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      This book is dedicated to my wife Lori

      

      Thank you for loving me towards being a better man…everyday!
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        "Experience is simply the name we give our mistakes."

        ― Oscar Wilde, an Irish poet, playwright, and novelist

      

      

      

      This book began in 2019 as my personal journey to memorialize a professional career that spanned my time as a floor covering professional, accountant, technologist, real estate developer, and cigar lounge owner. More specifically, I wanted to share a vision of my heartfelt commitment to address the following question:

      “What would it look like to make relationships the focus of our business enterprises?”

      I am not arguing that vision and strategic planning, financial management, leadership, marketing, sales, operations, innovation, or any other key elements of your business are not vital. In fact, I am NOT arguing at all. My heart is to have a conversation about my personal journey that has guided my professional career for three decades and may be of value to you. My heart is that you would find some practical application of the lessons I have learned and those lessons would positively impact your personal life, family, friendships, and ultimately…your business.

      When I say a conversation, I really do mean that in the truest sense of the word. We have lost a bit of that skillset over the past two decades, as a society. I know this is a book, but my commitment is to be as conversational and relatable as possible. At my core, I love to tell stories. I love history. I love to dive into the deep waters of interpersonal relationships and embrace the challenges presented in life. No one is exempt from this mess, myself included. I have been married for 32 years, raised children, spoiled grandchildren, succeeded and failed in business, survived cancer, walked alongside those who didn’t, and experienced an abundance in life that is defined by my collisions with others. Thank you for taking the time to be one of those collisions. It is not lost on me that there are enumerable competitors for your attention and resources. It is humbling to know that you chose my story to enjoy.

      

      Why This Book Exists

      I am guessing that there are three camps of readers that are still continuing. There are those who are intrigued by the title of this book, offended by the title of this book, or confused about what book they bought. Did the Jesus of Nazareth in fact smoke cigars, and why would that have anything to do with my business? Do we have any evidence at all that would even support investigating this inquiry?

      The writing of the Bible was a multi-continental effort, written over a span of 1,500 years by more than 40 different authors. Those authors lived and wrote in Asia, Africa, and Europe. The books of the Bible were written in 3 different languages (Hebrew, Aramaic, and Greek) with no surviving original manuscripts (or autographs). What we read today comes from meticulously preserved copies, such as is found in the Dead Sea Scrolls. These original texts had no chapter or verse divisions. Stephen Langton, Archbishop of Canterbury, added chapters in the early 13th century, and Robert Estienne introduced verse numbering in the 16th century. In the category of fun Bible facts:

      
        
          	
        The longest book of the Bible by chapter count is Psalms (150 chapters)
      

      	
        The longest book of the Bible by word count is Jeremiah (various counts based on translation)
      

      	
        The shortest book of the Bible by word count is 3 John (only 219 words in Greek)
      

      	
        The longest verse in the Bible is Esther 8:9 (80-90 words based on translation)
      

      	
        The shortest verse in the Bible is John 11:35 (“Jesus wept”)
      

      	
        The name of God is never mentioned in the Book of Esther
      

      	
        The Bible is cited as the most shoplifted book in the world because of its ubiquity in hotel rooms and places of worship
      

      	
        The Bible was the first printed work using movable metal type, completed by Johannes Gutenberg in the 1450s
      

      

      

      I share all those details to offer that there is NO Biblical record, historical evidence, or even a scandalous reporting of Jesus smoking any tobacco products at all. In fact, the earliest records we have of tobacco being smoked was in the Americas by the ancient Mayans. I have read the Bible to confirm this for myself, cover to cover, in many different translations. However, what I found in these readings of scripture was something that has helped frame my life and ultimately my approach to many diverse business enterprises. Relationships not only matter, but they are also a central, critical theme to everything we do in society.

      This book is not a theological treatment of Christ as the author of relationships. It is simply my personal journey in discovering that my business life was revealed through relationships (Jesus) and continues today, in my cigar lounge, The Vault, located in Meridian, Idaho, founded in 2017. It seemed apropos that the title of this written journey would be “If Jesus Smoked Cigars”.

       

      What To Expect From This Journey

      A huge part of relationships is expectation management. You know, that process of clearly communicating realistic goals and boundaries in work and life to prevent disappointment, reduce stress, and build healthier relationships by aligning what you want with what's achievable, often through over-communication, self-reflection, and focusing on action rather than assumptions. As we are having an authored relationship, I would offer some expectations for this book.

      First, the core eight chapters (2-9) of this book are all centered on one single lesson that I am sharing with you…the reader. I build the case for the lesson based on a researched historical or fictional truth that I have discovered over my career and through personal experiences, while providing some achievable and applicable solutions for the reader. I sincerely hope you enjoy the stories. It seems haphazard that we will journey to Woodstock in 1969, enjoy the teachings of Coach Wooden, meet the First Emperor of the United States, check in with Darth Vader, and explore combat operations in Iraq. I assure you that the journey is worth your time.

      Second, I principally wrote this book for myself. I can be very stubborn about facing my own shortfalls, inadequacies, and frustrations. My wife will wholeheartedly, and with a resounding “Amen”, attest to this stubbornness. This book is a written reminder to myself that I need to pursue people, and not outcomes. That intentional focus on relationships is the central theme of my professional career. I was never the most talented, the best looking, or in possession of the most resources. My primary currency is, and always will be, people. I do think this skill of relationships is something that can be learned. It is grounded in dying to the needs of oneself and placing others’ needs above our own. I don’t want to forget that, so I am writing it down for posterity.

      Third, I would invite you to wrestle with the lessons shared in these chapters. I am an imperfect vessel to write this book. I was a college dropout at Boise State University, and an Accounting Major at that. That background doesn’t invalidate the lessons shared, but I am not an expert at anything (though I have had an extraordinary business journey for someone who was declared ‘Academically Ineligible’). My sincere desire is that you find a kernel of truth, an alternative perspective, or an applicable solution to the business and relational challenges you are facing in your day-to-day experience. I would further hope that you would have the courage to share those successes and failures with others. In this age of information and social media, we have been conditioned to pursue ‘likes’ and not authenticity. I want to exist in a place where transparency is viewed as healthy, and we wrestle with life…collectively.

       

      Why I Had To Write This

      This book began in 2019 as my personal journey to memorialize my professional career and share some truths that I have learned about people and myself. I have networked with, read about, and partnered with many business leaders who subscribe to varying degrees of relationships as a key factor for professional success. My bookshelf is littered with countless tomes on business acumen and secrets for success. While I believe relationships are the foundation to business success, there are many successful business leaders who would argue (successfully) otherwise. I respect that and yet offer this written journey as a case study in what it would look like to make relationships the focus of our business enterprises.

      I truly hope you are as entertained as you are informed during the reading. This all began with the longest baby born in Goleta Valley Hospital in 1973, Joshua Andrew Evarts. At a remarkable 24.5 inches long and bearing two front teeth, I entered the world not knowing what wonderful adventures I would experience, and I am honored to share them with you.

    

  


  
    
      
        
          
          

          
            DNA OF AN ENTREPRENEUR: EARLY LIFE

          

        

      

    

    
      
        
        “Let me be something every minute of every hour of my life. Let me be gay; let me be sad. Let me be cold; let me be warm. Let me be hungry...have too much to eat. Let me be ragged or well-dressed. Let me be sincere - be deceitful. Let me be truthful; let me be a liar. Let me be honorable and let me sin. Only let me be something every blessed minute. And when I sleep, let me dream all the time so that not one little piece of living is ever lost.”

        ― Betty Smith, A Tree Grows in Brooklyn (published in 1943)

      

      

      

      I was the firstborn son to my wonderful parents, delivered into the world in April of 1973 at Goleta Valley Hospital in California. My maternal grandparents lived in Santa Barbara, where my grandfather remotely managed two shopping malls he had built as a real estate developer in the 1960s. One mall was in Los Angeles and the other in Santa Barbara, across the street from the famous Arlington Theatre.

      My parents made their residence in Ventura, California, where they had started a floor covering business (Mark’s Carpet & Design), just a short drive down the California coast. It wouldn’t be until much later in life that I understood the interpersonal dynamics of my parents’ competitive business, as it was located in Ventura, whilst my paternal grandparents owned a floor covering business (Evarts Carpets) across the Santa Clara river in Oxnard…some handful of miles away. Regardless of family competitive dramas, the DNA of entrepreneurship was solidly coursing through my earliest childhood memories, where I was afforded the opportunity to hear parents and grandparents alike speak about customers, vendors, employees, projects, successes, failures, and all manner of craziness in between.

      What I find interesting, as I reflect on those memories, is that it wasn’t until I was attending college that I ever discussed any business finances with my family. My entire family did not talk about money. They spoke of relationships. They all created successful enterprises, but never spoke of them in terms of earnings, returns, profit, and such. What they always spoke about was hard work and people. Customers were always treasured, vendors ran the scales from annoying to exceptional, and everyone was included as part of the extended family. My family didn’t see station, race, religion, or gender as a qualification for inclusion. We were a blue-collar family that thrived on understanding and relating to people.

      After my younger brother was born in 1975, my mother was informed she would no longer be able to have children. That was not an impediment to my parents, whose open hearts and open-minded example of love led them to engage with some dear friends from church who had gone through the process of adopting two girls from South Korea. My parents proceeded, over a five-year period, to adopt six children from that beautiful peninsula.

      Their ages, at adoption, ranged from 5 to 17 years old, three of them being natural-born siblings. I went from being the oldest to third place, competing for the collective attention of my parents. We were eight kids, separated by ten years. At one point, four of us were in high school during the same year! What is astounding to me, in hindsight as a business owner and father to my own children, is that my parents were recklessly generous with their resources, time, and talents, building a family unit that has shaped my view of relationships in so many profound ways. My biological brother and I were never shown preference by my parents. We were a family, regardless of how we came into that family. I am a better son, brother, husband, father, grandfather, and entrepreneur because of the deep love exampled by my parents.

       

      My First Negotiation

      My earliest personal work memory was joining my father on a flooring job in Visalia, California, at a very young age, maybe 7 or 8 years old. He had won a contract to replace the carpets at a movie theatre, which required us to work at night when the theatre was closed. This represented my first compensation negotiation, as I had asked my father on the drive, “How much money am I going to make?”

      My father generously explained that my job was to pick up and dispose of the scraps of carpet produced during installation. Further, I would be paid one penny per scrap piece that I disposed of and accounted for. In my infinite, grade-school wisdom, I proceeded to sneak my father’s extra “banana knife” out of his toolbox and began the task of cutting large scraps into smaller and certainly more numerous scraps that would be faithfully recorded in anticipation of my first financial windfall.

      After three nights of hard work (mostly by my father), I was able to account for 479 scraps that I had collected and disposed of on the job. No work site was cleaner, upon completion, than this little theatre, and I was glowing in my compensatory ingenuity. My dad, who is ever generous, told me, “The job looks great, Josh. I am going to round that up to 500 and pay you $5 for a job well done!”

      I don’t think it is my fraudulent scrap count that made this memory stick with me, though, at the time, I was sure I had completely gotten one over on my old man. I think it was the one-on-one time with my father, driving hours together to and from Visalia, working all night while trying to sleep during the day, eating out every meal, sharing cans of Dr. Pepper, that has sealed this time in my mind. My father continues to be a hard worker, generous, and loves adventures with his family. I am so thankful for his example, which has been reflected in my own journey.

      

       Just Enough to Stay in the Game

      As I entered grade school, I was not a great student. I loved to read, but I loved hanging out with my friends more. My mother saved a number of report cards from this period of time, and upon review, I seemed to maintain a solid “Satisfactory” status with never-ending comments of, “Josh would have so much more success if he applied himself”, or “Josh needs to be less social in the classroom.”

      I never had any problems with the subject matter of the class; I just couldn’t be bothered with the work. My father played basketball through college, so my scholastic pursuits were entirely aligned with minutes on the court. If I did homework, that was less time playing basketball with the guys. I became an expert at doing ‘just enough’ to meet my educational obligations while maximizing court time. I spent every summer, between the ages of 7 and 13, laying carpet for my father, except for the two weeks I was at basketball camps.

      By the time I reached high school, my prioritizations had resulted in a very good basketball player, someone who worked hard at his summer job, and an underperforming student in the classroom. It would be this awkward, skinny kid who always had a basketball and a Star Trek novel in his oversized backpack that would complete high school with the following credits to his name:

      - 3.00 GPA (based solely on his fluff classes, granting him A’s to keep him eligible for games).

      - Scholarship to play college basketball in Fresno, California.

      - $2,000 in savings from his summer job, laying carpet for the family business.

      - A girlfriend that he had been dating since his junior year (who would become his wife three years later). My very own ‘Hallmark’, made-for-TV movie.

      By the end of high school, I perceived myself to be on top of my game and ready to take on all challenges. What I didn’t know was that I was months away from spending all my savings, abandoning my basketball scholarship, and moving with my cousin to Idaho, where I had no family, opportunities waiting, or clues about what to expect. It is interesting, but not relevant to this story, how I found myself in a 1977 Ford F250 truck, driving myself to Idaho to attend Boise State University in 1991.

      In many ways, I was fleeing a comfortable upbringing that had provided a foundation but no clear passion or direction for what lay ahead in life. I was confused. This boy, who was rapidly becoming a man with each passing mile marker, had the DNA for hard work, understood the value of relationships, and maintained a high basketball IQ (which had been forfeited as a vehicle for free college tuition).

      What I lacked was a purpose and a plan for applying all the lessons learned in 18 years of life. I was a young man poised to build a new set of relationships that would shape the rest of my life. What started as a boy, born to a line of entrepreneurs, was about to blossom into something singular in focus, yet wildly diverse in its expression and execution.
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        “An investment in knowledge pays the best interest.”

        – Benjamin Franklin

      

      

      
      When I arrived in Idaho in late 1991, I did not know a single person except for my cousin Chad (three months my junior), whom I had grown up with. The only thing we shared in this journey was a desire to get out of California and make our mark in a State that neither of us had any connections, family, or prospects. I registered for classes at Boise State University, and Chad took out an advertisement in the Idaho Statesman newspaper for flooring repairs and installation.

      I really thought I would end up a history teacher and basketball coach when I enrolled for classes that first semester. I had a passion for history (from all the wonderful books I voraciously consumed), and I loved basketball (though I didn’t pick up a ball for nearly a year). Most of our first year, as an odd couple sharing a dumpy 800 square foot house near the campus, was spent figuring out how to pay rent, boiling up top ramen for every meal, and discovering the nuances of seasons (which we didn’t know existed, coming from a place where the average temperature was 63-67 degrees year-round).

      I did not improve as a student. Boise State suffered through my bare minimum efforts to pass my classes with an exceptional lack of effort. As an introvert removed from my family infrastructure in California, I did not make many friends in school. I spent most of my time reading books and shooting billiards in the student union building on campus. I am pretty sure I earned a graduate degree in 9-ball by the time I became a sophomore.

       

      The Lizard Lady

      To pay for my billiards career (and some occasional top ramen), I put my name out to some floor covering stores in the area that I was an installer looking for small installation jobs or repair work that I could do around my school schedule. This resulted in very few jobs, as most stores could not conceive of a 19-year-old having 10+ years of installation experience with every material (carpet, wood, laminates) available in the market. That changed in the spring of my sophomore year.

      I had befriended a carpet supply store owner who was willing to listen to my story, took pity on me, and put me in contact with a local apartment complex resident who had called for a repair that she could only afford to pay $35 for. I showed up at the complex to be greeted by a middle-aged woman, wearing a threadbare robe with a cigarette hanging out of her mouth, who explained that her lizard had knocked down a heat lamp and burned a hole in her carpet. She further explained that the rental manager was going to evict her if she could not repair the damage, with NO visible evidence that it had happened in the first place. I told her that was not a problem and proceeded to repair the carpet, earning a $35 check that I immediately deposited to pay my rent.

      The following day, I received a call from the rental manager. Now, mind you, I was convinced that I was in trouble as soon as she introduced herself. Why else would she reach out to me, starting the conversation with, “Did you repair the carpet for the lizard lady?” Upon confirmation of my work, she told me, “We were fully prepared to terminate the lizard lady’s lease today. There was no way she could repair that burn hole.”  I explained how I had done it and my background in flooring.

      This experience would go on to earn me $500 weekly, as I would spend 8 hours every Friday, repairing all manner of flooring issues in their 700+ units. I had addressed my income needs; now I was just in need of a life direction.

       

      New Major, New Life

      In 1994, I traveled home to marry my best friend on the 26th of February. She had completed her nursing degree in California three months prior, which we had agreed upon engagement in 1992, was the proper tollgate to pass before marriage. We honeymooned in Hawaii at my grandparents’ snowbird retreat on a donated flight from my folks. We started our life together with nothing but a deep love for one another and a degree for me to finish.

      Upon return from our honeymoon, I switched majors from education to accounting in what was my junior year. After my first student/teacher observation field trip, I realized that education had changed quite a bit since I was in school. As an earner of regular trips to the principal’s office for disruptive behavior, it was shocking to me to see a classroom where chaos was king. I witnessed 30 students chatting and generally distracted during the instruction provided by a teacher who had given up caring whether anyone was listening. I semi-jokingly inquired after the class, “When are these students getting the paddle in the principal’s office?” I was quickly reprimanded for the politically incorrect and antiquated view of discipline. Though I continued to ask myself, “How can you teach, or coach for that matter, if there isn’t discipline?”

      This experience led me to walk into the business building a week later and register as an accounting major. Math had always come very easily to me, and I figured concepts like balance sheets, profit and loss statements, and generally accepted accounting principles would be a good foundation for any future business pursuits. I was correct. I didn’t become a better student (as my plummeting grades would attest), but I did capture a passion for the ‘numbers’ that would add up to a successful business.

      I earned an internship that first semester with a small financial planning office, owned by a lieutenant colonel named Pat, in the Idaho Air National Guard, as their resident computer guy (I had been programming in BASIC on my Commodore 128 since I was in junior high). I only got the job as I was willing to work for college credits and knew Excel, Word, and PowerPoint better than his marketing manager, named Gordy, who had an MBA from the University of Idaho. I guess I found my niche, as 30 days later, Gordy was fired, and I got his job.

      I am sure I didn’t get his salary, but I earned a seat at the table to meet all kinds of business owners and high net worth individuals as I provided all manner of analyst tools to help them plan for their financial/tax futures. In hindsight, this exposure to the good, bad, and ugly of various business leaders, business concepts, and complex strategies for wealth accumulation and preservation was the foundation for the start of my own professional journey that was only 18 months away. 

       

      Finding My Seat at the Table

      My senior year of college (3 classes shy of my undergraduate degree), I was enrolled in a 300-level, advanced corporate tax class. My job and time spent shooting pool had really cut into my ability to make it to class. In fact, I only made the mid-term and final that semester. I received an A on both exams but earned a D- for the class. Apparently, I failed to factor attendance and homework into my overall grading computations.

      The truth is, I was bored with college and had soaked up as much knowledge as I thought I needed. My advisor brought me into his office and plainly told me that while I had great command of accounting, I was a horrible student and would never be a Certified Public Accountant. He further encouraged me to leave the program, start a business, and do something special with my life. I took that as gospel and never stepped foot in a college classroom again as a student. I don’t regret my time at Boise State University at all. I did invest in knowledge, just not in the traditional way that earns a diploma.

      After I left the college, I immediately called a friend from a computer class I had taken, who had just started a technology company with a couple of other classmates. They were looking for an additional partner, and as I had the business acumen, a technology passion, and was open to working for free, I was the guy for them. That first year of business was a stumbling journey of discovery as we navigated what our identity was as a technology provider. We produced websites, interactive CDs, and no paychecks for ourselves.

      As fate would have it, one of our projects included architecting a process for rapidly duplicating software CD-ROMs for hardware manufacturers (24-hour turnaround times). We called the business line Now Disc. Our primary launch customers were Hewlett-Packard and Micron Electronics, located in Boise. It was a game-changing approach for the industry that was yet to leverage the internet for software patches and hardware drivers. This led us to building the most successful
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Software, subject to the following conditions:
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2) Original or Modified Versions of the Font Software may be bundled,
redistributed and/or sold with any software, provided that each copy
contains the above copyright notice and this license. These can be
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3) No Modified Version of the Font Software may use the Reserved Font
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4) The name(s) of the Copyright Holder(s) or the Author(s) of the Font
Software shall not be used to promote, endorse or advertise any
Modified Version, except to acknowledge the contribution(s) of the
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TERMINATION
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