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"The best way to predict the future is to create it."
-Peter Drucker, Author & Business Expert

"What is that?" my wife said.
“Well, it's a fax machine," I said with a tone that was like, duh!
"But why did you buy a fax machine? I just don't get it!"
My wife was upset and she was ruining the thrill that normally comes when unwrapping
a shiny new electronic toy from its packaging.
"I just don't understand, when we have like zero money, how you can justify buying a fax
machine?"
"I told you already. I need it so that clients can fax me their contracts."
"But you don't have any clients! You haven't even made a single sale!"
She was right. Deep down I knew she was right. It stung. It hurt. And it was a huge wake
up call. Would you like to know why I bought the fax machine? Wait for it… wait for it… I
wanted to be a life coach. Yep, but not just any life coach! A professional, “certified” life coach. I
already spent $2,500 of borrowed money to pay for a certification and yet I came out of it with
no business plan and no paying clients whatsoever.
Don’t get me wrong. There’s nothing inherently wrong with being a life coach - as long as
it’s founded on real business practices. Which I wasn’t doing. But I did what I thought I was
supposed to do! In my mind, I was already a hugely successful professional, certified, life coach.
Now all I had to do was to “create the space” and the business would follow… right?
I got busy setting up an office for myself. I bought a brand new desk, telephone (yes, a
landline), pens & pencils, business cards, and even a freaking fax machine... for $230... that we
didn't have.
I had the entrepreneurial desire. I just didn’t have any skills to back it up.

Still no clients and still living on borrowed money. With my tail between my legs, and a kid on
the way, I returned to the land of employment. After some searching on Craigslist and
schmoozing some placement agencies, I landed a good-paying job that was close to home. I
wasn't free to hang out with my family whenever I wanted, but at least we had money for rent.
With the new job, something marvelous happened. I learned two very important things:
1 - I wasn't cut out to have a job – my personal freedom was way too valuable for me to
give up
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2 - I needed to learn how to create a real, profitable business that would allow me to
leave the land of employment

With a head full of Tim Ferriss (The 4-Hour Workweek) and Gary Vaynerchuk (Crush It), I
started my own business. This time I knew exactly what I needed to do. I already spent every
spare moment I had learning general business skills and focusing heavily on sales and
marketing. After all, in business if you don’t have sales, you don’t have anything.
I wasn't interested in creating the next Google. I didn't want investors. I didn't want a
job. I didn't even want millions of dollars. What I wanted was a lifestyle. I wanted to do
whatever I wanted, whenever I wanted, with whomever I wanted. And I wanted a business to
pay for it. In other words, I set about to create a lifestyle business.
I bootstrapped and sold services to real paying clients. In my first 30 days, I made
$2,050. Certainly nothing to brag about but I was ecstatic. I had proof that I could sell and that I
could make money without a job.
After that first month, I spent the next two years scaling the business. I put systems in
place. I put a team in place. I got on top of my business. And then I took off to live in the
Caribbean for 2 1/2 years together with my family.
As I write this little preface to what I hope is a really helpful book, I'm looking outside to
a country that isn’t my own. Next month, I board a plane leaving from London going back to the
United States after being away for 3 years and spending the last 5 months living in Europe with
my wife and three kids - all paid for by the business I created.
When I reflect on that previous Sean, the Sean who desperately wanted to be free but had
no idea how, I can't help but think of all of the emails I've received. They're emails from people
also looking to free themselves from their jobs, start a profitable business, and just plain have a
better life together with their loved ones.
And that's who this book is for. It's for all the "Sean’s" out there who can't stand sitting in
traffic only to sit in a cubicle all day. It's for all the people out there who see photos of tropical
beaches or castles in Europe or safaris in Africa or outback adventures in Australia and dream of
being there themselves. It's for all the people who want to start a business and make their own
money but aren't sure where to begin. It's for all of the people that just plain want to decide what
they're going to do on a Tuesday morning.
If this describes you in any way, well then my new amigo, you're in the right place. Let's
discover together how you can create your own business and start living the life of your dreams.
It's not fluff. There's no rah-rah here. Just real principles from a guy lucky enough to
have pieced it together. If you're ready, let's get started towards the lifestyle you deserve.

Sean Marshall
Edinburgh, Scotland

9

"The ability individuals have right now to deliberately design their lives
and realities is greater than at any time in history.”
-Taylor Pearson, Author of The End of Jobs

If you’re reading this book, chances are good that there’s some discontent in your life and that
you’re looking for something better. Personally, I think that’s fantastic! No, I’m not some weirdo
that likes misery. I’m just a guy who knows that you need some pain in your life to make forward
progress. Like most people, you’re most likely more motivated to avoid pain rather than to
actively seek pleasure.
This book is going to help you do both. It will help you move away from the pain and
work towards getting some real, soul-satisfying pleasure in your life.
To be fair to you though, I’m not going to sugarcoat anything. Some of the info in this
book may push your beliefs about jobs, income, and money. And that’s the goal. I'm a disruptor,
an agitator. I want to take the old ways you’ve been doing things and set them on fire. Why?
Well if the old ways were working so well for you, then you wouldn’t be reading this book! I want
to show you a new, more leveraged, more powerful way of doing things. Unless you’re a
multimillionaire already, the info in this book is going to help you - if you apply it that is.
There may be some things in this book that you don’t agree with. That’s fine. Your beliefs
don’t change mine. Just because you may not agree with the info in this book doesn’t mean it’s
not true. What I’m going to share with you are the exact strategies that I myself used to break
free of the job, create my own business, and live a dream lifestyle. They’re the exact strategies
that people I’ve personally worked with also used and now are living their own dream lifestyles.
What I’m offering is a guide down the path to total and complete personal sovereignty.
I’m going to show how it’s possible to break free of what society expects you to do. If you decide
this path isn’t for you, that’s your choice. If you’re content with your job, a boss, and a week of
vacation time a year, cool. Let’s just shake hands and part ways now. My message isn’t for you.
Really.
However, if you’re intrigued, and even a small part of you cries out for freedom, then
read on partner!
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About now, you might be thinking, “Who is this guy? Who does he think he is?” Well, there’s
really no easy way to say it without sounding like an arrogant jerk but here goes. Simply put, I’m
living my dream lifestyle. Note - everything I’m about to write sounds totally cliché but it’s the
truth.
For starters, I don’t use an alarm clock. I don’t need to or want to. I wake up when I’m
done sleeping. After working my butt off for two years, I took off to live in the Mexican
Caribbean with my wife and kids. We lived there for 2 ½ years before taking off to Europe for
almost half a year. My older two kids are bilingual and even my youngest has been to 10
countries in her 3 years of life on this planet. With my main business I work about 5-10 hours a
week - all by choice. I’m no millionaire, but I’m living my exact dream lifestyle. What more could
I ask for?
I know, I know. Enough with the ego trip dude!
I just want to make the point that I’m really living this thing. I’m not preaching this stuff
from a tiny apartment in Kansas. It’s one thing to get excited about something, start a blog, even
teach it to others. It’s quite another to actually do it.
If there’s a general theme throughout this book, it’s this: make money and then do
whatever the heck you want to do! Sounds simple enough? It is! That doesn’t mean it’s not going
to take a lot of work. Just because it’s simple doesn’t mean it’s easy.
Let’s make one thing perfectly clear - how you make money is completely voluntary and
flexible. Nobody is forcing you to get a job at a the local big box retailer or a multinational coffee
shop. You need money. That’s a fact. How you actually make it is up to you.
The one element of your life that is not flexible is time. With that in mind, you need to
chose very carefully how you’ll spend your time. Will you trade it away for money at a job? I sure
don’t want to. I’m speaking from experience!
I used to sit in a gray cubicle daydreaming about the screensaver on my computer. I’m
not even joking! When I moved up in the world and got an office with a window, my view went
from my screensaver to staring outside. I used to watch people coming and going and wonder,
“What do they do for money? How are they able to just do whatever they want during the day?”
On lunch breaks I would go to the shopping mall and pretend that I had all the time in
the world. I hid my little work badge in my pocket and wandered aimlessly. I tried to avoid
looking at my watch. I knew it only meant that soon I would have to get back and stare at a
spreadsheet or send meaningless emails.
That all changed once I figured out how to create my own income source that bought my
freedom. And that’s what this book is all about. It’s me downloading all of that information,
experience, and know-how into a happy, little packaged bundle for you.

Not too long ago, I met up with an old roommate and good friend of mine. It had been over a
decade since we’d last seen each other and we were finally getting a chance to catch up. And
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where do two 30-something dudes go to catch up? Why, Dairy Queen of course! Well, at least
that’s what we did.
As we plowed through our ice cream sundaes we talked about business, family, and life.
Then it got a bit more serious when my friend mentioned that while he generally enjoyed his job,
he wanted more. He wanted to have more money and free himself of his job. More importantly,
he was willing to do the work towards making that happen. I asked him some deep, hard-hitting
questions and I could tell he was ready to take the next step.
Not too long after our little meeting, he and his wife got together and had a powwow.
They set some goals and decided to take a side business she’s been working on to the next level.
I’m happy to say they’re on their way!
I want this book to be our own little trip to the ice cream shop! Just you and me, buddy.
But let’s be honest, I can only get so far with a book. I’m going to have to do all of the talking but
it’s my hope that you will not only feel inspired to move forward, but also that you’ll know how
to actually make it all happen.

First, I’m going to quickly discuss some of the current challenges we’re facing. If you’re like most
people, you want to have some more money in your life. Maybe you want to quit your job. Maybe
you want to pay off a car or a house. Maybe you’re like me and my family and want to travel or
even live abroad for a while.
Fortunately, there’s never been a better time in history to make it happen! I’m not
kidding. With our current state of technology and distribution of information, it’s never been
easier to make money and then do whatever you want. Don’t believe me? Well, throughout the
pages of this book, I’m going to show you how everyday normal people literally looked up how to
do something online, then did it, and then cashed out… myself included.
After digging into the challenges and the amazing opportunity that’s waiting for you, I’m
going to share with you exactly how to do it all. I’ll break it down how you can identify a great
opportunity and create a business based on your own values. I’ll share with you not only how to
make a profit but also how to pursue and find happiness. Yes, I said happiness. In a business
book? I know. Crazy, right?
After I’ve got you on your way to growing a profitable business, I’ll share with you how to
scale that sucker. This will allow you to free up your time and then do whatever the heck you
want to do. It’s a pretty simple formula actually.
At the beginning of each chapter, I’ve sprinkled in some fictional people and share their
stories. These stories are for fun but also make a point. They each target a different demographic
- a 20-something college grad & single mom, a 30-something dad with a family & mortgage, and
a 60-something woman who desperately wants to retire. We’ll watch them as they start their
own businesses following the principles outlined in this book. These people are fictional but
based on people I actually know.
I've also added different appendixes at the end of the book. Don’t skip these! They’re
probably some of the handiest parts of the book! Appendix A lists out a bunch of lifestyle
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business ideas. The point here is really just to get you brainstorming on a business that you can
get excited about and start yourself. One of the lifestyle business samples listed might be
interesting to you.
Appendix B is going to break down your own 60-day game plan. This is where you put it
all to work! I mean really, this is a how-to book. If all you do is read along, nothing is going to
change in your life. I’m going to assume you want change and it’s my hope that you actually do
all of the action steps listed out. These are things I’ve done, others have done, and now it’s your
turn. Go through the chapters, read the stories, and then get busy applying the principles in your
own business and life!
This book, unlike any other book I know, is a fast pass to creating your own fully
functioning lifestyle business that will buy your freedom. It’s not just a book that you close the
final page and think, “Oh, that’s a nice story”. It’s a tool to help you out. Just so you know, I’m
totally conscious of what I’m saying here. I mean really, I just said that if you follow the stuff I
lay out in this book, and actually do the steps, you will have a business that creates total freedom
for you. That’s pretty awesome, right? I know it’s a bold statement and I take it seriously.
I’ve packed this book full of the best advice and tips from my own experience and that of
dozens of others who are literally living their dream lives because of their businesses. It’s my
goal that you read this thing and then get busy doing it! With any luck, I’ll bump into you on a
white sandy beach somewhere and we can go get some ice cream.

I’ve put a lot of work into this book to give you the best tool possible to work with. However,
nothing I'm about to share is going to be easy. It's going to take work. If you're looking for a get
rich quick kind of thing, you won't find that here. If the words responsibility, hard work, hustle,
sales, goal-setting, and planning turn you off, this book isn't for you.
There's going to be a need for change of behavior. To create a successful lifestyle paid for
by a business that you create, it might get uncomfortable for you. You will have to do things you
might not have done before. You might have to leave your TV viewing habits behind. You might
have to pick up the phone and call somebody. You might have to stay up late or wake up early.
But I promise you, it will be worth it!
I recently met a guy who was literally homeless and now is well on his way to being a
multimillionaire. He chalks up his success to his action. He says he just reads books and does
what they say. In his words, "just read it and do it".
Oh by the way, remember the title of this book? I’m serious when I say 60 days. I’m
going to break down everything in the book to be applied in 60 days so that you can be making
money quickly. I’m going to give you the basics you need but not waste your time with too much
theoretical stuff. I’ll get to the nuts and bolts quickly.
It’s 60 days. Within those two months, you’re going to push hard. Just so you know, you
might not have the most so-called “balance” in your life. You’ll also be swapping out things like
TV and social media and replacing them with money making activities.
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If you’re married or in a serious relationship, you’ll need to have a conversation with
your significant other. You’ll need to be on the same page. It’s 60 days to be hyper focused and
you may need the help of your spouse.
Will you be able to retire in 60 days? Heck no! The goal is to get you set up and making
sales within 60 days. In other words, you’ll create a fully functional business within 2 months
and then you can scale from there. With enough hustle, you could realistically reduce your
personal involvement with the business to under 10 hours a week within a year’s time. I know
people who’ve done it in much less.
There’s another reason why we’re going to push hard for 60 days - it’s to move faster
than fear. Fear, more than anything else, is the #1 thing I’ve seen kill businesses before they
even get started. By moving fast and getting everything done in 60 days, you won’t have time to
even think about fear. Any of those, “you can’t do it” voices won’t even have time to form in your
mind. You’re going to short-circuit fear. You’ll move faster than it.
Also, you just plain don't need more time than 60 days! I personally made money in
under 30 days. I know people who’ve done it in their first week! 60 days is plenty of time to get
everything set up and making money. On day 61, you can focus on driving more sales and then
think about scaling up.
Additionally, if you want to get crazy and really put this all to work, consider checking
out the course that accompanies this book. Go to FamilyRocketship.com/60Day to learn more.
That said, if you’re ready to get started, let’s dive into what’s happening in this world and
how you can totally capitalize on it!
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“The secret of success in life is for a man to be ready
for his opportunity when it comes.”
-Benjamin Disraeli
“Instead of wondering when your next vacation is,
maybe you should set up a life you don't need to escape from.”
--Seth Godin, Author & Entrepreneur

Steve looks at his watch and then at the traffic ahead of him. It’s 8:39 am and his phone says
with the current traffic, he’s still 42 minutes away from his office building. He’s going to be late
for work - not the best way to start the week.
Steve inches forward on the freeway just outside of Denver. He looks to the upcoming
exit and wonders if he can take side streets and chance the lights. Instead, he sends a text to his
boss, “Sorry about this. Traffic is nuts. I’m running a bit late.” He hits send and then looks in the
mirror.
For a 37 year old, his eyes look older than they should. He looks to the gray hairs starting
to come in just above his ears. He looks down at a photo on the dashboard. His family - his wife
and their 2 kids standing with the Eiffel Tower behind them, all smiling from ear to ear. They
saved for two years and finally took a dream vacation to Paris. Castles, crepes, and absolutely
zero reports to file. That was over a year ago.
Just then, his phone buzzes back. “OK” it says. Steve doesn’t like the neutral response. Is
his boss happy? Is she mad? He didn’t even want to find out.
Steve tosses his phone to the seat and looks out his window. He sees another guy inching
past him in an SUV. It’s loaded with kids complete with two river kayaks and inner tubes tied to
the top, obviously a fun day at the river.
“Lucky” Steve says out loud. “What does he do for a living? I wonder if he has a
mortgage.”

What follows is an email conversation I had with a new friend I met at a business summit that I
spoke at a little while back. I’ve edited it down to the essentials and the ‘...’ represents a bit of
time between emails. I’m ‘S’ and he’s ‘K’. Check it out:
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K: Hi Sean - Great talk! It's very inspiring when you hear someone with a similar back story. I make a
pretty decent living here in LA just hate being stuck to LA. Hopefully, we can incorporate some of our
successes to into your lifestyle model.
S: Wow, yeah with your guy's experience, there's for sure something that will translate to being a bit more
free. I'd be happy to brainstorm with you.
...
K: Yo Sean! Just checking in with you. We're heading to Hawaii next week. I'm looking forward to some
diving, golfing and relaxing!! I can't believe how different things have been since the Summit. I've started
getting my sales going on Amazon, my marketing site is almost done....oh, and I hate my day job ;)
S: You hate your day job? :) Careful man! They'll be able to smell it on you! You've got to act like a
perfectly functioning drone until you decide to break from them instead of vice versa.
K: Oh, the writing has been on the wall for a while. We both know it's just a matter of time. I'm at an
executive level so I know the owners well but neither of us are ready to pull the trigger… but you never
know, we leave Monday for Hawaii and I might get back to a white box on my desk ;)
S: Have fun in Hawaii!
...
K: Guess what happened?! Came back from vaca to a severance package, 3 months insurance.
S: Dude no freaking way!!! I can't believe that! Well, yes I can. Man, I don't miss that world. So, sorry but I
guess congrats too!
K: You were so right, they smelled it on me and I knew it was coming! Ultimately it's a blessing so yea,
thanks for the congrats :)

Think that K is a unique case? Not at all!
Not too long ago, I met a cool guy named Anthony. He’s about my same age and station
in life. He’s married with a couple of kids and when I met him, had a job with a law firm doing
all of their online marketing. After we got to talking, I told him my entire story and how if he’s
already doing online marketing for a law firm, there’s no reason why he couldn’t start his own
digital marketing agency and get a bunch of clients. He could then get a team in place, free
himself up, and do whatever he wanted.
He told me later that he couldn’t sleep that night. He kept thinking about our
conversation and just knew he could make it happen. He figured if a normal guy like me could
do it, he for sure could do it. Long story short, he put together his website in less than a day, got
his first paying client a few days later, and put everything in place to leave his job as soon as
possible.
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We were on the phone one day and I said, “Be careful man! Once you get this in your
system, it’s like poison. It will take a hold of you and won’t let go until you’re a free man. Watch
yourself at your job. They’ll smell it on you!” He said he wasn’t worried.
Then about two days later he texted me saying he’d been let go of his job because they
couldn’t afford him any longer and that it was go time. I couldn’t believe it! Well, actually I
could. When I called him I apologized for jinxing him but congratulated him on his first step
toward freedom. Ever since then, Anthony’s been hustling like a madman and is already getting
more clients. He’s just beginning his journey. For me, it’s so cool to watch because I know what
awaits him!
How about another one? Not too long ago, my cousin called me out of the blue and told
me he wants to start his own lifestyle business. He works for his family business but puts in way
too many hours. He told me that he literally works 18-hour days, travels all around the western
U.S., and lives out of tiny motels. I could hear the exhaustion in his voice.
After talking for about 2 hours, I finally just asked him, “Dude, what do you deep down
really want?”
He paused for a moment and then said, “I just want to be happy. I want to be free. I want
a lot of time for my family.”
I’ve got even more of these stories! Ever since I dove into this world, I’ve met people
from all over who want more - more money, more freedom, more time with family, more
happiness.
It’s happening all over! If you’ve ever been laid-off or are just plain tired of your current
work or financial situation, this book is your solution. I know that’s bold. But I’ve also got the
experience of meeting and working with all of these people that helps me know this lifestyle
business thing is pretty cool and a great solution for a lot of people.

Recently I had a great conversation with my friend Connor. He owns a “traditional” business - a
roofing company up in the Seattle area. He related to me that now one of the biggest indicators
of his success is actually the lack of hours he puts into his business. In other words, the less
hours he puts in, while still watching his business grow, the more successful he considers
himself. I think time involved while still making it grow is an outstanding metric for any
business owner, regardless of the actual business.
This is a paradigm shift to the traditional thinking of “the more hours you work, the
more successful you’ll be”. I’ll show you how this is actually now an outdated mindset. Success
now depends on leverage. Coming up, I’ll show you how leverage is one of the biggest benefits of
a lifestyle business.
For now it’s important to note that you have to identify what success looks like from the
start. A great starting point is to think about time. Time is actually your most valuable asset and
how you use your time will determine your ultimate success. You can always make more money.
You can’t make more time. This book will teach you to create a source of income that takes care
of your needs and wants and gives you the time to do whatever you want.
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In fact, when you think about making money in your business together with time, you’ll
see that your revenue-per-hour is a powerful metric. The most powerful metric actually. Really
think about it. If you make $20,000 net income a month from your business and you only put in
one hour of work a month, then you’re effectively making $20,000 an hour. Pretty cool, right?
It’s not just an example. There are people making much more than that! Time and
money are big factors when thinking about your success in your lifestyle business.
We’re going to discuss how this business model goes hand-in-hand with your values later
on but for now, really think about what you want. What does success look like for you?
Regardless of your answer, you’ll need money to make your success happen. Even if it
means selling all of your stuff and moving into an RV, you’ll still need money for food and fuel.
Success doesn’t mean money but money is a big part of success. So let’s quickly look at that now.

Right now, if I were to ask you to think about ways you can make more money, what comes to
mind? Did you think about getting a second job? Did you think of stuff you could sell on
Craigslist? Maybe having a garage sale? What did you come up with? Be honest!
When most people think about making more money, they immediately think about
getting a better job or even getting a second (or third) job. But there’s a better way. You need to
think about how you can add more value to someone’s life. Think about what problems you can
solve to make someone’s life easier, happier, skinnier, more in love, etc.
A big question that most people don’t ask themselves is how much money do you really
need? Really think about it! Then you’ve got two choices. You can:
1 - make more money
2 - decrease your expenses
Most people automatically assume they need more money. And maybe that’s the case. A
wise person will also question if they can decrease their expenses as well. As we’ll see coming up,
another huge advantage of a lifestyle business is that you can do both! You can increase your
income, and based on your values and goals, drastically reduce your expenses.
For example, let’s say you’re living in a place like Southern California where the cost of
living is pretty high. If you start working online, then you can literally live anywhere. If you
choose to live abroad, you could actually save quite a bit on your taxes just by living outside the
U.S. for 330 days. That’s just one small example of what’s available to you!
Additionally, you might also realize that you don’t need that second family car or fancy
gym membership. Your options begin to really open up to you! If you wish, you can knock out a
number of goals (like traveling, giving more to charity work, etc) while growing your business at
the same time!
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The entire goal of this first chapter and the first section of this book is to help you start to change
your thinking. I want you to see what’s already happening to people like you and me.
There are people all over jumping into this world of entrepreneurship and as first-timers,
with no previous education or mentoring, and making a great living. These are people just like
you! Single people. Married people. People with kids. People with full time, demanding jobs. I
read stories every day of people saying ‘adios!’ to their jobs because they’ve started a business
that’s taking care of their needs and then some.
Now it’s your turn. Starting now, you need to have this mindset. Just think, “It’s my turn
now!” That’s your first step. I’ll fill in all of the steps you need to take but this first mental jump
is the absolute first step. Be tired of settling for an average life. Be excited for finally moving
forward on your own thing. It’s go time!
Coming up, I’m going to share how the old model of college + good job is changing and
how that is actually great news for you, your business, and your dream lifestyle.







If you’re not in love with your job or your financial situation, a lifestyle business might be
the perfect solution for you.
What does success really look like for you?
Your revenue-per-hour is your most powerful metric when it comes to your personal
income.
With a lifestyle business, you can think about increasing your income while decreasing
your expenses simultaneously.
Normal, average people all over are now making a great income with their own lifestyle
businesses - now it’s your turn!
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“We've got the right to choose and there ain't no way we'll lose it.
This is our life, this is our song.”
-We’re Not Gonna Take It, Twisted Sister
“Doesn’t anyone notice this? I feel like I’m taking crazy pills!”
-Mugatu, Zoolander

Brianna gets off the phone with her bank. She missed last month’s payment on her student loan.
She called and said she wouldn’t be able to pay it and was told it would be OK. Apparently that
conversation wasn’t recorded and her single-mom-and-put-herself-through-college sob story
didn’t get anywhere.
Brianna looks at her watch and swears as she realizes she only has 20 minutes before she
has to leave for work. She’s not dressed yet and she still has to drop her 4 year old off at daycare.
“Honey? Can you be a big girl and get dressed by yourself this morning?”
“Yes Mama,” comes the reply.
Brianna grabs her California driver's license but looks at it before putting it back into her
wallet. Blonde hair. Green eyes. 24 years old. Organ donor. “And a college grad working at a
freaken shoe store!” she sighs.
It’s the best she could do with a degree in Communications in an economy where college
degrees aren’t what they used to be. She slips on her company polo shirt but saves the name
badge to put on right before walking in the store. She still had some dignity.
“Honey? Sweetie? Are you ready?”
“Yes Mama.”
Brianna grabs her daughter and rushes out the door for another day of greeting people
and mentioning a 30% off promotion.

Right now, I’m going to be straight up with you. It’s my goal in this chapter to get you riled up. I
want you to rethink what’s happening in society regarding education, jobs, and making money.

21

More importantly, I want you to think about how this all affects your own personal
freedom. I want you to think about how society’s conditioning may be directly affecting your
level of happiness and overall fulfillment with life.
Don’t worry though; I’m not going to gripe for long. This is a business how-to book not
some essay on social problems!
I’m actually going to spend the rest of this book explaining the solution with exact stepby-step instructions. But for now, let’s take a look at some of the challenges you may be facing.

When I was 12 years old I woke up one morning feeling like someone had buried a butchers
knife in my right side. After a phone call to the hospital, my mom said we were going in. Just 8
hours later my appendix was removed and I had a cool new scar to prove it.
In some weird, almost Stockholm syndrome way, I fell in love with the entire process. At
the impressionable age of 12 years old, I knew what I wanted to be when I grew up… a surgeon.
For the next 6 years, I took all of the math and science classes and always opted for the
honors and AP courses. Why? Because that’s what you need to do to impress colleges of course! I
worked hard to get A’s in (most) of my classes and managed to pull off graduating high school
with honors. I didn’t have a 4.0 but I still got to wear those extra little ropey things on my
graduation gown telling everyone I was “smart”.
With good grades and a good SAT score, I had no problem getting into a university of my
choice. As for the goal of being a doctor? Well, I wasn’t so sure. I still wanted to “help people”
but I thought maybe I could focus on the mental side of things and declared Psychology as my
major.
Just two years later, I stopped going to classes. I wish I could say it was because I
founded a world-changing social media company or some awesome search engine but no, it
wasn’t. It was really because every single one of my professors said attendance didn’t matter.
Plus, I had a flexible job which let me get all of my hours in at the beginning of the week which
freed me up for taking road trips on long weekends.
Without consciously deciding it, I became yet another college dropout. For about the
next 10 years or so, I struggled with the decision to go back to school. If I just finished my
degree, then I could get a better paying job and then I could afford a house in Southern
California and then I’d be happy. Right? Well that’s what I thought.
We’ve all heard it a million times - get good grades, get into a good college, get a good
job, and that leads to happiness. It’s been handed down as the right thing to do for generations
now. The only other option was to work some kind of trade and be poor and miserable.
The question is, if a college education leads to more happiness, why aren’t there more
happy people? OK, that might be a bit of a stretch. But how about this? Why do I get emails from
college educated professionals asking how they can do what I’ve done? After all, they’re
supposed to be the smart ones right? They’re supposed to be rich and happy right? Why then,
are they asking some college dropout for help?
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I’ve got an answer for that, but first, let’s quickly look at some of the challenges with the
current university experience.

The principal challenge with most of the arguments for college is that they’re almost always
related to getting a job. Arguments for a college degree usually look like this:





A degree will help you get a good job
You’re showing employers that you’ve got discipline to see something through to the end
You’re learning how to learn and that impresses future employers
The more advanced your degree, the more money you can make

Maybe that’s true. Maybe it’s not. It doesn’t matter really. None of this pro-college logic
addresses some of the bigger problems that students are actually dealing with after swallowing
the college pill.
For starters, the big majority of students entering college are doing so because it’s just
what you do after high school. Because of that, many students have a huge lack of focus about
what they want to get out of their college education. Because of this lack of vision, they’re not as
motivated to get good grades and really learn the material.
If students somehow survive the 4+ years of the college experience, many of them come
out with no clear picture of what they’re going to do. Even worse, they got degrees in something
that’s either not directly applicable to the real world or is so common that it’s just not valued.
I’ve met countless individuals with college degrees still working at the same jobs they
had while in school. In fact, I’ve gotten jobs over people with degrees based solely on my work
experience and ability to interview well. This happened multiple times. How do I know? Because
my bosses told me! If all you need to get a good job is some work experience on your resume and
a skill at interviewing well, then that changes everything! Doesn’t it? You can skip university and
go take a class on how to land a job and you’re all set!
Another huge challenge that many graduates face is debt. But this isn’t like a maxed out
credit card for $2000. It’s crazy crushing debt that will take literally years if not decades to pay
off. Based on what study you read, students are now coming out of college with loans equaling
more than $30,000. For most of the people I know personally, the number is much higher.
Part of the challenge comes with the fact that student loans are so easy to get. And guess
what? The universities know that. It’s no wonder then that tuition keeps going up year after year
at an almost unsustainable rate and students are being buried in debt before they even hit the
workforce.
Let’s just continue to walk through it. Let’s say that the average college grad gets a degree
in something that’s directly applicable in the real-world like bioengineering, information
technology or nursing. Let’s say then that our college grad is lucky enough to land a decent
paying job that’s enough to cover his or her expenses and then some.
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The challenge comes with the student loans. Like any debt, it doesn’t just go away. It
comes a-knocken’ and it robs the college grad of any money that he or she would normally be
pouring into the economy. This isn’t my opinion. This is loosely paraphrasing many articles and
interviews of billionaire Mark Cuban. And it’s something I’ve seen in my own life. Right now, I
know a handful of college grads who owe more than $50,000 in student loans each and are
literally working jobs making $12 a hour. No joke. Will they be buying houses anytime soon?
Probably not.
As Mike Rowe, the man behind Dirty Jobs once said, “We are lending money we don’t
have to kids who can’t pay it back to train them for jobs that no longer exist. That’s nuts.” Or,
like a meme I saw not too long ago which read, “You want me to pay for school to get a job just
to get a job to pay for school?!”

At this point you might be thinking, “Sheesh! This guy really doesn’t like college!” Nope.
Absolutely not! I’m not anti-college, I’m pro-education. I’m 100% for the university experience if
it will genuinely help you further a career you absolutely want to be in.
Let me just rephrase this. I’m all for going to college if it’s something that you’re going to
actively leverage to get into a career of your choice that requires that level of education.
My own brother is an excellent example. He got started on his college experience later
than most at age 26. But then once he decided what he really wanted to do, he flew through
college eventually earning a Master’s degree with honors. His chosen profession? Speech
pathologist. As in, he helps people who’ve had strokes learn to speak again. Pretty cool, right?
And he absolutely needs an advanced degree and advanced training to do what he does.
But with what’s happening in the world today, my brother is the exception. Perhaps it
was because he was older when he got started but he was much more intentional about his
education. He got straight A’s not because he’s some overachiever but because he enjoyed his
experience and more importantly, he wanted to actually know the subject so he could apply it to
his career.
What about everyone else? What about the hoards of kids going into university “because
that’s what you do after high school”?
If you’re not a 20-something, about now you’re thinking, “Yeah, yeah, yeah. Whatever.
I’m done with school. This has nothing to do with me.”
It is important however. I’ve met a lot of people who don’t seem to be finding satisfaction
in their work or really, just aren’t making enough money, so they decide to go back to school to
advance their degree. The thinking is “if I can get a higher degree, then I can advance my
career”. And the subconscious thinking looks like this: “then I can make more money and then
I’ll be happy”.
Again, there’s nothing wrong with wanting to advance your degree and move up in the
world, but if you’re searching for more money, or dare I say, more happiness, it might not be the
most effective route. I’ll get to this in the next few chapters. For now, there are two easy steps
you can take to determine if college is for you.
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Step 1: Ask yourself: is college really necessary for what you want you to do? If it’s not,
then don’t go! Get an education from alternate sources like good books and courses from experts
doing what you want to do. Just like this book!
Step 2: Think of the ROI/consequences of your college degree. Do you really want to
owe $82,000 for a degree in Communications? Unless you’re going into engineering, law, or
medicine, you need to seriously consider if college is even worth it.
And now, let me explain why jobs are pretty much evil.

A job will not help you move towards your dream life. There, I said it. How do I know? Because I
never once lived my dream life while I had a job. Neither has anyone I’ve ever known.
Just recently, I was looking at my bucket list that I keep in Evernote. I haven’t looked at
it for a while. As I started to cross things off, I’ve got to admit, it felt pretty cool. It included
things like listening to bagpipes in Scotland, snorkeling with whale sharks, eating paella in
Spain, see ancient Mayan ruins, and more. I didn’t actually get to do any of that stuff when I had
a job. I just didn’t have the time or money. It wasn’t until I had my own business that I started
knocking that stuff out.
Your job, even a decent paying one, can never offer you total freedom. You will always
have a boss. You will always look forward to your paycheck. You will always be a cog in someone
else’s wheel. Sure, there are remote-work agreements and a lot of people have flexible schedules,
but the fact remains, you’re not totally free as long as you have a job.
I’m not saying it’s impossible to do all you want while you have a job. I am saying
however that it will be about 587 times harder. I’m going to cover in the following chapters
exactly how to make it all happen paid for by an income source that you create. But first, we
need to look at why you should probably think about leaving the concept of a job behind forever.

I don’t watch the news but when I do manage to see a headline, I almost always see something
about how politicians want to bring jobs back to America. I also see groups uniting to keep back
the changes brought on by the internet and technology. I hear about people going on strikes
demanding more money, benefits, and other such nonsense.
All the while, these people are missing one simple fact: the world has changed and it’s
never been a better time to be alive. In fact, we’re super fortunate to live at this point in history!
For most of us, to get water we just lift up a handle. We can have our food literally delivered to
our door. If we want to know something, we just ask our phone and we get it instantly.
Chances are even pretty good that you’re reading this book on some kind of screen - a
tablet, laptop, or smart phone. That fact alone should help you realize we’re in a whole new
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world. Yet, so many people are still making money in a way that is so old-world. Trading time for
money is an outdated model.
About now you might be thinking, “But Sean, I need money. I’ve got to pay the bills and
put food on the table!” You’re right. You absolutely do. You need money, that’s true. But a job
isn’t the only way to have an income.
From the fields to the factory and now to the cubicle, it’s all the same. People are making
money by being a cog in someone else’s machine. People are still educating themselves and
entering the workforce as it if we were still in the 20th century. It wasn’t a bad model. It worked
well for a time. But that model is rapidly disappearing.
My intention right now isn’t to spout off how sucky I think jobs are. My goal is to help
you realize that something new and improved is already here! A new model of income
generation is taking over – a new, more entrepreneurial-friendly model centered on your ideal
lifestyle.

There’s a new American Dream in town and it’s one that’s completely centered around providing
value to the world through your own talents, strengths, and skills. It involves a lot of hard work
and leveraging new technologies and a world economy. It involves a lot of personal initiative but
the payoff is huge. The reward is designing and living your ideal lifestyle.
A part of me really wanted to put a yellow cover on this book with a big smiley face
because at its core, this book is really about finding happiness. It’s about working your butt off
until one day you wake up and realize that you’re doing exactly what you want to that day.
Sound too fluffy for you? Well it’s true. Like I’ve already shared, because of the business I
built, I spent 3 years living in really cool parts of the world together with my wife and kids - all
pretty much because we just plain wanted to. In fact, when we were in Mexico and Europe, we
met a lot of people who were there on vacation. After talking for a little bit, they’d learn that we
actually lived there. Almost always, they would say something like this, “Gee, I sure wish I could
do what you guys are doing!” My answer was always the same, “You can!”
The core message of this book is going to be about how you can find your own freedom
and happiness. Not everyone wants to live on a tropical island or see castles in Europe. I get
that. Some people just want to golf on a Tuesday morning. Or they want to go shopping at their
favorite store and not even look at the price tag. Or they want to put their kids in private school.
Or whatever.
My deep down real reason for writing this book is to share with you how you can obtain
real freedom and yes, happiness from a business that you create. That’s what I’m preaching
here. It’s all about income, security, adventure, fun, freedom, and happiness. You may not agree
with all that I’ve shared about college and jobs. However, if you’re reading this book in order to
learn how to build a business that will pay for your desired lifestyle, you’re in the right place!
Coming up I’m going to break down the exact steps you need to follow but for now, let’s
first explore why you need to do this and why there’s never been a better time!
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College + Job ≠ Happiness. The current trends in society are proof.
A college degree doesn’t guarantee a job.
Crushing student loans keep college grads from contributing to the economy.
Think about if college is really necessary for what you want to do and think about the
ROI of that degree.
It’s much more difficult to live your dream life with a job.
The current and future economy is shying away from jobs and embracing
entrepreneurship - and that’s good for you and your dream lifestyle!
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“Entrepreneurship brings the promise of joy and riches few others will ever enjoy, working as they do in
somebody else's business – the job as it's called. The job is the place where the life is taken out of us one
day at a time, where our hearts become deadened, where the thrill of new ideas is most often met with a
deaf ear, where creativity is most often nonexistent, and where passion is reduced to the thrill of knowing
the weekend is just around the corner. What a limited world!”
-Michael Gerber, Author of The E-Myth Revisited
"Jobs are getting more competitive and less profitable
while entrepreneurship is more accessible,
safer and profitable than ever.”
-Taylor Pearson, Author of The End of Jobs

Carol cries as she hugs her friend good-bye. The company isn’t getting as many projects as it
used to and they’re making cutbacks. Her friend is an administrative assistant and as the last
person hired now becomes the first person to be let go.
“I’m going to miss you!” Carol says as she walks her friend outside with a bankers box
full of family photos and other desk trinkets. She gives her friend a big hug and then watches her
friend all the way until she drives out of the parking lot.
Carol then turns to go back inside. She looks at the ground and thinks what it would be
like to also drive away never to come back to this parking lot. She’s 63 years old. She should be
playing with her grandkids and sipping exotic drinks under some beach umbrella, not clocking
in at some crummy company outside of Chicago.
Instead, she’s walking a tightrope. Without a whole lot invested into her retirement, she
needs to work as long as she can while her health is good. But it’s a dangerous road. If she gets
let go, the chances of getting a job as good as hers are slim. And she can’t make it off Social
Security alone.
She’s thought about doing something on her own but feels it’s too late in life. Besides,
what would she do? She has no idea of where to even begin. And it’s scary just to think about it.
To make matters worse, her boss seems to come and go whenever he wants and dumps
the majority of work onto her desk. She does all of the work but for half the pay.
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Carol gets back to her desk and opens up her laptop. She stares at the screensaver - clear,
turquoise water lapping up on a white sandy beach. She imagines walking through the waves
and sighs.
Just then, she gets an instant message. “Come see me please”.
Her heart skips a beat. It’s her boss and he wants to meet with her. Like now.

What do you think of when you hear the word, ‘entrepreneur’? Do you think of billionaires like
Mark Cuban or Carlos Slim or Bill Gates? Or maybe you think about that one neighbor guy who
seems to be rich one year and then flat broke the next?
Have you ever thought of yourself as an entrepreneur? Throughout the rest of this book,
I’m going to break down how many others who’ve never even graduated from college are now
successful entrepreneurs. I’m going to break it down how you too can join the ranks. Also, I’m
going to show you how it’s never been easier to get started with your own business. In fact, if
you’re looking to have more control in your life and create more options, entrepreneurship is the
way. But I’m getting ahead of myself.
In his amazing book, The E-Myth Revisited, Michael Gerber breaks down business
owners into three categories. First, there are entrepreneurs. These are the people that have the
big vision and motivate others to get it all done. Second, there are managers. Managers love
spreadsheets and optimizing for efficiency. Third, there are technicians. Technicians make up
the biggest portion of business owners and are the kind of people that just want to do the work.
To run a successful business, you need to be a little of all of these. For this book, and the
lessons I’m going to share with you, I’m going to focus on the entrepreneurs. Don’t worry, if you
feel like you’re a manager or a technician, I’ll show you how to still make it all happen by
building a solid team around you. But first, we should take a quick look at why you would even
want to be an entrepreneur.
For starters, creating and running your own business puts you in control. It’s taking time
and money into your own hands and being in charge of every aspect of your life. I once had a
friend that wrote out, “I am the CEO of me”. I liked it! If you’re an independent person like me,
you don’t have to worry about anyone else dictating your daily life. You decide what you will do
each and every day.
Really, being an entrepreneur is about going after things that deep down excite you - like,
you get goose bumps when you think about actually doing them. It could be the business itself or
it could be the freedom that your business gives you. If you’re looking for ultimate time & money
freedom, you’re just going to need to accept that you need to be an entrepreneur.

One day about 5 years ago, my wife and I were talking to our good friends Chelsea and Connor.
Connor started his own roofing business and became pretty successful in just a short amount of
time. We were talking about the concept of jobs and if having a job really means security.
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Chelsea said, “I actually feel way more secure with our own business. It’s actually way
safer than Connor having a job and trying to please a boss every day. With our own business, I
know Connor will do what it takes to make money for us. I know he’ll literally go out and knock
doors if he has to. I mean, he already has!”
Chelsea struck on a few important points. First, real security comes not from keeping a
boss happy, but from taking matters into your own hands. Second, by running your own
business, you’re in charge of how much you make and how fast you grow. Third, it means you’re
going to have to work. It’s not for everyone, but if you’re interested in a better life, and you’re
willing to work for it, the payoff is freedom.
If you’re coming from the job world like I did, I want to get crystal clear on something just because you have a job, it doesn’t mean you have security. I know I might sound a bit
redundant here but this is important.
Have you ever heard the term ‘at-will employment’? Most people who’ve ever signed on
with a new job have read those words in their contract. Basically it means that an employer has
the right to dismiss you with or without cause whenever they like.
At-will employment isn’t just limited to hourly jobs either. It goes all the way up the food
chain, CEO’s & Senior VP’s included. So my question is, with such a clause built into every
person's working situation, does that really seem like true job security? It doesn’t seem like it to
me!
I’m going to be super blunt here. The concept of having a nice, safe, secure job will
always be just a dream. Governments, unions, & associations, try as they might, will never be
able to provide a job for people that will last indefinitely.
It may have been true 40 years ago, but the fact is that the world is now changing too
fast. Changes in technology and growth in up and coming countries like India and China are
changing the global economic scene. Those jobs where you worked steady hours with steady pay
are now being written into the history books. Everyone knows this yet most people are still
working like it’s not actually happening.
For all intensive purposes, many people are working as if it were 1955. They go to college
(like we just talked about) and then they try to get a good job where they can work for 40 years
and then retire with a pension and a gold watch. This just doesn’t happen anymore.
The simple fact is this: job security can never be a reality because it assumes that security
is something that can be created on the outside, that it’s something external. Real security is
something that comes from the inside. Real security comes from your own efforts, expertise, and
resourcefulness. Real security comes from your own industry and taking control of your life. It’s
about taking responsibility for yourself.
Let me just introduce a new, better, modern term: “at-will income”. At-will income is
basically the opposite of at-will employment. It means that instead of waiting for your weekly
paycheck from your boss, you determine how much money you’ll make and when and then what
you get to do with it.
Entrepreneurs live by this code. Entrepreneurs don’t wait for someone to give them a
handout. They go and get it for themselves. Just like my buddy Connor, they literally go out and
knock doors if they have to.
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When you ask the average person if they want more money, they of course say yes. We all have
the desire. It’s there. It’s the thing that drives us all to want the big house and the fancy cars. It’s
why game shows even exist!
I once heard entrepreneurial author Robert Allen speaking about an experiment he tried.
He wanted to help some people start their own businesses. He was already successful himself
and thought he could replicate his success with others. He said he thought a good place to start
was a local unemployment office. He was blown away with what he witnessed. After asking
dozens of people if they wanted to work personally with him and start their own business, every
single person said no. Most of them had excuses as to why they couldn’t. One guy even said he
didn’t want to lose his place in the line!
We all have the desire to want more. It’s natural and it’s healthy. But very few of us are
actually willing to do what it takes to make it happen. In fact, with the way that society has
traditionally been set up, it's too dang easy to just get a job that pays a decent wage. For most
people, this is good enough. Decades of social conditioning have taught us this is the accepted
route. However, this is all changing now in our new modern economy.
I have a good friend who works for a large investment firm. As part of his job, he’s spent
quite a bit of time in India. He’s noticed how there are so many Indian entrepreneurs moving up
in the world. He’s seen how kids learn at an early age, that if they don't work, they literally starve
to death. He said every kid on the street is hustling and that sticks with them as they get older.
They look for opportunities. They look for solutions. They’re entrepreneurs.
In our current western society, the path of least resistance is to get a job. Not only is it
too easy to just get a job, there’s something deeper and even more sinister at work: laziness. It's
easy to prostitute yourself out for 40+ hours a week for a good-enough life. It's there. It's even
encouraged by respected people - parents, teachers, professors, media, etc. After a few
generations of huge success, we've grown super complacent and we aren't hungry anymore.
These are just a few of the key reasons why more people aren’t entrepreneurs. But what if
you want to be an entrepreneur? Can you?

My good friend Rob and I go back and forth all the time about entrepreneurship. He runs a very
successful forum and has more time freedom than anyone I know. I always say that everyone
has the ability to be an entrepreneur. He always says that everyone can be an entrepreneur but
most people won’t actually do it. It really boils down to motivation.
Imagine Sally, your average sales clerk at Wal-mart. Let’s say Sally goes down in a plane
crash somewhere over the South Pacific. She somehow makes it to an island where she’s the only
survivor. Think about it! What is Sally going to do?
She’s going to get thirsty. She’s going to get hungry. She’s going to need shelter. The
question is, as an employee, she’s always done what her boss told her to do. But now, she doesn’t
have that luxury. She’s going to have to take control of her own situation. Either do that or die.
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When thinking of it this way, Sally is taking 100% control of her own actions and
creating her life experience. She’s effectively acting like an entrepreneur.
So at its root, the question of entrepreneurship is really a question of desire and need. If
the desire is strong enough and the need is urgent enough, then anybody could be transformed
into an entrepreneur. The key, and this is absolutely vital, they must be willing to work. If
they're not willing to work smart, hard, & effectively, then yes, they will fail.
As I’m going to show you, becoming an entrepreneur in the 21st century is much easier
than trying to survive on an island all by yourself! Even if you’ve been a factory or cubicle worker
your entire life, you’re living in one of the best times in history to finally take control of your own
income.
Not too long ago, I attended a conference for entrepreneurs. One of the speakers shared
how he grew up in a broken home. At one point, he was literally homeless. He then shared his
journey on how he hustled, started numerous businesses, and is now super successful. In fact,
he shared that his next milestone is to hit is 20 million in net income. During the Q & A portion
of his presentation, I asked him if he could share his single biggest motivation to his success.
Without even thinking, he said, “Oh man, I just don’t want to be poor! That’s all there is to it.”
I thought his answer was simple but profound. Coming up, we’ll discuss your own
personal motivation. In fact, you’re going to need it if you’re to take this new venture seriously.
We’ll dig deep into what will get you moving towards your dream lifestyle.
It’s often been quoted that an entrepreneur is somebody that is willing to work 80 hours
for him/herself versus working 40 hours for somebody else. They crave freedom and
independence that much. If you think that describes you in any way, you might be an
entrepreneur. For the sake of this book though, we’re going to say that you will only have to
work crazy hours for a period of 60 days or so to really get things moving. Once sales start to
come in, you can refine your systems and teams, and then scale back your work. Again, I’m
getting ahead of myself. We’ll discuss this more in the coming chapters as well.

I put the below quote at the beginning of the chapter but it’s worth considering again. It’s by
Taylor Pearson, author of The End of Jobs:
“Jobs are getting more competitive and less profitable while entrepreneurship is more accessible,
safer, and profitable than ever”.

So far, I haven’t been too shy in putting down jobs and building up entrepreneurship. It’s
basically because I just don’t understand in this day in age why anyone would want to have a job.
It’s harder than ever to get one and the payoff just isn’t that great. Again, if your dream career is
to be someone like my brother who’s a speech pathologist, then that’s cool and this book
probably isn’t for you. But even my brother shares with me that while he loves his work and his
patients, he can’t stand the politics that happen at his hospital.
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We live in the information age. To put it super bluntly, the only way you’re not making
more money in your life is because you’re choosing not to. Bold stuff I know! But if you’re in a
situation where you spend two hours or more a day commuting in traffic that's up to you. If you
want to spend 40+ hours a week at a job making somebody else more rich that's up to you. If
you want to only see your family on nights and weekends that's up to you.
Ladies and gentlemen, we have the internet! We have Google and YouTube and podcasts
and forums and blogs. There are people, like me, who’ve literally checklisted out what to do to
make money in a business! If you can follow a checklist, and take focused repeated action, then
you can have your own business and make all the money you want. I’ve done it. People I’ve
worked with personally have done it. Why not you? And that’s why you’re reading this book!
Like Taylor says in the above quote, entrepreneurship has never been so easy & risk-free.
I’m not talking about taking out a second mortgage on your house or maxing out credit cards to
get the next Facebook started. I’m talking about creating a business that you can start with very
little and scale up as big as you want.

It was around noon on a weekday that I stood in front of my home in Orange County, California
with a bankers box. Inside the box was my personal belongings from my office. I took a deep
breath and walked through the front door. Inside was my wife playing with our kids in the living
room.
My wife looked at me, then at the box, and then back at me. Then she said almost
rhetorically, “What happened?”
“I got laid-off”. And then I just kind of stood there like a dummy.
For a second, it looked like she was going to cry but then something happened. Her
whole face and posture just kind of changed. Then she said, “That’s it! You’re not getting another
job. Jobs aren’t helping us get any closer to our dreams. This is it. It’s go time!”
That moment was life-defining for us. Who would’ve guessed that just 24 months later
we’d be living the life of our dreams on a tropical island in the Caribbean? We certainly had the
goal but had zero experience in ever making something like that happen before.
That’s the entire point of this book. It’s to help you go from wherever you are to creating
the lifestyle of your dreams via your own business. Again, it’s never been easier to start a lifestyle
business that will allow you time & financial freedom. To put things in perspective, in the first 6
years of my marriage, I had 5 jobs. In the last 6 years, I’ve had 1 business. Same amount of time,
very different results. I can’t even begin to quantify my overall level of happiness.
I’ve had the chance to be the dad that goes on field trips with my kids. I’ve been able to
attend their at-school performances. I’m right there to greet them when they get home from
school. Things get even better when thinking about the time I get to spend with my wife. I’ve
been able to go on day dates with my wife… during the week. I eat every meal with her. We work
out together. We spend our best waking hours together. And yes, we even get to have sex, during
the day, instead of waiting until the kids are in bed and we’re too sleepy to do anything about it!
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The point is, I love my family and love spending time with them. I sincerely wish this
same happiness for everyone. That’s what entrepreneurship means for me. I hope it will mean
the same for you.

Recently, a friend of mine shared with me that he just wanted to make an extra $500 a month. It
would really help them out. Another friend shared with me that if he could make even an extra
$1000 a month, it would allow them to breathe a little. A coaching client of mine told me once
that he wanted to start his own business so that he could have options, some personal freedom
in his life.
At this point, I hope I’ve convinced you that you need to be in control of your income.
And you can’t do that through a job!
But if you don’t believe me, just listen to what MJ DeMarco, author of the best-selling
book, The Millionaire Fastlane says:
“If your job doesn't serve any aspect of your entrepreneurial dreams, you need to quit now. You're
unwillingness to quit is simple bribery - an excuse financed by the illusion of comfort and security. I know,
I know - the steady paycheck, the cool BMW 3-series, the rocking 2-bedroom loft on the nice side of town.
If these material accoutrements are all you need to give up on your dreams, you don't have a chance
because your entrepreneurial dreams are not the priority - your immediate comfort and security is. Yup
that's right bro, you've sold out.”

The big question is, are you going to do what it takes to have the kind of freedom that
you want? I mean, what's the alternative? Collect paychecks, hate your job, and repeat the
pattern until you die? That’s no way to live!
If you’re ready for a change however, then the rest of this book is all about exactly how to
do it. But you’ve got to decide this first. I can give you the exact how-to on everything but if your
head’s not in the right place and you’re not willing to do the work, then the material in this book
won’t work. And I don’t want you to blame me! I know this works. I’ve done it myself. I’ve
coached others on how to do it too. But it takes a decision. You have to decide if you’re going to
make it work.
Again, I’ll ask the question, are you willing to do what it takes? If so, you’re in the right
place amigo! Now let’s move on to some good stuff and discuss how to actually make it all
happen.





It’s never been easier to get started with your own business.
Having your own business puts you in control of your time and money.
Job security no longer exists (if it ever even did).
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Real security comes from your own work and taking control of your life.
Decades of social conditioning make it difficult for many people to want to branch out on
their own.
Entrepreneurship is really a question of desire and need.
With all of the information so freely available, the only way you’re not making more
money in your life is because you’re choosing not to (but that’s why you’re reading this
book!)
Make the decision that this is going to work for you.
For more interactive learning including video lessons,
downloads, tools, discussion areas, & more be sure to visit
FamilyRocketship.com/60Day
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“Entrepreneurship is living a few years of your life like most people won’t
so that you can spend the rest of your life like most people can’t”
-Unknown
“Work to live instead of living to work”
-Unknown

Steve loosened his tie and slumped down on his couch. After a long week at work, it seemed the
weekend couldn’t come fast enough. He pulled out his laptop and fired up Facebook. He noticed
an ad of some guy on a beach with a message that said, “Learn how to create a lifestyle business
and free yourself from the 9-5. Watch a quick video to get started!”
Normally Steve just ignored any ads on Facebook but at this moment, nothing appealed
to him more than being free of the 9-5. He clicked on the link and was sent to a video explaining
what a lifestyle business is. Some guy in a red t-shirt and a backwards hat was showing how
thousands of people were now using this modern business model to ditch the system.
Before he knew it, Steve had sat through an entire 30 minute video and had signed up for
the guy’s email list. After all, the guy presenting didn’t look any older than him and if this guy
could do it, so could he.
“What’s that?” Steve’s wife Heather asked.
“Just some guy talking about a lifestyle business - some kind of business thing you set up
that supposedly lets you quit your job or whatever. I don’t know. It looks kind of interesting.”
“Is it some kind of scammy work-from-home and do data entry thing?” Heather said.
“No, from what I can tell, it’s a real business. It’s just more streamlined than a traditional
brick & mortar or startup. I’ll read more about it later. Are we going out tonight?”
“Yes. The babysitter is coming over and it’s just you and me and all the sushi rolls we can
eat!”
Already Steve felt better. Even though he downplayed it to Heather, something in the
back of his mind told him that maybe this dude talking on the beach was on to something. And it
gave him just the slightest glimmer of hope.
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I’ve already discussed some of the challenges we’re facing as a society when it comes to
education, jobs, and even happiness. Now I want to get to the good stuff - the solution! In fact, I
stumbled onto the solution myself somewhat accidentally.
It was not too long after I was laid-off when I met with an old buddy from high school.
David Nilssen is the Co-Founder and CEO of Guidant Financial based in Bellevue, Washington.
In a nutshell, David has been hugely successful with his company and I was grateful to grab an
hour of his time.
We met up at a Starbucks and had a lot to catch up on. Eventually we talked about the
business I started and our goals to take off and live abroad and so forth. David asked a few more
questions about the business and then said, “OK, so you’ve got yourself a lifestyle business”.
Honestly, at that moment, I had no clue what he was talking about! I’d never even heard
the term before! But I quickly put it together - a lifestyle that works with a business and a
business that pays for a lifestyle…
Then I just said, “Yep! You’ve got it. A lifestyle business. Yes sir, that’s what I’m doing!”
David not only built his own successful company but his business actively funds other
small businesses. From his viewpoint, what I was doing really was a lifestyle business. He knew I
set it up with the goal to pretty much finance my own dream lifestyle. From his point of view, I
was building a business to pay for what I wanted to do.
It turns out he was exactly right.

In the first chapter of this book, I griped about college and jobs. For the average person however,
we don’t seem to have a choice. After all, not everyone is an entrepreneurial superstar like my
friend David. I’m certainly not! However, I can tell you that I seemed to have cracked the code
on how the average schmuck like me can make it happen. In fact, I can honestly tell you I’ve
never had more freedom in my entire life. And when I say freedom, I’m talking about time,
income, and just plain options - I do what I want whenever I want. This is something for which
I’m incredibly grateful for every single day.
With that in mind, I proudly present the solution for the everyday person wanting
something more. Ladies and gentlemen, I present the lifestyle business.
To make this super clear, let me first just say that there are about a million names for
this business model. Names like:






micro-business
freedom business
cash flow business
leveraged business
money hacking
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Honestly, there are a lot more names but they start to get pretty trendy sounding and
take away from the validity of what this business can be. For me, the term lifestyle business
works just fine. Besides the actual label, let’s slap a definition on there shall we? According to
our friends at Wikipedia, a lifestyle business is:
“A business that is set up and run by its founders primarily with the aim of sustaining a particular
level of income and no more; or to provide a foundation from which to enjoy a particular lifestyle.”

Meh. That’s not bad but the “and no more” part rubs me the wrong way. I think you can
make as much as you want to in a lifestyle business. You don’t have to put a limit on how much
your business makes if you don’t want to. In fact, when you structure it the right way, there’s
really no limit to the amount you make and it doesn’t affect your daily work load. Coming up, I’ll
show you exactly what I mean by that.
I wanted to throw my own definition into the ring. How about something like this?
“A lifestyle business is a legally structured business you create that solves a real need in a paying
market that provides near-immediate cash flow with the ability to scale quickly using systems and a team
and its primary purpose is to pay for your desired lifestyle.”

It’s a touch longer than Wikipedia’s definition but it’s more accurate in my experience.
Bottom line, it’s about designing a highly scalable income around your desired lifestyle. Once it’s
going, your actual workload is up to you. You can put in as many hours as you wish but it’s all
optional due to the systems and team you’ve put in place.
The rest of this book is going to break down the actual process to creating your own
lifestyle business (complete with actual examples) but here’s how it looks from a high level:








Take an inventory of your skills
Come up with an idea & find a model
Create a business plan and revenue model
Generate sales
Create a system
Build a team
Scale up while reducing your workload

To be clear, a lifestyle business is really set up to first and foremost provide the kind of life you
want. It’s something that will generate cash flow quickly and that you can start with relatively
little startup capital, if any. In fact, let me break it down a bit further. A lifestyle business is
different from a traditional business or startup because it does NOT:
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require large sums of capital to get started (a.k.a - no investors or bank loans needed)
require time for product development
need to do extensive market research
require employees initially, if ever
need to spend much, if anything, on brand awareness or marketing
over-inflate its value to attract investors or to go public
start with an exit in mind - no big sellout needed
need a dedicated plot of land, industrial, or office space
require any special kind of expensive equipment

When you look at the above list, in my mind, it’s hard to imagine why anyone would try
to do any other kind of business! There are so many challenges. Why not just set up a stream of
income that provides you with all you need to do what you want to do?
In the first year of my own business, I used to drive past a vacant office in the heart of a
small city named Kirkland which is located just East of Seattle. I even got out one day and
looked through the windows and envisioned having a “real” office space. I imagined a cool
workspace with 30 or so twenty-something’s all clicking away on their Macbooks handling all of
the online work for my clients.
In fact, I even told a good friend and fellow lifestyle entrepreneur about this. He listened
to my little dream intently before asking me some questions. I said, “I want to be that owner that
comes out of his office on a Friday afternoon and tells everyone it’s time for a pizza party…”
And before I could finish relating my dream he cut me off, “Why?”
“Huh?” I said.
“Why do you want that Sean?” he said.
“I don’t know. I just think it would be cool.”
“That’s just ego man. Your goal isn’t to be the coolest boss on the planet. Your goal is to
make money and take off and go see other countries. I know, you tell me like every day.”
“Yeah, but still…”
“But still what?” he said. “Listen, the Friday afternoon pizza party sounds fun. What
about when your employees call in sick or miss deadlines or any other shenanigans that
employees pull every day? You want money. I mean, let’s get totally clear on this. You’re
providing a valuable service to business owners who are paying you to make it happen.
Everybody wins. There’s no downside. You wanting to be the coolest boss in the world is based
on an old-school version of business. You’re not in that business. This is a new model. You need
to get your head right. You need to go back to your vision and why you started this thing in the
first place.”
He was completely right.
A lifestyle business is a new, refined, modern way of doing business that benefits
everyone involved. In fact, with all of the advantages of a lifestyle business, I wonder why more
people haven’t considered starting one. Imagine a business that:



provides a real solution to real paying clients or customers
you can start quickly, like today
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you can start with little to no startup capital (no bank loans or investors needed!)
is profitable quickly - making money within 30 days or less
is infinitely scalable – it doesn’t matter if you have 1 or 1000 clients/customers, the work
to you is the same
has a high profit margin
has very little risk or downside
is easily outsourced – you get a team to do the actual work for you (domestic or abroad –
it doesn’t matter as long as the work gets done with a high degree of quality)
is potentially mobile-friendly – even if travel doesn’t interest you, you don’t have to be
bound to commuting to the same location everyday (you can run everything from a
laptop & internet connection)
has little to no overhead – perhaps only the cost of your internet service provider
can be as big or as small as you want it
allows you to take as much time off as you want - you never have to retire
is easy to start while you still have a full time job
lines up with your own personal values

I’ll elaborate a bit on the above list in the next chapter but basically, a lifestyle business is
just the solution that many people need.

With what I’ve listed above, it almost seems too good to be true, right? Well, before we took off
to live in Cozumel, we spent a year in the San Francisco Bay Area. It seems that everyone there is
involved in a startup of some kind. I’m not kidding. I met people who were literally working 80
hour weeks while living off of savings because they believed if they could just work hard enough,
then they’d catch their big break – Google or Facebook would come in and buy their startup for
5 billion bucks and they’d live happily ever after.
I personally don’t have anything against anybody who wants to build this kind of
business. I just don’t understand why they would… at least not if their #1 goal is to make money.
I think what I did instead was much simpler. I created a service-based business and got real
paying clients who gave me real money. I then put systems in place and hired a team to get the
work done. I was profitable in my very first month in the business. Let me just repeat that
because it’s something most businesses can’t say - I was profitable in my very first month in
business.
I then simultaneously scaled my business while reducing my own hours and personal
involvement. Then, as you know already, I spent over 3 years living abroad with my wife and
kids... just for fun. I’m not saying that to brag – just to state that you don’t have to slave for 80
hours a week for 5 years to hopefully sell out to Google and then live your dream lifestyle.
If your goal is to create the next Instagram because of ego or a sense of accomplishment,
cool. Do it. But if your goal is to make money, there’s a much more immediate way of doing it.
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When I spoke with people in the Bay Area about my business, they thought it was cool
but they didn’t consider it a “real business”. Somehow, they thought what they were doing was
somehow a real business. I suppose we could look past the fact that of all the people I met, none
of their businesses were yet profitable. Many of the company officers didn’t even take a
paycheck! They all worked ridiculous hours. And they all talked about customer acquisition
instead of actually getting real customers. I mean, if that’s a real business, cool. But I personally
want nothing to do with it!
According to the ‘ol dictionary, business is defined as:
“The activity of making, buying, or selling goods or providing services in exchange for money.”

With my own business, I was active in selling services which I got a lot of money for.
Come to think of it, by this definition, I am the one with the real business – not just creating
some cool new app, software plug-in, or the next social network and not getting paid for it!
In fact, a lifestyle business is a fully legitimate business entity that’s structured so that
you could sell it… if you ever want to. Once you’re making money with a repeatable process in
place, you’ve got a really cool asset that you can do whatever you want with.
If you’ve ever watched The Profit or Shark Tank, it’s fun to see the business owner
standing there with all of his or her employees saying they’re making money and growing the
business to new record levels. You always see them all clap and cheer and it looks like fun.
What you don’t see are those same employees calling in sick, or missing deadlines, or
quitting. You don’t see the owner dipping into his/her savings just to make payroll. You don’t
see all of the stress and sleepless nights the owner goes through. And that’s not even a startup!
That’s just a traditional business. Startups have even more challenges!
A lifestyle business just doesn’t have many of the same challenges that a startup does.
You may think I’m selfish but I didn’t start my business to create jobs or to help put food on
other people’s table. I created it to put food on my own family’s table.
That’s not to say I don’t care about my business or my clients in any way. I love my
business! I love the services we offer our clients. The clients love the services! I love my team
that completes all of the work for our clients.
My business actually has a lot of people involved and because of the way I’ve structured
it, every single person involved with my business benefits. Our clients benefit from our services.
My team members benefit from their employment. And I benefit from a successful business. It’s
a win for everyone involved! There are absolutely no downsides.
If you want to create a platform that’s going to change the world, that’s great. A startup
might be for you. If you want to provide jobs in your local community, cool! A traditional brick &
mortar might be for you. If you want to make money quickly, scale it, and then do whatever you
want, then a lifestyle business is the solution for you!
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There’s a story right now floating around the internet about a young guy who is perma-traveling
the world with wife and two kids all because he sold his app to SnapChat for $54 million. That’s
crazy money. Don’t get me wrong, Garrett Gee seems like a nice enough bloke but it’s not me.
And it doesn’t have to be you. It can if you want, but it doesn’t have to be. Do you see what I’m
saying? You can stair-step your way up to the exact size business you want to.
For example, let’s say software is your thing. You could start with a simple ebook or ecourse that explains everything you do. Then create a single piece of software that does exactly
what it’s supposed to do. Then go bigger, if you wish, once that’s successful. It’s so much easier
to make a series of small wins than to shoot too high. In fact, by making a bunch of small wins,
you increase the likelihood of your overall success. As my friend Pawel says, “It’s so important
for people to realize that ultimate success is a series of really small in-between successes. So
start really small and build from there.”
One of the reasons why I love the lifestyle business model is because it’s so accessible.
You can start small and immediately and grow from there. It doesn’t matter if you’re a single
mom or a baby boomer looking to retire or a busy family man with a mortgage and a ton of
monthly expenses. You can get started right where you are and grow to whatever size business
you wish.

I need to make one key distinction here - I’m not trying to help you discover your life purpose.
My goal isn’t to help you find out what you were put on this planet to do or even to find your
dream career. My goal is to help you create a business that you can scale and free up your time.
Once you’re making $40K a month while only working 5 hours a month, you can go on as many
spirit quests as you want! You can literally afford to live your passion or figure out your life
purpose.
I want to help you make money quickly with a fully functioning business. Then,
once it’s going, you can scale it and buy your freedom. If you chose to make your lifestyle
business your career, and it brings you tons of happiness, awesome. But at its core, my primary
goal is to help you build a lifestyle.
This is a business model that’s designed to make you, the business owner, an additional
$100k to $500k a year in net income. It could even be more! There's no limit. Heck, even an
extra $50K a year is life-changing for most people.
There’s a whole lot of talk lately by so-called “business gurus” talking about how you can
make money by living your passion. I’ve seen things like, “do what you love and get paid” or
“when you live your purpose you will attract money” or “get paid to be you”. Are you freaking
kidding me? It’s this kind of mindset that gets desperate employees into trouble when they try to
start their own businesses. They launch their own cupcake shop or archery range or whatever.
They do something they love without even seeing if there’s a need or want for it in their local
market. It’s not about what you want. It’s about what the market wants!
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Your job as a lifestyle business owner will be to assess what’s happening in the market,
spot an opportunity, find a working model, and then go for it. At the same time, you’ll also be
able to line that up with what you personally want. That’s the beauty of a lifestyle business!
In fact, while it may not be about your passion, it’s all about your values and even your
happiness. I show you exactly why in the next chapter.








A lifestyle business is a legally structured business you create that solves a real need in a
paying market that provides near-immediate cash flow with the ability to scale quickly
using systems and a team and its primary purpose is to pay for your desired lifestyle.
A lifestyle business is not a traditional business or startup - it’s much leaner and more
instantly profitable
A lifestyle business benefits all who are involved - the owner, the clients or customers,
the team or contractors, suppliers and vendors, etc.
With a lifestyle business, you can stair-step your way up into whatever size business you
wish. Start small and grow from there.
A lifestyle business is NOT about finding your life purpose or living your passion. It’s
about creating a viable income source based on a real market need that you can use to
then do whatever you want.
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“I want to wake up every day and do whatever comes in my mind,
and not feel pressure or obligations to do anything else in my life.”
-Michael Jordan
“The ultimate wealth is having the free time to live how you want to live.”
-MJ DeMarco, Author of The Millionaire Fastlane

“I don’t know. It’s not the way I imagined my life going after I graduated from college.”
Brianna was IM-ing on Skype with her friend Cassie while looking at the pics on her
Facebook profile. Cassie was currently traveling around Asia with her boyfriend. They’d been
living abroad for over a year. Brianna looked at the pics of monkeys and tigers and Buddhist
temples and wished she could be there too.
“What are you going to do about it?”
“What do you mean? I’ve got a job. I’m trying to pay the bills. I’ve been sending out my
resume to some employers I’d love to work for.”
“Have you ever considered working for yourself?” Cassie said.
“LOL! I’m not an entrepreneur! I could never run a business!”
“Can you sell stuff?”
“Haha! Yes. I sell shoes everyday!”
“If you can do that, you can run your own business. Except the difference is you’ll make
yourself more money and not some corporation.”
Brianna paused. She knew her friend wasn’t joking. Cassie and her boyfriend made
money somehow with Amazon. Cassie said something previously about only working 10 hours a
week but Brianna tuned it out because it just sounded like bragging - hardly realistic.
“I’ve got a kid & daycare to pay for,” Brianna said.
The reply came almost immediately.
“All the more reason to get started right away!”
Brianna thought about it. She could see that Cassie was still typing. Then the message
came.
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“I’m sure you didn’t go school so you could work for someone else at minimum wage just
to pay someone else to raise your kid.”
It stung. But Cassie was right. Brianna looked at her daughter already asleep in her bed.
She looked back at Cassie’s pics.
“OK. I’m listening.”

There are some very definite advantages to a lifestyle business over a traditional business. I
already mentioned some of them in the last chapter but I’m going to break down some of the
choice benefits here. But before I do that, let me share with you an interesting experience that I
had with an old friend somewhat recently.
Let’s just call my friend ‘Mike’. Mike and I have been friends for over a decade now and
have kept tabs on each other via social media - we’ve both moved around a lot. Mike actually is a
super gifted dude with an impressive background that includes working at both YouTube and
Google. He saw that we were back in Southern California and wanted to chat.
“Welcome back to the United States!” Mike said as we hopped on the phone.
“Thanks man. It’s good to be back. We’re taking a little ‘American breather’ as we like to
call it before heading out on the next adventure”.
After that, Mike asked me about my business and how everything was going. After some
specific questions about what kind of work I do in my business, he then said, "how would you
feel about doing online marketing for only one client? Like, my company?"
Honestly, I felt like this is why he was calling. To be brief, he wanted me to come
onboard and help out with the online marketing for his startup. He's already got a few million in
funding and was offering me... a job - the kind where I commute and report to a boss and stuff.
That kind of thing.
To be nice, I then said, "Well, it would have to be pretty interesting and the
compensation would have to be pretty great."
He said, "Just assume the compensation is there. Would you do it?”
I said, "Well, you have to understand where I'm coming from. I haven't had a job in 6
years. I've lived in other countries. I have a lot of freedom. We're actually getting ready for our
next adventure. I wake up and do whatever I want. And you're asking me to give all of that up."
Once he saw that I was leaning towards a big no, he then started to question my values.
“How long are you going to do this man? Don't you want to make a bigger difference in
the world?”
I have to say that it was such an odd experience being questioned about what I think is a
pretty fantastic lifestyle. It’s never happened. In fact, it’s always the opposite.
We wrapped up the conversation by me saying I'd put the word out. He said, "I don't
need you to put the word out. Just promise me you'll think about it."
I said, "I can promise you I will definitely think about it."
And that was it.
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What’s super ironic is that just before I hopped on the phone with Mike, I had just gotten
off the phone with a guy that I met at a business summit about a month prior. I was sharing
some pointers on how to create a lifestyle business. He thanked me profusely and told me it was
life-changing info. So I went from that kind of phone call to one where I’m not only being offered
a job but having my core values questioned.
As far as making a bigger difference in the world? Well, I suppose I could clock in
somewhere, run reports, and make my boss happy. But honestly, I’d be lying to myself. It goes
against who I am. Heck, just look at my job record to see that. I’ve either been laid-off or quit
every single job I’ve ever had. I did put in a two week notice at one of my jobs but they made me
leave the day before. I’m not kidding! They fired me a day before my last day!
No, a job isn’t for me. And if you’re reading this, my guess is that it’s not for you either.
To answer my friend’s question about making a bigger difference in the world - well, if you read
this book and make some positive changes in your life, isn’t that making a difference? Based on
my own set of values, helping you is way more motivating than doing online marketing for a
startup.
In fact, one of my deep down core values is to share with others how they can make a real
difference in the world while being able to live their dream lifestyle - all paid for with a business
they created themselves. It makes me happy. It makes others happy. It’s actually super cool.
Why would I want to do anything else?

Let’s just take a step back for a moment and talk about making money and creating wealth.
Creating a business that solves a real need is the fastest way I know of to make money. If you go
to the bookstore and look in the finance section, you can learn all about how to put just a little
bit of money away every month and in 40 years become a millionaire.
Well, I’m just not that patient! And I have no guarantee that I’ll even be around long
enough to enjoy it. I want to live the good life now! I don’t want to put it off.
The solution is just to go where the money is - business. Trade. Commerce. Whatever you
want to call it. It’s where people pay other people to solve a problem for them. It might be a
service or a product. It doesn’t matter. There’s a problem. You see it. You solve it. You collect.
Money. So easy! There’s nothing complicated about it!
I was talking to a buddy of mine who’s a genius when it comes to investing and works for
a huge financial firm. I know he’s making sure his family will be taken care and I know he’s
smart in how he uses his money. But it was funny when I told him that when I want more
money, I just sell more. It seemed like a new concept to him. I can literally make myself more
rich by getting out there and hustling. I don’t have to wait for a boss to like me enough and then
give me a 4% raise. I don’t have to wait for the market to move in the right direction. I’m 100%
in charge of my own income.
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A lifestyle business is about happiness. Wait. What? A business book that’s telling you to focus
on happiness? I know, I know. It’s sounds like hippie talk right? But it’s true.
In an upcoming chapter I’ll share with you how to identify your values and create a
business based on those. But quickly, when you create a business based on your positive core
values, you set yourself up for success right away. Why? Because you’re focusing on things that
make you happy. You can’t lose!
In other words, happiness IS the basis for this business. You may have a fulfilling job.
You may enjoy your work even. But if it’s not your own business based on your own core values,
you can never experience the level of satisfaction available to you.

Before I get into some of the really cool benefits of a lifestyle business, I wanted to share what it
all represents. To sum it up in one word? Freedom.
Last year, when we’re living in Spain, I met a man named Monday. Monday is from
Nigeria and moved to Spain for a better life for him and his family. As we got to talking, he told
me his dream country to live in was Canada. I said, “Canada! OK. Cool, cool. So are you making
any plans to go there?”
He said, “Well, I’ll go if I can get a job”.
Later that day, my wife and I were talking about Monday and the conversation we had. I
realized that what we had done was actually the exact opposite of Monday. Not only did we not
rely on a job, we had taken income and the whole money thing into our own hands. Then, we did
whatever we wanted to do. At that time, it meant living in Spain.
As I already mentioned, you never know what could happen at your job. You could be
cruising along just fine and then, out of the blue, get laid-off or fired or the entire company could
go down. It’s just not very secure.
By starting your own business, you’re taking matters into your own hands. You’re
working hard towards to your own freedom. If you do it all right (like the rest of this book will
show you), then you’ll wake up one day and realize the entire day is yours to do whatever you
want! If you want to travel, you can do that. If you want to dedicate more time to your church or
your community, you can do that. If you just want to play video games on a Tuesday morning,
you can do that too!
Recently, I was watching Robert Herjavec from Shark Tank in the sister show, Beyond
the Tank. He was speaking with a woman whose business he invested in. She was discussing
some trouble growing and he said, “What you just said tells me you’re going to be small forever.
If you want to run a lifestyle business, go run a lifestyle business. Give me my money back and
go run a lifestyle business.”
I literally laughed out loud when I heard him say it. With his tone, he was totally putting
down the concept of a lifestyle business. In his mind, it’s a business that’s small and
insignificant.
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Well sorry Robert, but not all of us care about the cars and ritzy lifestyle. More
importantly, that’s the magic of a lifestyle business - it can be as big as you want it to be! If you
want the Lamborghinis and mansions, that’s totally up to you. We all have different values and
things that make us happy.
A value we all share is freedom. For some, that means the ability to own fancy cars. For
others, it means having millions in the bank. For others, it means traveling. How we each
manifest that freedom is different. The goal of freedom is a noble one and the fastest way I know
of is through a lifestyle business.

“And when you stop to think about it, you realize that everything you do
is for the purpose of bringing about happiness.”
-Harry Browne, Author & Investor

In the last chapter, I already listed out some cool benefits to a lifestyle business over a more
traditional business. Right now, I want to dive a little deeper into these and really sell you on
why I think this is a fantastic business model!

The main vehicles to wealth include business, real estate, and stocks. Real estate and stock
trading can be tricky to get started with for many people. However, most people I know grew up
mowing lawns, selling lemonade, or babysitting as a way to make money when they were kids.
Most people don’t think anything of it but for that kid mowing lawns or selling lemonade, that
was a business. There was an opportunity in the market and they capitalized on it.
With that in mind, starting a business is one of the most straightforward ways to create
wealth in your life. Without the hassle of investors, loans, or tons of equipment needed, you’ll
see how a lifestyle business is a fantastic starting point. I’m not saying that your lifestyle
business will be your end-all business or career. It’s just a starting point. For many people, this
is their first touch with their own business.

Starting a lifestyle business isn’t something that has to take a long time. In fact, I’m going to
push you throughout the rest of this book to take forward action and make it happen as you go
along - it’s kind of the point of the whole book!
When I started my business, it took all of about two days to set up a website and do all
the paperwork I needed to. Within the first 30 days, I had my first 3 clients. You can get started
literally in one day. Really!
I titled this book, “The 60-Day Entrepreneur” so you get 60 days to make it happen. As
you’ll see, if you do the steps, it’s more than enough time to get everything going.
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For many people, the thought of creating an entire business from scratch seems daunting.
Creating and running a lifestyle business is the perfect jump into entrepreneurship for most
people. Additionally, it allows for balance. Many entrepreneurs don't understand balance
because they go so hard building their business often for years and years. Once it's built, they
don't know what to do.
A lifestyle business allows for balance because you’re going to be focusing on your values
all along the way (time with family, exploring talents, etc).
Now, I’m going to push you to go hard for 60 days, so it might be a bit unbalanced at the
beginning. But that’s a far cry from going for 5 years without a paycheck in the hopes of selling
out to Google!

With many lifestyle businesses, your actual costs are pretty low. In some cases, the only cost is
the monthly bill from your internet service provider! If you decide on a service-based business,
then it really boils down to your time.
For example, I run an online marketing agency. Besides my staff, my costs are under
$100 a month. Because everyone is virtual, I don’t have to pay for an office and everything that
goes along with that. Also, my profit margins are high. My prices are loosely based on what’s
happening in the market but mostly what my clients consider fair.

In many cases, you don’t need any startup capital. That means no bank loans, no investors, and
no taking money from your Granny. That’s a good thing! In many cases, when people get a large
sum of money to start their business, they get sloppy. With a mean, lean lifestyle business, if you
do make any investments, you’ll be sure they’re absolutely necessary to grow the business. You’ll
always think in terms of R.O.I. (return on investment). This means you won’t be buying t-shirts
and stickers for your business as “marketing materials”!
As you grow the business, you may or may not need to make purchases of equipment or
staff or whatever. The big advantage is that you can do that all from your own cash flow. And,
because you’re not investing millions of your family’s hard-earned money, there’s...

Unlike some traditional businesses that require large sums of money or loads of equipment to
get started, a lifestyle business can get started in your garage or with your laptop. In the worst
case scenario, and for some reason your business tanks horribly, you’ve really only lost some
time.
This one is actually pretty big. One of the main reasons people don’t start their own
businesses is because they’re afraid of losing everything. That’s understandable if you’re taking
out a second mortgage to finance your new HVAC company but that’s not the case here! In most
cases, there’s very little risk involved. As more people learn about this business model, we’re
seeing a lot more people jumping into the world of entrepreneurship.
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Once you establish some groundwork, you should be able to remove yourself from the day-today of the business. The success of your business will depend on your ability to first sell, then to
create systems and a team. If you set everything up correctly, you can drastically reduce your
personal involvement - if you want to that is. For many people, their business is fun and they
want to be involved.
You don't really ever have to sell it (and take a huge capital gains hit) or ever have to
retire. You can streamline the thing so that you only work an hour a month on it or not at all. In
fact, when you get a good team to do the actual work for you, your involvement is basically
whatever you want it to be.

Depending on the structure and nature of the lifestyle business, it can be infinitely scalable. If
you set it up correctly, it won’t matter if you have 1 or 1,000 clients or customers, the work is the
same. In fact, how big your business becomes is really up to you.
For some people, just having an extra $50K a year is more than enough. For others, they
want to make $50K a month. It all goes back to your own personal why for starting the business
and your values. This business is yours. It can be as big or as small as you want it to be as it lines
up with your lifestyle and values.

With the above benefits, a few people have asked me about the validity of this kind of business.
It seems too good to be true. Well, it’s true! I’m living it. I know a lot of other people living it.
This kind of business, and the resulting freedom, is totally possible and totally available to
anyone. I’ve gotten emails that looked exactly like this:
“But Sean, I just don’t think this kind of thing is possible. I mean, you can’t just do it. You have to
work hard and you need to work at least 40 hours a week to provide for your family.”

Yeah, sure, if you want to. I’m not saying that starting your own business is going to be
easy. There are a lot of benefits to starting your own business but I would never list “easy” as one
of them. Just like anything that’s worth it, starting your own business is going to take a lot of
work. You may actually spend the first little while working more than 40 hours a week!
I just want to make it super clear that the payoff is huge. You can work hard at a factory
or a cubicle and wake up 40 years later and your life will be relatively the same. Or, you can
work hard for yourself and wake up just 2 years later (or even less) and realize you’re living your
dream life.
Most people didn’t see the hard work that I put in at the start of our business. I literally
went out and hustled in the morning and then came home and did all of the work myself at
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night. It wasn’t until later that I started leveraging a system and a team. However, literally after
two years of starting the business, I took my family to go live on a tropical island.
In this book, I’m giving you all of the shortcuts so that you can literally make it happen in
60 days! I’m not saying you’ll be making $50K a month in 60 days. You will however, have a
fully viable business that’s starting to generate real income. From there, you’ll just need to scale.
Not too long ago, I got the following email:
My main question is, will it work? I'm currently a service member in the U.S. Army, and I am
exhausted by the norm of it all. In two years I'll receive my honorable discharge, and the thought of me
sitting at some office, or going to college for a couple of years for a chance at a good job frightens me. I
need something like this, a lifestyle business. My wife and I would benefit from this immensely, and it
could give us time to see the world, and focus on one another.
So again Sean, will it work? What kind of quality of life should I expect?

This was my response:
Hello J-,
I can certainly understand where you're coming from. To answer your question, well, a lot
depends on you. I know from personal experience that it works. I created a lifestyle business myself and
my quality of life has never been better.
If it works for you depends on a few things: your ability to create a business that sells something
people really want/need, your ability to hustle, your ability to scale it, and what goals you and your wife
put into place, and then executing on those goals.
It's all up to you! That said, we've never lived in a better time to build a business and have your
dream lifestyle.

I hope you can see how a lifestyle business is a really fantastic way to create some extra
cash or even become a full-time income for you and your family. In fact, as we move towards an
increasingly 1099 economy, it’s one of the safest, most profitable ways to leave the job behind
and jump into business ownership.
It’s actually hard for me to understand why more people wouldn’t want to do this! I
mean, most people I know are hard workers. Why not work hard towards your dream life
instead of just working hard to live an average life? It will take work. This includes working both
smart and hard. To do this effectively, there are some mental concepts that we need to have in
place before we begin. That’s what the next section is all about.



A lifestyle business can help you make a bigger difference in the world.
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Creating a business is the fastest path to wealth and a lifestyle business is the fastest
business model.
A lifestyle business puts you 100% in charge of your own income.
A lifestyle business addresses your happiness because it’s built with your values in mind.
A lifestyle business represents freedom.
A lifestyle business has so many key advantages over any other business model.
It takes work, but the payoff of a lifestyle business is real and arrives much faster than
traditional business models.
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“Decide where you want to be and don’t stop until you get there.”
-Unknown
“The only place where success comes before work is in the dictionary.”
-Vidal Sassoon

“We’re going to have to give you a few new accounts”.
Carol replied tentatively, “OK”.
Her boss continued, “You know we’ve had to make cutbacks and we’ve all got to pick up
some more work to keep things running smoothly”.
Carol couldn’t believe her ears. This guy didn’t do anything! Now he was asking her to
take on more work while keeping the same pay.
“I’ll forward on the account info to you later today. You’ll need to get started right away”.
With that, Carol headed back to her desk in a sort of shock. More work. Same pay. She
sat down and looked at her tropical beach screensaver. It could be worse. She could have been
let go. It didn’t matter. She was tired of feeling like a second-rate employee.
She took out a legal pad and wrote out “What I want…” and then underlined it. She
started writing as fast as she could. Before she knew it, she’d filled an entire page. It was an
incredible exercise. Somehow it made her feel hopeful. It made her happy.
She looked at the last word on the paper: freedom. She knew what she wanted. She just
needed a way to make it happen. Before logging back on, Carol did a quick search for alternative
income ideas. She saw an ad for an online course on how to start a food tour. Something about it
jumped out at her. Before she knew it, she was enrolled in the course. The very first lecture
shared how she could make a good income with flexible hours doing something fun.
The only thing that kept her from going through the entire course right then and there
was an email that read, “New accounts”.
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Before we get to the nitty-gritty of creating your business, we need to do some mental work.
Don’t be tempted to skip this stuff - it’s important! It’s actually one of the most important
chapters of the entire book. Trust me, I’m not trying to be some kind of junior Tony Robbins
here. The rah-rah stuff has its place but that’s not the point right now.
I’ve watched as others have tried and for whatever reason, they back out on their dream
lifestyle. In fact, I’ve literally given people a checklist and all of the tools I’ve used to grow my
own business but they didn’t do the mental groundwork first and guess what? They’re still
working at their jobs!
Because you’re reading this book, I know it’s because you want something more. With an
almost mathematical certainty, I can say that if you don’t have what you want right now, it’s
because you haven’t done what you needed to do to make it happen. Going forward, you’re going
to need to change. It all starts in your head amigo!
We’ve got to get the mental stuff right first. I could show you exactly how to run an
adventure tour for example, but if you don’t think of yourself as a business owner and know how
to set and achieve goals, it won’t make a bit of difference. You’ll be back at your job even more
bitter and thinking that those “business things don’t work”.
They work. I promise they work!

A couple of years ago when we were living in Cozumel, some good friends of ours came to visit.
One day we took a trip to the other side of the island. After a few hours of fun, my buddy and I
stared out at the gorgeous ocean and tried to imagine seeing Cuba off in the distance. Then he
turned to me and said, “This is quite the perfect life you’ve created here Sean”.
My friend doesn’t know it but what he said hit me like a ton of bricks. I worked my butt
off to get to that point and in one casual sentence from a friend, all that hard work felt totally
validated.
We turned and watched our wives chatting and kids building a castle in the white sand.
We talked about how he would be going back to his job and I would still be on the island. He
liked his job but it was still a job. Long story short, we talked about each other’s dream lifestyle
and got into some heavy stuff. After that conversation, it made me realize that I owed everything
to one simple and completely underrated concept - having a Definite Major Purpose.
If you could take a timeout in a book, this would be one. If you’re a fast reader, take it
down just a notch. Let’s pretend that you and I are having one of those deep life chats that
always seem to happen when looking out at the ocean.
What I’m going to share in the rest of this chapter is probably the most important thing I
could share with you - at least if you want to live your dream lifestyle funded by a business that
is. Really, if you take nothing else from this book, this would be it. Just ask yourself, what is your
Definite Major Purpose? Write it out. Burn it into your brain. Put it on your bathroom mirror.
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Do whatever you need to do to remember it. Not sure yet what a Definite Major Purpose is? Let’s
explore that now!

In his book, The Master-Key to Riches, Napoleon Hill talks about how many of the world’s most
successful people had a Definite Major Purpose (DMP). He says that many people may start with
a DMP but fail to reach their goal when they encounter some opposition or get distracted.
Your job will be to go through this book, get super focused, and make your business a real
business by making money all within 60 days. For now, this is your Definite Major Purpose. In
my experience, a DMP is made up of 5 parts. They include:
1.
2.
3.
4.
5.

Values
Vision
Goals
Action
Commitment

We’re going to dive into each one of these parts in the rest of this chapter. But to help
you understand your DMP a bit better, look at this:
Values + Vision + Goals + Action + Commitment
= Dream Lifestyle
Do you see now how by getting things right mentally, it makes the whole thing
mathematical? If you do every day, everything that’s part of your DMP, you cannot fail to reach
your dream lifestyle. It’s turns out that math is cool after all!
Now let’s go deeper on each one of the parts that make up your DMP.

"Who you are, what's important to you, how you live, your values,
should never be negotiable, compromised, and should never settle."
-Chris Gardner, Author & Entrepreneur

Unlike a traditional business, a lifestyle business is created for your own personal fulfillment.
It’s to increase the level of happiness in your life. More money, more time, and more freedom to
do what you want leads to increased happiness.
When you start a traditional business, your goal is of course to make money. The
primary focus is on profit margins, market share, customer acquisition cost, etc. The thought of

57

happiness is somewhere deep in the background. It’s more of a result of making it with your
company.
“When we ship a million units, then I’ll be happy” or “when we sell out to Google for $1
billion, then I’ll be happy”. Lame. I say, why wait? Let’s just skip to the part about happiness and
make some money along the way. It’s just easier.
Lifestyle entrepreneurs lead with their positive core values. When you start out with your
core values as the highest priority, you’ve already won. To contrast that, you hear about so many
top executives who’ve raced to the top of their industries but have a sucky home life. It’s the
whole dilemma that asks:
Would you rather make $200K a year but have to work 60+ hours a week and miss out on most of
your family time or would you rather make only $50K a year but only work 10 hours a week and have all
the time in the world for your family?

If your values are clear, family time will (should) win out every time. With a lifestyle
business, you don’t have to make the choice! You can make $200K a year and also only work 10
hours a week. Coming up, I’ll show you how to scale up your business to whatever level you wish
while maintaining your flexibility. This is why you must first establish your values before you
build this business. You need to know what you’re building it for!
What you decide to do is up to you. These choices need to be aligned with your positive
core values. Check out what Darren Hardy, publisher of Success magazine says:
“Your choices are only meaningful when you connect them to your desires and dreams. The wisest
and most motivating choices are the ones aligned with that which you identify as your purpose, your core
self, and your highest values. You’ve got to want something, and know why you want it, or you’ll end up
giving up too easily.”

Building a business based on your values sets you up for 100% success from the get-go. It
helps you align your values with a successful business model that will help you achieve what
you’ve always wanted.
For me personally, freedom, fun, mobility, and helping others are among my top values.
Because of the business I created and scaled, I’m now in a position to live my values every day.
It’s pretty cool and it’s something I’m super grateful for.
I now get emails from others saying something I’ve shared with them has changed their
lives. That’s huge! It’s an awesome responsibility and I take it seriously. In fact, check out an
email I got not too long ago:
“My wife and I bought your course a few days ago, and we just got our first client! It's merely
$200 a month, but to me it means freedom! I don't really care to have millions, but what I want is
freedom of time and place, and for the first time in my life, I feel like I am on my way...” -D.M.

I mean come on! That’s cool stuff!
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It’s important to point out that your values are different from your passions. In no way am I
suggesting that you build a business around your passions or something that you love. I am
suggesting that you get your values lined up so that you know why you’re starting this business.
The key is to recognize that this business will be your vehicle to living your dream
lifestyle. It’s OK if it’s based on something you love as long as there’s a paying market for it. I
should probably repeat that. It’s OK to build your business based on something you love or your
passion but the condition is that there has to be a paying market. Discovering your positive core
values and what’s most important to you will serve as your reason why you’re doing the
business. It’s not necessarily what the actual business is based on.
For example, for my wife and me, one of our core values is mobility. We want to be able
to go wherever we want to go whenever we want to go. So for us, the kind of business we set up
needed to be mobile-friendly. We needed to be able to work online. Setting up an internet
marketing agency is what we decided on. Because it was mobile-friendly and aligned with our
values, it worked out perfectly.

Actually figuring out your deep down positive core values can be a little tricky. The reason why is
most of us are so busy we never stop to think about what actually makes us happy. We’re too
busy trying to make money just to pay the bills. We’re on a track that society put us on but rarely
stop to consider if it’s the right one.
I’m telling you now that creating a lifestyle business will help you first identify what
makes you happy. In fact, as I’ve already alluded to, it’s a necessary component to setting up
your business. But how do you go about discovering your core values? Well, it’s easier than you
think!
The fastest way I know of is just to think about what makes you the most happy. If you
didn’t have to go to a job, and you had the whole day to yourself, what would you do? Don’t
think about the things you think you have to do like chores around the house, buying groceries,
or whatever. Pretend that’s all taken care of. Think about the things you would love to do.
Personally, I like to answer this phrase:
I’m happiest when…
Then you just fill in the blank. I’m happiest when I’m doing something outdoors. I’m
happiest when I’m doing something fun with my family. I’m happiest when we’re going on a trip.
I’m happiest when we’re exploring some place new. I think you get the point.
What makes you the most happy? Just fill in the blank. Jot it down somewhere. You’ll
need this for the next step which is to create a vision. But before we get there, I thought I’d list
just a few sample values to help you brainstorm:
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Freedom/Autonomy
Connecting with others
Solitude
Independence
Flexibility
Mobility
Fun
Financial Stability
Healthy Living/Well-being
Achievement
Creativity/Talent Development
Contribution
Respect

February 6th, 2004. Disneyland. Me and a hot brunette standing in line to go on Splash
Mountain.
It was my first date with the person that would one day become my wife. I was blabbing
on about a vision that I’d been brewing in my head for some time. Without going into all of the
details, it involved a white sandy beach, a nice warm breeze, evening time, lights on strings, a
live reggae band, fantastic food, and lots of friends and family. At the time, I was 25 years old
and I knew that an epic beach party like that was going to be part of my future life. I didn’t know
how yet, but I just knew it was going to happen.
But that’s not the point. The point is, as I was sharing my vision with this hot brunette, I
could see that she was totally digging it. As I talked about all of the people laughing and dancing
to the music in the warm tropical breeze, I could tell she wanted to be there. Even though it was
only our first date, I was pretty sure at the time I wanted her to be there too.
With your values in place, you need to work on creating a vision. This is also known as
your “why”. This is what you’re fighting for. This is the whole point of even starting a business in
the first place. Knowing your values helps you realize what’s most important to you. Creating a
vision helps you imagine it all actually happening.
A vision is the desired outcome in vivid detail. It’s the fruits of your labor. A vision is
extremely motivational. With a vision, you know where you’re going. With a vision, you’ll push
through the crappy times and move towards the good stuff. With a solid vision in place, you
become a force that doesn’t stop until you’ve reached your destination.
Also, you can lead and inspire others. As an entrepreneur, it will be your job to create the
vision and then do everything you can to make it a reality. You need to have a vision for both
your desired lifestyle as well as your business. We’ll get into actually creating a revenue model
and numbers for your business in the next few chapters. For now, let’s focus on your desired
lifestyle.
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A while back, some good friends of ours, Katie and Ilija, were talking about a crossroad they
were facing in their business. They shared with us about how Ilija was getting somewhat
stressed with some decisions he had to make. Katie, who’s a very calm and insightful person
asked Ilija a seemingly obvious but powerful question. She just said, “what do you really want?”
It made Ilija pause and really think about it. Long story short, they came to some solid
conclusions and took action.
As you begin to craft your vision, you need to think about what you really want. It seems
obvious right? It’s almost too easy of a question. You might think things like, “I want to pay off
my car or my house” or “I want to take more vacations” or “I want more time with my family” or
whatever.
In the last section, you already thought about your values. Take what makes you the most
happy and now think about actually starting to live them. This is your vision.
If you’re like me, it really helps to find a model - someone who is already doing what you
want to do. Over 6 years ago, we were living a very normal life in Orange County, California. It
was good. Yet for some reason, my wife became obsessed with traveling families.
I would come home from work and see her on the computer checking out travel blogs
written by not just solopreneurs living in Thailand but entire families traveling all over the
world. I knew she wanted to do that as well but I always shoved it to the back of my mind. I
thought, “Yeah, there’s no way we could ever do that with my job.” So I dismissed it. That is,
until I walked through the front door after getting laid-off. Then it got real. Fast.
We spent a couple of days talking about what we deep down really wanted. We identified
our values and then crafted a vision based on those. For us, we thought we’d check out both
Seattle and San Francisco first and then work our way to “someplace tropical”. I’m not kidding.
We created a timeline and we listed Seattle and San Francisco both for a year and at the end of
those two years it just said, “someplace tropical”. As the time got closer, Cozumel kind of
bubbled up to the top.
We would never have done that if my wife hadn’t spent time looking at other people
doing it. In fact, there was one family in particular that my wife followed. It was Greg and Rachel
Denning who, at the time, had 5 kids and they were traveling from Alaska to Argentina. They
seemed like they were having a blast and it’s something we were attracted to. We actually met up
with them when they passed through Seattle and we’ve been friends ever since.
At this point, I should acknowledge that not everyone wants to travel or live on a tropical
island. Not too long ago, my buddy Nick confided in me saying, “We think it’s cool what you
guys have done but for us, we’re not as into living in another country as you guys are. Our dream
is to have a cabin in Colorado and basically be able to go there whenever we want.”
The key to creating a vision is that it’s got to be incredibly personal. Naturally, if you’re
married, you’ve got to be on the same page. You can’t have the goal of taking off to explore Tibet
if all your spouse wants to do is play golf in Texas. And obviously, if you have kids, you need to
take them into account as well.
Get started creating your vision by taking out a pen and paper (or my favorite, Evernote)
and jot down the answers to the following questions:
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What do you want your dream life to look like?
What's your dream Monday look like?
What's your dream Thursday look like?
What's your dream week? Dream month? Dream year?
Where are you?
Who’s with you?
How do you feel now that you’re living your dream life?
What do you deep down really want?

The above questions are just to get you brainstorming. Feel free to add any details that
you think will add to your vision. In fact, if you like, write it out in a paragraph. Describe every
detail. The more personal you make it, the more motivating it will be which is really the whole
point. Don’t be tempted to skip this! I know this may seem a bit “life-coachy” but I promise
you’ll need your vision as we get into the really tangible stuff in the upcoming chapters.

As you think about your vision, you need to consider money. It’s why you’re starting a lifestyle
business in the first place - to make money to do the things you want to do!
You have to ask yourself, “How much money do I really want to make?” How much do
you really need to make? Based on your vision and your goals, it might not be as much as you
think. Keep in mind, this is how much you personally want to make. We’ll discuss setting
revenue goals coming up but for now, think about a target number that’s meaningful to you.
Maybe it’s an extra $50K a year. For many people, that’s enough to quit their jobs and
start out on their own. Maybe it’s more, maybe it’s less. Really spend some time thinking about
the exact right number for you. One way I’ve found useful is to complete this sentence:
I want to make (fill in the dollar amount) so that I can afford to (your deep down
desired lifestyle).
This becomes your own personal financial goal. This is where your vision comes in
handy. Let’s say you want to buy a cabin in Colorado and go there anytime you want like my
friend Nick. And just for fun, let’s say it will take an income of $100K a year to make it happen.
Your financial goal then looks something like this:
I want to make $100K a year so that I can afford to buy a cabin in Colorado and go
there whenever I want to.
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You could also view this as your freedom number. This could be the number you need to
make so you can quit your job. It could be the number you need to buy your dream home. It
could be the number you need to travel the world with your family.
You need to get clear on the actual number and why that number is significant. Don’t just
write down $1 million because it sounds fun. Make your number specific and meaningful to you.
Since we’re shooting for overall happiness here, making a generic money goal of say, $1
million is pointless. Everyone is different. If you live in a tiny house in North Dakota and don’t
go anywhere, then working hard to hit a million bucks might not make sense. If you want to live
in downtown San Francisco and travel first class to fancy resorts around the world, then you
need to set your sights pretty high.
Come up with a specific freedom number. Really think about it. If you’re married, talk
about it with your spouse. Create a specific number and then back it up with how you arrived at
that number. Jot it down somewhere. You’ll need this as we start talking about what business to
choose and the actual revenue that can be generated from that business.

“A goal is a dream with a deadline.”
-Napoleon Hill

What is the secret weapon to making your lifestyle business work? Goals of course! Yep, no
shocker there. I mean really, what kind of business book would this be if I didn’t talk about
goals?
By now, you should know your values. You have your vision. Now it’s time to set goals
based on those two things. Then, and here’s the kicker, if you don’t achieve your desired
lifestyle, it’s really because you didn’t achieve your goals. If you look at goals as tools to use to
reach your dream lifestyle, you’ll take them seriously and work on them every day.
It’s important then, that you set really effective and targeted goals. Goals that you can
make real progress with every day. You want these goals to be big but not too big. It’s sometimes
easy to get super optimistic and put up crazy goals like $10 million in your first 6 months. You
need to be excited, but that isn’t the point here. Simplicity and the ability to actually achieve
your goal is the point. You want to feel like you’re making real progress and you do that as you
baby step into it.
You should first make a goal to finish this book and complete the 60-day action plan at
the end. Commit to it. This is an easy way to get yourself in the habit of making and achieving
goals.
Next, set a money goal. Actually, you’re going to set two money goals. Your first goal will
be your annual income goal that you want to make in your first year of this business. Your
second goal will be the amount you want to make in your first month. Be optimistic but only if
you can back it up with really making it happen. In my first month, I set the goal of getting one
new client. I ended up getting three! But it’s only because I was hustling and speaking with
everyone I knew about it. I worked hard to hit my goal.

63

As you think about your values, vision, and goals, start to think about what’s at risk. This could
be just another nice, happy business book that you’re reading and maybe you figured you’d give
it a shot. But until you actually do something, this is all you’ve done. You got a book that made
you feel like you were doing something. Like, somehow this book will magically give you your
dream life.
You need to do more though. You need to think about what’s at risk. If you continue with
your life right now the way it is, where will you be in 5 years? 10 years? 30 years? Will you be any
closer to your dream lifestyle? My overarching purpose in writing this book is to liberate you. I
can supply the information but you’ve got to do the work.
Right now, let’s do another exercise. Write out everything you don’t like about your
current situation. It could be having to sit in traffic every day. It could be not having enough
money to pay the bills. It could be lots of things! Now, look at your list and be super honest with
yourself, if you continue on the path you’re on, will any of these things go away? Will they get
bigger? Will your life just get more sucky? Chances are good it will.
Simon Sinek, author of Start with Why said once that “what you do simply proves what
you believe”. If you believe that the only way to make money is to sit in traffic everyday and go to
a sucky job, then that’s what you’ll do. If you believe that you can make all of the money that you
want and need through your own efforts, help others along the way, and be able to live your
dream lifestyle, then that will be your experience.
Your actions directly reflect your beliefs. Think about what you do on a daily basis. Is it
making you happier? Is it leading towards your dream lifestyle?
Think about it! This is your life. What’s at risk? If you don’t start today, what will your
life look like tomorrow? This is kind of deep stuff I know but all part of the mental side of things
when building your business.

"It’s not in the dreaming, it’s in the doing."
-Mark Cuban, Billionaire & Owner of the Dallas Mavericks
“Everyone who's ever taken a shower has an idea.
It's the person who gets out of the shower, dries off
and does something about it who makes a difference.”
-Nolan Bushnell, Founder of Atari & Chuck E. Cheese

With your overall Definite Major Purpose in mind, you’ve already identified your values, created
a vision, and set goals. Now your task will be to break it all down into weekly and daily goals.
Then, with these mini-goals in mind, you can break them down further into the most effective
action items. This becomes your daily to-do list.
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As you work through your to-do list each day, you’ll be getting closer and closer to
achieving your DMP.
This is where most people fail. Most people can see the end goal. They can create a vision
and even set effective goals. The magic happens at the action item level. They don’t complete
them. They get distracted. When they don’t complete them, they get discouraged thinking it’s
too hard. It’s right here, at this level, which separates successful people from unsuccessful
people. Can you see how if you do enough of your daily action items, you’ll make your business a
reality? It’s mathematical! Remember our formula? It looks like this:
Values + Vision + Goals + Action + Commitment
= Dream Lifestyle
However, at a closer look we can see that’s it really looks like this:
Values + Vision + Goals + Daily Action Items + Time + Commitment = Dream Lifestyle
Now think about each act you do on a daily basis and evaluate if it’s bringing you closer
to your dream lifestyle. Did you network with some key contacts? Did you start a new ad
campaign? Did you make any sales in your business today?
So let’s look at the formula again as it should be:
Values + Vision + Goals + Daily Effective Action Items in Your Business + Time + Commitment
= Dream Lifestyle
Notice I added the word, “effective” and “in your business”. It’s not enough to simply
straighten your desk and clean out your desk drawers. You need to take effective action.
Everything you do is either going to bring you closer or further from your dream lifestyle. Make
a sale? One step closer. Watch TV instead of doing some marketing? One step back. Run a
successful Facebook Ad campaign? One step closer. Again, if you take enough forward steps,
you’re going to make your dream lifestyle a reality. It’s math!
Make today count. Then make tomorrow count. Then the next day and the next. Work
hard to create a streak of days that count. When you do this, you’ll build up momentum and it
will get easier and easier. Just like an old locomotive train, it may be slow at first, but once it
gets going, it’s hard to stop!
I know it may seem a bit crazy to break everything down to every single act but we can’t
really escape it. If you’re kind of a slacker like me, just make sure you make more good choices
with your time than bad choices. Keep moving forward and you’ll get there. Make it so that your
future self will look back and thank your past self.
The entrepreneurs I know who are living their ideal lifestyles have their past selves to
thank. They took solid effective action and with time, it dumped them out into a great place.
Really think about it! What do you really want? Do your actions reflect that? You might
say you want the dream house on the beach but are you actually doing something every day to
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make that happen? Your actions are like a completely honest mirror that reflects your beliefs. If
you want something bad enough, you’ll make it happen. You’ll find a way. Again, what do you
want? Now ask yourself, what are you going to do about it?
Do one action item and then the next and then the next. Keep doing them every day (take
Sundays off for family time). Work hard and don’t stop. You’ll quickly see how each day was
either a success or a failure. You either knocked out those action items or you didn’t.
If you have enough successful days in a row, you’ll hit your goals. If you hit enough of
your goals, you’ll hit your DMP. If you hit your DMP, you’ll be living your ideal lifestyle. And
that, mi amigo, is when life gets awesome.

First, let’s talk about what it means to take action. Like I’ve already said, this is a how-to book.
Meaning, for this stuff to work for you, you must do something. Don’t overthink it. Just do it.
Just read what successful people have done and do it yourself. Do what they do and then have
what they have. It seems pretty simple, right?
A while back I was in my weekly Skype meeting with my good friend and business
associate Pawel. I asked him why more people don’t start their own businesses. I mean, all of the
information is out there! There are other books just like this one that even break it all down
listing out exactly what to do.
What he said stuck with me. He said, “99% of it is execution. All of the info on how to
start a successful business is out there. Only a few dedicated people will actually execute on it
and make it happen”.
Anyone can start a lifestyle business. Correction, anyone that’s willing to hustle can start
a lifestyle business. It’s all about the execution - the actual doing of the thing.
Jack Canfield, author of The Success Principles said, “Do 5 things everyday towards your
goal”. I think this is perfect advice. But I’ll amend it just a bit to say, “Do 5 effective, businessrelated things everyday towards your goal”.
The little things that you do each day, the behaviors that you have are your habits. Your
habits either empower you or they weaken you. For example, doing 100 pushups every morning
helps your overall health. Taking 16 smoke breaks while at work? Well, that will actually kill you.
With every single act, you’re helping yourself or hurting yourself.
In business, the people who make it are the ones who take focused, effective daily action
toward their goals. For this information to work for you, you’re going to have to change some
habits you currently have. Maybe instead of watching ESPN, you read a book on creating
systems for your business. Instead of hitting the snooze button 17 times, you get up early and
take on online course about how to outsource effectively. Maybe instead of spending hours
trolling on YouTube, you make some sales calls.
When you skip ESPN every day and opt for the business book, it creates a new
empowering habit. That new empowering habit plus time and repetition results in your desired
lifestyle. It’s pretty simple really.
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If you hold a microscope to it, it all boils down to your everyday actions. Each one is
either successful or unsuccessful. Each act either moves you forward or moves you backward.
When you do enough successful acts over a repeated amount of time, you build a successful
habit. It’s the successful habits that will catapult you to exactly where you want to be.
Think about what you do on a daily basis. Are you working towards a new life or not? Get
specific. Look at your everyday actions. It requires some mental effort but it makes all the
difference. I told you we were going to have to do some mental work!
To get started, you don’t need to get crazy with any spreadsheets or notebooks or
anything. Just find some time at the end of the day to think. Turn off the TV. Hide your phone.
Find a quiet place and just think about your day. Did you move closer to your goal or not? What
could you have done better that day? What set you back? What did you do well? Then commit to
yourself that you’ll do better the next day.
Your daily actions build habits and your habits will create new patterns in your life. Do
you see how it all boils down to what you do - every action you take? I know it may seem a bit
tedious at first but this is the mental work that successful people do. This is actually an
important part to creating your lifestyle business.
Just remember this: Actions create habits and habits create lifestyle

So far, we’ve talked about your values, vision, and setting effective goals. We’ve even talked
about the all-important concept of taking effective action. None of that will matter if you don’t
commit to it all.
When thinking about building your own business, you’ve got to treat it like a marriage.
You’re going to be working this thing for literally years. It’s different from mowing lawns or
selling lemonade like you did when you were a kid. This is the path that’s going to help you live
your ideal lifestyle. You’ve to got to commit it. You’ve got to do what it takes.
In our case, my wife and I decided we were going to go all in. We burned our ships as
they say. We decided we couldn’t make it by trying to maintain our Orange County lifestyle.
What we did next was kind of crazy. We literally sold all of our stuff! Our rule was, if it didn’t fit
in the car, it didn’t come with us. We did get a little 5’ x 5’ storage unit for our wedding photos
and stuff like that but basically, we just went for it.
We first went up to Seattle for a year where we rented a furnished house. After that, we
went to the San Francisco Bay Area for another year. While there we lived in a small 2 bedroom
apartment. Because we didn’t want to waste any money on our temporary living, we literally
slept on air mattresses. I know even some of our friends didn’t quite understand what we were
doing. In fact, one of our friends insisted that we needed a TV and dropped off his TV for a
while. We gave it back to him shortly after that. We just didn’t care because we were committed
to our vision. A TV is a huge distraction.
Once we moved to Cozumel and our friends & family started seeing the photos we were
putting up online, then I think it started to sink in. We weren’t on vacation, we were actually
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living there. After 2 years of sacrifice and admittedly weird living, we were now living our dream
lifestyle.

The whole theme of this book is creating your dream lifestyle through a business that you create
and grow. To do this, you’re going to have to sacrifice some things. As I understand it however,
sacrifice can really be defined as “giving up something good to get something better”. When you
look at it that way, it’s really not that bad.
Imagine giving up a little TV time now in exchange for swimming with dolphins. Imagine
giving up a little social media time to get to do a world tour with your family. Imagine giving up
your bowling night, to buy your new dream house. Imagine skipping eating out so much to be
able to quit your job. I could go on but I think you get the point. Give up whatever you need to
now to take action towards to where you want to be.
Because your personal situation is different from mine, you have to answer these
questions yourself. Can you achieve what you need to where you live? Do you need to move to
another place to make it happen? Do you need to reach out online and in person to key people
that could help you? Do you need to sever some relationships to be able to push forward?
Remember, any sacrifices you make now are tiny in comparison to what’s ahead of you.
Your future self will thank you. I promise. I know I’m grateful to the past Sean who put in a lot of
work to make it happen.
Whatever it means for you to grow your business, you’ve got to commit to it. Burn your
ships. Wake up early. Stay up late. Sell all your crap and move if you have to! Do what it takes!
Think about what the great Abraham Lincoln said, “Commitment is what transforms a
promise into reality”. You’ve promised yourself a better life by getting started on this book. Now
commit that you’ll go through the steps, create your business, and begin living your dream
lifestyle.

In the Action portion of this chapter, I gave this formula:
Daily Effective Action Items in Your Business + Time
= Dream Lifestyle
If you stick to this, you’ll be a success. But, you need to also track your progress. Entire
books have been written on this subject. I’ll make it really simple. Here’s what you do:
1. Write up your plan
2. Review it and make sure it’s really achievable
3. Do it
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4. Cross it off your list
5. Repeat
And that’s it! If you do that enough times for enough days in a row, your business will be
a success. How you actually do it is up to you. I personally use Asana to keep myself organized. I
also use an old-school calendar where I write out everything. There’s just something about
crossing stuff out that gives me a sense of accomplishment.
How often you look at your plan is up to you. I like to look at the month ahead and
mentally map it all out. Then I break down the projects I’ve got into weeks and what I need to do
each day. Like I said above, I try to make sure what I’ve got is really achievable. I’m an optimistic
person but I know I can’t write an entire book in one day so I make sure I plan accordingly.
Think back to a time in your life when you were the most successful. I’d be willing to bet
you somehow tracked your progress. Maybe you used a calendar or checklist or even an app. If
you’re not already, get in that habit again. Plan your work and track your success!


















Mental work is some of the hardest but most important work you will do in your
business.
To be successful, you must have a Definite Major Purpose.
Values + Vision + Goals + Action + Commitment = Dream Lifestyle .
Lifestyle entrepreneurs lead with their positive core values.
Knowing your values helps you know why you’re building a business in the first place.
Your vision is your desired outcome in vivid detail.
A vision will propel you through the inevitable hard times.
Craft your vision by thinking about what you deep down really want.
How much money you need to make may be lower than what you think but you can
decide to make however much you want.
Your goals are tools to put your vision into effect.
Keep in mind what’s at risk if you don’t achieve your goals.
Daily Effective Action Items in Your Business + Time = Dream Lifestyle.
99% of success is execution.
Actions create habits and habits create lifestyle.
Commit to your DMP - do whatever it takes.
Track your progress by planning it, doing it, and repeating day after day.
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“Your time is limited, so don't waste it living someone else's life.”
-Steve Jobs
“It’s crazy that some people feel that 2-5 years in business
is a long time to get rich, but don’t feel that 40 years
at a job is a long time to stay broke.”
-Unknown

“You know it’s never going to work right?”
Steve’s work friend Tom was chewing on his burger and, as usual, speaking with a mouth
full of food.
“I mean, do you even have any experience doing online marketing? What makes you
think you can do it for real businesses?”
Over the past couple of weeks, Steve spent every ounce of spare time he had learning
about creating a lifestyle business. He focused on creating an online marketing agency. If he
could make it work, it would provide him with the income he needed and he would be able to
work from home - something he desperately wanted. His job seemed to be getting worse by the
day. And now, as he watched Tom eat his burger while spewing doubt and negativity, he wanted
out more than ever.
“I’ve done a lot of research over the last little while. I already created my own business
website. It was easier than I thought it would be.”
“How are you going to get clients?”
“I already have one! I spoke with my old boss and he told me he needed a new website
and to do some marketing online. I told him I was just starting out but I’d be more than happy
to give it a shot. He agreed and I’m about halfway done already. It turns out I kind of have a
knack for it. I like it.”
Tom stared at Steve for a moment in disbelief and then said, “What does Heather think?”
“She’s cool with it. She just wants me to commit and work hard and I have been.”
Just then, Steve got a text. It was from his boss. “When you guys get back from lunch,
you and I need to chat”. Steve’s heart sank.
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“Who was that?” Tom said.
“Our beloved boss.”
Tom suddenly stopped eating, looked down, and then simply said, “Oh. What does she
want?”
“She wants to meet with me when we get back.”
“Cool.”
Steve looked at Tom for a minute suspiciously and then eyed the food on his tray.
Suddenly he wasn’t hungry anymore.

There are just a few more mental things I want to help you get clear on before we move onto the
next step. Everything that I’m going to share in this chapter deals with real challenges that I’ve
had in my own business, fellow business owners have had, and the students that have taken my
courses or people that I’ve worked with personally.
Basically, in this chapter I want to just stick this stuff in here because it doesn’t
necessarily go with any other chapter in the book but it’s got to be said. I’m going to whip
through a number of these challenges and focus on the solutions.

If you were a teenager in the 90’s like me, you watched Saturday Night Live religiously. It was
the good old days of Mike Myers, David Spade, Adam Sandler, and our beloved Chris Farley.
Every now and then, there was a special skit by a character named Stuart Smalley. At the
beginning of the skit, Stuart would look in the mirror and say, “I'm good enough, I'm smart
enough, and doggone it, people like me!” Stuart would then host a mock self-help show which
was sometimes funny.
What Stuart was hitting on was a common technique for changing your core beliefs. Your
core beliefs are the inner feelings that you have that guide your behavior. We all have positive
core beliefs and some negative ones as well. It’s really simple - positive core beliefs lead to
positive actions which lead to an awesome life. Negative core beliefs do the opposite. Some
common examples of negative core beliefs include:






“I’m just not good at (fill in the blank)”
“Stuff never works out for me”
“All the good (fill in the blank) are always gone before I get there”
“I’m just unlucky with relationships”
“I’ll never be rich”

I think you get the point. We all like to think we don’t have these kind “Eeyore” thoughts.
If you’re like me, you want to be more like Tigger - full of optimism and positive energy.
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However, the proof is in your lifestyle. If you’re not living how you want to be living, it’s a result
of your belief system. Your actions reflect your beliefs. Your life reflects your beliefs.
As you start your new business and resulting lifestyle, you need to make sure you’re not
going to sabotage any success you might have with any negative core beliefs. You could make all
the sales calls you want but never close any deals because those negative core beliefs will prevent
you from moving forward.

Some people will say to write out all of your negative core beliefs. I think it’s much more
effective to simply write out all of the positive beliefs you want to have. Your energy will go to
whatever you’re giving the most attention to. Just focus on the good. It’s more fun anyway.
“If you hear a voice within you saying ‘you are not a painter’
then by all means paint and that voice will be silenced.”
-Vincent Van Gogh

Here are the steps for putting your new positive core beliefs in place:
Step 1: Write out your new positive core belief. Keep it simple but potent. For example,
“I’m able to close every deal that I make” or whatever.
Step 2: Say it out loud every morning and night. Some people find it useful to write it
out on a note card and keep it with them. I have my own beliefs on a whiteboard by my desk.
Step 3: Keep a journal (or Evernote) for a 3 week period (21 days). At the end of each
day, write down any evidence in your daily life of your new positive core belief in action. At first,
you’ll need to look hard but with time, it will get easier and easier to see your new belief system
in action in your daily life. Do not skip this step!
Step 4: After 21 days, keep going with the journal with your first new belief. The first 21
days cements it into your mind and daily lifestyle but you should keep going with it. Stoke the
fire. Keep it going strong until the neurons in your brain have rewired themselves to line up with
your beliefs and bring the desired results into your life.
Step 5: Repeat this process for as many positive core beliefs that you want to
incorporate into your life.

Wait, what? Ditch the losers? Super harsh!
OK, it’s a touch harsh but it’s to make a point. Check out this quote by business wisdom
master Jim Rohn, “You are the average of the five people you spend the most time with.”
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I’ve seen it put another way, “You can’t fly with the eagles if all you do is run with the
turkeys”. I think you get what I’m trying to say here right? You’ve got to evaluate who you spend
the most time with because they do a lot in determining your lifestyle - whether you want to
admit it or not.
I’ve seen the results in my own life. When I was younger, I went through phases when I
had really great friends and positive influences in my life. Guess what? My life was pretty good.
Then I definitely had times where I didn’t choose the best peers and the opposite happened. This
doesn’t affect just teenagers. It affects adults as well.
If you don’t believe me, just do a serious reflection of the people you hang out with the
most. Really think about them. Then ask yourself:
What do they do for income?
 Do they have a job?
 Do they make a lot of money?
 Do they spend all the money they earn?
 Do they have time to do whatever they want to do?
 How do they feel about “the economy”?
 Do they have a victim mindset?
 What kind of words do they use? Are they positive?
 What do they do in their free time?
 Do they read?
 Are they actively trying to improve themselves?
Really take some time to evaluate the people in your circles. Then think about your own
life. Are you any different from them? Do you want to be? Be honest about it!
Maybe you’ve already got some good people in place. I’m willing to bet there are also
some people that probably aren’t the most positive. It sounds super harsh, but you need to
distance yourself from them. I’m not saying you need to “break up” with anyone or make a
scene. Not at all! What you’ll do instead is gradually spend your free time with the people you do
want to be around.


Here’s the solution to ditching the people that don’t get it: get new friends! Yeah, easier said
than done right? What if these people are your family members? What if these people are your
workmates that you see every day?
You need to find what I call “cool people”. These are people that just get it. They’ve
worked hard to get where they’re at. Nothing has been handed to them. They’ve reached (or are
reaching) success by their beliefs and actions. They’re the game changers. These are the kind of
people that will also help you get to where you want to go.
For everyone else? You need to ditch them. Obviously, you’re going to continue to love
your friends and family but you need to start to have protectors on. In my case, many of my own
family members don’t quite understand what I’ve done or can even appreciate it but I still love
them because they’re my family. As for friends, that’s a bit different.
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My wife and I have a lot of friends now who we didn’t have before and we don’t have a lot
of friends who we did have before. Make sense? I’m not saying we’ve “arrived” and are buddybuddy with Richard Branson or Mark Cuban, but the big majority of our good friends are also
fellow business owners with time freedom.
Recently, a friend of mine posted something about a kid who reached out to him saying
that he wanted more success in his life but was surrounded by people with negative attitudes.
This may be you. You may be in a situation where there’s nobody that understands what you
want to do.
The solution is super easy: the internet! If you don’t have anyone in your immediate
circle, reach out to people online. Just do some searching of people you admire and go to where
they hang out online. For example, you can find cool people in the following places:









Facebook groups
LinkedIn groups
Forums
Email lists/newsletters
Podcasts
YouTube videos (and their channels)
Twitter
Instagram

Basically, you can go to where the cool people are. At first, just watch the conversations
that are happening. You’ll start to pick up on a new mindset as you listen to the words these
people use and the discussions they have. It will open your mind I promise!
Bottom line, as you do an assessment of the people in your life, just ask yourself a simple
question, “Does (fill in the name) really support me in my new journey?” If not, it might be time
to gently move on. You need to work hard for your desired lifestyle and this includes the people
in your crew.

What if I can’t sell? What if I’m not an extrovert? What if my wife won’t support me? What if I
don’t know how to build a website?
I can go on and on with all of the “what if” questions I’ve seen from the people I work
with. Basically, it all boils down to one thing: fear. Fear is the cause of doubt, procrastination,
distractions, and more. It kills dreams. It’s hard for me to write this section actually because I
just don’t have a lot of tolerance for fear. It’s just so pointless. It’s such a waste of time. Fear is
completely illogical and non-productive. With the same energy you use up actually being afraid,
you could be making forward progress on your goal instead!
I have 3 kids and they’re all afraid of going upstairs by themselves at night. My wife and I
always say, “Just turn the lights on!” It doesn’t matter. Their imagination is just too powerful.
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They usually have to all go together so they’re not as afraid. Then, of course, they realize there
was nothing to be afraid of.

“Doubt, of whatever kind, can be ended by action alone.”
-Thomas Carlyle, Philosopher & Author

Just take action. Like my kids do, you can figuratively “turn on the lights and walk upstairs”.
Just move forward towards your dreams. If you’re following along, you should already have your
goals in place. Ideally, you’ve broken them down into daily steps.
You know what you need to do. Just do it.
I once heard, “leaders are afraid but they do it anyway”. It’s OK to have some trepidation
about creating your own business - especially if you’ve never done it before. But you need to go
back to your vision and your goals and push forward.
Do something every day that moves you closer to realizing a successful business. You can
move faster than your fear. Remember the whole reason for the 60 days? It’s to go fast!
When my wife and I sold all of our stuff, we often wondered if what we were doing was
right. If we let it, doubt could have easily set in and derailed us from our dream. But we just
moved faster than our fear. I plowed into making sales and growing the business.
When the paychecks started showing up, even in our very first month, the doubt pretty
much just got tossed aside.

Ah, perfectionism. I’m guilty of this one for sure! Even now I sometimes get obsessed with
making sure everything is exactly perfect before launching to the world. Perfectionism usually
looks like this:
1. Examining something to death
2. If you do get started, you take your sweet time making sure it’s perfect
3. You get distracted with something else and move on

“Imperfect action is always better than perfect inaction.”
-Harry Truman

You want to make sure you understand something, but you don’t want to examine it forever. You
may have heard the term, “analysis paralysis”. This is really just another manifestation of fear.
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The person doing it justifies it as “I need to learn more about doing the thing before actually
doing the thing”. Hmm, not really. You can learn as you go.
I love playing board games but I can’t stand listening to all of the rules. I’d rather just
start playing and learn as I go. Sure, I need to have a basic understanding and know what the
goal is but that’s it. The details can come as I go.
Learning everything there is to know actually prevents you from the most important part
- taking action. If all you do is read the rulebook, you’ll never get to actually playing the game.
And you’ll never have a shot at winning.
Once you do get started, just work as fast as you can to get it done. It doesn’t need to be
perfect, just completed. Have you noticed any mistakes in this book yet? Probably, but my goal
is to get this thing out to the world rather than focusing on all of the little grammar and
punctuation rules!
One of my courses is how to create an online marketing agency. A lot of the students
have asked me about the websites for their businesses. I usually end up saying, “Just make it
‘good enough’ and get out there and make some sales”. These days, making a website is easier
than ever anyway. This is actually a really good example. You could spend literally years
perfecting your business website and never make a single sale. That’s just plain silly. What’s the
point? It doesn’t matter if you have the most beautiful website on the planet if you’re broke!
Just get something up and out to market quickly. In a product-based business, this
concept is called, “minimum viable product”. It’s basically a good-enough version of your
product so you can hurry and make some sales and validate your product idea. Basically, if
people buy it, then you’ve got something. Then you can refine and perfect your product. You can
do this with your business as well. Just get your business to the point of good enough and then
perfect it after you’re making sales.

“Eagles don’t flock”
-Ross Perot, Entrepreneur

For many people, starting a lifestyle business is their first attempt making money for
themselves. It can be tricky to make the jump.
In my case, I tried various things over the years but never really made anything stick. I
made some money here and there but never anything that I could call a business. That’s actually
the primary reason for my failures - I never treated anything like a real business and I didn’t
think of myself as a business owner.
Even when I got started with my online marketing agency, I viewed myself as some
freelancer dude who could do whatever work someone needed done online. My lack of focus
kept me super limited and it stunted my growth for the first year.
It wasn’t until my second year in the business that I started working with virtual
assistants. I also met regularly with other business owners who actually owned and ran real
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businesses - not some freelance gig thing. Once I started viewing myself as a real business
owner, and made key changes to my business, then my growth took off.
If you’ve been an employee for most of your professional life, it can be tricky making the
leap. You’re used to a boss, a schedule, a set amount of work to do, a steady paycheck, and so
forth. When you make the leap, you’re on your own! If it’s going to work, it’s all on you.

There’s a straightforward solution to making an effective transition to a business owner. First, it
all starts with your thoughts! You’ve got to think like a business owner. Yeah, I know, more
mental stuff - but it’s important. In a nutshell, thinking like a business owner means going from
thinking “what work do I have to do today?” to “who’s doing the work today?”
Your job is to make sure the work is getting done - not actually doing the work. You’re a
business owner not a business “doer”. If you’re freaking out about what work you’ll do don’t
worry there’s plenty. But you’re not going to be involved in the day-to-day production. Your
team will do that. We’ll discuss more on building a team later.
In fact, I’m going to spend a big chunk of the rest of this book talking to you like a
business owner. I’m not going to break down the specifics of how to do all of the production that
goes into a certain business but rather what you need to do as the business owner to set up your
particular lifestyle business. I’ll include specifics but only as they apply to you, the business
owner. The dirty work will be done in large part by the team you set up.

When you start making money with your new business, it will attract the attention of others
around you. Some people may even want to partner with you. It might be really tempting to take
on partners, especially if they offer some kind of “valuable” business “experience”. Yes, I went
heavy on the quotations and sarcasm there. If these people are so good at building a business,
they would not need to hitch their wagon to yours. They would just do it themselves.
Also, don’t be tempted by any potential partners or angel investors offering to pour some
capital into your business. There’s no such thing as free money. Besides giving up equity in your
company, you’re giving up some control and the ability to just do what you want. Your new
financier might want to move in a different direction than you do. Besides, a lifestyle business is
something that you just don’t need a lot of capital to begin with. Make some sales and you’re
already in the black.
Ultimately, having other people involved can muddy the waters and sometimes fracture
relationships. It can also distract you from your vision and the lifestyle you’re working so hard
for can suddenly be put in jeopardy.

You’ve got to think in terms of ROI (return on investment). For the amount of work you’re going
to put in to take on a partner, will they really help your business? Are they all talk? Have they
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grown their own successful businesses? Are they wantrepreneurs? Why are they interested in
being your partner anyway?
I’m going to keep this one really simple: don’t take on partners. Everything you need to
know will be laid out for you in the rest of this book. Just have faith in yourself and go for it.
Besides, with a lifestyle business, it can really be led by only one person - you. You can get
everything you need through your system and team. That’s the solution.
Besides driving new revenue, your job as the business owner will be to focus on creating
and refining a system and creating and refining a team. That’s it! You don’t need other people to
do that. It’s your job. Coming up, I’ll show you how to create a system for your business and how
to form a team of people all working for you. This will put you in a much more leveraged
position than if you were to take on a partner.
It’s much better to keep full control of your business - and that’s really the point of this.
You want control over every aspect of your business. This is your business and it’s your lifestyle
that you’re building. It’s on you - nobody else will care as much about your dream lifestyle as you
will. No matter how tempting or how great taking on a partner may seem, stay true to your
business. Keep working the business model laid out for you in the rest of this book.

A few chapters back, I talked about my buddy Brian who works for a large investment firm.
While my family and I were living in Cozumel, he and his family were living in London. A big
part of his work included going to India and visiting with high profile clients who lived there.
When not working with the high-rollers, Brian learned something about the rest of the
Indian people - if they don’t hustle, they don't eat. In other words, if they don't work, they die.
That’s not me making a point, it’s totally literal. There are so many people there and any socalled government assistance programs don’t even put a dent in fulfilling the actual need. Pretty
much, everyone is on their own. This accounts for why there are so many Indian entrepreneurs.
They’ve been doing it since they were kids! The take-away from what my friend shared about
Indians that I got is that they’re hungry. Even literally! It’s what drives them to work hard.
We’ve already covered your goals. You know what you’re fighting for. You also know
what’s on the line if you don’t do this. This relates to taking action like we also already touched
on. It boils down to one thing: being hungry.
“Sweat equity is the most valuable equity there is.”
-Mark Cuban, Billionaire

There’s a saying that I love. It says, “entrepreneurs are willing to work like no else will so
that they can live like no one else can”. Sure, there’s a little bit of attitude behind it but I like it.
Creating your ideal lifestyle takes work and it’s perfectly fine to take pride in making it happen.
And it just so happens that the statement is 100% true.
Remember my friend Connor who started his own roofing company? Last year his
company did over $8 million in revenue. He started out by knocking doors! In fact, I could rattle
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off every single one of my friends or associates who’ve achieved great things in their lives and it
all started with one common theme - hard work.
Are you willing to do what it takes? This is kind of a deal breaker for most people.
Everyone wants the time freedom and the money to do whatever they want but very few are
willing to put in the actual work to make it happen. A while back a friend of mine emailed me
asking how to “make it” and I told her that she needed to be willing to do what it takes. I asked
what sacrifices she’d be willing to make. I also related some of the things my wife and I did at
the beginning of our journey like selling all of our stuff and living in a smaller place. I still
haven’t heard back from her. To my knowledge, she still hasn’t “made it”.
Increasingly, our society is becoming an entitled one - like, everybody deserves
something. They have a right to this or that. What’s crazy is that this kind of thinking just isn’t
found anywhere in nature. Every other living thing on this planet works hard for its existence.
We should be the same.

Work hard. I can’t say it any more simply. Just work hard. Work smart? Sure. Do something
every day on your business. Stay up late if you have to. Guzzle an energy drink, crank the music,
and get busy. Take the next step in your list of goals and push forward. Refer back to your vision
often. That’s where you want to end up. Now, work hard and don’t stop until you get there.
When we were in Cozumel, we lived walking distance to the beach. Literally one block
actually. Every time I headed out towards the ocean, I’d see that glowing turquoise water and I
was always hit with how awesome it was. It never got old. At the same time, I was so grateful for
the hard work I’d put in to get me to that point. I was living my dream lifestyle.
Do the work. Your dream lifestyle is waiting just around corner. Trust me, even just one
year from now, if you work hard every day, you’ll be so happy with yourself that you did.

I get emails like the following all the time:
“Sean, I just don’t know how much longer I can take my job. I feel like if I quit, then I could
dedicate myself to my business even more and grow it that much faster. On the other hand, it sure is hard
giving up that steady paycheck. What should I do?”

That’s a big challenge to have for sure! I completely understand what it’s like having a
job you’re not fond of. So how do you know when it’s right to leave your day job?

First, I’ll say that if you absolutely can’t handle another day of your job, then by all means quit!
If you read the first section of this book, you know I’m not a fan of jobs! There are some things
you should think about before jumping ship however.
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First, think about how much you have in savings. Do you have at least 3 months worth of
living expenses paid for? If so, you could consider quitting. If not, consider reducing every single
expense you have and save your paychecks up until you have that 3 month cushion. Once you
do, then you’ll have 90 full days to kick butt in your business. Remember, that’s more than a
month for what this book is geared for!
Second, having a job is incredibly motivational. Chances are pretty good you don’t love it.
Even if you kind of like it, it won’t give you the time freedom to live your dream lifestyle. Use the
pain of having to clock in to motivate you! Use your lunch breaks to make sales calls. Use your 15
minute breaks to send important emails or dial in your Facebook ads. Use the emotional
connection you have with your job to catapult you towards growing your business.
Third, consider using the income you get from your job to finance any bills you might
have in your business. I’m serious when I said that you can bootstrap a lifestyle business (in
most cases). If you do need any money upfront, put that paycheck to use!
Fourth, use your limited time effectively. In a way, it’s good that your time is limited. As
the saying goes, “If you want something done, give it to a busy person”. The reason why is
because busy people know how to budget their time and get stuff done. Because your time is
limited, you’ll have to be smart with it. You’ll spend time doing only the most leveraged activities
(usually sales and getting team members to do the work). You won’t waste time designing your
own logo or drafting cool looking invoices.
As you use your time effectively, you’ll be ahead of the curve for when you get to go fulltime with your business. In fact, you won’t even need to work 40 hours because you’ve should
have gotten used to working the business with only limited hours. Sure you can put in some
more time if you want but by working only limited hours, it sets you up for time freedom when
you leave your job behind. Ideally, you work no more than 20 hours a week on the business
while at your job and when you go full time, you keep the same schedule because your team and
systems are already in place.
And that’s it! You should be able to know when to make the leap. When you do, you enter
a super fun world. I’m not kidding. This side of the money-making world is where the fun is at!
What I’ve listed in this chapter are the most common challenges I’ve seen in getting
started. There are more. A lot more! If you’re honest with yourself, anything that’s not starting
your own business is an excuse. Any excuse is based on fear. Everyone has a lot going on in their
lives. You’re no different. As they say, “you can make excuses or you can make money”. It sounds
a bit crass but it’s true.
What will you do? Is your life worth it? I think it is!
In the next chapter, we’re going to explore finding the right business for you by first
taking an inventory of your skills. It’s fun stuff! But first, be sure to review the summary listed
below.



Positive core beliefs lead to positive actions which lead to an awesome life (negative core
beliefs do the opposite).
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If you’re not living how you want to be living, it’s a result of your belief system.
Your actions reflect your beliefs.
Incorporate positive core beliefs into your life and business.
You’ve got to evaluate who you spend the most time with because they do a lot in
determining your lifestyle.
Surround yourself with positive people, even if they’re online.
Fear kills dreams.
Take action - move faster than your fear.
Perfectionism is another form of fear.
Get your first product or service out there - refine it later.
The key to owning a successful business is to think like a business owner.
Don’t take on partners - build systems and teams instead.
Work hard and be successful. Period.
Quit your day job when you have 3 months of living saved up or you absolutely can’t
handle another day of your job.
Most excuses are fear-based - ignore them and get to work.

For more interactive learning including video lessons,
downloads, tools, discussion areas, & more be sure to visit
FamilyRocketship.com/60Day
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“The best time to plant a tree was 20 years ago.
The second best time is now."
-Chinese proverb.
“If you can dream it, you can do it.”
-Walt Disney

Ever since the conversation with Cassie, something overcame Brianna. She realized that if her
life was going to change, she would need to be the one to do it. A job, no matter how good, would
not ultimately make her happy.
She wanted to be able to travel with her daughter and experience new places together.
She wanted to personally teach her daughter and prepare her for a changing world. To do that,
she knew she needed to think about money in a different way. She knew she could leverage
technology to create an income. And she had Cassie to help.
Cassie told Brianna to first take an inventory of her skills. She told her to list out
everything she’s ever done that added value to her own life or that of others in some way. She
told Brianna to also write out all the skills she’s ever developed or used at school and at work.
As Brianna wrote out her list, she started to see a pattern. Everything she did was
oriented towards sales and marketing.
At first, she didn’t want to admit it. She’d always had a negative image of salespeople.
She thought of used car salesman or pharmaceutical reps - both were evil in her mind.
The more she looked at her list though, she realized that her degree in Communications
was actually coming in handy. Her classes on copywriting, advertising, and psychology were her
favorite. The more she looked at her experience and what she just plain enjoyed, it seemed like
she was destined to end up in sales.
Brianna looked at her laptop and realized she could apply sales in a way she never
dreamed of before. Her skills plus the unlimited reach of the internet? The world was hers!
Brianna laughed out loud as she realized she was at the start of something awesome.
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Just for fun, let’s pretend that you have been teleported to a new city. You don’t know anyone.
You can’t communicate with anyone at home. You need to make money but you’re not allowed
to get a job. What would you do?
You might have to get creative. You’re going to need to look for opportunities available in
this new city. You’re going to need to think about what you yourself can do based on your
experience and the skills you have.
Let’s push it a bit further. Let’s say that you’ve come up with a solution and you made
some money. Now think, can you repeat what you did? Are there plenty of other people who are
willing to pay you for the same thing? Is what you did scalable? Can you create a system or
process for doing it in an effective way? Could you get someone else to do the work for you?
Could you eventually get an entire team of other people to do the work?
I hope you see where I’m going with this. I’m trying to get you to start thinking like an
entrepreneur and also to come up with a possible business. It’s a fun game to play because it
wakes up the entrepreneurial part of your brain. This is the part that looks to connect the dots.
You see a problem or a need and you see people who would be willing to pay money to solve that
need. Before you know it, all you’ll see is opportunities - too many to ever do anything with in
fact!
The important part of this exercise is that you need to see the opportunity but also think
of how it lines up with something you can do based on your experience. You need to make an
inventory of all of your skills, job experience, education, certifications, strengths, aptitudes,
talents, interests and pretty much anything that you can apply to making money in some way.
Recently I was talking to a friend of mine who’s looking at starting a lifestyle business.
We were at lunch and I was asking him about his background. Obviously, I was looking for some
skills or experience that he had that would line up with a particular business. The more he
talked, the more I realized this guy has an entire treasure chest of really practical business
experience!
Among other things, he’s started companies from scratch managing over 90 employees
and literally millions of dollars in revenue as well as being a successful realtor, trainer, designer,
advertiser, and more. The challenge for him isn’t seeing if he has any applicable experience, it’s
deciding which route to take! For him, it will simply be a matter of deciding what he wants to do
most as it lines up with his values and goals. I have no doubt he’ll be successful in whatever
specific business he chooses to do.
The main reason you need to take an inventory is to see if there’s something you already
know that might be marketable. The big goal is to be making money quickly in something that
you can scale up as big as you want. In the next chapter, we’ll move forward with finding a
model business. For now, you’ve got to list out everything. This is actually a pretty important
step so I’m going to include an exercise to help you out.

83

They best way I know to take a personal inventory is actually a way that my friend and
professional speaker Patrick Schwerdtfeger shared in his book, Keynote Mastery: The Personal
Journey of a Professional Speaker. He said that one time flying home from his brother’s
wedding and getting back into regular life, he really felt the urge to make some changes.
He opened up his laptop and started listing out all of the qualities he had. He included
everything from salsa dancing to business acumen to weightlifting! He used a spreadsheet and
in the rows listed out all of his qualities. Then in the columns next to each quality, he listed out
possible uses or applications for each.
In his words, “The exercise was really interesting because I soon realized that I could
easily spend my whole life doing only things I’m good at. With 11 qualities and two or three uses
for each one, I could build my entire life around those strong qualities.”
You’re now going to do the same thing! At this point, your main focus should be on
listing out as many qualities as possible. We’ll get to the application of those qualities soon. But
for now, just focus on as many things as possible. Jot down the answers to the following
questions.
Education
 What did you study in school?
 If you graduated from a college, what was your degree in?
 What subject were you the most interested in?
 If you go back to school to learn this one thing, what would it be?
 Do you have any certifications?
Work Experience
 What are your main responsibilities at your job?
 What skills do you everyday to complete your work?
 If you could work in any other position at your job, what would it be?
 If you could work in any other job, what would it be?
 What other specific experience do you have from past jobs?
Personal/Hobbies/Interests
 What do you like to do in your spare time?
 If you had all the time in the world, what would you spend your day doing?
 What are you good at doing around the house?
 What’s your favorite hobby?
 Are you a member of a club and if so, what kind of club?
 What are your talents?
 What do other people compliment you on?
 What do other people ask you for help with?
 What is the one thing your spouse encourages you to do?
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I know I may have thrown you for a loop talking about jobs. Don’t worry. I’m not trying
to help you find your dream job! There’s really no such thing anyway. There is such a thing as a
dream lifestyle and you can fund it through your business. Also, don’t get distracted by me
asking you about what chores you do around the house or your hobbies. You won’t be building
your business around your ability to wash pots and pans! The point of the exercise is to get you
brainstorming about everything you do and skills you have that you may take for granted.
With your list, start filling in the applications. The goal now will be to see if there are
things you that do every day and that you already know that you can apply to a business. In
other words, we’re going to look for ways that you can provide value to others. Take this exercise
seriously. You’re going to need it as we look at model businesses in the next chapter. If you think
it would help, go through this exercise first by yourself but then go through it with someone else.
This could be your spouse if you’re married or your best friend. Just make sure this person is
someone you absolutely trust and is someone who supports you.

“Whenever you are asked if you can do a job, tell 'em, 'Certainly I can!'
Then get busy and find out how to do it.”
-Theodore Roosevelt

What if at this point, you’ve gone through the exercise and you feel you have no valuable skill
sets? What if you’re looking at your list and it looks empty? Don’t worry! You’re not alone!
Recently, I got an email from a student in my online marketing agency course:
What if I’m not a expert in seo or autoresponders or social media? I guess what I’m saying is that
you made your money because you were good at internet marketing. I’m just a normal guy that picked up
a few things but I’m not a expert like you. How can normal guys sell this service to others if they just know
the basics?

What an excellent question! When I first did the personal inventory exercise years ago, I
looked at the list and thought I didn’t have that many marketable skills. I thought that maybe I
could write some stuff but making it as an author seemed crazy. I thought that maybe I could
learn to do some copywriting but that seemed like a tough market to enter. I went to a local
Toastmasters club and really enjoyed public speaking but trying to become a paid public speaker
seemed like a pipe dream. Basically, I felt like I was a hopeless case.
Let’s say you’re like me and you look at your list and you don’t see much. Or like the guy
who sent me the email above, you think you’re just a regular guy or girl and certainly wouldn’t
feel comfortable selling or growing a business when you only know the basics.
Well you’re in luck! The rest of this book is dedicated to teaching you exactly what you
need to know! I’m going to break it all down step-by-step.
It’s true that I built my business based on the experience I had acquired. But guess what?
When I did my personal inventory, none of the skills I used to build my business were on there!
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All of those skills came over the next two years with on-the-job experience. I learned online
marketing at the last two jobs I had. In other words, I started out as just a normal guy!
Additionally, just because it was my job didn’t mean I took classes or worked with some pros
that showed me the ropes. I literally Googled everything!
You and I live in the age of the mighty internet. There are no excuses for not knowing
how to do something! We’ve got Google and YouTube and forums and a whole ton of other
resources on how to create any kind of business you can imagine. It's all up there online. There
are even people like me trying to take this info to the world and help anyone who wants start
their own business and finance their freedom. Honestly, if you chose one topic and studied
everything you could online about that subject, within a week, you’ll already know more than
most people. More importantly, it would be enough to start a business around it.
In my own business, I'm not the smartest guy when it comes to SEO or social media or
whatever. But I do know how to research online and implement that knowledge into real life. I'm
so confident in this concept actually that I feel now I could start almost any business without any
prior knowledge. Start an Amazon FBA business? Sure! Start a babysitting agency? Yep! Start a
math tutoring business? Absolutely. You just have to know a bit more than the average person.
With some focused study, you'll know more than most and be able to apply that knowledge to
help real customers or clients.
I wasn't an expert when I got my first job doing online marketing. I knew how to do a
little Wordpress and that’s it. I didn't know SEO or reputation management or anything else. I
just looked it up online! With time however, and dedicated study and helping real people, you'll
find that "expert status" happens rather quickly.
Even if you think you don’t have any valuable skills, which probably isn’t true, the rest of
this book will be your guide. To make it happen though, you’re going to need to grow. All of this
mental work I’ve been talking about is going to come into play really fast. In fact, if your drive is
strong enough, and your vision clear enough, you’ll find some skills you already have or could
develop quickly and then start that business. You’re going to need to become an entrepreneur.
Actually, let’s talk about that right now.

Previously, I spoke about Michael Gerber’s breakdown of how people work. They fall into 3
categories: entrepreneurs, managers, and technicians. When you read that, what did you think
you were? Most people, especially if you’re reading this book, like to think of themselves as
entrepreneurs because it’s the sexiest - images of private jets and fancy cars and huge houses
come to mind. But this is where you need to be super honest with yourself.
I know a guy who loves the concept of being an entrepreneur. He likes to paint the
picture that he’s got a number of successful businesses going. The harsh reality is that he’s a
technician. His income comes from a job. He’s tried his hand at network marketing companies
and other similar “get rich quick” methods all in a quest to fulfill his dream of being an
entrepreneur. To my knowledge, he’s never once started his own business.
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I don’t mean to pick on the guy. I just want to make the point that you need to be honest
with yourself. You need to do some serious personal reflection and think if you’ll be able to make
it happen. If you realize that you’re a technician or manager, don’t worry! I’m going to show you
how you can still become a successful business owner and entrepreneur! I’ll show you the back
door to making it all happen.
OK, I’ll actually give you a spoiler alert right now! To be a successful lifestyle
entrepreneur, it has to do with sales, systems, and team. I’m going to go deep with each of these
topics coming up but I’ll show you how if you can master these three things, you’ll fast track
yourself into becoming an entrepreneur. If you’ve got the mental work done, and you start to
take action in these three things, you’re going to make it. Your “job” will be to drive revenue,
create and refine the system, and create and refine your team. This applies if you’re an
entrepreneur, manager, or technician.
Remember, everyone has a starting point. Even Bill Gates, Warren Buffett, Larry Page,
and others all started out right where you are! You’re going to need to spend all of your time on
what you’re good at and use your system and team to do the rest. I’ll show you how to build out
both coming up. For now, we’re going to talk about how you can have 100% success in your
business.









Pretend you were dropped in a new city and weren’t able to get a job - what would you do
for money? That is your key to becoming an entrepreneur.
Start thinking about solving problems - all businesses solve problems (or perceived
problems) in some way.
Take an inventory of your skills and qualities and you’ll be surprised at how much you
already know.
If your drive is strong enough, your vision clear enough, you’ll find a business to do.
With the internet, any skill you want to learn is literally at your fingertips.
With a week of solid learning, you’ll be in a position to create and run your business.
Even if you’re not the traditional entrepreneur type, you’ll be able to grow a lifestyle
business.
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“Somebody asked me in an interview,
‘What does an entrepreneur really need?’ and I said two things:
common sense and a sense of urgency. That’s it."
-Manoj Bhargava, Founder & CEO of 5 Hour Energy
“I never dreamed about success. I worked for it.”
-Estee Lauder, Founder of Estee Lauder Companies

Carol was on a roll. The course on starting a food tour was exactly what she was looking for. The
instructor was super helpful and answered every single one of Carol’s non-stop questions.
She had concerns. For starters, she felt like she was too old to start a business. The
instructor assured her that her age didn’t matter as long as she was willing to put in some initial
hustle. Carol realized she was just making excuses and was being fearful.
Carol referred to her vision often as she was going through the course. The dream of
making money on her own was finally something she could believe. More than that though, she
realized she was one step closer to being able to spend more time with her family and pamper
her grandkids.
After taking a personal inventory, Carol was also concerned that she didn’t have any
skills in marketing and certainly not creating a website or doing anything online. Fortunately,
the course instructor actually listed out exactly how to create a website in her course as well as
the basics of what to online.
Carol decided just to do everything that the course instructor said to do. After all, the
instructor was teaching the course based on her own experience of creating a successful food
tour business. She was the perfect model. As the instructor expanded her own business, she
simultaneously removed herself from the day-to-day operations.
Then she got the idea to teach the course because she knew there was plenty of
opportunity. Plus, she enjoyed seeing her students succeed and Carol was no exception. Carol
was working hard and the instructor knew she would make it.
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In our first year of living in Cozumel, my daughter Abby participated in a bazaar that her school
put on. Each student had to think of a product to sell, list & buy the ingredients, track their
costs, make the product, create the marketing materials, and then finally sell the product on the
day of the bazaar.
As a proud entrepreneur father, I was absolutely in love with this school project. Not only
was Abby learning math and writing skills, she was getting real-world experience in psychology,
sales, marketing, merchandising, and more! But, I was careful to let her do it herself. I helped
her along but didn’t butt in.
She decided that her product would be rice krispy treats. She already knew how to make
them and thought they would sell well to the people at the bazaar. With some simple math, she
figured if she could sell each rice krispy treat at 5 pesos each, she would come out with a pretty
good profit margin.
The day came and Abby was a superstar. She had a huge plate of product, a sign for the
table, and even some petty cash to make change. Everything was in place. There was just one
catch - in Cozumel, nobody knew what rice krispy treats were. Because of that, Abby had a hard
time selling her product.
There’s actually a BIG lesson here that I want to focus this chapter on. This is where
many people fail in their businesses. Here’s what I mean: I’m sure you’ve heard about the whole
“9 out of every 10 businesses fail” thing, right? Business gurus like to quote it all the time. They
say something like this:
9 out of 10 businesses fail in the first year. Then out of those surviving businesses, only 1 out of
every 10 will make it past the 5 year mark.

That’s crazy! I don’t know where they’re getting their information from but I’m going to
tell you straight up, I think it’s nonsense. I mean, it may be a totally real stat, but it doesn’t have
to be your reality. Over the last decade, I’ve met with a lot of business owners - both while I was
at a job as well as with my own business. I can certainly tell you that there are a lot of crazy
people out there. I sometimes wonder why that business failure rate isn’t higher! However, in
this chapter, I’m going to break down how you can beat the odds and run your business like a
super savvy entrepreneur.

So let’s go back to the example of my own daughter. In her first go of a business, it wasn’t as
successful as it could have been. It wasn’t a total loss however. She learned from her first year
mistakes and did one key thing differently the second year - market research.
In her first year, she learned that kids in Cozumel didn’t really know what rice krispy
treats are. However, she learned that they all love Jell-O. How did she learn this? She saw other
kids selling it! Instead of trying to come up with something unique, in her second year, she
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simply copied other successful sellers. She did one thing differently however - she added colored
mini-marshmallows. It set her apart from the rest of the crowd. Kids walked past Abby’s table
with their parents and once they saw the Jell-O cups with colored marshmallows on top, they
begged their parents for money. Abby sold out within 20 minutes of setting up shop!
The secret of my daughter’s success is that she copied other successful sellers and
improved just a bit on what they were already doing. Period. That’s it. The goal of a lifestyle
business is to create a business quickly with a product or service that people will really pay for
and then scale it up until you finance your freedom. This is where a lot of people fail. They start
a business because they think they have a good idea and then go for it.
One my friends is a real action taker. He’s brilliant at executing on something. He’s the
personification of the saying, “Ready. Fire. Aim.”. Except, sometimes he leaves off the whole
aiming part. Where he has a challenge is not getting his idea made into a real sellable product
but making sure there’s an actual market to sell to.
I appreciate hustle and taking action because it’s what separates the successful from the
unsuccessful. But, you also have to have a proven market. You might think you have the best
idea ever, even get it to market, but if all you hear is crickets, your business will fail. Then you
become yet another case for those so-called business gurus to quote.
Right now, let’s look at how you can save a ton of time and money by seeing what people
really want and then doing that. I mean think about it - isn’t it just easier to create a winning
product or service and make money from the start? The obvious answer is “duh!”, but I have to
really drive this point in because so many people falter on this one step. Creating your own
business takes time and work. You might as well get a sweet payoff. It will be better for you, your
family, and of course, everyone you do business with.
There are three primary ways to make sure you’re selling something that people actually
want. They are:
1. Do targeted market research
2. Check out the competition
3. Find a model
That’s it! If you do one or all of these, you’ll be sure to make money - as long as you sell
that is! Before we explore those three ways, there are a couple of things I’ve got to get out of the
way first.

Love it or hate it, in the movie Joe Dirt featuring David Spade, there’s a key scene that teaches
us what every entrepreneur should know. Joe Dirt approaches a guy with a fireworks stand and
finds out he’s failing with his firework business.
Joe asks where all the “good stuff” is. Joe then rattles off pretty much every kind of
firework known to man and realizes the guy isn’t selling any of it. The guy replies that he doesn’t
have any of those because, in his words, “Snakes and sparklers are the only ones I like”.
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Joe then says, “Well that might be your problem. It’s not what you like. It’s the
consumer.”
Yes, for the record, I just explained a vital entrepreneurial lesson from a movie featuring
a redneck with a mullet! However, if more would-be business owners applied this piece of
humble wisdom, we would have less business failures in the world.
There’s a lot of people out there selling the idea of “get paid to be you” or “follow your
passion and the money will follow” or a million other versions of the same thing. It’s ridiculous!
I’m going to drop on a bomb here - your business is not about you. Wait, what? Isn’t the
whole idea of a lifestyle business to create an income stream for you? Yep. It absolutely is. But
that’s you as the business owner. You’ll buy your freedom with the income you create but your
business is about the consumer. It’s all about the market! It’s always about the market.
Starting a dog walking business might not be your dream lifestyle but if there’s a million
dog owners willing to pay you to do it, that has the foundation of a good business. You can
systematize the thing, get a team in place, and scale the thing. I promise you, making money is
fun. Once you hit your first $10,000 having only worked 10 hours total that month, you’ll be
excited about your dog walking business!
Let me make something clear. I’m not saying you should choose something you don’t
have an interest in. You don’t want to leave a job to start a business that you hate. No way! What
I am saying is that there needs to be a real paying market - real people who will give you real
money for your product or service. Skip all of the self-help guru crap of “get paid to be you” and
instead, get paid by selling something to people fighting to give you their money. It’s easier and
more fun. Oh, and you’ll grow a huge business along the way!

Before you land on your perfect business model, there are some commandments that you need
to follow. Yes, I said commandments. They aren’t guidelines or suggested tips, they are things
you must do to be successful.
In his fantastic book, The Millionaire Fastlane, MJ DeMarco lays out five
commandments that you must follow if you want your business to succeed. If everyone just
observed these commandments, that whole “9 out of 10” talk would disappear. The
commandments include:






Need
Barrier to entry
Control
Scale
Time

In a nutshell, when considering any business idea, you need to first run them through
these standards.
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First, is there an actual need in the market? I’ll even settle for perceived need. Second, is
your product or service offer hard to get into? The harder it is, the better. Third, you’ve got to
have control. You can’t (or at least shouldn’t) build a business on something that someone else
(like Amazon or Facebook) could wipe out with one single policy change. Fourth, you’ve got to
be able to scale - make sure the market you’re entering is big enough for your income goals.
Fifth, you’ve got to be able to separate your time from the money making. You make money
whether you’re putting in the hours or not.
Don’t even consider a business idea if you can’t run them through these standards and
have them pass. There is one exception that you can make and it’s with the barrier to entry. In
my own business, it doesn’t take a whole lot to create an online marketing agency. Heck, I even
have a course that teaches people how to do it! However, the barrier to entry will be in the actual
execution of it all. Most people, even if you show them step-by-step how to do something, won’t
take action. In my course, I currently have over 3,000 students! Yet, to my knowledge, only a
handful of them have actually taken action and created their own businesses.
If you take massive, focused, effective action, you can beat the barrier to entry
commandment. That said, it’s just easier in the long run for you if you can find something that’s
generally harder to get started with but that’s still valuable to your paying customers.
It’s true that there are a lot of thriving businesses that excel while breaking the above
commandments. But why take the chance?
For example, there are a lot of people who’ve set up entire businesses around Facebook
Ads. What happens when Facebook changes their ad structure? What if you’re based in
California and make money through affiliate sales on Amazon? Then California decides they
want to collect sales tax because you qualify as a physical presence for Amazon. Amazon then
decides to pull the plug on the affiliate program in that state. This really happened and it
affected a lot of people based in California.
It’s better to try and follow as many or all of the commandments as possible. Make sure
there’s a need. Do something that not everyone can do. Have as much control as possible. Scale
it up indefinitely. Separate your work hours from the money coming in. If you do these things,
you’re setting yourself up for success right away.

I just need to share one final point before getting onto to how to come up with your business
idea. When thinking about a new venture, it can be tricky figuring out exactly what you want.
Sometimes it’s easier to think of the things you know you definitely do not want.
For example, when I started my business, I generally knew I didn’t ever want to have
employees. I already shared with you how I got distracted with this goal a few times and thought
it would be fun. However, it didn’t line up with my overall values and I’m glad I stuck to my
original thinking. Instead of employees, I have an entire team of people that get all of the work
done for me. I get all of the benefits of employees with none of the headaches. So much easier!
What about you? Maybe you don’t want to have to go to an office location? Maybe you
don’t want to work typical business hours? Maybe you want to avoid speaking with clients or
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customers all together? Or maybe all you want to do is take people out to lunch and close
business that way?
Think about what you for sure do not want to do and it will help you focus on what you
do want to do. I’ve already discussed how you need to identify your values before starting your
lifestyle business. Your values are about what you want and now this is the part where you’re
going to focus on what the market wants. This is where you find real people that will really pay
you real money for your product or service. With that in mind, let’s get to the best ways of
ensuring you pick a winning business model right out of the gate!

If you already have a business idea in mind, you need to validate it to make sure you’re going to
make money with it. Basically, you’re going to sample real people. What I mean by that is that
you’re going to do some homework by speaking with real people who you think may want what
you have to offer. Here’s how:
1. Connect with people - get online and chat with real people, meet in person, attend
workshops, etc. Do everything you can to speak with real humans in your target market.
2. Ask open-ended questions - you can ask questions like, “What’s not yet perfect about (fill in
the challenge)” or “If you could improve one thing about (fill in challenge) what would it
be?”
3. Listen - you need to pay close attention to what people will share with you. It’s gold! They’re
telling you the solution to their problems! Listen to the exact words they use and what
emotions they’re drawing on. You’ll use it later in your marketing.
4. Craft your offer - jot down all of the pain points people have already shared with you and
then come up with a solution.
5. Share your offer - go back to the same people you spoke with and offer your solution to
them. It may help at the beginning to give it to them for free in exchange for some
testimonials, reviews, or case studies to use in your marketing.
Based on what you find in your market research, you can quickly advance your business
idea to an actual paying business. If you spoke with enough key people, and you craft an
effective solution, they may want to pay you then and there!
In my case, I spent a lot of time meeting with real business owners before I got started
with my own business. I asked them about what they were doing in terms of marketing online.
Most people told me they had a website but didn’t really do anything with it. I asked them more
clarifying questions in an effort to understand why they weren’t yet taking advantage of the
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internet to grow their business. It didn’t take me long before I started hearing a lot of the same
things. “We don’t have the time” or “we have no clue on where to even start”.
My idea was to start a social media management company but after doing some research,
I quickly changed it to adding more services. Why? Because I heard from almost every business
owner I spoke with that they wanted one online marketing company that could handle
everything - not a handful of specialty companies.
When I saw that there was real potential, I quickly whipped up a website with my
services listed out and got busy networking. I didn’t even have to give away my services for free
at the beginning because I already had a number of contacts who wanted to get started quickly.
Long story short, I did my homework, crafted an offer addressing the real needs of real people,
and got busy making money.
It’s that easy.

By now you should already start to have a pretty clear picture on the success probability of your
business idea. But for all of you super cautious people out there, here’s another way to advance
your idea along to actual business creation.
If you think you have a good idea, you need to check to see if there’s any competition.
“Whoa Sean! You want me to actually have competition? Shouldn’t I look somewhere
where there isn’t any competition?”
Nope. Not really.
Here’s why: if there isn’t any competition, it’s either because there’s no market for your
business or it’s so new that there’s not yet a proven market for your business. Obviously, a lack
of market makes it super hard to make money. If there’s no market, then it’s obvious you’re not
going to get anywhere. If your product or service is new, and it’s so new that there’s not a market
yet, then it’s going to take a ton of time, money, and marketing to get the word out and build
that audience.
To stay true to creating a lifestyle business and making money quickly, you want to know
there’s already paying customers ready to go. If there’s competition, a.k.a. people already
making money in a way you want to, then that’s a good thing. They’ve already proven there are
people who will pay for what you want to offer.
Remember my daughter Abby and her rice krispy treats? Well Kellogg’s hadn’t quite hit
the island of Cozumel yet with their massive ad campaigns to show how good those
marshmallow treats are. So Abby was facing a huge problem of having to educate her
consumers. However, the next year, after seeing that there were already a lot of Jell-O cup
sellers, she did the same thing. And it paid off for her.
Competition is good because it not only shows you there’s a paying market, but also
because it will help you craft your own offer that’s better. In Abby’s case, she added colored
marshmallows to her Jell-O cups. Additionally, she used clear plastic cups so the kids could see
the different colors of Jell-O. It was her USP or unique selling proposition. It set her apart from
her competition.
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You also want to look at competition to start crafting your own offer. Start by seeing what
everyone in the space is doing. Once you look at 10-15 different businesses, you’ll start to get a
feel for what’s being offered, for how much, and so forth. You’ll probably already start
brainstorming what you can do yourself and how to make it better. Don’t get me wrong. You’re
not going to directly copy your competitors! But you are going to be inspired by them. Do your
homework. Look at everything they’re doing. Be sure to write down what you see. To get started,
take a look at the following:









Websites – What comes up when you search for the keywords you chose? Who comes up
first? What do their websites look like? Are they nice? Are they professional?
Business name – What are the business names you’re seeing?
Social media - Do they link out to their own social media platforms? Are they active
there? Is their audience engaged?
Colors – Do they make good use of colors as part of their brand? What colors appeal to
you?
Logo – What does their logo look like? Is it memorable? How does it work with the rest
of their brand?
Tagline – Does the business have a tagline? If so, does it state what they do? Does it
share a benefit for their ideal customer?
Pricing – What are they charging? Is it fair? Is there a market average of what everyone
seems to be charging?
Service or product - Are they high quality? How can you do better?

What else? Look at everything you can. Look at as many companies as you can. Take it
all in. A good way to look at your competition is to think if you were a business owner, would
you be “turned on” by what you’re seeing? This is really important - write down everything you
like. If you see a company doing something that you think is good, jot it down. You’ll use this
information with what I’m going to share with you in the next chapter.
By the way, when I say competition, I’m not talking about your future adversaries. To
think in terms of outwitting or outselling your competition is really a lack mindset. When I say
competition, what I’m really referring to are the other businesses in your space. If you chose an
area where there’s the ability to scale, there should be no shortage of business. You’re not going
to go toe-to-toe with your competitors. You’re simply using their example to validate your
business idea.

Finding a model is my favorite path of making your business idea a reality. It’s really that
simple. You don’t need to try and come up with some big idea or reinvent the wheel. You can
just emulate what other successful people are doing. In the world of lifestyle business, a proven
model beats out originality any day.
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This is similar to checking out the competition but it’s more about focusing in on one or
two businesses you think are doing things the way you would like to do them. Basically, you’re
going to reverse engineer what they’ve done and then do the same. It’s going to save you time
and money and you’ll get to the money-making that much faster.
Remember, the goal of a lifestyle business is to get you in a money making position
quickly. By emulating a model, you know then that the market is already proven! Now your job
will be to create your own unique offer based on what’s already working.
In my case, while I was interviewing real business owners, I was also taking a course
from a girl who called herself a social media guru and her course was all based on her own
successful business. I just modeled her business. The success I’ve had isn’t because I’m some
super smart original guy. I just emulated someone else’s model, tweaked it a bit to match my
own values and goals, and got busy making sales in my own business! Like I’ve already
mentioned, I’ve even taught others my exact business model and now they’re doing what I’m
doing! Find a working model and it will save you a ton of time & money & you can grow the
business that much faster.
Once you have a model or two to emulate, we’re going to craft a strategy plan for you to
follow. This will lay out everything you need to know to get moving in your business. That’s
coming up in the next chapter.















Businesses fail from the get-go because the business owner doesn’t do his/her
homework.
Don’t try to be unique - emulate what’s already working and add your own USP.
Your business success is based on your ability to address a real need in the market.
There must be a real paying market - real people willing to pay you real money for your
products or services.
Remember MJ DeMarco’s five business commandments of need, barrier to entry,
control, scale, and time.
If you’re having trouble deciding what kind of business you want, think of what you don’t
want and do the opposite.
Do targeted market research by speaking with real humans - not just guessing.
Make sure there’s competition in the industry you want to go into - it’s a good thing.
Never try to take on a competitor directly - it’s a lack mindset.
Focus on your USP to set you apart from the competition.
Your values are about what you want but your actual business is based on what the
market wants.
Find a model of one or two businesses doing what you want to do already and then
emulate them.
In the world of lifestyle business, a proven model beats out originality any day.
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“Simplicity and common sense should characterize
planning and strategic execution.”
-Ingvar Kamprad, Founder of Ikea
“A good plan implemented today is better than
a perfect plan implemented tomorrow."
-George Patton, U.S. General

“Do you have it all on paper? I want to see what you’ve got,” Heather said.
“I’ve actually got it right here,” Steve said.
The couple was in the little make-shift office that Steve set up in the master bedroom.
Steve pulled up a Google doc that had a bunch of information. Heather looked it over and was
impressed. Steve had been busy.
Two weeks prior, Steve came home early from work. It turns out his post-lunch chat with
his boss was about letting him go. He couldn’t believe his ears. He walked towards his desk to
gather up his things in disbelief.
He looked over to Tom who suddenly treated him like a criminal and avoided eye
contact. So much for work friends.
When Steve walked through the doors of his home, Heather already knew what
happened. It only took her a second to decide what to do.
“It’s time to go for it. You’re free now. Make it happen.”
It was all the motivation he needed. With a decent chunk of savings, they would be OK
for a while but Steve didn’t wait. After getting his first client’s website done, he started in with
the ongoing marketing of it. He was surprised to see that he was getting some immediate results.
It encouraged him to push harder.
He quickly got two more clients just by networking. He sent them proposals that were
fair but more money than he had ever made on his own. To his great surprise, they both
accepted and he started in with the work.
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The funny thing was, Steve had barely even figured out his own business. He put it all in
a spreadsheet. His business name, target audience, etc. He detailed steps for getting new clients,
hiring team members, and company org chart, and even ideas on how to scale up.
As Heather looked over it, she was impressed at how organized it was. Steve had
everything listed out in a logical way and it all fit on only two pages. She was especially surprised
to see a detailed revenue model. Steve’s goals were ambitious but based on what he’d done
already, she knew he’d make it. She couldn’t help but smile.
“I’m impressed. I knew you could do it.”
Steve felt a sudden surge of gratitude. In an instant he realized he was really doing it. It
was a Tuesday morning and he was at home with his wife. His older kid was at school and their 3
year old daughter was playing in the other room. He had clients and more on the way. His
business was taking off. He was beginning to live his dream life. He looked up to Heather who
seemed to be thinking the same thing.
“Is this really happening?” Heather said.
“I think so,” he said.
Heather looked into the living room where their daughter was busy with her toys. She
walked to the door, locked it, turned around and gave her husband a mischievous smile.

We’ve now reached the point where it’s time to get rolling on creating your actual business. We’ll
get to making sales and creating a team to do the work for you soon but for now, you’ll need to
jot some things down so you have a solid action plan moving forward. Notice how I said the
word ‘action’? From here on out, it’s all about making forward progress in your business - no
more theory! Your business action plan breaks down into 3 parts:
1. Business Plan including Revenue Model
2. Business Branding
3. Business Operations
Each part should only take you about 20 minutes to create. To put it another way, you’re
going to spend about an hour of your life creating your business on paper and that’s it! The rest
from here on out is all physical action taking. For now, get out your handy word processor and
get ready to type!

At this point, you need a business plan but it’s not some 100 page volume that you’re showing
investors or a bank. A big part of a lifestyle business is that it’s something you can get started for
cheap.
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Also, it’s something you can get started quickly. There’s no need to write up a huge
business plan that you stick in a binder that nobody will ever read. That said, you do need to put
some things on paper. This ensures that you first solidify your business idea and also to give you
a plan of attack. Keep in mind, this is just to get you going. As you grow your business, this will
inevitably change. The goal here is really just to get you started off on the right foot.
To get moving, you only need to take about 20 minutes to whip up your own official
business plan. In fact, if you’ve already looked at the competition or did some preliminary
market research, you may have already done a lot of this.
For now, open a new document and title it “Business Plan for (your company name)”. Jot
down the questions in bold then answer them below. Here are the questions:
1.
2.
3.
4.
5.
6.
7.
8.

What is your company name?
What is your company tagline (if you have one)?
What problem do you solve?
Who is your target audience?
What is your USP?
What is your monthly revenue goal?
How do you get new clients or customers?
How will you fulfill your services?

This one is pretty straightforward. You simply list out your company name. Don’t have one yet?
Don’t worry. We’ll discuss it in the next section on branding your business. For now, jot down
your working business name if you have one.

Write down your business tagline. If you don’t have this yet, don’t worry. We’ll also discuss this
one too in the next section.

A successful business only works because it addresses a need or at least a perceived need in the
marketplace. A business provides a solution, plain and simple.
Need a computer that’s super dependable and doesn’t get viruses? Apple’s got a solution
for you. Want to buy a car that will last you for years and years? Honda has a solution for you.
Want to look “10 years younger”? Avon or Estee Lauder are there to help you out!
The goal here is for you to think about your business and jot down the solution that
you’re providing. What services or products do you provide? Write them out.

Once you have your solution figured out, you should be able to pinpoint who your target
audience is pretty quickly. For example, Apple knows its customers aren’t people looking to buy
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the cheapest computer around (it’s pretty much the opposite). Wal-Mart targets people who
want a discount on everyday stuff. Ikea targets people who want furniture at an affordable price
(and don’t mind having to put it together).
You also want to dive a bit into the demographics of your target audience. Where do they
hang out online? What about real life? What are their hobbies? How old are they? What do they
look like? You get the point.
To get a better idea of who your target audience is, be sure to actually speak with real
people, face-to-face. Also be sure to get online and read blogs in your niche. Check out the
forums and Facebook and LinkedIn groups. What are people saying? Listen to their words and
look for common questions that they have.
The more specific you can get about your target audience, the better. The better you
know your target audience, the better your sales and marketing efforts will be. If you can quickly
list out what problem you’re solving and who you’re solving it for, then you’re off to a great start!

Your USP is your unique selling proposition (also known as unique selling point). It’s what
separates you from the rest of the businesses in your space. In the last chapter I said it was good
to check out the competition and find a model. This is where you’re going to set yourself apart
from those very same businesses.
Remember my daughter? She saw that others were successfully selling Jell-O cups. Her
USP was to add colored marshmallows to her Jell-O cups. It was a huge success.
Think about your target market. What could you offer them that nobody else in your
space can or is doing? Can you do something better than others? Can you do it faster? Cheaper?
Do you already have some kind of experience that could give you an advantage? Think about
what you can do uniquely better than the rest.

You need to have a revenue goal. Typically, breaking it down to the monthly number is best to be
able to create a goal and also to forecast annually. This doesn’t have to be complex however. Just
break it down to the basic numbers.
For example, let’s say you set the goal to make $50,000 gross revenue in your first year.
That breaks down to just over $4,200 a month (I’m going to round it up to $5,000 just to make
it clean). Now, divide that by your product or service package cost. This gives you the target sales
number that you need to hit each month. For example:
Monthly Goal: $5,000
Product Cost: $500
Sales Goal: 10 Sales
Easy enough, right? It’s really that simple. This gives you a goal and something you can
measure each month and that’s it. If you have any questions, you just go back to your model.
How are they making money? You can reverse engineer what they’re doing & do it yourself.
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Using a revenue model is also good to be able to quit your job. For example, let’s say you
decide that as soon as you hit $3,000 a month, that’s enough to make the leap and leave your
job behind. Now you know that you only need to sell 6 products at $500 each consistently.
You’ve got your goal. Make it happen!
If you’re already free from a job, use it to take your business to the next level. Maybe you
hit $50,000 in your first year. Set a new goal of $150,000 for your second year. A revenue model
forces you to use simple math to set goals and work hard on getting sales.

With a revenue model, now you need to get the sales rolling in. With this part of your business
plan, you need to list out some preliminary ideas on how you’re actually going to drive sales.
Will it be through networking? Advertising with pay-per-click? Posting content and connecting
in social media?
We’ll discuss sales and marketing in detail in an upcoming chapter but for now, jot down
some of your initial ideas on how to get your first few sales.

Once you’ve made a sale, you need to fulfill it! You either need to ship that product or carry out
that service. We’re going to explore how to create an operations team coming up. This will
actually be one of the most important jobs you’ll have as a business owner.
For now, jot down some initial thoughts you have relating to who will make up your
team. At first, it may be all you but at least jot down the different roles. Your goal will be to swap
yourself out with other people as soon as possible.
That’s it for your business plan. It shouldn’t be too hard. Remember, nothing you write is
set in stone. It’s meant to be a living, breathing document. Right now, its main purpose is to
force you to put it all down on paper to refine your business idea and give you action steps to
take.

When you think about Nike, what comes to mind? What about Coke? What about Gap or
McDonalds? These are all well-known companies whose brands are instantly recognizable. With
your business plan crafted, the next thing to do is to create your brand. Simply put, your brand
is the primary messaging of your business that you want to get across to your audience. Ideally,
it creates a connection or even an emotional experience with them. In short, the goal is to create
an affinity with your audience.
Successful companies have powerful brands that drive fierce consumer loyalty. Just look
around you the next time you’re stuck in traffic. You’ll start to notice how many brands are all
around you. Think of the guy in the lifted diesel truck with Monster Energy Drink and Army
stickers plastered on his back window. Think of the middle-aged lady in her Toyota Prius and a
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Whole Foods bumper sticker. Think about the soccer mom who’s covered her suburban with
Cross-fit stickers and numbers like 13.1 & 26.2.
These are all successful brands. While your goal with your lifestyle business may never
be to achieve global domination, you do want it to be something memorable. The more powerful
of a connection you can create with people, the stronger your brand will be. People will identify
themselves with your brand. Some mark up their own vehicles with company logo stickers and
others even tag their own bodies with tattoos! Building your brand boils down to only a few but
important elements. They include:





Business Name
Tagline
Colors
Logo

Let’s take a look at each one.

When each of our kids were born, we had the task of naming them. Talk about pressure! This is
the name that these girls would go through for their entire lives! It would become part of their
identity.
While naming a business obviously doesn’t compare in magnitude to naming a child, the
effects are the same. A business name is the first part of the identity. Many times, it will be the
first impression people have with the business. You need to name your business well.
Choosing the right business name is a big deal but don’t let it overwhelm you! In fact, if
you’ve created your business plan already, you may already have a good idea for your company
name. The research you’ve done on your competition and finding a model should have given you
a few ideas already. Here are a few quick guidelines to come up with a good name for your
business. Your business name should be:






Easy – it should be easy to spell, easy to say, and easy to remember
Short – the shorter the better (think Pepsi, Netflix, HP)
Relates to your business – if possible, use words that are found in your industry
Benefits – if possible, use words that invoke what your services will do
Positive – if possible, create uplifting imagery or a sense of happiness

With the above in mind, get a pen and paper and jot down as many names that come to
mind. At this point, don’t think about the competition or if someone else might have the name.
Just write. Once you’ve got a pretty good list going, go through it and narrow it down. Be
ruthless. Cut it down to your top ten.
Once you do this, now it’s time to get online. Do a search for each of the names you have.
What comes up? Often names that you thought were great might already be taken by another
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business or organization of some sort. Keep going until you find one that you like and that’s not
in use by someone else.
Once you’ve weeded out the names a bit, it’s time to go to a domain registrar like
GoDaddy. Ideally, you want to get the ‘.com’ extension. It’s not always possible but if you can,
it’s still better. We’ll talk more about getting a good domain coming up.
In addition to the domain name, you can also use a site like Knowem.com to check the
availability of your name across the other platforms like YouTube, Facebook, Twitter, and so
forth.
If you think you’ve settled on a few good names, the final check you’ll want to do is to
make sure somebody else doesn’t own the trademark. If you’re in the U.S., you can do a quick
search online at uspto.gov.
Once your proposed names have passed all of those tests, narrow the names down to
your top 3 names. Then comes the final test. Let some of your key friends and family help you
decide. It will be interesting for you to see their reaction. In particular, pay attention to see if it’s
hard for them to pronounce or if they’re confused by the name and so on.
If there’s anything that’s unclear, you’ll want to rethink the name. Take some time with
this step because your business name will be a big part of your overall brand.

With a business name in place, you can easily come up with a tagline. This is also referred to as a
slogan or catchphrase. Ideally, this is a very brief line that states exactly what you do for your
clients or what your product does for people. When you introduce yourself and your business to
people, your tagline is what should hook them. In a way, it can serve as your elevator pitch.
Look at some well known company names with their accompanying taglines. In fact, I
bet you know them so well, you could fill in the tagline by me just writing the company name.
That’s the sign of an effective tagline! Take a look:








Nike: Just Do It
McDonalds: I’m Lovin’ It
Disneyland: The Happiest Place on Earth
Visa: It’s Everywhere You Want to Be
Taco Bell: Think Outside the Bun
Subway: Eat Fresh
Las Vegas: What Happens in Vegas, Stays In Vegas

A tagline isn’t always necessary. It’s really there just to drive in your overall brand and
perhaps USP. It’s up to you to decide if you want a tagline or not. If you do, the best taglines are
benefit-rich. They tell your potential client or customer what your service or product will do for
them. Ideally, it will create an emotional response that will then drive buying behavior.
Personally, I think “the happiest place on earth” is pretty darn effective. But then again, I’m a bit
of a Disneyland junkie!
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With the actual wording, you want to keep it as short and as potent as possible. In fact,
it’s increasingly trendy to use 3 punchy words. For example, a healthy food product could look
like, “Heart Foods: Healthy. Organic. Fresh”. That’s just a made-up example but you get the
point!

Before we get to the next step of creating a company logo, let’s figure out your company colors.
There’s a whole lot of psychology that goes into colors and it’s easy to overthink it. Don’t
overthink it!
Just think about what your business is. What does your service or product do? If it’s
healthy foods, colors like white and green work really well. If it’s cross-fit for just men, maybe
something bold like black and red. If it’s teaching something like Photoshop, then using lots of
blue would work well. Think about what colors might already be associated with your industry
and go with that.
What seems to work really well lately is to use one main color with an accent. Maybe you
have a light gray with a lime green accent. Maybe you simply go with black and white. This is up
to you really! Google and Microsoft use the 4 primary colors in their branding.
Choosing your company colors can really boil down to whatever your favorite color is.
I’m not kidding! When I chose the colors for my online marketing agency, I didn’t have to think
too hard. Know why? Because I was staring right at a my favorite jacket! It was a Marmot jacket
that I got from REI a year before. It was gray with a cardinal red as an accent color. I thought it
looked cool so I used those colors in my business. Done!

With a company name, tagline, and colors in place, you now need to come up with a logo. The
only thing you need to do here is have an idea. Unless you’re a graphic designer, you should not
try to design a logo by yourself. It will look homemade and unprofessional. Trust me! Actually,
I’m going to repeat myself here to drive in this point - unless you’re a graphic designer, do not
design a logo by yourself!
Besides your business name, your logo will be the first impression people get of your
brand. If it looks homemade, they’re less likely to take it seriously. I know I’ve talked about
bootstrapping your business but this is one place where you want to pay a pro to do it!
Because you know your space, have your business name, and checked out some
competition, you should already have an idea of what you want. You can choose to get a symbol
integrated into your logo or simply use your business name. For Family Rocketship, I chose to
have the name be the emphasis but I have a happy little orange rocketship in the middle. I use
this in places where a little symbol works best.
Like I said before, unless you’re a graphic designer, don’t do this yourself! Get a
professional. The good news is that you can get a professional for anywhere from $5 up to no
more than $200. Really. This is all you need to spend. You can find really good logo creators at
the following places:
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Fiverr.com – all gigs are only $5! At this price, you might get like 4 or 5 or 20 and pick
which one you like best.
Upwork.com – offers up a world of graphic designers with the ability to refine your
search based on experience, rating, and so forth.
99Designs.com – here you can get a bunch of different designers to come up with an idea
for you and you keep the one you like!

As for the Family Rocketship logo? I had a super talented designer in India do it. He
supplied me with a bunch of different variations and I think the grand total was around $50!
There are a few things to remember when speaking with your designer. First, you need to
get portrait, landscape, and square versions of your logo. You’ll be using this logo all over online
and each platform has its own format. For example, Facebook uses a square for your main logo
area with a large rectangular space in the background. Be sure to ask for a number of layouts
that are all congruent but just in different layouts for the various online platforms.
Also, be sure that the font used is easily readable! Don’t be tempted to pick a font just
because it’s fancy or cute. Ideally you choose a font that’s clean, uniform, and somewhat stylish
but still easy to read. More and more, modern, elegant fonts are trending and for good reason,
they’re nice to look at and easy to read! Remember, simple sells.
One final note, be sure to get all of the original Photoshop or Illustrator files from your
designer. You never know when you might want to change things up down the road and you’ll
want to have access to those digital assets.

Once you have your business plan and branding in place, it’s time to start to thinking about your
company structure. By structure, I mean your team members - the people who you’ll depend on
to operate your business. This will evolve as your business grows but you need to set it up now.
As an entrepreneur, your job is to lead your team to grow your business. You absolutely
cannot and should not do everything yourself. It’s true that a lot of tasks can be taken care of
these days with great software, but if you intend to have a successful business, you will
eventually need to create a team.
Notice I didn’t say employees. You don’t necessarily have to have employees. You can if
you wish, but you don’t have to. You can set up an entire team of people that are all working for
or with you to help you grow your business. We’ll explore this more when we learn about
creating a team but for now, you need to know the basic positions in your business so that you
can map out your company organization. I understand that when you’re starting out, it may just
you in every spot, but your goal will be to replace yourself in as many spots as soon as possible.
No matter the industry or size of your business, you will need to include the following to
your company organization:



Ownership/Management
Sales & Marketing

106




Production/Operations
Finance

It breaks down even further actually and you can include: technology (IT), legal,
suppliers, mentors, etc. Basically, you’ll want to include everyone who’s involved in helping you
grow your business.
If you’re like most people, it’s best to create a visual or a company org chart. There are a
lot of tools out there to help you create a company org chart. You can use sites like
Organimi.com or Gliffy.com. You can even use Keynote or PowerPoint or even just a
spreadsheet to get started. It’s up to you.
When you create your org chart, start with you at the top as the owner. From there,
create three main categories – Sales & Marketing, Production/Operations, and Finance. Under
each of those main sections, you can add as many spots as you would like. In fact, create the
business org chart as if it were making at least one million in annual revenue. What would that
look like? Go back to your revenue model and do the math. How many clients or customers
would it take at your prices to get to those numbers? How many team members would you need
to get there? How much will that all cost? List it all out here.
For now, you’re going to have holes in most of the spots. Keep them there because you
will grow into them. Refer to your organizational chart often and look at your revenue goals to
see how you can hit certain milestones.









Your business action plan breaks down into your business plan with revenue model,
branding, and operations.
Your business plan only needs to be 1 or 2 pages.
Don’t spend any more than 20 minutes on your business plan - it will change with time.
The most important parts of your business plan include what problem you’re solving and
who you’re solving it for.
Your revenue model becomes your sales model - you’ll track your progress via your sales.
Spend some time building your brand but don’t waste time - just get moving.
Build out your operation model as if you’re already a million dollar business then plug in
the key players as you grow.

For more interactive learning including video lessons,
downloads, tools, discussion areas, & more be sure to visit
FamilyRocketship.com/60Day
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“If your business isn’t online, it doesn’t exist”
-Common Online Marketer’s Phraseology
“The Internet produces new business models and
also reinvents traditional business models.”
-Marc Ostrofsky, Author & Entrepreneur

With Cassie’s help, Brianna decided to get started selling her own branded line of health and
beauty products. She started with one product - soap.
At first, Brianna couldn’t believe that people would actually buy something as simple as
soap online but as Cassie helped her walk through the numbers on Amazon, she realized there
was definitely a market.
Brianna decided to niche down and focus her messaging towards women who were
looking for organic and natural products. She also set her prices higher than most of her
competition. This way she could target an older and more affluent audience. Cassie assured
Brianna that higher prices meant less headaches with customer service and of course, bigger
profit margins.
Brianna got started first by coming up with her company name, logo, and colors. She
chose lime green with a light gray accent. She thought the colors worked well together and
elicited the feelings of health and well-being. With an appealing logo and high quality product
images, her branding was strong.
She set up her own website in one day using Shopify. She found the software incredibly
easy to work with. With only a few minor struggles getting the product images sized correctly,
she was in business. She had a great looking site that she was proud of. She then set up shop on
Amazon and all of her social media profiles.
Following Cassie’s lead, she knew she would focus heavily on Pinterest, Instagram,
YouTube, and even SnapChat. She also set up Facebook and Twitter as well for overall reach.
Cassie helped Brianna find a supplier and she pulled the trigger. She bought her first
order of soap for $750. Brianna hesitated for just a moment before she clicked the buy button.
After all, she was using up the last of the space on her credit card. Cassie promised her she’d be
OK.
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She took a deep breath, clicked the button, then closed her laptop and then got ready for
another day of selling shoes.

Is there any doubt that the internet has changed everything? Business is no exception. You need
to be online. Period.
I’m not going to really beat this thing to death. It doesn’t matter what kind of business
you have, you need to have an online presence. Maybe the business you choose is entirely
internet based or maybe it’s just the primary tool you use, either way, it needs to be a huge part
of your business. How to actually go about setting everything up is what this chapter is all about.
In fact, it’s never been easier to get set up online than it is now. I’ll show you how you can get it
all done in literally one day!

The first step to getting up online is to choose your domain. The domain is the virtual address of
your website. It’s the www.YourBusinessName.com thing. You can use a domain registrar like
GoDaddy to register your domain name.
Ideally, you should get your business name with a .com extension. If you can’t get your
exact business name with the .com, you can consider using .net or .co. You can also use a hyphen
if you have a two word business name.
Ideal:
businessname.com
OK:
businessname.co
businessname.net
business-name.com
Don’t get discouraged if the .com name it taken. You can check out who currently owns
it. Many times people are just squatting on a domain and are willing to sell it. You can use
Whois.net to see the details of the domain you wish to get.
If you use a service like GoDaddy, be sure to skip over all of the up-sells. You don’t need
any of them! Just keep skipping forward until you check out. When you get to the check out
page, be sure to enter a coupon code. There is always a discount coupon you can get. I’ve
purchased domains for literally $.99. Just do a search for “GoDaddy Domain Coupon” or
something similar. Never pay full price for a domain!
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After you have your domain, you’ll want to get hosting. Hosting is where your website files are
actually stored. Many domain registrars, like GoDaddy, also offer hosting. They’ve come a long
way and their hosting services are now pretty good.
However, if you want to go with a dedicated hosting company, I personally have had a
great experience with SiteGround. They’ve got amazingly fast technical support and 99.9% uptime. Also, they’re Wordpress-friendly (more on this next). You should select a plan that allows
for unlimited hosting. This will generally cost about $5-$8 a month. It’s very affordable. Just
like you did when buying your domain, be sure to search for a coupon to get some more savings.
One key benefit with having your own domain and hosting is that you’ll be able to have
your own company email. It will look something like this:
yourname@yourbusinessname.com
This helps with your overall brand. Additionally, having your own company email looks
much more professional than something like: yourname54@hotmail.com!
I mean think about it. If you were a customer considering offers from two different
people, which one would impress you more?
Sam@ProBusiness.com OR sammyboyz1975@hotmail.com?
It’s not even a question.
With your own hosting, you can use a service like Outlook or Gmail for your actual
everyday emailing. Most hosting company email clients are still pretty clunky. However, they all
have instructions on how to set up your emails through Outlook, Gmail, or whatever service you
choose to use.

With your domain and hosting in place, it’s time to build your website! Your website is a digital
representation of your business. It must look professional!
On average, you have 5 seconds to impress a new visitor. When done right, it will provide
you with a steady stream of new clients or customers. I cannot emphasize enough how
important your website is to your business. Your potential clients or customers will make a
purchasing decision based on your website. I’m not just saying that. If your website looks
homemade or doesn’t impress your visitors right away, they’ll gladly click away to another
website that looks better.
Thankfully, it’s never been easier to build a website! There are a lot of ways to get sites up
and running quickly but my favorite is by far Wordpress. Wordpress started off as a blogging
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platform but has now evolved into a fully featured content management system (CMS). Among
other things, Wordpress:








Is incredibly easy to work with – even beginners can use it
Is free to install on your site (open source)
Is user friendly and gives you full control of your site
Is incredibly Google-friendly
Is easy to design using templates called “themes” ( both free & premium)
Is highly functional with limitless plug-ins to choose from
Has a killer blogging feature included

To get started, log into your hosting account. If you use SiteGround, you’ll see a
Wordpress auto-install button. Click on it, follow the directions, and it will do all of the work for
you. In just a few seconds you’ll have a fully functioning website installed on your domain. The
only thing left will be to design it and add some content.
Let me just emphasize how cool what I just shared actually is! With one click, you’ll have
a fully functional website! Obviously you need to make it “pretty” and add your own content but
it’s there! When I first started dabbling with websites almost a decade ago, it was using a clunky
website builder by Yahoo. It was just one step above using raw HTML.
When I published my first website, it was hideous. Every page looked slightly different
with lines and borders in different areas - not good for a perfectionist like me! When I asked one
of my friends to look at my site, he said it looked all jumbled. He was using Firefox while I was
on Internet Explorer - don’t poke fun, it was a long time ago! I checked and sure enough, it was
totally messed up! I had to go back to the drawing board and start in again with my design. I
eventually gave up.
Using Wordpress will save you countless hours designing a nice website. It’s fully
functional across all web browsers and all devices. Just to be clear, right out of the box,
Wordpress is fully functional but you still need to customize it and make it your own. To start
with, you’ll want to choose a good template. Wordpress calls them themes. There are free
themes (2 or 3 will be automatically included in your Wordpress install) and there are premium
themes. Premium themes range in cost from $5 to $70. They offer added functionality, design
customization, and so forth. Needless to say, a great theme is a very valuable investment in your
business!
About now is where you stop to tell your brother-in-law about Wordpress and buying a
good theme. He then says, “What? You don’t need to spend money for a website! I did mine
through Weebly and it didn’t cost me a dime!” Then you start wondering if I know what I’m
talking about. First I tell you that starting a lifestyle business doesn’t have to cost you much but
here I am telling you to invest in a good theme for Wordpress.
Yes. I stand by my words. That’s based on my own experience, the experience of owning
an online marketing agency that’s created literally hundreds of websites for others, and the
experience of fellow business owners.
Investing in a solid website from the beginning is going to be key to your business.
Remember, I’m not telling you to spend thousands by contracting some web designer in the San
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Francisco. I’m telling you to spend fifty bucks on a good theme, upload it, swap out some
content, and then have a rad website.
Something like Weebly or Wix or whatever will hamper your business in the long run.
It’s along the same lines as having a homemade logo or using a Hotmail or Yahoo email for all of
your business correspondence. Use Wordpress. Also, be sure to use a great theme.
To find good Wordpress theme, you can go to the following sites:




Mojo
Template Monster
Theme Forest (my favorite)

There are other places to find good themes but the above will be a great start. This is
something that you want to spend some time on. Do your homework. Choosing a good theme
will make your job so much easier.
I once knew a guy who wanted to start his own website. I told him all about Wordpress
and choosing a good theme. He didn’t quite take my advice on really finding a good theme. He
pretty much just picked the first one he saw, bought it, and uploaded it. Then, a couple of days
later, he complained to me that he couldn’t design his website that way he wanted it because his
theme wouldn’t let him. I tried my hardest not to say, “I told you so!”
Again, spend some time making sure you find the right theme. Check out the demos the
designer provides. Be sure to read the reviews. Check out the theme functionality. Don’t get
distracted by the images or videos the designer is using on the demo website. You’ll be swapping
those out with your own.
With all of the theme stores I linked to above, you can sort by sales and rating. Be sure to
get a theme that has plenty of good sales and a high rating. A high amount of sales is really the
best indicator that the theme is really good.
If you get stuck with your Wordpress install or design never fear, there’s help. And it’s
cheap! You can go to sites like Fiverr and for literally $5 get someone to install your website and
even make it look exactly like the demo. Then all you have to do is swap out your images and
text.
Piece of cake!

If you’re going to start an ecommerce business, you can use Wordpress. It’s completely able to
handle everything. However, if you’re already not familiar with it, then Shopify offers a great
alternative. Shopify promises that it’s “everything you need to sell - build your online store with
Shopify's ecommerce software”.
They make every part of the process easy. Just like Wordpress, Shopify offers fantastic
themes with amazing functionality. They also make the actual design process super easy even if
you don’t have HTML or CSS experience.
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Additionally, they make it super easy to handle all of the shopping cart and payment
processing. You can accept people’s credit cards and they handle all of the processing fees. You
literally just get paid. Shopify has a lot of information as well on how to advertise and market
your website online. They have an extensive community with a ton of articles.
The one catch of Shopify is that it’s not free. I love Wordpress because besides your
monthly hosting fee (which is cheap) and a one-time purchase of a theme, everything else is free.
With Shopify, there are monthly fees to deal with. If you want added functionality, you can buy
upgrades. Pricing for Shopify ranges from $9 a month up to $179 a month and more with added
functions. That said, it’s probably the easiest and best way to get started with selling products
online.

Whether you’re using Wordpress or Shopify, there are some key elements to include in your
website. They include:









Solid home page with clear messaging
High quality images, site-wide
Clear contact information – phone number, email, social links, and contact form
Clear services listing or product offering
Clear call to action on every page – “Click here to get started” or “Add to cart”
Include a blog where you can post ongoing content
Offer free giveaways – white papers, videos, checklists, etc
Include an email sign-up to join your email list

Overall, your website should be clean and easy to read. Be sure also to choose a theme
that is responsive or mobile friendly. You want your site to look great across all devices. At the
bare minimum, your website should include the following pages:






Home
Contact
Services or Products/Store
About
Blog

Based on your particular business, you may also choose to include testimonials, videos,
photos, etc. To get more inspiration for your site, go back to your list of competitors. Look at
their websites. List out what you like and don’t like about the websites. Incorporate into your
website all the good things.
But remember, the goal is to keep your site as simple and clean as possible. When in
doubt, keep it simple. Less really can be more. Don’t add images just because you think you have
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to. Don’t add any fluffy copy just because you think you have to. When in doubt, just say what
you do and, more importantly, how you can help your potential client with your service or how
your product will make their life better.
Now you’ll have to decide if you’re going to build the website yourself or not. If you feel
the inclination, go ahead and build it. If you get a really great theme, it will do most of the work
for you. You simply have to plug in your own words and images.
That said, your website must be 100% professional looking. If you don’t feel you can do a
great job with it, get it done by a professional. Just like your logo, you need to make a great
impression so it’s worth the investment to make it look sharp. Fortunately, you can get this done
at someplace like Upwork or even Fiverr for relatively cheap.

With your website in place, it’s now time to set up your business in all of the other online
platforms. At a minimum you should set up the following:








YouTube channel
Google+
Facebook (business page, not personal page)
Twitter
LinkedIn (business page)
Pinterest
Instagram

There are about 748 other platforms (and more everyday) that you could get set up on
but the ones listed above are the most common and the best. Getting all of these platforms set
up is really easy. It usually involves just listing out all of your company information and adding
your company logo and branding. You want to be sure to have this consistent across all of the
platforms. To make things faster, you can even outsource this step of the way too. Be sure to be
as detailed as you can in all of the platforms. Fill out every field, add every image, follow every
step.
Now, just because you have set up your business on all of these channels, it doesn’t
necessarily mean that you’ll use them in your business on a daily basis. Based on your business,
some mediums will be better than others.
If you have a product-based business like selling facial scrubs, then you should be all
over Facebook, Instagram, and Pinterest. LinkedIn? Not so much. Go back to your model and
see what they’re doing well and do the same. Think about who your target audience is and where
they hang out online. We’ll talk more about the actual marketing coming up but you want to
make sure that you lock up your brand across as many platforms as possible and certainly the
ones relevant to your industry.
With your business set up online, it’s time to make it happen in the physical world.
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Regardless of what kind of business you have, you need to be online.
Choose a domain, get hosting, and use Wordpress or Shopify to be up in one day.
Your website must be professional looking - if you can’t do it yourself, pay to get it done.
Own your brand on all social media platforms.
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Your work is your megaphone to tell the world what you believe.
-Simon Sinek, Author & Speaker
"The start is what stops most people."
-Don Shula, NFL Head Coach

Carol was now addicted to creating her business. Ever since she started the course, she knew
this was her path to making her vision come true.
She already wrote out her business plan, revenue model, and even got her business set
up online. With the help of her son-in-law, she had a great looking website that was easy to use.
He even helped her get some initial photos with some friends going on an unofficial food tour
with Carol.
In less than a week, Carol did everything she needed to do to take money. She set up a
DBA with her county office. She promised herself that once she made at least 5 sales, and proved
to herself that she could make this a real business, she would contact a company like LegalZoom
and get set up as a corporation. She also set up a business checking account with her local bank.
She then set up PayPal and had her son-in-law help her with putting the payment buttons on the
website.
What shocked Carol was when she got a her first lead from her website. It was someone
who found her food tour online. Carol was totally unprepared but decided to just go for it. She
called the lead and said that at the moment, her only available tour was on Saturday. The lady
on the other end said that was perfect and that she was bringing 2 other people. They were
coming in from Montreal and wanted to sample some of what Chicago’s local cuisine had to
offer.
Before Carol knew it, she jumped into the deep end and did her first tour. Luckily, she
had already walked it out and met with the local food operators to let them know what she was
doing. She got a tip from one of the restaurant managers to make sure to ask her guests to
review her online.
The big day came and Carol spent about two hours with her guests. She had a blast. She
felt alive as she walked her guests around the city and surprised herself with how much she
already knew. She was a proud Chicago native and knew her stuff. At the end of the tour, the
guests were stuffed with food and gave Carol a big tip. She asked them to review her online to
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which they said they already had! They also had been loading up photos to Instagram along the
way.
As Carol said goodbye, she checked her phone and saw a notification of a PayPal
payment. She blinked twice. Then it hit her. She had made money through her own efforts.
And she loved what she was doing.

In this chapter, we’re going to discuss the nuts and bolts of establishing your business in the real
world. We’ll cover stuff like starting a corporation, setting up your business bank account, and
so forth. This isn’t the sexy part by any stretch of the imagination but it’s super important. With
most of the work involved in this chapter, you’ll only have to do it once and get it over with.
I’ve got to put in a big disclaimer here. All of the stuff I’m about to share is very general
to any business. I don’t pretend to be a business tax expert or business entity formation expert
in any way. As always, if you have any questions for your particular situation, be sure to speak
with a professional. I’ll share a few resources below that will help.
For now, let’s just push through this stuff as fast as possible and get to the good stuff
that’s coming up in the next few chapters!

With your lifestyle business, while the benefits are huge over a traditional business, it’s still a
business. In other words, this isn’t a hobby. You shouldn’t see it as a hobby because your
customers won’t and your government certainly won’t!
If you’re making money, there are certain things you need to do to make sure you’re
doing business in accordance with your state or province and country.
A business entity is a legal structure for your business. You may have already heard
about LLC’s, S-corps, and more. Creating a business entity is really designed to protect you and
your business. In many cases, this is also what helps you out with your own finances. Having
your own business gives you more say in how you pay taxes and your availability to government
incentives.
Having a business entity will help you as you make money to be able to keep more of
your money. It also protects you legally should something bad happen. By creating a business
entity, you’re turning it into a real asset. How valuable that asset depends on your ability to grow
the business (more on that in the next chapter). By doing everything correctly at the beginning,
it will save you time and hassle down the road. I strongly encourage you to do your due diligence
and make sure you do everything correctly.
Because my goal is for you to create your business quickly, one of the best tools out there
is LegalZoom.com. They provide every kind of business service you can think of including
incorporating your business. They can help you set up your S-corp or LLC or whatever you
choose. If you’re not sure what kind of entity to set up, they have customer service reps who can
walk you through the process so you get the kind of business structure that’s right for you.
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The process takes a little while but you can have it all done in as little as 7 days. Then
you’ll have all of your articles of incorporation and all of the other necessary legal documents
that you need to get moving. I have friends who are serial entrepreneurs and they don’t use
anything but LegalZoom. It’s a great way to get started quickly at an affordable price.

When you get started, you need to register your business in your local city, state/province, and
possibly federally as well. The folks at LegalZoom can help you with most of this as well. For
starters, you’ll need to get a DBA (doing business as) for your business. A DBA is basically the
name of your business that’s different from your own personal name. Keep in mind, this is only
if you’re going to do business under a name different from your business entity’s name.
For example, your corporation might be “Marshall Empire, LLC” (hey, it’s just an
example!) but you want to do business as, “Sean Marshall”. The DBA will allow you to take
payment and make other transactions with that name.
Based on your region, you might also need to register your business and get all of the
necessary permits to operate there. Some businesses, like those that handle food, have a bit
more red tape than others. If you’re unsure about any of this, again speak with the people at
LegalZoom or check out the following:
U.S.: sba.gov
U.K.: smallbusiness.co.uk
Canada: cra-arc.gc.ca/selfemployed
Australia: business.gov.au/
European Union: ec.europa.eu/small-business
By registering your business, you’ll also get pointed in the right direction on how, where,
& when to pay your taxes. Yeah, I know, taxes. It’s just part of business. Heck, it’s just part of
life. Like I already mentioned, with your own business, you actually have a say in how you pay.
When you’re an employee, you pretty much just have to pay whatever it says you should
on your little W-4. Again, I have a big fat disclaimer here - ask a professional if you have any
questions about paying your business taxes.

With your new business set up, it’s time to open a new business bank account. This is different
from your own personal checking or savings account because it’s primarily used for your
business. Keep them separate! When it comes to tax season, you’ll be glad you did!
What bank you choose to use is up to you. Be sure to look for deals and other sign up
perks. Banks all want your money so the smart ones offer various incentives. Some people will
tell you to sign up with a bigger bank because it carries more weight but this really doesn’t

118

matter. It’s often the smaller, more local banks that will give you better rates and perks. Be sure
to do your homework on this. It really boils down to choosing the one you feel most comfortable
with.

With your bank information handy, you can set up your payment processing. There are three
primary ways to take payment:
1. Cash
2. Check
3. Credit Card/Online Payment
The easiest and safest method is to accept payments online. This is especially true if your
products or services are on a monthly, recurring basis. Taking cash can get messy and accepting
checks are kind of a hassle. There’s usually a fee associated with taking payment online but it’s
usually worth it for the convenience.
When getting started, I’ve found the easiest solution is PayPal. There are other solutions
out there. In fact, your bank may offer an online payment solution. I’ve found however, that
PayPal works perfectly. It’s very well known and very easy to use. Additionally, their rates are
pretty comparable to anything your bank will offer. They also offer a lot of great services like
recurring billing, customized check-outs, and more. Don’t get me wrong, there are some
limitations with PayPal that you might want to reexamine once you’re making a lot of money.
However, to get moving quickly it’s a great solution.
Getting started is easy. Just go to Paypal.com and go to their business section. Follow the
steps and you’ll be set up in no time! With this you’ll have everything you need to take payments
online and even directly from your website. If you’re going to sell products face-to-face, you can
even accept payments with POS (Point of Sale) with your mobile device.
You will encounter some clients or customers who still want to pay via check. Usually it’s
the very small and the very big clients. Obviously taking checks means having to physically take
them into the bank. Some banks now offer scanning services where you can do it all from your
phone. Don’t be discouraged if someone wants to give you a check or even cash in some cases.
Just make sure you have your billing system set up so that you track everything on your end and
invoice them accordingly.
In fact, with the very big sales, I would encourage a check so that you don’t miss out by
having to give a portion to PayPal. When it’s something like $500, that’s not a big deal. When
it’s something like $5,000, it starts to become significant.
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When you take payments, you’re going to need to keep track of everything. In business, numbers
rule. When we talk about scaling up your business, I’ll share more about finances and keeping
track of everything. For now, you just need to get started.
The easiest way I know of to get started for most business models is to use QuickBooks.
They have both software you can download or use their monthly service. Either one works great.
It’s simple to use and is as complex as you need it. You’ll spend some time setting this up but
once it’s up, it will become part of your monthly ritual and nothing more.
I should also mention that Freshbooks.com is really moving up in the world. Freshbooks
boasts that it is invoicing and accounting made “easy, fast, and secure”. Both Quickbooks and
Freshbooks offer starting prices of about $10 a month. Whichever one you choose is up to you
but definitely spend a little bit of time setting this up. It’s pretty easy even if you’re not a
numbers person.
With this stuff out of the way, we’re going to move on to the most important part of your
business… sales.







Your business isn’t a hobby - you need to set up a business entity.
Set up a business checking account and keep business and personal money separate.
Take payment online as much as possible.
PayPal is an easy way to get started with taking money online.
QuickBooks is an easy way to track your incoming and outgoing.
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“Nothing happens in business until something gets sold.”
-Thomas J. Watson, Founder of IBM
“Sales cures all.”
-Mark Cuban, Billionaire & Owner of the Dallas Mavericks

“That’s the biggest challenge I have. I know I need to be marketing online but I just can’t
seem to find a company who I can trust.”
Steve nodded as he listened to the owner of a construction company talk about his efforts
to grow his business online.
“I mean, we paid one guy like $6,000 one time and he promised first page rankings on
Google. Then after two weeks, we never heard from him again.”
“If it helps at all, that’s not the first time I’ve heard that exact same story.” Steve said. He
had scribbled a number of notes and knew exactly what he was going to do.
“Tell you what, I’ve actually already done some homework on your business and what
you can do improve your online efforts. I created this little game plan for you to take and apply
to your business. If you do the things I’ve listed, you will see some immediate results. It’s worked
for other people I’ve partnered with already in your industry. Give it a whirl!”
“Thank you very much! Yeah, we’ll look it over and give it a shot.”
Later that week, Steve got a phone call from the contractor.
“Hey Steve, we’ve been looking at your game plan and we’ve decided it would just be
easier to have your team do it. Can you tell me how we can get started with you?”
Steve smiled. Another client. And another success story in the works. Steve had been
networking like crazy and it was paying off. For a while, he’d been tempted to just send out
emails or even try telemarketing. But when one of his current clients showed him all of the
emails they get on a daily basis offering online marketing services, he realized it all looked like
spam. He did not want to build a business based on that model.
Face-to-face was slower but he knew in this industry, where almost every business owner
has had some kind of less-than-positive experience, it made all the difference. He not only
believed in the know/like/trust factor in business, he lived it.
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It paid off too. He already started receiving referrals from his current clients - the best
kind of new business.
For now, he was off to do a new client dance with his wife and kids.

Part of me really wants to put this chapter at the beginning. I’m going to be super blunt, if you
can’t make a sale, you’re never going to have a successful business. Why? Because even by
definition, you don’t have a business unless a sale is made!
You can have the coolest product ever. You can have the best looking website in the
world. You can have the catchiest slogan or most clever business name. You can have all of your
paperwork filed and your bank account totally set up. You can take all of the action in the world,
but unless you can make a sale, none of it will matter.
This is why I want to put this chapter at the beginning. If you read this and think, “Geez,
I’m not a salesperson, I can’t sell anything” then getting into business probably isn’t for you. If
you’re freaking out right now that you’ve come this far and now you’re going to have to quit,
don’t worry! In this chapter, I’m going to show you how even the most timid introvert can grow
a successful business through sales. We’ll reframe what making a sale actually is and how to
blow the top off of your business. I’ll also show you how to sell without being cheesy.
In business, sales is the engine behind everything else. It’s here where most people
choke. They get excited. They draw up a business plan. They come up with a good product or
service. They order business cards. They even get a website up. And then… crickets. Nothing
happens.
I’ve seen this so many times! I’ve been given business cards and brochures and links to
websites from people excited about their new business. I love seeing people get into business so
I always follow up by saying, “Cool! Have you made any sales yet?”
It’s a simple but straightforward question. The answer is always very telling. It’s either,
“Yes, I have!” or it’s “No, I haven’t.” If they haven’t, I usually like to do a little digging to find out
why. It almost always ends up being some variation of “oh, I haven’t spoken with anybody yet”.
We all know that at a deeper level, regardless of the excuse, it’s almost always based on fear.
Like I said towards to the beginning of the book, the mental stuff is important. Be brave, make
sales. Be chicken, have another failed business experiment.
You already know that to have a successful business, you need to get out and make a sale.
You need to speak with real humans to make it happen. If your business is online that’s fine too,
just make a sale! You don’t have a business until you make a sale. It’s that simple. I know this is
all pretty bold but it’s the root of who makes it and who doesn’t. Let’s dive into this a bit more.

In the very first week of my online marketing business, I sold a website for $1,250. I thought it
was such a huge amount! More than that though, I knew I had something! It was proof that I
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could make money on my own. My family never had to go hungry because I knew that I had a
way to provide for them without depending on a job or an employer.
In my second week, I sold an ongoing monthly package for $400. Then, the following
day, I sold another $400 package. Even in my very first month, I sold, I executed, & I made
$2,050. Sure it’s nothing to brag about but man did it feel good to break 4 digits all on my own! I
was happy. My wife was happy. We knew it was the beginning of our dream lifestyle. Like I said,
I had proof that I could do it. Now I just needed to do more of it!
At a fundamental level, sales are proof that you’ve got a winning business idea. Another
human has seen enough value in your product or service to give you money in exchange. I know
this is basic stuff but I can’t emphasize how many people think they can somehow skip this part.
When you make a sale, you’re not only proving that your product or service will sell,
you’ve got proof that you yourself can actually make a sale! As your business grows, you won’t
always be the salesperson for your business but you will always be in charge of it. At the
beginning, it’s vital that you’re in charge of it.
Not too long ago, a good friend of mine confided in me that she desperately wanted to do
what my wife and I have done but her husband wants “security”. Her challenge is that she’s
already tried a number of different business ventures before and they’ve never quite worked out.
So what do you think her husband thought about her wanting to start another business? To put
it nicely, he wasn’t the most enthusiastic about it. With all of the tried and failed ventures, his
faith in her had waned. Few things cause more stress in marriage than money. Don’t get me
wrong. She has the drive. She just needs to find the right opportunity that lines up with her skill
set. And, she needs to make a sale. And then another and another.
Once you make a sale, not only will your own confidence shoot up, your spouse will also
see it and be more supportive. When I made my first sale, my wife and I did a happy dance. In
fact, still to this day, whenever I see a sale come across, I like to do a little happy dance. My kids
even jump in on it too. Making a sale never gets old - especially when you turn it into a happy
dance!
Nothing will help your case more than when you bring home some real money. Stay up
late. Get up early. Do what it takes. Your spouse will see the effort. But you need to get results as
well. You need to make money. Nothing is more effective than bringing in real money. When you
bring in the dinero, your husband or wife will start to be more supportive!
I’ve been talking to you as if you’re married but what if you’re not married? What if
you’re single? Then guess what? You have absolutely no excuses! Get out there and make a sale!
To round out this section, get your first sale fast. You need it as proof for yourself, your
significant other (if you have one), and your business. The entire future of your business hinges
on your first sale. It’s simple:
Make Sales = Business
Don’t Make Sales = Hobby
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As a business owner and entrepreneur, you’re in charge of all sales in your business. That means
you’re the owner and head sales person. In fact, all entrepreneurs are salespeople. But that
doesn’t mean that all salespeople are entrepreneurs. I’ve actually met a lot of people who can
take a product or service and sell it all day. They can create sales goals and meet them every
month. They can significantly boost the overall revenue of the company.
However, when you ask them what the vision of the company is or how to recruit a team
or execute on the service or fulfill the product, they have no clue. An entrepreneur is the
visionary leader and lead sales person. I know I’ve already beaten this point to death but it’s that
important!
Eventually, you’ll scale up and get other people in place to sell for you. Or, all you may
have to do is get a process in place to advertise and scale that way. Either way, it all begins with
you. You need to make the first sale and probably the second and third. It starts with you. Make
the sale. Grow your business.

When I say “salesman” tell me honestly, what comes to mind? Do you think of the dweeb in the
used car lot who walks up to you with major smoker breath? Do you think about the dude with
the pot belly and short tie trying to sell you a mattress? It’s true that the term “salesperson”
doesn't always have the nicest connotations. But that doesn’t mean that making sales isn’t
important!
Recently, I got an email from a student in my online marketing agency course who said:
Oh and one more thing, I am NOT NOT NOT a salesperson. The thought of selling makes me
sweat. I’ve avoided it like the plague. But now, I’m happy to have ‘conversations’ around this as I find
people’s businesses interesting, and I have always loved helping people and making them happy, a
difference in their lives. If I can help their small - medium business thrive then that makes their lives (and
their families) better. :)

Do you see what happened there? She doesn’t consider herself a salesperson. However,
she does love talking with people about their businesses. She likes having conversations with
business owners because she finds it interesting. She goes on to say that she’s always loved
helping people. I can’t think of a better way to describe sales!
When you look at it through the lens of a sales job, then yuck! Seriously, who would
willingly want to sell used cars? But when it’s your own business and you’re offering a solution
that will genuinely help people improve their lives in some way, it makes all the difference.
Not too long ago, I was having lunch with a friend who’s started many successful
companies. We’re the same age and while I was still slaving away at a cubicle, he had already
started 3 businesses! We were talking about sales and how important they are to a business. He
said he doesn’t view sales through the traditional “I’ve got a product now I want to sell it to you”
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lens. He said he really just looks to solve problems. In other words, he’s not a salesman, he’s a
problem solver. He matches up people with products or services that will help them in some
way.
If for some reason, you don’t like to think about being a “salesperson”, just think of
yourself as a problem solver. You could even consider yourself a connector or matchmaker!
You’re matching up a good product or service with someone who needs or wants it. That’s it!
Think about this - you already sell every day. If you have a job, you sell your boss
everyday on why he or she should keep you as an employee. Have kids? You have to sell them on
eating their protein or getting to bed on time.
If you look at it through the lens of lining up your desire with someone else’s, you sell a
lot more than you think! The big difference now is that you’re going to be selling something of
value to others in order to grow your own business.

There are a few key characteristics successful entrepreneurs have that most others don’t. It’s
these key distinguishers that make them great salespeople. Take a look at this list and think
about you could apply these characteristics into your own business.

Successful entrepreneurs are always on the lookout to solve problems. They naturally see holes
in proficiency or a market going unserved. Think that your average taxi service is a joke? That’s
what Travis Kalanick and Garrett Camp thought when they started Uber. Wondering how you
could make more money with the empty space in your house or apartment? That’s what Joe
Gebbia and Brian Chesky thought when they started AirBnB.

Great salespeople are curious. They ask “what if” questions. They question the system. They
think about how things could be.
When they speak with other people, they’re fantastic at asking open-ended questions.
They ask further questions to really clarify and get to the nitty-gritty of the subject at hand.

Closely related to being curious and asking open-ended questions, successful salespeople are
great at listening. They ask a question and then close their mouths and listen. Being a great
listener doesn’t just mean not speaking. It means actually paying attention to the words
someone is using, how they’re saying it, and really understanding the topic. A great listener isn’t
just waiting to say the next thing.
A great salesperson listens and then brilliantly uses the other person’s own words and
concerns until there’s a perfect understanding. Billionaire Sir Richard Branson said, “Listen
more than you talk. Nobody learned anything by hearing themselves speak.”
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After understanding other people’s desires and needs, maverick entrepreneurs know how to tell
a story. They know how to lead with emotion and take their audience on a journey with them.
They share the frustration that their audience has and eventually build to the solution.
They know how to use words to paint a picture. They lead with phrases like, “imagine a
world where…” or “what if you could…” or “wouldn’t it be great if you could just…”. They always
lead by citing the frustration and then sharing the positive benefits of their solution (a.k.a. their
product or service).

Have you ever bought something from someone that you didn’t like? Chances are slim that you
did. If you did, I’m willing to bet it wasn’t the best experience. People usually do business with
people they know, like, and trust.
Everyone knows this but only the successful salespeople put this into practice and it all
starts with being positive. You’re just not going to build up any know/like/trust with people
when you’re complaining about the world and going on and on about your own personal
problems.
Humans are wired to want to connect with others but we also have pretty strict filters. If
you show even just a little more than average positivity, you can quickly make progress.

Great salespeople are honest. Everyone can smell a rat and sales will only amplify what you
already are. As an entrepreneur, it’s your duty to come up with a genuinely useful product or
service. If you’re not selling a great product or service that will actually help people, stop now.
Don’t even think about it. It’s a waste of time. Really.
Great businesses are built on quality products and services. Sure, there are exceptions to
the rule but with time, those businesses will fail. If you can’t look yourself in the mirror at night
knowing that what you sold that day genuinely helped other people, then you’re in the wrong
business.
With a quality product, you can be 100% genuine in your sales approach. You don’t need
any scammy sales techniques because you’re offering something of real value. You believe in the
product which means you can look people in the eye and be totally honest.

Closely related to being honest is being confident. Great salespeople are confident. Their
confidence first comes from being honest and positive. Also, they know that their job is to line
up people with solutions. They know what they’re offering will genuinely make someone’s life
better in some way. What’s more is that they own it. They fully acknowledge to the world that
they are a matchmaker and solution provider. It’s on their social media, business cards, and
everyone in their circle knows it’s what they do.
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When we got back to the United States, my wife and I were looking at buying a new car. We
walked onto the dealership lot and took a deep breath as we began the ridiculous process of
buying a new car. The first salesman to see us quickly put out his cigarette and walked over to
us. He shook our hands (which then made my hands stink like cigarettes - a HUGE pet peeve of
mine) and then started talking to us.
He did manage to ask our names and ask about what kind of car we were looking at. We
told him we were looking at new Pathfinders and he said, “Great! Let’s go test drive one!”
We weren’t there to test drive a car. We were there to buy one. We already did our
homework. We knew exactly what car we wanted. We wanted a good price and the keys to a new
car. That’s it. If this dude had actually bothered to ask us any questions, he would have found
out quickly that we were ready to buy. But he didn’t.
What’s worse is that he started to tell us about all of the features of the new Pathfinders.
He explained the 3rd row, great gas mileage, etc. He rattled off all of the reasons we were even at
the dealership in the first place! I asked him a few specific questions about the car to which he
clearly didn’t know the answers. Want to know what he did? He totally BS’d! When my wife
pointed out a few numbers on the manufacturer spec sheet that contradicted what he just said,
he had to backtrack. She gave me a look like, “no way am I buying a car from this guy”. I nodded
in agreement.
What’s worse, he started complaining about some other things including politics and the
weather. Seriously? We were done by then. I just said something like, “Well, we’re going to think
about it.” With that, we walked away.
Do you see how this guy did pretty much everything wrong? Look at my list above. He
did the exact opposite of most of those things. If the guy had just asked a few more questions
and was a bit more positive, he probably would have earned his commission that day.
Don’t be the bad car salesman. Ask questions. Listen. Be positive. Be honest. Share your
story. Demonstrate how your product or service is the solution.
It doesn’t matter if you’re selling products or services in real life or online. These
principles are the same. You need to do the above to be successful at helping others realize what
you’re offering will make their lives better in some way.

Now that you know how to be a winning salesperson, I want to break down how to actually get
your first sale.
First, think about your ideal client or customer. What problem are they dealing with?
Really dig. Ask. Get online and go to Facebook groups or forums or blogs. Also, interview people
around you. Remember to ask open-ended questions and really listen to what people say.
There’s the secret: they will often tell you the solution! How many times have you heard
someone say, “Man! I wish I had something that would (fill in solution)!” or “Why don’t they
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make something that (fill in solution)!” If you ask enough people, you’ll start to see a pattern.
Then you’ve got your product or service and you’ve also got your first customers or clients.
In my own business, I listened to a friend I had describing how his company website was
old and broken. I asked him what he wanted it to look like and what he wanted it to do. He laid
out exactly for me what his dream website would be like.
Not too long after, I sent him a proposal listing out the components of his new website.
Long story short, he became my first client and I was in business.
I don’t want to downplay it here but it really isn’t as complicated as most people make it.
Find out the problem, come up with the solution, package it, and sell it. Period. Do that over and
over again.
I can break this down into steps for you:
1. Think about your business idea
2. Ask real people about their biggest challenges as they relate to your business
3. Listen
4. Zero in on one person that you think might make a great candidate as your first customer
or client
5. Present your solution to them
6. Ask them to make the purchase (you can offer a discount or increase the value you
normally give - I personally avoid free because if it’s really worth it, people will give you
money)
7. Do your best job and track their results
8. Get feedback and refine your solution as needed
9. Publish the results your client/customer got (videos, photos, PDF’s, etc - whatever’s
appropriate for your niche)
10. Approach others and don’t stop until you’ve blown up your business
If you follow the above, you’ll get your first sale. Again, it doesn’t matter if it’s a product
or a service, online or offline. Your first sale will happen by a real human giving you money.
When you make your first sale, do a happy dance! One of my friends told a story of when
he and his brother made their first sale in their local courier service business. He said their first
sale was for $7. Not $70 or $700. $7. He then said that when his brother hung up the phone
confirming the sale, they both danced. He said, “You’ve never seen two grown men so happy to
make seven bucks before in your life!”
When you make your first sale, it’s the first step towards your dream lifestyle. It’s a big
deal. Treasure it. Dance, sing, buy an ice cream cone. Do something to celebrate!

With your first sale out of the way, you’ve proven that you’ve got something. Now it’s time to
grow it into a business. You need to work hard to get your second, third, and fourth sales
quickly. The faster you go, the better. Momentum is a big deal right at the beginning. A sale
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represents a real human giving you money for your service or product. In order to make more
sales, you need to reach more humans. Sounds obvious right?
The best way to do this is through networking. It doesn’t matter if you have a product or
service or if your business is online or offline. Networking with other people will drastically
affect how quickly you can grow. Think about it. All you need is one key influencer to give you a
shout out to explode your business. In many cases, you’re just a few clicks away from getting
that shout out. Here are some key places to network:










Meetings – go to Chamber of Commerce meetings and other business networking
meetings in your area.
Complementary services or products – selling pre-cooked packaged meals? Hook up
with personal trainers and nutritionists. Selling web design services? Hook up with IT
professionals and PR agencies.
Forums – dive into some forums in your niche and lurk a while. Get a feel for what
people are saying and then start offering help.
Facebook and LinkedIn groups - same thing as the forum. Remember to be super
helpful. The more helpful you are without being salesy, the more positive attention you’ll
get.
Associations - look up industry associations in your area or online. Join them if possible
and again, be helpful. Serve as a knowledge resource.
Email – go through your email contact list and reach out offering a quick service to get
your foot in the door.
Phone – don’t be afraid to pick up the phone. Even these days, it’s still one of the best
tools for making money.

Everything you want (sales) is out there and found in the form of other people. Open
your mouth. Get busy listening to and helping other people. Push hard.

When you’re starting a service-based business, one of the best ways to get more sales is face-toface. This might not always be the case as your business gets bigger, but to kick-start things, it’s
the best way I know of.
When you’re face-to-face, the person that’s going to buy your service has a chance to see
you and get to know you. Like I’ve already said, we all do business with people we know, like,
and trust. With that in mind, here’s what I’ve found to be the best ways to connect with people.
They are:
1. Live Networking
2. Speaking & Teaching
3. One-on-One’s
4. Referrals
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In addition to just plain speaking with everyone you know, live networking refers to going to
Chamber of Commerce meetings and other business networking events in your area. When
you’re first starting out, go to as many of these events in your community as possible.
If you’re an introvert like me, going to these networking meetings may not be the most
exciting events. That said, even in my own business, the best clients I’ve ever had have all come
through live networking. The good news is that you won’t have to attend many of these meetings
before you have a pretty good list of prospects that will turn into clients. It’s mainly to be used as
something immediate that you can do to get the ball rolling.

Speaking is a great way to get exposure for your business and to grow your client base. Always
say yes to any speaking opportunity. This could mean speaking at a Chamber meeting, a mixer,
or even teaching a workshop at a conference.
The big key is to be insanely helpful. Give people your best stuff. They won’t implement
anything you share themselves and if they do, they’re not your ideal client anyway. Put on your
best show and watch the business cards of people wanting you to call them flood your way.

Often networking and speaking will lead to one-on-one meetings with potential clients. This is
where you agree to meet at a coffee shop or at their place of business for a private meeting.
Before you even agree to meet with someone, be sure they actually fit your chosen client
parameters. If they don’t, politely get out of meeting with them. It will save you a ton of time!
Once you’ve established your one-on-one meeting with someone in your target niche,
meet with them and spend a lot of time asking questions and listening. Don’t pitch your
business. Just ask questions and listen.
After you’ve listened, present a freebie for them. This is something you’ve drawn up
before the meeting based on their business. When you agree to meet with someone, be sure to
do your homework online first. See what they’ve got going and where they can improve.
You can create a freebie for them that gives them some actionable things they can
immediately implement. To make it more scalable, you could create a generic but extremely
helpful tool. Just drop their name on the front page and make a few adjustments here and there
to make it relevant for them.
The point is to wow them by doing your homework and also to put them in your “debt”.
By giving them a really useful tool, you’re enacting what Robert Cialdini refers to as the “Law of
Reciprocation”. They’ll often feel indebted to you and want to work with you. It really works. I've
had clients tell me they chose to work with my company because I gave them so much stuff. I
didn't say, "By buying my service, you'll....". Instead I said, "I've taken a look at your business
and here are 7 specific things you could do right now to get more business. Here you go. It’s
yours free".
See the difference? That’s the one-on-one approach and it works really well. It’s certainly
more time-intensive than networking or teaching but the quality of clients is usually much
better.

130

While the above activities are great, the best way to build your business is through referrals from
your current clients. Referrals are hands-down the best way to get new clients. Why? Because
they’re coming with a warm introduction from a common friend - your client. That already gets
you through the first door.
Referrals are also great because they only happen when you’ve done everything right. In
other words, your client is only going to refer you to others when you’ve done a great job. It’s
really important to make sure you go above and beyond for your clients. When you do, you not
only help their business, but they genuinely appreciate you and often want to help you in return.
Soon you’ll have a steady flow of new clients from referrals. Be good. Deliver as promised. Then
do a little something extra too every month.

When you’re starting a product business, your mindset is a bit different from a service-based
business. Instead of grooming a long term relationship with a client, you’re thinking about
numbers. In other words, you’re thinking, “How can I get my product into as many hands as
possible?” Below are some of the best ways to get your product sales kick-started quickly.

If you want to sell a lot of products quickly, advertising can be one of the most effective ways of
doing so. Ads include both online ads in places like Google and Facebook and offline ads like
local mailers, billboards, and other media like TV and radio.
When deciding what kind of ads you might run, go back to what your model is doing.
What ads do you see them doing? Where are they doing it? Is there a way you could do the same
but more effectively?
When you advertise online, there are some huge advantages. You can easily set your
budget, target your exact audience, and track all of your campaigns. You don’t have those
advantages when advertising offline. The exception is if you’re using coupons and or campaign
ID numbers. Again, go back to what your model is doing and emulate that. Just be sure to be
unique and see if you can improve on what they’re doing.
The key to making online advertising work well for you is to think about your target
audience. Where do they hang out online? Are you selling a SAAS program? Running ads on
LinkedIn might be a good idea for you. Are you starting a local green foods catering business?
Maybe running ads on Pinterest would be best. Think about your ideal customer and advertise
where they hang out online.
The following are links to where you can learn more about advertising on some of the
most popular ad platforms:




Facebook.com/Business
Business.Twitter.com/Solutions
Ads.Pinterest.com
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LinkedIn.com/Ad/Start
Google.com/Ads
Google.com/Ads/DisplayNetwork

Marketing online is one of the best ways to grow any business. If you don’t have the budget to
spend on ads, you can get started by putting in some hustle through marketing. There are a
number of ways to hustle online. Here are a few of the most effective:








Content - be sure to produce high quality written content about your products. This
includes guest posts on relevant online magazines and blogs in your industry.
Podcasts - the more podcasts you can get on, the better! People love hearing the story
behind the product. By sharing your product story right into someone’s earbuds, you’re
likely to increase the conversion big time.
Videos - make high quality videos showing your product in action. If you’ve ever watched
a GoPro video in action, you know what I’m talking about. You can do all sorts of videos
that include product demonstrations, customer reactions/reviews, product uses, etc.
Photos - having super high quality photos can make a big difference in your customer’s
perception of your product.
Social Media - you can jump into the conversation with the various social media
platforms. Be sure to go to the right platforms however! Promoting hand-made soaps on
LinkedIn won’t be as effective as connecting with people on Pinterest. Remember, the
hashtag is your friend!

Depending on what your product is, there are usually places or events where people all get
together in real life. Your job is to figure out when and where they are for your particular
business. These events are marketplaces where you can tap into the herds of potential people
walking by.

Around 9 years ago, I wanted to start a little business out of my home. I did everything I thought
I was supposed to do. I worked with a designer to create business cards. I dropped $165 and
after waiting for over a month, I got my first order of 1000 business cards. I was so proud. Then
I proceeded to buy pens with my business name on them. I even bought a $300 fax machine!
Really! Remember the little story I opened this book with? It’s the same story! To make it short,
I didn’t make a dime with the business and wasted a ton of time and money in the process.
One of the goals of a lifestyle business is to help you to get to making money quickly
without having to spend a lot to get started.
There are really only two things you need at the beginning:
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1. Business Cards
2. Samples
There are exceptions to some degree based on the business you have. However, for the
most part, you don’t need the brochures, or fancy pens, or door magnets! Keep it simple at the
beginning.

Business cards are a great tool and it’s often the first thing that people do when they start a
business. For starters, you do NOT need to spend $165 on business cards. VistaPrint.com is a
great place to get business cards. They have ridiculously cheap prices on high quality cards. In
fact, be sure to search for a coupon code to save even more money. Do not spend more than $20
tops for your first round of cards!
Spend some time looking at other business cards that you may have lying around your
office or house. If you use a service like VistaPrint, they have countless professionally designed
templates that you can use. Simply pop your logo and business information in, change the colors
to match yours, and you can proof your card immediately. Then select how many you want and
you’re good to go.
This is all you need to get started. Do not spend a lot of time or a lot of money on super
fancy cards. You might end up changing them as you get settled in your business. Again, be sure
to check for coupon codes to save some money when checking out.
A word of warning – companies like VistaPrint are going to tempt you with up-sells.
They’ll show you other products like pens, stationary, car magnets, coffee mugs, and so forth all
with your pretty logo front and center. Resist the temptation!
I already mentioned how you don’t need any of that stuff! When starting, the only
physical marketing piece that most business owners will need is a business card.
It’s exciting to have your own business and drinking out of your own custom company
coffee mug is super tempting. But at this point, you’re trying to grow your own business, not
their business. Stick to your cards and check out. Everything else is a waste of money. In fact,
you’ll most likely never use any of that stuff anyway.

If you have a service-based business, the best sample you can give is a demonstration of your
work. If you run a math tutoring business for example, maybe you have some videos of your
process in action. Show kids enjoying math and getting better grades as a result of working with
your system.
If you have a product-based business, think about Costco. Go to any Costco and you’ll see
employees handing out samples. The goal of these samples are to get you to buy more.
With your own business, think about the feasibility of samples. If you’re selling in real
life, get your samples into as many hands as you possibly can. If you’re selling online, make sure
you have the highest quality product descriptions, photos, and videos possible.
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It’s no mistake that this is one of the longest chapters in the book. If you learn nothing else from
this book, please learn that to make a business work, you need to make sales. Do what it takes.
Make your first sale. And then your second. And then your third. And just keep selling.
And then one day you’ll wake up on a Monday morning and realize the day is entirely
yours to do whatever you want. I promise.












Without sales, you don’t have a business.
Even the most timid introvert can grow a successful business through sales in a noncheesy way.
When you make sales, it’s proof that you can actually sell and proof that you have a
valuable service/product.
No matter what, you’re always in charge of the sales in your business.
Don’t think of yourself as a salesperson - think of yourself as a problem solver or
matchmaker.
Good salespeople are great observers, are curious, listen well, know how to tell stories,
are positive, honest, and confident.
To make a sale, listen to people’s challenges and then line up your service or product
with that.
When you make a sale, do a happy dance - it means you’re on your way to the good life.
To make sales, you need to reach out to real people on and offline.
The only sales tools you need are business cards and samples (as they relate to your
business).

For more interactive learning including video lessons,
downloads, tools, discussion areas, & more be sure to visit
FamilyRocketship.com/60Day

134

135

"Once you recognize that the purpose of your life is not to serve your business, but that the primary
purpose of your business
is to serve your life, you can then go to work ON your business,
rather than in it."
-Michael E. Gerber, Author of The E-Myth
“Instead of wondering when your next vacation is,
maybe you should set up a life you don't need to escape from.”
-Seth Godin, Author & Entrepreneur

Brianna looked at her sales dashboard in Amazon. She couldn’t believe it. She was actually
making money. Even better, each week was higher than the previous.
And it was a total blast!
She focused on providing an all-around great experience with her customers and it
showed. Her reviews started coming in steadily which, in turn, increased her sales.
With her branding and customer service skills, she could hardly keep up with demand.
At Cassie’s recommendation, she invested all of the earnings of her first month back into the
business. She bought more product and added a few new products to her line.
Brianna was never one for spreadsheets but she soon learned to love them. Like a good
business owner, she knew numbers are the main language of business. At a glance, she could tell
her business was healthy.
Cassie urged her to start thinking about how to outsource some of the customer service
and refine her systems. Brianna pushed back saying that she wanted to keep up the customer
service side of things. She liked hearing from her customers. Cassie consented but told her to
reduce her time in almost every other aspect by getting other people to do it for her.
Cassie also pushed her to set new revenue goals. Brianna set a personal income goal of
$5,000 a month in 90 days. It was a huge goal but she felt like she could do it.
And if she hit it, she could quit. She already started imagining how that would feel.
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As the saying goes, “You can run your business or your business can run you”. Remember, the
whole point of a lifestyle business is to fund your ideal lifestyle. You run your business and it will
finance your dream lifestyle. That’s all there is to it really.
There’s a common thought that as a business owner, you have to wear many hats. People
talk about how you have to be an accountant and a marketer and a customer service rep and so
on. My answer to this is no you don’t! At least not if you want to be a successful lifestyle
entrepreneur!
As a business owner, there are 3 main things that you need to take 100% ownership of.
Here they are listed in order of importance:
1. Drive revenue
2. Create systems
3. Build and lead a team
That’s it! Everything else is secondary.
Mark Cuban, billionaire and owner of the Dallas Mavericks said, “The number one duty
of a business owner is to drive revenue”. I wholeheartedly agree. The second most important
duty you have is to create a system and then thirdly, plug people into that system. These are not
things you can outsource. These aren’t activities that you can ignore or wait to get around to. If
you want to pay off your student loans or buy that new house or retire early, these are things you
absolutely have to do.
Once you have these in place, you can then start the work of eliminating yourself from
the equation. This is where you start to go from working full-time on your business to work parttime and eventually just a few hours a week, if any. If you get these right, your business will
continue to grow. You’ll work less and make more money. If you don’t get these right, then you’ll
forever be on the self-employed treadmill of chasing sales and trying to get everything done.
In this chapter, I’m going to go over revenue and what it entails. With the systems and
teams, I’m going to dedicate the following two chapters to them - they’re that important.

Before I dive into talking about revenue however, do you remember why you’re reading this
book? Do you remember that I’ve said how a lifestyle business is all about buying your freedom?
That’s what I want you to remember here. It’s easy to get into the mechanics on everything but
sometimes we need to step back and look at why we’re doing it in the first place.
You need to work hard to build your business. That goes without saying. However, once
your business is built, you need to work hard on scaling up your business while simultaneously
reducing your own involvement and time. That’s the magic of this kind of business. You can
literally make more money and work less. Try doing that at a job!
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In my own business, I make more money now than I ever have yet I work less than I ever
have. But this didn’t just happen on its own. It took me a lot of work to get here. Most people
will only ever see the results of your work but rarely see when you were working away in the
trenches getting everything done.
I promised you that this book would serve as a business fast-pass. Taking total
ownership of driving revenue, setting up a system, and creating a team is what’s going to get you
to where you want to go. I really want to hammer this point because it’s what separates a
lifestyle business owner from a self-employed person. Your ability to take off and do whatever
the heck you want depends entirely on this.
Enough with the rant! Let’s dive a bit deeper into this revenue thing first. Then the next
two chapters will be about systems and team respectively.

Nothing is more important than sales. Without a sale, you don’t have a business. Literally. You
can have all of the business cards, a fancy website, and cool products but if you haven’t made
any money, it’s all for nothing.
I already dedicated an entire chapter to sales but I want to reiterate it here because sales
is what drives revenue. The amount of money your business makes depends completely on your
ability to sell your products or services.
All business is based on the numbers. Numbers are the language of any business. You
can say whatever you want. If you’re a slick marketer, you can spin anything to look good. But,
as the saying goes, “numbers don’t lie” and your revenue number is your biggest indicator of
success. Have you ever watched a show like Shark Tank or The Profit and when asked about the
company revenue numbers, the business owner just gives a blank stare? It happens more than
you’d think!
Like I’ve said, a business owner is responsible for revenue and that includes knowing the
company financials intimately. When you’re bringing in the dough, you want to make sure
everything is tracked, recorded, and is easily accessible.
At any time, you should be able to pull up a document (or log in to your accounting
software) and see what your company numbers are. As soon as possible, you’re going to bring on
a bookkeeper to keep track of all of the expenses and costs of your business.
However, this doesn’t absolve you from managing it! As the owner, nothing should be
more interesting to you than that bottom line.

If just the section title alone bored you, don’t worry! I’m going to break this down in simple
terms so you have a high level understanding. Then, from here on out, you’ll let your bookkeeper
(or software) do all of the heavy lifting.
Besides your bank account, your main resources for gauging the profitability of your
business are your Profit & Loss Statement (P&L) and your Balance Sheet. Your P&L shows you
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all of the money you’ve brought in and all of the money you’ve spent. It’s like that little ledger in
your checkbook. Your P&L will track all income and all expenses (as long as you accurately
record them). The reason why you keep a P&L is so that at any time, you can see the profitability
of your business. If you ever sell your business, this is the first thing a buyer will look at.
Your Balance Sheet is what shows your assets (the things you own in your business) and
your liabilities (the things you don’t own - like debt). It also lists out what you’ve invested into
your business. One of the big advantages of a lifestyle business is that you shouldn’t have too
many, if any, liabilities. You’re not buying expensive machinery. You’re not buying a fleet of
company vehicles. Keep it as light as possible. Remember, you’re building to scale to freedom,
not to give yourself a job.
If you decide to use a tool like Quickbooks, you can literally pull up both your P&L and
Balance Sheet with a couple of clicks. You want be sure to track everything. That’s why you
should have a business bank account. If it’s business related, use the company card. Some
common expenses for a lifestyle business include:

















Contractor/team member commissions & fees
Advertising
Web hosting
Domain renewals
Office supplies
Rent
Phone
Internet
Shipping & postage
Bank fees (if any)
Travel (airplane, car rental, miles, etc)
Entertainment
Meals
Ongoing education
Legal
License/permits (if any)

Of course the above is just a sample list. Your expenses will depend on your particular
business. In my own business, I’ve got everything as streamlined as possible. My biggest
expense, by far, is paying my team members.
How often you choose to enter your information is up to you but it’s recommended that
you do it at least once a month. I’ve found that it’s best to do all “numbers stuff” on Mondays.
It’s just built into my work flow.
Besides, I like starting off the week seeing the numbers. It both makes me feel good and
motivates me to do more.
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Once you’ve kick-started your business, you need to scale up your revenue goals. Remember
when you created your initial revenue model when you were writing up your business model?
It’s now time to revisit that but also set some annual goals. Remember, the numbers
don’t lie. There’s nothing more motivating than seeing an income statement that’s full of sales. It
can also be motivational when it’s empty!
Creating revenue goals is easy. Simply get out your favorite spreadsheet app and list 12
rows. Label them by month and year. Then in the columns area, list out two columns. One is
Forecast and the other is Actual. The forecast is going to be your revenue goal. The other is going
to be what you actually make.
Here’s a sample:
REVENUE GOALS FOR COOL COMPANY
(YEAR)

FORECAST

ACTUAL

January
February
March
April
May
June
July
August
September
October
November
December
TOTAL
Pretty straightforward right? If you’re having trouble coming up with your revenue goals,
just go back to your own personal goals and then look to your model. Let’s say that in your
business, it’s feasible to make $50,000 gross revenue in your first year. You can just break that
down into monthly goals. Let’s say you put your revenue goal at $1,000 in your first month.
Then you put it at $2,000 in your second and follow that pattern until you hit $50,000 as your
revenue total for the first 12 months.
How you actually hit your goals will depend on your business. Some people do super well
out of the gate and blow through their revenue goals. Others take time to build up. In my own
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case, I made just over $2,000 on my own in my first month. Besides a few hiccups, I’ve
progressively scaled it up ever since.
Like I mentioned before, a revenue model forces you to use simple math to set goals and
work hard on hitting those goals. I can’t tell you how fun it is to look back at a month and see
that you hit your revenue goals. The money you make is just an indicator of your hustle and the
value you’re providing to others. It also shows you, with vivid clarity, how close you’re getting to
your dream lifestyle.
In the next chapter, we’re going to explore how to set up systems so that you can reduce
your workload. For now, be sure to major points listed below.








You can run your business or your business can run you.
Your top 3 priorities as a business owner are to drive revenue, create systems, and build
a team.
With a lifestyle business, you can make more money while working less.
A business is run by numbers and the numbers don’t lie.
You should be able to pull up your numbers in an instant.
You need to keep track of all of your expenses.
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“All wealth is based upon systems”
-Dan Kennedy, Author
"Systems are not sexy - but they really DO drive everything we do!"
-Carrie Wilkerson, Author & Entrepreneur

Carol’s success happened faster than she ever imagined it would. After her first food tour, she
got glowing reviews from her 3 guests. Apparently one of them was a food blogger and had a
huge YouTube following. She did a video telling her fans how great Carol’s tour was.
Before Carol was even totally ready, she had tour reservations flowing in. At first, she
thought they would die down after the initial review. But they didn’t. In fact, it turned out that
Carol’s fun personality combined with her knowledge and choice of local foods made her tour
climb to the top of TripAdvisor. Her website also jumped to the top of Google for food tours in
Chicago.
In fact, Carol had to hire her daughter to handle all of the reservations during the week she had already used up all of her sick days.
At the advice of her course instructor, she created an operation manual. It wasn’t
anything special - just a fancy checklist really. It broke down everything from how to greet new
guests to what places to visit to asking for reviews. She even put in some key things to say to
guests including questions that served as great conversation starters. She kept it stored in
DropBox and gave her daughter access to it. It was a lean, simple process but it worked
perfectly. She felt like she could take on as many tours as Chicago could throw at her.
Her guests loved her. The food operators on her tour loved her. Before she knew it, she
was handing in a resignation to her boss. He wasn’t too happy and tried to talk her into staying.
She knew she was onto something and decided it was worth the risk of going out on her own.
She simply stood up and walked out of his office.
She said goodbye to some of her co-workers and drove out of the parking lot for the last
time. She stopped her car right as she left the parking lot. She started to cry. She was
overwhelmed with gratitude. Her hard work and belief in herself had paid off. She was happy.
The next day Carol woke up peacefully. There was no alarm. There was no mad scramble
to make it out the door to beat traffic. She simply stood up, spread her arms out wide, breathed

142

deeply, and said a morning prayer. It was a weekday but she wasn’t going into work. Instead, she
had a tour set up for lunch time.
After that, she was going to pick up her grandkids from school and go out for milkshakes.

We all know the story of McDonald's and their outrageous success. It’s no secret that they don’t
necessarily sell the best tasting hamburger. In fact, there are many smaller chains that have
better tasting burgers and even more smaller mom and pop restaurants that have the best
burgers money can buy. However, McDonald's doesn’t owe their success to their burgers. They
owe it to the system they created.
Their system is so dialed in that they can have a 16 year old kid in Boise make the same
tasting burger as some guy in Beijing. Their system allows for any manager of any store in the
world to take a new recruit and simply plug them in. McDonald’s knows one thing very well:
when you have a solid system in place, the sky’s the limit. Even with what’s arguably a mediocre
product, they’ve been able to achieve what no other restaurant has ever done.
One of your primary jobs as a business owner will be to set up a system in your own
business. This means to create processes for every aspect of the work. From marketing and sales
to production to tracking finances. Your job is to create a set way of getting everything done both
efficiently and effectively.
At a super basic level, a business process or a system is really nothing more than a
checklist. It’s what has to happen to make the business run. In a sales system you talk to
prospects and then close them and then enroll them into your service or product. In a product or
service system you take on a new client or customer and then go through each step in the
process to fulfill the order or get the work done. You can apply this to pretty much every aspect
of any business.

"A bad system will beat a good person every time”
-W. Edwards Deming, Author

I’m normally a pretty healthy person. I may get an occasional sniffle here and there but I never
get sick. One time when we were living in Cozumel, I got sick. Like really sick. I’m not sure what
I had (the locals said it was Dengue fever from a mosquito) but it was wicked. I was out for an
entire week! I could barely even sit at my desk let alone get any work done. Thinking back to that
week, I can barely remember it. My muscles were weak and I didn’t eat anything. I mostly just
laid on my bed with a wet washcloth on my forehead and the AC on max power.
Luckily, I had a great team in place (we’ll talk about this more in the next chapter) and I
set up a great system. Because I took the time to set up a work process, the work went on even
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though I myself wasn’t able to do anything. None of my clients even knew I’d been sick or that I
wasn’t in “the office”.
That’s the power of having a system in your business. Remember, the goal of a lifestyle
business it to allow you, the business owner, to live your dream lifestyle.
Having a system in place is what allows for you to take off on vacation whenever you
want. It allows for you to hang out with your kids in the middle of the day. It allows you to
donate your time to a cause. It allows for you to reclaim your time. It’s the whole point of why
you’re building the business in the first place. Let me just reemphasize this – a system, when
applied to your business, is what makes it all possible. Besides sales, nothing is more important.
Additionally, having a great system in place is what will allow your company to grow. A
system allows you to separate yourself from the business. So many businesses are stunted in
their growth because the owner insists on doing everything his or herself. What a waste! It
creates a massive bottleneck. The entire business then depends on how fast that business owner
can work and get done every day. That’s worse than having a job!
With a system in place, you’re able to remove yourself from the day-to-day activities and
focus on the more important tasks like increasing the revenue. A smart business owner knows
that with a system in place, the business could double or triple in size overnight and he or she
won’t have to work any harder. That’s the magic of a good business system.
The key to growing your business lies in your ability to create a system. It doesn’t have to
be near anything what McDonalds has. In fact, it can start off with a simple checklist. With a
checklist, you can then get others to do the work. You just plug them right into your process.
My first ever job was at a pizza restaurant. Before working there, I thought the guys that
made the pizzas were artists. A dab of marinara, a sprinkle of cheese, some well-placed
pepperonis and viola - a pizza masterpiece!
Once I finally got to start making pizzas myself (after doing my time washing dishes), I
was shocked to learn that it was all structured. Robotic even. I had to use exactly one ladle of
marinara sauce and spread it evenly. Then I had to put a certain amount of cheese in a bowl and
then weigh it to make sure it wasn’t too much. Then I had to literally count out the exact number
of pepperonis and place them in a clockwise manner. As a 16 year kid trying to make a lot of
pizzas during the dinner rush, it wasn’t fun.
However, from the business point of view, it was super efficient. It’s what allowed them
to predict numbers and expand their business.
Your job is to create a set of processes that your team will follow to get everything done
in the most efficient, most effective way possible. As you grow, you’ll constantly refine your
systems to make them better and reduce your personal involvement.

Your core focus at all times should be on how to make more money. Everything else is important
of course but your goal is to go back to the reason why you started this business in the first place.
I’m sure it wasn’t to fill out spreadsheets or post to Twitter all day long!
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With this in mind, you need to actively watch your actions all day. Here’s a simple way to
tell if what you’re doing is money making or not. At various times of the day, stop and ask
yourself, “Is what I’m doing right now making money?” If not, outsource whatever the heck it is
that you’re doing!
Another way to think of it is to evaluate your daily activities and think if you were to do
10 times the amount of what you’re doing, would that lead to making 10 times more money? If it
does, then you’re doing the right thing. If what you’re doing simply gets a task done, but doesn’t
make you more money, then you need to find someone else to do that task.
In order to get someone else to do the task, you need to list out everything that each task
requires. You need to look at each aspect of your business and create a process for it.
Like I said, this is literally a checklist. You’re going to look at marketing and sales, service
or product fulfillment, reporting, financials, etc. Pretty much everything that happens in your
business needs to be documented and checklisted.
Start thinking about your business and what you have to get done every day. Note you’re going to think from the perspective of a business owner that’s creating a system,
recruiting a team to get the work done, and spending your time on driving revenue. Let’s use a
checklist to show how this is done! Open up a spreadsheet start jotting down the following:
Step 1: Open up a word doc and make a list including every part of your business (sales,
accounting, customer service, etc)
Step 2: Open up a new word doc for each part of your business
Step 3: Take each list and break down all of the tasks included to get everything done
from start to finish (be as detailed as possible - this takes a lot of time I know but you only have
to do it once)
Step 4: Go back through each list with a fine-toothed comb and make sure you’re not
missing anything - if you were reading it for the first time, would you understand it?
Step 5: Load up each doc into a common (but password protected) folder in Dropbox
(or Google docs or whatever you prefer) labeled “Operations”

If you did the above steps, congratulations! You now have your operations manual! Be sure to
document everything. If you send out emails, copy and paste the last one you sent. This becomes
your template for future emails. If you use a phone script when talking to prospects, write it out.
If you run ads, track what copy works well and record it. If you ask for reviews in your business,
write up a template that you use every time. Record & document every tool you use, every
website you visit, every little detail that happens on a daily basis.
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For now, even though it may be tedious, it’s the most important element to growing a
business you can get on top of. Track everything and record it all. Your future self will thank you
when you spend a Tuesday morning playing golf while your business is operating completely
without you. Every now and then, go back through this and refine it as necessary. Businesses
change as they grow and their ability to grow depends on the systems in place. Be sure to update
as you go.
Let me give you an example from my own business. If your business is service-based,
you’ll see how you can apply this directly. The below is just one part of my business. It’s kind of
like the lifecycle or workflow of a prospect to client or the overall process.
1. You make first contact with a prospect via email or phone
2. You follow up with them by sending over a game plan or they go on website and choose
one of the packages available
3. They pay via your website or link in an email on a PayPal subscription
4. Upon checkout, they get redirected to a page on your website asking for all passwords,
keywords, etc (use a form builder to keep it simple)
5. Their info comes in an email which then gets copied into their new client folder on
Dropbox
6. They get entered into Asana (more on this coming up) as a new project and the details of
their package are listed out
7. Certain people are assigned to the client and have access to the folder
8. People are assigned in Asana to the new client and given set dates by when the work
needs to be completed
9. The work gets done on time each month
10. A report is sent out on the first business day of each month showing what was done and
ideally some results you’ve achieved
11. The client is happy and stays on their subscription/retainer
12. You, as the business owner hustle to make more sales, refine your systems, and grow
your team
That’s pretty much it! I know it sounds simplistic but that’s really all there is to the
overall process of my own business. You can adjust this to your own business of course. If your
business is product-based, then simply go through the entire process from ad to product
fulfillment and follow up customer service. List everything out!

Based on your particular business, a system can get a little complicated. You want to keep it as
simple and straightforward as possible. There are certain tools you’ll use not only in the actual
work that needs to get done but also to manage the system itself!
Below are some common tools that lifestyle entrepreneurs use on an everyday basis.
Keep in mind that not every tool will apply to your business. Just take a look at these tools and
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then go back to your business operations manual or system. Your goal is to refine and automate
the process as much as possible. Almost all of the below listed tools are designed to do just that!

Gmail or Google Apps - works to process your business email as in ‘you@yourbusiness.com’

Wunderlist - super easy & logical checklist
Calendly - great for scheduling with clients & prospects
Google Calendar - syncs with everything else in the Google universe

Asana - Free, easy to use project management
Basecamp - not free but offers a lot of great features
Trello - very visual and also offers free version for getting started

Slack - searchable and easy to keep things organized by project or topic
Evernote – you can think of Evernote as the digital extension of your brain - clip notes from
websites online, create notebooks, and even tag your notes for easy finding

Google Drive - works well with Gmail and is a bit cheaper than Dropbox
Dropbox - Dropbox is very easy to use and most people have heard about it

ConvertKit - great for digital product owners and bloggers (this is what I personally use)
Aweber - good but clunky interface
MailChimp - clean interface and offers a free solution for getting started

GoDaddy - super easy to use for domain registration (and there’s always coupons)
SiteGround - the best hosting solution with amazing tech support

Streak - has Gmail integration which is more than enough & it’s free!
Zoho - Free & good for managing sales, marketing, customer support, & more
Highrise - when your business grows, this is a good paid solution
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Quickbooks - when getting started, Quickbooks works perfectly. It even has a number of pricing
options based on your business needs.
Freshbooks - a good alternative to Quickbooks

PayPal - very well known
Stripe - offers a slightly more affordable option to PayPal
e-Junkie - great for fulfillment of digital products and payment processing
Gumroad - like e-Junkie but with a bit more modern interface

SnagIt - free screen capture tool
Jing - you can use this to share anything on your computer screen as an image or short video
and makes it super easy to share
Camtasia - basically the paid version of Jing

ThemeForest - this is my favorite place for high quality website themes/templates







One of your primary jobs as a business owner will be to set up a system in your own
business.
At a very basic level, a system is really just a checklist with instructions when needed.
Your business cannot grow unless you have a system set up for every aspect of it.
Your business will be as strong as the systems that you have in place.
Make sure you avail yourself to the latest and best tools for your particular business.

For more interactive learning including video lessons,
downloads, tools, discussion areas, & more be sure to visit
FamilyRocketship.com/60Day
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“No matter how brilliant your mind or strategy,
if you’re playing a solo game, you’ll always lose out to a team.”
-Reid Hoffman, Co-Founder of LinkedIn
“Give me a lever long enough and a fulcrum on which to place it,
and I shall move the world.”
-Archimedes

Steve had come a long way from when he walked through his home with a box full of stuff. He’d
grown a successful online marketing agency from scratch. For the first couple of clients, he did
everything himself. Because he didn’t have a job, he had the time but he knew that in order to
grow, he needed to get a team in place.
His first move was to get a virtual assistant that could help him with general online
marketing - especially the stuff that took a long time. He went to Upwork and spent over two
hours simply reading the job postings. He did a search for what he was looking for. After
spending some time there, he posted his first job.
He was floored by the response he got. So many people applied for his job! He decided to
go in and refine his specifications a bit more but looked at the proposals that had already come
in. He automatically deleted the ones who hadn’t paid attention to his details.
After two days, Steve narrowed it down to his top 3 candidates. He hopped on Skype with
each one of them. He let them know that he had a set system for them to follow. He also let them
know that while they could work whenever they wanted, he expected high quality work. If it
worked out well, he would consider a long term partnership and full time pay.
After his first hire, Steve got addicted to outsourcing everything he could. He spent his
time refining his systems and making more hires. This freed him up to make more sales which
was now mostly just phone calls from referrals and website leads. He also spent time teaching at
workshops which led to even more sales. With systems in place, sales coming in, and a team
doing the work, Steve had more time & money than he’d ever had in his life.
One day, Steve and Heather decided to take a random last-minute vacation. They loaded
up the kids in their SUV, weighed it down with camping gear, and hit the road. They got to the
freeway just fine but forgot that it was rush hour and the commuters were clogging up all of the
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lanes - not the best way to start their trip. They crept along but decided to crank the tunes and
have fun anyway.
At one point, Steve caught a guy wearing a dress shirt and tie looking over at him. Steve
gave the guy a little wave and nod. Then he looked at his wife and his kids and realized he was a
blessed man. He gripped the steering wheel, bowed his head, and whispered a prayer of
gratitude.

There are about a million reasons why you need to create, organize, and lead a team to run your
business. Let me repeat what I just said - to run your business.
“Wait. What?” you say. “You’re telling me that I’m going to let someone else run my
business?”
Yep. You’re the business owner not the business doer. Make sense? I just spent an entire
chapter talking about creating systems for every aspect of your business. With the system in
place, it’s time to start down the road to freedom.
Up until now, you may have been doing everything yourself. In order to scale your
business and then buy your freedom, you need to have others do everything for you. Based on
your business model, you may need just one key person who can handle everything or you may
need an entire team. In this chapter we’re going to look at where and how to find good people
and then how to work with them to grow your business.
I’m going to rattle off a few key benefits of having a team of people working for you.
There’s a common theme in all of them. See if you can find it. Benefits to building your lifestyle
business team include:











The work is done 24/7 (even while you sleep)
Your company can scale up infinitely
You make more money and work less
You can focus on revenue and growth
You handpick each new team member
Each team member reports to you (and then a manager eventually)
You can see what work is being done at any given time
You can focus on only the fun parts of the business
Your personal productivity shoots through the roof
You can spend more time with family & friends

Did you notice a common theme among all of the benefits above? One word: leverage.
Your most important job as a business owner is to drive revenue. Wait, have I said that
yet? I think I have about 19 times and I’ll probably say it again! With any kind of business, even
if you wanted to do everything yourself, you’re limited to the available hours in the day. In order
to grow, you need to hire a good team. You need leverage.
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Moving forward, you’re going to make sure your only job is driving sales and refining the
business while your team does the rest. Your job, is to assess your own personal strengths and
weaknesses and hire out your weaknesses. So in addition to only focusing on revenue-producing
activities, you’re going to hire out any activity that you’re not good at and steals your time.

It’s really simple: in order to make more money, you need to hire a team. As an entrepreneur,
it’s easy to want to do everything yourself. Chris Ducker, author of Virtual Freedom: How to
Work with Virtual Staff to Buy More Time, Become More Productive, and Build Your Dream
Business (which I highly recommend reading), calls it “Superhero Syndrome”. You may think
that you can do it better or that you don’t want to wait for it to get done. Whatever the reason is,
to grow your business, you have to hire a team.
When I first started, I went out and networked in the morning. I attended every event I
could. I met with people and sold packages. Then I came home and did all of the work myself! I
literally sold in the morning and did all the work in the evening! And that’s the absolute wrong
way to build a business.
You need to build a team that does the work for you. It’s the only way to scale your
business up and to free up your time. It always comes back to time and money and this is the
way to do it.
At this point, you have two options. You can hire people domestically (or locally) or you
can hire overseas. There are advantages to both. It will depend a lot on your business model for
sure. For example, if you’re operating a city running tour, your tour guides will need to be locals.
If you’re running a graphic design agency however, it’s all overseas!
Without getting too much into it, it’s best to source talent wherever it’s going to make the
most sense for your business both in terms of profit as well as overall quality of product or
service.
The topic of outsourcing overseas is turning into a subject of debate for a lot of people.
There’s talk of keeping things “made in America” or whatever. In this modern economy, your job
is to deliver the best product or service at a fair price while keeping your profit margins as high
as possible. Period. How you actually make that happen is up to you. In fact, every decision you
make should be based on that.
We live in a digital world that’s full of very bright and talented people. Many of those
people are found in places like the Philippines, India, Romania, Croatia, Argentina, and yes, the
United States of course. The goal is to find the best talent at the most competitive rates so you
can service your clients or customers while growing your business.
As Thomas Friedman says, “the world is flat”. There’s never been a more exciting time to
build a business that creates employment opportunities literally around the world. Plus, it’s just
plain fun knowing you run an international team in your company!
One thing to think about is whether or not you’re going to hire your new team member as
an employee or a contractor. Obviously there are more obligations by having employees,
especially when they’re domestic.
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If you’re looking to reduce your overhead, consider contracting instead. The key is to
make sure your systems are in place and you can see that every piece of work that should be
getting done is actually getting done.

When is the right time to start hiring people in your business? The simple answer is
immediately. Or we could also say, as soon as possible.
Let’s say you have a service business and you made a sale. Should you start doing the
work yourself? Heck no! You should get busy finding someone to do it for you! This is, by far,
one of the biggest hurdles that new entrepreneurs face. I know, I was there. And I did it all
wrong.
“But Sean,” you say, “I don’t have enough money to hire somebody!”
A common objection I hear to hiring and paying for a staff to do the work for you is, “I
can’t afford to pay them! I need every dollar I get!”
I’m going to be blunt here. If you’re saying you don’t have the money to hire someone,
it’s a total lack mindset. A lack mindset is based on fear and at a fundamental level, you’ll never
grow a successful business if you’re coming from a place of fear. I absolutely know what I’m
talking about. I kept myself from growing in my first year because of this mindset.
Also, if you’re saying that, you’re thinking like an employee and not a business owner. A
true business owner will think, “Who can I get to do this for me?” If you want to grow this into a
profitable business, you need to think like that right from the very start.
When I first started, I cherished each and every payment I got from a client. Every single
dollar was so important because I had to put food on the table! I couldn’t bear to part with even
$20 for someone to do a logo because that was dinner for my family! But I quickly realized that I
just didn’t have all of the skills necessary (like design) and I just plain didn’t have the time. I
wanted more money and I couldn’t make more money if I was tied up in the actual production
work all of the time.
Finally, I had a good friend convince me just to hire someone to do something. I decided
to take a chance and contracted a guy to do some Wordpress customizations. It was a miracle!
Something that would have taken me literally two or more days to do, this guy did in an hour!
And guess how much is cost me? $11. Yes, e-l-e-v-e-n dollars.
That’s when the light bulb went off. I got addicted! Ever since then, I’ve worked hard to
see what else I can outsource. If you think you can’t afford to hire someone, I’ll tell you straight
up, you’re wrong. In fact, this is going to sound horribly cliché but you can’t afford not to!
Remember, your #1 job as a business owner is to drive revenue. You can’t increase sales
if you’re tied up making a logo or doing the books or fixing your website. Why would you spend
days watching YouTube videos and lurking in forums trying to figure out how to do something
when you could pay someone to do it for you? As they say, “work your strengths and hire your
weaknesses”.
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Make the investment in your business by putting good people in place. You will make
more money as a result. You’ll also be happier because you’re doing what you’re good at and not
tied up doing frustrating work that takes you a long time to do!

Finding good people is not an easy task. After all, you’re entrusting your brand, your work, and
your own reputation in the hands of other people! It all goes back to your system that you have
in place and how well you’re able to train and lead your team.
Where you choose to find your staff is up to you. If you’re thinking domestic, the first and
best place to start is with your network. Put the word out that you’re hiring. You should be able
to get a great head start this way. From there, you can try places like Monster and other job
posting websites. Craigslist and LinkedIn have proven to be very effective places to find
candidates. Just be ready to pull your ad after you get hundreds of applications in one day!
If you’re looking to utilize amazing talent internationally, Upwork.com is a great place to
find people as well as OnlineJobs.ph (yes, this is the Philippines extension). Also, Chris Ducker
has a program called Virtual Staff Finder that will actually find people for you for a fee. I’ve had
great luck personally using this service.
When using services like Upwork, you can get a head start screening the applicants by
searching within certain parameters that you set. You can refine your search to country, years of
experience, hours logged, and so forth. In many cases, you can even take a look at someone’s
portfolio before contacting them. For handy reference, I have the steps listed out below.
Once you decide to post your job opening, be prepared to get a lot of applicants. To be
effective with your time, be ruthless in your screening. If the applicant doesn’t have the exact
qualities you’re looking for, delete them from the list. I know, it seems harsh at first but you’ve
got to value your time.
When you’ve narrowed down your list to around 10 applicants or so, it’s time to interact
a bit with them. Send them a quick note letting them know you’re interested in them and then
ask them some very specific questions. Also, ask them to do something specific to make sure
they’re detail-oriented. For example, a friend of mine asks applicants to put the name of their
favorite animal or favorite color in the email subject line. He’ll embed his request deep into his
message to see if they’re really reading everything he says and can follow simple instructions.
In addition to an applicant’s answers and portfolio and other details, you’ll want to pay
attention to their response time. If they’re quick to get back to you, this should move them to the
head of the line.
Finally, you’ll narrow it down to your top 3 candidates and do a personal interview with
them. If they’re in another country or working remote, then doing an interview over Skype
works perfectly. It’s important for them to see you and get a feel for who you are and vice versa.
Usually this final step will let you know who the best candidate is. Go with your gut and make
the hire. Then get busy plugging them into your system! To make it easy, here are the steps I
follow when hiring somebody new:
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1. Decide exactly what position you’re hiring for – what do you need this person to do and
get specific!
2. Write down a brief description and then bullet point the specific job duties
3. Post a new job on Upwork or OnlineJobs.ph
4. Use the keywords in your title and be specific
5. Paste your job description and bullet points
6. Fill in every other detail (pay, skills needed, etc)
7. Put a single line making a specific request in body of the description (i.e. – have
applicants put their favorite color as the subject line of their response)
8. Publish the job post
9. Delete anyone who ignores the specific request
10. Most of your applicants will come in within the first 24 hours – ignore all candidates
after 48 hours
11. Make a list of candidates that look good
12. Send them 3 specific questions or a specific duty (i.e. – you can have them write a brief
paragraph on a success with a past client and the results they were able to achieve)
13. Narrow down your list to the top 5 based on the answers
14. Send a message expressing your interest and let them know what salary you’re willing to
pay
15. Watch their response time and interest level
16. Interview your top 3 candidates
17. Send them a follow up email listing out your expectations and see how they react
18. Look at the experience/portfolio of your candidates - the cream will rise to the top
19. Hire your #1 (but keep the other two on a short list for future work)
20. Set your expectations

How much you actually pay each team member depends on a lot of different things. In fact, I
can’t supply a set number for each industry here because of all of the variables. But, I can supply
some questions you should keep in mind when setting a price for your services and a salary for
your team members. Check out these questions:







Where are your candidates located in the world?
What’s the typical pay for that part of the world? (i.e. – a designer in San Francisco is
MUCH more than one in India)
What is the specific job or skill you need? (SEO, graphic design, social media
management, etc - different skills require different pay levels)
Are you paying for part time or full time?
Are you paying hourly or for a one-time project?
What level of skill do you need?
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These are some good questions to keep in mind when looking at either contracting or
hiring your own team members. Keep in mind, you get what you pay for. This is really important
to remember. I’ve seen a lot of people finally realize they need to get another person to help with
the work so they try to go as cheap as possible. Then, they get frustrated when their contractor
doesn’t complete the assignment or if they do, it’s horrible work.
If you go cheap, it will probably end up costing you more in time (& money) than if you
were to go with a higher priced candidate in the first place. Personally, I’m willing to pay a
higher price for quality work that requires little-to-no work on my part.
In my online marketing agency course, a student asked the following:
What are you currently paying your virtual team? What does your current team look like? I
understand you are working with VA's and contractors from the Philippines, as a benchmark what are you
currently paying them for each roll they are in? It would be great to hear actually figures for right now that
are reasonable for all the rolls related to this course.

This was my reply:
First of all, yes, I really like finding people in the Philippines. In my experience, their English is
better than other non-English speaking countries (including India) and their level of knowledge is higher.
To give you some sample numbers from my own organization:







Full time VA/manager - $400/mo
Part time general VA - $200/mo
Part time SEO - $10/hour
Part time Content - $8/hour
Part time graphic designer - $8/hour
Part time website designer - $8/hour

I like to keep the overall expenses (contractors) at a 1:10 ratio in revenue. For example, if my monthly
revenue is $10,000 I don't want to spend any more than $1000 in contractor expenses.

In the end, how much you pay your team members is up to you. But like I already said,
you get what you pay for. If you want to grow this business quickly, you need to get good results.
To get good results you need to have a good team in place.

Another interesting question came up in my online marketing agency course. A student asked:
Are all your team members able to work as contractors rather than employees? I figure it's much
cheaper and easier to have contractors.

This was my reply:
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Yep! All contractors. You're absolutely right. Cheaper, easier, less stress, easier to manage, more
accountability, and more.

I don’t really need to expand on this too much. It’s much more cost-effective to have
contractors. And like I said, there’s a lot more accountability. When you hire employees, it
doesn’t matter what systems you have in place, there will be a general easing up once they get
comfortable. The quality and amount of work might start to get a little relaxed. I know, I’ve been
on both the employee side of things and management side of things.
This isn’t the case with contractors. They are basically running their own businesses and
you’re their client. They’re working hard to impress you and keep you as their client. They are
also much more motivated internally than your average employee.
Another related question came up. A student asked:
I was talking to someone recently (who owns a branding business) and they said that contracting
out work was a bad idea because, if something doesn't work (for example an issue with a website) clients
will come back and complain to you. I was wondering how you deal with this? As I won't be an expert in
the services I'm offering, I'm not sure how to approach or fix complains of this nature.

This was my reply:
There can always be challenges with the client being satisfied with the work done regardless of
who's actually doing the work. The key is to start off by clearly identifying the services (scope of work)
with the client. Then you need to find good people to do the work. That eliminates 99% of the challenges
that may arise.
Additionally, you need to have good staff in place to solve any challenge that may come up. Your
goal is not to spend time doing the work or fixing a problem but finding good people who can.

Another student jumped in and added this:
To add to this answer, I think finding good people means building a relationship with your
outsourced employees, treat them well and not just like workers. It's important to value your employees
and have backup employees on standby.

This goes back to what I said already. Your job is to be good at driving revenue and
finding really great people. Work hard to make sure you have a good team in place and you’ll
avoid having to deal with any challenges with quality or the client not being satisfied.

As an owner of your company, you’re also a boss. You might grow to the point when you can hire
a manager to take care of everything, but until then you’re going to have to manage your team.
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It all comes back to your systems. In my experience, nothing is easier than using a
project management solution like Asana. At any given time, I can see who’s working on what,
when it’s due, what’s been completed, and so forth. This eliminates most of the problems right
away.
Also, you can use a tool like HubStaff which allows you to track hours and even get
computer screenshots and activity from your staff. It can seem a little “big brother-ish” but once
you get your team working in a good flow, you can choose to continue using it or not.
Additionally, setting clear expectations from the beginning is vital. When you
communicate what you want in a nice way, and your team members acknowledge it, you’ll
remove a lot of any future challenges. I always make sure my contractors know to ask me any
questions or make any comments or suggestions. I want them to know the pathway of
communication is open. In fact, I really work hard to drive in this fact with my team members. I
want them to know that it’s OK to ask me questions if they’re unclear on something.
Being an effective boss really boils down to clearly establishing the work and then
making sure it gets done. Being a great boss then includes rewarding your team members and
praising them somewhat frequently and spontaneously. Strive to be both effective and great!

As a business owner, you’re also a leader. It’s up to you to steer your company where you want it
to go. With that in mind, here are a few key concepts you need to do to be an effective leader.

Just like any relationship, communication between you and your team members is super
important. You need to set the right expectations from the beginning. Make everything crystal
clear. Also, be sure to encourage suggestions & questions. In many cultures around the world, it
comes across as rude to ask questions. Make sure your people know they can ask if something
isn’t clear. Also, make sure they know they can make suggestions if they see something that
could be improved.

From the very start, you want to make sure your staff is trained. You hired them already based
on their skills. Now you want to make sure their skills line up with what you need to get done. If
there’s a certain skill set needed to do the job, make sure you get your team members trained in
that, even if you think they already know it. When I hired my first general virtual assistant for
my online marketing agency, I had him go through a series of video training on topics like SEO,
social media, Wordpress, etc. I didn’t just assume he knew it. I wanted to make sure.
Another part of training is to set the right expectations from the start. You want to make
sure you lay out every detail from how you want the work done, when or in what time frame,
business hours, time off, preferred communication, etc. List it all out. It might seem a bit tedious
but you should only have to do this once. Remember your operations manual? This is one of the
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things you’ll put in there. Then when you have a new hire, you can refer to it and make any
changes to it if needed.

Your goal is to manage a team of people without having to manage them. I know, that probably
doesn’t make sense. If you set everything up in your system correctly, it should drastically cut
down on your management time. You didn’t quit your job and start a business just so you could
spend your day watching over people’s shoulders!
What you want to do is make sure everyone is doing their job but only have to spend
around 5 minutes a day on it. If you use something like BaseCamp or Asana, you’ll be able to get
a bird’s-eye view of what’s happening and when super fast. Knowing who’s working on what and
when it will be completed gives you a sense of calm and reduces your personal involvement.
I would add also that when you can replace humans with software, do it. I know it
sounds harsh but it’s going to save you money and time. Try to use your human staff for the
“thinking” stuff that needs to be done and use software to automate everything else.

When your team members hit certain milestones, you want to be sure to reward them
appropriately. Keep in mind that while a lot of people like money, there are often other things
you can do too.
Some people really enjoy praise. Others love the chance to create or test something new.
Others love getting gifts. The key to knowing what works well for your staff is just to ask them.
Somewhere at the beginning of your relationship, take some time to get to know them. Ask them
about their family life and their hobbies and what they like. Also ask them about what motivates
them. You can even have them fill out a questionnaire and have them answer you directly.
Make sure you set your goals clearly and that everyone involved knows what lies in store
if/when they hit the goals.












You’re the business owner not the business doer.
Get a team, grow your business - it’s that simple.
How many team members you need depends on your business model.
Hire domestically or abroad - it doesn’t matter so long as the work is performed well and
you keep your margins up.
You should hire (contract) help immediately.
Use Craigslist, LinkedIn, and especially Upwork to find good staff.
Be ruthless in your screening - hire quality people.
Pay your team members a good rate - don’t be cheap.
Contracted help is usually better than hiring employees.
Communicate clearly upfront to save time and frustration later on.
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Train your team effectively.
Rely on software as much as you can - save your human talent for the “thinking” stuff.
Reward your team members appropriately.
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"There is only one success - to be able to spend your life in your own way."
-Christopher Morley, Journalist
“Your life doesn't get better by chance. It get's better by change.”
-Allen Crawley, Entrepreneur

Brianna went into the shoe store on her off day and asked to speak with her manager. He came
out and smiled. She was easily his hardest working employee.
“What are you doing here on your day off?”
“Can I have a minute?” Brianna said.
Her boss’s smile faded just a bit and he said, “Sure. Sure. Come back into the office.”
By office, he meant the closet where they kept all of the business paperwork, time clock,
boxes, old uniforms, and other junk. There was just barely enough room for two chairs. They sat
down and he said, “What’s up?”
“I’d like to officially give you a two week notice,” Brianna said. She could hardly believe
the words coming out of her mouth. It had been only a few months of running her own online
store and she was making more than she’d ever made in her entire life. She was already paying
down her student loans. To grow the business even more, she needed to dedicate herself to it.
“OK,” her boss said seeming a bit shocked. “We’ll sure be sad to see you go.” He paused
and then asked, “Any chance of me being able to talk you into staying?”
Brianna felt a twinge of pity for her boss. He was a good guy who tried hard and she
knew he would have to scramble to replace her. But it was just a job and she was destined for
bigger and better things.
“Sorry, but no,” she said.
“Do you mind me asking what you’re going to do next?”
“I’ve actually been running an online store in my spare time. It’s been doing pretty well
so I need to dedicate my full attention to it.”
Her boss perked up. “You mean you sell stuff online? Like eBay or something?”
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“Yeah, it’s my own branded line of health and beauty products. It’s really fun. Plus I’ll
actually get to have more time with my daughter and that means everything to me.”
“Wow. That sounds impressive!” He paused for just a moment and then asked, “Is it
something you could teach to an old guy like me?”
She smiled and her eyes went to the little desk where he kept a picture of his family.
“Yes. I think I could.”

If you’ve made it this far with me, first of all, thanks! I know you're interested in making it
happen. To reward your effort, I’ve saved some of the best stuff for last.
Some of the most successful people I’ve ever met have had what I call a defining
moment. For some, it was hearing some bad news from a doctor. For others, it was losing a close
relative. For me, I got let go from a job. It was a defining moment for me. I can look back to that
day exactly and recognize that it was the start to a new, incredible life. It certainly didn’t feel like
it on that day, but it was the start of a new journey.
My wish for you is that you don’t have to wait to have something crazy or tragic happen
to you. My hope is that you can decide right here, right now that this will be your defining
moment. You can create it right now. If you're reading this, you're going to have to decide if
you're going to take control of your life and create your business or, leave things as they are.
If you could hear my thoughts as I type this, I’m practically pleading with you to make it
happen! I’ve seen how people’s lives have changed for the better once they took control. It’s truly
liberating.
My not-so-secret goal is really to create an army of cool people all providing value to the
world through their businesses and also have the time and financial freedom to live fantastic
lives with their friends and families. It’s real. Others are doing it. My wife and I doing it. Please
join us!
Just to help you out a bit further, I’ve got a few more tools that can help you create your
defining moment. These are things that I do myself to propel my own business and life forward.
I’m going to share some of the most powerful stuff I know about taking your business to the next
level and living the dream. It all breaks down into 5 simple but powerful concepts:
1.
2.
3.
4.
5.

Cultivate Profound Gratitude
Remember Your Definite Major Purpose
Live a Powerful Schedule
Be Part of a Mastermind
Groom Your Business
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"Develop an attitude of gratitude, and give thanks for everything
that happens to you, knowing that every step forward is a step toward
achieving something bigger and better than your current situation."
-Brian Tracy, Author and Speaker

Wait. What? Gratitude? I thought this was a business book for crying out loud! Yes, it is.
In my experience, one of the keys to an empowered, abundant lifestyle is to cultivate
gratitude into your life. I know it sounds a bit new-agey but just take a look at any of the masters
and you will see they are grateful people who take time each day to, well, be grateful.
In a nutshell, gratitude is being thankful for everything you’ve been blessed with. It helps
you to focus on what you do have and not what you don’t have. At the same time, it keeps you
moving forward expecting and working for more. In other words, it keeps you humble but
driven simultaneously.
Not too long ago, I was overcome with a feeling of gratitude and I sent a quick note to
one of my friends who is also a lifestyle entrepreneur. This is what I said:
Holy crap! Can we just take a moment of silence right now and be grateful for our lifestyles? We
wake up when we want. We get to spend all day how we want. We don't have a boss that we have to keep
happy. We don't have a boss that we make more rich by our efforts. We are free to travel. We are free to
buy what we want. We are... free. (a moment of silent gratitude… ) What an enchanted life we live!

This was his reply:
You hit the nail on the head with this! Lifestyle is SO easy to expand and hard to contract… but
more than that, a better lifestyle is SUPER easy to get used to and then take for granted. I mean, this
Friday we hung out with friends until 3 AM, then Saturday night we were out partying in the South Bay
and didn’t get home until 7:00 am! Sunday we did “Aerial Yoga Play” and today I slept in with my wife
until 1:30 PM!

And I answered him back:
You’re right! Bottom line: I try really hard to recognize and appreciate how awesome my life is!
Especially:





Anytime I go to the movies during the day
Anytime my wife and I go out to eat lunch
When my wife and I spend “quality time” together in the middle of the day
Whenever I see a pack of dudes wearing khakis with their id badges hanging off their belts on
their ½ hour lunch break
 When I go to the beach at 10am on a Tuesday and I have it all to myself
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It’s in these moments that I say a verbal thank you out loud and offer up a quick prayer of
gratitude.

I’m putting the concept of gratitude in this business book because, just like the mental
stuff I shared early on, it’s so vital to growing a lifestyle business. I love my life. I love my
lifestyle.
It’s my deepest desire to help anyone who’s willing to also get to this point in their own
life. Be grateful. What more can I say?

“Entrepreneurship is the personal growth opportunity of a lifetime”.
-Kate Swoboda, Author & Speaker

Remember how towards the beginning of this book I explained some mental stuff like creating a
vision, setting goals, etc? That was to start your business. As you begin to reduce your personal
involvement in the day-to-day activities of the business, you’re going to dive into some even
deeper areas of mental growth in order to supercharge your business.
As you grow your business, you need to keep your Definite Major Purpose close. If you
recall, it’s made up of your values, vision, goals, action, and commitment. Here’s my happy little
equation again:
Values + Vision + Goals + Action + Commitment
= Dream Lifestyle
The end goal, your Definite Major Purpose is to arrive at your dream lifestyle. If you
knock out every single one of the parts of the equation, you will get there.
By keeping a solid focus on your values, vision, goals, action, and commitment, it will
help you not only scale up your business, but it will also help you increase your overall
happiness. And that’s kind of the whole point of a lifestyle business in the first place!
It’s easy to get bogged down in the day-to-day of your business, but keeping an eye on
your DMP will help maintain the correct perspective. If anything comes up on a given work day
that’s not directly in-line with your DMP, ignore it. Obviously if it’s an emergency, you want to
deal with that. However, most of the stuff that comes in (emails, phone calls, etc) can be largely
set aside for later. Stay true to your DMP and keep moving forward.

“Luxury is feeling unrushed. It is designing a life that allows you
to do what you want with high leverage,
with many options, all while feeling unrushed.”
-Tim Ferriss, Author & Godfather of Lifestyle Design
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One key way to maintain the right focus on your DMP is to break everything down into your
daily important tasks. This is what makes up the action portion of your DMP. The best way I
know of to take forward action is to plan it! It all starts with a powerful schedule.
At the second to last job I ever had, I had a great boss (they’re rare, but they do exist). He
was the CEO of the company and I learned a lot from him. One of his most poignant lessons he
ever taught me was the power of laziness. He once admitted to me that he was a lazy guy. He
said, “The reason I’ve been successful is because I’m lazy. I will look for the fastest, most
effective way to get results so that I can go back to being lazy.”
I thought that was pretty powerful. It’s almost worthy of its own book! We all have busy
lives, especially if you’re balancing a job, making time for your family, sports or hobbies, and
more. For most of us, we would rather do something fun than have to do work. That’s a
subtheme of this book by the way - a lifestyle business allows you to work hard for a season so
that you can play all you want.
The challenge is having enough time. There are plenty of books on time management
and I don’t want to dive deep on this but you have to be able to manage your time effectively to
get everything done.
One of the best ways I know of to get stuff done is to create a powerful schedule and stick
to it. When I look at the most successful times in my life, it’s always been when I’ve had a
schedule. I’m talking about using a calendar or daily planner and writing it all out down to the
hour. It may seem tedious but it works.
Kevin Kruse, author of 15 Secrets Successful People Know About Time Management
said, “There are 1,440 minutes in every day. Invest every one of them intentionally.” If you work
every minute you have intentionally now, it frees you up to spend your minutes however you
want later. It’s a pretty cool return on investment.
Nick Loper, blogger, author, and the dude behind The Side Hustle Nation podcast, once
shared some two really great questions to help you create your ideal schedule. When thinking
about your actions and using your time effectively, ask yourself:
1. Is this the highest and best use of my time?
2. Does it help me progress towards my goals?
Be honest with your answers. If you’re not using your time effectively, you’ve got to make
some changes. It may even help to print those questions out and put them someplace where you
can see them as a reminder.
Also, when creating your schedule, don’t be afraid to say no! There will always be people
and things that can distract you. You need to be able to say no to the good things to focus on the
best things. Warren Buffet, that old but super rich billionaire guy said, “The difference between
successful people and very successful people is that very successful people say no to almost
everything." It seems kind of crazy but hey, he’s a billionaire and I’m not so I guess I better do
what he says right? Make sure that everything on your schedule is always pointing you towards
your DMP.
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As you create and stick to your schedule, you’ll eventually see results. It’s actually really
fun to wrap up work at the end of the week and look at all you’ve accomplished. If you’ve set the
right goals and took focused action, you’re that much closer to quitting your job and doing
whatever the heck you want to do! Use a schedule. It works.

“I not only use all the brains that I have, but all that I can borrow.”
-Woodrow Wilson

It’s no secret that the most successful people in the world did not do it on their own. There’s
really no such thing as a “self-made millionaire”. Every successful person taps into a network of
talent, experience, knowledge, and wisdom. It’s goes back to the concept of leverage.
For starters, I recommend joining online groups where you share a similar interest.
Facebook and LinkedIn groups can be great as well as related forums. In these places, you can
learn and share with others. By getting active and “being cool” you can really move your
business forward by tapping into the help of others.
As you move forward, I recommend getting a bit more intimate with what I call a
“strategic accountability partner” or SAP. Yeah, I think the acronym is funny too! Basically, it’s
like a two-person mastermind. This is a partnership where you’re not making money in any
direct way together but you know each other’s businesses well enough that you can help each
other out. You also know each other’s DMP and you’re committed to helping each other make it
happen.
The goal is to meet regularly, face-to-face if possible, and keep each other moving
forward.
The key items to talk about would include:




challenges that you’re facing and discussing solutions
setting a weekly accountability goal
share any insights or tips

If you can, meet weekly. This will help you as you set goals especially and keep you
accountable. For example, you might set a goal to knock out a big project that you’ve been
procrastinating. Tell your SAP about it. When they know your goal also, they will push you
harder to actually achieve it. Every week, you report what happened, discuss any challenges, and
then continue to move forward. If you’re married, I recommend having someone that’s NOT
your spouse be your SAP. There’s a lot of reasons why but mainly it’s because it helps to separate
business and family life just a bit more.
If you want to take it to a higher level, you may also consider joining a business owner
mastermind group. It’s pretty much for the same purposes as having an accountability partner
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but with more people involved. Based on the group, there may be rules or qualifications to join.
These organizations can be great but the only catch is that they can be a little pricey.
Joining online groups, having a SAP, or being part of a mastermind group is a great way
to keep you growing your business and moving towards your DMP.

Recently I was speaking with a friend of mine and we were talking about the little things that
you do as a business owner to constantly make it better. He shared with my how he made the
decision to only accept payment via electronic checks instead of credit cards. He’s a contractor
and each payment could be anywhere from $5,000 all the way up to $30,000 or more. You can
imagine how those credit cards fees might add up!
In fact, he broke down the numbers with me. He said that if they can hit $10 million in
annual revenue this year, by making that one small change, he will literally have saved well over
$100,000 in fees!
Once you get to the point where you’re completely on top of your business, spend some
time to see what you can improve. Maybe you can save some money in how you accept
payments. Maybe you can improve how you hire and train your staff. Maybe you can improve
your shipping or product fulfillment. By constantly grooming your business, it will make it that
much more profitable.
To quickly sum up, remember to cultivate gratitude, remember your DMP, live a
powerful schedule, be part of a mastermind, and always groom your business. These things will
all help you to move up to the next level.

Not too long ago my wife and I dropped the kids off at school and then went trail running. As we
were cruising up the trial, we discussed never having to get a job again. Even if my current
business failed horribly, I have the skills to just start a different one. These are the skills I’ve
listed out in this book.
I used to think the worst case scenario was having to get a job. I used to think that I
would have to get a job at some big box retailer and live in some cheap and boring part of the
country. But now, with the knowledge of building a business with pretty much nothing and
scaling it to pretty much anything I want, there is no worst-case scenario! And this now applies
to you amigo.
Let’s get real for a minute.
Now that you know how to start and grow a business, your freedom is entirely up to you.
For now on if you have a job it's because you've convinced yourself that spending nights and
weekends with your family is enough and that spending hours in a cubicle or factory is OK.
With this book you have the knowledge to make it happen. Now, you just have to
execute. Your freedom is on the line. Whether it’s paying off student loans, buying your dream

166

house, traveling the world, spending time with your family, or any other worthy cause, it’s all up
to you.
My deepest wish is to see you, a liberated lifestyle business owner, living the life of your
dreams. Imagine the version of you who’s living your perfect, beautiful life. Now is the time for
you to make it happen.
Let me just end paraphrasing to you what my wife told me when I got let go from my
last-ever job:
“Jobs aren’t helping you get any closer to your dreams. This is it. It’s go time!”










Don’t wait for a defining moment to happen to you - make it happen now.
Cultivate profound gratitude into your business and life and receive even more.
Remember the equation: values + vision + goals + action + commitment = dream
lifestyle.
Always be mindful of your Definite Major Purpose.
Break your DMP into daily tasks and build those tasks into your schedule and stick to
your schedule.
Connect with others, especially a SAP, to grow your business.
Continually groom and refine your business.
This is it! It’s go time!
For more interactive learning including video lessons,
downloads, tools, discussion areas, & more be sure to visit
FamilyRocketship.com/60Day
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This section lists out a number of lifestyle businesses. In NO way is this list comprehensive. It’s
really just to kick-start your brainstorming to help you think of a lifestyle business you could
start.
*****

A service-based business that provides online marketing services for companies. Services can
include:










Website design
Search engine optimization (SEO)
Content marketing
Video production
Social media marketing
PPC advertising
Email marketing
Reputation management
Branding & logo design

Reach out in your local network to speak with business owners and see what they’re doing when
it comes to their online marketing. Develop your services and packages based on what you hear
and present your solution to them. Also consider reaching out online to particular markets and
lead with offering value first (a free mobile website, YouTube channel optimization, or website
audit, etc).

All services are based on monthly packages ranging from $500/mo to $5000/mo or more based
on your ideal client’s size and budget. If you’re developing websites, those are often larger onetime sales but you can sell ongoing packages once the website is complete.
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Implement a system of checklists for every aspect of your business. Recruit a team of virtual
staff starting with a part-time general assistant. Recruit more people and specialists as you grow.
*****

If you have expertise in a particular industry or niche, you create courses and market them to
your target audience. Courses are made up of videos, ebooks, audio, worksheets, and more.

Assess all of the topics that you might have a particular skill or expertise with. Then go online to
a place like Udemy.com and see if there are other courses like the one you would like to create
(some competition is a good sign). Then outline and create your course with a heavy emphasis
on video.

Sales come whenever a new student purchases your course. How much you make is up to your
course pricing. Many popular courses sell for $50 up to $1,000 (or more) based on the topic and
depth. Once you’re driving traffic, this becomes a fantastic passive income source.

Grow your email list, run ads, and become an authority in your space. As needed, hire or
contract people to help you with the technical, marketing, and advertising side of things.
*****

Subscribers pay on a monthly recurring payment basis for a product that you have shipped to
them. Products can range from common toiletries to clothing to educational materials to toys for
children.
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Product research is huge here. You want to find a product where there’s enough demand and
find a way you can package multiple products together. Presentation plus quality products plus
good prices will create loyal customers.

Revenue is totally based on how many subscribers you have. Many subscription box businesses
charge anywhere from $9 a month up to $200 a month or more. To have higher profit margins,
you’ll need to source your products well and negotiate shipping terms to save on costs.

Your ability to scale will be directly tied to your ability to advertise and reach more people. If
you’re in a niche like homeschooling for example, selling your educational materials will be
easier because you can laser focus your outreach efforts.
*****

Offer inspections and photography services to local and state businesses using drones.

Start with a website, business cards, and set up your business however you want. You also need
to check in with the FAA about treating this as a business and get whatever permits you need.
Get your first sales by reaching out to companies. Be sure to be clear how drone inspections offer
a huge advantage over what manpower they’re currently using. Special shout out to James
Compton for suggesting you target oil companies, energy companies, and wind farms.

Many companies will need these services on an ongoing basis. This creates a nice monthly
recurring revenue client relationship. Because of the “industrial” nature of your clients, typical
pricing will be quite high. You can realistically charge fees of $10,000 or more for your monthly
services based on the company.

Start hiring local drone pilots to be your feet on the ground. Hire college or high school students
and offer this as a part-time gig.
*****
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Operate a running tour in a major city or tourist destination. People join your running tour for
exercise, fun, and to get to know the place better.

Besides your own website, TripAdvisor is a great place to get your tour listed. Get a few people to
run through the tour with you and kick-start your reviews.

You charge a one-time fee per runner. How much depends on the venue, distance and time of
run, and what else you offer (video, photos, souvenirs, etc). Typical pricing for running tours
ranges from $40 - $100.

You’ll want to hire other running guides and start additional tours.
*****

Sell ebooks on platforms like Amazon or on your own website.

While it’s certainly become saturated, there’s still a huge market for high quality books on
specific topics. The key is to provide well-written and insanely helpful information. Get started
by choosing an industry or niche you know about and has a proven market.

Ebooks are cheap ($.99 to $9.99 or more) so you’ll need to make a lot of sales. You’ll need to
drive sales through your online efforts as well as getting listed in all of the book promotion sites.
Whatever you earn for the first little while, reinvest into advertising until you catch Amazon’s
attention and they help to promote your book.

In order to scale up, you’ll need to build up your authority in your chosen niche via other online
tools like video, podcasting, blogging, etc. You’ll also need to rely on a catalog of books as
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opposed to just one book. If you can find talented writers that you trust, you can have them
ghostwrite for you to build out your catalog. You’ll also need a team or agency to run your
promotions for you.
*****

A service-based business that offers tutoring in-person or online.

Figure out which market you might have a particular skill in and set up a tutoring curriculum
around your skill set. Common tutoring markets include language (like Spanish), math, AP test
prep, SAT test prep, and more. Get a few “practice” students to refine your services and get
results with. Then reach out to local networks (PTA, clubs, etc) and let them know of your
services showing some results with your first students.
:
Tutoring agencies typically make money by charging an hourly rate or offering monthly
packages. How much you charge depends on your topic and the market. For example, high
school kids in Southern California are willing to pay big bucks for college testing prep - or at
least their parents are!

To scale up, you’ll need to get a team of tutors that you pay an hourly rate. If you can switch
everything to online, then you’ll save on gas commuting to student homes or leasing an office
space. You’ll need to have your curriculum dialed in and plug your tutors into your system. Then
you can reduce your own hours or remove yourself completely.
*****

Open up shop on Amazon’s huge platform.
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You need to first research what products sell well and relate that to something you mostly enjoy.
It’s not as much about what you like as much as what’s selling in the market but you do need to
have some interest in your product. Once you’ve identified your product, you make your first
purchase and then have it sent to Amazon for shipping out to customers when the sales come in.
It will take some initial hustle to get reviews and sales but you can do this by drastically
discounting your product to get it going.

Selling on Amazon is all about hustle. Reviews, discounts & sales, Amazon SEO, advertising, and
more are all part of driving sales. As you increase your sales, Amazon will also help to promote
your product. You’ll then want to make adjustments like getting better wholesale rates on your
product. How much you actually make per month depends on your product and your sales.
There are people making an extra $1,000 a month up to hundreds of thousands of dollars per
month!

To scale up, you need to advertise - plain and simple. You also should consider getting a virtual
assistant to handle customer service and online marketing for you. Once you have your system
dialed in, you can boost your advertising until you have a money-making machine every month.
*****

An internet-savvy travel agency that helps customers get the best prices on flights, hotels, car,
tours, etc.

If you already have a penchant for travel, get started by using the best travel hacking sites to get
the best deals on all things travel. Huge bonus if do it all with credit card points too! Work with a
few friends and family first and get them better rates than they could have gotten on their own.
People are willing to pay for convenience. You can also include itinerary planning and local tips
and other information included in your packages to increase the value.

This is a one-off sale so you need to drive new sales as well as repeat customer sales. Many travel
hackers charge a fixed price starting at around $100 and going up to $500 or more for very
specialized services.
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You need to create a process that you follow every time you get a new customer. A lot can be
taken care of with a form on your website and then automated using services like IFTTT or
Zapier. You can then get a general virtual assistant to do the actual work for you following your
process. You can scale this pretty quickly once you have your system and a VA in place. Some
key podcast interviews and even some ads will drive a lot of traffic quickly.
*****

Operate a food tour in a major city or tourist destination. People join your food tour to sample
the local cuisine and meet new people.

Besides your own website, TripAdvisor is a great place to get your tour listed. Get a few people to
go on your tour with you to iron out the kinks and they can also provide your first few reviews.
When and where you operate your tour is up to you as well as what kind of tour. Your tour could
be a wine & cheese sampling tour or a breakfast foods tour or a focus on local or ethnic foods
tour or more!

You charge a one-time fee per guest. How much you actually charge depends on the venue, time
of tour, and what else you offer (video, photos, cookbooks, etc). Typical pricing for food tours
ranges from $40 - $100.

You’ll want to hire other tour guides and start additional tours. You can add alternate times, age
groups, venues, and so forth.
*****

You offer your online business services to those looking to hire a virtual assistant.
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Reach out to your network and share what you can do. Get a few clients from that network or
getting started on Upwork or even LinkedIn.

This is a service-based business all based on your hours. How much you charge is up to you and
your clients.

Scaling up will be key for you to call this a lifestyle business and free up your time. You’ll need to
create systems for your work to be fast and ideally, you specialize in one particular service or set
of services. For example, you can offer video editing but you can also include video SEO and
channel optimization. Then you hire other contractors to do the work for you. This way you can
reduce your own hours while the business also grows.
*****

Provide a high quality virtual staff placement service to people in need of online assistance.

The key is to create a process to vet and qualify virtual employees and provide a trusted service.
Your primary goal is to be a match maker. You’re going to find quality virtual assistants that you
can match up with online professionals seeking help. Once you find a handful of quality virtual
staff, start reaching out in online communities offering your services.

The revenue is pretty straightforward. You simply charge one rate to professionals. They pay you
a fee and then you line them up with the perfect VA. Some agencies I’ve seen charge a flat rate of
$200 - $400. I know of one that charges $495 and supplies you with 3 highly qualified
candidates.

To scale, you’ll need to add as many virtual staff employees as possible and reach out to as many
online professionals as possible. Marketing via social media and key Facebook and LinkedIn
groups will be effective. You can also offer incentives to increase word-of-mouth exposure. In
addition, you might strongly consider running ads.
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*****

A service-based business that provides graphic design services for companies. This includes
branding, marketing, and advertising materials.

Reach out in your local network to start developing your portfolio. You can even consider
building up your portfolio on sites like 99Designs and Upwork.

There will be a combination of one-time fees as well as some client retainers. How much you
charge is entirely what the market demands as well as your particular skill & portfolio.

The key will be for you to have a set design methodology and then recruit other designers to do
the actual design work. To keep your margins high, you’ll need to work with talented designers
in countries such as Brazil, Philippines, India, and more. You’ll also need to invest in advertising
to attract new clients.
*****

Create a website that serves as a directory and booking site for vacation rentals.

The key is to get started in a very local market and travel destination. Create a website that has a
lot of great info and get it to rank well in Google - SEO is key. Approach various property owners
in the region you’re serving and have them list their site with you. Once you get a few, and your
site ranks well, others will follow.

Typical vacation rental websites take a commission from each booking. How much depends on
the traffic the site has as well as the agreement with the property owner. It’s easy to include upsells like tours, car rentals, shopping services, and more for increased revenue.
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The key to scaling up is to make sure all of your website & software is in place first. You should
have it set up so that you can handle 1 or 100 bookings a day and it doesn’t phase your workflow.
You will want to add staff (can be virtual) to handle customer service. You might also want to
have a part-time salesperson to approach new property owners. You also want to make sure
you’re advertising the properties using PPC.
*****

Sell handmade products online.

First, find a product that you can produce with a perceived high value but be able to produce
quickly. Typically products that can be stamped or cut (leather products as an example) where
you can speed up production using tools are best. Look at Etsy to see what’s hot and come up
with your own products and brand and unique angle. Ideally, your product should have a low
cost but high selling point.

All revenue happens through single item sales so you need to drive a lot of traffic. How much
you actually make per sale depends on your profit margin.

Handmade products are very social media friendly. You can use sites like Instagram, Pinterest,
Facebook, and others to drive traffic. You’ll need to hire or contract someone to handle your
online marketing and promotion. You’ll also need to get all of your production streamlined and
have others do it for you. This could be with local help or there are companies, especially in
China, that do product fulfillment for you based on your exact specs.
*****

Offer high quality writing services wherever they’re needed.
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Put together a website that offers high quality, native-language written work. You can choose to
niche down like offering writing services for university students or ghost writing books or
providing website copy. Based on where you put your focus, your goal will be to get some case
studies going first. If you’re working with university students, you then find some good writers
online and effectively broker the deal.

Many writing agencies charge by the word and up-sell with editing and even online marketing
services. How much you charge is up to you but you should find 2 or 3 models and emulate
them.

To scale up, you’re going to need to have an excellent team of writers as well as advertise your
services. If you’ve niched your services, you can zero in on that particular market. Both
marketing and advertising online will be key for you. Once you get your system in place, the
sky's the limit as there is no shortage of writing needs.
*****

Create and sell incredibly useful apps for both iOS and Android.

With apps, the best ones get to market quickly and then listen to user feedback. Look for
opportunities in the market or where current apps have holes. When you read through the
feedback of popular apps, look for wording like, “great app, just wish it had (fill in the blank)...”.
Also, you’ll need to decide if you’re going to code yourself (great if you’re a programmer) or
outsource the entire process. Both work fine. As you scale however, you’ll need a team.

All apps are either free or offered for a small fee like $.99. Most free apps offer in-app purchases
or in-app advertising. Even with a paid app, you might consider leaving room in the app for upsells to more advanced features of the app.
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To scale up, you’ll need to get quite a bit of exposure from online tech hubs - bloggers, forums,
groups, and press coverage. The more useful your app, the more word-of-mouth you’ll get.
Additionally, you’ll want to create additional apps. Not everyone will be a homerun but you have
to keep swinging.
*****
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Remember when I talked about systems and how to break down everything into a checklist?
Well this is your 60-day system! It’s the work you need to do to get going on your business.
The aim here is to give you a visual action plan. I’m going to break everything down into
8 weeks. I know, I know - 8 weeks is technically only 56 days. But it’s more than enough time to
get moving.
The goal, like I mentioned at the beginning of the book, isn’t to retire in 60 days. It’s to
get your business off the ground, make sales, refine your systems, and start to scale it up. Don’t
think about it. Don’t talk yourself out of it. Just do the steps, move quickly, and build your
business.
Everything below is pretty straightforward and taken directly from the book itself. This is
your handy little action plan.










Decide that you will make this work. Period.
Complete the sentence “I’m happiest when…” and list out all values important to you.
Prioritize those values and come up with your top 3.
Answer the questions:
 What's your dream Monday look like?
 What's your dream Thursday look like?
 What's your dream week? Dream month? Dream year?
 What do you want your dream life to look like?
 Where are you?
 Who’s with you?
 How do you feel now that you’re living your dream life?
 What do you deep down really want?
Discover your freedom number by filling in the spaces - I want to make (fill in the dollar
amount) so that I can afford to (your deep down desired lifestyle).
Write how much you want to make in your first month.
Write how much you want to make in your first year.

180









Write up your vision, include your freedom number, and print it out.
Answer the question, “What at risk if you don’t meet your goals?”
Write out what you’re willing to give up in order to achieve your goals.
If needed, seek new friends and good influences, even online.
Write out your Definite Major Purpose.
Right now, start to think like a business owner.
Make a vow to yourself that you will never take on a partner - you just don’t need to!





Answer all of these questions:
 What did you study in school?
 If you graduated from a college, what was your degree in?
 What subject were you the most interested in?
 If you go back to school to learn this one thing, what would it be?
 Do you have any certifications?
 What are your main responsibilities at your job?
 What skills do you everyday to complete your work?
 If you could work in any other position at your work, what would it be?
 If you could work in any other job, what would it be?
 What other specific experience do you have from past jobs?
 What do you like to do in your spare time?
 If you had all the time in the world, what would you spend your day doing?
 What are you good at doing around the house?
 What’s your favorite hobby?
 Are you a member of a club and if so, what kind of club?
 What are your talents?
 What do other people compliment you on?
 What do other people ask you for help with?
 What is the one thing your spouse encourages you to do?
Take a look at the answers to the above questions and start thinking about what kind of
businesses you might consider doing.
Write out 5-10 business ideas and honestly consider if you could do them.




Narrow down your business ideas list to your top 3 favorites.
Start researching online theses businesses and take notes.
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Start thinking about people you know who’ve started their own businesses - what makes
them different? What lessons can you extrapolate from their example?
Make a list of 5 people you know who’ve started their own businesses - preferably
lifestyle businesses.
Check out other businesses that you would like to emulate - be sure to look at their:
 Websites
 Business name
 Social media
 Colors
 Logo
 Tagline
 Pricing
 Their actual services/products
Start your targeted market research by doing the following:
 Connect with people
 Ask open-ended questions
 Listen
 Start crafting your offer
 Share (or even sell) your offer with people in your circle
Find 1-3 great models that you’ll use to create your business.
Review your DMP and read your vision out loud.

Write up your business plan by answering the following questions:
 What is your company name?
 What is your company tagline?
 What problem do you solve?
 Who is your target audience?
 What is your USP?
 What is your monthly revenue goal?
 How do you get new clients or customers?
 How will you fulfill your services?
Commit that unless you’re a graphic designer, you will hire someone to create your logo.
Create a company org chart with the following categories: management, sales &
marketing, operations, finance.
Start speaking with people about your business – try to line up a few initial sales.
Review your DMP and read your vision out loud.
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Go to a domain registrar like GoDaddy and get your domain name - try to get the .com
Go to a host like SiteGround and get hosting.
If you’re building a service-based business, install Wordpress on your domain.
If you’re building a product-based business, use either Wordpress or Shopify.
Set up your business email.
Set up your business on the following:
 YouTube channel
 Google+
 Facebook (business page)
 Twitter
 LinkedIn (business page)
 Pinterest
 Instagram
Use LegalZoom to set up your DBA and business entity.
Register your business with your local and federal agencies.
Set up your business checking account.
Set up your business account on PayPal.
Set up your business on QuickBooks.
Work on getting your first product or service sold.
Review your DMP and read your vision out loud.

Before you do anything else, commit to making a sale. This is the proof you need to keep
going. Make a sale. All else hinges on this.
Review your DMP and read your vision out loud.

Make another sale.
Commit that you will remove yourself from your business by creating a detailed
operation manual.
Do all of the following:
 Open up a word doc and make a list including every part of your business (sales,
accounting, customer service, etc).
 Open up a new word doc for each part of your business.
 Take each list and break down all of the tasks included to get everything done
from start to finish (be as detailed as possible).
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Go back through each list with a fine-toothed comb and make sure you’re not
missing anything.
 Load up each doc into a common folder in Dropbox labeled “Operations” (as an
alternative, you can swap out docs with how-to videos).
Set up all tools that apply to your business.
Review your DMP and read your vision out loud.

Make another sale.
Write up a job description for your first position.
Hire your first employee or contractor – generally this is a production staff member first
(you should not be doing the actual production beyond your first client).
As soon as revenue and need justifies it, hire another contractor and repeat until you
reach your revenue goals.
Review your DMP and read your vision out loud.

Read your vision out loud - are you getting there?
Actively work on cultivating gratitude every day.
Continue to move towards your Definite Major Purpose.
Create a powerful schedule and stick to it.
Get a strategic accountability partner.
Groom your business by:
 Refining your sales process.
 Refining your systems.
 Refining your staffing – hiring, training, and leading.
Make a huge revenue goal - just beyond what you believe - work hard and don’t look up
until you hit it.
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As a lifestyle entrepreneur, Sean Marshall prides himself on spending each and every day exactly
how he wants. After living on the Caribbean island of Cozumel for 2 ½ years, he then spent half
a year living in Europe… all together with his wife and 3 kids. At the time of this writing, Sean
and his family live in Orange County, CA but are getting ready to head to live in Playa del
Carmen, Mexico for a few years.
Sean started his own lifestyle business over 6 years ago to fund the crazy adventure he and his
wife decided to embark on. So far, it’s been more than they could have imagined.
Sean’s passion now is helping others do the same. He writes and speaks about creating lifestyle
businesses and freeing one’s self from the rat race. He’s already successfully mentored many
new first-time entrepreneurs start their own lifestyle businesses.
He loves connecting with readers and really loves hearing their success stories. To contact Sean,
feel free to send him an email at Sean@FamilyRocketship.com or check out some of his latest
musings at FamilyRocketship.com. He’s not the best blogger in the world, but he does try
and provide some tools and inspiration there.
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I hope you enjoyed this book! If you want to dive deeper with interactive learning including
video lessons, downloads, tools, discussion areas, & more, consider joining the course.
You can learn more at: FamilyRocketship.com/60Day
Also, think of who else you might know that could use this info. Can you think of at least 5
people? Just send this PDF book to them!
Like you may already know, my goal is to create an army of cool people that have the time and
financial freedom to do whatever, whenever. Wanna go golfing on a Tuesday morning… in
Scotland? Let’s do it!
If you’d like to connect on social media, join me at the following:
Facebook.com/familyrocketship
Twitter.com/famrocketship
Youtube.com/familyrocketship
Instagram.com/familyrocketship
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