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FOREWORD

New Year’s Eve 2007.

As the rest of the world went about celebrating the dawn of a new year heading into 2008, I lay in my bed, inside my large home that we had acquired not two years before.

My wife sat up next to me, and I can still remember the current of wind from the ceiling fan that I had become so addicted to, blowing down upon us.

We had these vast shutters over the left side of some giant windows that filled the master bedroom. I could see the moon reflecting through these giant shades off my wife’s face.

She turned and looked at me, with tears pouring down her cheeks, and said, “I didn’t sign up for this. How are you going to fix it?”

I lay down and put my hands back behind my head; closing my eyes, I felt every aspect of my being filled with rage.

My mind raced back to the summer, six months before, to me sharing the stage with Tony Robbins at the Mortgage Planner Summit in Las Vegas, Nevada.

My mortgage empire was expanding, and we were dominating, and yet, there I lay, heading into 2008, with everything crumbling around me.

The next four very dark years took me on a journey, trying to avoid divorce while I fought my way through the unknown of my Dark Soul. I discovered the practical science to unlocking measurable results in every area of my life every single day, a science I call the Warrior’s Way.

My name is Garrett J. White.

I’m a married man.

I’m a family man.

I’m a businessman.

And most important:

I’m a Funnel Hacker.

I train married businessmen on the unique process of unlocking (nearly) unlimited power in marriage, business, and life without having to cheat on their wife, get a divorce, ignore their children, leave their church, or sedate themselves with drugs and alcohol through a gamified, metric-based system known as the Warrior’s Way to Have It All.

I wasn’t trying to become an expert.

I wasn’t even sure what being an expert meant.

I wanted to set myself free after the banking crisis, and I had no idea that what would start with a decision to change my life would transform into a global movement thanks to the principles, frames, and support of this book you hold in your hands right now.

I launched Wake Up Warrior in 2012 with zero knowledge of online marketing, online sales, sales funnels, or automated systems.

I was a belly-to-belly businessman, and I had always sold products like mortgages, insurance, and real estate in person with prospects.

On top of that, I had never sold a product that was 100 percent created by me, and I had spent most of my career selling other products.

From 2012 to 2014, I struggled to get the message I felt in my heart and soul out to the world. Although we were having some success, I was paralyzed trying to figure out not only the psychology of being an expert online with my message, but also the science and technology of sales funnels.

Then in 2014, a powerful man in Boise, Idaho, I had never heard of launched a software weapon called ClickFunnels.

That same year late in the fall, while creating some sales copy on my MacBook, I got a private message from a client via Facebook chat asking me what I thought about ClickFunnels. (At the time, I had built a duct tape mess of a sales funnel with Kajabi, Infusionsoft, Leadpages, OptimizePress, WordPress, and Zapier. It was a ticking time bomb, but I had finally, after investing well over $200,000 in consultants, managed to get all the software to sort of work together as a junkyard dog of a sales funnel.)

I told my client, “No, I haven’t heard of ClickFunnels, nor am I interested in adding yet another software to the huge mess I have already created!”

I was so frustrated in 2014 because it seemed like I had spent the previous three years investing 90 percent of my time into just managing online software systems. I wondered if I was ever actually going to focus on marketing my message or if I was doomed to struggle to get my message out because I wasn’t a software coder or web designer.

A few days later, my client reached out to me again and said, “Garrett, seriously, you’ve got to check this ClickFunnels software out. It’ll allow you to get rid of all your other software tools and just focus on marketing, selling, and fulfilling Wake Up Warrior programs!”

At first, I thought to myself, No way!

But his comment that I would be able to replace everything with one sales software tool caught my attention, so I agreed to check it out that afternoon.

Forty-eight hours later, I migrated my prospect lists, my client lists, and everything I had over to ClickFunnels.

I was blown away by how fast and how smooth and how quickly the software worked for a guy like me, who wasn’t born in the matrix of online coding or knowledgeable about web design. Not to mention it radically accelerated my results in positioning, marketing, and sales.

In 2012, Wake Up Warrior did $50,000 in sales.

In 2013, Wake Up Warrior did $585,000 in sales.

In 2014, Wake Up Warrior did $1.4 million in sales (60 percent of it after the launch of our funnel).

My results on the ClickFunnels platform happened so quickly and had such an impact on the funnel-hacking community that I was invited to speak and share my Wake Up Warrior sales funnel at the first Funnel Hacking LIVE in Las Vegas in 2015.

Speaking at Funnel Hacking LIVE was an honor. As a speaker, I received a prerelease copy of what would become a runaway bestseller: DotCom Secrets. I read the entire book in one day while lying poolside with my wife in Cancún, Mexico.

In 2015, after being weaponized mentally with DotCom Secret’s master-level education, I took Wake Up Warrior to $3.6 million in sales.

I have come to be great friends with Russell over the years. He is my friend, mentor, teacher, and trainer on the at-times complicated combination of online sales psychology, married to the lethal software weapon of ClickFunnels. Many days, I feel almost like I have an unfair advantage to have access to books like the one you’re holding in your hands.

In 2016, after speaking at the second Funnel Hacking LIVE, the New York Post came knocking to do an interview with me about Wake Up Warrior, and the press and brand of our funnels continued to skyrocket our success to the tune of $7.8 million in sales.

Then in 2017, Russell broke the game and launched what I consider to be the single most authoritative book on direct response marketing and online sales systems I have ever read in my entire 17-year business career.

Yes, I’m speaking about the book you’re reading right now.

This book is not a weekend reading tool to overcome your boredom; it’s an actual weapon and shows you step by step how to win big as an expert.

While prepping backstage to speak at the third Funnel Hacking LIVE with my family, Russell walked up to me and handed me one of 10 copies of the prerelease edition of Expert Secrets.

Even without reading it, I knew this book was the missing element I needed to truly position myself as an expert in the niche I was in and to establish my company and brand at the top as category king of the industry of masculinity for the next 30–40 years.

That night while my family slept, I stayed up and read the entire book cover to cover. I sent a text to Russell the next morning and said, “I can’t believe you published all of this in one book; this book by itself should be $10,000 minimum!” I continued, “If a newbie or an established pro studied this book slowly and deliberately and then executed exactly what you have told them to do in these pages, there is no way they could fail!”

What Russell did for my life with ClickFunnels in 2014 he did again in 2017 with Expert Secrets.

I have studied this book from cover to cover more than 10 times.

You see, I’m not some celebrity businessperson who was paid to write this foreword. I’m a product of the product, and my results from following the principles and strategies that Russell teaches are inarguable.

I believe in this book so much that I purchased more than 1,000 copies of the first edition. I convinced Russell to speak to thousands of my clients in 2017 at Warrior Con 2 and again in 2018 at Warrior Con 3. I gave a copy of this book to every one of my event attendees.

Why?

Because the doctrine you will read in these pages is lethal and something I believe every businessman or businesswoman must consume and apply as an expert if they want to win.

In 2018, armed with the lethal yet straightforward marketing and sales frames Russell teaches you here in this book, I was able to take Wake Up Warrior companies to $15.4 million in sales.

In 2019, the Wake Up Warrior companies and my expert businesses have risen to $19.6 million in sales with a 40 percent profit margin and 17 full-time team members.

I don’t share that with you to impress you. To some of you reading this, that is a ton of money, and to others, it’s nothing. I share it with you to demonstrate what is possible when you learn, live, and leverage the wisdom of a master marketer like Russell Brunson.

This book plus ClickFunnels is the answer.

Myself and a tribe of 100,000-plus global Funnel Hackers are waiting for you to join us.

The man you’re about to study with is one of the greatest men I have ever known, and my prayer is that you will give yourself, your family, and your future a chance to win just like I did.

So take a deep breath.

It’s time for you to unlock the blueprint of a master and get to work.

Welcome to Expert Secrets.

—Garrett J. White

Founder, Wake Up Warrior

Author, Be the Man and Warrior Book


INTRODUCTION

HOW TO CHANGE THE LIVES OF THE CUSTOMERS YOU’VE BEEN CALLED TO SERVE

As I walked into my Inner Circle meeting that day, I saw two new faces who had just joined the group. They looked a little bit like deer in a headlight, not sure whether they were in the right room. There were 21 people in that mastermind meeting, including me, and we were sitting around three long tables that were laid out in a big horseshoe shape, with a spot for one person to present in front of the group.

As I started the meeting, I asked everyone to introduce themselves and tell us about their current businesses. When I got to Ryan Lee and Brad Gibb, I could hear the hesitation in their voices.

“We’re successful financial planners, and about three weeks ago we saw this book online called DotCom Secrets. We bought a copy of it, as well as all the upsells. The next week we found out about the event Funnel Hacking LIVE. It was happening that weekend, so we quickly bought tickets, booked flights and hotels, and flew to the event. During Funnel Hacking LIVE, Russell talked about his Inner Circle program and we wanted to join, but we didn’t feel like we were ready yet. We flew home, and that night couldn’t sleep knowing that we needed to be in this group, so in the morning we applied to join through one of his funnels, wired him $50,000, and now we’re here in Boise with all of you. We’re not really sure how funnels work yet, but we’re living proof that they do!”

Everyone started to laugh because the process of how all of them got into that room was very similar. “We want to be able to have our customers experience what just happened to us; we want to have our own funnels,” they responded. “No one in our industry is doing anything like this, but we know it works.”

After everyone finished introducing themselves, I told them that the meeting was going to be a little different than normal. You see, about a year earlier I had launched my first book, DotCom Secrets, which taught people how to grow their companies online with sales funnels. During that time, we saw more than 10,000 people join ClickFunnels and I watched as tens of thousands of new funnels went live online!

As exciting as it was for me to see so many funnels being built, I couldn’t help but notice that most of the funnels that went live never generated any leads or made any actual money. There is a big difference between making a funnel and making a funnel that actually converts online visitors into lifelong customers.

“Over the next two days that you are here in Boise, we are going to talk less about your actual funnels, and more about how to get the people who come into your funnels to become raving fans. I’m going to teach you the fundamentals of persuasion, story selling, building a tribe, becoming a leader, and how to communicate with the people who enter into your funnels. If I do my job right, you are no longer going to look at your business as a product or a service, or even an offer, but instead you’ll look at it as a movement of people you’ve been called to serve.” I then spent the next two days, for the first time ever, teaching the Expert Secrets frameworks that you are going to find in this book. These frameworks are the key to attracting your dream customers and breaking their false beliefs so you can serve them at your highest levels.
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Figure 0.1: As you become an expert, you’ll find yourself moving away from just selling a product or service, to creating offers, and finally to leading a movement.

Little did I know how much of an impact those two days would have on so many people in our funnel-hacking community. Some of the people who were in the room that day shifted their businesses from product-based businesses to movements that have gone on to change millions of people’s lives. I watched over the next few months as Brandon and Kaelin Poulin took their business, Tuell Time Trainer, and transformed it into the LadyBoss Movement that has helped transform the lives of more than a million women worldwide, selling supplements, coaching, and information products. Alex and Leila Hormozi went from gym owners to the leaders of the Gym Launch movement, which has helped thousands of gym owners attract members they can serve. Garrett J. White has built the Warrior movement, helping tens of thousands of men around the world to “have it all,” while his wife, Danielle K. White, now leads a Big Money Stylist movement that helps stylists get paid what they’re actually worth doing hair extensions.

Over the next year I shared these principles with thousands of other entrepreneurs and eventually wrote the first edition of this book, Expert Secrets. I’ve watched as entrepreneurs like you have been able to take these frameworks and weave them into their ads and funnels to get people to move through their value ladder.
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Figure 0.2: Expert Secrets is the bridge that helps marketers master the art of converting online visitors into lifelong customers.

I believe that your business is a calling. You’ve been called to serve a group of people with the products, services, and offers that you’ve created. People come into your funnels looking for a solution to their problems. By positioning yourself as an expert, and learning how to tell your story in a way that gets people to move, you are able to guide people through your value ladder, giving them the results they are looking for. This is how you change the lives of your customers, and this is how you grow a company.

The first edition of this book was very popular, selling more than 200,000 copies, and I’ve watched as the people who have taken these principles have been able to turn their online visitors into lifelong customers. I have a file with literally hundreds of stories that I could share with you in every market that you can dream of, but one of the ones I am most proud of is Brad and Ryan’s story.

They came to that Inner Circle meeting as financial planners, in an industry that did not use funnels. There was no proven track record for the funnel concepts from DotCom Secrets, or for these new concepts of building a movement by building a tribe. Most people in this same situation would have said, “This works for other companies, but not a company like mine.” Instead, they were humble enough to learn and then figure out how to apply the concepts to their business. As with any new framework, it takes time to figure out how to customize and apply it to what you do, but when they figured out how to apply it to their business, they created a movement. Within just months of setting their framework live, Brad and Ryan qualified for our “Two Comma Club” award (meaning they made more than $1 million inside one of their funnels); within a year they won a “Two Comma Club X” award (grossing more than $10 million inside of that same funnel)!

Inside this book, you’re not only going to learn how to convert people inside of your funnels, but you’re also going to learn how to become a leader. I believe that business and entrepreneurship is a calling we receive. My friend Ryan Moran once told me, “An entrepreneur is someone who takes personal responsibility for a problem that wasn’t their own.” While most of the world runs away from problems, especially the ones that are their own, we see a problem and feel called to step up and figure out a way to solve it. Every good business started this way, with someone feeling called to take on a problem that wasn’t their own, and that calling is special.

Something you have experienced in your life started you on this path to create your business. It forced you to become more. You saw a problem, and then you had to read, study, and experiment with the things you learned in order to create the solutions you now offer your clients. By going through this refining process, you have become who you are today: an expert.

Most people then put their products up for sale, and don’t understand that their expertise is the key to actually selling the product. Your story—why you created this offer and started your movement—is what gets people to convert initially, and continue to stay with you over time.

Your message has the ability to change someone’s life. The impact that the right message can have on someone at the right time in their life is immeasurable. Your message could help save marriages, repair families, change someone’s health, grow a company, or more . . .

But only if you know how to get it into the hands of the people whose lives you have been called to change.


Expert Secrets will help you find your voice and give you the confidence to become a leader.

Expert Secrets will show you how to build a movement of people whose lives you can change.

Expert Secrets will teach you how to make this calling a career.



As Sir Winston Churchill once said:


To each there comes in their lifetime a special moment when they are figuratively tapped on the shoulder and offered the chance to do a very special thing, unique to them and fitted to their talents. What a tragedy if that moment finds them unprepared or unqualified for that which could have been their finest hour.1



Your message matters, and this book is your figurative tap on the shoulder.


SECTION ONE

CREATING YOUR MOVEMENT

[image: image]

Figure 1.1: To create a movement, you’ll need an expert or guide, a new opportunity, and a future-based cause.

I had been invited by David Frey to come to Salt Lake City to experience something that I had never seen before. It was a conference for a software company, and they had almost 3,000 distributors meeting to learn how to better sell the product. As I sat in the room, I was expecting to hear speakers teaching them how to sell and market the business better, but instead I watched for three days as they brought people onstage, gave them awards, and had them tell their stories about the product. Everything was a little different than I expected, but what shocked me most was how many people cried when they were telling their stories.

I leaned over to David on the third day and said, “I don’t get it.” David knew that I had come from a direct response marketing background, and that this was going to be something new for me. He smiled and said, “Russell, they’re not selling software; they created a movement, and that is what they are selling.”

I sat back, and looking at this experience through this new lens changed everything for me. David hadn’t invited me so I could learn how to sell software. He wanted me to see that the product was just a tool, but creating a movement is what actually changed people.

After I got home from that event, and for the next few years, I kept hearing David’s words in my mind, “They’re not selling software; they created a movement.” After we came up with the idea for ClickFunnels and my business partner, Todd Dickerson, started to code the software, I knew that my role was to figure out this missing piece: How do we create a movement that will change people’s lives?

Software, in and of itself, is boring. There were plenty of website builders out there, and although we had a better way of doing it (through a funnel), ClickFunnels was still just a website builder. I knew that if I wanted to create something like I had seen a few years earlier with David, I needed to create an actual movement.

So I started to study mass movements throughout time. I started initially by looking at great companies that had built movements around them, like Apple and Tesla. Then I started looking at religious movements like Christianity and Buddhism. And then, after looking at the light side of movements, I wanted to see the dark side as well. I studied many cults and negative political movements like Nazism.

As I dug deep, I started to notice a pattern showing up in every movement I studied, both positive and negative. The more examples I found, the more the pattern became clear. All the examples I found had three things in common that helped them build a mass movement:


	They each had a charismatic leader (or as we called it in DotCom Secrets, an Attractive Character). In this book we are going to take that role to the next level and call it an expert/guide.

	They each offered their audience a new opportunity.

	They then created a future-based cause that united the tribe of people they had attracted.



As with any pattern or framework, as soon as you are aware of it, you can actually use it. After I saw the pattern, I wrote down this statement:


The Expert Offers Someone a New Opportunity and Then Guides Them to a Result with a Future-Based Cause.



When I add in the value ladder and the value ladder mission statement from DotCom Secrets, it looks a little more like this:
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Figure 1.2: As you introduce a new opportunity to your dream customers, you can guide them up your value ladder and build a movement by helping them embrace a future-based cause.

When you take these three elements that are essential in every mass movement and you weave them into the funnels and value ladder that you learned about in DotCom Secrets, you will not only create a business that can make money, you will also create a movement that can change the world.

As you learn these Expert Secrets, you’ll learn how to position yourself differently in a way that will attract your dream customers to you. You’ll learn how to find your voice and tell stories in a way that moves people so you can serve them at a higher level. You’ll learn how to create and position your offers as new opportunities (instead of improvement offers), and you’ll learn how to build a tribe and give members a future-based cause that will create the momentum they need to truly change their lives.


Becoming the Expert


SECRET #1

FINDING YOUR VOICE

[image: image]

Figure 1.3: The first stage of becoming the expert is to step into your role as a leader to guide your dream customers to their destination.

I had heard my mom tell this story a dozen times before, but it was my favorite story, so as she started to tell it to one of her friends, again, I stopped everything I was doing so I wouldn’t miss a word.

“He thought Russell was stupid,” she said, talking about my high school guidance counselor. “When we tried to get a letter from him so Russell could apply to Brigham Young University, he told us that Russell was a below-average student, and even if somehow he got accepted, he would never be able to pass the classes, and that he should go to an easier school.”

And that’s when my dad jumped in to tell his favorite part. “So we submitted the paperwork to BYU, and sure enough a few weeks later we got a letter telling us that his grades were too low, and that he wasn’t accepted. The next month we went to Pittsburgh for the high school national wrestling tournament. You had to be a state champion to get invited to this tournament, and it’s by far the toughest tournament in the country. Russell’s weight class had more than 90 state champions in it (some states have multiple classes and could send more than one state champion per weight). He wrestled the best tournament of his life, beating multiple two-and three-time state champions.”

Now this was the part of the story that was my favorite, and I had to jump in. “Dad, do you remember, after I pinned the two-time state champion in the semifinals and we were getting ready for the national finals match, one of the BYU coaches came over to us and asked me if I wanted to come on a recruiting trip to their school?!”

“Yes, and I told him that we had just gotten a letter saying that you weren’t accepted, and he smiled at me and said, ‘Don’t worry, I’ll take care of that.’ Within a week of you becoming a high school all-American, we had your acceptance letter in the mail from BYU!”

Then my mom jumped back in. “But of course, as soon as the guidance counselor found out that you were going to BYU, he came back to me and warned me that you would never last the first semester.”

Now, as cool as this story already was, my mom was waiting to give her update about what had happened almost 15 years later. When I launched DotCom Secrets, my mom had a job teaching home economics at the same school as the guidance counselor. She finished the story, “I took Russell’s new book, marched right into the counselor’s office, and asked if he remembered telling me that my son wasn’t smart enough to go to BYU, and that he would probably fail after the first semester. He said yes, and so I had to tell him the good news. ‘Well, that son is now a millionaire, and he just launched his first best-selling book, and I wanted to give you a copy!’” She then did the ultimate mic drop: She left the book on his desk and walked away.

I wanted to share that story with you for a few reasons. Besides the fact that the story makes me feel really good about myself and will probably build a deeper connection with some of my readers, I also wanted you to see that I really struggled in school. I was not someone who you would ever think would be an “expert” in anything. I graduated college with a stunning 2.3 cumulative GPA. I loved wrestling, and that is the one thing that kept me in school, knowing that if I didn’t pass my classes, I didn’t get to wrestle.

I don’t remember liking to read or learn anything that the teachers gave me, and if I’m completely honest, I always thought I was dumb. It wasn’t until the middle of my college career that I started to get exposed to different ideas that they didn’t talk about in school. Google was in its infancy back then, and as I searched for and found things that sparked my interest, I discovered that reading became fun. Sleep became a burden as my mind raced with possibilities. Somewhere in this season of growth is when I first stumbled upon a small movement of people who were making a living selling things online. That initial spark started my journey to becoming an unlikely expert.

EVOLUTION FROM ATTRACTIVE CHARACTER TO EXPERT

One of my early mentors, Dan Kennedy, taught me that “we are all in a relationship business, not a product business.” He explained to me that people may come into your value ladder because of a product, but they stay because of their relationship with you, the Attractive Character.

In DotCom Secrets, I first introduced the concept of the Attractive Character, and how you use your personality to attract people to you. In this book, I want to help take you and your relationship with your audience to the next level: Now that you’ve attracted someone to you, the next level is to lead them where they want to go. To become a leader or a guide, you have to grow into an expert.
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Figure 1.4: DotCom Secrets teaches you how to attract your dream customers. Expert Secrets teaches you how to guide them to their desired result.

We use the Attractive Character at the front of our value ladder to bring people into our funnels, but then we, as the experts, are the ones who guide them through our funnels and ascend them up the value ladder. Jay Abraham once said, “People are silently begging to be led,”2 and I believe that’s very true. We are in the business of attracting our dream customers and then leading them to the results that we can get for them.

THE FIVE PHASES TO BECOME AN EXPERT

As you start on this journey, you will travel through five phases that will help you find your voice, build your tribe, and change the world. Each phase is important in your journey to help impact as many people as possible with your message.
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Figure 1.5: You have to go through five phases to become an expert: dreamer, reporter, framework creator, servant, and, finally, expert/guide.

Phase #1: The Dreamer (It Starts with a Spark)

Recently I read a post on Instagram from my friend Tom Bilyeu entitled “How to Develop Passion,” but it could easily have been titled “How to Become an Expert.” In this post he listed five things to develop your passion or expertise.3


	Go experiment with a ton of stuff.

	Identify things that spark your interest.

	Engage deeply with those things.

	As you engage, if it goes from interest to true fascination, go down the path of gaining mastery.

	Fascination + Mastery = Passion



I didn’t realize it at the time, but the path he laid out in that post is exactly what I followed to turn my spark and interest in marketing online into the movement that we’ve created today. I took my little spark, I engaged deeply, became fascinated with it, gained mastery, and it has become my true passion, my life’s work.

Every great movement has a leader, and this spark is the beginning of your leadership. It’s easy to assume that some people are just born leaders and others are not, but that’s not true. Leadership and how to become an expert is something that you can learn. It’s possible that your biggest fear when you first read the title Expert Secrets was that you aren’t a born leader or don’t feel like an expert.

When I started on this journey, I had the same feelings. Who was I to lead people when there were so many others who I felt were more qualified? I am by nature extremely introverted. I talk too fast. I barely graduated from school. But I put in the time to flame my spark, find my voice, and become the expert that my people needed to lead them.

For those of you who are nervous about having what it takes to be an expert, I want to spend a few minutes talking with you. My guess is that you are amazing. And I bet that the more amazing you are, the harder it is for you to believe it. Am I right?

I’ve had a really rare opportunity to coach thousands of experts around the world in almost every market you can dream of. What’s interesting is when I look at all these amazing people changing the lives of tens of thousands (and in some cases millions) of others, most have felt an internal pull to want to serve and help people. It’s almost like a voice inside them telling them they are destined for greatness. Yet at the same time, they have this other voice that consistently tells them they’re inadequate, that they’re not enough. Not smart enough, not focused enough, not thin enough, not experienced enough, not good enough . . .

The strange thing is that often the more they do and the more people they help, the louder the voice of inadequacy becomes. Whether you’re just starting this journey or you’ve been at it for a while, know that the biggest hurdle you’re likely to face is being okay with calling yourself an expert.

What’s equally important to understand is that you’re not alone. I really feel for people struggling with that negative inner voice because, in all honesty, that’s the way I often feel. I feel like I have been blessed beyond what any human being should ever be blessed with on this Earth. And I feel that this gift I’ve been given from God is something I must share. In fact, if I don’t share it, that would be an injustice to Him and the people I could serve.

Yet as I am out there in the trenches every single day building companies, working with entrepreneurs, trying to change the world in my own little way, I still wrestle with these feelings of inadequacy. As I talk to people, I realize that these same feelings keep most people from ever taking on the mantle of an expert. The voice keeps them from stepping up and stepping into that role.

And it’s a tragedy for a couple of reasons. First, it deprives them of the experience and the opportunities they should have. And, more important, it deprives the people whose lives they could change. Those people you could serve by sharing your God-given talents and expert abilities—they might never be reached.

So I want to pause here and take a moment, not so much to convince you that you’re an expert, but to give you whatever permission you might need to be able to move forward. You have the ability—and, I believe, the responsibility—to serve others with your gifts, whatever they are.

You’ve been blessed with talents, ideas, and unique abilities that have gotten you to where you are in life, and these gifts were given to you so you could share them with others. There are people today who need what you have. And they are just waiting for you to find your voice, so you can help them change their lives. What a tragedy for them if you don’t develop your voice now.

Another problem that a lot of people suffer from is that our own unique abilities are things that come second nature to us, so they don’t seem that amazing, and we dismiss them. My guess is that your superpower won’t seem like that big of a deal to you. It will be something that comes naturally: something so simple that it couldn’t possibly be that important. If you’re an amazing cook, it’s not that big of a deal for you. But to someone who can’t cook, it’s a huge deal.

Maybe you’re good at playing piano, fixing motorcycles, building chicken coops, dancing, or something else. Look at what comes easily to you and what you love to geek out on, and chances are that’s where your superpower is hiding, just waiting to be developed and shared with the world.

Phase #2: Taking on the Identity of the Reporter

[image: image]

Figure 1.6: Your own knowledge isn’t enough. You need to interview other experts to gain different viewpoints.

I remember seeing an infomercial in the ’90s with a guy named Howard Berg. He was in the Guinness Book of World Records as the world’s fastest reader. On this infomercial, he would read an entire book in a few short minutes. After reading the book, he would have someone ask him questions to make sure he had actually read it, and he’d answer those questions with amazing accuracy. Years later I saw him on Fox News reading the entire health-care bill live on TV in under an hour, and then he had Neil Cavuto interview him afterward about what was in the bill. It was an amazing feat to watch.

Around the same time, I was speaking at an event in Dallas, and one of the event hosts told me after my presentation that Howard was in the audience and wanted to meet me! We quickly became friends and I even flew him to my office to train my staff on how to speed-read. During the launch of the first edition of Expert Secrets, I had Howard read my entire book live on Facebook in just 4 minutes and 43 seconds! I then got to quiz him on what I wrote to make sure he remembered everything inside!

That night, Howard and I went out to dinner. I had a question that I had wanted to ask him for years. He had read more than 30,000 books on almost any topic imaginable, and I wanted to know his thoughts about God.

He smiled and taught me a lesson that I’ll never forget. He told me that most people would read a book on a topic, then base their beliefs on what they learned. He told me that he likes to pick a topic, read a dozen or more books around the topic to see everyone’s point of view, and create his own opinion based on seeing all sides of the argument. I spent the next few hours with him listening to his beliefs on God based on hundreds of books he had read. It was one of the most fascinating conversations of my life.

As kids growing up, we are all very teachable. We go to school and become sponges, learning everything that is placed in front of us. And then the worst possible thing happens: We get a degree. To the world, that degree means you know something, but to most people, it means you are done learning.

Your teachability index is how teachable you are at any given time. As a kid your index is high, but after you think you know something, if you’re like most people your index drops to zero and you stop learning. This is the worst possible thing that can happen to an expert.

The next phase in your expert evolution is to start learning everything about your topic from multiple points of view. We need to keep your teachability index high so you are open to new ideas that you will need to create your own frameworks. The best way to do this is for your Attractive Character to take on the identity of the reporter and interview everyone you can get access to who is a few chapters ahead of where you are right now.

The fastest way to turn your spark into a fire is to get around others who are on fire already. I started to look for other people who were further down the path than I was, and I tried to get close to them to help my spark grow. There are a lot of ways that I did that, but I’ll share with you the three that had the biggest impact on my personal growth.

Going to live events: I found all the seminars and workshops that were happening in my industry, and I went to every one that I could. This gave me the chance to hear the other experts/speakers onstage, so I could quickly start to see what things were being taught and what things were resonating with people the most. I also loved the live events because they gave me the ability to network with other attendees. During these late-night networking sessions, I met some amazing experts who helped add to my abilities; I also learned what things people were struggling with and not finding answers to. This helped pave the ground for me as I started to design my own “category,” as you will learn about in Secret #3.

Starting your own “show” or podcast: I go into depth about how and why to start your own show in Traffic Secrets because it’s the fastest way to build a relationship from the other experts in your market and learn directly from them. Having your own show will open doors to experts you could never get access to otherwise. Interviewing a dozen or more experts who have different perspectives in your market is the equivalent of how Howard Berg would read a dozen books to see what the actual truth was. The more people you can interview the better. It will help you discover what gaps are in the market and what frameworks you can create for the new opportunity you will be offering your market.

Launching a summit funnel: In DotCom Secrets, we talk about the power of summit funnels. Not only can you use this funnel to build a large list of subscribers and followers, it is also an amazing way to interview the top experts in your field.

Taking on this role of reporter was for me one of, if
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