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Introduction

Imagine this your parents come to visit and
there's a hooker making out with a client in broad daylight right
outside your home. Or this you're walking back from school and pass
two neighbours who offer you white powder. Your son thinks they’re
selling sherbert. Or even this a friend drops by and there's a wino
sleeping in a pool of urine just outside your gate.

Most nights you hear men fighting outside,
women screaming, or cars getting smashed.

This was my life a few short years ago. Let
me tell you, it wasn't a lot of fun. My car was written off by a
joy rider shortly after we moved in. I lost count of the times I
called the police because of violence in the street.

Believe it or not, this was a step up from my
previous home. That one had water pouring in through the ceiling,
toadstools the size of saucers growing in the bathroom, and green
mould on most of the furniture. I couldn’t hang out washing without
it getting nicked. One of my neighbours stole my credit card while
I was unloading my groceries. Worst of all, a four-year-old was
raped on the nearby field where I used to take my son kite flying.
It was this shocking event that spurred my desire to learn about
wealth creation. This was no place to bring up children.

The question I continually asked myself
during these difficult years was: “How did I get here?” One minute
I'd been living in a nice house, driving a nice car, leading a
nice lifestyle in a nice part of the city. The next, whoomph!
Pretty much overnight, I was a single mother and wondering what hit
me. But the truth was I had only myself to blame. Up to this point,
I'd taken no responsibility whatsoever for my financial destiny.
Saving & investment? B-o-r-i-n-g! Financial spreadsheets. You
what? Monthly outgoings? Ask my husband. Truth was, I hadn't the
first clue how to manage money, how to invest money, how to
grow money. It just wasn’t something that had been on my agenda.
I’d been walking into disaster with my eyes wide shut, blindly
hoping for the best. If I hadn't found this out when my marriage
broke up, I sure as hell would have found out when I hit retirement
age.

I spent the next few years reading everything
I could get my hands on. I bought books, signed up to newsletters,
attended workshops, and sought out mentors. I was working
full-time, as well as evenings and weekends, to make ends meet. But
in what little free time I had, all I did was study.

First, I set up my own publishing consultancy
to help authors write and market their books. Then, because I knew
it was important to have multiple streams of income, I learned to
trade equities, commodities and Forex. I was thrilled when several
years later, I was taken on as a coach at one of the UK’s leading
trading schools.

Things seemed to be taking a nosedive in
2008, when I was faced with a year of health challenges. But that
difficult period again turned out to be a blessing in disguise. It
not only prompted me to write this book, but I also co-founded The
Millionaire Bootcamp for Women – and invited 10 millionaire
speakers from around the world to share their top secrets and
strategies with other women.

Hurdles? There have been plenty along
the way. I’ve made stupid mistakes that have lost me money. I've
placed trades that have gone belly-up. I’ve launched projects that
have failed to make a penny. Countless times, I’ve felt so crushed
that I’ve wanted to give up. And always, there’s been a nagging
guilt that I haven’t been a good enough mother because I’ve had to
spend so much time working.

High points? If you seek out help, you find
it. You eventually find an answer. I wouldn’t be where I am today
without the kindness of numerous mentors who were happy to share
their expertise - a half-hour here, lunch there, numerous phone
calls. I’ve learned powerful tips and strategies that would have
taken me years to discover on my own. There have been the
friendships I've forged with other entrepreneurs on a similar path.
Every day, I’ve grown in knowledge and experience. Slowly, but
surely, I’ve come to understand the principles that seemed so
incomprehensible when I first heard them. Most rewarding is the
awareness that I’m a role model for my three children. They too can
take control of their destiny. They can one day choose a life that
makes their hearts sing.

Pretty much every millionaire I've spoken to
in this book has a story of hardships or personal challenges
overcome. Every journey has been different, yet somehow similar.
It’s not so much about the ‘how’ as the ‘why’. Whatever situation
you are in today, I hope this book will offer you insights
and inspiration. You too can change your circumstances and lead the
life you dream of. Just make the decision today. Every journey, no
matter how long or far, begins with a single step.

To your success

Stephanie J. Hale


Chapter One

Sandy Forster

Sandy Forster is a millionaire
mindset mentor, a best-selling author, an international speaker and
an award-winning business owner. She was recently given the
International Mentor of the Year Award for 2008. Just six years
ago, she was a single mother on welfare and was $100,000 in
debt.

Q: Did you always think that you
would be as successful as you are today?

I wanted to be
successful. I didn’t even know that success was something I was
achieving. But having struggled financially having been on welfare
and $100,000 in debt - I just so wanted to be
wealthy. I wanted to be a millionaire. I just thought that I had
been born into the wrong life and the wrong body. So, I absolutely
wanted more. I don’t think I ever imagined that I would have
created the success that I have, or that I would be living a
lifestyle that is so incredible and beyond anything I could have
imagined. So half and half: half of me absolutely wanted it, but
the other half never believed that I could actually create
it.

What was the single turning
point in your life that turned things around for you?

I guess two incidents. First of
all, I think the biggest thing for me was discovering the ‘law of
attraction’. I discovered that what we think about, where we put
our focus, what we talk about, where we put our emotions - that is
what actually creates our today and our tomorrow. So the first
incident was discovering the law of attraction, and understanding
that I had a say in how my life unfolded. I could actually choose
to focus on what I wanted instead of how things were or how things
used to be. This is what a lot of people do: they tend to create
the same old thing over and over. Discovering that was a huge
turning point for me.

I had been
working with the law of attraction for a number of years, and I’d
been going from that place of being on welfare to bringing money
in. I wasn’t a millionaire and I wasn’t even wealthy at that stage,
but I was seeing more money pouring in my life than I have ever had
before. The money would come and it would go, it would come it
would go. Then I created an idea for a programme with a business
partner – it was based on using the law of attraction as a mindset
side of the programme, with practical strategies to create
prosperity. This programme was called Wildly Wealthy Women.
It was instantly a success - we had hundreds and hundreds and
hundreds of women join the programme.

I remember going to the local
Target store. (It was a store with a bit of everything: clothing,
hardware, kids’ stuff.) I remember walking down the aisle of Target
knowing that I had to buy a blender, because I love making fruit
smoothies in the mornings. It’s my passion. I get beautiful, fresh
fruit and blend it all up. It tastes so sinful that you think it’s
bad for you, but it’s actually so good for you. That’s something I
love to do, but my blender had broken. So I remember going down to
Target, walking down the aisle and looking at all the blenders. I
was starting to look at all the prices because normally everything
that I bought would be based on how much it cost. If I couldn’t
afford it, I wouldn’t get it. So I had to always go for something
that was low cost. I was looking at these blenders and suddenly,
walking down the aisle, I started crying because I realised that I
didn’t have to look at the price. I could buy any one of those
blenders that I chose. I knew in that moment - even though I didn’t
have hundreds of thousands in the bank – I knew that I was going to
be a millionaire and that my money worries were over forever. I had
opened that doorway, opened that portal if you like, to allow
prosperity to flow to me forever. In that moment, it was very
exciting because I knew that my life was taking a huge turn. I
couldn’t wait to see what would unfold.

Did you have a mentor to help
you through those times? Or did you read books or home study
courses? What helped you get through that initial learning
curve?

I absolutely love - and I still
do to this very day – learning. Obviously I couldn’t afford to pay
a mentor. I couldn’t afford to go to live events like seminars and
workshops. But I immersed myself in every book I could get hold of,
every audio I could listen to. I went on every live tele-seminar I
could, listened to every interview. I did everything I could that
was either no cost or low cost.

Initially, two people had a huge
impact on me. The first, spiritually, was Wayne Dyer. He was a
wonderful mentor in really getting me to connect to my spiritual
side. But then, there was also Mark Victor Hansen. He was very much
someone that encouraged me to think so much bigger than I ever
thought possible. He’s a fabulous motivator, a great inspiration.
He said that he’s got ADHD – and I looked at him and thought, ‘He’s
scattered, he’s all over the place. He doesn’t know what he’s doing
half the time. That’s me!’ But I looked at him and thought, ‘Look
at the success he’s created? If he can do it, I can do it.’ He
really was a huge inspiration to me. So I used to read everything
that he brought out. I’d race to the library and order the book if
they didn’t already have it. Over time, as my finances got bigger
and more abundant, I then started going to his live events and
buying home study courses and other things.

These days I’ll buy anything,
listen to anything, and attend anything that is based on success
and personal development and becoming the best that you can be. I
just love it. I think I’m addicted to making myself a better
person.

If someone else was coming to
you in a similar situation - say $100,000 in debt with two children
to support - what advice would you give them?

The very first thing that people
need to do is to work on a millionaire mindset. This is my absolute
passion and this is what I teach hundreds of thousands of people
around the world: to change their thinking when it comes to money.
If they are wanting more prosperity, more abundance, more wealth,
more riches in their life, the very first thing that has to change
is the way they think around money. I don’t mean suddenly just
‘like’ the idea of having more money. I mean: every thought that
they have to do with money. If they see someone else with a
beautiful house and a fabulous car, instead of feeling jealous,
they have to feel grateful that that is actually in their life.
Even if it’s not theirs - it’s there, they can see it, they can
appreciate it. Every time a bill comes in and they can’t pay it,
instead of stressing and worrying about it, instead just look at it
and imagine that it’s paid. Write it down on a list and put a big
tick against it all, or put a big cross over it all and write
‘paid’ next to it. Do whatever you can within your mind to create
the life that you want. That will mean writing out affirmations
about how you want things to be; doing visualisations and seeing
that success, seeing that prosperity, seeing that abundance.

But really, that first step has
to be about changing the way you think, because people either have
what I call a ‘prosperity consciousness’ or they have a ‘poverty
consciousness’. The consciousness you have is not something you, or
most people may even be aware of. It stems from how they were
raised when it comes to money - the things they heard from their
parents. Things such as: “it takes money to make money”; things
such as “the rich get richer and poor get poorer”; things that you
hear from the media and from business people, from well-meaning
friends and family, even religion. You have all this input when it
comes to money. Even now, we hear how hard times are, “the economic
recession”. I personally haven’t bought into that and I’ve had the
best three months that I’ve had for years. It’s really a matter of
where you want to be. Where you are now can be purely based on the
fact of how you were raised around money: the things you heard, the
things you buy into now. All people really need to do is change
that. Instead of looking at how things are, look at how they want
it to be - and they can turn that poverty consciousness into a
prosperity consciousness.

It’s not just
changing their thinking. What happens is it changes who they are on
the inside, it changes people on a cellular level. Once someone is
changed at a cellular level, once they’re changed from the inside
out, then all the circumstances on the outside will change. If
their issue is being around money, not having enough, not being
able to pay bills and that’s where they constantly put their focus
and their attention, that’s what they continue to recreate. That
comes from a poverty consciousness. Instead, they need to work on
changing that to a prosperity consciousness and focus on what
they would like - success they would like to experience; the
places they’d like to go to; the things they’d like to buy; the
house they’d like to live in; the money they’d like to give to
others. If they focus on the prosperity instead of the lack, then
they will begin to change from the inside out. Once they change
from the inside out, then the people and circumstances and
opportunities will begin to flow into their life. This enables them
to create in their reality the life that they dream of.

In your own life, you managed to
increase your income from $15,000 a year to over $150,000 a year
within 12 months. But then you say you lost everything again
because you didn’t have the money skills and the right mindset. Is
that what you’re talking about?

Yes, absolutely. It’s the same
thing we hear over and over again about people who win the Lottery
and they become instant millionaires. Then two or three years
later, not only have they lost everything, but they’re usually
worse off financially. We all stand around scratching our heads
going: “Well, that’s stupid. Give me the money, I’ll show them how
to handle it. I’ll show them what can be done.” But I was pretty
much in the same situation. Whilst I didn’t win the Lottery, I was
able to create a lot of money through a new business that I’d
started and the money was all pouring in. But you know what? I had
not changed who I was on the inside. So, the circumstances on the
outside were only temporary. So that money came in, but all these
different things began occurring in my life to make it flow out
again. Things would break down, things would blow up, teeth would
fall out, you name it. As soon the money flowed in, it flowed
straight back out again, and that’s exactly what I’m talking about.
You really need to change your mindset first, then create the
success.

The next part
of that is once you’ve worked on your mindset, once you’re
beginning to change that and create millionaire mindset, then you
need to find a mentor. You need to go out into the world and know
what it is that you want to do. Now at this stage you may have no
idea. A lot of people say: “Yes I want to be rich, but I don’t know
exactly what I want to do to create that prosperity, to create that
wealth.” That’s fine, you don’t need to initially. Just find
someone who has
created prosperity and abundance,
someone you resonate with, and someone whose message really speaks
to you. In whatever way you can, connect with them - whether it’s
through going to the library and getting their books, or buying
their audios, or attending one of their seminars. Just connect to
their message and listen to them.

Then the third
step, (once you’ve created your millionaire mindset, once you’ve
found yourself a mentor) is you have to apply what you have
learned. Too often in life we can get very stuck on the learning,
we just immerse ourselves in finding out what to do. We
know everything, we know all about it, but we don’t
actually do
it. You see this every day of your
life when it comes to people being overweight – it’s nothing to do
with money, but when people are overweight they usually know that
all it takes is exercising more and eating less. We all know it,
but is everyone doing it? No. It’s the same with creating success.
You can go out there and read all the books you like, you can
connect with all the mentors in the world, you can attend every
seminar on success. But unless you apply it, nothing is going to
change.

Those three things are really
key: create a millionaire mindset; find a mentor that you resonate
with; and apply what you have learned.

So action is
very important. Do you think this is the missing ingredient that
people talk about when they say they’ve watched [the motivational
film] ‘The Secret’,
but they’ve not had any results
yet?

Absolutely. The
seed for making ‘The Secret’ occurred when Rhonda [Byrne] read the
book The Science of Getting
Rich by Wallace Wattles. It’s
a book written way back in 1910, so a very, very old book. However
in there he says something that is very profound. He says: “By
thought, the thing you desire is brought to you. But by action, you
receive it.” So you can sit on a mountain top and meditate until
the cows come home about your million dollars, but it’s not going
to drop into your lap. You need to actually get out there and take
action. When you spend that mindset time - that manifesting time,
that metaphysical time - imagining the wealth and putting your
attention and energy and vibration there, that’s the first part of
the equation. But then, you have to take some action. It doesn’t
even matter if it’s the wrong action. If it’s a wrong action you’ll
know, and then you’ll take a different action that might lead you
to another step. Then that step will suddenly take you somewhere
else, which will suddenly put you in connection with the right
person or the opportunity or the situation that will help you. It
will come in to your reality. But you have to take that action. You
have to take action for it to actually appear in your
life.

You were asked
to take part in ‘The Secret’ as one of the experts. Tell me a little about
that.

Yes, that was
so exciting. It’s a long, convoluted story, but basically ‘The
Secret’ was actually already
out and I wasn’t in it. You couldn’t buy it here in Australia,
believe it or not, but I managed to get my hands on a copy. I fell
in love with it and really wanted to be in it - even though I knew
it was already made. Previously to that, I’d heard about ‘The
Secret’ and I’d gone on the
website. I didn’t have a real sense of what it was about because it
was just a two-minute trailer. I remember contacting Rhonda through
the website saying: “Look, I just know that what you’re doing is
going to transform the planet. It’s going to touch billions of
people. I don’t know what it is –logically, I have no idea - but I
just feel it in my heart. So I would love to send you a gift as a
thank you.” I got an e-mail back from Rhonda and she basically
said: “Yes, it would be lovely. I’ve heard of you and your work.”
So I sent her my book, and she read it and loved it.

It just so
happened that I was going to be in America at exactly the same
place that she was, about two or three weeks later. We met up and
they asked if they could film me. So they spent a whole day filming
me. The plan at that stage was to bring out a series of
Secrets. ‘The Secret’ at the
moment is just one DVD with a lot of different components like: the
secret to life, the secret to money, the secret to relationships,
the secret to health. So they were planning to bring out a series.
But I think they’ve been so busy bringing out the initial film in
many, many various languages that they haven’t really got around to
releasing anything else at this stage.

Would you say
that was the high point of your career? Or would you say that of
your book How to be Wildly
Wealthy Fast? It jumped past
bestsellers such as Da Vinci
Code and Rich Man, Poor Dad - that must have been pretty amazing?

At the time it was funny because
it was moving up the charts on Amazon and I just couldn’t go to
sleep. So I was staying up all night watching it move up, starting
at around 24,000 and then moving up to 16,000 and then to 7,000 and
then up into the hundreds and then up to the tens. Then it got up
to number five, which is below one of Harry Potter’s books. That
was a wonderful, wonderful time. It was so exciting because that
was early on in my career as a prosperity mentor, so that was
really, really exciting. But then being selected to be filmed for
‘The Secret’ was a real pat on the back. Everyone that was selected
for ‘The Secret’ was very, very well known - I’d heard of pretty
much all of them. To be chosen and be recognized as one of their
peers was really wonderful.

But then I think, just recently
I was selected as Mentor of the Year in an international awards
ceremony over in New York. That was basically women from all around
the world. So to be selected as Mentor of the Year, when it was
only five or six years ago that I was struggling and looking to
other people to be my mentors! Here I am now transforming hundreds
of thousands of lives around the world! Being awarded is fabulous.
It’s a beautiful, big trophy that looks like a logi sitting on my
kitchen bench at home. That was really, really wonderful.

What would you attribute your
success to? Some people might say: “she just struck lucky!” Would
you say it’s because you were prepared when luck fell in your lap
or because you had a very deliberate strategy that you
followed?

Gosh, that makes me laugh, “very
deliberate strategy”. You know what has allowed me to create my
success? The fact that I usually have no idea what I’m doing and I
just get an idea and I run with it. I don’t think about it and I
don’t plan it, I just do it. If it works it works, if it doesn’t it
doesn’t. If something doesn’t work, I don’t go, “oh my gosh” and
spend hours and days moping about how it didn’t work and what a
disaster and what a waste of time. I just go on to the next great
idea and implement, see what happens. I think that has really
allowed me to create success. I’m very flexible. I’m very open to
change. I guess I have to be because the Internet is the main part
of my business. It is so fluid and constantly changing and
evolving. But you can’t get stuck in a rut. I guess for me that has
been a huge part, the way I am just able to run with whatever idea
I happen to have at the time.

But I think the second part to
my success is I’m so passionate about what I do. I’ve been in that
place of being $100,000 in debt and on welfare and it was soul
destroying. I wasn’t able to make simple day-to-day choices about
what I wanted to do - everything was based on “did I have enough
money” and the answer was always “no”. I couldn’t go to a yoga
class because I didn’t have enough money. I couldn’t buy my
children a bag of lollies or a packet of crisps at the store, I
didn’t have enough money. I couldn’t let them buy from the
tuck-shop at school, I didn’t have enough money. I couldn’t get a
video, couldn’t get a DVD, I didn’t have enough money. All those
little day-to-day choices were stripped from me and I so don’t want
anyone else to ever have to experience that.

I have gone from being in that
real place of struggle to being a millionaire. I didn’t have any
support or connections, I didn’t even finish high school. I don’t
have any great skills, I didn’t have any massive amounts of
knowledge. I just had a passion for helping other people to create
their own millionaire mindset and the life of their dreams. I think
because of that passion, that has really helped my business become
successful because people get swept up in that passion. They can
see that I’m so passionate about what I do, and that I really want
to be an agent of change for them. They just want to be a part of
it. They know that if they come on board and get swept up in that
passion, and do as I invite them to do, then change will happen for
them, too.

The big question is: can anyone
achieve what you’ve achieved no matter what their
circumstances?

Totally. I totally believe that.
The reason I say that is because I wasn’t born into this world with
money. Even when I discovered the law of attraction, it didn’t
suddenly happen overnight. There were a lot of ups and downs. I saw
an increase in prosperity and then it disappeared. Then I saw a bit
more of an increase and then that disappeared. Then I saw some more
and it disappeared. It would come and go - it was a bit like a
roller coaster ride. So because I went through that roller coaster
ride, the dips got less and the highs got a bit higher. Then the
dips got less and the highs got higher. Until I got to this place
where “yes, I still have my up and downs,” but my life flows so
much smoother and the prosperity is always there.

I teach people
that. Yes, you might go through the ups and downs still and it
might seem like everything is falling apart. But it’s like going
through a transformation just like a butterfly. It starts as a
caterpillar and then becomes this butterfly, it’s the same sort of
thing. Don’t think that just because you’ve discovered ‘The Secret’
or just because you understand the law of attraction that suddenly
everything is going to fall into place. It doesn’t always do that.
I know that for a lot of people, it doesn’t at all. They still have
to go through some challenges, some hiccups, some setbacks. But
they continue to create their millionaire mindset, continue to
focus on what they do want, continue to see their success and
abundance. When they continue to do that, then the bottom line is
we’re working with universal law. So, the bottom line is, it has to
happen. If you continue to focus on what it is that you
do want, the universe has to deliver. There can be no other
way. It’s only when you focus on what you want and how it hasn’t
arrived yet, it’s not there and you don’t think it’s going to work,
the universe can’t deliver. But if you continue to focus on what
you do want and create that millionaire mindset, then it has
to happen.

What motivates you? Is it your
children, is it helping other people, is it the money?

Initially, it was all about the
money. I was so fed up with the situation I was in, having no
choices, that I just wanted the money. I don’t mean ‘having lots of
money and spending whenever I want’, I’m very much into lifestyle.
I live on the Sunshine Coast in Queensland, Australia, and I love
just being able to go down to the beach when I want or to have
lunch with a friend or to go to a movie. It’s not like I want to
buy masses of jewellery, a purse, clothes and things - not that
there’s anything wrong with that, but that’s just not who I am. For
me, it was just knowing that the money would create not only
financial freedom, but that it would create freedom in all other
areas of my life.

So initially it
was the money that motivated me. Then, it became my children. I so
wanted my children to see that they can go out into the world and
do whatever their heart desires. No matter what life throws at
them, they have a choice and they can create their life the way
they want it to be. They’ve very much experienced that, because
they’ve gone from that place of never being allowed to have an ice
cream when we’re down the street to me taking them all over the
world. We’ve gone to Africa and watched the wildebeest migrate
across the Serengeti Plains. I’ve taken them to Hawaii and we’ve
flown by helicopter over where they filmed Jurassic Park. I
took my daughter to New York City and – because she loved the TV
show Sex and the City
– we went on a tour where they took
us to Carrie Bradshaw’s house and we drank Cosmopolitans at Aidan’s
bar. We’ve been to Mount Kilimanjaro and climbed to the very top.
We’ve gone to Machu Picchu and trekked the Inca trail in Peru. The
things that we’ve done totally transformed their day-to-day
experience of life. That’s what I wanted to do. I wanted to show
them they could create whatever they wanted and I was a perfect
example.

Now, it’s about all of these
things because I still love that financial freedom and I never want
to lose that. So I’m always going to be motivated by continuing to
make money. I always want to motivate and show my children that
anything is a possible. But more than that now, it’s also about
helping everyone else achieve exactly the same thing because I
believe if I can do it, absolutely anyone can. I know everyone is
special in their own way, but I honestly don’t think there’s
anything that special about me. I’m just like everyone else. But I
totally believe that when you focus on what your heart desires and
you persist, then the universe has to bring it to you.

Describe a typical day for you.
How do you start your morning - do you start with visualisations,
do you start by writing a list? How do you begin your day?

I love giving people the weight
loss analogy because everyone can relate to that. When you’re
overweight and you initially want to lose weight, you have to be
diligent about everything. So you have to get out the calorie
counter and get out the scales. Every piece of food that you eat,
you’ve got to measure it out and check the calories. Then you’ve
got to exercise. You’ve got to keep track of what you’re eating and
keep track of how you’re exercising. You’ve got to note everything,
be really on top of it. That’s exactly the same when you want to
create prosperity and abundance.

When I first started, I would
put aside an hour in the morning and it was my ‘magical manifesting
marathon’. In that time, I would do affirmations. I would write out
my affirmation 16 or 17 times and I would see visualisations in my
mind. I would read out my desired statements and I would do all the
work. Then what happens over time is that you begin to be someone
who’s prosperous. It’s the same as someone overweight who over time
begins to be a healthy person with perfect weight. They no longer
have to count every calorie, weigh everything they eat, or push
themselves to the limit with exercise. They just make better
choices every moment of every day and that keeps them at that great
weight. I think that’s where I am now when it comes to prosperity
and abundance.

Whilst I’m going off to sleep, I
make sure that I see what it is I’m wanting to create. I feel it in
my heart. But I don’t put aside big chunks of time to do the work -
like making sure that I am visualising and doing my affirmations
for so many minutes a day. It’s more about doing things that make
me feel good, because I know that if I feel good then I think good
thoughts. When I think good thoughts, I plant the seeds of good
things to happen in my life. But when I do things that don’t make
me feel good - like you stay up late, or if you’re a drinker or a
smoker, or if like me you eat too much chocolate - if I do things
that I know aren’t good for my body, then it makes me feel yucky.
When I feel yucky, I have yucky thoughts, then I create yucky
circumstances in my life, and that’s how it works.

For me, I spend as much time as
I can trying to do things that make me feel good then I know
naturally I’m going to attract good things into my world. And
because I have a millionaire mindset, I don’t have to think about
prosperity. I just naturally think prosperous thoughts. I naturally
focus on being able to create and attract and have all those
wonderful things in my world. So I don’t have to put aside those
chunks of time. But one thing that’s really important to be able to
create the life of your dreams: you need to spend a lot of time in
gratitude. That means you need to focus on those things in your
life that you are grateful for now.

For instance, this morning I got
up at about quarter past five and I went down to the beach because
I only live about six minutes from my favourite beach. As I was
running on the beach, I was just so grateful for living in that
part of the world and the beautiful weather, to be able to watch
the waves come in. Was I focusing on abundance and prosperity and
wealth? No, but I was focusing on things that made me feel
wonderful. What that does, that puts an energy or a vibration or an
order out into the universe to attract more things that make me
feel amazing and wonderful and fabulous. So, if people can spend
more time being in that place of gratitude, then they’ll notice
that naturally over time they will begin to attract more things
into their world that make them feel even more grateful.

Then when they’re even more
grateful and they’re noticing all those great things, then they’re
even more in that vibration and energy. Then they place more orders
for the same things, and then they attract even more. So, it’s this
wonderful cycle. Instead of cycling down it’s cycling up,
attracting these wonderful things in your world simply by being
grateful. Being grateful for what you already have can create so
much more in your world.

You see gratitude in children,
and that wonder and awe when they’re very small. Then it slowly
disappears as people get older. Why do you think that happens?

Unfortunately when it comes to
society, all the institutions that are there supposedly to help us
seem to knock the daylights out of us. Places like school, for
instance, if someone was sitting in the classroom and they’re
daydreaming about something amazing and wonderful and great, they
would get wrapped over the knuckles and asked to concentrate. If
they were told to write out an essay about something that they
wanted to have in their world, if it was too big and too grand,
they’d be told, “Don’t be stupid, you couldn’t do that. You
couldn’t have that.” I’m not saying anything against teachers,
because my sister is a teacher. But it’s very much the actual
institution itself. School, and the media knock the expectations
out of people. They try to bring everyone back to reality.

Sometimes even friends and
family do the same thing - not because they’re wanting to hold you
back or they don’t want you to experience success - but they think
that if you don’t reach this wonderful life that you want to
create, you’re going to be so disappointed. So rather than let you
get into that space, they’ll pull you back and tell you all the
reasons why it won’t work now, before you even try, so that you
won’t get disappointed. Now in reality, how stupid is that? But
that’s pretty much the way we work, that’s the way we’re raised.
That’s the way society teaches us. But if we could just let all
that go and instead begin to be that child again: begin to wake up
each morning with the anticipation for what’s going to happen, what
we’re going to attract into our world today, what amazing things
are going to unfold. If we can start each day like that, we can
bring amazing things into our world each day. We need to get back
to that child-like excitement and anticipation for our life, rather
than the: “Ho-hum, here I go. Off to work again, how dull.” That’s
what sort of really extinguishes the spark of manifesting in most
people.

Tell about some of your clients
- what makes people come to see you in the first place? What makes
them go outside of their comfort zone? Is it because they’ve had a
crisis in their lives or something ‘big’ happens?

I think it’s very much a
cross-section. A lot of people are drawn to my message simply
because they have a yearning in their soul for something more. They
know that the life that they’re living is not necessarily the one
that makes their heart sing. They know that they should be doing
something or experiencing something or going somewhere. Their life
should not be the way it is at the moment. When they hear me speak,
rather than just talk about facts and figures and ‘let’s make
money’, they hear that the way I create prosperity is more about
connecting to the spiritual self. It’s more about sending orders
out to the universe than, “ok, let’s work so many hours a week.” I
think that really resonates with a lot of women. They love the idea
that they don’t need to be some sort of brain surgeon to go out
there and create more success and prosperity in their world.

They just need to ‘get’ and
understand at a really deep level what universal law and the law of
attraction is all about. They need some simple strategies to use in
their day-to-day life, and then to combine that with practical
strategies, and so that the prosperity will begin to flow. It may
not be in a tidal wave the first week. But it will begin to come in
drops, it will begin to turn into a brook, it will turn into a
river. It will get bigger and bigger. I think that’s why people are
drawn to me because it is that message of joining the practical
with the metaphysical. The two together are what creates their
success. People know they want something more, though they don’t
necessarily know what that is. So they’re drawn to my message
because it just resonates with them.

If I had to go out and take a
practical first step today, what would you suggest that I do as the
most effective thing in the next 24 hours?

I’d give you a ‘mindset step’
and a ‘practical step’. So the mindset step would be: spend 15
minutes today and imagine that you just won the Lottery. Just for
15 minutes, write down everything you’d do: the places you’d go,
the things you’d experience, all the toys that you’d buy, whatever
it is that makes your heart sing, the people that you’d help. Write
down whatever it is that sets you on fire. Don’t write it down from
the space of “Oh my gosh, how much is that? Am I going to be able
to afford it?” No, you’ve just won the Lottery and for all you know
the prize was $30 million. Don’t write it down from a logical
level, write it from a place of feeling.

Instead of just
writing “I’m going to Egypt,” feel what it would be
like to actually be in Egypt. Have that hot sun shining down on
your skin, feel that hot breeze blowing through your hair. See
yourself going up to the great pyramids, touch them and feel that
roughness, smell the smells that you’d smell when you’re in Egypt.
Feel your foot taking that first step up those huge pyramids and
flood your body with the joy and excitement. Look at the people
that are with you - maybe you’ve taken your family or your lover or
your best friend or your children - look at their faces and feel
how proud you are that you’ve been able to create this and have
them be a part of that experience. When you write it all out, get
into the feeling place because your feelings are what create. It’s
not the writing it down, it’s not saying the affirmation, it’s not
reading out the desire statement, it’s the feelings. The feelings
are what send that order out to the universe and allow the universe
to bring it back to you. So write down this ideal, amazing,
fabulous life that you’re creating now that you’ve won these
multi-million dollars and get into the feeling place of that.
That’s the first thing that you could do.

Then the practical step I would
say is start saving your coins. What I mean by that is: I never
spend a coin. No matter how expensive or inexpensive something is -
even if it’s 20 cents - I always pay with paper money. I take all
my coins and I put them in a little jar, then when that jar’s full
I put it in the bank. You might say: “Why do you bother doing that
now?” It’s a habit that I got into when I had no money whatsoever.
What I found out was I had a finite amount of money coming in each
week, and when I made the decision that I wasn’t going to spend my
coins, I would put them in the bank instead. What this did was it
stopped me from making choices about spending, because I obviously
had less money because I was amassing these small coins. Not that I
used to overspend, because I didn’t have money to overspend, but
you’d be surprised at what happens. I didn’t buy that chocolate bar
for myself because I didn’t want to break a note, I wanted to put
these coins aside.

Then what happened is that I was
beside myself with joy the very first time that I put those coins
in the bank. I think it added up to about $198 - and that was the
first time that I actually had money in the bank in an account that
I was not going to touch. My plan was to keep putting money in
there and then take money and do something with it - whether it was
to pay money off my credit card or eventually put that money into
something that would multiply. The plan was just to have money.
From a metaphysical perspective, that did amazing things for me.
Believe it or not with $198, I suddenly felt rich. I actually had
money saved up, and for me that was a huge thing.

For people that may be in a
position now where they are struggling, try not to spend any coins.
Put them in a jar. When the jar is full, take them to the bank. As
that money accumulates, make a plan for that money. That may be as
simple as: I’m going to take that money and I’m going to do nothing
but put that down on my credit card debt, I’m going to pay it off
that way. You’d be amazed at the difference that it could make. It
makes a difference not just on a practical level but on a
metaphysical level as well.

So, those are the two tips that
I’d be giving people.

Can you tell me about some of
the people that you’ve helped over the years, some of the success
stories of lives that have been transformed?

It’s been incredible. I just
love getting e-mails and letters from people. I remember one lady
e-mailed me to say that she had been in a car accident about a year
earlier. She’d fractured her spine in three places, she was in the
hospital for months, and she was really depressed. She tried to
commit suicide a number of times because she was really struggling
financially and in every other area. Her life was totally falling
apart.

She came across a book that I
was in. From that book and reading a bit about me, she jumped on my
website www.wildlywealthywomen.com and saw that I offer a lot of
free things: free tele-seminars, free e-books and audios, etc. So
she took a lot of the free things I had and then her life started
to change. The next thing you know, she became a published author
with me in one of my compilation books. Then she went out there and
started writing articles. Now, it’s about 18 months later, she has
a very successful business and writes articles for a number of
online article banks. She’s published two or three books of her
own. She has a website where she helps other women to create their
own prosperity, abundance, and success. She has totally transformed
her world.

Now, this is someone who was
suicidal. This is why I say to people: “Look, we’re talking
universal law here. If you apply what it is that I teach, if you
create your own millionaire mindset, then anything is possible. You
have no excuse because it is universal law.” So if someone who is
suicidal can transform their life in less than 18 months, then all
it really takes is an idea. It takes the right mentor and it takes
applying what you learn. Anything is possible.

Do you think it’s important to
have a team around you to help you with the changes - even if it’s
just, for example, a web designer or a copywriter?

Absolutely. At the start, I know
for me personally, I did it all. I couldn’t afford to hire anyone
else; I couldn’t afford to get someone to help me. Now, obviously I
have quite a few people on my team, but I love virtual assistants.
I have about six or seven virtual assistants – only one of them
lives here in Australia. The rest of them live in Canada and
America. I’ve never met them; I probably never will meet them. It’s
lovely being able to say to someone, “Can you change this in my
website” or “I need this form made” or “Can you contact that
person?” These are usually moms that work from their own homes.
They work on an hourly rate, so you only pay them for what they do.
They’re not on full-time. You don’t have to pay them every week;
you don’t have to pay them sick pay or holiday pay. You give them a
task, they do it and they just bill you for the hours that they
work. That’s something that every person will need to look at, if
they’re wanting to create huge success.

But this is a
real key - before you get to the place of hiring anybody, start to
write down what you do every day. If you do a particular task,
detail it, write a flow chart, have a checklist. You might think,
‘Why do I need that? I’m the only one that’s doing it!’ Let me tell
you from experience: I used to do everything, and I mean
everything. I did the marketing, I did the website, I set the
tele-seminars up, I recorded things. I did everything myself. I got
to the point where I was so busy doing all the work, that the idea
of actually telling
somebody how to do the work on top
of doing the work was overwhelming. It took me years to
hire somebody to do something simply because training them to do it
seemed so daunting. But now, every time someone does something in
my business, I tell them: “You do a flowchart, do a checklist.”
This is so that whenever anyone else needs to do it, no one needs
to be told anything, We just give them a piece of paper and they
follow the step-by-step instructions.

You definitely need a team of
people that are going to assist you if you plan on creating huge
success, and I just don’t mean a business team. I have someone that
comes in who cleans my house; I have someone that mows my lawn; I
have someone that does my pool; I have someone that landscapes my
garden. I’m looking at getting someone to come and prepare healthy
meals for me. In fact this week, I’ve just found an organic gourmet
food service. They prepare meals and deliver them to your house.
It’s lovely being able to do that now, because financially I’m in a
position to do it.

There’s certain things you can
do that will make all the difference. For instance, when I was
struggling financially, one of the things that made me feel rich
beyond my wildest dreams was getting my house cleaned. So once
every two weeks, I would get someone in for an hour and a half and
it cost me around $25. So that would work out to around $12.50 a
week, to get someone to clean my house. I loved it. When they left,
I felt rich. I felt so sparkling clean, so fresh and new, and it
made a huge difference. Even if you’re not financially in a
position to get support all the time, just try and do something
somewhere in your life. Again, from a practical standpoint, it will
really help. But from a metaphysical standpoint, it will help you
to connect with that person who is financially free with all the
support they need.

Your plans for the future… what
are your plans for the next five to 10 years?

Ten years is
way too far out, I’m a plan-next-week type of person. I’ve just
recently launched InspiredSpiritCoaching.com. That’s a programme
where I train people to be coaches. I train them to use all of the
principles in How to Be Wildly
Wealthy Fast so they can
create their own business and transform people’s lives. I figured I
can’t do it all on my own, so I put together a coaching academy
that trains people so that they can have a lot of fun transforming
people’s lives but at the same time create a wonderful income for
themselves.

What sort of age range would you
say your clients are?

The youngest I can recall was 17
- at one of my seminars. That’s not to say that I don’t have people
younger than that because I know a lot of moms say: “My daughter or
my son uses the principles in your book and they’re getting so much
value from them. They got high marks at school and they’ve got the
job that they want.” So I know there are younger kids too. When it
comes to the target range that utilises all my products, it’s very
much women in the 30-55 age group. They’re the ones that really get
the most out of it. Women whose their souls are yearning for more
and they just want to create an amazing, wonderful life.

More
information at: http://www.wildlywealthywomen.com
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Jennifer Hough

Jennifer Hough is President and founder of
The Vital You, the largest holistic nutrition clinic in Canada. She
is co-creator of Soul Awakening Adventures – with retreats to Peru,
Sedona, Bali, Bimini Bahamas and Cost Rica. She transformed her own
life from years of financial struggle and chronic migraines to one
of abundance and limitless vitality. When she first set up her
business, she had no desk and no office, so would hold
consultations sitting cross-legged on her living room floor.
Jennifer is also a bestselling author, speaker and radio show
host.

Q: Tell me about the early days of your
business. What led you to set it up and how did you get things
going?

I graduated from Waterloo
University with a degree in economics and sociology. When I
graduated, and instead of following my heart, I actually did what I
was supposed to
do, I got every job I applied for and fell into the job that
everybody wanted. I suspect that was mostly personality. After
graduating, I had the chance to live in Quebec and learn French, go
overseas and learn Spanish. But Proctor & Gamble wanted me to
come and work for them and join their team. My heart said: “go and
learn a new language” and my logical mind said: “Jennifer, you’ve
got a great job opportunity, it’s got benefits, it’s going to last
a long time. Their training is incredible, do that.” So, I actually
started corporately and I received great training over the years
with Proctor & Gamble and it was wonderful.

One of the great things about my life is that
my heart and my purpose-calling is so powerful. I didn’t know what
it was; I didn’t even know I was off-purpose. You’ll love this: I
was in a middle of a performance review and my lovely manager
Jocelyn was interviewing me. I remember to this day. She said: “So
Jennifer, you are good at this, good at that.” Then, she started
using all these acronyms that we do in corporate speak. I’m like:
Oh my God. My eyes started twitching, my head started twitching.
She said: “Are you okay?”  I replied: “Yes, I’m fine. I’m
fine.”  All of these confining words: instead of something
being a real pain in the butt it was “a challenge”; instead of
something being a total problem it was “an opportunity”. I said to
myself, “Oh my gosh, this doesn’t feel real to me.”  That was
just the feeling I was having. Right in the middle of my
performance review - which was half decent, it was probably a B
plus performance review - I said: “Jocelyn, I have to leave.” 
She said, “Do you have to go to the bathroom?” And I said, “No. I
mean I have to leave Procter & Gamble.”  She said: “Do you
have an appointment?”  I said: “No. Actually, I think I’m
quitting.”

Up to that point, it had never crossed my
mind to leave. Ever. Not once. It just occurred to me in that
moment because I was wide open to something more. It occurred to me
that I was listening to something that I hadn’t listened to before.
It had probably been building for so long that it took a
performance review to have it burst open. Something greater was
calling to me.

Did you know what you were
leaving to at
that time?

I had no flipping clue. I
had no idea. I just knew that something more was calling me. Now I
had done something called “implementing total quality,” I had
facilitated that. I facilitated some other programmes having worked
in purchasing and negotiating. It was wonderful and I loved doing
that. So I was facilitating and doing workshops already in my
mid-twenties. That was pretty exciting and confidence building, so
before long I became a business consultant. I worked as a sales
manager for an art company. That was all fine and good, but I knew
it was totally off-purpose. My first step was that I needed to be
free of the group mentality. I needed to be myself. So being an
entrepreneur allowed me to be myself, to
actually hear myself.

I’ve got to tell you, one of
the most meaningful processes I’ve ever been through is the process
of being free. This was me doing something that was somewhat
creative, something I knew that I could do - so kind of brainless,
somewhat easy for me - so that I could actually just
be for long enough to hear
my thoughts and feelings. So for a year and a half I did that,
maybe two years. I lived on my sailboat, and in that time I caused
myself to be $30,000 in debt.

That must have been quite scary at the time -
how did you feel?

Thirty thousand dollars in
debt for someone being half-commission paid, also self-employed,
looking for customers, and really having very little experience
being an entrepreneur, was very
scary. The mistake I made, I went, “Oh my gosh,
I’ve got to calculate where all this $30,000 debt is coming from,”
so I itemized it out. A lot of what I’m going to share with you is
going to be backwards from some advice that other people might
give. I itemized all of the things and all the places where I owed
money. What I did is I posted it on a piece of paper. I thought I
was being a responsible Canadian girl. I posted it on the door of
the loo so I could see it as I was leaving the boat every day. What
an appropriate place to put that piece of information! I would go
up the stairs on the sailboat and I would see all of these items
where I owed money. You know, $2,000 here, $5,000 there, and
$10,000 there, a lot of money. Of course every day before I left
the boat, I figured that would actually motivate and inspire me to
get into action. Actually, what it did was it just kept reminding
me of how powerless and how underneath it all I was.

There came a point - and it
was quite an epiphany - because it didn’t only happen in the area
of money, it also happened in the area of my relationship. It was
sort of like an opening up of everything. It was like a major,
major “aha”. I got up, (and this has happened to me several times
since then by the way) and I had an awakened dream. I literally sat
up at about two or three in the morning, and I saw the common
denominator in the mess that was being created. My relationships
seemed to be the same relationship over and over again. Actually,
you’ll find this hilarious, they were so much the same relationship
over and over again that the three guys I had dated previous to
this “aha” moment were all
named Ian. Not only was it the same pattern, it
was the same guy. In the financial place, I was sort of being
Pollyanna: “it’ll all be okay, tomorrow I’ll work harder.” All that
kind of stuff. When really, it was all because I wasn’t living my
purpose; nor was I doing that in my relationships. It was time to
move on and find what I was put on this planet for.

What happened after that?

What happened after that is
I found pockmarks in the bottom of my sailboat which I had to
refinish. I got extremely sick, and I could have died from the
exposure I had. As a result, I ended up meeting someone in my
chiropractor’s office who taught me about nutrition. We exchanged
services: I helped her with her business and she helped me with
nutrition. I read a little book called Eating Alive. I had migraines, I had
depression, and I had welts up and down my neck. As a result of
that health crisis that happened right after this little “aha”
moment, I changed my entire situation of well-being. Prior to that
health crisis I had my biological age tested, my cellular age. At
28 years old, my biological age was 42. Now I’m 43 years old,
almost 44. I had my biological age tested last year (which was at
42) and my biological age was 31.

Great. Gosh, that’s amazing.

Two-thirds of my symptoms
got better within four or five months of changing nutrition,
changing my health protocol, etc. All of my friends started asking
me: “What are you doing?”  I was a personal trainer at that
time, by the way. For 10 years I’ve been a personal trainer and an
aerobics instructor. I did that on the side because, why not get
paid for doing exercise?  All of those people started saying:
“Jennifer, my God, you look amazing. What happened to you?” 
So I started teaching them the nutritional principles that I had
learned. Before long, I was doing way more nutrition than anything
else. Before long, my nutrition practice had found me. I didn’t
invent it.

So you started out very, very small and you
were trying lots of different things. You were doing fitness and
you found that nutrition was increasingly taking more of your time.
Did you have a mentor during those years?

What I had was the mentor of following my
heart - literally waking up every morning and saying: “What feels
good to do now?”  I did find a mentor in a woman named Corolla
Barzak. She had such a passion for assisting people through
physiology, biology, etc. My mentor was not so much in the business
sense, as it was in the following your passion and coming from love
and assisting people. The more I came from love and assisted
people, because of how much what I learned had helped me, the more
people could see the authenticity. I have an absolute adoration for
helping people wake up their bodies so that their bodies can
support them in their dreams. That was very clear to me right from
the get-go. That’s why I was doing what I was doing.

So authenticity then, you think is very
important?

Yes, authenticity is the key. You must be
true to how you feel and follow your heart. Unless, of course, your
passion is money. That works. If your passion is making money and
you’re really passionate about making money, if that’s your
passion. But if what you do is make sweaters and you start to make
it about: “how much money can I make?” When you started out making
really beautiful sweaters, people could see the love that was
poured into them. When you compromise quality for quantity, that’s
when things go askew.

It’s about having an emotional connection, an
empathy with your clients or your clientele?

It’s about evolving your gifts and then
passionately communicating them to the world. Each of us came from
billions of people who came before us. Those billions of people who
came before us have launched through their yearning for a better
world, a time like now, where a better world is possible. You not
living your purpose, or you not living your gift, is to literally
take away your piece of the puzzle from the expansion of a world
where we all can get along. Even if it’s making sweaters, or if
it’s nutrition. Actually what I do now isn’t exactly nutrition,
I’ll share with you a little bit if you want. I’ll share with you
how my business grew so big.

Yes, that would be great.

Definitely, the fundamental piece of it is
this: instead of listening to my head, listening to my heart. I
made my husband mental because he’s the President of an equestrian
goods company and his life is all about strategic plans, etc. Now
he’s changed a lot since marrying me. But he was very frustrated
with me at the beginning, because I would not do a strategic plan.
I wouldn’t.

That was going to be my next question: did
you have a strategic plan?

I can tell you that I had a – let’s call it a
divine cosmic plan. We’ll say I had a dream for how many people I
wanted to assist, and for how I envisioned people feeling from
having worked with me. So I did have a vision, but it wasn’t so
specific really.

So a lot of it came from your heart?

It came from developing the skill of
listening to something that went far beyond the confines of my
university understanding of life.

At what point did you become confident that
your business was going to be a success and that you weren’t going
to have to worry about the $30,000 that you owed?

You’ll laugh because when I first started in
nutrition, I’d just met Gary (that was my husband at the time). We
lived in a tarpaper shack and I had pink shag carpet and no desk.
People would come to our little one room place, I would sit on the
pink shag carpet and we would have our consultations sitting on the
floor. It’s almost like it had mystique, because they started
referring people and truly I was out in the middle of nowhere. This
is a little place called Uxbridge - an hour away from humanity -
and people would drive all the way to Uxbridge. So I knew I was on
to something, but I was tippy-toeing because I was in debt.

By the way, the $30,000 in debt, what
happened when I was in the boat after the epiphany - yes I did get
sick and all of those things, but another crazy thing happened.
That was that I literally surrendered what I thought I knew about
how I needed to make the money. I cried – it was like: “I can’t do
it.”  Two days after I did that, I got a contract with
Kentucky Fried Chicken of all things. Pretty funny that,
considering I was going to be a nutritionist later - my saviour!
The ‘be all, end all’ that got me out of debt was Kentucky Fried
Chicken! I got a contract for $20,000. So that was step number one
of listening to my heart.

Then came step number two which was: okay,
now I need to take care of myself. I need to notice when people
start talking to me about what it is that I’ve done with my life
and what has changed my life. When people start talking to me,
instead of, “Yes, it’s been really good. Here, read this book,”
it’s, “Hey, wait a second, I’m on to something here. People
actually want to come and see me about this.”  It’s going with
the flow of what’s presenting. What’s presenting is people want to
see me about nutrition because I’m an example and I’m very
passionate about it because of how it changed my life. So, me
becoming a nutritionist was a really a natural evolution of just
looking at what was presented to me, and then following the natural
flow of that. All of a sudden, here I am on a pink shag carpet,
which led to having an office and eventually led to having an
assistant.

Now, one might wonder at the
evolution of that, to get to a place where I’m teaching
Get Out Of Your Own Way.
It seems like it’s a far cry from giving people cleanses, and
taking wheat out of their diet, to teaching Get Out Of Your Own Way. Quite
frankly, the time that I knew that I was on to something is after a
very sick client came in. It saddened me because I knew she was
going to pass away. I was still suffering once a month from
migraine, so I wasn’t all the way better myself. It was about six
or seven years into my career. This woman came to see me. She was
lovely and she had given up. Even though her words were, “I came to
see you because I want to get better,” her energy was “I came to
see you because I just want to know whether I’m going to be okay
when I die.”  It just struck me because I knew that she had
children and a husband that loved her; it just struck me that I
wanted to be a party to something different. I want people to not
only survive, I’m interested in people who are living their lives. Living, truly
living, wide open, wide awake. That actually transcends calling
themselves cancer survivors, and so they start calling themselves
wide open livers and lovers of life, where cancer doesn’t even come
in to the picture.

That night, again I woke up
between two and three in the morning. I also had a lot of migraine
suffering clients like I was, and I thought, ‘I’m going to do it’.
I started writing and I didn’t stop for five hours. I came up with
an entire programme to assist my clients and myself with a protocol
to transcend the belief systems that had created the biochemistry
that led to the illness. I called that programme
Get Out Of Your Own Way.
Because what had happened was when I started as a nutritionist, I
didn’t have any teachers aside from Corolla. She didn’t teach me
how to actually have a practice and put together an assessment. So
I invented that all myself. One of the things I invented was a
timeline analysis where I looked at my clients’ physiological
health. Right underneath it, I was examining their emotional
well-being.

When I put those two
timelines together, what I would notice is patterns of trauma that
happened in their life that would lead to belief systems to keep
themselves safe or to make themselves right or to protect
themselves from falling again or whatever it was. Those belief
systems, very specific ones, were connected to very specific
physical symptoms. So, that led up to that night where I woke up,
and I started thinking, ‘How do I actually assist people in
remembering that they are totally unlimited and that they are not a
function of their traumas? They are free to create their lives and
be in connection to something much greater than them. They’re in
connection to life and they don’t need to protect themselves from
life, because life wants to support them. How do I get people to
connect on that level?’  So, this technique came out of that
wonderful lady who did eventually pass away. I sort of dedicate the
technique to her because she really was the catalyst for
Get Out Of Your Own Way.
When I developed that program, that’s when I knew this is why I was
put on the planet. This is why I’m here. That’s how it
evolved.

Now we’re working on projects to bring to the
forefront children who are doing extraordinary things in the world.
The capacity they have when they tell their stories, the innocence
and the purity just reaches in to that part of you that remembers
how easy life can be and how you can make a difference. It just
resonates so powerfully with that part of you that you don’t even
need to go into the analysis or looking at the beliefs. It’s like,
“Oh my God! Yes, I remember.”

In the early days, how did people find out
about you?  You mentioned that you’re living out miles away
from anywhere. How did people get to find out about you? Was it
through the Internet, through direct marketing, direct mail or
word-of-mouth?

I don’t know if I’m unusual to the other
stories, but my business was developed entirely on making a
difference in people’s lives and them telling other people.

So, through word-of-mouth then? It must have
been very powerful word-of-mouth.

It was a very powerful experience people were
having. At some point after that, people would bring me into their
homes and bring their friends over. I would go to their homes and I
would do an evening session, and I did that for a few years. Again,
it wasn’t a brilliant marketing idea. It was people telling me that
I needed to do that. My life has literally presented itself to me
and I followed life. As opposed to: I went to a textbook and I did
the brochure and then I decided to get an e-mail list. Instead of
me knowing about it first and going “I should do that”, it
presented itself to me. Then I jumped on it, because I know that
when life presents me something, it’s time to say “yes”. So if I
was to put my strategy of business success into a nutshell, it’s
say “yes”. Say “yes” to what presents, until it’s a “yes” in
another direction.

Is that the advice you’d give to somebody who
is setting up their own business now, somebody who’s just starting
out?

I actually do business
mentoring, I teach a course called The
Holistic Practitioner Mentorship Course.
It’s teaching practitioners how to develop a business very much
based on the model that I used to build my business. It’s based on
making a difference with people first, and then developing all the
other tools afterwards. What you need first is you need to have an
income so you can get food on your table and have a roof over your
head. What you need to do first is sometimes things that may be
along the lines of working in a health food store in the case of a
holistic practitioner. Work in a health food store for $10 or $11
an hour, while you’re doing the other stuff. The first step I
always say is find your niche. Find who it is you love to work
with, or what it is you love to do within the realm of the career
you’ve chosen. For instance, I love to work with women who put
everyone else first and not themselves. That’s my niche. My niche
is women who don’t say “no”. They’re too busy saying “yes” to
everybody else.

That’s a lot of women!

Yes, it is. That’s my niche. The niche
actually revealed itself. I started to notice who was coming to see
me. It was all women who said: “I don’t have time, I feel like I’m
living everyone else’s life. I’m a little depressed. I feel like
I’m gaining weight, I’m not taking care of myself.” All of these
things were presenting. I thought, ‘My God, what is that niche?
Those are all women who don’t say “no”. Great, that’s my niche -
women who don’t say “no”.’

Finding that ‘niche’ would be the first step.
The way that I show people to find that is: firstly, it has to be a
group of people you love working with. Secondly, make sure that
you’ve surrounded yourself with a great team of like-minded people.
You love working with them, it’s really fun for you. Thirdly, the
clientele that you attract are people that have the capacity to pay
you. They actually can pay you. There are niches that people love
to work with, but the people don’t have the capacity to pay. If
they can’t pay, ask yourself can it be sponsored, and by who?

Another criteria for finding that niche for
me, is that it’s really important that a niche exists in the media,
so you can find them. For instance, a women’s television programme
or a women’s magazine, and you know they’re writing articles about
women who do too much like wonder women, superwomen or super moms
or whatever. So you’re looking for a place that if you wanted to
advertise, there are places that exist. But the biggest thing for
me is you know the niche exists because people are writing about
it. These people are findable. That’s a really important point,
too.

Did you advertise in the early days of your
business? Did you do much advertising?

Not at all. Zero. None. All
word-of-mouth.

So how long was it before you did any
advertising?

It took me four years before
I was doing the little events at people’s homes. But again, it was
people asking me to do them. It wasn’t because I pursued. I didn’t
have any brochure on me doing events at people’s houses. Again,
that came to me. I have never paid for an ad in a magazine. I’ve
always written articles in magazines, so that’s a form of
promotion, publicity and advertising. That’s a great way to share
information and get the word out to women that my words resonate
with. I love writing. People were beginning to watch for my
articles. I was asked to write a couple of articles in lifestyle
and women’s magazines and I realized this is a great way of getting
the word out there, and I started writing for a few more magazines.
So that was one of the first ways that I started to officially
promote my business. Another way was I started a newsletter
called The Great Life E-News.
When I started The Great
Life E-News, I wanted to give people very
actionable things, pragmatic things: how do I wake up to who I am
today, and what recipes can I use for food, inspiring stories and
stuff. I did those once a month. I’ve been doing this for 17 to 18
years now, so I started taking that inspired action more than 10
years ago.

Pretty interesting
evolution! Watch what presents. Another way that I market my
practice is – again, like non-advertising - it’s called SOUL
mails, SOUL E-wakenings. Every day I get up, and
just like I did with those wakened dreams for lack of a better way
of saying it, I meditate and come up with an idea every morning
that is like an awakened, juicy, life-changing message that’s less
than a few sentences long. These SOUL E-wakenings go out every morning online and are absolutely free. They go
to thousands of people all over the world.

People can sign up for those from your
website?

Yes. The last one was,
“Maybe if the entire universe is your co-pilot – all-seeing,
all-knowing, blah blah blah - it’s time for you to change seats.”
The one before it was, “Intention is something to give your mind to
do while you higher self is working out your magnificent life. Your
mind doesn’t have to know what you want for your life to show up
miraculously. In fact, your brain thinking it knows what you want
generally limits the outcome.”  Then there’s a little blurb
that goes underneath, and I send those out. At the bottom of the
e-mail, usually there are a couple of announcements of an upcoming
courses tele-workshops, seminars, soul adventures and lots more.
The body of the SOUL E-wakenings
is this inspired free message that I do every
morning.

You mentioned that women are saying ‘yes’ and
are overstretched. Do you think that men and women have different
challenges when it comes to making money? 

Oh my gosh, yes. Oh yes. First of all, there
are the brain differences between men and women. Women multi-task
and they get ingrained very early that they’re responsible for
everything going well. It’s kind of like: if I don’t do it myself,
it’s not going to get done right. It’s just like being responsible
for a household, being responsible for the kids, also having a job.
Our brains have the capacity to do that - so we do. Men on the
other hand are very linear and can focus on doing one task at a
time and do it very, very well. Also, to be a boy is to be
encouraged to be competitive and to like to play the game, to see
how you can win the game. For women, it’s like: how can everyone
get along and how can we make this, for lack of a better word,
ecological. It’s very different from men to women because women’s
culture is to try to be as ecological as possible. Men’s culture in
business is to figure out how to compete, how to win. So they’re
two very different cultural focuses when it comes to making
money.

Now the interesting thing right now is the
feminine is really being brought into our economic situation. We’re
having to figure out a way in the current economic times to learn
how to be more harmonious. So the feminine is actually being drawn
into the economy. The more naturally ‘woman’s way’ of being is a
little more encouraged, because it’s the only way many of us are
going to survive.

Would you say men and women have a different
approach when it comes to business - setting up a business or
operating a business?

For sure, yes. Of course to say “yes” and
give you a pat answer would be to vastly generalize - because
there’s some men that operate in a sort of feminine realm, and
there’s some women who are really like ‘go get ‘em tiger’ kind of
people. The way the female physiology is designed (I know this
having been a nutritionist) is literally on the most basic level to
procreate. One of the fundamental design elements of someone that’s
meant to procreate is that we have to be sensitive enough - in
other words intuitive enough - to be able to protect the unborn
child. We’re designed to be very, very intuitive, to protect, and
to read what’s going on around us all the time, even if you never
plan or experience giving birth.

So in the set up in the running of a
business, women tend to be a bit more sensitive to how everybody is
doing. The other thing is women definitely need to take time out to
take ‘me time’. Men can be like work horses. Men can just be linear
and go. They have the physical capacity to do that - the biological
capacity, I don’t mean the physical strength. Literally, their
biology would support that. Women are so sensitive that running a
business has to be a lot different. There has to be balance, there
has to be consideration for if everyone else is balanced. Balance
is very important in feeling good and feeling like you’re
supported. The biggest thing for women is feeling like you’re
appreciated, and feeling like other people are being appreciated.
That’s a huge cultural thing for women, making sure that they
appreciate themselves and that they’re also appreciating others,
and that’s part of the culture of the business.

What about attitude towards money? Is there a
gender difference with attitude towards money?

What I can speak of is in the holistic health
world and naturopathic doctors and nutritionists. I don’t know if
you’ve noticed this, but have you noticed how weird holistic
practitioners get about money?

No, I haven’t.

I’m telling you, it’s a cultural, bizarre
thing, and most of them are women. Women tend to have a lot of
problems asking for money. They do. Because we’re so used to doing
so much for so many for nothing. It’s only our perception that it’s
for nothing, because in all honesty we get love, we get connection.
We’re paid back in so many ways if we don’t just look at the money
component. We’re paid back far more than money could ever pay us.
There’s a belief around money that, ‘shouldn’t I be doing this out
of the goodness of my heart?’  Listen, you can’t do it out of
the goodness of your heart, if you don’t have a house and food.

It reminds me of one of my clients. Her name
is Helen. She said to me: “Jennifer, I’m embarrassed about how much
money I make.”  They’re millionaires. She said: “I really
don’t want to let people know that I have these beautiful things
and this beautiful house, and I’m embarrassed. I’m Catholic, I feel
guilty.”  I said: “Helen, there are people out there like
Donald Trump who unabashedly have tons of money, and he just
flaunts it and he has no problem with it whatsoever.”  Now, I
don’t hold anything against Donald Trump for having lots of money.
But I mean in the world of people that care and are going to do
amazing things with their money and make a difference, wouldn’t I
rather have Helen be the one with that much money rather than him?
 Do you know what I mean?

Nothing against Donald Trump, he can make all
the money he wants. But if I had the choice between Helen having it
and him having it, I know what she’s going to do with it. So, it’s
just getting over that weird cultural thing of ‘it’s bad to have’.
It’s not bad to have. You can do amazing things. Who better to have
than the half of society that so naturally thinks with their heart
- and there are many men that think with their heart, too.

What would you say then is the biggest
roadblock to success?

For women? It’s not trusting their intuition.
Listening to the book and the people outside of themselves, rather
than actually listening to the call of their heart. Listening.
Knowing that their heart is God’s megaphone. Who better to believe
than omnipotence? You’re a cosmic support team. The biggest block
definitely is not trusting your instinct and not being able to
trust what your heart is telling you.

You took quite a big risk when you left your
job. How big or small do you think the risk should be that other
people take? Or again, is it a matter of just listening to their
hearts and their intuition?

I think listening to your
heart or your intuition is the best way, because for me I knew I
would be okay. If you don’t know that you’re going to be okay, you
want to do the work so that you know you’re going to be
okay, then make the
jump. It could be simply doing a spreadsheet to see the minimum you
need to make, how much per hour, so that you can get out of where
you are so that you’ll have the brain freedom to listen to your
heart and then take the next steps.

Often entrepreneurs are told to find out what
their purpose or passion is. But once they’ve done this, how do
they go about monetizing their passion?  For example, I can
think of people who like stained glass or canoeing, what is the
next step for them?

To actually monetize what their purpose
is?  The cool thing is that there are so many of us out there
teaching how to monetize that. Oftentimes, the biggest missing step
is even knowing that you can. Knowing that it’s possible, knowing
that there’s nothing wrong with you, knowing that you were here for
a purpose. The other piece of it is allowing it to present, rather
than trying to adopt the model from a textbook that fits some
people and doesn’t fit others.

Marketing is evolving such
that it’s becoming much more honest and much less creating the
sense of urgency and a ‘limited time offer’ and a ‘free extra
gift’, that kind of stuff. We’re definitely changing how we’re
marketing things and just allowing those types of models to
present. I think it’s really about not reinventing the wheel as
well. It’s allowing your own system of doing things to evolve using
other people’s models to formulate what’s right for
you - because there are so
many systems of monetizing.

How important do you think it is to have a
team behind you?

Crucial. Here at my office, we just went
through a time where I probably spent the last year and a half
going through assistants, being more concerned about cost rather
than the quality of people that we need and knowing that it would
work out. Again, trusting my heart instead of rationalizing people
who are sub-optimal. Really going with my first instinct around,
‘who do I know is really good?’ and ‘would that be value added to
my business?’  Yes, absolutely, having a good quality team
that is well-rounded and a full range of different areas of
expertise. What did someone say: find people who love to do what
you don’t like to do.

So play on their strengths and play on your
own strengths?

Absolutely. Be okay with being crappy at
doing some things, and find the people that love doing that stuff
or who are really good at it. I for one am not very good with the
small details, but my assistant, Jeannie, can I tell you, she soars
when given the opportunity to organize me and she makes me look
great.

At what point were you able to put a team in
place with your own business?

Actually it’s still
happening. We just hired our first sales rep. You wouldn’t believe
how big my business grew with only two assistants, like a course
assistant and a one-on-one client assistant. My business
grew very big with
only two levels of support.

How many do you have now?

Right now, we are four fabulous women and one
incredible freedom-seeking man. That’s all, my friend! That’s on
purpose. I’m all about freedom and simplicity. I’m all about the
80/20 rule. This is just me because other people can create bigger
teams and they love it. What happened to me when the team started
getting too big is that I put everyone else first and not myself.
Then I found a team of four people who are all freedom seekers
themselves, and all independents, wanting to take care of
themselves as well as being really invested in The Vital You and
our clients. When I found that team who was committed to the same
thing on the planet - a team that wanted to wake people up to ease
and flow, and had areas of expertise in the areas that I didn’t -
look out world, because you’ve got exponential synchronistic energy
flowing!  So, yes, I’m very, very blessed. That’s what I’m
talking about.

Tell me about a typical day for you. Everyone
thinks people with money just sit on the beach all day sunning
themselves, what do you do?

The great thing is part of my job is to get
up in the morning in Bimini, go for a swim with dolphins with a
group of people. Come back, do some amazing transformation work,
have an extraordinary dinner of lobster we caught that day, have
sweet dreams by the ocean, and do it all over again. So when I’m on
one of our Soul Adventures, that’s a typical day. So, it actually
is lying on a beach. That’s because that’s in the design of what I
do, I choose to do life that way. I choose to show other people
that it’s possible to do that. It’s through my example that it’s
time to be free to live your dreams. So, part of my life is
that.

But on a typical day, I get
up probably at about seven o’clock in the morning. I have a big
smoothie and then I would do some e-mails for about an hour. Then I
do my SOUL E-mail - The School Of Unlimited
Life E-wakening - every morning. Then I
probably have about three hours of clients, then lunch. I make
about two hours of phone calls to corporate people, to speaking
engagements, that kind of stuff, and then probably one or two life
or nutritional coaching clients. Then I get out daily for a walk in
the enchanted forest for about an hour with my dog, Emerson the
wonder dog. I have a few hours of quality time with my special
friends and family. I can tell you that we laugh a lot. Then I
might have a tele-class or workshops in the evening for parents of
freedom-seeking children. I host a radio show throughout the week
and am often preparing or conducting interviews with guests and
motivational speakers, coaches and interesting people from around
the world.

Have you got plans for any more books? 
You’re a best-selling author already, have you got plans to write
another in the near future?

Absolutely. The next book is
going to be called Wakey
Wakey. It will be about finding your own
personal miracle zone, living on purpose by living in the miracle
zone. It’s just embodying who you really are and feeling the
wide awakeness of that.
All about saying “yes” to life. Stay tuned, it’s on its way and
will be published in 2010.

Where did you learn that from, was that from
your parents?  Were your parents holistic people?

I don’t know why I was blessed with this
capacity. I think it’s partly my dad - I think he’s probably a
little bit this way. My dad definitely lives by whatever feels
best. My mom is a pretty good inspiration, too. But mostly, I spent
a lot of time on my own in my teenage years trying to figure out
life and following my own barometer. I spent a lot of time feeling
out what worked for me, asking lots of questions and I was pretty
much of a loner. Then I went out into life and tried to do it
society’s way, What I figured out and what society’s way was, just
didn’t match up. When I tried to do it society’s way, everything
felt like a struggle. When I just followed my bliss - like Joseph
Campbell says, “follow your bliss” - when I just started following
my bliss everything started falling into place and just flowed.

There was still work to do, there were still
phone calls to make, and I still had 18-hour days. All that stuff
happened. But it was all for the sheer joy of it, rather than
working my butt off in order to get somewhere some day. It was for
the love of people, for the love of changing their lives, for the
love of changing my life and for the love of the testimonials that
I get. So it’s literally an addictive feeling. I’m excited to get
up in the morning and I think the business has just built on
itself, evolving ever present and getting better every day.

More information at:
http://www.thevitalyou.com/ 
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book Rich Dad, Poor
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books in the Rich Dad
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countries. Sharon is the founder of YOUTHpreneur and Pay Your
Family First and is currently a member of the President’s Advisory
Council on Financial Literary.

Q: Sharon, tell us some of your
history and how you became involved with financial literacy and how
it became a passion of yours.

Certainly. When it comes down to
it, people learn about money at home, from their family. That’s
where I started learning about it. I’m a Certified Public
Accountant by training and started my career with Coopers &
Lybrand. I think I was the fifth woman ever hired by Coopers &
Lybrand in the south eastern United States. From my background in
accounting I had the unique opportunity to study businesses that
worked and see businesses that didn’t work, and learn from the
mistakes that other people were making. Then, as I continued
through my career, I became very entrepreneurial. I left public
accounting and started building my own companies. I met my husband,
got married and had three children.

I became concerned the kids
didn’t like to read so I started working with the inventor of the
first talking book - the books with sound strips down the side –
and helped him start and build that industry. It was back at the
time when bookstores were like libraries, very quiet places. We
came on the scene with these talking books, books that made noise.
If you fast-forward to today you will see that bookstores now are
very interactive and have cafés. We were at the forefront of that
back in the late 80’s. I was passionate about the talking books
because my kids didn’t like to read, their friends didn’t like to
read.

If you jump ahead again to the
early 90’s, our oldest son, Philip, graduated from high school in
1992. He went off to college in September and by Christmas he had
gotten himself into credit card debt, and I was devastated. I had
learned about money from my father and I thought I had taught my
children about money, taught them the same lessons my father had
shared with me. But there was one very big difference, and that was
credit cards didn’t exist when I was a kid. I was very angry with
my son, but most importantly I was angry with myself for not having
taught him what he needed. We could easily have bought him out of
the problem, but we didn’t. It took him five or six years to get
himself out of credit card debt, and to get his credit repaired. He
still talks about that day and teaches others about the perils of
credit cards. He is part of my new company Pay Your Family First,
and serves as the president. I’m very proud of him and what he’s
achieved.

The bottom line is: at that
point in time I really defined what I was passionate about. I could
combine my passion as a mother with my professional experience both
as a CPA and my publishing experience. So my true involvement
really started in 1992.

Then in 1996, I
was introduced by my husband to Robert Kiyosaki. He had a board
game that he had created that was drawn out on a piece of paper,
and I saw the value in it. He wanted to write a book and asked me
to co-author Rich Dad, Poor
Dad with him. We
released Rich Dad, Poor
Dad in 1997. We had an
incredible 10-year ride of writing books, creating games and were
really just blessed with success. But it was not because of us. It
was because it was a much- needed message - financial literacy -
and the right message at the right time. People found value in it,
and it truly was a textbook case of viral marketing. Someone found
value and shared it with their friends or family. Every time I meet
someone who has read Rich Dad,
Poor Dad I always ask them:
“How did you hear about it?” Invariably the answer is, “My mom gave
it to me” or “my friend gave it to me” or “I heard about it at my
golf course.” It was always something that was referred to them. It
was an incredible opportunity to serve others.

Then in January of 2007, 10
years later, Philip blessed me with a grandson. It made me
re-evaluate what I was spending my time doing. We were building
this big international corporation and our focus had changed to do
more of a franchise style business. I really wanted to get back to
where my true purpose and my true passions were, and that is
financial education for children and families. That’s when I left
the management of the Rich Dad Company and started working on my
new brand, called YOUTHpreneur, and soon to be followed by
Familypreneur.

Tell me a little bit more about
your goals for YOUTHpreneur.

YOUTHpreneur is really my
passion. It’s about teaching children about money, as well as
families. It’s about igniting that entrepreneurial spirit in our
young people, getting them to be excited and to learn about
finances through experiential learning. There’s a lot of content
and a lot of curriculum out there that we can just throw on to our
kids. But the issue is if they’re not experiencing it, they’re not
learning from it. You don’t learn to ride a bike by reading a book.
You learn to ride the bike by getting on the bike. You don’t learn
to snow ski by watching movies. So we want to teach children about
money: how you make it; how you keep it; how you invest it; how you
save it; and how you benefit your future by becoming financially
independent.

Are children interested in
money? When you speak to children, what sort of response do you
get?

I think it’s
the thing that they’re probably most interested in. I
always hear people say, “We don’t want our kids to turn out greedy.
We don’t want to teach them about money at a young age.” My
response to that statement is typically always the same: “At what
age do you think a child knows the difference between $1 bill and
$20 bill - or a £1 and a £20?” Invariably, by the age of four they
know which one is worth more. You offer them a $1 bill and a $20
bill, they’re not going to take the $1 bill! They know the
difference. They know that one of them has more value. They are
bombarded their entire life by marketing messages of how to spend
money. As parents, they’re with us when we just throw out our
plastic and charge things. So they say: “Just charge it Mom.” But
they’re not typically with us when we’re paying those bills.
They’re not with us when we’re earning that money. We really need
to start showing our children and letting them experience both
sides of that economic situation, so they have a better view of the
economic world.

What can we do as parents to
encourage our children to be entrepreneurs?

Let me start by saying that the
best way to do that is to just start talking to them about it.
Money is a taboo subject. If there’s any benefit from our current
economic problems, it is that people are now talking about the
economy and talking about the need for financial literacy. Talk to
your children about the economic world around you. You can check my
website, SharonLechter.com or YOUTHpreneur.com for more
information. I have a lot of materials that are free about how to
start talking to your kids about money. Just take them to a
McDonald’s or to a local store and walk them through, and talk
about the fact that the wrapper around the hamburger is made by a
company. “Is the owner of this McDonald’s on the premises? Probably
not. That owner has people that they pay to run the restaurant for
them. They have another company that provides the cleaning
service.” Make them aware of what makes the economic world go round
and how all these different pieces of the puzzle work together to
create a successful business. Just by talking about it, your
children will become more aware and interested in it. Think of it
in terms of math education in school these days. Today, I can tell
you, I’ve never once used my calculus. We teach our kids Algebra as
a math principle, but what if we taught them Algebra using money
principles. They might actually relate how it could be used in a
practical way and be more encouraged to learn.

The programmes that we’ve
developed at YOUTHpreneur are all experiential learning. We’ve
created it as a way for a young person to start a business, so that
they’re learning about money when they’re actually making it. As a
comparison: if you’re teaching a class and you’re there just
dictating to them, telling them “you should save money,” it’s
really a hard task to understand. But compare that task to going
into a classroom and showing them, and actually helping them earn
money. At the front, say: “If you earn $100, would you agree to put
$10 away for charity, $10 away for investing, $10 away for your
savings account, and then you could spend the other 70%?”
Invariably they say, “yes,” because that means they’re going to
have $70 that they don’t have today. It expands their horizons and
it gives them the opportunity to become entrepreneurial. It gets
them excited about making more. Then the saving and investing and
giving back is a benefit to them.

So in other
words, make it fun, make it relevant and make sure it’s something
that they do
rather than it’s a theoretical
thing.

Absolutely - and practical.

It’s something you think that
children even as young as four can get to grips with, even if it’s
toy money.

Without a
doubt. It’s a bit too much to start teaching specific lessons at
that age, but general concepts are well within a four-year-old’s
understanding. We have a mentoring package so that you could do it
with children as young as eight. The package is geared so that you
can do it as teenagers, and even young adults utilise the
information. It’s geared to be able to be adjusted and used at any
age level. The biggest thing is to just do it. Our
YOUTHpreneur package is for any kind of business
for a young person that helps them understand the difference
between an active business (where you’re selling something to
someone else) versus a service business (where you’re actually
selling your personal services) versus a passive business (which is
where potentially, you have an internet business or you have a
gumball machine). So we teach the different elements of business to
them. But you can take the next step as well and teach this process
– it’s like a science project – over a six-week time
period.

We have it laid out so that
through the simple use of a gumball machine, you can teach your
child some very important elements - the concept of assets versus
liabilities. Of course your machine sitting there is your biggest
asset, and the child learns that they can actually make money while
they’re sleeping as a business owner because they have this asset
out there working for them. We’ve done it in group sets – where a
team of three kids will take one gumball machine to one location
and another team will take it somewhere else. It’s the same machine
in similar types of environments, but after a week one machine may
have earned $50 and the other one may have only earned $10. It
gives us a teachable moment. It’s an opportunity for those kids to
say: “Well, why did mine make more than yours?” And then they say:
“This machine that made $50 was at the front door by customer
service. The machine that only made $5 or $10 was back by the
bathroom.” It gives them an opportunity to understand the
importance of location; the importance of signage; the importance
of customer service, because one machine might have been cleaner
than the other one.

All of these elements are not
just important individual lessons, they’re life lessons about the
importance of your own personal presentation styles. As part of
this programme, we teach kids how to make presentations, how to
approach the business owners. We have an acronym that we teach.
It’s B.E.F.A.B. as in ‘be fabulous.’ It stands for Back Straight,
Eye Contact, Firm Handshake, Ask Questions and Allow for Answers,
and Be Bold. It’s so much fun practising that. What you see is
their self-esteem go up, their self-confidence go up. When they
realise that they have a tool, that they can help take care of
themselves, it empowers them.

You believe that today’s economy
is the perfect time to start the next Microsoft or the next FedEx,
don’t you? A lot of people might be surprised to hear you say that
with all the bad news that’s in the newspapers. Can you explain why
you’re so upbeat about the economy right now?

Certainly. If
you think about many of today’s fabulous companies, they were
started at times when the markets were at low points. You’ve got
the Googles and the Microsofts - you can go back and figure out
when they started and look at the economy. But you can also look at
the Great Depression. During the Great Depression many, many of
today’s successful companies were born. I’m very proud to be
associated now with the Napoleon Hill Foundation. The book
Think and Grow Rich
came out during the Great Depression.
People had to take care of themselves, and it made them become more
creative, it helped them start businesses. It helped ignite the
opportunity for people to become entrepreneurs, start their own
businesses, and many of those businesses are still successful
today. Today we are again in a depressed economy. People are losing
their jobs, and people are looking for ways to make money. They’ll
get creative. It’s like a pressure cooker, you’ll think about what
you can do to make money. By triggering that creativity, people
will start businesses today. The market is low, so that people who
get in the market over time, they will benefit. Because we talk
about how we want to buy low and sell high.

What happens is
that people get emotional. What we’ve seen in the market in the
last couple of years, is we’ve moved from fundamentals to fear.
Right now there’s no way to justify what’s happening in the market,
it is very fear based. So we want to help move people from fear to
focus, let them start focusing on the fundamentals. For instance,
I’m very excited that I have a new book coming out with the
Napoleon Hill Foundation and it’s called Three Feet From Gold. It’s all about giving that same message of hope and
perseverance. It’s the people who continue focusing on their goals,
continue working toward their goals with passion and taking the
right action, and who are not giving up, that will create those
successful companies of tomorrow. The book Three Feet From Gold is about turning your obstacles into
opportunities.

Great title, I
love the title. You’re perhaps best known as the co-author
of Rich Dad Poor Dad
- if I can take you back to the time
when you first wrote the book, it wasn’t all plain sailing was it
when you first started out? It’s a message that will again give
hope to other entrepreneurs or authors.

Absolutely. I
remember when we first wrote it, it was actually written as a
brochure for the board game. We never expected the book would take
on a life of its own. We couldn’t find a publisher to publish the
book because it was only one title. So my husband and I owned a
company called TechPress, and it was actually the original
publisher of Rich Dad Poor
Dad. We just started doing
radio interviews all over the country all the time promoting it.
We’d be shipping it out from my dining room table. I’d ship the
book out to bookstores all over the world because we couldn’t get a
distributor, or our own shelf space in the stores. In fact, I had a
nationwide order from Barnes & Noble and Borders before I ever
could find a distributor to even distribute the book for
us.

So it was again about keeping
focused: continue promoting, continue working, continue marketing,
until the right people found it. They found value in it and then
they shared it with others.

During the 10 years that you
were with the Rich Dad Company - obviously you’re no longer there
now - it grew into an international powerhouse with over 20 books
and board games as well as audio products that you worked on. What
are the main reasons that the Rich Dad brand has been so successful
compared to other companies?

Our philosophy
at Rich Dad was not to be dictatorial, not to preach, but to share
these stories and examples. To keep the message simple so that
people could understand and could relate to it and could apply it
easily to their own life. But I think again it was from people
really finding the right message at the right time, people being
able to understand it, to relate to it and to easily apply it in
their own lives. The simple messages in Rich Dad Poor Dad we told through boxes and pictures - easy examples as told
through the eyes of a nine-year-old child. It’s something that’s
not at all intimidating. We shared, we didn’t tell.

Robert Kiyosaki once said of
you, “Sharon is one of the few natural entrepreneurs that I’ve ever
met. In the Rich Dad Company, I am the horn but Sharon is the
engine.” Would you say you were a born entrepreneur or was there a
learning curve?

It’s a combination of the two
really. I grew up in an environment, in a home, where my father was
a lifelong member of the Navy. He retired, we moved to Florida and
he went to work at the Martin Marietta Company and had a whole new
career there. But during that time period, he also had real estate
that he involved me in. He also had a used car lot that he owned
and my mother started her own beauty shop. We had orange groves
that we owned. I grew up in an environment where entrepreneurship
and owning your own businesses was just part of my life. So when I
actually graduated from college and went to work for Coopers &
Lybrand, it was like something was missing because I was working
for a pay cheque. It was just three or four years after I got out
of college, that I felt restless and I wanted to get into more of
an entrepreneurial role.

So I do believe entrepreneurship
can be learned. But I also think there’s a very big piece of it
that’s innate and that there are certain people that have that
thirst for learning. They like to solve problems and they like to
be their own boss. But I think there are also people that are very
happy just not wanting to pave new grounds, and I think there’s
nothing wrong with loving being an employee. When I talk about
entrepreneurship, I also talk about your personal business. That
is: it’s not what you do for your pay cheque. When you’re working
for your pay cheque, it’s your job to make money for your employer,
that’s what you’re paid to do. But when you get your pay cheque,
what you do with that money is your personal business. It’s your
personal balance sheet, your personal financial statement. That’s
why we try to get people to redirect their thoughts. That
entrepreneurship can also be ‘an entrepreneur of your own wallet’ -
understanding how you’re spending your money and how you are taking
care of your family.

One of your aims is to make
money work for you, rather than you working for money. Do you
believe it’s possible for anyone to achieve financial freedom
regardless of their background or education?

Yes I do. Obviously education is
exceptionally important. Most studies show that the more education
you have, typically the higher income you will have. There are only
so many CEO positions. I want to bring financial education to
anyone who wants it, who seeks it. You don’t have to go to college.
There are many people who don’t make it through high school. They
need to have this information available to them. So yes, I
definitely encourage college. I encourage post secondary and high
school. Definitely the more education you have, the better.

But if you have not had that
opportunity, you still have the ability to become financially
successful. Understanding assets versus liabilities; understanding
to build your personal wealth to the point where you have assets
working for you - so you’re not the only asset in your balance
sheet. Many people today get themselves into so much debt that they
can never climb out of it, and that applies to many very highly
educated people as well as people who did not have the benefit of
education. The problem is we’ve not taught people about money at
any level of education. As a member of the President’s Advisory
Council on Financial Literacy, we’re working very hard to get that
financial education at the lower grades K-12 and post secondary, as
well as the higher levels.

What sort of message would you
give to someone who perhaps has invested in property or stocks in
the last couple of years, and they’re wondering if they’ve done the
right thing?

First I would say: you cannot
change the past, you can only analyse the past. Look and say: “Did
I do the right due diligence? Did I buy a stock because I heard my
brother-in-law talk about it or did I buy that stock because I
researched it and read it?” Everybody makes mistakes. The important
thing is you need to learn from those mistakes.

What’s happened in the last
couple of years in real estate, many of the people that are upside
down in real estate are upside down for one of two reasons. One,
they expected the value of the real estate to always go up so they
overleveraged, and they got themselves upside down with high debts.
The second is that they were looking at the real estate as
something they could buy and then flip, so they didn’t think about
cash flow. Real estate investing is a great opportunity today, but
we don’t know if it’s at the bottom. Many say “yes”, others say
it’s not - but it’s pretty close to the bottom. Pretty much
everybody would agree that over time real estate is going to go up
and there will be a huge correction in valuation.

So if you have the opportunity
to look at a piece of real estate, look at the cash flow. For
instance, I own let’s say 10 to 12 properties and all of my
properties are cash flow positive which means I receive rent from
my tenant that is higher than what I have to pay out each month for
maintenance, for taxes and for my mortgage. So the fact that the
value of that property drops definitely impacts me, when I look at
my net worth. But it will only impact me if I sell that property.
I’m still getting a positive cash flow from those properties each
and every month. So if you use the fundamentals and you invest in
real estate given a cash flow analysis, that’s still a great
benefit today. If you can find those properties that have tenants,
and you can rest assured it will continue to have tenants, you may
have the ability to invest in them appropriately with the right
fundamentals.

People look at
what they did in the market. Yes, no one who has money in the
market is happy today, compared to where they were two years ago.
But it’s a great opportunity to start looking at it, and say, “How
can I impact what I’m doing and how can I make sure I have money in
an emergency fund?” We talk about diversification. Any financial
planner talks about: diversify in paper assets. That’s not really
diversification. If they look at diversifying in real estate, in
owning business and
paper assets, that’s true
diversification across assets.

So diversification across assets
is what you would recommend?

Yes. Then of
course there are also hard commodity assets like gold, silver. You
want to make sure you have a balance in
diversification in all of those categories, real estate, paper,
businesses and commodities.

Many entrepreneurs get very
overwhelmed when they start out and there are obviously only so
many hours in the day to put in the hours. If they had to put in
their energies into one thing and one thing only, what would it
be?

Obviously, your energy has to be
focused on your business and growing your business. When you’re an
entrepreneur, you need to be your best sales person and you need to
be focused on the desired outcome and find people that compliment
your talent. The one biggest reason for failure as it relates to
lack of capital is this; when you start a new idea you think, ‘It’s
going to be so successful, it’s going to take off. It’s going to be
huge. I only need X dollars to get started.’ Almost every time it’s
going to cost a lot more money than people think because it takes
time. You have to develop it. There are unforeseen expenses. So the
one thing to focus on is to plan and to take action on realising
your dreams, and get more capital than you think you will need.

Do you have any tips for
creating a successful brand?

The first tip is to understand
that everything you do needs to be focused on your brand. The way
to support viral marketing is to make it easy for people to be able
to find you. So, it’s your look and feel. Your colours should be
consistent. Your overall graphic look, which is called trade dress,
should be consistent. Your trademark should be things that people
can remember and can easily find. You can create sound bytes. For
me it’s: ‘igniting the entrepreneurs of tomorrow, today’. It’s
important that your branding is not only a consistent brand, but a
consistent voice.

So, drawing on your own personal
life as well. It’s often said that customers are one of your best
forms of marketing, would you agree with that?

They are
the only important form. I always ask people when I’m
doing consulting on businesses: “Are you selling your
customers or are you serving your
customers?” If you are selling, that’s a
transaction; you may sell them something once. If you are
servicing your customers or if you are providing something that
they want, something that helps them with their life, something
that helps them improve their life, they will come back for more
and you will have a relationship with that customer. So you have to
say in my business, if I want my business to have longevity, it
needs to be a business based on relationships, not based on
transactions. In a relationship, that customer will come back to
you repeatedly. They will tell others about the service and how
they have improved their life with you or your service or your
products.

Do you have any rituals that you
do every day? For example do you use any affirmations or
visualisation or anything like that?

Since early in my career I have
a motto. It’s two words with a question mark: “Why not?” I think
from an entrepreneurial perspective, it’s very important. If I’m
looking at doing something, I ask myself “why not?” If I can’t come
up with a legitimate reason why not to do something, I should try
it to expand my horizons. It really is my mantra on how I have
lived my life: why not try it, why not go for it? Then, the other
side of it is that every day I say the prayer of Jabez. It’s a
little prayer, my rendition is not word for word, you can look it
up and get the word for word rendition. It’s like: “Dear God,
please bless me indeed. Please expand my territory. May your hand
be with me. Please keep me from harm, that I may not cause pain.”
It’s about asking to be of service to others and asking God to
assist you in being of service. About being a bigger person making
a bigger positive impact on others’ lives.

That’s very powerful. Your true
passion as you’ve mentioned before is financial literacy for women,
for children, for families. Based on your own experience, would you
say women face different challenges towards money, towards
business, than men do?

Absolutely. The reason behind
that I think is just evolution in the traditional family role, and
that is women tend to abdicate the financial responsibilities to
their husbands. None of us learn about it in school typically, and
historically men have been the ones to handle it. So you learn by
doing. Women’s fear towards money is exacerbated because they’ve
never had to have that experience. I know that I have a dear friend
who lost her husband five years ago, and I lost my dad three years
ago. Both my friend and my mother were successful professional
women. When they got married, they gave that up. They gave up
making money, they chose to stay home. My mother then went back and
started her own beauty shop, my father always handled the money. My
friend married a successful doctor. So they both stopped dealing
with money. My mother and father were married 56 years. My friend
was married for 25 years. When they lost their husbands, they were
very fearful because they hadn’t been dealing with money so they
felt like they had to learn everything all over again.

I really encourage women to take
part in their finances. Women outlive men, women typically end up
the sole provider for their own financial life and they’ve not
learned these lessons. So I encourage women to start small and
start experiencing and start learning. Women have a lot of fear but
they truly know a lot more about finances than they think, they
just don’t acknowledge themselves. If they’ve run a charity event
for their church, if they’ve done a fundraiser for their child’s
school, they’ve actually been an entrepreneur because all those
elements take place. So they’ve actually started and run a
business.

Of course the other aspect is if
you educate women, they educate their children.

Right. Through my YOUTHpreneur
projects I’m hoping that by having adults, mentors, parents and
grandparents educating their children and grandchildren, they’ll
actually learn a few things themselves.

You’ve got three children of
your own, grown up now. How have you managed to combine your family
and your work life over the years?

I love that question because
it’s one of my bugaboos. I read articles and books, and hear women
talk about maintaining balance in their life. It actually irritates
me. I can’t stand the word ‘balance.’ We all make choices and we
have to make choices that we can live with. When I’m working, I’d
rather be with my kids. When I’m with my kids, I know I should be
working. So you have to make choices and you have to feel good
about the choices that you’ve made. You can become a better mother
if you’re successful in business. If you’re successful in business
and you’re taking time to take care of your kids, it will all
support one another. So, make the right choices. Think about what
you’re doing in your day that’s not adding value to your children
or to your business. Bring in somebody to do your laundry, bring in
somebody to do the shopping for you. Don’t take away that time
where you’re reading to your children, don’t take away that time
where you’re having a family dinner, don’t sacrifice that.

Look at how you spend your time
and see what you can let go of. People talk about having ‘to do’
lists. Make a ‘don’t do’ list. What can I stop doing and it’s not
going to hurt me in my relationship with my family or my
relationship with my business?

I love that, make a ‘don’t do’
list. That sounds like a really good idea. Tell me a little bit
more about being on the President’s Advisory Council on Financial
Literacy. What sort of recommendations have you been making?

It was a huge honour. It’s a
tremendous acknowledgement and I’m just very humbled. In January of
2008, President Bush created for the first time the President’s
Advisory Council on Financial Literacy. Of course given what’s
happening in the world economy today it’s very badly needed. There
are 16 of us. Charles Schwab is the chairman, John Hope Bryant is
the vice chairman and I’m one of the 14 other members. Now we serve
under President Obama. Our commission is for a two-year term
through 2010. We are all volunteers, so we’re not using taxpayers’
money. Our goal is to assess the status of financial literacy in
America today and what we can do to increase financial literacy and
financial awareness.

We generated a report after a
year of study and we have 15 specific recommendations, you can go
to the US Treasury Department website to get those. The number one
recommendation is that there should be financial literacy required
in K-12 and post secondary education. I’m happy to say that since
we’ve actually issued that report, there are now legislative bills
on both the House floor and the Senate that would mandate and
require K-12 and post secondary financial education. Many states
are thinking about it, only a few have mandated specific personal
finance classes. But if we can get this through the Federal
Government, each state will be required to mandate that there is
financial education for every child in America, K-12 and post
secondary.

It would be great if other
countries around the world would emulate you.

Yes. Many actually are ahead of
us. Australia has had this for several years, there are other
countries that already require it. It does not matter what country
you live in or what language you speak. I’ve been over the world,
and parents all over the world are just as concerned about their
children understanding money. There is a need for financial
education no matter what your currency is, no matter what language
you speak, no matter where you live. Even if you’re bartering with
a property, we all need to understand the basic economic structure
of giving versus receiving, of making money and keeping more than
you spend.

You’re a great
believer in giving
and that comes across very strongly.
You’ve been given various awards for philanthropy, haven’t
you?

I have been honoured by several
awards, yes.

You’re being very modest about
the awards. Tell me about the sort of works you have done helping
other people…

I’m very
honoured to serve on the National Board of the Women Presidents’
Organisation. It’s an international organisation - a group of women
all over the world who own and have built their own businesses. I’m
also on the National Board for Childhelp, which is an organisation
formed to fight child abuse, and in fact we are celebrating our
50th year
in 2009.

I believe that we have a
responsibility to support and help others. I definitely believe
that you need to teach someone how to fish, not give them fish; you
need to teach them how to make money, not give them money.

I don’t think of myself as being
a giver, I think of myself as being a human being. I was raised
with the concept that you are only as good as the people that you
help and serve. My dad, when he tucked me in bed every night, would
ask me: “Have you added value to someone’s life today?”

More
information at: www.sharonlechter.com.


Chapter Four

Ali Brown

Ali Brown is
CEO of the multi-million dollar company, Ali International LLC
which is devoted to empowering women around the world. She is the
driving forced behind a business empire that includes
Ali Magazine, Ali Boutique and Millionaire Protégé Club. Her
family and friends thought she was crazy when she quit her job at
an ad agency in 1998. Shortly afterwards, she set up a small e-zine
to help stay in touch with clients. She now has 36,000 subscribers
on her mailing list and her company is bringing in seven figures.
This was mostly achieved without hiring any employees.

Q: You first set up your
business in 1999 without a mentor or a role model, tell me a little
about that.

I’d hopped around from job to
job in my twenties thinking there was something wrong with me
because I would get so restless in normal jobs. All my friends and
my parents’ friends’ kids, they all just seemed fine with jobs and
I was so restless. I would want to make changes, I didn’t want to
work nine-to-five. I knew I was pretty smart, but didn’t know
really how to change my life. It came to a final straw in about
1999 when I was working at a small ad agency. It was a very small
company - there were like seven people in this little office. I
liked it because it felt like I was running the place, and I kind
of was because these guys running this agency didn’t really know
what they were doing. I was the one who was doing everything - from
working with clients, to fixing the fax machine, to answering
phones. Finally, I started thinking, ‘Gosh, it seems like I’m
running this business - why don’t I do this for myself?’

I got to the point that I was
just so frustrated one day with some things that were going on that
I quit. I had no idea what I was going to do, but it was more
painful to stay where I was than to take a complete risk and step
out. When I did step out, I was very lost because I didn’t have a
mentor or a coach. At that time, I didn’t know there was such a
thing as a mentor or a coach. But the best thing I did was start
learning in ways that I could afford. So I started buying books and
going to some classes, taking a workshop here or there as I could.
That is how I started my very first business, which was
copywriting.

I didn’t know how to get clients
right away, but what I did know a little bit about was e-mail. So I
started this small e-mail newsletter with a list of ten people,
which included my parents and my cat! From there, I used that
little e-mail newsletter to start getting clients. I go into a lot
more detail in my programmes on the process obviously, but
fast-forward to today I have 36,000 members in my list in a
multi-million dollar company. It all started with that day I
decided to leave my job and it’s been an amazing journey from
there.

How did you feel when you first
handed in your notice?

I felt a mixture of extreme joy,
and there was also some guilt. I was thinking, ‘this is really
silly, who would give up a job like this, a steady job with decent
pay?’ But the joy was over-riding. I was excited because I thought,
‘at least now that I’m on my own, I’m responsible for my results.
If I fail, I’ll fail fabulously. But it’s my responsibility now. I
can figure this out, though I’m not sure how,’ but I had the
determination to figure it out quickly.

How did you learn about things
like money management and building a client database? Was it all a
trial and error?

It was all trial and error. I
knew nothing. The only resources I had at the time were other
people I’d met at these networking groups. After a few meetings,
you figured out that they weren’t doing too well and they didn’t
know what they were doing either - we were all pretending. When I
started with that little e-mail newsletter, that’s when I saw the
power of that. People started to forward those e-mails around and
people started coming to me to be clients. That’s when I saw the
power of the Internet. I loved internet marketing, I fell in love
with it because it was low cost. It had a broad reach, I mean I can
reach people around the world now. It was easy to use, it was easy
to do from home. That’s when I started just buying everything I
could afford - books, e-books, courses on internet marketing - and
started studying it.

The day my life
really changed is my first day I ever had passive income, and
that’s when I created my very first e-book. It was called
Boost Business With Your Own
E-zine. I remember going to
the gym being very nervous when I pressed ‘send’ to my e-mail list
to launch this e-book. I went to the gym and came back and I had
orders in my e-mail box. I was thinking, ‘Oh my gosh, I’m not
working right now but there’s money coming in. I like this. I work
a little bit and then I get paid, paid, paid.’ That’s when I
started to learn about leverage, and that is really what changed my
business.

You asked about money management
- that came later because I had no money at the time. I was putting
everything on credit cards and just scraping by. My friends and
family thought I was crazy. I bet almost everyone you interview in
this book went through the same thing. In the United States I heard
a statistic recently from the IRS that less than 6% of the country
has an income of over six figures a year. When I first heard that
statistic several years ago, a similar statistic, I realized that I
had to do the opposite of what most people were doing every day.
That was very enlightening because we look around ourselves and see
the world operating a certain way, we see people in jobs operating
a certain way, we see our family and friends operating a certain
way. That was me turning around and completely swimming up-stream.
I could only do it because I was so clear in that I didn’t want an
ordinary life. I was tired of suffering. I wanted to create an
extraordinary life. An extraordinary life: a big part of that is an
extraordinary income. We’re spiritual beings in a very material
world, we need to pay the mortgage and we need to take care of
ourselves. I made it a priority to start learning how to make
money.

Why do you think you’ve been so
successful when so many other people fail?

For me I believe it’s that I
have absolute persistence and focus. I was probably willing to make
sacrifices that some people wouldn’t have. Those first few years
were very hard. There were many times that I came close to giving
up or throwing in the towel. But I knew deep down not only that I
wanted to be successful, but I knew I had a bigger purpose in the
world. I believe that’s true for all of us on this planet. You were
here for a reason and it’s not just to go to a job from
nine-to-five. You’re here to create an amazing life for yourself.
For some of us, we want to create an amazing life for other people
as well. I did always like helping people and I saw the direct
connection between my being successful and then being able to help
other women become successful. I noticed each level that I’d step
up and get a little further, I had more people asking me questions:
“How did you do this? How did you get clients? Can you come talk to
us on how you do e-mail marketing?” I would just love to share.

Then I learned
a bit more and did a bit more and got more successful, and then
people would want me to share that. Tapping into the
giving as well as the doing is what really fuelled me and kept me
going those few years when things were very hard. I think when
people give up, when they give up on their dreams, it’s because of
a lack of confidence. I’ll tell you though, I never saw all the
answers there - but I had faith. Faith is a huge component of being
a successful entrepreneur because there are many times you do not
see what’s on the other side of the door. You can feel it, you’re
close to it, you can almost taste it. You can taste that success,
but your fear is like a combination lock. If you don’t move through
your fears or have the courage to step through from making some
changes in your life - and some of them are scary - you won’t ever
see what’s on the other side of that door.

One of your missions is to help
women ‘create their own economy.’ Can you explain what you mean by
that?

Most people are making decisions
based on the economy. They’re watching way too much news, they’re
listening to the talk at the coffee shop or around them - people
complaining and saying things are so bad, when what they should be
focusing on is creating their own economy. Actually at the time
that you’re interviewing right now, we’re in a financial credit
crunch here in the United States as well as many places around the
world. There has never been a more important time for women to step
up and take control of their income. Actually we’re seeing more
sign-ups for our programme than we ever have before. Our business
will probably double again this year for our coaching and our
entrepreneurial programmes. We think it’s because women are getting
the message sooner than the men are. They’re feeling - this big
shift in the world right now - that things are changing and the old
way of doing things isn’t going to work any more.

I love men and
we all need masculine energy in the world. We need masculine energy
in our business otherwise we’d never get anything done, we’d be
lounging around all day and braiding each others’ hair! But that
feminine energy though is starting to come back into balance.
That’s what you’re feeling right now, this balance in the world.
It’s a new way of doing things - a way of doing things with grace
and ease, helping each other and helping communities at the same
time. There are a lot of people who go into business or start a
mission because they want to change the world. But what I
emphasise in my programmes is that you have to start with
your world. By changing your world, that will
change the world - but you can’t change the world
until you start changing your world. You can’t
help women in Africa, around the world, in a true powerful way
until you can pay your own mortgage and take care of your family.
So, start there and give what you can. But you have to build
success for yourself before you can truly give in a global powerful
way.

You describe internet marketing
as a ‘recession-proof’ business. Can you tell me why it’s so
recession-proof.

It’s wonderful
because nowhere else is there a way of creating products and
programmes that people need. There’s all kinds of ways to do
research in what people are searching for, what they’re looking
for. What I teach - information marketing - is a way to do this
that you can create products and programmes that people are already
looking for. One of them - the core part of my ‘online success
blueprint’ that I teach - is building a list of prospects for your
business. What this will do for you, which many people overlook, is
actually give you an audience to market to for years to come. What
most people do when they start an internet business is they think
of a product and then start with the product idea. What they should
do, which is contradictory to what everybody thinks, is they should
actually first look at who they want to
market to.
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