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			ADVANCE PRAISE FOR 
Your One Word

			“Evan consumes so much content and then knows how to DJ it to inspire people.”

			—Gary Vaynerchuk, New York Times bestselling author of #AskGaryVee and Jab, Jab, Jab, Right Hook

			“Evan is the real deal. Believe! And while you’re at it, pick up at least ten copies of this book.”

			—Chris Guillebeau, New York Times bestselling author of The $100 Startup

			“Evan’s content is always inspirational. It’ll make you want to go out and run through a brick wall to achieve your goals.”

			—Lewis Howes, New York Times bestselling author of The School of Greatness

			“Find the One Word that defines you and your mission, and you’ll be one step closer to having the life you want.”

			—Ryan Holiday, bestselling author of The Obstacle Is the Way and Ego Is the Enemy

			“Evan is creative and puts a lot of care into his work. He’s like the David Letterman or Jay Leno of YouTube. He doesn’t need a gatekeeper or someone to approve of him. He just went out and did it. That’s choosing yourself.”

			—James Altucher, New York Times bestselling author of Choose Yourself!

		

		
			“This new book by Evan Carmichael, an authority on this topic, is exactly what you’ll want to study. Written by a man who has been there, done that, and continues to do so with excellence, the lessons, stories, and remarkable insights he shares will take you step-by-step on a journey to success in both business and life.”

			—Bob Burg, bestselling author of The Go-Giver

			“Your One Word is the real deal—a smart, actionable guide that empowers each of us to take control of our success, and make it our own. It all starts with just one word.”

			—Mel Robbins, bestselling author, TEDx phenom, and CNN analyst

			“Evan’s passion for serving entrepreneurs is evident in all he does. I discovered this through his YouTube channel impacting millions of entrepreneurs monthly, but when I watched, it became no surprise why so many people follow him: his advice is solid, his experience is unmatched, and his heart for service makes for an amazing combo. Now I turn to Evan for help with my own business and every single time he delivers. Thanks, Evan!”

			—Tim Schmoyer, creator of Video Creators on YouTube
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			All the great things are simple, and many can be expressed in a single word.
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			INTRODUCTION

			A journey of a thousand miles begins with a single step.

			—Lao-tzu (ancient Chinese philosopher, known as the founder of philosophical Taoism)

			IF YOU HAD ONE SHOT . . .

			If you had one shot, or one opportunity to seize everything you ever wanted. One moment. Would you capture it or just let it slip?

			—Eminem (rapper and bestselling US recording artist)

			“Evan, I paid you big money. I flew you halfway around the world to be here today. You better make this audience come alive!”

			Those were the words the organizer of the conference in Malaysia said to me two minutes before I was due on stage to kick off his event.

			Quite the pep talk.

			Malaysia Social Media Week (MSMW) was a big deal. I walked into the hall and could tell these guys meant it. Huge room. Giant stage. Bright lights. High-end audiovisual gear. Cameras from every angle. Chairs filled the room and people were streaming in. For the first time in a while I was really nervous. Eminem’s lyrics were in my head. I didn’t want to let my shot slip. Somehow between the jet lag and caffeine/sugar rush from a Frappuccino I steadied my nerves and told the organizer,

			“Don’t worry, Norman. I got this.”

			I’d gone to Malaysia to discuss a powerful secret I’d discovered and that changed my life, my business, and those of the entrepreneurs I’d introduced it to. Norman had reason to be worried, though. He’d asked me to come speak after seeing my YouTube videos. He liked my passion and wondered if I could pass it on to entrepreneurs in his country. In front of the largest audience MSMW had ever seen, senior government officials, some of the nation’s top marketing influencers, and an international web audience, I was about to take the stage. If I didn’t deliver, Norman would be on the hook for bringing this Canadian YouTuber to headline their event.

			What happened next was amazing.

			I got up and shared the One Word secret that had changed everything for me—and the audience loved it. Laptops were pounded on furiously with notes. The session was trending nationally on Twitter. The large screen keeping track of live interactions updated so quickly that you couldn’t read it anymore. By the end of the hour people lined up, not to ask questions, but to take pictures with me. I went from unknown to rock star in sixty minutes. The best part was coming out and seeing Norman. He was smiling from ear to ear and gave me a bone-crushing handshake that seemed to last for days and a heartfelt message: “Thank you for helping us believe.”

			In this book I’m going to share that One Word secret to help transform you into a powerful force for good and help get you through your worst days.

			THE WORST DAY OF MY LIFE

			No one really has a bad life . . . Just bad moments.

			—Regina Brett (New York Times bestselling author, newspaper columnist)

			“Danny, I quit.”

			I couldn’t believe those words were coming out of my mouth. All my life I grew up believing that you should never quit something that’s important to you. My parents always told me that I was a Castrilli-Carmichael and could do anything, and here I was telling my business partner that I was done. Finito. Out.

			I was over at my parents’ house for dinner and took the call from Danny upstairs. The past year had been really hard. I’d turned away six-figure jobs to do my own business, and ended up making only three hundred dollars a month and not being able to survive. When my friends invited me out for birthdays or dinners, I had to say no. I told them I was busy working on my business, but the reality was that I couldn’t afford the twenty dollars the evening would cost, and I was too embarrassed to tell them that I didn’t have any money. I mean, here I was, turning down jobs they wanted so I could live the entrepreneur’s dream. How could I tell them the truth? I felt like a huge fraud.

			So Danny, my business partner, wanted to talk. We disagreed on what to do next in the business. I felt like we had tried everything, and nothing was working out. I’d had success with everything I’d ever applied myself to: school, sports, piano lessons . . . If I worked harder, I would get better. And here I was pouring every ounce of strength I had, putting every waking moment, and every single dollar, into a business that wasn’t working. I felt hopeless. My once sky-high self-confidence was in the toilet. Enough was enough. I couldn’t take it anymore.

			So I quit.

			Then I cried.

			Uncontrollably.

			I cried so hard I didn’t know what was coming out of my eyes and what was coming out of my nose. I’m not one who cries much, but I didn’t know what else to do. I felt like everything I’d worked on, everything I’d believed in, everything I’d loved had just been taken away from me. My mother, hearing me sobbing, came upstairs, put her hands on my shoulders, and tried to comfort me. I have no idea what she said. I couldn’t hear it. I was too lost.

			I went to bed and hoped better days were ahead.

			TIME TO RISE

			Our greatest glory is not in never falling, but in rising every time we fall.

			—Confucius (philosopher and founder of Confucianism)

			I woke up the next day and asked myself, “What do I want to do with my life?”

			If money wasn’t a concern . . . If I could do anything I wanted . . . If I had no restrictions . . . what would I do? It didn’t take me long to figure out that if I could do anything, I would get back into my business.

			If you’re doing something just to make money, it’s easy to quit. Most people do. But if you’re doing something because it makes you come alive, then removing the restrictions life throws at you clears the path.

			I didn’t want to live in regret for the rest of my life, wondering what would have happened if I had just gotten up for one more day and kept running my company.

			I didn’t want to go take a job I knew I didn’t love, hoping one day to get back to my business while digging myself further and further into a corporate world I didn’t know if I’d be able to get out of.

			I had to find a way to keep going with my business.

			The optimist in me took over. I didn’t know how it was going to work out. We had no evidence that what we were doing would work. I was making three hundred dollars a month, for crying out loud! But I had to believe it would.

			I got dressed, made my lunch (lunch was always canned beans with olive oil and herbs—it was all I could afford), and headed over to my partner’s apartment as I usually did. He had a small condo that functioned as our “corporate headquarters.” He worked in his den, which was too small for both of us to fit in, so I worked at his dining room table.

			The entire way there I was nervous. I had just quit on him the night before, and now here I was, coming back to work. I didn’t know how he would react. Maybe he’d call me a traitor or a deserter. Maybe he wouldn’t let me back in. At best, I was expecting an awkward conversation. At worst, I would be out. But I had to find out.

			He opened the door and looked me right in the eyes. I looked back at him. To my surprise, he didn’t bring anything up. We just dove back into our work. He understood how stressful this business was and cut me a huge amount of slack.

			I had hit my bottom and needed to find a way to get momentum.

			WHY I WROTE THIS BOOK

			When you have that window of opportunity called a crisis, move as quickly as you can, get as much done as you can. There’s a momentum for change that’s very compelling.

			—Anne M. Mulcahy (former chairperson and CEO of Xerox Corporation)

			I wrote this book to give you momentum.

			I made it through. I went from having an income below the poverty line to signing NASA and Johnson & Johnson as clients. We had customers in more than thirty countries. Within three years of my “I quit!” moment, we built and sold our company, and I moved on to other businesses, investments, and adventures. I almost didn’t make it, but, thankfully, I did.

			And I want you to as well.

			I wrote this book because 80 percent of start-ups fail. Because chances are you’ve had moments when you cried your guts out over your company. Because you’ve told yourself or your business partner that you quit. Because you’ve doubted yourself and felt like you should be doing way better, making way more money, and having a way bigger impact on the world.

			Just like I did.

			Every time I meet entrepreneurs who are struggling to get their businesses to where they want them to be, I think back to that night at my parents’ house when my dream fell apart, when I couldn’t understand how I could be pouring my heart into this idea and not be getting any momentum, when I felt completely lost, hopeless, and worthless.

			I don’t want you to go through that.

			Entrepreneurs feed my soul. If you’re trying to do something important and need help, I could sit, chat, talk, e-mail, video call with you all day long. It’s part of who I am. If someone gave me a million dollars with the condition that I could never talk with entrepreneurs again, I wouldn’t take it. I bleed with you.

			But my time isn’t scalable. Like you, I only have twenty-four hours in my day. My personal goal is to help one billion entrepreneurs, and my hope is that even if I never get the opportunity to meet you in person, this book will help give you the momentum, guidance, and confidence you need to build a business and life you can be proud of.

			I want you to find and live your One Word. I want your entrepreneurial dreams to come true.

			ARE YOU A DREAMER?

			If you dream it, you can do it.

			—Walt Disney (entrepreneur, cartoonist, animator, voice actor, film producer, and cofounder of the Walt Disney Company)

			Your One Word can help you turn your dreams into reality.

			Some have used the ideas in this book to build multibillion-dollar businesses. I’m going to give you the surprisingly simple yet powerful formula that they used and you can use to realize your dreams.

			Here are some of the stories you’ll learn from in this book:

			
					How Louis Trahan turned a one-page concept into over $10 million in sales.

					How Christopher Gavigan took the Honest Company from zero to hundreds of millions in revenue and a $1 billion valuation in three years.

					How Dheeraj Pandey created a $2 billion company in a boring, unsexy industry that nobody wanted to talk about.

			

			These entrepreneurs, and many others, all used their One Word to solve big problems, create massive wealth, and have a significant worldly impact.

			But you don’t need to have a lot of money, be a celebrity, or be influential to find and then apply your One Word.

			You might be thinking that you don’t want to build a multibillion-dollar business. You just want to provide a steady income for your family and get out of debt.

			Using your One Word works just as well to help you make $5,000 as it does to help you make $5 billion.

			You can apply this strategy to:

			
					Coming up with a business idea, finding your first customer, raising start-up funding, creating a word-of-mouth campaign, getting the media to talk about you, landing angel and venture capital money, securing important partnerships, opening up international opportunities, hiring your first employee, building a lasting and meaningful culture, making the world a better place, and more.

			

			I’m giving you a tool to help you make decisions more easily, keep you motivated, and allow others to spread your message for you.

			Now it’s your turn. Let’s get started!

			BREAKDOWN

			The mind is the limit. As long as the mind can envision the fact that you can do something, you can do it.

			—Arnold Schwarzenegger (actor, producer, former professional bodybuilder, and politician)

			You’ve never read a book like this.

			The powerful secret in this book is open to you. It will help you make sense of your business, your decisions, and your search for meaning. It will help you unlock your potential and create a new world that you didn’t know existed. You’ll have the motivation, purpose, and understanding you need to finally achieve your goals and do something important.

			It’s divided into three parts: Core, Campaign, and Company.

			In part 1, CORE, you will discover your greatness and learn how to apply it to make money and make a difference. You’ll learn about the One Word philosophy and the powerful Core Selling technique. You’ll understand how I used my One Word to start a movement and how other successful entrepreneurs have built empires worth billions of dollars using theirs. Finally you’ll learn how to unlock your potential and find your One Word.

			In part 2, CAMPAIGN, you’re ready to take your One Word and start to apply it to create a campaign for your business. Something people will care about. You’ll learn how to get all the pieces in place to launch your campaign, and we will run through a checklist of everything you’ll need to get started. You’ll also find case studies and expertise culled from interviews with those leaders and an action plan modeled after my own #Believe campaign.

			In part 3, COMPANY, I’ll show you how to use your One Word and apply it to different components of building a business, including raising capital, marketing and branding, customer service, recruiting a team and building a culture, and operations. I’ll include real-world examples from successful entrepreneurs who are using One Word to build meaningful businesses and show you how you can model their success.

			This book will challenge your thinking.

			It’ll force you to reexamine your beliefs and the way you see the world. It’ll stretch your comfort zone. And it can make you a world influencer. Buckle up. You’re about to go on a life-changing adventure. I’m excited for you!

			#Believe.

			COMING UP: In chapter 1, I’ll show you how you can find your greatness and the impact that your One Word can have.

		

	
		
			PART 1

			CORE

			I think it’s very important not to do what your peers think you should do, not do what your parents think you should do, or your teachers or even your culture. Do what’s inside of you.

			—George Lucas (billionaire entrepreneur and creator of Star Wars and Indiana Jones)

			IN PART 1: CORE, you will discover your greatness and learn how to apply it to make money and make a difference. You’ll learn about the One Word philosophy and the powerful Core Selling technique. You’ll understand how I used my One Word to start a movement and how other successful entrepreneurs have built empires worth billions of dollars using theirs. Finally you’ll learn how to unlock your potential and find your One Word.

		

	
		
			CHAPTER 1

			ONE WORD IMPACT

			If you think you’re too small to have an impact, try going to bed with a mosquito.

			—Anita Roddick (founder of the Body Shop and pioneer of ethical consumerism)

			IS YOUR LIFE MEDIOCRE?

			Ninety percent of America gets up in the morning and drives to a job they hate.

			—Dana White (president of the Ultimate Fighting Championship)

			Please sit down and let’s have an honest talk.

			Most people live mediocre lives.

			You wake up and drive to a job you don’t love, so you can work with a team that doesn’t support you, and do tasks that are beneath your skill level.

			You never achieve greatness. You never accomplish your dreams. You never make a big impact on the world.

			You’re living for the evenings and weekends, and hope that the time spent working just doesn’t suck too much.

			You may have been told that you’re not good enough.

			You may think you don’t have the resources to follow your true passion.

			You may be afraid to try something new after starting down one path.

			And, hey, you’ve got mouths to feed, responsibilities to look after, and not enough savings. You just can’t afford to take a risk.

			The saddest news of all is that you’ve set the bar so low for yourself that you’ve created a world where it’s okay to be mediocre.

			You’ve created an environment of thinking small and being insignificant.

			You want to do more, act more, be more, but something is holding you back.

			The people you hang out with, the websites you visit, the media you consume—everything in your environment holds you exactly where you are.

			It prevents you from taking steps forward.

			Being mediocre has not only become acceptable but is the norm. Because it’s comfortable. Because it’s safe. But it’s limiting you.

			I want you to do something important with your life and stop being mediocre.

			BEING MEDIOCRE IS INSULTING

			Everything about mediocrity kills me.

			—Ivanka Trump (former model and American entrepreneur)

			If you care about your life, then being mediocre should be insulting.

			At the risk of offending you, I’m using strong language intentionally. This has to be important to you. If it’s important, then you’ll change. If it’s important, you’ll make it a priority. If it’s important, you’ll face your fears. If it’s important, you’ll stop making excuses.

			When something is truly, deeply important to you, you find ways to make it happen, even when the #LittleMan (see p. 117) tells you it’s not possible.

			If it’s not important enough to you, then you won’t do anything about it. You’ll continue doing exactly what you’re doing now. Being mediocre is easy. Anybody can do it. And most people and companies do.

			Following your passion, being crazy enough to try to change the world, and standing for something important are hard.

			So most people and companies don’t, and thus most businesses are mediocre too.

			They’re boring and uninspiring. You haven’t made people care enough about what you’re doing. I mean really care. Feel-it-in-their-bones care. Tell-all-their-friends-about-you care. Tattoo-your-logo-on-their-body care. Even if you get halfway to that level of care, you’ll be way ahead of your competition.

			Right now if someone lowers their prices by 10 percent, you lose your customers. Because everyone is selling the same products and services. Because there really isn’t all that much that separates you from your competition. There is no strong customer loyalty because you’re not inspiring it. And, hey, you’re not alone.

			The Fortune 500 list was first created in 1955. Only 13 percent of the companies on that original list are still on the list today.

			Thirteen percent! The others faded away because they were boring and lost relevancy.

			Most businesses are boring.

			Do you want to know the first step to having a remarkable business? Here’s where it all begins and your life and business will change forever:

			You need to find your greatness.

			FIND YOUR GREATNESS

			Greatness is not this wonderful, esoteric, elusive, god-like feature that only the special among us will ever taste. It’s something that truly exists in all of us.

			—Will Smith (actor and entrepreneur)

			Do you have the mindset for greatness?

			This isn’t hokey, fluffy, BS advice.

			If you’re laughing at this point, or are about to close the book or think you know better, then you need this chapter more than anyone else.

			You’re not hitting your big goals and you picked up this book for a reason, so at least give yourself a chance and finish this section. All the advice and books in the world will be useless to you until you fix your mindset.

			Your limiting mindset is holding you where you are.

			One of the most powerful ads Nike has ever created doesn’t feature Michael Jordan or LeBron James. It pictures a chubby kid huffing and puffing as he’s running down an open road. To see a copy of the ad check out evancarmichael.com/oneword/extras.

			Nike’s ads usually feature great athletes—physical specimens at the peak of their careers who have already achieved extraordinary success.

			And here is this fat kid . . . running . . . and he’s . . . great?

			Yes, because he took the first step. He started doing.

			YOU START AT THE START

			Start by doing what’s necessary; then do what’s possible; and suddenly you are doing the impossible.

			—Francis of Assisi (Italian Roman Catholic friar and preacher, and one of the most respected religious figures in history)

			Whoever made this ad for Nike is a genius and needs a raise.

			This ad speaks directly to your mindset for greatness.

			When you’re finding your greatness, you start at the beginning. Everyone starts at the beginning. And the beginning is really hard. Just taking the first step is hard. Maybe this kid wants to be a distance runner and win an Olympic medal. He tells his friends and family and they all laugh at him.

			Classic #LittleMan behavior.

			“You want to what? Umm . . . have you looked at yourself in the mirror?”

			This fat kid is you.

			You have a big goal and you’re just getting started on it. You don’t have the skills. You don’t have the training. You don’t have the experience. You don’t have all the answers. So you’re going to make a lot of mistakes and you won’t make very much progress right away.

			The difference is going to be how you see yourself when you look in the mirror. Do you honestly, deep down, see a future Olympic runner?

			Or do you just see a fat kid?

			If you just see a fat kid staring back at you, then you’ll never reach your goals until you change your mindset. Maybe your first run is only to the edge of your driveway. That’s okay. Most people quit here. “It’s too hard. I’ll never make it. What was I thinking? Man, this was a stupid idea.”

			Understand that every successful person was once this fat kid when they got started. And as with any skill, they learned, practiced, and got better. Consistently. They found their greatness. They didn’t let the #LittleMan hold them back. They believed in themselves. So they succeeded.

			What do you see in the mirror?

			If you see greatness, you’re ready for your One Word.

			THE SECRET: YOUR ONE WORD

			Better than a thousand hollow words, is one word.

			—Buddha (sage whose teachings founded Buddhism)

			I’m going to share a secret with you.

			A secret so powerful that once you discover it, every decision you make in your life and business will become easier.

			Doors will start to open where before you struggled to make any progress. You’ll finally feel like you’re living your life with a purpose instead of fighting the world around you.

			Great leaders have used this secret to build powerful companies, spark important movements, and create meaningful change.

			And now you can too.

			Here’s the secret: There is One Word that defines who you are.

			There is One Word that connects all the things in your life that make you come alive. Think about the friends you have, the music you listen to, the books you read, the movies you watch, the companies you’ve worked for, the businesses you’ve started. Think about everything in your life right now that you enjoy.

			They are all connected.

			Until you figure out what that connection is, you’ll never live up to your potential.

			What’s your favorite song? And what does it have to do with who your best friend or favorite book is?

			The answer is everything. And it can be boiled down to one simple, powerful word.

			Great people can be described in One Word.

			Martin Luther King Jr.: Equality. Oprah Winfrey: Heart. Steve Jobs: Impact. You: ?

			If you want to break free from the chains of mediocrity and really make an impact, then it starts with finding your One Word.

			You have to stand for something powerful and important.

			STAND FOR SOMETHING

			Faith is taking the first step even when you don’t see the whole staircase.

			—Martin Luther King Jr. (pastor, activist, humanitarian, and leader in the civil rights movement)

			On August 23, 1963, a quarter of a million people went to Washington, DC, to hear Martin Luther King Jr. speak at the Lincoln Memorial.

			How did he get so many people to come out?

			He didn’t have a newsletter or a Twitter account. He wasn’t making YouTube videos or using Google AdWords. He didn’t have a website or use Facebook. He didn’t have any of the tools that make it so easy for us today to reach people and start movements.

			And yet 250,000 people came out. Why?

			Because he stood for something important.

			The cause he believed in touched people’s hearts and led them to action. It was so important that people willingly spread the word and promoted his cause—because it was their cause.

			You need to do the same.

			What does this have to do with business?

			You might be thinking, “That’s great, it works for political or cultural movements but what does this have to do with business?” I’m glad you asked.

			What we’re talking about here is getting people to take action—influencing decision making by appealing to something that people feel passionate about. It can apply to going to your website and buying your product just as easily as it does to getting in a bus and traveling to hear Martin Luther King Jr. speak.

			Most companies just never do it (see previous notes on mediocrity). Your business is not just about making a product or service. That’s a recipe for failure.

			People want to know who you are and what you stand for before they’ll buy anything from you. It’s about standing for something important and having your cause be your customers’ cause.

			Let me introduce you to Core Selling.

			CORE SELLING

			A mediocre idea that generates enthusiasm will go further than a great idea that inspires no one.

			—Mary Kay Ash (founder of Mary Kay Cosmetics)

			This concept alone will transform your business and how you market yourself.

			There are three kinds of selling in business: feature, benefit, and core.

			 1. Feature Selling

			When you first start selling something you usually promote its features.

			You’re talking about the specifics of what your company offers.

			Here are some examples of feature-based selling:

			
					These sheets have a thread count of twelve hundred.

					This car has a fuel economy of thirty-four miles per gallon.

					This lightbulb will last ten years.

			

			 2. Benefit Selling

			Somewhere along the way you learn from reading a book, watching a video, or talking with others that you should be selling benefits, not features.

			You tell me not just what your product or service does, but how I’m going to gain from using it. Sell the hole, not the drill.

			Benefit-based selling would change the sales pitches to:

			
					These sheets are super soft and you’ll get a great night’s sleep.

					You’ll save a lot of money on gas with this car and rarely have to fill up.

					You’ll never have to change a lightbulb again!

			

			Feature and benefit selling are how 99 percent of the world sells today. It works but it’s inefficient.

			 3. Core Selling

			Forget features and benefits. The real gold is in Core Selling. In Core Selling you lead with your One Word. What are you here to do? Why is this so important?

			Let me show you an example.

			#CALM

			The “flower guy” selling “calm” was a lightbulb flash exploding in my brain.

			—Wayne E. (One of Evan’s YouTube subscribers)

			A subscriber, Jay, wrote to tell me that he wants to start a flower shop and asked me how he could stand out.

			Now, the flower industry is brutal. Ridiculously brutal. Margins are being squeezed by supermarkets and online stores. There are fewer flower growers, making it harder to find locally grown products. It’s one of the most competitive online businesses, so good luck with getting people to search and find your website. When the economy is down, luxury items like flowers are the first thing people stop spending money on. The big referral partners, like funeral parlors and banquet halls, already have long-standing relationships with florists. Man . . . who wants to be in the flower business? Jay did. So I was going to help him.

			The secret was for Jay to realize that he wasn’t selling flowers.

			He was selling something much more powerful. Jay was really selling #Calm. What I learned from Jay was that he loves flowers because they make him feel calm. If he is stressed or worried, he looks at flowers

			
			
			
			
			
			HOW TO MAKE MONEY

			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			HOW STEVE JOBS GOT RICH

			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			SUCCESS LEAVES CLUES

			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			CHAPTER 1 HIGHLIGHTS

			
			
					Don’t do what the people around you think you should do. Do what’s inside you.

					Most people live mediocre lives and have set the bar so low that they’ve created a world where it’s okay to be mediocre.

					The people you hang out with, the websites you visit, the media you consume, everything in your environment holds you exactly where you are.

					The Fortune 500 list was first created in 1955. Only 13 percent of the companies on the original list are still on it today.

					You need to find your greatness.

					Everyone starts at the start. The difference is where you see yourself going.

					There is One Word that defines who you are, connects all the things in your life that make you come alive, and will help you escape the chains of mediocrity.

					People want to know who you are and what you stand for before they’ll buy anything from you. Make your cause be your customer’s cause too.

					Forget features and benefits. They work, but they’re not efficient. The real gold is in Core Selling.

					Making money is so much more than just having a great product or service. It’s about how you make people feel when they see your brand.

					If money is your only goal, then you’ll never be rich. You have to want to have an impact and leave a legacy.

					Steve Jobs didn’t make billions and then want to have an impact. It’s because he wanted to have an impact that he made his billions.

					Never go into a business purely to make money. If that’s the motive, you’re better off doing nothing.
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