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The New Year is upon us and 
2020 is in full swing. Many 
of us begin every year by 
contemplating and plotting how 
this year is finally going to be 
different from every previous year.

Goal setting is a hot topic during 
this time. However, none of our 
goals are likely to be realized if 
we don’t have a strong reason for 
wanting to change. When that 
reason is undefined, our goals 
become wishes—and they are not 
likely to come true.

That’s why discovering our 
purpose, being authentic, and 
“keeping it real” are central 
themes in this month’s issue.

Our main feature in this issue 
is with Corey Poirier. He has 
interviewed over 5000 top 
achievers and has re-released 
his book, The Book of WHY 
(and HOW). In this interview, we 
talked about a lot of great topics, 
including how he got started 
in business, how he began his 
speaking career, out-of-the-box 
strategies for selling his book, 
getting on TEDx stages, and 
much more.

Next, Steve Gamlin discusses the 
importance of knowing your “why” 
from a place of discovering your 
authenticity. It’s a great discussion, 
and we can all benefit from 
keeping things “real” a lot more 
often.

Then, Ryan C. Lowe discusses 
five ways to give world-class 
customer service to our clients. 
Keeping things focused on 

the end user of our products 
and services is critical to the 
growth and success of our 
businesses. This insightful article 
gives us great ideas that can 
be immediately applied to our 
businesses and our lives.

Other articles in this issue 
include the topics of New Year’s 
resolutions, how to P.I.M.P. our 
goals in 2020, increasing our self-
awareness, and much more.

This month, there is also a very 
special article by Anne Lorimor, 
who documents her summit to 
the top of Mt Kilimanjaro. What 

made her journey so special? She 
hold the Guinness World Record 
for being the oldest person to 
climb that mountain at 89 years 
young—and she has done it twice!

I hope you enjoy reading this as 
much as I’ve enjoyed putting it 
together.

Let’s begin!

All the best,
Brian K. Wright
Publisher, Success Profiles 
Magazine
Host, Success Profiles Radio

by Brian K. Wright

NOTES FROM THE 
PUBLISHER
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I had the honor of interviewing 
Corey Poirier, and we talked about 
a lot of great topics, including how 
he got started in business, how he 
began his speaking career, out-
of-the-box strategies for selling 
his book, getting on TEDx stages, 
and much more.

Brian:  Welcome, Corey! Tell us a 
little bit about your background 
story.

Corey:  When I was younger, 
I was ambitious, and if I was 
passionate about something, 
I went all in. I started a small 
business newspaper when I was 
roughly 19 years of age in a small 
community. And I feel like that 
was out of left field. The only thing 
I had done before that which 
leaned towards me going there is 
was being in an entrepreneurial 
program. My friend and I were 
getting seed money, or funding, 
by starting a project. We were 
going to launch a clothing store 
with CD’s in it, and we discovered 
that we would need $250,000 
capital each. We were both 19 and 
didn’t have the money.

We’ve had two weeks left to 
come up with a business, and we 
had been interviewing all these 
entrepreneurs to learn how to run 
a business. What if we just shared 
that insight with other people? 
And so, I launched a newspaper 
based on that.

I think everything started because 
I got obsessed by interviewing 
people. I started to discover that if 
you can learn what other people 
do and then take the shortcuts, 

you’re going to get further and 
use your time better than those 
that don’t.

Since that time, I went into 
the corporate world and 
spent roughly 10 years selling 
photocopiers door to door for a 
living. It was business to business, 
and I did quite well with that.

And you know what? I was 
actually fulfilled. You know how 
a lot of people say, “I hated my 
job, so I went into business for 
myself?” With the business I was 
in—sales—I had flexibility. As long 
as I was getting my numbers, I 
could go home when I wanted to.

I did quite well during those 10 
years in the copier industry. But 
what was happening, Brian, was 
the business was on a downward 
trend. I finally asked myself an 
interesting question: “Would I 
invest in the company I’m working 
with right now?” And the answer 
was no. The I asked myself, “Why 
am I investing my career in it?”

Toward the end of my time at this 
job, I had performed stand-up 
comedy a few times for fun, and 
as a result, I discovered this thing 
called professional speaking.

I began using my vacation days, 
my days off, my evenings and 

weekends, even sick days (they 
allowed me to do that), and I 
started doing no-fee talks to build 
an audience. I did that about two 
years before I finally went full 
time.

And then from that point forward, 
I’ve been a speaker, launched 
another version of the newspaper 
we just talked about, and ran it for 
six years. Then I converted that 
into a radio show, then a podcast. 
At the same time, I had been 
writing books along the way, so 
that brings us full circle.

Brian:  Wow, that is amazing. Did 
you initially have a fear of public 
speaking?

Corey:  My level of comfort with 
the world of speaking was hearing 
about people whose knees 
buckle, they turn shades of color, 
and they pass out. I experienced 
at least those two or three times 
early on.

Before I got into stand-up 
comedy, I had spoken three times 
in front of an audience. Once was 
in high school. I kept thinking I 
was sick, and eventually, I just got 
forced to do it. The experience 
was horrible and I was a mess. I 
don’t even remember what I said.

Then I did the second one in 

by Brian K. Wright

THE POWER OF 
CREATING SIGNIFICANCE
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that entrepreneurial program I 
mentioned, which was only in 
front of eight people I’d spent the 
year with. I wasn’t speaking to 
strangers, but I was sweating and 
forgot my words.

The third time I spoke, it was 
the only one I did at the time 
that was profess ional. A group 
had approached me and said, 
“We want you to come and 
speak on the difficulties young 
entrepreneurs face” because I had 
a newspaper at 19 years of age. 
I went into this talk, but I didn’t 
know I was supposed to prepare. I 
honestly can tell you, Brian, I don’t 
remember what I said. Somebody 
said, “You turned so many colors, 
but none were your actual color.”

And I was shivering, shaking, and 
sweating. I asked somebody, 
“What did I say? I don’t remember 
anything.” And he said, “I don’t 
know, dude. But you were so 
passionate in saying it, you sold 
me.” And that was a big tip about 
speaking I learned because I 
realized (and I’ve since discovered 
it to be absolutely true), that if 
you deliver your talk with enough 
passion, then people will overlook 
the minor hiccups. But if you’re 
not passionate, they’ll notice 
everything.

Brian:  How did you become 

known as “that speaker guy?”

Corey:  People were coming up 
to me saying, “I can’t remember 
your name but you’re that speaker 
guy, right?” And I thought, “Maybe 
they’re onto something.” I heard 
it so many times I decided, “Why 
don’t I just become that speaker 
guy because then people will 
know what I do.” As you probably 
know, Brian, my website is www.
thatspeakerguy.com, and my 
email is thatspeakerguy@gmail.
com. So the point is that it just fit. 
It worked, and it became a brand 
that I never had to tell people 
what I did for a living.

Brian:  That’s fantastic. And that’s 
the definition of a perfect brand, 
is if someone can tell immediately 
what you do by what your brand is 
and says.

Corey:  I also have a thing called 
“The Speaking Program.” Some 
people asked, “Why are you so 
generic?” Because then people 
say, ‘You need to take a speaking 
program. You need to hire that 
speaker guy.” I don’t want to be 
one of, I want to be THE one.

Brian:  Let’s talk about your book 
called The Book of WHY (and 
HOW). Where did this idea come 
from?

Corey:  It’s been in the works 
a long time. I feel like I started 
writing this book back in 2013 or 
2014. I’ve written and released 
other books since, but this is a 
book where the time was right 
and it hadn’t been released yet.

Essentially, I discovered that 
everything changed for me the 
day I discovered my passion. And 
that wasn’t even my “why” - that 
was just what I did.

What changed for me, Brian, is—
and I don’t share this often, but 
I’m open to sharing it all the time if 
somebody asks—I battled anxiety 
and hypochondria for about four 
years. And nothing helped me 
escape it until I discovered my 
passion. And this is a full circle 
back to what we just talked about.

I started doing stand-up and 
people at work said, “Geez, you 
seem happier. Did you meet 
someone or did you fall in love?” 
Well, I had fallen in love with 
that activity, and I was bombing 
horribly. I was only on the stage 
10 minutes a week, and I was still 
coming to work with a big smile 
on my face.

Then I noticed that everything 
changed that day. It took me on 
the path of speaking and learning 
the importance of feeding my 
mind.

That was the start to finding my 
“why,” and that’s what changed 
everything. That’s the catalyst for 
why I wanted to put the book out. 
I wanted to help other people 
either tap into their “why”, or if they 
already had found it, I wanted to 
teach them what they could do 
with it.

And so the second part, the “how,” 
was me actually going further 
and saying, “Okay, now you found 

With Bob Proctor
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your ‘why,’ good luck.” I wanted to 
show people what I learned that 
the highest achievers did to take it 
to the next level once they found 
their “why.” That’s the catalyst for 
the book.

Brian:  How do you create 
significance?

Corey:  I believe this ties into 
your “why.” If you are fulfilling and 
serving a “why” and the right “why” 
for you, I think you’re creating 
significance. I believe that legacy 
is not just what people say after 
you’re gone, it’s also what they 
say behind your back when 
you’re not around. I think if they’re 
saying the things that you would 
love for them to be saying about 
you because you’re aligned with 
the right mission, then you start 
creating significance that way.

So people start seeing 
significance in you because you 
are serving other people, you’re 
changing the world, and you’re 
actually fulfilling yourself as well. 
Let’s call it your destiny, why you 
were called here to serve. I think 
that creates significance in the 
process.

Brian:  Right. And when you have 
a strong “why,” you can bust 
through your excuses about why 

you can’t do something because 
now you’re committed to it, right?

Corey:  Exactly. I shared the story 
in the book about a girl named 
Silken Laumann, who was an 
Olympian and she became a 
speaker. She initially had a fear of 
speaking, and she now speaks for 
a living after being an Olympian.

She wrote a book and so to serve 
the book, she had to speak. I 
asked, “Well, how did you get 
over it?” because I also has that 
same fear. It really shocked me 
that she had this fear because 
she is an Olympian. She said that 
she got over it when she figured 
out that her desire was to get her 
message out, and her “why” was 
bigger than her fear of getting on 
a stage.

And I’ve since learned that if you 
can find a “why” related to it that’s 
stronger than your fear of doing it, 
you’ll figure out the “how.”

Brian:  That’s fantastic. You’ve 
written multiple books, how does 
this book fits into your business 
plan?

Corey:  Here’s the weird part, it 
fits into my business plan maybe 
even a little less than some 
of my other books, which is 

counterintuitive because I know 
better. The best way of explaining 
this, is I’ve been doing some 
work with James Redfield who 
wrote The Celestine Prophecy. And 
James’ book is, in my opinion, 
brilliant book. It’s a fictional tale 
meant to teach us life lessons.

If I were launching that book, I 
would struggle to say, “How can I 
fit this into business talk?” And it’s 
much the same with The Book of 
WHY (and HOW), I struggled with 
it fitting into my normal business 
talk. Because when I speak in 
front of audiences, my business 
talks are often centered around 
customer service, they can be 
around top leadership traits.

I struggled a bit with “How do 
I fit this book in?” At the same 
time, when you think of backend 
funnels, it’s harder to fit a backend 
funnel into this book than it is my 
other book - The Book of Public 
Speaking because that one 
fits perfectly into my speaking 
program. I had to work harder to fit 
this one in.

To answer the question, I’ve 
started to reinstitute my talk 
that I used to have called 
“Fueled by Vitamin P,” which is 
about the importance of finding 
your purpose. So now I can 
start delivering that talk, which 
supports the book. And then I’m 
also finishing up a course I’m 
doing about how you can live an 
epic life. And I’m going to make 
that the backend for this book.

With all of my other books, 
or most of them, there was a 
complete design behind how 
they fit in. This book called out to 
me and I felt it had to be written, 
it had to be put out, but it was 
more about writing a book than 
it was about serving a business 
at first. But then as a business 

With Jack Canfield



7 Success Profiles Magazine  January 2020

professional, I also know that 
I need to find a way to make it 
serve a bigger purpose.

Brian:  Absolutely. Tell us about 
your book launch. You had a lot 
of people involved, and some 
people don’t know how to do a 
good book launch campaign. 
What was that like for you?

Corey:  This book was self-
published first, so I did two 
launches with it as a self-
published book. And now, 
I’m about to launch with the 
published version. So I’ll answer 
the question at once on the three 
of them.

The first launch I did was through 
Kickstarter, and it was really 
successful. I’ll tell you a happy 
accident I had with the book, and 
they are very few books I’ve ever 
seen do it. In the back of the book, 
I included 400 quotes by thought 
leaders who I’ve interviewed. 
I wanted to do that because I 
wanted to share other people’s 
stories and promote them.

I soon realized that those people 
now had a vested interest in 
sharing the news about the book. 
In effect, they became my built-in 
street team because they knew 
if the book became a bestseller, 
then they could say they’re a 
contributor to a bestselling book. 
Those same people would often 
buy copies to give away. There 
were so many wins to this for 
everyone.

Approaching the people who had 
submitted their original insights 
to the book to leverage the 
Kickstarter launch was huge. To 
give you core numbers, I ended 
up doing about $12,000 in sales in 
about three weeks, and that was 
me going start to finish. I didn’t 
do a prelaunch, although I could 

have done more in sales if I had.

I know that I wouldn’t have those 
numbers without a street team, 
which turned out to be the people 
in the book plus 40 others in my 
network.

Then the second book I launched 
was on Amazon. It went to 
number two in a category on 
Amazon, and it was in the top 
100 on all of Amazon. The same 
street team helped achieve these 
results as well.

Much to my surprise, the street 
team came on board again when 
I did a Publishizer launch, which 
was about a year after the original 
launch on Kickstarter, and we 
did about $9,500 to $10,000. So 
we almost replicated the same 
numbers with the exact same 
book.

Those were our initial launches. 
While the street team played 
a big part of it, I also did videos 
and a whole bunch of things 
throughout the launch. I have an 
email list of my own, and I gave 
them away a free chapter and got 
some reviews based on doing 
that.

Now after 11 books, I’m into the 
biggest launch that I’ve ever done, 
and I know that because there’s 
already more into it than any 
launch I’ve ever done.

Any launch had to have a win-
win for those involved in helping 
you promote, and every win was 
different. The first win was that 
they were going to be in a book 
that actually came to life and they 
could see printed copies. That 
was with the Kickstarter launch. 
Then the vested interest was 
they were going to be in a book 
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that was going to be a best seller 
on Amazon and picked up by a 
publisher.

I had several publishers bid on 
this book, and I ended up picking 
one that didn’t bid on the book 
(which is ironic) because I felt that 
they were the right fit for me. But 
now, the vested interest is that I’m 
aiming for the Wall Street Journal 
and the USA Today list, so if the 
book hits those charts, they’re 
now a contributor to a Wall Street 
Journal book, which is great for 
their own bio.

I made it so that every time I 
did a launch, the street team 
had a benefit from it, and then 
in addition to that, I gave them 
freebies and rewards. This time, 
I’m actually going to give them 
access to stuff that we’ve never 
given access to.

You have to treat the street team 
as well as you do a buyer of your 
book—in fact, treat them better. 
There’s a great book called 
The Customer Comes Second 
which says that if you treat the 
employees amazing, they’ll treat 
their customers amazing, and I 
think it’s the same thing with my 
street team.

Brian:  That’s fantastic. You also 
help people get on TEDx stages. 
And, of course, you can do that 
because you yourself have done 
that. What was it like being on 
TEDx stage?

Corey:  It’s probably the most 
nerve-wrecking stage most 
speakers will ever take. And I say 
this not just from my experience. 
I’ve done about 3,000 talks. And 
those three times on TEDx stages 
were easily the most nerve-
wrecking of those 3,000.

But interestingly enough, one of 

those speakers that was behind 
the scenes with me at one of the 
talks had done 2,500, and he 
dropped the coffee mug on the 
floor. The coffee went everywhere 
because he was so nervous he 
couldn’t hold the mug.

It can be the most stressful talk 
you’ll ever do. But there’s nothing 
quite like knowing that this talk 
has the potential to impact more 
lives than a lot of other talks you’ll 
deliver. And then at the same 
time, I know there’s something 
to being given a lot of guidelines 
and sticking within them and still 
delivering.

Brian:  Absolutely. If someone 
wants to get on a TEDx stage, 
what are some of the do’s and 
don’ts?

Corey:  This is a tough one 
because there’s so many things 
that fall into the idea of how you 
land a TEDx talk. They would be 
the first to say there’s no system. 
But like anything, there’s things 
that work better for you.

I’ll say it this way, the best thing I 
can tell you is have an idea worth 
sharing.

What do I mean by that?  TED’s 

tagline is “ideas worth spreading” 
They want a story that people will 
talk about and share with others.

So how do you do that? TEDx 
organizers once told me that 
what they’re looking for is for 
somebody to share a new take 
on an old idea in a way that we 
can easily understand it, but it’s 
so powerful that we’ll want to tell 
other people about it.

What I would say is make sure 
your idea is sticky. And how do 
you do that? Come up with an 
idea, and hopefully it’s something 
that you’re already passionate 
about. Then you ask other people 
that you know personally and say, 
“What do you think of this idea?” If 
they say, “Oh my God, you need to 
tell people about this,” then you’ve 
got an idea worth spreading. 
Figure that idea out, and then 
worry about getting on the stage.

Brian:  Great. How do you help 
people get there?

Corey:  Applying is as simple as 
going onto a TEDx website, filling 
out the form, and sending it in. 
What a lot of people don’t know 
is, a lot of people apply so part of 
it is a numbers game.
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For example, if someone applied 
to TEDx New York, you may see 
2000 apply for 10 spots. That tells 
you that your odds are less than 
1%, so you need to do some stuff 
that makes you stand out.

What I do is I help people find 
the shortcuts that make them 
stand out. One example could be 
knowing the organizers.

It could be as simple as Googling, 
but not all TEDx events have 
websites. Now you’ve got to figure 
out how can you discover who the 
organizers are.

Think about it this way, Brian. 
If I’m organizing an event and 
there’s four other organizers with 
me, and you want to apply, find a 
way to connect with us and get 
on our radar. Let’s say four of the 
five of us know you by name, and 
your application comes across 
our desk along with 1,999 other 
applications who we don’t know 
– who do you think is going to get 
noticed the most? Who do you 
think is going to get looked at the 
closest? And if you have a solid 
idea, which you need to have 
anyway, who do you think is going 
to be the person that they look 
at? We would say, “Oh, we should 
really look at Brian and see if he’s 
a good fit.”

It only makes sense that if you’re 
known versus the people that 
aren’t known—the rest are just 
emails coming across their desk—
you’re going to stand out. So what 
I do is I help people figure out 
how to do that.

Brian:  That’s fantastic. So where 
can we find your book, and how 
can we connect with you if we 
want to work with you?

Corey:  I like to make things easy. 
You can find the book at www.
thebookofwhy.com. You can also 
find me at www.thatspeakerguy.
com. My social media links are at 
the top of the website. We even 
have our newsletter sign up there 
if you want get great insights for 
free and learn from me in the 
process. If you want to connect 
with me further, you can do so 
there. You can find articles I’ve 
written, as well as TEDx talks.

Brian:  Fantastic. Any final 
thoughts you’d like to share?

Corey:  You need to figure out 
how to find your “why,” because 
everything changes once you 
have that fire in your belly to do 
something and serve something 
greater than yourself.

If you’ve already figured out your 
“why,” make sure you’re studying 
at the feet of giants so you can 
figure out how to do what you’re 
trying to do in a more efficient way 
than everybody else.

Brian:  Fantastic. Thank you, 
Corey, for being here.

Corey:  Thank you, Brian. It was an 
absolute pleasure.

Corey Poirier is a multiple-time TEDx, 
MoMondays and PMx, Speaker. He is also the 
founder of bLU Talks, the host of the top rated 
‘Let’s Do Influencing’ and Get Paid To Speak 
Shows, founder of The Speaking Program, 
and he has been featured in multiple television 
specials.

A columnist with Entrepreneur, Forbes, Medium, 
Thrive Global, he has featured in/on CBS, 
CTV, NBC, ABC, is a Forbes Coaches Council 
member, and is one of the few leaders featured 
twice on the popular Entrepreneur on Fire show.
He has also interviewed over 5,000 of the 
world’s top leaders.

One of his most recent talks took him to New 
York City where he had the extreme pleasure 
of speaking to At-Risk Youth at the Brooklyn 
Navy Yard Boys & Girls Club. Another recent 
talk took him to the Harvard Graduate School 
of Education.

A father to his young son Sebastian, boyfriend 
to Shelley and a father to 2 fur-babies, Corey is 
also a practicing Yogi and Rock Recording of 
the Year Nominee.



10Success Profiles Magazine January 2020

Do you know why you do what 
you do, the way that you do it?

In a day and age where social 
media and digital gadgetry seem 
to be making the world spin 
faster than ever, and a plethora 
of technological filters allow us to 
be more ‘fake’ than ever before, 
it can be really tough to reset the 
compasses in our own brains 
and hearts to know what our true 
north is.

Too many people are trying to 
imitate the influencers who keep 
attempting to outdo each other 
as they launch themselves up the 
mountainous terrain armed with 
of shock, shtick, and perceived 
coolness.

Stats over substance.

Hollywood over humility.

For me, it comes down to 
‘real’ness. And the ‘real’ people 
know why they do what they do, 
the way they do it.  

Very recently I saw a social media 
post from my friend Rob Steen.

Rob is the founder of Headliners 
Comedy Club in New England. 
He’s been in the game a long time 
and was always supportive of me 
during my seven years of stand-
up comedy.

In the post I mentioned, there is 
a picture of Rob leaning off the 
front of the stage at a BIG show at 
Mohegan Sun.

He’s being hugged by a guy from 
the front row.

Does this happen at every show?

Nope.

Why did this man insist on 
hugging Rob in the middle of his 
show?

Because the man and his wife 
drove a long way to get there.

They both had great big laughs 
which, as a former comedian, I 
love.

And, as it turns out, this man 
was struggling with cancer 
years ago…and Rob (and his 
fellow comedians) did a series 
of fundraising shows to provide 
some financial help for him and 
his family.

This man is now enjoying a 
cancer-free life, and just wanted 
to say ‘thank you’ to him.

It made Rob’s night!

Rob works harder than many 
people I know, in any industry. 
He’s a good guy (always was to 
me, anyway) and his heart and 
soul are among the biggest bricks 
in his foundation.  

He knows WHY he does what he 
does, the way he does it.

He knows this is a business. And 
part of his business is giving back 
to people, like this man. And 
when you get reminded of this, 
especially by people whose lives 
you got to impact, it makes for 
some pretty rewarding moments.

As a speaker, I know this very 
well. I’ve had people cross my 
path years after being part of an 
event where I presented. So far, 
the strangest place this happened 
was the Captain Crunch aisle of 
a grocery store in Nashua NH, to 
share with me how something I 
said from the stage impacted his 
life.

During our brief conversation 
he not only recalled the story 
I’d shared, but also the picture 
that was being projected on the 
screen at the time, and how he 
brought the lesson to his next job 
interview…and was hired.

We high-fived, right there in the 
store.

That’s a great big part of MY why.

So, what is yours?

Why do you do what you do, the 
way you do it?

What’s the deep-seated reason?

If it’s for a paycheck…okay, that’s a 
start.

By Steve Gamlin

WHAT IS YOUR WHY?
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What does that paycheck allow 
you to do, beyond paying the 
bills?

Is it something for your family?

A side-hustle that is more aligned 
with your dreams?

A special project with which you 
are joyfully involved?

Or do you already know the 
deeper WHY as you do your job 
every day?

This is such an important step…
and I know there are many people 
who have no idea.

How do I know this?

I used to be one of them, until 
a friend asked why I decided to 
become a speaker. He wouldn’t 
let me off the hook until I gave 
him an answer that he felt was 
real.

It took a while (legend has it that 
he asked me ‘Why?” seventeen 
times), but me being on the verge 
of tears with my final response 
was probably a clue that he’d 
struck oil.

I’ll never forget it.

That’s why there is an entire 
module on ‘Discovering Your 
Why’ in the Vision Board Mastery 
program.

I know my WHY.

My comedian friend Rob Steen 
knows his.

Do you know yours?

If not…would you like to?

My Vision Board Mastery learning 
program was designed to hold 
your hand and guide you from 
evaluating your life in its current 
form, designing your future, 
mapping out your Action Plan…and 
knowing your WHY at every stage.

Visit www.MotivationalFirewood.
com if you really want to know.

I created the program, so I know.

My WHY is also a big reason why 

this program exists.

Our clocks are ticking, always.

Calendar pages are turning.

Times rolls on, whether we are 
engaged in what we’re doing or 
not.

Knowing your WHY can make 
each day more enriching and 
more rewarding.

It can help you to do your job 
better.

It can make your relationships 
better.

It can make YOU better.

Dig in and discover yours, starting 
today.

Now in his 15th year as The Motivational 
Firewood™Guy, Steve Gamlin shares his back-
to-basics blend of positivity and humor with 
corporate and conference audiences around 
the country. Drawing from a decade in the radio 
industry, 7 years of stand-up comedy and his 
lifelong personal development journey, Steve 
shares ‘real’ messages for ‘real’ people, and 
recently launched his “Engaging Your Why / 
Vision Board Mastery” learning program at 
MotivationalFirewood.com.
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Have you ever had a waiter or 
waitress that seemed like they 
wanted to be anywhere but 
taking your order? What about 
when calling for tech support and 
the IT guy on the other end was 
condescending and rude?

Chances are, you never visited 
that restaurant or called tech 
support again.

Customer service is the backbone 
of nearly every business – it’s 
important to understand that 
without customers your business 
would not exist, so with that in 
mind you must always be sure 
your business is serving your 
customers’ needs.

Does faithfully serving your 
customers’ needs mean that “the 
customer is always right?” Not 
entirely. Instead, it is incumbent 
upon leadership to train 
employees in the best practices 
regarding customer service. This 
changes depending on your 
business – but one thing that is 
universal is your attitude when 
serving customers!

With that in mind, here are my five 

ways in which yourself and your 
team can approach customer 
service with the right attitude 
leading to greater growth and 
profits:

1. Assume The Best: When 
having to handle customer issues, 
don’t assume the customer is 
trying to pull a fast one. I always 
assume the customer’s intentions 
are coming from a place of 
goodwill. By doing this, I’ve found 
customers are very amenable 
to different solutions than what 
was originally sought. When you 
assume the best you put out 
good vibes, and those good vibes 
are usually returned – regardless 
of whether you’re on the phone or 
not!

2. Be Solution Oriented: 
Company policy serves as a guide 
to help customers, but it does 
not have every solution for every 
problem. A solution oriented 
mindset allows yourself and 
your team to be creative in going 
the extra mile for a customer. 

Customers want to be in a better 
place after the interaction than 
before. Having this mindset puts 
everyone’s attitude in a place 
where meaningful dialogue and 
resolutions will occur.

3. Empower Your Team: I 
learned early that when people 
feel empowered, they’re more 
willing to go the extra mile in any 
situation. Customer service is no 
different. Empower your people to 
take initiative and solve customer 
dilemmas. If you micromanage, 
what happens is your people 
feel like they are between a rock 
and a hard place – they’re taking 
the beating from customers and 
you’re telling them to hold the line 
without being in the foxhole with 
them. Admittedly, war imagery 
is hyperbolic, but feeling beaten 
down leads to a poor attitude for 
customer service professionals. 
Let them solve problems and 
watch the team come to life!

4. SMILE: A job can be dulling, 
that’s why it’s important to find 

by Ryan C. Lowe

5 WAYS TO GIVE WORLD-
CLASS CUSTOMER 
SERVICE
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joy in small things. When you’re 
happier, your attitude is more 
positive, and this in turn leads 
to productive interactions with 
customers. Happy employees 
are productive employees, 
which means they can also make 
customers happy.

5. Walk In Customer Shoes: The 
most enduring line from To Kill A 
Mockingbird is Atticus Finch telling 
his children that the best way to 
understand someone else is to 
walk around in their shoes for a 
while. To have the right attitude, 
it’s necessary to relate to the 
customer experience. Try working 
with your company as a customer, 
or just simply listen. People are 
willing to tell you how they feel 
without much prompting. Walking 
in the customer’s shoes provides 
empathy, which I feel is the key 
component to defusing bad 
situations and turning them into 
good ones.

Ultimately, providing world-class 
customer service is a choice – 
there are companies who are 
great at it, and it’s because these 
companies believe strongly in a 
great attitude. Think about the 
best experiences you’ve had a 
customer – undoubtedly these 
experiences are all related to the 
attitude of the person providing 
the service.

Ryan C. Lowe, The Positivity Pro, is a 
professional motivational keynote speaker, 
trainer & the author of the book entitled “Get 
off Your Attitude.” His passion is to work with 
organizations that want to inspire and motivate 
their leaders and team members with principles 
that will help create a positive culture and 
mindset to achieve excellence. He also shares 
his key message: success isn’t determined by 
background, experience, or anything else. It’s 
all in your attitude. For more information his 
speaking and training services please visit www.
ryanclowe.com or call 888.669.4011
Follow us Facebook at (Getoffyourattitude) and 
Twitter (Gtoffyrattitude).

For more information or to pre-order a 
copy of Get Off Your Attitude go to www.
getoffyourattitude.com  

www.winitminute.com

Follow along with the

“Minute to 
Win it” 
and other videos each 
morning meant to 

motivate you to Win 
the Day!

Be inspired to win 
your day with a 
video a day.

Many people dream of 
writing a book someday, 
but most of them never get 
around to doing it. As the 
author of multiple books, 
I can help you make this 
happen!

Send inquiries to
brian@briankwright.com

Having a 
book is 
critical to 
growing 
your 
business.
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It’s that time again when a NEW 
YEAR inspires us to set our 
personal and/or professional 
New Year’s resolutions. For 
some, it’s time for a do-over. Why 
the tradition? It actually dates 
back to 153 B.C. in Rome with a 
mythical god named “January.” 
Want to know more? Visit www.
Wonderopolis.org. “Wonder of the 
Day #90.” It’s a fascinating read!

What the economy does or does 
not do is NOT in your control. What 
is in your control is the attitude 
and approach that you engage on 
how you conduct or do business. 
That is why setting your New Year’s 
resolution with attainable goals 
is so important. If you choose a 
goal that is unrealistic, you can get 
discouraged when you feel too 
much pressure to achieve it, which 
can stall or block an opportunity.

On another note, if you have a 
daring personality, set unattainable 
goals. That is how high achievers, 
like Tiger Woods, do it!  When 
asked about the key to his golf 
success, Tiger Woods smiled and 
responded, “I set unachievable 
goals. When I achieve one, I set 
another unachievable goal.”
 
Setting and sharing your New 
Year’s resolutions is a great way 
to make yourself accountable. 
Otherwise, the goals are simply 
desires or ideas that fade. Perhaps 
it is the fear of not achieving them 
that holds you back to avoid 
disappointing yourself if they are 
not accomplished. If this sounds 
like you, make a random list of 

goals, then highlight the three 
most important goals (or ones 
that are easily achieved); revisit 
the remainder when the first 
three have been accomplished. 
Then, reset. Make sure your 
personal and professional goals 
are on separate lists! Still unsure or 
hesitating? Take the 3-R approach!

How? There are many variations 
of the “Three R’s.” Originally, the 
three R’s served as the basis of 
education. One had to master 
three subjects:  reading, writing 
and arithmetic  before one could 
move on in life and be successful. 
Certainly, there are variations. 
Protecting the environment uses 
Reduce, Reuse, and Recycle.  

Consider my version of the 
three R’s to set your New Year’s 
resolution

• Revisit what worked and what 
didn’t work during 2019. What 
worked is your celebration and 
consider what didn’t work as 
your lesson.

• Rework what didn’t work. 
First, celebrate that you tried! 
We learn from our failures or 
disappointments. Sometimes 
failures are a way to force 
you to reroute your thinking 
process and develop a new 
strategy. This is not easy, but 
necessary to achieve success.

• Refresh your ideas for 2020. 
Brainstorm with family, friends, 
colleagues, and/or clients. 

By Gloria Petersen

3 R’S BUILDING BLOCKS 
TO A SUCCESSFUL 
NEW YEAR: REVISIT, 
REWORK, REFRESH
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Be open to ideas that have 
not occurred to you. Reread 
your client accolades and 
favorite success magazines! 
You will find nuggets of gold 
you may have overlooked. 
It’s like watching a movie for 
the second time. You cannot 
capture everything in one 
sitting because the mind 
wonders. When you watched 
a movie for the second time, 
did you discover scenes that 
you missed? Now the movie 
is making more sense. The 
same with reading.  Reread 
to capture a new thought or 
overlooked idea!

Whatever method you use, share 
your goals with others. Then share 
your accomplishments as you 
achieve your goals. Don’t forget 
to reward yourself! You will surely 
inspire others as you enjoy this 
sense of accomplishment for 
yourself. Perhaps you are more 
private and see this strategy as 
self-serving. Then make your 

white board (or use post it notes 
on a wall) your accountability 
board. They need to be visible! 
Look at them first thing in the 
morning and last thing at night. 
Most importantly, find the method 
that works best with YOUR 
PERSONALITY and timetable.

Personalize! 
Create your three “R’s” as your 
building blocks to achieving your 
goals.

Gloria Petersen, author, trainer and speaker, 
is founder and director of Global Protocol 
Academy, LLC. Gloria’s dynamic training and 
presentations have inspired audiences for over 
three decades to handle professional and social 
situations with competence and finesse. 

She is the author of “The Art of Professional 
Connections,” a four-guidebook series with 
companion Subject Matter Expert (SME) training 
modules. Gloria is currently working on her fifth 
book on ‘how to always land on your feet…no 
matter what’ to be released in 2020. 

Her clients range from Fortune 100 companies 
to emerging entrepreneurs. You can learn 
more about Gloria at GloriaPetersen.com and 
GlobalProtocolAcademy.com.You will find her 
book series at ArtofProfessionalConnections.
com.

Join Brian K Wright each week 
on Monday at 6pm Eastern as he 
interviews world-class achievers 
and learn how they succeeded

A series of powerful 
conversations with 
the most successful 
people in the world.

Many people dream of writing 
a book someday, but most 
of them never get around 
to doing it. As the author of 
multiple books, I can help you 
make this happen!

Send inquiries to
brian@briankwright.com

Having a book 
is critical to 
growing your 
business.
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No, you should not go full 
force into starting a New Year’s 
resolution before you take the 
time to download from the 
holidays.

Let’s face it, you have just made 
it through two long months of 
high mental activities of trying 
to balance family, friends, and 
corporate holiday glee with long 
days, work focus tasks, and 
financial concerns. Now is not the 
time to keep going, now is the 
time to pause and re-energize.

The best thing you can do for 
yourself and your business is 
to take a time out for exercise 
and relaxation. I am not alone 
in this belief. Business journals 
and mental health researchers 
agree, a healthy entrepreneur is 
a more productive professional. 
According to Dr. Alvaro Pascual-
Leone, Professor of Neurology at 
Harvard Medical School, exercise 
helps keep the brain healthy by 
improving memory and problem-
solving. We must treat our mind 
and bodies as we do our high 
priority clients.

Unfortunately, we often put 
ourselves last as we are climbing 

that proverbial ladder of success. 
But what kind of leader would you 
be if you took this time to focus on 
yourself? Hmmmm….

You would be a happier, well-
rested, more alert, positive 
leader who passes those 
same leadership lessons on to 
their team members, creating 
an overall positive and more 
productive work environment.

Let me help you dispel the 
disclaimers about the productivity 
of New Year’s resolutions 
and replace them with solid 
productivity boosters.

Opening New Doors In Your New 
Year

According to Wikipedia, “it is 
a tradition in which a person 
resolves to change an undesired 
trait or behavior, to accomplish 
a personal goal or otherwise 
improve their life.”  This is why you 
should not begin your year with 
one.

The disclaimer is that creating a 
New Year’s resolution will help 
you improve your life. There are a 
variety of ways to improve your life 
without putting yourself down by 
listing your undesirables. Starting 
your year by listing of all of the 
things that are wrong with you is 
a gateway to more self-defeating 
thoughts.

Who wants to spend the first part 
of their New Year taking inventory 
of their undesirables? Not me! In 
fact, it is a draining way to begin 
your New Year. It is programming 
your brain to think the worst about 
yourself. Let’s close this door and 
open solid encouragement doors 
and ways to appreciate yourself.  

Why not start the first part of your 

year with YOU! Giving back to 
yourself is a great way to begin 
the new fantastic year of your 
success. You can start with giving 
yourself a great big pat on your 
back for surviving the holiday gift-
giving, the in-laws, family, friends, 
long lines everywhere, the post 
office, the holiday travels, the 
kids, the kids’ school programs, 
cooking, and socializing in 
addition to everyday stressors of 
trying to succeed at work. Take 
time to pamper yourself, go to 
a spa, spend 20 to 30 minutes 
of quiet time with yourself, or 
exercise for the health benefit, not 
as part of a New Year’s resolution 
starter kit.

Another way to encourage 
yourself and give your brain 
a positive boost is to make 
a checklist of the things you 
completed throughout 2019. In 
the book written by bestselling 
author and celebrated TED Talk 
speaker Simon Sinek, Leaders 
Eat Last: Why Some Teams Pull 
Together and Others Don’t, Sinek 
shares how making such a list 
would boost the dopamine that 
contributes to good feelings of 
accomplishment. You may get 
yourself and your team members 
recharged by sharing with them 
throughout January 2020 all of the 
wonderful things they did in 2019. 
They expected this during the 
holidays because it is routine, but 
post-holiday season this gratitude 
recognition becomes a welcome 
surprise.

Have you ever needed a vacation 
from your vacation? This is the 
way most feel when we have 
lived through the holiday season. 
Therefore, this is a proper time to 
assign short simple tasks.

This allows your team to mentally 
take a break. When there are low 
demands at work, it allows the 

By Coach Jim Johnson

READY… SET…. NO!
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team member to rejuvenate and 
return to a balanced work and life 
routine. They will appreciate you 
more, and it will also reinforce 
team members’ feelings that their 
leaders have their back. Not to 
mention it will give you time to 
get your personal life back into 
balance as well. Gradually begin 
to set the tone for the rest of the 
year.

Two Solid Productivity Boosters

1. The principle of seeking first 
to understand, then to be 
understood, is shared by the 
bestselling author, Stephen 
Covey in his book 7 Habits 
of Highly Effective People. It 
means when you first set out 
to listen and engage by asking 
questions before supplying 
feedback, they will return 
the honor. When people feel 
like others value what they 
say, they are more likely to 
increase productivity.

2. Empathy: the ability to put 
yourself in another’s position. 
When you take time as a 
leader to put yourself in your 
subordinate’s shoes, you will 
send a priceless signal to your 
team of how important they 

are to the overall mission of 
the organization. This will also 
bring to your attention what 
resources are necessary for 
your team to complete their 
job.

Your team members count 
on you to set the overall tone 
of their work environment. It 
behooves you to do so wisely by 
paying close attention to mental, 
physical, and social cues. There is 
immense value in taking a pause 
and re-energizing after a high-
impact activity.

Great leaders know they perform 
at their best when they are 
mentally and physically refreshed 
and alert; likewise, so will their 
team members. So, use your 
time in January to download the 
pressures of the holiday season 
before going full throttle into New 
Year goals. Your health, family, 
friends, and your team members 
will thank you for it! Always 
remember to “Think Bigger, Lead 
Better, and Win More!”

Coach knew from the moment he met Jason, a 
boy with autism and a love for basketball, that 
with the right mentoring and encouragement 
something special would happen, and it did! 
The miracle game was against Spencerport, a 
bitter rival, and with four minutes left in the last 
period, Coach Johnson felt it in his gut, now 
is the right time to allow Jason to experience 
his dream of playing high school basketball. 
Coach stepped up and signaled the officials 
to sub in Jason McElwain. The rest is history 
from appearing on the Oprah Show to ESPN 
Highlights; people everywhere are still capture 
by this miracle story. How one leader’s decision 
to spearhead creating an opportunity for a boy 
with Autism to live a moment of his dream led 
to the fans rushed from the bleachers onto 
the court, lifting Jason up in celebration, and 
ultimately changing his life.

Coach “The Gamer Changer” Johnson changed 
the direction of Jason McElwain’s life as Jason 
went on to receiving an ESPY Award for the best 
moment in sports history, an exclusive meeting 
with President George W. Bush, and running in 
the Boston Marathon.

Today, Coach “The Gamer Changer” Johnson’s 
is a sought-after Motivational Speaker best 
known for not only that amazing story and 
his remarkable journey with Jason, but the 
valuable leadership and team building lessons 
drawn from that journey. For more information 
on Coach Jim “The Game Changer” Johnson, 
or inquires for booking Coach visit his website 
at www.coachjimjohnson.com. He has an entire 
team ready to take care of all your booking 
needs to make you the star of your next event.

TALK WITH COACH LIVE!
You are welcome to accept Coach’s personal 
invitation to his FREE quarterly webinar 
just by signing up to his newsletter at www.
coachjimjohnson.com  Take your leadership 
game a step further in this FREE NEVER 
HEARD BEFORE Webinar from Coach’s 
inside tips to building a winning teams in your 
organization. Giving you the keys to successfully 
recruit, retain, and grow your team strong!

Join Brian K Wright each week on Monday 
at 6pm Eastern as he interviews world-
class achievers and learn how they 
succeeded

A series of powerful 
conversations with the 
most successful people 
in the world.
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Everyone wants to be healthy and 
rich, but why is it that so many 
people are not willing to do what 
it takes to become be healthy and 
get rich?

Is there a link to these two 
common desires? Is there some 
type of association or type of 
personal characteristic traits that 
are common between the healthy 
and the wealthy?

Statistics show that people from 
lower income levels are less 
healthy than those with higher 
incomes.

To some extent, income and 
wealth directly support better 
health because wealthier people 
can afford the resources that 
protect and improve health. In 
contrast to many low-income 
people, they tend to have jobs 
that are more stable and flexible, 
and provide good benefits such 
as paid leave, health insurance, 
and worksite wellness programs. 
Those jobs also have fewer 
occupational hazards. Affluent 
people have more disposable 
income and can more easily 
afford medical care and a healthy 
lifestyle including food choices.

I believe it’s true that having 
sound financial stability can have 
a positive impact on our overall 
health and well-being.

The type of person that makes 
one of these a priority often 
feels that the other is equally as 
important. They realize that both 
are a lifestyle choice and they 
both require daily commitment 
and effort. I discovered that there 
are many similarities to achieving 

these two types of goals.

I have been studying the book 
Think and Grow Rich by Napoleon 
Hill for five years, and I convinced 
that the keys to success in your 
finances and in your health and 
fitness follow the same principles.

The first principle is Definiteness 
of Purpose; it’s the starting point 
of all achievement. This applies to 
both our finances and our health. 
Hill says, “Definiteness of Purpose 
develops self- reliance, personal 
initiative, imagination, enthusiasm, 
self-discipline and concentrated 
efforts”. Those who apply this 
principle understand the benefits 
and advantages it brings to both 
crucial areas of our lives.

So, what if I told you that living 
a financially secure and healthy 
lifestyle was all in your mind and 
that you could essentially think 
your way to having both?

One of the reasons why people 
don’t have these is because 

they lack the discipline and self-
control. Wealthy people have 
clarity, focus, determination, and 
persistence. You’re probably 
starting to see the relationship 
between theses essential 
requirements.

People fail to achieve these 
fundamental goals in life because 
self-mastery is the hardest job 
you will ever encounter. Living 
a healthy lifestyle is important 
to the success we seek. You 
cannot enjoy outstanding success 
without taking care of yourself.

Many causes of this problematic 
scenario are subject to mastery 
and control. In order to reach your 
greatest, your mind and body 
must perform at its greatest. Ill 
health limits your potential to 
meet your goals, achieve riches, 
encounter happiness, or whatever 
you’re striving to obtain.

Understand that a lack of 
discipline and ill-health will hold 
you back from the dreams and 

By Ronnie Fisher

HEALTHY AND RICH                                                                       
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riches you desire. Take the proper 
steps to change your mindset. Set 
a goal and believe in that goal. 
Live that goal every day and live 
as though that goal has already 
been achieved. Repeat your goal 
out loud every morning and night.

After those simple steps, you’ll 
be on the right track to Thinking 
and Growing Rich by living a 
healthy lifestyle. Living a healthy 
lifestyle won’t happen on its own. 
You need to understand what’s 
holding you back and switch it. 
The longer you sit around making 
excuses, the harder it’s going to 
get.

Health really is wealth, it’s like 
money in the bank. Building 
wealth is much like physical 
exercise: It’s better to start sooner 
than later to reap the rewards later 
in life. Wellness has become the 
new luxury status symbol. Think 
about your health like a bank, you 
want to put as much money in the 
bank as early as possible because 
you get that credit. It’s very hard 
if you start retirement and you’re 
already in body debt – if you 
haven’t been exercising, if you 
haven’t been sleeping, and if you 
have made poor choices.

The fact is, there is a strong health 
and wealth connection. Whether 
the motive is to climb a mountain, 
run a marathon, attract a mate, 
or just fit into pre-holiday clothes, 
those who prioritize their health 
tend to earn “healthy dividends” 
that can add extra zeros to their 
bottom lines over time. Call it a 
lucrative side-benefit… but no 
matter what time of year you start, 
committing to your health may be 
one of the best things you can do 
for your WEALTH!

So, which comes first – Health or 
Wealth?

Many studies have demonstrated 
a relationship between health 
and wealth, which creates a bit 
of a chicken-and-egg debate. 
Do people live longer and 
healthier because they have 
greater financial resources? Or 
do healthier people tend to build 
greater wealth?

I will let you decide, after all it is 
your decision if you achieve them 
both.

Ronnie has an extensive background in the 
construction industry, what started out right 
after high school swinging a hammer has lead 
to supervising hundreds of new homes , project 
managing major developments and owning a 
general contracting company.

He has successfully complete a multitude of 
renovations including retail, commercial, industrial, 
and mid rise buildings. As a licensed mortgage 
agent and Real Estate Advisor, he provides access 
to exclusive investment opportunities and financial 
solutions specializing in the private lending and 
equity space.

He has facilitated and instructed personal 
development workshops and real estate 
investment seminars across North America, he has 
spoken on several stages, been interviewed on TV, 
radio, podcasts, and published multiple articles for 
Success Profiles Magazine.

Please call text or email to discuss your projects, 
deals, or creative financial requirements and 
related real estate investments questions. Ronnie 
Fisher 905 325 6507 Ronnie@coreadvisory.ca  

Many people dream of writing 
a book someday, but most 
of them never get around 
to doing it. As the author of 
multiple books, I can help you 
make this happen!

Send inquiries to
brian@briankwright.com

Having a book 
is critical to 
growing your 
business.

www.winitminute.com

Follow along with the

“Minute to 
Win it” 
and other videos each 
morning meant to 

motivate you to Win 
the Day!

Be inspired to win 
your day with a 
video a day.
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At 89, I hold the Guinness World 
Record as the oldest woman and 
the oldest person to summit Mt. 
Kilimanjaro, the highest mountain 
in Africa. And I climbed it twice!

That’s no mean feat for a great-
grandmother and nonprofessional 
climber, but more important is 
that my group and I did the climb 
to benefit my nonprofit, Creating 
Exciting Futures, established 
to give underserved kids a 
hand up. Climbing the highest 
mountain in Africa had been on 
my bucket list for a long time, and 
it seemed to me that combining 
my two passions, climbing and 
empowering underprivileged kids, 
would be a double win.

To provide background for the 
challenges of climbing the tallest 
freestanding mountain in the 
world, Mt. Kilimanjaro is 19,341 feet 
high, almost a mile higher than 
the highest mountain in Colorado. 
It has 5 distinct ecological zones, 
ranging from bush to arctic. 
Kilimanjaro offers a variety of 
routes with a usual range of 5-11 
days.

Altitude sickness is the number 
one source of problems and 

failure on Kilimanjaro. Therefore, 
on most days we set up camp, 
then climbed to an elevation 
several hundred feet higher and 
spent an hour or two before 
returning to camp. For me, 
there was additional walking 
and climbing to get my picture 
taken at all the proper places, 
including signs and registers. 
We are planning a documentary, 
and a book is in progress, titled 
Climbing for Change: Overcoming 
Challenges on the Way to the Top.

Our first day’s trek was through 
the tropical rain forest and didn’t 
involve a lot of climbing. We were 
served a hot meal in our mess 
tent, and most of us crawled into 
our sleeping bags early.

Our food on the mountain was 
very good, as a rule. We were 
served hearty food, with mostly 
hot meals. I remember one 
Tanzanian dish that reminded me 
of polenta. I loved the abundance 
of fresh tropical fruits. Keeping 
hydrated is essential in the dry 
air of Kilimanjaro. The porters 
supplied boiled or filtered water 
on the climb. Most of us had filter 
bottles, as well.

No one would want to climb this 
mountain unless you can endure a 
certain degree of roughing it. You 
go several days without showers, 
and a basin of water, usually hot, 

just isn’t the same! Sleeping bags 
on thin pads are not for everyone. 
But our private tour offered a 
number of advantages.

Our group consisted of eight 
people, three women and five 
men, ranging in age from 24-89. 
We were supported by 31 porters, 
guides, and a cook. The porters 
carried our luggage except our 
day packs. They also carried the 
tents, the food and water, the 
cooking gear, and our very own 
porta potty. Since we shared 
campsites with other groups, 
and the facilities provided were 
sometimes a hole in the ground, 
not up to American standards of 
cleanliness, we knew we were 
lucky.

Most days, we were called about 
6:30am. We packed up our 
belongings, then ate breakfast, 
which usually included eggs, hot 
cereal or granola, bread, some 
meat, and a variety of instant hot 
beverages. When we hit the trail, 
we had enough guides so that 
we could hike at our own pace 
and meet up at the next camp. I 
made it very clear that I was not 
trying for a speed record, only an 
age record. As we ascended, I 
was amazed by the porters. They 
would break camp after we left, 
then race past us on the trails 
with their packs on their backs or 
occasionally on their heads, and 

by Anne Lorimor
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have our next camp ready for us 
when we got in.

As we climbed higher, I suffered 
from increasing pain in my right 
chest. I slipped on a mat and 
fell at a tent camp during our 
safari before the climb. The pain 
became excruciating on the 5th 
night. I had trouble taking deep 
breaths. I couldn’t lie on either 
side. I knew that if I couldn’t keep 
my oxygen level up, I couldn’t 
summit. Yet I knew that many 
people were counting on me. No 
one would want a documentary 
of a failed climb! I forced myself 
to breathe, then got my oxygen 
level checked in the middle of 
the night. I passed, and the rest is 
history.

The first time I climbed, I nearly 
froze to death. I had enough 
layers, but not the proper sort. The 
guides and my nephew held me 
in a sort of human sandwich until 
I warmed up, then we scrounged 
for any unused warm clothing 
from our group. This time, I had 
a face scarf, under armor, lots of 
layers, a down vest and jacket 
with hood, warm gloves, and sock 
liners with wool socks. I didn’t get 
cold, even though I was out for 
many hours, and it was 10 below 
at the higher altitudes.

At 3:14 pm on 18 July 2019, I set 

the record as the oldest person 
to summit Mt. Kilimanjaro. The 
film crew of producer-director, 
cinematographer, and sound 
man were with me in the photo 
at Uhuru Peak. I felt exultant, 
“I did it!” I climbed without any 
help, including getting up myself 
when I fell, but I knew that I 
couldn’t have done it without my 
wonderful team of supporters. I 
also knew that my climb would 
gain attention and support 
for Creating Exciting Futures, 
my nonprofit organization for 
empowering low-income children 
and youth.

It was only after I got home and 
saw my doctor that I found I had 
climbed Mt. Kilimanjaro with three 
broken ribs!

People ask me how I did it. I 
prepared by hiking and climbing 
daily with my little dog. I did 
acclimatization hikes in northern 
Arizona and Mexico. For the last 
8 months before the climb, I 
worked out twice a week with 
my marvelous personal trainer, 
Scott Marsh of Mind and Body 
Strengthening. I was careful to 
eat fresh, healthful foods. I used 
such techniques as meditation, 
relaxation, affirmations, and 
reading for keeping my stress 
level down.

Some say, “Oh, it’s easy for 
Anne. She’s very fit and healthy.” 
What they don’t know is that 
I am a cancer victor (beyond 
survivor) of more than 30 years; 
I battle osteoporosis, and I have 
a replacement shoulder, and an 
ankle so badly shattered that it 
took 13 pieces of metal to stabilize 
it for healing. You don’t have to be 
perfect! If you are focused and 
determined, the sky’s the limit.

You may not want to do what I did, 
but my suggestions for you to live 
fully are:

1. Keep fit and healthy in mind, 
body, and spirit.

2. Get deeply involved in a cause 
greater than yourself.

3. When you have found your 
focus, never, ever quit!

Go to CreatingExcitingFutures.org 
to learn more about my cause or 
me, invest in a child, or volunteer. 
You’ll be glad you did!

Anne Lorimor’s personal mission drives her to 
do all she can to give back to under served 
children and youth. Her passion moves her to 
create options for them by offering the hand up 
they deserve — so that they can in turn Pay It 
Forward in their future.

Anne’s work and life have been focused on  
homeless, foster, and orphan children. Since 
starting her fund Create Exciting Futures  in 
2004, Anne has volunteered with or supported 
a number of organizations for at-risk children, 
either personally or through the fund. Her 
goal has been to raise money to help children. 
Getting money to do this was the purpose of 
her World Record climb of Mt. Kilimanjaro in 
2015 as an 85-years-young great-grandmother. 
At 76, Anne climbed Pikes Peak and 4 other 
mountains over 14,000 feet. She has climbed 
mountains in the western United States and 
Mexico, as well as Ayers Rock in Australia, the 
Great Pyramid in Egypt and the pyramid in 
Mexico City.

In 2019, Anne has become the oldest person to 
climb Mt. Kilimanjaro at the age of 89, again to 
benefit children and youth through building her 
foundation. She continues to train by climbing 
Mummy Mountain daily with her little dog, as 
well as other mountains around Arizona. Anne 
comments, “If I combine my love of climbing 
mountains with my passion for helping kids, 
what could be better?”
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Why is it that most people hit an 
invisible wall on their big goal 
and then give up? What’s the root 
cause of this failure and what 
simple steps can we take to keep 
moving ahead with momentum?

Think of goal setting and planning 
as problem-solving. A goal 
properly set is halfway achieved!

Successful people take 4 specific 
steps to progressively accomplish 
big challenges – they “PIMP” their 
goals.

They use this formula: Planning + 
Implementation + Measurement + 
Preparation = Success.

Most people miss step 4 
“Preparation” because they don’t 
know how. An Olympic athlete 
knows how and can even predict 
their odds of winning simply by 
reviewing the data from their 
personal best.

There are four major pitfalls in 

each of these steps that cause us 
to hit the wall on our goals.

First, planning is overlooked. 
Most of us are action-biased, 
and instead of thinking our goal 
through in advance, we start 
taking action doing whatever 
makes sense—and it’s easy to do.

Planning is a roadmap to a 
specific outcome. It’s a step-
by-step path to something that 
will bring you happiness and joy. 
We don’t travel to an unknown 
destination without a map, so 
why do we carelessly take action 
without focus when it comes to 
something fulfilling? If our mind 
is the world’s greatest GPS, then 
it’s our obligation to give it the 
best coordinates so that we can 
achieve our greatest success.

The problem with planning is that 
it wasn’t taught in school, so our 
parents didn’t learn how to plan, 
either. When we don’t have a plan, 
we lack focus. Without focus, we 
could end up anywhere doing 
anything.

Can you imagine a peregrine 
falcon that’s lost its ability to 
focus? Picture a falcon dive 
bombing a rabbit at full speed 
without clear focus. It would miss 
its prey and eventually starve to 
death. It’s life depends on it… and 
so does ours.

Even with a simple plan, we could 
have a 100% more focus than 
before. The point of planning is to 
help you identify and implement 
the critical few actions that you 
need to take to reach your goal.

Planning can be simple, but it 
has to be specific. The more 
detailed our plan is, the easier 
it is for us to see it in our 
imagination and believe that we 

can accomplish it. Our mind only 
produces the results we want 
with clear pictures. Imagination 
and visualization are methods of 
preparation not only reserved for 
Olympians. If you were designing 
your own home but didn’t have 
a clear picture, how would the 
architect know what to draw?

Implementation is faulty. It’s not 
enough to have a plan. The whole 
idea of planning should be to help 
you identify and implement the 
critical actions that you need to 
take to reach your goal. We tend 
to look outside of ourselves for 
things to change and improve.

We are waiting for the economy 
pick up, for the government to 
create more jobs, for our business 
partner to take more action, or 
for someone to finally notice our 
marketing and buy our stuff.

In fact, our culture supports this 
type of victim mentality more 
readily. Our legal system even 
promotes it. People are rewarded 
for not taking responsibility for 
their actions and choices, and 
instead, they’re encouraged to 
find someone or something else 
other than themselves to blame.

It’s easy to become a victim 
to circumstances outside of 
ourselves, spending our time and 
energy hoping and imagining 
what our lives would look like 
if the world around us were 
different. And believing that 
these solutions are the keys to 
increasing our results is why we 
get stuck.

Yet, the truth is that we don’t 
control any of these things. The 
only things we control is our 
thoughts and actions. But those 
are enough if (and it’s a huge 
if) you are willing to take 100% 

by Dan LeFave
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responsibility for them. We need 
to get out of the victim loop and 
into the intention loop.

Measurement is missed. 
Measurement drives the 
execution process. It’s your 
touchstone with reality. Systems 
for effective measurement 
combine lead and lag indicators 
for critical feedback needed to 
make informed decisions. It is the 
feedback loop that informs you if 
you are taking effective actions.

The best measurement systems 
have both lead and lag indicators. 
Lag indicators are the end results, 
so a 12-week goal is a lagging 
indicator.

Lead indicators are the things that 
happen at the front end. They are 
the actions that drive the lagging 
indicators. Most people are good 
at tracking their lag indicators, 
but the greatest opportunity for 
growth is usually with the lead 
indicators.

Let’s say you want to write a 
200-page book. The total book 
goal of 200 pages is your lag 
indicator because it comes at the 
end of the 12 weeks. A good lead 
indicator would be the number of 
words that you write daily. Another 
could be the number of chapters 
defined. Whatever indicators you 
decide to measure, you must 
track and record your progress 
each week.

As a standard, the more frequent 
a lead measure is, the more useful 
it is. It makes sense that quarterly 
measures are better than annual 
measures because annual 
measures only provide feedback 
once every 12 months. However, if 
you are trying to improve a result 
but only measuring it once a year, 
there’s no feedback throughout 

the year to alert you as to whether 
your actions are productive or not.

You must measure your execution. 
Research has shown that if you 
execute a minimum of 85% of your 
actions each week, you are more 
likely to achieve your goal at the 
end of your 12 weeks.

Lastly, preparation in a mystery. 
If you think about it for a moment, 
it makes common sense that 
you have to work proportionately 
harder in order to achieve big 
goals, but that kind of thinking is 
exactly what limits what you can 
accomplish in life.

People earning $1 million a year 
aren’t working 10 times harder 
than people earning $100,000. I 
know many millionaires and they 
are often working less, but they 
are working differently.

The fact is, you won’t break 
through to your goal if you’re 
not willing to change how you 
currently allocate your time. To 
get better results, you will have to 
do different things.

When we examine what 
an Olympic athlete does in 
preparation for the major event of 
their life, we quickly realize that 
what they commit to practicing 
will determine their results. 
Michael Phelps didn’t become 
a great swimmer when he won 
his first, tenth, or twenty-eighth 
medal. He became great when 
he decided to do the work (the 
preparation) required to achieve 
greatness.

Preparation is overlooked, and 
once we realize that it is the 
incremental steps that lead to 
the achievement of our goal, we 
soon realize that it’s not luck or 

massive success that leads to our 
goal becoming a reality. It is our 
commitment, persistent action, 
and measurement of the little 
steps that matter the most as we 
prepare to receive your greatest 
reward – a goal that inspires and 
enlightens you.

Daniel is the #1 Best-selling Author of Live the 
Life of Your Dreams - How To Stop Working 
Insane Hours And Start Living An Awesome Life.

He has helped build and grow multi-million-
dollar businesses. Seasoned entrepreneurs are 
his sweet spot. Daniel is the no excuse “prepare 
for success” business coach and is passionate 
about helping business owners get laser-
focused and targeted so that they achieve their 
goals faster and easier. He helps entrepreneurs 
align their mindset with their goals and guides 
them to achieve them faster and easier by 
identifying and removing the mental barriers 
that are causing the problem and creating a 
roadmap for success. Daniel’s clients enjoy 
more success, peacefulness, greater mental 
acuity, greater focus, and overall a huge uptake 
in productivity, success, and income.

Visit him at  www.danlefave.com

Many people dream of writing 
a book someday, but most 
of them never get around 
to doing it. As the author of 
multiple books, I can help you 
make this happen!

Send inquiries to
brian@briankwright.com

Having a book 
is critical to 
growing your 
business.
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I have spent a lot of my life 
traveling and, let me tell you, 
after a few hundred miles it 
can get tough to keep yourself 
entertained. You can only listen 
to so much music, so much talk 
radio, and play so many travel 
games in your head before you 
need a break. Sometimes I just 
shut everything off, set the cruise, 
and actually take in the scenery. A 
part of that scenery is billboards.

Once, while driving across 
Arkansas, I began just checking 
out the billboards. I like to do 
this because it amazes me how 
many different ways advertisers 
come up with to convey the idea 
behind their product or service. 
Being in marketing myself, I’m 
always on the lookout for new and 
innovative ways to promote my 
own business. Then I came across 
one that just really grabbed my 
attention. It was simply a picture 
of a field of corn and these three 
words: PLAN, PLANT, PROSPER.

That applies to a lot more than 
growing corn. It also applies to 
you and your business. Think 
about it. In my mind, these are the 
three key elements to running a 
successful business. And sadly, 
I think that the vast majority of 
business owners out there don’t 
apply them. The reason I say that 
is if they were implementing these 
three elements, most of them 
would not be struggling at the 
level they are.

Let’s examine these elements for 
a moment:

Plan - This is the most important 

and most neglected of the three. 
Look around you. Look at the 
highways and buildings—anything 
you can see that started as an 
idea. Do you think the people that 
built the school that your kids go 
to just showed up one day with 
a load of 2 x 4’s and a bucket of 
nails, then just started nailing 
things together? Of course not. 
Months and months of planning 
and research went into those 
things. The same is true of your 
business. Too many people are 
using the “throw enough rice 
and some will stick” method of 
slinging money at everything and 
hoping for positive results. If they 
had researched and planned, they 
would have saved a lot of time 
and certainly a lot of money.

Plant - The next thing is that 
even when people do get a plan 
together, they fail miserably when 
it comes time to put it into action. 

I have never been able to figure 
it out. I have known people that 
have had everything planned 
down to the last detail, but just 
can’t seem to get their motor 
running. It does no good to have 
a PERFECT plan if you won’t go 
when the light turns green. Yes, 
we all deal with fear of failure at 
some point, but deal with it you 
MUST. The only way you ever get 
results at anything in life is to take 
action. Great battle plans never 
won a war, but going out there 
and implementing them did. Just 
ask Patton or McArthur. 

Prosper - Here is where a lot of 
people really drop the ball! Listen, 
I’m going to get right in your face 
with this one. You can have the 
best business in the world, the 
best product/service in the world, 
and be the best at what you do. 
But if you don’t manage your 
earnings and use it to further your 

by Jeff Hodges
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business by investing back into 
your business and increasing/
improving your marketing efforts 
because you are too focused on 
“Keeping up with the Jones’s”—
you will fail! “Fake it till you make 
it” WILL sink your ship.

You need to stay focused and 
use wisdom. If you begin turning 
a profit, then go on a spending 
spree and fall on your face—you 
did that to yourself! Enjoy your life 
and enjoy your success, but not 
until AFTER you can afford to and 
AFTER you have your business 
growing at a rate that can outrun 
your spending habits.

Take a moment and evaluate your 
own situation. Do you have a plan?
Is that plan well thought out and 
based on adequate research?

Are you ready to take action?

Are you ready to go do what you 
planned to do?

And, when the fruits of your labors 
begin coming in (and they will if 
you properly utilized the first two 
elements), are you prepared to 
exercise restraint and wisdom in 
the use of those fruits?

Will you use your fruits to plant 
more seeds?

It’s up to you.

If you implement these three 
steps in the correct order, you will 
be well on your way to grow your 
business successfully. There are 
no shortcuts.

You must plan and plant before 
you can prosper. That’s true 
whether you are planting a 
cornfield or running a business.

Use these tips to create your best 
year ever in 2020!

Jeff Hodges has been a Life Coach for over a 
decade. He coaches with a focus on mindset 
and self-empowerment, which he feels are 
two main keys to success. While he’s very 
comfortable teaching to groups, his main joy 
always has been one-on-one. He likes to really 
connect with his clients and he feels this is the 
best way to accomplish that.

Jeff developed his love for personal 
development as the result of searching for 
a way to turn his own life around and in the 
process, developed an equally intense passion 
for teaching and helping others. He spends 
every day working on becoming a better version 
of himself because he wants to be better 
equipped to help others do the same.

You can reach out to Jeff at jeff@journeywithjeff.
com or visit his website at http://www.
journeywithjeff.com

www.winitminute.com

Follow along with the

“Minute to 
Win it” 
and other videos each 
morning meant to 

motivate you to Win 
the Day!

Be inspired to win 
your day with a 
video a day.

Many people dream of writing 
a book someday, but most 
of them never get around 
to doing it. As the author of 
multiple books, I can help you 
make this happen!

Send inquiries to
brian@briankwright.com

Having a book 
is critical to 
growing your 
business.
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What does it take to be an 
extraordinary leader? Are people 
born with leadership skills, or are 
leaders made?

When it comes to leadership, most 
people concentrate on what you 
do. That is only half of it. It starts 
with your “Why”. You have to know 
your “why” because what you do is 
not meaningful without it. 

To go from ordinary to 
extraordinary as a leader requires 
you be true to who you are and 
why you do what you do.

Here are some steps to 
becoming an extraordinary 
leader.

Be Transparent  

People relate to people that are 
real. Our skills, strengths, and 
accomplishments are all great, but 
we also have weaknesses, flaws, 
and made mistakes. Trust and 
credibility are built by being honest 
and coming from integrity by being 
who you are, which leads to better 
connections with others over time. 
Being transparent conveys your 
true values and principles, which 
reinforce your character. Being 
true to your values and principles 
attracts others with similar values 
and principles that lead to more 
interdependent relationships with 
others.

Focus On Process Leads To 
Desired Results

How you think leads to better 

clarity. It’s through clarity you 
can be more decisive. When 
you are decisive, you can take 
massive action. Results are 
a byproduct of the process 
starting with why you do what 
you do. What you do is tied to 
outcomes fueled by expectations 
that often go unfulfilled. This 
leads to codependent behavior 
which prevents you from being 
extraordinary leader.

Knowing why you do it helps you 
to understand that results are a 
byproduct of the process. It starts 
with a growth mindset, and it is 
the ability to understand that your 
abilities as a leader are developed 
over time through experience, 
trials, and tribulation. Your innate 
skills and talent alone are not 
enough. A growth mindset allows 
you, as a leader, to focus in the 
moment with the task at hand. 
Each task leads to another, and 
over time, leads to your desired 
results. It also compels people 
around you to find the resolve 
within them to take responsibility 
and accountability to do their part. 
This leads to an interdependent 
environment where desired 
results through the process 

can be achieved even through 
major setbacks and challenges. 
An extraordinary leader sees 
challenges as opportunities going 
forward to learn from as part of the 
process. It’s applied knowledge 
in motion. To go from ordinary to 
extraordinary, you need to get 
comfortable with discomfort. A 
growth mindset must become 
part of your success foundation. 
Extraordinary leaders actively 
seek challenging assignments for 
growth and development.

Must Be Confident

As stated, skills and your talent can 
make you an ordinary leader, but 
being extraordinary requires being 
confident in yourself and others. 
This is also part of the process 
discussed above. It requires daily 
habits and disciplines that get to 
the root cause of limited beliefs 
to resolve them. Two habits that 
can free you over time from 
limited beliefs are meditation and 
journaling. Your subconscious 
mindset has the ability to 
communicate to your conscious 
mindset when meditating and 
journaling daily over time. These 

by Chris Salem
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habits over time become a pattern 
that creates the solution to your 
success foundation. They provide 
an extraordinary leader the ability 
to be present and more focused 
by embracing the process toward 
desired results. These habits 
lead one from limited to limitless 
beliefs that raise your level of self-
confidence. Others are attracted 
to confident people, which leads 
to better results as part of the 
process.  

Display Empathy And Kindness

Extraordinary leaders know that 
pleasing or enabling others leads 
to codependent behavior. Doing 
for others only does not lead 
to desired results. It’s the ability 
to be the example for others 
that empowers them to take 
responsibility and accountability 
with their roles as part of the 
process.  They come from 
empathy and kindness, but it’s 

also important to know when to 
establish boundaries that offset 
codependent behavior.  

Embrace Risk

Extraordinary leaders are decisive 
and take action. This means taking 
calculated risks when it comes 
to innovation and other important 
changes in business. They are not 
afraid to fail as failure is part of 
the process that leads to desired 
results. They inspire others to do 
the same and come out of their 
comfort zone to be their best and 
not the best.  Winning teams are 
built on being interdependent 
where communication is specific 
and concise, while others fully 
understand each other’s role.  
They are equipped emotionally 
and logically to take risks that 
may position them better going 
forward.  

Establishes Ongoing Trust

Trust is ongoing. To be sustainable, 
it is imperative that extraordinary 
leaders be transparent daily 
coming from integrity, honestly, 
being ethical, and kind to others. 
Trust not only builds stronger 
relationships with others but 
also sustains them. It develops 
extraordinary leaders at every 
level whose actions and words are 
consistent with their principles and 
values.

Christopher Salem is a life and business 
strategist, keynote speaker, award-winning 
author, certified mindset expert, radio show 
host, and wellness advocate. His weekly radio 
show “Sustainable Success” is part of the Voice 
America Influencers Channel.

Learn more and connect with Chris at www.
ChristopherSalem.com as well as www.
efamoveement.org. You cna also email him at 
chris@christophersalem.com

Join Brian K Wright each week 
on Monday at 6pm Eastern as he 
interviews world-class achievers 
and learn how they succeeded

A series of powerful 
conversations with 
the most successful 
people in the world.
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How often do you consider the 
connection between how you see 
and feel about yourself and daily 
decisions made - decisions around 
who you connect with, how you 
handle certain situations, personal 
endeavors, personal relationships, 
and how you handle failures, 
successes, death, losses, gains?

Simply put, how much thought 
do you give to decisions, 
relationships, etc., before moving 
forward? So many of us are on 
auto pilot, rarely do we think of 
why we say, react, or respond 
as we do to certain people and 
situations. We just act on impulse 
because it’s what we’ve become 
accustomed to, and how our 
minds and bodies have been 
trained.

I’m sure you’ve heard the saying 
that how we treat others is usually 
a reflection of how we feel about 
ourselves. There’s a lot of truth to 
that whether we’re willing to admit 
it or not.

Often times, we’re not.

I remember there was a time 
when I was so frustrated with a 
supervisor’s work performance. 
It was a feeling I dealt with for 
weeks, until I finally asked myself 
the hard question, “Why are you 
really so frustrated with her?” The 
answer didn’t come right away, but 
when it did… Oh boy! I was really 
frustrated with her because of 
my own poor performance. I had 
not been giving proper attention 
to building my own business. 
Instead, I’d been making excuses 

and instead of holding myself 
accountable, I psychologically 
projected my feelings of self 
onto the supervisor. According to 
a 2017 Everyday Health article, 
‘psychological projection involves 
projecting undesirable feelings 
or emotions on to someone else, 
rather than admitting to or dealing 
with the unwanted feelings’.

Self-awareness allows us to 
be real with self on why certain 
people, things, or situations trigger 
certain emotions, and eventually, 
certain behaviors. Otherwise, if 
not careful, we live a life playing 
the blame game, missing out on 
loving relationships, powerful 
connections, and even business 
endeavors simply because we’ve 
not come to terms or addressed 
our strongholds, flaws, or 
emotional imbalances at the core.

Without self-awareness, we miss 
out on the best of life from the 
people we live with, work with, 
or encounter on a daily basis, 
to endless opportunities based 
on our relationship to others, to 
certain lifestyles, and so much 
more. Your success as a spouse, 
as a parent, as a worker, leader, 
supervisor, boss, entrepreneur, 
etc., depends on your ability to 

acknowledge with a willingness 
to rectify why you experience 
negative emotions around certain 
individuals, in certain situations 
or circumstances. Where there’s 
an area of continuous struggle 
emotionally, there’s bound to be 
some kind of negative impact 
on the level of success you wish 
to achieve. However, when the 
emotion(s) are addressed and 
you allow yourself to see things 
from a different perspective, I 
believe in time you’ll also notice 
and experience an increase in your 
success rate.

As we are now in a new year, 
my challenge to you regarding 
self-awareness is to be more 
intentional about self-reflection 
at the end of your day, whether 
that be day or night. As you 
unwind from your day, take time to 
consider the following questions 
from the first to the last encounter 
of your day. Where you notice 
a feeling of frustration, need to 
defend, or some other negative 
feeling at that moment, ask 
yourself, ‘Why did I respond that 
way? Why am I not particularly 
fond of this person? What about 
this situation caused such a 
reaction on my part?’

by Kocysha LaShaun

SELF-AWARENESS: THE 
REAL KEY TO YOUR 
SUCCESS
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1.   Interpersonal Encounters:
a. Who did I interact with 

today?
b. Did I speak first or wait for 

them to speak?
c. Was I kind or impatient?
d. Is an apology warranted 

from me?
e. Did I lead by example 

through serving, or did I 
just demand or command 
things?

f. Did I consider the other 
person’s feelings or personal 
circumstance?

g. Did I encourage, praise, or 
pay it forward today?

2.   Situations/Circumstances:
a. How did I handle a certain 

situation today?
b. Did I react or respond?
c. Could I have responded 

differently?
d. How could the situation 

have gone differently had I 
responded differently?

e. How did the individual(s) 
respond to me?

f. Was I effective and 
influential, or no?

As you take time to reflect, why 
not keep a journal, written or 
audio, that serves as a progression 
chart. In fact, why not do a 30-day 
self-awareness challenge, where 
you allow time for self-reflection 
and journaling.

At the end of the 30 days review 
your progress. Even if you didn’t 
improve in all areas, that’s okay. 
What matters is that now you 
see how becoming more self-
aware and taking time to reflect 
has changed your perspective 
on certain people and situations 
or circumstances. Oh, and do 
include the positives of your day 
as those are considered your 
‘win’ moments. Maybe something 
in your ‘win’ moment can be 
transferred to the not so good 
moments that triggered negative 

emotions and behaviors.

Your success overall is dependent 
upon you taking control of your 
emotions and not letting them 
take control over you.

Citation link: https://www.
everydayhealth.com/emotional-
health/psychological-projection-
dealing-with-undesirable-
emotions/

Kocysha LaShaun, ‘the Purpose Accelerator’, 
has made it her personal and professional 
mission to help others ‘See Self as God Sees’ so 
they, too, can Be Accelerated into Purpose (the 
name of her business). She provides teaching, 
coaching, consulting, and book editing 
services to business leaders/professionals, 
solopreneurs, and ministry leaders who need 
help stepping into their purpose or expanding 
the realm of their purpose. More specifically, 
she helps others overcome strongholds, create 
better systems of organization, and implement 
new ideas for expanding their reach. In addition, 
Kocysha is the author of two books, and 
contributing author in two soon-to-be released 
anthologies, of which one she is an editor.  

In her down times, Kocysha loves to read, 
write, and serve. She holds a special place in 
her heart for the homeless community as well 
as those previously incarcerated. She is also a 
huge fan of K-Love.
For more information, Kocysha can be found 
on Facebook, Twitter, LinkedIn, and Wordpress 
under @kocyshalashaun. www.winitminute.com

Follow along with the

“Minute to 
Win it” 
and other videos each 
morning meant to 

motivate you to Win 
the Day!

Be inspired to win 
your day with a 
video a day.

Many people dream of writing 
a book someday, but most 
of them never get around 
to doing it. As the author of 
multiple books, I can help you 
make this happen!

Send inquiries to
brian@briankwright.com

Having a book 
is critical to 
growing your 
business.



30Success Profiles Magazine January 2020

“Happiness is the meaning and 
purpose of life, the whole aim and 
end of human existence.” ~Aristotle

You’ve heard people laugh at the 
Pollyanna type person who always 
seems to be happy and blissful, 
haven’t you? I used to laugh at that 
until I realized that it was a true 
state of being, albeit in a thread of 
connected moments.

Having suffered severe depression, 
I can honestly say that happiness 
has a lot to do with believing we 
are enough. We are worthy and we 
value ourselves. Who wakes up 
and says, “I want to be miserable 
today?” I’m betting my last tube of 
lipstick that it’s no one.

Happiness is being in a state 
of flow, in sync with God, The 
Universe, The Divine—whatever 
you call your higher self. Unless 
you believe you are doing it all 
alone, your understanding is that 
we have a higher self, an infinite 
source of power and truth. I don’t 
think happiness is a myth. I do 
think it’s misunderstood.

Perspective

When we lose perspective of 
the possibilities in life, we feel 
heavy and hopeless. In fact, the 
Washington Post reports that from 
2008 to 2018 the percentage of 
unhappy people in the USA has 
risen by 50%. That scares me more 
than anything the media puts out 
there.

There’s a lot of science on the 
subject of happiness, and that 
comforts me. From the molecular 
to the spiritual level, happiness 

is a mindset of hope, love, and 
purpose. It’s energy that vibrates at 
a high level frequency.

Isn’t that vibration a form of 
happiness? What it takes for each 
of us to reach that high vibe is 
unique to each of us. Who can 
say that each of us feels the same 
‘happy’? It’s a unique stamp, and 
it’s our job to find out what makes 
us happy and to attract that into 
our lives.

I can have fun in a closet when 
with the right company. Laughter 
and humor have truly taken me 
from low to high vibrations many 
times and walked me into healing.

3 cures for more ‘happy’:

1. Laugh often;
2. Take yourself less seriously; 

and
3. Know that feeling well is a form 

of happiness.

I’m happy when I have connection 
to people, freedom in my life, 
purpose, health, and money. 
Money isn’t the one factor that 
makes us happy, although it’s 
what many people believe. It’s a 
combination of all that we are, and 
it’s a powerful tool that helps us do 

more with purpose.

How often have you heard 
someone say, “When I retire, I’ll be 
happy”? What about, “When I have 
enough money for _____________, 
I’ll be happy”. If you’re not able 
to enjoy your life exactly how it 
is now, there’s no guarantee that 
you’ll be happy when.

Presence

To enjoy more happiness, be 
present enjoying the process and 
progress of whatever you’re doing.  
I’m enjoying writing this. Right here. 
Right now. I zone in and out when 
I’m creating or being in silence.

Happiness comes from within. It’s 
a combination of achievement, 
knowing you’ve done your best 
and feeling valued. It also comes 
from holding a baby or saying a 
prayer, receiving a gift or a hug. 
Being aware of the little things 
in the moment creates a lot of 
happiness.

 
What is happiness?

It’s a feeling that each person feels 
to their own uniqueness and it’s 
not something that lasts all the 

By Madeline Faiella

IS HAPPINESS A MYTH?
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time.  I like the feeling of being at 
ease, having freedom and feeling 
connection. That’s happiness to 
me.

What is it for you?

I invite you to fill in the blanks with 
your present feelings.

I am happiest when 
_____________________.

I feel at peace when 
_____________________.

I create a feeling of happiness 
when I _______________________.

Solutions for a happier you.

• Be grateful 

• Employ self-care – get enough 
sleep, mind your nutrition and 
move your body

• Enjoy nature – yes, even it’s a 
plant in your city apartment

• Remove yourself from people 
and places that drag you down 
with low energy

• Surround yourself with the 
people who support you

• Support those around you – 
there’s joy in supporting

• Do the things that give you 
a feeling of well-being – not 
drinking or over-eating

• Remove clutter from your life 

• Believe in yourself – YOU CAN 
DO IT

• Smile often – the chemicals 
in our body react and our 
endorphins kick in for that 
good  feeling

• Go easy on yourself and 
deflect perfectionism

• Stop comparing yourself to 
others

• Remove digital distractions 
from your life – yes, put the 
phone down

• Laugh more

• Let go of expectations and 
attachments to people, places 
and things

• Create a good spiritual 
connection

No one is happy all the time. Life 
would be boring if we were. The 
goal is to be on a more even keel 
rather than the abrupt up and 
down that triggers our emotions. 
By applying the solutions above 
one step at a time, your life can 
have many more moments of 
happiness.

I don’t believe happiness is a myth. 
I believe that it’s not a constant 
state of being either. Changing our 
behavior so that we have more 
moments of happiness, more 
often and more deeply is a gift.  

I don’t have a full list of happiness 
factors on speed dial all the time. I 
work at it. I see progress and I feel 
a general feeling of well-being. 
Loving humor and laughter, I have 
times of fun and silliness that 
raise my vibration to a high level 
and knowing that’s part of me, I’m 
grateful. I apply as many things 
listed above as often as possible. 
I invite you to be as happy as you 
can right now, where you are and 
for as long as conceivable.

True happiness to me is also 
knowing that “happy” will be 
around for a long time, visiting 
often, lifting me up and attracting 
even more happiness in my life for 
many years to come.

Here’s to your continued success.

Madeline, CEO/FOUNDER of Madeline Faiella, 
LLC, is a certified speaker, mindset coach, 
and author. Her understanding of cultural 
differences is expansive because she spent a 
decade in Europe, Japan, and the Netherlands.

Madeline shared stages with Bill Walsh, Nancy 
Matthews, Rey Perez, Christopher Salem, and 
many others. She was a keynote speaker 
for NAPW where she spoke to a roomful 
of corporate women. Madeline has been 
interviewed on radio, podcasts and TV in her 
different positions as a successful performer 
and artist and currently as an influencer, 
speaker, coach, and mentor.

Madeline was awarded the NAPW Woman 
of the Year Award for 2017-2018, served her 
country, receiving The Certificate of Esteem 
from the U.S. Military for her performances for 
our troops on a 7 week tour in Germany and 
has certifications and certificates of completion 
in various programs. Madeline attended School 
of Visual Arts and Keiser University, in NYC and 
Fort Lauderdale, respectively.

Her topics range from emotional intelligence, 
leadership, creativity, clarity, courage and 
feminine energy. She calls this #Femnergy™. 
She works with women so that they understand 
how to embrace their power allowing them 
to hold higher positions and to stand in their 
independence and interdependence in their 
personal and business life. 

CONTACT MADELINE:
email : creativemindest@comcast.net
Phone: 954-589-0789
Cell   : 954-675-9617
website: https://www.madelinespeaks.com 
Facebook: https://www.facebook.com/
madeline.faiella 
LinkedIn: https://www.linkedin.com/in/
madelinefaiella/ 

Many people dream of writing 
a book someday, but most 
of them never get around 
to doing it. As the author of 
multiple books, I can help you 
make this happen!

Send inquiries to
brian@briankwright.com

Having a book 
is critical to 
growing your 
business.
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I was recently drawn to a book in 
my parent’s study the other day 
titled Remember Me When I’m 
Gone: The Rich And Famous Write 
Their Own Epitaphs And Obituaries 
by Larry King.  I was skim reading 
through the book and one quote 
stood out to me above all others.

It’s a quote by  Frank Perdue, the 
founder of the Perdue Chicken 
Company:

“Frank Perdue’s success 
was derived first from a solid 
foundation of values and attitudes 
that came from his father, and 
second from a vast superstructure 
of drive and ability to grow, 
combined with world-class 
ability to see, shape and create 
opportunity where others saw none, 
and to build that opportunity into 
success. His success, in the end, is 
indeed a fruit of labor, thought, and 
genius.”

Lesson #1 you have to see the 
opportunity where others see 
none.

Lesson #2 you have to shape 

that opportunity and mold it into 
something worthy.

Lesson #3 you have to create 
that opportunity and build it into 
a success.

Successful Entrepreneurs 
keep gathering information: 
Information about the 
marketplace, information about 
clients and customers, information 
on how to be better entrepreneurs 
(because even if somone offers 
advice you don’t want or need, 
it may trigger an idea of your 
own, that you had not thought of 
before.)

And one source of great 
information to solve your puzzle 
is Success Profiles Magazine. So 
if you haven’t already, go ahead 
and renew your subscription to 

Success Profiles Magazine for 
another year or purchase it is 
as gift for a friend, loved one, or 
business associate. You’ll be glad 
you did!

To renew your subscription go to 
http://successprofilesmagazine.
com/ and please do share copies 
of this article “as is” with others 
who will appreciate the dose of 
inspiration! Always remember to 
“KEEP GOING, KEEP GROWING!” 
And one more thing… be on the 
lookout for another interesting 
article from me in the coming 
months! Thank you!

By Wayne E. Meyers

SEE, SHAPE, AND 
CREATE OPPORTUNITY

About the Author Wayne Edward Meyers, the 
“Voice” of Personal Development is a Columnist 
with Success Profiles Magazine. He is also the 
CEO of Burn It Up Coaching Inc, the personal 
development company behind Becoming Your 
Greatest Possible Self™ Marathon and Podcast 
with Host Chris Burns www.BeYourGPS.com. 
To learn more about Wayne please visit www.
BeYourGPS.com/WayneInterview or www.
BurnItUpCoaching.com/AboutWayne.

Join Brian K Wright each week on Monday 
at 6pm Eastern as he interviews world-class 
achievers and learn how they succeeded

A series of powerful 
conversations with the most 
successful people in the world.
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Learning To Trust Your Emotions

We all are born with a certain 
amount of intuition. The problem 
is, from a very young age we are 
often told to ignore our feelings 
or that our feelings are just 
wrong. Much like force-feeding 
an infant can cause the child to 
start ignoring their natural hunger 
control mechanism, it ís the same 
with emotions. The more we have 
been taught to push down our 
feelings, the more likely we are not 
to trust our emotions.

You Get A Feeling In Your Gut 
That Something Is Wrong

Everyone has a natural ability to 
know if something is not right in 
any given situation. The problem 
is, over time you may have pushed 
down those feelings as wrong 

or even crazy. You meet a new 
person and for no known reason 
you feel like something is off. You 
talk to someone and believe they 
are lying. While you may not want 
to react on these instances that 
aren’t cause for immediate danger, 
keep an open mind and keep your 
eyes open. Chances are you’ll find 
out that you’re right more than 
you’re wrong.

The Hairs On the Back Of Your 
Neck Stand Up

Every human is born with a flight 
or fight effect. Sometimes the 
hairs on the back of your neck will 
stand up, or you get prickly and 
feel like running. Most of the time, 
you should pay attention to this 
feeling. Often, you’ll find that when 
you feel that way a spider is nearby 
or you are in serious danger. Do 
not ignore these nagging feelings, 
ever. Even if you’re wrong, it is best 
to be safe.

You Feel A Tug To Help Someone

T.V. commercials use these 
emotions when they want you to 
send money to save the starving 
children in Africa or donate to 
save abused animals. The feelings 
you feel when watching those 
commercials are normal and you 
should respect them. When you 
feel compelled to help people, 
don’t push it down. Freely offer 
help because to deny your 
feelings about this will cause you 
to feel bad about yourself.

You Feel Pulled To Do 
Something Different

You’re sitting in your cubicle bored 
to tears wanting desperately to do 
something different, but you are 
afraid to change. If you feel pulled 

in a new direction, take the time 
to give it some real consideration 
instead of nixing it immediately. Bill 
Gates didn’t allow nagging doubt 
to stop him from becoming so 
successful.

You Feel Confident In Your 
Abilities

When you are feeling confident, 
don’t push those feelings down. 
You have a right to feel good 
about what you are doing and to 
feel capable. When you feel good 
about yourself it is not misplaced 
pride or bragging. So often, people 
(especially women) are taught 
from a young age not to boast 
about their abilities. This puts 
young women at a disadvantage 
from their male counterparts when 
it comes to jobs and fair pay. Allow 
yourself to feel confident when it is 
appropriate.

Make Your Environment 
Comfortable

Emotions need a safe environment 
to be felt fully. You’re your own 
best friend. Only you can create 
the right environment that is safe 
for you to feel the emotions that 
you have. Make your home safe 
for yourself and safe for your entire 
family. As Dr. Phil says, “Home 
should be a safe place to fall.”

Acknowledge The Different 
Emotions You Experience

Don’t push away emotions. 
Instead, allow yourself to 
experience a full range of 
emotions as appropriate. Of 
course, you do have to show some 
measure of propriety in public, 
but you can express appropriate 
emotions in appropriate places as 
they come to you.

By Megan R. Fenyoe, LCSW

LEARNING TO TRUST 
YOUR EMOTIONS: 
SIMPLE STEPS TO HELP 
YOU LIVE A PRODUCTIVE 
LIFE
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Try To Name the Emotions 
Others Are Having

In order to improve your capacity 
for empathy, practice naming 
and expressing the emotions that 
other people are having. People 
who can show great empathy to 
others, even if they haven’t gone 
through the situation themselves, 
have much happier lives than 
those who cannot relate to other 
human beings at all. You don’t 
have to be homeless yourself to 
understand how truly demoralizing 
the experience is.

Write Down Your Feelings

Keep a feelings journal for yourself 
to help you process different 
feelings that you are having, and 
different feelings that you note 
that other people have about 

situations in life. Your journal can 
help you work through emotions in 
a healthy way, as well as give you 
something to look back at when 
you are having trouble.

Test Your Judgment Accuracy 
And Go for It

If you are afraid to go with your gut 
due to having pushed down the 
skill from a young age, pick one 
thing to test. For example, if you 
feel like you need to switch jobs, 
start job hunting in earnest. It won’t 
hurt to go on some job interviews 
to test your intuition. You might find 
the job of a lifetime. Or if you feel 
strange, such as running from a 
situation, go ahead and do it.

As you learn to trust your emotions 
by practicing actually feeling them, 
you will get better at discerning 
what is right and wrong.

Megan R. Fenyoe is a Veteran, Licensed Clinical 
Social Worker (LCSW), transformational 
mindset coach, best selling author, speaker, 
trainer, host of The Blonde Bombshell Podcast 
and founder of the I Am Enough Movement. 
She is a contributing writer for Thrive Global.
Megan is an Amazon best selling author who 
recently published her book You Are Enough: 
5 Steps To Move From Struggle To Strength. 
Megan has been featured on SiriusXM Radio 
including the Jenny McCarthy show, TV/Radio 
Shows, multiple podcasts, as well as various 
magazines.

You can learn more about her and her 5-Step 
system at https://meganfenyoe.com/

Many people dream of writing 
a book someday, but most 
of them never get around 
to doing it. As the author of 
multiple books, I can help you 
make this happen!

Send inquiries to
brian@briankwright.com

Having a book 
is critical to 
growing your 
business.
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Now Available on Amazon!
Available on
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