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“Kapil Patel’s passion for inspiring happiness and 
purpose in the workplace is truly transformative. As 

the founder of Inspiring Happiness At Work LLC, 
Kapil has dedicated himself to helping individuals 

discover fulfilment and joy in their careers, 
empowering them to take ownership of their growth 
and engagement. His journey from Gujarat, India, 
to becoming a respected speaker and trainer is a 
testament to his commitment to positive change 
and personal growth. Kapil’s message resonates 

with anyone seeking to create a thriving, productive 
culture built on happiness and purpose. His work 

reminds us that when we embrace our calling, we not 
only elevate ourselves but also the people around us.”

Brian Tracy
Author, Speaker, Consultant
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Foreword 
Brian Tracy 

The principles that underpin business success remain con-
stant, yet the strategies we employ to attain that success are 
always changing and adapting. In the rapidly evolving land-
scape of today, maintaining a competitive edge is not merely 
beneficial—it is essential for success. I am thrilled to pres-
ent Cracking the Business Mastery Code, a compilation of 
impactful insights, actionable strategies, and tested tactics 
from highly successful business owners and leaders who have 
genuinely excelled in their fields. 

Every successful entrepreneur understands that the journey 
to achievement is marked by obstacles, yet it is also abundant 
with possibilities. This anthology unites a varied collection 
of professionals who have encountered the same challenges 
you might be facing today—be it expanding your operations, 
adjusting to economic changes, or embracing the digital era. 
Their stories captivate us not merely because of their suc-
cess, but due to the practical and actionable steps they im-
plemented to reach their goals. 

Every chapter is filled with practical examples and actionable 
strategies that you can put into practice in your own business 
right away. The concepts outlined here focus on enhancing 
your leadership abilities, optimizing processes, and refining 
your sales techniques. These strategies are crafted to em-
power you to overcome your existing barriers and reach your 
utmost potential. 

Keep in mind that achieving excellence in business isn’t 
about tackling every task—it’s about consistently focusing 
on the right actions. Achievement is not the result of fleet-
ing efforts; it arises from a consistent commitment to your 
objectives, along with the capacity to adjust to evolving situ-
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ations. This book serves as your guide to achieving success. 
This guide will enable you to seize control of your business, 
conquer challenges, and excel in the most competitive land-
scapes. 

As you explore these pages, remember that you are gaining 
knowledge from top experts—individuals who have traveled 
this journey ahead of you and are generously sharing their 
wisdom to empower your success. Your path to mastering the 
art of business starts today, and I am confident that this book 
will be a vital resource in your toolkit. 

Here’s to your continued growth and success!

Sincerely,

Brian Tracy
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Foreword 
Medhat Zaki 

Dear Readers,

It is with great pleasure and pride that I present to you Crack-
ing the Business Mastery Code. In this fourth part of our se-
ries “Succeeding in Business in Any Market”, you will again 
find a wealth of knowledge from seasoned business owners 
and leaders who have generously shared their experiences, 
challenges, and triumphs. The diversity of perspectives and 
the practical advice offered are a testament to the strength 
and resilience of businesses across a wide range of industries, 
and more importantly, to the shared commitment we all have 
to continuous learning and growth.

In today’s dynamic and ever-changing business landscape, 
success depends on adaptability, innovation, and a willing-
ness to evolve. No two industries are exactly alike, yet the 
principles of good business remain universal. Whether you 
are an entrepreneur in the early stages of building your com-
pany, or a leader seeking new ways to optimize and expand, 
the lessons shared here can serve as invaluable resources on 
your journey.

One of the greatest assets any business owner can have is ac-
cess to real-world strategies that have been proven to work. 
In these pages, you will discover not just theoretical concepts 
but practical solutions to the challenges we all face, regard-
less of the size or scale of the enterprise. From improving 
operational efficiency to mastering customer relationships, 
this anthology offers insights that can lead to real, tangible 
results.

It has been an honor to co-publish this 4th book of our series 
“Succeeding in Business in Any Market” alongside my dear 
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friend Brian Tracy. Together, we have made it our mission to 
provide valuable resources for business leaders who are look-
ing to achieve new levels of success and personal fulfillment. 
We are confident that Cracking the Business Mastery Code 
will not only inspire you but also equip you with the tools, 
strategies, and confidence you need to thrive in today’s com-
petitive business environment.

I encourage you to read carefully, reflect deeply, and most 
importantly, apply the wisdom found here in your work. May 
it guide you toward new heights of business mastery and suc-
cess.

Warm regards,

Medhat Zaki



 Brian Tracy

Brian Tracy is chairman and CEO 
of Brian Tracy International, 
a company specializing in the 
training and development of in-
dividuals and organizations. Bri-
an’s goal is to help you achieve 
your personal and business goals 
faster and easier than you ever 
imagined. Brian Tracy has con-
sulted for more than 1,000 com-
panies and addressed more than 
5,000,000 people in 5,000 talks 
and seminars throughout the 
US, Canada, and 80 other coun-
tries worldwide. He has studied, 
researched, written, and spoken 

for 30 years in the fi elds of economics, history, business, philoso-
phy, and psychology. He is the top-selling author of over 90 books 
that have been translated to 56 languages.
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What you are about to learn can change your life. These 
ideas, insights, and strategies have been the springboards to 
financial success for millions of men and women, young and 
old, rich and poor. These principles are simple, effective, and 
easy to apply. Each of them is based on exhaustive research 
and interviews with thousands of wealthy people. People 
who have cracked the business mastery code. They have been 
tested and proven over and over again, and they will work for 
you if you take them and apply them in your own life.

We are living at the greatest time in all human history. More 
people are becoming wealthy today, starting from nothing 
than has ever been imagined. There are more than seven mil-
lion millionaires in America, most of them self-made, and 
the number is growing by 15% to 20% each year. We even 
have self-made ten millionaires, hundred millionaires, and 
more than two hundred billionaires. We have never seen this 
type of rapid wealth creation in all human history.

Here’s the best news of all. Virtually everyone starts with 
nothing. More than 90% of all financially successful people 
today started off broke or nearly broke. The average self-
made millionaire has been bankrupt or close to bankrupt 
3.2 times. Most of them failed repeatedly before they finally 
found the right opportunity that they were able to leverage 
into financial success. And what hundreds of thousands and 
millions of other people have done, you can do as well. 

The iron law of human destiny is the Law of Cause and Ef-
fect. This law is simple yet very powerful. It says that there 
is a specific effect for every cause. For every action, there is 
a reaction. This law says that success is not an accident. Fi-
nancial success is the result of doing certain, specific things, 
repeatedly, until you achieve the financial independence that 
you desire.

Nature is neutral. The natural world, the marketplace, and 
our society do not care who you are or what you are. The law 
of cause and effect says that if you do what other successful 
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people do, you will eventually get the results that other suc-
cessful people get. And if you don’t, you won’t. This law says 
that when you learn and apply the success secrets of wealthy 
people in your own life, you will experience results and re-
wards far beyond anything you have ever accomplished in life 
up until now.

Here is an important point for you to remember. Nobody is 
better than you and nobody is smarter than you. Let me re-
peat that. Nobody is better than you and nobody is smarter 
than you. Get those thoughts out of your mind. One of the 
primary reasons for selling yourself short, for underachieve-
ment and lack of financial success, is the conviction that peo-
ple who are doing better than you are better than you. This is 
simply not the case.

Crack the Business Mastery Code by Dreaming Big Dreams

“Dream big dreams; only big dreams have the power 
to move men’s souls.”

Your first secret to cracking the business mastery code is 
simple: Dream Big Dreams! Allow yourself to dream. Allow 
yourself to imagine and fantasize about the kind of life you 
would like to live. Think about the amount of money you 
would like to earn and have in your bank account. 

All great men and women begin with a dream of something 
wonderful and different from what they have today. You know 
the song that says, “You have to have a dream if you want to 
make a dream come true.” It’s true for you and for everyone 
else, as well.

Practice “back from the future” thinking. This is a powerful 
technique practiced continually by high-performing men 
and women. This way of thinking has an amazing effect on 
your mind and on your behavior. Here is how it works: Proj-
ect yourself forward five years. Imagine that five years have 
passed and that your life is now perfect in every respect. What 
does it look like? What are you doing? 
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Where are you working? How much money are you earning? 
How much do you have in the bank? What kind of lifestyle do 
you have?

You always tend to move in the direction of your dominant 
dreams, images, and visions. The very act of allowing yourself 
to dream big dreams raises your self-esteem and causes you 
to like and respect yourself more. It improves your self-con-
cept and increases your level of self-confidence. It increases 
your personal level of self-respect and personal happiness. 
There is something about dreams and visions that is exciting 
and stimulates you to do and be better than you ever have 
before.

Develop a Clear Sense of Direction to Crack the Business 
Mastery Code

“A person with a clear purpose will make progress on even 
the roughest road. A person with no purpose will make no 
progress on even the smoothest road.” (Thomas Carlyle)

This is where you take your dreams out of the air and crystal-
lize them into clear, specific written goals. Perhaps the great-
est discovery in human history is that “You become what you 
think about most of the time.”

Here is an exercise for you. Take a sheet of paper and write 
the word “Goals” at the top of the page with today’s date. 
Then, make a list of ten goals that you would like to achieve 
over the next twelve months. Write your goals in the pres-
ent tense, as though a year has passed and you have already 
achieved them. Begin each goal with the word “I” to make it 
personal to you.

By making out a list of ten goals for yourself for the next year, 
you will have moved yourself into the top 3% of adults in our 
society. The sad fact is that 97% of adults have never made a 
list of goals in their entire lives. 

Once you have your list of ten goals, go back over the list and 
ask this key question: “Which one goal on this list, if I were 
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to achieve it, would have the greatest positive impact on my 
life?”

Whatever your answer to that question, circle that goal and 
make that your number one, most important goal for the fu-
ture. Set a deadline, make a plan, take action on your plan, 
and do something every day that moves you toward that goal. 

From now on, think and talk about that goal all the time. An-
nounce your goal to your family, and friends, and on social 
media.  There has never been a better time to build aware-
ness and visibility about your goals.  If no one knows what 
you are trying to accomplish, how can they help you?  Think 
and talk about how you can achieve that goal all the time 
with whoever will listen.  This exercise will stimulate your 
creativity, increase your energy, and unlock more and more 
of your potential.

Crack the Business Mastery Code by Seeing Yourself As 
Self-employed

“I am the captain of my soul;  
I am the master of my fate.”

From now on, accept complete, 100% responsibility for ev-
erything you are and everything you will ever be. Refuse to 
make excuses or to blame other people for your problems 
or shortcomings. Stop complaining about things in your life 
that you are not happy about. Refuse to criticize other people 
for anything. You are responsible. If there is something in 
your life that you don’t like, it is up to you to do something 
about it. You are in charge. 

Self-responsible people are intensely result-oriented. They 
take high levels of initiative. They volunteer for assignments 
and they are always asking for more responsibility. As a re-
sult, they become the most valuable and respected people in 
their organizations. They continually prepare themselves for 
positions of higher authority and responsibility in the future. 
You should do the same.
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Do What You Love to Do to Crack the Business Mastery 
Code

“When you start doing what you really love to do, 
you’ll never work another day in your life.”

Wealthy people are those who have found a field where their 
natural strengths and abilities are exactly what is required to 
do the job and achieve the results desired. Wealthy people of-
ten say that they “never worked a day in their life.” You must 
find a field in which you can be totally absorbed, a job or area 
of endeavor that completely fascinates you, that holds your 
attention, and that is a natural expression of your special tal-
ents and abilities. 

When you are doing what you love to do, you seem to have a 
continuous flow of excitement, energy, and ideas to do what 
you do even better. Here is a question for you: “If you won a 
million dollars, tax-free, tomorrow, would you continue to do 
what you are currently doing?”

Perhaps the greatest responsibility of adult life, when you are 
surrounded by so many different choices of occupation and 
activity, is to find out what it is that you really love doing and 
then dedicate yourself to that field. And no one else can do 
it for you.

Commit to Excellence to Crack the Business Mastery 
Code

“The quality of your life will be determined by the 
depth of your commitment to excellence, no matter 

what your chosen field.” 
Vince Lombardi

Resolve today to be the very best at what you do. Set a goal 
for yourself to join the top 10% of your field, whatever it is. 
This decision, to become very, very good at what you do, can 
be the turning point in your life.
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“Your life only gets better when you get better.” And since 
there is no limit to how much better you can become, there is 
no limit to how much better you can make your life. 

Here is one of the most important questions you will ever 
ask and answer, for the rest of your career, “What one skill, if 
you developed and did it excellently, would have the greatest 
positive impact on your life?”

You cannot become good at everything right away. All people 
start out poorly when developing new skills and build com-
petency over time.  The problem is that people do not enjoy 
doing things when they have low competency, but the same 
things will bring them great joy once they achieve high com-
petency.  Resolve to push through the initial discomfort to 
achieve competency. Do not Quit.

Crack the Business Mastery Code by Dedicating Yourself 
to Lifelong Learning

“Continuous learning is the minimum requirement 
for success in any field.” 

Denis Waitley

You have a virtually unlimited capacity to learn and improve 
in your chosen field. You have more brains, abilities, and 
intelligence than you could ever use if you were to work on 
developing yourself for the rest of your life. You are smarter 
than you can even imagine. There is no obstacle that you 
cannot overcome, no problem you cannot solve, and no goal 
you cannot achieve by applying the power of your mind to 
your situation.

Leaders are learners. Continuous learning is the key to crack-
ing the business mastery code. Lifelong learning is the mini-
mum requirement for success in your field, or in any field. 
Decide today that you are going to become a student of your 
craft and that you are going to continue learning and becom-
ing better for the rest of your life. 
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There are three keys to lifelong learning. The first key is that 
you read in your field for at least 30 to 60 minutes each day. 
Reading is to the mind as exercise is to the body. When you 
read for an hour each day, this will translate into about one 
book per week. One book per week will translate into 50 books 
per year. 50 books per year will translate into 500 books over 
the next 10 years. 

Since the average adult reads less than one book per year, 
when you begin reading one hour per day, one book per week, 
this alone will give you an incredible edge in your field. You 
will become one of the smartest, most competent, and high-
est-paid people in your profession by simply reading for one 
hour each day.  Remember to actively read with a pen in your 
hand, underline all the key points, and insights, and write 
down your notes when you feel inspired.

The second key to lifelong learning is for you to listen to au-
dio programs in your car as you drive from place to place. The 
average person commutes 500 to 1000 hours per year. This 
is the equivalent of 12 to 24 forty-hour weeks or as much as 
three to six months of working time. This is the equivalent of 
one to two full-time semesters at the university.

Turn your commute into a learning machine, into a universi-
ty on wheels. Many people have become millionaires through 
the miracle of audio learning. This is why audio learning is 
often called the greatest breakthrough in education since the 
invention of the printing press.

A third key to lifelong learning is for you to take every course 
or seminar you can possibly find that can help you to be bet-
ter in your field. There are now thousands of relevant, highly 
valuable online courses available on every subject, enroll and 
get started now.  The combination of books, audio programs, 
online courses, and seminars will enable you to save hun-
dreds of hours and thousands of dollars, and many years of 
hard work, in achieving the same level of financial success.
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Decide today to become a lifelong learner. You will be amazed 
at the effect that it has on your career. Lifelong learning can 
be a major factor in your becoming wealthy.

Pay Yourself First to Crack the Business Mastery Code

“A part of all you earn is yours to keep,  
and if you cannot save money,  

the seeds of greatness are not in you.” 
W. Clement Stone

Resolve today that you are going to save and invest at least 
10% of your income throughout your working life. Take 10% 
of your income off the top of your paycheck each time you 
receive it and put it away into a special account for financial 
accumulation.

Developing the lifelong habit of saving and investing your 
money is not easy. It requires tremendous determination and 
willpower. You must set it as a goal, write it down, make a 
plan, and work on it all the time. But once this habit locks 
in and becomes automatic, your financial success is virtually 
assured.

Practice frugality in all things. Be very careful with every 
penny. Question every expenditure. Delay or defer every im-
portant buying decision for at least a week, if not a month. 
The longer you put off making a buying decision, the better 
will be your decision and the better price you will get at that 
time. 

If you cannot save 10% of your income, start today by sav-
ing 1% of your income in a special savings and investment 
account. Put it away at the beginning of each month, even 
before you begin paying down your debts. Live on the other 
99% of your income. As you become comfortable living on 
99%, raise your savings level to 2% of your income, then 3% 
and 4% and so on. 
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Within one year, you will be saving 10% and maybe even 15% 
or 20% of your income and living comfortably on the balance. 
At the same time, your savings and investment account will 
start to grow. You will become more careful about your ex-
penditures and your debts will begin to be paid off. Within a 
year or two, your entire financial life will be under your con-
trol and you will be on your way to becoming wealthy. This 
process has worked for everyone who has ever tried it. Try it 
and see for yourself.

Crack the Business Mastery Code by Learning Every De-
tail of Your Business

“If you become very good at what you do, there is 
nothing that can stop you from getting paid more 

and promoted faster.”
Dan Kennedy

The market only pays excellent rewards for excellent perfor-
mance. It pays average rewards for average performance and 
below-average rewards, failure, and frustration for below-av-
erage performance. Your goal should be to become an expert 
in your chosen field by learning every single detail about how 
to do it better and better.

The Law of Integrative Complexity says that the individual 
who can integrate and use the greatest amount of informa-
tion in any field soon rises to the top of that field. 

If you are in sales, become an aggressive, lifelong student of 
the selling process. The top 20% of salespeople earn, on aver-
age, 16 times the amount of the bottom 80% of salespeople. 
The top 10% of salespeople earn even more. 

If you are in management, resolve to become an outstanding 
professional manager. If you are starting and building your 
own business, study entrepreneurial strategies and tactics 
and try out new ideas every single day.



23

Cracking The Business Mastery Code

Set a goal for yourself to become the very best in your busi-
ness or profession. One small detail, insight, or idea can be 
the turning point in your career. Never stop looking for it.

Dedicate Yourself to Serving Others to Crack the Busi-
ness Mastery Code

“You can get everything you want in life if you just 
help enough other people get what they want.” 

Zig Ziglar

Your rewards in life will always be in direct proportion to 
your service to other people. All wealthy business owners are 
obsessed with customer service. They think about their cus-
tomers all the time. They are continually looking for new and 
better ways to serve their customers better than anyone else.

Your success in life will be in direct proportion to what you 
do after you do what you are expected to do.

Always look for opportunities to do more than you are paid 
for. Always seek ways to go the extra mile for your customers. 
Remember, there are never any traffic jams on the extra mile.

Your customers are those people who you depend on for your 
success in your work. This means that your boss and cowork-
ers are customers as well as the people who buy your prod-
ucts or services. Your customers are also those people who 
depend on you for their success or satisfaction. This is what 
cracking the business mastery code is all about.

Look for ways to add value to what you do and to the people 
who depend on you every single day. One small improvement 
in the way you serve your customers can be a major reason 
for your financial success. Never stop looking for those little 
ways to serve your customers better.

Be Impeccably Honest with Yourself and Others to Crack the 
Business Mastery Code
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“If honesty did not exist, it would have to be invented 
as the surest means of becoming rich.” 

Bulmer

Perhaps the most valued and respected quality you can de-
velop is a reputation for absolute integrity. Be perfectly hon-
est in everything you do and in every transaction and 

activity. Never compromise your integrity for anything. Re-
member that your word is your bond and your honor is every-
thing when it comes to business. 

Cracking the business mastery code is based on trust. Your 
success in becoming wealthy will be solely determined by the 
number of people who trust you and who are willing to work 
for you, give you credit, lend you money, buy your products 
and services, and help you out during difficult times. Your 
character is the most important thing that you develop in 
your entire life and it is based on the amount of integrity that 
you practice.

The first part of integrity is to be true to yourself, in all 
things. Be true to the very best that is in you. Being true to 
yourself means doing what you do excellently. Integrity is 
demonstrated internally by personal honesty and externally 
by quality work. 

The second part of integrity is for you to be true to the other 
people in your life. Live in truth with everyone. Never do or 
say anything that you do not believe to be right, good, and 
honest. Refuse to compromise your integrity for anything. 
Always live up to the very best that you know.

Here is a question for you to ask and answer regularly: “What 
kind of a world would my world be if everyone in it was just 
like me?”

This question forces you to set high standards for yourself 
and keep raising the bar. Act as though your every word and 
action were to become a universal law. Carry yourself as 
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though everyone was watching you and patterning their be-
havior after yours. And when in doubt, always do the right 
thing, whatever it is and whatever it costs.

If You want to Crack the Business Mastery Code Set Priorities 
and Concentrate Single Mindedly

“Concentration is paying attention  
to a chosen thought.” 

Atkinson

This is the key requirement for high levels of productivity 
and performance.  When you develop the habit of setting pri-
orities and concentrating single-mindedly, you will be able 
to accomplish virtually anything you want in life. This core 
strategy has been the primary reason for high income, wealth 
creation, and financial independence for thousands and even 
millions of people.

Your ability to determine your highest priority and then to 
work on that high priority until it is completed is the primary 
test and measure of your willpower, self-discipline, and per-
sonal character. It is the hardest habit to develop but also the 
most important if you want to crack the business mastery 
code.

Here is the formula. Make a list of everything you have to do 
before you begin. Set priorities on that list and start work on 
your highest priority task until it is complete.

Commit yourself to working single-mindedly on one task, 
the most important task, and staying at it until it is 100% 
complete. Persevere without diversion or distraction. Push 
yourself to keep working at the job until it is done.

The good news is that by continually setting priorities and 
concentrating on your highest-value tasks, you soon develop 
the habit of high performance. This habit will then become 
automatic and will virtually guarantee you great success in 
life.
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Develop a reputation for speed and dependability to Crack 
the Business Mastery Code

“Do your work; not just your work and no more, but a little 
bit more for the lavishings sake – that little more which is 
worth more than all the rest.” (Dean Briggs)

Time is critical for business success. Everyone today is in a 
tremendous hurry. Customers who did not even know that 
they wanted a product or service now want it yesterday. Peo-
ple are less and less patient for anything. Loyal customers 
will change suppliers overnight if someone else can serve 
them faster than the people they are already dealing with. 
Instant gratification is no longer fast enough.

Your job is to develop a reputation for speed. Develop a 
“sense of urgency.” Develop a bias for action. Move fast on 
opportunities, and when people want or need something. 
Move quickly when you see something that needs to be done. 

When you can combine your ability to select your highest 
priority task with the commitment to getting it done quickly 
and well, you will find yourself moving to the front. More 
doors and opportunities will open for you than you can even 
imagine today.

To Crack the Business Mastery Code Be Prepared to 
Climb from Peak to Peak

“Winning is not a sometime thing;  
it’s an all the time thing.”

Vince Lombardi

Just as a mountain climber who has reached one peak must 
go down into the valley to climb to another peak, your jour-
ney will be the same. Your life and career will be a series of 
ups and downs. As they say, “Life is a process of two steps 
forward and one step back.”

All of business life is made up of cycles and trends. There are 
up cycles and down cycles. There are trends in business that 
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can often lead to a complete change in the industry. We see 
this today with the Internet and the expansion of technology 
in all directions, changing many of our fixed ideas and beliefs 
about the way business is done.

Develop a long-term perspective. Take a long view in every-
thing you do. Plan two, three, four and five years into the fu-
ture and don’t allow yourself to get onto an emotional roller 
coaster with the short-term ups and downs of daily life.

Practice Self-discipline in All Things to Crack the Busi-
ness Mastery Code

“Self-discipline is the ability to make yourself do 
what you should do, when you should do it,  

whether you feel like it or not.” 
Elbert Hubbard

This is the most important single quality for success in life 
and cracking the business mastery code. If you can discipline 
yourself to do what you should do, when you should do it, 
whether you feel like it or not, your success is virtually guar-
anteed. 

The key to becoming a wealthy person is a long-term per-
spective combined with an ability to delay gratification in 
the short term. It is your ability to set a long-term financial 
goal of becoming wealthy and then to discipline yourself, ev-
ery single day, and with every single expenditure, to do only 
those things that will guarantee that you ultimately achieve 
your long-term goal. 

Self-discipline requires self-mastery, self-control, self-re-
sponsibility, and self-direction. The difference between those 
who crack the business mastery code and failure is that suc-
cessful people make a habit of doing the things that failures 
do not like to do. And what are those things? The things that 
failures don’t like to do are the same things that successful 
people don’t like to do either. 
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Successful people are more concerned with pleasing results. 
Failures are more concerned with pleasing methods. Suc-
cessful people do things that are goal-achieving.  Unsuccess-
ful people do things that are tension-relieving. Successful 
people do the things that are hard, necessary, and important. 
Unsuccessful people, on the other hand, prefer to do things 
that are fun and easy and which give them immediate enjoy-
ment.

The good news is that every act of self-discipline strength-
ens your other disciplines as well. Every time you practice 
self-discipline, your self-esteem goes up. You like and respect 
yourself even more. And the more you practice discipline in 
small things, the more capable you become of the great disci-
plines required for the great opportunities, experiences, and 
challenges of life.

Remember that everything in life is a test. Every day, every 
hour, and sometimes every minute, you are taking a test - 
of self-mastery, self-control, and self-discipline. The test is 
to see whether you can make yourself do the things that are 
most important and stay with them until they are complete. 
When you pass the test, you move onward and upward to the 
next grade. And as long as you keep passing the tests, you 
keep moving onward and upward in your life. Success is tons 
of discipline. As Jim Rohn says, ”Discipline weighs ounces; 
failure weighs tons.”

Crack the Business Mastery Code by Unlocking Your In-
born Creativity

“Imagination is more important than facts.” 
Albert Einstein

Here is some more good news. You are a potential genius. 
You are smarter than you have ever imagined. You have more 
raw brainpower and creative ability than you have ever used 
up to now. 
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Your brain has 10 billion cells, each of which is connected to 
as many as 20,000 other cells by a complex network of neu-
rons and dendrites. This means that the possible combina-
tions and permutations of cells in your brain are greater than 
the number of molecules in the known universe. Your ability 
to develop ideas to help you crack the business mastery code 
is infinite and unlimited. This means that your ability to suc-
ceed is unlimited as well.

Your creativity is stimulated by three things: 

• Intensely desired goals
• Pressing problems
• Focused questions

The more you focus your mind on achieving your goals, solv-
ing your problems, or answering the tough questions about 
your business and personal life, the smarter you become and 
the better your mind works for you in the future.

Your brain, your creativity, is like a muscle. The more you use 
it, the stronger and more resilient it becomes. You can in-
crease your intelligence and your IQ by disciplining yourself 
to think creatively all day long. And remember, creativity is 
just another word for “improvement.” Every time you come 
up with an idea to improve some part of your work, to find 
newer, better, faster, cheaper, or easier ways to accomplish a 
result, you are functioning at the highest level of creativity.

Just as you develop your muscles by straining them with 
physical training, you develop your mental muscles by strain-
ing them as well. 

Get Around the Right People to Crack the Business Mastery 
Code

“You will be the same person in five years except for 
the people you meet and the books you read.” 

Charlie Jones
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Fully 85% of your success and happiness in life is going to be 
determined by the quality of the relationships that you de-
velop in your personal and business activities. The more peo-
ple you know, and who know you in a positive way, the more 
successful you will be and the faster you will move ahead. 

At virtually every turning point in your life, someone is 
standing there to either help you or hinder you. Successful 
people make a habit of building and maintaining a network 
of high-quality relationships throughout their lives, 

and as a result, they accomplish vastly more than the average 
person who goes home and watches television each night.

Everything is relationships. Virtually all your problems in life 
will come as the result of your entering into the wrong rela-
tionships with the wrong people. Virtually all your great suc-
cesses in life will be accompanied by great relationships with 
good people who help you and who you help in return.

More than 90% of your success will be determined by your 
“reference group.” Your reference group is defined as the 
people with whom you habitually identify and pass the time 
with.

People who have cracked the business mastery code network 
continually. They join their industry and trade associations, 
attend every meeting and get involved with activities. They 
introduce themselves to people in business and social set-
tings, hand out their business cards, exchange contact infor-
mation, and tell people what they do.  Leverage the multitude 
of online forums, social networks, and threads to start con-
versations and learn from smart people.

And here is one of the best strategies of all. Whenever you 
meet a new person, ask them to tell you about their business 
and especially, to tell you what you would need to know to 
send a client or a customer to them.

Be a go-giver rather than a go-getter. Always look for ways to 
put in before you start thinking of ways to take out. The very 
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best way to network and build your relationships is to con-
stantly look for ways to help other people achieve their own 
goals. The more you give of yourself without expectation of 
return, the more rewards that will come back to you from the 
most unexpected sources.

Take Excellent Care of Your Physical Health

“The key to happiness is a sound mind  
in a sound body.” 
Theodore Roosevelt

You cannot crack the business mastery code if your health is 
poor. 

We are living at the most wonderful time in human history 
in terms of longevity and physical fitness. You can live longer 
and live better today than has ever before been possible. You 
should aim to live to be 80, 90, or even 100 years old, in excel-
lent health, and you can do it if you decide to.

First, set a goal to live to be at least 100 years old. Then, look 
at your current health habits and ask yourself whether or not 
the way you are living today is going to get you to the age of 
100 in great shape.

There are three keys to living a long, happy, healthy life. The 
first is proper weight. There is a five-word formula for weight 
loss and physical fitness. It is simply this, “Eat less and exer-
cise more.”

Second, proper diet. The key to a proper diet is for you to eat 
better foods and fewer of them. Eat more lean source pro-
teins, healthy fats, organic fruits, and vegetables. Eliminate 
sugar from your life. Stop consuming extra salt and stop eat-
ing white flour products. Eat smaller portions and consume 
all your calories within an 8-hour window every day.

When you can take complete control of your eating habits, 
you will find it easier to take control of your habits in other 
parts of your life as well.
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The third key to a long life is proper exercise. This requires 
that you exercise approximately 200 minutes per week or an 
average of 30 minutes per day. You can get all the exercise 
you need by going for a vigorous 30 to 60-minute walk three 
to five days per week.  Make sure to incorporate flexibility, 
mobility, cardiovascular, and strength training regimens into 
your routine.

If your financial goal is to achieve a net worth in excess of one 
million dollars, your health goal should be to live as long as 
possible so that you can enjoy a wonderful lifestyle with your 
money.

Cracking the Business Mastery Code Means Being Decisive 
and Action Oriented

“Take arms against a sea of troubles,  
and in so doing, end them.” 

Shakespeare

One of the qualities of millionaires and billionaires is that 
they think carefully and then make decisions quickly. They 
discipline themselves to take action and to carry out the de-
cisions they have made. They move fast and they get quick 
feedback from their actions. If they find they have made a 
mistake, they quickly self-correct and try something else.

The key to triumph is for you to try. Successful people are de-
cisive and they try far more things than the average person. 
By the Law of Probabilities, if you try far more different ways 
to be successful, the odds are that you will eventually find the 
right way for you at the right time.

When you become decisive and action-oriented, you shift 
your entire life into high gear. You get far more done in a day 
than the average person. You move ahead far faster than the 
people around you. You actually tap into a higher source of 
energy, enthusiasm, and motivation that fills you full of joy 
and exhilaration. This positive energy then propels you for-
ward even faster toward your goals. 
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Back Everything with Persistence and Determination to 
Crack the Business Mastery Code

“Nothing can take the place of persistence. Talent 
will not; nothing is more common than unsuccessful 

men with talent.  Genius will not; unrewarded 
genius is almost a proverb. Education will not; the 
world is full of educated derelicts. Persistence and 

determination alone are omnipotent.”
Calvin Coolidge

Persistence is the iron quality of character. It is to the char-
acter of man as carbon is to steel. The quality of persistence 
is the indispensable quality that goes hand in hand with all 
great success in life. 

When you are overwhelmed with a problem or difficulty, 
you do not have enough time to develop the necessary per-
sistence to deal with the setback or disappointment.  But if 
you plan for the inevitable ups and downs of life, when they 
come, you will be psychologically ready. You will be prepared.

The courage to persist in the face of adversity and disap-
pointment is the one quality more than anything, that will 
guarantee you crack the business mastery code. Your greatest 
personal asset can be your willingness to persevere longer 
than anyone else. In fact, your persistence is the true mea-
sure of your belief in yourself and your ability to succeed.

Epictetus, the Roman philosopher once wrote, “Circumstanc-
es do not make the man. They merely reveal him to himself.”

The one thing that is inevitable in your life is the recurring 
crisis. If you are living a busy life, you will have a crisis every 
two or three months. In between these unavoidable crises 
will be a continuous succession of problems and difficulties. 
And the more things that you attempt, the bigger your goals, 
the more determined you are to become wealthy, and the 
more problems and crises you will experience. 
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The only thing you can control is how you respond to dif-
ficulties and setbacks. The good news is that every time you 
respond in a positive and constructive manner, you become 
stronger, better, and even more capable of dealing with the 
next problem or crisis that comes along. Eventually, you will 
reach a point in life where you become absolutely unstop-
pable. 

Final Words on Cracking the Business Mastery Code 

Let me repeat the most important message of this entire 
chapter.  It is this: “Success is predictable.”

Success is not a matter of luck, accident, or being in the right 
place at the right time. It is as predictable as the sun rising 
in the east and setting in the west. By practicing the prin-
ciples that you have just learned, you will move to the front 
of the line in life. You will have an incredible advantage over 
people who do not know or who do not practice these tech-
niques and strategies. You will have an advantage that will 
enable you to crack the business mastery code and give you 
the winning edge for the rest of your life and career.  If you 
consistently and persistently do the things that other suc-
cessful people do, there is nothing in the world that can stop 
you from becoming a big success yourself.

Remember, you are as good or better than anyone you will 
ever meet: 

You are an outstanding human being

You have talents and abilities far greater than anything that 
you have ever realized or used up to now

You have within you the potential to accomplish wonderful 
things with your life

Your greatest responsibility is to dream big dreams, decide 
exactly what you want, make a plan to achieve it, practice 
the strategies taught in this program, take action every single 
day in the direction of your dreams and goals, and resolve to 



never, never, never give up. When you do these things, you 
put yourself on the side of the angels. You become unstop-
pable and your success becomes inevitable.

Use the strategies and techniques in this chapter to crack the 
business mastery code!
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Imagine waking up on a bright, serene Sunday morning. A 
majestic sunrise over the ocean greets you through large glass 
doors leading to a spectacular balcony. But confusion sets in 
- this isn’t where you fell asleep. How did you end up here? 
Before you can piece it together, the aroma of freshly brewed 
coffee draws you to the balcony, where breakfast awaits.

You settle into a luxurious beach chair, savoring your drink 
while watching the waves sparkle under the sun. It feels sur-
real waking up in a dream house. But then you notice the 
silence - where is your family? Pinching yourself, you ensure 
this is real. Determined to find out what’s happening, you 
head inside.

Downstairs, a framed picture of your family deepens the 
mystery. You quickly call your spouse.

“Honey, where are you?” you ask in a shaky voice.

“We’re on the cruise with the kids, enjoying the Bahamas. Did 
you forget?” she replies, exasperated.

“Why am I not with you?” you stammer, stunned.

Your spouse reminds you: “Last time you joined us, there was 
an emergency at work. Your team couldn’t reach you due to poor 
internet, and the company lost a multi-million-dollar contract.”

Puzzled, you end the call. Slowly, it dawns on you that over-
night, you’ve achieved in hours what you planned for years - 
your team’s revenue has doubled, your home is grander, and 
your staff has grown. It feels surreal, but then unease creeps 
in. You rush to the bathroom, shocked by your reflection - 
your hair is turning white. 

Panic sets in as you check the date: twelve years have passed 
in the blink of an eye. Where did those years go? Why can’t 
you recall spending quality time with your family? The ex-
citement fades, replaced by frustration. You’ve achieved your 
goals, but it took twelve years, not three, at a cost you hadn’t 
anticipated
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The Slippery Sign: Uncovering Disengagement

Despite achieving your dream, 
an emptiness lingers. Seeking 
clarity, you decide to go for a 
jog. As you descend a steep hill, 
your mind races, and you near-
ly slip on a wet, algae-covered 
path, barely avoiding injury.

On your way back, you spot a 
“Slippery when wet” sign - fac-
ing those ascending, not de-
scending, where it would have 
been more likely to prevent the 
accident.

That misplaced sign refl ects the work of disengaged employ-
ees. Could similar disengagement be causing mistakes, frus-
tration, and costly errors within your team? Is this why you 
and your leaders feel the need to micromanage? Is this why 
it took twelve years to achieve what should have taken just 
three?

This was an actual incident in my community. The same kind 
of disengagement could be quietly undermining your com-
pany as well.

The Hidden Drain: The Cost of Disengagement

Gallup’s 2023 Survey reveals 
that disengagement drains 9% 
of the world’s GDP - a stag-
gering $8.8 trillion. But what 
if you could reverse this trend? 
Imagine a workplace where en-
thusiasm replaces disengage-
ment, transforming your team’s 
commitment, productivity, and 
culture into a thriving and positive environment. 
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You might wonder if this transformation is possible. If it is 
possible, how long will it take, and can it be done without 
burning out your leaders? The good news is you can equip 
your team with the mindset and tools to achieve this trans-
formation in just 60 minutes.

Introducing the G.A.P.S. Framework

This transformation is possible through my exclusive G.A.P.S. 
framework - a system composed of four key elements. This 
bridges the gap between your team’s current and desired 
happiness levels, engagement, and productivity.

G.A.P.S. helped me stay engaged, productive, and joyful with 
my work. It enabled me to:

• Receive referrals and recommendations from every 
client.

• Increase my bottom line 15-fold over 20 years.
• Boost my rehire rate to 100%.

G.A.P.S. also helped thousands of people to:

• Transform workplace apathy into passionate 
engagement and boost productivity.

• Reduce leadership burnout while improving 
company culture.

The Struggle Before the Solution

My journey to discovering G.A.P.S. wasn’t straightforward. It 
began with my struggle to find fulfillment. My first real battle 
with the Monday blues was in 2013.

It’s May 18th, 8:49 PM, and I’m at the District 50 Toastmas-
ters International Speech Competition. I’ve just inspired 
200 people to step out of their comfort zones, and now I’m 
holding a 2nd-place silver trophy. But instead of pride, I was 
disappointed. You might think, “Really, Kapil? What’s wrong 
with you? Why can’t you just be happy with this?”
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The Epiphany

The disappointment wouldn’t leave me. A silver trophy meant 
my dream of becoming a world champion was crushed. Then, 
a small voice inside whispered, “Kapil, you’re meant to be a 
professional speaker.” I almost laughed.

“Seriously? Me? I’m just a software developer, building websites 
no one notices.” That’s precisely how I felt.

Now, be honest - have you or your team members ever felt 
destined for something different? Have you ever felt stuck in 
your current situation? What if there was a way out? These 
questions nagged at me for months as I stared blankly at my 
computer screen. 

Then it hit me: Was I working out of passion or necessity? 
The realization deepened: “Am I living for Fridays to be happy? 
If so, how many of the 40 to 50 years ahead will truly bring joy? 
10? 15? That’s just 30% of my life!”

At that moment of painful introspection, I knew some-
thing had to change - it was time for a  “happiness software  
upgrade.”  

The Quest for a Happier Workplace

My quest began. As I engaged with employees and explored 
the Gallup Employee Engagement Survey, I realized this 
wasn’t just my struggle - millions face it. I delved into books 
like “The Happiness Hypothesis” and “The Happiness Ad-
vantage”, and interviewed individuals across the spectrum - 
from barbers to CEOs - who seemed unusually happy at work, 
and reflected on my life’s ups and downs. 

Guided by advice from coaches and mentors and intense 
training from Tony Robbins’ “Unleash the Power Within” 
to Next Level’s “Emotional Intelligence” training, I started 
my journey toward transforming Mundane Mondays into 
Magical and Marvelous Mondays for myself and others.
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A New Approach to Employee Engagement

Many employee engagement surveys and solutions focus on 
what employers and managers should do, but these often fall 
short. If someone isn’t interested in being happy or grow-
ing, it’s nearly impossible to help them. So, instead of rely-
ing solely on managers, why not empower employees with 
the mindset and tools to be happy, engaged, and fulfilled at 
work?

Recognizing this need, I realized a different approach was 
necessary - not just for me but for others. To understand the 
other employee disengagement challenge, I surveyed over 
250 employees, asking: 

What are the top three factors that make you happy, en-
gaged, and fulfilled at work? 

The results were surprising. While I struggled with issues like 
lack of passion, burnout, and depression, others cited rea-
sons ranging from not making an impact to underutilized 
potential and from insufficient financial growth to limited 
personal growth.

The Birth of G.A.P.S.

This led to the discovery of G.A.P.S., a framework designed 
to address most, if not all, of these issues. G.A.P.S. is an ac-
ronym for four tools that helped me overcome challenges 
like disengagement, stress, and burnout from 2003 to 2023. 
These tools can empower employees to create a thriving cul-
ture in just 60 minutes.

The Gratitude Gear: Powering Up Engagement

In G.A.P.S., “G” stands for Gratitude.

You might be thinking, “Come on, Kapil. We all know being 
grateful makes us happy. It’s common sense.”

However, as Stephen Covey, author of “The 7 Habits of Highly 
Effective People”, says, “Common sense isn’t always common 
practice.” Gratitude may seem obvious, but how often do we 
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practice it? Occasionally, we need reminders from books, 
family, or life experiences.

A Turning Point

In 2003, I hit a turning point. Despite earning a Master’s de-
gree with distinctions from Lancaster University, I applied to 
over 397 companies - only to face rejection after rejection. 
Each rejection chipped away at my confidence, leaving me 
feeling defeated and questioning my worth. 

I finally landed a job at Kentucky Fried Chicken (KFC), not to 
develop their software but to scrub the floors, wash dishes, 
and clean toilets.

Can you imagine? A prestigious degree but no impressive job 
to flaunt on LinkedIn. A sharp look but no girlfriend to show 
off on Instagram. A cool phone, but your Facebook fan base 
is as ignored as your gym membership. And the irony? You’re 
surrounded by KFC chicken burgers when you’re a vegetar-
ian. My life felt like one cruel joke.

The Transformation

I was lost until my friend, Sanjay Singh, gave me Shiv Khera’s 
book “You Can Win”. One line stood out: “Be Grateful To Be 
Happy.” This sparked a transformation in me.

I started practicing gratitude for 21 days, which I strongly 
recommend you try. Every day, I thought about three things I 
was grateful for at work. It didn’t change my job, but it shift-
ed my perspective. I stopped focusing on what I lacked and 
started valuing what I had.

From that day on, I stopped complaining and started enjoy-
ing my work.
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The Royal Touch: Becoming the ‘Eddie Murphy’  
Employee

Have you ever seen an employee at McDonald’s, KFC, or any 
restaurant who’s always happy, engaged, and goes the extra 
mile with a smile? I call them ‘Eddie Murphy’ employees - 
like Eddie Murphy’s character in “Coming to America”. In 
the movie, Eddie plays Prince Akeem, who, despite being a 
prince, takes a job at a fast-food joint and treats every task 
- whether mopping floors or flipping burgers - as if he’s per-
forming on the royal stage.

At KFC, I was that ‘Eddie Murphy’ employee. Serving custom-
ers, I’d turn on the charm, grinning like I’d just won the lot-
tery. I’d greet everyone with, ‘Happy Monday! How are you 
doing? Can I get you some water? A napkin?’ 

I always smiled and brought enthusiasm to every task, as if I 
was competing for ‘Employee of the Month’ in my little king-
dom.

As I practiced gratitude, the universe seemed to reward me 
with even more - a great IT job, a wonderful wife, and 4,999 
Facebook fans.

The Gratitude Practice: Planting Seeds of Joy

Now, let’s put common sense into practice. Let’s do a grati-
tude exercise. Find a comfortable chair and take a seat. Close 
your eyes if you’re comfortable. Think about one moment re-
lated to your work that you’re grateful for. It could be your 
first salary, a gift you bought with it, or the moment you re-
ceived an appraisal. Be in that moment. Feel the joy, feel the 
excitement. Savor the moment.

Take another minute to think of a second moment. Keep your 
eyes closed. It might be hard at first, but this exercise trains 
your brain to focus on gratitude. Consider any other work-
related moment you’re grateful for - maybe a fun company 
outing, a memorable trip with colleagues, or even that time 
you had a little crush on a coworker (if that’s your thing). Any 
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moment that comes to mind is valid. Feel the joy, the bliss. 
Savor the moment.

Now, think of a third moment. It should be easier now. Keep 
your eyes closed. Visualize the moment and hear the sounds 
that were around you at that time.

Reflect on what the gratitude exercise brought you. Did you 
experience joy, happiness, excitement, fun, love, or connec-
tion - or maybe all of them?

Practicing gratitude is powerful. As Tony Robbins says, “When 
you are grateful, you can’t be sad, angry, or frustrated. Gratitude 
brings joy and happiness.”

You might wonder, “That’s great for employees, but what’s in it 
for a leader like me?” Here’s the good news: Happy employees 
are more productive. Research from the University of Oxford 
and the University of Warwick shows that happy employees 
are at least 12-13% more productive.

The Ripple Effect: Imagining a Happier, More Productive 
Team

Imagine your team working the same 40 hours a week but be-
ing happier, more productive, and delivering better outcomes 
for everyone. All it takes is 3 minutes daily for your team to 
think of three things they’re grateful for. Do this for 21 days, 
and their subconscious minds will continue to seek out grati-
tude even if they stop doing the exercise. Isn’t that amazing?

I’ve seen this work firsthand. My team and I adopted the ‘Ed-
die Murphy’ mindset, bringing enthusiasm and positivity 
to our work. At my client, vTech, they embraced this spirit, 
greeting each day with ‘Happy Monday, Happy Everyday,’ and 
transforming their office atmosphere. 

They became the ‘Eddie Murphy’ team at vTech. You can 
achieve this by adopting this attitude. Become the ‘Eddie 
Murphy’ of your workplace! Be Grateful to Be Happy.
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The Full G.A.P.S. Experience

You might think, ‘Kapil, being happy and productive at work 
is a great start, but is it enough to transform your workplace 
culture?’ That’s why you and your team need all four tools of 
G.A.P.S.

G — Gratitude focuses on recognition and appreciation, en-
couraging a grateful mindset.

A — A fulfillment bridge aims to infuse purpose, passion, and 
pure joy, making tasks meaningful.

P — Be Present — helps to get unstuck, unfettered, unde-
pressed, and grow.

S — Smile & Sincere Compliment unlocks the hidden power 
of smiling and giving sincere compliments, fostering a posi-
tive work culture.

Whatever disengagement challenges your team might be fac-
ing, G.A.P.S. has the answer. These four techniques can equip 
your team to create a thriving culture in just 60 minutes.

Complete Your Journey with G.A.P.S. to Reclaim Lost 
Years

Ready to transform your team’s culture today? Visit  
https://inspiringhappinessatwork.com to complete your 
journey with the G.A.P.S. framework - your path to a thriving,  
engaged, and productive team.

Imagine going to bed with peace of mind, knowing you have 
a solution for better and faster results. 

When you wake up, it feels like you’ve gained back those 
twelve lost years. Instead of spending twelve years grinding, 
missing out on quality time with your family, and burning 
out, you empower your employees with G.A.P.S. 

Within one year, like many of my clients, you see a significant 
boost in the mood, engagement, and productivity of your 
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entire team. Most employees smile, give sincere compli-
ments, and find purpose, passion, and joy in their work. 

You create a positive, thriving culture. With this culture, 
you experience a 12% improvement in productivity, a 27% 
improvement in customer satisfaction, and the highest re-
tention rate ever: Happy Employees, Happy Customers, 
Happy Life.

Dream Come True: A Meaningful Success

To celebrate an amazing year, you give your leadership team 
and yourself a week off (not all at once). You take a seven-day 
Bahamas cruise with your family; fully confident your team 
can handle everything. 

As the sun sets, you enjoy the view. Though unfamiliar, it 
feels like a dream house - the one you’ve always wanted. This 
time, there’s no confusion, no missing family, no lost years - 
just pure joy and fulfillment, knowing you’ve finally arrived.
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“Your brand is what other people say about you. You have to be 
careful to build a good one” – Jeff Bezos

Building Unshakeable Brand Trust in the Age of Trans-
parency

In the sweltering heat of an Egyptian summer, I stood amidst 
the ruins of my once-thriving business. The tourists had van-
ished, scared away by a series of terrorist attacks, and with 
them went my dreams of success. I was barely 27 years old, 
and already I had experienced the dizzying heights of entre-
preneurial triumph and the crushing lows of failure. 

As I looked around at the empty hotel lobbies where my spa 
services once flourished, I realized that being well-known 
wasn’t enough. My brand recognition meant nothing in the 
face of circumstances beyond my control.

That moment of crisis became the catalyst for a journey 
that would take me across continents, challenge everything 
I thought I knew about business, and ultimately lead me to 
a profound realization: in today’s hyper-connected, infor-
mation-saturated world, brand awareness alone is no longer 
the golden ticket to success. The true currency of our time is 
trust.

From Desert Sands to Digital Brands

As I  mentioned above, my path to becoming an expert in per-
sonal branding and trust-building was far from conventional. 
It began in a small village in Minya, Egypt, where clean run-
ning water was a luxury and opportunities seemed as scarce 
as rain in the desert. But even in those humble beginnings, 
the seeds of entrepreneurship were taking root.

At just 16 years old, with more ambition than experience, I 
opened my first business – a small photography studio. It was 
a bold move for a teenager, especially one growing up in a 
conservative environment where the pursuit of wealth was 
often viewed with suspicion. 
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While that first venture ultimately failed, it ignited a fire 
within me. By my early 20s, I had moved to Hurghada, a tour-
ist hotspot on the Red Sea coast. There, I stumbled upon an 
opportunity that would change the course of my life. I began 
working as a physical therapist  for tourists, quickly realizing 
there was a gap in the market for high-quality spa services.

Seizing this opportunity, I built a successful spa business 
across multiple hotels. By 25, I had achieved what seemed 
impossible for a boy from my background – I had made my 
first million. I was riding high, believing I had cracked the 
code to business success.

But life had other plans.

In 1997, a series of terrorist attacks rocked Egypt, decimating 
the tourism industry overnight. My thriving business, so de-
pendent on the steady flow of tourists, crumbled. Within two 
years, I had lost everything. 

The experience was devastating, not just financially, but 
emotionally. I had to let go of all my employees, people who 
had trusted me with their livelihoods. It was a harsh lesson 
in the volatility of success based solely on market conditions 
and brand recognition. I had been woefully unprepared for 
the realities of a world where external factors could obliter-
ate a business regardless of its popularity.

This setback became the catalyst for my next big move. Re-
alizing the limited opportunities in Egypt, I made the bold 
decision to immigrate to Germany. It was a leap into the un-
known, fraught with challenges. I arrived without speaking a 
word of German, armed only with my determination and the 
hard-earned wisdom from my past experiences.

In Germany, I started from scratch. I worked in physical re-
habilitation centers, leveraging my background in physical  
therapy. But I knew I wanted more. Despite the language bar-
rier, I enrolled in a prestigious sales academy. It was there 
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that a professor recognized my exceptional talent for mar-
keting, setting me on a new professional path.

As I navigated the German business world, I began to under-
stand the power of personal branding and positioning. 

I realized that my diverse experiences – from a village in 
Egypt to the bustling tourist resorts of Hurghada, from the 
depths of business failure to starting anew in a foreign coun-
try – had given me a unique perspective on building trust and 
authenticity in business.

I discovered that my true talent lay not just in sales or mar-
keting, but in teaching and coaching others. I became a sales 
trainer and consultant, eventually launching my own busi-
ness in Germany. But this time, I approached entrepreneur-
ship differently. I understood that long-term success wasn’t 
just about being known or even being the best – it was about 
being trusted.

This realization led me to invest in myself like never before. 
I sought out mentorship from industry leaders, including 
Brian Tracy, one of my greatest idols in the business world. 
Through these experiences and my own trial and error, I de-
veloped a deep understanding of how to build not just a rec-
ognizable brand, but a trustworthy one.

Why Being Known Is No Longer Enough

In today’s hyperconnected world, achieving brand recogni-
tion is easier than ever before. Social media, digital adver-
tising, and global communications have made it possible for 
brands to reach millions of potential customers with the click 
of a button. But here’s the paradox: while brand awareness 
has become more attainable, it has also become less valuable 
on its own.

Why? Because we’re drowning in a sea of choices.

Every day, consumers are bombarded with thousands of 
brand messages. Our smartphones buzz with notifications, 
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our email inboxes overflow with promotions, and our social 
media feeds are an endless stream of sponsored content. In 
this noisy landscape, simply being recognized is no longer 
enough to capture attention, let alone drive sales and foster 
loyalty.

This is where trust becomes the game-changer: 

81% of consumers say they need to be able to trust a brand to 
buy from them. This isn’t just a preference; it’s a prerequisite 
for doing business.

75% of customers are willing to pay more for products from 
brands they trust. Trust isn’t just about winning customers; 
it’s about creating premium value.

Companies maintaining high transparency levels have seen a 
27% increase in stakeholder trust. Openness and honesty are 
directly correlated with trustworthiness.

63% of consumers say a company’s reputation impacts their 
purchasing decisions. Your brand’s trustworthiness is being 
evaluated before a customer even considers your product.

These numbers tell a clear story: trust is the new currency 
in the business world. But why has trust become so crucial? 
Let’s break it down:

Information Overload: With the internet at their fingertips, 
consumers can research products and companies extensively 
before making a purchase. They’re looking for brands they 
can trust to cut through the noise and provide reliable infor-
mation.

Skepticism and Cynicism: High-profile corporate scandals, 
data breaches, and misleading advertising have made con-
sumers more skeptical than ever. They’re looking for brands 
that demonstrate integrity and transparency.

Value Alignment: Modern consumers, especially younger 
generations, want to support brands that align with their val-
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ues. Trust is built when a brand consistently demonstrates its 
commitment to these shared values.

Experience Economy: We’ve moved beyond simply selling 
products or services. Consumers are buying experiences and 
relationships. Trust is the foundation of any meaningful re-
lationship.

Social Proof: In the age of online reviews and social me-
dia, a brand’s trustworthiness is constantly being evaluated 
in public forums. One breach of trust can have far-reaching 
consequences.

Deliver when it matters most

Consider the following analogy I often use in my seminars. 
A bottle of water might cost 50 cents in a supermarket, $3 
at an airport, and in the middle of a desert, it could be price-
less. The water hasn’t changed, but the context has. Simi-
larly, your brand’s value isn’t just about what you offer, but 
about how much your audience trusts you to deliver when it 
matters most.

This shift from awareness to trust represents a fundamental 
change in how we need to approach branding and market-
ing. It’s no longer enough to shout the loudest or have the 
catchiest slogan. Instead, we need to focus on building deep, 
authentic relationships with those who matter most: our cli-
ents.

Key Principles of Building Brand Trust

Now that we understand why trust is so crucial in today’s 
business landscape, let’s explore the key principles that will 
help you build unshakeable brand trust. These principles 
aren’t just theoretical concepts; they’re battle-tested strate-
gies that I’ve refined through years of experience (or rather 
trial and error) and countless interactions with clients across 
various industries.

A. Transparency: The Foundation of Trust
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Transparency is the bedrock upon which all trust is built. In 
an age where information is readily available, attempts to 
hide or obscure facts about your business will likely backfire. 
Instead, embrace radical transparency.

Be open about your processes: Share information about 
how your products are made, where your materials come 
from, and how your business operates. This doesn’t mean 
giving away trade secrets, but rather providing enough infor-
mation to satisfy curious and conscientious consumers.

Admit mistakes quickly and openly: When things go 
wrong (and they sometimes will), don’t try to cover it up. Ad-
dress issues head-on, explain what happened, and most im-
portantly, detail how you’re going to fix it and prevent it from 
happening again.

Provide clear, honest communication: Whether it’s in your 
marketing materials, your customer service interactions, or 
your CEO’s public statements, always strive for clarity and 
honesty. Avoid jargon, “fine print,” or misleading claims.

B. Consistency: The Backbone of Reliability

Trust is built over time through consistent actions and expe-
riences. Consistency reassures your audience that they can 
rely on you, time and time again:

Deliver on your promises: Whether it’s product quality, de-
livery times, or customer service standards, make sure you 
consistently meet (or exceed) the expectations you set.

Maintain a consistent brand voice: Your communication 
should be recognizable and coherent across all channels, 
from your website to your social media to your customer ser-
vice interactions.

Ensure visual consistency: Your visual branding elements 
(logo, color scheme, typography) should be consistent across 
all touchpoints. This visual coherence helps build familiarity 
and trust.
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As I often tell my clients, “Consistency is not about perfec-
tion, it’s about persistence.” It’s the accumulated effect of 
many small, consistent actions that build a fortress of trust 
around your brand.

C. Authenticity: The Heart of Connection

In a world of polished marketing messages and carefully cu-
rated social media presences, authenticity stands out. It’s 
about being genuine, human, and true to your brand’s values:

Share your brand’s story: Don’t be afraid to let your audi-
ence see the human side of your business. Share your jour-
ney, your struggles, and your triumphs.

Stand for something: Clearly communicate your brand’s 
values and show how these values inform your business deci-
sions.

Encourage and respond to feedback: Actively seek out 
customer feedback and, crucially, show how you’re acting on 
it. This demonstrates that you value your customers’ opin-
ions and are committed to continuous improvement.

Remember, authenticity isn’t about being perfect; it’s about 
being real. As I learned in my journey from Egypt to Germa-
ny, people connect with stories of resilience and growth.

D. Value Creation: The Proof of Commitment

Ultimately, trust is built when you consistently provide value 
to your customers:

Focus on customer outcomes: Don’t just sell products or 
services; help your customers achieve their goals. When you 
prioritize their success, trust naturally follows.

Continuously innovate: Show your commitment to your 
customers by constantly improving your offerings based on 
their needs and feedback.

Provide unexpected value: Go above and beyond what’s ex-
pected. This could be through exceptional customer service, 
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useful free content, or little surprises that delight your cus-
tomers.

As I often say, “Don’t chase money; chase your passion and 
offer high value to people around you, and you’ll get money.” 
When you genuinely focus on creating value, trust (and suc-
cess) will follow.

E. Empathy: The Bridge to Understanding

In my years of coaching and consulting, I’ve found that em-
pathy is often the missing ingredient in many brand-custom-
er relationships:

Listen actively: Really tune in to what your customers are 
saying, not just in their words but in their actions and choic-
es.

Anticipate needs: Use your understanding of your custom-
ers to predict and meet their needs, sometimes before they 
even express them.

Show you care: Demonstrate genuine concern for your cus-
tomers’ wellbeing, beyond just what they can do for your bot-
tom line.

By practicing empathy, you show your audience that you tru-
ly understand and care about them, fostering a deeper, more 
trusting relationship.

F. Strategic Collaborations: Amplifying Trust Through 
Partnerships

One powerful way to enhance brand trust that I’ve found par-
ticularly effective is through strategic collaborations. When 
done right, partnering with other respected brands can sig-
nificantly boost your own credibility and trustworthiness:

Leverage existing trust: By collaborating with brands that 
your target audience already trusts, you can “borrow” some 
of that trust. This is something I experienced firsthand when 
I began collaborating with Brian Tracy, one of my greatest 
idols in the business world.
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Expand reach authentically: Collaborations allow you to 
tap into new audiences in a way that feels natural and valu-
able to the consumer. It’s not about “buying” access to a new 
market, but about creating genuine value through partner-
ship.

Demonstrate openness: Willingness to collaborate shows 
that your brand is open, confident, and focused on creating 
the best possible value for your customers, even if that means 
partnering with others.

Create unique value: By combining strengths and expertise 
with a partner, you can offer something truly unique to your 
audience. This not only builds trust but also sets you apart in 
the market.

Reinforce brand identity: Choosing the right collabora-
tions can help reinforce your brand’s values and identity. It’s 
a powerful way to show, not just tell, what your brand stands 
for.

By incorporating strategic collaborations into your trust-
building efforts, you can create a multiplier effect, amplify-
ing your brand’s trustworthiness and reaching new heights 
of success. However, it’s crucial to choose your collaboration 
partners carefully. Ensure there’s alignment in values, repu-
tation, and quality standards. A misstep here can potential-
ly damage trust, so approach collaborations with the same 
transparency, authenticity, and value-focus that guide your 
other brand activities.

Real-World Application: A Case Study in Trust-Building

To illustrate how the principles and strategies we’ve dis-
cussed can be applied in practice, let’s look at a real-world 
example: the transformation of my own personal brand.

The Challenge

After moving to Germany and establishing myself in the 
business world, I realized that while I had achieved a certain 
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level of success, I wasn’t reaching my full potential. My brand 
was recognized in certain circles, but it lacked the deep trust 
and connection that I knew was necessary for long-term suc-
cess and impact.

The Strategy

Drawing on the principles we’ve discussed, I implemented a 
comprehensive trust-building strategy:

Transparency and Authenticity: I began sharing my story 
more openly, including my struggles and failures. This in-
cluded talking about my early business collapse in Egypt and 
the challenges of starting over in Germany.

Consistency: I developed a clear, consistent message about 
my expertise in personal branding and positioning. This mes-
sage was reinforced across all platforms - my books, speaking 
engagements, and consulting work.

Value Creation: I focused on providing exceptional value to 
my clients and audience, often going above and beyond what 
was expected. This included offering free resources, person-
alized advice, and always prioritizing client outcomes over 
short-term gains.

Strategic Collaborations: I sought out partnerships with 
respected figures in the industry, culminating in my collabo-
ration with Brian Tracy.

Continuous Learning and Improvement: I invested heavily in 
my own education and skills, ensuring that I could deliver 
cutting-edge insights and strategies to my clients.

The Implementation

Here are some specific actions I took:

I rewrote my brand story, emphasizing my unique journey 
and the lessons I’d learned along the way.

I revamped my visual branding to ensure it conveyed profes-
sionalism and trustworthiness.
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I increased my content output, sharing valuable insights 
through books, articles, and speaking engagements.

I actively sought feedback from clients and made visible im-
provements based on their input.

I leveraged my collaboration with Brian Tracy to expand my 
reach and credibility.

The Results

The impact of this trust-focused approach was profound:

Increased Revenue: The path might not have been an easy 
one, but thanks to all the measures I mentioned above, I now 
earn six times more than before.

Improved Client Relationships: By prioritizing transparency 
and value creation, I saw a significant increase in client satis-
faction and loyalty. Many clients became long-term partners 
and active advocates for my brand.

Expanded Opportunities: The trust I built opened doors to 
new opportunities, including high-profile speaking engage-
ments and collaborative projects.

Enhanced Work-Life Balance: Perhaps most importantly, this 
trust-based approach allowed me to work more efficiently. As 
I often say, “Since I started focusing on trust-based branding, 
I work less, earn more, and it gives me the opportunity to 
always stay up to date.”

Key Takeaways

This transformation didn’t happen overnight. It required 
consistent effort, a willingness to be vulnerable, and a genu-
ine commitment to providing value. However, the results I 
mentioned above demonstrate the power of prioritizing trust 
in your branding strategy:

Let’s recap the key insights we’ve uncovered:
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Trust is the new currency: In an age of information over-
load and consumer skepticism, trust has become the most 
valuable asset a brand can possess.

Transparency is non-negotiable: Open, honest commu-
nication is the foundation of trust-building in the modern 
marketplace.

Consistency breeds reliability: Your brand must deliver on 
its promises consistently across all touchpoints to build and 
maintain trust.

Authenticity creates connection: Real, human stories and 
genuine interactions are what truly resonate with audiences.

Value creation is paramount: Consistently providing val-
ue, often beyond what’s expected, is key to earning and keep-
ing trust.

Strategic collaborations amplify trust: Partnering with 
respected brands or individuals can significantly boost your 
own credibility.

Trust-building is a journey, not a destination: It requires 
ongoing effort, adaptation, and a genuine commitment to 
your audience’s well-being.

Remember, as I often say, “Don’t chase money; chase 
your passion and offer high value to people around you, and 
you’ll get money.” When you focus on building genuine trust 
with your audience, success will follow.

Your brand has the potential to be more than just recog-
nized—it can be deeply trusted, valued, and loved. The jour-
ney to building that trust starts now, with the very next deci-
sion you make for your brand.

Thank you for joining me on this exploration of brand trust. I 
look forward to hearing about the transformations you create 
in your own brands and businesses. Remember, in the world 
of branding, trust isn’t just an advantage—it’s everything.

If you want to give your brand trust a boost by having your 
own chapter in the next Brian Tracy book then reach out to 
me. https://medhatzaki.com/
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To be free, you’ve got to be YOU
Not the You, your parents want you to be
Not the You, your Spouse wants you to be
Not the You, your children want you to be

Not the You, your boss wants you to be
You’ve got to be who you want to be

Bob Proctor

As I was thinking about the financial reports due next week 
and the long list of things I need to check and review over the 
weekend before submission, my daughter’s voice brought me 
back to reality… “Sorry, what did you say, Bella?” I was feel-
ing guilty.

Working in the finance industry, very rarely do I get to spend 
time playing with my children, and I knew I should be more 
present for them. 

My 9-year-old daughter was not happy that I wasn’t listening 
to her… She looked at me and sighed, “I said: Mummy, you 
always asked us to dream big and achieve high, so …… what 
is your dream?” 

At that moment, I froze… no words came to my mouth, only 
tears streaming down my face. I felt embarrassed, but I real-
ized I had been working hard for my parents’ dream all along! 
Since childhood, I have been programmed to do my best to 
meet my parents’ expectations to gain their approval and ac-
ceptance. 

I am forever grateful for my strict parents, who pushed me 
to check all the boxes of traditional success - dual degrees in 
Arts and Business, a Master’s in Accounting, a CPA, presti-
gious stints at big 4 accounting firms, and a promising bank-
ing career. Also, a beautiful family with two kids and a loving 
husband, yet internally, I was deeply unfulfilled. 

It was hard for me to realize if I didn’t break the chain of be-
ing a people pleaser, doing what is expected of me, my next 
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generation would follow in my footsteps instead of pursuing 
their own dreams. 

That conversation led me on a self-discovery journey. With 
the help of some wonderful mentors, I realized I was letting 
my external environment control my thinking, my decisions, 
and my life. 

It took me a while to learn how to reprogram my thinking 
patterns, step into my inner power, find my renewed sense of 
worth, and take back control of my life. 

This rebirth was not easy, but I am so proud that I took the 
courage to follow my calling and started the Dream Warriors 
Coaching business. I hoped to inspire my children to be the 
warriors of their dreams. 

I am so grateful, I am now living my dream of helping busi-
ness leaders break free from their habitual thinking patterns 
and use the power of their minds to build a profitable busi-
ness that provides them with the fulfillment, money, and 
time freedom they deserve. 

As A Leader, Why Does Inner Leadership Matter to You?

Inner leadership forms the foundation of how we interact 
with others, adapt to changes, and drive growth within the 
business. Let’s explore the three key components of inner 
leadership - embracing the authentic self, empathizing with 
others, and evolving growth - and how developing inner lead-
ership can benefit business growth: 

1) Foster Deeper Connections

Connection is the foundation of effective leadership, empha-
sizing the importance of building authentic relationships. By 
embracing your authentic self and empathizing with others, 
you can establish genuine connections with your team and 
stakeholders. These connections are built on trust, transpar-
ency, and mutual respect, which are essential for effective 
collaboration. 
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When people feel connected, they are more engaged, moti-
vated, and willing to contribute their best ideas. This sense 
of belonging fosters a positive work environment, leading to 
increased productivity and innovation, and ultimately driv-
ing business growth.

2) Navigate Through Change

Change is a catalyst for growth and transformation. In lead-
ership, embracing change involves being open to new expe-
riences and ideas, challenging the status quo, and evolving 
your mindset. Empathizing with others while focusing on 
evolving growth allows leaders to navigate change effective-
ly. By understanding the perspectives and emotions of your 
team, you can guide them through transitions with sensitiv-
ity and support. 

This approach helps in identifying and nurturing individual 
talents, as people are more open to learning and adapting 
when they feel understood and valued. By facilitating change 
with empathy, you can unlock the potential within your 
team, encouraging them to develop new skills and take on 
new challenges, which enhances the overall talent pool and 
drives business success.

3) Cultivate an Authentic Environment for Growth 

Cultivation is about nurturing potential and fostering an en-
vironment of continuous growth. Leaders who cultivate a fo-
cus on developing both themselves and their teams, encour-
aging self-discovery and personal development. By being 
true to yourself, you can model authenticity and encourage 
others to explore their own strengths and passions. 

This cultivation of growth leads to a more dynamic and in-
novative workforce, as individuals are empowered to pursue 
their interests and develop their skills. As a result,  the busi-
ness benefits from a diverse range of ideas and solutions, fos-
tering a culture of innovation and adaptability that is essen-
tial for long-term success.
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In summary, developing your inner leadership skills matters 
to your business growth because it enhances your ability to 
connect with others, navigate change, and cultivate growth, 
all of which are vital for driving business growth and success.

Harvard Business School defines inner leadership as the 
capability to inspire and motivate yourself and others to 
achieve a common goal by activating your best self. 

Inner leadership emphasizes leading with integrity, vision, 
and purpose, which are cultivated through deep personal 
reflection and development. Leaders who have done the in-
ner work necessary to lead from within typically exhibit high 
standards of integrity and accountability, earning them the 
trust and respect of others (Wadhwa, 2024). 

Developing inner leadership is just like the transformation 
journey of a butterfly. At first, the caterpillar learns to under-
stand and accept itself inside the cocoon, much like a leader 
embracing their true nature. 
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As it changes, the butterfly gains a new perspective, patiently 
connecting with the world around it, just as a leader builds 
profound relationships by understanding and helping others 
grow.

When the butterfly finally breaks free and takes flight, it rep-
resents a leader who challenges old ways of thinking and 
discovers new talents and abilities. This journey teaches the 
butterfly, and the leader, to adapt and grow.

As the butterfly flutters from flower to flower, it helps other 
plants grow, creating a vibrant environment, just as a leader 
fosters a space where innovation and creativity thrive, which 
ultimately drives business growth. 

The Inspiring Story of Rose
One of my clients, Rose Jasper, was such an inspiration for 
many. After Rose attended one of my online workshops, we 
connected over a virtual meeting, where she confronted her 
inner fear of leaving the familiarity and stepping into the un-
known to lead herself to greater success. At the time, she was 
about to celebrate her 70th birthday. She knew she needed to 
change, but she didn’t know what or how. 

As we explored further through our coaching program, Rose 
learned to let go of the expectations of others, and developed 
a much better and more profound relationship with herself, 
to a degree she finally permitted herself to dream bigger than 
she ever had. She mastered the skills to reinvent a brand-new 
version of herself, embodied her new identity through sub-
conscious reprogramming, overcame her inner critics, and 
self-doubt, and installed a more empowering belief system in 
her subconscious mind. 

The results were remarkable: 
Within two months of working together, she consistently 
turned her monthly income into weekly income, working 
only 4 hours a day. This enabled her to accomplish her child-
hood dream of writing and publishing her own book, travel-
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ing across Australia with her husband without sacrificing her 
income, and most importantly, it inspired her son to create 
multiple streams of income and start his own online busi-
ness. 

You are never too old or too young to be who you 
want to be and lead the way you want to lead. 
True leaders don’t create followers; they inspire others to 
take action by leading with authenticity and unwavering 
conviction. 

Harvard Business School research underscores that leaders 
who cultivate authentic and influential relationships build 
a higher level of trust and significantly boost employee en-
gagement (Gavin, 2023). 

Authentic Inner leadership builds trust, a critical factor for 
high-performing teams. 

People at high-trust companies report 74% less stress, 106% 
more energy at work, 50% higher productivity, 13% fewer 
sick days, 76% more engagement, 29% more satisfaction with 
their lives, and 40% less burnout than people at low-trust 
companies according to a study in Harvard Business Review 
(Zak, 2017).

For example, a self-critical leader subconsciously finds more 
things to improve than to celebrate. 

Not all emotions are created equal. The negativity bias re-
search concludes that negative experiences exert a stronger 
influence on psychological processes than positive ones, of-
ten with a ratio suggesting that bad events are at least twice 
as impactful as good events (Baumeister, R. F., Bratslavsky, 
E., Finkenauer, C., & Vohs, K. D., 2001).

When team members receive the feedback and emotionally 
magnify the negative impact, they feel overwhelmed, dis-
couraged, unappreciated, and undervalued, which causes 
further underperformance.
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On the contrary, when leaders learn to master their think-
ing and train their minds to break the hardwired gravitation 
towards negativity, they can initiate positive change from 
within. They can be trained to make a conscious effort to 
deliver more positives than negatives. That’s how, through 
Inner Leadership Training, employee productivity and team 
engagement can be elevated. 

Inner leadership is a powerful driver of team performance and 
organizational success. It transforms businesses by promot-
ing authenticity, empathy, adaptability, and growth. Here’s 
how it impacts your organization:
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Fostering Personal Growth: Leaders who focus on self-
awareness set an example for their teams. This encourages 
individuals to own their roles and strive for continuous im-
provement, boosting team potential and innovation.

Building Trust and Collaboration: Clear, authentic commu-
nication fosters trust. When leaders share visions and goals 
transparently, it creates a safe space for collaboration. A co-
hesive team tackles challenges efficiently, leading to better 
outcomes.

Enhancing Engagement: By understanding team members’ 
aspirations and aligning them with company goals, leaders 
inspire a sense of purpose. This results in committed, mo-
tivated employees who boost productivity and reduce turn-
over.

Driving Accountability: Inner leadership instills responsibil-
ity. Team members reflect on their actions, aiming to meet 
high standards. This accountability enhances overall perfor-
mance and profitability.

Facilitating Adaptability: Inner leaders help organizations 
become agile. They navigate change confidently and promote 
a culture of learning, ensuring quick responses to market 
shifts and maintaining competitiveness.

Strengthening Customer Relationships: Leaders who value 
authenticity and empathy build trust with customers. This 
leads to stronger relationships, increased satisfaction, and 
better retention, supporting long-term profitability.

Three Practical Action Steps to Start Developing 
Inner Leadership
1.Engage in Self-Reflection

Why It Matters: Self-awareness is the cornerstone of authen-
tic leadership. By understanding their own strengths, weak-
nesses, values, and motivations, leaders can lead with greater 
integrity and purpose.
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Action Step: Set aside time daily or weekly for self-reflection. 
Use tools like journaling to record insights about your lead-
ership experiences, challenges, and personal growth. Reflect 
on feedback from peers and team members to gain a more 
profound understanding of how your actions impact others.

2.Develop a Winning Image by Celebrating Wins Regu-
larly

Why It Matters: Celebrating wins, no matter how small, helps 
build a positive and resilient mindset. When leaders visibly 
acknowledge and celebrate successes, they set a powerful ex-
ample for their teams, fostering a culture of optimism and 
achievement. 

Action Step: Make an intentional effort to recognize and cel-
ebrate both personal and team accomplishments regularly. 
Start meetings by highlighting recent successes and express-
ing gratitude for the efforts that made them possible. Share 
personal anecdotes of your own wins, emphasizing the jour-
ney and growth experienced along the way. This not only 
boosts morale but also reinforces a winning image that in-
spires others to strive for excellence. 

3. Invest in Self-Development and Master Positive Think-
ing

Why It Matters: Continuous self-development and a positive 
mindset are crucial for effective leadership. Leaders who pri-
oritize their own growth and maintain a constructive outlook 
can navigate challenges more effectively and inspire their 
teams to do the same. 

Action Step: Commit to regular self-improvement activities 
such as attending leadership workshops, reading insight-
ful books, or engaging in coaching sessions. Practice posi-
tive thinking by reframing negative situations and focusing 
on solutions rather than problems. By investing in your own 
development and mastering positive thinking, you create a 
foundation for sustained personal and professional success.
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Inner leadership is not just a personal journey; it’s a strategic 
asset that elevates team performance and drives organiza-
tional profitability. 

Empower Leaders with Inner Leadership Training

In growing a business, it’s crucial to train leaders to form 
genuine and strong relationships. Inner leadership helps 
guide teams through challenges and drives them toward suc-
cess.

When leaders regularly engage with team members in mean-
ingful ways, it builds a culture of openness and respect. This 
By investing in inner leadership training, leaders gain es-
sential skills in authentic leadership and effective commu-
nication. These skills help them build real connections, earn 
trust, and create a workplace where everyone feels valued 
and heard.

When leaders regularly engage with team members in mean-
ingful ways, it builds a culture of openness and respect. This 
strengthens team dynamics and inspires a sense of purpose 
and commitment.

Leaders play a key role in building trust in your organization. 
By focusing on their development through inner leadership 
training, you ensure they can maintain this vital aspect of 
success. The benefits include improved employee engage-
ment, better team performance, and increased productivity.

Empower yourself and your leaders today by investing in in-
ner leadership training. Watch your business grow as you and 
your leaders become authentic, influential forces for positive 
change.

Take our quick Inner Leadership Quiz to learn more about 
your personality, communication style, strengths, and areas 
to improve.
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https://dreamwarriorscoaching.com.au/resources/leader-
shipquiz

Please fi nd out more at www.dreamwarriorscoaching.com.au 
or email me at alex@dreamwarriorscoaching.com.au.
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In 20 years working in leadership, business, and education, 
I’ve learned one key lesson: mastering energy management 
is the foundation for success under pressure. Collaboration 
with leaders from global companies like Apple, Google, Ama-
zon, and Microsoft, has shown how effective energy manage-
ment can transform personal productivity and the efficiency 
of entire teams and organizations. 

My insights, drawn from over 3,000 hours of coaching and 
organizing 20,000 events for more than 500,000 participants 
across 40+ countries, have deepened my conviction in the 
necessity of a holistic approach to energy management. 

In this chapter, I will share practical strategies and real-life 
examples that will help you harness your energy for maxi-
mum productivity. The key takeaway? Business success 
isn’t just about managing time and resources - it’s about  
mastering energy to achieve harmonious balance and  
sustainable leadership.

Personal Challenges

My fascination with energy management and achieving  
balance in life began with personal challenges that required 
both physical and mental resources. I realized early on that 
learning how to manage energy efficiently allows us to over-
come obstacles and achieve significantly greater results. 

I observed that many leaders face the same challenge  
finding the balance between work, personal life, and inner 
needs. For me, this challenge became particularly pressing 
during periods of relocation and rebuilding my business from 
scratch.

A turning point came when I realized that even the most 
successful leaders from Fortune 500 companies struggle 
with burnout and energy depletion. Despite their status and 
achievements, they found it challenging to maintain a high 
level of productivity consistently. 
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This realization led me to delve deeply into energy  
management techniques and develop my methodology, 
which is rooted in a holistic approach to physical, mental, 
and emotional energy.

A Much Deeper Process

One of my core objectives is to show that energy manage-
ment is not just about rest or physical activity. It’s a much 
deeper process involving working with our internal resourc-
es and emotional states. This approach became especially  
relevant during another relocation and adaptation to new 
working and living conditions. 

Through these personal experiences, I better understood the 
needs of my clients - many of whom struggled with the same 
energy management challenges that I did.

Over time, I realized that chronic fatigue, burnout, and the 
inability to replenish energy are often linked to a lack of a 
balanced approach. My experience working with entrepre-
neurs, startup founders, and leaders of major corporations 
gave me the insight to see that effective energy management 
is key to sustainable success.

The Reptilian Brain Limits Us

No matter how much energy we have in the morning, we 
tend to return to low energy levels by the end of the day. This 
isn’t just because of physical tiredness but due to a survival  
strategy created by our reptilian brain, which sees low energy 
as safer. 

This limits us, pulling us back to a state where we don’t 
have the energy for major achievements. I realized that  
mastering energy requires learning how to work with this 
survival strategy.

Energy in our body functions much like the charge of a 
smartphone battery. Our body operates optimally when  
energy remains between 20% and 80%. When the charge 
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drops below 20%, we enter energy-saving mode, becoming 
less productive and losing focus. Tracking energy levels is 
crucial to avoid significant dips and maintain optimal energy 
throughout the day.

Imagine that our energy is like water stored in a container, 
like a bottle. Some people have a small container, holding 
only 0.5 liters, while others have larger bottles that hold  
several liters. It’s essential not only to maintain the  
optimal level of energy in this container but also to work on  
expanding it. By increasing our capacity to store energy, 
we create new opportunities and become more equipped to  
handle challenges. Expanding your “energy vessel” can  
significantly boost your potential.

Practical Task: 

The first step in managing energy is becoming aware of 
it. Use a scale from 1 to 10 to regularly check your current  
energy level. For instance, level 1 represents complete  
exhaustion, while level 10 is maximum productivity.  
Keeping an energy diary and observing fluctuations can help 
you identify when you’re at your best and when to recharge.

Traffic Light System:

Now that you know your current energy level, it can be cat-
egorized into three zones. Each reflects your state of energy 
at the moment: 

- The green zone represents high energy (7–10), where you  
feel productive and motivated.

- The yellow zone is the medium level (4–6), where energy 
fluctuates, and you risk slipping into a survival mode.

- The red zone is dangerously low energy (1–3), where even 
basic tasks become difficult. 

Understanding these zones allows you to manage your state 
more consciously and take action to maintain or restore en-
ergy levels.
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Often, the issue isn’t the energy level itself, but the ampli-
tude of fluctuations throughout the day. You might start 
your day at an 8 or 10, but by the evening, energy drops to a 
2 or 3, leaving you feeling imbalanced and fatigued. Aim to  
stabilize your energy and reduce these fluctuations to feel more  
balanced and productive throughout the day.

Attempting to increase energy by just one point while at a low 
level can be more challenging than it seems. This is because 
we’re not simply adding one unit of energy - we are shifting 
from one zone to another, like moving from the red zone to 
the yellow or from yellow to green. It’s similar to changing 
gears in a car: to move faster, we not only need to accelerate 
but also shift into a new mode of operation, which requires 
additional effort from both the mind and body.

Rest is a change of activity that helps maintain energy at a 
normal level. For example, after intellectual work, switching 
to physical activity can be refreshing, and vice versa. Howev-
er, when energy levels drop too low, rest alone isn’t enough; 
you need full recovery, which takes more time and effort. 

To avoid reaching a state where recovery is necessary, rest 
as soon as you notice your energy dipping, but before it  
becomes critical.

A 10 out of 10 energy level isn’t needed every day, but 
for special occasions like important meetings or public  
speaking, it’s essential. For example, before hosting online  
masterclasses for an audience of 1,000 people on Zoom,  
I used dancing to quickly boost my energy to its peak.  
Dancing helps me get into a flow state, relax, and recharge.  
However, just like with a smartphone battery, maintaining  
100% energy constantly can lead to burnout. It’s better to 
aim for about 80% energy for sustained effectiveness.

Practical Task: 

Visualize how you feel when you’re at a 10 out of 10 energy 
level, and think about the actions or thoughts that become 
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accessible to you at that level. Ask yourself, “When was the 
last time I felt like this, and what helped me experience it?”

An energy goal isn’t just about hitting a peak level, like 10 
out of 10, but rather setting a realistic and achievable target 
for sustained energy. 

For example, maintaining a regular energy level of 8 or 9 can 
help you stay productive and preserve energy for all areas 
of life. Define when you want to reach this level and what 
changes it will bring.

Ask yourself: 

What level of energy do I want to feel regularly? 

How will this level change my behavior, thoughts, and re-
sults? 

What timeline will I set for reaching this stable energy level?

What steps will I need to take to get there?

For many, a low energy level has become the norm, and we 
don’t react until we hit 2 or 3 out of 10. The reptilian brain 
returns us to this state because we’ve survived it before. But 
what if we could raise that norm? 

Imagine that your new baseline is 7 or 8, and any drop to 5 
or 6 would prompt immediate action. Raising your baseline 
helps you avoid severe dips and maintain productivity.

Tools and Rituals

Most people start their day by charging themselves to 100% 
but fail to maintain their energy, leading to a sharp decline 
by the evening. Aim to charge yourself to 70-80% in the  
morning and then restore energy through small rituals 
throughout the day. 

These can include short walks, snacks, or simple exercises. 
This approach helps avoid energy spikes and crashes, keep-
ing you energized and productive until the end of the day.
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To sustain high energy levels, it’s essential to have a toolkit 
of simple actions for a quick recharge. This might include a 
short nap, a cold shower, physical activity, or coffee. 

Create your own “ritual toolkit” and use it whenever your  
energy levels drop below your desired threshold.

Practical Task:  

Every 45-60 minutes, perform small actions that boost 
your energy by 1-2 points. This will help you maintain  
productivity throughout the entire day.

Our reptilian brain is wired for quick fixes, so, we often rely 
on short-term energy sources like caffeine, sugar, or quick 
entertainment that give a brief surge of energy that quickly 
depletes. In contrast, our neocortex requires long-term en-
ergy sources like physical exercise and healthy eating. 

While these actions require more effort upfront, they sustain 
high productivity and mental clarity over time. Balancing 
these two approaches helps maintain energy throughout the 
day.

The Power of Habits

Creating the right habit system is key to maintaining high 
energy levels and achieving your goals. Habits can be divided 
into good and bad: good habits move you toward your goals, 
while bad ones hold you back. 

Interestingly, many bad habits were once helpful. For  
example, having a drink might have helped you relax and 
meet new people, but if that’s no longer a goal, this habit no 
longer serves you.

Consciously review your habits, especially those short-term 
energy sources. These habits easily integrate into our lives 
and can become part of our daily routine, even if they no lon-
ger serve us. Instead, focus on developing long-term habits 
that sustainably support your high energy levels and help 
you achieve your goals.
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Harmony is not just about balancing work and life but also 
about maintaining a “work-life-myself” balance. At work, we 
care for others’ needs; at home, we continue to do the same 
for our families. But where is the time for ourselves? It’s cru-
cial to find a balance not only between work and life but also 
to devote time to personal interests. 

I recommend setting aside 5-10 minutes for yourself before 
switching from work to family mode. Engage in something 
you enjoy - like sports, reading, or music - it will help you stay 
energized and maintain balance.

Energy Management

We perform many actions every day, and not all of them pro-
vide the same level of benefit. To manage your energy more 
effectively, divide your actions into three categories:

Waste energy - actions that waste energy and give no return, 
such as mindlessly scrolling through social media.

Spent energy - balanced actions where the energy spent 
equals the return, such as working on your job.

Invest energy - actions that require energy now but will bring 
more energy and benefits in the future, such as learning a 
new skill.

Practical Task:

Create a list of your daily activities and categorize them into 
three groups. Analyze how you distribute your energy, and 
try to invest more in long-term results rather than wasting it.

It’s important to realize that both positive emotions and 
negative ones can give us a surge of energy. We often turn 
to specific emotions, like anger or resentment, to tap into 
this energy. Understanding this dynamic can help you better 
manage your emotional states.
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Example:

Many people, especially men, struggle with controlling anger 
or aggression. This is because anger can be a powerful energy 
source. If negative emotions helped you overcome stress or 
crises, you may have learned to channel this emotion into 
energy to achieve goals. It can become a strategy: returning 
to anger or frustration to feel energized and keep moving for-
ward.

Practical Task:

Recognize how you use emotions to gain energy. Ask your-
self: “Am I returning to negative emotions simply because 
they give me energy?” If so, consider how you can use more 
sustainable energy sources based on positive emotions and 
balanced feelings.

My Identiverse

Each of us consist of different identities, each with its own 
needs. When those needs go unmet, internal conflicts arise, 
draining a lot of energy. Imagine several versions of “you” 
constantly arguing inside - this creates internal tension. To 
conserve energy, harmonize these identities by meeting their 
needs and creating inner balance.

If this approach resonates with you, I invite you to explore 
more about the “My Identiverse” method through my coach-
ing programs, where we work in-depth on harmonizing your 
internal identities and restoring energy.

Real Life Example 1: Transformation of a Senior 

Executive

A senior executive at a large corporation came to me with 
energy levels consistently fluctuating between 3 and 4 out 
of 10. Despite his successful career, his burnout and emo-
tional exhaustion severely affected his productivity and his 
relationships with his team. He constantly felt the pressure 
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to work harder to achieve results, which resulted in further 
depletion.

We began by reassessing his daily habits and his approach to 
energy. Instead of pushing his resources to the limit and at-
tempting to recover afterward, we introduced regular energy-
replenishing practices throughout the day. These included 
short breaks for physical activity, breathing exercises, and 
managing emotional energy.

Within two months, he noticed a significant improvement. 
His energy stabilized at a consistent 7-8 out of 10, allowing 
him to maintain high performance at work while improving 
his family relationships. His team also recognized his re-
newed state, and it had a positive impact on the workplace 
atmosphere.

Real Life Example 2: Success in the Tech Startup Sector

A startup founder faced the typical challenges of the tech 
industry - operating constantly “on the edge,” and he was  
nearing emotional burnout. His energy level often dropped 
to 1-2 out of 10, severely impacting his ability to make  
important decisions and move his business forward.

We focused on building a long-term energy management 
system. One of the key steps was implementing mindful daily 
planning, where he learned to restore energy through short 
breaks, meditation, and physical exercise. Gradually, he be-
gan to feel better, and his productivity noticeably increased.

After three months, the client took his startup to the next 
level, attracting investors and expanding his team. More im-
portantly, he learned to sustain his energy levels consistent-
ly, enabling him to grow both professionally and improve his 
overall quality of life.

If there’s one lesson I want you to remember, it’s that  
managing your energy is the key to long-term success, both in 
your career and personal life. No matter how much time and 
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resources you have, without effective energy management, 
you risk burnout, loss of motivation, and declining results. 

As my co-author Brian Tracy said: “Energy is the key to ev-
erything. When you have more energy, you can get more 
done, stay focused longer, and achieve your goals faster.

Continue Learning with Me

My “Midlife Design” program and “My Identiverse” method 
are designed to help you find balance and reach new heights 
by using energy as your primary tool. 

You can connect with me at anatoliizasobacoach@gmail.
com for individual coaching, join group training, or attend 
my transformative retreats for couples. I also regularly speak 
at international conferences and host online courses where I 
share my insights and experiences.

Ask yourself: What new insights about energy did you gain, 
and what valuable takeaways are you leaving with after read-
ing this chapter? 

I invite you to share your answers with me in personal mes-
sages on any social media platform. I’d love to hear your 
feedback and thoughts.

I hope the life hacks and practices I’ve shared will help you 
move closer to the quality of life you desire. I look forward to 
supporting you on your journey in the future.
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mentals of Business.”
Today, Andrew is the driving force behind ARC Business Develop-
ment, where he mentors a select group of business owners, helping 
them overcome challenges, scale their operations, and achieve real 
measurable results. Andrew’s coaching is built on a foundation of 
straightforward advice, practical strategies, and a commitment to 
accountability.
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Within the last decade, I have started, scaled, and sold mul-
tiple businesses that exceeded $10 million in revenue. Dur-
ing that time, I’ve learned invaluable lessons. These experi-
ences have equipped me to guide numerous entrepreneurs 
and business owners through their growth challenges. This 
chapter is not just a recounting of my successes or a rehash 
of other business books. It’s a real, no-nonsense guide filled 
with actionable strategies that have consistently driven re-
sults and will do the same for you if you’re willing to put in 
the work.

If you have any doubts about whether you should listen to 
me, I encourage you to check out my website and read the 
testimonials from people I have previously worked with to 
ensure you’re fully engaged and get the absolute most out of 
these lessons I’m about to share.     

Where and How the Lessons Were Learned 

Let’s start with some insight into the 10 “Fundamentals of 
Business” beyond what’s in my bio and on the website. Over 
a decade ago, I started Valley Air Conditioning as a sole  
director, followed by Valley Electrical with a 50/50 business 
partner. That partnership didn’t work out. I eventually sold 
my half of the business to the other partner, and we went 
our separate ways. This experience was filled with big les-
sons about value alignment, team culture, co-branding, and 
the potential impact, both positive and negative, on brand 
awareness. While I’d love to dive into every lesson learned 
across multiple businesses, we’ll save that for another time 
so we can focus on the key fundamentals within this chapter.
During the Valley Electrical period, I also co-founded Val-
ley Painting & Maintenance with two other equal partners. 
We grew the business over five years, building a team of 15 
and earning an excellent reputation in the industry. With the 
help of the 10 Fundamentals, we realized we had different 
goals for the next five years. So, we structured a buyout, and 
today, they are still thriving from the habits and fundamen-
tals instilled at the start of the business. 
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When Valley Electrical was no longer in the picture and 
while I was still involved in Valley Painting & Maintenance, 
I started New Edge Electrical with another partner. We grew 
the business, but eventually, it became clear that my partner 
wasn’t cut out for being a business owner. I purchased his 
shares back, and he found a job in the coal mines that made 
him much happier.

Later, a driven young electrician joined New Edge Electrical, 
quickly taking on more responsibility and becoming a part-
ner. He wanted to challenge himself further by running the 
business on his own using the 10 Fundamentals of business, 
so he purchased my shares to become the sole owner. Today, 
he’s thriving in both NSW and QLD. 

With my full focus back on Valley Air Conditioning, we con-
tinued growing at 150% year-on-year, taking the business to 
another level, with a 50-plus team structured with general 
management, sales, finance, office, and service management, 
leading hands, and full-time warehouse staff.

Next, I saw a gap in the market to start a wholesale business. 
By this point, I had made plenty of mistakes and learned 
quickly, so I thought I knew what I was doing. I brought on 
two partners, each with a 10% stake—one of whom was the 
general manager—and we built the business rapidly with a 
team of five. In less than 18 months we achieved $900,000 
in sales within a one month period and had big goals to con-
tinue to scale nationally. However, due to external politics, 
growth was put on hold by forces we couldn’t control. An-
other lesson we learned is rapid growth and rubbing against 
too many big players isn’t always the best strategy for long-
term sustained growth. Unfortunately, we couldn’t continue 
expanding at the rate we wanted, so eventually I purchased 
their shares back and operated the business at a consistent 
level alongside Valley Air.

During this time, I became increasingly involved in advanc-
ing my own skill set through attending coaching programs 
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and reading every business and leadership book I could find. 
From this, I was able to reflect on what I had done correctly 
over the years and apply what I had learned to strengthen my 
businesses going forward. Eventually, I ended up teaching 
and mentoring other business owners through one-on-one 
coaching, presenting on stage at events, and leading groups 
through mastermind sessions.

The business was at a point where I wanted to test the struc-
ture, systems, and processes and the leadership team, to see 
if it could run completely under management. For as long as I 
can remember, I have wanted to travel around Australia while 
still young enough to thoroughly enjoy it and before the kids 
went to high school. I saw this as a perfect opportunity to 
achieve both a personal and a professional goal at once. 

In 2021, my family and I set off around Australia with the 
management team running Valley Air, and I only flew back 
for mentoring events. The lessons learned and the personal 
growth I underwent on this trip were unexpected, uncom-
fortable but very much needed. I was able to refocus my per-
spective on what was truly important to me. I did not come 
back from this trip as the same person who left. Once we re-
turned home, I realized that my heart wasn’t in the business 
any longer. So, I made the big decision to sell both Valley Air 
and the wholesale business together.

As I took a breath after selling the businesses, I reflected on 
the thousands of lessons learned, the hundreds of different 
team members and personalities I’ve worked with, and the 
process of reverse-engineering what worked and what didn’t, 
to be able to teach other business owners facing similar chal-
lenges. This is how the “10 Fundamentals” were developed, 
then stress-tested further during my one-on-one consulting 
as a framework for success. These fundamentals consistently 
produced incredible, repeatable results across multiple in-
dustries.
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I’m committed to bringing as much value to you as possible 
through free resources and practical implementation tips. I’ll 
also deep dive into No.1 and No.4 of the 10 Fundamentals.

I would have loved to cover all ten, but that would require an 
entire book or more.

Let’s get into the learning.

Knowing Where You’re Going and Why 

Over the last 10 years of running my businesses and coaching 
other business owners, I discovered the biggest gap that cre-
ated so many issues—from procrastination, poor culture, and 
underperforming team members to inconsistency, fighting at 
home, no drive, low sales, and ultimately reduced or no prof-
itability. The cause of all these problems and more could be 
traced back to one thing. This one thing was something sur-
prisingly simple in theory yet challenging to put into prac-
tice and would be the underlying cause of so many issues. 

The one thing I am talking about is, above all else, to get re-
ally, really clear on what you want personally. Not what so-
ciety, family, or friends think you should want, or only what 
your limiting beliefs allow you to imagine, but what you truly 
desire for your life. This might mean sitting through some 
discomfort, taking time away from work, or working through 
old belief systems. 

No matter what stage your business is at, it is crucial to STOP 
and dedicate time and energy to work out the big, scary, hard-
hitting goals that make it impossible for you to stay in bed in 
the morning. 

Unfortunately, this is the biggest and most critical step that 
people keep skimming over. They try to build a business 
without knowing why or build the business in direct conflict 
with their personal and family goals, not realizing they are 
damaging the most important relationships, with those clos-
est to them. Don’t make the same mistakes. It’s about know-
ing what’s most essential to you, makes you truly happy, and 
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drives you to get up and work towards every day. Understand-
ing and defining your 10-year personal goals is paramount.

Action Time: To help you start this journey, visit the web-
site using the QR code below to download your free Personal 
Goal-Setting questionnaire.

Through downloading and completing the above question-
naire, you will define your 10-year personal goals. Then let 
yourself experience the emotion you will feel when you have 
achieved everything you have set out to do—what your life 
will look and feel like on the other side of achieving your 
goals.

Once you are clear on your personal goals, we can take the 
next step: Communicate them with your life or business 
partners, and even your children. If you have children — and 
depending on their age, don’t underestimate the impact of 
sharing these goals with your kids. Talk to them about what 
you’re doing and why. Ask for their opinions, whether they 
agree or disagree, or if they have anything to add. By includ-
ing them, they now have a stake in the game and can provide 
valuable perspectives. This can be a real “role model mo-
ment,” showing your kids what can be achieved by setting 
goals, making plans, and achieving desired outcomes. Kids 
are like sponges, and these are valuable, positive habits to 
instill early.

Prioritize setting a time with your partner to have an hour or 
two alone — without kids, noise, or other distractions — to 
have a real talk and communicate with each other what it is 
you truly want for yourselves as individuals and as a family. 
Provide them with the same resources and even this book to 
help them understand why this process is so important to 
you and how you will need their support. Ensure that every-
one is aligned on what you’re doing, why you’re doing it, and 
what you are willing (or not willing) to do to achieve your 
personal goals within the desired time frames.
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Now, that you have this high level of clarity around your goals, 
and everyone understands where and how they can support 
the achievement of these goals, we can move on to ensuring 
that your business is the right vehicle—or can become the 
right vehicle—to achieve your personal goals with alignment 
from the most important people in your life.

If you’re not passionate about your personal goals, or if you 
can’t read through them and provoke enough emotion to get 
fired up to do just about anything it takes to achieve them 
and give you and your family the life you want, go back and 
spend more time reviewing and discussing the question-
naire, elevating your goals so they scare you just a little bit. If 
you just can’t think 10 years ahead, try 5 years at a minimum. 
When you read through your goals, it needs to energize and 
motivate you as this is what keeps you on track and consis-
tently showing up as the person you need to be.

If your goals and life aspirations can be achieved through a 
job or by continuing what you’re currently doing, and you’re 
not willing to evolve as a person or sacrifice more to achieve a 
different life than you have now, and you are truly happy and 
content with your future 10-year plan, you should keep doing 
what you’re doing and enjoy life.

Because building a business, achieving high-level goals, and 
having the life that most people only dream about takes con-
sistent hard work, dedication to continually improving your-
self, short-term sacrifices, and yes… rock-solid 10-year goals 
that you chase down every single day, and then achieve them. 

I can say hand on heart that the stress, every sacrifice, the 
personal growth journey, early mornings and late nights are 
worth every bit of effort when you finally achieve your goals, 
and have the relationships, experiences, and financial free-
dom where money has no effect over your day to day deci-
sions.

Getting To Where You’re Wanting To Go
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Now that you are clear on what drives you, and what you truly 
want personally, and what you are willing—and not willing—
to sacrifice on the journey to success, we can create our busi-
ness goals. Staying off the solutions at this point, keep your 
business 10-year goals “big picture” goals written as if they 
are done. Further down through the “10 Fundamentals,” we 
will work out how we will achieve them, but not yet.

Action Time: To help you create your business goals, visit 
the website using the QR code below to download your free 
professional goal-setting questionnaire. When doing your 
Professional goals, have your Personal goals in front of you 
the whole time.

I cannot stress this point enough. Everyone needs to under-
stand this…

“Your business is just The Vehicle to achieve all your per-
sonal goals.”

The environment in which you achieve these goals over the 
next 10 years completely depends on the team and the cul-
ture you choose to create. 

Once you have completed your Professional goals, visual-
ize where your business will be in 10 years, allowing you to 
achieve your personal goals and live the life you desire. We 
now have our “WHY” (our 10-year Personal Goals and 10-
year Professional Goals which are aligned to achieve the life 
we want) 

Are YOU ready to get in, do the work and make Sh*t happen?

Why I Chose to Focus on No. 4: The Execution Frame-
work

I’ve decided to deep dive into No. 4, the Execution Framework 
because, with clear direction from No. 1, Personal & Profes-
sional Goals, and a framework to set and action the right pri-
orities consistently every week, you will move toward your 
goals faster than ever before.
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Here is a brief overview of the 10 Fundamentals:

  1.  Personal & Professional Goals
  2.  Business Plan
  3.  Full Financial Budget
  4.  Execution Framework
  5.  Sales and Lead Generation
  6.  Systems and Processes
  7.  Service Fulfillment & Customer Satisfaction
  8.  People and Team Management
  9.  Reporting and Accountability
10.   Elevating Your Mindset

No. 4: The Execution Framework (Getting Things Done)

What I found with my own businesses and clients is that 
the Execution Framework has been incredibly powerful—it 
is the backbone of every successful business. Once the hab-
its are ingrained, the team will feel lost without it. When-
ever the team would get off track, the efficiency of moving 
the business forward always diminished. By sticking to this 
framework, I directly made millions of dollars by consistently 
prioritizing and executing the right tasks every single week, 
month, quarter, and year.

We conducted structured meetings with a clear outcome 
and a timed agenda before starting. This included a yearly 
planning day to identify the strategic priorities the busi-
ness needed to work on achieving, quarterly planning days 
to break down these priorities into actionable tasks for each 
department and individual, and monthly check-ins to review 
the past month and set priorities for the month ahead. Each 
week, we maintained full transparency about who was doing 
what, identifying any potential obstacles early on to remove 
excuses and ensure accountability.
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Consistency with a high level of execution quickly builds 
momentum in a business, and with momentum, small bumps 
don’t slow or impact the direction or speed of the business’s 
progression. You will find any new team members very quick-
ly get on the same page, or they are left behind.

This framework also helps prevent constantly shifting di-
rections or moving goalposts every few weeks, avoiding the 
trap of reacting to whatever comes across your desk or do-
ing whatever feels right at that moment. If you’re doing that, 
guess what—the whole business is doing that, and you end 
up with people working hard but not actually achieving any-
thing meaningful.

The results of this approach can be truly transformative. With 
everyone working in the same direction, you build cohesion 
in individual departments or teams while aligning them to-
ward the company’s common goals for the month, quarter, 
and year. This minimizes wasted time on unimportant tasks 
and focuses more energy on the tasks that propel individual 
team members and ultimately the business forward.

Alongside executing strategic company priorities, we also 
executed operational tasks aligned with individual role de-
scriptions in a highly effective way. Valuing, protecting, and 
scheduling time in as small as 15-minute blocks in our com-
pany-wide shared digital calendars, that everyone could see, 
reduced interruptions and increased efficiency of executing 
tasks. 

If this seems overwhelming, know that you can find more 
context and a full tutorial video by visiting the QR code that 
takes you to my website. The video explains the Execution 
Framework in full, using a task management program.

Think of it this way: if you are spending 80% of your time on 
operational tasks (working in the business), you only have 
20% of your time to execute strategic priorities (working 
on the business). As your team grows, or you transition to 
spending 10% on operations and 90% on strategic priorities, 
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you can achieve much higher-level activities. In a seasonal 
business-like air conditioning, during peak times of summer, 
you may be 110% operational, and that’s okay. What truly 
matters is what you achieve consistently year-on-year.

Wrap-Up

I have strived to give you the tools and questionnaires to 
raise your self-awareness of what’s important to you, pro-
voked emotion, deep thought, and conversations with those 
closest to you, both personally and professionally. These “10 
Fundamentals” have helped me achieve remarkable results 
within my businesses and those of my clients.  If I have in-
spired or resonated with you, and you would like to achieve 
faster results by implementing the full “10 Fundamentals” 
into your business… 

Let’s make it happen!!!

If not, implement the lessons you’ve learned or reach out to 
other coaching or mentoring programs that best fit you.

If nothing else, I hope I have triggered you to take action be-
cause we only have one life, and you deserve to have the best 
one possible.
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Welcome to my chapter. 

By reading this chapter, it was meant for us to meet and for 
you to learn about my success story. Imagine a young boy 
from an ordinary village who from an early age herded sheep 
and helped adults with chores. Back then, I could not have 
imagined that years later, I would become a successful busi-
nessman with several large companies. You can make your 
dreams a reality too!

A person who would become one of the country’s generous 
patrons, continually learning and developing, and inspiring 
others to new achievements... As long as I can remember, I’ve 
always dreamed of high achievements, setting grand plans, 
and thinking several steps ahead. Another distinctive trait of 
mine is that I never stop.  

I’ve always believed that people come into this world not as 
consumers but as creators. Each of us should contribute to 
developing this world. And how well we manage this task 
will determine our lives. Every day, the Almighty gives us the 
same chances, the same opportunities to fulfill our mission 
and goals. 

However, the question is how we use these chances. I believe 
that everyone should grow, learn, and develop, never give up 
in the face of desperation, and be ready for any twists of fate. 
Even in early childhood, before I was ten, I helped my par-
ents with chores - herding sheep and working in the garden. I 
knew that my destiny was not with these tasks but with help-
ing people. 

This thought has been with me my entire life. And today, 
there is not a single day when I haven’t helped people. My 
help consists of enabling people to learn and acquire knowl-
edge and skills that will change their lives for the better. 

That’s why I tirelessly teach and lead others to do the same. 
Because only through knowledge can we grow, fulfill our de-
sires, and achieve our goals. My perseverance, dedication to 
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goals, and ability to foresee have resulted in people listening 
to my speeches, and observing my deeds and my successes.  

I want every reader of this book to take away 3 key insights: 

To create a worthy environment around yourself because it’s 
your environment that defines who you are in this life. 

To find a mentor, as they can help you achieve your goals 
much faster than you could on your own. 

To constantly learn and discover new things, apply them in 
life, and share them with the world.

My Story 

Many years ago, at the dawn of my career when I was taking 
my first steps in business, I joined a pharmaceutical company 
and was involved in procurement. At that time, there were no 
courses, methodological aids, or books on how to negotiate 
with suppliers and customers. Yet, work had to be done, plans 
had to be realized. 

That’s when I began searching for ways to enrich my knowl-
edge, optimize work, enhance employee efficiency, and bring 
new ideas to the department and the organization.  I inde-
pendently sought out courses and training on these top-
ics, began attending them, diligently recorded everything I 
heard, and most importantly - applied everything at work! 

Another trick I can share is that I attended the same train-
ing three to five times. Why? Because my brain couldn’t ab-
sorb everything at once, no matter how much I wrote, and I 
couldn’t apply it clearly at work. So, I decided to attend the 
training multiple times. Each time I applied the knowledge 
gained at work, I saw the results, which kept growing. 

Our company revenues soared. I can now confidently say that 
at that moment, this decision was a turning point in my life. 
Since then, learning and gaining knowledge has been a pri-
ority for me. I always have, and will continue to, encourage 
my colleagues, subordinates, and family members to learn, 
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and continuously grow. I encouraged them to always work on 
themselves. 

I Discovered that Knowledge was very Important

Every day I interact with hundreds of people and see that 
most of their questions or problems arise from a lack of 
knowledge. So, I thought about how to ensure that more 
people would start learning and developing so that people 
wouldn’t have to worry about making a good living. 

I dreamed that in every home, people would at least once a 
year go abroad for vacations, and their children would become 
members of the global community. How to achieve this? We 
need our children to go abroad, learn, gain knowledge, then 
come home and help others grow. This was not easy in a so-
ciety where old traditional thinking was dominant and there 
was strong resistance to new ideas. 

In 2007 I was elected as the chairman of the Uzbek ethnic 
cultural association of the Sairam district. This was a public 
role; I became the leader of the Uzbeks in our district. The 
district’s population was about 350,000 people, 70 percent of 
whom were of Uzbek descent. 

At that time, school graduates with Uzbek as the language 
of instruction could not take the unified national testing on 
par with other school graduates because they had received 11 
years of education in Uzbek, and the unified state exam had 
to be taken in Russian or Kazakh. 

This created a major problem - our children could not enter 
higher education institutions on a grant basis, but could only 
study on a paid basis. However, not all parents can afford to 
pay for university education. For this reason, our children 
were “left out” of state support. 

I decided to direct much of my time, money, and energy to 
solving this problem. I fully studied the situation, consulted 
with educators from successful schools, and learned many 
nuances of the education system. Despite the difficulties, the 
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need was identified, the goal was set, resources were avail-
able, and I began to act. 

New Training Center for our Village

I opened a training center in my village and funded the cen-
ter’s activities for the first two years. The task was to show 
everyone that only through quality knowledge could they 
achieve any goal. In the center, we began preparing children 
for national testing, while simultaneously teaching Russian 
and English, and teaching mathematics. 

These three key subjects are still our priority. In two years, we 
held hundreds of subject Olympiads among students of vari-
ous grades, providing them with the motivation to work hard 
for their future. We took children on excursions to the cities 
of Almaty and Astana. 

The purpose of these trips was to acquaint them with the 
best domestic universities and to show the children firsthand 
where they would study and what they should aspire to. Our 
efforts were not in vain. At that time, there were 15 schools 
in our village, graduating about 1,500 people annually. In the 
first year, 58 people became recipients of state educational 
grants, and in the second year, there were 111. 

Only then did people start to believe us and come in droves to 
enroll in our training center. But we didn’t stop there. We tar-
geted international educational institutions and intensified 
English language training, preparing children for the FLEX 
international program. And we conquered that peak as well. 

More than thirty of our proteges won a grant from the U.S. 
government and spent a year living and studying in the USA. 
Many of them later entered prestigious world universities 
and today work all over the world! 

I am now experiencing tears of joy and pride. Joy - for myself, 
pride - for my students. My boyhood dreams resulted in my 
diligence, self-sacrifice, perseverance, resilience, and love. 
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Love for my homeland, for my people, and life in all its mani-
festations. 

Adopt These Key Principles 

• I recommend that you adhere to these key principles if 
you want to succeed in life:

• Stand by your word - I always stand by my words, my 
name, and the reputation of my company are very 
valuable.  If you make a promise then you always need 
to deliver. 

• Good time management – Strive for good time 
management and try to arrive on time. If you are going 
to be late then let the people know as soon as you can.  

• Plan and Schedule activities - Planning your activities 
and strictly following a schedule is one of the key 
factors for your success. Record all of your dealings and 
promises in a way that works for you. At any meeting 
or negotiation, I recommend that you always write. 
This will help you to remember, and it shows the other 
person how important the meeting is to you. 

• Be honest - Forget about lies and deception!  Be honest 
with everyone that you meet and tell them how it is. 
You will gain more respect from others when you tell 
the truth.  

• Create a team – I recommend that you always work in a 
team. you need to gather a team, organize work, train, 
delegate, and control. This is what successful people 
do. 

• Live a healthy lifestyle. By profession, I am a doctor, 
so I fully recommend that you live a healthy lifestyle. 
Get moving and walk rather than taking your car. 
Participate in team sports and make exercise part of 
your daily life. Eat healthily and avoid cigarettes and 
alcohol.  
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• Don’t hold grudges - Start to accept people as they are. 
Don’t play the victim but be a problem-solver to help 
others. If a problem arises don’t sit and think about 
why, think about how you can quickly resolve the issue.

Commit to Working on Yourself – 10 Tips

You need to commit to working on yourself so that you can 
set challenging goals in your life and achieve them. Here are 
my 10 most effective self-improvement tips:

Look at your environment. Who is around you? Are they suc-
cessful, goal-oriented, ambitious people, or whiners and vic-
tims waiting for a change in the weather? Choose the right 
environment. Because your environment greatly influences 
you, your thoughts, and your life. 

Start developing! Become a strong personality. In my train-
ing, I have 25 characteristics of a strong person. All of them 
have been tested by me, meaning I spent a lot of time study-
ing each characteristic. 

Become an effective person with a high level of productivity. 
In a short period, perform more quality work. 

Continuously learn. Direct 10 - 30 percent of your income to 
learning. This is the best investment you can make. I have 
created a method called “mastering material 90%”. When you 
listen to any material, write it down, tell 10 friends about it, 
and prepare a presentation. After that, actively apply it at 
work and in your life. 

Always be positive. Don’t let negativity prevail over your 
positivity. Regardless of what is going on around you- find 
a reason to smile. You can set your smartphone alarm to re-
mind you to smile every 10 minutes. Try it! 

Be thankful! Those who know how to be grateful are always 
happy. When you give thanks, you send a message that every-
thing is fine, and it will be even better. 
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Get into the habit of always writing everything down. Muscle 
memory works, and people trust you more. Every evening, 
write your plan for the next day. This frees your brain from 
the burden, and your plan becomes your guide. Try to set 
tasks for 1 hour. Then your brain will understand that there’s 
no need to spend 3-4 hours completing one task. 

Engage in sports. Develop a habit of walking more, breathing 
fresh air. During such activities, more oxygen flows to your 
brain, and you should start generating numerous ideas. 

Wake up at 5 am, and go to bed at 21:00. The most effective 
time for learning, and thinking over ideas tends to be the ear-
ly morning. Don’t miss this precious time, use it effectively. 

Travel. Travel a lot. Time and money will pass, but your emo-
tions will remain. They will help you to generate new ideas 
and inspire you to new achievements.

Apply What You Have Learned

Everything described above is my own experience. It took me 
more than 30 years to become an expert in personal develop-
ment and business. I’ve had many ups and downs, and I’ve 
also experienced bankruptcy. But each time, my principles 
and beliefs helped me climb out of the abyss of failure and 
defeat. 

My life, as well as the lives of those I’ve worked with, is an 
example of how continuous learning and self-improvement, 
you can set challenging goals and achieve them. 

For 20 years, I was a deputy in local executive bodies. People 
elect deputies, and only thanks to my principles - fulfilling 
tasks, keeping promises, planned work, and teamwork - was I 
re-elected to this position several times. 

Now I can proudly say that it was all worth it. I do not regret a 
single minute. I can confidently look into the eyes of each of 
my constituents because I have honorably fulfilled the com-
mitments I made. You can achieve anything that you want 
following my principles.
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Final Words

You need to understand why you came to this world, and what 
you will leave behind. Will people talk about you or write ar-
ticles and make films about you, or will you be forgotten the 
day after your funeral? 

All this is your choice. Just accept and realize this. Work con-
stantly on yourself, learn, and develop. The first word that 
came down in the Quran is “learn”. 

The world is developing so rapidly, it can be hard to keep up. 
To understand this, you need to keep pace with the times. A 
smile and a positive attitude are our main allies!  With these, 
you can go towards your goal, and lead the masses. Smiling 
people are always happy; success “sticks” to them, they can 
handle everything. 

Engage in sports, be a source of light for others, be an exam-
ple, and inspire feats. Don’t deceive - tell the truth. Whatever 
the consequences, do not lie. Treat yourself and others with 
respect. Don’t waste time needlessly. It’s a non-returnable 
resource. 

Learn how to make a daily plan, follow it strictly, and achieve 
results. Travel, see the world, take new ideas, and implement 
them at home.

Friends! I wish you always to be at your best, to achieve your 
goals, and to be healthy!

If you want to see a breakthrough in your business profits you 
can reach out to me for my training and personal mentorship 
services at 

https://www.instagram.com/nishankulov_badritdin/
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“To stand still, you have to run very fast” 
James Dean

Thank you for reading my chapter!

My journey as a serial entrepreneur, business mentor, and 
dollar millionaire was far from easy. Over more than 20 years 
in business, I faced numerous challenges such as economic 
crises, pandemics, and wars. These challenges not only test-
ed my capabilities but also shaped me as an expert in crisis 
management and adaptation. 

In this chapter, I want to share with you the main lessons 
I learned from my experience: a crisis is not the end, but 
an opportunity for growth and development. I hope that by 
reading my story, you will find the inspiration and confidence 
to overcome your own challenges.

How it all Started

I was born into an ordinary Ukrainian family and grew up 
during the period of Perestroika. I attended a regular school 
and then went on to university. My entrepreneurial journey 
began in the early 2000s when I decided to start my own busi-
ness. I launched my first business right after finishing school. 
My parents were against it, believing that obtaining higher 
education was one of the most important achievements for 
a teenager. 

But I was determined to combine business and study. My 
first business idea was a model business school. I borrowed 
money from a classmate for radio advertising and posted fly-
ers about enrolling students in several residential areas. Hir-
ing three employees, we gathered a group of students within 
three days that exceeded our expectations. This was not just 
an experience; it was a real start in the world of entrepre-
neurship. 

I have always been goal-oriented and unafraid of the diffi-
culties that might arise along my path. At that time, I was 
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obsessed with the idea of financial freedom and the ability to 
build my own life. Balancing university studies and manag-
ing even such a small business was extremely challenging. 

After completing a one-year course for students, I opted for 
education and immersed myself in learning. When I finished 
university, I immediately opened a travel company, which is 
still successful today. It has been a leader in sales in Ukraine 
and has received international awards for seven consecutive 
years. However, the path to success was far from always easy.

The Importance of Teamwork

Working alone, I couldn’t provide myself with a stable in-
come. I remember being very ill, but still going to the office 
because I had no team and couldn’t delegate tasks. 

The first major lesson I learned at an early stage was the ne-
cessity of forming a reliable team. 

True changes in my life began when I started forming a team 
that shared my passion for entrepreneurship and my dream. 
I realized that if you want to build a successful business, you 
need to learn to work with a team. Understanding the im-
portance of the right selection and management of a team 
became a key factor that allowed me to overcome difficulties 
and take my business to a new level. 

A team that shares your vision and goals becomes a support 
and a driver of progress. Starting with small steps, we gradu-
ally expanded and perfected our processes, leading to stable 
business growth.

The COVID-19 Challenge

Another lesson in my entrepreneurial career came with the 
crisis caused by the COVID-19 pandemic in 2020. This period 
proved to be a real test for businesses. Initially, I was over-
whelmed by the scale of changes and how they affected our 
work. The pandemic disrupted usual business processes, and 
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closed markets, and forced us to rethink many aspects of our 
activity. 

But soon I realized that this was not the end, but an oppor-
tunity to rethink and adapt our business. At that time, I had 
two companies under my management: a travel agency and 
a wholesale company selling auto parts. The decision to re-
structure the business was difficult but necessary. 

We reviewed our business processes, optimized costs for 
rental spaces, and adapted to the new conditions. I watched 
the market, which was at a standstill, and analyzed what we 
could offer our customers. Such an opportunity arose, allow-
ing us to survive during the pandemic. This showed me that 
crisis situations could be turned into opportunities. 

Flexibility and the ability to adapt to new conditions became 
key factors in our success. 

We used the pandemic as a stimulus to improve our business 
processes, which ultimately strengthened our market posi-
tion. When the quarantine ended, we experienced “pent-up 
demand syndrome” and our sales exceeded expectations.

The Challenge of the War

In 2021, I successfully invested in several commercial prop-
erties in the city center, which we leased out and opened an-
other direction - a logistics company. The business already 
operated without my constant participation; over many 
years of management, we had created a strong and united 
team that worked for a common result. 

And I fulfilled another dream - I moved to live in Europe with 
my family, managing remotely. But on the night of February 
24, 2022, everything changed - the war began. The devasta-
tion and fear I felt will stay with me forever. My thoughts 
were only about my family and employees. 

In the morning, I held an emergency meeting to make deci-
sions that would help preserve the business and ensure the 



115

Overcome ANY Challenges: My Path Through Economic Crises, Pandemic, and War

safety of the team. I became a volunteer, and the business 
began to help the city by building defensive fortifications and 
supporting the territorial defense. 

In the first 10 days in Poland, I settled 153 people and sent 
190 tons of humanitarian aid to my city over several months. 
We also organized the delivery of drones for the military. But 
it was necessary to start working, despite daily shelling in 
the city.

In May 2022, we resumed activities in all directions and be-
gan working in a military mode. This experience changed 
my views on leadership and management. I returned home 
in June and, after spending the first night in the basement, 
hiding from missile strikes, I was in the office in the morning 
with the determination to change my business and continue 
working. 

The challenge of running a business during a war was that 
processes set up yesterday might not work today. 

Therefore, it was necessary to make new decisions daily and 
adapt to changing conditions. 

One of the most painful moments for my business was the 
loss of our company branch in occupied Kherson. Two weeks 
before the liberation of Kherson by Ukrainian forces, military 
personnel broke into the enterprise and brought a military 
prosecutor’s order that removed me and my husband from 
managing our company and took all the goods. 

Our losses amounted to $500,000. Despair, tears, and anger 
simultaneously forced me to move forward, as the responsi-
bility for people working in our team in the city, which was 
subjected to daily shelling, forced us to develop and work.

By the end of 2022, we had completely restructured the com-
pany, reviewed processes, and adapted to the unstable eco-
nomic and political situation. We returned almost the entire 
pre-war team and achieved a twofold increase in revenue 
compared to 2021.
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10 Ways to Run a Business Effectively Under Crisis 

Conditions

My principles for managing business in crisis conditions are 
based on several key ideas, tested by time and experience:

1. Flexibility and Adaptation: Quick adaptation to chang-
es is a step towards gathering the company. During the 
pandemic, economic crises, and the war in Ukraine, we 
reviewed our business processes, optimized costs, and 
adapted to new conditions. We reviewed supply chains, 
and customer service, adapted to changes in legislation 
and the socio-political situation. This allowed us not only 
to survive but also to increase profits even in the most 
difficult conditions. Adaptation not only to economic but 
also to political and social changes became our new norm. 
Quick adaptation to new conditions helped us transition 
to an online work format, introduce new technologies for 
remote work, and find new sales channels.

2. Focus on the Team: A strong and cohesive team can be-
come your most valuable asset. Having a team that shares 
your goals helps to overcome difficulties and achieve re-
sults. During crises, I learned to appreciate the support 
and ideas of my team, which helped me find unconven-
tional solutions and accelerate the recovery process. 
Teamwork and support became the basis of our ability to 
teach them, as well as motivate and provide support, so 
they can work effectively in difficult situations. Investing 
in the team helps create a cohesive collective, ready to 
overcome any difficulties. Conduct regular training, sem-
inars, and motivational events to maintain a high level of 
professionalism and team spirit.

3. Strategic Thinking: A crisis is an opportunity for strate-
gic changes. Reviewing processes and adapting to new       
conditions often lead to business growth. Using crisis as a 
catalyst for changes and improvements became one of our 
main tools. We reviewed our strategy, implemented new 
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technologies, and found innovative solutions for existing 
problems. During the war in Ukraine, we introduced new 
technologies and took unconventional decisions to solve 
existing problems, which allowed us to adapt to new con-
ditions and grow. We also reviewed our marketing strate-
gies, which allowed us to enter new markets and expand 
our customer base. This is sound practical advice that you 
can adopt.

4. Create a clear action plan for a crisis: Develop a strategy 
that will help you respond quickly to unforeseen circum-
stances. This may include financial reserves, a recovery 
plan, and methods for maintaining communication with 
customers. The plan should be flexible and updated as 
the situation changes. Be sure to include possible scenar-
ios and corresponding actions for each in the plan.

5. Invest in team development and motivation: In times 
of crisis, your team becomes your main resource. Train 
them, motivate and provide support, so they can work 
effectively in difficult situations. Investing in the team 
helps create a cohesive collective, ready to overcome any 
difficulties. Again, conduct regular training, seminars, 
and motivational events to maintain a high level of pro-
fessionalism and team spirit.

6. Adapt business processes to changing conditions: Be 
ready to review and optimize your processes. This may 
include implementing new technologies, changing work-
ing methods, or finding alternative sources of income. 
Continuous optimization of processes helps maintain 
competitiveness and respond promptly to market chang-
es. Develop a system for monitoring business process ef-
ficiency and make necessary adjustments promptly.

7. Use crisis as a chance for innovation and improvements: 
Crises can be a stimulus for testing new ideas and ap-
proaches. Use this opportunity to test new approaches 
and improve existing ones. Implementing innovations 
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helps not only to survive but also strengthen market po-
sitions. For example, you might introduce new products 
or services that meet changing customer needs.

8. Continuously analyze the market and find new oppor-
tunities for growth: Monitor changes in the market and 
identify new trends. This will help you adapt and find 
opportunities to expand your business even in difficult 
times. Regular market analysis allows you to make in-
formed decisions and adapt your strategy according to 
current conditions. Use analytics and research to identify 
promising niches and develop new growth strategies.

9. Develop an effective communication strategy: In times of 
crisis, communication becomes particularly important. 
Make sure you have effective channels of communication 
with clients, partners, and employees. This will help you 
respond promptly to changes and maintain trust in your 
business. Create a system of regular reports and updates 
so that all stakeholders are informed about the current 
situation and your actions.

10. Evaluate and review risks regularly: Regular analysis and 
review of risks help you be prepared for any changes. Cre-
ate a system for monitoring and managing risks to timely 
identify potential threats and develop measures to mini-
mize them. 

These strategies and advice can radically change your per-
ception of crises and help you not only survive but succeed 
in the most difficult conditions. Proper application of these 
principles can transform your business and lead to signifi-
cant results, even in the most challenging times. Let each cri-
sis become an opportunity for a new beginning and growth.

How I Can Help You

Businesses of all shapes and sizes face challenges all of the 
time. Market conditions can change rapidly and you need 
to be equipped with the right “toolkit” to survive and thrive 
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when the going gets tough. I am sure you will agree with me 
that I hope we never see a repeat of anything like the COV-
ID-19 pandemic that changed the world in 2020. But you can 
never be sure that these things will not happen again.

Dealing with the war in Ukraine is something that I sincere-
ly hope you never have to cope with. This pushed me to my 
limits and there are still more challenges ahead as the war 
continues. I had to use all of my experience and knowledge of 
dealing with crises to create a positive outcome for my busi-
ness.

So, how can I help you?

You have taken the first step to overcome any challenges that 
come your way by reading this chapter. My experience dem-
onstrates that successful business management during crises 
is possible, and I am ready to help you navigate through any 
challenge and reach new heights. Utilize my knowledge and 
resources not just to survive, but to thrive in uncertain times.

I have created an online course called: “Crisis Management 
for Small Business”

This online course provides entrepreneurs with the knowl-
edge and tools to effectively manage crisis situations in their 
businesses. By completing this course, you will be able to as-
sess the current state of their business, identify problems and 
risks, and develop a crisis management plan that includes 
strategy creation and cost optimization. 

The course will teach you how to work with a team during 
a crisis, determine necessary personnel, communicate ef-
fectively, and motivate employees. Entrepreneurs will learn 
when and how to implement changes, enabling their busi-
nesses not only to adapt but also to thrive even in uncertain 
conditions.

For more details about my online course please reach out to 
me at  www.blacknadezhda.com
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What do you do at 39 years of age, you have been in business 
for 10 years and are $360k in debt with no assets? Further-
more, your wife is pregnant and you have a toddler? Before 
answering this, put yourself in this position. Imagine the 
mental stress that comes with this, not just on yourself but 
your family. You have worked hard for years to be in a worse 
position than what you started from. 

Fast forward to today and I own a $50M international           
business.

My Story

I was born in Adelaide, Australia. My parents were immi-
grants from Greece. They both left their war-torn homeland 
for a better life. Their challenges were much greater than the 
ones I mentioned above. Coming to Australia with a grade 
3 education, not knowing the language, and in debt to the 
Australian government. Yet they provided a great foundation 
for my older brother, sister, and myself to have a better head 
start and a life they never had. My father worked as a build-
er’s laborer in Australia. He worked 6 days a week, 60+ hours, 
and retired at 72. My mother worked part-time as a kitchen 
hand in the same hospital for 35+ years. I never heard them 
complain about work or money. 

I wanted to leave school and join the Air Force at 15. This 
broke my parent’s heart and caused a lot of tension. They 
wanted their children to attend college, get a degree, and a 
good job.  My parents didn’t allow me to leave school and I 
finally graduated without the grades to enter college. 

I started working labor-type jobs. I wasn’t afraid to work, I 
just had no drive or goals and didn’t know what I wanted to 
do with my life.  One day my father said that I was going to 
Greece. He would pay for my brother and I to go. For the first 
time in a while, I was excited about something. 

I learned many things on this trip and became very proud 
of my heritage. I connected with my family and met my      
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grandmother for the first time. A big eye-opener was visiting 
my father’s village. We found the house he and his 10 siblings 
grew up in. It was a three-roomed house. I couldn’t believe 
how poor my father was and I understood my parent’s inten-
tions for me. 

I started to look at what everyone I knew was doing. My 
brother, sister, and older cousins had all gone to college and 
were living good lives, but not the ones I wanted. The only 
people with the potential I was looking for were two uncles, 
who ran their own business.  How do I run my own business, 
where do I start, what do I do? 

One of my best friends told me his father was looking for two 
apprentice bricklayers. I had seen the wealth that my friend’s 
father built over the years. The building industry was boom-
ing at the time. The first two years were the hardest, getting 
paid $120 a week in the first year, and $180 in the second. It 
was slave labor.  I was calculating the money the boss was 
making. He was getting 50 cents a brick laid in my first year, 
this went up to 80 cents a brick laid in the second year be-
cause of demand.

I finished my apprenticeship and partnered with another 
bricklayer. I was now in business! The first few jobs were 
great. The extra hours we put in were paying off. But six 
months into the business many builders were liquidating. 
Australia went into the worst recession in 50 years. What was 
important to me at this point was providing for my wife and 
keeping the roof over our heads. I didn’t have any qualified 
skills other than bricklaying and there were no labor jobs. I 
decided to be a taxi driver. 

My first week as a taxi driver was unforgettable. People were 
rude, looked down on me, and wanted discounts, I even had 
someone jump out of my car without paying. I put up with it 
because I needed to make money. During idle time I started 
learning about people. I would pick up the scraps of a Sat-
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urday at 5 am, with super successful people going to what 
looked like important business meetings. 

My Direct Sales Discovery

I read the local newspaper daily and browsed different op-
portunities like franchises and businesses for sale, and even 
job advertisements. An advertisement caught my eye “Earn 
$100,000 as a real estate agent in your first 12 months”. I 
called the number and they invited me in. It was a system-
atic and ethical approach to finding listings. It required a lot 
of door-knocking and cold calling, especially in the first 3 
months. They were very upfront about the job. 

The goal was to find 20 people selling their property per 
month for three months. These leads were passed on to the 
existing agents. After this, we could list and sell our proper-
ties and earn commissions. I earned $80k the first year, and 
$90k the second. I was introduced to Brian Tracy and read 
“Maximum Achievement”. My mindset journey started here. 
The skill and power of goal setting opened my eyes. Selling 
real estate was great money but it came at a price. To be an 
above-average earner, you had to be prepared to work late 
nights and weekends. This strained my relationship with my 
wife and daughter, but we were getting ahead. I decided to 
leave.

I had a little time and money, so I cautiously looked for the 
next opportunity.  I landed two interviews; one was a final 
interview for a pharmaceutical company and the other was 
an ad I applied for with the heading “Crazy People Wanted!”  
I attended the pharmaceutical interview, they offered me the 
job, the package was $120k with a company car, laptop, and 
phone. Plus, the opportunity to earn around $80k in commis-
sions annually.  I asked them to give me 48 hours as I had the 
“crazy people” interview the next day. 
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The Perfect Job

I was 99% going to take the pharma job, I was walking into 
this last interview confident and a little arrogant. The recep-
tionist was so welcoming. It was the best first impression so 
far. A young man came and greeted me, you could tell he was 
in charge by his demeanor.  He asked me “What are you look-
ing for ideally for yourself?” No one else took this approach, 
it was more about what I could bring to them. I answered that 
I was looking for an opportunity with no limits.  He replied 
that I had come to the right place. 

The following 10 minutes was one of my most life-changing 
conversations. They had a criterion-based progression busi-
ness, he told me if I trained 5 leaders and built a team of 15 
people, I could run my own business under the umbrella of 
a larger business using their clients. “What type of money 
can you make?” He replied “On average $5k-$10K a week, the 
higher performers earn more” I asked him “Who’s business 
in this” He replied that it was his. “How many people work 
for you?” He said 25. “How much do you receive per sale?” 
He said $40. “How much do you pay the sales reps?” He said 
around $20. “How many sales are you netting a week?” He 
told me around 500. I quickly did the math, which resulted 
in a gross profit of $10k a week. I said, “So you are telling me 
that you are 22 years old, this is your business and you make 
about $10k a week and you are offering the same opportunity 
to me?” He said confidently “YES!” I told him that I didn’t 
believe him. I started asking him to show me proof of owner-
ship. He called in his admin to fetch the information. I said 
“Show me your bank statements to prove the flow of money,” 
He said “I have never shown anybody this,” I said “How else 
are you going to prove it? I have another job lined up, I have 
a small family, If I am even going to consider this, I need to 
know that this is legitimate!”  He went on to prove it. This 
was real and what I had been looking for! 
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“What is the job?” I asked. He said “I want to show you” So we 
jumped in his car and drove into the suburbs. We stopped in 
the middle of the street. He said ‘Let’s go”. We walked up to 
a house and knocked on it. I asked him if he had an appoint-
ment, and he said he didn’t and that for the next 2 hours, 
we would go door to door selling people a cheaper rate on 
their home telephone bill. He signed up three customers out 
of about 30.  

“When can I start?” He said, “tomorrow” - so I did. My journey 
in Face-to-Face Direct Sales had begun.

I learned that this was a powerful industry that had a big fu-
ture. Today, it’s still just as big, if not more powerful and ef-
fective. We are exposed to over 3000 advertisements daily, 
through mainstream television, social media, billboards, bus 
stops, etc. I love asking people to tell me what adverts they 
saw on the way to work today “Let’s see if we can come up 
with 5”. In over 20 years of doing this exercise, I think we 
reached 5 once. I then challenge everyone to tell me which 
advertisements have stood out in the last couple of weeks. 
The common answers are funny ads, annoying ads, or clever 
and interesting ads. These all touch our emotions somehow.

I then ask “In the last 5 years, have you ever had someone 
knock on your door, stop you in a shopping center, or experi-
enced telemarketing? Almost everyone has, I purposely look 
for 3 people who have had this experience 6+ months ago. I 
asked them which brand they were being sold. They all re-
member it; What product were they selling? Most remember. 
What price were they selling it for? 90%+ times they know. I 
then asked if they remembered what gender was talking to 
them, whether they were taller or shorter than them, and 
what color hair they had. 99% of the time they remember. 
Bingo! The power of people! People remember people and 
even more so if they made an impact. 

The types of clients that understand this concept and use 
face-to-face direct sales are telecommunications, energy, 
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solar, security systems, pet insurance, home food delivery, 
nonprofit organizations, and pay TV. Direct Sales isn’t for 
every product, but it is for most. Unless you have a billion-
dollar marketing budget, you won’t stand out. Consider the 
real cost per acquisition for new customers, when you add up 
“all” marketing costs. In most cases, direct sales are cheaper 
and have a greater impact and exposure, providing a better 
return on investment than conventional advertising, digital 
marketing/advertising, etc. 

If you are interested in direct sales to boost your business 
check out https://www.whatsthegig.com/

While I was working, the debt that I had accumulated drove 
me to the success that I achieved. I focused on my short-term 
problems but always had my debt situation in mind for long-
term success.

After a few months, I went to Melbourne and built my team 
there. I started building an organization. For the next 5 years, 
I built teams across Australia and one in NZ. I purchased a 
couple of investment properties. I started traveling, mostly 
in Europe. I remarried. This is what life should be like. All the 
hard work, disappointments, and challenges were all worth 
it!

There were things I loved about working within this organi-
zation and things I didn’t. It had a great support structure 
and many mentors we could use. Their structure made it easy 
to expand, plus they had great clients. What I didn’t like was 
the control. They dictated what to pay our people and we had 
to attend all conference calls which were 3-4 a week, as well 
as countless meetings and seminars.

How I Built My Successful Business

I decided to rebuild a direct sales team. All I needed was a 
client. With the help of a colleague called Victor, I found a 
client that was a nonprofit organization that raised money 
for Cerebral Palsy, it wasn’t known and had previously failed. 
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Victor was my right-hand man; he was young with issues 
and we were about to represent a client that had failed mul-
tiple times.  When starting in a position like this, you aren’t 
thinking about your goals, the only things that consume your 
mind are ‘what’s important to you’. In my case, it was to pay 
the rent and put enough food on the table.  Victor hit the 
ground running. He thought it was the easiest campaign in 
the world! This gave me confidence. The client said they had 
an unlimited budget with no restrictions on territory so we 
started recruiting and slowly building the team. My focus was 
on survival. This went on for a good six months. At this point, 
we were on top of our bills, which took the pressure off.  

We had a team of 10 people and were growing. A sharp per-
son walks through the door looking for an opportunity. A 
week after he started, he pulled me aside and wanted a favor. 
He asked if I could advance his pay as he was behind in his 
rent and facing eviction.  He needed $600. I checked my bank 
account and I had $601.23.  I took out the money and handed 
it to him. He was so grateful. Now I was going to be late with 
my rent. Was I an idiot? That $600 was one of the best invest-
ments I have ever made. He ended up building the highest-
performing of all our teams in Australia 5 years in a row. He 
also played a critical role in our expansion into the USA. 

After a couple of years, we finally started to breathe. Most of 
the pressure off, I had a team of 30 people, two young healthy 
boys, and an amazing wife. 

Use Short-Term Goals for Your Long-Term Success

At this point, my focus changed. I made a massive realization. 
This was a critical turning point in my business. I stopped fo-
cusing on the money and started focusing on my people. 

Here are three things that you can focus on to boost your 
motivation for both the short and long term:
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Achieving Short-Term Goals For Long-Term Success

1. Identify What is Important in Your Life Right Now

Ask yourself what you want to achieve in the next 3, 6, and 12 
months, 2, 5, and 10 years 

-Ask Why? Write 50 reasons. Then ask yourself 

“If you were to earn $3000 a week next week, what does this 
mean to you?” Your motivation will go up a notch. Maybe you 
are thinking “I would fix my car” “It would help pay my credit 
card debt” “I would get my bills in order” and so on.

It doesn’t matter what your answers are – the thing is that 
some or all of these things are holding you back. Focusing on 
what’s important right now and accessing the right tools like 
budgeting plans, mentoring, accountability, etc, I have found 
that once you help people achieve what’s important for them, 
the foundation for success is set.  

Your aim here is to get rid of the headaches that are holding 
you back. I call this “negative motivation” and it is just as 
strong as positive motivation. Using this approach will pro-
vide you with relief and take the weight off of your shoulders.

2. Make Work “Work for You”

Change your attitude to work. Most people think that work is 
their enemy (or at least their boss is). 

Ask yourself “What can work do for me?” You need to know 
your numbers – what do you need to do to make your job 
work for you. How can you pay off a debt, fix your car, or take 
that vacation you have always wanted? For the first time, you 
need to make your job work for you rather than the other way 
around. 

When you do this, you will find that it is a pleasure to go to 
work. Reverse engineering where you want to be in the short 
term and how work will get you there will give your personal 
motivation a much-needed boost. And I can guarantee this 
personal motivation is much stronger than business or ca-
reer motivation.
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3. Become a Leader

By mastering the skills above, you can help others to do the 
same. You need to get it right for yourself first, but after that, 
you can teach others and be a leader. By working on yourself 
first you will set an example to others. Remember that most 
success in life involves people so becoming a leader yourself 
is the next logical step.

Can you understand the power here? Now you are ready to 
pursue your longer-term goals!

Join Our Team and Pursue Achieve Your Goals

I have expanded my company into new territories namely the 
United States, United Kingdom, and Ireland, and of course, 
we are still going strong in Australia and New Zealand. If you 
want to transform your life then join our organization across 
the world where the opportunities are limitless. If you live in 
Australia or New Zealand please connect with us at 

https://www.gig.live

and for everywhere else - https://www.whatsthegig.com
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Dr Grant R. Muddle, ML.

With a reputation for incompa-
rable commercial healthcare 
leadership, Dr. Grant Muddle is 
acknowledged internationally as 
a Board Member, Chairperson, 
Chief Executive, and Prime Min-
isterial advisor who sets bench-
marks for excellence in health-
care. 
His work was recognized by the 
highest level of government 
when he was bestowed with a 
Member of the Order of Logohu, 
Papua New Guinea’s Principal 
Order of Merit, for his contribu-
tions to healthcare, Port Moresby 

General Hospital, and the community after transforming the hospi-
tal, which had suffered from decades of disrepair and mismanage-
ment. Dr. Muddle’s leadership record showcases his expertise, as he 
exceeds stakeholder expectations of budget, risk, impact, and time. 
Dr. Muddle holds a Doctor of Business Administration from Cali-
fornia Southern University (USA) and an MBA (Strategic Man-
agement) from Charles Sturt University (Australia). He also has 
a business degree in accounting and law from Northern Territory 
University (Australia).
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“To win in the marketplace…you must first win in 
the workplace. I’m obsessed with keeping employee 

engagement front and center.”
Doug Conant, CEO of Campbell’s Soup

I spent most of my early career working in the hospitality 
industry, where aesthetics are paramount. Studies show that 
if a hotel employee appears well-groomed, clients assume 
they are competent and professional, which enhances their 
overall perception of the establishment. Even at the largest 
resorts in the world, it is akin to performing. Check yourself 
in the back-of-house mirror before heading out front; shoul-
ders back, chin up, smile on. Every interaction was a carefully 
crafted act designed to enhance the guest experience.

It wasn’t until my grandmother moved to a nursing home 
that I understood the need to bring that experience and 
those standards to a healthcare setting. She was there for a 
decade, yet the environment was so dismal that I couldn’t 
visit. I know that I can’t make up for lost time, but I can make 
a difference in the environment and change how people who 
are looked after are treated.

Today, the ability to “Do More With Less” is a strategic ad-
vantage and a necessity. As an experienced change manage-
ment consultant, I have dedicated my career to guiding orga-
nizations through transformative periods to find remarkable 
success with even the most limited resources. 

My proprietary methodology is grounded in five essen-
tial P.E.A.C.E principles: 

1.  Purpose-Driven Leadership
2.  Empathy-Centered Engagement
3.  Adaptive Change Management
4.  Continuous Learning and Development
5.  Evidence-Based Decision Making. 
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Together, they offer a comprehensive framework for navigat-
ing the challenges of transformation and, when integrated 
into an organization’s culture, lead to a skilled, engaged 
workforce that drives exceptional business outcomes and 
enhances brand loyalty and financial performance across all 
industries.

While each principle is vital, Empathy-Centred Engagement 
is often overlooked in our quest to “do more with less.” Most 
organizations dive headfirst into change management pro-
grams that focus solely on efficiency and data, neglecting 
the human element of the business altogether. But empathy 
fosters genuine employee engagement, collaboration, and a 
positive work environment, which makes all the difference.

Remember, hospitality is a game; in healthcare, specifically 
hospitals, it is real. You are dealing with people at an emo-
tional level, whether they are patients or visitors. People in a 
hospital experience the best or worst day of their lives, and it 
is typically the latter. So, when something is wrong, you must 
speak to the human element and try to improve the experi-
ence. You may never make it great, but you can help make it 
okay.

However, you can make even the happy moments better. For 
instance, the birth of a wanted and healthy child is a posi-
tive reason for a hospital visit. Nowhere is this more obvious 
than in India, where the waiting room could be filled with 
100 people, including grandparents, aunts, uncles, cousins, 
and friends. Working as Global Senior Vice President of Op-
erations at Apollo Hospital in India, we saw this as an op-
portunity to enhance the experience and build the Newborn 
Baby Program. 

The big idea

Worldwide, it’s typically the mother who controls a house-
hold’s health. We knew that if we could engage the mother, 
she would likely send her family to Apollo when they needed 



Dr Grant R. Muddle, ML

136

healthcare. So we had to start at the very beginning: the birth 
of her child.

The execution

Midwives were on hand during the delivery to take photos 
of the birth. Afterward, we decorated the room pink or blue. 
Finally, we involved those in the waiting room by making 
our way out to the lobby with flutes of fizzy apple juice to 
announce and celebrate the birth. But we didn’t stop there: 
when they left the hospital, we sent them home with a basket 
of necessities like talcum powder, nappies, and a onesie that 
said, “I’m an Apollo Baby;” the mothers received a cake on 
Mother’s Day, and on the baby’s first birthday, the pediatri-
cian and OB-GYN sent a signed birthday card.

The return

This cost less than $20 per baby. However, we were able to en-
gage the parents and every person in the lobby to ensure that 
they left the hospital with a positive experience. From then 
on, it was likely that they would seek us out if they needed 
healthcare.

The program only worked because the employees were en-
gaged. If staff had been disengaged, they would have done 
the bare minimum and actively worked against us. This is 
where empathy comes into play. Placing empathy at the core 
of your strategies helps build stronger connections and rela-
tionships with each employee by making sure they feel val-
ued and supported.

In this chapter, we will explore how integrating Empathy-
Centered Engagement transforms organizations and empha-
size the role of empathy in creating a positive work environ-
ment that improves the guest or client experience and sets a 
business on a path to sustainable success. 

The problem: Organizations try to do more with less
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One of the most concerning patterns in business is the “Do 
More with Less” mentality. Instead of employee engagement, 
organizations use change management tools that focus more 
on data and processes. 

Employee engagement is the “commitment and enthusi-
asm that workers bring to their jobs, as well as the degree 
to which they share the culture, values, and goals of the em-
ployer organization.” However, because of the “Do More with 
Less” mentality, we have come to believe that employee en-
gagement does not and cannot exist, so therefore does not 
matter. But employee engagement does exist (although it’s 
rare): A Gallup study found that as of July 2024, 23 percent 
of employees worldwide consider themselves engaged. In the 
US, that number grows to 32 percent – better, although 17 
percent say they are actively disengaged. 

Yet unless employee happiness directly enhances their suc-
cess, leadership is simply not in the business of making em-
ployees happy. But this focus on efficiency, data, and profit 
costs businesses everywhere. By choosing not to focus on 
employee engagement, they send a message to employees 
that reads, “Because I pay your salary, I own you; leave your 
problems at home.” 

Disengagement leads to

• Negative workplace culture and morale
• Lower rates of productivity
• Worsened work quality
• High turnover rates
• Increased recruitment costs
• Decreased revenue
• Lower customer satisfaction rate
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Although disengagement costs businesses $8.8 trillion glob-
ally each year, they believe it will cost more to invest in em-
ployees than it is worth. Because they do not feel invested in, 
employees disengage at alarming levels: Studies show that 
nearly 5 million US fewer employees were engaged in early 
2024, the lowest engagement rate in over a decade. 

The question: Why should you care about employee en-
gagement?

Engaged employees make or break a business. 

Highly engaged employees are committed to and enthusias-
tic about their work and are aligned with the business’s cul-
ture, values, and goals. They work with you rather than for 
you and are more willing to take risks, find new approaches, 
and drive the business forward. That alignment leads to lower 
absenteeism and turnover rates while increasing productiv-
ity, teamwork, customer satisfaction, and brand reputation. 

When comparing top- and bottom-quartile business 
units, research by Gallup found that employee engage-
ment leads to:

• 81% less absenteeism
• 58% fewer patient accidents
• 43% lower turnover (among low-turnover 

organizations)
• 41% fewer product defects 
• 23% higher profitability
• 18% lower turnover (among high-turnover 

organizations)
• 18% higher productivity
• 10% increase in customer engagement

These differences are always significant, especially during 
disruption and change. An engaged workforce can overcome 
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disruption while sustaining employee well-being, productiv-
ity, and growth. 

The solution: Integrate empathy-centered engagement

As mentioned earlier, employee engagement is rare but not 
unheard of. Research shows that among top-performing 
businesses worldwide that have intentionally and strategi-
cally created their workplace cultures, 70 percent of employ-
ees are engaged – an average ratio of 14:1 engaged to disen-
gaged employees. 

For example, Google and Apple are revered for their em-
ployee engagement. They offer employees:

• Hybrid work schedules
• Mental health care 
• On-site fitness centers
• Community and personal development
• Classes and seminars

Source: Apple and Google

Both companies are the only two to appear on Glassdoor’s 
Top 100 Companies to Work For each year.

The question, then, is how to improve employee engagement 
in your own business, and it starts with placing empathy at 
the core of each employee engagement strategy. 

I have found that, regardless of environment or industry, ap-
proaching the change management process calls for more 
than understanding the goals; it calls for empathy. Empathy 
is “the ability to sense other people’s emotions, coupled with 
the ability to imagine what someone else might be thinking 
or feeling.” Instead of accepting the objections and resis-
tance I receive, I must understand why I am receiving them. 

It all comes back to Chesterton’s Fence:
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“Don’t ever take a fence down  
until you know the reason it was put up.”

Remember, existing systems were put into place for good 
reasons. Without understanding those reasons, you could 
face negative consequences if you remove them. 

In other words, wait to make changes until you understand 
why the current processes exist. Most people don’t like 
change – and making changes without that understanding 
makes the change management process harder. By not taking 
time to understand what’s already in place, you risk upset-
ting both the systems and people involved, changing some-
thing that already works, or preventing a larger issue. 

Effective and powerful change management involves careful 
assessment and understanding before implementing chang-
es. Complete a SWOT, Employee Survey, Focus Groups, en-
gage in Active Listening and One-on-One Meetings to famil-
iarize yourself with existing systems and diverse needs, and 
acknowledge employees’ challenges while providing support 
mechanisms. Building connections and relationships based 
on empathy will create and foster a positive work environ-
ment, enhancing engagement and collaboration.

I call this empathy-centered engagement, and approaching 
change management with it at the forefront will create an 
environment of understanding and support. It’s centered on 
three ideas:

• Recognizing diverse needs: Employees are unique, 
with varied backgrounds and different needs and 
expectations. By understanding and addressing these 
perspectives, you can create a more inclusive and 
supportive workplace.

• Acknowledging employee challenges: Part of empathy 
is acknowledging employees’ challenges in the office 
and at home to build strong connections and trust.
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• Providing support mechanisms: Empathy also calls for 
providing necessary resources and support systems to 
address employee needs and challenges.                                           

This creates a feeling of support, which drives engagement, 
collaboration, and commitment. 

Overall, empathy-driven and employee-focused engagement 
increases collaboration and commitment, which enhances 
engagement and ultimately drives the business’s bottom line. 

The Proof: Port Moresby General Hospital

In 2013, I took a leadership position at Port Moresby Hos-
pital, the largest South Pacific hospital. Upon my arrival, I 
found a dire situation. Among the biggest concerns were a 
total lack of maintenance, ankle-deep excrement in the re-
strooms, thousands of squatters, and stolen hospital goods 
being sold on the street.

There was a lot to fix, but I couldn’t go straight in and tear 
down the fence—the “change for change’s sake” approach is 
just as counterproductive as “if it isn’t broken, don’t fix it.” 
I needed to understand what was and wasn’t working. Based 
on initial feedback from organization leaders and my obser-
vations, I believed the hospital was failing because of em-
ployee disengagement, but I needed data to prove it.

I had employees take Gallup’s Q12 survey, which asks 
participants to reflect on statements like:

• I have the opportunity to do what I do best every day.
• My supervisor, or someone at work, seems to care 

about me as a person.
• The mission or purpose of my company makes me feel 

my job is important.
The questions are written in a way that provides a clearer look 
at how empathy-focused a company currently is. The results 
allowed us to create a clear roadmap of what the staff needed 
and wanted from us to help them deliver better patient care. 
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We made several changes that focused on taking care of our 
team; the team, in turn, focused on caring for their patients. 

On the backend, we:

• Standardized job descriptions
• Implemented data-based changes
• Implemented the first public Hospital Information 

System, sharing clinical and non-clinical data with 
staff and public

• Increased training budgets and learning and 
development opportunities

• Created clear career paths
• Conducted annual appraisals for training budgets and 

hours
• Created dress standards and a code of conduct

On the front end, we launched:

• Weekly “Suit Meets Scrubs” town hall-style sessions 
with Directors

• Monthly employee birthday celebrations and social 
events

• Heart Felt Service Program with Monthly and Annual 
employees of the month

• Newsletter to showcase employee accomplishments 
and updates from CEO, Board, and Minister

• Non-denominational worship space
We found that employees started to buy into the vision when 
we began looking after our employees by showing that we 
cared and based our changes on their answers. In just a year, 
we saw increased engagement and decreased absenteeism, 
turnover, theft, workplace accidents, and complaints. We 
also saw improvements in revenue collections, cleanliness, 
and maintenance. Most importantly, we saw better patient 
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outcomes, increased patient satisfaction from 3.2 to 4.2, and 
achieved a shorter “Average Length of Stay.”

Recommendations

In enhancing your employee engagement with empathy, 
keep the following in mind.

Communicate: Regularly and compassionately communicat-
ing key components of goals and strategies will build trust 
and ensure transparency during change. This ensures em-
ployees feel heard and understood, reducing uncertainty, re-
sistance, and turnover.

While at PMGH, I hosted monthly Town Hall meetings, dur-
ing which I openly addressed concerns, shared updates, and 
invited questions. This open exchange of information kept 
employees feeling informed, supported, and valued through-
out the entire process.

“In teamwork, silence isn’t golden. It’s deadly.” 

– Mark Sanborn

Recognize and connect: Building authentic connections – 
genuinely understanding your employees’ needs, emotions, 
and concerns – is the key to fostering trust, reducing resis-
tance, and strengthening collaboration, especially during 
times of change.

During a company-wide reorganization, I scheduled regu-
lar small group discussions that allowed employees to voice 
their concerns and share ideas. By actively listening and re-
sponding to their input, I was able to build trust and show 
that their perspectives were valued. 

After a successful major change initiative, I took the extra 
step of sending personalized messages to each team mem-
ber acknowledging their contributions and offering support. 
That seemingly small action was powerful; it strengthened 
our connection and helped maintain morale during chal-
lenging times. 
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However, like anything else, engagement is best in modera-
tion. Engage them too much, and employees will be so happy 
they lose any sense of urgency or drive. Engage them too lit-
tle, and they will feel undervalued and disconnected, which 
leads to low morale and productivity. 

It wasn’t until I witnessed an aged care setting firsthand that 
I understood the need to enhance the experience. Although 
I still regret not visiting my grandmother, I realize now that 
while I cannot change the past, I should have taken action 
then – like you must take action now.

Change is inevitable. Transformation is a choice.

If you’re ready to transform your workplace, contact me via 
my website, and we’ll work together to craft a change man-
agement plan tailored to your needs.

https://grantmuddle.com/
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Elizabeth Piscocama

Elizabeth Piscocama is a distin-
guished Ecuadorian-American 
Leadership Advisor, entrepre-
neur, realtor, author, and inves-
tor based in South Florida. After 
immigrating to the USA in the 
early 2000s, Elizabeth faced sig-
nifi cant personal challenges, in-
cluding her father’s death, a di-
vorce, and intense emotional 
struggles. Despite this, her en-
trepreneurial spirit, inherited 
from her business-oriented par-
ents, remained a driving force.
Elizabeth’s professional journey 
began with managing over 120 

employees and navigating complex business environments. Her 
expertise in leadership development, negotiation, sales, strategic 
planning, and team management has established her as a leading 
advisor. 
She founded La Estrategia, where she delivers tailored coaching 
and innovative strategies to help leaders build strong teams and 
drive exceptional growth. Her mission is to inspire business owners 
to develop more leaders and enjoy well-deserved quality time with 
loved ones.
As a Leadership Advisor, Elizabeth offers personalized services 
such as one-on-one coaching, leadership workshops, and custom-
ized development programs. Additionally, she provides expert 

guidance on intelligent real estate invest-
ments in Miami. 
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Ally, a server at a small café, worked for a boss who was in-
flexible and insisted on doing things her way. One particu-
larly hectic day, Ally was serving a large group of 16 elderly 
customers. In the rush, she accidentally switched two orders, 
and one man ended up with the wrong dish. When Ally re-
turned to the table, the man sternly said, “This isn’t what 
I ordered. Where’s my omelet?” His wife added, “He’ll eat 
whatever you put in front of him, but he shouldn’t have to 
pay for this. It’s your mistake.

Ally apologized and offered to fix it but turned to her boss 
for guidance. Instead of support, her boss reprimanded her 
loudly in front of the customers, saying, “You made a mis-
take; customers are always right. You need to cover the cost.” 
Humiliated, Ally watched the man leave with his meal to-go 
while she was left to cover the cost of the extra dish, unsup-
ported by her boss.

Scenarios like Ally’s, where employees face tough leadership 
and management challenges, are occurring daily around the 
globe, raising an important question: Who needs more train-
ing here - the leaders or the employees?

Well, Ally is my daughter, just 18 years old. Her experience 
made me realize how much coaching is still needed for busi-
ness owners, even in luxury-end establishments.  Growing up 
in Ecuador with parents who were entrepreneurs, I saw first-
hand how my father prioritized and respected his employees.

My parents, my mother Ana Maria from Peru and my father 
Antonio from Ecuador married and built a successful busi-
ness in Ecuador. Despite facing numerous challenges, my fa-
ther always emphasized that employees come first. If funds 
were tight, he would ensure employees were paid before him. 
This principle profoundly impacted me and inspired me to 
pursue my own business goals. 

Over two decades, I’ve learned from world-renowned leaders 
that the secret to success lies in building a strong, cohesive 
team. I’m dedicated to helping business owners boost their 
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sales through strategic planning and fostering healthy team 
growth to achieve greater results. In this chapter, I will share 
my strategies for effective team management and retention.

A Strong Team is Essential for Success 

In today’s competitive environment, assembling and main-
taining a strong team is essential for sustained success. 
Leaders must navigate traditional and digital challenges to 
remain competitive. Effective leaders understand that col-
laboration drives productivity and innovation.  

Recent trends reveal a rise in employee departures due to:  

• Inadequate compensation 
• Limited career advancement 
• Poor work-life balance 
• Dissatisfaction with management 

Terms like “quiet quitting” and “act your wage” reflect a shift 
in the job market where employees demand better condi-
tions. 

Research indicates that around 60% of employees leave jobs 
because of leadership issues, highlighting the need for better 
management. 

The shift to digital communication, accelerated by the 2020 
shutdown, has increased the need for tech skills and made 
talent retention more challenging. 

Leaders must adapt to manage and motivate teams in both 
traditional and digital settings. Institutions aiming to equip 
one billion people with essential skills in the coming years 
emphasize the need for effective leadership and skill devel-
opment to stay competitive.

Addressing employee retention is important, as turnover has 
long been a challenge. I will explore observed issues in team 
management to help leaders navigate longstanding business 
challenges and new digital demands.
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Focusing on leadership effectiveness, managing employee 
departure, communication, and skill development is essen-
tial for maintaining a competitive edge in both traditional 
and virtual environments.

“Employees leave managers, not companies.”
Marcus Buckingham

Leadership Effectiveness 

Poor management is a major factor in employee dissatisfac-
tion and high turnover rates When directions are unclear and 
disorganized, employees can become frustrated and stressed, 
particularly if their supervisor is not consistently available. 

A lack of clear communication about job expectations and 
requirements can leave employees feeling unsupported and 
unmotivated. Leaders must prioritize building trust by main-
taining open communication, providing strong support, and 
focusing on employee retention.

Key aspects of effective leadership include:  

• Providing regular feedback 

• Offering consistent recognition 

• Demonstrating a genuine concern for employee well-   
being 

Despite the business focus, you must remember that we are 
fundamentally in the people industry. Success relies not just 
on processes and products, but on how we engage and sup-
port our most valuable asset: our people.  

And it is not easy, especially in today’s digital world, where 
many interactions have shifted online.  

Maintaining personal connections can be challenging as tra-
ditional opportunities for casual interactions - 

such as conversations at the water cooler or during restroom 
breaks - are less common.  
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To bridge this gap, leaders should employ creative strategies 
to stay connected with their teams. If leaders do not bring 
enthusiasm and energy to these opportunities, who will? 
Each interaction, even if brief, should be meaningful.  

During these moments, it’s essential to project positivity 
and support, focusing on solutions rather than reprimands. 
This approach builds trust and loyalty, driving success and 
respect. 

Just as we aim to exceed client expectations,  
we must also prioritize our employees’  

well-being and satisfaction.  
Elizabeth Piscocama

Addressing Employee Departure

There are many potential reasons an employee might decide 
to leave, which is why recognizing the red flags signaling a 
potential departure is crucial. For instance, some employees 
may begin performing only essential tasks or limit their ef-
forts to align with their salary, feeling their pay doesn’t jus-
tify additional work. 

It’s essential to assess the reasons behind employee depar-
tures. Key factors include:

• Lack of recognition or limited career advancement 
opportunities

• Unmet skill development alongside company growth
• Fair compensation: Employees need to feel that 

their contributions are valued and compensated 
appropriately. If they perceive a disparity between 
their efforts and their pay, it can lead to dissatisfaction 
and disengagement.

• Poor management practices that may require further 
training

• Work-life balance issues, including the need for 
reduced hours, remote work, or flexible schedules.



Elizabeth Piscocama

152

Leaders must be attentive to these signs to determine wheth-
er an employee needs support, guidance, or a promotion - or 
if parting ways might be in everyone’s best interest.

If a talented employee does decide to leave, reviewing their 
initial interview notes and understanding their reasons for 
both joining and departing can offer valuable insights.  

This data refines recruitment practices, sets realistic expec-
tations for new hires, and improves company policies, man-
agement practices, and workplace culture. Ultimately, it re-
duces turnover and fosters a more engaged and committed 
workforce. 

In my father’s shoe factory. He not only managed the 
production but also provided food for his workers. 
I recall the kitchen staff urging him to come and 

eat his meal, but he would always insist, “ Did the 
workers eat already? Let them eat first.” 

Elizabeth Piscocama

Employee Turnover 

It is a natural part of business, but its impact can be mini-
mized with strategic management. High turnover rates lead 
to significant costs, including recruitment, training, and lost 
productivity. 

The Society for Human Resource Management estimates that 
replacing an employee costs between 50% and 200% of their 
annual salary.

Beyond financial costs, turnover disrupts workflow and low-
ers team morale. This often results in decreased productiv-
ity and increased stress for the remaining staff. Managers 
should closely monitor employee performance and address 
issues proactively.

For example, if an employee’s productivity drops after a sal-
ary request is denied, adjusting their compensation may be 
more cost-effective than hiring and training a new employee. 
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Valuing existing employees helps maintain a stable, produc-
tive team and avoids the time and costs associated with on-
boarding new staff.

Skill Development

Investing in training and reskilling is vital as businesses 
adapt to technological advancements and evolving market 
demands. Leaders must prioritize continuous learning to 
keep their teams competitive and engaged. 

Offering relevant training helps employees stay updated with 
industry trends and new technologies.

As a new generation enters the workforce, their digital skills 
are often strong, but they may need additional training for 
optimal job performance. For employees from previous gen-
erations, it’s important to provide equal learning opportuni-
ties and resources to ensure no one feels left behind.

Employees also have a responsibility to engage in their own 
learning. Leaders must integrate both tech-savvy and less 
tech-savvy employees, ensuring everyone is equipped and 
motivated to advance.

“The function of leadership is to produce more 
leaders, not more followers.” 

Ralph Nader

Communication Challenges

The shift from face-to-face interactions to virtual meetings 
and written messages introduces complexities. For example, 
some employees may choose not to turn on their cameras 
during video calls, which can impede personal connections.  

Additionally, written messages often lack tone, leading to 
potential misunderstandings. 

Leveraging AI tools to analyze tone and sentiment can en-
hance communication clarity. However, technology cannot 
fully replicate the nuances of human interaction. It’s impor-
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tant to use digital tools to support, not replace, genuine con-
nections and avoid creating barriers. 

Employees must balance work, personal interests, family, 
and self-care to avoid stress and burnout, as their health af-
fects their job performance. Less vocal employees may face 
personal challenges impacting their work.  

Leaders should encourage open dialogue about work-life bal-
ance and well-being through regular check-ins and events. 
These can be virtual or in-person and help build community, 
celebrate achievements, and align with company goals.  

In-person mentorship and wellness programs also support 
employee well-being and productivity. 

Given the ongoing challenge of employee turnover and its 
impact on organizational success, exploring effective solu-
tions is important to achieve substantial financial growth 
and to build a successful team. Having a cohesive team work-
ing towards common goals is imperative. 

“You don’t build a business. You build people, and 
people build the business.” 

Zig Ziglar 

I’ve uncovered powerful strategies that will transform how 
you engage and retain your team. Let’s dive into the 7 Key 
Strategies for Effective Team Retention in the Digital 
Age, designed to optimize your leadership approach and en-
sure your team thrives in a modern work environment.

1. Mastering Optimal Communication

Encourage your team to actively participate in meetings with 
their cameras on if they are virtual. Ask questions like, “What 
would you do in this situation?” or say, “Grab a pen and paper 
and write down these three key points to keep in mind.”
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2. Support Emotional Well-Being and Resilience

“Are you addressing emotional well-being with mentorship 
and wellness initiatives?” Combining in-person programs 
with online counseling and regular check-ins can build re-
silience and ensure employees receive the support they need. 
Implementing a monthly wellness program with virtual 
workshops is also beneficial.

3. Leverage Smart Automation and Delegation

Implement project management software to facilitate clear 
delegation and track progress. It reduces burnout and im-
proves overall efficiency. Ask: “What three repetitive tasks 
can you automate today, such as data entry or scheduling, to 
free up your team’s time?”

4. Foster a Strong Organizational Culture

Start meetings by sharing recent team success, such as “Let’s 
celebrate the project we just completed!” or ask, “Who has a 
birthday coming up that we can recognize today?”

5. Prioritize Continuous Learning and Skill Development

Promote in-house training, workshops, and online courses to 
keep skills up-to-date. Provide access to webinars and vir-
tual sessions to support career growth. Make sure employees 
know that salary increases are tied to skill development, en-
couraging them to engage in these learning opportunities. 
Additionally, ask: “Are you assigning projects that align with 
your team’s interests?”

6. Proactive Leadership Practices

Empower your team to make quick decisions by saying, “You 
can decide this—trust your judgment.” Provide a framework 
for decision-making to guide them, allowing for quicker res-
olutions and fostering confidence in their abilities.
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7. Strategic Time Management

Boost productivity and job satisfaction by using priority ma-
trices, digital calendars, and task management apps to en-
hance time management.  Consider asking, “Have you en-
couraged your team to set aside specific times for focused 
work?”

“If your actions inspire others to dream more, learn 
more, do more and become more, you are a leader.”

John Quincy Adams

Now that you understand the reasons behind employee de-
partures and the importance of addressing them, the “7 
Key Strategies for Effective Team Retention” can guide you 
through this process. Part of these strategies involves in-
corporating practices used by successful leaders worldwide, 
such as visionary thinking, to proactively manage employee 
turnover. 

While this challenge has persisted for decades, adopting 
these strategies can create positive change and foster a more 
stable and engaged workforce. 

We’ve seen the profound contrast between Ally’s experi-
ence with her boss and Antonio’s approach to his employees. 
These moments highlight the deep impact we have on those 
we lead.

As we conclude this chapter together, I genuinely hope our 
paths cross again so you can share how your team is flourish-
ing under your guidance.

Take a moment for yourself. Grab a piece of paper and write 
down three things you hope your employees will say about 
you when their journey with your organization comes to an 
end. What a profound responsibility this is! Make your legacy 
count!

Remember, as leaders, we are the captains of our ships navi-
gating through ever-changing seas. Some extraordinary in-
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dividuals will journey with us for longer periods, while oth-
ers may disembark at the next port, continuing on their own 
paths.

Our role is to steer the ship wisely, recognizing that each 
person’s voyage contributes to the broader course of our 
organization. Embracing this perspective allows us to navi-
gate turnover with grace, ensuring that every crew member, 
whether briefly or for the long haul, finds value and purpose 
in their time aboard.

“The greatest leader is not necessarily the one who 
does the greatest things. He is the one that gets the 

people to do the greatest things.” 
Ronald Reagan

Elevate Your Leadership - My Offer to You

Success in leadership and team management relies on con-
tinuous coaching and support. Just as the world’s most 
successful leaders have their own coaches, so should you. 
Whether you choose to work with me or not, embrace ongo-
ing learning and expert guidance to stay ahead and lead your 
team effectively.

As an experienced leadership advisor, I offer high-level 
coaching tailored for entrepreneurs, business owners, lead-
ers, managers, and C-level executives. 

My approach goes beyond traditional methods, providing you 
with customized strategies and actionable tools to overcome 
obstacles, seize opportunities, and excel in an ever-changing 
dynamic environment.

You’ve journeyed far to reach your leadership position - navi-
gating countless challenges and setbacks - it’s time to make 
a significant impact.   Imagine having a trusted partner who 
equips you with the insights and techniques needed to el-
evate your leadership and inspire your team.
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This is the moment to stop settling for ordinary results and 
to start aiming for extraordinary outcomes. I invite you to 
visit my website at www.laestrategia.ai to book a free consul-
tation or feel free to reach out to me at hola@laestrategia.ai. 
Together, we can explore how I can support you in overcom-
ing your challenges and achieving your goals. 

Investing in coaching is an investment in your success and 
fulfillment. Embrace the opportunity to develop a strategic 
plan that aligns with your vision and drives meaningful prog-
ress. Lead with confidence and make a lasting impact. I can’t 
wait to see what you achieve next! See you at the top!

linkedin.com/in/elizabeth-piscocama-a11850217

www.laestrategia.ai.



159



Carlos Gonzalez

Juan Carlos Gonzalez, a vision-
ary entrepreneur, arrived in the 
U.S. fi fteen years ago with a pas-
sion for business and technolo-
gy. Starting from humble begin-
nings in Mexico, Juan Carlos 
built a company that now gener-
ates over $5 million annually. 
His journey, infl uenced by early 
exposure to business through his 
father, has been defi ned by re-
lentless determination and con-
tinuous learning. Investing over 
$100,000 in mentorships from 
renowned fi gures like Brian Tra-
cy, he mastered leadership, mar-

keting, and operational systems that transformed his local busi-
ness into a thriving enterprise. Through strategic digital marketing 
campaigns and customer engagement, he tripled his company’s 
revenue and now helps others replicate this success through fran-
chising. With a franchise model built on solid systems, Juan Carlos 
aims to empower entrepreneurs to achieve fi nancial independence. 
His story of resilience and growth serves as an inspiration to those 
seeking to build successful businesses in any market, big or small.
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“The secret of success is to do  
the common things uncommonly well.” 

John D. Rockefeller

Fifteen years ago, I arrived in the United States with a burn-
ing ambition to achieve something great. I came to study at 
the University of Alabama, embarking on a new chapter of 
my life with a clear sense of purpose. 

Born in Mexico to a humble family, I brought nothing but an 
unwavering desire to succeed. Like many, I started by taking 
on any job I could find - working as a waiter, laboring in con-
struction - but deep down, I knew I was meant for more.

My passion for technology, business, and leadership was ig-
nited early on by my father, who served on the board of direc-
tors for a billion-dollar company. From the age of seven, I had 
the rare opportunity to sit in his office, watching him navi-
gate the complexities of business, finance, and leadership. 

Those moments were formative, planting the seed for my 
dream of one day running my own company.

What started as a modest beginning has since grown into a 
journey driven by relentless determination. The resilience I 
built through those early experiences has carried me forward, 
pushing me to create a future beyond what I once imagined. 
Now, I’m here not just to succeed for myself, but to inspire 
others to pursue their dreams with the same passion and 
drive.

Fast forward to today, and I’ve built a business that generates 
over $5 million Dollars in annual revenue. My journey wasn’t 
easy, but it was fueled by a deep understanding of leadership, 
numbers, and a relentless pursuit of self-improvement. 

The key to my success has been a blend of solid foundations 
in business principles, an openness to new opportunities, 
and the courage to take calculated risks. In this chapter, I’ll 
share some of the most powerful lessons I’ve learned along 
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the way - lessons that can help you achieve similar success in 
your business endeavors.

Building from Scratch:

When I first arrived in the U.S. I struggled to figure out what 
I was truly good at. Despite my interests in technology and 
business, I was unsure of where to start. 

But I remembered the lessons from my father - how leader-
ship, understanding numbers, and maintaining good habits 
were crucial to success. 

These lessons stayed with me as I began to navigate the busi-
ness world. My early days were filled with trial and error, but 
I knew that persistence and continuous learning were key.

I invested heavily in myself, spending over the years more 
than $100,000 on mentors from some of the best minds in 
the business, including figures like Brian Tracy and Jim Rohn. 
This investment was not just financial but an investment in 
my mindset. 

I learned that success doesn’t come from one secret formula; 
it comes from building a strong foundation and continuously 
improving it. I focused on understanding leadership, culti-
vating good habits, and becoming proficient in marketing - a 
skill that would later prove pivotal in scaling my business.

Case Study: Transforming a Local Business into a Multi-
Million Dollar Enterprise

One of the most compelling examples of the power of the 
strategies I’ve developed is the transformation of my own 
business. When I first began implementing advanced mar-
keting techniques and systematizing my operations, after a 
couple of years my business was generating about $800,000 
in annual revenue - a respectable amount, but far below its 
potential.

The turning point came after four years in business when I 
experienced a personal breakup with my girlfriend.  It was 
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a very difficult period, but it also proved to be a pivotal mo-
ment for the success of my business. Nothing worthwhile 
comes easily, and sometimes life takes away what you love to 
test your resilience. 

This challenge fueled my desire to keep pushing forward and 
become the best version of myself. I decided to go all-in, tak-
ing a huge risk by investing everything I had saved, including 
money for a new house. 

I invested in learning from the top experts in digital market-
ing, applying my newfound knowledge of consumer psychol-
ogy and cognitive biases. I launched a targeted video market-
ing campaign and meticulously analyzed viewer engagement, 
which helped me identify the audience segments most likely 
to convert into paying customers. 

By focusing my marketing efforts on these ‘super-hot’ pros-
pects, I was able to maximize the effectiveness of my adver-
tising campaign.

The results were nothing short of extraordinary. In just a 
short period, my business tripled its sales, generating over 
$2.5 million in revenue. This growth wasn’t a one-time spike 
- it was sustainable, thanks to the systems I deployed. 

These systems ensured that every aspect of the business, 
from customer acquisition to service delivery, was executed 
precisely and consistenly.

What’s particularly remarkable about this case is that it 
wasn’t achieved in a large metropolitan area but in a local 
market with a population of just 24,000 people. This demon-
strates that with the right strategies and systems, significant 
growth is possible even in smaller markets.

Simple Yet Effective Marketing Strategies:

One of the most significant breakthroughs in my business 
journey was understanding the power of marketing, particu-
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larly in leveraging modern platforms like Facebook, Google, 
and YouTube. 

Initially, I underestimated the impact of digital marketing, 
dismissing it as less critical than other business operations. 
However, after a pivotal moment in 2017, I realized that mas-
tering these platforms could be the key to scaling my busi-
ness.

I immersed myself in learning about digital marketing, and 
what I discovered was transformative. Marketing isn’t just 
about putting your product out there; it’s about creating a 
strong desire for your product in the minds of your target 
audience. 

This involves understanding the psychology of decision-
making and using, in a good way, cognitive biases to your 
advantage. For example, I learned how to craft compelling 
video content that focuses directly on the emotional needs 
of potential customers. 

This approach allowed me to triple my sales, bringing in over 
$2.5 million after implementation.

The key to effective marketing is not about being everywhere 
but about being strategic. I focus on creating content that 
resonates deeply with a specific audience. For instance, I me-
ticulously analyze how long viewers engage with the content. 

From this data, I create segmented audiences - cold, warm, 
hot, and super-hot - based on their level of interest. This al-
lows me to tailor my marketing messages precisely, ensur-
ing that I’m not just reaching people but reaching the right 
people with the right message.

The Power of Systems:

As my business grew, I quickly realized that success in mar-
keting alone wasn’t enough. Scaling a business requires ro-
bust systems capable of handling growth without sacrificing 
efficiency. 
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Many businesses falter because, while they may have a great 
product and effective marketing, their operations can’t keep 
up with demand. To avoid this, I invested significant time 
and resources into developing systems that could replicate 
my success, laying the groundwork for something bigger.

These systems are more than just processes; they create a 
framework that is easily followed and implemented by oth-
ers. For example, as my business expanded, I needed to em-
ploy more staff to manage the increased workload. 

But hiring alone isn’t sufficient - those hires must be trained 
and integrated into a system that ensures consistency and 
quality. I developed a comprehensive sales process that my 
team could easily replicate, guaranteeing that every custom-
er received the same high level of service, no matter who they 
interacted with.

The strength of these systems now forms the foundation of 
my franchise model. While we have obtained our franchise 
license, we are seeking the right partners to open our first 
franchise locations. 

The systems I’ve developed ensure that potential franchisees 
can replicate the same success, with a blueprint for consis-
tent service and operational excellence. This means anyone 
joining as a franchisee can benefit from a proven model that 
works, without sacrificing quality or efficiency.

This is a unique opportunity for ambitious entrepreneurs to 
join a growing brand, backed by systems designed for scal-
ability and long-term success. By becoming a franchise part-
ner, you’ll have the chance to tap into a thriving business 
model with the support and guidance needed to achieve your 
success.

Mentoring as a Growth Catalyst:

Throughout my journey, one of the most valuable invest-
ments I’ve made has been in mentoring. The guidance I re-
ceived from experienced mentors was instrumental in shap-
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ing my success. These mentors didn’t just teach me business 
strategies; they helped me develop the mindset necessary to 
navigate the challenges of entrepreneurship.

Mentoring is more than just receiving advice; it’s about em-
bracing continuous learning and growth. One mentor told 
me, “You can give someone the best blueprint, but it’s their 
actions that determine the outcome.” 

This wisdom resonated deeply with me and has been a guid-
ing principle throughout my career, both in how I approach 
learning and how I mentor others.

I’ve applied this philosophy to my mentoring practices, help-
ing others understand that while I can provide the tools and 
strategies, their success ultimately depends on their willing-
ness to take action. This is why I’m passionate about sharing 
the strategies that work and the mindset that enables those 
strategies to succeed.

Mentoring has also taught me the critical importance of sur-
rounding myself with the right people. As my business grew, 
I sought out individuals who were further along in their jour-
neys - people who were making $10 million when I was mak-
ing $1 million. 

Being in the right environment has been crucial to my 
growth, and I encourage every entrepreneur to prioritize this. 
The more you learn from those who have already achieved 
what you aspire to, the faster you can reach your own goals.

One of the most profound lessons I’ve learned from my 
friend and mentor - Amadeo Llados is: “Build the person you 
admire and respect, cultivate a strong mindset, and approach 
everything with love - never fear.” 

Starting the Franchising Journey

A major turning point in my journey was deciding to pursue 
franchising for my business. While we were already generat-
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ing nearly $5 million a year, I knew there was further poten-
tial waiting to be unlocked. 

But this wasn’t just about numbers - it was about something 
deeper. I’ve seen countless entrepreneurs struggle, often 
failing because they lacked a proven model to guide them. I 
knew I could change that.

Through franchising, I’m offering a clear, successful blue-
print - one that’s been tested, refined, and built for growth. 
My philosophy is simple: when franchisees succeed, I suc-
ceed. This isn’t just about expanding a business; it’s about 
empowering others with the systems, support, and tools they 
need to thrive. Together, we grow, and together, we win.

Laying the Groundwork for Franchising

While I’ve secured the license to franchise my business, the 
first location has yet to open. But here’s the exciting part: the 
foundation is already in place, and the systems that led to my 
success are ready to be shared with the right people. These 
systems are built to be easily replicated across multiple loca-
tions, ensuring the same level of quality and efficiency that 
made my company thrive.

Imagine stepping into a business with a proven roadmap, 
ready-made for growth. Future franchisees won’t be start-
ing from scratch; they’ll be tapping into a well-established, 
refined business model, one designed to help them hit the 
ground running.

Preparing for Franchise Expansion

The key to real success isn’t just having a great product or 
service; it’s about building the right systems and strate-
gies to scale that success. While the first franchise has yet 
to open, I’m actively seeking partners who see the potential 
and want to be part of something bigger. With a ready-made 
business model, transparent processes, and a focus on repli-
cating proven success, the franchisees who join this journey 
will be poised for growth from day one.
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What excites me most is sharing the blueprint that built my 
multi-million-dollar business. I know that with the right sys-
tems and support, others can achieve the same level of suc-
cess. This franchise isn’t just a business opportunity - it’s a 
chance to change lives, create financial independence, and 
build something truly lasting.

Whether you’re an entrepreneur looking to expand or some-
one exploring franchising for the first time, the principles 
I’ve applied can help you achieve your goals. I’m passionate 
about helping others succeed, and this franchise model is de-
signed to ensure we grow together. The path is laid out, and 
I’m ready to share it with those who are eager to take the 
next step.

How I can Help You

As you’ve seen throughout this chapter, business success 
isn’t about discovering a single secret - it’s about building a 
strong foundation of effective strategies, robust systems, and 
a commitment to continuous learning. 

My journey from a small startup to a multi-million dollar en-
terprise has been fueled by: 

• A deep understanding of marketing
• The power of well-designed systems
• The invaluable guidance of mentors

These principles are not just theoretical; they are practical, 
actionable, and have been proven to work in real-world sce-
narios.

The most important lesson I want you to take away is this: 

Your success is determined by the actions you take and the 
consistency with which you apply what you’ve learned. 

No matter where you are in your journey - whether you’re 
just starting or looking to scale your business - remember 
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that the right mindset, paired with effective strategies, can 
propel you further than you ever imagined.

One of the greatest investments you can make is in yourself. 
I’ve done it over and over again, and if given the chance, I’d 
do it a hundred times more. As one of my mentors always 
said, “Never invest in things that rust, rot, or depreciate.” In-
stead, invest in your growth, your knowledge, and your skills. 
These are the things that will pay dividends for the rest of 
your life.

Success isn’t just about having the best ideas or the most tal-
ent; it’s about consistently showing up, learning, and apply-
ing those lessons with unwavering determination. The strat-
egies I’ve shared aren’t just theory - they’ve been proven to 
work, and I’m passionate about helping others implement 
them in their businesses.

If you feel inspired by the principles I’ve outlined and are 
eager to apply them, I encourage you to take the next step. 
Whether you’re seeking mentoring to refine your business 
approach or exploring the incredible opportunities in fran-
chising, I’m here to help. Reach out for a free consultation, 
and together, we can explore how to unlock your business’s 
full potential.

You can connect with me at through my website or on social 
media. I look forward to being part of your journey to suc-
cess - because the path to greatness is never walked alone. 
Let’s take that journey together, and turn your ambition into 
reality.

https://www.instagram.com/carlos_monopoly

• Website English : Carlosgonzalezd.com

• Website Spanish : Carlosmonopoly.com

• Franchise : https://tireswheelsperformance.com/
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Frank Lebel

Frank Lebel  is a seasoned entre-
preneur and the founder of a 
thriving digital advertising 
agency. 
His journey is one of remarkable 
resilience and determination. At 
just 17, François faced the chal-
lenge of toxic psychosis, a battle 
that tested his mental fortitude. 
In 2019, he encountered another 
major hurdle - personal and cor-
porate bankruptcy, a blow that 
could have ended his entrepre-
neurial dreams. But François’s 
story didn’t end there. In 2021, 
he was diagnosed with thyroid 

cancer, yet once again, he faced adversity head-on.
During the pandemic, François rebuilt his life and business, show-
ing an unwavering commitment to resilience, authenticity, and 
continuous learning. His efforts culminated in 2024 with the ac-
quisition of a competitor twice the size of his agency, a testament 
to his strategic acumen and leadership. François is passionate 
about creating work environments where accountability, transpar-
ency, and personal growth are paramount. A devoted family man, 
he emphasizes the importance of maintaining a balance between 
personal, and professional life. 
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“If you want something, give it.”
Deepak Chopra

Life often throws us challenges that seem insurmountable. 
My journey has been anything but smooth, marked by a se-
ries of profound adversities. At 17, I battled toxic psychosis, 
a severe mental health crisis triggered by excessive cannabis 
use during my high school years. 

This was only the beginning. In 2019, I faced the devastating 
blow of personal and corporate bankruptcy, a monumental 
failure that left me in a precarious financial situation. As if 
these challenges weren’t enough, I was diagnosed with thy-
roid cancer in 2021, adding a significant health crisis to my 
list of battles.

Despite these obstacles, I managed to build a successful busi-
ness during the COVID-19 pandemic, specializing in digital 
advertising. Our resilience and strategic growth culminated 
in February 2024, when we acquired a competitor twice our 
size. This chapter delves into how I developed an optimistic 
entrepreneurial mindset amidst adversity, showcasing the 
principles and strategies that guided me through these tu-
multuous times.

Profound Personal Challenges

My journey into entrepreneurship began at a young age, 
shaped by a series of profound personal challenges. At 17, I 
was diagnosed with toxic psychosis, a severe mental health 
condition brought on by excessive cannabis consumption 
during my high school years. This condition temporarily de-
railed my life, plunging me into a period of deep introspec-
tion and self-discovery. 

Recognizing the urgent need for change, I voluntarily en-
rolled in a closed therapy program. This 12-week intensive 
introspection period was a transformative experience that 
helped me understand the underlying issues that led to this 
life hurdle. I entered the program as a young, irresponsible 
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adolescent and emerged as a young man with a renewed 
sense of purpose at 18.

During this pivotal time, I made a conscious decision to elim-
inate negative influences from my life, starting with main-
stream media. The pervasive negativity and distractions 
found in television and mass media were detrimental to my 
mental health and overall outlook on life. By being selective 
about the information and content I consumed, I began to 
condition my mind toward positivity and optimism. 

This decision, while isolating me from common social con-
versations—like the latest box office movies or popular TV 
shows—shielded me from unnecessary negativity and al-
lowed me to focus on personal growth and positive influ-
ences.

Career Setbacks

After recovering from toxic psychosis, I directed my new-
found purpose toward a career in digital advertising. Over the 
next decade and a half, I honed my skills, becoming an expert 
in the field. My career trajectory, however, was not without 
its setbacks. In 2019, I faced a significant challenge - personal 
and corporate bankruptcy. My first business endeavor failed 
spectacularly, leaving me in a precarious financial situation. 

The weight of this failure was immense, but it also pro-
vided invaluable lessons.

The bankruptcy was primarily due to mismanaging growth, 
a lack of knowledge, losing focus on the core purpose of the 
business, and letting pride and ego interfere with providing 
value to my clients. This forced me to confront my vulner-
abilities and rethink my approach to business. 

I realized that transparency, authenticity, and accountability 
were crucial not only in my personal life but also in my 

professional dealings. These principles became the founda-
tion of my renewed entrepreneurial mindset.
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In addition to professional setbacks, my personal life also 
suffered. I almost destroyed my relationship with my wife 
and daughter due to my lack of presence and the financial 
turmoil we were experiencing. Taking accountability for my 
actions, I asked for forgiveness and transformed my old ways 
with durable and long-lasting behaviors rooted in discipline 
and rigor. 

We stayed together, worked through our challenges, got mar-
ried during the pandemic, and welcomed our second daugh-
ter. This experience underscored the importance of preserv-
ing harmony and balance between personal, family, and 
business dynamics.

Then, in 2021, I was diagnosed with thyroid cancer. The news 
was devastating, but it also reignited my fighting spirit. I un-
derwent surgery, emerging with a renewed sense of purpose. 
This health crisis reinforced my belief in the importance of 
mental resilience and maintaining a positive outlook.

Through these experiences, I learned that adversity can be a 
powerful catalyst for growth. Each challenge I faced pushed 
me to innovate and improve. By embracing adversity and 
viewing it as an opportunity rather than a setback, I was able 
to develop an optimistic entrepreneurial mindset that has 
guided me through the most difficult times. 

This mindset, grounded in resilience, authenticity, and ac-
countability, has been the driving force behind my ability 
to overcome obstacles and achieve success in both my per-
sonal and professional life. These principles will help you to 
achieve your goals too:

RESILIENCE IN THE FACE OF ADVERSITY

Resilience is key to an optimistic entrepreneurial mindset. 
My experiences with toxic psychosis, bankruptcy, and can-
cer taught me that setbacks are temporary and manageable. 
Building resilience means accepting and learning from your 
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failures, and persistently moving forward. It’s about growing 
stronger with each challenge, not just bouncing back. 

By viewing obstacles as opportunities for growth, I’ve main-
tained a positive outlook, even in tough times, turning adver-
sity into motivation for innovation and improvement.

During my recovery from toxic psychosis, I learned that re-
silience comes from self-reflection, adaptability, and a drive 
to overcome challenges. This experience, along with my bat-
tle with cancer, showed me that setbacks can lead to greater 
achievements and that a resilient mindset is crucial for navi-
gating health crises.

AUTHENTICITY AND VULNERABILITY

In business, authenticity, and vulnerability are powerful. 
When I shared my struggles, it built trust and strengthened 
relationships with my team and clients. Authenticity creates 
a supportive environment where innovation and collabora-
tion thrive. Being vulnerable means being honest about your 
journey, including the lows, which helps build deeper con-
nections and a culture of trust.

Authenticity is key to my leadership style. By sharing your 
challenges, you can make your team feel comfortable doing 
the same. This transparency leads to meaningful collabora-
tions and collective success. Vulnerability fosters mutual re-
spect and understanding, creating a cohesive and innovative 
team dynamic. It is fine for you to be vulnerable.

ACCOUNTABILITY

Taking responsibility for failures is essential in business. Af-
ter my bankruptcy, I owned up to my mistakes, which helped 
me gain the trust of investors and partners. Accountability 
demonstrates your reliability and integrity, crucial traits for 
any entrepreneur. It’s about acknowledging where things 
went wrong and actively working to rectify those mistakes. 
This principle has guided me in rebuilding my business on a 
stronger foundation.
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CONTINUOUS LEARNING AND ADAPTATION

The digital advertising landscape is ever-evolving. Staying 
ahead requires a commitment to continuous learning and 
adaptation. I invested time in upskilling and keeping abreast 
of industry trends, ensuring that my business remained com-
petitive. You need to do the same.

This dedication to learning has kept me at the forefront of 
my field and has allowed me to pivot and adapt quickly to 
changing circumstances. Embracing new technologies and 
methodologies has been key to our sustained growth. Com-
mit to being a lifelong learner.

LEVERAGING ADVERSITY AS A CATALYST FOR GROWTH

Adversity can be a powerful catalyst for growth. Each chal-
lenge I faced pushed me to innovate and improve. Embrac-
ing adversity and viewing it as an opportunity rather than a 
setback can lead to significant personal and professional de-
velopment. By adopting this mindset, you can turn obstacles 
into stepping stones, driving innovation and fostering a cul-
ture of continuous improvement within your business.

BUILDING A SUPPORTIVE NETWORK

Surrounding yourself with a supportive network of men-
tors, peers, and collaborators is crucial. During my toughest 
times, my network provided guidance, encouragement, and 
resources that were instrumental in my recovery and busi-
ness growth. 

This network has been a source of inspiration and strength, 
helping me navigate complex challenges and stay motivated. 
The collective wisdom and support from your network can be 
invaluable on your journey.

MENTAL CLARITY AND INTUITION

Prioritizing mental health is crucial for your success. My ex-
perience with toxic psychosis taught me the importance of 
calming the mind. Regular meditation helps release emo-
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tional charges from unresolved past conversations and re-
lationships, leading to peace of mind and better clarity. By 
listening to your inner voice - your intuition - you can make 
more insightful decisions and maintain focus. Mental health, 
nurtured through mindfulness and emotional release, is the 
foundation for all aspects of life.

SELECTIVE INFORMATION CONSUMPTION

Avoiding mass media and television since I was 17 has been 
crucial in maintaining a positive mindset. While it led to 
some social isolation, this choice allowed me to filter out 
negativity and focus on constructive, uplifting content. This 
practice can help entrepreneurs stay focused and positive in 
a world filled with distractions. 

By curating the information you consume, you can maintain 
a clear and positive mindset, which is essential for your per-
sonal and professional growth.

PRESERVING HARMONY AND BALANCE

Maintaining a balance between personal, family, and busi-
ness dynamics is essential. An imbalance in one area can 
cause disruption in others. Loving and accepting yourself, ac-
knowledging strengths and weaknesses, and fostering a cul-
ture of trust and collaboration can help preserve harmony. 

Balancing these aspects will allow you to build a fulfilling 
and successful life, where each area supports and enhances 
the others. This holistic approach has been key to my sus-
tained happiness and success.

DISCIPLINE AND RIGOR

Transforming your old habits requires discipline and rigor. 
Implementing durable and long-lasting behaviors can help 
overcome past mistakes and build a stable foundation for 
future success. Discipline has been the cornerstone of my 
transformation, enabling me to consistently pursue my goals 
and maintain high standards in all areas of my life. This prin-
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ciple has been critical in my ability to rebuild my business 
and achieve long-term success.

USE THESE PRINCIPLES FOR YOUR SUCCESS

In summary, these key principles have been instrumental in 
shaping my entrepreneurial journey. By embracing:

• Resilience
• Authenticity
• Accountability
• Continuous learning
• Leveraging adversity
• Building a supportive network
• Focusing on mental health
• Selective information consumption
• Preserving harmony and balance
• Maintaining discipline and rigor

I have been able to navigate complex challenges and achieve 
sustained success and you can do the same. 

These principles are not just theoretical concepts; they are 
practical strategies that have guided me through some of 
the most difficult times and have been the foundation of my 
growth and accomplishments. Use them to your advantage.

Implementing these principles in real-world scenarios has 
been pivotal to my success. During the pandemic, while 
many businesses struggled, I saw an opportunity to leverage 
my expertise in digital advertising. This shift, underpinned 
by a resilient and proactive mindset, helped clients transi-
tion to online platforms, driving significant growth during 
widespread economic uncertainty.

In 2020, I united a team of complementary digital advertising 
freelancers seeking a business model with ownership poten-
tial. This collective effort, grounded in authenticity, trans-
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parency, and mutual respect, fostered a dynamic environ-
ment that propelled our business forward. By emphasizing 
personal growth and accountability, we cultivated a culture 
of collaboration and resilience, which was crucial during the 
uncertain times of the pandemic.

SUCCESSFUL ACQUISITION

One of our most significant achievements was acquiring a 
competitor agency twice our size in February 2024. Despite 
naysayers who claimed it was impossible due to my bank-
ruptcy, this feat was accomplished through strategic plan-
ning, mindful leadership, and showcasing our strengths and 
potential for synergy. 

The financial hurdles post-bankruptcy were substantial, but I 
managed to secure funding by presenting a compelling vision 
and demonstrating resilience, transparency, and accountabil-
ity. This acquisition was a testament to how adversity, when 
approached with a positive mindset and clear direction, can 
be transformed into a powerful driver of growth and success.

Building a strong, resilient team has been at the heart of our 
achievements. By fostering a culture of openness, support, 
and continuous learning, we navigated the uncertainties 
of the pandemic effectively. Our commitment to maintain-
ing mental clarity and focus, achieved through mindful-
ness practices, further strengthened our ability to adapt and 
thrive. This holistic approach helped us weather the storm 
and positioned us for long-term growth and stability.

Our success extended beyond business growth; it was about 
creating a sustainable and positive work environment where 
everyone could thrive. The team’s shared commitment to 
these principles created a culture of mutual respect, continu-
ous improvement, and innovation. This culture became the 
backbone of our company, enabling us to adapt to an ever-
changing market with confidence and creativity.
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The pandemic underscored the importance of adaptability 
and resilience. By maintaining a forward-looking perspec-
tive, embracing change, and listening to our intuition, we 
turned challenges into opportunities. This proactive mindset 
allowed us to stay ahead of industry trends and provide ex-
ceptional value to our clients.

Our journey wasn’t without challenges. The financial strain 
of my bankruptcy loomed large, and convincing investors 
and partners of our viability was an uphill battle. However, 
by being transparent about our past mistakes, demonstrating 
accountability, and charting a clear path forward, we rebuilt 
trust and secured the necessary resources for growth. 

This experience highlighted the power of a compelling vi-
sion, resilience, and mental clarity in overcoming adversity.

The acquisition in 2024 was a milestone that demonstrated 
our strategic acumen and resilience. It expanded our mar-
ket reach and brought in new talent and capabilities that en-
riched our team. The integration of the new agency wasn’t 
seamless, but thanks to the strong foundation of trust, col-
laboration, and mindfulness we had built, we managed a suc-
cessful merger. 

In conclusion, the real-world application of these principles 
has been instrumental in our success and they will work for 
you too. By fostering a supportive, innovative, and mindful 
work environment, you can navigate challenges, seize oppor-
tunities, and achieve sustainable growth. 

Our story is a testament to the fact that with the right mind-
set and commitment to core values, it is possible to overcome 
adversity and build a thriving business.

WRAP UP

Developing an optimistic entrepreneurial mindset amidst 
life’s challenges is possible and can lead to great achieve-
ments. My journey through toxic psychosis, bankruptcy, and 
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cancer has been driven by resilience, authenticity, and con-
tinuous growth. 

These principles helped me overcome adversity and build a 
successful business and they will work for you too. Success 
is rarely straightforward, but with the right mindset, every 
challenge can become a stepping stone to greater heights.

So, if you are looking to inspire your team or audience with a 
story of resilience and success, book me for your next event 
to share how I overcame toxic psychosis, bankruptcy, and 
cancer to build a thriving business. I’ll show the power of an 
optimistic mindset and balancing personal, family, and pro-
fessional life. Through engaging storytelling, 

I’ll offer practical insights and strategies to help your audi-
ence overcome adversity and achieve success. Don’t miss the 
chance to inspire your attendees with hope and determina-
tion. Contact me today at to schedule an impactful session 
that will leave a lasting impression.

https://www.linkedin.com/in/franklebel

franklebel.com

www.adux.ca
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est school of Neurographics in 
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courses in multiple languages.
In the 4,5 years of the school’s existence, hundreds of thousands 
of students have achieved amazing results in areas such as well-
being, life purpose, relationships, careers, fi nances, relocation, and 
signifi cant purchases. Read this chapter to learn more about this 
method, and visit mindfulline.com to try drawing your fi rst Neuro-
graphic drawing to get an idea of what it is.
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What sets apart the 4% of successful people (those who-
achieve their goals) from the 96% of those who don’t?

Several books on this subject and numerous theories all boil 
down to one thing. The difference lies in their THINKING, 
specifically, the ability to think outside the box and break 
free from stereotypical, matrix-like thinking.

All my life, I’ve been studying the capabilities of the human 
brain - studying myself, of course. 

As a child, I often pondered metaphysical questions: 

Why are we born? 

What happens after death? 

What remains when the body is no more? 

Is reality predetermined, or can it be controlled? 

Why do I sometimes have dreams that come true in real life? 

I searched everywhere for answers.

Another one of my childhood dreams was to be able to read 
other people’s thoughts. It seemed like a superpower to me!

I Started Early

I learned to read at 3. The topics that interested me were not-
childish, so at a young age, I began absorbing information-
about the universe and how our brain works. I would extract 
interesting techniques even from children’s books and apply 
them. 

In elementary school, my friend and I invented our own “al-
phabet” by encoding the regular alphabet letters, and we 
used it to exchange notes. This was an excellent exercise in 
brain training.

I was also curious about how our memory works, so I de-
voured books on memory training and studied techniques for 
memorizing information. 
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I trained my memory by memorizing numbers and dates 
through associations, be-came fascinated with speed read-
ing and skimming, and memorized long poems.

In high school, anything about “supernatural abilities” in-
trigued me. Trance, hypnosis, regressions, memories of past 
lives, bioenergetics, healing, clairvoyance, premonitions, 
dreams... I was captivated by fiction and esoteric literature 
on these topics. 

Where most saw mysticism, miracles, or magic, I saw science 
and the manifestation of natural human brain abilities not 
yet fully explained. However, with the right desire and deter-
mination, anyone can develop these abilities.

I had a quote from Saint Augustine hanging above my desk:“ 
Miracles do not contradict the laws of nature, they only      
contradict our understanding of the laws of nature.”

All of this determined my future path. I pursued psychology, 
accumulating a vast wealth of additional knowledge, prac-
tices, techniques, and methods for working with the brain.

The human brain fascinates me! It’s a unique biocomputer, 
and humanity has yet to begin to comprehend its true capa-
bilities. It has already been proven that certain frequencies 
can enable instantaneous healing, hypnosis can grant access 
to long-forgotten memories, a range of physiological param-
eters can be altered, organs and systems can be controlled 
through suggestion, and you can program yourself to achieve 
desired outcomes.

I was also struck by Ericksonian hypnosis! You dive into the 
ocean of the unconscious with a specific goal and emerge 
with the resources within yourself to solve it. It’s a miracle!  
When I started practicing Ericksonian hypnosis, a marvelous 
and wondrous world opened up before me.

For years, I worked as a psychologist, art therapist, and hyp-
notherapist. Also, I lectured on psychosomatics and the inte-
grative approach to human health. 
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Since my private practice didn’t make enough money, I also 
ran a small retail business. I loved what I did - but the finan-
cial results didn’t provide my desired freedom.

I KNEW that anything was possible and applied every meth-
od of mental enhancement. But the results were mediocre.

That’s until neurographics burst into my life!

A Story of a Personal Miracle

In early 2019, I had a strong premonition. I felt the business 
that had provided me with a stable income was under threat, 
and I urgently needed to transition online. I didn’t know why, 
but I knew it was necessary. The feeling was almost physical. 
Everywhere I looked, I saw signs. It felt like the universe was 
warning me, giving me time to take action. 

There were no visible reasons to justify this. I remember tell-
ing my friends and colleagues about this, and they would just 
smile. The business seemed unsinkable, and I was receiving a 
stable passive income without much effort. 

At that time, I was lecturing on the basics of traditional Chi-
nese medicine and maintaining a private practice as a psy-
chologist, art therapist, and hypnotherapist. Neurographics 
had just entered my life, and I was drawing a lot. I had already 
seen some amazing results, but I never imagined within a 
year it would become my main profession and a successful 
business.

It was then that I drew a picture where my entire path was 
reflected - a path that led me to create a new and successful 
business, the online school of neurographics.

I was drawing a “New Project” with no clear idea: I planted a 
“seed” - the idea of an online project - and then went down 
into the roots, asking myself questions about my resources. It 
was critical to gather all my experience, skills, competencies, 
and qualities together. I remember an image of a woman - 
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the director of the Children’s Development Center in my city 
- emerging in my mind. 

I thought, “How strange, I don’t interact with her at all...” 
Yet the line led from her to the figure of “people I don’t per-
sonally know.” I felt waves of energy washing over me, but I 
couldn’t logically understand it. I just had a sense that this 
person was important and would play a significant role in my 
life.

Then, a series of “coincidental” non-coincidences began...

The director of the Children’s Development Center (from my 
drawing) invited me to give lectures on health maintenance 
techniques based on traditional Chinese medicine for par-
ents.

Through her, people “I didn’t know” began reaching out to 
me for psychological help. Some of them even started draw-
ing neurographics with me. One of my clients was Anastasiia 
Nikiforova, a key figure in my story. She attended my neu-
rographics sessions and was drawing on the topic of “a new 
business.

“Right before New Year 2020 she suddenly called me and 
asked, “Oksana, why don’t we start an online school for neu-
rographics?”

Nine months after my first drawing, I continued draw-ing 
around the topics of “my online business” and “my in-come 
from an online business,” even though I had no idea about 
the technical or marketing aspects of this.

I tried to start learning the methods of creating an online 
school but realized that it would take a long time to master 
them. 

I met Anastasiia on the eve of 2020 near the main Christmas 
tree in our city, and she said: 

“Let me tell you what I do.
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I have experience in marketing, IT, and team-building, and I 
know how to launch and scale online projects. I’m ready to 
invest money and launch an online neurographics school. All 
I need from you is your expertise, knowledge, and teaching. 
You’ll be the expert, and I’ll be the producer.”

In an instant, my goal materialized in the physical world. All 
I had been doing was drawing! Now, I am certain: there are 
no difficult tasks, only a lack of neural pathways. As soon as 
the number of neural pathways surpasses the complexity of 
the task, anything becomes possible.

The Neurographics School

We decided to create an online school of neurographics…

Then COVID hit, and the global lockdown happened.                    
My retail business ceased to exist. But our online school be-
came a market leader in the neurographics niche.

Today, it remains the most popular online neurograph-
ics school in the world. Currently, we have students from 
97countries practicing neurographics with us! Our interna-
tion- al division, Mindful Line school, is growing rapidly, of-
fering courses in multiple languages.

Since the school’s launch, hundreds of thousands of students 
have achieved amazing results in health, relationships, ca-
reers, finances, relocation, major acquisitions, and discover-
ing their purpose.

When I receive grateful feedback, I feel like I am in the right 
place. This inspires me to continue creating new educational 
programs!

I realized that I’ve been thinking outside the box since child-
hood, desperately trying to break free from the stereotypes 
of life’s script by breaking free from stereotypical thinking.
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When neurographics came into my life, I was ready. More 
than that - I felt like I had been waiting for it, and all my pre-
vious experiences had prepared me for it.

The Neuro Line and Your Unconscious Mind

I fell in love with neurographics at the first “neuro line.” I had 
already been practicing Ericksonian hypnosis for 9 years, had 
experience in regression, a background in psychology and art 
therapy, and a wealth of scientific and semi-scientific prac-
tices related to brain capabilities.They all shared a common-
ality of providing access to the unconscious. 

To that part of us that “writes” to a metaphorical unlimited 
disk all the information about what happens to us. Every-
thing, from all sensors, from this life, past lives, generational 
experiences, etc. All of this is stored in our unconscious. 

It stores pure information in the form of facts and our reac-
tions to these facts, our emotions, feelings, interpretations, 
evaluations, judgments, decisions, actions, and their conse-
quences.

You must be able to access your unconscious mind           
be-cause:

• It’s important to be able to find resources for solving 
tasks;

• To be able to dissolve or put into a latent state any inef-
fective beliefs and scripts that are currently unhelpful

• It’s crucial to reset your past impressions so you can 
make decisions not based on stereotypes but in the best 
possible way for the specific situation…

It turns out that the simplest and incredibly effective way to 
break free from an ineffective stereotype is drawing a neuro-
graphical line.

There is nothing wrong with stereotypical thinking, and ste-
reotypical behavior. They help us live and function without 
being distracted by the need to analyze routine actions. 
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However, these same stereotypes become our biggest obsta-
cle when we want to achieve significantly better results.

You may have encountered these situations:

You know what you want. 

You know what you are desperately striving for. 

You know how to achieve your goal, and how to correctly for-
mulate it. 

You know what needs to be visualized and how to think posi-
tively. 

You may even be trying to apply all of this.

But nothing happens. And if something happens, it’s very in-
significant.

The Secret to Lasting Change

The secret lies in our neural pathways. These pathwaysen-
code our thinking stereotypes.  As we go through life, we 
accumulate experience. Primarily our personal experience, 
whether positive, negative, successful, or unsuccessful.

Additionally, we pick up on our parents’ experiences - their 
way of thinking, their beliefs, their successes, and their dis-
appointments.

Generational experiences accumulate as well.

All of this gets embedded in our neural pathways and forms 
our reality—our thinking stereotype.

You may think you are in control of your life, but in reality, 
it is governed by all this accumulated experience and the im-
pressions formed. 

Do you keep encountering the same types of people in rela-
tionships?  

No matter how many jobs you change, you can’t break through 
a certain financial ceiling? You’re stuck in a stereotype.
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To achieve different results,If you want different results, you 
need to break free from the stereotype you have.

The Neurographic Line, or the Mindful Line,  is where neuro-
graphics begins. It contains the “magic” that allows desired 
results to come into your life.

A classic definition of this line:

The Neurographic line is a line that is different at each seg-
ment of its movement, and it goes in the opposite direction 
from where we expect it to go. 

Let’s analyze this definition, as many people who draw neu-
rographics often forget about the second part. What does it 
mean to be different at each segment of its movement? In the 
illustration, you can see that if we divide our neuro line into 
equal segments, each subsequent segment differs from the 
previous one. 

A quality Neurographic line begins to lead us out of stereo-
typical thinking during the drawing process when we guide 
it to places where we don’t expect to see it. This is the most 
challenging part. You must constantly track where your hand 
“wants” to direct the next movement and, just before this 
impulse, slightly change the direction of the marker on the 
paper. 

Many neglect the time it takes to learn drawing the neuro-
graphic line correctly and later say, “I’m drawing and draw-
ing, and nothing happens.” The first thing I recommend is to 
ensure you are drawing the neuro line correctly.

Your Neuro Line Exercise

1. You shouldn’t feel comfortable, though you might!
2. Set a timer for 10 minutes. 
3. Take a sheet of paper and draw neuro lines following 

all the rules. 
4. Don’t read further until you’ve completed the exercise.
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Let’s evaluate the results. How was it? How did your brain 
work? What sensations did you experience? How did your 
body feel? Were you tired? If you’re answering, “I was sweat-
ing,” “It felt like I went to a workout,” “I’m exhausted,” “It 
wasn’t easy,” or “My brain worked so hard that I got a head-
ache”… then you did it right. You managed to break out of the 
stereotype!

Why is Success Inevitable? Or how Breakthroughs Hap-
pen.

How is a dissertation written? First, you start gathering all 
the available information and sifting through an enormous 
number of books, lectures, and materials. You study every-
thing - from outdated ideas and views of experts in your field 
to the latest discoveries. 

Initially, your mind feels like “mush,” but then the informa-
tion settles, organizes itself, and clarity and understanding 
of the structure emerge. Afterward, your brain, loaded with 
a huge amount of information, processes it… and then, wow! 
A new idea is born! This is the goal of any scientific activity.

Literature often cites examples of famous creative break-
throughs (like the periodic table by Mendeleev). All these 
examples share a common principle: first, there is an accu-
mulation of information, then a period of distraction (pro-
cessing), followed by a breakthrough (a new idea, an insight).

Significant discoveries, whether small or of great impor-
tance to all humanity, follow this principle, and so does the 
achievement of any result that is MEANINGFUL TO YOU.

Pause for a moment. Reflect.THIS IS EXACTLY HOW ANY-
SIGNIFICANT RESULT IS ACHIEVED!

What is happening at this moment?

The brain forms enough new neural pathways to make the 
desired outcome possible.  Or, as we say in neurographics, 
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the energy of the engaged neurons exceeds the complexity 
of the task. This means that our goal is to draw as many neu-
ro-graphic lines as needed for the old thinking stereotype to 
cease and for a new one to form.

To do this, we draw a case - a series of neurographical draw-
ings on a topic that concerns us (accumulating the infor-
mation). Then, it’s important to let go of the situation and 
distract yourself (reduce the importance). And suddenly, mir-
acles start happening. What seemed difficult, unattainable, 
or unrealistic suddenly starts to occur. 

Does this mean all you need to do is draw neurographics 
without taking any other actions? Yes and no. On the one 
hand, I’m not going to tell you that Neurographics is a magic 
pill: “just draw, and happiness will come.”

I believe you still need to at least lie in the direction of your 
goal. However, I know better than anyone that “just draw-
ing” can be enough! I have at least two examples when I 
“just drew.” One is the creation of the online school of neu-
rographics school, and the other is my relationship with my 
beloved man (when I drew ideal relationships).

Can you achieve your desired outcome through persistent, 
regular actions? Yes! You can achieve any result without neu-
rographics. The principle is the same: gather the informa-
tion - empty your mind - and achieve the result. With neuro-
graphics, you will reach your goal a lot faster and easier. It’s 
been proven!

If you’re hearing the word “Neurographics” for the first time 
today, I invite you to try drawing your first neurographical 
drawing to get an idea about it. You can do this on our web-
site, mindfulline.com.

You’re about to enter an amazing world of success and gain 
the ability to shape your reality!
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As a banker, I’ve had the privilege of observing many suc-
cessful individuals. What sets these people apart from those 
who fall short of their goals often comes down to two quali-
ties: discipline and persistence. 

The most successful individuals have a mindset that refuses 
to accept “no” as an endpoint. Instead, they find solutions, no 
matter how complex or daunting the problem may be. And 
it’s not just about finding a solution - it’s about finding the 
right solution, one that aligns closely with your desired out-
comes.

In both business and life, it’s essential to never accept failure 
as final. You must push toward success with the unwavering 
belief that there is always a way forward. 

One of the most critical lessons I’ve learned is that as long 
as you have your health, almost anything is achievable. 
Success is 99% a product of the relationships you build, your 
ability to think strategically, and the energy you bring to 
moving forward consistently.

This “push ahead” mentality is deeply rooted in the Bushido 
mindset, which I’ve studied through my practice of karate. 
Bushido, or “the way of the Samurai,” teaches us never to 
stop pushing forward, always seeking growth, success, and 
completion in every task. 

Lapses in daily discipline are the greatest obstacles to suc-
cess. If you want to win in business and life, you must chal-
lenge yourself consistently, ensuring that you never rest on 
your laurels.

Your biggest competitor isn’t the market or other businesses 
- it’s yourself. The true measure of success is not how much 
you can surpass others but how much you can outperform 
your previous self. 

In business, this often translates to the practice of continu-
ous, incremental improvement - a philosophy I call the 10% 
rule. It’s realistic, achievable, and more sustainable than oc-
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casional bursts of effort or aiming for large, unsustainable 
increases.

This concept is reflected in my karate training. If the com-
mand is to do 50 push-ups, I add five more. Don’t focus on the 
entire set of 55 - focus on that extra five. In this way, you’re 
already ahead of your competitors, even if they are unaware. 

The same approach can be applied in business. Aim for man-
ageable, small improvements rather than overwhelming, 
massive leaps. A 10% improvement each day will give you the 
competitive edge over time.

Discipline: The Foundation of Success

Discipline is at the heart of every successful venture, wheth-
er in business or personal life. Without discipline, even the 
best-laid plans will collapse. In karate, discipline is instilled 
through consistent, structured training. 

There is a routine that must be followed if you want to make 
progress. Every aspect, from physical movements to mental 
concentration, builds your muscles for discipline.

This same discipline translates into business. The business 
world is fast-paced and filled with distractions. It’s easy to 
lose sight of your goals and become reactive instead of pro-
active. 

But staying disciplined - just like in karate - means sticking 
to your strategies, executing even when things get tough, and 
adapting when necessary, without losing focus.

As a banker, I’ve observed this principle play out countless 
times. The individuals and businesses that maintain a disci-
plined approach to their goals tend to outperform those who 
chase after every new trend or react impulsively to market 
shifts. 

Discipline allows for long-term strategies to flourish, build-
ing resilience along the way. This is the essence of winning 
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in business - focusing on your vision, staying the course, and 
consistently executing.

The 10% Rule: Small Improvements, Big Gains

The 10% rule is one of the most powerful concepts tied to dis-
cipline. Whether in karate or business, incremental improve-
ments lead to massive results over time. It can be tempting to 
shoot for rapid, large-scale success, but in reality, meaningful 
growth occurs in small, consistent steps.

In karate, a 10% improvement may mean refining the small-
est details in your training. You’re not adding hours of prac-
tice; you’re adding a small but significant increase to your 
effort. 

This keeps you challenged, but not overwhelmed. Over time, 
these small increments lead to mastery - not only of your 
physical abilities but of your mental toughness as well.

In business, the same principle applies. Rather than attempt-
ing to increase your revenue by 30% in a single quarter, which 
could lead to burnout and unrealistic expectations, focus on 
steady 10% growth. 

Not only is this more achievable, but it also forces you to de-
velop the systems and processes needed for long-term suc-
cess. These foundational improvements set you up for sus-
tained growth and durability in the marketplace.

The Power of Focus: Visualize, Act, Succeed

A critical component of discipline is focus. In Bushido, focus 
is not just about concentrating on a single task; it’s about 
visualizing the outcome and then executing it with precision. 

In karate, before every match, I visualize my movements, my 
opponent’s reactions, and the possible outcomes of every 

interaction. This mental preparation allows me to anticipate 
challenges and overcome them.
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In business, visualization plays an equally significant role. 
Focus isn’t just sitting in a boardroom, brainstorming end-
lessly; it’s about seeing the solution in your mind and feeling 
the outcome. 

When you can truly see the path ahead, you’re more equipped 
to navigate obstacles and adjust your course as needed.

The ability to visualize success helps you maintain discipline 
during moments of uncertainty. Whether negotiating a deal, 
managing a team, or handling a crisis, visualization helps 
you to stay grounded, focused, and ready to act. 

You begin to operate from a place of calm confidence, which 
is a key advantage in competitive environments.

Balance and Grace: The Art of Refining Your Actions

Discipline also teaches us balance, which is critical in busi-
ness. In karate, balance is not only about physical alignment; 
it’s about harmonizing your actions with your intentions. 

You move with precision and grace, not aggression. This kind 
of balance leads to efficiency and control, helping you ex-
ecute your strategy without wasting energy.

In business, balance is equally essential. The ability to stay 
agile while remaining committed to your overarching goals 
allows you to adapt without losing focus. Executing with 
grace, even under pressure, earns respect from colleagues, 
partners, and competitors alike. 

It’s what makes you a “classy operator” - someone who 
achieves their goals with style and efficiency.

By focusing on disciplined, incremental improvements, you 
naturally become more efficient. Over time, your discipline 
translates into mastery. You don’t just hit your goals - you 
do so with elegance and control, and that’s a rare quality in 
business.
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Resilience: Building Strength Through Consistency

Resilience is born from discipline. It’s the ability to keep 
moving forward despite challenges and setbacks. In karate, 
resilience is built through consistent training. You don’t stop 
when you’re tired; you stop when you’re done. This teaches 
your mind and body to endure, even when things get tough.

In business, resilience is just as crucial. The market fluctu-
ates, deals fall through, and obstacles arise. The most resil-
ient individuals are those who rely on their disciplined habits 
to push through the hard times. 

They don’t give up when challenges appear; instead, they 
lean into their training and come out stronger on the other 
side.

Resilience in business means sticking to your goals, stay-
ing focused, and trusting the process. Even when the results 
aren’t immediately visible, disciplined action taken today 
will yield results tomorrow. This long-term perspective sepa-
rates those who succeed from those who falter.

How You Can Implement the Principles of Bushido

Here are my tips for implementing the principles of Bushido 
in your professional life:

1. Discipline: The Backbone of Achievement

In the world of business, discipline is non-negotiable. It re-
quires unwavering commitment and a warrior-like consis-
tency in action.

Commit to Consistency: True discipline is not reliant on mo-
tivation but on the steadfastness to routine. Create struc-
tured systems for your business and life to build a rhythm 
that keeps distractions at bay. This daily discipline reflects 
the Bushido mindset, where adherence to form leads to mas-
tery.
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Set Intentional Goals: Just as a samurai hones his skills for a 
defined mission, break down your long-term business objec-
tives into clear, actionable steps. The journey of a thousand 
miles begins with daily strides, not leaps. Focus on 10% im-
provement strategies to continually refine and grow.

Guard Against Distractions: In the pursuit of excellence, 
distractions are the enemy. Eliminate minor interruptions 
by curating an environment of focus - turn off notifications, 
maintain a clean workspace, and immerse yourself fully in 
your tasks.

Resist Temptations: Success demands sacrifice. Politely de-
cline anything that diverts you from your mission. Whether 
it’s a social invitation or an unnecessary meeting, always 
keep your eyes fixed on your ultimate vision.

With discipline, you cultivate the willpower to face any chal-
lenge head-on, sharpening your ability to thrive in the com-
petitive business landscape.

2. Focus: The Samurai’s Precision

Focus is the skill of directing all your energy toward what 
truly matters. Like a swordsmith crafting a katana, success 
in business requires precision and dedication to perfecting 
each moment.

Define Your Priorities: The way of Bushido teaches clarity of 
purpose. Each day, identify your highest-impact tasks - the 
ones that will move the needle in your business. Ensure that 
every action contributes meaningfully toward your goals.

Master Time Blocking: Use focused time blocks to cut 
through the noise. By dedicating uninterrupted periods, such 
as 90-minute work sessions, you immerse yourself fully in 
the task at hand. Follow this with short breaks to rejuvenate 
your mind and avoid burnout.

Incorporate Mindfulness: Short, focused mindfulness ses-
sions help center your thoughts, grounding you in the pres-
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ent. Like a samurai meditating before battle, a few minutes of 
mindfulness can prepare you for the most demanding tasks.

Single-Tasking Over Multitasking: Just as a warrior focuses 
on one opponent at a time, practice single-tasking. It leads to 
deeper work, higher quality outcomes, and more efficient use 
of your time. Multitasking fractures your attention - choose 
mastery over chaos.

Through deliberate focus, you will sharpen your ability to 
concentrate and achieve high-impact results, creating an 
edge over your competition.

3. Balance: Harmonizing Business and Life

True mastery comes from balance. Success in business, much 
like in life, requires harmony between effort and rest, am-
bition and reflection. The Bushido code emphasizes equilib-
rium - between warrior and poet, action and stillness.

Time Mastery: Like the measured strokes of a samurai’s 
sword, balance requires precise management of your most 
precious resource - time. Clearly define your working hours 
and personal boundaries. Set aside time for both professional 
and personal priorities, preventing burnout while optimizing 
productivity.

Nurture Your Body and Mind: A strong warrior knows the 
value of self-care. Prioritize a healthy diet, regular exercise, 
and sufficient rest. Physical well-being fuels mental clarity 
and business performance. Daily physical discipline reflects 
mental sharpness.

Enforce Boundaries: In both business and personal life, the 
ability to say “no” is essential. Protect your time and energy 
by avoiding unnecessary commitments. Just as a samurai 
knows when to strike and when to retreat, ensure that your 
efforts are directed toward what truly matters.

Practice Mindful Presence: Bushido teaches mindfulness in 
every action—whether in business or personal life. Avoid be-
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ing pulled in multiple directions by practicing mindfulness. 
Engage fully in the present, and your performance will reflect 
the strength of your focus.

By embracing balance, you create sustainable success that 
enhances every area of your life.

Success in business is not an accident but a deliberate prac-
tice of discipline, focus, and balance. By integrating the an-
cient wisdom of Bushido with modern strategies, you can 
forge a path to immense achievement. Through consistency 
in discipline, precision in focus, and harmony in balance, you 
will not only build a successful business but also a life of pro-
found mastery and fulfilment.

4. Resilience

Develop a Growth Mindset – The best way to implement re-
silience is to develop a growth mindset. This means that fail-
ure will not discourage you but be seen as an opportunity for 
you to grow. Treat any failures as a learning experience that 
will build your resilience.

Be Aware of Your Emotions – You need to be able to recognize 
your emotions and accept them when the going gets tough. 
The aim here is not to let your emotions overwhelm you and 
dictate any rash actions. Practicing mindfulness and keeping 
a journal can help here.

Develop Coping Strategies – You need to develop strategies 
to cope with stress such as meditation, deep breathing, or 
exercise. These will all help you to reduce stress and develop 
emotional endurance. 

Build a Support Network – This is critical for building resil-
ience. Having people that you trust that you can turn to in 
difficult times can provide you with emotional support and 
valuable perspective. Connecting with others regularly will 
help you to stay grounded, and their encouragement can help 
you to keep going.
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Resilience is a trait that you can develop over time through 
mindset shifts, managing stress, keeping your emotions in 
check, and having a support system you can rely upon.  

Kata: Visualization in Motion

In Bushido, kata represents a prearranged sequence of move-
ments that teach both physical technique and mental disci-
pline. But it’s much more than that - it’s a perfect embodi-
ment of visualization in action. 

Through kata, you learn to focus on every detail, from breath-
ing and movement to mental stillness and intention.

This focus on visualization can be directly applied to busi-
ness strategies. In the same way that you perform kata with 
precision and foresight, you can approach business tasks by 
visualizing the entire process from start to finish. 

Live it, breathe it, and feel each step you take. This practice 
of visualization strengthens your discipline, helping you to 
achieve your 10% gains daily.

When you trust in your ability to visualize and execute, you 
unlock a powerful competitive advantage. The discipline of 
consistent, focused visualization primes you for success, al-
lowing you to move with purpose, confidence, and precision 
in business.

I can help you Develop Discipline as a Competitive Edge

In both karate and business, discipline is the key to unlocking 
sustained success. By staying focused, pushing for incremen-
tal improvements, and building resilience through consistent 
action, you set yourself apart from the competition. The 10% 
rule is not just a strategy—it’s a way of life that guarantees 
long-term growth and success.

When you apply the principles of Bushido - discipline, focus, 
balance, and resilience - you gain control over your own des-
tiny. The power of discipline isn’t just about following rules; 
it’s about mastering the art of consistent improvement. And 
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in doing so, you achieve the kind of success that others can 
only dream of.

I am offering Bushido mindset mentorship services that can 
help you transform your approach to business and achieve 
the results that you have always dreamed of. To find out more 
please reach out to me at

https://www.petermylonas.com/



 Robert Stone

Simple Story.  An unplanned 
chain of events and an indirect 
path has brought me to the fi -
nancial profession I am in today.  
We sometimes have control over 
destiny or a distinct vision we 
map.  Perhaps our parents, peers 
or society has a path set for us 
but ultimately it is God that cre-
ates a greater calling?  I can as-
sure you that my path is not the 
result of planning, control or a 
clear vision from myself or any-
one other than God.  I have had 
fun along the way and that I have 
no regrets about any of the deci-

sions, actions or paths that I have taken.  If we dwell upon our past, 
it inhibits our future and infi nitely improving.  Failure is vivid in 
the rearview mirror of success and success is the greatest revenge.  
Off the tracks the train is coming.. 
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“The biggest goal in the world can be accomplished 
one oil barrel at a time” 

Brian Tracy on crossing the Sahara. 

This is how we get to retirement - dollar by dollar. The prob-
lem is most of our dollars go to pay various taxes. “The Tax-
Saving Bible” book is my next project where you can get more 
stories but more importantly, Canada’s top tax-saving strat-
egies. The top ten strategies that every Canadian needs to 
know to retire. It didn’t start with a national financial ser-
vices brand, so first my story.

To my mother Angel (Barbara) Lynne, aunt Deb, uncles Ter-
ry and Danny, and to my brother Patrick and half-siblings 
Sharlene, Penny, Jason, and Kenny, you are all blood, enough 
said. To my late grandparents, Patricia and George, I have the 
fondest memories of you. You were a driving force and influ-
ence in molding my life. The days you left this earth were the 
saddest two occasions in my life.

I had many jobs and sports before 10 years old. Hockey, base-
ball, football, soccer, and finally boxing. My first year of high 
school, I started working summers in the trades and got a 
taste of great money for a high school kid. The trades also 
gave me physical satisfaction and joy working outdoors with 
the taste of cash.

I chose trades full-time, foregoing the last two years of high 
school. I ended up leaving school before the end of grade 
eleven.  I left Canada and went south part way through grade 
11. I worked about a year and a half in Miami during the early 
80s, before I was “sent” back to Canada.

When I returned home to Ottawa, I worked the trades until 
my move to Vancouver in 1995. I moved to pursue my boxing 
dream of going to the Olympics. I had prepared since start-
ing boxing in my late teens. I invited my ill grandfather from 
Ottawa to fly out for the event because he had supported me 
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in every sport I competed in, but had never been to one of my 
boxing matches. 

My grandmother said he had not flown, even as a passenger, 
since the Second World War where he served in the Air Force, 
but that he would try to make it. 

A week before the event I received a call from my aunt tell-
ing me my grandfather would probably not make it as he had 
fallen ill. She didn’t tell me that my grandfather had already 
passed. I believe she kept it from me to save me the grief until 
after the event. From that point until now is the saddest mo-
ment in my life, knowing he was gone and not being able to 
say goodbye. 

I went to Edmonton and competed, only to finish with a 
medal but not the gold I wanted. Close only counts in horse-
shoes, slow dancing, and hand grenades. It was a humbling 
experience, receiving a breath-stealing blow to the gut that 
evaporates a massive part of your life at a moment’s notice. 
Another life-defining moment and valuable lesson.

That moment represented 29 years of my life. Gone in an in-
stant. I was 4,500 km from my family and the funeral. I com-
peted instead of attending the funeral. I justified the choice 
thinking that he wouldn’t want me to give up that dream. 
There are some decisions in life that you cannot take back.

It was Time to Focus on My Business

After the 1996 team trials, I took time off from training and 
focused on working. I focused on growing my business by 
working on it, not in it. I had several employees and con-
tracts. Things were looking great. I had a few trucks that al-
ways seemed to be breaking down. 

This is where my cross-over from the trades to the financial 
profession I am in today began. It was another life-changing 
moment. It was August 1996, the Olympics were over, and I 
was pursuing another professional career. 
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Early one evening, on the way home, my truck broke down. It 
was cold, raining, and getting dark. I left it on the side of the 
road because I needed tools from my place for the repair. It 
was about a mile to the bridge and another mile after to my 
place.

I walked along the train tracks and guess what? A train was 
coming. It was going slow, so I thought why not hop on the 
train? Easier than walking across the bridge, then home. This 
is another one of those decisions you wish you could take 
back. I hopped on the slow-moving train that rapidly sped up. 
When it got to the other side of the bridge, I jumped off - and 
broke my neck in the process. 

Days later, lying in the hospital bed, I received news I had a 
50% chance of recovery. In hindsight, I had this vision of lying 
in a casket with my poor mother and grandmother mourning 
over it. I could not imagine dying without them around me, 
or worse before them. No one wants their children to die be-
fore them. 

I wondered at that point if I had accomplished all I could in 
life. Had I given back to the world all I could? I saw the ghosts 
of lost dreams, hopes, talents, ideas, and abilities. The ghosts 
were screaming I never used my talents to their fullest capac-
ity and that they would die a regretful death with me.

Almost six months into recovery, I was healthy enough to go 
to a career training center for testing. I was ready to return 
to work, but not physically according to computers. I didn’t 
know how to turn on a computer. I typed with only two fin-
gers and mostly my right pointer finger. 

It was a humbling experience that took the full hour and I 
didn’t complete it. Most of the others were done in half the 
time. I hated to lose or be last. Close only counts, remember? 

Accounting was my Recommended Path

An accounting path was recommended after the testing. I 
learned there are two types of accountants, those that can 
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count; and those that cannot.  I applied for my first account-
ing job through an agency. They asked me to do a typing test. 
I had practiced the soft skills, as I realized that office work 
was as hard as trade work, but it could all be mastered - just 
in different ways.

When I applied for my first accounting job, they wanted shop 
help. They said they only needed a part-time accountant. 
I told them that I was an accountant looking for full-time 
work, and I could help in the shop sporadically but not for 
extended hours due to my injuries. 

They were more than happy to oblige. My first accounting 
boss there was Lance Koyanagi. He was knowledgeable, orga-
nized, meticulous, and my first financial mentor.

I met with Lance several times after I left that first internal ac-
counting position to discuss starting an accounting practice. 
I had the fight, ambition, and entrepreneurial spirit. Lance 
had accounting experience, organization skills, and knowl-
edge. Our dream never materialized as it was to my deepest 
sorrow I was told Lance was found deceased in his Vancouver 
apartment from unknown causes. 

It was not until years later that I had the resources, knowl-
edge, and ambition to start my tax practice.

Lance was obsessive-compulsive about accounting. The ven-
dor folders being filed in proper order from back to front old-
est to newest and top left to right. Papers had to be stapled 
on a 45-degree angle 1/8 of an inch from each corner so the 
pages when turned would allow you to read the print at the 
top of the pages. He had a system for everything. 

The Importance of Systems

I needed systems because they took the monotony out of 
learning. Accounting was a giant system, and he had it all 
dialed in. I still use some of those systems today. Systems are 
integral in life, any profession, or business. How else can a 
multi-million fast food restaurant be run by 16-year-olds on 
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minimum wage? McDonald’s does it somehow while serving 
one-sixth of the North American population weekly. It is all 
a system. 

Soon an opportunity came along that I couldn’t refuse. My 
hands were getting soft. It was a full-time accounting posi-
tion with a large non-profit. A new challenge. The Greater 
Vancouver Food Bank Society. I was told I had to go for the 
interview that day at 1 pm and I was given a great reference. 
The problem was that I was working in the shop that morn-
ing and was wearing jeans and a plaid work shirt covered in 
dust. I didn’t own a dress shirt, tie, or suit to change into.

I arrived at the interview and reception did a double take. She 
showed me to the interview room. The current accountant 
came in, stepped back, and then said not to worry because 
she was forewarned about my dress in light of the short no-
tice. I wasn’t nervous because I always thought of this friend 
named Jimmy in my head, and I kept saying to myself “I don’t 
care” if I get the job. 

She introduced herself and asked if I knew what the inter-
view was for. I immediately told her I hoped it was not to 
make photocopies or coffee because I didn’t do either very 
well. She smiled and told me not to worry, they had people 
there who did that for us if we needed it. 

This gave me the feeling I had the position because she said, 
“us” and “we”. These are little “tells” that you should learn to 
advance your career.

I stayed in that role until 2003 when the opportunity arose to 
contract a job directly. I answered an accounting contract ad 
that didn’t list the employer or details. I was offered a posi-
tion to work for Dave Pickton, brother of Robert Pickton. 

I didn’t know who they were at the time. I was contracted for 
two years until I completed the tasks. Cleaning up the CRA 
messes for several companies, reconciling all accounts, and 
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getting their internal accounting systems streamlined. It was 
a monumental accomplishment and learning experience.

I didn’t realize that growing up around accounting and tax 
work my mother and grandfather did as a side hustle would 
come back to pay such a dividend. The trade work I did in 
high school was great. The only downside was that every year 
around, Valentine’s, the letters began to arrive. They were not 
late Valentine letters! They were letters from our employers 
with a government love note/income slip inside. 

Not my idea of a “Love Letter”. Employment slips have been 
issued almost as long as the controversial “Income Tax War 
Act, 1917”. They are part of the complex tax system in Can-
ada that extracts your hard-earned money in the form of in-
come tax.

Tax Returns

I began doing tax returns in high school before computers. 
I knew who to ask because of who was working that sum-
mer. Word spread fast. I remember doing returns in the high 
school cafeteria during breaks and lunch hours. 

I remember my friends joking around calling me “Mr. Taxes” 
and “Mr. T” for short after the “A” Team TV show. They would 
say “I pity the fool who doesn’t use Mr T”. I never considered 
this  a possible career, but this is where the name Mr Taxes 
was born. It took slightly longer for the business to come to 
fruition.

I made the leap of faith to work solo and soon obtained my fi-
nancial planning credentials. It was through this process that 
most of the systems and processes were created for the tax 
strategies our company uses today. 

I attended all the high net-worth training with our largest fi-
nancial partners and soon realized that strategies the wealthy 
employ could be implemented by average Canadians. Do you 
want to make an extra percent on your investment or give 
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away half your income to tax? We can guarantee tax savings, 
but not investment returns. 

After my neck injury, I was grateful to be alive.  

I had another chance at life, and a golden opportunity to start 
that business, pursue those dreams, use the talents given to 
me, and yes, co-author with Brian Tracy.

Tax Saving Bible 

I call the strategies in the Tax-Saving Bible the “Ten Com-
mandments” of Tax-Savings.  There are two strategies at the 
top of most lists in Canada.  I will share them here so you can 
get started today.  The remainder of the TSB strategies will 
not disappoint and are used in conjunction with these and 
the order may differ based on your circumstances.

1. Self-employment or a business.  

A business in Canada (and the US) allows you to deduct items 
from your taxable income that you are otherwise spending 
money on.  You can work 40 years building someone else’s 
dream or less than half that time building your own.  Every-
one in this book is self-employed or has a corporation struc-
ture of some sort.  Don’t wait until tomorrow to get started.  
Reach out to us at Help@MrTaxes.ca with your ideas and we 
will see if we can help.

2. A Tax-Free Retirement Account TFRACana da.ca 

These accounts are not advertised as the government doesn’t 
want you to know about them. They work best inside a corpo-
ration or can work for individuals or business owners. These 
accounts grow tax-free throughout their lifetime with very 
few exceptions. RRSPs grow tax-free but are taxed at your top 
bracket on withdrawal. TFRA’s have a guaranteed minimum 
benefit which pays out tax-free and in 2022/2023 averaged 
a 39.9% return. These are otherwise known as permanent 
insur ance tax strategies. You don’t want the banks to make 
the  39.9% instead of you, do you? Neither do we. There are 
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basic qualifications for these accounts and we will help you 
deter mine if you qualify and get you set up before it is too 
late.

The average Canadian that plans for retirement has six or 
more advisors when you include their hair stylist, mechanic, 
gym buddies, family, and more. What are the odds that any of 
them ever communicate with each other? For this reason, we 
have included insurance, investment, and mortgage services 
across Canada with a flourishing tax planning business that 
we are now franchising under the MrTaxes.ca brand.

I shared my story to show you I am an average, “Everyday 
Normal Guy”. We have clients worth a hundred plus million 
dollars and clients that are not. Reach out whether it is to tell 
your story, complain, partner, or share a strategy.

Finally, you don’t want to pay more tax, do you? My grand-
father used to tell me “It is not the skates, it is the skater”. It 
took me a few years, but I finally figured it out. He was talking 
about something you have chosen to do by deciding to read 
this chapter.

“Minimize Your Tax and Maximize your Wealth” by picking 
up a copy of the “Tax Savings Bible” and don’t let it become 
shelf help. https://www.mrtaxes.ca/socials
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“In any moment of decision, the best thing you can do 
is the right thing, the next best thing is the wrong 
thing, and the worst thing you can do is nothing.”

 Theodore Roosevelt, 26th President of the United States

In today’s fast-paced, unpredictable business landscape, suc-
cess often feels like an elusive target. Markets shift overnight, 
technology advances at incredible speeds, new innovations 
disrupt entire industries, and customer expectations seem to 
rise exponentially. What separates those who merely survive 
from those who thrive in such an environment? If you’re an 
Entrepreneur or Executive who is serious about creating a 
thriving business and building a legacy, we call you “Vision-
ary and Mission-Driven” as it represents your talent, drive, 
and dedication.  To accelerate and sustain success in your 
business lies in your ability to effectively adapt, innovate, 
and lead your teams through periods of transformation.

But what is the formula that transforms businesses into 
achieving accelerated, long-term, and sustainable growth? 
How do businesses build a foundation that ensures they re-
main competitive regardless of market conditions? The truth 
is, there is no quick fix, no magic wand—no one aspect of 
business that guarantees accelerated and sustainable suc-
cess. Instead, the key to unlocking this next level of business 
growth, with increased profits, reduced costs, and exponen-
tial customer satisfaction, is mastering multiple intercon-
nected elements. The path to excellence begins with setting 
a clear vision, building high-performing teams, streamlining 
processes, and choosing innovative and adaptive technolo-
gies that ultimately reflect in your top and bottom lines.

This chapter explores the key pillars driving excellence and 
growth for you, the visionary, mission-driven Entrepreneur 
or Executive. By focusing on vision, talent, process-enabled 
technology, and finance, we’ll uncover the strategies that will 
not only keep your business afloat but also help you thrive in 
an ever-changing market. These aren’t abstract ideas; they 
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are actionable insights. Whether you’re a startup founder 
looking to get off the ground, an established entrepreneur 
looking to scale, or a seasoned executive navigating complex 
organizational challenges, we’ll dive into how you can lever-
age fundamental principles designed to help you follow the 
blueprint for enduring success.

Part 1: Strategic Business Transformation
True business success comes from a willingness to evolve, 
not just in response to challenges but as a continuous, inten-
tional pursuit of growth. Entrepreneurs and Executives who 
aim to create a lasting impact understand that transforma-
tion begins with the decision to make a change—not just for 
the business, but also for its customers and teams. Transfor-
mation is not a one-time event; it is the genesis of an on-
going process that requires strategic foresight and careful 
alignment of goals. To steer a business toward sustainable 
growth, leaders must start by defining a clear and compelling 
vision that serves as the guiding force for every decision, ac-
tion, and outcome.

Vision: Charting a Course to Future Success

A strong vision is the north star that guides a business 
through uncertainty and change. For both the Entrepreneur 
with a growing startup and the Executive leading a large or-
ganization, a clear and compelling vision keeps the business 
on course, helping to make strategic decisions and ensuring 
that everyone in the organization works toward the same 
long-term goals.

A well-articulated vision helps avoid the risk of drifting into 
short-term reactions to immediate pressures. Entrepreneurs 
may find themselves constantly firefighting, responding to 
urgent issues without a broader perspective, while Execu-
tives might struggle to keep their teams unified, especially as 
their organizations grow in size and complexity. A strong vi-
sion fosters alignment, helps retain focus, and inspires con-
fidence.
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Navigating with Purpose

Guiding strategic direction: 

A well-defined vision provides a roadmap that drives both 
long-term strategies and immediate tactics. It ensures that 
the business can weather economic storms and capitalize on 
market opportunities. Reflecting on your vision, consider: 
How confident are you that your vision addresses not just 
today’s challenges but also future opportunities? How often 
do you revisit your vision to adapt to the evolving business 
landscape?

Fostering alignment: 

A compelling vision unites teams around common goals, cre-
ating unity and focus across all levels of the organization. 
When employees understand the bigger picture, they work 
cohesively toward shared outcomes. Ask yourself: How do 
you ensure your teams understand how their roles contribute 
to the broader company mission? How are you encouraging 
cross-functional collaboration toward a shared purpose?

Inspiring confidence and clarity: 

A clear vision provides stability, especially during turbulent 
times. It reassures stakeholders, employees, and customers 
that the business is moving in the right direction. Objectively 
assess your environment: How are you communicating your 
vision during times of uncertainty? How confident are your 
teams in the direction you’re taking?

Talent: Unlocking the Keys to High-Performing Teams

Success doesn’t happen in a vacuum; it’s driven by people. 
Building a high-performing team is foundational for any suc-
cessful business, paving the way for business growth. Entre-
preneurs often face the challenge of moving from a hands-
on founder to a leader who entrusts their vision to others, 
yet this is critical for scaling your business. For Executives 
in larger organizations, the challenge lies in retaining top 
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talent, without doubling  employee salaries, and providing 
incentives where it is mutually beneficial to the business, all 
while nurturing team dynamics that foster innovation and 
performance.

High-performing teams don’t just happen by chance—they 
require intentional effort, continuous development, and a 
culture that rewards collaboration and excellence. The key is 
in attracting, developing, and retaining the right talent.

Empowering People for Maximum Impact

Attracting the right talent: 

Success starts with hiring individuals who align with the 
company’s goals and culture, bringing both the necessary 
skills and the right mindset. Building a cohesive team re-
quires more than just technical expertise; it’s about finding 
individuals who share the vision and values of the business. 
How are you actively seeking individuals who align with your 
company’s core values and long-term vision? How confident 
are you that your hiring process attracts candidates who con-
tribute to your vision of a unified, high-performance culture?

Retaining top performers: 

Retaining key players is crucial to maintaining a high func-
tioning team. Engagement, development opportunities, and 
recognition play a pivotal role. How are you providing your 
top performers with meaningful growth opportunities? How 
are you ensuring that your top performers feel valued and 
recognized for their contributions? How often are you pro-
viding them with meaningful growth opportunities to keep 
them engaged and committed?

collaboration and accountability: 

High-performing teams thrive on collaboration, innovation, 
and accountability. How are you promoting trust, communi-
cation, and shared purpose across departments? How are you 
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encouraging teams to take ownership of their roles to push 
the business forward?

Process: Operational Excellence and Efficiency

After setting a compelling vision and aligning talent, every 
great business needs a solid foundation of efficiency to sus-
tain growth. As businesses expand, operational excellence be-
comes even more important. Entrepreneurs often wear many 
hats in the early stages, managing everything from product 
development to sales. However, as the business grows, the 
need for scalable, repeatable processes becomes critical.

For Executives in larger organizations, operational com-
plexity poses a different challenge. Streamlining processes, 
breaking down silos between departments, and leveraging 
automation are essential to remaining efficient and agile as 
the business scales.

Operational excellence is key to sustainable growth. Entre-
preneurs must implement scalable processes as they expand, 
while Executives need to streamline operations in complex 
environments. Efficiency and automation help businesses 
manage increasing complexity and avoid bottlenecks.

Refining for Scalability

Streamlining operations: 

As the business grows, processes that once worked for a small, 
isolated team will no longer be sufficient. How are you ensur-
ing that your processes are scalable as your business grows? 
How are you addressing inefficiencies that may be slowing 
down operations?

Leveraging automation: 

Automation reduces the burden of manual tasks, freeing 
teams to focus on higher-value activities. How are you uti-
lizing automation to reduce repetitive tasks and increase ef-
ficiency? How are you identifying areas where automation 
could drive better results?
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Continuous improvement: 

High-performing businesses and teams continually improve 
workflows to remain lean and adaptable. How are you foster-
ing a culture of continuous improvement within your orga-
nization? How are you challenging your teams to refine and 
enhance existing workflows regularly?

Finance: Five-Star Foundations for Sustaining Growth

As mission-driven Entrepreneurs and Executives, you know 
that your financial discipline is the backbone of your growth. 
Entrepreneurs, especially in the early stages, must manage 
cash flow carefully, balancing investment with immediate 
needs. For Executives, the focus shifts to optimizing prof-
itability and making strategic investments that fuel future 
growth. A sound financial strategy that you can visualize, 
monitor, and manage is what underpins every successful 
business.

Balancing Growth with Financial Stability

Mastering cash flow: 

Entrepreneurs must balance growth and investments with 
financial stability. How are you balancing growth and invest-
ments with your company’s immediate financial needs? How 
are you ensuring that cash flow remains healthy as you scale 
your business?

Improving profitability: 

Executives are tasked with reducing costs while increasing 
EBIT. How are you identifying areas where cost-cutting can 
lead to improved profitability without sacrificing operational 
performance and quality? How confident are you that your 
cost-reduction measures are sustainable in the long term?

Data-driven financial management: 

above all, this is paramount to your success. Having real-time 
financial data at your fingertips enables sound, informed 
decisions. How are you utilizing real-time financial data to 
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guide strategic decisions? How quickly can you pivot when 
new financial data emerges?

Part 2: Overcoming Common Challenges
While a clear vision and strong foundation are critical, chal-
lenges inevitably arise. Visionary, mission-driven, Entre-
preneurs and Executives alike must be prepared to confront 
obstacles that can hinder progress, issues with scaling, oper-
ational inefficiencies, and talent retention to maintain com-
petitiveness.

Day in the Life of an Entrepreneur: A Marketing Agen-
cy’s Growing Pains

One of our clients, a startup digital marketing agency, grew 
rapidly but faced operational bottlenecks as internal pro-
cesses—designed for a small team—couldn’t handle the in-
creased workload. The founder, managing everything from 
client relationships to operations, became overwhelmed, 
leading to burnout. Meanwhile, employees were confused by 
the lack of clear processes and roles, which harmed morale. 
As a result, the agency struggled to retain clients, jeopardiz-
ing its reputation and growth. 

The Entrepreneur was a real visionary, highly talented, com-
mitted to serving customers, and making a difference, yet was 
unsure what to do next. Their attempts at trying to expand 
felt like they were underwater in the middle of the ocean, and 
they quickly swam back to shore. 

Message for the Visionary Entrepreneur: You are NOT 
alone.

One of the hardest things that Founder / Entrepreneurs face 
is finding a team of advisors that can guide you through the 
storm to your destination.  Like them, you probably feel like 
you’ll make mistakes that will leave you bankrupt. You may 
even feel like delegating will dilute your vision and custom-
ers will respond accordingly. You might even feel that scaling 
will take away what little time you have now. 
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While you may think it’s counterintuitive, this sounds like 
you’re primed to talk about how an Excellence Acceleration 
Advisor can get you from here to there.

Overcoming Challenges:

As your business grows, it becomes crucial to delegate and 
refine processes to avoid burnout and ensure long-term 
success. Customers will notice declines in service, and em-
ployees become disengaged when processes are unclear, so 
discovering, designing, and deploying the Vision to Victory 
framework gets you there; so, let’s get you started:

Scaling operations:

• How are you ensuring your internal processes are scal-
able as you expand?

• How are you identifying bottlenecks that slow your op-
erations?

Increasing brand awareness and sales:

• How are you differentiating your brand from competi-
tors?

• How do your sales efforts align with your long-term vi-
sion?

Time management:

• How are you shifting your focus from daily tasks to stra-
tegic growth?

• How can you delegate or automate tasks to free up time 
for bigger-picture decisions?

Day in the Life of an Executive: A Nationwide Corpora-
tion’s Market Challenges

Another one of our clients, a multinational consumer goods 
corporation, faces rising operational costs, global competi-
tion, and changing consumer preferences. Outdated internal 
systems are hampering its ability to respond to market shifts, 
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while siloed departments and high employee turnover cre-
ate inefficiencies. Top talent is leaving for more innovative 
competitors, and the workforce resists change, clinging to 
outdated processes, which prevents growth completely.

Message for the Results-Driven Executive: There IS a 
better way forward

These issues are common in large organizations. Executives 
often find themselves balancing the need to innovate with 
resistance from within. Solving these problems requires fos-
tering a culture of change, streamlining operations, and re-
taining top talent. Like most executives, you probably hear 
that your systems are limiting your team’s ability to work 
faster. You may hear that your teams are working in silos. 
You might even feel that you’ve invested in new technologies 
that aren’t returning the value they promised. You probably 
think that you’re starting to lose confidence with your peers.

Overcoming Challenges:

You may even think that during times like this, drastic cost-
cutting and layoffs across the company will solve your prob-
lems instantly. In this case, it sounds like talking with the 
Executive Excellence Advisory team can help you uncover 
what’s really hindering your progress to build a path forward; 
so, let’s get you started:

Attracting and retaining talent:

• How are you addressing dissatisfaction caused by outdat-
ed processes and technologies?

• How are you offering top talent opportunities to innovate 
and grow?

Reducing costs and increasing profitability:

• How are you ensuring that cost-cutting measures im-
prove efficiency without compromising quality?

• How are you addressing employee concerns about chang-
es in job roles or potential job loss?
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Navigating organizational transformation:

• How are you communicating the benefits of transforma-
tion to employees resistant to change?

• How are you fostering a culture that embraces innova-
tion?

Part 3: Accelerating Growth 
Success is not about doing more but doing the right things 
in a connected, efficient way. Remember, this approach isn’t 
about quick fixes or isolated improvements. It’s about seeing 
the entire business as an interconnected system, where solv-
ing one problem positively impacts others, creating a cycle of 
sustainable growth. The key lies in understanding that true 
transformation requires integrating mindset, skillset, and 
toolset across the organization.

Reimagining the Art of the Possible (Mindset)

Transformation begins with mindset. Entrepreneurs must 
align their value proposition with market demands, while Ex-
ecutives must foster a culture that anticipates change. How 
often are you stepping back to reimagine what your business 
could achieve?

Driving Innovation through Skillset

The right skills are essential for staying competitive. For 
Entrepreneurs, this means developing new skills within the 
team; for Executives, it involves fostering cross-functional 
collaboration. How are you ensuring that your teams are 
equipped with the skills they need to innovate?

Leveraging the Power of the Right Toolset

Technology is the engine that drives growth. For Entrepre-
neurs, adopting the right tech stack is essential for scalabil-
ity, while Executives need advanced technologies like AI and 
analytics to improve decision-making. How are you investing 
in technologies that will enable future growth?
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Your Blueprint for Success

Business success comes from identifying current challenges, 
defining where you want to go, and repositioning for long-
term, sustainable growth. Do you feel overwhelmed with how 
to get started? Maybe you’re just unsure where to begin? Per-
haps you feel like you have the right idea and just need some 
guidance on taking the first few steps so you can begin run-
ning towards achieving your business goals and dreams? If 
this sounds like you, and you’re tired of hitting a wall on your 
path to greatness, we want to hear from you. Reach out today 
and we’ll show you how to accelerate your Vision to Victory.

Email me directly at Mae@Vision-to-Victory.com or visit 
www.vision-to-victory.com/book
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Introduction

When it comes to creating a brand that resonates with con-
sumers, media publications are one of the most powerful 
tools you can use. With more than 12 years in PR, I have 
witnessed firsthand how effective media coverage can be in 
raising awareness, building long-term trust, increasing sales, 
and establishing partnerships. Whether it’s a startup trying 
to enter a new market or an established company needing to 
refresh its image, the role of media cannot be overstated.

In this chapter, I will share the key strategies I’ve used to help 
my clients grow their brands through media. These are real 
examples from my experience, many of which I’ve discussed 
in my webinars, and they demonstrate the tangible benefits 
that media publications can bring to businesses of any size.

What is PR and Its Role in the Modern World?

PR has long ceased to be just a tool for crisis management 
or short-term campaigns. Today, PR is the foundation of a 
brand’s long-term strategy. In a competitive market, brands 
not only fight for audience attention but also for their trust, 
which requires a deeper approach to engaging with custom-
ers and media. Reputation is a form of capital that grows with 
each correct step in communication, and PR plays a leading 
role here.

PR helps build trust, strengthen expertise, and create emo-
tional connections with the audience. Unlike advertising, 
where you pay for every click, PR is a way to attract organic 
attention and gain support from media, customers, and part-
ners.

Media as a Tool for Building Trust and Authority

The first thing I always tell my clients is that trust is the cur-
rency of the modern market. In an era of endless choice and 
advertising noise, consumers have become more skeptical 
than ever. They are constantly bombarded by brands vying 



235

The 3WIN Method: A Powerful PR Strategy for Brands, Partners, and Media

for their attention, making it increasingly difficult to stand 
out from the crowd.

Public distrust towards traditional paid advertising is grow-
ing, and “banner blindness” is developing due to content 
overload. This is where media publications come in and play 
a crucial role.

When your brand appears in a respected publication, it sig-
nals to your audience that you’ve been vetted and approved 
by a trusted third party. This powerful form of social proof 
tells potential customers: “You can trust us.”

Recently, we conducted surveys among Americans and found 
that over 42% are more likely to buy from a brand or individ-
ual if they see media publications about that brand or person, 
along with good visibility in Google’s top results!

Effective SEO:

In addition to trust, media publications also play a significant 
role in SEO. Forty percent of online businesses state that SEO 
is their most effective marketing strategy (Hubspot), and 70% 
of marketers claim that SEO generates more leads than PPC 
(Google Ads) (Databox). A key element of SEO is media publi-
cations—82% of marketers believe that media coverage helps 
improve domain trustworthiness and boost Google rankings.

Having quality backlinks from reputable sites increases do-
main trust. Pages with a high number of backlinks receive 
70% more traffic (Ahrefs).

A Solid Google Presence and Personal Verification

When potential customers search for information about you 
and your brand on Google and only find your website and so-
cial media pages, it doesn’t necessarily inspire confidence. 
They might start looking for negative reviews elsewhere. 
However, if you regularly use PR through media outlets, and 
your brand is visible in respected media in the top search re-
sults, any doubts they have will take a back seat.



Svetlana Khachiyan

236

We had a case where a potential partner of our IT project cli-
ent Googled the name of the person they were meeting and 
found an article we had published in Yahoo Finance. This in-
creased the partner’s confidence, as they could see that the 
person was not only legitimate but also had a leadership role 
in the company, validating their authority in meetings and 
decision-making.

Polished Brand Presentation

Media publications are no longer a luxury but a necessity—
a key element in brand packaging. If you want to stay com-
petitive, you need to be fully prepared. This means featuring 
media logos on your website’s homepage with the labels “As 
seen on” or “Featured on.” You should post links and images 
of your media coverage on social media, include media logos 
in your social profiles, and even mention them in your email 
signatures.

Most importantly, include all these articles and logos in your 
media kit, which you will use not only as a business card but 
also for future win-win-win partnerships, which I will ex-
plain in the next section.

The 3WIN Method: A Three-Way Winning Strategy

The 3WIN method I developed is based on one simple but 
powerful principle: a PR campaign must benefit all partici-
pants. This means that:

Your brand receives media coverage, strengthened reputa-
tion, and increased visibility.

Your partners get additional mentions, new opportunities for 
collaboration, and expanded audience reach.

Media outlets get high-quality and interesting content that 
is valuable to their readers.

The key to this strategy is mutual collaboration. When each 
participant sees their own benefit in a PR campaign, the re-
sults become exponentially more effective.
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Example 1: Bloggers and Brands

The 3WIN Strategy for Brand Collaboration with Bloggers at 
the Cannes Film Festival

One of the most successful examples of using the 3WIN 
method was a PR campaign at the Cannes Film Festival. My 
client wanted to increase their presence on the international 
stage, so we focused on collaborating with fashion design-
ers and jewelry brands. We created a media kit for the client, 
which included their Instagram, examples of their festival 
activities, and potential media outlets where our materials 
featuring the brands would appear after the collaboration.

We offered the brands the opportunity to provide dresses and 
jewelry for the client in exchange for media and social media 
coverage. Our PR agency, being partners with many media 
outlets, guaranteed publication. This attracted the attention 
of two well-known designers and a jewelry house who pro-
vided their pieces. The result was a true win-win-win situa-
tion.

Designers received media coverage through the festival 
events, the client gained prestige and exposure thanks to 
their partners, and the media happily published materials 
about the fashion collaborations. All parties benefited, mak-
ing this a perfect example of the 3WIN strategy in action.

Results: All three sides—the brand, designers, and media—
got their share of benefits, and the collaboration turned into 
a true win-win-win situation.

You can also offer brands similar 3WIN collaborations with-
out tying them to events, for example, by creating exciting 
newsworthy stories, interesting photoshoots in the brand’s 
style, or viral and creative stories!
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Example 2: Artists and Events

The 3WIN Strategy for Artist and Event Collaboration

One of the brightest examples of the 3WIN strategy in action 
was working with a blogger and singer with a 1 million Ins-
tagram following. In Los Angeles, where every other blogger 
can boast a million followers, getting into prestigious events 
requires more than just follower numbers; it requires addi-
tional value that a brand or individual can offer to event or-
ganizers.

My task was to help this artist get into the after-party of one 
of the largest music events in Los Angeles. Although 1 mil-
lion followers is an impressive figure, it wasn’t enough for 
the event organizers. This prompted me to use my proven 
3WIN strategy, which focuses on creating mutual benefits for 
all parties involved.

Instead of submitting a standard accreditation request, I of-
fered the organizers a media publication, guaranteeing me-
dia coverage of the event and the artist’s participation on the 
red carpet. I emphasized that I am a professional PR manager 
and contributor to well-known media outlets. This way, the 
organizers benefited not only from the presence of a blogger 
with a large audience but also from future media coverage of 
their event.

The result was immediate. The organizers quickly responded, 
asking if I could guarantee media publication, and once con-
firmed, we were added to the guest list within a few hours. 
That evening, we attended the after-party, where the artist 
gained a high-status presence, and media coverage, and the 
organizers received additional exposure.
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Example 3: Businesspeople and Networking Partners

The 3WIN Strategy for Businesspeople and Partners Through 
Networking

One of my favorite applications of the 3WIN strategy is using 
it to build business relationships and establish partnerships 
through networking. This approach has personally helped 
me achieve my professional goals and those of my agency.

When I became a contributor to USA Today—one of the top 
10 media outlets in the US—it opened up many opportunities 
for working with major brands and prominent personalities. 
People are always curious when it comes to journalists, espe-
cially those from leading publications. Media is a universal 
“golden key” that allows you to establish new contacts and 
partnerships.

Once, at an event, I introduced my client to a well-known me-
dia personality. We approached, and I introduced myself as a 
contributor to USA Today, which immediately elevated my 
status in her eyes. As a result, I invited her for an interview, 
which she was happy to agree to. The article was published a 
few weeks later, and she shared it on her social media, draw-
ing attention from her multi-million audience to my name.

This collaboration not only brought me new subscribers and 
clients but also strengthened my connections in media cir-
cles. I started receiving invitations to other events, and my 
personal media reputation grew with each new publication.

Planning a Successful PR Campaign Using the 3WIN 
Method

Success in any PR campaign starts with a clear plan. To 
achieve effective results, it’s important to follow a structured 
process that includes the following steps:

Define Your Goals

What do you want to achieve with your PR campaign? In-
creasing brand awareness, entering a new market, attracting 
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partners or investors? It’s crucial to set specific success met-
rics, such as increasing the number of media publications or 
mentions on social media and counting the number of re-
sponses from brands and potential partners.

Choose Partners

Identify which of your partners can benefit from participating 
in the campaign and how the collaboration will look. These 
could be designers, companies, influencers, businesspeople, 
investors, or even charitable organizations.

Choose the Right Media Outlets

It’s important to select media that reach your target audi-
ence, as well as the audience of your potential partner. These 
could be specialized industry journals, online platforms, or 
major national publications. The more targeted your media 
coverage, the more effective the campaign will be for both of 
you!

Execution: How It Works

Once careful planning is complete, it’s time for execution. 
It’s important to ensure that all stages of the campaign are 
synchronized and structured properly:

Create a Media Kit

Press releases, photos, company biography, and key informa-
tion should be prepared in advance. Journalists appreciate it 
when they receive well-prepared materials. Partners will also 
appreciate that you save their time by providing all the key 
information in a simple and attractive presentation.

Engage with Media

Reach out to journalists, offering them exclusive materials 
or interviews. Regular communication helps maintain inter-
est in your brand. If you don’t have direct contacts with the 
media, turn to a trusted PR agency and request guaranteed 
media publication options.
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Activate Social Media

It’s important for the media campaign to run in parallel with 
active social media engagement. This amplifies the effect 
and allows you to reach a larger audience. Turn the campaign 
into a storytelling experience on your social media, or even a 
mini-reality show if your niche and blog allow it.

Measuring PR Campaign Success

To understand how successful your PR campaign was, it’s 
necessary to analyze the results. Key metrics to track include:

Media Coverage: How many publications were released? In 
which media outlets?

Tone of Publications: How positively or neutrally were your 
messages received?

Audience Engagement: How many people interacted with 
your posts on social media?

Business Impact: Did it lead to increased sales, subscriptions, 
or inquiries?

Conclusion: Long-Term Strategy and Personal Branding

PR is not a tool for quick wins but a strategic investment in 
building trust and reputation that pays off over time. Media 
publications play a crucial role in shaping a brand’s author-
ity and strengthening its market position. However, it’s not 
just about running advertising campaigns—it’s about build-
ing long-term relationships with your audience through pur-
poseful PR.

The 3WIN method is a powerful mechanism for creating 
successful and mutually beneficial PR campaigns that bring 
value to all participants: brands, partners, and media. By fol-
lowing this strategy, you will not only increase brand aware-
ness and strengthen your reputation but also create a solid 
platform for sustainable growth. This model works effective-
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ly not only for individual campaigns but also as a long-term 
approach, ensuring stable brand development.

Regular interaction with media, partners, and your target au-
dience helps solidify your market position and increase trust 
in your brand. Personal branding for company leaders also 
plays a crucial role. When the leadership actively builds their 
personal brand, it further enhances the company’s reputa-
tion, making it more recognizable and trustworthy.

Using the 3WIN method has significantly changed my ca-
reer and business. Working regularly with this approach has 
strengthened my personal brand on an international level, 
which has contributed to the growth of my agency and the 
expansion of professional opportunities. My only regret is 
that I didn’t start working on my personal brand sooner!

I can confidently say that the 3WIN method has been a turn-
ing point in my career. I encourage you to apply this strategy 
in your professional life and business—the results won’t be 
long in coming.

If you have any questions about how to apply 3Win to your 
niche, want to explore public relations strategies, get fea-
tured in major media outlets, elevate your status in the eyes 
of your clients, or rank higher on Google, schedule a consul-
tation with us today. We’re here to help you achieve your PR 
and branding goals.

https://www.linkedin.com/in/lanakhachiyan/
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Leadership ability determines a person’s [and 
business’] level of effectiveness. The higher the ability 

to lead, the higher the lid of potential.
John Maxwell

Introduction

Throughout my global career, I have worked with thousands 
of people from aspiring leaders to CEOs, Boards, and business 
owners, and hundreds of businesses of all sizes and across 
most industries, from start-ups to large multinationals. 

I’ve led businesses from their ideation through rapid growth 
and scaling and others through major change and transfor-
mation programs. There are few situations in business I have 
not experienced! Once I built a whole business from scratch 
to 40 employees and fully functional in less than 8 weeks. 

I’ve helped businesses with seriously toxic cultures, poor 
customer experience, poor performance, and losing money 
to transform into high-performing and engaged cultures, 
with good profitability and outstanding NPS (net promoter 
scores).

As an HR Director, I would spend hundreds of thousands of 
dollars on training and development programs each year, 
with disappointing little improvement in management or 
leadership competence in my business leaders. 

It frustrated me so much. In the early 90’s I decided to de-
velop in-house management/leadership, customer service, 
‘soft skills’, and sales programs. I employed a fantastic group 
of trainers that I still work with today! 

I spent years deeply observing managers and working with 
thousands which enabled me to develop a management and 
leadership competency model that facilitates high perfor-
mance and key success factors in leadership and business.

A university degree might give you some great theories and 
build some technical skills, but it doesn’t develop leaders for 
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the reality and complexity of leading teams and complex or-
ganizations that must navigate through an ever-increasing 
VUCA (volatility, uncertainty, complexity, ambiguity) envi-
ronment.

This chapter is designed to be direct, practical, challeng-
ing and though-provoking. I hope you gain real value 
from  the reflection exercise. Please email me to let me 
know how you got on: vanessa@hr-xperts.com

The Secret Sauce to Leadership

Once I figured out the secret sauce - what made the difference 
- I set about recruiting and developing great leaders. Many 
of them have grown from aspiring leaders to internation-
ally recognized executives today, which makes me supremely 
proud! I also figured out how to fast-track behavioral change, 
personal transformation, and growth for all levels of employ-
ees and leaders! 

There is no growth without:

• Ongoing constructive feedback
• Development and learning
• Ongoing real-life practice and adaptation
• Being comfortable with being uncomfortable

Those who do this normally achieve 10-20 times the results 
of those who don’t!

Great leadership is about how to show up in the world.

Great leaders have a combination of the following:

• Exceptional emotional intelligence and self-awareness
• Operational and strategic management skills
• Willing to work on personal transformation of their 

limiting reactive programs
• Constantly developing and up-levelling key leadership 

competencies 
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Above all, a deep commitment to be extraordinary, to devel-
op and create amazing outcomes for themselves, their teams, 
their businesses, and their families is a great basis for the 
leadership journey.

A business cannot perform beyond its collective leadership 
bench-strength

Leadership limitations 

Cracking the leadership code is about knowing where you 
are at, what your strengths, gifts, limits, and development 
needs are (to fast-track your results), benchmarking yourself 
against a global evidence-based model of leadership effec-
tiveness, and understanding how your leadership is currently 
impacting your team, business, and life. 

Leadership is a journey fraught with challenges that test even 
the most seasoned. Especially now, navigating the VUCA en-
vironments, like COVID-19 where so many businesses didn’t 
make it. Leaders used to rely on ‘what has worked in the past, 
works in the future’. That is no longer the case. 

Leadership limitations are the primary root cause of business 
issues. We all have limitations, that’s not the problem. The 
problem is most of us do not truly know what they are or if we 
do, we don’t know how to effectively breach the gaps! 

I often find leaders and business owners, struggle to clearly 
articulate their gifts and strengths and often suffer from con-
fidence issues or imposter syndrome. This can lead to stress, 
over-work, and at worst burn-out. 

We know from extensive research for instance that 70% of 
leaders sit at or below the first level of leadership (see model 
below) and that less than 5% have achieved unitive leader-
ship levels. Leaders with strong competence outperform 
their average counterparts by at least tenfold. The more lead-
ers, often the lower the bench strength of leadership. Family 
businesses tend to be more susceptible to leadership issues. 
This means we have a global leadership crisis.
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How has this occurred?

Despite 100+ years of management studies, countless lead-
ership development programs, and thousands of leadership 
books, global leadership competence has decreased! Tens of 
thousands of studies are published each year relating to the 
issues of leadership. 

The greatest problem we face today is that low-level skill sets, 
and old management theories no longer work. Additionally, 
businesses and leaders fail to invest time and money into 
behavioral and competence-enhancing leadership develop-
ment programs. Therefore, most leaders have learned on the 
job, and are making their mistakes in your business.

Fixing leadership issues today means:

• Being super clear on a strategic vision
• Developing a strong strategic agenda and framework
• Aligning the whole business (and design) around the 

strategy
• Enabling leaders to develop the knowledge, skills, 

and competencies required to lead business that 
helps them to scale and gain the highest levels of 
performance outcomes

Most often, businesses require transformation programs 
because leaders have failed to act when required. Until the 
leadership team improves its effectiveness, gets super clear 
on the business strategy, and can articulate it through orga-
nizational design and culture, performance, and efficiency, 
business and people problems gain momentum and snowball 
quickly. 

Businesses have traditionally relied on managers and em-
ployees working excessive hours to compensate for these is-
sues, but fewer are now willing to do so and even fewer know 
how to. Unfortunately, many leaders overestimate their skills, 
competence, capacity, and impact. Additionally, many 
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leaders struggle with a lack of management skills and leader-
ship competence and are confused about what to do. 

They resort to short-term success through micromanage-
ment, old-style leadership, or bullying, but the results are 
long-term failure, poor culture, significant opportunity 
costs, and business issues that will require significant levels 
of transformation and change. 

The opportunity costs of all this run into the tens and hun-
dreds of thousands, depending on the size of the business.

The other thing that many leaders struggle with, is the con-
cept that leadership effectiveness is about how others per-
ceive you and how you get results. That’s why a great 360 
feedback process is the most valuable development tool on 
the planet for any leader.

When leaders lack the necessary skills and competence, it 
leads to poor strategy, organisational design and culture with 
the conse-quence being poorer performance and an inability 
to create economies of scale. This creates a talent vacuum 
making it difficult for business to attract, engage and retain 
high caliber, high performing, committed talent, and often 
results in dysfunction within teams and across the business.

Confusion, lack of clarity or lack of confidence impact pro-
ductivity, procrastination, poor judgement, or delayed deci-
sions, relationship and communication breakdown, conflict, 
poor innovation, low resilience, stress and burnout and lack 
of agility which ultimately destroy employees and customer 
engagement.

A key factor (some research estimates 80%) of employees 
joining and leaving a business is based on their perception 
of their leader!

Understanding these challenges and knowing how to address 
them is crucial for success. 

What are the symptoms of ineffective leadership?
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• Unclear strategy
• Poor business planning and priority management
• A vision, purpose, and values that are not shared, 

inspiring, compelling, or lived
• Inappropriate organizational design
• Poor/toxic culture
• Difficulty recruiting and retaining great talent
• Nepotism and poor hires
• High employee turnover, low engagement
• Poor decision making 
• Costly mistakes
• Operating at high risk
• Unable to gain clear end-to-end sight of the business
• Lack of understanding of cost and profit drivers
• Lack of alignment of performance outcomes
• Difficult employees and dysfunctional teams
• Politics and blaming, lack of accountability
• Employees see it as just a job, not somewhere I love to 

work or something I love to do
• Leaders and employees overworked, burnout
• More than one major change program
• Lack of cross-functional collaboration
• Poor/inappropriate behaviors
• Lack of diversity and innovation
• Inability to navigate conflict
• People don’t understand how they contribute to the 

business
• Sub-Par productivity/performance 
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• Sub-par employee engagement and customer 
experience

• Ineffective and inefficient processes and systems
• Workarounds for key business processes and systems 

and duplication of effort
• Poor execution of projects, project delays
• Inability to scale the business
• The need to pay consultants or launch change 

programs
That is not to place blame but to be realistic about how to 
achieve real results. If you cannot recognize the problem, you 
cannot solve it. And as Einstein famously noted, “You cannot 
solve problems with the same level of thinking that created 
them”.

Getting leadership, strategy, and people right is often un-
derestimated. Low leadership competence is costing your 
business money! While many managers have degrees or are 
technically savvy, these days good management skills are the 
basic minimum requirement and will not cut it for success. 

As our model below shows, leaders need to develop both their 
management skills and leadership competence for business 
success today and in the future. Adaptive, transformative, 
strategic, global, and unitive competence are needed in every 
arena.

The Role of Executive and Business Coaching

Executive and business coaching is a vital resource for lead-
ers and business owners facing these top challenges. By pro-
viding personalized support, strategic insights, and practi-
cal tools, coaching empowers leaders to overcome obstacles, 
drive performance, and achieve sustainable growth. 

As the business landscape continues to evolve, the role of 
coaching in developing resilient, competent, and visionary 
leaders will only become more critical.
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Through targeted development and coaching interventions, 
leaders can turn challenges into opportunities, fostering a 
culture of excellence and driving their organizations toward 
success. Whether it’s enhancing leadership skills, transform-
ing organizational culture, improving performance, or scal-
ing the business, executive and business coaching offers the 
solutions needed to thrive in today’s competitive environ-
ment.

Leadership effectiveness is crucial for personal, team, and 
business success. Ineffective leadership not only hampers 
current performance but also incurs significant costs and 
missed opportunities. By recognizing and addressing the 
symptoms of ineffectiveness, leaders can enhance their im-
pact, foster a thriving organizational culture, and drive sus-
tainable growth. 

Scaling up your leadership requires a deliberate, focused 
approach that integrates the following seven mastery 
steps: 

1. Honing your leadership effectiveness
2. Maintaining strategic focus
3. Developing a high-performing, agile culture
4. Embracing systems thinking
5. Enhancing your emotional intelligence
6. Developing strong relationships, teams, and 

collaboration
7. Driving operational efficiencies
8. Recruit, engage and retain your team(s)

Then you will be well-equipped to lead your organization to 
unprecedented success. 

Remember, leadership is a journey of continuous growth and 
improvement. Embrace it with passion, commitment, and an 
unwavering drive for excellence.

Our Scaling Leadership BlueprintTM
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The fastest way to build leadership capability is by bench-
marking your leadership effectiveness and the bench strength 
of your leadership team, understanding strengths, and limi-
tations, and working on development areas at a mindset, un-
conscious programming, emotional, and behavioral level. 

Our programs are designed around these key principles, and 
we back them up with highly effective leadership tools, pro-
grams, and coaching to hold leaders accountable for doing 
the work required. It is often not an easy journey but having 
skilled experts who know how to help you achieve change, 
who are always in your corner, and who care deeply about 
you, your business, and your results is a true game changer.

Our Model

We use a global leadership competence benchmarking tool 
that enables us to establish a leadership effectiveness score 
for each leader, their strengths, gifts, and limitations, and 
replicate this to the bench strength of the leadership team. 
Backing up this process, with highly effective behavioral 
change, leadership coaching and targeted leadership devel-
opment programs creates extraordinary outcomes. 
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This approach provides a clear benchmark to measure lead-
ership success and crack the Leadership Code. Our global, 
evidence-based model identifies the real keys to leadership 
effectiveness and includes 18 key management skills, 18 key 
leadership effectiveness competencies, as well as identifying 
11 key reactive programs that hold leaders back. 

This tried and tested model over the last 30 years is what we 
use for business owners, individual leaders, and leadership 
teams alike, enabling a fast track to leadership and business 
success. 

Leadership Key Reflection Power Questionnaire

Want to get a head start? I suggest taking a chunk of time out 
of your busy schedule and really focus on this questionnaire. 
If you have a leadership team, it is often very insightful to ask 
each to do the exercise without talking to each other prior. I 
guarantee you will gain some intriguing insights!

The following are some of the key questions you as a leader, 
entrepreneur or business owner should be asking yourself 
regularly:

• What is great and not so great about this business?

• How am I directly impacting the above?

• What do I need to change and develop within myself?

• What is my leadership bench strength? 

• What am I tolerating and pretending not to see (espe-
cially behaviors)? 

• How do others perceive me as a leader?

• How much stress do I have about the business/team?

• How reactive am I in my behavioral style? 

• How well do I understand the gifts, strengths, and limita-
tions of my own and other behavioral styles?

• How diverse is my team? 
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• What performance and productivity are we achieving 
and is it above average? 

• Am I getting the best out of people and teams? 
• Do we recruit, retain, and develop fantastic talent?
• Am I able to step away from the business for six weeks 

or more without cause for concern? 
• What is my confidence level, do I second-guess myself? 
• What objective data and feedback do I receive to 

identify opportunities and areas for improvement?
• What do we say no to? What are our three key strategic 

priorities?
• What is my vision for my leadership style? What legacy 

do I want to leave?
• What is the compelling vision and purpose of the 

business? Do we have strong values that inform 
everything we do?

• If we tripled revenue in three months, how would we 
cope?

• Does our purpose resonate deeply with our people? 
How do you know?

• How do you know if your leadership team and broader 
employees understand the business strategy, profit, 
and cost drivers and how they contribute to the success 
of the business?

• How do your business structure, culture, people 
policies, and processes enable high empowerment, 
accountability, high performance, and customer 
engagement?

• Are our business performance metrics the ones that 
matter and are they aligned across the whole of 
business?
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• What are the bottlenecks, duplication, and 
inefficiencies in the business or the recurring mistakes 
or issues?

• How much time does the leadership team spend in the 
business rather than working on it?

• Are your leaders leading or just managing? How will 
you scale your leadership bench strength?

• How agile, adaptive, and innovative is your business? 
How quickly do you detect and react to changes in 
market/economic decisions?

• Can you proactively manage the business or are you 
always fire-fighting?

• What are the real risks in your business?
• What is a lack of investment and time in building the 

capability of your business costing?
• How do we navigate difficult and complex situations? 
• Do we have effective cross-functional problem-

solving?
• How real are we about what is great, and what needs 

significant improvement?
• How well do we manage change? Do we achieve the 

desired outcomes?
• What innovations or improvements has your team/

business achieved in the last 12 months?
• How often am I emotionally hijacked? (i.e. triggered by 

something or someone)
• How many employees did I lose last year that were not 

bad hires? How many poor employees are still in my 
business creating havoc?

• How often am I frustrated by a lack of initiative, 
foresight, and action by myself and others?
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• How fast and how much can you scale with current 
resources?

• How much conflict is there? How effective is cross-
functional problem-solving?

• How high is your absenteeism compared to industry 
benchmarks?

• Have we lost customers in the last 12 months? What 
caused that? 

• What do customers think of our customer experience? 
Have we had this assessed by a third party?

For more insights and information about scaling up your 
leadership, visit www.hrexpertsinternational.com.au/scal-
ing_leadership_blueprint

https://hrexpertsinternational.com.au/

www.linkedin.com/in/vanessa-giannos-leadership-execu-
tive-business-leadership-coach
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market research with nearly 30 
years of experience. He created 
the “Entrepreneur’s Second 
Brain” concept, a framework that 
helps business leaders develop 
adaptable strategies in fast-
evolving markets. Jaroslavs is 
also known for his “Market Map” 
concept, which assists compa-
nies in visualizing and navigat-
ing complex market landscapes, 
identifying trends, and unlock-
ing growth opportunities.

He founded the Business Intellect IQ project to equip entrepreneurs 
with tools for strategic foresight and innovation. His research on 
the “development layer” of business, emphasizes the importance of 
creating new meanings for consumers, new norms, and new rules 
for long-term success.
His book, “Business Incognita: How to Expand the Borders of an 
Entrepreneur’s Mindset”, explores how entrepreneurs can break 
beyond conventional thinking to achieve growth. A contributor to 
Forbes and other major publications, Jaroslavs shares insights on 
leadership, technology, and artifi cial intelligence, combining phi-
losophy, mathematics, and technology to offer fresh perspectives 
on business growth.
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Imagine a forest full of timber.  
These natural treasures are resources from which 

we can create something valuable. However, to turn 
these resources into real market opportunities, we 
need techniques, tools, and technologies to extract, 

process, and utilize this timber. 

In entrepreneurship, there are three types of methods for 
converting the resources available into new market gains:

1. operational

2. management

3. development

All three refer to different knowledge systems, and different 
perspectives on a problem, just as a surgeon and a physio-
therapist will have different perspectives on what to do about 
a patient’s pain. 

As an example, I would like to cite the results of an interest-
ing study conducted by scientists in 2003. The essence of it is 
that the same patient with the same symptoms was shown to 
three different specialists: 

1) a hematologist (blood diseases), 

2) a cardiologist (cardiovascular diseases), and 

3) a specialist in infectious diseases.

Regardless of the disease, the specialists tended to gener-
ate hypotheses appropriate to their field of expertise. For 
example, cardiologists tended to generate more hypotheses 
in cardiology, regardless of whether it was a case of blood 
or infectious disease. Hematologists and infectious disease 
specialists did the same.

This means the choice of a disease for treatment is personal 
to everyone, which begins when choosing a specialist. The 
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real problem of the disease with this reasoning, remains un-
known.

This tendency to generate disease diagnoses that specialists 
have more knowledge about can lead to diagnosis and treat-
ment errors. 

This approach moves from simplicity to great complexity. In 
the case of a correct diagnosis, the patient recovers quickly 
and the treatment process is simple - the cause of the disease 
is known and is effectively treated. But in the case of misdi-
agnosis, everything looks different. Treatment doesn’t bring 
real relief to the patient, but the cause of the disease “inten-
sifies” and additionally we get the impact of side effects of 
prescribed drugs. Such “treatment” becomes very complex.  

An expert’s knowledge in a particular field of activity can cre-
ate a “fixation” on those solutions that are more appropriate 
to his knowledge. And it’s this that often leads to increased 
complexity. 

The layers of knowledge

Since ancient times, mankind has represented knowledge in 
the form of a pyramid. For example, in medieval Europe, craft 
units were built according to a pyramidal structure, with ap-
prentices at the basic level, masters above, and grandmas-
ters, the most skilled craftsmen, at the top. This hierarchy 
also reflected a pyramidal pattern of knowledge and skill ac-
cumulation: each successive level required more experience 
and specialized knowledge than the previous one. Grand-
masters and guild elders were the most respected and experi-
enced masters achieving the highest level of recognition and 
competence. They possessed all the skills and knowledge of 
the craft and also set the quality standards, rules, and regula-
tions all other guild members had to abide by. Their experi-
ence and wisdom formed the basis for developing and main-
taining high quality standards for the entire field.
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For example, in the masons’ guild, grandmasters could set 
standards for the precision of stonework, building construc-
tion techniques, and even ethical standards for dealing with 
customers. The masters and sub-masters below them had to 
follow these standards, ensuring the whole system remains 
highly reputable and competitive.

Here we see a structure where the underlying principles of 
fundamental truths at the very top of the pyramid of knowl-
edge are the common denominator of activity for the entire 
pyramid - the base upon which all other knowledge is built.

As we move downward, knowledge becomes more complex 
and detailed. At each level, this common denominator may 
become less obvious, but its influence remains constant. The 
common denominator at the top of the pyramid continues to 
set the context for evaluating all other pyramid data, even as 
its direct relationship to that data becomes less obvious.

This representation of knowledge as a pyramid and layers 
of activity emphasizes  that understanding a single fact re-
quires that we also understand the context in which that fact 
is evaluated at the top of the pyramid. 

In our classification system, development methods are the 
knowledge at the top of the pyramid and sets the context 
for evaluating any other data. Take the concept of “quality”.  
First, some definitions:

Quality characterizes an object, its essence, belonging to a 
certain class of objects.
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Product quality is the extent to which the entire set of con-
sumer properties of a product/service meets the specific 
needs of intended customers.

In practice, entrepreneurs often ignore that the concept of 
“product quality” depends almost entirely on the context 
in which the product is sold and used. Different contexts of 
product use create different perceptions of quality among 
consumers 

This means that without knowing the context in which the 
product will be used, the concept of “quality” is undefined. 
This can create enormous complexity for the entrepreneur. 

If we expected our notional bottle to be sold in the desert 
and it started selling on supermarket shelves, we would have 
great complexity and uncertainty.

The key feature of the top of the pyramid and its main dif-
ference from all other layers is that from the top the whole 
field of activity is seen as a single system, a whole with the 
features of integrity and indivisibility into parts.

Water is formed from two simple elements: hydrogen and ox-
ygen. But here is what’s surprising: the physical and chemical 
properties of water are radically different from the properties 
of hydrogen and oxygen separately. Water is more than just 
the sum of its parts. 

And it’s a perfect metaphor for a new layer of activity in en-
trepreneurship that we’ve called the development layer.

You can’t understand entrepreneurship by only breaking 
down activities into separate elements such as marketing, 
finance, or production without somewhere synthesizing that 
knowledge coherently.

All these elements are important, but true understanding 
comes when we see the whole picture.

“Real vision is the ability to see the invisible,” Jonathan Swift 
said.
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Looking at the hydrogen and oxygen molecules separately 
we won’t see water pouring from the tap. Also, looking sepa-
rately at each organ in the human body we cannot see this 
body working. Considering separately all airplane parts, we 
won’t see an airplane flying across the ocean, etc.

In entrepreneurship, we can imagine an analogy with the lit-
erary process. 

At the operational layer, we dive into the details - examin-
ing every word, sentence, and paragraph. Here, each element 
must be clear and appropriate to the context, creating a har-
monious whole at the micro level. This is the layer where em-
ployees work, performing specific tasks and following estab-
lished processes.

At the management layer, we look at larger structures - the 
pages and chapters of a book. Here we see how words and 
sentences combine to create large blocks of meaning. Man-
agers make sure that each chapter makes sense and leads to 
a logical continuation, maintaining the overall rhythm and 
structure of the business. This is the level where strategic de-
cisions are made and large projects are managed.

However, a complete vision of a book is formed only when we 
see the whole book, and understand its theme, ideas, and the 
author’s intent. Here, from the separate words, sentences, 
paragraphs, pages, and chapters, something more than the 
sum of the parts of the book is built up. This is the book’s 
development layer. 

The development layer helps the entrepreneur form a whole 
vision of his creation (the water, the body, the airplane), to 
determine the development direction in a changing world.

And while the understanding of the book is formed from the 
individual elements, the vision itself cannot be reduced to 
just one of those elements. It’s born through a process of 
reflection and synthesis of all the components, making the 
layer of development on the overall “map” of activity unique.
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In this analogy, representation of the whole activity can only 
be made at the development layer, where the interaction of 
the three elements: entrepreneur, product, and consumers 
are “synthesized”. 

Do we need to know the entrepreneur, his product, and his 
consumers separately? Absolutely! But to evaluate success in 
any field of activity, we need to “synthesize” these elements 
and ensure as a result we get something new that cannot be 
reduced only to these three elements, just as we got water 
from the synthesis of hydrogen and oxygen molecules.

Presenting knowledge of entrepreneurship through the lens 
of the three layers of activity - operational, managerial, and 
development - can provide an understanding of how the top 
of the pyramid has changed over different historical periods. 
This reflects how the focus of business challenges changed 
and how different understandings of these layers influenced 
the success and evolution of society and business.

The development layer as a tool of control in the field of ac-
tivity.

The development layer shapes the entrepreneur’s ability to 
control his/her field of activity. 

In the worst case, when the entrepreneur’s ability to control 
his field of activity isn’t enough, the field of activity itself 
starts to control the entrepreneur and he becomes a com-
plete consequence of his environment.

In this case, the entrepreneur becomes dependent on exter-
nal factors - the market, competitors, changes in legislation, 
and economic crises. Instead of proactively influencing his 
activities, he becomes reactive.

The development layer as a cultural phenomenon

Development, whether natural or managed, is always associ-
ated with certain norms and standards that determine
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 how activities were perceived in the past, how they are real-
ized in the present, and how they will be experienced in the 
future. 

All norms, created naturally or artificially, ensure the repro-
duction process of activities and are often called culture. 

Natural development can be conceptualized as a process that 
follows certain internal rules and trends when the influence 
of external factors is minimal or occurs organically. It can be 
compared to the growth of a tree in a forest, which develops 
according to natural cycles, adapting to environmental con-
ditions. 

But artificial, or managed development implies conscious in-
tervention in processes to achieve certain goals. 

In this case, activities are standardized on experience and 
existing trends and also on forecasts, plans, and strategies 
designed with a desired future in mind. 

It can be compared to landscape design, where trees and 
shrubs are grown according to the architect’s idea.

The question for the entrepreneur is: Should we rely on 
natural evolution, or is it necessary to causally intervene to 
achieve certain goals? 

This choice always involves understanding what norms and 
standards will determine future success, and how they relate 
to what has been done and what is being done now.

We can categorize this issue as cultural.

Here, it’s important to note that if one activity regulates an-
other activity, it performs the function of culture for it. 

We use the concept of “regulation” as a process of establish-
ing and controlling norms, rules, and standards of activity, 
which provides structuring, order, and predictability of ac-
tions within the system. 
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Thus, regulation acts as a mechanism for transferring experi-
ence, values, and principles that ensure consistency and ef-
ficiency of activities at all levels of the organization.

The evolution of entrepreneurship has resulted in two fun-
damentally different areas for regulation:

1. Regulation of activities INSIDE the organization at the 
level of operational activities (corporate culture).

2. Regulation of external activities OUTSIDE the organiza-
tion, in the area of interaction with consumers (culture of 
interaction with consumers, oriented initially on the expe-
rience of consumers and building a quality system of rela-
tions).

Thus, we get two systems of regulation: internal and exter-
nal.

Internal regulation concerns the processes occurring inside 
the organization. These may be production standards, qual-
ity standards, quality management systems, labor organiza-
tion and productivity control, motivation systems, etc. These 
norms help to ensure stability and predictability within the 
activity, which is especially important when scaling up and 
obtaining economic effects from the scaling.

Regulation of external activities is aimed initially at interac-
tion with consumers, formation of positive experiences, and 
a quality system of relations among consumers. It includes 
a communication strategy, standards of customer service, 
rules of interaction, and business ethics. These regulations 
help the company to adapt to the external environment and 
remain competitive. 

This need to regulate external activities led to the formation 
of a new “superstructure” of managerial activity - the devel-
opment layer. 

When discussing entrepreneurial activity, we often think 
that everything begins and ends with business processes 
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and management. But, successful entrepreneurship involves 
much more than that. 

A company’s internal processes are its heart. If you think of 
a company as a living organism, they are its circulatory sys-
tem, supporting all vital functions. These processes include 
production standards, quality management systems, labor 
organization and productivity control, motivation systems, 
and much more.

Why are these standards needed? They provide stability and 
predictability. Imagine an assembly line in a factory where 
every worker knows their job and everything runs like clock-
work. If one component fails, the entire system could fail. 
That’s why it’s important to normalize internal operations 
- it allows a company to remain stable, especially when scal-
ing.

When a company expands, the management process becomes 
more complex. There is a need for strict standards to help 
maintain the quality of products or services. These standards 
become the “rules of the game” that help the company func-
tion effectively even as it grows.

However, internal regulation is no longer enough for success. 
A company also needs to be able to interact with the outside 
world - with consumers, partners, and competitors. This is 
what external regulation is. 

External regulation helps a company adapt to constantly 
changing market conditions. It allows the company to remain 
competitive despite all the external environment challenges. 

While internal regulation provides stability and predictabil-
ity by setting clear rules and standards within the organiza-
tion, external regulation provides flexibility and adaptability, 
allowing the company to respond to changes in the external 
environment, adapt to new conditions, and innovate. 

In this context, business management requires two control 
centers - a kind of “two-brain” system in entrepreneurship: 
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one is responsible for internal order and stability, and the 
second, located in the development layer, performs the func-
tions of an external regulator, ensuring dynamic renewal and 
adaptation to changing conditions. 

Thus, the development layer becomes the “second brain” of 
entrepreneurship, which constantly scans the external envi-
ronment, making decisions regarding the changes and ad-
justments necessary for long-term success.

To understand this “second brain” parallel, let’s turn to the 
myth of the dinosaur with two brains - one in the head and 
one in the tail. This myth arose because some dinosaurs had 
a large nervous structure in their pelvic area, larger than the 
brain. Paleontologists hypothesized that this structure may 
have acted as a second brain, controlling the back of the body.

In entrepreneurship, the “first brain” is the management that 
controls operations. This “brain” is responsible for keeping 
internal processes stable and efficient. 

But, when a company faces the challenge of adapting to 
changes in the external environment, it needs a “second 
brain” - the development layer - which is responsible for cre-
ativity, innovation, development strategies, and adapting to 
new conditions.

Management and operations can be extremely efficient, but 
without a development layer that ”places” these operations 
and management in the right context, a company risks fall-
ing behind its competitors.

Success today requires balancing stability in internal pro-
cesses with flexibility in the outside world.  For this purpose, 
we need two “brains” - one to control and maintain stability, 
the other to find new opportunities and adapt to change.

To avoid the fate of the dinosaurs, the entrepreneur needs to 
adapt to the new environment and develop new norms and 
rules. This requires the entrepreneur to have multiple per-
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spectives on their field of endeavor and the problems they 
will solve for their customers.

The entrepreneur needs to be prepared for change, as stabil-
ity is only useful until the world around us begins to change 
rapidly. 

The fundamental point here is that new norms and a new 
culture cannot be created at the operational or management 
layer; they can only be formed “higher up” - at the develop-
ment layer. 

“You cannot solve a problem at the same level it originated. 
You must become above that problem by rising to the next 
level”, Einstein taught us.

Development isn’t just about improving what’s already there. 
It’s the process of creating a new culture, a system of norms 
and rules that allows a company to operate at a higher level 
when old approaches no longer work.

Without a development layer, your business risks getting 
stuck in the past. Imagine continuing to drive a car with a 
faulty engine. At some point it will stall, leaving you stranded. 
In business, this means loss of competitiveness, decreased 
efficiency, and ultimately loss of market position.

https://www.kaplanresearch.pro/eng
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Great things are not done by impulse but by a series 
of small things brought together.

Vincent Van Gogh

When I returned from the doctor, everything had 
changed.

Testicular Cancer. With suspected metastasis in my neck. I 
was devastated. The thought that life as I knew it could be 
turned upside down in an instant unleashed a wave of emo-
tions that I couldn’t control. Suddenly, the things I had tak-
en for granted for years fell into the background. This was a 
turning point—not only for my health but for my career and 
personal life as well.

Fortunately, things took a slightly different turn. The final 
diagnosis was Hodgkin’s lymphoma—still cancer, but in a 
treatable stage. Yet, after eight years of self-employment, I 
now faced the challenge of rethinking and realigning my life. 
I was still confronting a disease that demanded everything 
from me, while my family and I continued to face financial 
responsibilities.

What truly matters?

This period of uncertainty forced me to reevaluate my pri-
orities, which I now see as a blessing in disguise. My work 
and business goals took a temporary backseat as I focused on 
my recovery. But it also brought clarity: What truly matters? 
What gives my life meaning?

Even before the illness, I had sensed that my path as an en-
trepreneur was heading in a direction I could no longer fully 
support. My business partners and I had different ideas about 
how we wanted to lead the company. Over the years, these 
differences became more and more evident, and the illness 
gave me a chance to pause and reflect on my next steps. I 
found myself at a crossroads: Should I keep trying to fit into 
a system that no longer felt right, or was it time to forge a 
new path?
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More Than Just Numbers

Let me start with a bit about my professional background: 
For over 20 years, I’ve worked independently as the financial 
director of a mid-sized tax consultancy, gaining a wealth of 
experience across many facets of entrepreneurship. My jour-
ney began with the State Finance Administration of North 
Rhine-Westphalia, where I gained deep insights into the Ger-
man tax system. This solid foundation in tax and account-
ing set the stage for my next step—starting my own business. 
Driven by a desire for greater flexibility and autonomy, I took 
the leap and launched my own company.

In the early years, I focused on the traditional services of my 
field. But I soon realized that I had more to offer—and that 
my clients needed more than just accurate bookkeeping. My 
role became one of guiding people and businesses on their 
paths, helping them feel more secure, and supporting them 
in making strategic decisions. Tax matters may be central, 
but they’re often just the starting point for bigger questions 
about running a business.

A Holistic Perspective

Over the years, I’ve come to understand that successful tax 
consulting requires a holistic approach. It’s not enough to 
focus solely on the finances—you need to understand the en-
trepreneur as a person, recognize their goals, concerns, and 
vision, and build tailored solutions around those insights. 
This approach has allowed me not only to expand my own 
business—with multiple locations and a team of 14—but also 
to positively impact the lives of many of my clients.

This is what I hope to convey to the readers of this chapter. I 
want to share insights on how entrepreneurs can find success, 
not just financially but personally as well. It’s about more 
than numbers and bookkeeping; it’s about the person behind 
the business and how to help them achieve their goals.



Kai Angermayer

278

Gradually, I refined my approach. I realized it was crucial not 
only to look at the numbers but also to understand the per-
son driving the business—their motivations, concerns, and 
long-term aspirations. Every entrepreneur has a unique sto-
ry, and I’ve learned that the success of a business often hing-
es on how well its leader handles everyday challenges. Many 
clients have come to me with specific issues, and through in-
depth conversations and customized solutions, we’ve often 
been able to address things they had previously overlooked.

This holistic approach—where I address not only tax matters 
but also practical business concerns—has proven to be the 
right path for me. It’s about more than securing the financial 
health of a company; it’s about reinforcing the foundation 
on which it stands—and that foundation is often the entre-
preneurs themselves. Through my consulting, I help entre-
preneurs improve their internal structures, streamline their 
business processes, and navigate an increasingly complex 
world with greater confidence.

Direct and Hands-On

In the years that followed, my consulting approach continued 
to evolve. Growing up in the Ruhr region, I developed a very 
direct and practical style. It’s not about discussing big theo-
ries; it’s about rolling up my sleeves and getting things done. 
With small and medium-sized businesses, I often find that 
owners don’t know where to begin. A skilled craftsman isn’t 
necessarily a good businessman, and therefore, not necessar-
ily a good entrepreneur. They don’t have access to expensive 
specialists—and often, they don’t have the resources to hire 
them. That’s where I come in: I’m essentially a ‘one-time in-
vestment’ that delivers immediate, tangible results through 
targeted interventions.

Little strokes fell great oaks.
Benjamin Franklin
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The devil is often in the details. When I review a company’s 
books, I usually find simple adjustments that can be made 
quickly but have a big impact. It’s not about cutting jobs 
or enforcing cost savings across the board; it’s about prac-
tical, effective solutions that lead to better results without 
sacrifices. What’s especially important to me is knowledge 
transfer: I pass on my knowledge to clients so that, in the 
future, they can optimize their processes independently. My 
aim is for the investment in my services to pay off quickly 
and for businesses to benefit long-term—not through cuts, 
but through targeted improvements that genuinely make a 
difference. Tradespeople and other hands-on professionals 
especially appreciate receiving straightforward, actionable 
solutions that have an immediate impact.

One example of my work is an older woman who, as a doctor, 
had managed her payroll and bookkeeping herself for years. 
When it came time for an audit, she hit her limits and reached 
out to me for help. I was able to assist her quickly and effi-
ciently, providing simple, practical solutions that helped her 
navigate through the crisis.

Another example is a Romanian entrepreneur trying to es-
tablish himself in Germany. While he had excellent trade 
skills, he lacked the business knowledge needed to success-
fully run his company here. I was able to assist him not only 
with bookkeeping but also with strategic guidance, giving 
him the tools he needed to stand on his own two feet in the 
long run.

This style of consulting—pragmatic, solution-oriented, and 
on equal footing—is what my clients value. It’s not about 
building elaborate, costly consulting processes, but about 
meeting clients where they are and providing them with 
tools they can put into action immediately.

Core Principles

No matter how different my clients and their businesses 
are—from small trades to large international companies—I 
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hold fast to the principles that have guided me through the 
years. These principles have proven themselves in the dark-
est times of my personal and professional life and form the 
foundation for lasting business success.

Building trust is my first priority. Without trust, a long-term 
partnership is almost impossible. It starts with openness and 
transparency—on both sides. I’ve learned that honest com-
munication and keeping promises are the keys to a strong, 
stable relationship. When my clients know they can rely on 
me, it creates a foundation of trust that enables us to tackle 
difficult situations together. Whether it’s a small family busi-
ness or a major international project, the principle of trust 
remains the same. Only when trust exists on both sides can 
we work together successfully in the long run.

Another cornerstone of my consulting is understanding the 
people behind the business. Numbers are important, but it’s 
the people who make the decisions, feel the pressure, and 
carry the responsibility. I’ve often seen how entrepreneurs 
struggle under the immense pressure of their daily chal-
lenges. It’s not just about tax issues or accounting; it’s about 
listening to people and providing them with emotional sup-
port as well. Many of my clients know that they’re speaking 
not just with a consultant, but with someone who takes their 
concerns seriously and supports them on a personal level.

In my work, I prioritize individualized solutions, recognizing 
that every business is unique. There are no universal answers 
that apply to all companies alike. The challenges faced by a 
trade business are very different from those of a service pro-
vider, and I strive to develop tailored approaches for each cli-
ent. I often find that simple, customized solutions make the 
biggest impact. For example, a trade business might achieve 
significant efficiency gains by improving workflow organiza-
tion and focusing on targeted employee management—with-
out the need for major restructuring. The key is to identify 
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each company’s specific needs and characteristics and to cre-
ate practical, effective solutions around them.

Another principle close to my heart is continuous learn-
ing. Especially in my field, it’s essential to stay up-to-date—
whether that’s with tax regulations or technological advance-
ments like artificial intelligence (AI). The world is constantly 
changing, and a good consultant needs to adapt to those 
changes. But learning isn’t just for me; I also encourage my 
clients to stay open to new ideas and to keep learning. This 
is the only way they can be ready for new challenges and 
achieve lasting success. I see it as part of my role to support 
this process, sharing the necessary knowledge and staying 
ahead of emerging trends and developments.

Finally, I believe in a holistic approach. Leading a successful 
business isn’t just about keeping track of the numbers; it’s 
about understanding the bigger picture—from accounting 
and personnel management to customer and supplier rela-
tionships. I’ve learned that all these areas are interconnected 
and that a change in one area often affects the entire com-
pany. When I advise a business, I take the time to examine all 
relevant aspects and ensure that every part of the operation 
works together efficiently. Only then can a company achieve 
truly sustainable success.

Practical Tips:

Automate Your Processes Wherever You Can

As a small or medium-sized business, you often don’t have 
the capacity to manage full-scale bookkeeping. Automating 
processes can make a huge difference. Use accounting soft-
ware or tools that handle routine tasks like payroll and in-
voice entry automatically. This not only saves valuable time 
but also reduces the risk of errors. Find someone to help you 
with the initial setup—you’ll benefit from it for years to come.

Build a Strong Financial Foundation for Your Business
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A skilled tradesperson may be a master at their craft, but 
good craftsmanship alone doesn’t make a successful busi-
ness. Focus on the financial basics: understand your costs, 
your pricing, and your profit margins. When you have a solid 
grasp of these fundamentals, you’ll be able to manage your 
business more effectively and make confident decisions. If 
this is challenging for you, find someone who can help clarify 
these areas.

Start with Simple Solutions That Make an Immediate Impact

Sometimes, it’s not the big strategies that drive change but 
small, straightforward improvements. For example, regularly 
reviewing your cost structure or organizing your invoicing 
process more efficiently can make a big difference. Begin 
with easy adjustments. Often, you’ll notice significant im-
provements fairly quickly. Remember: you don’t have to re-
invent the wheel—small tweaks can go a long way.

Keep Learning and Growing

A successful business grows with the knowledge of its owner. 
Make it a goal to keep learning. Whether it’s new tax regu-
lations, technologies, or business practices, stay informed 
and continue developing your skills. Even if you work with a 
consultant, having a solid grasp of the basics yourself is es-
sential. Your business’s success depends on how well you can 
adapt to change and how prepared you are for it.

Summary: The most important takeaway I want to leave with 
my readers is that entrepreneurial success isn’t just about 
the hard facts. A good entrepreneur should understand the 
numbers but also put people at the center—whether it’s cus-
tomers, employees, or themselves. A company’s success al-
ways stems from a healthy balance between business and hu-
manity. When you find this balance, you’re setting yourself 
up for lasting success.
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There’s an old Buddhist parable about a man riding a horse 
down the road. A bystander shouts, “Where are you going?” 
The rider responds, “I don’t know. Ask the horse”. The horse, 
in this story, represents the brain—a powerful tool, often 
running on autopilot. Like the horse, our brains follow pat-
terns shaped by genetics and environment, often without our 
conscious control. My “horse” seemed set on a path of hard-
ship and failure from the very beginning.

Growing up in an African village, hunger was a constant real-
ity, not by choice but necessity. Food was so scarce that by 
age five, fasting until 6:00 p.m. became a survival strategy 
for my family, not just a spiritual practice. We rationed ev-
erything. I wore oversized hand-me-down clothes from my 
cousins and walked barefoot. I attended a village elementary 
school where education was poor. While children in the city 
advanced in their studies, we played soccer, and our academ-
ic growth stagnated.

At seventeen, hope flickered when one of my uncles recog-
nized my potential and promised to support my education. 
He brought me to the capital city, offering me a chance at 
a better future. However, after waiting a year for my high 
school exam results, I was devastated to find that I had failed 
key subjects—English and barely passed Mathematics. My 
uncle’s solution was disheartening: retake the exams while 
apprenticing as a barber and selling yogurt. Frustrated and 
disillusioned, I decided to return to my parents. My uncle re-
fused to fund my trip, but desperate, I threatened to sell his 
belongings, which forced him to relent.

Upon returning home, my father was furious, interpreting 
my actions as disobedience. He disowned me, devastating my 
mother, who had high hopes for me as her firstborn. With no 
support, I moved back to the city, where I reconnected with 
a girl who would later become my wife. Despite my uncer-
tain future, her unwavering support became the foundation 
of our relationship. I promised her that together we would 
fulfill our destiny, a commitment I’ve upheld for decades.
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At nineteen, I felt like I was spiraling out of control, my mind 
like a riderless horse wandering aimlessly through a land-
scape of despair. While my peers were already enrolled in 
colleges and universities, I was left grappling with the over-
whelming question: “What can I do to turn my life around?” 
In my search for answers, I turned to a childhood practice—
fasting.

Determined to find clarity, I embarked on a dry fast, abstain-
ing from food and water for several days. By the seventh day, 
my body was depleted, my temperature soared over 104 de-
grees, and I lay on the floor, exhausted and desperate. In this 
half-conscious state, I glanced at the King James Bible and 
stumbled upon a verse that would change my life: “While we 
look not at the things which are seen, but at the things which 
are not seen: for the things which are seen are temporal; but 
the things which are not seen are eternal.” At that moment, 
something clicked. I wept for sadness and joy simultaneous-
ly—sad because I realized I hadn’t been controlling my mind; 
it had been controlling me. Joyful, because I finally under-
stood that I could take charge of my life experiences.

This realization led me to what I now call “Cerebri Dominus,” 
or “being in control of the brain.” I recognized that I had been 
living a “Regentem Cerebrum,” a life governed by the brain 
rather than actively governing it. This breakthrough marked 
the start of my transformation.

Shortly after, a friend handed me a polytechnic admission 
form, leading me to pursue higher education. This new path 
ignited a bold dream: to live in America. Despite never hav-
ing flown on an airplane, I channeled my focus into mani-
festing this vision. Three years later, I was a college student 
in the United States, living what once seemed like an unat-
tainable dream.

Since then, I have embarked on a multifaceted journey, serv-
ing as an infantryman in the U.S. Army with combat expe-
rience in Afghanistan, a pastor, working in the IT industry, 
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and now a successful entrepreneur. Drawing from these di-
verse experiences, I have crafted a transformative Personal-
development program designed to empower others, specifi-
cally to get on top of your horse (your brain). My mission is 
to provide individuals with the insights and tools they need 
to transform their lives, helping them embark on their self-
transformation journey

Getting on the Metaphorical Horse

So, how do we get on this metaphorical horse? Many believe 
that positive thinking and motivation are enough to bring 
about change. This view assumes you’re simply misusing 
your brain and need to channel it better. However, the truth 
may be more profound: it’s not that you’re using your brain 
incorrectly, but rather, you’re not using it at all. Even worse, 
your brain is being controlled by forces you’re likely unaware 
of. When were you ever taught how to effectively use your 
brain? If your experience mirrors mine, the answer is never. 
We know we have a brain, but we fail to recognize it as the 
most powerful tool for shaping our lives—including achiev-
ing business success. To truly thrive, it’s essential to reclaim 
control over your brain and learn how to leverage it effec-
tively. All the skills and strategies for success are pointless if 
you don’t have control over your mind. The real foundation 
of success is mastering your brain and intentionally guiding 
it toward your goals. Many believe external factors such as 
God, fate, or luck determine success. While these may influ-
ence your path, without a properly trained and optimized 
brain, none of these will guarantee success. Countless people 
believe in God but still experience misery and failure. The 
brain is the only tool truly responsible for success in life and 
business. Without it, you wouldn’t be reading these words or 
contemplating their meaning.

If you allow your brain to run on autopilot, driven by exter-
nal influences, your chances of success are slim, regardless of 
how hard you try. It’s not a matter of using your brain incor-
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rectly—you have not been using it at all. Instead, it has been 
using you, controlled by your environment. To understand 
how to reclaim control, we must first explore how the brain is 
formed and how it operates. Once you grasp this, you’ll un-
derstand how to take charge of your mind and, by extension, 
your life.

Brain Formation

Around weeks 3 to 4 of pregnancy, the neural tube forms, 
which will eventually become the brain and spinal cord. Ini-
tially, this structure is simple but quickly develops into more 
complex forms. By week 5, the neural tube divides into sec-
tions that will become the forebrain, midbrain, and hind-
brain. By week 8, these brain regions continue to differenti-
ate, and the cerebral cortex—the area responsible for higher 
cognitive functions—begins to take shape. By the end of the 
first trimester, the basic brain structure is established, and 
neurons (nerve cells) start forming and migrating to their 
designated areas.

During the second trimester, the brain undergoes rapid 
growth and specialization, with the cerebral cortex folding to 
form the grooves and ridges characteristic of an adult brain. 
From about 24 weeks onward, synapses—connections be-
tween neurons—form rapidly, a process that continues into 
early childhood. By birth, approximately 86 billion neurons 
are present in the brain, nearly the same as in an adult brain, 
along with around 100 billion synapses. This large number of 
synapses allows for rapid learning and adaptability in early 
life. Postnatally, the brain undergoes synaptic pruning, elim-
inating unused synapses to create more efficient brain func-
tion and specialization.

From the moment the brain begins to develop in the womb, 
it is shaped by its surrounding environment, which becomes 
its primary influence. This environment includes not only 
family members, teachers, and cultural norms but also so-
cietal beliefs. By the age of two, a child’s brain starts reflect-



Sam Ayeni

290

ing these external boundaries, with “No” often becoming a 
favorite word—symbolizing early responses to environmen-
tal limits. As the brain continues to develop through adoles-
cence, these accumulated experiences solidify, often becom-
ing accepted as unchangeable truths. By the age of 25, the 
brain is deeply conditioned by its environment, leading many 
individuals to equate their habitual patterns of thought and 
behavior with their identity. However, this is not the full pic-
ture of who they are. What often seems like personal truth 
is simply the result of neural wiring shaped by the environ-
ment, producing thoughts that influence choices, behaviors, 
and emotions. These emotions, in turn, reinforce the same 
thoughts, creating a seemingly endless loop. For many, this 
conditioning becomes a significant barrier to success, with 
environmental limitations preventing them from breaking 
free. In fact, about 98% of people fail to achieve their po-
tential due to the boundaries imposed by the environment 
that shaped their brain’s development. This often makes suc-
cess feel unattainable for the average person. Whether con-
sciously acknowledged or not, the thoughts and beliefs one 
holds are largely shaped by this developmental environment. 
These beliefs, reinforced by personal experiences, often seem 
to confirm the reality that “this is how life is.” Yet, this per-
ception is more an illusion created by conditioned beliefs 
than an accurate reflection of reality. In essence, your reality 
is largely a construct of how your brain has been conditioned 
to perceive the world, rather than an absolute truth.

How can you become the master of your brain and your busi-
ness?

1. Understand Neuroplasticity. 

Your brain functionality is not fixed; it’s adaptable. This con-
cept, called neuroplasticity, means the software codes of your 
brain can be rewritten. You can have a different brain fast if 
you are willing to rewire it. The structure remains, but the 
function becomes different. The hardware is the same, but 
you are reprogramming the codes. 
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2 Intentionally Harnessing the Power of Imagination 
with Thanksgiving Through Repetition.

Imagination, one of the mind’s six higher faculties, becomes 
incredibly powerful when combined with thanksgiving. At 
19, I began practicing this daily. Every morning and night, 
I would close my eyes and vividly picture scenarios where 
I was the main actor. For example, I imagined myself in a 
classroom in America, interacting confidently with class-
mates and professors. Once the mental scene felt complete, 
I would express gratitude and thanksgiving to the divine 
within me, believing in the power to manifest these visions. 
Over the years, I crafted numerous scenarios aligned with my 
goals—surviving combat in Afghanistan, running successful 
businesses, and leading high-level meetings. In my “business 
success” visualization, I saw myself having conversations in 
boardrooms with industry leaders, and I felt the emotions of 
confidence, excitement, and accomplishment. Imagine—a 
young boy from a remote African village picturing himself 
in discussions with someone as influential as Brian Tracy. 
This is the power of intentional imagination with thanksgiv-
ing. By repeatedly visualizing such scenarios, I wasn’t mere-
ly daydreaming; I was training my brain to experience and 
manifest the success I envisioned.

3. Replace negative explicit memories in your brain.

This is crucial for reshaping your present and future. Our 
brain contains three memory types: 

Short-term - Implicit  - Explicit

Short-term memory, housed in the prefrontal cortex and 
parts of the parietal lobe, serves as the brain’s executive cen-
ter, helping to process and manage tasks in the present mo-
ment. Implicit memories, involving automatic actions like 
riding a bike or typing, are stored in the basal ganglia and 
cerebellum, which play crucial roles in learning and fine-tun-
ing motor skills. On the other hand, explicit memories are 
consciously recalled, such as facts or personal experiences, 
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and are closely tied to emotions. These memories are stored 
in the hippocampus and amygdala, brain regions responsible 
for processing emotions. Unfortunately, negative experiences 
like failure or hardship often become deeply ingrained, cre-
ating emotional responses that hinder creativity and prog-
ress. To overcome these limiting memories, it’s essential to 
use imagination paired with gratitude throughout the day. 
By consistently visualizing your desires with positive emo-
tions and thanksgiving, you can begin to rewrite the emo-
tional impact of past experiences, replacing negative memo-
ries with ones that inspire growth. This practice has been a 
cornerstone of my success, allowing me to focus on positive 
outcomes and pave the way for continued personal and pro-
fessional transformation.

4. Silence: 

To enhance mental clarity and achieve peak performance, 
start by embracing silence and disconnecting from all me-
dia distractions, including TV, social media, and video games. 
Silence provides the essential space for introspection and 
allows you to hear your own thoughts, cultivating personal 
insight and growth. Without frequent noise from others, the 
mind can process ideas and set clear goals, leading to focused 
action. Taking control of your path involves choosing to dis-
connect, even from well-meaning influences. Others, even 
with good intentions, may attempt to define your direction, 
but taking responsibility for shaping your own life’s key. For 
instance, when I was 18, my uncle suggested I become a bar-
ber, an idea my father supported. Yet, I knew I wanted some-
thing different. Stepping away from external definitions, I 
avoided a path others had set, creating my own story—one I 
can share with you today.
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5. Connect with Feel-Good Vibes. 

Believe it or not, it’s not the business or any external pur-
suit you truly desire—it’s the emotional payoff tied to suc-
cess, accomplishment, and meaningful contribution. These 
emotional payoffs give purpose and value to your efforts, 
as they represent the fulfillment, freedom, and satisfaction 
that make life worthwhile. The goal of any pursuit, whether 
in business, relationships, or career, is to experience these 
emotional payoffs. It’s not the wealth itself you seek, but 
the emotional rewards it brings. To create lasting positive 
change, it is essential to immerse yourself in elevated emo-
tions consistently. Make a conscious effort to dwell in this 
state for a few minutes each day, allowing the feeling to 
gradually infuse your entire day. With practice, this emotion-
al uplift will transform into a habit, becoming a natural part 
of your daily rhythm and fueling your growth, energy, and 
productivity. By making this emotional alignment habitual, 
you set the foundation for long-term success and well-being. 
Life is your greatest enterprise, and your purpose is to gen-
erate true wealth in every dimension—wealth that comes in 
the form of uplifting emotions. Your greatest profits are the 
love, joy, peace, patience, kindness, and goodness you expe-
rience within yourself and share with others. These are the 
lasting riches that transform your journey and the lives of 
those around you.

How I Can Help You

Unleash your full capabilities with an evidence-based per-
sonal development and coaching program, crafted to empow-
er you to master your mind and create the life you envision 
and deserve. Leveraging my journey and diverse experiences, 
I provide the essential tools for significant growth and last-
ing transformation. Visit samayeni.com today to embark on 
your journey of transformation.



Bell Kim

Bell Kim is an accomplished vi-
sionary entrepreneur, mindset 
life mentor, and public speaker 
who founded UNIBELLA Family 
Day Care and UNIBELLA Com-
munity Care, creating safe and 
secure, inclusive environments 
for early childhood education 
and disability support. A mother 
of three, Bell’s journey from 
South Korea to Australia was 
marked by challenges, including 
language barriers, cultural shifts, 
and fi nancial hardships. Through 
resilience, she transformed these 
obstacles into opportunities for 

growth, shaping her belief in the “Life Trilogy”—What I Want, What 
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The greatest gift to others is unconditional  
love and acceptance. 

“Maximum Achievement”  by Brian Tracy

Have you ever felt lost, or wondered what your true purpose 
is? Or maybe you’ve found yourself torn between what you 
want to do and what you have to do? 

I have found that people go through identified stages in their 
lives. 

My journey has been shaped by a deep belief in the stages of 
life, which I call the ‘life trilogy’: 

1.  What I want to
2.  What I have to
3.  What I’m called to 

This trilogy encapsulates the essence of personal/business 
growth and transformation and reflects my core values of:

• Love
• Care
• Warmth
• Respect
• Compassion
• Inclusion 

Through my experience as a young mother of 3 and running 
UNIBELLA Family Day Care (Early Childhood Education and 
Care Service Coordination Unit) and UNIBELLA Community 
Care (Disability Service Registered Provider) in Australia, I 
have witnessed the transformative power of understanding 
and navigating these life stages. 

As a visionary entrepreneur, transformational speaker, and 
trusted life mentor, I have dedicated my life to supporting 
and inspiring individuals to reach their full potential by dis-
covering their core values. 
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I share my insights and provide audiences with a roadmap 
to self-discovery, resilience, and fulfillment. By exploring the 
trilogy of life, I will guide you through the stages of discover-
ing your identity, integrating into society in harmony with 
one another, and ultimately realizing your calling (purpose) 
to contribute to the greater good.

Curiosity About Life

My life’s journey began with a curiosity about people’s life 
experiences. Growing up, I was fascinated by the stories of 
the people I met — their work experiences, dreams, struggles, 
and overcoming — and I always asked them about their lives 
and heard many stories, regardless of age. 

Also, my field of work was influenced by my mother’s dedica-
tion and commitment to her community as a childcare pro-
vider and disability advocate. This allowed me to discover 
early childhood education and care and disability support 
from an early age. My resilience and strength in the face of 
challenges comes from my father’s consistency in his com-
mitment to many areas of his life.  

The average child goes through the “I, my, me, mine” stage 
until they develop the “we, us, our” stage in the 3–5-year 
age group (Nixon, D & Aldwinkle, M 1997, Exploring: Child 
Development from Three to Six Years, Katoomba, Social Sci-
ences Press) depending on individual development. 

Through these development stages, children learn how to 
live in harmony with others. Through trial and error, they de-
velop new skills and create their worldview.

Great Growth and Independence

As a young child, I didn’t understand the agony of people’s 
lives. I didn’t have any profound interest in considering their 
problems or issues. My focus was on myself and my desires. 
Of course, I was under the guardianship of my parents, so 
there was no full responsibility on me at that stage. Being 
the only child in the family, I had the complete attention of 
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my parents. I was able to continue my education in South 
Korea, until my parents asked me, “Would you like to study in 
Australia?” Because of the hardship of the education system 
in my country, I came to Australia to study. During my first 
time in Australia, I experienced a language barrier, cultural 
shocks, and a new adjustment of my worldview. I have expe-
rienced great growth and independence in my life over time.   

When I completed my tertiary education, I met someone I 
believe is a good person to spend the rest of my life with. 
We decided to get married after university graduation, and 
we had 3 beautiful children year after year. I still believed 
that my life ahead of me would flourish without difficulty. 
My dreams seemed to fade away as my life had been circling 
in the same position for 6 years, plus I had to take care of 
3 juniors. Moreover, imagine that your contribution is only 
enough to enable your family to live from day to day.

Exhausted and Lost

Have you ever had a moment when you felt so anxious that 
you couldn’t sleep at night? That was me. The first thing 
I did in the morning was to check my bank account to see 
whether it had any money. Countless challenges in life came 
to me and I realized that I wouldn’t be able to seek my desire 
or world, and I was physically exhausted and mentally lost. 
There was no way out but to survive one day at a time. 

I had to redirect and re-educate myself with the new concepts 
of life responsibilities with no exits. With these new concepts 
of accepting challenges, I came back to the world with differ-
ent perspectives. Seeking and accepting every employment 
opportunity was critical, and failure and denial always fol-
lowed; however, there was no luxury to quit or turn back, but 
I had to learn patience and new skills to move forward; be-
cause it was to put food on the table for my children and my 
family. Having gone through this crucial stage of what I have 
to do / what I need to do, I have found more opportunities by 
attending different jobs and courses in various fields such as 
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hospitality, education, community support, counseling, play 
therapy, interpreting and translating, music, disability, and 
many professional developments step by step at low cost.

Learned and Lived Experiences

One day, by chance, I started my own business with my 
learned and lived experience. So, in 2013, my journey began 
with the establishment of UNIBELLA PTY LTD and founded 
UNIBELLA Family Day Care to meet the needs of my family 
and our community. 

Throughout this journey, I met amazing people who intro-
duced me to various opportunities and connections. These 
experiences allowed me to work as an employee in different 
companies and businesses. In return for their kindness and 
support, I later employed some of these individuals at UNI-
BELLA. For the past 8 years, we’ve been working together to 
build a community that values the beauty of collaboration 
and mutual growth.

Other new challenges unexpectedly arose through the li-
censing process and existing employment arrangements. It 
took me a long time to realize I was spending more money 
than I was earning. In the process, we had to brainstorm new 
income ideas to sustain our family life. After a few years liv-
ing in survival mode, we formally started our business jour-
ney. The first three and a half years were tough, and we were 
grateful to survive on our other source of income. I had small 
savings after breaking even. Our service was proudly grow-
ing as we had 24 educators and about 130 children under our 
care. I was finally ready to scale my business. Then COVID-19 
hit. I was up against the wall again. But the window was open, 
as always. During my survival mode, I saw the gap in educa-
tion and care support between mainstream and additional 
needs. Then I decided to invest the savings to support people 
with disabilities.

Five years later, I am living to support and inspire each in-
dividual to thrive in a community that values the beauty of 
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being together and cultivating a supportive community that 
enhances the beauty of living in harmony with each other.  

The Quest for Purpose

A pivotal moment in my life was when I realized many people, 
regardless of their backgrounds, share a common struggle: 
the search for meaning. This realization came at a particu-
larly challenging time when I was facing uncertainties and 
setbacks. This motivated me to develop a more profound un-
derstanding of the three stages of life and how they interact 
to shape our journey.

Through my work, I identified a critical need for guidance in 
navigating life’s transitions. I observed many were stuck in 
the ‘what I have to’ stage, feeling disconnected from their 
true desires, purpose, and potential with a complacent at-
titude. This disconnection often develops into feelings of 
frustration and lack of fulfillment. Shifting mindsets (ac-
knowledging, accepting, navigating, expressing, and moving 
through the feeling) takes a lot of courage and support from 
others when necessary. I saw an opportunity to help others 
bridge this gap by providing the tools and support to move 
from mere existence to purposeful living.

Principle 1: Self-Discovery (“What I want to”)

Self-discovery is the foundation of the Life Trilogy. It in-
volves understanding your true identity as a human being, 
your motivations, and your desires. At this stage ask yourself, 
“What do I really want out of life?” 

Tips:

1. Reflect regularly: Self-reflection plays a crucial role in 
your self-discovery. Journaling your thoughts can help 
clarify your desires and motivations. 

2. Seek feedback: Talk to trusted people or mentors who 
can provide honest feedback about your strengths and 
weaknesses. 
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3.  Explore interests: Try new activities that interest or 
bother you. This exploration may lead to the discovery 
of hidden passions. You may pass this stage finding 
nothing. However, you will always return to this stage 
when you start to discover your purpose. 

Principle 2: Integration (“What I have to”)  

Integration is about connecting with others and developing 
the skills and perspectives needed to thrive in society. It in-
volves taking responsibility and learning from different ex-
periences. 

Tips:

1.  Build relationships/network: Cultivate meaningful 
relationships with those who inspire and challenge 
you. 

2.  Develop skills: Learn new skills that align with your 
interests and goals. 

3.  Keep an open mind: Have a different perspective and 
try new things.

You may need to go through this stage first to learn new skills 
and take on your responsibilities. 

This mirrored my journey during the early days of building 
UNIBELLA. I had to learn how to integrate my desires with 
my responsibilities to my family and community. The “what 
I have to” stage is not about abandoning your dreams, but 
learning how to balance them with the realities of life. It’s 
about developing the patience, resilience, and perseverance 
to move forward.

Principle 3: Purposeful living (“What I’m called to”) 

The final stage, Purposeful Living, is about fulfilling your 
calling and contributing to your neighbors. Since there is no 
physical distance between lifestyles, your neighbors are not 
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limited to those next door. It is about using your talents and 
experience to positively impact others. 

Tips.

1.  Look for opportunities: Be prepared, opportunities are 
out there. Think about how your skills and passions 
can benefit others. 

2.  Set visions: If the vision is clear, you can find a 
way to get there. It is a good motivator. When you 
have a desirable vision, you will face the challenges 
confidently.

  Applicable to Business, too

I believe my trilogy applies to any area of our lives. 

All 3 life stages can be applied to business. I have learned 
through my life and business journey that my business is a 
direct reflection of my inner self. If you want your business 
to be healthy, take your self-care seriously. Through my life 
journey, I have realized that my physical, emotional, and 
spiritual care is most important. You may have seen/heard 
the oxygen mask demonstration on an airplane. If you have a 
person you want to help in an emergency, you have to put on 
your oxygen mask before you can help others. 

Before you start your journey as an entrepreneur or business 
owner, you will have a dream of getting rich fast. The excite-
ment comes and you feel nothing will stop you from achiev-
ing your goals. This is your Stage 1.  

What actually happens after you start your business? 

My second stage, ‘What I have to do’, is all about responsi-
bilities and obligations to your loved ones and other people 
who are related to you. Here you learn patience, sacrifice, and 
resilience through commitment. You learn to treat your fail-
ures as learning experiences and use them to improve your 
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approach. In this stage, you will be shaped and equipped ac-
cordingly. 

Typically, success comes in the second stage of life as you 
become aware and start to accept challenges through many 
experiences. However, success can happen without fulfilling 
your purpose because your fulfillment cannot be equated 
with your success. Many successful people will discover their 
value in this stage as their skills and abilities increase, and 
they begin to look at supporting others as living in harmony 
with others will bring them success.

In business today, supporting the community and others in 
need is crucial, and it looks different from service to service. 
Supporting the community can be more enriching if the vo-
cation is the basis of its motivating cause.

Visioning for a greater good 

Mastering the Life Trilogy can transform lives and careers. 
When people align their actions with their true desires and 
purpose, they experience a deeper sense of fulfillment and 
satisfaction. For example, many of my clients have moved 
from feeling lost and unfulfilled to living purposeful and im-
pactful lives by applying the principles of self-discovery, in-
tegration, and purposeful living. 

Here is a case study: 

“I never felt loved unconditionally by anyone” by Julia.  

When I first met Julia, she was at the start of her journey of 
self-discovery. She had spent years feeling unworthy of love 
and unsure of her purpose. Julia was lost in the noise of soci-
etal expectations and her inner doubts, much like I was when 
I began my journey. I remember a time in my life when I was 
consumed by my desires and unaware of my true potential. 
This phase can be filled with excitement but also clouded by 
confusion. The desire for external validation or material suc-
cess often eclipses the deeper, more meaningful pursuit of 
inner fulfillment.
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I spent 2 weeks on a 1:1 intensive retreat program with Julia 
and learned about her life journey. There were different chal-
lenges and victories along the way. It was interesting that we 
all came from different backgrounds but had things to share 
through our experiences. 

Guiding her by sharing different ways of adapting and per-
spectives on her existing experiences, experiencing different 
environments and time management, and challenging her 
with new action lists were the most effective outcomes of the 
retreat program. 

She also commented after the program:

1. “I deserve to be cared for and loved. I felt overwhelmed 
at first, but I accepted it because I felt the love from the 
bottom of Bell’s heart.

2. I have learned self-reflection.
3. I focus on my responsibilities as I have received so 

much energy from Bell through her devoted footsteps 
in her family, work, and community.”   

 Key takeaways:

The Life Trilogy: 

• What I want to
• What I have to
• What I’m Called to

provides a powerful framework for personal and professional 
growth and development — physically, emotionally, and spir-
itually.

By understanding and navigating these stages correctly, you 
can unlock your full potential and live a life of purpose and 
impact. You must accept that each person’s journey is unique 
and requires continuous reflection and adaptation at each 
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step. Consistency and commitment will support your journey 
and set you on the right path. 

As you continue to learn and grow, I invite you to connect 
with me at trilogy@bellkim.au and join our community of 
other like-minded individuals committed to living harmoni-
ously and positively impacting the world in which they live. 

Together, we can achieve the beauty of being together.
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“Constantly renewing oneself is the challenge of life.”    
 Leonardo da Vinci

In the spring of 2020, my world came crashing down. The 
pandemic hit us all hard, but for me, it didn’t just disrupt my 
daily routine—it nearly obliterated the business I’d poured 
my heart and soul into for years. Everything I’d worked so 
hard to build seemed to evaporate overnight. I was left star-
ing at the wreckage, completely lost for the first time in my 
life.

But as they say, when one door closes, another opens. I found 
myself at a crossroads: throw in the towel or seize this crisis 
as an opportunity to create something new from the ashes. 
That’s when I tapped into my family’s entrepreneurial spir-
it—the women before me who never backed down from a 
challenge. My mom and grandma were both business own-
ers, and my dad ran one of Berlin’s biggest real estate devel-
opment firms. Growing up in that environment, I gained a 
unique perspective on both sides of the coin: the weight of 
responsibility that comes with being a CEO and the power it 
needs to strike out on your own.

This realization, coupled with my unconventional path from 
singer and art historian to successful entrepreneur, gave me 
the push I needed to reinvent myself. I mustered up the cour-
age to craft my approach, blending my eclectic mix of pas-
sions and expertise into something I could share with others. 
Now, as an ICF-certified Master Business Coach and LUXX 
Profile Expert, I help female leaders to uncover and develop 
their unique talents reaching new heights and accelerating 
their leadership impact.

THE CANVAS OF YOUR POTENTIAL

Art and creativity were woven into the fabric of my child-
hood. It was this passion that led me down a path of profes-
sional singing and art history studies. But the entrepreneur-
ial blood running through my family’s veins couldn’t 
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be ignored, and before long, I found myself drawn to the 
world of business. What’s always set me apart, though, is my 
ability to see the interplay between beauty and leadership in 
the grand scheme of things.

Over the years, as I’ve worked with women in leadership 
roles, I’ve crafted a unique approach that blends business 
coaching with artistic sensibility. It’s this fusion of art and 
commerce that gives my work its special edge. Think about 
it – just like every masterpiece is one-of-a-kind, each of us 
has our own distinct inner beauty and strength. My job? To 
help you uncover that hidden masterpiece within. We do this 
through targeted reflection, tapping into creative processes, 
and mustering up the courage to stay true to who you really 
are.

Here’s what I know for sure: every single one of us already 
has everything we need to succeed. We’re like diamonds – 
multifaceted and incredibly powerful. Each diamond sparkles 
in its own way, precious and nearly impossible to alter. Sound 
familiar? That’s because it’s just like us.

Often, it’s the smallest shifts in how we see ourselves and 
tackle challenges that make all the difference. I’m here to 
encourage women to explore all their brilliant facets, to rec-
ognize that unique inner radiance, and to fully grasp their 
power. Because that’s the secret to reach your true potential 
as a leader who’s not only authentic but also deeply in tune 
with others.

THE COLORS OF YOUR LEADERSHIP

As women in leadership, we’re up against a whole host of 
challenges. More often than not, we’re our own worst critics, 
constantly battling that nagging feeling that we’re just not 
good enough.

Let’s talk about Imposter Syndrome, that persistent doubt 
about your own abilities. Recent studies show it’s not just 
you – nearly half of all leaders are grappling with this (and 
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the actual numbers are probably way higher). After all, who 
wants to admit they’re plagued by self-doubt in a world that 
seems to only care about results? Especially in the corporate 
jungle, there’s this fear that if you dare to show any vulner-
ability or admit to your fears, you’ll be seen as weak or in-
competent.

But what if we could hit the pause button on this negative 
thought spiral? What if we started seeing ourselves as one-
of-a-kind masterpieces, with depths of beauty and potential 
just waiting to be uncovered?

I’m convinced that the unique spark within each of us – that 
inner beauty that makes us who we are – isn’t just feel-good 
fluff. It’s the secret to real, lasting balance and success.

When you learn to embrace who you are, quirks and all, when 
you find the courage to stand tall in your truth, and when 
you start seeing those stumbling blocks as stepping stones 
– that’s when the magic happens. That’s your ticket to con-
quering those challenges, overcoming self-doubt, and finally 
becoming the leader you were born to be.

I know who I am

“I know who I am.” It’s a simple phrase, but don’t be fooled—
it often comes after a long journey of self-discovery. Getting 
to know yourself, truly and deeply, is key to uncovering those 
hidden gems of your inner beauty and letting them shine in 
your everyday life.

In my years of exploring personal growth, I’ve found that art 
journaling stands out as an incredibly powerful tool for self-
awareness. Think of it as a creative diary where you can ex-
plore your inner world and get a better grasp of your thoughts 
and feelings.

And you don’t need to be an artist to do it. It’s not about 
creating a masterpiece—it’s about letting your thoughts flow 
freely on the page and expressing your emotions in whatever 
way feels right to you. 
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Exercise: Find 10-15 minutes each day for your art journal. 
This is your canvas to paint, sketch, or collage images that 
capture your current headspace and emotions.

Let your mind wander freely – don’t sweat the final prod-
uct. Maybe you’ll splash a page with colors that mirror your 
mood, or doodle little sketches that bring your dreams and 
goals to life.

Pay attention to the colors, shapes, and symbols you gravi-
tate towards, and how you arrange them in your journal. You 
might be surprised by the insights you gain about what really 
makes you tick. This creative reflection is your chance to get 
more in tune with yourself and your aspirations.

And there´s another exciting aspect of this practice: the sim-
ple act of putting pen (or brush) to paper. It’s a technique 
that’s been a game-changer for some of history’s greatest 
thinkers and artists. Take Leonardo da Vinci, for instance. 
He’s said to never have left home without a trusty notebook, 
jotting down every observation and thought that crossed his 
mind. This habit made it easy for him to connect the dots 
between different ideas later on. There’s something power-
ful about seeing your thoughts in black and white – it makes 
them feel more real, more achievable. Research shows that 
collecting, writing down, and sketching out ideas in a note-
book doesn’t just boost your self-awareness, it also stimu-
lates your creativity and innovation skills.

Embracing who I am

The journey to authentic leadership starts with a simple yet 
powerful step: recognizing your strengths and weaknesses. 
Once you’ve got a handle on these, it’s all about learning to 
embrace them and use them strategically. This is the essence 
of true authenticity.

Creating a list of your abilities and challenges can be a game-
changer. It helps you approach these aspects of yourself more 
mindfully and shape your behavior accordingly.
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Exercise: Take a moment to jot down your top 5 strengths 
and 3 weaknesses and display this list somewhere you’ll see 
it often. It could be on your bathroom mirror, your fridge, or 
at your desk. Next, think about how you can leverage your 
strengths in your day-to-day life. 

As for your weaknesses, don’t shy away from them. Instead, 
develop strategies to either minimize their impact or, better 
yet, transform them into strengths. Remember, both your tri-
umphs and your challenges play a crucial role in shaping you 
into the unique leader you are.

CRACKS CAUSED BY SELF-DOUBT

Today’s leaders navigate a landscape defined by a high level 
of uncertainty – often referred to as VUCA (Volatility, Uncer-
tainty, Complexity, Ambiguity). In this environment, deci-
sion-making demands more than just technical know-how. 
Traditional management approaches frequently fall short, 
failing to fully grasp the intricacies of complex situations.

In these uncertain times, self-reflection has become more 
crucial than ever. Leaders face constant pressure to make 
snap decisions, often with incomplete information. This is 
where self-awareness proves invaluable: it provides clar-
ity even when external factors remain uncertain. Your inner 
strength becomes your anchor in turbulent waters.

Self-doubt and impostor syndrome can severely undermine 
your effectiveness as a leader. When you lack confidence, that 
uncertainty ripples out to others. The result? Decision pa-
ralysis, stagnation, and endless, fruitless discussions.

I’ve been there myself. In the years leading up to the pan-
demic, I vividly recall battling constant neck tension, head-
aches, and sleepless nights. But beyond these physical

symptoms, my outward perception took a hit: uncertainty is 
often mistaken for incompetence, which can ultimately call 
your entire leadership into question. That’s why a strong in-
ner core is essential – a personality that remains steady and 
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decisive, even in times of crisis. Only then can you prevent 
those inner cracks from forming and truly accelerate your 
leadership impact.

Self-Leadership: A Critical Skill for Modern Leaders

For today’s leaders, self-awareness is paramount. It’s about 
asking the tough questions: Why am I doing what I’m doing? 
Does my current path align with my true desires?

People are drawn to authentic leaders because they sense a 
groundedness and a clear set of values. When you cultivate 
self-awareness and authenticity, you’re not only providing 
direction for yourself but also instilling confidence in your 
team.

In our rapidly evolving world, I believe that self-awareness 
and the ability to make decisions in uncertain conditions will 
become essential leadership skills. Self-leadership means 
recognizing and managing your inner drives and impulses.

One powerful tool for developing this skill is embracing si-
lence. Quiet moments allow us to step back, make clearer 
decisions, and tune into our inner voice. Many of my clients 
who incorporate regular periods of retreat and stillness into 
their routines report improved decision-making and a great-
er sense of balance. They’ve shifted from being purely reac-
tive to proactive, able to project calm and clarity even in the 
most hectic situations.

STRENGTH BEGINS WITHIN

My experience during the pandemic taught me a valuable 
lesson: it’s not just about weathering setbacks, but about us-
ing them as springboards to emerge stronger. But how can we 
achieve this?

We often hear about the importance of resilience. However, 
true resilience isn’t passive endurance. It’s not about in-
creasing our capacity for suffering, but rather developing the 
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active ability to bounce back from setbacks and chart a new 
course.

This is one of the most crucial skills you can develop to tackle 
professional challenges and navigate life’s difficult phases.

The key lies within ourselves and our capacity for self-lead-
ership. When you can provide yourself with the necessary 
structure and support, you’ll be better equipped to guide your 
team or family through tough times. This means allowing 
yourself moments of rest, tapping into your inner strengths, 
and maintaining a forward-looking perspective.

Exercise: To immediately tap into your inner strength and 
beauty, try integrating this simple ritual into your daily rou-
tine: The “Art of Mirroring.”

Whenever you overcome a challenge – big or small – take a 
moment to reflect. Ask yourself: What carried me through 
this situation? Visualize exactly what helped you, then jot 
down a quick note or sketch in your notebook.

Over time, this practice hones your self-reflection and self-
awareness skills. Day by day, step by step, you’ll build and 
reinforce your self-confidence.

BALANCE IN EVERY STROKE OF THE BRUSH

Many of my clients possess exceptional skills, yet often lack 
the confidence to fully utilize them. That’s why a key focus of 
my work is nurturing self-assurance and personal impact. In 
our coaching sessions, we develop leadership styles that are 
both authentic and empathetic. These approaches aren’t just 
effective – they boost employee satisfaction without creating 
work-life imbalances. And here’s a bonus: they’re enjoyable 
too. Because yes, leadership should be fulfilling.

Creativity plays a crucial role in this process. It’s not just for 
artists anymore. In today’s business landscape, creativity is 
one of the most valuable assets a leader can possess. It’s the 
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key to finding innovative solutions, generating fresh ideas, 
and charting unconventional courses.

Creativity flourishes when we challenge ourselves to think 
“outside the box” and introduce novel perspectives. For in-
stance, try shaking up your next team brainstorming session 
with prompts like “What if we had an unlimited budget?” or 
“How would we tackle this problem if we were 100 years in 
the future?” Creative leadership is about fostering innova-
tion and embracing new ways of thinking.

Incorporating art into this process can be a powerful catalyst. 
Art is more than just aesthetic pleasure; it’s a mirror reflect-
ing our thoughts and aspirations. Simply engaging with art-
work can unlock doors to self-discovery and help shape your 
unique path to success.

Why? Because engaging with and contemplating art natural-
ly triggers a process of self-reflection. When we interact with 
a painting or sculpture, we’re prompted to consider questions 
of meaning, context, and emotional resonance. This reflec-
tive process often spills over into our personal lives, encour-
aging us to examine our own values, dreams, and experienc-
es. Simultaneously, it fosters personal growth by challenging 
us to confront various aspects of ourselves and think beyond 
our usual boundaries.

But there’s more to it. Art can also be a powerful tool for en-
gaging with and understanding our own emotions. Paintings, 
sculptures, and music can evoke a wide range of feelings: joy, 
excitement, melancholy, and thoughtfulness, to name just a 
few. By interacting with artworks, we hone our ability to rec-
ognize and articulate our own emotions.

This emotional intelligence is crucial for understanding our 
true desires, needs, and goals – the foundation of inner peace 
and clarity. It’s not just about identifying feelings, but about 
contextualizing them within our broader life objectives.
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Integrating artistic approaches into leadership practices can 
yield remarkable results. Incorporating art as a medium into 
everyday leadership is actually more straightforward than 
you might think.

One technique I frequently employ in my coaching sessions 
is working with art analogies. I’ll spread out postcards and 
photos of diverse artworks on a table and invite participants 
to choose a piece that intuitively represents a current chal-
lenge in their team. We then discuss which elements of the 
artwork correspond to their situation and brainstorm poten-
tial solutions that emerge from this analysis.

Which aspects of the artwork mirror the situation at hand? 
What novel approaches to problem-solving might this per-
spective inspire? This method stimulates unconventional 
thinking and can uncover surprisingly innovative ideas and 
solutions.

BECOME THE MASTERPIECE OF YOUR TRAITS

Our uniqueness, inner beauty, and strength are the corner-
stones of authentic and successful leadership. With the right 
techniques and guidance from a coach, you can unlock this 
sparkling innate potential.

After a prolonged period of virtual interactions, there’s a 
palpable craving for genuine human connection. There’s an 
undeniable magic that occurs when we meet in person – an 
energy that simply can’t be replicated through a screen.

That’s precisely why I favor face-to-face coaching. At my 
retreats in Italy, women experience firsthand the transfor-
mative power of personal coaching. These retreats provide a 
nurturing environment for you to uncover your inner beauty 
and strength. Drawing inspiration from art and our 

surroundings, we delve into deep reflections and self-discov-
ery, often leading to life-altering revelations.
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I invite you to embark on this journey of self-discovery. Let’s 
bring your inner strength to the forefront and chart your 
unique path to success.

As Leonardo da Vinci once said, “The height of genius is to 
see the extraordinary in the ordinary.” I challenge you to dis-
cover the extraordinary within yourself. Together, let’s push 
the boundaries of what you so far thought was possible.

https://heikebrittaunap.com/
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Hello, my name is Ekaterina Lyubushkina. I sincerely hope 
this chapter will be beneficial for many business people. 
Whether you are at the beginning of your journey, unable to 
see your big goals and mission, feeling tired, or no longer be-
lieving in your business idea, you must read this chapter to 
the end.

I own five successful businesses in the field of cosmetology. 
At 38, I manage a large staff - these are my people who have 
achieved great results with me and continue to stride forward 
shoulder to shoulder. We have grand plans. At this stage of 
our development, drawing from our experience, we assist 
others who also wish to grow, develop their businesses, and 
overcome various difficulties. 

Here, I want to briefly outline my path and share golden tips 
that helped me achieve excellent results in developing my 
companies.

My Story

I was born into a large family with nine children, and I am 
the eldest.

I grew up in an old house. We lived modestly. My parents de-
manded rapid growth and development from me, teaching 
me to take responsibility not only for myself and my edu-
cation but also for my younger brothers and sisters. They 
worked a lot, and I always helped them - looking after the 
children, cooking, and cleaning.

I thought that after graduation, I would start a family and 
have children, following the example of my large family. 
But my dreams got the better of me. After finishing school, I 
moved to a big city to develop and study because there were 
more prospects and opportunities, and life was more active 
and interesting.

Relatives constantly discouraged me from career growth, 
which was offered to me quite quickly at work. They believed 
that it was a big responsibility and there were many risks that 
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a young woman should not take on. They wanted to protect 
me from possible mistakes, believing that the safer and more 
comfortable life was, the better it was lived.

I did not agree because I had experienced enough difficulties 
and sorrow in life. And I regret nothing. All this made me 
quite strong, smart, and experienced. 

When it comes to developing yourself and your business to 
change the world for the better, I will advise you. Because it 
is precisely such goals in business that you should strive for.

I Decided on My Path

I have always been interested in new technologies. And I 
wanted my work to benefit people. Therefore, I chose the di-
rection that was gaining momentum in its development and 
wanted to become one of the best specialists in my chosen 
field. To be involved in something new and actively devel-
oping. And most importantly, to something that brings ben-
efits, beauty, joy, and youth. 

I decided that I needed to study cosmetological devices, 
which at that time were considered somewhat miraculous, 
and no one understood how they worked. I eagerly studied all 
the technical specifications and wanted to always be aware of 
all the innovations and technologies. Later, I became one of 
the best specialists in understanding cosmetological devices. 

But not everything went according to plan, and I faced the 
first difficulties that I could not cope with. I learned many 
negative facts about the quality of the equipment sold by this 
company. And I saw many complaints from clients about in-
juries during procedures. 

Unfortunately, the company’s management did not pay at-
tention to these complaints and did nothing to solve this 
problem. They were satisfied that they could use substandard 
equipment, which was cheap, and made a large profit. Man-
agement did not listen to me.
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This was a turning point, as I was not going to negotiate 
with my conscience. I made the only correct decision, I 
quit this company.

I highly recommend you follow this direction: 

“Create a quality product that benefits society.”

So, I wanted to change the existing system in the cosmetol-
ogy business, and I decided to start doing what I had never 
done before. Open a new business, register a company, and 
become an entrepreneur. This was a new experience for me; 
I opened a service center for repairing cosmetological equip-
ment and a school for cosmetologists. 

I wanted people to start distinguishing between quality and 
safe equipment and substandard and dangerous equipment. 
I saw my path clearly but I didn’t know it was so interesting 
and unpredictable.

Creating Revolutionary Changes

To create some revolutionary changes, you have to go through 
different periods. Often, there are very strong emotional ten-
sions because you face a large number of tasks and difficul-
ties, especially when there is no support from people close to 
you, and those around you say that you will not succeed.

I started solving the priority tasks and underwent training in 
marketing. Then I launched advertising campaigns, started 
hiring employees, and we got our first clients. At first, ev-
erything seemed very difficult, but if you continue to think 
further and delve into problems, as a rule, you come to the 
simplest solutions. 

At this stage, you need to invest a lot of time and effort and 
never give up, as most new entrepreneurs will quit here.

Before I opened the business, I had a dream to create my 
own high-quality cosmetological equipment. I even made 
sketches and drawings, which I still keep as confirmation 
that dreams come true. 
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This dream at the beginning seemed unattainable, as large 
investments were needed, and it would have been difficult 
for me to implement it alone. But my employees helped me 
to implement it. I already had a large assortment of equip-
ment, which was in great demand among our clients. It took 
time to get to this point, but the equipment was high-quality 
and safe.

I think one of my big advantages was that I learned quite 
early about the mistakes made by other companies, whose 
activities I analyzed, and many of which eventually ceased to 
exist because they neglected their clients’ trust. I tried to ex-
clude the possibility of similar mistakes with my companies. 
You need to know what your competitors are doing.

There is a good quote from Henry Ford: When it seems that 
the world is set against you, remember that an airplane takes 
off against the wind.

Today, I know the strengths and weaknesses of each manu-
facturer of cosmetological devices around the world. I know 
what is inside each device. Therefore, I can confidently tell 
you what to buy and what not. 

My company manufactures cosmetological devices - my 
dream has come true and I own a cosmetology clinic equipped 
with the most modern equipment and staffed with excellent 
specialists. I invest in the development of discoveries and 
technologies in the field of device cosmetology. 

And here I am writing a chapter in a book with Brian Tracy, 
which I can hardly believe. 

How to Play the Successful Business Game

I want to be an example for those of you who want to improve 
yourself and make the world better. Your lifestyle and bank 
account are the result of your daily actions. I know firsthand 
how to start the right business and successfully run it. When 
starting your business journey, you need to be ready for risks, 
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complex and unpredictable situations, and mistakes, and to 
quickly draw conclusions and exclude mistakes in the future. 

Never give up. The business process is scary and unpredict-
able in the beginning. It resembles a computer game - where 
you create your own goal and pave the way to achieving it. 
You need to be patient and venture into a new unexplored 
world, full of interesting puzzles and tasks that need solving. 
The main question you will most often ask yourself on your 
journey is: “What should I do?”

Your Business “Computer Game”

You are the main character of your game and you have no 
plan at the start. So, you must draw possible paths for the de-
velopment of events and movements, you choose the speed 
and level that you want to reach. It is inevitable that you will 
encounter obstacles of various kinds that will slow you down. 
Here, the weak perish, and the most important thing for sur-
vival is to focus on creating something important.

You will meet interesting characters, some of whom you will 
go along with, and some who it is best to part ways with. Nev-
er wear rose-tinted glasses.

But you always know that the path itself is the most interest-
ing thing in this game. Sometimes it sets you back, but you 
must understand that no one climbs to the top without ob-
stacles. There will be difficulties, thanks to which your world-
view will expand and you will always learn something new. 
You need to believe in your ideas and be ready to implement 
them.

You must keep moving, occasionally slowing down for a little 
rest - but never stop. In business, the weak either become 
strong or perish.

You will become more interesting and stronger. Business 
becomes a lifestyle. You gain experience, acquire various 
“skills” and learn to see things as they could be.
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And then it’s not so scary anymore because you have become 
a strong hero, where nothing will be an obstacle to achieving 
your goal. You can control all processes, from washing floors 
to the strategy of the business. Nothing more can scare you, 
slow you down, or hinder you. You have realized your super 
ability, and the main thing was to wait for the right moment. 

Your growth, horizons, and your power allow you to see far 
into the distance, and at this level, you can move at a higher 
speed, as you have learned how to quickly and effectively by-
pass obstacles and realize your dreams. You can predict the 
future, and benefit from it.

My 7 Golden Tips for Business Success

To move faster and gain knowledge for success, here are a few 
of my golden tips that will help those who are just starting as 
well as those who have been in business for a long time:

1. You need to choose the right strategy. In my case, the strat-
egy was that I knew something that no one else knew. And 
here it is important to choose the path of an honest and qual-
ity product. Because a good product sells itself, as people buy 
it repeatedly and recommend it to others. Many businesses 
have stopped growing and developing only because clients 
were disappointed in them and no longer purchased repeat-
edly. Such companies need to find new clients each time, 
which requires large advertising expenses, negative reviews, 
and small profits. Therefore, it is better to choose the right 
path at the start.

2. You must have a big goal. How do you see your product 
in ten to twenty years, or perhaps longer? How necessary is 
it for people? What benefits does it bring? Are you proud of 
your product? How relevant will it be after many years? It 
is important that you and your employees have a shared vi-
sion so that everyone understands and everyone moves in 
the direction of the common goal. Initially, you will gain ex-
perience, then the big money will come. First of all, you and 
your employees should have a goal, that is not only about ac-
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cumulating wealth but also about striving for happiness and 
well-being. To succeed in business, it is necessary to make 
others see things as you see them. You cannot start a busi-
ness without a reason and a goal.

3. Next, you need a working business model. You need to un-
derstand the tools of marketing and advertising, and what is 
responsible for the flow of inbound inquiries. Where and how 
will you find potential clients? How will you organize your 
sales department, who will handle clients, negotiate with 
them, and then generate income.

You will need to organize the transfer of the product to the 
client, the provision of the service, and deliver what the cli-
ent paid for.

4. Test whether there is demand so that you only invest mon-
ey in products that will sell.

5. If everything is “OK,” gradually recruit and expand your 
team.

6. At the beginning of your journey, while you are creating a 
business model and building processes, you need to dedicate 
a certain period of your life to the cause. You need to learn a 
lot and work hard, which will allow you to become success-
ful. And later, when your income becomes stable, you need to 
persistently plan to develop your brands, which is the next 
phase of business development.

7. The need for your constant presence in the business has 
come to an end, you no longer need to be its most vital re-
source. This is the natural stage to exit the operational pro-
cesses. At this stage, you need: 

Leadership skills

Learn to work through your employees 

It will be difficult, but you must learn to trust and delegate 
processes. Communicate with your employees. Setting tasks 
and asking about them means instilling discipline in people. 
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Hire a manager who will further develop the team and be ac-
countable to you for the end result. A self-working team is 
essential.

There are not many points, and it is good when there is a 
clear plan of action. But do not start a business without a 
vision and goals which must be aimed at benefiting society.

Don’t be a Slave to Your Business

Business allows you to be free. But to not become its slave, 
it is necessary to build a system, build understandable and 
autonomous processes, and automate your company so that 
all employees work on the desired result without your par-
ticipation. 

Understand that all new skills come with new knowledge, 
and experience, through pain and blood. Entrepreneurs are 
not born; they develop because all this knowledge needs to 
be learned and it is necessary to apply and test in practice to 
make the right management decisions.

Successful business people are leaders with a special mind-
set, ambitious and goal-oriented, and capable of adapting to 
any conditions. Raise your head and you will find that there 
are many people above you who are much faster and smarter, 
and much richer. Keep looking there as you climb up.

Set ambitious goals, and think about what new things your 
business can bring to society because all major global com-
panies in one way or another have the goal of changing the 
world.

I will end the chapter with a quote from Theodore Roosevelt: 
“It is better to dare to do mighty deeds, to achieve glorious 
triumphs, even though checkered by failure, than to rank 
with those poor spirits who neither enjoy much nor suffer 
much, because they live in the gray twilight that knows nei-
ther victory nor defeat.”
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What You Need to do Next

If you are interested in becoming involved in the exciting and 
profitable world of health and beauty then I can consult with 
you to give you the best chance of success in the market. You 
can reach out to me at

https://www.instagram.com/miss.kiss.clinic/



 Congratulations!

You have now come to the end of this powerful book  

Cracking the Business Mastery Code.
Many of the chapters in this book have told real stories of 
triumph over adversity. Ordinary people told their stories of 
how they started with nothing (in some cases less than noth-
ing) and created flourishing businesses through passion, per-
severance, and working smart.

It doesn’t matter who you are or where you are from – you 
can do this too!

Everyone has the chance to succeed in their life but only a 
few do this.

Be one of the few by taking action and achieving your dreams.

Don’t just read this book – use it to inspire you to create the 
life you have always dreamed of!

All of the authors in the book did this and you can as well.

Utilize the proven techniques that the authors have provided 
to transform your life and your business.

By applying what you have learned, you can crack the busi-
ness mastery code too.

 

Thank you for reading this book.

If you would like to tell your story in the next Brian Tracy 
book then please reach out to Medhat and make it happen.

medhat@briantracy-publishing.com

We wish you every success for the future.

 

Brian Tracy

Medhat Zaki
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