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Multipliers.

			The special ones.

			The ones that add real value.

			The ones you simply cannot do without.

			The ones trusted over time - the obvious, 
if not the only, choice.

			This book is for them.[image: Jason cutting my hair.]

		

	
		
			
			INTRODUCTION

			It was Friday. Mid-morning. 

			“Working on anything?” Jason asked. 

			“A book,” I said, sitting in my barber’s chair.

			“What’s it about?”

			“Becoming a multiplier.”

			“A multiplier?”

			“You know how some people become rock stars in their field - with a cult-like following?”

			Jason paused, scissors suspended in the air. His eyes lit up. “I think I do. There’s always that one barber everyone wants. Clients will wait in line specifically for them, refusing to let anyone else touch their hair.”

			“Precisely,” I said. “People line up through the night for a new iPhone, travel across the country for a certain doctor, insist on the lawyer their grandfather used.” The clippers stopped. “You mean...” Jason said. “Becoming the obvious choice - the one everyone seeks out?”

			“Exactly that,” I said. 

			To Jason’s credit, he is that barber. I regularly drive almost an hour to have my hair cut at Mr Cobbs, a unique, old-world barbershop, asking specifically for him. His colleagues are all excellent barbers - same price, genuinely nice people - but I wait for Jason while their chairs sit open.

			Why make the trip when perfectly good barbers exist five minutes away?

			
			It’s about more than a haircut.

			It’s stepping into another world. I am welcomed by name, treated like a valued member returning to his private club. Classic leather chairs, hot towels, the understated confidence of a gentleman’s club from a forgotten era - all worth far more than the actual haircut.

			But the real reason I keep going back?

			I trust Jason. 

			He learned his trade in a rough neighbourhood where gangs ruled - a bad haircut could get you stabbed. That taught him to take every haircut seriously - and it still shows. Trust is built one haircut at a time. It only takes one to lose it.

			Don’t be fooled by the simplicity of a haircut. The best in every field do deliberately what Jason does instinctively. The same fundamentals behind my hour-long drive for Jason apply to decisions worth billions. When organisations like NASA choose partners for their most critical programs, or when a CEO defends their choice to the board, scale differs but the principles remain the same. 

			The pattern started emerging in the humblest of settings, helping my father renovate neglected houses. Transforming overlooked opportunities became a natural obsession - understanding how success becomes systematic rather than accidental, my mission. I founded Best Case, a company that repositions and optimises luxury residential developments. The lessons in this book come from complex, high-stakes situations. The language is plain, the battles and consequences were real. 

			
			Simplicity - complexity resolved.

			Behind every enduring success - Jason’s service, cult brands, partnerships worth billions - the same four principles are at work. Unremarkable individually. Invaluable together.

			Three create value. One multiplies it.

			Over time, the results compound. Until you become the obvious, if not the only, choice.

			
			PRINCIPLE 1: OFFER VALUE 

			Choose Worthy Endeavours

			Focus on real value. Not every opportunity deserves your attention. 

			PRINCIPLE 2: BE UNIQUE 

			Find What Makes You Distinct 

			Extraordinary results come from standing out, not blending in. Highlight what makes you different, the only option.

			PRINCIPLE 3: BECOME VITAL 

			What Would Make You Indispensable

			Find what only you can offer. Then build excellence and reliability into everything you touch. Become essential to others’ success.

			PRINCIPLE 4: BUILD TRUST (THE MULTIPLIER) 

			Keep Your Word

			Trust compounds everything you do. Over time, it multiplies results beyond what value alone can achieve. Deliver what you promise - reliably, every time.

			THE FORMULA

			Each principle matters on its own. Together they compound and become invaluable.

			
			Some of the upcoming examples such as Harley, Apple and De Beers are so familiar it might seem redundant. That is precisely the point. They exemplify what compounding trust can achieve over decades.

		

	
		
			
			THE FIRST TIME IT DAWNED 

			The first time I stumbled across an insight I wanted to share with the world, it came from a simple agreement that taught me something I almost didn’t recognise.

			I wanted to buy a 36-unit development, half completed. Nine separate blocks of four units each. Worthless until finished, when it could be rented, financed and sold with the peace of mind only a completed development could offer. 

			The owner wanted more than I or the market was prepared to pay, primarily because of the risk, scale and capital required to complete 36 units. We settled on something different. 

			If I completed the unfinished units, I would receive 18 units as compensation.

			He had one final reservation. Since he lived two hours away by plane and I would be directly involved, he was concerned I might steer potential buyers to my 18 units only. His left unsold.

			The solution was straightforward, mutually aligned and far better than I immediately understood. 

			I would complete one block of four units. Only once both his two units and my two units had sold would I be allowed to commence work on the next block.

			He was happy with this. There was no reason not to be.

			So was I, realising that the risk and capital required were reduced to only two units. Complete two, get two, sell all four. Move to the next block. No time pressure. No interest pressure. No cash flow pressure. A 36-unit development done by a youngster with the risk and cash flow of only two units.

			Nobody taught me that. No course. No mentor. No textbook. It arrived through a single negotiation that required a practical solution to a practical problem.

			That idea alone felt worthy of a book. It was so transformative to how I thought about risk, structure and deals that I simply needed to share it. I realised I could do much bigger and much riskier deals than I thought possible simply by reducing them to bite-sized conditions that protect and align both parties. 

			Every transaction since relied on aligning both parties’ interests. In the process I stumbled across a few more insights that didn’t belong to me but felt like universal wisdom that belonged in a book, this book.

			I stumbled across these insights during property transactions. But they are not about property at all.

			They apply to relationships. Partnerships. Joint ventures. Even marriages. Anywhere negotiation is present and outcomes unpredictable. 

			Instead of a winner and a loser, an aligned structure where both parties need each other to win. Helping each other thrive the logical next step. Not doing the deal becomes irrational. 

			Trust built into the very structure of what is agreed.

			The wisdom that was uncovered does not belong to me. It belongs in this book and to anyone it touches.

		

	
		
			
			MY FIRST BIG BREAK 

			My first break came because I offered a deal that made saying no irrational.

			A large multinational had nearly a hundred residential stands sitting unsold for years. The market had collapsed after the 2008 property crash. They were days away from sending the entire project to auction, accepting whatever the market would give, writing off years of investment.

			Before approaching them, I needed to understand why.

			Every estate agent I contacted said the same thing. Terrible investment. You will never recover your money. Walk away.

			To be certain their information was current, I asked, “When last were you there?”

			Ninety-five per cent had never been.

			On my first visit, I was completely surprised. The estate was not derelict and not neglected. Instead, it was magnificent with breathtaking views. Luxury personified. An outstanding development. Worth far more than what it was selling for.

			The product was not the problem.

			A high-end development, too aspirational and too expensive for the surrounding market. Nobody could afford it. When sales stalled, the market assumed fault with the product. Perception shifted. Rumour caused values to collapse. What had been a remarkable development became, in the eyes of every estate agent in the area, a high-risk investment they warned their clients about. It had a proven track record of falling values and disinvestment.

			Trust in something outstanding had collapsed, obscuring what was really there.

			I saw value.

			The value was real. The estate was exceptional. What it needed was trust, restored by offering real value and a safe investment aligned with what buyers could afford.

			I went to them with a simple proposition. I would build houses, reposition the estate and sell the stands at the highest prices I could achieve. I would take the financial risk. I would bring the resources. The higher the price, the better for both of us.

			They would not need to invest another cent.

			If I succeeded, I would be paid in property, becoming a partner in the upside I created. If I failed to sell, I would receive nothing. They would be no worse off. Their product would still be theirs.  

			They could still go to auction. Nothing would have changed for them except that someone was willing to bet everything on their success before asking for anything in return.

			Not taking that deal would not have made sense.

			It gave me my first break. Not because I was the most experienced. Not because I had the best credentials. Because I structured a proposition where the only risk was in saying no.

			Together, we transformed a 400-family estate into a flagship development. Sold out in half the anticipated time, at prices far exceeding estimates.

			That experience taught me something I would see repeated across every success that followed: the best opportunities don’t come from being the most talented. They come from making saying no irrational.

			Is saying no rational?

			No, irrational.

			I had no idea how yet. I first needed to understand what was broken.

			The estate had everything going for it. Outstanding design. Breathtaking views. Luxury that belonged in a more upmarket area. Worth significantly more than what it was selling for.

			And yet, nothing sold. Value kept evaporating.

			Not because the product had failed. Because the market had lost confidence in it. All four principles had been broken simultaneously, though I did not know it at the time. I had no formula. No framework. No understanding of what went wrong, only questions.

			When buyers didn’t come, the market responded with rumour. Perception shifted. A negative spiral began that nobody understood or questioned, but everyone followed. Estate agents steered their clients clear of what had been a remarkable development. Ninety-five per cent of those agents had never even been there.

			I needed to understand what had actually gone wrong. Not what the market assumed. What really caused this. I started looking for patterns. For answers.

			
			The First Thing I Noticed

			Despite its reputation, there was real value. It was an outstanding product, worth far more than what it was selling for. Not gone. Just buried.

			The Second Thing I Noticed

			It was unique, but a well-kept secret. Extraordinary to those who visited. Invisible to everyone else. Pricing restricted it to the wealthy and they wanted to be in more upmarket areas. Nobody else got to see it.

			The Third Thing I Noticed

			Despite a central location, it was essential to no one. No reason to be there. No consequence for not being there.

			The Fourth Thing I Noticed

			Confidence was gone, it had a track record of falling values. A guaranteed bad investment.

			Demand had evaporated. Prices had collapsed. The project had stalled. The market saw no value. Trust was gone.

			There were only a few options available.

			1. Discount the price.

			Align it with what the market was willing to pay - after factoring in the bad reputation, the uncertainty and the track record of falling values. 

			Take whatever they were willing to pay. Fair market value under the circumstances.

			
			2. Improve the product.

			Restore and elevate the development to the point where the original affluent pricing made sense. Earn the premium. The location, however, was fixed.

			3. Change what is offered.

			Reposition everything. The price, the perceived value, the lifestyle, the risk profile and minimum house size. Create something the market actually wants, at a price that made sound investment sense.

			Decision makers invariably want the result without change or new resources. The same vision that failed the first time. The same approach. The same constraints. But this time with someone else doing the work, taking the blame.

			Without investment in improving or repositioning the offering, the only option left is to accept whatever price the market perceives value to be.

			That is normally when I ask, “How much is half of nothing?”

			I realised that rebuilding confidence where a track record of losing money existed was not an overnight exercise. It would require going far beyond what a new project with no history would ever need.

			We needed to deliver all three. Discount the price, improve the product and change what was offered. A new beginning so

			
			This Is What Evolved
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