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TASKS
45:22

I’m hoping that you will “ping” Brian, Gary. Brian was invited to come to these design calls. We should get more momentum than we have right now. 

1:19:20
Mike will model what the Flawless Coaches and Guides will do when someone like David comes asking for more…4 week…13 week with ISIS. Mike will take a bunch of people through the work starting in March for 5 sessions (March 1, 8, 15, 29) each Thursday in March.

1:23:52

Mike will give participants a project that will give meaning back to their lives. Two-step process: (1) model current reality (intuitive, natural, ego driven); (2) objectify modeling reality detaching from the present success model. Clarify who you are. Change success requirements and close gap between who you are and what has chosen you. Understand (dispassionately) your passion. 

1:28:32

How to spot the vector that will lead you away from the path that is sustaining you, and put control limits in place to signal when you go off course. 
1:29:25

Teach objectifying yourself. Model being a guide. Showing how others what he found and what they need to find. 

1:31:51

Mike will codify this process defining what it means to be a better FLOS’er

1:32:20

Teach dispassionately to all four directions so that the Do Group gets done; Be Group enjoys the process Becomers begin the work they need to do to avoid what they don’t want; and, the Achievers get through the process, get a certificate, and realize they can do this process on their own.

1:35:20

After FLOS apps - Mike will teach how to create the application of you; their teachable points of view. Who I am. How I teach you about who I am, what I believe, and why it works for me. That’s a FLOS app.

1:36:25

Manya has a project. She has teachable points of view. I want to help her develop an app for a mobile device that will walk and talk Manya’s passion through a dispassionate, detached, objectified approach of who Manya is, so the attributes that make Manya special are woven into the app. Manya’s app will be giving the gift of Manya to the people who download it.

1:37:34

Teach You to package The Prime App; your TPOV of your happiness and success model.

1:37:48

Mike will teach a success course on monetizing guide’s Prime App. This is where Happeneur comes in: how to do what your success model says you must do to be successful with that app.

1:40:13

Gary – continue the Design calls. Schedule them for every Monday at 8:30 through February. 
1:40:27

Get PPC Campaign going. Learn what phrases attract the kind of people we’re looking for. Have them, through the survey process tell us why they clicked. Dump the survey responses into FLOS apps program to start with.

1:40:57

Gary – Set up flawlessliving.info with a generic surf page. Feature our latest program in a text box at the bottom of the page. Below that, list the links to and names of the programs we’ve already run. Let’s start running everyone through a single sales funnel.
1:41:57

Mike needs to write a 12 tip sequence of the 12 Elements. Mike will ask Michelle where he left off on this project and finish the 12. That’s what we’ll run, for now, in the OptIn page on flawlessliving.info as the generic sales funnel entrance.

 1:42:30

Mike will work with Gary on the Serve page on What Flawless Living is, the 2012 roll out process, the book that will be coming, and a general description of what FLOS is. Run the 12 Elements out behind the OptIn. Weekly Broadcast program announcements to all the people in that sales funnel .

1:42:57

The PPC Campaign will generate one sales funnel to run people into flawlessliving.info.

1:43:12

Gary convert flawlessliving.info sss version 1 to version 2 now. That will give us both the See page and the Serve page are on the same web page. Beging PPC and SEO work.

1:43:35

Start the PPC campaign by 2/6. Mike will take care of Ahmet and the payment. Gary and Terry and Jackie meet with Ahmet and work out the flawlessliving version 2. Mike and Gary will start loading the page with PPC high ranking key words and phrases.
1:44:47

Bill will run the phrases, “Running in place.” “Getting out of the rat race.” “Stuck on the merry-go-round.” “Stuck in quick sand.” “Spinning your wheels.” “Can’t make it any more.” “Fed up?” “Feeling stuck?” “Getting Unstuck.”
1:46:35
Bill – Can you run us these search terms and see what’s coming up and send Mike the list.

1:46:56

Mike will send the list to Ahmet, arrange payment.

1:47:09

Gary, Ahmet, Terry, and Jackie get the campaign going. Mike will work with Gary on the logistics. Terry knows about our PPC account. Mike want to turn that on Feb 6th and run for 3 months.

1:48:17

Mike will work the terms into the service letter.

1:48:36

By  2/1 – Mike will rewrite the See page of flawlessliving.info. Mike will have Michelle change the See page and go to a new campaign. Mike will write the generic service letter.

1:49:06

Gary – set up a version 2 of the sss for FLOSapps right away. The link off that service letter page is going to go to our current “hot” (ValueSync, FLOSapps, Happeneur) program. The hot programs need to be set up like flawlessliving.info and we will PPC them too.
1:55:15

We need to launch “Mike’s Big Idea” in April and “Happeneur” in May. We need to be ramped up enough to release one product once per week. Once someone maintains the $97/month membership they have advanced membership in TFI. 4 levels: Diamond: One time subscription with a guarantee of a return over a period of time. 3rd level is the $97/down and $100/month for access to Mike’s Big Idea (MyPal, Mike, Happeneur, Flawless Coaching, everything).  
1:54:10

Mike’s Big Idea Group will meet every week, go around the room, find out each person’s plan, how we will roll out the next product, what products are coming.

1:54:57

By April we have to have our stuff together enough to launch a product a week.

 1:55:19

Gary you have to know what launching a product a week every week starting the week after Easter – April 16 we launch “Mike’s Big Idea” which will be the “Developmentalist”

 1:57:07

Gary – Schedule a call for The Developmentalist. We will launch the old product (ebook) and the new product; a 5 session program. Launch product on 16th with upsell – live “how-do” session with the world’s best developmental coach. 
1:58:24

Developmentalist.com – ebook, key words that we can use for PPC. Update it to sss version2 with the service letter that’s there, and see copy that Mike will write, as soon as the site is up.

1:58:38

Pull down the Developmentalist. Put the page down and take away the background copy.  

1:58:55

Gary and Mike get with Brian to get flawlessliving template to use with all branding. Generic, professional, brand-able. Take the template we have with the rounded corners, break the border at the top right and put in Mike’s Big Idea and break the border at the bottom left and put in the copyright information.

2:00:25

Design call 2/27 – Mike wants to talk about branding Mike’s Big Idea and the template

2:01

Launch Mike’s Big Idea April 2nd or 3rd when I close the FLOSapps program. When people enroll give them access to all of the products free: The Developmentalist (April 16), Happeneur.
2:02:57

Gary – take the people who have bought into the subscription based approach enrolling in Mike’s Big Idea. Include those in the Design Group until 12/2012, then they have to renew. Build this into TFI (flawlessliving.net).

 2:04:26

Mike wants subscription levels named – Diamond for top and pick up the gem stones from gemsites. Add that to the design call agenda for 2/6: What should we name the levels of The Flawless Individual?

Level 2 – Pay $97 for a year. Level 3 is the subscription level $97 down/ $100 per month. Level 4 – Diamond.

2:06:28

Gary give Mike your questions, constraints, and thoughts about this whole system approach. All we need to do to launch Mike’s Big Idea in March is to reconfigure the links and have Mike do the sales page. FLOSapps could be the first program.
2:08:04

Weekly launches could start 4/16. Do FLOSapps program. Launch The Developmentalist on 4/2 (4/2, 4/9. 4/16, 4/23, 4/30). Week of March 29th launch The Developmentalist right off of FLOSapps. Start the sales – early bird on 3/30 – 4/2. Do The Developmentalist Intro Call on 4/2. Normal enrollment 4/2 – 4/7 and plug subscription plan features and benefits.

 2:10:08

Announce Mike’s Big Idea on 2/27-29, FLOSapps Intro on 3/1 3/8. People can opt in for Mike’s Big Idea at any time. Mike will write the sss version2. Gary will get where it will be located. Mike may already have the site – MikesBigIdea.com

2:11:02

Gary – task Michelle to build sss version2 (v1 – 3 pages, v2 – 2 page), doesn’t need to be WordPress. Whatever is EES.  
2:12:50

Gary send Mike a timeline by 2/1 to be reviewed in Design call of 2/6 as well as PPC Campaign for Flawless Living Apps. 

2:13:14

Mike will create some generic Flawless Living. FLOSapps, Mike’s Big Idea, The Developmentalist, TPOV videos with the ocean background by 2/6. 

 2:17:25
Mike wants to set membership at $197 and add a retreat; give them $97 until April 16th, then it will go up. $47.97 / early bird. $147 full 5 week tuition. $247 / $297. TFI membership, products as released, weekly group calls.
2:20:30

Mike would do “office hours” on Mondays and Tuesdays for 15min coaching sessions, one time a month for subscribers (Level 3). 12 sessions per week / 6 for each of the 2 days. Commit for 2012.
2:23:20
Gary – decide when you want to teach Happeneur. 5 weeks – Intro, teach 3, review. For deeper stuff, people subscribe.

Ends
ASKS
18:43

Mike - Damasio doesn’t recognize or talk about the ego, ego filters, and ego positions. I want to hold a class on that down the road.
57:03

Possible search terms for people psychologically past mid-life: “What else is there?” “Is that all there is?”

Regress or progress.

59:09

People recognizing the hollowness of their lives and looking for something more.

1:01:03

David would go to burnt-out professionals (medical colleagues). “I’m working my ass off; working harder, getting less.” “

1:14:05

I should write about Increasing Returns (Brian Arthur) and make it a TPOV
1:22:04

Participants in the FLOS apps program have to buy into the idea that FLOS has legs and can run. Practical folks want something to hit the ground running. They will want Happeneur ready to go.
1:50:32

There’s a diagram I made “Sites That Sell” focusing hard on affiliates now for our “hot programs” that are linked to “Mike’s Big Idea.”
Talking Points

0.5 

Can we find out who’s here?

Sandy

David

Bill

Wayne 

 1.20

I have the strong ability to see patterns, link them together, and identify emerging properties.

2.16

In order to talk about and use Emotional Intelligence you need an IQ between 110 and 120. They leave that out of the literature, because they don’t want to offend the 88% - 92% of the population whose IQ falls below 110. 

3.20

The other conclusion we don’t hear about is that there is one form of intelligence they can’t yet rate is called, “Pattern Recognition,” the intelligence associated with “Intuitives.”

 5.35

We’re talking today about making money. Let me recap. When I put together the Design Group, I wanted to bounce the signal of what we wanted to do off of an inner circle of people and receive feedback.

6.11

If you came onto the call tonight before we started recording you noticed a feedback loop that was just noise. The noise grew as we sent the signal of what we heard through our microphone and back through the system. The signal of us talking to one another was drowned out by the noise. That’s the metaphor for complex systems with its multiple variables each receiving amplified unfiltered feedback.
6.59

Part of the design process is this noise, and the loop that it feeds on. We have to mute everything, come back and generate the signal again, so the feedback and its associated noise don’t take over. 

7:30

In our case, we have to maintain margin before mission or there can be no mission. No one will support the mission. This will be the case more often as we move towards a fractional future. I’ve written about that.

7.48

We have to develop a stable systematic approach to what we are doing so a person missing a piece can still receive from the system. 

8.16

Gary and I were just discussing our next steps. We started out with ValueSync because we wanted to lay down Be/Do/Have/Become as part of the substrate for the Flawless Living Operating System (FLOS). One of the most difficult things we have to do in FLOS is find access points. A lot of the material is counter-intuitive, which means, it goes against the natural ways of thinking.
8.48

Blank Slate (BS) is so successful because it is intuitive. It is easier to believe those ideas that line up with what we want to believe, which is the ego work: “Of course we are all the same.” “Of course we all put our pants on one leg at a time,” as my coach used to say to me when I weighed 155 and the average weight of a guy on the team was higher than that of the Dallas Cowboys.  I’d say, “Yeah, but my pants are a lot smaller!”  
9.50

The reason that BS is so effective is that BS is a system build on the conscious and unconscious intuition we have about how the world works without the awareness that the world fools us. Because of where our eyes are located in our head and because of the way the brain processes the signal, we are fooled into thinking that the world is three dimensional. Often times that is not the reality that is there.
10.25

BS is a system designed to work with the natural parts of us that fool us. It’s intuitive to believe that everybody’s equal, that everybody should play by the same rules, and everybody should do all those things that our current President said they should do in his State of the Union Address, which was pure BS from beginning to end. 

11.03
In a system of complex dynamics, it’s the counterintuitive that you have to understand, or the system will blow up. Our system will blow up on us.  It can’t continue to go the way our nature is without running into cul-de-sacs. 

11.27

You can’t just tax the rich. If you tax the rich, you disincentivise investment. If you disincentivise investment, you lose the invisible hand.

11.38

On the other hand, if you are going to tax the rich and then give that money to somebody, the receiver has to be somebody has to be efficient, effective, and sustainable in his use of the money. The President gave us his vision of what he wants the Union to be. The President did not give a State of the Union, which is that we have dysfunctional government, we’re giving money to people who don’t know what they’re doing. Why should we continue to pay taxes into a system that squanders it. He doesn’t talk about that. He doesn’t change that, even though his mandate was to go in and change that. 
12.15

It’s interesting to see all these intuitive things come, but the counter-intuitive things that are actually ruining the system, are the things that are not brought up. 

12:29

FLOS is a counter-intuitive system. It says, “Of course your nature is like this and like that. Of course it is. And of course your own ego wants you to think that you’re as good as, strong as, fast as, smart as, and as big as everybody else.”

12:52

 In BS you have the epitome of the ego position where the belief that is central is that the most important system for us to maintain is the ego systems of Being/Having/Doing/and Becoming. The BS system was specifically designed to create an alliance with this natural, intuitive ego system. FLOS will be difficult for most people to understand, because FLOS is counter-intuitive. 
13:30

FLOS starts to make sense when you see enough of it that you realize BS may make sense; it will put us into a cul-de-sac socially. BS will keep us fighting globally, it makes the rich richer because of the invisible hand theory, and it fragments us as citizenry.

14:07

On a personal basis, we have less philanthropy now then we’ve ever had. Now, people say, “Look, we have all these cool things that we can get out hands on that are coming out of our corporate industrial system. I want to put my money there.” That’s not how it was 200 – 500 years ago. Very few are going to take their money and help poor people have a better life. 
14:39

Now that I’ve been in the Philippines for a while I can see how idiotic it is to think that you can change anything. That’s the big counter intuitive challenge. There are people here I’ve been helping for almost two years. As soon as I stop helping them, they go right back to the way they were. Was I “teaching them to fish” or just giving them fish? At the very low levels, “fishing” requires cultural scaffolding.
15:08
We are conditioned to and manipulated by this whole set of natural, intuitive, and “right sounding,” BS ideas.  Slipping in under our “shields,” BS feels good and is only detected by the after effects. As BS “brightens” by absorbing older operating systems (in the computer world older systems are represented by Basic, Windows 3.0, etc.) and its alignment with natural design, corporate systems use BS to [“capitalize” on ego needs and defenses]. 
17:45

Until midlife, when we fail enough to move us to take an introspective look; we don’t realize that most of what is going on in our life is actually ego translated and transcribed. 
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18:06

I don’t know where Damasio would draw the ego. If you go to http://flawlessliving.info/damasio/ you will find this diagram and an interview with Antonio Damasio after he published The Feelings of What Happens.
18:43

Damasio doesn’t recognize or talk about the ego, ego filters, and ego positions. I want to hold a class on that down the road. A key difference between FLOS and BS is that FLOS has us “pushing up” to the high road (100 milliseconds), what the ego in BS does on the low road (15 milliseconds). At that bifurcation, if we can push things to the high road, there’s a good chance that the intuitive / counter intuitive ratio could rebalance and identify BS as the operating system as we process incoming stimuli.
19:48

Listening to President Obama’s State of the Union Address, I was just wounded the whole time. Here’s the person leading the largest economy in the world, who is naïve, yet highly skilled in the ego part of BS. If you look at the speech and how well it fits with what the Century of Self documented as being easy to get people to believe whatever you want them to believe, you see that this person is the perfect “meme generator” for BS. What the President is saying is believable, intuitive, seems to make sense, but is completely and radically wrong when you plug it into systems dynamics. His ideas will upset the equilibrium of everything because he really doesn’t understand what’s going on in the underlying dynamics.
21:00

In designing FLOS, we know that as soon as people hear what is counter intuitive, they put their shields up. The amygdala is designed to shield us from anything that would harm us. 95%-99% of us will put up our irrational (emotional) shields as soon as we hear something different (counter intuitive). 
 22:55

By doing what the President is asking for, the rich will invest less. The government is less efficient than investment. The group doing the investing will decrease to the point that the invisible hand doesn't work. The gap is increasing between the haves and the have not’s.  
 

23:45

How do we roll out FLOS in a way that we don’t automatically trigger people’s shields?   We need to use the Be/Do/Have/Become system motivators.
24:25

You can have two systems on the same side of warm and cool. The “Power” System and the “Achieve” System often work very well together. It can be difficult to tell which one is dominant. 

24:40

On the “cool” side, the sacrifice self side, the “Avoidance” System and the “Affiliation” System often work really well together.

24:50

You will get some “cross-matching,” for instance, the “Power” and the “Affiliation” systems work well together, but you can always pick up the “Power” dynamics in an “Affiliation” system. Usually the “Power” will be in the shadow of the “Affiliation” system. It will seem empathetic, but there will be a hard power in the shadow. 

25:18

Same thing with the “Blue” System crossing over into the “Orange” System; the corporate, material system. You get the “Avoidance” system that works really well with an “Achievement” based system. The reason for that is “Avoidance” is just achievement in another direction. In an Avoidance System you are making sure that you don’t have to do, or that you don’t run out of, or that you remain insulated from. To do that, you have to pile up a lot of achievement. I’ve noticed that the typical “avoider,” the ISTJ type, will often look like your biggest achievers. They get things done. They are early starting. They have systems of being practical. They’re built to get work finished. 
26.15

Do managers say, “he is one of my best employees,” because the person is motivated to achieve? No. It’s because the person is motivated to avoid. This is one of the reasons that McClelland had such a difficult time adding that fourth social motive because it’s counter intuitive.

26:31

Power, Achievement, and Affiliation are intuitive, so they’re easy to talk about. Avoidance is a counter intuitive system so it’s difficult to see. Avoidance is one of the most powerful systems even though those motivated by avoidance don’t allow themselves to feel that way. Avoiders are counter opposed to the power system. 

27:00

Often with those in the avoidance system, their dominant function is introverted, and the system is much better at avoiding creating space than closing space. The ability to delay is very powerful, especially for those at the top of a hierarchy.
27:32

A moniker of the avoidance system is that the signal of something important will keep showing up. If it’s important enough you can address it with an avoidance system over a period of time. If whatever it is really isn’t important it can be avoided by increased noise.

28:14

The avoidance system is not a direct power. It is an inherent, indirect, or reverent power so the people in the system can see themselves as power-less. 

28:26

In any negotiation the person who can walk away has all the power.  You need to learn who has the most power to understand the level that they can be pushed before they walk away. The ones who can walk away are almost always the ones who have the reserves, they have taken care of business, they spend less than they make, and they have money in the bank. These are all your avoiders.

29:20

To sell to them you often need multiple contacts to help them realize how powerful they actually are in their avoidance stance. 

29:36

The Be, Do, Have, and Become process becomes four ways for us to give people access points. We have to go where people are living. 
30:00

We’re having a recovery. That keeps the window of opportunity open a little longer. The problem is the window can fall shut at any time, rather than close in increments. We’re putting Band-Aids on the system and the best-case scenario based on the money and credit dynamics, is a long-term deflation like Japan’s; cycling between recovery and drops, but without crashes. This creates a very difficult environment and it masks the collapse wave.

31:20
Like the story of the boiled frog, Japan would have never realized it was in hot water. Their stock market peaked in ’88 or ’89 with the bursting of their money and credit bubble. Right now, their market is at about 33% of what it was before the bubble burst. Your money, if left in that stock market for twenty years, would be worth one-third less than when you put it in there in 1989. That’s a collapse wave.

32:00

We’re having a collapse wave now, and every economic influencer wants to avoid the collapse, so they don’t have to recognize or deal with how they’ve contributed to the problem. Eventually asset values, commercial values, loans that are busting will all leak out through the system slowly. 
32:38

A systems dynamic modeling of our housing market shows a huge delay at the front door of foreclosure. The paperwork is sitting there but no action has been taken against many who have stopped making payments. In New York the backlog was 767 days the last time I saw it, overall in the U.S. it’s about 480 days between mortgage payments cease and foreclosure action is initiated. 

33:45

Before the real estate bubble collapsed, about five hundred fifty thousand loans would default each year.  In the next five years we are probably going to lose ten million out of the total fifty-four million mortgages out there. We have millions of households stacked up at that door of foreclosure.

34:40

They are still processing the five hundred thousand loan defaults they expected each year. The regulatory, banking, judicial systems are equipped to only handle that load. 

35:07

Now the President is saying, “Stop the foreclosures.” Why is he saying that five years after the actual sub-prime system started? It is because they’re all in delay. Delay is an extremely important process in trying to manage collapse. 

35:32

We have to realize that the macro-economic situation in its best case will leave us as boiling frogs for the next decade. That’s what’s happening now, and it’s less horrible than a collapse. 

35:56

If you take a time line of a collapse over ten or twenty years, losing 67% of the beginning value, or you squish that into a year and see that you lost that, the cost isn’t more, just over a longer period of time. Instead of traumatic shock felt by a neighbor on each side of yours, only one neighbor will lose his home.

36:36

This best-case scenario will be a lot easier on everyone because we’ll have time for the population to get used to not being employed. We’ll have time for the population to begin looking for alternatives. Manufacturing can’t fix this because we’re not “least-cost” producers. As long as we can prop the prices up and we can buy things that cost a lot for us to make, people employed here will still be making a lot more than the people in much of the world who are making $1 a day.
37:39

In order to do high end manufacturing, you’ve got to have a lot of rich people to buy that stuff. We just don’t.

37:57

In 2000, I read a McKenzie report that said, “By 2005 we’ll be paying 50% of a person’s salary and benefits.” That’s still going on. The benefit cycle is so high for U.S. workers that to hire a person requires the employer to budget an additional 50% of the salary to pay the benefits. That doesn’t exist in the rest of the world. No one pays benefits.

38:50

Every manufacturing job we do have yields seven additional jobs. We want people working in manufacturing because it has this leveraging effect. The problem is that we won’t be able to make it work. 

39:07

Let’s go back to FLOS. Let’s assume that we are going to wake up in ten years, having lost a decade for investment and a lot of other things. We’ll be paying from 33% - 60% less for the things we consume. There will not be demand pressure on prices. The only price increases will come from “risk premium.”
40:25

Every time a child is born into the world (scores or more of children are born every second), the money supply contracts. Inflation is about there being more money out there than goods, so prices go up. A risk premium is the amount someone charges when he is concerned that you might default on a loaned sum. That’s not inflation even though the interest rates might go up dramatically.  
41:46

For instance, if people don’t believe that the U.S. Treasury is going to be paid back, they will charge a risk premium. That’s what’s happening in Europe right now. We know that a government in Europe cannot sustain itself if it pays more than 7% interest for the bonds it issues to get money. 

42:21

You’ll see that Greece is at 34% and many of the countries are bordering on 7%. That’s not inflation, that’s risk premium. I fully expect there to be risk premiums to be tied to the money and credit cycle reaching a new equilibrium.  Governments are pumping all this money into the system to build liquidity.
43:00

We added two billion people in less than a decade. It was exponential growth; more than 10% per year. The demand is increasing the need for credit. The banks and the lending systems are supposed to supply that credit. 

43:48

The money and credit system does not have equilibrium now, and it will have to find it. We are waiting to see how the regulators will define our losses. Nobody knows the true value of all those bad mortgages and packaged securities. 

44:23

Go back to FLOS. We started out with ValueSync. We wanted to do Flawless Coaching, because I wanted to have some people ready when those reading the book ask, “How do we do this?” We have to have people, besides me, who know how to monetize this and put it on the ground.
45:04

Because of some things that have happened in our own dynamics, it’s going to be much more difficult for us to accomplish an end of March launch. We’re having some hang-ups with the branding, and how we’re actually going to create a cover and logo. We don’t have those yet.

45:22

I’m hoping that you will “ping” Brian, Gary. Brian was invited to come to these design calls. We should get more momentum than we have right now. 

45:36

The other part of the design is marketing. Good marketing can ruin a bad product and service system. Let’s say you have somebody who takes the flyers you’ve given him and goes “full out” delivering the message, “Come visit out place! It’s the greatest place you’ve ever seen. It has the greatest food, the best show, etc.” The flyers work, and everybody comes to see the show and eat the meal, but you don’t have your system up to speed. It hasn’t been tested under load. The system starts to break down. You serve bad food. The show isn’t good because you haven’t practiced it enough. The cars aren’t quite ready. You can sell a car, but the factory can’t build it. That’s where our system is right now.

46:45

I’ve always used the “fire, ready, aim” method. If only one project out of every one hundred projects is going to be successful, as an individual, the goal is to get enough projects going so you can find the one that works. “Fire, ready, aim,” is a much better system for getting lots going than “ready, aim, fire.”

47:29

If we use the “fire, ready, aim” method with what we’re trying to do, all we can do is make a splash. The momentum generated by “fire” will be gone in a minute if we don’t have good service and a follow-up system in a program sales funnel. I have experienced this in a couple of book launches that I have done. Good attention dissipated very quickly because I didn’t have the systems in place to follow-up and follow-through.

54:22

Let’s talk about the ideal prospect:
Past mid-life (psychologically and/or chronologically) – saying “What else is there?” “Is that all there is?” 
59:09

People recognizing the hollowness of their lives and looking for something more.

1:01:03

David would go to burnt-out professionals (medical colleagues). “I’m working my ass off; working harder, getting less.” “

1:35:39
