Introduction
I guess the first thing is why in the world would I want to read this books?  Well if you have had the opportunity to read my first book “Running From Miracles”, you will realize that is a book of my life, some of the struggles that I have experienced in my life and some of the lessons that I would challenge you to.  
So that is great you say, but why this book?  Because I think so often we see the struggles that people go through, but we don’t really know the lessons that helped them thru some of the processes.  Well this is why I am writing the “Lost Art of Value”.  Is because I realized in so many of the things that I experienced, and failed at.  That there most be something that I was missing, something that had true value and I had missed it.  Over the years I have personally got to watch people become successful, and those that have failed.  As well as watching some of your masters in the art of motiviational speaking or even in business.  But sadly most of them will motivate you to be successful and push past your limits, but I noticed every successful person had something they saw Value in.  Which means that it is as much science as it is art.  
My hope for you is that as see some of the techniques that I teach that it will also help you become successful in every area of your life, not just business or real estate.  But your life, you know the things that your really passionate about, the things that motivate you to get up every single day of your life and to push one more time.  Those are the real things I like to help people with.  Here is the way I learned to do it for things I love to do and I hope to help you on your journey aswell.

Chapter 1 – Introduction to Value – How it Began
I have been a real estate appraiser for 20 years at I time this book was written. I’ve appraised over one billion dollars of property. I know that’s hard to imagine for a lot of you, but I’ve actually done over eight thousand properties and I’ve had my own business for last thirteen years.  That is why I am so passionate about value. 
I have spent fifteen years plus, researching, studying and really getting a grasp on value, not just in real estate, but my life.  Over the years, I have had friends that helped teach me how to do some really exciting things in real estate, also learning marketing and business principles has given me such a great insight into value.
 
But what really got me started in all this was back in 2007, I was at one of my friends Charles seminars, and he had a couple of guys came in from California.  I was in the back during the seminar just hanging out with these guys – The Graphic Mavericks they said.  I was always a little bit of a computer geek my whole life and these guys where doing some awesome stuff in the back with graphic design, web pages, squeeze pages, coding and the list goes on.  So I am watching these a guys just do what they do.  
So, I was in the back and I realized that nobody talked about this at the time. Nobody really explains this, and I realize now that this was an absolute key moment for me.   This is when my passion was born to want to teach others the principles of value.  Probably another key moment to reminisce for just a sec, but when I was a kid.  Me and my dad and I used to play chess all the time. I started playing chess with my dad when I was six years old.  But I was nine when I won the first game against him.  I played with my dad for three years, between one and five games of chess every single day. I played with him every day for three years before I ever won one match. One of the absolute keys to my success was that every time I would play with him, I would learn more and adjust the game, to make me good at all the individual pieces. And so, whenever you got too good with a certain piece, for example my queen, my dad would take my queen out of the game entirely. I could pick whatever piece I had that I thought was his most used or overpowered and we would play the game without those pieces.  No matter what piece might have been taken, knights, queen or rook.  I would have to learn to play the game without that piece that I had thought was the most valuable or the one I was most comfortable with.
Not to chase to many side thoughts, but have you ever leaned on something a little to much just cause it was comfortable?  I think this can be something that can kill your business or even relationships.  

 He would take that piece from you so that you would learn the value of every piece. I realize now that by doing that, if you will treat every single piece as valuable, you can win every single time. And so, the first time I actually beat him, I beat him with a set of knights. Because the knights had the ability to reach around other pieces and access pieces that were not necessarily available and he did not value my knowledge of that piece. And so therefore I won my first game.
In this book I will take the concept of value and will break it down to five components, principles, if you will, to the value of concept. One of the key things you should know about me is that we were very poor when I was growing up.  I began life not having a lot of things. A lot of the people I have known through life have had some really good success and had done some really good things with their lives. I would look at them and feel low. I would look at them and realize they're not really that much different from me. They're not brilliant people, but they've had some success. I would always kind of wonder about that. I noticed that my whole childhood. When I was about 23, I started doing real estate appraisals. Right after I'd gotten out of the military I started doing real estate appraisals. I was 24 years old, making $70,000 a year. I was making more money in one month than what both my parents combined had made for most of my childhood. And so, I thought, I'm very successful, I'm doing very well. And just a couple of years later, the market tanks and it's the real estate crisis, the big recession for the United States. When this happened I got sucked right in the middle. I went bankrupt. I get divorced, you know, new life, a new wife. And so, I get to start all over from scratch. And in that moment, in that specific moment of really trying to figure out how can you do so well, come from nothing, do all these things and then still lose every single bit of it. What did I miss? And that part of the reflection really just hit me at that point and I started realizing there has to be a reason I lost everything. There has to be a reason. There was something I missed that it is not taught, typically, is not shown typically. There is something else that people don't discuss that they don't show that I didn't understand, that I didn't value. I realized if I could get that side of it, then I will have figured out how I can change my life.
And I'm writing this because I bet a lot of people have that same question. I know that many went through that market downturn as well, being attached to real estate. People know these principles exist but we don't know more about them. And it is that deception of the “I know that already”. 
I heard a minister one day, I was listening to him and I was actually a minister, but I made this phrase, I was teaching about wisdom and I made this phrase, I said, “I can trace any of your success or any of your failure to a specific instruction you decided to follow or not follow”. And so, I realized at that particular point there is something that I missed, something I didn't value, something that I didn't pay attention to. If at that moment I would have seen it and not had the perception that I already know it, I would have had a difference to my life, a difference to my position, I would had a different outcome. And so, from that moment, I had a whole different outlook and resolved that I will never again dismiss such minor things because I know it can revolutionize my life if I will simply change my perspective.	Comment by Amanda Decker: Did he say or did you?

Success as a function of value is not just something that randomly occurs that in fact value has a structure. It is a process and it can be learned by anyone and it can be duplicated and repeated. So, I want to get more into that, where I've identified the structure and how anybody can use this and anybody can get their desired results of success.
One of the key points in all of this is I realized there has to be an absolute balance no matter what. There has to be a balance. We're going to talk about in book the five principles of value, number one, you have to know something. You have to be knowledgeable. Number two, there's just some sense in some numbers. Number three, people. Number four, time and number five is influence. And so, to really just talk about each one of these individually is that there is knowledge out there. There's wisdom in knowing specific things. So, if you don't value learning some of these principles, then later, lots of times they'll cost you greatly. Number two, sometimes you may talk to an investor and sometimes it's just raw numbers. Sometimes people have a lot of success in life just because they're really good at running some numbers. Sometimes people have excellent success because they know how to value people and they're great at networking and they're great at associating with the right people. And so there's a lot of success books on knowing the right person and those kinds of tips. And number five, affects your influence, but sometimes you have to have the realization, what is your time worth? How much is it costing you? What could benefit you more? What are ways that I can spend it the most effectively? A lot of these principles are discussed by a lot of different people, but I've never seen anyone actually really bring it down to some really practical ways of calculating and understanding how to value things, how to understand where to put the weight, where to put the process, what was some basic applications and how to use it versus the – 
I call this the lost art of value. It's part art, part science. One of the big differences between something being a profession and something being a hobby is that a professional has the ability to make money at it. Somebody that has it as a hobby does it for entertainment and it always costs them something. For example, a professional golfer, they go out and works all day on their backswing. Matter of fact, that would be any professional athlete. They will make a comment that they will work specifically all day on one particular thing. Why? Because it will make or break one point in the entire game. And so therefore it's the difference between no contract and 2 million dollars that year. For them, they will practice a specific skill in order to make it a profession because they know is very valuable for success in their profession. And if they will implement that skill, then they get paid. Versus when somebody has a hobby, it's always entertaining because you can go do something with somebody and it's a hobby and you'll tell them, hey, if you do this, that could really help that particular thing. And they've got the attitude that, oh well I don't really want to do that, or that's not real fun. Well, the difference is one gets paid, and one doesn't. One has a specific skillset, a talent, some specific knowledge or particular ability. Some have put some specific time into doing these things and so therefore now they can actually take it to the bank and not everybody can do that.
Anybody can learn these five principles and apply them, become proficient and actually change their lifes. You don't know what you don't know. And it's already costing you. Lots of times we have an assumption that we know something. To reiterate my background, I've been doing real estate appraisals for 14 years. I started the whole valuing things based off of a particular profession. My profession is to value things. That's what I do every day from start to finish. And I've been doing that again for a 14 plus years. And what I realized is that I when I have gone into all these different properties, over 6,000 properties at this point. I would realize there was some difference between the house and things that actually cause a change in value and what actually was the value or their perception of what was valuable. One analogy I like to use is that of a gold roof. People would tell me, oh well I replaced the roof. Okay what was wrong with the last one? Nothing. Well, if nothing's wrong with the last one, why did you replace it? Well, because I didn’t like it. I said, well, fantastic. You just spent $30,000 based on what you like or dislike, not based on what  actually adds value to your house. For example, if you want to put gold on a roof and you have a 24-karat gold roof, it might be a $2 million roof. But if you just took that same $2 million in gold and made jewelry out of it, you might get five or six million dollars. That principle in real estate is called value in use. And so, what happens lots of times is that there is a particular thing, a particular function, and if we would change the use of it, it's more valuable. This can apply to so many different things. As another illustration you tell people to buy a new car. I don't care if you buy a new car, I just want you to know that when you drive it off the lot, you will lose $3,000. Now that's always not the case. Let’s say it's actually approximately 30%. So when you understand this, when you understand these principles, I assure you, you will always make different decisions because what happens is, if I can change your paradigm, then I can change your perspective. And once I change that, you can never look at the same thing the same way. 
I really love Robert Kiyosaki trainings and one of the things he talks about specifically with real estate investing, is that you don't get emotionally attached to the deal. What I’m saying is that you can apply this principle to relationships, it can apply to your job or buying groceries. What people don't realize is these principles of value can be learned and applied in many areas beyond just a real estate appraisal world.	Comment by Amanda Decker: Need reference
One of the particular things I have heard people say, “well, you know, you can't put a value on people.” Really? Businesses do it all the time. Matter of fact, that's how you're paid when you go work for a company. They have determined what the base is that you're going to add to the company and what the general compensation will be. And so, people say, well you can't value people. Yeah, you can. You do it all the time. Or, you can't really value time. Time is priceless. Really? People get paid for it all the time. Apparently, it has a particular value. And the difference between somebody getting paid 8 dollars an hour and a 100 dollars an hour, there has to be something in it. And so, one of the quotes that I really like is that “if you do not get paid by the hour but you get paid for what you bring to the hour.” And I've always loved that particular quote because that means that if I can bring something different to the hour then I will get paid more. If I can get paid more and I spend less time at work, then I get to spend more time at something else I love, which may be my friends or my family or my church or my ministry or my passion. If it's golf or recreation or boating, I get to spend that time elsewhere because I've learned how to change the value of my hour.	Comment by Amanda Decker: Reference needed
I was making $70,000 a year, thought I was successful. I thought a good life, good kid, I had it made. And then some financial pressure and some things happen and everything falls apart and you're looking back going, what happened? What happened? I'm sure there's a lot of people who are either are there now or have been through some of that. And sadly what I realized is, it's calculatable. You can actually determine where you're headed before you get there based on what your value structure is. And for me that was everything because I had a lot of self-reflection. When you're working a job that is paying you $2.25 an hour and you're waiting tables and that's great. But I sucked at it. And because I sucked at it, I didn't get paid a lot, others are able to make more. I was not as personable as I needed to be. I was very bitter and I was very mad and I was angry at the world because I lost everything. Then I got to move back in with mom and dad, I was 28 years old and I got to start over. In the process of starting over, I'm like, there's got to be something different. How can I change this? I started valuing people completely different. I came back, I started associating with different people. I started realizing, man, I don't really value people right. I approached Charles Dudley, I said, “Hey, I heard you do a lot of real estate stuff. I would like to really spend some time with you and for your time, I'll help you do some stuff. I'll carry your bag, I'll help set up some computer stuff.”  I let him know because I realized I there was something in him that I really needed, but I didn't have any money and I really needed what I had. And so, I knew the only way to do that was to trade something that was valuable to him. And so, lots of times people think that the only way they can have success is if they trade money. But lots of times there are all sorts of resources available to you that if you will learn to value them, you'll find all sorts of other avenues to gain access to do things that you've never dreamed you could do.  There was five or six different people that I approached in the same way. I realized that there was a three basic categories I really wanted to grow myself in. And one of them was business, one of them was church and one of them was personal. 
And so, to grow in the spiritual side of things, there was another gentleman, he was a minister. I started spending some time with him and really just doing whatever I could for him.  If I had to mow his grass, whatever, just so he would spend some time with me. And then I would spend time with several other people to grow personally that had better marriages because mine was falling apart. And I realized, man, there's got to be something in here. Really in a lot of aspects, I realized I didn't value my wife. I have valued my business, I valued my work, I valued my personal thoughts or my perception, but I didn't really value how she felt, how she thought. And so, because of that, I went bankrupt and I ended up getting divorced. And that was for probably really, and again, I'll put it on my side, is I spent the first seven of the ten years we married really treating her very poorly, not doing the things that I should as a man, as a husband, as a father, and not really valuing her. And so, because of that, long story short is we ended up having to divorce. But now, we're very good friends. We talk with each other, we still have lots of differences in opinions, but life has gone on. We have a different perspective, a different value towards each other than we've ever had. So even that has completely changed because of our value towards each other. And then I started to build a business. I was actually working two jobs while starting an appraisal company in 2008. The first year, my Dad and I made a combined income for the entire company of $21,000. Needless to say, that's not exactly a great income. My first year as an entrepreneur I grossed $9,000. Sometimes that is how you start. But since then, we have grown to right at $100,000 last year. My dad did retire, so that was just with me. And so that's a nice little comfortable income. I've had some success there. There's several other companies that I am interested in doing in the future, which we expect to exceed far more than six figures. We started a real estate company doing real estate  investments. Currently we are working on a particular property which were expected to hopefully finish in the next six months. And I'm expecting to make $30 to $50,000 in profit on that. To show how a hobby can grow into an income stream. I didn't want to pay $15 for a little umbrella rig, you fishermen type, you will understand what that particular bait is. So, I bought a tool for $200 that would allow me to make them, I had all the lead and then as I was shopping, I realized I can buy all these parts in bulk. So, I started selling the parts off on Ebay. I started with $200 in parts and I grew it to have over $4,000 in fishing parts and tools or equipment tackle, those kinds of things. Again this was just for fun. So, I've realized in this aspect that it works in every single avenue. Matter of fact, one of my favorite ones, I was talking to my wife, there's two particular brands that she is a loving at the moment. One of them is Vocal and the other one is Pretty Angel. These two particular brands she really loves. For all the men out there that have wives that shop, let me tell you, this will work for you. The key of it is, is you have to teach your wife how to use some of these principles, which are really very simple in nature. And when you use these principles in nature, they're really, really simple. She goes online, looks at some of these wholesale companies. Shew is able to buy Vocal and Pretty Angel as well as many other items. And she buys them in bulk and then she sells off the additional pieces. Which means she got all of her pieces for free and she gets to make a hundred or a couple hundred dollars. Now, if I can't get a man excited or a woman excited about, you can get to have whatever you want in life based off of this principle, if you'll just apply it. You can have it and not even just have it, but you'll have enough for you, your friends, your family, and enough extra. And so, I believe, firmly believe that you should always have a life of abundance.
This can help people who are maybe just starting out.  I used this to come out of bankruptcy, but also used it to just make an extra hundred bucks a week. That could be a life or death situation for a lot of people out there. There was a statistic somewhere around the level of about 70% of people, if they could just make an extra three or four hundred a month, it would take them out of a foreclosure situation in their mortgage. These principles will help people from losing money, spending too much, maybe identifying opportunities to either make quick profits or unusual gains.  And it's not all just about making money. It's in your relationships. I have a successful marriage now. A wonderful wife, Amanda, two wonderful kids, a son and stepson. None of us are perfect here, but I realize there are things that people need to know and when they are listened to and when they're applied, then they will produce results. Value is my absolute passion because I don't want anybody to ever go through what I went through ever again when they don't have to. I know that this works.  You may ask “Well, how do you know?” One of the principles that we'll discuss this in multiple different ways is, “what is true, how do you know it's true and what else is true?” Lots of times when people make decisions about value or buying things or selling things or relationship, they do it with a half perspective by devaluing something else. They will say, you hurt my feelings. Well that's true and that's on a personal side. Then they'll look at the other person and they'll say, well, don't they have feelings? Lots of times when you are interjecting your side, you have to devalue the other person and their perspective in the process to say why yours is such a better idea. Franklin Covey's Seven Habits of Highly Effective People, will tell you every situation needs to be a win, win, win, win situation. Everybody needs to win every single time. And so, for example, some practical ways, and what we're going to give a lot of giveaways in a seminar, just throughout tI seminar. Now we are going to come out with a specific product to do some of this, but we're given lots of giveaways again, cause we want this for some just general applications. We want your life to be revolutionized by tI simple principles. And one of tI simple ones was people have a perception that you have to have money to make money. Now, I always thought that too. Now I was spending time with you and you were doing seminars at tI time, $3,000 for three days. And so, tIse – and getting people from all over tI country to spend just a couple of days with you. And one of tI things that was so interesting to me was I didn't have any money, but I'm sitting in all tIse seminars for free. And not only did I get to sit in some of tI seminars, but because of my knowledge in real estate, I was able to assist you in some of those perspectives, and you had me even come up and teach some of those things in class. Also – 
I really want you to be successful throughout all of your life. I really want you to see a hundred ways that this can benefit your life. That a hundred different ways that we can absolutely impact your life, put money back in your pocket, really make you successful. I mentioned volunteering to assist Charles Dudley.  And one of the key problems was is at the time he was doing seminars, $3,000 for three days. What bothered me was I had access to all of this and I never paid a dime. He would use my expertise in real estate since he was teaching real estate.  How to make money based on how to use those principles. And so, he used my knowledge, because he saw a particular value in me. That was really my first opportunity to ever stand on a platform and when I realized that would be really my passion. That was really my first opportunity and sure I was nervous. But I was talking about something that I understood, something I knew, something I knew that would benefit people. That what I knew could change their life, that it would help them. And that's always such a big thing to me is, if this doesn’t work for me, what's the point on teaching it? I refused to teach something that I didn't know would absolutely revolutionize your life, otherwise, what's the point? It's if it's only about money and that's only the benefit really, what's the point? Because if money is your problem, you really don't have any problems. And so, a lot of people think and grow rich by Napoleon Hill. And a lot of people say, well, what do you think? Money grows on trees? And the answer is actually, yes. See the concept is that people believe that they need money in order to make money. But that's actually not true. And I actually have proven that a couple of different ways. For example, we had an eBay page. I started selling stuff I didn't own. And then they paid me and then I ordered it from another company and then I sent it to them. Also known as drop shipping. 
There was a time when I knew I needed knowledge but to get it was fifty or a hundred dollars. I didn't have fifty or hundred dollars. Fifty or hundred dollars was my grocery bill. And so for me to have the men that I turned to for guidance to teach me something that would have cost me fifty or a hundred dollars when I didn’t have fifty or a hundred dollars it meant the world to me.  I had opportunities for investments.   Man, and I wanted to. Opportunities where if I’d only had $500 or $700 then I could have had a down payment for a real estate deal. I could make $25,000. At the time I was like, dude, if I could make 500 bucks, I'd be thrilled. And so that was such a big deal with me. And so I started realizing really money does grow on trees. Money is nothing more than a thought put into proper action. The problem is people don't value their thoughts. When you change the value of your thoughts you can change…
For example, I have an inventions list. Now, if I don't get to them, maybe somebody else will be faster, smarter, quicker, they'll get around to them faster. But it's not that I don't value my thoughts. I changed everything I thought. Hey, maybe I can be a speaker. Hey, maybe I can write a book. Hey, maybe that thought is important. It changed my entire life because I just realized maybe something I'm thinking is valuable. Maybe this particular person that nobody wants anything to do with is valuable. Maybe my time is valuable. Maybe the amount of people that entrusts me to do things on a daily basis, my influence is valuable. 
Change the people that you're associating with to be with people who do value your time or to be with somebody who values your knowledge. Charles had four or five mentors in business, different aspects from real estate coaching, internet marketing. Do you know, it was costing him $50,000 to access those mentors. And it was worth it for him at the time because his business was doing very well. But I learned in a very necessary way how to access people without necessarily having to pay for that time. Now that was the easier route. I got creative, I was able to bring something of value in exchange for that. And that's what I want people to learn is sometimes there's opportunities to do things of a high dollar amount, but not necessarily by having to write that check.
There is a saying “the grass is greener on the other side” and the main reason is because they watered theirs. If you would water yours, maybe your grass would be green. And so lots of times we have in our own relationships, knowledge, insights, people that have even made themselves available. Even at that time I was very involved in the church, I was doing a lot of things, I was involved with a lot of people. So it's not that I wasn’t accessible, I had already made yourself accessible to a lot of people. So that really was not the issue. The issue was I had to distinguish the difference of my value to others so that I had more access to what they weren't telling everybody.
One of the keys of that is I had to find something they needed. If I never asked any questions or I didn't know the right questions to ask, I wouldn’t have the right knowledge set now. I don't know what you need for your numbers. Is it a financial number, you know, again that, when it comes to a lot of other mentors, you are paying what was theirs. They wanted a number. You pay me a certain number, I'll give you access. Theirs’s was a number question. Some people, it's a knowledge question. If you can answer this for me, then I will help you.  For example, I have helped a friend of ours for several years. He would come to me with questions on real estate and I would do my best to answer any of his questions. Well he bought a new condo in Myrtle beach. Well he says, I really love you guys. I love all the help you gave to me. How about I give you and your family an entire week stay at the condo for free in Myrtle beach. Well, why? Cause I gave him some knowledge. Why? Cause I had some influence. Why? Cause I valued him as a person and I gave him my time. See these principles are constantly working 24/7. There's something you have that you can give.
I know one gentleman, he's known as the connector. His whole business is on connecting people. I guess you could even say maybe helping with influence as well. But really, all he does is he knows a lot of people with different backgrounds, different skills, different successes. And he finds out what does this person need in their life and their business, what does that person need, and basically has this mega rolodex. He can open up those connections and those doors and put the right people together. I really don't know how he makes money, but that's what he does. And that is his whole entire business, just connecting people.
This works on any level, on any level. That was one of the things that always used to kind of bug me. I would see all these millionaires and the successful people teaching all these different principles. And I'm like, but how do you get from here to there? And what people don't really show in a nutshell is how they valued things. And if I can show you basic principles on how to value things, then you'll have your own success story.
Start where you are using what you got. Learning how to think about it the right way, your value system, and then applying that knowledge. Probably the top thing above anything else that I really want people to get, we do have the basic five principles and those five principles are knowledge. There's some stuff that you really need to know to change in your life. Because it's not just what you know, but what you can apply. But if you don't know it, then you can’t apply it and so you can't have the benefits of it. Secondly, there are certain things that can change in your life just because of understanding the numbers. For example, we'll use just some basic numbers. It takes approximately 1800 hours seat time in order to accumulate a bachelor's degree. If you were to spend 4.94 hours per day every day for one year you could accumulate a bachelor's degree. However, the average leisure time of an American is five hours a day. We'll discuss this again in our chapter of time.  By understanding the raw number of it, you'll realize that if I will apply myself over one year, the average bachelor's degree makes like 1.8 times more than someone who doesn't. And so, there's just certain things about raw numbers and numbers have a meaning. By just understanding the basic principles of numbers. A lot of investors, they do things based off of percentages. And so, when you understand raw numbers, lots of times you will change your decision. Businesses really run off a two key factors, people and numbers. And so, if they got the right people and the numbers line up, they make money. Really it's not that they know so much more than other people. Matter of fact, sometimes they don't know anything more. They just have the right people that know something. And so therefore they have the ability. Thirdly, just people not valuing people properly. If you don't value your wife long enough, someone else will and they'll get your wife. Willard Harvey discusses this in His Needs, Her Needs by the principle of the love bank. The whole principle is based off of the concept of making deposits in a relationship. And so when you understand that you have a deposit or something to add, that's valuable to someone your perspective will change. You can take people that really do not even think very highly of themselves, such as myself. I would be a prime candidate of that. I cannot count the amount of people that have invested their care and their love and their expectations into me. They believed in me and how far they thought I would go. If those people had not done that, then my ability to affect people would have been limited because they valued me. I value other people. And so therefore it carries the line. When it comes to time, something you have to understand about your time, there's 24 hours a day. Everybody has 24 hours a day. There's a certain amount of seconds and minutes that you're going to lose automatically. You're going to have them come up through catastrophic events, through normal events, through just bad days, good days. You need some recreational time, you need things called sleep, you got to eat. There's just some basic things that you lose time on. So just because you're losing the time doesn't mean that it can't also be productive. For example, you can listen to things while you go to sleep and your subconscious will pick up on some of the information. So, if I really want to learn a particular topic, I'll listen to it during the day and then I'll listen to it when I sleep. And so, you pick up on it and people say, well how do you know that? Um, I'm not real sure. There are certain things you can do to maximize your time. There are certain things that you can only do with time. 
Lastly is influence. You always affect everywhere you go. The question is, is it positive or negative? And also when you are with people, is it positive or negative? Sometimes people are just toxic. It's not that you mean for it or you can't help it, but they actually have a negative influence on you. If you don't control the influence in you, then you'll get around more people that have the wrong influence and that'll affect your time, it will affect the people, it’ll affect your checkbook and it'll affect what you know. They have proven that the amount of knowledge between a non-high school graduate, a bachelor's and a professional, the non-graduate is about 660 workable words. Okay. A professional in his vocabulary has about 2,500 words and a standard bachelor's is about 1200. So there's something in just knowing stuff that makes you get paid more. Why? Because you know how to apply certain things. What you're allowing to influence you is also going to affect what you know.  I think the statistic is that the five people you associate most with, in five years you'll make within $5,000 of they make. So who has influenced you? Those five people that have influence on you will affect your numbers. It'll affect your knowledge, it'll affect your time.
I hope this is something really exciting for you to start realizing, once you understand these principles, you can use it to your advantage. You can actually increase time, you can increase your income, you can improve your relationships, you can increase your influence.  I hope people really understand that because if you change what you value, you can change your life.
These principles can be used for predicting things and forecasting, the concept of 2024 sight helps….
One of the basic principles in any business is before they ever even launch a product, they will do research for the product they've never even made to see what the possible outcome is going to be. Then they will design it the most usually effectively or inexpensively or whatever their parameters is, whatever their value system is, to get the maximum amount of profit out of it. Well, they do that in advanced. Based off of what? These five principles. They find out what people know. They find out what their budget is. They find out who they're talking to. They find out how much time it is going to take them to get it, and then they find out, well, who's all your friends on Facebook? They influence so we can get them to buy it too. Companies run off of that. If companies, multibillion-dollar , run off with this principle, why aren't you? In the real estate term, you can forecast where properties or values are going to go. If you don't believe it's a good logical principal, go look at the major companies and they all pulled out two years before the market crashed. Why? How'd they know? Why? Because they can forecast, what did they say? It was overvalued. What? Stocks, real estate, houses, businesses, internet, whatever. It's overvalued. It's overvalued. How'd they know it was overvalued? See, one of the things people don't realize, as an appraiser, we can transfer our ability to any particular market. I can do personal property. You got personal property, you got antiques, you got art, you got valuing commercial, which could be the name. In other words, who was it? Atlantic Bay Mortgage spent $5 million in research and development for the new logo. I think was a particular number to find out if it would be the most cost effective. So, and again, if some of these are off, I apologize it cause again, I believe that she just from a more or less a conversation, so don't get mad at me if you think I'm off 100,000 or something like that. But people spend all this money for the research side. Wow. So they understand the value. And so if somebody researched you, what would your value be? What do you add? If you haven't really spent the time to ask yourself that question, what do people get when they get you? What do you want them to get when they get you? How can you change that? Everything in your life, every single time you can say, this is what they're going to get when they get me. And I can determine that now. Train, get some knowledge, get some insight so that when I do get there they'd go, hey, that's exactly the guy I'd been looking for. For example, companies do that. What do they do? They call them a headhunter. They take some statistics, they take some thing, they know what their training will do to the athlete, whatever. They take a statistical percentage chance on what he's going to become and they go to the bank on it. One of the fun movies that I liked was called Hardball. There was a baseball team and they didn't have the budget. They ran just raw numbers and they come up all the way to almost win the series. They did that based off numbers. They realize that even with all their courts, with all their whatever, that there's a certain number of chances that we'll get in this, which means that we'll have a certain amount of success. Well, if companies can do that, billion dollar companies, then we can do it too. And if we can just do say a couple of not stupid mistakes that will save us five or $10,000 over say five years. What's that really in your budget a month? If I can save you one mistake that costs you $10,000, just one. Just one. One mistake that will save you $10,000 how much does that add to your budget over the next five years? What? One, $200 a month, every month for the next five years for one decision. I've been doing appraisals for 14 years and the owners will ask me, I'm thinking about such such investment or we want to do such or such house, what do you think it would really do? Well, as an appraiser, I'm very limited in my ability to say a particular number because anything I say I'm actually legally obligated to be responsible for. So if I tell you it's going to add $10,000 I'm actually legally responsible for doing that. Now, luckily in this instruction course, I am not acting as an appraiser. This is my disclaimer. So, anybody that says that I'm giving you legal or professional advice, I'm not. I am teaching you some core principles for you to change your decision making so that you can affect your checkbook by hundreds of dollars every month based off of these principles. And lots of times people bank on the fact of that you don't understand it. For example, once I had got in a car accident and I totaled my car. I had some gap insurance when I got in the car accident. I had during 2007- 2008 a bad couple of years. So I bought a car thirty days later. Yeah, I got in a car accident. I totaled that car. I bought another car thirty days later, I totaled that car. I had the firsst car for two years before I totaled it. Thirty days later totaled another car. Well, that's a bad thirty days. I knew when I bought the car that it was worth $2000 more than what I bought it for. But when the insurance claim came, they said, no, we're only going to give you x amount, which was like $2000 less than what I owed. So that's $4,000 short from the true value. Well, when they sent the claim I asked to see the appraisal they did on my car. Why? Because I understand how to value things. Have I ever done a car or appraisal? No. Have I ever done one since? The answer's no. Do I know how to do one? No. Do I want to know? No. So they sent it over to me. I looked at it and I said, “you're basing stuff based off of a location that mine's not at.”  So again, that's influence. Then I said, “you're not adding in all sorts of things that my car has” , which that could be part of numbers, part of knowledge and part influence. “If you were to do it here, it would be an additional $4,000.”  Well, that's location. “if you don't give me the $4,000, I'm going to take you to court and you're going to give me the $4,000 because I can prove you're giving me a bad appraisal.” So I knew numbers. I knew people. In other words, I know a lawyer, it's not real complicated. Lawyers love that stuff. I knew I wasn't going to have to spend any of my time. Call a lawyer. He'll do it. He's got lots of time. Why? Cause he gets paid for his time to argue with people professionally and big insurance company. Oh man, people love the big bad mean guy, just etc . This works every time, they wrote me a $4,000 check.
Another prime example, I was doing some consulting work on eminent domain. There was a right away issue where a lady was losing  25 feet across her property and she didn't like how much they were giving her for the reimbursement of the land. All I did was I went and looked at what they were presenting. I looked at a couple of numbers  and by understanding basic principles, having knowledge of real estate, realizing what, consulted her on how to handle the negotiation. She took that knowledge and presented it, they wrote her a check for an additional $10,000 the next day. This stuff works every single time. I believe that so much that I guaranteed her my fee that she would at least recoup what she was paying me for two hours or $400.  For two hours of my time it gave her $10,000 in 24 hours based off of one decision. This stuff works every single time. And that's why again, I’m so passionate. It's such a big deal  because when people know these things, when they know these principles, when they know how to use them, they'll see things coming in advance. Matter of fact, the forecast, how about on people? You ever wonder how a relationship is going to go in the next five years? Man, I would really like to have not had some relationships in my life that I've had and how could I have changee the perspective in advance? It's real simple. What do they value? If you never looked at that on the front end as you go into the relationship, what will happen is there'll be a separation between you and them because you don't have the same value system. If you look at a v, it always gets wider at the top. There's a focal point down on the bottom. The longer you value things together, the further you will grow a part if you don't have the same system.
So many people, they start with the same value system. That's the bottom of the v guys. And as you go, as you go down your crossroad, if you don't have a center focal point, you will always separate. And so what people do is they try to get into relationships with people that have completely opposite value perspectives and then wonder why there's a separation. Well, if I can see on the front end at 2024 sight that we don't value the same thing., I'm going to know when we get up here on the end, something's going to split off. That doesn't mean I don't have a relationship with the person, dismiss the person, devalue the person, or not treat them like a person. But that's going to let me know. I might want to look at value. Some of the decisions I'm going to make will be made a little differently based on this perspective. And that's why companies have mission statements, core values, period. Why do they put that on day one? Hey, do you want to work here? Yes. Then you agree and put your signature right here that you have our core values. Why would they do that? Because if I can't get on the core it don’t matter what we do, we will always separate.
In this series, we're going to take you from where you are to the next level or the next step or two or three. Connect to your values, connect to the right values, I call this the gravity center. So, I want to encourage people to take some time to identify where they're at and then where they would like to go. I encourage you that you can change your life. If I can change what you value, I can change your life. And so that's just an absolute passion of mine. And I know for a fact this works, I have proven to myself that it works in every area. If it didn’t work in every area, then it wouldn’t be a real law. And to me, I look for laws. Gravity is a law. The law of lift is the contradicting law to gravity, but it always works. And so guys, these to me, they’re laws, they always work. Whenever I have a success or a failure in my life, I can always come back to the fact of what did I value or what did I devalue. And I can always find why was or was not successful, which means that next time I can not do it. And so next time I can have that foresight to make different decisions, different expectations, I can revolutionize my life. I can revolutionize what I think. I can revolutionize who I hang out with. I can revolutionize my income. This is an art that is not being taught that people don't know about, that's forgotten, that it's just the lost art of value. It is something that people just have forgotten about and have misplaced this concept. And so therefore, as in the book Dorian Gray,” in today's society where we know the cost of everything and the value of nothing” and so it is so important guys in it's so vital. Again, I can change what you value, I can change your life. 	Comment by Amanda Decker: reference

