

WEALTH HACK #1
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Buy dirt.

TIME + DIRT = WEALTH.

Canadian land mogul Brian Sidorsky shares a concept so powerful and easy to understand that it challenges your imagination.

When asked how he amassed a huge fortune in raw, undeveloped land, he sat back in his chair and grinned.

“Time plus dirt is wealth!” he exclaimed.

Sidorsky clarifies his concept as follows: “Find a town, anywhere in North America that is growing 20 to 25 percent a year. Pinpoint their ‘Main Street’ and draw a line out eight miles from that location and buy that land. That is the ‘dirt.’ Rent the soil to local farmers who will pay the rent that covers the costs so it’s free—not to mention, you get great vegetables. As the town continues to expand, eventually it ends up on your property where you own the largest lot and, since you are already near Main Street, you can then sell that land to a big box store for one hundred times what you paid for it.”

Boom!


The major fortunes in America have been made in land.

—John D. Rockefeller, oil magnate and industrialist




WEALTH HACK #2
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Create a product, good, or service that people will happily spend all of their savings to obtain.

People don’t save up all their money to buy things like scented candles or picture frames. However, they will save their entire fortunes to buy a Lamborghini luxury vehicle.

Leveraging his family’s world-renowned brand name, Tonino Lamborghini opened up nightclubs and world-class resorts with the concept that people will eagerly spend their hard-earned cash to have the best experience of their lives.

You wouldn’t spend a thousand dollars to stay in your own home, yet you would happily hand over that amount to experience the benefits of a world-class luxury hotel just once. You would automatically associate the Lamborghini brand name with luxury and be more than willing to splurge on staying at one of their resorts, knowing that your high expectations and gratification will be met.

Disney resorts also create that same level of perceived value through their branding. Customers desire the experience so much that they are eagerly willing to save up their hard-earned paychecks to vacation there.

Go over the top with what you offer to your customers like Lamborghini, Disney, and even certain universities, such as Harvard. If you can create a luxury “Lamborghini” product, good, or service in your industry, you will have discovered the secret to sustained abundance.


I don’t design clothes, I design dreams.

—Ralph Lauren, fashion designer




WEALTH HACK #3
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Info-sponge—bring ideas from outside your industry into your business.

A BROWNING BANANA = AN EMPTY AIRPLANE SEAT = $$.

Say what?

Billionaire Jeff Hoffman watches trends and connects unrelated puzzle pieces over time that suddenly fit together as if they were always meant to be. He matches things like a browning banana with an empty airplane seat and makes a fortune.

Jeff refers to this as “info-sponging.” You can find him in front of a newsstand perusing trade magazines covering other industries for ideas that he can adapt for his own business.

During one of these ten-minute sessions, Jeff found an article on how to handle distressed inventory.

Now, if you’re in the business of manufacturing, selling, and warehousing products, distressed inventory is the bane of your existence. It means no one purchased what you had to sell, and the product is likely to be wasting away (i.e., browning bananas). Distressed inventory never returns once it’s lost.

Years ago, supermarket chains either tossed their distressed inventory or donated it to food banks. Entrepreneurs saw dollar signs and created “salvage grocery stores” to buy these damaged items cheaply and then resell them right away before the clock ran out. It’s win-win all around.

Jeff had a lightning flash: What if he were to create a virtual salvage grocery store—but for unsold airline seats?

From a financial standpoint, an unsold airplane seat is no different from that browning banana. Once the airplane takes off, the value of that seat is worthless.





Cake and Ice Cream with a Twist

There is no limit to the info-sponging concept. It can work with an endless variety of ideas that have been mixed and matched.

Here is an old one invented by confectioner Harry Burt:

Ice cream + Stick = Good Humor ice cream.

This is a newer one with the same twist:

Cake + Stick = Cake Pop (and now virtually every bakery seems to offer cake pops).

Info-sponge!






This is how Priceline.com—now a $70.5 billion business—was conceived. Priceline treats unsold airline seats as if they are distressed inventory, selling them at cheaper fares as the takeoffs become imminent. It’s another win-win for everyone—and, for Jeff Hoffman, ten minutes at a newsstand that were well spent.


Innovation is taking two things that already exist and putting them together in a new way.

—Tom Freston, entertainment executive




WEALTH HACK #4
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Build wealth by helping people.

Here’s a fact:

HELPING PEOPLE = MEGA $$.

That’s not as crazy as it sounds. Many wealthy people understand that in order to make tons of money, you have to do some good and give back.

I’m not talking about charity (although that’s perfectly fine, of course). I’m referring to creating a product or service—or investing in one—that solves a problem and makes a real difference in improving people’s lives.

That may sound corny. But let’s take a look at rich inventor Dr. Dwight Damon.

He recognized that everyone hated braces. They hurt like hell. The wires were tight and cut into the gums. They were hard to clean. They also looked pretty terrible (“railroad tracks”) while being latched onto kids’ teeth right smack in the middle of puberty.

Let’s face it: Braces totally sucked.

Dr. Damon didn’t understand why the industry used orthodontics that applied seven hundred times more pressure on teeth than was necessary. He used his expert skills with machinery to design braces that were more comfortable, less visible, and required less wear time.

He made a fortune on helping people improve their smiles while at the same time enabling millions of kids to get through it without nearly as much pain and suffering. Since then, he’s filed 20,000 patents, which have helped millions of people worldwide.

One simple tweak can truly put a smile on your face.


To do more for the world than the world does for you, that is success.

—Henry Ford, founder of the Ford Motor Company




WEALTH HACK #5
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Find a need and fill it.

How does C. Reed Knight, Jr., owner of Knight’s Armament, make a billion dollars in weapons manufacturing?

He listens to his clients and gives them exactly what they ask for.

As Reed describes, “I asked the military, ‘What is your biggest challenge?’ They answered, ‘We can’t hit our targets at night. It’s too dark and we just can’t see them.’”

“‘Well,’ we proposed, ‘what if we used the same technology as the night-vision goggles to make a scope to help the soldiers see at night?’”

Sure enough, the military tested them out and they worked—so well, in fact, that the military offered the scopes to all their divisions.

By giving the clients exactly what they wanted and solving their challenge, Knight’s Armament created a product that became an essential tool that everyone needed to have.


It is so important to experience what your customers are experiencing and listen to their suggestions.

—David Neeleman, entrepreneur and founder of four major airlines, including JetBlue Airways




WEALTH HACK #6
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Lead the receiver.

In the last Wealth Hack, Reed Knight, Jr., explained how listening to customers and anticipating their needs drives his business. As you’ll discover here, it’s possible to anticipate a major opportunity without a customer even being part of the equation. All you need to do is keep your eyes open downfield and think and react like an NFL quarterback. Hang in there with this analogy, all will be revealed . . .

There’s a company in Canada—Superior Lodging Corp.—that spent $72 million to build extended-stay luxury-suite resorts in a desolate, empty field.

Was CEO Marc Staniloff crazy? Why spend such an enormous amount of money to build a resort in the middle of nowhere?

The answer was found in a location near the field, where you could see a construction site filled with all kinds of bulldozers, forklifts, excavators, and dump trucks.

What was being built there? The greatest long-term health-care facility in all of Canada.

Staniloff recognized that the executives affiliated with the health-care facility would need a place to stay—and there was nothing else around. More important, he projected even further outward and realized that, once the facility was completed, recovering patients—as well as their visiting families and friends—would also be looking for lodging.





The Mouse That Didn’t Roar—At First

Any time you feel impatient about your product or service taking too long to make money, keep in mind one name: Douglas Engelbart.

Who?

Engelbart should be way up there with Bill Gates and Steve Jobs in the pantheon of technogeniuses. Yet few people know his name or his major contribution to computing: the invention of the mouse.

Believe it or not, the computer mouse was first patented in 1970. Engelbart’s invention—originally dubbed the “X-Y Position Indicator for a Display System” but then changed to the cuter word “mouse” because Engelbart thought the wire in the back looked like a rodent’s tail—was way ahead of its time, and it took decades for the technology to catch up.

The lesson? Stick by your mouse, whatever it may be—you never know when the market might suddenly be ready for it.






In football, the quarterback never throws the ball where the wide receiver is standing. He throws it downfield and allows the receiver to catch up to it.

Touchdown!


Find the need and then fill it.

—Anonymous




WEALTH HACK #7
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Simplify everything.

Some of the most brilliant and most useful business inventions weren’t as basic as “finding a need and filling it.” It’s possible to question why an accepted process takes ten or twelve steps when it could be condensed into just one and save people a lot of time and effort. Some of these solutions are “invisible in plain sight,” which means it requires ingenuity and resourcefulness to capitalize on them. In other words, one must develop the ability to notice where things can be simplified.

Years ago, when people used a credit card, the cashier had to look up and verify each and every customer’s number in a giant book. It used to mean scores of people had to wait hours on line in stores until this laborious task was completed. Can you imagine that happening now?

Today, you just whip out your card and it’s a lightning-fast swipe in the machine. (Or, if you have a chip, you slide the card in.)

None of this would have been possible if Ron Klein hadn’t simplified things and invented the reading validation system for the magnetic strip on credit cards. Klein noticed that the cashier lines in Macy’s department store were way too long because of the time it took to look up all of these credit card numbers. His goal was to add value by saving steps in this ridiculous process, which no one else had the presence of mind to question.

Klein, one of the great problem-solvers, invented a device that could mimic a reel-to-reel tape machine and copy numbers onto magnetic tape. In fact, he was the first person to make “humans a machine.” He did this by having the customer slide the card through a device at the right pace that would enable it to pick up the numbers and verify the account on the spot.

These inventions—the magnetic strip on the credit card and the credit card validity checking system—also shifted the onus from the stores to the credit card companies to produce cards that could be scanned. They saved a ton of time for retailers and customers, dramatically cutting down the length of the cashier lines.

Now that is simplifying a problem.


A great problem-solver is usually open to new ideas, innately curious, and good at working with others.

—Richard Branson, entrepreneur, investor, author, philanthropist, founder of the Virgin Group




WEALTH HACK #8
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Combine unrelated business ideas and make them your own.

Gene Landrum did something seemingly impossible when he founded Chuck E. Cheese’s. He created an entirely new business model by combining several different ideas into one chain: food, family, and amusement park–type entertainment.

Food: Kids love pizza.

Amusement park–type entertainment: Kids love things like video games, whack-a-mole, and air hockey.

Combine pizza and amusement park entertainment and you have happy kids and happy parents. Why parents? Because they can sit at the table, take a breather, and eat while their kids are busy playing in the gaming area.

The hybrid pizza chain/entertainment center concept was revolutionary and broke the mold of old thinking that had kept dining and kids’ entertainment separate. Bookstores that have coffee bars are working a similar idea.

What businesses can you combine to create something entirely new?





Wisdom from Dr. Gene Landrum

Dr. Gene Landrum is a sage who is loaded with pearls of wisdom. Here are just a few quick ones on some of the famous people he believes every entrepreneur should strive to emulate.

Be a titan like Alexander the Great.

Be arrogant like architect Frank Lloyd Wright.

Be mystical like fashion designer Coco Chanel.

Be gutsy like FedEx founder Fred Smith.

Follow your bliss like mythologist Joseph Campbell.







You can’t learn new stuff unless you’re willing to go down strange roads.

—Gene Landrum, founder of Chuck E. Cheese’s




PARTING WORDS

Riches begin with thought.

Those words from Napoleon Hill in Think and Grow Rich remain timeless and universal.

If there is one common denominator among all the Wealth Hackers included in this work, it’s that faith, desire, imagination, and persistence continue to be lasting and proven attributes among the super wealthy.

From the Henry Fords and Andrew Carnegies of the past to the Ron Kleins and Tonino Lamborghinis of today, riches begin in the form of thought.

Believe.

Conquer fear.

Never stop because someone says “no.”

Convince yourself that you deserve abundance.

Da Vinci, Franklin, Edison, Marconi, the Wright Brothers, Gates, Buffett, Jobs, and Winfrey have nothing on you. Your dreams are even grander. As Napoleon Hill wrote, “The world is filled with an abundance of opportunity that the dreamers of the past never knew.”

Are you ready? It’s time to put down this book and take action. Put into practice as many gold nuggets in this book as possible. Do them now!
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