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Notes From The
Publisher
by Brian K Wright
The Christmas holiday season
is here, and the way 2020 has
unfolded for many of us, I am
ready to celebrate the wins I had,
time with my family, and gratitude
to those who have impacted my
journey this year—including you!
I am so thankful to reflect on
the journey that has resulted in
this particular issue, the 3-year
anniversary edition of Success
Profiles Magazine!
Many thanks to those who have
faithfully contributed along the
way. I want to give a special shout
out to Steve Gamlin, who has
contributed to all 37 issues so far.
His wit and humor are a breath of
fresh air every single month.
I am feeling prosperous, and I
hope you are as well.
In fact, prosperity is the favorite
subject of our special guest this
month.
The featured guest in this issue
is New York Times bestselling
author, Randy Gage. We talked
about a lot of great topics
including what holds us back from
success, the importance of taking
risks, having a healthy attitude
toward wealth and money, and
much more!
Then, Seth Greene discusses
the importance of differentiating
your business from others in your
industry by finding your unique
competitive advantage.
After that, Eleni Anastos gives
us some tips on how to be
financially fit in 2021. If you want to
attract, earn, and keep money, it

demands your attention.
Other articles in this month’s
issue include discussions about
the importance of capitalizing on
momentum, how to be a good
friend when someone you know is
grieving, moving away from pain
and towards pleasure, learning to
win by doing, and much more.

Let’s dive in!
All the best,
Brian K. Wright
Publisher, Success Profiles
Magazine
Host, Success Profiles Radio

I hope you enjoy reading this
as much as I enjoyed putting it
together.
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Create Your Own
Prosperity
By Brian K. Wright
I had the honor of interviewing
Randy Gage recently, and we
talked about a lot of great topics
including what holds us back from
success, the importance of taking
risks, having a healthy attitude
toward wealth and money, and
much more!
Brian: Randy, welcome to the
show, glad you’re here.
Randy: Hey, Brian, great to be
with you.
Brian: Did you envision early in
your life that you would be where
you are right now?
Randy: Depends on how we
define “early.” Early in my life, as
in before mid-teens, I was just a
poor kid with a single mother who
raised three kids. I was the middle
one and I didn’t envision myself
being successful. That wasn’t
something I could imagine at that
point.
And then in my teens, I started
to really recognize that I was
poor and I hated it. And I started
affirming and believing that I was
going to be a millionaire by the
time I was 35. And 35 is when
I became a millionaire, by the
way. So, if you want to talk about
the power of autosuggestion or
affirmation, I felt it, I believed it.
Brian: You mentioned that you
had a childhood that maybe
wasn’t ideal, you went through a
lot. Tell us about some of that and
how you broke out of that.
Randy: I see these celebrities

on TV or People Magazine being
interviewed and they say, “We
were poor, but we didn’t know it.
There was so much love in the
house.” And I said, “What? You
didn’t know you were poor? I
knew I was poor.”
I knew the kids I went to school
with had their own bedroom. They
lived in houses, not skimpy skinny
apartments. I shared a bedroom
with my brother. My sister shared
a bedroom with my mother
and the four of us shared one
bathroom.
I didn’t have go-carts, mini bikes,
Schwinn bicycles, new trendy
jeans, or sneakers. And so, I
thought socialism was the answer
where we just redistributed it, so
I did the Robin Hood thing and
redistributed.
At 15-years-old, I found myself
in jail for armed robbery and
burglary, and found that not
everybody shared my pension for
redistributing the wealth.
Brian: That’s quite a trip. What
was your big “a-ha” moment then?
Randy: I was really blessed. There
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were people who believed in me.
I was just sitting in my cell one
day and there was some jangling
of keys. I looked up and the door
opened. I had no idea who the
man was who walked in, but he
was the father of my best friend’s
girlfriend and he was a teacher.
She had told him, “Oh, Dad, you’ve
got to go to the jail. My friend
Randy is in there and he needs
help.” And so, for whatever reason,
he came in there and he told me
I didn’t belong in there, that I was
capable of great things.
Of course, I thought he was crazy.
He obviously had no idea who he
was talking to, and that’s what I
told him. He said, “No, I talked to
your teachers, they told me you
skipped school for three weeks.
And then you showed up for
your ACE test, and your reading
comprehension is above college
level. You could do great things.”
I was so desperate to believe him
that I believed him. And because I
believed him, it was true. If I didn’t
believe him, it wouldn’t have
been true. I realized, “Wow, I don’t
belong here.”

That was one of the seminal
moments in my life where
I recognized I could turn it
around. And there was a public
defender who believed in me and
defended me. There was a place
that offered me a job if I got out
on probation, so because of that, I
was blessed to get another shot.
Brian: That’s wonderful. What is
your big, “why?” Why do you do
what you do?
Randy: At this point, I feel like I
have this message of prosperity,
and I owe it to the universe to pay
it forward. I’ve been really blessed.
I had people who believed in me
and it’s my turn to believe in other
people. That manifested with
writing books, my blog, and my
podcast.
Brian: What do you think are
some of the biggest things that
hold us back from success?

And whether it’s climbing a
mountain, writing a bestselling
book, or their marriage, those two
things come up again and again
as I work with people on how to
unblock their prosperity.
Brian: That is so interesting. How
do you feel that forgiveness
relates to prosperity in general?
Randy: We can hold one
dominant thought at a time. And
if you’re holding on to victimhood
– “My ex cleaned me out the
divorce and took all the money
and the credit cards and I’m never
going to make it,” you’re hanging
on to that victimhood. You’re
never going to allow yourself to
be successful.
Unless, you just say, “I forgive
her, maybe I had something
to do with that”. I was shot in a
robbery attempt and I realized

I’ve got to forgive this guy who
shot me because as long as I’m
hanging on to this revenge, this
vengeance, this hate, I can never
move forward.
Brian: That’s fantastic. Let’s talk
about your book, Risky Is The New
Safe. That’s one of the books that
you are best known for. It made
the New York Times bestseller list.
Tell us a little bit about what that’s
about and why you decided to
write it.
Randy: That book came about
because I met a cloned puppy,
and that puppy licked my face.
Brian: Wow.
Randy: Yeah. It happened in an
airport lounge in San Francisco
while I was coming back from
Thailand, this puppy was on the
same plane with me to Miami.

Randy: When somebody thinks
their prosperity is blocked and
they say, “I’m trying everything
and I’m working hard and I study,
but it’s not breaking through for
me,” I think it’s usually one of two
things.
One is forgiveness. They’re
just upset. They’re hanging
on to something, there’s
somebody they’re upset
with. And not infrequently, it’s
themselves, where they won’t
forgive themselves. They beat
themselves up for some mistakes
they made in the past.
Or I think a lot of times, people
don’t realize that they get an
emotional payoff from being
a victim from something not
working. As a result, they don’t get
the healthy payoff that they would
get if they became successful.
5
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It was a couple in Florida, their
beloved pet had died. They had
saved the DNA and sent it to this
laboratory biotech place in South
Korea and cloned their puppy.
Lancey is the name of the dog,
and short for Lancelot Encore
because Lancelot was the original
dog.
When the puppy licked my face
and the lady told me he’s a clone,
I laughed. I thought it’s a joke. And
she said, “No, he’s a clone.”
That started me on this rabbit hole
of tech and how we predict the
future. How do entrepreneurs look
around the corner and see what’s
coming next? And so Risky Is The
New Safe is the book that came
out of that experience.
Brian: That’s absolutely amazing.
And you talk about risk. A lot of
people are risk averse. Why do
you think we’re programmed to
do the safe thing?
Randy: There are so many mind
viruses about money being bad
and rich people being evil. In
Australia, they call it the tall poppy
syndrome, which means the
tallest flower is going to be the

one that gets cut first.
So, keep your head under the
cubicle, mind your own business,
get through until Friday, then
binge Netflix and drink beer all
weekend until you don’t have
to think about your life of quiet
desperation until Monday morning
when the alarm goes off again.
It’s a big mind virus in our society
right now.
Brian: And people tend to have
unhealthy attitudes towards
wealth and money. What do you
think are some of those harmful
paradigms about wealth and
money that people have?
Randy: That you have to sell your
soul to get rich, that you have to
be a bad parent to be rich. That
if you’re a company, you need to
rape and pillage and plunder the
environment, you’ve got to exploit
innocent people to make money
and you make money at all costs.
That’s all BS, but that’s the
prevalent programming. There’s
not a lot of programming out
there that teaches abundance.
I have a book called Accept Your

Abundance. And I always suggest
people read that first because
you can’t be treated for prosperity,
you have to be open to receive it.
So, nobody can treat you for it. I
can’t make you think prosperous.
You have to choose that. So,
that’s what that book Accept Your
Abundance is about.
How is prosperity created? There
are three ways. Number one is
you solve problems. Number two
is you add value. And number
three is you envision possibilities.
If you can solve problems for
people, they’ll gladly pay you for
that. If you can add value—how
to do this quicker, cheaper, more
efficiently—they will pay you
for that. Then see possibilities.
Nobody knew that they needed
an iPad until Steve Jobs created
one and they knew they had
to have one. He envisioned
possibilities. So, those three ways,
that’s how we create prosperity.
Brian: That’s fantastic. You are a
bestselling author of many books,
including Risky Is The New Safe.
This book landed on the New York
Times bestseller list, and that is a
dream for a lot of people. How did
that happen for you?
Randy: That was my 10th book,
and I learned a little bit each
time. But that one, I really built
the campaign and that hit the
New York Times bestseller list
number at two or three, then the
Publishers Weekly list, then it was
also the USA Today number one
money book, and Business Week
number one business book.
But I built a campaign. I think
you’ve got to create buzz. When
I grew up, everybody said, “If
you build a better mousetrap,
the world will beat a path to your
door.” And that was probably true
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in 1965 or ‘75.
It’s not true today. Everybody has
so many social media channels
assaulting them and so many
alerts, so much breaking news, so
much advertising, so much white
noise—you’ve got to cut through
that. And so, I built a six-week
launch campaign where I did
radio shows, TV shows, podcasts
and my own blog, my own
newsletter, and did social media
like crazy.
I’d send a lot of preview copies
out. I had about 25 or 30 people

who had read preview copies
who were influencers and who
believed in the book. They were
sharing it on their social media or
they would write blogs about it.
Or they just said, “Hey, you can
be the guest writer on my blog
this week. Just write whatever you
want, and I’ll put you in.”
You’ve got to create a buzz, and
you can’t focus on, “I have a book
and I want it to be a bestseller.”
Nobody cares. You got to create
this campaign about the topic of
your book.

7

And for the Risky book, I talked
about biogenetic engineering,
cloning, virtual reality sex, and
asteroid mining.
In that book, I predicted the
success of Uber. I predicted
Bitcoin, I predicted stuff that at
that time, people thought I was
nuts. And now, I look like a genius.
But the truth about the future is
it’s already here, it’s just not evenly
distributed yet.
So, when you’re in an airport
lounge and you’ve got a cloned
puppy licking your face, all of a
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sudden, you realize cloning is real.
This is not an abstract theory.
I remember doing the tour and
people were asking questions
like, “Do you really believe that in
our lifetime somebody is going to
be able to take a vacation on the
moon?”
And I came back with, “Hey, I think
that’s the wrong question. The
better question would be who
owns the moon?” Does the US
own it? You know, we put a flag
there. Does Russia own it? Did
they knock over our flag? How do
we divide the moon without all
these wars like we had on Earth.
Or they’d say, “Do you really
believe people are going to
have a house on the floor of the
ocean?” And I’d say again, I think
there’s a better question. The
better question is what’s the price
of ocean floor real estate going to
do to the price of ocean front real
estate? And so, I looked through
the book and I thought, “what are
those controversial or thoughtprovoking topics?” And I thought
virtual reality sex is one, genetic
engineering is one, cloning is one.
Forbes Magazine and other big
business magazines did excerpts
because we pitched them those
concepts to say, “You could do
a story about mobile and how
it’s going to blow up advertising
and marketing. You could do
an excerpt on virtual reality sex
and how that’s going to affect
marriages, relationships, and
psychology.”
You give the media ideas for
stories, you’ve got to do the work
for them. If you send them the
book and say, “Read this and
see what’s interesting for your
audience,” you’re never going
to hear from them. But if you

say, “I know your audience is
entrepreneurs, and they’re going
to be fascinated about how big
companies are going to hire
talented people.” Now they say,
“Okay, yeah, give us that.”
Brian: You know what’s so
interesting about the downturn
that we’re experiencing is, it has
created a lot of opportunities.
Really successful people
choose not to participate in the
economic downturn because
they are turning challenges into
opportunities.
How do you identify a great
opportunity?
Randy: Well, you look at two
different kinds of trends, and this
is what’s in the Risky book.
First, you’ll look at, is the trend
cyclical or linear? So, a cyclical
trend is real estate. It goes up, it
goes down. What’s the price of
gold? It goes up, it goes down.
Then there are linear trends like
the price of broadband. We know
the cost of broadband is going to
continue to go down forever until
at some point, it’s probably free.
If we look at the trend of people
who are online—we know that’s a
linear trend. It’s just going to keep
going up until everybody on Earth
has access to broadband.

you will look like a genius, but it’s
pretty apparent.
Brian: I would love to talk about
leverage because that’s where
real wealth is created. What do
you think are some of the best
business models for doing this?
Randy: I go back to the principle
of learn with your time, earn with
your mind. That’s going to allow
you to create the most leverage.
So, how do we do that?
We can do it with money. We
take a $100,000 dollars and we
can buy a $2 million condo or
apartment building and leverage
that money. The problem with that
is we need somebody to lend us
that money.
We can leverage our labor. I’m in
Miami. I could go open a Arepa
con Choclo cart and get 10 of
them and hire 10 people to sell
arepas all day long. And that
would give me leverage, but I’ve
got to find the right 10 people and
hire them.
But if we can leverage our time,
our reputation, and knowledge,
then we don’t need other people
there. That’s my business model.
My business is built on my
judgment, my critical thinking
ability, my lateral thinking, and my
thought leadership. That’s what I
get paid for.

And then you look for permanent
or temporary. Two years ago, we’d
been talking about Pokémon GO
because every person on the
planet was playing Pokémon GO,
and people were crashing cars
because they were looking for
gremlins to catch. But it was a
temporary trend.

People read one of my books
and they say, “I like how this guy
thinks, let’s bring him in to work
with our company” or “I like how
this guy thinks, I’m going to join
his coaching program.” So, I’m
able to leverage my intellectual
property.

So again, is it permanent or
temporary? Is it cyclical or linear?
If you ask those two questions,

In my case, I spend my time
learning marketing philosophy,
writing, speaking, psychology.
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And by this, I don’t mean I got
PhDs. For anyone who doesn’t
know, I’m a high school dropout.
So, when I say I spend my time
learning those things, I’m selflearning skills that I can leverage.
Anybody can do that.
Once you can leverage yourself,
leverage is a superpower.
Brian: Which form of leverage is
your favorite?
Randy: The three I do are, first of
all, network marketing, I’ve done
that for 40 years now. For people
who are interested in that, I have
a couple of books specific to that
topic on Amazon.
Second, I like real estate, not as a
big-time investor, but I like to buy
places that I think are in upcoming
areas. I gut them out to the studs,
totally remodel them, live there

for a couple of years and then sell
them. And I’ve done really well on
five or six of those.
And then the third one is
information because my business
model is that I’m an information
entrepreneur.
Brian: Fantastic. Tell us about your
podcast.
Randy: I created the Power
Prosperity Podcast and it’s on
every podcast platform on Earth;
Spotify, Apple, all of them.
You can find it wherever you
like to get podcasts, look for the
Power Prosperity Podcast. I’m
trying to do two episodes each
week. Usually, we take the audio
from one of my videos on the
YouTube channel and make one
show. And then, I usually do an all
new original show every week.

Brian: What is the biggest risk
you’ve ever taken in business, and
did that work out for you?
Randy: My biggest risk, wow.
I don’t even know what that
would be. I take a lot of risks. I’m
a riverboat gambler. I’m like Elon
Musk where I’m mortgaging my
house and taking all my cookies.
I try not to do that, but I lean
that way. If I really believe in a
concept, I go all in on it. I’ve done
businesses that flopped and that’s
okay, too.
Brian: If you could talk to the
18-year-old version of yourself,
what would you tell him?
Randy: I would say stop worrying
about the stupid stuff. Yes, your
hair is going to fall out, yes, you’ll
have a big nose and you know
what? Nobody cares, be authentic
to yourself.
But if I was giving advice to
myself, even the horrific things
that happened to me—getting
shot, being in jail—all those were
instrumental things in my life
that help mold me. Those were
stepping stones and learning
experiences for me.
But I would have probably
accelerated the process of
personal growth and selfdevelopment early, because I
didn’t really discover that stuff
until I was in my thirties.
Brian: Awesome. So, how can we
reach out to you? How can we
vibe with you and tribe with you
and learn more about you?
Randy: My website, randygage.
com, is the Starfleet Command for
everything I do. I’m all over social
media, and if you really want to
chat, the best place to really get

9
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me is probably Twitter. And, of
course, you can find me at the
Power Prosperity Podcast.

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

Brian: Fantastic. Thank you for
being here.
Randy Gage is a thought-provoking critical
thinker who will make you approach your
business and your life on a whole new way.
He’s the author of many books translated
into 25 languages, including New York Times
bestsellers, Risky Is the New Safe and Mad
Genius.

Follow along with
the

He’s spoken to more than 2 million people
across more than 50 countries as a member
of the Speaker’s Hall of Fame. He’s also
introduced direct selling in many developing
countries and has trained the top income
earners in dozens of companies.

“Minute to
Win it”

He’s built a personal team of more than
200,000 people, and has served as a
worldwide ambassador for the profession. And
in 2014, he was the first person inducted into the
Network Marketing Hall of Fame.

and other videos
each morning
meant to
motivate you to Win
the Day!
www.winitminute.com
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Business
Differentiation
By Seth Greene

In a crowded marketplace, how
do you differentiate yourself?
If your prospective clients can buy
essentially the same products or
services from anyone else who
does what you do, why should
they choose you?
If everyone says they give
great client service and does
a good job, how can they tell
you apart? 80% of the adult
driving population says they rate
themselves a better than average
driver, and we know statistically it
can’t be true, right?
How do you stand out in a
crowd?
How do you answer the Dan
Kennedy question, “Why should I
do business with you, as opposed
to anyone else who does what
you do?”
With a magical marketing
proposition that makes them want
you and only you.

question during any initial
consultation is, “Who is your
ideal patient?” He said, and I
am quoting verbatim here, “I’m
a dentist. I can help anyone
with teeth.” So feeling snarky, I
said, “Hang on, doc. Let me call
everyone in my contact list on my
IPhone. I will ask them if they still
have teeth, and if they do, I will tell
them they have to call you!”
You see the problem? If you
are trying to be everything for
everybody, you are really nothing
different for nobody special.
So, what’s the solution?
We analyzed his patient base,
and found out the truth. His ideal
patient was an affluent, suburban
woman, age range 40-50, who
had gotten divorced in the last 6
months. She was starting to date
again, and terrified of competing
against younger women. She
wanted to do something to
make herself more confident in
her appearance, but didn’t want
plastic surgery.
Is that a defined market or what?
We remade his entire practice. It
now looks like a spa. You get your
$25,000 (cash only) divorce smile
makeover sitting in a massage
chair (not a dental chair), while
getting a mani-pedi at the same
time. They pick you (and a friend)
up for your appointment in a limo,
serve you champagne, and make
you feel like a million bucks. We
have now fired all of his other

When someone asks you what
you do, how do you answer?
I will give you an example from a
client of ours.

patients, and he only does divorce
smile makeovers. He makes four
times as much money, and works
60% fewer hours.
Does that change your
marketing message?
You think that starts a
conversation? You bet it does!
All of a sudden you have
other women asking you
questions, because they want
that experience! We have
had women offer to leave
their husbands just to get this
treatment!
It’s an advanced strategy, but it
helps to not only know exactly
who your target market is, but it
works even better if you can offer
a solution customized for them as
well. Don’t worry, you don’t need a
specialized product, you just need
to put a new wrapper on it.
You don’t have to want these
examples as clients, but I hope
this gets your mind spinning
as to the possibilities of market
differentiation.
Want more help defining you
magical marketing proposition
or customizing your product for
your target market? Grab a free
strategy session by going to
www.marketdominationllc.com
and clicking on the schedule a
consultation link and I’d be happy
to help!
Seth Greene is the founder of one of the fastest
growing direct response marketing firms in the
country, Market Domination LLC, and is the
author of six best-selling marketing books,
including his latest book, Market Domination
for Podcasting. He is also the co-host of The
Sharkpreneur Podcast with Kevin Harrington.
He is the only person in history that Dan
Kennedy has nominated for marketer of the
year three years in a row.

He is a dentist, and my first
11
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Put Yourself In The
Driver’s Seat With
Money
By Eleni Anastos
Money impacts all of us on a daily
basis and touches every aspect of
a business, yet many people feel
disempowered, often avoiding
the topic altogether. Countless
entrepreneurs are under-earning
and settling for a lifestyle that is
less than they desire.
What you believe about money
does impact your life. Do your
beliefs support your life goals,
the life you want to have going
forward? Or, have they been
serving as roadblocks holding you
back?
Yes, money has tremendous
value and can serve powerful
purposes, but it does not have to
have power over you!
People do not become successful
by doing things periodically,
they become successful by
doing things consistently. If you
want to lead a healthier lifestyle
physically, it is important to
cultivate the right habits as part
of your fitness routine. You’re not
going to achieve your fitness
goals by exercising only once per
month or eating a healthy meal
only twice a week.
The same principles apply to your
financial fitness. Specific habits
and actions can pave the way
to increasing your income and
freedom.
Some people think the right time
to be creating positive money
habits is after you bring more
money in…
Wrong!

The right time to implement new
money habits is NOW, not waiting
until after cash flows in.
The following strategies,
combined with the right mindset,
will help you cultivate an
empowered relationship with
money.
1) Tracking and Dating
Money loves attention! If you want
a rich and rewarding relationship
with your spouse, children or
clients, don’t you have to pay
attention to them? So, how can
you expect to have a rich and
rewarding relationship with money
if you don’t pay attention to it?
Start Tracking! Record the amount
of money that comes in on a daily
basis from all sources (income,
gift, refund, etc.) before any
deductions, even on days when
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that number is zero. Initiating
attention with your numbers
means you are in control, the
money is not controlling you.
Review your sheet for the month
and look for gaps. Once you
see patterns, you can make new
decisions and take new actions.
Schedule 3-4 “dates” per month
to review all of your financial
accounts (banks, credit cards,
mortgage, etc.). Review monthly
minimum payments, interest
rates and balances. Know your
numbers!
The reality is, “you are the cause,
money is the effect”, and when
you learn to wield that power,
you can dramatically change the
trajectory of your financial future.
Money will always get your
attention, positively or negatively,
so put yourself in the driver’s seat
by tracking and having scheduled
money dates.

2) Connect to your “Money Why”
Have you ever really thought
about why you want to achieve
a certain income goal? Simply
stating a number will not work.
I was speaking with a group of
entrepreneurs recently, all very
passionate about growing their
businesses and achieving income
breakthroughs. I asked the group
what they wanted to be earning in
6 months, 12 months and 3 years.
Everyone had a specific number
in mind for each milestone.
While the number is extremely
important, what is equally
important is your connection to it.
If you’re just throwing a number
out, stating I want to make 100K,
500K, 7 figures and more, you’re
not going to get there if you don’t
have a strong connection to that
specific amount.
Why would it matter if 12 months
from now you doubled or tripled
your income?
Think of an area in your life where
you want to experience significant
growth or change, or perhaps
there is an area that is causing you
stress. You know you desire some
kind of transformation to live your
best life.
•

Do you want to change your
lifestyle?

•

Do you want to be debt-free?

•

Do you want to significantly
improve your health?

•

Do you want to focus on
personal development and
education?

•

Do you want to be able to
donate more time or money to
charity?

Whatever the reason, choose
your money why and then take
the time to look at what you value
about it. Get clear on why it is
important to you.
Build a vision for your life going
forward. How will your life be
different when you achieve that
income goal? What would your
day-to-day life look like? Add
specific, quantifiable details to
make that vision tangible.
Imagine connecting with a close
friend 12 months from now.
What would they see, hear, or
experience that would let them
know you have achieved what you
want? Remember, that number
represents growth and positive
change in your life!
The stronger the connection to
your money why, the stronger
the connection to achieving your
income goal. It serves as the
catalyst that helps to keep you
motivated and future-focused.

Be inspired to win
your day with a
video a day.
Follow along with
the

“Minute to
Win it”
and other videos
each morning
meant to
motivate you to Win
the Day!

What is your Money Why?

www.winitminute.com
At the intersection of Tony Robbins and Suze
Orman is Eleni Anastos, with a little Detroit
sass thrown into the mix. Eleni is a Business
Strategist and Prosperity Coach who helps
entrepreneurs and C-Suite executives bust
money and mindset blocks, so they can create
the income, impact and lifestyle they desire at
any age.
She has extensive experience in business
development, public speaking, personal
development, program coordination and
training and assessment, while holding
certifications in business, money and life
coaching. Eleni creates and implements
assessments and training programs for
business owners to increase income, client
engagement, and improve morale. She
understands that external results only come
from internal change.
Eleni is truly passionate about helping
people live their best lives, professionally and
personally, and her innovative, no-nonsense
approach ensures that clients waste no time in
getting results.
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Do You Suffer From
“Complainitis?”
By Carrie Verrocchio

Or should I say, I ALLOWED it to
color everything I did.
I then took a deep look into my
life. Was every conversation
negative? Had I become that
person that had to be forever
negative? Complaining about
everything? I did what I had to do.
I asked my husband to tell me the
truth. And he said, “Yes. You have
become very negative.”
OUCH.

It’s that condition where you’ve
gotten so used to complaining
every day that you have forgotten
what it feels like to be grateful.
It’s a condition that seems to
be sweeping our nation at an
alarming rate. The pandemic and
the election have made things
worse.
Complaining is replacing
gratitude. Negativity is replacing
joy. I’m willing to bet we all know
someone who is in incessant
complainer. Certainly, this doesn’t
describe YOU—but I bet you know
someone who lives like this.
A few years ago, we had a family
dinner. Our children were around
the table and we were “enjoying”
our meal together. Except that
when all the kids left, I realized
that we had said nothing positive
around that table. And worse, I
had to accept the fact that I was
leading the way. I hated my job
and it colored everything I did.

So, if I was going to lead my
family in a new direction, if I
was going to be a productive
employee despite the job I didn’t
like, I was going to have to take
action to make a change. I was
going to have to find a way to stop
the complaining and learn to be
grateful despite the job situation
in which I found myself. Simply
leaving the job wouldn’t fix the
problem. It would just follow me.
I had to learn to stop complaining
IN SPITE OF WHAT WAS GOING
ON.
And so, I did.
So can you.
Here’s the thing. We are ALWAYS
going to have those situations—
the ones that try us. The ones that
leave us gasping for air. The ones
that we just want to complain
about.

Take your complaint, stop it from
leaving your mouth, and turn that
energy into finding a solution
to the problem. Maybe it’s as
simple as changing your attitude
and dealing with it. Or maybe
it is going in and asking for that
raise. Or maybe it’s getting up
and cleaning that cluttered closet
that you are always complaining
about. Maybe it’s sitting down
and making a menu with family
duties instead of complaining
about having to cook dinner alone
every night after working all day.
Complaining doesn’t help. Taking
action does.

2. Complaining wires your brain
for negativity. And negativity
begets negativity. When you
complain, you set up a negative
response. And it makes it easier
to complain the next time. And
the next time. And so on. And
then a complaint becomes a
complaining disposition. The sad
thing is, a negative disposition
leads to missing all of life’s
blessings—big and little. It’s like a
snow ball going down a hill. One
complaint is a tiny snowball. The
next one adds to it. And pretty
soon, it’s a huge snowball rolling
down a huge hill, picking up
speed, trapping you inside this
snowball of negativity making you
a Negative Energy Source.
Which brings us to number 3…

So why is it so important to stop
the complaining?
1. It doesn’t help. Honestly. Did it
help my job situation to complain
incessantly about it? Not one
little bit. Instead of complaining,
I should have been turning that
energy into a way to FIX the
situation. And, so should you.
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3. No one likes to be around
a Negative Energy Source—
so don’t BECOME one. These
negative people are the ones you
avoid at all costs. You don’t pick
up their phone calls. You will take
the longest way possible to your
desk to avoid passing their desk—
because you KNOW they are

going to stop you and give you
their latest complaint—and you’ve
probably heard it already anyhow,
because they just keep voicing
the same things. Over and over.
Negative Energy Sources suck
the life out of you. It’s exhausting
emotionally and mentally.
And since you are determined to
live a positive and empowered
life, you don’t want to be a part of
that. And you shouldn’t be. Calmly
interrupt them and say, “Listen – I
understand you are upset. Let’s
take some time to talk about a
solution.” Chances are they won’t
take you up on the offer because
sadly, complaining has become a
way of life for them and they are
comfortable there.
So how do you break out of the
negative cycle? Practice gratitude.
End every single day jotting down
three things you are grateful for.
And if you’re stuck on those first
three, I will help you out. You have
a journal or a piece of paper. You
are holding a pen. You have a bed

to sleep in.

Instead, they will seek you out and
ask you what your secret is.

BOOM.
In the morning, do the same
thing—three things. Coffee (or tea).
Good clean water. And clothes.
How about the fact that you will
eat today? Or maybe you have a
job? Education. You can read and
write?
Bookend your days with gratitude.
The list of things to be grateful
for is endless. Did you wake up
today? In a bed? With a pillow?
Are you breathing? Did you catch
every green light? Or did you
catch every red light AND wait in
line for your coffee? Awesome!
More time to listen to that
podcast!
Being grateful improves your
mindset, your brain health, your
overall health. It makes you more
productive. It makes you happier
and improves your self-esteem
and it makes you more likable.
People won’t dread seeing you.

The good things you have, many
only dream about. A positive
life is an empowered life. Be
empowered.

CarrieVee (Verrocchio) MBA, Motivational
Speaker, Author, Podcaster, and Certified
Transformation, Forgiveness, and REBT Coach,
helps those who have forgotten how to dream,
overcome their excuses and live the life they
were created to live. She is the founder of the
Radical Empowerment Method, an online
program designed to walk people through the
exact method she herself used to move from a
life of feeling invisible to a life of empowerment
and action.
Her first book, A 30 Day Guide to Gratitude
available on Amazon, explains how the daily
practice of written gratitude can and will
transform your life. After going from burned
out corporate general manager to seizing
opportunities and creating the life had been
dreaming of, CarrieVee uses her experience
to motivate and lead others on a journey of
Radical Empowerment. She is a Toastmasters
Semi-Finalist in the 2020 World Championship
of Speaking as well as a keynote speaker for
Toastmasters. She has spoken on numerous
stages to thousands of men and women. Her
second book, The Radical Empowerment
Method, is set to launch in January, 2021.

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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Momentum: Are You
Feelin’ It?
By Steve Gamlin

I remember days when my friends
and I would start rolling a snowball
across the yard, watching it grow in
size as more snow clung to it.
When it got bigger, it got heavier...
and required more of us to push.
If we were lucky, we’d get it to the
top of a hill...then push it over the
brink.

truly mean...and what it can do for
you.
Have I been consistent over the
years?
Somewhat.
Have I ever experienced
momentum quite like this?
No.

Slowly at first, it would begin to
roll (still growing in size) until it was
thundering toward the bottom.
And good luck to anyone who
tried to get in its path to stop it!
If the old Road Runner cartoons
happened in New England, you’d
have seen Wile E. Coyote taken
out by a thundering snowball or
two.

It doesn’t happen on Day 1...or Day
2.
You probably won’t realize the
moment when it actually triggers,
because you’re too busy doing
everything you can to not quit...and
falter.
According to the Merriam-Webster
on-line dictionary, momentum is
defined as:
•

the strength or force that
something has when it is moving

•

the strength or force that allows
something to continue or to
grow stronger or faster as time
passes

Here in New England, winter
months provide an excellent
example of this.
Heavy, wet snow creates the
perfect opportunity to make
snowballs, snow forts, and
snowmen.

Our lives can mirror this
momentum if we consistently
provide the energy and attention
to arrive a place where we can
let it roll (systems and processes),
picking up steam and stamina
without requiring us to push.
Sixteen years ago, I launched my
speaking business.
Since then I’ve published four
books, which are currently in the
process of reappearing as printon-demand products.
What does that mean?
I did a little ‘pushing’ to get them
re-formatted and created my
online platform (the top of a digital
hill). I no longer have to shell out
money and carry cases of books in
the trunk of my car. I mention them
when I am interviewed, and direct
people to my website.
It wasn’t until this year that I
stepped back to acknowledge the
power of what momentum can
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I bet you have some momentum
going.
As a joke the other day, I saw
someone state proudly on social
media:
“This is my 1142nd ‘cheat day’ in a
row!”
I’ll admit it...I laughed.
Being that consistent of a slacker
takes commitment.
Here are some more positive
examples:
My most loyal Vision Board event
client, Athena’s Home Novelties
SHE-E-O, Mother Goddess
Jennifer Jolicouer, has successfully
executed (even with a broken back
in the fall of 2019) her daily workout
routine of DDP Yoga...for more than
1300 days in a row.
And then there is my buddy Ori
Bengal.
He’s my Momentum Iron Man,
having created a new work of art
(covering a wide variety of formats
and mediums) every day since
April 22, 2012.
That is well over 3100 days.
These are both excellent
examples, for which I have
tremendous respect.

Acknowledging progress.
Taking imperfect action...
repeatedly.
Continuing to grow stronger and
faster as time passes...like the
dictionary definition said.
You can do this too.
Yes...you.
The Tribe I choose to be part of?
They do this.
How do I know?
They are my heroes.
I recently took stock of what’s
been happening in my recording
studio (aka The Barn Board
Lounge) over the past couple of
years:
•

•

•

47 consecutive weeks
of new episodes for the
#InspireRadioUK streaming
radio station

The best part: I get to help my
clients do the same.
My Vision Board coaching client
Jennifer Nittolo and I worked for
more than two years to achieve
her goal of going on an African
Safari.
She rocked her Facebook Live
weekly broadcasts as she updated
her progress.

72 consecutive Monday night
“Motivational Firewood Weekly’
group coaching session
broadcasts

Are you getting the lesson here?

37 consecutive articles for
“Success Profiles Magazine”
(you’re reading it!)

Momentum.

Consistency.

We communicate often.
We cheer each other on.
We help by pushing each other
when necessary.
Here are several of them:
•

Regina Andler and Max
Nijst have each delivered 13
episodes of their new new
weekly shows.

•

Dr. Carlos Perez has 21.

•

My business mentor Lonnie
Robinson has delivered more
than 150 episodes of his
Ewealthology program.

Did I set out to rack up numbers
like this?
I’ll be honest.
I ‘hoped’ it would get this far.
But in the past, I’ve given up...
sometimes in single-digits.
It took years for me to ‘get it’.
But now I am riding the wave.
And respecting it.
17
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•

•

Brian K. Wright, founder of this
magazine, recently produced
the 400th episode of his
Success Profiles Radio Show!
Kris Whitehead took his
construction company from
low 6-figures to $3 million-plus
per year!

“Okay Bro, now I can tell you this...
most people give up after Episode
3.”
Wow.
Momentum.

Did they all predict these numbers
when they began?

Are you creating it in your life, or
business, or relationships?

Heck no.

You’re smiling right now, if you are.

They were simply trying to have
the guts (and the will) to execute
Step 1...then 2...then 3.

If you’re not, that’s okay.

But they could ‘see’ a better future,
and took consistent action and
surrounded themselves with the
best people to keep going, and
growing...until that momentum
kicked in.
Matter of fact, I am laughing as
I recall Lonnie reaching out to
me after my 40th episode of
Motivational Firewood Weekly,
admitting:

Meet me at www.SteveChats.com
and let’s kick around some ideas.
It could be the first step toward
a thundering snowball of
momentum in your life.
Let’s push together.
Seriously, I love this.
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Now in his 16th year as The Motivational
Firewood™Guy, Steve Gamlin shares his backto-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. He
recently launched his “Engaging Your Why /
Vision Board Mastery” audio learning program
at MotivationalFirewood.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!

Having a book
is critical to
growing your
business.
Send inquiries to
brian@briankwright.com
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Getting Pickled In A
Pandemic
By Davey Williams

Pickleball Professional, Instructor,
and advocate for the game.

is also simple to see the positives
and opportunity!

“Fun - Fitness - Friendship”

Adopt a mentality. Adapt a
methodology. Attract the results
you deserve!

When you see these three words,
think about how they could be
making a positive impact in your
life, regardless of where you live
and the negative impacts of the
pandemic. Those same three
words can be a solution to your
struggles right now in these trying
times, too!

Staying in shape, or even getting
in shape, has proven to be quite
the conundrum for many people
during these “Covid Times”.
Many can’t go the gym, or are
choosing not to go if theirs is open.
Many are trying at home, but with
the adjusted lifestyles of being
home more already, that is proving
to be a challenge as well. Another
challenge many people face is
the lack of interaction with their
friends, family, colleagues, and
the general interaction of human
beings.
It’s easy to be depressed.
It’s easy to overeat.
It’s easy to stay secluded.
As one who has always believed
that easy may often find hard, I
operate from simplicity. Let me
share with you a very simple, fun,
and rewarding way to eliminate
many of the aforementioned
challenges.
The solution I am referring to is
Pickleball!
The business I co-founded, Ideal
Pickleball, has a mantra. It’s also
one I carry with me personally as a

Pickleball is truly one of the most
fun sports you’ll come by. It’s
something any and everyone can
play! It’s great for getting in shape
and staying there! It’s a game
that revolves around friendship,
communication, and teamwork!
How awesome is that!

Davey Williams is the Co-Founder of Ideal
Pickleball. He is a Professional, Coach, and
advocate of the game.
Before his career in Pickleball, Davey spent
over 15 years in leadership positions, fulfilling
his passion for people through business. He
then brought that into his life and business
strategies, coaching and speaking for almost
a decade, where he also created The CSure
Lifestyle, and became an author as well. His
strategic problem-solving has a reputation of
simplicity and accountability. Utilizing his own
life experiences as examples to clients, Davey
has a relatable, well communicated charm.
After a career built around service, he brings
a unique perspective, all around simplifying
the game and amplifying enjoyment and
awareness to it and all it has to offer!

The game is the fastest growing
here in the United States. You’d
be surprised how simple it is to
find other players and places to
play! You can even purchase nets
and put the courts where you live!
There are endless possibilities to
find ways to enjoy Pickleball right
now!
If you don’t know how to play,
that’s okay! There are a plethora
of phenomenal resources to help
you!
So, get out there and discover a
really enjoyable way to be around
others (safely) and stay in shape!
I would be honored to help you
“dink and drive” to playing your
Ideal Pickleball! Visit
www.idealpickleball.us to learn
more! Please feel free to contact
me if you’d like to discuss options
if you aren’t in the Florida area! I
can help you wherever you are
located demographically!
Moral of the story with this article—
it’s easy to find the negatives, but it
19
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The Most Costly
Hidden Problem
Impacting Your
Freedom
By Dan LeFave

notice them, but the good news is
that it’s solvable.
When you understand how to
bring the origins of your problem
to the surface of your conscious
awareness, then you will clearly
see the way you have been
subconsciously stopping yourself
all along.
If you’re hesitant and feel like you
have a psychological emergency
brake on at the same time as
you’re pushing the gas pedal, this
is an indication that you have a
hidden problem.
Overcoming your problem is like
climbing Everest. You have to
face challenges as you climb and
go against the gravitational pull
of your old habits and comfort
zone. It won’t be comfortable and
definitely isn’t easy.

The biggest problem in your
business is the fact you don’t know
what your biggest problem is. And
it gets worse. The second biggest
problem in your business is the
fact that you don’t know how to
find out what that problem is! And
it has been hidden all along!
Until we understand what our
biggest problem is, we can’t
control it. If we can’t control it, then
we can’t focus on the solution
to eliminate it. You just can’t get
what you want with the mindset
you have now and be free of your
problem.
The real work starts when we
understand the origins of the
problem so that we can solve it
permanently. Unfortunately, our
society and big corporations have
caused our biggest problems
before we developed the ability to

The good news is that you come
equipped with the potential to
overcome your problem, but
you need to work on your inner
game. What lies behind you and
what lies in front of you pales by
comparison to what lies inside you.
The problem with changing your
psychology is that you will have to
suspend disbelief and work on a
part of you that’s intangible—your
habits and beliefs. That’s going to
be your biggest hurdle.
I think I’m a lot like you. As an
entrepreneur, I know the struggles
all too well. I’ve devoted my life to
making entrepreneurship simple
for myself and small business
owners. But it wasn’t easy, and
I know that I didn’t do it alone.
Fixing our biggest problems is a
whole lot simpler with some help
from people who have solved
them already.
My secret power is discovering
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the potential within people and
implementing shortcuts to achieve
the success they want. They love
it because they get more time
for themselves and enjoy more
flexibility to be with their family.
They get control of their freedom.
Brad is a perfect example. He’s the
one who took thirty-six pounds
off after working with me.
Brad is the co-owner of an autodetailing business with his father
and brother, and they were having
a hard time breaking $1 million in
sales. That was a big deal for him!
But because I could see that he
was very frustrated and highly
motivated, I said, “yes.”
He was very committed to the
success of his business and I
could see that because he wants
the best for his family. Also, he’s
a very good listener and learner,
and that’s important when
someone commits to changing
their habits and beliefs. They have
to be action-oriented and open to
suggestions.
Most of us have a natural
tendency to put off the hard
things for fear that we won’t be
good enough or strong enough
to complete them. Our lazy brain
kicks in and directs us to take the
path of least resistance by doing
the easier things on our list. We tell
ourselves “I’ll get to this later” or “I
can fit this in later.” Not Brad!
He took action and replaced the
people that were weak links in
his business that didn’t fit into
the vision of his future business
development. He changed his
perception of their potential
to generate more income and
attracted income opportunities
that were 7000% more per job.
He established systems and
processes that allowed him to

focus on business development
instead of operations.
We uncovered and worked
on removing complexities and
problems in his life and business
to make space for the growth
and opportunities that would take
him over $1 million. It is wasn’t
about increasing his work but
making daily decreases. We had
to discover and hack away at the
inessentials in his life to make
space for the potential growth of
his business. Brad realized that his
inhibitions and personal limitations
were holding him back and
sabotaging his business.
Because Brad did what was
uncomfortable and moved
towards what was unfamiliar, his
business grew and—you guessed
it—he rearranged his mindset, got
more free time for himself… and
took off 36 POUNDS.
By the way, the weight came
off because we rearranged his
mindset and aligned his focus with
the lifestyle and diet that would
provide him with the physical and
mental energy required to grow
his business. His fat loss was a
by-product of his intentions and
essential for the necessary focus
to get into momentum.

solving the problem.
If what I am suggesting feels
really uncomfortable, that’s a
good sign—change isn’t fun or
comfortable. You can do this, but
if you want to move faster, reach
out to a coach or mentor who
understands how to solve your
hidden problems faster and that
can give you the solutions to make
rapid change.
Daniel LeFave 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-milliondollar 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 laserfocused 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.

Nothing is stopping you except
what’s inside. Our outer world is
a mirror of our inner world. That’s
why the alignment of thoughts
matters so much.

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!

Your call to action today is to write
down all of the problems you’re
having in your life and business
and organize them from the
greatest impact to the least. Next,
breakdown the problem to the
root cause whether it’s a person, a
process, or a personal hesitation.
Finally, write down all possible
solutions and get to work on

Having a book
is critical to
growing your
business.
Send inquiries to
brian@briankwright.com
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I say Merry
Christmas; You say
. . . Happy Kwanzaa,
Happy Hanukkah,
Feliz Navidad . . .
By Gloria Petersen

If I say Merry Christmas and you
respond with your preferred
season’s greeting (e.g., Happy
Hanukkah), we are good! It’s
a wonderful way to share our
holiday preference and at the
same time honor the season.
Trying to be politically correct
can cause awkward moments.
It is simply impossible to know
the beliefs of everyone we greet
during this special time of the
year. It’s also unfair to yourself to
sidestep your convictions through
your holiday greeting. Simply put,
respect is honoring the position of
another.
Tis the season for sharing and
giving. Your personal postal
mailed holiday cards, verbal
greeting, or virtual greeting
message should reflect your
religious or cultural belief. Do
not use Happy Holidays as an
escape phrase if your personal
greeting preference is (for
example) Merry Christmas. The
exception would a greeting that
needs to reflect a wide range of
beliefs on your company holiday
mailing list. In this case, “Happy
Holidays” is popular. As the old

saying goes, do not walk on ice to
avoid offending another with your
personal holiday greeting. Instead,
be understanding and flexible!

•

Chinese/Mandarin: “Kung His
Hsin Nien Bing Chu Shen Tan”

•

Denmark: “Glædelig Jul”

•

France: “Joyeux Noel”

Using a native greeting is a
wonderful way to extend your
holiday greeting and then close
with your native greeting. Here
are some holiday greetings from
around the world:

•

Germany: “Froehliche
Weihnachten”

•

Greece: “Kala Christouyenna”

•

Hawaii: “Mele Kalikimaka” or
“Hauoli Makahiki Hou”

•

Hungary: “Boldog karácsonyt”
or “Kellemes karácsonyi
ünnepeket””

•

India (Hindi): “Śubh krisamas”

•

Ireland: “Nollaig Shona Duit”

•

Israel/Hebrew: “Chag Molad
Sameach” or “Mo’adim
Lesimkha”

•

Italy: “Buone Feste Natalizie”
or “Buon Natale”

•

Japan: “Merii Kurisumasu”

•

Jewish Holiday: “Happy
Hanukkah”

•

Latin America: “Feliz Navidad”

•

Africa (Western Africa): “Happy
Kwanzaa” (a celebration of
African-American culture)

•

Arab: “Eid Mubarak” or “Eid
Milad Majid” (representing 22
Arab countries)

•

Brazil: “Boas Festas e Feliz
Ano Novo” or “Feliz Natal”

•

Canada: “Merry Christmas” or
“Joyeux Noel”

•

Chinese/ Cantonese: “Gun
Tso Sun Tan’Gung Haw Sun” or
“Saint Dan Fai Lok”
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•

Native American/Cherokee:
“Danistayohihv”

•

Native American/Navajo:
“Nizhónígo Késhmish
Da’doohłeeł”

•

Poland: “Wesołych Świąt”

•

Portugal: “Feliz Natal” or “Boas
Festas”

•

Russia: “S rozhdyestvom
Hristovym”

•

Sweden: “God Jul”

•

United Kingdom: “Happy
Christmas” or “Merry
Christmas”

•

Wales: “Nadolig Llawen”

•

________________: __________
__________________________
_____etc.

Certainly, there are many more.
Plus, greetings can vary from
various sovereign states and
independent territories. Just start
your list and keep adding as you
learn another greeting.
However, you say it, it is a
“warm-hearted” greeting in any
language.

Gloria Petersen, founder and president of
Global Protocol Academy, LLC, is an author,
trainer, and speaker on Professional Presence,
Business Etiquette and Protocol. Her four-book
series, “The Art of Professional Connections”
and SME training modules represent her
30+ year legacy. For more information, visit
GloriaPetersen.com (speaking engagements),
globalprotocolacademy.com (SME training)
artofprofessionalconnections.com (professional
development book series) or email her directly:
gloria@gloriapetersen.com

Be inspired to win
your day with a
video a day.
Follow along with
the

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!

Having a book
is critical to
growing your
business.
Send inquiries to
brian@briankwright.com

“Minute to
Win it”
and other videos
each morning
meant to
motivate you to Win
the Day!
www.winitminute.com

I extend my personal greeting to
my friends and colleagues around
the world.
Merry Christmas,
Gloria Petersen
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Meditation: Natures
Medication
By Jeff Hodges

In these times of utter chaos, we
have become a society of quick
fixes. We substitute quality for
speed and cut corners at every
opportunity. We sacrifice a healthy
lifestyle the way nature intended
it for a pill here, a patch there, and
whatever the latest fad happens
to be in an effort to stay vibrant
enough to support our schedules
ever increasing demands.
But, at what cost?
Our bodies are designed to be
self-sustaining and self-healing
if only given the proper nutrition,
exercise, and “Mind Health”.
Yes, MIND HEALTH!
You see, one thing people often
forget is that the entire body’s
health, not to mention other
aspects of our health, is regulated

and managed by our mind. Not
our brain, our mind. The brain is
just an organ that houses and
processes data. Our mind or our
consciousness is what controls all
things. And if it isn’t properly cared
for it can’t do its job efficiently and
consequently our health suffers.
I could easily spend an entire
article just explaining the
difference between the physical
brain and the mind but, in the
interest of brevity, just understand
this. Think of the brain as a
computer and the mind as the
data flowing through the circuitry.
You can’t see, touch, or hold the
data, but it’s there. And the two
are completely reliant on the
other. Without a brain (computer)
your mind couldn’t function
and without a mind (data) the
brain would be without purpose.
Thoughts are made of energy
and need a place to exist in our
physical world. Now, since the
brain is basically a biological
machine, you need to take care of
it and maintain it just like you do
your car. And one really great way
to do this is through meditation.

adrenaline, norepinephrine, and
cortisol.
These hormones and others have
their place in your normal body
functions, but in too high of a
quantity and for extended periods
of time, they can have detrimental
effects on the body. For example,
high amounts of cortisol in the
body will cause the body to
retain body fat. Adrenaline and
norepinephrine cause your body
to function like a car with the gas
pedal pressed all the way down
constantly. I don’t think I need to
elaborate on that example as to
what that does to the body.
One of the main reasons that
people don’t meditate is because
of a misconception of how it
must be done. Most people think
you have to sit for hours with
your legs crossed, eyes closed,
and listening to some recorded
sounds. Yes, you CAN do it that
way. But that is by no means a
requirement.

Meditation allows you to give
your mind time to slow down
and repair itself. It gives it time
to reconstruct its neurological
connections and make
fundamental changes in how you
think, which in turn, allows you to
take your whole life in a different
direction and improve things such
as your health.

For example, you can do a simple
5-minute meditation lying right
there in bed when you first wake
up in the morning or even while
taking a gentle walk in nature.
There are several modalities of
meditating and you just need to
do your research and discover
which forms and/or variations
are best suited for you. But,
rest assured, there IS a form of
meditation that will suit you, your
lifestyle and your circumstances.

One key reason that meditation
is so extremely powerful in the
area of health is that it reduces
tremendous amounts of stress. If
you’ve been awake at all for the
last several years, I’m sure you’re
aware of the health implications
of have high levels of stress in
your life. It causes the production
of stress hormones such as

Folks, we only get one ride on
this roller coaster called life. It’s
up to us to treat our minds with
the utmost respect. It’s up to us
to care for it so that it can do its
job properly. If we will only do the
things that are conducive to a
healthy mind, such as meditation,
then it can do what it was
designed to do. It will take care
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of us both physically and in many
other ways.
But you must be diligent about
the care of your mind. You must
make it a daily priority. It can’t be
an afterthought or something
you do if you remember. Don’t
let other things become more
important.
If you make “Daily Mind
Maintenance” a top priority in your
life, you will reap the benefits
in ways you can only imagine.
You will be vibrantly healthy,
emotionally on your best game,
and just plain happier in general.

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.

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!

Having a book
is critical to
growing your
business.
Send inquiries to
brian@briankwright.com

Make “Daily Mind Maintenance”
your new mantra and just see
where life takes you.

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 To Be A Good
Friend When Your
Friend Is Grieving

all have in common with each
other and with every being on
Earth, it’s interesting that we have
such a stigma attached to talking
about death.

By Kelly Kaelin

There are some deaths that
need to be talked about with the
survivors…like suicide. As a suicide
loss survivor, I needed to talk it
out. I needed a friend – a really
good friend – to listen every time
I needed to talk about it. It was
often at first – I couldn’t think of
much else. Unfortunately, the very
person I would normally discuss
such things with was my mom…
the very person whom all this is
about. I didn’t have that friend…
and the people around me were
all college students. They really
didn’t know what to say. It was just
easier to ignore me, and in their
ignorance (and mine) the pain
intensified.

There are some intense life events
that some of us experience that
are really difficult for our friends
to understand. What do you say
to someone when they have lost
a loved one? What if they lost
that loved one to an overdose?
Suicide? Or another sudden
unexpected death – especially
ones with a stigma attached?
Do you murmur something under
your breath like, “I’m sorry for your
loss.” “They’re in a better place.”
“I understand what you’re going
through.” “This too shall pass.”
It’s difficult to know what to say to
someone when they are suffering
through the loss of a loved one…
or is it?
There’s something about this
that has bothered me for some
time. It’s not that we don’t know
what to say so much as it’s that
we don’t seem to have the level
of connection and compassion
with ourselves or each other
that allows us to know what
to say. We simply don’t like to
feel uncomfortable, and we are
very uncomfortable with death.
Considering this is one thing we

grief I was experiencing and the
effect of their words on me. That
said, some people who were
close to me were so afraid of
saying the wrong thing, that they
didn’t say anything at all.
Here are some things that I have
wanted for myself or that others
told me they would have liked.
We want you to know to:
•

Give me hugs. A real, genuine,
heart-to-heart hug and some
eye-contact speaks volumes
without words. Repeat
frequently.

•

Let me cry. I’m going to cry.
Cry with me, hold me while I
cry, offer me hanky or a cup of
tea.

•

Expect that words will not
console me right now. And
know they are difficult to hear
and digest at the moment.

No matter the way our loved one
has died, grief takes over for a
while. We all grieve differently,
and we grieve in a different
manner for different people and
different deaths. There is no
specific way, no timeline, no right
or wrong way to grieve. Every
death of someone we care about
will cause changes in our life, and
we need to make those changes
in order to continue healing. The
pain will fade though it will likely
not completely go away. It doesn’t
mean that we won’t get on with
our lives…but there is a definite
“hold” on our life for a time.

•

Express your pain and total
confusion over what has
occurred. Knowing that you
are perplexed makes me feel
a little more sane.

•

Let me share with you what
happened in my own time.
Questions are very difficult to
answer right now (especially
the “what happened” ones).

•

Say my loved one’s name out
loud to me. And tell me your
favorite memories of them.
This is so healing and loving!
Tell me ALL your wonderful
memories of them (not all at
once though).

I could write a short book on what
not to say or do in the event of
loss of a loved one, especially to
someone who has lost a loved
one to suicide. Unfortunately, I
have heard some of the nastiest
things ever from people over the
loss of my mom. They were from
people who had no idea of the
physical and spiritual pain and

•

Tell me that you are hurting,
too. It makes me feel less
alone.

•

Cards, phone calls, and emails
are all welcome. Please don’t
expect a response as I am
overwhelmed right now.

•

Give me space; allow me to
grieve as I need to and know
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•

•

•

that this will take time. I will
not “heal” from this like it’s an
illness. It would be great if
you would just listen to what I
need to say today.

•

Bring me meals but please
ask before you bring
something over. I’m simply not
eating as much as I usually
do and my fridge and freezer
might be full.

•

I’m here.

•

How are you today?

•

One of my friends said, “I wish
I could take the pain away for
you.” It was genuine and the
nicest, most wonderful thing
she could have said. If you can
say this genuinely, do so.

Ask me what needs to be
done and then help me do it.
Pick up the kids from school.
Run errands. Go to the grocery
store. Ask me if I would like to
go with you…it’s very difficult
doing even the simplest things
right now.
Cards, phone calls, and emails
are so appreciated and valued
when they come weeks and
months later. It’s very lonely
after all the initial activity
flurry has died down. Please
continue to let me know that
you care.

•

Stick around. Be there. Let me
know you are there and then
BE there.

•

Focus on the way they lived
and loved, not the way they
died.

How can I help you today?
(Following through with
errands, grocery shopping,
cleaning, going to church with
them, etc.)

It’s not easy to be a good friend
when your friend is grieving; it can
be difficult to sit with the sadness.
I hope that these suggestions give
you some ideas on how to be a
good friend during this difficult
time. The greatest gift you can
give is you and being there for
them.
Kelly Kaelin is certified as a Life, Spiritual,
and Energetic coach serving people in major
life transitions who are often dealing with the
loneliness, loss, grief, and shock of losing a
loved one to suicide. A suicide loss survivor
herself, she supports her clients in moving
to their next life experiences based on a
foundation of Love, purpose and happiness.
You can get more info about Kelly and her
services at KellyKaelin.com or by writing Info@
KellyKaelin.com. A helpful visualization is
available at www.TheSunStillShines.org and is
her gift to you.

Be inspired to win
your day with a
video a day.
Follow along with
the

“Minute to
Win it”
and other videos
each morning
meant to
motivate you to Win
the Day!
www.winitminute.com

Some things to say:
•

I’m sorry for your loss. Words
fail.

•

I can’t imagine how much
pain you’re in. We hurt, too,
because we loved him or her
too.

•

I love you, and my prayers are
with you.

•

What a terrible loss for your
family.

•

Sometimes, nothing is the
best thing to say. Just be with
me.

•

He/she had value; he will be
missed; he was a good person.

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!

Having a book
is critical to
growing your
business.
Send inquiries to
brian@briankwright.com
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Ladies Who Lead
by Madeline Faiella
Many of us think we want
something, to be like someone, or
to have more of _____________.
You fill that in. However, do you
think about the daily steps it takes
to ‘act’ like the person you want to
be?
There’s a difference between
doing and being, and the gap
therein can be massive.
Here’s an example.
You see a performer, you see the
glam, the shazam, and the instant
gratification they ‘seem’ to be
getting. “I would love to be her/
him” you say. Yet do you want to
‘do’ what it takes to ‘be’?
Women who lead know the
difference and they are aware
of the preparation, pitfalls,
challenges and determination it
takes to ‘do’ what these perceived
idols do. Madeline, how do you
know that? It’s simple. I was that
woman on stage.

Not someone else’s success.
They’re occupied in ‘being’ who
they are.
If you yearn for a different identity
you’re in for a rough road.
When I was out there, I only saw
family once a year, and with my
first trip out to Europe, it took two
years.
Daily routines are non-negotiable,
and you don’t get to stop when
you want because like the game
Jenga, if you pull out a piece, the
entire form will crumble.

Daily Routines Of The
Determined

There were daily two hour
workouts in the gym.

Women who lead, no matter
if they’re corporate leaders,
entrepreneurs, or that person
onstage, have gone through and
maintain a standard that they
push (with ease) all the time.

Strict foods so that my voice
wouldn’t phlegm up.

Always wanting better and better
it’s a way of life.

Performances almost daily

When ladies who lead get out of
bed, they have different thoughts
in their head and their mindset is
set for success.
Their success.

Constant moving around, and so
much more.
As a solopreneur, I took a good
look at what I did to be as
successful in other areas of my
life.
Ladies who lead have nonnegotiables and know how to say
‘no’ at the right times to the wrong
things for their benefit.
Look at Martha Stewart. Whether
you like her or not, the fact is that
even when she did her jail stint,
she maintained her integrity and
practiced her routine as much as
possible. She had the women in
her space exercising and knitting.
THAT’S A WOMAN WHO LEADS.
The blueprint doesn’t change.

Practice daily
Rehearsals daily

Traveling – packing and
unpacking often

How are you doing with your
blueprint?
How Do You Create Your
Blueprint?
Let’s get right to it.

Performing through physical and
emotional pain
Holidays alone
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•

Know thyself – inside and out

•

Do what ‘thyself’ wants to do
by knowing who you ‘be’

•

Understand your strengths
and weaknesses and accept
it all

come through.

•

Be consistent so you create
massive momentum

It’s not for me to say I’m a lady
who leads, yet I do know what it
takes and I’m working on it.

•

Be unapologetically bold –
that doesn’t mean crass or
loud

•

Learn how to say ‘NO’ with
grace and style

You can be a lady who leads if
you allow yourself to be, without
question.

•

Be open to opportunities that
aren’t in your plan

•

Become highly aware

•

Do different things outside of
the box

•

Do different things that you
thought you’d never do

•

Move through fear and lead

Leaders Do Not Want Followers
Ladies who lead aren’t looking
for followers. They’re simply
doing what they do with a service
heart and integrity. For example,
I said “NO” to a financially good
opportunity because it was out of
my integrity.
When you are out there and being
yourself, you want to create more
leaders. Following isn’t necessarily
a bad thing, yet each person has
their strengths and super powers
to put out there and they support
each other.
Ladies who lead are confident,
open minded, strong and
courageous, clear on their vision
and mission, and they persevere
no matter what!
They do things publicly that aren’t
yet perfected and they do it with
gusto. They know that failures are
lessons and bring them closer to
success. They understand that life
usually turns out even better than
the plans we set out for ourselves
because they tap into their power
more and more allowing it to

Madeline Failella, 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.

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!

Having a book
is critical to
growing your
business.
Send inquiries to
brian@briankwright.com
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Why Do We Try To
Justify A Decision?
by Vaishali Nikhade
Francesca came to me feeling
uneasy. She was going to bid on
a contract for $225,000. However,
she was nervous. She didn’t want
to bid so high that she would lose
the contract. On the other hand,
she didn’t want to bid too low and
leave money on the table. So,
what would be the best bid?
As a business psychic, these
types of questions are not
unusual, especially when it comes
to money. People don’t want to
lose out. Francesca’s case was not
unusual.
However, she was a little nervous.
Somehow, she knew that
$225,000 wasn’t the right number
to bid.
In addition to our physical senses,
we all have spiritual senses.
After all, we are a spirit in a body.
While the physical sensors like
eyes, nose, ears, tongue, and
skin are visible to our naked eye,
the spiritual sensors are not.
The spiritual sensors are called
‘chakras.’
In an episode of my show, The
Uncanny Link, there is an episode
which discusses in detail why our
five senses are not enough to
convey the information we need
to make a decision. At the end of
this article there is a link to here
that entire episode. The gist of the
matter is that we have spiritual
senses in addition to our physical
senses. The spiritual senses help
us ‘see’ what our physical senses
cannot perceive.
Just as a physical body can relate
to physical objects, a spiritual

body can relate to spiritual
objects. What this means is that
our spirit can sense things in a
way different than the physical
body. Most of the time, the senses
of the spirit get the information
before the human senses pick up
on the information.
In another episode of The
Uncanny Link, I have another
episode (linked at the end of
the article) explaining how
metaphysics makes a decision
for you. In essence, our spirit
knows the correct answer. Our
body then tries to justify what
the spirit knows in different ways.
For a negative decision, it can
be something like ‘it doesn’t feel
right.’ For a positive decision,
you’ll start justifying why you
really deserve to do something—
like spending money, buying a
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course, etc.
The spirit has what is known as
‘infinite intelligence.’ The spirit can
also communicate to the body
about something being ‘right’ or
‘not so right.’ In Francesca’s case,
her numbers weren’t quite right.
Her spirit knew that. Her body got
the signals that told her that 225k
may not be the right number.’
Taking the ability of the spirit a
notch higher, it is also possible
to get more accurate information
using this ‘infinite intelligence’
concerning what the right number
might be. In fact, I did a lot of
tests when I transitioned from
a left-brain engineer to a rightbrain psychic. Coming from a
background where I worked in
engineering, I took my analytical
abilities to test and tweak into the

metaphysical world.
In the beginning, I wasn’t sure it
would work. But there was a straw
that broke the camel’s back and
convinced me about the reality
of metaphysics. Not to mention,
I tested with several clients and
they reported the results of my
forecasts and future predictions
playing out in real life.
As a business psychic, I look into
different aspects of a business’s
future, including what’s to come,
what can happen, and what can
be done about it.
Francesca was interested in
‘what can happen’, as in ‘what will
happen if I bid higher or lower?’
What would the ideal number be
for the contract to get accepted
and not leave money on the
table?
I told her $250k-$260k would be
the range where she wouldn’t be
overbidding or underbidding. She
gave a sigh of relief when she
heard that.
A few weeks down the road, she
came back to me and stated that
her bid was accepted.
However, you can test it in your
own life and see how your spiritual
senses gave you information
about something to come.
Think of some of the significant
moments in your life.
Or perhaps the last time your
spirit gave you information about
something being not so right?
Perhaps it was related to getting
laid off from a job before the
event happened. Or your business
taking a hit before COVID hit, or
getting a raise before the raise
actually came through.

It doesn’t need to be limited
to your work life. It can be for
personal life too.
For instance, you felt something
was off with your boyfriend/
girlfriend, and it turns out you
were correct but it took a few
more months for things to play
out. Or you felt that you shouldn’t
go down a specific road today and
you see an accident in the news.
The Universe also tests us by
giving us choices to see if we can
make the right choice to move
forward and open more doors, or
if we make the same mistake over
and over and run into roadblocks.
Curious to know where you
stand? Take the ‘creativity quiz’
to see if you can make the
right decisions from the real
life scenarios presented to
you. [theuncannylink.com/
creativityquiz ]
Vaishali Nikhade helps entrepreneurs and
small biz owners turn ordinary moments into
extraordinary breakthroughs so that they can
quit bleeding money and stand out from the
noise & competition in their niche…Getting
nowhere after consulting tens of psychics, she
studied and learned the subtleties of intuition.
She shares this expertise to help entrepreneurs
unleash their creative genius and get in touch
with their intuition. Vaishali is the host of the
podcast ‘The Uncanny Link.’

Be inspired to win
your day with a
video a day.
Follow along with
the

“Minute to
Win it”
and other videos
each morning
meant to
motivate you to Win
the Day!
www.winitminute.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!

Having a book
is critical to
growing your
business.
Send inquiries to
brian@briankwright.com
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How to Motivate
Everyone!
By Jeff Brandeis, Brandeis Training
Solutions

“It’s Jeff,” I said.
“No, it’s not,” she said, her smile
growing wider. I said, “You’re right,
it’s not.”

while the “Away From People” see
the glass as half empty. Which
one are you

“Yes it is,” she said, the beginning
of a frown creasing her brow. “No
it’s not,” I replied.
“Yes it is!” she demanded. “You’re
name’s Jeff! Say it.” “Whatever you
say,” I said.
By this time, her mother was
looking at me with that how-doyou-know-how-to-run-my-child
look. The little girl was fine the rest
of the flight. Someone had finally
understood her.
Achiever - Problem Solver
I was on a plane headed to LA.
To my right sat a six-year-old girl
with long, curly blonde hair. Her
mother, sat to her right. All was
quiet until the plane took off.
Then, the little girl started kicking
the seat in front of her, gently at
first and then with more vigor.
The girl’s mother told her to stop
kicking the man’s chair. With
renewed vigor, the girl started
kicking faster and harder.
I turned to the girl and said, “Don’t
stop kicking that man’s chair”...and
her little leg swung to a stop. She
knew she’d been had, but she
didn’t know how, so she started
kicking again.
I said: “Don’t stop kicking that
man’s chair”...and her leg swung to
a stop again. She frowned briefly
and then she smiled.
“What’s your name?” she asked.

This is an extreme example called
polarity responder but offers
many clues into the language
pattern of the problem solver.
While most books on motivation
try to get you to move toward
possibilities and opportunities,
they miss the 27% of the
population that get motivated by
avoiding the consequences of
action or inaction.
Motivation
The best stimulus for running
ahead is to have something we
must run from.
---Eric Hoffer
...But not for everyone…and there
lies the challenge.
Do you move toward pleasure
or away from pain? Pleasure,
unfortunately, is often only the
promise of a future reward. Pain is
much more immediate. “Toward
People” see the glass as half full
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Achievers move toward
opportunity and possibility. They
often create the next step in
human evolution, processes, or
technology. They can, however,
jump too easily into relationships,
partnerships, or new ventures
without clearly understanding the
consequences of their actions
Problem solvers move away
from possible pain. They tend
to be better at analyzing and
solving problems. They can
also create new things by
amplifying the consequences
of not doing it. They can be
motivated to avoid ending up
in the same circumstances as
their parents or friends. I know
some very successful people
who get motivated this way! To
achieve goals, problem solvers
need to periodically refocus
on their objectives, not just the
consequences.
It might seem logical that
“Toward People” would be more
associated with the future and
that “Away From People” might be
more associated with the past, but
people can be motivated toward
doing the same thing over and
over again.

To influence achievers, use
language that talks about the
benefits (pleasure) of achieving an
outcome.
To influence problem solvers,
talk about how to avoid the
consequences of not achieving
the outcome.
Family and Friends
Over the weekend, my wife and I
usually have a conversation about
what to do:
“Well,” I say, “we could go to the
beach or we could go for a long
walk.”
She says: “I wouldn’t want to say
it gets too cold in the ocean or go
too long.”

illuminated the possible
downsides of a new car or
an out-of-country vacation.
Problem solvers can take this
kind of language and find optimal
solutions.

Jeff
Jan
----------------------------Achiever Problem Solver
My language is outcome-oriented:
go, see, walk. Her language
is away-from: avoiding the
discomfort of being cold or going
too long. To motivate my wife,
all I have to do is figure out what
we could avoid by doing what I
suggest. I need to use a lot of “not”
words: don’t, couldn’t, wouldn’t,
etc.
“We wouldn’t want to buy a car
that gets bad mileage.”
“We wouldn’t want a ski-vacation
with bad snow, but we wouldn’t
want to spend a fortune on
traveling to Europe.
Notice how these sentences

•

Realists who bring the dream
into reality

•

Critics who help avoid all

To motivate me, Jan has figured
out that all she needs to do is
keep talking about the goal:
“Won’t the jazz concert in
Switzerland be great after the two
week event?”
The goal: go to the concert. By
using the word, after, she’s also
implying that we will be going; it’s
only a matter of time. By using the
word, won’t, she also handles the
possibility of being mismatched
(like the girl on the airline).
Understanding Criticism

There are two opposing
motivation programs concealed in
this short dialog. When it comes
to the weekend

future

We tend to dislike criticism
because we often perceive it as
blame, but most critics only want
to avoid the consequences of
behaviors. Their intent is positive,
but their approach focuses on
the negative. They state issues
as general judgments about
what is not wanted: “We wouldn’t
want the same sort of problem
we had last year as a business
partner.” “We wouldn’t want the
driver to become spooked and
act erratically if we honked at him
erratically if we honked at him.”
Business Applications
Perhaps the most frequent
application of toward-away rears
its ugly head in meetings. Based
on Robert Dilt’s study of Walt
Disney’s creativity strategy, there
are three main characters in any
effective team:
•

Dreamers who invent the
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of the associated problems
associated with the dream or
the plan.
Teams invariably become
combative and nonproductive
when the critic, the devil’s
advocate, makes statements
about potential problems rather
than asking questions about
how to avoid the problems. The
dialogue goes like this:
Critic: “We wouldn’t want the
same sort of problems we had
last year with a product launch.”
(The Dreamer and Realist both roll
their eyes; because of course we
wouldn’t want that.)
The Critic’s statement is actually a
thinly veiled “how” question: “How
can we avoid the sort of problems
we had last year with the product
launch?”
Given this sort of question, the
Dreamer and Realist can easily
figure out how to adjust the
dream and the plan to make the
product more robust and reliable.
Whenever I facilitate a team, I
invariably have to serve as an
interpreter between the Critic and
the other two. Once I understand
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the Critic’s issue, I turn to the rest
of the team and say: “So, you’re
asking how can we avoid this kind
of problem?” And the rest of the
team will nod because they finally
understand the issue.
For critics to become more
effective and likable, they need
to learn how to turn criticisms
into questions: “How can we
avoid the kind of problems the
other trainers had?” Better yet,
explore the positive intent of the
criticism (let’s say a great seminar,
with great results) and ask: “How
can we create a great seminar
and get positive results?”
If you’re a Critic, learn to ask “how”
questions: “How can we avoid,
eliminate, reduce, or prevent this
kind of problem?” The Dreamers
and Realists will understand your
intention more easily and be able
to make the needed changes
quickly.
If you’re a Dreamer or Realist,
become an interpreter. Turn the
Critic’s statement into a question
and check: “So, are you asking
how we can avoid, eliminate,
reduce, or prevent this kind of
problem?” Once the Critic nods
in agreement, explain how you
will adapt the dream or plan to
incorporate the Critic’s concerns.

Conclusion
Possibly the greatest drain on
creativity and productivity that I
find when working with teams is
a conflict between the achievers
and the problem solvers (critics
and devil’s advocates). Both
are necessary to a successful
marriage, partnership, or team.
Without achievers there is no
direction. Without problem
solvers, there are too many
mistakes and failures.

Jeff Brandeis started his career with 5 years
working in CPA firms. During this time he
discovered the power of process and began
moving in a sales direction. He subsequently
managed, trained and was responsible
for the development and growth of several
businesses, including managing partnerships
and international sales. Jeff grew and produced
significant revenue increases, consistently
surpassing quota and EBITA. Jeff delivered
sales increases as much as 285% during this
time.
He founded Brandeis Coaching in 2017, and
the firm has since grown substantially, with an
average annual growth rate of 130% per year,
over three years. Jeff is continually updating
and improving his content in order to expand
the business and remain on the cutting edge
of innovation and business coaching best
practices.

Consider where and when
you’ll next be able to use these
language patterns to integrate
and align these two seemingly
opposing forces into one
unstoppable, high performance
team.
Ask: “What’s important to you
when you decide to send your
people to training? How is that
important?”
Ask: “What’s important to you
when you decide to purchase a
vehicle? How is that important?”
“Try not to think about the pain
you’ll avoid and the success you’ll
enjoy.” – Jeff Brandeis
Massive Success Always!

You might consider learning
to speak each other’s native
tongue: “How will using this
style of training create more
productivity for everyone? How
will not adjusting our style of
training to include best practices
cost production and profits?
How will not practicing the best
training techniques prevent loss
of production … simultaneously
increasing profits, revenue and
market share?” (Nested Loop?)
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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!

Having a book
is critical to
growing your
business.
Send inquiries to
brian@briankwright.com
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The Joy of Repeat
Holiday Business
By Wayne E. Meyers
Recently I picked up a copy of
TIME magazine’s special edition
“The Power of Joy: Elevate Your
Life, Finding Joy in Trying Times, A
Spiritual Peak”.
I read about half-way through
the magazine to find out what
major news sources think the
American population at large
thinks about the topic of joy. As
a motivational speaker, and as
someone who has written over
330 gratitude journal entries
over a period of several years, I
do feel I know quite a bit about
the subject myself. Also, it is
interesting to note that many
personal development companies
center their message around
experiencing more joy. With all
that said, what I found worthy of
including in this month’s article for
Success Profiles Magazine is the
title that to the reader might seem
out of place. The title is, “The Joy
of Repeat Holiday Business.”
Now, I can already hear some
readers thinking, “But Wayne,
if you own a holiday business,
or any business that has clients
around the holidays, you are not
experiencing huge of amounts
of joy.” You are stressed and
panicked to make sure the ship
keeps on sailing smoothly since
it’s high season for you and big
business is walking through the
door, (actually ordering online,
or doing curbside, etc.). Knowing
that your business may or may
not survive, that you’ve had to
let go of long and trusted staff in
order to survive, is an extra added
bonus to your stress levels.

All of that is true, for most owners
and even managers of retail
businesses this holiday season
can seem more frustrating and
stressful than joyful, but does it
have to be that way?
Here’s what you need to keep in
your thought patterns: Clients,
customers, and families come
to your establishment or order
curbside or online to buy your
products and services, but they
also contact you, especially
around the holiday season, to
experience joy. Not the joy of
a frustrated, stressed out, yet
successful owner or manager
keeping the ship running, but the
joy of the light hearted, festive,
feel good experience we normally
associate with the song “let it
snow, let it snow, let it snow!”
And so, the question must be
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asked: how can I run my business
with all the huff and puff of the
day-to-day responsibilities and
still have time for joy, and will
it really make a difference to
the bottom line of my holiday
business. While a customer might
be satisfied with the product or
service your company delivers
without joy?
Can you imagine the excitement
and exuberance to contact you
again and recommend their
friends or family when a customer
does experience you and all the
staff as joyful? On top of delivering
an excellent product or service?
The answer is, yes! It definitely
will, if you sincerely experience
and express that joy because joy
is the greatest marketing secret
of all holiday business. But, for
it to work, this act of expressing
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joy must be totally 100% natural,
spontaneous, and sincere. Bottom
line, it has to be and feel real!
Here are a few steps that every
business owner and manager
can do to begin practicing and
experiencing more joy in the work
place this holiday season.
Step 1: Take out your cell phone
and set a 30 second timer. Then
for the next 30 seconds, focus
on some thought that makes
you smile or something you are
grateful for. Give that thought your
full undivided attention. Bonus:
tell a customer at a safe socially
acceptable physical distance, or
by phone, what you just thought
of, and see if the joy has spread!
Step 2: Smile gently, even if you
don’t feel like it at first, a gentle
smile will slowly and surely build
until you start to experience joy.
That smile especially comes
through over the phone.
Step 3: Praise and recognize
others you witness experiencing
joy and more of it will show up in
your experience.
Step 4: Take the time to enjoy
what you eat, and drink. Pause for
an extra 5 seconds to deliberately
taste that Starbucks expresso or
lunch time sandwich.
Step 5: Go out of your way to
make a customer or client or their
entire family’s’ day either by doing
something nice and unexpected
for them or by simply wishing
them in your most sincere and
heartfelt possible voice “Happy
Holidays!”

Successful entrepreneurs
keep gathering information:
Information about the
marketplace, information about
clients and customers, and
information on how to be better
entrepreneurs (because even if
someone offers advice you don’t
want or need, it may trigger an
idea of your own, that you had not
thought of before) are the keys to
your success. You can also solve
your puzzle with special keys you
will get by reading 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

www.successproflesmagazine.
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!
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.

Step 6: Ask everyone you meet
this simple warm and friendly
question “how can I help you
experience more joy this holiday
season?”
Success Profiles Magazine December 2020 Edition
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7 Reasons Why
You Should Have A
Positive Attitude
By Ryan C. Lowe
Having a positive attitude is
often cited as a major reason for
individual success and overall
business health. The benefits
of having a positive attitude are
nearly infinite – in fact no one ever
says having a positive attitude
causes problems. Think about
it – when have you ever thought,
“that person’s positive attitude is
getting on my nerves?”
It just doesn’t happen. Positive
attitudes are found in positive
people, and everyone loves
having that in their lives.
Fortunately, you can work on
building a positive attitude, and
the following seven reasons
provide great incentive for having
the right mindset:

1. Health: People who have

positive attitudes are healthier.
There are medical journals
saying as much, but just take
a look at the people in your
life. Those with a positive
attitude generally live longer
and better. They focus on
taking care of themselves and
stay involved in all sorts of
activities. In short, they have
a purpose. The key to quality
of life is having variety and
purpose, having a positive
attitude makes people more
inclined to seek out a better
life.

2. Wealth: It’s also proven that

people with positive attitudes
are usually in better financial
positions than those without.
Whether the positive attitude
existed before or after the
wealth was acquired is

immaterial – what matters
is the attitude is there. That
being said, many a person
with a positive attitude had
that attitude long before they
acquired material wealth. This
means a positive attitude was
reinforced by success.

3. Socialization: Having a positive
attitude means more people
want to be around you. The
bottom line is not everyone
with a positive attitude is a
sociable person, but human
beings need socialization,
just at different levels. No one
likes to be around negative
people because who wants
to feel worse? Being positive
also means you meet other
positive people, and there are
endless benefits to that.

4. Productivity: Having a positive

attitude allows you to be more
productive at work and around
the house. People who have
a positive attitude regularly
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set goals and achieve them.
They believe in their abilities
along with their ability to
overcome obstacles. Of
course, productivity is highly
valued in the business world,
but in your personal life it is
extremely valuable. Being able
to accomplish things regularly
is found in a positive attitude,
and it enhances that attitude
at the same time.

5. Overcoming Obstacles: We

all have difficulties in our lives
and with negative attitudes
the difficulties threaten to
overwhelm people. In a
person with a positive attitude,
obstacles are just a part of life
and something to overcome.
The belief that “this too shall
pass” allows these types of
people to persevere and
again, that only builds the
credibility of positivity.

6. Meaningful Relationships:

Similar to socialization, people
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Be inspired to win
your day with a
video a day.

need to have relationships
with others. Whether these
relationships are friendships,
workplace relationships, or
more intimate relationships,
having a positive attitude
adds to the depth of
these relationships. These
relationships become
transformative instead of
with a negative attitude,
where those relationships are
transactional.

7. Active Mind: Someone with

a positive attitude has an
active, curious mind. They
are always seeking to learn
more about the world around
them in addition to fulfilling
their responsibilities. These
are generally people who are
well-read and even if they
lack formal education, they’re
curious and always finding
stimulation in the world.

Follow along with
the

“Minute to
Win it”

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

We only have one chance at life
in this world (unless you believe in
reincarnation), so having a positive
attitude helps you unleash the
power of that life – so be positive!
It works!
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and other videos
each morning
meant to
motivate you to Win
the Day!
www.winitminute.com
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