KEVIN:  Well okay so introducing to other people , doing JB’s that kind of thing just story telling on my own.  And then you know promoting my own products and service, I mean those are the basic the three kinds of emails that I do.  
And so and I do like a lot of times I do interactive kind of stuff especially now that we’ve got the blog and you know you’ve got - when you run a blog and by the way I’ll just let you know I run my blog through word press.  
It’s a free software it’s an open source software it costs nothing to even do it you know.  And I have my web guy set it up with my website and tie it in there but all I do is log into word press to update my blog and everything.  
But see with having a blog like this if you look at my blog I mean I hardly ever put up a post on my blog that doesn’t’ have either a photo or a couple of photo’s or a video, or something that goes along with it.  I mean even like as I scroll through my blog and even when I - I mean I don’t know I just hate putting a post up without some kind of audio or visual or something to go with it.  
You know because my whole goal is to create interaction you know.  And so in the emails when I sent them out I’m saying hey just posted a couple of photos for you here or just posted a video here or go here and check this out.  
See it creates curiosity it gets people to go to the blog and then not only that If you look at my blog you’ll see that hardly ever do I put a blog post up that people don’t comment on.  Now granted some comments you now some posts are going to get way more comments than others. 
I mean my biggest post ever was after we - after the tragedy in Haiti and it wasn’t even an original idea. I found somebody else on the internet doing this and I think they were they had asked the question of somebody on their blog they had asked the question of their subscribers and they said okay for everybody who posts to the blog and answers this question I’m going to donate one dollar to the Haiti relief.  
I was like well gosh that’s kind of cool let me do that on my blog, only difference was is that I decided I was going to give five dollars for every post.  In fact if you go to my blog you can find that and I don’t remember it was you’ll find that.  
But you’ll see there was over 200 people that came and posted to my blog.  Now granted they were there were self - well not really self serving reason because the money it wasn’t like they were getting paid to do it.  But I did actually and then in the next post on my blog was actually me a video of me, because I didn’t want to just make the post and say okay I’m going to donate five dollars for every post and then leave it hanging at that.  
See I always you always wonder about people who do stuff like that.  I’m like okay they’ve got all these posts are they really going to donate any money did it ever even happen.  
So I actually made a video and I told about I showed the cheque that we sent in, how much it was for and who we were sending it to and why we were sending it to them.  
Because I wanted to let everybody know hey you know thanks for doing this thanks for getting involved here’s where the money’s going and here’s the cheque we’re sending.  
And you know all because of you having a part of this, this made it possible.  And see my whole goal is to get people interacting.  And here’s the other secret too okay, by doing a blog like this and communicating with people in this way the fact is nobody can buy anything from you without being on your website.  
Do you guys all understand that?  You can’t sell anything from an email alone okay?  You’ve got to link to your website in order to be able to sell anything.  So that being said Tom since I’m talking since you brought this up can you see what I’m doing in the way that I communicate with people can you see a trend that I use?
TOM:  Clearly see the trend and I clearly see the links to be able to go back to it.  Yes.
KEVIN:  And so what I’m doing in my emails and the way that I communicate with people I am essentially training my subscribers to go to my website and interact with my website.  Even if we’re not selling anything okay.  Do you guys, can you guys understand that?
So by using the email I’m getting people going to my website even though I’m not selling anything I’m saying hey go check this out, check this out and then they’re responding they’re putting comments up and all of that.  
And so they’re used to when they get an email from me oh let me click on the link and go to Kevin’s website and check this out.  So that when I do get around to tell them about a product or what have you and I say hey click this link go check this out they’re totally used to doing that.  And so it just a yeah it’s just a natural thing this is what we do when we’re part of Kevin’s group.
TOM:  How do you link it?  You said that your computer guy links your blog into your emails what is that step in there?
KEVIN:  Oh no, no he doesn’t link to my emails he tied it in with my website.  Okay and so—
TOM:  So you can go to the blog from the website?
KEVIN:  Yes so the blog is a natural extension of my website it’s you know it’s got the same look and feel as the rest of my website you know.  And so he does that.  Now the emails all I do I write the emails and then I upload I update the blog and basically all I do is I write the emails, I copy and paste it to my blog so the same exact content is on my blog.
TOM:  You write the email first on an email form copy it and then put it on your blog from there send the email out and it’s up on the blog at the same time?

KEVIN:  Exactly.  Exactly.
TOM:  Write in an email.  Copy to blog.
KEVIN:  Yeah so exact same content goes on the blog as in my emails.
TOM:  That’s a nugget for me today thank you.
KEVIN:  Okay any other questions?  All right well hey then I trust that you got all this you got it all taken in and now on the next training call we’re actually going to be discussing you know beyond the just running the business that we’re going to be discussing the really, big, big picture here.  
And kind of the picture that nobody else is talking about and its very interesting I was - Andy are you on the line by chance?  
Okay I was actually Andy’s part of my coaching group too and I had my monthly coaching calls yesterday and Andy was interesting things have been happening lately.  And ever since I started doing this lifestyle business blueprint training and I don’t follow it that closely.  But Andy was telling me that there’s other people out there that are promoting the same kind of thing right now.  
And another thing happened in that last week I got a call from a very if I said his name a lot of you would know it but a huge, huge internet marketer wanting to do a joint venture with me.  And promote this product and I have not got back with them yet but it’s really interesting in that since I started doing this other people now are kind of like talking about the same kind of thing.  
This whole idea of a lifestyle business and stuff.  And what’s interesting and what Andy brought up was that you know Kev these other guys they can talk about it but they can’t - nobody can teach it like you do because you actually live it.  
And like you’ve talked about before is a lot of these guys especially guys on the internet that they talk about this great lifestyle and all that and none of them are living it because they’ve all got these hug businesses with infrastructure and employees and all of that kind of stuff.  
And you he said you aint got none of that you know you’ve got a nice income from your business but it’s just you running it right out of your home you’ve got a virtual assistant now but that’s it.  And you know you’re the only one living it and it is kind of an interesting thing and at this point in my life and in my business life I almost I mean I don’t want to use the word invincible because I never ever will forget where I’ve come from and I will never ever think that I know it all or that I can’t learn something new.  I am always open to new ideas and learning things new and you know I’m always humbled by being able to share what I’ve learned with people like yourself.  

And but the thing is I do I have definitely got to this point where I’ve got this bigger picture now that is far beyond my personal my family and what this business can do for my family and the reason that I’ve got there is because I’ve got my family taken care of.  
You know we’ve got a roof over our heads we’ve got food on the table you know now that I’ve got our family taken care of we can look at the bigger picture and see start looking at how we can help other people. And you know an amazing thing happens when you get there an amazing thing happens and that’s what we’ll actually be talking about on the next training seminar and also meanwhile I’m going to be busy getting all these other resources together for you that I promised to get to you.  
And like I said we’re going to be doing a couple of bonus calls I’m going to be interviewing Kevin and Annissa Coy.  I’m also going to be interviewing Ron Meade because these two couples Kevin and Annissa and then Ron and his wife are examples prime examples of having a lifestyle business.  
And both of them have very unique stories and I can’t wait to interview each of them and be able to have them share their stories with you.  And I can tell you it is going to definitely be life changing interviews for you when you get to hear from these couples and stuff.  And so that’s kind of what we’ve got upcoming and I will be in touch with you in regard to the upcoming training seminars and look forward to speaking with you then.  
All right everybody have a great day and we will be in touch with you.

Lifestyle-Business Blueprint Training – Module 7

Living A Life Of Purpose, Fulfillment & Wealth
What we are going to talk about today is living a life of purpose, fulfillment, wealth, and basically keeping the majority of the money that you bring into this business that we have been talking about this whole time.  
What is interesting, those of you who are listening to this training of the CD Recordings, we have actually been on the phone today for the folks that are actually live, as we are creating this product.  We have already been talking for about 45 minutes and had kind of a very interesting conversation off the record if you will.  
It was more or less, I got a lot of feedback, it let me know that we were totally going down the right track with my plans for this Lifestyle-Business Blueprint Training, my plans for you, and the results that I wanted to see you have as a result of this and to let you know that now we have gone through this training, there is far more coming for you.  You have this product in your hand and at this point, you should know what that is.

What we will be talking about now is a little bit beyond just having a business that supports your lifestyle and having a business that fits into the lifestyle that you want to live because once you are making money, and it will happen for every one of you.  
I have defined what the mile posts that are so are easily recognizable for you.  I realized earlier before we actually started the call, we heard from a gentleman who was talking about that he was completely new to this kind of thing and there are a lot of things that he does not know and I totally get that. I totally understand that.  
For the most part, it is like this path that you have come up on the woods and you see this path and it goes off into the woods and you cannot even see where that path goes.  But me, I have the map and I have been down this path before and I am just going to lead you right down the path.  I have defined what these mile posts are for you so that now, my job becomes to walk you right from one mile post to the next one to the next one and hold your hand and walk you down the path as you are going through the mile posts and getting the results that you ultimately want to have.  
Of course, when we start making money, the thing is, I had this conversation with one of my mentors several years back when I was talking with him and I was doing pretty well at that point in my life.  At that point in my life, I was probably doing about $30,000 - $35,000 a month and I was asking him how much money do you really need to make in order to get to a point where you don’t feel concerned about money.  
Say if my wife wants to buy a new dress she can just go and do it.  If we need to replace one of the vehicles, we can just go and do it.  
His answer was about $60,000 a month.  I said $60,000 a month?  He said yes, okay; let me ask you what kind of vehicle are you driving right now?  I said a Ford Ranger.  He asked what kind of vehicle my wife was driving.  I told him what kind of vehicle she was driving.  He said what is going to happen is that you will start upgrading.  
He said you are going to get a nicer vehicle and your wife is going to get a nicer vehicle, you will move into a nicer home, and eventually you’re living the kind of lifestyle that you want to live and now you are living that lifestyle and not going out and spending and upgrading your lifestyle anymore and then you get to the point where you are making plenty of income to cover that lifestyle and you have expendable income and that is where you are talking about is expendable income.  And you are talking about a substantial amount of expendable income.  
Once I understood this, and for a lot of people, $60,000 is a whole lot of money.  Even at that time it sounded like a whole lot of money to me but I will tell you, even at that point in my life, I was doing extremely well.  We had money set aside.  What we are talking about now, on this pertaining call, is “Wealth Attraction” also known as “The Law of Attraction”.  
What Wealth Attraction really is, it is similar to the Law of Gravity, and the interesting thing about Wealth Attraction or the Law of Attraction is that is makes absolutely no difference whether or not you believe in it.  It is like the Law of Gravity, I don’t care if you say that the Law of Gravity, that is garbage, I don’t believe in it.  It does not matter, it exists and whether you believe in it or not, it exists. Gravity is there, there is no if, and, or but about it.  
The Law of Attraction and Wealth Attraction is the same exact thing.  When I first saw the movie “The Secret”, I think I first watched it back in 2006.  
It was kind of interesting, a friend of mine had turned me onto that movie and when I saw it, I was wide open to it because I already had some training along those lines prior to that and I was wide open to it but when I shared it with other people who when they watched it, their response to it was nothing like my response to it.  
I watched it with my wife and we watched it on a Sunday afternoon and after watching it, I was like Wow, this is incredible.  
Prior to that, one of the things that I had on my Broom List was that I wanted a new Dodge Ram Pick-up Truck with the extended cab, diesel pick-up.  My brother had one and that was what was making me think that I wanted to have one because I liked my brother’s truck and I really wanted to have a truck like that but after watching the movie The Secret, I said I want a Hummer.  
I told my wife about this and her response was a Hummer?  For crying out loud honey, how will we pay for that?  
I said I don’t know but apparently that is not for me to concern myself with.  I just know that is what I want.  So it wasn’t just a few months later that I ended up getting the Hummer.  

Granted, there is something that they did not really talk about in The Secret and around the whole idea of Wealth Attraction and the Law of Attraction, in that you also need to have a mechanism for getting what you want.  
You cannot just wish great things happen for you and just all of a sudden everything starts happening and you start getting all this money and start attracting wealth and all that.  You need to take an active role in it.  
That is what we have been talking about on this whole Training Call Series is you taking an active role in getting what you want from life.  But this whole thing of whether you believe it or not, it still exists.  
What you spend the bulk of your time thinking about is what you are going to get and I am not going to go into great detail talking about this. If you want to hear more about it, just go and get yourself a copy of that DVD The Secret.  You can look it up on Amazon or whatever, do an internet search for it, and you can find it.  
The fact is that most people spend entirely too much time thinking about what they don’t want rather than what they do want.  
So my friends, I had some friends that I shared that DVD The Secret with and their response was, like I said, completely unlike mine, they were like this is crazy, this stuff doesn’t work, especially after the fact, they would say well I have tried thinking positive thoughts and it did not work.  
Well, this goes far deeper than that.  This goes to the depth of what we have been talking about this whole time in this Lifestyle-Business Blueprint Training in that we are not just putting stuff up, pictures on our wall or refrigerator, bathroom mirrors and thinking nice positive thoughts, this goes to the depth of okay, what are out true intentions for our business.  
Are we just in business to make a buck and we don’t even give a rip about the people who come to us?  If that is our true intention, guess what, sure, we might make some money but we are not going to have any real success and even people who do make money, and that is their number one goal, I will tell you and can assure you that even though on the outside they might look good and might have some money, they are some of the most miserable people you will ever meet in your life.  They are unhappy people.  
People who are happy, they have something where they get up each day that they are excited about doing, that they are excited about their role and their life but they get to play, they are excited about being able to help other people in the way they get to help other people and yes, they get compensated for doing it and they get compensated extremely well for doing that.  
There is a huge difference here and this is why I save this part of the training for last rather than starting out with it.  I want you to have the foundation already in place by the time we ever got here to talk about what happens.  
Okay, now what happens when I have this lifestyle business, what kind of things can happen for me because the fact is, you become and attract what you think about most of the time.  
The missing elements from The Secret DVD is these other two things, one I call “The Law of Practice”.  I did not come up with that one on my own, that is a line that I got from Matt Furey as far as the Law of Practice, but I have definitely lived it because the more I get going in the paths that I am going, I have just ended up investing more time in doing what I do.  
Now granted, I have enjoyed every step of the way.  Once I got on this track and out of the business where I was just in business to make a buck and actually started looking at things and making changes in getting into a business and building a business around my passions and strengths and what I really enjoy doing, now all of a sudden, like I said, the work does not seem like work because you enjoy doing what you are doing but every day you are essentially practicing.  
Every time I write an e-mail, every time I put a post on the blog, every time I write a newsletter, every time I do a training call like this, every time I do anything in my business I am essentially practicing. I am getting better and better at doing what I do.  I am getting better at conveying my message, I am getting better at helping other people and therefore their results get better because they have a better teacher and the more you practice, the better you get.  
Now, is that to say that I did not make money when I started out and when I first started going down this path?  
No, I started making money right away and the reason I started making money was because I was passionate about what I was doing and people can sense that.  
At the time, the amount of money that I made, I was very happy with that and like I was telling you, at the point I had that conversation with one of my mentors when I was asking how much money did I really need to make, at the time, I was making about $30,000 a month and that was great and in fact, that was far more than when I first started going down this path that I even thought I could do.  
So I surpassed my original goals and now, we are way beyond that.  We are so far beyond that and if you would have told me back then that I could have been making the kind of income that I make right now, I could have never ever believed it.  
But because of the Law of Practice, like I said the Law that they don’t talk about in The Secret DVD, I have gotten better and better at what I do and not only that, I also have more passion about it because of the results of the people using what I get into their hands.  So I have gotten better at doing what I do and so now when I do things, I get paid much more money, way more money.  
Now I can send out an e-mail and that e-mail could produce thousands of dollars.  It is not like it took me much time to send out that e-mail, maybe 10 to 20 minutes tops to put together an e-mail and send it out.  
In fact, the very first event that I ever held at my home, one of the things that I promised people I would do is that I would send out an e-mail and let them see the results of that e-mail.  
That I would produce income right in front of their eyes and when first showed up at my house that day, I sent out an e-mail and I believe it was about 19 orders that came in within an hour or so of me sending out that e-mail and each order was worth $497.00.  
But when I first started out could I do that?  No, absolutely not but I have gotten better at doing what I do. I have a good rapport with people.  People know that I am passionate about what I do and so now, when I do things, I just get way better results.  

The other law that is not talked about in The Secret is the Law of Association.  The people that you spend your time with, you will end up being just like them.  You end up becoming just like the people that you spend the majority of your time with.  
Fortunately for me, I learned this a long time ago.  When I started my very first business, I started attending seminars and meeting other forward thinking great people and so spending time with them, I found that things started happening for me too.  
Now, it is at the top of my list to avoid people who are toxic people.  People who bring you down, I am an optimistic person, it is hard to bring me down but there are people that it almost seems like that is goal in life to bring as many people down to the lowest level that they possibly can.  
I will tell you, as I am saying this, you are probably thinking that you know somebody like that and hopefully you are not spending too much time with them. I am not saying that you have to cut these relationships off but you do have to be aware of the relationships that you have in your life. 

The interesting thing about all this is that one of the things that, and I have already shared about it in this training, is that one of the things that was on my Lifestyle-Business Blueprint way back when was I wanted to be able to hang out and spend time with inspiring people and I have made it a point of doing that and it wasn’t that I wanted to do that to produce income, although I definitely do that now, I wanted to do that because I like the idea of spending time with inspiring people, it makes you feel good and of course, now a days, I have figured how to produce income from it and that is a total and natural fit for me and I have talked about that on previous trainings in this series with you.  
The interesting thing to tie all this together, there was a point, and if you were to have met me at this time, you would have a hard time believing that it is the same Kevin Thompson because there was definitely a point in my life where I did not have the confidence that I do now, that I could not believe in myself or my own abilities, but I could believe in the abilities of my mentors.

One of those mentors in my life has been Matt Furey and shortly after I joined his coaching program, he and I were at the end of one of the coaching group meetings, there was a two day meeting, at the end of this meeting and we were sitting around at the lobby of the hotel and he was sitting in a chair and I was sitting in a chair and he was reading a magazine and I was talking with him about my debt situation and I said I am about $60,000 - $65,000 in debt right now and I keep on spending more money trying to figure out how to produce income in my business and I don’t know what to do about this debt and it is really starting to become a concern of mine.  
He is reading this magazine and I am telling him this and it seemed like an eternity before he took the magazine down from his face and actually even looked at me.  
I am thinking to myself okay, what’s the deal and when he did look at me, and finally responded to me after what seemed like five or ten minutes, I know it was not that long but it seemed like forever, he looked at me and said “So What?”.  
I was like what?  I am thinking to myself is that all you have to say?  I have just told you that I was like $65,000 in debt.  This is what I am thinking in my head.  
He said you can continue spending your time and wasting your head space to this debt that you have.  Now the debt that you have is neither good nor bad.   It is what it is and quite frankly, you need to be thankful and grateful for the credit card companies who have financed your education.  
You can keep thinking about that debt and all that or you can start thinking about other things.  You can start thinking about what you really want to have accomplished in your business.  You can start thinking about the impact that you really want to have on other people’s lives.  
You can start thinking about the kind of father you want to be to your children, the kind of husband that you want to be to your wife.  You start thinking about the kind of mentor you want to be to your clients.  
He said you start thinking about that and stop worrying about the debt; the debt will take care of itself.  He gave me some other advice too but I started making changes.  
I did not have a whole lot of confidence in myself at that time but I thought okay, here is Matt, he is one of my teachers, he is at a point and ahead of me as far as where he was at in his own business so I thought, here is a guy who can teach me some things.

So a couple of years later, we were on a coaching call, he was running the call, it was a bunch of his coaching group members on the line and he started telling them the whole story that I just told you and he was doing it to share with everyone else on the line the experience and make the point about this whole thing and when he gets all done, he asked Kevin are you there?  
I said yes.  
He said okay, let me ask you something, here it is a couple years since you and I had that conversation, he asked where are you at now?  How much debt do you have today?  
I said I don’t know.  
He said what do you mean you don’t know?  A couple of years ago you knew the exact figure, why can’t you tell me the figure now?  See the thing is, I did not realize what he was doing but he was totally wanting to make a point.  He knew how I would respond to this.  
Although I hadn’t really thought about it, I said I don’t know the figure.  He asked why not?  I said well because of the things you told me to do.  I have not been concentrating on the debt and I have been concentrating on other things and I have been concentrating on helping the people who come to me that they concentrate on bettering the family lifestyle and taking care of the kids better and being a better husband to my wife and I have been concentrating on all these other things but I can tell you one thing Matt.  
He is like what’s that?  
I have more money in the bank that I do have in debt.  
He said really, interesting?  So you have more money in the bank now than you have debt.  
I said yes.  
He said so you made a complete reversal. 
I said yes, we definitely have done that.  
See that was one of the other things that Matt told me was that you always pay yourself first.  You pay yourself first before you ever pay anybody else. I know that might sound weird but that is one of the things that he taught me is that you put a little bit of money away each month and he actually taught me to create a couple of different accounts but I got what I call my “Wealth Attraction Account” that we never touch and then I have my other account that is kind like a fun account that we put money into so whenever we want to do something like last year, Lisa wanted to buy a new travel trailer and we just went and did it and paid cash for it and we had the money there to do it.  So we definitely made a big change.  

So in sharing all this, now I want to move on to how do you harness the power and the Law of Attraction for yourself because the fact is, it is not that difficult, in fact it is actually quite easy.  
You start by what we have already done.  You have already created this Lifestyle-Blueprint.  That is your starting point.  You have to ask for what you want and you have to make that list.  
So, at this point, in this training, I trust that you have already done that.  You have already created your Lifestyle-Blueprint.  Because when you realize that you really can have everything and you really can have anything that you want to have in life, it actually becomes fun.  
You don’t need to start by making a list like “I want to become a Millionaire”, “I want to jet set around the world”, you just start making a list of things that you want to have and it does not have to be physical things.  
Go back to your blueprint of what you created and that is your starting point.  So you have already actually done that.  Then, you align yourself to receive the things that you want to have and think about how does it feel because it has to feel good.  If it doesn’t feel good to you, then you are not going the right path.   
It has to feel good to you because if it feels good then it is congruent with what you really want.  If it doesn’t feel good, it is not congruent.  So don’t make a mistake by setting your goals or putting things on your list that are completely out of line.  
So for me, I think I shared with you that in my Lifestyle-Business Blueprint, that I had this income goal.  My income goal was a little bit of a stretch but it was not a huge stretch, I could not even think to set a goal to make $100,000 a month.  
Why?  
Because I couldn’t even fathom that at that time.  This part of my life, that is more than a reality but back then it sure wasn’t.  
So you want it to be a little bit of a stretch but not completely out of line where you want to make $100,000 a month by next year.  If it does not feel like you can actually have that then it is not right.  
However, if you say that you want to be making $5,000 or $10,000 by next year, or you don’t know exactly how I would do that but I do know that with Kevin, he can lead me down that path to get me there.  So a little bit of a stretch but so much of a stretch that it just does not feel right or good.  
Like I said, remember when this is done correctly, none of it seems like work, this whole process that I have been taking you through is an extremely enjoyable experience.  Every day is an enjoyable experience and it is not like okay, I have these goals that I am working for and until I reach these goals I am not going to be happy.  
No, you are enjoying the process every step of the way.  The other thing you have to do is align yourself with likeminded people who are qualified and willing to assist you.  Those are two important words, actually three; align yourself with likeminded people that are qualified and willing to assist you.  
It is pointless to share this stuff or talk about it with people who are not ready to hear it.  There are plenty of people out there, my whole message, this whole idea of the Lifestyle-Business Blueprint and having a business that fits ideally in with your lifestyle and funds that lifestyle and provides for that lifestyle and all of that.  
There are a lot of people who are not willing or not ready rather to hear that message. But there are also plenty of people who are willing to hear it and are ready hear it and those are the people that I want to attract.  
I don’t care about the people who are not ready.  Maybe down the line at some point they are ready and I would like to be there for them at that time when they are ready but I am only looking for the people who are ready to hear it, that is who I want to communicate with.  
Also you want to be talking with those who have already experienced it.  Talking with people and interacting with people and spending time with people who have already experienced this for themselves, do you think they might just have a little bit of value to offer you?  You know they do.  
For example, after I watched The Secret, I kind of mentioned this before, after I first saw The Secret and realized what I wanted was a Hummer, like in June or July 2006 and I know it was November 11, 2006 when I went to go and buy my Hummer.  
It was interesting that day going down to buy the Hummer because I was all excited that day, it was a Saturday morning and I live way up here in Arlington, and had to drive down to North Seattle where there was the closest Hummer Dealership but I was driving down there that morning and my best friend Robert who I have known for years, he happened to call me on my cell phone that morning.  
He said what you up to today?  
I told him I was going to go to North Seattle to buy the Hummer today and he was excited and said if anyone deserves that, you do.  That is so awesome, when you head back home, come by my house and show it to me and I want to see this thing.  
I said sure great. So on the way back home I stopped at Robert’s house and when I got there and I pulled up in his driveway, he was standing out front of the garage with another guy and Robert and I used to be roommates and Robert is a major golfer.  
He is an avid golfer and he has a lot of golfing buddies that he golf’s with and there is this one guy in particular who whenever he was around with us he just used to get under my skin because whenever he would come around he would talk about, because I would go to seminars and it would cost me money to do that, he would say that they know how to suck the money out of your wallet and say stuff like hey Kev, made your first million yet? 
He was just one of those guys that I would have to keep a distance because he just irritated the heck out of me. Well guess what?  That day in November, 2006, when I pulled up in Robert’s driveway with that new Hummer and he was standing there with Robert, his jaw hit the ground and I did not say a word but I was thinking to myself, take that you son of a gun.  That felt so good.  

The thing is, you get to have experiences like that. I am not one of those guys who wishes anybody bad and the fact is, I don’t even remember that guys’ name, I just know he was a friend of Roberts’ and I did not care for the guy and I kept him at arm’s length but the fact is that if that guy were to come to me today and say you know what Kevin, I had you pegged wrong and you really figured out something. I would be more than willing to help that guy. I don’t hold anything against him.  I understand where he was coming from but from the same token, it felt really good that I was able to show him that I did in spite of all the stuff you said to me, I did it.  

There are a few other things that I want to cover with you really quick.  We kind of got to this point in the training of how do you supercharge this whole Law of Attraction and really get things going your way. 
First of all, you need to be thankful for all the good things that you have in your life and start looking at what those things are.  
For me, every morning I get up and I am so thankful that I have a wife who loves me, a wife who has stuck with me through, that I have children who are respectful that do well in school and get along with each other and all that kind of stuff.  
I have all these clients that I get to work with that I enjoy working with, I have so many things in my life that I am thankful for and every day I start my day and even laying there thinking about all the things that are good in my life.  
Is my life perfect, if my life a bed of roses?  No, I have things, like my daughter Elliana being born, that was not an enjoyable experience that we thought it was going to be.  It was not like when Black was born, it was different.  
But by the same token, and I shared that experience with you today before we started the recording I share that with you and maybe as you are listening to this recording, maybe you will get the opportunity and I will share that experience with you at some point but the thing is that it was not a good experience but yet I was able to find the good in it.  
I am not saying that everything is going to go perfect because it won’t in fact I was telling you how I was talking to a friend of mind Ralph before we started this training today and I was telling him, in a recent big project that I did, we did a big roll-out of a product and stuff and I was telling him that when we did this thing, there were certain things that worked really well and there were other things that were absolutely terrible but, what was interesting was Ralph was like, I wish there were more people like you who were willing to talk about both the good and the bad because the fact is, you can learn just as must by having people talk about what is going bad and what didn’t work as you learn from them when they talk about what did work and what goes well.  So realize it for what it is and be thankful for the good things in your life.  

You know we call great experiences that you had in the past and convey it and tie it to what is happening right now.  Your brain cannot tell the difference between the two.  
For example, in high school, I had a lazy eye so because I played basketball in high school and I had a lazy eye, my depth perception was off and I was not good at doing free throws in fact I was just bad all the way around at shooting and getting the basketball in the hoop.  So my coach had to spend a lot of extra time with me after practice, after everyone else was gone, he spent time working with me one on one because of my lazy eye and because of his help, I became a very good player throwing free throws and I became a real asset to that basketball team but had he not done that and he not lent his expertise to me and pointed out the things that he could see in me that I could not see for myself, that would have never happened.  
I would have never become a decent basketball player because I would have always just said well I am handicapped in that area and I have a lazy eye and my depth perception is off so I can’t play basketball good and I would have continued believing that but because of him, I never did believe that.  He kept telling me I could and then he proved it to me.  
I always relate back to that experience when I am looking at doing anything else.  I look back and say if I became a good basketball player so that means you can do this too.  You can become good at training people on teleseminars, you can run a great coaching program, and you can become successful in business because you did this.  
Now the two have absolutely nothing to do with each other but yet I link them all the time and there are other things in my life too, good things that have happened to me in the past, accomplishments that I have had that I will link what I am doing now back to those other things and say because you did this, you can do this too.  
Now I have gotten to the point, in my own mind, I have proven this and my mind doesn’t know it and here I am explaining this to you.  This is how you kind of trick your mind.  
At first it might seem kind of weird, I am guessing that you even hearing me tell you this right now and I am guessing that you are thinking that makes sense.  Your mind is telling you that makes sense. You probably have already done this, maybe you realized you were doing it or maybe not, but you probably have already done this in the past.  You also want to picture yourself as already having reached your goals. Once again, your mind cannot tell the difference.  
For example, me doing this whole Lifestyle-Business Blueprint Training, I have already shared this with you.  For me, some of my goals are that I want to start hosting live Lifestyle events at my home and inviting people to come share in that experience with me. I have done a little bit of that in the past, I really enjoyed it, my wife really enjoyed it, and I want to start doing more of that.   
I also want to run a higher-end coaching group where we go travel, go to places, and we have master mind sessions but we also go and have fun, maybe go snorkeling, scuba diving, whatever.  I have seen these Baja Racing Trips, I have seen all kinds of stuff and I am thinking how cool would it be to have a coaching group but not just coaching and master minding, but go do really cool stuff too, and see; that as of this point in time, it might not be a reality, but I can picture that so clear in my mind that it doesn’t matter whether it is reality or not.  
My mind cannot tell the difference and I am acting now as if I have already run those programs.  I am acting as if I can see myself having 10 to 15 people at my home having an incredible event and them going away with so much value and having had such an experience that they remember that for the rest of their life.  
I can see myself going to these cool destinations and taking a small group of people along with me to let them share that with me and for us to have some incredible conversations, introduce them to people and places.   
I am not sure whether it was before or after the recording that I told you about my friend Mark who has a 16,000 sq ft home down in Georgia with a movie theater, a basketball court in house and all this kind of stuff and I have already said that one of the people that I would like to introduce some of my clients to is a guy like Mark.  
I know Mark would eat that up.  He would love for us to come down to his house and hang out for a weekend and I am thinking to myself, wouldn’t that be cool.  
I can envision all this in my mind and my mind cannot tell the difference between what is not yet a reality and what can still become a reality and what is already a reality.  
I see it all as if it is already a reality and because of that, what is not yet a reality soon becomes reality.  Does that all makes sense to you? I hope so because this is powerful stuff.  

The other thing is you have to enjoy the journey.  This whole thing is supposed to be fun. It is not work unless you are not doing it right.  If it seems like work, you have not been doing all the stuff that we have been talking about.  I have said it before and I will say it again, you also want to be communicating and interacting and sharing time with like-minded people on a regular basis.  

How to put the Law of Attraction to work for you starting right now.  Obviously you are going to start by revealing your Lifestyle-Business Blueprint, you might need to update it a little bit now that you have some new context to add but definitely remember that you can have anything that you want to have.  
So don’t be timid.  Yes you want to try to keep it where there is a little bit of a stretch but not too far of a stretch but remember that you really can have anything that you want so what do you really want?  What do you really, really want?  
For me, my biggest thing, the thing that tops my list is that I want to be able to spend time with my family.  I want to be there for my family and when our daughter Elliana was born, that let me know that okay, you really got it because I was first into the situation because Elliana had the challenges at birth and she had that infection at birth.  
She was put in the hospital for seven days and I took seven days off, actually eight days because we were in there one day early and we went in and I took a total of eight days in a row off and did not do anything with business for those eight days, other than sending out an e-mail to let everyone know that we are going to the hospital, Elliana is not doing well and we are going to be here a while, I will be back in touch with you when we get out of the hospital and when I got home, I had tons of people that had posted to the blog, I had hundreds of e-mails from people asking how is Elliana, how is Lisa doing, how is the family doing, how is everybody doing?  
That drove home the point, okay you got what you wanted and you were able to take time off when you needed and be there for your wife, your daughter, and your family when they needed you most and how would that have worked out if I would have said, you know what, I have this, I have to provide for my family, I can’t be here, I need to go home and run my business and I tell you what, it was kind of funny because when we spent the week in the hospital, Lisa was kept asking me if I was sure that I could stay and not go home for anything for the business and nothing going on all week? 
I said yeah, I had a few things scheduled this week but it is not anything that will not wait, this is more important right now and I was able to totally be there, be present in that moment and be there for my family when they needed me.  I tell you, that is what this is all about.  

So what do you really want?  You want to bring it to life.  A way to do this and the way that I do it is I put photos of the things that I want where I can see them on a regular basis.  
For me it is on my desk, I have this sign here that my daughter Kaitlin made for me several years for Christmas after watching an episode of Extreme Home Makeover.  Anyway, one year for Christmas she gives me this gift that is a sign that says “For My Family” and it hangs over my desk as a reminder to me of why I am doing what I am doing.  I also have a lot of pictures of family.  
For me, my desk is not littered, I still have a photo of my Hummer that has been hanging there since before I bought the Hummer, our home that we live in, there is a whole story there, I hung a photo of when we had been up to look at this home that we are now living in two years prior when it was being built, Lisa and I kept going to look at the home, couldn’t afford it but we just looked at it and just fell in love with it and then a couple of years later, we were then home hunting and we had actually found this other home that my wife really liked and so we called our Real Estate Agent to see if we could schedule a showing and she ended up calling us back to inform us that the house was actually being built for someone else so it would never even go on the market but she was like I have this other home that is like that if maybe you want I will take you out and show you that one so we made the appointment and the next Saturday she takes us to show us this other house and we get here to this house and me and Lisa look at each other and our jaws hit the floor because we are like Wow, that was the house that we were looking at two years ago, but at that time we could not afford it.  
So we took a tour of this home and fell in love with it in hand and now here it was that we could get this home.  
So after Wendy got done showing it to us, we go back to my home office where we were living at the time and we started doing the paperwork and we start sitting at my desk in my office, we are filling out the paperwork to put the offer in on this new home and we are also filling out the paperwork to sell our existing home to put it on the market and we are sitting here at my desk and Wendy she is like, isn’t that a photo of the house right there?  
I said yes, we were looking at that home a couple of years ago and we couldn’t afford it at the time but I just grabbed one of the flyers off the box and cut out the picture of the home and it has been hanging on my desk ever since then and she is like Wow, that is kind of interesting isn’t it?  
So anyway, we did the paperwork, got all that done, the next day I called my mortgage broker, now this would have been in July, 2007 so if you remember back to July of 2007, that is when all the stuff was starting to happen in the mortgage industry.  
Things were starting to go downhill and so I call my Mortgage guy Mike and told him what we were doing, we are putting an offer on this new house and our home on the market and I just want to give you a heads up because I will be needing to talk to you pretty quick about getting financing for the new home.  
That is when Mike informs me about what is starting to go on in the mortgage industry.  He said you know, you this isn’t the best time to be selling a home.  I just want to give you a heads up because you might not end up selling your home and what would happen if you ended up having to make house payments on both places.  
I said that I would not want to do that but if I had to I suppose I could.  
He said I just want to point that out to you because that is a very real possibility.  
I said okay, but I said Mike, I just believe that we are supposed to get this home. So that being the case, I believe things will work out and long story short, we had a full price offer on our house the next day, the sale of our existing went off without a hitch, and on August 8, 2007, we moved in to our beautiful new home, the home that we are living in right now, and we absolutely love it here.  
The thing is, this kind of thing, I shared the Hummer story with you, I shared the story of how we ended up in this new home, this kind of thing happens in my life all the time.  It happens on that kind of a scale, bigger scales, and smaller scales.  
Smaller scale like getting a call out of blue asking if we can do a project together?  This kind of thing happens all the time because I expect it to.  
I am always grateful when it does but see most people, they don’t even realize that this is a possibility but now you do.  
Not only that, you also realize how to set the wheels in motion.  So you want to have fun with this.  
It is funny now because our daughter Kaitlin, Adam was sitting here at my desk shortly after we moved into our home and he was looking at the photos and some notes I had hanging on my desk and he said Holy Cow, this huge scream and scared me to death, and I said what I thought something was wrong and he was like, look at this Kevin, you wrote down here a couple of years ago about this home and then we move into this home by such and such a day that we are a couple months late but for crying out loud, who cares. 
I am looking at that and I am looking at that and I am like, Wow, I forgot that I had even written that down and Kaitlin, she is little miss cool, calm, collective 15 years old at the time and she is like yeah Adam, every time Dad puts anything on his desk whether he writes it down or hangs a photo or whatever it just comes to pass, that is how it works.  
To hear that little girl say that was absolutely incredible.  
You can imagine, her room right now upstairs in our house, she has this cork board with all kinds of photos up there of things that she wants.  
She has pictures of her and her friends hanging out together, goals that she has for herself and I guarantee you that girl is on her way to making incredible things happen because she understands this stuff.  She gets it.  
So yeah, put some photos up, have some fun with it, enjoy the process.  It is not a journey where you are not happy until you reach your goals, you are happy going through the journey.  It is not about the end result, it is about enjoying the journey.  
Yeah you will get the end result, there is no doubt about it, you will get the end result but the thing is, the end result that you want right now, when you get there, you will have another end result that is bigger and better and is more.  So you never ever get to the end.  
It is like you are sailing your boat looking out the horizon and you can see that big horizon that sunset but guess what, you never get there because you can always see it and always in view but you never get there so if you are not enjoying the journey you are going to be disappointed because you never get to the end because what happens is each time you get to another point, you look back and say Wow, look at everything I have accomplished, look at everything I have done, I wonder what else I can do and it just keeps you moving forward.  

Like I said, there were missing elements in the movie The Secret which were the Law of Practice and the Law of Attraction and we have already talked about that so I won’t go into too much detail about that but I do want to cover a couple other things really quick.  

You want to save a portion of what you make.  I went from being in huge debt to then having more money in the bank than I did have in debt and one of the things that Matt shared with me a long time ago, and all these other people that are teaching get out of debt, I have read a lot of this material and most of it completely sucks, that is a technical term by the way, because you put everything on hold, you stop doing everything you enjoy and you go on this mission to get out of debt and even those who do it, even the success stories, we did what we were taught, we quit doing everything that was fun, my husband took on a second job and worked his tail off for three years, I never saw him, he never saw the kids, we had no life together but guess what, now we are out of debt.  
You know where you are at?  You are at Ground Zero, you are at nothing.  
I say forget that.  
If you are in debt, you start paying down your debt but you also start putting money in the bank too.  It doesn’t have to be a lot. I started with 10% and when I started doing it, it was very painful.  I thought how am I going to do this?  
I need this money but guess what? As that money started to grow in the bank I started seeing it and that is why I call it my Wealth Attraction Account, that money started to grow and I was like Wow, look at this and then other things started happening, I got confident, I created more income so I was putting more into the account and it started growing and I was paying down my debt the whole time and by the time I got to where my debt was paid down, I didn’t even know the dollar figure but I had more money in the bank than I did had in debt and of course, at this point, all my debt has been paid down. 
So you pay down your debt while simultaneously saving so that when you do get out of debt, you are not at Ground Zero.  You are at Ground Zero plus all the money that you have in the bank. 

You also want to get to a point where you are also giving a portion of what you make, give it away.  You want to become a conduit for all the good things in your life.  You are not supposed to hoard this.  
I have shared with you before that I am a religious kind of a person.  I will tell you that there is a videos series called The Blessed Life, it is by a gentleman out of Texas I believe, and his name is Robert Morris and whether you are religious or not, get this video.  It is a 2 or 4 part DVD series called the Blessed Life.  
I was actually raised in the church and I am not going to go into a long talk about this but I was raised in the church and I have heard about this concept of tithing my whole life.  The problem is most Pastors in a church will talk about Tithing from the standpoint of the reason that you Tithe is to get something back in return.  
They talk about tithing about 10 x your money and all that you will get back from God. Well that is the whole wrong reason behind it.  The reason you Tithe is to give to others simply for giving and not expecting anything in return, and that is why I say get this video series, you will be very enlightened, Robert Morris explains it and he is a young guy who he has some great experiences that he shares, incredible stories that he talks about as far as becoming a conduit for money as well as all other good things.  
When I saw this video series for the first time, I will tell you what, I was so blown away and I kind of felt guilty because I was like, you heard this concept of Tithing all your life but you never ever have done it and I was like Wow, after hearing this guys’ message, I am like I am going to start doing this. 
I am going to start doing it and not because I want to get back but what Robert did, was he shared all these stories in his life and I was telling Lisa, you know what, that is what I want for our life.  
Imagine how fulfilled this guy must be, him, his wife and his family all the time because they have so much awesome stuff going on in their lives.  That is what I want for us. In order to get that, I need to start giving away some money then that is what we are going to do. 
So we started giving away 10% and it is kind of funny because there are three kinds of ways that we went about doing this.  
We started out the easiest way which was tithing to the church, about 10% of our income to the church on a regular basis.  Then we started giving to the church.  So Tithing is the 10% and then we giving is anything over and above that 10% so we started giving to the church as well.  
Then after that, things continued to happen more money was being attracted to us, we were just like we have our family taken care of, we are living the kind of life that we want to live and more than we need, let’s give more away.  
We started giving to others outside of the church and then it was in 2008 we started the Thompson Family Foundation and it is interesting how this whole thing has transpired because now we have gotten to the point where now the whole purpose of my business and what I do in life, the purpose of my business is to fund the Thompson Family Foundation, to fund our foundation.  
It is kind of interesting that now we have gotten well down this path and we are doing all this cool stuff, it is amazing what is going on because more wealth is being attracted than ever before, my own income is growing like crazy, the business is growing like crazy and what is interesting is I was just having a conversation with somebody recently that I know in the coming years, my income is going to be who knows where it will be in comparison to where it is at right now but what is so interesting about this is that is not what motivates me. 

I am already living how I want to live, who know there might be a few things I might get down the road, I don’t know but for right now, pretty much, I am living in the home, well not exactly I guess, we have this beautiful home but what we found out, our home sits on this hill with an awesome view of the valley below but the top part of our yard, we have a little bit of level area and the rest of it is this huge slope going down the hill and it is not conducive to raising little children and letting them go play outside so we are trying to figure out if there is something we can do by fencing off part of it for the kids to play or do we need to look at possibly moving which by the way, at the moment at the time we bought this home we are totally upside down in it right now so if we moved it would cost me a whole lot of money out of pocket.  It is not like I am not going to be able to sell this home for what I paid for it. 

So that is something that we need to look at but you know what that will not stop us, I can tell you that, it won’t stop us from moving it is just deciding do we want to move or are we going to be able to figure out how to make this work and see what we are trying to get at that the more money now is not the motivating factor so what I do in my life and in my business what motivates me is the impact that I am having on other people and ultimately even funding the Thompson Family Foundation so that we can have an impact on other people through the foundation as well.

When I look at Bill Gates for example who founded Microsoft that happens to be in my neck of the woods, and he not too long ago retired from Microsoft and now spends all of his time working in the Bill and Linda Gates Foundation.  Well you know what, how cool is that?  That is something to aspire to.  
For me, I can’t see that happening anytime in the near future because I love doing what I do right now but I can definitely see myself doing a whole lot more with the Thompson Family Foundation and even the Coaching Group that I have been talking about, wouldn’t it be cool if I was able to, one of the trips that we take, that we go do something really cool with the Thompson Family Foundation, we go to an orphanage we take them tons of supplies and we spend a day or two hanging out with the people of Mexico, hang out with the kids at the orphanage and just rock their world for two days.  Wouldn’t that be awesome?  That is the kind of stuff that I look at doing.   What we call this is Living a Life of Complete Fulfillment and living life with a sense of purpose.  So fit it all in.

Let me open up the lines, we have just a couple of minutes here and I can take a couple of questions or comments.  I know this particular training call was totally different than anything we have done leading up to this for those of you participating alive in this training, did you get some value from this?

Victoria:  I just wanted to let you know regarding the missing elements, The Law of Practice and The Law of Association, if people are looking for more specifics, Robert Proctor talks about these principles and he makes it really easy for you to understand in his DVD of The Secret. 

Kevin: Just to let everybody know, Bob Proctor, in case you don’t know, Bob Proctor had a huge hand; he was a big part of that DVD that I was talking about The Secret.

Victoria:  Right, he explains a lot more with his material of The Secret and some of those pieces that you thought were missing were answered for me by watching The Secret and then watching Bob Proctor, he breaks it down so you can understand what it is really about.

Kevin: What happens is that really, you come across all these things, it is interesting to me that people will say to me stuff like okay Kevin, I need to find out if your stuff is real because every other thing that I have ever come across, I get the initial thing and then I find out I have to get this and get that.  
Now there is a right way and a wrong way of going about this and there are a lot of people out there selling stuff just to sell stuff just to make a buck, they are definitely doing what we have been talking about in this whole Lifestyle-Business Blueprint Training. But the way that I do it, yeah I offer other things but also I offer things that I know that are of value.  
So Victoria you just mentioned this product of Bob Proctor, I have never seen that product but I can tell you, because I am a serious student of everything that I have just been talking about, I will go get that program because I have not seen that yet and I have got a library of stuff and I am a heavy investor in my own education.   
Jim Rohn who is not with us anymore but one of the things that he always used to say was that poor people have big TVs and rich people have big libraries.  There is a lot of truth to that and what is interesting is when it comes to learning, the best way for me to learn is not necessarily reading.  
I would rather watch a video or listen to audio while I am driving or my favorite is attending live events and one of my friends Dean, I recently had a conversation with Dean, who by the way Dean runs a business that did over $70 million last year and he made a comment to me that totally just made my day because he said Kevin, you know what, I have never read a single book in my life and I am like what?  He said that is not my preferred way of learning.  
I like going to events or listening to recordings or watching DVDs or whatever but I hate reading so I don’t read.  I say talk about liberating because I used to always feel guilty because I subscribe to a lot of newsletters and if I would ever get backed up on them I would need to make time to read the newsletters well guess what not any more.   
If I don’t get to them I don’t get to them and I just do what is the right fit for me but I will be definitely getting   Bob’s Program and going through that because I am a student of that stuff.  Anyone else have a comment?

Male:  Kevin you outlined the Blueprint and listing things that you wanted to have and I take it you are working off of notes, could you real quickly go through those milestones that you put down again?

Kevin:  Before we actually did the recording?

Male: No, once we started the recording you talked about specifically the things that we should be going through.

Kevin:  Did you not get my notes because I made the notes available to you before we even started this tape.

Male: That is my fault; I did not get those notes.

Kevin: Not a problem, they are still available for you and they are on the notes.  You will see that the first call we ever did, somebody asked if I could share my notes and I was like sure but my notes are a very skeleton of what I talk about but you will see that I follow along with the notes.  

Male:  Is it an attachment to the reminders?

Kevin: For you guys that are going through the training, I actually put it on a web page for you and so like the recording of this call, anybody listening to this on a CD obviously has this recording in a physical product but you, because you are going through this training live with me, I am actually putting the recordings on a web page so you can go and get the recordings, like Andy was saying, he missed last week’s call but he went and got the recording.  Well I have put the notes on that same exact web page too.

Male:  I will go back and listen to them, I thought you were referring to notes before this session; no I had not received those.

Kevin:  Remember that page so the notes for today’s session are already on that page and then as soon as we get done, I will then make the recording of this session available for you as well.

Any other comments or questions about anything we covered today?

Jack:  This is Jack.

Kevin:  Jack, how are you?

Jack:  I am fine thank you and I just wanted to tell you that this training session was awesome for me even though they are helpful to me and I know a lot of the Law of Attraction very well, I know it is still useful and the most useful thing from today was staying in line.  When you think you want to manifest something in your life but it does not feel good don’t do it, it is not congruent and not what we really want.
Kevin: That is correct.

Jack: This was useful for me.

Kevin:  Good because that is huge.  If it does not feel right, if it is not congruent, you are the only one who knows that.  The thing is, most people go through their whole life being completely incongruent with everything going on around them at least the majority of what is going on.  
A good example of that is I have lots of friends in this exact situation where, especially if we are having a get together at our home on a Sunday afternoon and we are actually getting ready to do that this weekend because today is…..there is the sound we have three minutes left, today is our daughter’s birthday so this weekend, on Sunday, we are going to have a barbeque at our home on Sunday afternoon, we will have a bunch of friends over as well, and I will guarantee you that come Sunday afternoon around 4 or 5 pm, some of the conversation will start turning, for my friends by the way not for me, start turning to tomorrow is Monday morning and I have to go back to the office and back to work tomorrow and they have this pit in their stomach and they go through their entire life like that because every Sunday afternoon, they have that conversation with themselves.  
Either they are having out loud and voicing it with other people about it or they are thinking about it in their head and the thing is, that is an area of in congruency meaning that they are not happy doing what they are doing.  
It does not feel right to them but at the same token, they don’t see a way out either and what is interesting is they have not heard what you guys have now heard and they have not heard me teach it in this way.  
Hopefully, by doing what I am doing now, maybe I will be able to get through to some more of my friends but even my best friend Robert, one of my best friends; he makes a really great income.  
He lives well, has a great life style but he is getting tired after 25 years of doing the job that he does and is wishing he didn’t have to do it.  
So what you talk about Jack is valid and very real and I know just from the things that you shared with me and we have talked about it before in this training, you were extremely candid with me in sharing some of the things that you shared with me and I want to commend you for that because I know that at this point in the training, you are light years ahead of where you were when we started this whole training aren’t you?

Jack: Yes and my mind set has shifted a lot.

Kevin:  Well that brings us to the end of this training and we are about ready to get booted off the call so I will end the recording here and I will be in touch with you guys and look forward to hearing more from you and walking you through these milestones that we will be working on and start seeing success for you and I can’t wait to help you out knowing that I have had a hand in that and I will definitely be in touch with you because we are just getting started here.  
Lifestyle-Business Blueprint Training

Q&A Session #1

KEVIN:  You know with this new training, I will tell you guys like I said I said it before I’m going to say it again I have never been so excited about anything in my life.  And the further we get into this and the more feedback that I get from people I mean it’s just incredible.  And you know this whole thing all started you know when I went to New Jersey last year and met with a friend of mine Joseph and hey let me find out something here.  
Kevin and Anise are either one of you guys on the line by chance?  Okay well Kevin and Anise are I will tell you are some good friends of mine and they actually have invested to be in this training as well.  And Kevin and Anise already run quite a large business and like I was telling you guys the who impetuous for this whole training program came about as me going back to meet with a friend of mine Joseph last year and meet with him in New Jersey for a couple of days.  
And during the course of me being there you know we were talking about my business and the first comment that he made to me that really, really stuck out was when he was telling me that Kevin he said you know I don’t have any numbers or statistics or anything like that to back this up.  
But he said I’m willing to bet that not one in ten thousand people ever get the opportunity to experience the kind of life that you live.  Meaning that you’ve got this business that you, you know that pays you for doing what you love doing that you get so much satisfaction from.  And that business fits into your perfect lifestyle, the kind of lifestyle that you want to live and not only that it provides for that lifestyle and it provides really, really well.
And the other comment that he made to me was that Kevin he said your greatest contribution to society is not even been conceived of yet it’s still inside of you and you need to let it out.  
And of course since then I have talked more with him, I have talked more with a lot of other people that have you know that have been around me for years and watched me get to the point that I’m at in my own life right now.  And kind of you know in the process of talking with all these people and really trying to hone in on exactly what Joseph was talking about that’s how we ended up where we’re at right now.  With me going through this whole training that I’ve created for you called the Lifestyle Business Blueprint.  
And like I said the further we get into this the more excited I get, in fact before I ever even started this training when I would go to you know different groups that I’m a part of or talk with you know friends of mine, entrepreneurs you know friends of mine who run much bigger businesses than I do who might have much bigger incomes than I do.  
And when I started talking to them about this whole concept of you know training people on this whole thing called this Lifestyle Business Blueprint everybody that I ever talked to about it just was just get so fired up just like me.  
They were hanging on every word I’d say and so it just let me know that I was going down the right track.  And recently in fact as we’ve been going through this training I was actually talking with Kevin and Anise who as I say they have invested in this training as well.  
And they’re some friends of mine who live on the other side of the state I live up here in Washington State on the Seattle side of the mountains and they live over up north Spokane a ways.  And they too they run a very successful business they too are in the cleaning and restoration industry just like just where I came from. 
In participating in this he - Kevin was recently telling me how they were talking with somebody else that they knew who’d been like you know kind of hanging around my website a little bit and reading my emails and all this and saw that Kevin had posted to my blog.  
So because they know Kevin and Anise they got a hold of them and Kevin was telling me about this that this individual had called and was wanting to know about you know Kevin Thompson.  And is Kevin the real deal and all this.  
And of course Kevin Coy was able to be completely honest and blunt and straight forward with him in talking to him about me because Kevin and Anise do know me so well.  
And what he told Kevin or what Kevin told this other gentleman is that he related this story to me.  Was that you know I have spent a lot of time with Kevin and his wife Lisa my wife and I you know get together with him we go to their place they come over here to our place regularly.  
They’ve got kids just like Lisa and I do and our kids like to get together and hang out together to and so we always enjoy spending time together.  And so you know Kevin’s telling this gentleman this and he’s like I actually got to see Kevin and Lisa and what their lifestyle is like and what their business is really like and he’s like I’ve seen it on the inside.  
You know unlike most people ever get to see it and not only that the value of what Kevin has to offer is like just like a fraction of what he invests in his self.  And if told most people what he actually invested in his self they would probably be blown away they probably couldn’t even relate to that.  
And you know and I don’t talk about that a whole lot I mean some of you guys know that I’m in different coaching programs you know I’ve been in Matt Ferry’s coaching program for years I think I got first hooked up with him in 2003-2004.  
I’ve been in Joe Polish’s high end coaching program for entrepreneurs and I also invest in a lot of other things.  
You know I go to Glazer Kennedy events I go to you I know lots of different things and I invest heavily in my own education and even though I’ve told you about Joseph in the past which you know like I said Joseph was the guy who got me going on this whole Lifestyle Business Blueprint training that we’re now going through.  
I never told you that I actually had paid Joseph money to spend time with him and what’s interesting about this is Joseph was somebody that I had known of through another friend of mine.  And I got the opportunity to spend a little bit of time with Joseph last year in November.  And my friend Michael had introduced us and actually Michael had been telling me about Joseph for quite some time.  And kept you know almost insisting that man you really need to meet this guy Joseph and sooner rather than later because he can have a big impact on your life.  
And long story short we were actually all at a Glazer Kennedy event the three of us.  And Michael got the three of us together we went out to dinner one evening and during the course of that evening at dinner something incredible happened.  
And I can’t put my finger on exactly what it was but I can tell you this. That Michael and Joseph were sitting across the table from me at dinner we were just talking about you know my business my life and all this kind of stuff.  
And what I saw from myself going forward and how I wanted to interact with other people you know people like yourself.  And be able to provide value for you and not only that I wanted to be able to grow my business but the big thing the big challenge I was up against was that you know it was like I was telling them that evening as yeah I want to grow my business I’d like to have a bigger impact on people.  
But at the same time my family is growing and you know we’ve got children at home and you know I was just not willing to give up my personal life in exchange for the opportunity to be able to grow my business.  I mean if there were a way that I could have both then absolutely I would be all about that.  But in and basically what I was telling Joseph and Michael is that you know I kind of wanted this sense of peace if you will that I wanted to be able to do both.  
Basically I wanted to be able to have it all but going forward I also wanted to have this sense of peace about myself that I’m doing the right thing.  That I’m you know making the right things happen in my life that I’m meeting the right people that I’m you know just have this sense of peace so that I didn’t - what I did not want was this push and pull between my personal life and my business life.  
And like I said something happened at dinner that evening I don’t know exactly what it was.  All I can tell you is that it was absolutely incredible and by the time it was all said and done I knew one thing I was like I wanted a whole lot more of what happened that evening at dinner.  
And so I scheduled a time to go meet with Joseph and I will tell you that the investment for this was not cheap, it was not cheap at all.  
In fact I’ll be totally up front and candid with you it was $25,000 that I invested to go spend two days with Joseph.  
And now depending on who you are and where you’re at in life right now and where you’re at in business or what have you.  $25,000 may not seem like a lot to you to some others $25,000 may seem like wow that is incredible that is absolutely insane what could possibly make going to spend two days with somebody worth $25,000?  
And what’s interesting about this is that during that time, of course you know there was there were people close to me who know that I was going to meet with Joseph during that timeframe.  

Kevin and Anise were one of those people that I shared this with and when I told them about it they didn’t think like oh my gosh that’s insane who the heck is this guy that you would give him $25,000?  Their first response was is like wow you know what you must really value what this guy’s going to give you and absolutely I did.  
And what’s another interesting thing is actually when I was back in New Jersey meeting with Joseph the first night I was there Kevin had actually called me that night.  On my cell phone and he was like all right Kev what’s the deal tell me what’s going on what’s it like you know what’s it like spending time with this guy Joseph.  
We spent some time on the phone talking about this and you know that was after only the first day and I was even telling Kevin you know I don’t know what to expect out of tomorrow but I can tell you that this whole thing is going to be huge and is going to send me on an entirely different course and things are going to change from here going forward.  And life is just going to get incredible.
And so anyways Kevin is sharing all this with this gentleman from an inside kind of insider’s perspective because we do know each other so closely.  And there’s a few on you taking part in this training that you know me very well as well, you’ve watched my business grow you’ve seen these changes and you know from your perspective you know now you finally I mean to try and explain all this up until this point.  I don’t think I could have done it but now I’m finally at the point where I’ve given it enough thought and I’ve laid this whole thing out and really delved into this thing that I am at the point where I can now not only you know I can explain it to you.  Because I’ve been doing it you know for years now without really realizing what I was doing.
And so with that a little bit of background on this stuff to kind of you know because some of you on the line may or may not have listened to the previous two calls that we’ve already done the previous trainings that we’ve already done.  
What happened on the last training was we actually had someone that had called in from their place of work is what I’m guessing and they had got another call and they had put us on hold so when I opened up the lines at the last call to try to do a Q&A we couldn’t do it because we heard their on hold message.  

So I agreed to do this bonus Q&A call today and so I did not - this isn’t really like a part of the training so to speak.  What this is just an opportunity for hopefully you’ve either taken you know listened in live to the two trainings we’ve already done or you listened to the recordings of those two trainings.  And basically the purpose of our time together today is just to kind of you I know make sure you’re up to speed and you’re understanding the concepts that we’ve already talked about and if you have any questions then this is your opportunity to go ahead and answer questions.  And then we will then get back on track and back into the training on our next call.
So with that said does anybody have any questions?  I know Roy in Tureen sent some stuff in via email that I’ll address for you guys.  But before we get to that does anybody else that’s on the line right now have questions on anything we’ve covered up to date?

VICTORIA:  Yes this is Victoria.
KEVIN:  Hello I got your email, did you get my reply back to you Victoria?

VICTORIA:  Not about getting individual time with you that was my one question how to do that.  And then the second question is did we have an itinerary of all the rest of the sessions so that we can calendar that in and work our schedule around?
KEVIN:  Sure I can do that okay let’s make a note of that yeah I can get that together for you guys.  Okay and now keep in mind like I said you know this right now my wife’s due date is any day now and so it’s going to be a tentative itinerary.  
So I doubt - the only thing that we would have to do is maybe you know reschedule one or maybe two of the trainings at most but either way you know like I said.  For the most part the itinerary will stay the same but we have to be a little bit flexible just because I just don’t know when this little girls going to be born exactly.  
But absolutely what I’ll do is in the next email that I send out to you guys I will provide you with an itinerary of what I’ve got scheduled and when the calls are scheduled and all of that.  So I’ll make a note of that.
VICTORIA:  And how do we get time with you individually?

KEVIN:  Okay that - you know what I’ll do, let me give that some thought of the best way to do that.  So Victoria are what you wanting some one on one time like say a 30 minute consult kind of a thing?
VICTORIA:  Well yes.  Last time you talked about helping somebody kind of figure out what their passion was and I have been trying to figure this out what my true skills are and what I need to focus on.  I have quite an eclectic background but over the last two weeks been trying to extrapolate okay well what is it that I really want what is it that I really like to do what are the things I don’t like to do.  I would like just a little bit of time with you to hear your insights into that as we talk.
KEVIN:  Okay, okay.
VICTORIA:  Because that sounded that it would be of high value, seemed to work well for the other girl that you did that with?
KEVIN:  Yeah and actually I have actually believe it or not over the years I’ve done that with a lot of people.  I’ve done one on one consults with people where you know that was the whole purpose of the consult was to kind of get them going and not just you know not just get them going in a business.  But get them going in a business that was a right fit for them.  In fact Peter - I bet - Peter are you on the line right now by chance?

PETER:  Peter Lewis yes.

KEVIN:  Hey how you doing man?

PETER:  Good man.

KEVIN:  Good.  So Peter you and I were actually talking about this this morning this very thing.  And you know see because most people and this is the way that I was explaining it to Peter and the way that I’ll explain it to you too.  Most people when they get into business they get into business for all the wrong reasons.  They get into business because they choose that business because they think they can make money doing it.  And the thing is like yeah you will be able to make some money doing whatever it is that you get into.  So for - and I think - well let me ask Annie you were on the lat call did we talk about this and I’ll give the example of the poodle training niche on the last call I can’t remember.

ANNIE:  Yes you did.

KEVIN:  Did I?  Okay so we did kind of discuss that and I was telling Peter the same thing on the phone too and stuff and so and what you do want to do.  So Victoria let me ask you this I can kind of right now get you going in the right direction the rest of you will find this valuable as well.  You know what are some of the things have you given some thought of what are some of the things that you enjoy doing that if you were like okay if I could have a business that paid me for doing that, that would be absolutely awesome.  Because I would have so much fun doing that is there anything that comes to mind for you Victoria when you know you think about that?

VICTORIA:  I really enjoy networking and building bridges between people for win-win-win outcomes.  So that’s a value max I see with you and that’s big it is.  I mean I have two masters I’m in my 50’s I just did an MBA from Sundaberg and I’m still out here trying to reinvent myself.  Because I was going to cross over from soft skill industry of case management into doing business.  And yet I don’t want to do 60-80 hours a week have a life.  And so I want to get this right I really am attracted to working maybe two days a week two hours a day you know something where I have a life and I’m really kind of semi retired but making a good amount of money just like you’ve outlined.

KEVIN:  You bet.  Okay so--

VICTORIA:  I enjoy hanging out with inspiring people and connecting people to even more opportunities I enjoy negotiating and even to some extent mediating conflict or differences or mediating problem finding solution finding.  I like I’ve been wanting to do - I like to do travel to some extent internationally, domestically and but I want to do it on my time frame.  Like I don’t like unscheduled communication I like it to be when I’m ready to do it.

KEVIN:  You bet.  And you will notice Victoria that’s exactly how I run my business is the same exact way.  You know I give my clients plenty of ongoing help I care about the people who come to me.  I mean I want nothing more than to see you succeed.  
But by the same token my business has absolutely got to be run on my schedule because if I allow it to be handled any other way.  Then I’m not going to enjoy doing what I do.  
And I don’t want that to happen because then that’s going to send out the wrong you know that’s going to send out the wrong vibration if you will and you aren’t going to want to be around me either.  And so what you talked about is very important and so okay so what I’m going to do.  
I’m actually because I know everybody else listening to this will find this valuable as well.  So what I’ll do is just kind of work a little bit without a net here and we’ll just take your situation for example.  So you enjoy networking and of course that was one of my things that I had put on my list way back when too is that I would love to spend my time hanging out with inspiring and motivating people.  And so you’re kind of in the same position and that’s a natural thing for you, you enjoy networking.  
So now when it comes to this is there any specific group of people like for me I’ve got a passion for working with other business owners and other entrepreneurs is there a specific group of people that you would prefer to work with over any other group of people?

VICTORIA:  I’d have to give that some thought, but I do enjoy learning obviously and I do enjoy seminars.  I can get burnt out if it’s too many too fast but I enjoy high functioning success seeking kind of people and what you know at all levels.  I speak Spanish as a second language not as sophisticated as English so I also enjoy dealing with people from a wide spectrum of culture education and background both domestically with our subcultures and internationally.  So I can work with multilingual Spanish speaking illiterate people all the way up to bank presidents to recruiting Bill Clinton to come and speak at Sunderburg.  I mean and everybody in between.

KEVIN:  So you’ve done you’ve had that experience under your belt too where you actually worked out an arrangement to get Bill Clinton to come speak at an event?

VICTORIA:  We did, he did not come because of the campaign but I actually did develop a bridge between Sunderburg president Cabeda and Clinton global initiative and they started and Sunderburg and they bridged Frankton and they started doing some projects together.

KEVIN:  Very good okay.

VICTORIA:  And President Cabada was invited to attend the annual conference for CGI.

KEVIN:  Gotcha okay.

VICTORIA:  So I’m a bi-parson political person I’m not into you know politics per say but I am into creating bridges and models of success between nonprofit and business corporate world kind of doing a mentoring matching kind of thing.  So I like doing diplomative persuasion ambassadorial kind of things.

KEVIN:  Okay.  Well I’ll tell you what okay so here’s for you okay and you know this may or may not apply to you know whoever else might be listening to this.  
But if what Victoria’s talking about if you too if something that would be a right fit for you would be like kind of like becoming this conduit if you will.  
And bringing people together and introducing people to you know inspiring people who left to their own accord might not be able to do that or never get the opportunity to meet those kind of people that could have a positive impact on their lives.  
Well you’re going to find this incredibly valuable because you know one thing about my friend Joe Polish who Peter knows and I’ve known Joe for a long time.  He was the one that originally showed me how to turn my first business my carpet cleaning business, turn it around and start making a profit.  
One of the things that Joe is absolutely brilliant at and it is a perfect and natural fit for him is Joe is an incredible connector of people.  And this to do this Joe - this is not work for Joe okay this is a natural thing for Joe. Joe is just brilliant at doing it because he loves doing it, he loves networking he loves bringing people together.  And he gets I mean he hangs out with some of the most awesome people I mean he hangs out with you know Richard Branson you know I mean Brian Tracey I’m trying to think Peter who else has he had like at his events and stuff big names?

PETER:  Paula Abdul.

KEVIN:  Paula Abdul he’s got at his last event what was the big the news guy why am I drawing a blank at his last seminar in September was it not Cronkite was it?  Who was it yeah it was Walter Cronkite.

PETER:  No it’s not Walter Cronkite it was Huge Downs.

KEVIN:  Hugh Downs excuse me that’s who it was Hugh Downs you know and like so like big name people Joe just has this way of meeting them and not just going through people to meet them but meet them personally and create personal relationships.  And as a result of the relationships he creates with these people he gets things gets projects going.  
And when he gets to introduce these people to all kinds of other people and watching Joe do this I found that you I know - now me I’m not nearly at the level that Joe is at but I will say I do love going to events and networking and meeting awesome people.  
And some of the people I’ve been able to meet as a result of this kind of stuff is like you know guys like Sean Stevenson and Garrett Gunderson and Rich Christianson and you know all these other entrepreneurs and motivational people that just have incredible messages that now because I’ve met them I get to introduce them to the people that I have influence over. 
And see and the cool thing is and Victoria this will apply to you all you need to do is decide okay who do I want to reach out to. What’s that group that I want to reach out to and then what is something of value that I can offer that group of people.  What is that initial thing of value that I can offer them so that in return they will give me their name and email address so that I can then begin the relationship okay?
Now where this goes from here is knowing that you are a natural networker that this is what you enjoy doing that now all that you do once you’ve got a subscriber list.  And I’ve done this to an extent but this is not like my main focus this is just part of what I enjoy doing.  
Once you’ve got a list of people now all you do is you start making these connections.  So for example you know I’m trying to think who is the last person that I did a project with.  Actually I just sent out an email on Friday by a friend of mine Richard Roll who is a very you know renowned expert in the fields of retirement and helping baby boomers in retirement and stuff.  And so you know my subscriber list got introduced to Richard just last Friday.  
I’ve introduced you to people like Garrett Gunderson who is the author of Killing Sacred Cows, to Rich Christianson who is the author of a book called Bootstrap Business.  I’ve introduced you to why am I drawing a blank the tax guy Sandy Bobkin who is he used to work for the IRS.  
He was kind of like the IRS head auditor if you will and now he no longer works for the IRS but has started his own business and his own corporation called the Tax Reduction Institute and last year I introduced you to Sandy Bodkin and he did an event where he showed you how you could save money as a business owner on your taxes.
And see Victoria for you there’s all kinds of people  that you could you know once you have a subscriber list once you begin that relationship now you start introducing them to all these other people.  
Now the cool thing is, is these other people they are going to have products and services that they sell.  
And when you do this right when you truly do care about the subscribers that come to you when you do truly have their best interest at heart.  When you go and you start doing this networking and you introduce them to people that can also have something of value to offer them.  
When it comes time for that person to offer their products and services you’re not perceived as a sales person because people know that you care about them.  And that the only reason that you’re telling them about this other person was because this other person has something of value to offer.  
And whether you do an event such as a tele seminar or you do a live event or you know you send them to a webpage or whatever.  When that other person provides a level of value right up front, then when they get around to offering their products and services it somebody that you introduce them to has already got value.  
Well then the next natural progression is like wow you know what Victoria introduced me to this person and what this person had this to say and what they offered me really resonates with me and I want more from this person.  And so then they will invest in that person’s products and services.  
And when that happens you get a commission for that it’ll vary depending on who you’re doing projects with.  But it’s usually between oh I don’t know 25% to 50% maybe more in some cases for every sale that’s made you get paid a commission on that.
Now I will tell you that you know I mean I have a resource page that use even on my website and if you’ve ever seen it you know that there’s a disclaimer right at the top of that resources page that says that like okay you know all the resources on this page I am affiliated with some of them.  
Some of them I’m affiliated with some of them I’m not and what that means to you is this.  Is if I’m affiliated with this individuals you know as a resource then what happens is if you click on the affiliate link then I’m going to get paid a commission.  And so in that case what I’ve done is I’ve provided you with two links, I’ve given you an affiliate link and a non affiliate link.  
If you click on the affiliate link or whether you click on the non affiliate link you’re going to get taken to the exact same offer.  The only difference is if you click the affiliate link I will earn a commission.  
And the thing is ever since I started doing that I started doing that several years back just being totally you know open and candid and transparent in regard to this.  And people appreciated it so much because they were like wow look at this.  It was kind of like it was a breath of fresh air and people were like wow Kevin is being totally open and candid about this.  
And he’s letting me know what the whole deal is and I get the you know I’m the one who gets to make the choice.  
And the fact is most people they don’t care the fact that you’re getting an affiliate link in fact if you’ve got a good relationship with people they’re going to be - they’re going to think like well that’s totally fair Kevin should get a commission because he’s the one letting me know about these people.  
And so you know Victoria that’s just an example of how you can do this.  And like I said this is part of what I do in my business it’s not the only thing that I do in my business but now that I’ve told you about it I’m sure if you look around you will find businesses that this is their entire business model.  
This is all of what they do in their business is they associate themselves with other people and they promote other people’s products and services.  And so you know that’s for you, you can decide okay what I want to have a business that’s totally geared that way.  That basically I am just I become this networker of people and all I need to do is build a subscriber list and now I can just spend all of my time networking and meeting really cool people to introduce to my subscriber list.  
See you can give that some thought as you go forward so that will kind of give you an idea of what you can do with this kind of thing.  But if that’s if you love networking and this is something that’s a right fit for you then that is definitely a course or direction that you could certainly take and do very well with.  Because it’s a right fit for what you love doing, does that make sense Victoria:
VICTORIA:  Yes it does I just didn’t know what the normal commission rate is.  So what - that’s really cool that you did it open and candidly for them to give them an option whether they clicked on or off the affiliate button.  So what percentage of your businesses does that generally make up for doing the referral stuff because that’s not the only thing?

KEVIN:  Yeah and like I said as far as a percentage oh I would say I mean if I had to put a percentage to what percentage of my business comes from that way I would say it’s probably it’s very small, I would say somewhere between oh maybe 3% maybe 5%-10% tops a very small percentage of my business comes from that.  
Now don’t get me wrong I love networking and I do make money from doing networking in fact just a couple of weekends ago I was down in LA for a weekend hanging out with Sean Stephenson and his dad Greg for the weekend and while I was down there they introduced me to some awesome people too while I was down there.  
And yeah that will produce income but see like I said for me that’s not my number one priority.  I mean for me my number one priority was just to be able to hang out and spend time with these kinds of people you know.  And yeah I do turn some of that into income and when I do it’s a total natural fit for me.  
But for me I will tell you that, excuse me, for me my number one priority and what I like doing best is trainings just like this okay?  
This is where I excel, this is where I am like I am right in my own I love doing this stuff.  Even working like we did in your case where you just threw something at me and I’m like okay here’s what you want to do.  And for me to look at somebody else and you know their situation and be able to say okay here’s what you should do here’s what -it’s so easy for me to do that except for it’s amazing I’ll be totally honest with you.  Sometimes I can’t look at my own situation and do the same thing I need outside help to get my own self going in some cases.  
But I can totally look at somebody else’s situation and given some time just like we did here today given a little bit of time find out about what you’re up against what you’ve got going on what you’re interested in.  I can totally - it’s easy for me to tell you what you should be doing and so for me to do trainings like this and run a coaching program you know that is like perfect fit for me.  
And that’s where the bulk of my income comes from okay.  The bulk of my income comes from doing trainings like this, creating recordings of those products or of the - creating recordings and transcripts and supplements to go with them and turning those trainings into products, hosting events at my home like the one I just did in November.  Where I just had a video crew come in and we videoed that whole two day event and I haven’t released that yet but at some point I will release that product and we’ll turn that into a product.  Running coaching programs you know all of that kind of stuff is that is right up my alley and that’s what produced 90% of my income.  
And that being said you know that’s just my business that’s how my business is set up because that’s a natural fit for me.  Now for somebody else I mean I’ve got friends of mine who you know if you were to talk to them about the subject of running a coaching program it would make them cringe.

MARION:  That’s me Kevin.

KEVIN:  Who is that?

MARION:  This is Marion.

KEVIN:  Hello Marion so that’s you?

MARION:  A lot about the teleconferencing and things like that and it’s kind of holding me back it’s not something I’m comfortable with.

KEVIN:  Okay

MARION:  It causes me to struggle to find my business.

KEVIN:  Okay and that’s not a problem at all, if that’s not a right fit for you you know then absolutely by all means do not do that.  And there’s other things that we can find that will be a right fit for you and so yeah if the whole idea of doing trainings like this and talking with other people on the phone and all that doesn’t appeal to you or if it just kind of makes you cringe.  Or the whole thought of running a coaching program you know then don’t do it okay?  
That doesn’t stop you from let’s say doing a program like this and just not doing it live you could still do something like this and you know get it out there into the market place and you just do it via Q&A via email you know.  And I’ve built an entire product on that before too by nothing more than putting together a squeeze page having people send me questions and then taking all the questions that were submitted and using those questions as the basis for the product that I was putting together.  
And yet I never talked to anybody live but I put out one heck of a great product because I gave people exactly what they wanted which I mean because they gave me the questions.  And all I had to do was answer the questions and I did it in that situation I can do it without doing it live without feeling like I’m on the spot without having to be on the phone with a bunch of other people getting me out of my comfort zone and all that kind of stuff.  And so but I will also say that getting out of your comfort zone is not a bad thing either you know.  
And when I first started running my coaching program yeah it was a little bit of kind of like yeah boy I don’t know Kev you know what happens if somebody asks you a question that you don’t got the answer to then you’re going to look -you know are you going to look bad  or you know.  And well let me ask you Marion does that run to your mind?
MARION:  I you know it is intimidating to me I think I can work through that but I have limitations time wise.  I have three kids that I’m taking care of so they’re home a lot after 2.30 in the afternoon with me it’s more an issue with time. I think I could you know I think I can work through the fear factor.

KEVIN:  So it’s not the actual running of a coaching program or even a phone based coaching program like this for that matter that would bother you it’s the timing?

MAROIN:  Right I couldn’t have kids running in and out and things like that.

KEVIN:  Okay I understand that, so basically all you need to do is you need to host your coaching calls if you were going to do that for you all it is is like you need to just set it so that it’s at a certain time of day.  So that it fits into the schedule that you want to have.  And so you know.

MARION:  After I work through the fear of coaching yes.

KEVIN:  You bet, you bet and so and there’s ways around that.  So if you want to start out by working through and getting that working you know getting out of your comfort zone then the way that you start is let people submit questions and then you just do a thing where you, you reply to them via email or you can reply by you know making a recording or whatever.  
And you just answer the questions, and I will tell you if you just do it even with a digital voice recorder and make it available that way people are going to fine more value in it.  Because they like to hear your voice they want it’s just more personal that way than just writing words on paper or words on a web page.  
And so you can do it that way and get started and I will tell you that you know doing it live will soon I mean you’ll get to the point where you’ll just like want to do it live.  And I will tell you too for anybody who’s thinking about doing something like this that running a coaching program if somebody ever asks me a question that I don’t know the answer to.  Do you know what I tell them?
MARION:  Oh I’ll find out and get back to you?

KEVIN:  That’s exactly right I just tell them hey you know what I don’t know the answer to that but I will find out for you.  And the next opportunity I get I let them know the answer.  And all I got to do to come up with that answer is I will either do a little bit of research on the internet or I will call a friend of mine who I think might know the answer and what have you and it’s not that difficult.  
And the other thing is I do not - if something is out of my area of expertise I have no problem telling somebody that you know what I don’t know the answer to that but I will get it for you I’ll get the answer for you.  
And then I’ll tell them and then also I’ll give credit where credit is due if somebody else told me the answer I’ll tell hey I didn’t know the answer but I talked to so and so and here’s where I got the answer and here’s what hey had to say about it.  And give credit where credit is due to don’t try to you know make yourself be like oh I’m the almighty one and I come up with the answers all by myself and it’s all me because people end up seeing through that anyways you know.  But you don’t have to be the be all and end all have the answers to everything that ever gets asked of you.  You just need to be able to be resourceful and get the answers.
What I want to do and actually it’s kind of interesting because Roy in Carena are you on the line yet by chance?
ROY:  I’m on the line Kevin.

KEVIN:  Oh hey how are you doing Roy?

ROY:  Good thanks.

KEVIN:  Good, so you guys okay so you guys were kind of asking about what we were talking about right now. You wanted to use other peoples material and use it in your product is what you want to do is that correct?

ROY:  To some extent yeah.

KEVIN:  Okay and so and like you said in your email to me that you know absolutely if you’re going to use somebody else’s material  you absolutely need to give credit where credit is due that’s got to be documented it’s got to be acknowledged all of that kind of thing.  Now let me ask you is there like you mentioned a couple of specific resources to me in your email is there is it not a possibility for you to get set up with the people you were mentioning and make their products just make their products available?

ROY:  Yeah probably.

KEVIN:  Because I mean that’s the easier way to do it.  

ROY:  I could make a couple of the books available.

KEVIN:  Yeah, yeah.

ROY:  And talk about the books and some of the materials out of them that I think would be really valuable for people to know about.

KEVIN:  Yeah because that’s the easier way to do it.  And I mean I don’t know what’s a right fit for you but also like for me okay here’s a perfect example okay.  I mean I’ve used Google ad words in my business and continue to do it in parts of my business to this day.  But on the same token even though I use the Google ad words program I am not the Google ad words expert.  Does anybody on the line by chance know who I refer to who’s the Google ad words guy that I go to for all my information?

MARION:  I know who he is I can’t pull his name out I’ve subscribed to his--

KEVIN:  It’s Perry Marshall.

MARION:  Yes Perry Marshall.

KEVIN:  Perry Marshall yes, and Perry since about 2002-2003 his life’s work has been Google ad words. I mean I don’t know anybody else around who knows Google ad words better than Perry and his staff that is what they spend their entire lives doing.  And so that being the case and I know that Perry’s got resources out there that I know that Perry is a top notch guy that is an ethical business person that takes good care of his clients.  Why in the heck would I want to even try to put together a product on Google ad words.  
I mean sure I can talk about Google ad words I can talk about yeah I use Google ad words but why would I want to go to all that effort when all I got to do is get a hold of Perry and he will be more than happy to let me be an affiliate for his products.  And I can let other people know about his products and if I even talk about Google ad words I can be totally open and candid and say you know what yeah I know a little bit about Google ad words but if you want to talk to me about it you’re only going to get so far.  
And I can only tell you a little bit but this friend of mine Perry this is his whole life this is what he does.  And you’re better off going to him and see that’s me doing you a favor that’s me doing Perry a favor and in that case everybody wins because if you use my affiliate link and you go to Perry’s website and you invest in what he has to offer then I get paid a commission for that and every month I get from Perry Marshall and Associates I get a check in the mail every single month.  
Because people are continually using my affiliate links and going over to Perry’s website and you know they might get on Perry’s list and they find out that okay I want to get some information on Google ad words from Perry, well if they ended up clicking on my affiliate link anytime I think it’s in my two year or three year period I get a commission for that sale.  And I think in Perry’s case, don’t quote me on this because I don’t know for sure.  
But I think he pays somewhere between 40% and 50% commission on the sales that come through your affiliate link with him.  And so you know that’s just a - and see that’s the way that you want to - unlike most people who you know a lot of people get into affiliate marketing and they just start going and sign up for every affiliate program under the sun and I’m sure you’ve seen these kinds of websites out there.  That are affiliate marketing websites and they’re just - you know it’s amazing to me that people will do this because anybody who goes to a website like that can totally spot that like these guys are just out trying to pitch anything under the sun and just make a buck by doing it.  
You know they don’t care about the people who come to them they don’t care about me, if you land on this website you’re going to be like why would I want to do anything on this website.  But now you look at like how I was just talking about this and how I put a resource page up and I put my disclaimer right at the top and I’m letting people know that yeah I’m affiliate with these products but I give them both options you can click on my affiliate link or you can click on the other link that’s not my affiliate link you know.  Whole different ball game there and what’s interesting  is that when you are open and candid with people and when you truly care about them and you don’t just sell products and services because you can make a buck doing it.  
You sell products and services because you truly believe in those products and services.  Like when it comes to Perry I’ve got no problem recommending Perry because I know of the value that he has to offer.  And so that being the case you know it never seems like I’m selling when I’m telling people about Perry because I feel like I’m doing you a favor.  
Because if you’re interested in Google ad words then Perry’s the guy that I’m sending you to.  And like I’m doing you a favor by doing that and so it never ever feels like me selling and you on your end you never feel like you’re being sold because you just feel like I’m a friend talking to you about something that you want to know about and I’m steering you in the right direction and you’re grateful for that and see that’s a whole different ball game than landing at one of these websites where you just it’s totally obvious that they’re just out to sell stuff just to sell stuff and make a buck doing it.  That makes sense to you?
ROY:  Sure does.
VICTORIA:  Yes and figuring out how to stand out above those kinds of things.

KEVIN:  How to stand out above those kinds of websites that I was just talking about?

VICTORIA:  Right.

KEVIN:  Yeah and of course okay so do you know how I do that I mean how long have you been with me now how long have you been a subscriber kind of like eavesdropping on me if you will?

VICTORIA:  I started paying attention when you did the Lifestyle Blueprint thing.  I’ve gotten emails from you for maybe six months through the Jack Rabbit factor.

KEVIN:  Okay through Leslie.

VICTORIA:  And I got connected with Jack Rabbit factor through Bob Proctor material with a friend who was doing a meet up dot com down here in Tucson for about six months.

KEVIN:  Interesting.

VICTORIA:  About a year that I’ve you know I just kind of skimmed didn’t have time but I paid attention for some reason when you did the Lifestyle Blueprint.

KEVIN:  Okay so there’s a huge lesson right there okay?  So you’ve been with me for about a year or so.  You - the way you found out about me was by somebody else that and when she’s talking about the Jack Rabbit factor that is actually a book that was written by my friend Leslie Householder.  And Leslie’s website is actually at Foxalive.com and if you go to Leslie’s website you’ll see that she offers a book called the Jack Rabbit factor.  Which is by the way is a fantastic book and Mary is this Mary that I’m talking to?

VICTORIA:  No Victoria.

KEVIN:  Victoria okay.  And so Victoria what’s her latest book she’s got a new book too coming out now or that’s out now and I’m just drawing a blank on it.  

VICTORIA:  Portal to Genius.

KEVIN:  That’s right Portal to Genius.

VICTORIA:  It’s about $19.95 and it includes Jack Rabbit factor and then into the new stuff.

KEVIN:   Yes.  And actually Leslie who is - somebody I think that is participating in this training was telling me that they actually went up they were the one who went up to Leslies cabin or actually Garrett’s cabin up in Utah with Leslie and spent the weekend together with her as she was writing her book and stuff.  And that individual was telling me about that on this training seminar series.  But anyway so you were introduced to me okay so you were introduced to Leslie by Bob Proctor is that correct?

VICTORIA:  Not Bob Proctor directly somebody who is a follower of Bob Proctors material.

KEVIN:  Oh gotcha okay.

VICTORIA:  She got in to Jack Rabbit factor and then--

KEVIN:  And then Leslie introduced you to me?

VICTORIA:  Yeah well she had a link and the mould thing is what caught my attention because I had to do a mould remediation in one of my rentals.

KEVIN:  Oh interesting.

VICTORIA:  So that’s where I really looked at - so the two things I paid attention to on your web emails and stuff was the mould solutions and then the Lifestyle Blueprint things because I spent two years since beating my head against a brick wall not getting anywhere finding a job that I want and or a job.  That is going to use my skills in so I said screw this I’ve got to figure out how to create my own thing.

KEVIN:  So this whole Lifestyle Business Blueprint thing really resonated with you?

VICTORIA:  Right and I have an entrepreneurial spirit I mean I’ve done entrepreneurial things all along, along with having a job, but now I just want to get into the place where I want to get it right this time. I want to redesign the rest of my life because I’m in my 50’s.

KEVIN:  Okay well yeah and see - so this is very interesting because this just all goes back to what we were just talking about and stuff.  It’s all about you know you get somebody on you know once they originally come to you know and who knows how they might end up finding out about you or what have you.  
You know and you came through an interesting medium and I can tell you that you’re not the only one who came that way.  And there’s all kinds of ways and paths if you will that people end up finding about me finding out about me and ending up on my website and ultimately on my subscriber list and you know and I’ll tell you I’ve got other products out there too that I’ve offered in the past.  
You know I’ve got the automatic income system I’ve got you I know other lots of other things that I’ve done but for whatever reason they didn’t resonate with you but this did.  This resonated with you and you were like you know what I’ve got to get involved with this.  And so but the reason you got involved with it is because you already had a relationship with me and even though you’d been on my list for a while.  Like you know even like you said you know what you were saying before didn’t really resonate with me yeah I followed you a little bit but until you started talking about this the other stuff just wasn’t really hitting home with me.  
But because you started talking about this now this hit home with me and now I wanted to be a part of this.  And you know this is the same exact thing that you’re going to find.  And especially in this situation where you’re you know you are this natural networker and where you can introduce people.  You can like become this connector this conduit if you will then the same things going to happen to you.  You know the people who end up coming to you get on your subscriber list some people that you introduce them to are going to resonate while other people are not going to resonate at all.  And that’s okay because you know the people who come to you they will pick and choose.  
They will choose what they want to take part in and what they don’t, you can’t decide for them all you can do is keep on doing what you do to provide value to them.  And doing it in the way that you enjoy doing it and running your entire business in a way that is like a perfect fit for you and the person that you see yourself as and the way you see yourself interaction with other people.  
And of course the first person that we have to be true to is ourselves.  And see most business owners let their business completely control their lives and that’s why they’re so miserable that’s why clients and prospects are turned away because you put off this energy if you will that is either a good energy or it’s a negative energy.  
And no matter - you can’t hide it no matter what you cannot hide that.  And customers and patients and clients and prospects they’re either being attracted to you or they’re being repelled from it.
MAN:  Watching another movie on your computer and you’re actually doing work.

KEVIN:  What’s that?

VICTORIA:  Hello?

KEVIN:  Yeah I’m here still that’s interesting.  I don’t know what that was all about.  But for you guys Roy and Karen you know I didn’t answer your question direct but at the same time we did answer your question because that’s what we’ve been talking a lot about is how to you know. And there’s no need for you guys to rewrite somebody else’s material in your own words even.  Just promote that persons material and they will be glad to have you do it, the people you are going to be promoting it to will be glad that you’re doing it.  And it’s a win win deal for everybody.
Okay is there any other questions we’ve - gosh we’ve had quite the conversation almost an hour long off just a couple of comments and questions that came in.  Like I say the purpose of this call was to make sure everybody was up to date on what we’ve covered so far in the two training calls we’ve already done.
VICTORIA:  I’m still wondering how to have individual time with you?
KEVIN:  Well I’ll tell you what let me put a pencil to that and what I’ll do is before we’re done with this training I’ll figure out a way for you guys if you want to have some individual time with me we’ll figure out a way to make that happen.  Is that fair enough Victoria?
VICTORIA:  It is thank you.

KEVIN:  Okay and who else was that that was speaking up?  Okay we had Tom and then who was the female?

ADRIAN:  Adrian.

KEVIN:  Okay Adrian I’ll get to you right after Tom okay?

TOM:  Oh come on ladies first.

KEVIN:  Okay, all right Adrian you go right ahead then.

ADRIAN:  Thank you so much you’re very gracious.  I want to know if we can opt in to sharing emails I’ve heard a few people here that I think would be wonderful.  One that just lives an hour away from me that has similar interest and a lady that has an interest that speaks Spanish also.  I’d like to introduce a Spanish part of my business when I get it going.  Can we have some kind of a forum for maybe sharing with this specific group?

KEVIN:  Yeah I can set that up is that something that all of you guys would want to see happen.  Okay all right so let me make a note of that and then I will make that happen.  I will make it happen so that you guys all have contact with the rest of the people who are taking part in the training and stuff.  So let me just make a note okay Adrian I will make that happen.

ADRIAN:  All right.

KEVIN:  All right Tom go ahead.

TOM:  I’ve got two questions actually.  First can we - you said that after the teleseminar that you would post the audio and the notes and I was wondering if we could get the notes before so that we could - granted I know you don’t necessarily follow them but at least so we could put forward coming and then we could have our questions prior to rather than trying to keep up with and then catch up with our questions?

KEVIN:  Sure that’s fine okay I can start doing that.  Okay so let me make a note of that notes in advance all right.  I can do that.  And yeah you will need to keep that in mind because that is totally what I have been finding out and if you guys have if you guys look at the first two trainings if you listen to the first two training calls or listen to the recordings up on line.  
And you compare them to my notes you saw that like okay well he covered all this but he didn’t necessarily follow his notes right to the T.  And so you know usually I’ll tell you you know what’s interesting about all this is that I have talked with a few people about this and I’ve even got emails about this.  
Because you guys got my notes and you looked at them and you listened to the recordings and you participated live in the training.  And you were like wow you know what Kev you didn’t really follow your notes but that’s okay because this was an awesome training.  
And so yeah I mean that’s kind of what’s been going on in this training is that I’ve I haven’t been following them right on but you know that’s okay because we’ve been talking about what needs to be talked about.  And but yeah Tom I will be more than happy to do that I will be more than happy to give you my notes in advance of each training call that we do.
TOM:  And the itinerary thank you very much for sending that.  Is that is it every Wednesday or?

KEVIN:  Well actually we’re doing it on Wednesdays and Fridays and so yeah like I said barring you know Lisa having the baby but yes that is the plan for the next several weeks.  Let me see for throughout this month we are going to be doing the calls on Wednesdays and Fridays throughout this month and then the following - I mean that will get us through most of the training that I had outlined and planned to deliver.  But like I said if we do need to do a bonus call another Q&A call just to button things up and make sure you’ve got everything you understand everything then I will be more than happy to do that as well okay.  And so but yeah.
VICTORIA:  Time is that it?

KEVIN:  We’re going to be doing that trainings on Wednesdays and Fridays it will be at noon Pacific Time 3 p.m eastern time.

VICTORIA:  How many weeks did you say that would be?

KEVIN:  Well right now I’ve got six more on the calendar.

VICTORIA:  Six more weeks?

KEVIN:  Six more trainings three more weeks, six trainings in three weeks.

TOM:  I’m proud to say that I have my passion I’ve done the research I feel so comfortable actually I’ve looked more deep into myself and at this point I am so excited about following my passion and making a career out of it.  I guess I could actually call it a second career, I’m so excited about it looking forward to putting all of this together and making it happen and adding value to many people’s lives and creating my Lifestyle Blueprint so that I can start to enjoy my life once again.

KEVIN:  Oh very good.  Well I’ll tell you what Tom then if you don’t mind in calls going forward then maybe we’ll - because that’s my goal is like as you guys start having these Ah-ha’s to have you show it you know.

TOM:  It would be my pleasure I’m stoked about it.

KEVIN:  Okay good, good.  All right well any last questions before we button up this bonus call.

ASTA:  I do.

KEVIN:  Okay go ahead.

ASTA:  I’m calling from Iceland.

KEVIN:  Oh hello who is this?

ASTA:  My name is Asta.

KEVIN:  Welcome you made it did you call in on Skype Asta?

ASTA:  No I’m talking through my home phone I can’t get through Skype.

KEVIN:  Oh with the pin number you can’t do that with Skype.  You couldn’t do it through Skype?

ASTA:  No.

KEVIN:  Gotcha okay well how can I help you Asta?

ASTA:  I have been taking seminars before through Skype and when I phoned the number that comes up a window where I can put the pass code in.   So I was wondering if you could be able to do that?

KEVIN:  I can find - I don’t know how Skype works but by me giving you the phone number and the pass code in advance you can’t use Skype to do that?

ASTA:  No I only can phone Skype.  I use Skype out and what is called Skype out and then I can phone your number.  But when they ask for the pass code I can’t put it in I have no place to put it in.

KEVIN:  Oh gotcha on Skype you can’t put it anywhere you can just dial a phone number?

ASTA:  Yes.

KEVIN:  Gotcha okay.

TOM:  There’s got to be a way because other seminars I’ve heard people doing it.

KEVIN:  Okay.

ASTA: Yes I have taken part in seminars it’s not so easy when I phone from calling from my home phone because.

KEVIN:  Yeah.  Well I’ll tell you so Tom do you know how they do that how you can use Skype then to call in from and still be able to enter the pass code for the event?

TOM:  I do not however I know people that do I’ll call them and see if we can get some information to you.

KEVIN:  Okay that would be great. And then if Tom If you get that to me then I will get it to Asta is that fair enough?

ASTA:  Yeah thank you very much.

KEVIN:  All right okay well Tom thanks much for that and then I will get to work on what I promised you guys as far as I’ll get the itinerary mapped out for you and get that to you.  I will start including the notes in advance of each training call that we do.  And I will get everybody’s contact information together so that you can contact each other outside of these training calls all right?  You bet and everybody have a great day and we will talk with you on the next training call.  Okay bye bye everybody.

Lifestyle-Business Blueprint Training

Q&A Session #2
KEVIN: Since you guys asked, Lisa and Elliana are both doing really well.  It’s kind of funny; we have this kind of Mexican restaurant in our town. In the little town of Arlington, Washington there’s this incredible Mexican restaurant. 
You would just not expect a Mexican restaurant this good where we live, but we have this awesome restaurant in our town. Every time we have friends from out of town coming to visit us, we always take them out to this restaurant because everybody always says, “Oh my God, that’s the best Mexican food I have ever had.” 
We were there just two nights ago and a conversation came up about my son. Lisa was there when she was pregnant with Elliana and I was there. Our oldest son Jerry was there and I think Brock was there. 

On this particular night, Jerry is telling this story the other night when we were at dinner because being there because this reminded him of this. 
So we were there at dinner and Lisa was dealing with Brock and she had ordered him these chicken strips and set had this chicken strip on my plate of food and I didn’t think nothing of it but I just continued eating my own food and I am just thinking she put that on my plate because she didn’t want it and so I ate the thing. 
Later she gets all upset with me because she is like, “What did you do with that chicken strip?” and I am like “Well I ate it. You put it on my plate and figured you didn’t want it.” 
She goes, “No I just set that there for a minute. I can’t believe you ate that.” 
Jerry is like “Oh my gosh you should have seen the look on Kevin’s face. He felt so bad.” 
Even I am like “Ok mom what’s up with that? You set the chicken on my plate and then get upset because I ate the thing”. 

It’s kind of funny because I have to hand it to Lisa. She is such an incredible mom and her and I had a conversation a long time ago even before we came come from work and wow its hard to believe that it has been over 2 years since she has been a stay at home mom, full-time. 
Before Brock was born we were able to replace her income and also replace the insurance that she got through her work and cover all that on our own and bring her home from work. 
But she told me a long time ago that she felt that she was put on this earth to be a mum and I don’t know if there are other people listening to this that this is also how you feel. 
I’m sure there lots of other women who feel that way but until she made that comment to me, I had never even given it any thought that there are women who feel that’s what their purpose is on this earth. 
Of course that’s how Lisa feels and even as a great a mum as she is, there are times when she is just completely overwhelmed, especially when I am busy working on a project or doing an event like this where I am talking with you folks. Right now there is nobody at home except we got the house cleaning lady here right now but other than that everybody is gone so it’s nice and quiet.

But sometimes I am doing what I do in here and I hear Lisa out there with the kids and I have learnt to become really really good at using my time effectively because I need to take off more time than I did before so I can help Lisa with the kids. 
That’s just how life is. Lisa made an interesting comment to me recently that “Kevin you know its kind of funny because on Friday nights now we are calm and in bed by 9 or 10 o’clock. We don’t have a life.” I’m like “What do you mean. We do to have a life. We have got an incredible life and I wouldn’t have it any other way.” 
Granted with Elliana being so young and with Brock, we have got two small young children in the home and I will tell you having two small children is more the workload than double of having one. 
It’s more like ten times the effort to take care of two as it is to take care of one. So last night, Lisa actually got her first break when Elliana and Brock stayed the night at her mums house for the first time and it was really nice for Lisa to come home  and relax and know the kids were taken care of and they were at their grandmothers house. 
That was her first break from both the kids in quite a while but even with that this morning, first thing she’s up and out of bed saying, “I got to go get the kids. I miss the kids”. So that’s where she’s at right now picking up the kids. 

Life is good and as I said I wouldn’t have it any other way. I know some people might look at my life and say “Oh my gosh I would cringe at that.”  
It’s funny because I used to be that way too thinking about having small kids in the home and raising them and wondering “Are you going to be a good father?” 
Even when we were pregnant with Brock I wondered that- “Are you going to be a good father to Brock. Are you going to be able to raise that young boy and teach him the things that he needs to learn?” Most importantly the kind of things they don’t learn in school like how to have confidence, how to have good self-esteem, how to know that their ability and everything that they need to go through life comes from within. 
Its not externally and yes they are going to get information coming from external sources and all that, but they can get good and bad information from external sources, they can have good and bad feedback from external sources and they need to be confident in themselves and their own internal source and understand that everything they need comes from inside of them. 

For me that’s a Herculean job to raise a child that way because most parents don’t even think about that. I put a lot of time and effort into thinking about that with how can I work with Brock and now with Elliana, to train them to be outstanding people and incredible confidence in themselves and their own abilities and what they can accomplish. 
So that when other people say “Oh you can’t do that or you don’t want to do that or you’re crazy, what makes you think you’re entitled to do that?” Even when they hear those kinds of comments they are so grounded and so confident in themselves, that’s okay. 
Yeah we might have conversations about that sort of thing but that’s not going to stop them in their tracks or reaching out and doing what they want to do and what they feel they want to do and the kind of impact they want to have on this world. So Andy did you expect that question to lead to all that?

ANDY: No but I figured something good was coming.

KEVIN: Life is definitely good and as I said, it has definitely changed and I wouldn’t have it any other way. I am just enjoying this thoroughly. I have got this sign to Kaitlynn who prior to Brock was our youngest daughter and she just turned seventeen this month but a couple of years back she made this sign that still hangs in my office over my desk that says ‘For my family’ and she gave that to me for Christmas one year. 
That sign is absolutely true because everything I do is for my family. That’s the most important thing in my life, that’s why I do what I do. Of course I love doing what I do. 

This business I have, interacting with people like yourself, being able to share experiences and share knowledge with you that I have accumulated over the years and how it’s benefited me so that you too can benefit from it-I love doing that. 
So I guess the big message in all that is you got to look at what is important in your life, what’s the driving motivation that you have for doing what you do. 
That’s the key and keep that in front of you at all times and remember that’s why I am doing this. That sign that says ‘For my family’ is right there hanging over my desk, I see it all the time and I never forget why I am doing, what I am doing. 
Now being able to have the family- my wife and children- more involved in not so much the business but the family foundation- They are really getting involved in that kind of stuff. That is really awesome to see. Tom did you make it on the line?

TOM: Yes I have been on the whole time actually and I was just off while you were talking and I couldn’t figure out how to get…

KEVIN: ok 

TOM: I’m here and glad to be here. I was the one who wanted to know about Lisa because obviously once the babies are born, the focus goes to the baby and mums kind of get squished to the side generally.

KEVIN: Yes. Your right about that as that can tend to happen. I really try to do stuff for Lisa and we had to do the same stuff with Brock too, both Lisa and I because he always got so much attention and the truth is he still does. We were really wondering how is this all going to work bringing a new little girl into the family and how is Brock going to deal with that and he has actually done incredibly well. He’s adjusted well and he’s always excited about his baby sissy all the time and he wants to hold her so he’s adjusting really well too. As for Lisa , you’re right a lot of our time we used to have together especially in the evenings when we used to put Brock to bed because he was really good and we would take him to his room ,put him to bed and he would go to bed and then there was quiet time for Lisa and I. Well a lot of times now that is not quiet time for Lisa and I because Elliana is still up and needing attention whether Lisa has to feed her or whatever so a lot of times that is not necessarily quiet time in the evenings especially if Elly is being fussy or what have you. Yesterday was definitely nice for Lisa to get a little break and be able to relax, but the interesting thing is like I said, this morning first thing she’s like “I miss the kids, I got to go pick up the kids”. She wanted a break but not too long of a break.

TOM: Good for her

KEVIN: Tell you what Gini we will get started with you, because you had sent one question in and Tom you had sent a bunch of questions in and that’s the whole purpose of our call today is to try and button everything up that we have been talking about. 
You guys have gotten the recordings so you are going to be able to go back and revisit this information over and over. Of course I am putting more resources together for you as we go along, in fact this morning I was working on some more stuff for you and I will be getting that into your hands as well as we go along. But I want to use this time to kind of button everything up, tie everything up together, and make sure all your questions are answered. 
Gini you basically said you like the ability to produce some income from products on the internet while you’re developing your subscriber list and creating the products you need to create for your business. Is this putting the cart before the horse, do I have to build a subscriber list first before I can do anything else?
 You have to have an affinity with somebody in order to be able to sell anything. In order to do anything you either need one of two things and its best if you can have both. You either need to have something of value to offer other people and that can come in the form of say an information product, a physical product or it can be whatever, it can be a training series but you have got to have something of value to offer; or you have got to have access to a list of people to offer stuff too. 
So you need one or the other in order to do anything and it’s obviously best if you have both. Let me ask you Gini, where are you right now after going through the training we have gone through?

GINI: Well Kevin I basically have gotten an idea of what my lifestyle blueprint is going to be. I haven’t done anything like creating my website, the squeeze page, subscriber list or anything. I have just been thinking about it and planning it. I work a full time job at a corporation and I normally work about 16 hours a day so it gives me very little time to focus on my business. I haven’t started to tell you the truth. I am a project manager and I know that planning is the important part of doing anything and so getting to that confidence level, comfort, building my blueprint and figuring out what I am going to do, I have done that part. But I haven’t done anything to actually get started

KEVIN: ok. Let me ask you. Do you have an idea of what you want to offer?

GINI: yes

KEVIN: Can you tell me a little bit about that?

GINI: I certainly can. I am in the middle of writing a book on emotional intelligence for the corporate employee and I have been doing corporate seminars on emotional intelligence for businesses for various groups and how to increase your emotional intelligence in order to get the results that you want. So that’s my main thing. I am a life coach and so that’s my specialization

KEVIN: By emotional intelligence, from this book what’s the big benefit I would get from getting tied in with you and started getting information from you?

GINI: The big benefit would be that studies show that people who have increased levels of emotional intelligence are more successful in selling, in dealing with people, in getting ahead at work, in having better marriages and in every walk of life. So emotional intelligence can be learned which is a great thing to realize because a lot of people do not realize that it can be learned. One of the things I would basically do is teach you how to improve your emotional intelligence.

KEVIN: So let me ask you Gini what is your definition of emotional intelligence then?

GINI: Well there are multiple intelligences Kevin .There’s cognitive intelligence which is basically the ability to do math and science, there’s artistic intelligence which is the ability to draw a picture or create a sculpture and so there are ten different intelligences. Emotional intelligence is the ability to understand yourself as a person, your weaknesses and strengths, how you relate to yourself and take action and then how do you relate to others. The third quadrant is how you manage time for yourself and the fourth one is how you manage others.

KEVIN: Ok. Gotcha. So let me ask everybody else on the phone tonight, before she explained what that was, did it make sense to you or where you wondering like me what I really meant.

ANDY: I was wondering

TOM: I was wondering

KEVIN: Yeh so I think that is going to be a big thing Gini because once you explained that I was like “I get that and that makes sense.” But to just say the word emotional intelligence, you absolutely have to define what that means because people won’t get it and there’s nothing wrong with that. It’s kind of like me with this whole lifestyle business blueprint. I can say that term lifestyle business blueprint and people might have an idea what that might mean but until I define it for them or what it means to me only then can they start saying “Ok that’s what it means to Kevin. I understand what that is now.” So with my help my goal is to help you to understand what it means to you because what it means to me is not necessarily what it means to you at all. Does that make sense to you?

GINI: Yes it does

KEVIN: so have you already through what you do with your work, have you been working on this with other people? Have you already been sharing this information with other people?

GINI: Yes I have. I work for IBM and emotional intelligence is one of our foundational competencies and I have done several seminars with more than 300 people teaching them what emotional intelligence is and corporations are now Kevin are really buying into it because they realize it is really a very simple and low cost way to increase productivity. The US Navy and Government is using it to for recruiting, L’Oreal Cosmetics is using it to chose their sales people because they found that people with higher levels of emotional intelligence sell more than $100,000 a year and there are companies like American Express that have realized that there is a difference in a million dollars in sales for people who are higher in emotional intelligence.

KEVIN: Wow I don’t know whether you realize this Gini and I don’t know whether the rest of you on the line realize it, what you just said you are just verbalizing sales copy that you could use to offer this opportunity to use on somebody. For one you were talking about that you work for IBM and that you have done this training for other people so that’s a huge credibility thing right there. Now does IBM have an issue with you going and doing this training with other people?

GINI: Absolutely not because it is not something they have hired me to do. I have done it as something I am just interested in. When I leave the company which I am planning on doing early next year, there is no competition at all.

KEVIN: gotcha. And you also mentioned some other big names, the Navy and was it Estee Lauder you said?

GINI: yes

KEVIN: By mentioning those two big names that’s credibility for you. By talking about people with higher levels of emotional intelligence earn $100,000 per year plus- that’s a huge selling point right there. Were you paid to create content for IBM and did you do training in this area?

GINI: No. At IBM we get a salary and it’s considered part of leadership and what you have to do.

KEVIN: Basically you can tell your story about how you got to possess this information, where you have used it by saying you have been employed by IBM, you can talk about these other companies and these other organizations that are now using this and why they are using it. Now all of a sudden that’s your whole thing why they would want to get their hands on this information. Just like with this whole lifestyle business blueprint, when I first let you know about this training I had nothing more than an outline put together of what I was going to offer. Basically I had an outline for a 7- part training series on each of these topics on these 7 calls. But I had nothing more than that.

GINI: What you had Kevin was actually your email list, your website, and your squeeze page so you already had the infrastructure and that’s what I am missing. I have the content, I have the ability to do these seminars, I am passionate about the subject but don’t have the infrastructure built up.

KEVIN: Now this goes back to what I originally started talking about- you need one of two things, either something of value to offer or you need to have some sort of infrastructure and a subscriber list. So you do have the thing of value to offer, you do possess that even though it might not be in a physical product form right now, you possess it within your mind. That being the case, if you don’t have the infrastructure all you have to do is you contact the person who has the ideal prospect list or ideal list of people who you would want to present this information to. Okay it sounds to me like an organization that had sales people- would that be a correct assumption on my part?

GINI: That would be one group yes.

KEVIN: So one group you could contact is finding a group that has sales people in their organization. You just need to find who to contact at that organization and introduce yourself and say “Hey here is what I would like to do.”  I would like to offer a free report, a training seminar or whatever else that is essentially going to be your sales presentation to all these people about what you do and why they would want to take part in it and then at the end of that report or presentation, you let them know how you can better help them. So for example if you want to see a perfect example of how I did this all you have got to do is go back and listen to the recording of the event I did when I presented the lifestyle business training to you. Do you have that recording?

GINI: Yes I did. I listened to it

KEVIN: So if you have got that recording that is exactly how I did that and I didn’t put together a huge thing, I just put together a presentation and then at the end I said “Hey, if you are interested in this and you would like to know more about this, then here is how you can do that.” 
And I told you how – I told you what the price point was going to be, I told you  how it would work by us having the training series however often we hosted them, I promised  I would deliver on that content for you. 
That’s  a perfect example how to go about doing that and so then you can contact somebody and let them know you have this thing of value to offer their members and also at the end of that you are going to offer them a way to get more information from you. At that point, one of two things happens- the person will say “ I think that’s fantastic . 
I would love to offer this to my organization. I will be more than happy to promote it” and that alone is enough for them. Now sometimes they might decide that they want a percentage of the sales that you make and if that’s the case, when I do a project like that I have no problem and will give away in most cases anywhere from 40-50% of whatever sales I make in an agreement like that because those are prospects I wouldn’t have been able to get in front of had it not been for that person giving me access. Does that make sense to you?

GINI: that’s perfect. I am going to do that.

KEVIN: And so that is how I would get started and you can get started without a list just by making some contacts and as I said you already have, though you may need to document it , the information of value inside your head right now. 
I am having the exact same conversation with you that Joseph had with me that prompted this whole training. He said “Kevin your greatest contribution to society hasn’t even been conceived of yet. Its still inside of you and you need to let it out”. 
That’s exactly where you are right now. Same exact place I was just a couple of months ago. You can do that and that is a way for you to get some traction and I have found I have built my list massively by doing projects. And by the way they are called joint ventures. 
I have done tons of joint ventures over the years to build my own business and stuff and that is a great way to go and when I started doing that a few years ago I was amazed the very first time I did that, the level of income we produced. I was like “wow”. 
I had never seen anything like that before and said “Ok we need to get better at doing this because I want to do a whole lot more of that”. 
But even first time out of the gate with no previous experience with it, I had something of value to offer like you and I knew that I had that and I had never done a joint venture and we did something like $30,000 and I was like “Ok I am going to do more of this.” So does that kind of give you the answer you were looking for?

GINI: Yes thank you Kevin 

KEVIN: You’re very welcome

ANDY: Hey Kevin I was thinking because she has already done some teleseminars, if she has access to those recordings there is part of the product right there that could be transcribed possibly.

KEVIN: You bet

GINI: Yeh and I already have that transcribed.

KEVIN: Oh so you already have that transcribed? So good you already have stuff put together. Some stuff

GINI: Just getting started and that list and that organization. It’s just getting started

KEVIN: Let me ask you Gini as we had that conversation did an organization or more come to mind that “Oh I should get a hold of them”?

GINI: Well actually yes Kevin. It’s basically all corporations that have employees that do anything because there’s just so much evidence that shows that improving a person’s emotional intelligence their productivity is improved, they produce better results, they have better relationships at work and the bottom line of the company improves. So corporations really require this training for their employees whether its one that has 10 employees or 200 or 1000. This is training that they really need especially now that everybody is remote. I have this thing of value that I would like to give away-using emotional intelligence to produce successful e-mails or communications that get results.

KEVIN: Yes. Sometimes with these organizations…let me give you a perfect example. I am not going to tell you who my friend is that does this but once a year she comes up here to my neck of the woods and speaks at Microsoft. And she has been doing that for several years now and the very interesting thing about the arrangement they have, she basically does a joint venture with them. They provide the audience, she provides the content and she comes up and speaks for the entire day. 
Typically there will be anything like from 1000 to 1200 people at this event that she will come up and do a Microsoft and she will speak for an entire day and then at the end of the day she offers them some of her products and services that she offers and typically that will be anything from a $200-300,000 day for her and Microsoft doesn’t take any of it. 
They don’t want anything and not only that they pay her airfare and hotel and all that to bring her up here because for them the value is in that she is coming to do this training for them. Their users or whoever they have at this event, Microsoft feels we are getting value from this because these people who are attending this training are going to be in a better spot after they go through the training so after she sells stuff at the end and she says “Hey if you would like to take this and learn even more from this, here is how you can do that and here is what I have to offer you”. 
Then a bunch of the people will say “Ok I want to take part in that too” but Microsoft they don’t take any percentage of whatever sales she makes, she gets  all of it. So you just never know how this will work out. 
That could be a huge tip for you but in terms of how do I go about contacting them or who you contact I don’t have a clue, but now you know an organization that I know for a fact they aren’t necessarily looking to taking a percentage of whatever sales you make.

GINI: Right

KEVIN: Ok Tom lets get on to you. You sent in a few questions here and I got your email in front of me. Do you want to go through the questions? Basically you have got 6 questions that you sent in.

TOM:  I can surely do that obviously and whatever is most comfortable for you. I think giving a little background could be a good idea and then going through the questions. I consider myself a health and writer coach for Harley riders. I have been taking health coach training and I love the whole idea and my niche market is Harley riders. 
When that came about by fluke I had been ill for the last 10 years, but prior to that for 25 plus years I had worked for Harley Davidson and obviously built a relationship in that arena and so the six dealers around  here Middleton, Tennessee have been friends of mine. 
I called them up and told them I am health coaching and I want to get in front of your audience and I got a stage and audiences immediately and started  building my subscriber list from that, by getting in front of them and giving them something that would entertain them and educate them. 
So I got the subscriber list going on and I got this product-this health coaching product and I feel like when we first started this call I may have had that backwards. I need to go back to the riders and find out what they are interested in and then present that to them, rather than I am a health coach and going to them with health coaching. 
Apparently I am getting some feedback from my emails and my subscriber list is some 60-70 people and I just started a new idea last night. We are doing a ride and doing some coaching along the ride and we just introduced that last night and I got four people already interested in coming with me.

KEVIN: Wow, four out of seventy. Very cool

TOM: In fact two of them weren’t even from the list. They were forwarded by somebody in the list.

KEVIN: No kidding

TOM: Yeh I am excited about that.

Kevin: let me ask you about something that I am curious about. How are you building a list right now because where is your opt-in page? I am at your blog and by the way this latest blog post here, 65 year old jumps motor cycle from 6000 feet. How is that for a headline? For the rest of you on the line doesn’t that make you a little bit curious, what’s this all about?

Andy: sure

KEVIN: Yes it sure makes me curious. 65 year old jumps motor cycle from 6000 feet and Tom has a link to an actual You-tube video and by the way Tom you can put that You Tube video right on your website or your blog

TOM: I don’t know how to do all that stuff yet you know I really didn’t want to get bogged down in learning how to do all of that because I really need to be in front of people, I really need to be making sales because at this point I don’t have any money coming in from all of this stuff. 
How I got the email subscriber list is that I got in front of the people and I got a free health rider alert – its essentially when you ride motor cycles you get dehydrated faster so make sure you drink plenty of water. 
There are six pages on the dangers of not drinking water when you ride your motor cycles and that’s one way and I also offer some free coaching. In fact I have changed it a little bit- I’ve got a $20 coaching worth $100 value to the people in the audience and it is a primer for the type of work that I do. 
In half an hours time frame I have presented them a coaching session and make sure they got some value out of it and then spend some more time after that with them selling them on a full program which could be anything form a one month to a six month program. 

KEVIN: Got you. So you have got this health rider alert that you could totally offer online in exchange for their name and email.

TOM: That’s my intention. The website is set up for the home page-it just talks about riding and motor cycling and me. There’s a bio and a contact page for me. Then there is a free health alert that when they click on that they will obviously be taken to give me your name and email address and at that point I will send it out and give them my email address to them. 
I also have the opportunity on other page that would be for my teleseminar where I talk about it.  I keep going back to your getmoldsolutions.com where you do a teleseminar once a month, where you can get people learning about you and the product or learning about black mold and how you can help them with that. So that is something I am not sure about teleseminaring- whether it’s coaching one person and give them a specific topic and we work on that. I am trying to think of my last page- I think the fifth or sixth page on my email.

KEVIN: Let me ask you-since you do these live speaking engagements, have you ever got a video of you speaking?

TOM: Every one of them

KEVIN: You got them all videoed. Are they all the same presentation or are they all different presentations?

TOM: Every presentation is different because I get the audience participation , I get what topic they want me to address and I pick one out of the crowd and they participate in giving me answers to that one person because they generally have the same problems but with different individual solutions.

KEVIN: So how many videos do you have recorded now?

TOM: I have three videos recorded at this point

KEVIN: Ok now so here is the way this thing works as far as your coaching goes. My coaching for the lifestyle business blueprint is going to be a little bit different from what I have been doing in the past up till now. When I originally started coaching people- did I tell you guys the story of how my coaching program went and how it transformed and stuff? Did I tell you all that in this training?

ANDY: Not really sure Kevin. I don’t think so

KEVIN: Well I’ll tell you. When I very first started coaching every month I would spend an hour to an hour and a half maybe even two hours putting together content for the coaching calls and stuff. I did that for around eight or nine months until finally around the eight or ninth month into it, I am going through the content and when I get all done, somebody speaks up and says “You know Kevin its really great that you put all this information together for us and every month you obviously put a whole lot of effort into this but you know what I would really like, I would like to just be able to send you my questions or get on this call and ask you my questions and get my questions answered”. 
Then on the same call I was like “Ok how do the rest of you feel and they were all like “Yeh that’s what we’d like”. So I totally changed my format and if you’ve been in coaching with me now you know that’s the model I use. I just let you send in questions prior to the coaching call , I will answer your questions during the call and some people send in questions and there are certain people who don’t send in questions but they get on the call and whatever we end up talking about , we will typically spend anywhere from ten to thirty minutes going through the questions that were submitted and then we spend the rest of the time because that just spurs on more questions and more stuff to talk about with everybody else on the line for that actual call. 
And you have already been doing that Tom, you just haven’t been paid for it and that’s all your coaching program even has to be. You do not have to put content together in advance. You can do nothing more than say we are going to have a call and it’s going to be on this date and at this time and if you’ve got questions send them to me prior to the call and I’ll answer them on the call for you. That’s how my coaching program has been running for a lot of years now. It’s just like that.

TOM: Would you just say that at this point my target market is Harley riders and if I just said I have a health seminar coming up send in your questions about what your health issues are and essentially talk about those.

KEVIN: sure. Absolutely. And that’s how I built teleseminars now too. If you notice I put it on my blog...

TOM: I am afraid that no one will ever ask questions but I will never know till I ask hey?

KEVIN: Yeh. When I was promoting the lifestyle business blueprint what I did in advance was I asked them some questions. I asked them basically three questions:

1. If you woke up excited every morning knowing you would be spending your day doing what you love and getting paid for doing it, what would be the thing that you would want most to be doing?
2. When you have this lifestyle business how much money will be coming in for you each and every month?
3. What single thing if you discovered would have the biggest impact on your life over the next 30 to 60 days?

And they responded and answered those questions for me and because they did, it helped me make sure when I did my initial thing I was giving them what they wanted. I made sure to address that they wanted to talk about, does that make sense? 
And that’s how the third question comes in- what single thing if you discovered would have the biggest impact on your life over the next 30 to 60 days? Well when people answer that question they are basically giving me and telling me what they want me to teach them

Tom: Did they send you answers into that?

Kevin: Yeh some of it was done on the blog and a lot of it was done via email. There’s a blog post I have about that and at the moment we have just under 60 people commenting on the blog but I also did it via email and I had several hundred send to me via email when I was doing this. 
So you can do it either way or you can even use an online survey like surveymonkey.com or something like that and they will tally everything up for you too. 
On questions like that they won’t but if you are asking yes or no kind of questions or multiple choice questions like would you prefer this or this and they have to chose one of the options, then a survey software will tally it all up and let you know what people want most, be it option A, option B or C or the answer yes or no or whatever.

TOM: Well moving to the other questions and still staying with this topic, when I had done my Google word search or Seobook Adwords, health and motorcycling are never together

KEVIN: Well that totally makes sense

TOM: Motorcycling and the topics are all over board in regards to motorcycling. How do I keep the interest of these people?

KEVIN: Well it is basically called a pattern interrupt. You’re going to be bringing up the aspect of health as it relates to motor cycling, but you want to do in a way that they were looking for this and what you have to offer is related to that which is motorcycling. 
But now all of a sudden it’s a little bit different and you do it in a way that all of a sudden they are like “Wow what’s this? I got to go and check it out.” It’s called a pattern interrupt. 
An example of this is we recently took Brock to get his first  haircut and when he was sitting in the chair, as you know the first haircut he has never been through an experience like that, he was fussing and not crying but yelling “Mama!” and not holding still. 
And the girl who was cutting his hair was really great and trying to calm him down, “Its ok Brock. You are going to look great; you’re such a good boy.” None of it was working and all of a sudden, she said “Hey Brock do you want a sucker?” and all of a sudden he just shut up and not only that- he turned his head to the right to look at her. 
I got the whole thing on video, it’s incredible. Just like that he just stopped and started looking at her and “Yeh I want a sucker.” 

He knew what that was. Another kind of a humorous example, my daughter was telling me about this movie called UP. It’s a Disney Pixar cartoon movie where this dog is able to talk to this little boy and saying “I am going to be your new best friend. 
We dogs are really loyal and going to be best friends and I just love hanging out with you” and all of a sudden he sees a squirrel and he says scrum and he looks the other way. When the squirrel is gone and he looks back at the boy and says “Ok what was I saying?” –because he saw the squirrel and that was a pattern interrupt and now I am over to here. And that’s what you need to do. 
The last example was kind of a humourous one but I hope it gets my point across. Does that make sense?

TOM: So pattern interrupt- if I get their attention talking about motorcycles and I intrigue them with something else that essentially that is tied to motorcycles but something tied to that like “if I could help you enjoy 50 more years of motorcycling.”

KEVIN: Yeh I will give you the big secret here. You will want to point out the one big thing or the one big thing that motorcyclers don’t know or the one big mistake that they are making or the one big mistake motorcyclers are making that is costing them their health or something like that. 
So now all of a sudden that opens the door for you to talk about what you are talking about because you have tied it into the group that they are which is motorcyclers and you’ve brought up this issue that they had not even thought about which is one big thing about whatever but it is related to motorcycling and now they are like “Oh what the heck is this? I got to check this out.” Does that make sense to you?

TOM: You go into general information about their health killers or?

KEVIN: You talked about this thing about not drinking enough water

TOM: Got it. Go ahead and use that

KEVIN: Use that. I tell you what I can personally attest to that-that’s a huge one. All my life I have never drank enough water until recently when I had somebody tell me “Kev you need to be drinking 5 liters of water a day” and I’m like “What are you kidding me-5 liters of water?”.  
But I started doing it and within three days I had so much more energy it was unbelievable. Here I was walking dehydrated my whole life and didn’t even realize it, but now that I am drinking the water like that I have just way more energy and stuff.

TOM: One big mistake that most motorcyclers make could just be that they don’t drink enough water. Off course that’s not the line I tell them …

KEVIN: of course not- you tell them that after they give you their name and email. You are just going to tell them there’s a big mistake and it’s a curiosity thing. That’s why it’s called a pattern interrupt.  
They are browsing around looking for information online about motorcycling and now all of a sudden they see your thing that is related to motorcycling but it is definitely not what they thought it was going to be. I would say just look at how you have been talking to people about this in the past because you have already been talking to people about this. You want to position it as the big thing –either the big mistake, the big secret that motorcyclers don’t know or whatever, but the big thing. That’s your gateway to grab their attention.

TOM: I love it. I just never thought of it that way yet I just read it all over your stuff. In fact you’re not the only one who uses that technique..

KEVIN: Oh no I am not and I am no the one who came up with it either. I can’t take credit for that because it wasn’t my original idea.

TOM: I just wanted to say drink more water. But it sounds so simple like that.  I have written a six page that people have read apparently and then commented Yeh I need to drink more water, just like you. So going back then, my ideal prospect list is in the hands of a Harley Davidson dealership that has 15-18000 people on it and I put together a send out for him that says “The one big thing that motorcyclists don’t know that is costing them their health, their enjoyment of a good ride and a long life.”

KEVIN: There you go. That’s good!

TOM: I am glad that you recorded that because I am going to have to listen to that again. And then get that to him and he gets that out to the list and he sends it out to all of the dealers and they are intrigued by it so they give me their name and email address and they get my rider health alert and I start giving them all the rest of the stuff, the rest of my blog and email alerts. Now I haven’t made any money at that point- it just gives a potential for a larger email list.

KEVIN: Yeh and by the way ‘rider health alert’- that needs to be the headline at the top of your squeeze page and then the sub headline is the one big thing or mistake that is costing you your health and a good long ride. But your main headline in big huge letters is ‘rider health alert.’

ANDY: Hey Tom how about there’s a lot of weekend riders who drive their cars Monday to Friday but on Saturday morning they can’t wait to  jump up and want to ride their bike. Once you get them on your list, why don’t you do a weekend rider health alert or you can tell them something every Friday night that they will be looking for so that on Saturday morning they can jump on their bike and do what you told them to do.

TOM: Well that could be rider or health in that case

ANDY: It doesn’t really matter because just as Kevin said once you get them used to doing something they are going to read your email

KEVIN: That’s right. 

TOM: I send an email out practically every day and people are reading it and commenting on it, sending back to me. Nobody has opted out yet. If somebody would have told me that people are going to read my email everyday...I would have told them they’re crazy. If I had four Kevin Thompsons I would have way too much on my email coming through.

KEVIN: ha ha. You know the only reason is why people don’t read stuff is because it is boring. So you’re obviously putting out some good stuff that’s thought provoking, that’s getting them to respond to you and that is fantastic. 
I can only imagine when you start knocking this up a notch. Keep in mind this whole rider health alert thing –this is your gateway, this is your way to building your subscriber list but of course once they are on your subscriber list and your creating this relationship with them and you’re interacting with them like you are already doing- I mean look at you, you offered this thing and got four out of seventy and you can offer all kinds of stuff and it just depends on what they want.

I mean you can stuff on your website where you are offering Harley gear. I would imagine there is a way to get set up with an affiliate or a joint venture partnership with Harley or something like that. 
I mean there are tons of things that you can offer. Basically they are going to tell you what they want from you and I can tell you when you start getting a subscriber list that is nationwide and you start saying something to the effect of like, “Hey I am planning this little trip here,” you will get people coming in from out of state to hang out with you because they are like, “I want to be a part of that. I got an affinity with this guy and I want to go with him”. It’s just like how I have got people coming to my house

TOM:  Absolutely love that whole idea. From the relationship I have built over email and blogs and my website, they say “Yeh I want to come and ride with Tom and learn something from him.”

KEVIN: Yes and they will pay for that. They will pay for that

RON: I want to comment on what Tom has done either consciously or unconsciously but he has selected a topic that many internet marketers miss and that key ingredient is passion. 
You talk to a Harley Davidson rider, that guy is a dyed and true Harley Davidson rider. They are passionate about it and they may have to work at a factory to make their living or whatever else they do, but every waking hour they are thinking about riding their motor cycle. 
And if anybody is thinking about topics that they can get involved with, if you can add an emotional component to it, it makes it a hundred times more interesting. 
That’s why Tom gets so many people opening his list. Now I have never read an email from him so he may or may not be good at it but the topic automatically intrigues. Take everybody that is listening to this call, you go through your email and if you are like me you’ll pick out the ones that you want to open. 
In my case Ii have been involved in automobile racing almost all my life and I have several automobile racing newsletters that I get and I always open those first. It doesn’t make me any money –I mean I have blown a lot of money on those but I am passionate about automobiles so I go there first. 
Think about topics that you’re passionate about. One of them that comes to mind is dog training-people that have dogs are just passionate about dog training. I may go online to get information in fact I do that everyday but I may not be passionate about that information. 
However my hobbies are- and that’s what I tell people to go to their hobbies- those are the things you are passionate about and that’s going to give you a leg up on every other person attempting to make money on the internet.  So passion is the key ingredient that I see with Tom and I am just envious that I don’t know anything about motor cycles!

ANDY: Tom how about this? How about controversy? People that wear helmets and people that don’t like to wear helmets. People that wear chaps and people that ride around in shorts and flip flops. Bring that stuff up and you will get all kinds of comments and especially if you have a blog you are going to get all kind of interest about that kind of stuff.

TOM: What a great idea. Controversy definitely gets an interest.

KEVIN: oh yes it does. 

ADRIAN: hey Tom don’t forget about BMW riders. My husband rides a BMW don’t forget about them

TOM: I have a speaking engagement in front of the Nashville BMW coming up and I am not going to forget about them but the truth is the closer my niche is. Now there are plenty of Harley riders out there and if BMW is interested in my information I will gladly do it, but I need to go to the people that I have selected as the niche. I think it’s the best thing for me. Any body comment on that

KEVIIN: I totally agree with that. I heard Jack speaking up too.

JACK: What I would like to also to make everyone on the call notice is the power of masterminding because everybody who talks came with a great idea.

KEVIN: Yes that’s right. Tom you were talking about this whole idea of the one big thing and I didn’t come up with that idea on my own. 
That came from a mastermind group that I am in, where somebody was talking about it and this whole concept of talking about the one big thing of whatever it is, because that gets response. Your rider alert and the one big thing for you is drinking water, though of course you don’t tell them that up front but after the fact. 
Of course that just opens the door to now you just have this list that you can talk about all kinds of health related stuff. It does not even have to stay on the topic of health. Basically you talk about whatever all these people on your list want to talk about and you just be the conduit for that. 
So for me when I am talking about making or how to have an online business or how to have lifestyle business, there are all kinds of topics in regard to that I can talk about. Now just because you go to these guys about this rider health alert thing, doesn’t mean that is where you have to stay on track on just that one topic once they are your subscribers. There are all kinds of different roads and paths you can go down. 

The fact that you have already been having some communication with people, you’re getting response-you are just getting started and the fact that you are not making money yet per se don’t get hung up on that because you’ve done some great stuff and you’ve made progress and that’s what this is all about. 

 That’s what my coaching for the lifestyle business blueprint is going to be all about which is getting you through the mileposts. 
That first milepost is basically completing your lifestyle business blueprint and deciding in getting a picture in your mind what that will be like. 
Then the next milepost is what is that thing of value that I want to offer people initially in exchange for their name and email address? What is that thing going to be? 
Now once I have got that, now we just keep on going down the path to the next milepost. 
But there are several things in place where you can see progress just like you have done-you can see progress and you can see things happening. 
You’re already passionate about this but because you can see progress, you’re maintaining that excitement level because you can see things happening. It doesn’t matter that you haven’t made money yet because you know that you are going to make money because you see things happening, you are going in that direction. Does that make sense to you?

TOM: Yes. Can I leave you with my weakness? I can do all of this footwork but I don’t see how it makes money but I don’t know how to step into that.

KEVIN: You know what I am willing to bet that you are probably more than anything; you might just be scared to step into that. Is that a more accurate statement?

TOM: Well I asked people daily if they are interested in buying-that’s the sales aspect that I do. When I look at this and I send the rider alerts out and I got an audience in front of me and I ask them for it, I don have a track to get me to that stage. I really have a disconnect when I have a product in my hand which is my health coaching not a teleseminar I could sell or a coach ride I could do. I don’t know how to sell it and I feel confused and this has been a recurring thing with my questions to you all along and I am looking for how to monetize. And maybe it is fear but it doesn’t feel that way because I have always been a salesman-i dont mind asking for the sale but I don’t know what I am selling yet?

KEVIN: Okay. So these four people who basically raised their hand and said they were interested in what you were talking about and taking part in that, what got them to that point? How did you present it to them?

TOM: Through my email list I just sent a notification -a special invite for a health ride and the invitation just said we will be going on a three hour ride from 5.30 to 8.30 having health topics and enjoying each others company. If you’re interested I can read it to you

KEVIN: it’s ok. That was the general gist of it. It was low key and stuff, not really benefit driven saying when you come on this, you are going to get this and this. It was just a really basic invite.

TOM: Absolutely

KEVIN: Have you got in mind what you want to talk about on this ride?

TOM: Yeh I have some things in mind. It’s easy for me. When I get them together I start asking them what’s important to them and then we start talking about that stuff. We start with a little bit of walking, a little bit of stretching as I would do before I ride myself and then we would start talking about particular issues whether it be water or whatever issues like we are well nutritionalized or whatever before we go

KEVIN: Ok sure. I am assuming that when you do whatever it is you are going to do with these guys who decide to go with you on this thing, it is going to be valuable to them and even though at this point in time you may not even know what you would talk about with those guys when the time comes. You won’t know it until the time comes and the conversation starts happening. Correct?

TOM: Yeah

KEVIN: even with that you have got these guys to show an interest in this. If you want to come up with something to sell here is all you do- all you have got to do is get somebody that can go along with you on that ride with a flip video or a recording device that can record the conversations, some photos of the guys or whatever and definitely the conversations you have when you guys take a break. Do you have someone who can get a video for this stuff?

TOM: yes

KEVIN: ok you make a video of it and so when it’s done and when you have done it and keep in mind as you video this, you are going to be turning this into a product okay. So even though right now you don’t have a clue what you are going to be talking about, you are totally comfortable with that which is cool because that’s how it should be. 
You just know that because I want to deliver value to these guys even though I don’t know exactly what I am going to say or how I am going to do that, because that’s my goal and I am passionate to do that, it will just happen. 
Kind of like when I hosted the first event in my home in 2008 and I had some good friends of mine asking me “What are you going to be talking about for this whole two days?” And I am like “I don’t have this whole thing scripted out. I don’t know what I am going to talk about for two days straight but I just know that I want this to be the most incredible event and the most incredible experience these 10 people have ever had in their lives and because that’s my goal, I just know that’s just what’s going to happen.”  
And it did. And I did not have the whole two days scripted out by any means but you can do the exact same thing here. You record it and then once it is recorded; now you know what the topics that were covered, now you know the benefits of that information. Now you can sell that information. Now you can convey what you talked about and now you have a video that you can sell. Does that make sense?

TOM: Would I sell that as one or put a series together?

KEVIN:  You could just sell that one and say I am going to be putting videos like  this together all the time and I will give you one a month or whatever. It could be a continuity thing. There is all kinds of ways you can structure this but I what I am pointing you to do right now to getting over this hurdle because you think its difficult to transition into making some money but its really not

TOM: Well I had never thought of that as a product before and my eyes are a little bit open and I can make a product and sure enough I can put that on my website and sell it. One of my topics in front of the group was how to get comfortable out on the highway because there are just some riders that are going 65 miles an hour and getting hurt in the saddle and that’s not comfortable to them and we had to discussion. Now I have a product that somebody may be interested in buying but I can put that on my website.

KEVIN: Yes. Hold on just a second I am going take a break in this recording because we are getting too close on this recording so just hold on a minute. 

Ok I just wanted to hit stop and start recording again so that I don’t run out of time in order to fit this on a CD. 

So yes it really is that easy. I don’t want anyone of you to make this harder than it is. One of my mentors Matt Furey taught me a long time ago that you take the path of least resistance. I understand if you have never done this before and never experienced it before, it seems like its overwhelming and there’s all this stuff to do and what I want to do is get you over one hurdle at a time, get you to the next milepost and that is all I want to do; to continue walking you by the hand and continue getting you to the next milepost and the next milepost. 
As a result of that you make progress and eventually quicker than you realized, you are actually making money. But for you in this case, you are passionate about what you do because obviously it comes through loud and clear and your like “Kevin I am stuck on how to make money”. Well this is how to make money. You go out and do what you do best and share with these guys from the heart. Only thing is now you’re are going to get it done on video so when its all said and done, whether you got 15 minutes 20 minutes or 30 minutes, you now got  product and its now that easy. 
We ain’t making Hollywood productions here. It isn’t about making a fancy smancy full feature movie-this is just about us getting the information out there into the market place , just being ourselves, just being passionate about what we do. If you look at the videos I put up on my blogs, there’s nothing fancy. It’s just done with a flip video, nothing fancy and you get all the information you need. And just because it’s not a Hollywood production, no one is going to hold it against you. 
And once you have gone through this process Tom, you are going to find out that repeating it over and over ain’t no big deal at all.

TOM: for that matter adding one or two or three or a hundred is going to be easy but it’s the first step. That’s all I need right there-that next step. Thanks Matt, thanks Kevin.

KEVIN: You bet

ANDY: Hey Tom how about this. When you take the rides with these guys who pay to take the ride with you, here’s your back end product why don’t you say- for everybody who missed the ride here’s the video and explain everything you went over again and there’s a product right there.

TOM: Yeh

RON: Hey Tom. How about nutritionals for motor cycle riders?

TOM: It’s also one of my topics

RON: set up your own product. It’s very easy to get nutritionals products custom labeled for you. By segmenting your market and you outline the problems that you see and what the solution is, and by the way here’s my product line. There are guys online who have made millions of dollars by segmenting the market. Now often times there is really no difference between a vitamin E and a Vitamin E. They are all the same but by labeling and segmenting and saying this is made specifically for motor cycle riders, if you had your own motor cycle nutritionals that was drop shipped, you have all of a sudden taken your niche which Harley Davidson  motor cycle riding and broadened it into nutritionals but still staying within the health alert category.

TOM: Yeh. Do you have experience with nutritionals?

RON: But I bet Kevin can remember that guy on the east coast called uh…

KEVIN: Buck Risby

RON: Yeh he does and if you contact him for $500 he will give you a whole systemized way of setting it up and who to contact to get your nutritionals built. I remember reading one time and he said he has a kind of a turn-key system for nutritionals

KEVIN: Yes

JACK: Kevin this is Jack. I have just two questions.

KEVIN: Go right ahead Jack

JACK: The first one is an insight because what I am seeing through our call if you send us the contact of everyone who is willing to share their contact.

KEVIN: Yes

JACK: And I wanted to know if we can make a mastermind group so that we can help each other to set our products or whatever. How is that idea for everyone?

KEVIN: In fact a lot of people have asked about that and I am going to organize that. I know Victoria had asked that and I have been getting a lot of emails from people who have participated in the training and they said they wanted to do something ongoing. 
So I am going to make that available for you guys and as soon as it is available I will be shooting out an email to you guys letting you know how to participate in all that because we definitely want to keep this going forward. 
The thing is we have been talking with Tom primarily but the thing is that there is a lot of you- I know Ron has got stuff going on, I know Kevin and Annissa got stuff going on. There is an overwhelming majority of you that took part in this live training that already have stuff happening and I want to continue this. 

I don’t want it to just end here just because we are done with the training per se, but I want it to continue on and when it gets going even more I want to continue walking you through the next steps, which are going to be a little bit different for each one of you depending on what you are doing. 
I mean like for Tom obviously the next step for him is that once he has got this ride under his belt and he’s got a video product now the next step is lets start offering the video. 
Then once we do that what our next step-what do we want to offer. And part of that comes from interacting with people on his list and finding out what they want and getting their comments on the initial product. Right now we don’t know what all that is but I know how to keep you moving forward and that’s exactly what I want to do. So yes Jack we re definitely going to make that available for you guys.

JACK: Thank you Kevin and the second question is my personal issue because my goal is to build an online business and I am trying to put joint ventures on together in the self-development scene. I have already gathered around 300 contacts of great experts, leaders, coaches and great speakers. I already have this list of contacts and I already listed my domain name which is lifeimprovingstrategies.com. Now because I really thought about my ideal lifestyle, I don’t want to bother with products of my own. I just want to promote great products that are out there to help people improve their lives.

KEVIN: So basically you want to become a conduit and put other people who already have good quality materials out there. You want to make their materials available to other people. 

JACK: Yes

KEVIN: Got you. Very good. Just basically doing joint ventures and that sort of thing.

JACK: Yes and I was wondering because I don’t have the product on my own, how can I start? I have the contacts of great experts that I know personally like Joe Vitally, James Atwood or some other...

Kevin: you know a lot of these people personally. 

JACK: Yes

KEVIN: Here’s all you do. This is one of the things I did when I very first got started. All you got to do is contact some of these people and say “Hey do you have something of value, whether it is a report an audio or video or what have you, that I can use as a lead generation tool to entice people? I am going to make your information available to other people in exchange for you contact information and so that I can build a subscriber list. 
Then what I want to do is I want to then introduce them to people like you. That’s the whole purpose of me doing what I want to do.” Now these people will typically have something in place for that purpose because they use that in their own business already and they will be more than happy to let you have it and use it because it will help generate more word of mouth for them as well. Does that make any sense to you?

JACK: Yes sure and how do I get promoting…?

KEVIN: Well once you have got some material or something of value that they provided to you, now you just put together your whole thing of you’re offering this information in exchange for their name and email address.  If you have 300 contacts, you could easily end up with almost 300 pieces of information and that’s not going to do you much good. 
Anybody that you get as a subscriber you are going just put them on information overload and you don’t want to do that either. You want to spoon feed them so that they don’t get on information overload, and what I have been doing here is I want to paint the big picture for you about what you’re going to get but I don’t all of a sudden just hand you a semi-truck load of stuff and say here you go. 
If I dropped that off in your driveway you would be like oh my gosh where do I start. 

All you need is a couple of good things that are of really good value and just say “This is what I am all about and to kind of give you an idea of what I am all about and what I am doing here, I have talked to a couple of my friends so and so, and we have put this together for you and when you give me your name and email address, you will get access to this information right here and right now. 
Not only that as time as time goes forward I am going to continue giving you access to more information”- then you just list a handful of people that they are going to be hearing from –“ and I am going to be introducing you to them. I am personal friends with these people and I am going to do something that nobody else can- I am going to make personal introductions for you to these people.” 

And now that’s a huge huge thing.  It’s not a huge thing in what I do but it is definitely part of what I do in that I do introduce my subscribers to people that I know that left on their own accord and they would never meet if I was not the conduit. 
People like Joe Polish, Gary Gunderson. Buck Risby’s name just came up and I just recently did a project with Buck and now granted, he is specifically in the health supplements market and I let people on my list know about that. 
I told them right up front “I am going to introduce you to my friend Buck and this is what Buck does and this may not be a right fit for you but for some of you it is going to be an exact right fit and this is going to be right up your alley and just what you were looking for.” 

We had several hundred people sign up for the event with Buck and a bunch of those people were like “yep this is what I was looking for. This is a perfect fit for me.”  
And you have the same kind of thing. You get to introduce them to all these people via your website, via email and online videos or audios or reports or information and all that stuff. When you introduce them to all these people that left of their own accord, they would never have the opportunity to meet. 
That’s really the big benefit of what you have to offer-that you are personal friends of these people and you can get to introduce the other people on your list to them.

JACK: Thank you Kevin. What’s missing for me here is, I have no problem asking people even if I don’t know them if they have something of value to offer to market for them-this is not an issue for me. But I was wondering where to start because I have to build a list?

KEVIN: Well you can definitely get set up as an affiliate with them too but the way it starts is that you just contact them. For example I know for a fact because one of my good friends told me this and I have never contacted his office to do this myself but one of the things that I found out is that the thing is with these big authors is that – and my friend was specifically telling me about Brian Tracy and those of you on the line probably know who Brian Tracy is right?  
He’s a big motivational speaker and he has been around for years. 
Well Brian Tracey will do personal interviews and the reason he does personal interviews is because it helps him promote his books and all that kind of stuff. 
And my friend actually did a personal interview with Brian Tracy and all he did was call Brian Tracey’s office and say, “My name is so and so and I would like to do an interview with Brian if possible about his latest book” and of course Tim had already read his latest book and so he kind of knew what to interview him about but they set up the interview. 

He was able to interview Brian Tracy and now it lends to his credibility as well because people are like “Gosh this guy Tim must be somebody because he just interviewed Brian Tracy.” 
It builds credibility for you but its so simple-all you have to do is get a hold of them and say “Hey this is what I would like to do”, and when you are going to be able to spread the word about them, what they have got going and what they are passionate about, they are going to be like “Yeh I will do that.” Okay maybe not everybody will but most of these people they are going to do that and they are going to provide material to you too and not only that, they have already got material put together for that purpose.

JACK: Yes

KEVIN: so your next step is just to start contacting some of these people and like I said you don’t need to get tons of stuff in order to get started. You just need a couple of things to get started

JACK: Yes that is why I wanted to make this lifestyle because I don’t want to spend hours and hours in my life any longer so that’s why I came up with this idea. I am definitely passionate about this personal development.

KEVIN: This sounds like it is in complete alignment with what you  want, what you are passionate about, what would excite you and it sounds to me it would totally excite you if you become a conduit where you get to introduce all these people to other people and get compensated for doing that.

JACK: Yes

KEVIN: So then this is a right fit and match for you then?

JACK: Ok then. Thank you Kevin

KEVIN: You’re welcome

ADRIAN: Kevin this is Adrian. I have a question that goes back to something you were talking about earlier with getting to that first hurdle and getting over it. I find myself very motivated on the phone calls, it sounds so easy and I sit in front of the computer and I go blank and my family distracts me. I am having a hard time getting some traction. What are some techniques, what are some things you use to be able to get over that because you did mention that it wasn’t always easy?

KEVIN: Sure and I totally understand where you are coming from. We actually started this call talking about what my life is like right now and having two  little ones in the home and how I need to help Lisa out and so I totally get where you are coming from . And the thing is even though I haven’t always had two little ones in the home like this my life has always been just like what you are talking about. 
Things happen. 
You get on calls like this and you get inspired and you see other people making stuff happen and then you say I am going to make stuff happen and that might even last for a day, two days or a week but then life happens. I will also say too Adrian, we are also our own worst critics as far as I am not getting enough done, I am not making progress, or I am hung up or whatever

ADRIAN: or I really didn’t want to read this…and I recognize I am allowing myself to get distracted because it’s a little bit of the fear of succeeding, of putting myself out there. I have wanted to write like for 10years…

KEVIN: you’re right and that’s a very real thing-the fear of succeeding. We have heard all kinds of comments through our entire life like our parents said “Money doesn’t grow on trees. What do you think? I am made of money” or whatever. 
So all this programming that we have had that success is not easy and it’s difficult and even when you get it, it might not last, so there is this fear associated with it. There is also this fear of putting ourselves out there as well and I used to feel that way.

Let me answer your question about how do I stay on track. The way I stay on track is simply this- I participate in a lot of events like this and I am just like you. 
I run my business right out of my home and I have life going on and I am not continually surrounded by people. I am kind of like this one man show, almost like a renegade doing it on my own and I do have people who I can call on. I have friends, I have acquaintances, I have other people in business I can call on and I do spend time with them on the phone on a regular basis. 
I have got mentors that I pay such as Matt Furey, Michael Cage, and Joe Polish for consulting. Then I have got other friends of mine that are also business owners-they can be online business owners or offline business owners. 
For example, Kevin and Annissa Coy, they are good friends of mine and they don’t run an online business, well not yet anyway but they run a very successful offline business and I talk with them regularly. By the way are they on the line right now by chance? Ok. So I have got lots of people that I associate with .Now you have got this group and Adrian do you have the contact information I gave you for everybody in this group?

ADRIAN: Yes I do

KEVIN: I can assure you that you can call anybody on that list and introduce yourself and say hey my name is Adrian and I was on that lifestyle Blueprint training that we did with Kevin and stuff and they would be more than happy to talk to you and would not shut the phone down on you by any means whatsoever

ADRIAN: And I would be happy to talk to anybody that calls me

KEVIN: Sure and so you have got that at your disposal and you can call those people whenever you wanted to. My friend Patty Marsh she really explained this best. Last September I was at a seminar down in Phoenix and she did this presentation the last day of the event and she was talking about how do you guys all feel right now? 
And we were like “Oh man we feel awesome”. She said “Yeh and you are all excited to get back home to your businesses and putting to work the stuff you learnt here, aren’t you?” And everybody is like “Yeh I can’t wait to get back home and taking things to the next level.” 
She had this big whiteboard up there and she drew this big huge circle on the right side of the white board and she says “This circle represents your dreams, your goals and where you see your business and your life going and all that.”  
Now on the left side of the board she drew a little circle and she goes “This is you right here, right now as I am talking to you and you thinking about getting home and reaching that big vision that you see for yourself.”

Then she draws this straight line from where we are right now to this big vision and she goes “So you think you are just going to go home and make a straight beeline to the circle and voila you’ll be arriving at your big vision? 
She said “No that would be crazy.” She starts drawing this big zig zag, up and down and she goes “You are going to go home and it’s going to be life. Life is this rollercoaster. 
You have this straight line which would be great but the reality you have got these ups and down. You have ups that are way better than what would just be normal and straight and you have got these downs that are lower than that.” 
She says “Now your ability and where you will excel is learning in how to deal with reality. The reality of ups and downs of day to day life. That’s how it is and there’s not anything anybody to change it and you ain’t the only one going through it. Everybody goes through that and your ability is just to deal with it.”

So the way that you deal with it, the way you handle it- that’s where you excel. That’s what really separates you from most people because most people don’t know how to handles the ups and downs of day to day life so Adrian that’s exactly the question that you asked and I don’t know what’s going to be a right fit for you. 
I can just tell you like I did what the right fit was for me and the right fit for me  is that I have people in friends and acquaintances and some of them I pay and others I don’t pay, that I can call on and talk about things. If I am having a challenge I can talk about that and sometimes I couldn’t see the answer to save my life but because they are totally not emotionally connected and they have no vested stake in it at all, can offer me advice and say “Gosh Kev all you need to do is this.” I am like “Oh wow I never thought of that.” 
We have had a couple of those moments today. Like Tom has had a couple of them today. You said “Wow I have never looked at it that way before.” 

For you Adrian as I said I don’t know what is going to be right for you but my guess is something similar of having people that you can call on and email and that you can just stay in touch with and realize that your life isn’t any different from anybody else’s life and that its never going to change either. 
It’s just how do we handle it and how do we keep making forward progress. That’s the other big thing-that we keep seeing forward progress because that is what keeps us motivated, seeing forward momentum.

ADRIAN: Right. I am going to grab my house coat and go set a lunch date with Tom over there because he lives less than an hour away from me

KEVIN: Oh really. Well there you go

TOM: Maybe we’ll have a ride and we’ll come up to you. Absolutely let’s get together

ADRIAN: All right. Yeh I need to tell my husband about your ride. They went to the BMW last summer and they had a ball. I have just one more question. You and I had talked about the parenting book that I think is a unique approach that I haven’t seen done before and in writing it as I have been developing my ideas and thinking about this, I am thinking that’s not going to be the end. I am thinking  and I  have researched more on family coaching and so I am thinking it will go into other products and services in that line of thinking.  Do you have any ideas along those lines? I love how everyone has kind of chimed in for other people, but I guess it will be a logical progression as I get going. I am just having a hard time connecting the two- it almost seems too different to me.

KEVIN: The book and doing family coaching?

ADRIAN: Yes

KEVIN: Ok tell me about the book and how you are going to present the book?

ADRIAN: Ok I will do the first chapter as a free report and offer the rest of the book for sale.

KEVIN: Yeh and you don’t necessarily need to offer the first chapter as a free report. You just offer the first chapter in exchange for name and email address. Then the other thing is because you have done that and the book is still in progress you can actually do this-  one of my clients is doing this as she was writing a book on how to write a winning resume and she didn’t offer a free chapter. Her squeeze page was ‘I am writing this book on how to write a winning resume and what I need to know is what is your biggest question or concern when it comes to writing a winning resume in getting the job that you want for the salary you want to make and just enter your name and email and comment below and I will let you know as soon as the book is ready to go.’ So basically they provided her with the content for the book

ADRIAN: Ok

KEVIN: So that was a strategy that she used. As far as the book and tying that into coaching, there needs to be a bigger jump from writing a book and coaching. It depends. You could do low end coaching like$29.97 a month which is not a difficult sell at all and in fact you can do that as a kind of continuity offer sort of thing where you get the book and you get a month or two of coaching included with the book then after that then you automatically bill them whatever you are going to bill them each month. 
Now if it is a low end thing like $29 or $30 that’s fine with the book offer, but you can’t do a book offer for say $29 and put them into continuity coaching at say $397 a month. You are going to have nothing but problems. That won’t fly. 
But you can certainly offer a book at a low end price point and a couple of months of coaching and put them into some kind of continuity program for say $29.97 a month. 

My friend Joe Polish for example, he’s been doing what he calls the Genius Network Interview for well over 10 years and I don’t know what he charges for it now –I think it’s like $29.97 or $39.97 a month and I have been a subscriber to that thing for years and all he does is that once a month he interviews somebody and then he records it and send it out on CD and he charges $29 or $39 a month for it. 
So for something like that you could put some content together and send it out on CD and you could have a continuity program where you give them a month or two of it at no charge with the book and then they just keep on getting it for as long as they want to.

ADRIAN: I like that idea. Ok thank you very much

KEVIN: You’re welcome. Well I’ll tell you what this call went on way much longer than we normally do and that’s why I kind of broke it up in the middle so that I would have two separate recordings. So have you found this valuable, have I wrapped everything up for you guys?

ANDY: This was a great call

ADRIAN: Definitely

TOM: Fabulous

KEVIN: Like I said, you guys all have each others contact information unless for any reason you had asked not to have me share your information with anybody else so you would not be on that list. 
Everybody who did agree to share their contact information you are all on that list and you all have it. You heard the reaction when I made the comment to Adrian that I am sure you can contact anybody on that list and introduce yourself and they would not have a problem talking with you and there’s no reason why any of you couldn’t do that. 
We have had some very bright people who were in this initial group and going forward there is going to a whole lot of people who get access to this information and this training that we have done, and I will be in contact with you guys. 
I will not leave you hanging; this is not like the end of things with this. We are going to be doing ongoing coaching and all of that and I will be in touch with you as far as that goes and how to participate. I will also be in touch with you cuz I also have got other materials that I am still working on and still compiling for you that I will get to you as well.

With that this training series has been far more than I could have ever imagined. I had this idea of what it was going to look like before we started this whole thing and any idea that I had or any vision I had has been far surpassed at this point. 
I want to thank you for all your interaction because you contributed to that and I know I am just really excited into getting this into peoples hands and sharing it with them and hearing the results they are going to have and hearing the results from you guys and continue moving forward with you. 

Any last comments before we close up? What I would like to hear before we close up is if anybody has one big thing or an aha that you got as a result of going through this training.

ANDY: Oh I did Kev and you probably pushed me over the edge and it worked. It worked really good and I will be updating you on my progress.

KEVIN: Ok that sounds good. Andy is there one thing in particular that just really hit home that you said this is just going to make a world of difference for me going forward

ANDY: I think just taking everything and putting it together and then the two interviews that you did last week, those drove it all home just to hear somebody else had done what I am planning to do. 

KEVIN: So hearing from somebody other than me who had already done this?

ANDY: Correct

KEVIN: Got you. Very good

ANDY: Well that was my aha moment

KEVIN: Thanks. Anybody else

TOM: I would like to say something

KEVIN: Go ahead Tom

TOM: The aha for me was patience and staying with the process and plodding along and doing the work that has been recommended until the aha came. As you said we are just going to keep reaching milestones –I don’t have to know the whole thing in order to be successful. I just need to do the next right thing and as I do that it gets revealed to and that’s what I am grateful for the most and of course everything that you have offered. Thank you.

KEVIN: You bet. You bring up a good point because that is exactly how it ends up happening when you get on this path and your passionate about what you do and you have got this sense of this is how I see myself interacting with other people and providing value to them and obviously getting compensated for that, when you get on that path and your passionate about it, everything else seems to come into place. 
The knowledge you need to have, the resources you need to have, the people you need to meet-everything else comes into place and that is what happens. You have experienced it and I have experienced it for years now- that what I need to have ends up  kind of manifesting itself in my business and in my life and what have you. 
That makes me feel so awesome to hear you say that you are now experiencing that. Going down the road we are going to hear a whole lot more of you saying that because that is what is going to happen for you. So thanks so much for that Tom

TOM: You have just started hearing about me …..

KEVIN: Ha ha. Ok anybody else? All right the lines got quiet all of a sudden so I wont poke and prod so okay with that we will close out this call and once again this was an incredible experience for me and as I am sure it was for you too and I will be in touch with you and we will keep everyone of you moving forward. Have a great day everybody and we will be in touch with you. Bye

OTHERS: Bye

Lifestyle-Business Interview
Ron Mead

KEVIN: Ok so what we are doing now is kind of a bonus if you will for the Lifestyle Blueprint Business Training. What we are doing today is actually talking to a gentleman Ron Mead and Ron I want to welcome you to the column and I want to start right off thanking you for doing this interview with me. 

RON: It’s my pleasure. No problem.

KEVIN: I know that you first came to my attention when you got a hold of my secretary after you heard me originally talking about this whole Lifestyle Blueprint Business training and I ended up reaching back out to you. What was interesting was that the message from my secretary was essentially that there was is this guy Ron and he was on this television seminar that you did and he has already got an extremely successful business and she actually threw out some dollar figures. So that right away caught my attention. I thought ‘Ok I need to get a hold of this guy and find out who he is. He’s curious about this lifestyle business training and he just had a couple of questions for you.’ Ron, now that was the first point when I knew who you were and you had obviously found out about me prior to that. So how did you first find out about me?

RON: Well like a lot of internet marketers, I was on a lot of people’s lists and I get quite a few emails every day, and it was in one of those emails that I happened to see something that you were doing and from the flavor of your email, I felt that you and I were of kindred spirits. I could tell that what was shining through in your email message was your attention to education and that was one of the things that I value and one of the things I try to do with my folks and that attracted me.

I have been an entrepreneur all my life. My wife tells me that I am unemployable and no one will hire me because I don’t do things in an orthodox manner. When I got this indication that I wanted to talk to you, I got on the phone and probably two hours later we were talking because that’s the way I am used to doing things . I don’t always follow the rules. I called you and we had a conversation. 

As you have mentioned, I have a relatively successful business already and my interest is in taking it to the next level and I am always ready to listen to others who have been down that path prior and I can either replicate what they have done or steal some of their ideas! So that’s how we came together.

KEVIN: Yes. The whole training series that we have been doing is going to be turned into a product and my goal is to get this product into the hands of as many people as I possible can. There are going to be two kinds of people that are going to be listening to this training series and listening to this interview that you and I are doing right now. The first kind of person is going to be someone who has the idea that they would like to have a business of their own, but they have not yet done so and so they have never made money in that way and so to them their thought is ‘If I could just have a business that made me a lot of money, life would be grand, all my problems would be solved and everything would be a bed of roses.’

 Of course you and I know better than that because you know you and I have both been there. And that’s how we used to think. The other person who is going to be on this call is the kind of person who has already been in a business or had a business of their own, maybe they are  a professional like a doctor or chiropractor or dentist or some other kind of professional who runs a practice. 
They have gone through a lot of training, they have invested a lot of money, time and effort to get to the point that they are in right now and maybe right now they are sitting in one of two positions. Either sitting around and looking at what they have created and they are kind of content with it but feel there should be something more that I should be getting from all this or they are looking at what they have created and saying this isn’t what I envisioned at all.

I have been there in both situations. When I started my very first business in 1996,  my goal was is if I could just have a business that was making money then  life would be grand and a few years later, I got to that point and when I got there that business was running my life . 
I found out that ‘Ok I don’t care how much money I am making, this stinks.’ When you and I first met, you use a similar model to what I use in my own business. You have a similar philosophy that I do. I am curious to know how you got into doing what you did and what was your original motivation for doing it.

RON: I have a background in the restaurant business. I started as a busboy, worked my way up to owner and did that for 23 years and in the late 1980s I decided to get out of that business for the very reason that you talked about - that business was running me. I was making good money and had a successful operation, but it was 7 days a week and sometimes late into the night or early into the morning. I got out of that and I kind of floundered around for a few years.

I had always had a real estate license for personal investing and so I thought it was probably time I put that to work and in the mid 1990s, I started doing seminars on real estate investing and finance. 
About that same time my folks passed away. My father died in 1995 and my mom in 1996 and I ended up inheriting a property about 250 miles from where Sharon and I live in Portland, Oregon which is just down the coast from where Kevin lives. 
I had to make numerous trips back and forth to the coast to my folks place to get rid of it. 
And it was during one of those trips that it all came to me that if someone were to make me an offer on my folk’s property, I would take it just to get rid of the business even if it wasn’t exactly what I wanted.

It took me 7 months to sell the property and when I was finished I was like that was a heck of a lot of work and so I came back to Portland and said to Sharon, “I bet I can go down to the court house and figure out some way I could contact other people who had inherited property and see if they might be interested in selling to me at a discount.” 

So that was a concept that I called ‘Probate Real Estate’ for a lack of a more inventive term and so that is what I started doing in the late 1990s and I worked for about four months and I finally put together my first little deal and I made $9300 which wasn’t a lot of money but it kind of proved to me that there was a business in there somewhere. 
So I went on to do that. I also owned a mortgage company on the side and that was most of my time and I did this and for the next 8 years I just probated as a secondary income but it was pretty profitable and it worked well for me. I got tired of the mortgage business and phased that out.

Finally in late 2004 a lady came to me and said can you explain the probate business to me. And I said sure and I explained the business to her in a three hour meeting and when I was leaving, she said “What do I owe you?” and I said “I didn’t realize we had talked for this long and quite frankly you don’t owe me anything.” She said, “Let me tell you something. You have a valuable piece of knowledge and if you wrote a book about that and put it on the internet I think you would be very successful.” So that’s how the whole idea came about. It turned out she was going to help me. 

She has some Microsoft experience and quite frankly I tell everybody and this is not an exaggeration I could open an email, but I am not sure. I was coming from a position way below ground level. I am older than most of the folks on this line and so I didn’t have a computer background, I didn’t grow up with a computer, and I didn’t know anything about it. 
At that point I had one but it was for appearances only. I went through the normal learning curve with alot of people. I didn’t know how to write a book, but I kind of figured out I would write like I talked so I did that and my wife kept looking at it and said that’s good or that’s not and we changed it.

By mid 2005 I had a book and then I started going through the normal procedure. I found a web designer and a host and that didn’t work. 
That cost me about $2000 and I had to back up and find another one. Then the other one didn’t work and that was a couple grand there and finally one day a person I met told me about this lady in Virginia. I called her and in about twenty four hours for $500 or $600, she had everything up and running. It was a laborious process but it worked. 
At that point I had a business in place and the first month I had $832 and in Oregon we have a bottle return bill and my wife kidded me and said you could have made more money picking pop bottles and returning them to the grocery store! I said wait a minute, I think we got something here. 

Before you came on the line today, some of the questions coming up were reminiscent of my early couple of years in that I didn’t know the nuts and bolts. I didn’t know step 1, step 2, step 3, step 4, step 5….and so I went out and acquired a couple of things that were really helpful to me and I will pass those on. 
I don’t know if they would be helpful to the folks on this call. There were two documents that I purchased. One was by Yanic Silver and Jim Edwards had a book called something like “30days to profits on the internet”

KEVIN: Oh yes I remember that 

RON: It had ‘Do this on day one, do this on day two, do this on day three, and do this on day four.’ And quite frankly by the time I got to day 2, I was behind. I had no knowledge base, but at least it told me the sequence of the things I had to do. Then the second thing that came up was…I knew that marketing was the key. 
Since I had a restaurant background , I said if I had a restaurant in the Mojave Desert, my restaurant won’t probably be successful because I don’t have any people coming by my restaurant. So I thought how to get people come by my website.

I was introduced to a fellow named Terry Marshall about that time. I had gone to a conference in Chicago because interestingly in my 7th month I had reached $10,000 in volume and people were wondering how I was doing that because my book was only $19 so you need to sell a lot of books to generate that kind of revenue. 
And I didn’t quite have an answer. I was using Google Adwords. That was the method I had decided to promote my book and at that point I remember specifically meeting Terry and him asking what kind of return on investment (ROI) are you making. 
At that point I was getting $8.31, so for every dollar in Google Adwords that I spent, I was getting $8.31 in revenue. Well Terry’s eyeballs got really large and he said “How the heck are you doing that?” and I said, “I don’t know. It must be just luck”

But I am a good student and I think the benefit I have is that I am used to working on my own, so I have never been a W2 employee-maybe one time I did a little bit. I am used to discovery, I am used to self discipline, and I am used to being responsible for all things good and bad and so when I decided to do this I really just did. 
That’s kind of how we got started. We came out with a digital download book initially at $19 and then I boosted the price to $27 and then I went to $37, then $47, then $59.95 then $99 and then back to $59.95, testing price points to see which one would sell and it turned out $59.95 was the sweet spot for me. Then the next thing that happened was the download concept was difficult for some of my customers because some of them were older and didn’t know what downloading meant. 
So I went over to Office Depot and bought myself some binding equipment and the materials to go with it. We brought out what we call a hard copy of our book and if people want to order hard copy, we charge them $10 more for that and an additional $5 for postage and handling and we set up an account with the post office using USPS Priority Mail and we quick and ship and we do all of our won fulfillment. We still do in fact and that was the second generation of the first product.

The second product we came out was called ‘Make a Flip and Fortune’, which was a book on guerilla financing for real estate based on what I did and then we combined the first two books and did a combo package on that.  I wrote a couple more books and all this time we were operating this business and for a long time my wife worked. 
Then one day the mortgage business which she worked in, things got slower and she came home and said, “They don’t need me anymore.” She thought that was pretty traumatic but I thought it was a blessing because now we can work together and we have for the last two and half years. 
I say Sharon kind of cleans up all my messes, I go out and make a mess and she fixes it. She is very good at administration and fulfillment and all those things that I am not very good at. I am good at creation and putting things together. 

That’s how the business progressed and in 2008, someone encouraged me and I had been asked a lot if I do seminars and what I do. 
I have been to a lot of seminars like you’ve been Kevin and I kind of get turned off because they charge a lot of money for the seminar and when you get there, it turns out there a bunch of people out there trying to induce you to buy their product. 
Wait a minute, I just paid $3000 for the ticket to get into this show and now you want me to charge me for these other things. I never liked that model. 
But I had gone to a conference in New Orleans and as I was flying home I thought what if I were to hire a camera crew to follow me around rather than talk about a transaction in an academic setting, but what if they actually film me doing a transaction. 

So I did that when I got back. I got a crew that makes television commercials and they followed me around for a week and we produced a four hour DVD series of me actually doing a probate transaction. 
We took the cameras into the court house and did the research, went to a house and did inspections, interviewing the seller etc. 
We brought that out and tested various price points on that and we ended up at $297 for that and that now is far and away our most sought after product. 
People really enjoy that. 

That’s kind of the nuts and bolts but what I want to get across to you and your listeners is that through out all this, my restaurant background really came in to play because most restaurateurs have pretty good customer service or they are not going to be around for very long. So you better orient yourself towards the customer. 
I naturally did that and even though you and I had never met until the conversations we had, it seemed like our style and philosophy is exactly the same.

KEVIN: Yes

RON: You have to feel the relationship with your people and you have to be truly dedicated to what you are doing. I really enjoy what I do. I believe the information I am passing on to my people is really valuable and is far more valuable than what I charge and I tell everybody I am an educator/marketer. 
I have to market my products but I am primarily here to teach others the strategies I have come up with. And the reason I think that is a distinction, and I know you will validate this Kevin, is that many people are doing it backwards. They are just lying. 
They are marketers...they will just go buy the product and put their name on it and all of a sudden that’s their product and they are making money. That has never been my focus. We make pretty good money, that’s for sure, but that’s a result of the service that we give and not the other way around.

KEVIN: Absolutely. You mentioned a ton in there but there a couple of things I want to draw people’s attention to is about this whole business model. By the way we should let everybody know your website is buyprobateproperty.com is where you will find Rons website. 
You have this business and I don’t know if you want to talk the figures that your doing or not, but I will say by anybody’s standards you have an extremely successful business and like me, you run it out of your home and like me, you have your wife running the whole show and you enjoy doing what you do. 
Like you, I used to do all the fulfillment and my wife did it too until she got pregnant with Buck and she even still wanted to do it but it in the final months of pregnancy, it was becoming more and more difficult and I just wanted to take the burden off her. 

So we outsourced it but up till around that point, her and I did everything for this business right in-house and now I have outsourced a lot more things. 
Now that’s the luxury we get- we can do that if we want to and we can decide I am going to handle this myself if I like doing it and if I don’t necessarily like doing it or if this isn’t fitting into the lifestyle I want to live, then I have got other options. 
But what I want to get back to is this whole probate thing. It just kind of happened and in the course of taking care of your parents place that led to the next thing, then somebody asked you “Hey how did you do that?” and that conversation with that one woman spurred this whole business that you have right now.

RON: That would be a point I would make to everybody that  one thing that you and I have in common for certain Kevin, is that neither of us are fearful. 
We don’t have any fear of making a mistake so people will often ask me, “Well Ron I don’t quite understand the whole thing and I can’t get started.” 
One of the things I offer is 30 days free email support if you buy my book and so I get quite a few emails. One of the things I notice is quite a bit of fear and I believe this would be helpful to all the people listening to this is that you’ve just got to remove that part. When I was first starting and still today, I don’t know exactly what I am going to do next, but I am certainly doing something today and making some movement to move forward. 

Now have I made some mistakes-heck yes I have. I have got a couple of them that even cost me money but I am not concerned about that. 
I have certainly made more good decisions than I have made bad ones, so to sit back and not make that movement and not take that next step is really paralyzing and that is what prohibits people from starting. I don’t know this and I don’t know that. Well you do have some nuts and bolts.

I forgot to mention another thing that is really valuable is Nitro Blueprint from Kevin Wilke. That’s another format in addition to from to Jim and Yanic’s book. 
That’s Nitro Blueprint from Kevin Wilke if you want to know step 1, step 2, and step 3. I would hope that all the folks listening would understand that you and I probably 90% of the time in the first two or three years didn’t know exactly what we were doing. We were just doing this. 
These two worked and this two didn’t, we did some more of this and we need to stop that. You know a good example is Google Adwords. When I started Google Adwords I revealed I was 8.31 ROI. Well about four and a half years later I stopped using Google Adwords because I dropped below 1:1. 

I was getting less than a dollar for every dollar I spent so at that point I said I am not doing that anymore. I am not here to make Google rich so there was a strategy that I used for about two and a half years or 3 years as I recall and it ran its course and I started writing articles and I committed to writing one article every day. 
For about 5 months I wrote articles on probate everywhere and we started doing article submission all over the internet and now you will find me all over, everywhere. I found a guy In Chicago and he said for $200 a month he will do SEO for me and I said “Ok buddy you got it.” So you can look up all the keywords related to probate, probate real estate, probate investing, probate education and I have got 60 or so pages with first page ranking. 

The point being I have gone through an evolutionary process and I am not doing the same thing I did today that I did four years ago when I got started. I had to change, to adapt, and to add things but the one thing that is consistent, and I am going to beat this horse to death, is I have worked on developing my relationship with my email list. I now have about 11,000 subscribers which you know Kevin is not big but for someone starting it sounds like a hell of a lot. 
I will give you a couple of figures to show you what can be done with that kind of list. I communicate with them two to three times a week; sometimes I am talking about probates, sometimes I am not. I could be talking about motivation; I could be talking about fear. I try to give them content that is relevant and sometimes I will give someone who once subscribed for my list and said I want you to talk about probate and you are not talking about probate, so I don’t want anymore emails from you. I say fine and that’s okay.

Two stories I can relate to directly about relationship is unbeknownst to you and me we did a similar event almost at the same time. I decided in February this past year to hold a probate mastery conference here in Portland. Now, for someone who lives in Tennessee or Oklahoma or Virginia, Oregon seems like we are off the face of the earth but I offered a very limited mastery conference. 
We limited it to 7 people. We charged $5000 per person for that. Now that’s a little bit deceptive in that we paid airfare, we paid hotel rooms, we paid for food. So literally, you could get on the airplane and it wouldn’t cost you a penny once you left home. But we limited it to 7 people and we put them up in a very nice hotel and we had a board room where we met everyday. 

We were able to fill up that conference in about 24 hours so you don’t need to be a mathematical genius to figure that was $35000 that we did in 24 hours based on an email and a teleconference. 
I did about half an hour on the phone; I posted it to the website saying this is what you get. One thing we did do that was a little bit different than most is that we offered that price at $4997 and we said if you will call in today and talk to The Darling Bride Sharon-that’s another thing I’ve done, I’ve branded 3 people in our community. 
I am The Probate Guy, my wife is Sharon The Darling Bride and our dog is Angel The Wonder Dog. 
We talk about them all the time and people refer to them just like they know us and so we are trying to develop that relationship. 
But we had an offer on that conference that if you called us on that day we would give you $1000 credit for your airfare and we filled up the conference in one day. All we did was charge people $3997 and they kept the $1000 for the airfare and that’s a marketing tool and I thought it was a pretty good one.

KEVIN: Yes

RON: Because we had the relationship with the list already, when we went back to the list they had already said to us, “We would like to have personal training.” We were able to have them come to Portland, spend 3 days with us and get very personalized one -on- one training. 
We had them do an analysis on the last day and we had them rank various things that we did but overall we achieved a 9.41 score out of 10 from the people who attended. So that’s how we did that job. 
The point of the story is we didn’t sell that conference in February. We started selling that conference back in 2005 by building that relationship with the list and that is what your focus has been is the personal relationship, the personal attention. And you almost need to have that or you don’t. You can’t fake that part

KEVIN: No

RON: Your either interested in your students or you are not

KEVIN: Yes

RON: Anyway that was one example and then this week we brought out a new product and I think we sold about $4000 of that yesterday and today

KEVIN: Oh very good

RON: Those are two examples that if your list believes you are able or are interested in them and you are there for their benefit. I do a lot of surveys and I put a bunch of questions in and they tell me what they want ,then  I go produce what they want and when I go back to them I know I am going to sell it. I hope I didn’t ramble too much

KEVIN: No. I just want to bring up a couple of points that you did touch on and none of this would be possible and people need to gather this about you, is that if  you are not passionate about what you do , then there is definitely a problem. It comes through loud and clear that you are totally passionate about what you do. 
You are not out to just to make a buck. You enjoy doing what you do, and you enjoy communicating with your subscribers on your list. 
They know that you care about them. All this stuff we have been talking about in this whole training series, you are like a perfect example of this. 
The other thing that you brought up and I understand where people are coming from-they want to know what the steps are. “What’s my step, how am I going to get from point A to point B” and by the same token, there is a fine line between giving people everything and giving them what they need to start seeing some progress. 
They could get us locked in a room for a week and we could do nothing but share from our hearts for a whole week straight and it would still be impossible to tell people everything that we know. 
And the thing is if we try to give somebody everything that we know, then we are going to do nothing but succeed in completely overwhelming them and I understand people want to know what are the steps.

 Even Tom was asking before we started recording, “Okay I get a lot of this but what are my steps, what do I need to do?” The thing is I don’t want is to overwhelm people by showing people the whole road map. 
We are going to get you started, we are going to get you to that first mile post then once your there we will get you to the next one and then the next one. And my goal for you is that we just see progress. 
Yes you are going to make mistakes and you brought that up too and you are absolutely right there are a lot of things we have in common. One thing that tops the list is that we are not afraid to make mistakes and I don’t know about you but the way I view mistakes is, mistakes are actually a good thing. 

My friend Matt Fury, who has also been one of my mentors for many years, explains mistakes as kind of like a guided missile. 
A guided missile once launched, is off course most of the time, but it is constantly recorrecting itself so that in the end it hits its intended target. 
And we too are going to be off-target a lot of the time and mistakes are our course correction. That is what keeps us on track, so that in the end we hit our intended target or reach our intended goal but mistakes are how we do that. And the thing is mistakes are not a bad thing, but actually a good thing because they let us know what works and what doesn’t work. 

We can make a whole lot of mistakes that lead to one discovery that can make up for a whole lot of mistakes. Even if they cost us money, the discoveries that they allow us to make, we can leverage them and they can then be used over and over again. 
It’s priceless. And none of that would have happened and neither one of us would be where we are at all, if we would have gotten to the point of –“I want to do this but I am paralyzed because I don’t want to make any mistakes, mistakes are a bad thing, I don’t want to make mistakes.” So that’s a biggie right there. 

Now with your situation, the big thing for you when we were first talking about taking part in this training, was not the money but you had said “Kevin my time is very important to me and I just need to know that if I commit to this thing that I am going to get value for my time invested in this.” 
I assured you that you would and why don’t you share a little bit about the big opportunity that is in front of you right now. I want to bring this up because there is something to be said for having a coach, someone you trust, someone you can rely on and talk to. I have had many coaches over my life in business because a lot of times our business, as much as a I am passionate about it and love doing what I do, I see it as my baby and I tend to get emotionally charged from my business. 

As a result of that sometimes, there are opportunities or challenges that might arise that I can’t figure out the solution to because I am so emotionally connected to my business and what I’ve got going on and I need outside counsel. Someone on the outside like a mentor of mine whom I completely trust and can rely on their advice, they can help me out. 
I can’t tell you how many phone conversations I have had with other people that I know and trust and I have been up against a challenge, and they are like ‘for crying out loud, this is all you need to do.’  And I am like that seems so simple but I couldn’t see the answer to save my life.

And so you and I were talking and you were talking about your next direction and after hearing your story about how you filmed this event in your home, I am just like this is a natural thing for you. So why don’t we just talk about that and what your next direction is and what are your thoughts on that and how we kind of arrived at that.

RON: Let me just comment on what you just said because that is extremely valuable. One of things that I do miss is water-cooler talk. I don’t have any water-cooler tank because most of the people who are my friends don’t have a clue about what I do. They don’t see me go to work, they are no quite sure if I own a tie.  
They are really mystified as to what I do on this computer and make money. I think quite frankly and I have not told you this Kevin, but I believe the biggest value of my participation is that you and I are going to be friends. We are friends already but I don’t mean business associates but allies because we are going to be able to converse. Once you get semi-successful, as there are still things I want to do, it is kind of hard to find people to talk to that understand what your situation is if you know what I mean. I don’t have allies that I can talk to so that would be our biggest asset.

What has come out of this and really intrigues me is that the probate field that I have been working in is that I am really passionate about it, but I’m mystified about it too. I will give you an example. 
My wife got a phone call from a fireman in Chicago. He was very emotional to begin with and we were not quite sure what was happening, but he was emotional because he said, “Your husband Ron sold me a book and charged me only$59.95 for the book and I have just completed my 12th probate transaction in the last year.” 
Well on a probate deal you’ll make anything for $5,000-20,000. Sometimes you will hit a bigger deal but that’s pretty average so we thought he made $10000 and $120,000 working part time and for most of us that’s a pretty good addition to our income. The next day we get an email from person who wanted a refund on my book because he didn’t think what I told him was valid. 
I thought about that a lot and each of these two people got exactly the same information. One of them went out and made $120,000 and other wants his $59.95 back because he thinks what I gave him is a bunch of junk.

 I am thinking- what is that? What is the difference that you can give two people the exact same information and it’s a proven strategy, not a hypothesis, but a proven strategy that works everywhere in the United States and one person will take the ball and run with it and the other wont? 
So that started me down a psychological/spiritual path that I have been on for a long time anyway since I have always been intrigued by this. I think the segment we did in the probate mastery conference, I did the last one on Sunday morning and I titled that success is never convenient and it didn’t really have any thing to do with probate but I got the most response out of that because I talked about the psychology of the entrepreneur. 
What does it take to do this? Why do some people succeed? What are the practices of our youth? 

Now I am not trying to induce anybody to do the same practice but the only thing I know how to do is what got me to where I am today and I am very open about sharing that with everyone. I have several website domain names that I bought recently and one of them is ‘prosperity is in your mind, prosperity is in your head’ and those type of things.  
I will always keep probate in operation and that’s never going to go away and I think that’s probably when you ask about numbers, I think that if I probably don’t do any work its $150-250000 a year. 

We can pay the rent and buy some beans but we are not going to get rich on that. We are going to keep that in operation for the next ten years. I am going to focus on trying to assist people in no matter what they are doing. Now this is a beaten up deal and there’s 100,000 people doing it but I still believe I can do it better and that’s the soft process of an entrepreneur. 
I just think I can relate to folks. From the conversations that I have had with people and the continuous feedback I get is that I seem to be able to take complex issues and make them very simple. And people that I know of would give me a very honest rebuttal or opinion about that if it wasn’t true. I am thinking that where I want to go is into that field is where I can take that person who hasn’t had that success before, and say “Look here are some things that have worked for me, why don’t you give it a try?”

 So I think that’s where my focus is going to go and I am really fired up about that and I have got tons and tons of books in my office that I have read and reports that I have bought and all that is going to go into the makeup of this series. 
Its somewhat similar to your evolution Kevin, in that you started out with the mould genre or niche market that you were going to work and as you went through that other people said well how could I work on the internet and then you did the numbers in bold, probably much better than I do and then from that you evolved into your blueprint which was really more about developing a business that suits you particularly, that you are passionate about, that serves your customers and doesn’t own you. 
And that really was one of the reasons I wanted to talk with you because my business right now owns me. That may be a bit of an exaggeration because some mornings we wake up and we have about $1000 more in the account than when I went to bed  so that’s kind of automatic pilot but I am still generating a lot of things to make those paydays happen if you know what I mean.

KEVIN: Uh huh

RON: I would truly like to get more to the position that you are in where my lifestyle is less dependent upon my business functioning and I can see that’s where you are . I am huge believer in a statement I heard you make, I think in session 7, that ‘If you want to be successful start hanging out with people who are a step ahead or two above you.’ 
That’s the reason I am still willing to share and help anybody that asks me questions about my online business. 
Whether they want to know about probate which is dynamic nuts and bolts or do they want to know about how to be successful in business. I am open to sharing all that stuff. Since I am an open kind of guy and if you want to get hold of me, my number is 503-746-5837. Call me and we will talk. 
I think that’s where we are going with our business Kevin and as I said I am about two or three years behind you in evolution but I am hoping to speed up the process by my association with you.

KEVIN: You know what is so interesting about this is that when you talked about this direction that you want to go in with your business, you didn’t throw any numbers out there at all and I will quantify that in a minute. 
What you were talking about and what came through loud and clear is that your passion for doing the things that you want to do which is work with people in this way. What Ron honestly wanted as a by product of that is that he wants to be compensated for that but did you notice how that only came up at the end and he talked about that for only just a brief period but he spent a majority of the time talking about how excited he was at the thought of being able to interact with and train people in this way. 

Then at the end what he said is ‘I would like to have is this.’ Ron makes a good income but his business is tied to working on a project. 
What he wants is income every month where every morning he wakes up and he has all these clients he’s working with and because they value what he brings to the table and they value the relationship with him, they are willing to commit to an ongoing program with him where they pay him every month. 
So that not only increases Ron’s income on a monthly basis considerably but his income isn’t tied to him doing these other projects to produce specific income for that day or month. He knows going to any given month if I don’t do anything this month, I know for a fact that I am going to have this much income coming in this month and that’s a good, incredible spot to be in because it takes a lot of stress off.

For us when we had Eliana and she was born with complications, and I had to take a week off from my business it was really nice to be able to do that and not have to stress. 
Because the same time I am taking time off, I am not physically doing anything to produce income but at the same exact time we are racking up some major bills and I didn’t have to stress about “I ‘m not making an income, we are racking up major bills, how am I going to pay for these bills.” 

I didn’t have to worry about any of that because of the foundation I already laid and of course we have been talking through out this whole training how we lay this foundation. 
I didn’t realize that Ron is probably doing something in probate that most of you who are listening to this may find would not be a right fit for you per se, but I will tell you that Ron is a wealth of knowledge as far as how to run a business. 
He has gotten to a substantial point in his business and like me he is wide open to how to advance that business to the next level while simultaneously having it fit into the lifestyle that he wants to live. Ron do you have any last minute comments you want to leave. What I want is to open the line to people who probably have questions for you.

RON: That would be beneficial. I could go on and on with stories, as you know I am very verbose, so the best thing would be to open the lines and let people fire questions at me. I have heard everything and I am very open and I am happy to answer them

KEVIN: Ok let’s do that real quickly then. Ok the lines are now open. So anyone who has something specific they would like Ron to answer while you have the opportunity here? So Andy what did you think of this, did you find this valuable?

ANDY: Extremely valuable, I am sitting here trying to formulate the questions. He explained everything really well. It follows along well with how you have been teaching us. Very good information.

KEVIN: Tom let me ask you- did this conversation help you in regard to the questions you were asking before about getting started and the first step in getting started? Did this help clarify any one of them for you?

TOM: Absolutely. I am not at a getting started stage like both of you. I don’t have fears. It’s just like let’s go do it. We are making progress in one direction so we are going to start our bio and going to do all of the pieces there so I don’t have any troubles starting in. I mean I have had speaking engagements off of a limited amount of information I have to offer. I am started to build my subscriber list and all those pieces are coming together. What I haven’t got today, or in my head is a better way to put that, is how do all those pieces that I have feed into a big picture. There is a gap between my blueprint – I’ll call it my dream print- and the pieces that I am putting together. How do all the pieces complete something to fill the missing blueprint?

KEVIN: Ron would you like to address that or would you?

RON: Well if I understand Tom correctly it sounds like he has a variety of the pieces to the puzzle but he is not quite sure how they all fit together so that we can see the whole picture. Is that a fair analysis Tom?

TOM: Absolutely

RON: Ok. You cannot do that. One of things Kevin said that is very important is that he has talked about information overload and I think the same thing applies here. If you try to do too many things - we have all heard the analogy of trying to take a drink of water from a fire hose- because that’s not what you can hope to accomplish. 
What you need to do, in my opinion or if I was in your position, would be to decide the one thing I really want to do. It sounds like you monetized your models by speaking engagements and if that is what you want to do; you need to focus on how I can get more speaking engagements. 
Now when I started, what I gleaned from the education that I got was the most important thing for me to do was to build my subscriber list. 
That above all else and I would teach this if you asked me, is the first thing you should do and they way you build up a subscriber list or loyal following is by giving away information that the reader perceives as extremely valuable and would have paid money for. 

What I did is put together a 6 part series. It used to be called ‘The Attorney Secret Goldmine Probate Real Estate’ and then I changed it to ‘Probate Real Estate –The Untapped Market’, but I give away tons of free information there about probate. 
The implication there is that- ‘Gosh if this guy Mead knows this much and he has given it away for free, what am I going to get if I buy the book?’ 
That’s the process and I would encourage you to be able to get a subscriber list because once you have the subscriber list then you can take step 2. Now you have to have a way to monetize it and as I understand you are in the motorcycle genre.  I am not too familiar with that but if you said to me something of value that I would know about motorcycles like maybe- ‘people who like motorcycles are proven to live 5 years longer than others because they are outside and experiencing the elements’ -and I am making this up on the fly because I don’t know- but if you showed me something that was valuable in your free 6, 12 or 100 part series, if you gave me something valuable then I am going to want to hear from you more and more. I want to hear more and more about what you do

Maybe you have decided that eating Cheerios for breakfast is the best thing to satiate you for that 12 hour motor cycle ride, well all of a sudden you now have an article for breakfast foods you can write about for motor cycle riders. 
I am going to stop talking here. I’d be interested to hear what Kevin says. The point he made half an hour ago is don’t try to take on too much in the beginning. Focus on a couple of things that you really want to get good at. Certainly build your list and I am going to be surprised if Kevin doesn’t agree with me that is right at the top. 
That’s the first thing you want to start doing is getting the word about what your doing and capturing those readers. In internet marketing conferences we talked about the lifetime value of a customer and some people got a $100, some $200, some$300 and some got $13. All of that revolves around the fact what the customer feels is valuable to them. 

When I put out my new product this week and $100 a pop and we got thirty to forty to buy that product. That was because I had already provided them value previously and they said, “Hey if this guy Mead has something that he thinks I should have, who am I to question that” and they immediately bought that product. My word to you is to try and narrow down your focus on what you are trying to accomplish and if you try to do it all, you will be stymied and it will be very confusing and you’re probably not prepared to do it all yet

TOM: Thank you

KEVIN: Tom, I can totally relate to this because I used to be one of these guys who wanted all my ducks on a wall and see the big picture and see it in great detail. And it kind of goes back to giving you as many options as we can versus giving you what you need to know to get you started down the path that you want to go in. 
Your big picture is basically your Lifestyle Business Blueprint –that’s the big picture you are holding out in front of you and of course over time that’s even going to change because as you make progress what that looks like will change going forward from here. 

Even with what I have got going on now, the Lifestyle Business Blueprint Project, which I launched a couple of months ago- everyone on the line agreed that you wanted to be here and participate in this training and now when it’s all done, I want to turn it into a product and start getting it into as many people’s hands as I can. 
There are a whole lot of things that need to happen in order to do what my vision is down the road. I have shared with you guys my ultimate vision. Yes I want to get this product into peoples hands, but I also want to get to another level and I want to use this product to find other people that as they go through it they say, “Wow what Kevin is talking about and what Kevin stands for completely resonates with me and I want more of what he has got to offer.”

 And of course my goal as I shared with you is to do more events out of my home and start interacting with people that way. 
I want to start doing this coaching group where we travel and I do stuff like introduce some of the stuff we are doing in the foundation. I got these big grandiose plans and I even shared with you, as I am talking at this point in time, I have no idea how the heck I am going to make all that happen. 
I have no idea how all the details are going to work out, what it’s going to take to get me there. All I know is that’s the vision I have and what I want and what I have for my life, for my family and for my clients and the ‘how to’ will come to me as I need it. 
The people I need to meet, the information I need to get my hands onto, the resources I need to have, the financing I need to get - all of that will come in time as I need it. 

So as far as the ‘how to’ and all the steps in between, I don’t have a clue and I am just taking it one step at a time learning things as I go and finding out what works, what works well, what doesn’t work so well and I am already starting to get some kind of feedback because I am open to that.

You guys will all do the exact same thing. You have got this vision in mind, a lifestyle business blueprint and as far as all the steps in between them, they will come in time. The thing is though, what the next step is and once you have got that done you come back and say, “This is the step I am at Kevin, these are the results I am getting here and now what’s the next thing.” And I will keep helping you walk through it. That’s what my goal is. Now you guys have asked about coaching in regard to this. 

There is another great example because someone had brought up ongoing coaching earlier on in this training series. I hadn’t really thought about it at the time, didn’t really know what that looked like or how I would do it or if I wanted to deliver on that, but because somebody put the bug in my ear, I start thinking about it. 
Now I told you in one of the other trainings how Michael and I talked about what if the coaching program looked like this and what this whole coaching program became was this whole thing of you walking everybody through all these mileposts so that they see progress every step of the way and they get to the next milepost and then you tell them this is how you get to the next one and you just keep walking them through and that is what the coaching program is all about.

 Now the thought of that totally fires me up but when the issue first came up and somebody asked me about it, I didn’t have that vision or clarity on what I can do, what I can offer, how I could offer it, how it would look like. 
I didn’t know but because I was open to that it came to me. The conversation that needed to be had happened and now I have a sense of direction on where I am going to go with that. Do I still have all the pieces to the puzzle? No- but I have got enough to move forward and that’s what we want to concentrate on-continual forward movement. That’s the only thing we want to concentrate on.

TOM: That whole picture of big steps or that big blue print I am looking for, probably just comes when I am feeling a little overwhelmed or unclear.

KEVIN: Oh sure and I will let you know that is just a part of being an entrepreneur. That is just part of the deal- that at times we are definitely going to be feeling overwhelmed. Times when I feel I don’t know exactly where I am going but you know for me I pick up the phone and call someone I can trust and ask for their opinion and say here’s where I am at. 
Now sometimes it costs me money to do that. Sometimes I have paid to do that and other times I have enough rapport with that person that I can call them. It doesn’t matter to me either way whether it’s costing me money or if it’s a give and take because we have mutual respect for each other and trust each others opinion. 
Whatever the case, I don’t care but for me to have outside counsel is an absolute must because that’s what calms me down when I need calming down and when I don’t have all my ducks in a row since I never have all my ducks in a row! So I like having a lot of conversations like these because it gives me more and more clarity as I am moving forward. Any more questions

ANDY: I got one Kev

KEVIN: Go ahead Andy

ANDY: The business I was in for 30 years was oil gas exploration which was a relatively small field even by anybody’s standards. That’s what I know the best and I have been trying a few things. Different things have gotten in the way but information overload became a problem for me. But by listening to your coaching-I have kind of whittled all that down but I guess the main thing I would like to know is –well Ron said Google Adwords was his start in getting the word out-what is the best way to getting the word out so that you can build your list.

KEVIN: Ron do you want to start?

RON: Well there are a couple of ways but I still believe in Google Adwords. The challenge for a number of people is that you need a bit of a bankroll to be able to do that because Google has limits. I think my last Google limit was $500 on credit that they would give me and then they would charge my Visa card that I had on file with them but I think pay per click or PPC is certainly the quickest way to get a response. 
I would still believe that. I don’t think you will still be able to get $8.31 return but the other way is if you could find other folks who value your product and will promote it for you. I have now about 150 to 160 affiliates who are part of my affiliate program. If they promote my product I pay them 50% of whatever they sell. Now out of that 150 quite frankly I write 12-15 checks a month so the vast majority of people don’t do anything which mystifies me. 
That solves for me the whole issue of product creation and marketing deal, but that’s a whole other topic and not really for this particular conversation but those are two ways. 

I came to a guy recently and he knows about hair care and he’s been a beautician all his life and worked on women’s hair care and now he has written a book about things on hair care, which is a huge field by the way-I did some research and found out the clicks on hair care are unbelievable. 
So I said to him- if you went to people who had hair care products, may be people who sold extensions or blow dryers or all those affiliated products, they might be very willing to promote your book for you and there you don’t need to have any expense . that would just require a little time on the internet to find the  12 or 15 or 100 people or whoever I could  find and let them know I have a book available  on hair care products and it sells for $69.95 and I am willing  to pay you $35 out of that if they promote the book. 
And you can use Click Bank for that but I don’t want to get on Kevin’s territory. He’s better at feeding you business information than I am.

KEVIN: Well Andy we discussed different ways to get traffic to a site. Here’s the deal though. When you guys are on this whole Lifestyle Blueprint Business model what tends to happen is things end up happening-they just happen. 
Did I tell you guys the story of how I was down in California with my friend Shawn Stevenson not too long ago and she introduced me to some people when I was down there? We met someone and we had lunch at this Italian restaurant down in Santa Maria and he had this other girl that he knew who was in Hollywood who she was coming over to meet us for lunch, because Shawn wanted to introduce us. 
As soon as she walked into the restaurant, she had just this energy about her that I was like “Wow!” I saw her right away as she walked in and walked to the table. I stood up and shook her hand and we just immediately connected just like that. I came to find out that this girl is running quite a large business and right now she is in the process of getting funding for this business. 

A lunch that day, she was telling me how just that morning she had met with not Victor Hansen, but his partner Jack Canfield and Jack Canfield had agreed to kick in with a bunch of funding. The conversation was really interesting and I am curious as she is telling me this, ‘How much funding are you trying to get for this project’. 
And she just casually mentioned- now I can’t remember the exact figure- but she said it was in the millions and that’s just for the first round of funding. I am thinking to myself, ‘Wow she is so casual about this and at the same time she is confident and there is not a doubt in her mind, will she get that funding.’ The other thing I am thinking about at the back of my head is ‘Ok, if you ever need funding for any project of yours, this is the girl you might want to talk to sometime because she knows what she is doing.’

 That issue hasn’t come up for me but I share that as an example because whenever you are operating from the standpoint that we are talking about, when you are operating from this whole Lifestyle Business Blueprint Model, when you come into contact with people and share with them what you are working on, you are going to have this passion about you, you are going to have this excitement about you; where they are going to be totally engaged in the conversation with you. 
You are going to end up meeting and having conversations with people and all of a sudden they are going to be like ‘Wow. You know what? I would really like to be a part of that. How can I get involved in what you are doing?’ The thing is when you are passionate like this, when you are excited like this people are just attracted to you. 
And even with this whole project of mine with this whole Lifestyle Business Blueprint thing and getting this out into the market and we are just getting started out on these things and I have already had conversations with people where they are like ‘Oh I have to introduce you to so and so or I would like to get involved in this way.’

I am having these conversations and saying to myself, ‘Ok I have got to figure out how in the heck I am going to market these things. Where the heck is the money going to come from? To what extent do I want to do it? Where am I going to market it? Who am I going to market to?” All that kind of stuff,  I don’t have the answers to either but I do know that just moving forward here, its going to come to me and I will assure as this project moves forward , I will move on like an open book. 
I love sharing the discoveries that I make. And so all you guys who are listening to this , you know that as I am embarking on this journey , turning over this new leaf in my life if you will, going in this totally new direction and I have  personal friends of mine that I have had personal conversations with about this. 
I have picked a great time to do this right when I had a brand new baby daughter. I will tell you having two small children in home is far more than double the effort of having one. It’s like more like 10 times the effort of having one and needless to say I am not able to get up in the morning and go to work as I did and be totally uninterrupted because Lisa needs help with the kids sometimes and so life has changed for me too. 

But I got all these things going on in my own life and I don’t have all the answers of where I am going to go but all I can tell you is that I am totally 100% passionate, excited about it and the resources, the finances, the people I need to meet- I know beyond a shadow of a doubt all that will come to me, and everyone of you guys when you are operating on this standpoint there is no hiding that. 
And people will want to be a part of what you have going on and there is going to be many of you, that we will be able to be doing interviews with you just as we are doing here. We will be able to talk about what you have got going, the progress you are making and being able to get that interview into other peoples hands and make a difference in their life as they hear it. 
There are going to be many of you that we are going to be able to do stuff together coming up in the future as well and that would be another way to let people know what you have got going on.

I will tell you that for me I have used Google Adwords in the past, I have done online advertising on targeted websites, I have done offline advertising, direct mail and my big thing is doing joint ventures. I love doing joint ventures and we have talked about that on one of the training calls we did for this product. 
I talked about why I love doing it so much. Maybe for you that’s a right fit, maybe for you, it’s not a right fit but I will tell you for me it is a perfect fit because I love working with other people. 
I love hanging out and spending time with and doing projects with other inspiring people so for me  that is a perfect fit to do joint ventures and it could very well be for you too. 
Anyway what I would recommend is go back and listen to the part where we talked about all the ways you can build traffic. Ron mentioned a few like writing articles. Ron, I have done articles and that doesn’t cost money to do that though it costs time. You can spend money to do that but getting articles out there and using those to generate traffic to your site is very inexpensive as far as money but you are going to spend some time putting those articles in place

ANDY: Well I guess I will have to adjust my focus and start thinking that way.

KEVIN: Andy I have known you long enough and you are on the right track and you have a lot of value to offer other people and I look forward to having a hand in helping you make that happen too.

ANDY: I appreciate that Kevin

KEVIN: You bet. So let me ask have you guys found this interview helpful?

OTHERS: Yes. Very helpful

KEVIN: Well Ron, once again thank you so much for taking the time to do this with me and I know anyone who gets the opportunity to listen to this is definitely going to benefit from it. Once again I just want to thank you for taking the time to do it.

RON: You’re quite welcome. It’s my pleasure

KEVIN: Well hey everybody, have a great day and we will be back in touch with you and the next time we will actually be interviewing Kevin and Anise Coy. Thank you .bye everybody

OTHERS: Bye

Lifestyle-Business Interview
Kevin & Annissa Coy

KEVIN: So today I am going to be interviewing Kevin and Annissa Coy. You guys are with me right? I got both of you on the line?

KEVIN COY: We’re here.

KEVIN: Very good. Annissa, when did you and I first meet? I know it was first before you guys owned the businesses. It was when you were working with the previous owner. Do you remember the first time we actually met?

ANNISSA: I do. We first met down at the Embassy Suites in Phoenix in October 2005.

KEVIN: Ok. Annissa and I met because she was actually working at the time for another gentleman who used to own the business that Kevin and Annissa now actually own. So I have known Annissa for a while. 
I did not know Kevin. The reason I am interviewing these two guys is because this whole Lifestyle Business Blueprint that we have been talking about, you guys are going to be amazed when you hear Kevin and Annissa’s story because they totally live this stuff and have been for some time now. 
As of the time we are recording this interview, they are going through some major life changes that are in complete alignment. Some people might wonder, ‘Holy cow, what are they doing?’, but yet these guys are like ‘This is exactly what we want to be doing’. 
That’s why I want to interview them. So I have known Annissa for a while and when was it we all went to Maui? Was that in 2007?

ANNISSA: yes

KEVIN: July of 2007. My wife Lisa and I, our friend Joe Polish had invited us to go to Maui to go meet Joe Sugarman and hang out at his home. Joe Sugarman, incase you don’t know, is the guy behind Blue Blocker sunglasses. Kevin and Annissa were also at that event and prior to that I had never met Kevin. Am I correct to say that you guys had bought the business shortly before then?

KEVIN COY: Yes

ANNISSA: Yes about 9 months before that we bought the company

KEVIN: Ok so about 9 months before that you bought the company and because I had been making this transition in my own life at the time where I had actually sold my cleaning business and I hadn’t really been seeing Annissa all that much, definitely not like I used to before I sold my business. 
When I ended up selling my business and making the transition that I made, Annissa fell out of touch for a while and then in ’07 in Maui, we kind of reconnected and that’s when I got to meet Kevin and found out that they had bought this business which at the time I didn’t even know. 
What’s so interesting about this is that they have turned this business into this million dollar plus business but I just recently found out that the way you guys went about buying this business was very unique and so I thought that was a very good starting point; unless you guys have anything to interject with before we start talking about that?

KEVIN COY: Nope

KEVIN: So why don’t you guys talk about how this opportunity came to be for you guys and how you actually ended up getting into that business because I think anybody listening to this will find this extremely interesting, as well as instructive. 

KEVIN COY: Sure. Well I will let Annissa give you the long version, but the short version which I think is kind of amusing is that I bought a million dollar business with my pick up truck.

KEVIN: Ok so that will give somebody pause

KEVIN COY: We will fill you in how that worked

KEVIN: So Annissa what’s your version of the story?

ANNISSA: Yes my husband who definitely gets to the point. Just basically he bought a million dollar company with his pickup truck. Kevin, prior to buying the company, worked for 11 years for Safeway and was actually a meat department manager, he was a meat cutter and I was a book keeper for many many years. 
We have never owned our owned business, ever. Not even in the least, let alone being in this industry. So my boss of five years, I had been working for the owner of the company, decided to sell and I had just gotten back from Washington D.C. with him where we had just met Richard Rossi and did another field trip there was Joe, and he informed me on the airplane that he was done. 
He wanted to sell the business, his heart wasn’t in it, he wanted to go do something else and I was going, ‘Wow, I guess I am going to be looking for another job.’

We are in a pretty small town. We have a population of 2149 people in our community, so as you can imagine that was a little bit disarming to me because I wasn’t quite sure where I was going to find a job and faced having to maybe drive an hour away to the big city next to us to work. 
So I came home from that trip and I am sitting out on the back deck with my husband and said, ‘Hey hon, here’s the deal. This is what I was told. We need to figure out what we are going to do.’ 
And he looked over at me and said ‘Well I think it’s pretty simple what we need to do. We need to buy the company’.  
I kind of looked at him like he was crazy. We had no money in our savings account. I think maybe we might have had $150. We made decent money both of us working full time but we pretty much lived paycheck to paycheck to be honest. We had worked real hard over the previous year and paid off Kevin’s F350 truck and we had paid off a couple of credit cards that we had and finally gotten ourselves to the point where we thought ‘wow we might be able to put some money in our savings account and have some breathing space’. 
Now he’s saying ‘Lets go a million dollars in debt’ and I’m like ‘are you crazy?’

So we sat and talked about it and we have been married 25years come this September. It kind of confirmed to me we’d be going into business together and we have a pretty great relationship and I certainly didn’t want that to be in any kind of a bad situation for our relationship together and so we made a couple of pacts together in agreement with purchasing the business. 
We literally took the title of the truck and got money for it and flopped it down on it and 9 days later, he was released from Safeway and we were the owners. And it’s the best decision we have ever made in our life

KEVIN: Isn’t that something? Ok so you guys definitely took quick and decisive action. I mean within 9 days you were the owners of this business and now tell me what that was like all of a sudden now you guys are at the helm of this business. What was that like for you?

KEVIN COY: Well one of the things that happened was a key employee in the business who we were planning on relying on because I wasn’t originally going to step away from Safeway immediately and Annissa was going to assume control of the business and we had everybody in place. 
Two weeks prior to closing on this business, this guy quit. He walked out and he was a very key component to the business and the prior owner said, ‘Hey I understand if you guys want to back out at this point because I know you were planning on him being here, its fine if that’s what you want to do.’ 
I said ‘No, I’ll leave the company and come over.’ So I literally hit the ground running and had basically 90 days to figure out how to do this guys job and be proficient at it and to take off running. 
My analogy that I use is that when we got to the Promised Land, we burned the ships and said we are committed and not going back. So that’s what we did; it was a one-way deal and there was no return, there was no time-out, there was no half time or anything else. 
We just hit it.  I had a pretty wicked learning curve figuring out how to do that position that we had to get up to speed on very quickly because this was a business that was pretty busy and after we took over it got a whole lot busier. So I figured it out real fast.

KEVIN: Ok. I know where you guys are totally at, at this point in your life. You guys and I have become really good friends and our families love getting together on a regular basis but at that time did you guys have the passion about this business that you grew into or was it there from the start? Did it blossom as you guys started moving forward with this thing or how was that?

KEVIN COY: I would say we grew into it and we have had a huge transformation over the last three and a half years, just our own personal and our business development. We have gone through a lot of processes, gone through a lot of events, and attended a lot of personal development seminars. 
Joe Polish has been extremely instrumental in that as well as Kevin Thompson because we are friends of his as well and that has given us a whole different mindset, a major paradigm shift from where we were, because we were employees at one time and became business owners and employers of a substantially fast paced business. 
We had to learn the ins and outs of that all at the same time and we knew we had our shortcomings and we knew we needed to focus on things we were not good at and find solutions and answers, so that personal development process was very integral in growing into the mindset we have today which is very different from what we had three and a half years ago.

ANNISSA: You know Kevin to answer your question, I worked for the prior owner for 5 years and by the way I came on board on to this business when it was 9 months old so I kind of  feel like its always been my baby and I have always had a love for the company in what we do. 
We do reconstruction work and I am not so passionate about that, but what I am very passionate about is helping people and helping people understand that when you are going through difficult times there is always hope, that tomorrow can always bring sunshine and that sort of thing. 
So in purchasing the company, I was actually able to share more of my passion of our cleaning system which we are now working on a patent for and are actually teaching that to other companies. I was able to really share that with Kevin and for my husband to really be on board as my partner in life, it was a huge transformational time for me to be able to actually step into what really excited me, what really excited me to get out of bed in the morning and looking forward to the contribution I could give to others.

I know I have had lengthy conversations with you regarding this and that’s something I am extremely passionate about and we just got back from Utah and that’s the farthest we have ever been to reach a family and be able to touch them and when we left, there were tears and we are like family now. 
That excites me, that makes me feel good that I could connect like that with people and by purchasing the company I was able to actually able to step into that passion and that excitement that really touches my heart that I don’t think I would have really been able to had I just stayed back and stayed small and didn’t really put myself out there. 
I’ll add to this, that this was very very scary for me. I was quite petrified to do this at first and now I wouldn’t even think twice and we’ve been going through some transformation as you said in our personal lives and in our business right now. 
It doesn’t scare me at all. Its like I am at the top of the rollercoaster and it’s about to go down and I have my hands up and I am screaming. Before I was kind of hunched down with my legs and arms wrapped around the bar praying that the ride would stop.

KEVIN: You know up till now we haven’t really let anybody even know what the heck you guys’ business is. 
What’s interesting is that in my book it doesn’t  matter and this is what I always tell people because everybody wants to know especially when they get this idea that I want to get into business for myself , I want to become an entrepreneur. 
Like a typical person, their first line of thinking is ‘What am I going to sell, what products and services will I sell, what am I going to offer and how am I going to get compensated for this?’ And in my mind that’s totally the wrong thing to be asking. 
It doesn’t matter what products and services you sell. You need to look at what are you passionate about and how you can turn that into a business that pays you for doing what you love doing and wouldn’t mind doing for free. 
So for you Annissa, what you have just said is that this business has allowed you to live out this passion of helping out other people and it is far more than doing a job. And I will let everybody know that you guys like me run a cleaning and restoration business except my business was focused much more on carpet cleaning and upholstery cleaning in people’s homes, whereas you guys do very little of that. 
Your business is mainly fire and water damage restoration. Isn’t that correct?

ANNISSA: yes

KEVIN: so people call you when a life-altering event has happened in their home, residence or office building. They have had some kind of catastrophe and that’s when they call you guys in. 
You guys have built this business up and it has allowed you to live out your passions because you guys love helping people out in this way. You guys just got back from a trip to Utah, the furthest you’ve ever gone to help someone but also what’s so interesting and just for the record, this is huge, you guys have built this to the million dollar plus level and you live in this small town of Chewelah, Washington which is about 60 miles north of Spokane, Washington, which is out in the middle of nowhere. What’s the population of your town?

ANNISSA: 2149. When we take our crew out of town…

KEVIN: …it goes down substantially! In the cleaning and restoration industry, you guys are somewhat of a legend because of what you guys have accomplished. 
You have built this business in such a small community and granted, you are not just doing work for people in your town, and you have got a larger area that you serve. 
But even at that, most people are in more densely populated areas than you and other people in the industry don’t have businesses half your size that are in way more densely populated areas. If you guys had your business over here where I lived in Seattle I could only imagine how big it would actually be. 

ANNISSA: And the thing is Kevin, why we were so excited when you were doing the Lifestyle Business Blueprint interviews and when you speak to the fact that it doesn’t matter what you do, that is so true. It just doesn’t matter. 
If you had told me that putting paint on someone’s walls or picking up trash out of their house and bagging it up and throwing it in the dumpster would be able to allow me to affect peoples lives the way we have, I wouldn’t have believed it three years ago. 
I certainly wouldn’t have believed our lives could have been so much more enriched and fulfilling. When my husband worked for Safeway, we had been married 21 years but only slept together in the same bed only 1 day a week. I saw him hardly at all. We have four children and he didn’t make the football games and the soccer games. 
I felt like a single mom even though I was married because he was at work when we were asleep and he was asleep when we were at work. Since owning the business and doing what we do, we have traveled and just done incredible things together. 
We have had more life in the last 3 years than we have had in the prior 21 together. That’s been pretty amazing and the whole time we are actually able to do something we really feel good about. I feel we are able to make a better contribution. 

KEVIN: That’s really interesting that things really started coming together for you guys. At the time that you guys made the decision to buy the business, you probably had no idea the overall impact that it would have on your personal lives.

ANNISSA: Not at all

KEVIN: …and so what you were talking about, prior to having this business Kevin worked at Safeway, you did what you did, you worked on opposite shifts never seeing each other and now all of a sudden you are thrust into this business where you now are working together as a team, you are seeing each other on a regular basis and each of you have skill sets that complements the other. 
Annissa you are good at certain things. When you were here helping me with my books, me and Kevin were just looking at each other and just cringing because neither one of us can imagine doing what you do but yet you just get so excited about it and you love doing books. To help me with my books was a huge thing. 
I am looking at that and pulling my hair out. I can keep up my check book register but as far as balancing it or comparing the bank statement and all that, it drives me up a wall. You guys have these skill sets that complement one another but more importantly you guys now get to see each other all the time and you have your kids involved in the business and this whole thing has got you much more involved with the family. Now when was it you guys won the big contest?

Joe Polish who was my first introduction to marketing all the way back in 1997, he started in 2000 having this Better Year Best contest every year and basically the whole thing was having all these entrants, typically 100 business owners who were in the cleaning and restoration industry that would join this contest each year and one of them would be the winner. 
I remember the very first year we had the contest Joe gave away a Jaguar and he has been hosting this contest every year and giving out a vehicle and you guys won the contest in what year? Was it 2008?

ANNISSA: Yes

KEVIN: In 2008 you guys were the winners of this contest. I would like to talk about that experience a little bit because I happened to be there when you guys won that contest and that was one heck of an emotional experience and even so for me because I knew you guys. 
What’s interesting Annissa, the previous owner of the business that you won, had entered for multiple years and did not win, but now all of a sudden you guys took over the business and because things were different and you guys were actually passionate about what you guys did, the business took off like crazy. 
Where it was at when you bought to where you took it to, was a completely different place. And as I said the previous owner he entered that contest on multiple occasions and didn’t win, but you guys did win. I’d like for you talk about how that was like because it was so much more than about winning a contest or a car. You guys had an incredible impact; there must have been 500 people in that room who saw you win.

KEVIN COY: We were in our first year when we had purchased the business when we entered the contest and to flesh this out a little bit more, this is a high level coaching group of cleaners and restorers from around the world. 
Around 100 businesses a year participate in this group and they are from all around the world. They get together four times a year and the last time they get together is at the end of the year in September. He calls it Rich Cleaners Conference; he used to call it Boot Camp. The first year we had entered the group and contested, we took second place out of all the businesses and that garnered us a Caribbean cruise, all expenses paid premium cruise- hotel, airfare in and out and the 7 day cruise around the western Caribbean which was phenomenal. We had never done anything like that in our lives. 

That was an amazing thing to have gotten that much recognition so early in the game. We were just so excited and beside ourselves with what we had accomplished and so the following year we entered again and we were contenders at that point, since we had won second place. 
We were down to the final ten on the stage and they were announcing the runners up and the grand prize winners and they announced the runners up and then they announced our names and we just almost fell on the floor. 
There were close to 750 people standing in there and we had to go up and give a speech in front of this entire audience and the people prior to that as it was part of the contest. So it was a pretty surreal moment to have been given that much acclaim to what we had done in the second year of business. It was just unbelievable and part of the process was that we were given the keys to a $70,000 Mercedes SUV and we became the ambassadors for the industry to our group the following year 2009. 
So we just finished up January of this year with that role and handed it over to the next winners of the process. We were the former ambassadors for the industry for industry for marketing.

KEVIN: Gotcha 

ANNISSA: Kevin I have not heard anyone say that quite the way that you did in regards to the prior owner and entering the contest. 
All three years that he was part of the group he entered the contest, made it to the top ten but never won nor taking runner up. 
That was just interesting that you said that because a lot of people would ask me since I worked for him. I actually used to do his contest packets and I’m very thorough and very detailed and so they were pretty incredible packets. 
So people would ask me ‘Wow it’s like this whole company transformed so fast. What was the secret?’ I used to say well its not one thing. It’s really a combination. 
I think you hit it Kevin. It really is about the passion and I never really had that come to me like it just did here on the phone with everyone when you said that

KEVIN: Interesting

ANNISSA: it has always been. I have always been the one who is deeply passionate about what we have done from the get go and of course Kevin has been sharing in that with me. 
It has just been a huge transformation not just in the company but in the lives of our 17 employees and in our family. Like I told you I was afraid when we purchased the company that our relationship would suffer and many things ……..

KEVIN COY: I think you said it blossomed.

ANNISSA: Yeh

KEVIN: That’s pretty incredible. I didn’t know you guys before you owned the business. I had only met Kevin after you guys bought the business and that’s when we have really started to get to know each other better and spending a lot of time together and our families getting together, but I can totally see that with you guys too. 
How awesome is that- that this is a by-product of running a business like this. And like you just said, people have asked you this- the other owner he was in the contest three years and you were there and you actually had a hand in putting the documentation so that he could enter that contest. 
He didn’t win, he became a finalist but wasn’t an actual winner and then in your first year of taking over the business, you guys were a finalist and first runner-up. 
There are ten finalists, the runner-up and the actual winner and you guys ended up being the first runner up and then the next year you just win. 
As you just said, people ask you this ‘Why is it the other owner didn’t win for three years in a row and he was entering the contest and you guys right out of the gate take over the business and the first year of the entering the contest you were runner-up and the next year you were  prize winner?’ 

You said you didn’t realize till just now that it was the passion that you guys have for that business. So that being the case what is so interesting about all of this is that, as with any business there are things that the owner or the person at the helm really enjoys about that business and there are other things about that business that they don’t enjoy. 
So for me for example, because of the way I run my business which is a really mean and lean business, It’s just me running the business and I run it out of my home. 
I do have an assistant down in Texas that helps me out with emails and answering phones and that kind of stuff but other than that I have no other employees. 
That being the case, if I need to make a change in my business that’s real easy to do , whereas if you look at a company like Boeing, for them to make a change in their business-they have so many layers of people and logistics that it is much harder to make a change. 
You guys right now are now in this big transition because you have come to realize that you too want to make a change. 
You and I have had lots of conversations along the lines of if you could be doing anything in the world that you would want to be doing, what would that be? I guess talk about what has kind of led up to the changes you guys are going through and maybe talk about some of the changes you are going through right now because it’s a pretty exciting time in your lives right now.

ANNISSA: We had actually gotten quite used to with the systemizing of our company. At our peak we have actually had up to 19 employees and Kevin and I have gotten very used to that traveling that we started doing and have been everywhere from the cruise that we took to Maui, to San Diego, Chicago, Miami. 
Last August we spent the entire month in Australia with our best friends from Canada and the whole time this is going on, we have systems set up in place that our company runs so we have money being deposited into our bank account while we are not here. 
We were really intrigued and liking your automatic income system that you teach and just have that set up in our business. 
And then we had a very key employee who decided to have another child and that just kind of made a whole big change in her life and now she is a stay at home mom full time. 
So with the leaving of that key person who we had trained to run our company and really had the systems in place that enabled us to be gone. As you know Kevin, we have been pretty much on a come and go, we are not tied to a desk and we’ve gotten very used to that. 

We have gotten used to spending a lot of time together, Kevin and I and so when we lost her that put us back at our desks and faced with either of two options: either we did the job and that was not an option to us because that took away from our time together and our family time which we are  very protective of now and it also meant that if we wanted to leave again a lot and still have some business orders that we were doing then we would need a good solid twelve months to train a top notch person till we are comfortable to leave and that person can handle the banking, and the running of the business for us. 
And we just decided we were not willing to give up a year of our life. We didn’t want to do that. We didn’t want to go through that process, even though we can. I’ll let Kevin speak a little more to this but your program came at a perfect time for us and getting down to the top ten things that we want in our life and our lifestyle and so now we have an incredible opportunity to rebuild our business so that we make sure that it fits the lifestyle that we want.

KEVIN COY: Kind of reiterating what Annissa said, I was back in the chair where I didn’t want to sit and immediately decided this is not where I was going to be staying put. I had been there before, I had gotten out of that chair, I fell back into that chair under circumstances and I said ‘Hey this is not where I want to be.’ 
I really enjoy the lifestyle and the freedom I have built having gotten out of that spot and realized that it was going to take a considerable amount of time to put someone back in that spot if that was what I was going to do and then I realized that I don’t want to put that much time into it and I want to get out of this and that we needed to do some real strong thinking and come up with a different game plan. 
It was interesting to you because I thought, if you heat yourself   feet back to the fire then you will come up with an answer real fast even if you don’t like it; and that was something in hindsight I probably could have come up with a long time ago, but I had been somewhat comfortable in that position of where I had gotten to. 
When I found myself back in there again I said I am not going to take that much time to do it so I need to do some real serious thinking about how do I restructure what it is I am doing to continue fostering the lifestyle we enjoy and really even take it to the next level. 

What we really did is kind of skipped up a couple of levels and that was the impetus for making that happen. 
It’s funny how things happen and it winds up being the best thing that could have happened because you were thrust into making that decision. 

You had to focus on it and create the result that you needed. That’s what we did and we are going through this pretty major transition again in business and personally and its pretty exciting to  see the solutions we are creating and have come up with what it is we are going to do going forward . When we were really getting down to it when we started thinking about it , the biggest problem was narrowing it down and focusing on which thing we wanted to do because we really had a lot of options.

KEVIN: Yeh you guys really do have a lot of options at this point.

KEVIN COY: And I think that was part of why we weren’t really going forward in a particular direction is because we did get kind of muddled down into having so many different avenues to create revenue and create systems and solutions that were going to give us what we wanted. 
We were having a hard time choosing and were kind of at a crossroad situation where we just had multiple directions we could go in and we were stalling in making the decision to go forward in one or two of these opportunities to take off with them and having gotten back into that situation that gave us the opportunity to go ‘Okay time to choose.’

KEVIN: Yep. I want to kind of end the interview by talking about what do you guys now see for your future but before we get into that I want to reiterate on some stuff that you guys just said. 
Most business owners and most people, they equate the value they have in this world, they equate who they are to what they do. If you ask anybody what they do, they say I am whatever. They are what they do- what they do for a job, what business they own or whatever and that’s how they equate their value. 
You guys are going through this change and I went through this change and of course because of what you guys are going through its very similar to what I went through in 2004 when I sold my own cleaning and restoration business . 
The way that whole thing happened was similar to what is going on in your life. Some things happen and you start looking at what it would take to get through that and get onto the next level in your business and you realize what that was going to be and you looked at that and you were like ‘You know what I am just not willing to do that and I am not going to do that.’

That’s what happened exactly in my business because I had gotten my business to a certain level and I had gone down to Tampa with this intention of visiting this friend Chad of mine who ran a pest control business. 
This pest control business was totally automated and all these systems in place and all these people in place and the reason I went down there was to see how he did what he did, because I was going to set up my business like his and after doing that and going and seeing what he had going and it was impressive, I had kind of the same reaction like you guys in that I looked at that and saw what I was going to be required to do and said ‘I ain't doing that. I am not willing to do it.’ 
My business was at a certain point and I said this isn’t what I want to do anymore and I am just going to get out of this business. That’s what I did and the fact that is exactly where you guys are at right now looking at the exact same thing, I know we have had many conversations about this, because I have already been through that and I bit the bullet, made the decision. Looking back it was the best decision I have ever made.

 If anyone had asked me anytime from 1996 to 2004, what do you do, I’d say one or two things depending on the time frame  like I run a carpet and upholstery cleaning business or I am a marketer of upholstery and cleaning services-one of the two things. And now when somebody asks me what I do or if I try to tell people what I do, even my best friends don’t know what in the heck I do.  
How do I really  explain to people in a quick answer that they would get and understand like I am a carpet cleaner or I work for so and so, or I am a plumber, or I am an electrical contractor. When someone asks me what I do I don’t know a good answer to that. I heard someone say it depends on who is sitting next to me and who is asking the question. I have a buddy of mine who says I am an auditor for the IRS if he doesn’t want to talk to anybody and that immediately ends the conversation! 

Now I have gone through all these transitions and I have gone through lots of transitions since 2004 and even right now I am going through another major transition because for the last how many years I have teaching people how to make money, how to use automated systems and how to use the internet but what I have really come to realize is that that’s not what I am really all about at all, because what I am really all about is teaching people how to have a business that fits into and funds their ideal lifestyle and that is what led to this whole Lifestyle Business Blueprint Training. 
This is like going in a whole new direction. What I have done in the past will kind of be carried into what I am doing, but this is a whole new direction I am going in that is yet another transition. 

Someone was asking me on a recent call and they wanted to have all the steps like ok Kev what do I do first what do I do second. I want to see everything mapped out and I am like you know I don’t like doing that for people because I just like to give them the next one main or maybe two steps because if you try to give them too much they get overwhelmed and they look at all that and go how do I do all that. 

I recently have been making some changes in my health and a friend of mine Jason, he and I got together and after 25 years of smoking, I quit smoking last year and I had a Brock and now having Eliana and even prior to having Eliana, I didn’t want to have my kids grow up and see their dad as a smoker. 
I said this is ridiculous and you just need to make some changes here so after 25 years I quit smoking  and I am like you have this incredible family and you want to be around for them for years and years to come. I am overweight a little bit and I am like let’s make some other changes. 
My friend Shawn introduced Jason to me because he can really help me out with this. 

Jason and I got together and start talking about what my goals were and what I wanted to have happen. Basically I want to be around for my children for a long time to come and I want to be able to live as long as I possibly can and I also have this incredible business and I want to be able to have positive impact on other peoples lives for as long as I possibly can, for as long as I am on this earth, I am going to be doing what I am going to be doing. Another thing is I want to get into better shape for my wife because I think she deserves a man who is in good shape and she can look at and say he looks good. 

Jason starts telling me what we are going to do Kev we are going to start with two simple things and that is it. We are not going to change your diet right now or do anything like that. What we are going to do is start with two simple things and that is it and you’ll do these two things for a week and then we’ll talk again and we’ll see where you are at. 
I started doing these two simple things and within three days I was feeling such a noticeable difference in my body. 
I had so much more energy and even my wife was commenting about this because we got these couches in our house with recliners and they are really comfortable and a lot of times in the evening if we are sitting around watching TV or whatever come 10 o’clock, I am kicking back in a recliner even as early as 9.30 p.m. 
And my wife is like ‘Your up till 11, 11.30 at night and you’re wide eyed and have tons of energy.’ I am telling Jason this in our conversation a week later saying ‘Just by doing those two things, I got all this energy and I feel so much better. 
So what’s the next thing?’ 
So now I am ready for the next thing, but if he had laid the whole thing out and said we are going to do this and this and this, I would have probably looked at that and said I don’t want to do all that. But by him saying we are going to do these two things. We are going to start with just this then I’m like ok I can do that. 

That’s what I want to do for other people and you guys are going through this right now. 
You are taking it one step at a time. You have got this transition going on in your life. I would like to just end the interview because Kevin you made a comment or maybe Annissa it was you, that you are going to start building over all again or building something new again and yet I don’t really look at it that way for you guys at all. 
I look at what I am doing as I am building something new but unlike when you guys started building and expanding the business, you now have advanced ahead and you now have all this experience, all this knowledge and skills that you didn’t have back then and now have going forward . So yes you are starting of on a new venture but you are definitely not starting from scratch or from ground zero. You are starting with a wealth of knowledge and resources already under your belt as well as a whole different mindset. 
I would like you to just end the interview by talking about what do you guys see for your future?

KEVIN COY: Well the future is this. It’s simply whatever we want. 
We have the understanding and the knowledge and once again for everyone listening we have only been at this for three and a half years. We acquired this knowledge tremendously fast, it’s out there and you just need to grab a hold of it and take off running with it. 
The faster you want results, the faster you will grab a hold of this knowledge and assimilate it and start utilizing it. We created a tremendous amount of mental capital , tremendous amount of relationship capital and that’s yours to take wherever you go and nobody can take that away from you and you can utilize that and go out and do virtually anything you want do. 
Creating that and assimilating that into your lifestyle, you can go forward. Our problem is choosing to go forward and we have so many opportunities to go forward that we didn’t have three and a half years ago and didn’t realize we had three and a half years ago. Everybody always has this; it’s just a matter of recognizing it as such and once you start seeing it, suddenly there is so much out there it is almost hard to choose. The end of it it’s just a matter of focusing on a couple of those opportunities and running with one of them

KEVIN: And the ones you’re most excited about and most passionate about.

ANNISSA: Right and I think you so hit the nail on the head. If this guy Jason had come in and told you ‘Ok you are going quit smoking, you are going to drink 40 gallons of water a week, eat only green vegetables on Tuesday and purples ones on Wednesday’ and totally told you everything we are going to transform for you over the next 6 months, that would freak you out and overwhelm would probably set it. 
I know it would for me and had you told me a year ago things that I know you knew, but you didn’t tell us but just started taking us along the path, it would have completely overwhelmed me. 
Three years ago there is  even no way I would be having this conversation with everyone here on the phone because even the thought of having a conversation  would have overwhelmed me and made me feel nervous just to do that.  
Now thankfully we were smart enough to align ourselves with amazing mentors along the way. We have actually four people who mentor and coach us. They really were able to help us and take us on those steps and they kept us from looking out at the horizon and going ‘Wow there are still like four mountains to climb.’ It was like ‘Ok just look at the path that is in front of you and just go one step at a time.’ Three and a half years later we are living a life that we never would have dreamed was possible for us. 

In fact Joe asked me when I met him in 2005 to write down my perfect life, what it would look like, feel like, taste like, and smell like. What would my perfect dream life be and I wrote through tears I wrote this cute thing on this sheet of paper. 
I thought this guy is crazy because this stuff is so far out there and none of this would ever happen to me, and just 14 months after I wrote that sheet, my three things on that list were accomplished. I owned a million dollar company, I had taken a trip to somewhere tropical with my husband and my husband and I had a closer, deeper relationship and we got to see each other every day.

KEVIN: Wow

ANNISSA: Back then that was like so huge to me, I couldn’t even imagine. I still have that sheet and its up on my wall and all those came true and now I actually have a blank canvas on my wall and I consider that my dream sheet because everyday it could be what do I want to paint on my canvas and everyday what is it that we are doing that is fulfilling what we are passionate about and I feel so fortunate to be with people like you and able to do what we get to do everyday. I feel very very blessed.

KEVIN: I feel the exact same way that everyday I get up and I am so thankful for all the good things going on in my life and the impact I get to have on other people and the conversations like this that who knows how many peoples lives will be affected just because they get to hear this conversation. If you don’t mind I’ll open up the lines to anybody who is live with us and have questions for Kevin and Annissa. Is that okay with you?

KEVIN COY: No problem

KEVIN: Ok the lines are open now. If anyone has questions for Kevin and Annissa before we call it a wrap, I will give you a couple of minutes to ask them any questions that you would like to

PERSON 1: I just want to thank Kevin and Annissa for that great interview. Between the one yesterday and this one today, it has really helped me a lot

KEVIN COY: Awesome.  That’s good to hear

ANNISSA: Thank you

PERSON 2: I have a few questions. First of all I want to say thank you for the heartfelt conversation besides the broad context. I carry here in my heart a careful word called blossom. I wrote it down and it’s true because all the things that I want come from my heart and all the things that you want and are getting are from your heart as well and that’s really critical to me and I just want to say thanks for that. 
My wife and I typically work from different mindsets. I consider myself progressive and aggressive and my wife she is a wait and see kind of person. What kind of stuff did you put in place in getting the business together?

ANNISSA: One of the things Kevin and I have been very diligent about is that we talk about everything and we made a couple of rules when we bought the company. Let me just say, my husband and I are very different. 
Our Kolbe tests were very different. I am a strategic planner, I am a strong follower-through and I need a plan and my husband is the guy who jumps out of the airplane and then figures out if the parachute string works. However one of the things we agreed to do was to respect each other always. Kevin never tells me or makes me feel like what I am doing is stupid or wrong. I am not saying we don’t disagree but we respect each other. 

The other thing that we also do, we also have each other. Its not a case of he makes a decision or I make a decision and it’s wrong. We always agree; if we can’t agree on the decision, we don’t do it. So those are a couple of things that have been huge for him and we have had some disagreements. 
I feel something should be a certain way and he feels differently. We will either come to a determination on that or we will simply not do it. We know that we have each others support and there have been times when I have had to just sit back and say ‘Ok I need to know what he is doing scares me or what he wants to do out there, like a marketing campaign, and I don’t feel prepared’, but I need trust his instincts that he has incredible talent that I cannot bring to this team. 
We always have safe conversations - when he and I disagree, when we leave the disagreement stays here and doesn’t go home with us. Honey am I saying that well enough, do you want to add to that?

KEVIN COY: I think the diversity is actually an asset. We have our different ways of doing things and that’s a plus because you don’t want everyone to be the same because you don’t have the diversity and can’t play to each others strengths. 
You need that dream team of different abilities to create what you are looking for. I am basically an unemployed starship captain, she keeps me grounded and I am ready to go off on these crazy tangents so we balance out because she keeps me more sensible when I create all these crazy ideas and we formulate a plan on how to get to them

ANNISSA: you know you have to not always work together either. Play. Play and have fun. Kevin and I will take just a couple of days and run out to one of the resorts out here or the lake for a weekend and just get away. 
We’ll get on our Harley and take a long day ride or just take off on a whim head to the coast and go to the islands. You got to have that down time together too. If all you ever feel that you do is just work together then you are not recharging your relationship. I don’t know if I am getting off topic here. Am I answering what you were asking?

PERSON 2: You answered it wonderfully. I want to go back 5 years when you were doing it from separate time frames but that’s a whole other conversation. Thanks so much

KEVIN: You know what’s so interesting I have seen you guys and I wasn’t going to say anything but I got to say something, but I bet there is going to be a lot of people who would listen to this interview and think to themselves I would absolutely love to have a business where my wife and I could do stuff together kind of what you guys have got. What’s interesting is when our families get together as the Thompsons and the Coys, there are two Kevins and then there is Lisa and Annissa. 
It can get confusing when Annissa says Kevin and we both answer or when my wife says Kevin and we both answer. What’s interesting about this whole dynamic is that Kevin and Annissa you both have this business where you are very actively involved with it and I have got this business were I have got my wife who is really not actively involved in the day to day operation of the business. 
So when we all started getting together, Lisa would kind of feel out of place because she was like ‘You three all understand  marketing and business and when you guys start talking about it I feel out of place.’ and that’s how my wife would feel. It’s interesting the dynamic that has happened because I always wanted my wife to be part of my business too and anyone following me for any period of time  like Andy and Tom, you guys  have seen that she is becoming a more vocal person in the business. Isn’t she?

ANDY: Yes. You better watch out Kevin!

KEVIN: What’s interesting this whole thing has had to happen on her schedule. I wanted it to happen but she was like no. she’s been helping out in the business like filling out orders; she used to do that but not anymore since we got it outsourced. She used to fill orders before Brock was born but she didn’t want to have any vocal part in the business where anybody even heard from her or anything. 
While now she is doing that and in fact she recently wrote a letter which after I read I was like ‘Holy cow, honey is it alright if I share this letter that you wrote.’ The thing is she wrote that letter just to share with friends and family that we hadn’t talked to in a while since our daughter was born. 
I said I would like to share this with the people that are involved in the business and as you guys all saw, it had one heck of an impact then and now what’s so cool is that Lisa has been going to the website and the blog and reading all of your comments and it has been so extremely emotional for her. 
For her to think that ‘Wow this is what it is to being involved in the business is like’, because this is unlike anything she has ever imagined. She’s like ‘Wow I touched all these people lives.’ I am thinking ‘Honey you touch more than those people’s lives. 
Those people are just the people who responded back to you and let you know. Lets a whole lot of other people I can guarantee you there are hundreds and hundreds of people that read that letter and you touched their lives by sharing what they shared and for whatever reason didn’t voice it on the internet for everybody else to see. But you touched them nonetheless’ 

She too has become a part of this business in her own right and now of course doing stuff with the Thompson Family Foundation and she is so excited in that regard and you will be hearing more about that and everything. Its two totally different things in Kevin and ANNISSA doing it in one way and Lisa and I are doing it in another different way yet it still works for us. 
Lisa is getting what she wants out of it and it’s definitely improved our relationship because being able to share this kind of this stuff together and this is what we get to do in our business. Several years ago if you had told Lisa this are some of the things we would be doing she would never have believed it possible yet it is. 

KEVIN COY: well it’s your business your rules. That’s what it boils down to. You make the rules

KEVIN: Yes any last questions. I have a couple of minutes left. Hey Ron go right ahead

RON: I would like to just make one comment that was right at the beginning. As you know I teach people about real estate investing and I probate a lot of email support. 
One of the responses I always get is ‘Well don’t have enough money. This wont work and I can’t do this because I don’t have money.’  
I don’t think I have heard a better example. 
My answer is often resourcefulness is far more important than resources. And some people belittle that comment and these folks are just living example of using a pickup truck to get a million dollar business. I just love that. 
I am just going to record that and send it out. I remember I once bought a business with a $5000 note and said if it all comes together I will give you some money, but that pickup truck example is just beautiful. 
You might not be able to write a check for x amount of dough but you have a little equity in a truck and you can get a loan against it and you get a little money and three and a half years later you have got a huge asset. So I commend the both of you. You have a great story and you have a great way of telling your story and I really appreciate it. It was well worth my time to listen today.

ANNISSA: Thank you

KEVIN COY: You can buy a house with a paper clip too by the way

KEVIN: Yeh I saw that. Was it that guy on eBay?

ANNISSA: It was a red paper clip. It wasn’t just any paper clip guys

KEVIN: That’s right it had to be red. That was a heck of a story

ANNISSA: I would like to thank all of you on the call today and you Kevin because these calls have been just a huge timing in our life and the transformation that is going on, we know things will just get better and better and we would just like to thank everybody. We love being around like-minded people like you guys that really help , encourage and support that kind of thinking in growing. I really appreciate everyone just being a part of the group.

KEVIN: Well ok thank you guys for taking the time to do this interview because I know it is going to affect a whole lot of people’s lives as we start getting it into people’s hands and stuff. Ron since we got you on the line since we did an interview with you, you did give out your contact information if someone wanted to get a hold of you. Kevin and Annissa, if anyone wanted to get a hold of you, do you want to give out any contact information?

ANNISSA: Well yes. Are you going to pass it out?

KEVIN: Yes it gong to be just this recording right here what people are going to be listening to 

ANNISSA: They can reach us by email. My email is annissa@firehouseeducation.com and my cell phone number is 509-680-3405

KEVIN:  Once again I want to thank you guys for taking time. It’s going to affect a lot of people’s lives because my goal is to start getting this whole product and these interviews into the hands of as many people as I possibly can.  So together we are going to do some really cool stuff and if you are listening to this you have obviously have got a connection with me and I will be in touch as well and look forward to helping you in achieving what your goals are for you and having the lifestyle business that you want to have. Thanks a lot you guys and we will be in touch with you. Bye everybody
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