This chapter focus’ specifically on knowledge above any of the other factors of value.   But first, let me define what I mean by value.  Value can mean many things, it could be considered honor, esteem, worth, assessing, evaluation. These are all words on value. 
Your perception of value could be based on your faith, based on friendships, relationships, where you are in life, your area in life. The definition of value changes from person to person. 
Your definition of what you value will change with age, because when you're 15 versus 50 or 90, what's valuable to you today is completely different than what it used to be. What is important to you, can sometimes change over time. For example, when I was 22-23 years old, making really good money was my main motivation and value in life. I had been in the military and travelled to 27 different countries. While I was in the military, I went to all these different places. What was kind of shocking to me was as gorgeous as some of these different places are in Turkey, Italy, Spain, France, Javale, Iran, and Iraq; what's it worth if you have no one to share it with?  I would go to these different places and I would try to share it with somebody and I noticed that they didn't have the same appreciation or value of what I had even seen. What was the point of seeing the most gorgeous land, water, and mountains and trying the best food? What's the point of it if you didn’t have anybody to share it with? That made such a great impact on me. The military enabled me to travel to all these places but I wanted to be able to experience them on my own terms with someone by my side.  But this would take money.	Comment by Amanda Decker: 	Comment by Amanda Decker: How does this make you want money?  Needs to be tied in more
So as I got a little older, I started valuing money more. If I could just make another hundred dollars, it would somehow increase my life and I'd be better. I'll be more excited and I can get this new toy. Well after you've had quite a few toys and you've made some good money, you realize that money is actually pretty fleeting. Your perception or value of money changes from money is everything to money is a tool. One of the things I would advise is to never do things for the money. If you do things well, money is a byproduct of doing it well. This was an important lesson for me because in real estate people are always giving you opportunities to compromise. They will ask you what, you know, just tell me something. For example, last week I was doing an appraisal for a lady. And while I was doing the appraisal, she asked, “just tell me how much it's worth.” I said, ma'am, I don't really know yet. I haven't done all my research. I haven't done what I need to do. And so she asked me again and then she asked me another way and about six or seven times into it, you know, she's just really trying to find out what it's worth and I said, “Ma'am, “I said,” legally, anything I say in reference to value on your property, I'm legally responsible. So even if I knew or believed I knew, the second I say it, I just gave you a full appraisal.” So that's why appraisers will not give the information that they may believe because the second we say it, we have to be able to prove it. With that being said, what's the value of your words? Lots of times people say, you have to believe what you say. You'll have whatsoever you say. Well, one of the interesting sides of that is most people don't believe what they say. They don't even value their own words. So why should you value their words? They'll tell you they'll be somewhere they won't. Why? Because they didn't really value what they said. They said that they'll be there for you in a situation, but they're not. Why? Because they didn't really value what you said or what they said. If they don't value what they say, why should you value what they say? That's just a big part of value. Your perception, your perspective, your influences and even other people around you all change your perception of what that word value actually means.
Value’s not a fixed thing.  It can change over time. For example, traveling to wonderful countries and places. When you've never done it, it has a higher value. Once it becomes old hat, it's not as exciting as it was the first time. 

What are the five types of value? 
The five types of value are market value, value in use, investment value, insurable value and liquidation value. Those are the five basic types of value. 
For example: You have a computer worth $1,000 because of the information on it. But to me, it's four years old, it's only worth 50 bucks.  You're looking at it from a liquidation value. The market value of it, maybe $100-125 because it's a four-year-old laptop. The investment value, because all the information on it is worth $1,000. Why? Because I get a whole lot more that's invested in it than just the mechanical workings. Each one of them can have a value. I can take the information off of it and then sell just the laptop and then sell the information, which is now a different type of value. The knowledge is more valuable than the hardware.
The $1,000 represents your time, your mistakes, and what you've learned. It represents your investments and all the things that you've done and learned over time. So really that is just a container for something that's invaluable. Depending on who you are, if you're Donald Trump, what you know may not be very valuable to him at this moment because he's already at a certain level. But for a lot of people who are still trying to get somewhere, this could be the information to take into where they need to go.
If you look at people like Donald Trump and investors do you know what the most precious commodity in the entire world is? Knowledge. It's the most paid for and prized possession of any other thing. Not jewelry or gold or land. If I could tell you where a diamond mine was, I have knowledge that you don't have. So, is it the diamond or is it the knowledge of where it is that has more value?  A lot of people have something in their life, but they don't have the knowledge on how to pull it out. For example, I have several inventions at some point that I want to try to do. The problem is I don't really understand how to get it out of me in a fashion that's marketable. As you work and as you gain more knowledge, influence, and understanding, it gives you the opportunity, the knowledge, the insight in order to head towards that particular thing. So why are people actually broke? They don't know something. There is a scripture in the Bible thay says that “my people perish due to lack of knowledge.” Well, that's great. I don't know something and that's why I'm perishing. But then the next sentence is actually the one that really revolutionized my life because it says, "they despise knowledge because their deeds are evil.” The word evil could be translated as slack, lazy, or not willing. It's not just in a good versus evil mentality. It could be that you know you should do something and you won't do it. For example, I could give you a whole list of stuff I should be eating. It's not the issue of I don't know. It's that I like that candy bar better. Lots of times we have the answer, we have the knowledge, we have the insight, but what's the real problem? We don't value it. I can trace any of your success or any of your failure to a specific instruction you decided to follow or not follow. There was something you knew that you didn't do. If we understand that there is something, we know that we should be doing and we start following or gear our life towards that then it will head us in a new direction. 	Comment by Amanda Decker: Insert reference
Lack of knowledge could cause your downfall. Also, not valuing the knowledge you have is a trap. But if you are reading this, you know enough to get more knowledge! 
The number one principle in this is, you have to be unbiased. You can have no personal preference, no prejudice, no preconception and no judgment. When I walk into an investment or into a relationship, I cannot assume anything. There's a certain amount of level of trust automatically given to the situation. That is part of being unbiased. Now as I am walking through the situation, I'm being observant, looking for features, things that set it apart, its differences, uniqueness’s, commonalities and those factors. I'm really looking for the differences in it that set it apart. What makes it “it”? This a applies to people, real estate, investments, businesses, speaking. What sets you apart? What makes you completely different than everyone else? If you're being biased or prejudiced, then you can't see the differences anymore. For example, the difference between black and white.  Black lives matter or blue lives is a big thing right now in the media. Well this one's white, this one's black, this one's blue, and this one's paint yellow. It doesn't really matter. But there's all these different prejudices.  They have to be very judgmental, they have to have a bunch of preferences, they have to have a bunch of prejudices and almost always, there's some preconceptions that they already have about the situation.  They haven't analyzed any of the facts. They jumped to all sorts of conclusions. It causes all sorts of riots and problems.  I'm not saying that there's never any injustice. That's never what I'm saying. However, how many facts do you know? What did you base them off of? And here's the number one killer to being unbiased. The number one: pride. You already know it all. You're not willing to listen to anybody. You're not even willing to look at the facts. You're going to say because of this or that, they’re right. I’ve known cops and they will say, “man, I've messed up. I've done some stuff I shouldn't do.” They're not perfect either. But you're also making the assumption that the other guy was perfect and he didn't do anything wrong. It's not that one was right or one was wrong.  I'm not saying that some people weren't just wrong. But in order to do that, you have to automatically assume that they don't have any value to what they're saying. The number one killer to being unbiased and not having an opinion is pride, because you already know it all. There's nothing else in the equation that you need to know to understand anything more.	Comment by Amanda Decker: Needs transition here
Always be willing to learn and to be teachable. The opposite of pride is saying, I don't care who you are, I've got something I can learn from you, even if it's how to be a bad example. The more that you and I learn, the more we know, the more you realize what you don't know. Keep that humility and willingness to learn. I think if people just realize you can learn from other people, you don't know everything and keep your pride down, strive to be unbiased. And when you recognize it in yourself, figuring out ways to deal with it and get rid of it.
As you realize that you need mentors, be careful because there is so much false information. How to find a good mentor is referenced to in the Bible. What's their fruit? In other words, look at what they produce. I was talking to a friend of mine who was trying to do a real estate deal but it wasn't going like he wanted and some of the people involved weren't really listening to him. I'd given him some advice on some other properties, and he had sold both. Now he was sharing this knowledge with his realtor, but they weren’t following the advice.  Well, he sold the other two properties because they listened to his advice, which I had given him. But on the other one they went and didn’t listened to them. So, is it that my advice is wrong? We'll find out. See the verdict on this last one is still open. But the one side of that is that what are you willing to listen to? What's their fruit? 
There's a realtor and I won't bring her name up, but I don't like the woman. I told my friend; I think she's mean. I mean, just mean. I said, but she can sell real estate. It has nothing to do with if I like her or not. See, sometimes people think that in order to learn something from someone, you have to like them. Some of my best mentors have been people I almost hated. A previous boss, Dan, was an excellent guy. When he had trained me, he would always say, “Decker, you're a rock lips”. And he was just so rough, but the man was excellent at his job. He could pick stuff apart on my appraisal. When I started training I would eat my lunch in like 10 minutes. He would ask, “Well did you do this and did you do that? Did you do this and did you do that?” I'm like, no, no, no. He's like, “well go do it.” I'm like, well that's going to cost me five hours. “I don't care” was his response. And I'd have to go back. I didn't like him when I was doing that, that wasn't fun.  But I learned a lot. Several years later I worked for a VDOT doing eminent domain and condemnation right away appraisals. And Becky White was my boss and she was kind of my mentor on some aspects.  I would write a report and she'd go back, and she'd look at it with her red pen. She liked red. When she was done, I would say, it looks like my paper is bleeding to death. English has never been my strongest point. So, I surround myself with people that are excellent in English, such as my wife. My wife is a linguistic person, she has linguistic thought, she understands words, she sees words. And so that's part of her mentality. Whenever I write something, I hand it to her and she's like, well if you don't like my corrections, stop giving it to me. I said, but you're so good at it. This is what one of the keys, is she's good at it. What bothers me is that I don't feel like I get any better. I do my best. I try to learn, I really practice what she tells me. I go spend like an hour correcting it, I send it back to her and it is still bleeding to death when she is done. I'm like, come on! It's not about your liking them. What kind of fruit do they have? What have they really done? A lot of people don't want to get honest about their weakness.  Find someone who has a strength that pairs with your weakness.  Also, look at yourself to see what value you are bringing.   Many want to tell you what they believe they've done, but they really won't get with people and say, what have I really done in you in your life and let's have a real honest, open, unbiased perspective.
A simple principle is to never do lunch alone. One of the least expensive training programs you can ever do is take someone to lunch that has knowledge that you don’t. Strategically picking who would do lunch with every day. Offer to pay half if not all the time. For a $10 meal, that is not very expensive. You get to pick somebody's brain who's extremely knowledgeable or successful in a certain area. If you wanted to learn finance, who's the most successful person with financial numbers? If you want to learn real estate, who's the most successful realtor? You have to get beyond personal likes to receive the knowledge, the training, the mentoring, the instruction because that will make you better.
For example, Hell's Kitchen Chef Ramsay. In that TV series, he's a chef who goes to restaurants that are usually failing.  He goes in there and he uses his knowledge from starting successful restaurants and he y just overhauls the entire company. He has knowledge that they don't have in reference to restaurants. How to get people to come in, what people really want, what people don't want, different ways to implement it, how to deal with different people. But he can be kind of vulgar on the show. Something that I find interesting is that he will say, I'm not really like that.  He has kids living in England. I heard him say, as a real person I never cuss. He said, “I have kids and a wife. I never cuss. I do that for effect because I need them to realize in a short amount of time that they have to change or they will suffer or they will die or they will lose something.” He uses an abrasive persona to break through their biases and get them to pay attention.  Why would he need to do that when he has so much knowledge?  People let their emotions keep them from receiving knowledge. 
That’s in the military. One of their number one things is they're going to get rid of any of your biases and any of your opinions and they will wake you up at four o'clock in the morning and run you until 12 o'clock at night to make sure you don't have them anymore. And they did not care about how you feel. Nope. It's irrelevant. They want to get the mission done. 
From studying PTSD, I learned that there are four core elements of a soldier. They never give up, they never quit, the mission always comes first, and you never leave a man behind. That's the core principles which are instilled in them, which also can mean it can become a biased. It's not that the principals are bad, but you have to make sure just because it's a principle that you haven't allowed it to control your entire perspective on life. 
Another example is a CPA, they will change your outlook of how your money is supposed to operate. They start talking about ledgers, and that is a positive asset but we're going to go ahead and negative it out and you're like, I don't understand. They start doing funny stuff with your numbers and your money and you look at them a few minutes and you go, well why would you do it this way? Well because if you do it this way, you get to see that it's a positive on the back end in your life but it looks like I'm losing 10 grand. Why? Because they have a different perspective. They have a different outlook. They have knowledge you don't have. I learned a lot from Robert Kiyosaki and his book “Rich Dad, Poor Dad”. He said he didn't have the ability to do sales and he was talking to his mentor, the rich dad, and his dad says, well, if you need some knowledge in that, he said, go get a sales job. So he went and worked for Xerox. He had hard time calling people, a hard time talking to people. Why? Because see, we have this perspective that they don't want to buy. We have a perception; we have a bias that they're not really interested in what we're offering. That's a false perception based from a previous preconception judgement or prejudice or preference. So, what we do is we think, they wouldn't want that. Based off of what? How do you know? Did you bother to ask? Did you get in any information? What are your filters? What filters did you come up with and how did you get them? 
 
There are several methods of how you determine value as we begin to understand it better. The top methods are abstraction method, allocation method, paired analysis and cost approach. For your more technical people, you'll find out there are literally hundreds and thousands of different sciences and analysis that you can get into.  It can get super complicated so we're not going to get into as many of them. The first one is called abstraction method. It is the concept that once I find out how much something is worth or one piece of it's worth, then I can pull that from underneath whatever it’s in. In real estate, abstraction method would work best for land. To find out what the land value is, and this is specifically used in insurance, they'll find out what the land is worth for instance if the the house burnt down. They'll know that the value of the house was x, y, z minus the land because that's how your insurance works. It never actually includes the value of the land unless you have a different type of insurance. Then they'll give you a value based on the house replacement, not on the land too. Because the land is not insured because it is still there. That is how they do an abstraction. That's how they figure out how much money they're going to give you. So, how does that apply in other topics like numbers, people, time and influence? For a person, for example, if you are a speaker and you go to an area, if when you show up 10,000 people come to that area because you're there. That shows your worth in that environment because someone else can come into the same coliseum to the same area and they only attract a thousand people. So how much is their worth? See, it's separate. When it comes to volunteering, if you're a volunteer and you're helping and you're involved in different things, if you step out of it, how big is the hole? If the hole’s big, that shows that your worth was high. If you have little value, then you can step out and nobody will notice that you left. This is why a lot of people get mad, because really their imprint on life is small and then they say, well, why does nobody care? Here's the question. What did you add to other people? Because that is part of the determining of the abstraction. So in other words, when I pull you away from that relationship, job, environment, or volunteer position; when I pull you out of it and if there is a great impact or no impact, it's based on what you added to it. Seeing a lot of people get mad, they're like, well, everybody left me and nobody's hanging out with me. Here's the question. What were you adding? If you weren't adding anything then that would probably be a good indication on what your actual value was to that situation. And I know that's probably a little harsh in some aspects and sometimes people don't know how much you're worth until you're not there. And that's okay. My philosophy in life has been that I'm gonna add so much value that when I go that everybody's going to notice I went. That's a personal decision of mine. 
Now the next one we're going to get into is called the allocation method. Allocation method is more of an allotment. In other words, you allow a particular thing to be set aside for the value to be determined. 
The last two are paired analysis and cost approach. Paired analysis is, for example, how do I compare against? In real estate, how does your house compare against another house? There are rules that go with that and we'll get into that later. That's where it gets really, really detailed. That's where you start looking at every individual part of it. In a speech class, one of the subjects I did it on was apples and how to determine the value of an apple. And you would think, okay, well that's ridiculous. It's an apple. What's the big deal? There isn't one. Unless of course, say you're a investor and you want to invest in an apple farm. Do you get Gala apples? Or Granny Smith apples, or Fuji, or any other apple? Well, do you know there's a marketable difference between each one of the apples. But they're red. Some are different colored red. You can get red or green sour apples because they have off breeds. Well, how much is that worth? You would have to compare it against other apples. For example, within the apple groups you have small, medium, large, and extra-large. Is there a difference? Yeah, there is. Why? Because some of them look better in pies. Some of them don't. Some of them are a little hardier apple than other apples. And so, they cook better. Each one of them has a preference. Some of them freeze better, some of them do whatever better.
But how many different things are you looking at? When you go in a relationship, what are some of the things you're looking at? There's a minister that I heard do a five-minute segment on relationships. And he says, what questions are you asking? And I just love it. He said, because when you're in the dating process, I believe that relationships really tend to make it or break it in the selection process. This is where a lot of people miss a lot of things in life, is when their paired analysis is off. They didn't bother to ask any questions. In relationships, some of the things you should know, do you live with your mama? How long have you lived with your mama? Can you pay your rent? Is that your hair? Did you buy that hair? Is it paid for? Are you in debt? Are you not in debt? How much in debt are you? What's your relationship to soap? Do you believe in taking a bath once a week, every other day? Or do we have an issue with taking baths? And so again, what questions are you asking? And if you're not asking them, then your analysis is always off because you don't bother to ask any questions. A lot of people will say, I'm a great help. Are you? Are you a good help? Because if you never bothered to ask the person you are helping, if you were a good help, how can you prove that you're a good helper? Here's a fun one. What do companies do? They do an evaluation process for performance. What are they doing? They're doing an analysis or saying, hey, these are what our expectations are. Here, this is what we need you to do. Based on how good you do; you may get a promotion. Based off of what? Paired analysis. Why? Because they're looking at you in consideration against all your other employees. If you are surrounded with a bunch of great employees, you might not stand out that much because of where you are. Location, location, location. And so, if the location is where everybody is top notch and they're all NASA employees for example. NASA, there's a bunch of geniuses. You're a genius. Do you look like a genius? No. You might look stupid. Why? Cause you're surrounded with the world's geniuses. So, you might not look that smart. Well let me go stick you as a Walmart greeter. Now suddenly, you're boy wonder. Regardless of where you get placed, your position or your value can change based off of where you're placed. I can't count the amount of people that you'll find out about in this series that when I moved here, everything changed for me. When I had this speaking arrangement or this event or this thing, I change. Here's always the mistake. Why didn't you move sooner? Why didn't you know that where you were at was actually depreciating your value? You have to go back to are you just being biased? You think you're the best thing since sliced bread, but you've never had anybody take a bite of you. 
The other one is cost approach.  It's just actual cost. This is where companies determine how much they will pay employees. Companies look at you as a dollar symbol. In other words, I have to invest x amount of dollars in training. I'm going to pay you x amount of dollars. You're going to return x amount of dollars to the company. In real estate, it costs $100,000 to build the house, te land was $40,000, additional improvements is $10,000; so we're going to sell the house for a minimum of 150,000. But we want to make $25,000 in profit. So, we want to sell it for $175,000. That's raw cost. The $25,000 is not cost as an entrepreneurial profit. The entrepreneur says, if I can't make $25,000 then I don't want to do the deal. And so that's his cost for him doing the deal. So, every bit of that it's cost. Now cost is the easiest thing in the world to really determine because it's a set of guideline that never changes, no matter who you  talk to. You can buy the software, you can buy the people, you can look it up on Lowe's and that's just basic research. But a lot of people never bother to even determine the cost of a project before they start the project. And then they wonder why at the end of it they can't finish it. And then on top of it they will argue with you when you tell them what is needed to finish the project and they'll argue with you based off of their own bias, based off of their own opinion, based off of their own pride and prejudice. And they'll say there's no way you can do that for x amount of dollars. And you go, but the cost is, and you show them some numbers. 
I don't care what you do. I believe you can succeed at pretty much anything and in regardless of what market it is. And so, I'm very, matter of fact, I started my company in 2008 right in the middle of the crash. That's when I started it. And so, and we started, it was $7,000, cause that's what we had. So I valued what we had. Now it was an interesting year. I didn't make a lot of money the first year, but within three years, actually within 18 months, the company was debt free and we did it, basically debt free with an initial $7,000 investment from savings. We paid that back within 18 months. And then we branched it out to three cities with coverage in 18 months. And I did it debt-free. I believe no matter what market it is, you can do good. And so, while I watched a lot of other companies and appraisers quit, we were doing better and better each year. 
We're going to get into a highest and best use analysis or principle. And the top one I want to talk about is called physically possible. We'll talk about health for a minute, how does this apply to say your health? Is it physically possible? People may say, well, I can't get in shape because I can't run a mile. Well that's true. Can you do one jumping jack? Can you do one sit up? Can you do one crunch? Can you do one leg lift? If you can, it's physically possible and you are on your way to getting into the best shape of your life. It's not that it's not possible. So, is it feasible? It's called a feasibility analysis. The answer is yes. So, is it possible, is it feasible for you to be able to go from 300 pounds to 200 pounds, or 200 pounds to 150? The answer in a lot of cases is yes. Now if you're like my buddy Dave, he's a big guy and if he went down to 150 pounds, he would look like, he had been through a torture camp or something. And so, because he's just a big guy if he were to go a 150 pounds, it would not be beneficial to him. And that would bring us to the fourth point on that, is it maximumly productive? Answer’s no, it's not productive. It's not beneficial. It would hurt him in order to do that. So, the four parts of best use analysis are is it physically possible, legally permissible, financially feasible, and maximumly productive. This applies to literally every single area of your life. And a lot of these principles are not known outside of real estate. When we do inspections we have to look at all these different sides for every piece of property. Now as you've been doing it for years and years, you get faster and faster at it because you have more knowledge, more basis, more understanding. You know what to look for, what not to look for. And like I told people, when I do inspections, it's not that I look for everything that I'm supposed to look for. I look for what's not there. You see, sometimes people get so used to looking for what do I get? What is the benefit that they fail to look at it and go, what's not there? For example, in relationships, if you're having a relationship with somebody, but you have no comradery, what's not there? So, do you have a relationship? Probably not. Why? Because there's no comradery. Something's not there. So sometimes people want to say that, oh yeah, we could have the best relationship we're allowed to cause it's legal, it's even financially beneficial. And you know, then you get to maximumly productive and you go, well, um, it's not really productive because they're not a nice person. And so, they're really toxic. Ask yourself; what is true, how do you know it's true and what else is true?  Just because you can have a relationship with them just because it's legal, just because it's financially feasible, and you're allowed and it's a great thing and it's not going to cause any problems. Does that make it good for you? It doesn't make it maximumly productive. 
If you study productivity, then you have heard of the seven habits of highly effective people and time management and all that good stuff. What I’m talking about here is related to the Pareto principle with people don't know. You may have heard it as the 80/20 rule. We're constantly looking at our work, our relationships, our finances. We're getting – the rule is you get 80% of your production out of 20%. So really, it's a constant analysis, if you will, of where am I spending my time, what's making me my money, if that's the issue. If it's relationships, it's a lot of times who am I spending time with where, you know, there are people you're going to have to spend time with certain people if you're in leadership that it's going to drain you. But when you're building your personal relationships, whether they're mentoring or friendships or anything like that, I'm looking to either be built up or at least not drained. You know, when you can get around people of like mind or really a positive attitude if you will, but you feel like, man, I'm not drained with this person. I'm energized. And so the concept here, what you're talking about is getting rid of the situations that you may not realize, but 80% of the things you do, the people you hang out with, the time you spend is only producing 20% or less. 
For example, I know if I will get up by 7:30 or eight o'clock and be sitting down in my office chair by 8:30, that I can get more work done between 8:30 and 12:30 than I ever get done between 12:30 and seven. Why? Because that is my 20%, why? Because that's my highest energy, my highest motivation, my highest concentration level. Those are the times for me. How did I determine that? What is your life cycle? That's a real estate term. There are four basic points to it, is growth, stability, decline and renewal. So, first thing in the morning, I'm not super active for the first hour. I'm actually more on a decline still. But then I renew by 8:30. I'm growing, I'm happy, I'm excited. And then I'm happy to work and that last until about 11:30. Well then, I start flatlining. I become stable and about 1:30, two o'clock I started declining again. If you listen to people you can find out pretty quick where they're at in their life. So how does this apply to knowledge? How does it apply to numbers, people, time and influence? If you're not growing, you're either stable or declining, period. Period. And the only way you renew is to stay in a perpetual state of growth. Everybody around you is either moving forward or not. If you are not improving, you're getting passed up by somebody else who's on the hunt.
If you are not growing, you are either flat or declining. You can’t continually grow without doing some renewing. You can renew in a lot of different ways. You can renew yourself by refreshing yourself by learning, by spending time in your interest. One of the rules that I learned to do several years ago is surround yourself with things that energize you. It can be music, it can be people, it can be relationships. I don't have a problem with spending time with people. I don't even have a problem with spending time with people that aren't nice people. But you have to be aware that some of the people,  (we'll talk about this in great detail in the people subject), if you're not aware of their personality type, then they can drain you, which means now you're going back down, so you're declining. You have to do something to bring yourself back up, otherwise you'll just keep going down; which means you're no longer growing. 
And that's where you can take a very positive person, stick them in a very cynical environment and over a certain amount of time, they’re no longer growing. They're only declining. They're not even stable. They're not a good employee no more. They don't even want to be there. Why? Because of the people that they're surrounded with because they're not being renewed. This also works on the employer's side. If you're not giving your people some motivation for them to grow, then you're going to lose them by default because they can't go anywhere. So, they'll become bigger than your organization because they've been growing on their own. And if you don't give them a platform to grow, they'll leave. It's not an insult when people leave. The question is, is why did they have to leave? So, if you didn't bother to ask them and take it personal you miss an opportunity to grow. Ask; hey, why did they do it? Was it me? Was it someone else? Are you offended? What was the offense? Was it just one time? Was it perpetual? Do you feel like you have an opportunity to grow? What do you feel your impact? What is your passion? What excites you? Etcetera. All these types of things cause them to either decline or renew. And if they're not declining or renewing, there's no growth.
In the Seven Habits Of Highly Effective People, this is part of what's called the sharpening of the soul. Covey talks about how every person has four elements. They need to constantly renew your physical, your emotional, your spiritual, and your financial. Same thing with every business. The businesses have the same four basic areas and they need to renew on. If they're only focusing on profit, they're going to lose their people. There are companies that have a great social value; you know, give back, type of mentality, especially in nonprofits. But if that's our only focus and they don't catch up on the financial side, they're not going to exist. Then there's the people side, your culture in the company. So, you've got to not only have a good healthy culture but also your staff training. This whole concept of value is a underlying principle. And I think you'll find it in any solid management training. Self-help. The Bible. It's the DNA of any of these success principles, value.
Once you really start to understand this, you get to start asking your questions. This is one of the real keys to this. Ask these questions to yourself. But not only that, find three or four other professionals that you know, that you trust, that you that are for you.  We'll get into how to determine that in the people chapter. But make sure that you get people that are for you, for your success that they're not just being mean and hateful. Go ask people; how am I in this? How is this business really doing? How is this really doing? And then seriously consider, do they have a valid point? Do they have some hard facts behind this? Are you really willing to listen to that? For example, a lot of the reality shows they have an intervention. They'll have them go into a room and their loved ones have written letters or cards and they have a shock effect moment where they all talk for real to that person for that few minutes. Why would you do that?  Because you need a shock to reality to show what you've been valuing based on what other people have seen. And if you're not willing to do that, you've deceived yourself. 
To grow you need to getting people involved in your life and really looking at some of these hard principles. Look at, what's physically possible? Is that legal? Is it financially feasible? Is it maximumly productive? Well, just because you can do something doesn't mean you should. And just because it will grow doesn't mean that it will be stable when it's done. And so, you have to make sure that whenever you're looking at these, determine, what is true, how do you know is true, but what else is true? Maybe you can go make $10. I agree. That's fine. That's great. And if you do it a thousand times, it starts making a difference in your life. And so just because I can, what else is true? Well, what if it is destroying my health? There was a man, he had some health issues and the doctor said, hey man, if you don't change your profession, it's going to kill you. Well, the doctor had an opinion. You can say, well, I don't believe in doctors. Well, that's fine. So, he decided to listen to the doctor. He changed professions. They gave him six months to live and he lived like 40 more years. Why? Because he listened to someone's opinion. Oh, lots of times doctors will tell you, you know, hey, you need to lose weight. You need to lose 10 pounds. You need to drink more water. All of the things you know you should do, and some weeks you do better than others. But nonetheless, if I'm not willing to listen to that advice then I'm not valuing my health. If I'm not valuing my health, then if I die a 10, 20, 30 years old, whose fault is it? We can listen to professionals. It doesn't mean that they have the final say, the final authority and nothing else can change after that. For example, my dad, he was in a horrible accident when I was a kid and basically had his foot ripped off and the doctor says, you'll never walk on it. He said, “yeah, I will”. And they said, “we're going to have to amputate it.” He said, no, “I want a different doctor”. So, they went and found them, a different doctor. The doctor says, you're crazy. But we'll sew it back on and we're going to pump you full of cortisone and in 15 years your leg will be fused together. He said, “Okay, great.  Sew it back together, but I'll never take cortisone.” So, he didn't take cortisone. Then he got a deal with the pain for 20-25 years with bolts and screws and nuts holding his leg together. And so now finally, he walks on it better than he's ever walked on it in his entire life. Thank God for His mercy and His grace, but just because someone has a final opinion doesn't mean they know everything either. But it doesn't mean you don't listen to them. I'll give it on a different personal example, my son was diagnosed with ulcerative colitis or Crohn's disease and they said, “We're going to have to cut out 25 foot of his intestines”. I said, no thank you. You're going to find another way. And said, well, there is this experimental drug called Humira. They put him on the drug, and it worked very successfully for several years. Well, just recently I saw a post and it says what they may have found the cure for Crohn's disease. Well, that's fantastic. That's great. But just because I value someone's opinion doesn't mean that it's not physically possible, legally permissible, financially or maximumly productive. So, I can apply these principles on any subject. I don't care what subject it is. I can apply these principles to every single subject. If they had cut the 25 foot of his intestines out, how many problems and health issues would he had. So just because it could doesn't mean it wasn't, that there wasn't a better, more productive option. For example, they could have cut my dad's leg off and that would have been very physically possible. It was definitely legally permissible. It was actually more financially feasible. It would've saved them a lot of money and doctor bills and all sorts of stuff because he wouldn't had to stay so long and so on. But to him it was absolutely not maximumly productive. And so, he had his own value system. He had something in him that said, and he wasn't the only one, he was talking to his wife, which is my mom. And she also said, no, you'll be fine. And he was. Now did he have some trauma? Did he deal with some things? Absolutely. It's not that we don't ever go through things in life, but that means that we can apply these principles so that we always are growing. 
The next section we're going to get into is supply and demand. To me there are four parts that make up supply and demand; they are desire, location, personal preference and perception. One of the things is it's based off of people's belief on how desirable you are, where you're located. You can go from one location to another and you have different worth. So, if you go from one company to another company, they'll pay you different. Why? Because you have a different worth to them. There's something that you might know that sets you apart. This is how it's beneficial for you. Supply and demand also comes with its own analysis. It's considered in the real estate term, it's called a market conditions report (MC). 
So that gives me a basis of some consideration. And so I'm looking at an overall location. So that's how it starts. What is your location? So, and a particular organization, it could be a church for example, where is your church located? So you may have one level of desire or one level of a preference or expectation or demand in that particular location. But the second you move to a new location, you have a new demand. And so you, you may be more desirable or even less desirable. If you go to a church that is a only a hundred people, you can be really important if you're the top 10 because well you're of the top 10. But if you're in the top 100 and a church that has 20,000, you're probably still not nearly as important. And so, again, cause those are location also is based off of perception.  The first part of MC is location.  For example, you can go up into DC and on one side is Maryland and on the other side is Washington, DC. On one side of the street the houses are worth $200,000 and you cross the street and it's worth $400,000. Why? Because there is a district line there and because that line is there, it now has a new location and so therefore the perception is different and plus too, the legalities are different. The second you cross that line, you step into new legalities. If you step into new legalities, you have a new demand. And so the demand for one location is more desirable than the other. Why? People's personal preferences and perception. Perception and personal preferences can be changed. Change your location and you can change your value.  This can be beneficial because you can live in one area and go to another area and people's perception of you is different. If you don't think this is true, and I'll bring up an example from the Bible. Jesus could do no mighty work in his own hometown. Why? People's perception, they said is this not the carpenter. So just because you grew up in an area and you can't get people to listen to you, you need to realize if they did it to Jesus, they'll do it to you.  Don't think for just a second that, that this is abnormal. Some people's perception of you will never change no matter what you do. And so, you need to be aware of that. You also need to be aware, sometimes you have to go to a different location. And that's also okay. Sometimes what you desire will change. Based on what you desire, that gives you different personal preferences, which also changes your demand. For example, if my preference is to only work 40 hours a week, I may be limiting someone’s desire to hire me. 	Comment by Amanda Decker: help
My supply of available time is limited. Therefore, in a marketable sense I may not be as good in that situation as the next guy. This brings us to our next subject, which is called substitution. The principle of substitution is based off of a mentality that something else is there that is in comparison. In other words, I own my home because I just bought it three months ago. So, what's a good substitute while the guy that bought the other identical ranch next door. So, it's considered a substitution and so I can't have that one because it's already owned. So I want this one. And so when you understand these principles coinciding with each other, then you can actually cause them to work in your benefit. And if we can't apply this in a way that is beneficial to us, then what's the point of information? Because if it doesn't actually work in your life and it can affect your relationships, it can affect your job, it can affect your income, then what's the point of having information that doesn't change your life? In this principle of substitution, there has to be something that's in comparison. Well, if you're in an area where a position has been filled but they need another one, if you're identical or greater, then you become the substitute for that position. If you're a substitute long enough, you become of greater demand than the previous person, which then gives you promotion. And this is where lots of times people say, well, I can't get promoted. Well that's because nobody demands you to fix anything. Why? Because you don't have any knowledge, or you don't because you're a bad substitute. 	Comment by Amanda Decker: huh?
Take a substitute teacher. My kids, I have a 13 and a 16-year-old, and they have substitute teachers. Well lots of times the substitute teachers do not have the same educational experience as the regular teacher because they’re a substitute. And so therefore when they go to teach the material, they don't know it to the same degree as the original teacher. And the students say they're a bad substitute. It's not that they don't have knowledge, it's that their demand is not as high as the normal teacher. But they're a great substitute because they have some form of knowledge. Now other times my kids have said, oh, they're the best substitute ever. I don't know why they're a substitute.  One example, the substitute teacher knew like 12 different languages. She's was teaching Spanish and she has like three master’s degree and she does it for fun. Not because she must, but because she wants to. So, she's an excellent substitute for that position. Therefore, she is at great demand. Why? Because she can teach 12 different languages. This is why this knowledge is so important, because it can change the demand people have for us. 
What about substitution value? For example, a substitute for gold, it could be said rose gold still gold, but it's a substitute. Some would say, okay, well silver is a bad substitute. Why? It doesn't have the same worth. It doesn't have the same color. But some would say, okay, well, I will take this for that. At one point your darker diamonds were actually less valuable. They were not considered as valuable because they were not as clear. But now colored diamonds are really making a huge comeback and so therefore the value has exponentially increased because of their perception and because of people's personal preferences. Why? Because the marketing has went insane to say, hey, you got to go buy all these colored diamonds. And so now it's chocolate diamonds and black diamonds. So that's where the supply and demand changes everything. And sometimes in order to change supply and demand, they will change the name of something. In other words, it's the exact same thing it used to be, but they change the name of it. And so therefore it has a whole new value. A lot of your entertainers are known for doing this. They have two names, their real name and their stage name. They changed their value because they changed their perception by changing the name. So, the product hasn’t changed, it's that people's perception of the product changed because the name changed. Hootie and the Blowfish would be a great example of that. Darius Rucker, he could not go from pop to country until he changed his name. When he changed his name, he changed his perception. Therefore, he went from a pop guy to a country singer, all because he changed his perception. This works in literally every single arena. There are hundreds of books on location and perception, mind and understanding the mind, how we see things and changing our paradigms, and all these things. There are all these books, there's all this information and most of it by and is actually pretty good. It's not wrong to learn all these materials, but if you don't know how to apply anything that you learn, it'll never do you any good. 
And so, we're going to touch on the last topic in this set of series. After you've done all these things and you understand what you're substituting against, what the general expectation or demand is for the area, what people are after, what they're wanting, you've realized that you're physically able to do it, it’s legally possible, or permissible, that you've got enough money or that it's going to make enough money and you've realized that these key things are in the area. You realize that, hey, this is growing. We can cause it to be stable. We know how to renew it so that it never stops growing. And we now know how to avoid decline. And if we do start to decline, we know how to cause it to go back up. We've looked at different methods such as abstraction method, allocation method, paired analysis, and cost approach and so we know what others are willing to pay for it. We know what it's worth all by itself. We know what the actual cost is. Once we've done that basic consideration, the last step of this is called a weighted analysis. The reason why a weighted analysis is so very important. It's really the last consideration and this is where you take all your facts, all your information, all the things that you've learned, all your gut, your intuition leading, all those things and you take it and you put it into one thing and then you actually assign specific numbers or specific qualities to each one of them. In a weighted analysis, that's where you would say you would take your sales or comparisons of individual people based off of all this information based off of all the demands. And this is where you actually assign a percentage to each. So you'd say, I give A apple a 20% consideration against B apple because I think B apple is worth 50% and so, to relate it in real estate, what I would do is if I had a ranch that was 1500 square foot and I had two ranches that were also a 1500 square foot, I may give them 50% of the consideration between those two. I could have six more, but they're, you know, 1200 or 1100 or 1900 square foot and they're just so far off on east side and I might give them, you know, five or 10% each until I reach it a total of 100%. Whenever you get done with your weighted analysis, you always have to equal 100% because that means that you're a 100% determined that this is how you've decided that you're gonna make your decision. If you can't get to 100% and you're saying, hey, I don't like this one, this one or this one, then you may need to just wait until you can find out some more facts until you get something that says, hey, this is what I'm trying to do. And so when you get those together, you get that weight together and you've looked at it. This is where you actually give the overall weight to the individuals based on your facts. So this is how you determine what it's actually worth. If I go here, what am I worth? If I go into this new position, what am I worth? What are they after? What is their demand? And if I go to school and do this, how much am I marketably worth after I get done with it?	Comment by Amanda Decker: Chart or bullets?  
This is the beginning of understanding how you can actually impact value in your life. Whether it's changing your own value, change the value of things that you're doing or things that you're looking to get into or purchase or buy or do. What people may not realize is once you learn how to determine value, perceived value is when you begin to understand what goes into it and you can change it. And that's going to be one of the big things we talk about at the end of the training here. People really need to get this because to me, the weighted analysis is kind of the grandfather analysis of all these other ones.
What is true, how do you know it's true, and what else is true? When you have done a true weighted analysis properly, it will almost always destroy most people's perspectives and opinions. And I think that's such a crucial thing because I've done real estate, I've done teaching, I've spent time with people in a lot of different situations and almost always if you get rid of all bias, if I can get rid of all your personal perceptions, judgments, and misconceptions and if I can get rid of every bit of it and go back to the real basic roots of what something's really worth, then you can actually put numbers to it. People don't really want to do this because sometimes it can be quite sobering. I'll use myself for example, I'll tell on myself quite frequently, if I believe that it will help somebody. In my first marriage, I had this mentality that I was worth all these things, that I was such a good guy. I was this, I was that. It's not that I was not necessarily some of those things, but the problem was is I had all these opinions based off what I thought. But if you were to stick me in a comparison against other guys I wasn't doing so hot. And people say, well, how can I make it different? Well, how are you waiting? What are you adding? See, because the second you add something it changes the weight, which means you can change the weight. Which means you can change your equation. And like I've said, if I can change what you value, I can change your life. We do that by changing what we are adding to the equation, sometimes this can make or break a successful deal. In Franklin Covey's Seven Habits of Highly Effective People, he says that every situation should be win, win, win. Everybody must win every single time. And if everybody's not winning, then the question is what are you adding? If you're not adding to them, then you are a subtraction and don't be confused or shocked when you have lost your value. And they no longer need or want to be around you because all you have done is managed to take, take, take because you stopped adding to them and so therefore, your weight changes. 	Comment by Amanda Decker: Wrong word?
Now how does that work in business? If you're doing a deal, they call it soft value. What can you add to the equation that makes the deal more appealing? And you can look at things like the art of the deal, different types of speaking, habits, all add things to the equation. How you talk to people, how you shake their hand, how you smile to them, how you give them a hug, how you're there for them, how you build a relationship over years. And it can't be about the deal. It must be about the relationship. Why? Because you need to care about people, because if you only care about the money, you're not really adding anything to them, you're only trying to take from them. And this is why a lot of people in sales aren't good at sales, because all you're doing is taken from people, you're not adding anything to people anymore. And so therefore when you come back around, you can't get anything because they have nothing left that's been added. This is not about the cost, it's about what the value is, what has been added, what has been contributed, what are you putting in them that's changing their life? And if you never bothered to ask them, then how would you know? So, to go back to the business deal, what are you adding to them? Well, that's marketable. You can look at it. You know, if it's a blender, if it's the Ninja blender, it's a new way of cooking. See, people don't buy the product. They don't buy the specifications. They buy the benefit. They want to know what this adds to my life? If you don't let them know what you add to their life, then why would they support you? And really people buy those things because they want to know what it adds to them. Does it save on time? Does it give them more influence with people? Does it put some more money in their check book? Does it give them more knowledge, more information? If you're not adding something into these people, almost always your company's not going to succeed. And even if you are adding something, if you're not being a good substitute against other people, you'll still end up losing out because all your other competitors are beating you. I look at you and you provide the same product as the other guy and you're twice as much. It's not that I have a problem with paying you, if you do better work, then that's different. Why? Because you are adding something that the other guys aren’t adding. Well, lots of people want to act like their product works the best, but they never bothered to ask anybody if it really works the best. Weighting is based around this principle. What are you adding? Every time you add something, it causes a separation between one thing and the other. And that's where that abstraction is. What is it worth all by itself? You know, for example, Warren Buffet made the comment that there's three things he always hired for. Integrity, intelligence and energy. He said, if they don't have an integrity, the other two will kill you. So, integrity was the highest value to him. And it's one of the rarest commodities in people. Because lots of people do not have integrity, they only have a desire for a paycheck. A desire of a paycheck makes your substitution very low because integrity cannot be bought. Somebody’s check or somebody’s loyalty that is only to a check can be. But integrity is a self-motivated desire to have character when nobody's around. And as my pastor has said many times, “you never know what's in the toothpaste tube until you squeeze it.” And integrity is proof that there's character. You don't get to know that until you start to weight some stuff. Until you actually start to stick it side by side with stuff and get real honest what you really are. What would be a practical way to do that? You don’t have to reinvent the wheel, just look around and see who is successful? If they're the most successful company in your town, there's obviously something you can get from them. And I'm not saying that that you copy people. It's that you realize and take some weight, some consideration to what someone has done that makes them successful. There has to be a key. If you're not paying attention to anything anyone that has to say because of your own bias, then you'll miss the key every time. Many don't like somebody that is critical. Man, I love critics sometimes. Sometimes. You know why? Cause most of the time they will give you the answer in their critique. For example, they'll say, well, you can't do that. I'll say, well, why not? Well, you're not educated enough. Oh well that's a simple fix. I'll go get some education. Well you can't do that. You're not articulate enough. Well great. I'll go take a speech class. You're not intelligent enough. You're not this enough. Well I can go study. Your best critic can actually bring your next promotion because your critic will tell you what you can’t do and they will tell you why you can't do it. Well, you can't do that because you don't have enough money. Well, great, I'll get some money. Well, you don't have enough supporters, then I'll get supporters. They'll tell you what your answer is. Well, you're too mean. Well, I'll become nicer. And it doesn't mean that you change who you are as a fundamental person. But for example, I have been known to be a hard person throughout my life. Everything is very black and white. I don't really believe in grays because everything's a mathematical formula. Since I don't believe everything's gray, I can tend to be very hard, harsh, and some people would say hardhearted. Well, just because it's a black and white issue doesn't mean that I can't learn how to be gentler, more kind, more softhearted, more considerate, have more empathy and be a better listener. 
If you will learn to apply these features and aspects and really apply them, it will absolutely change your life. It'll change your weighting. It will change how you look at things. It'll change when people talk to you. It'll change their opinion. It will change just every single aspect about everything that you do. You'll make better decisions, you'll get better advice, you'll have better mentors, you'll have better friends, you'll have better relationships. This is absolutely for every single person, for them having success in their life every single day.
The next point that I really want to get into are your five Ps, which are people, process, product, perceptions and perspectives. Now, I won't take any credit on the people, process and product. That’s from Marcus Lemonis on The Profit, and I want to give all credit to him, that's where I got that side from. But one thing that I noticed is you can deal with people, you can deal with the process, you can deal with the product. But the number one thing that I see him have the biggest problem with are the people having wrong perceptions or perspectives.  He has to do deal with this consistently. I do want to keep in mind that we've been talking about how to weigh things, how to keep things in a systematic order for understanding. The next segment is knowledge about people.  There are a lot of personality tests you can take to understand people's personalities. They have a lot of books on process. A product is usually whatever you're providing to them. There's a thousand different versions of understanding product material. But the top ones that I want to address are perceptions and perspective. 
Trust is proof of how others value you. So that's part of the weighted analysis. If people trust you, then they value you and the proof that they value you is when they ask you to do things or when they believe you when you say you are capable of something. So, trust is proof of how people actually value you. The other side of that is character and integrity, which is proof of how you value yourself. Still not understanding how weighted analysis applies? Well, weighted analysis is how were things considered? What character? If you do something, if you're willing to do something and you're not sure what comes first, well then that tells you that the integrity, character, or the consistency of your decision is lacking. And so, if you can't do the same thing over and over, where's the character and integrity? If you're always going to show up on time for work, always do your best, always….those are the parts of character integrity. They show that you value what you say, that you value what you're going to do. And so, when you're willing to consistently do things, then you are demonstrating how you weighted yourself, weighted your decisions. When you say, hey, I'm going to get up every morning and run a mile. If you run a mile for one day and then you quit, well there's not much in character integrity. So, that decision that you had is of very little weight to you. You didn't actually believe what you said because if you had character and integrity, it would have proved what you valued.
That's how people weight you. The first part was people and so how do you weigh people? Based off of your trust. That's how you value them.  How you weigh the people is dependent upon your trust, which can be based from research. Marcus Lemonis was asking a particular woman a bunch of questions, and she felt that she was being attacked in the questioning. And he just simply said, ma'am, I'm just doing my due diligence. The questions were so he could value her to a certain level and make his decision.
Every time I've seen people be successful in that show, it's always because they're willing to be submitted, to be humble they are teachable and recognize, I don't know everything. As opposed to the ones who have a pride issue. They can't run a business, they can't be successful or they can't partner with somebody. They either don't value themselves or they don't value the other person. The people component to me is really one of the most important things for success.
Albert Einstein made the comment, “information is not knowledge.” See, we're in a society where we have lots and lots of information, but information is not knowledge. Without any understanding, it's just information. What tends to happen, people have lots of information but they don't know how to take any of the information and apply it with any type of understanding. And so therefore they just have information, they have no knowledge. Leonardo Da Vinci said “all knowledge has its origin in our perceptions.” So, knowledge is based off of perception. 	Comment by Amanda Decker [2]: reference	Comment by Amanda Decker [2]: reference

Now one of the previous things I said was: are the people unbiased? They believe that their business is going to be x, y, z. Well Marcus Lemonis will say, the numbers are off. They’re over exaggerated. They're inconsistent with actual reports. They didn't do any of their research. In other words, there's no process. They'll have a product, they'll sometimes have the right people, but they might not have a process. Or even if they've got the people, the process and the product, their perception and perspective is wrong. And so therefore they'll say, well, the brand is everything and he'll prove the next year when they take the brand away that the brand didn't actually mean anything to anybody. It was how the ice cream tasted. So again, it goes back to an original solid basis. It gets rid of all fallacies, all inconsistencies, all biased, all predeterminations or prejudgments. It gets rid of all of that. If you don't understand people, well you're going to lose your people. But if your process is off, which you could be very productive at, you'll feel it. And if you just have a bad product, then you can also lose people. But none of them are actually as bad as your perceptions and perspectives because if those are off, it doesn't matter if you have the best people, the best process or the best product, you'll lose all three of them based off of your perspective and perception. 
Again, trust is proof of how you value others. So, if you won't trust people, then this is proof that you don't value them. What happens when you don’t value the people that you do have, you lose them becauese you don't value their opinion. And because you don't value their opinion, then they won't add to you the things that are available in them. The question is, are you consistent? And if you're consistent on a regular basis with people, then you will build a relationship. The stronger the relationship you have with them, the more trust that is built. Therefore, the more trust that is built, the more you demonstrate that you value them, the more that you value them, then you're adding something to them. Because now they have relationship access to you, now you're adding something in them that they weren't before. Then it consistently goes up and up and up because you demonstrate that you value them because you trusted them. But a lot of people say, well, I don't trust them in everything. Well great. Trust them where you can. And if your trust never extends any further, then that's proof to them that you don't really trust them because trust has to grow. Otherwise it has no addition. If trust is not being added, then it causes problems in the relationship. I was just studying through Christian Association of Youth Mentors and they said there's three basic types of trust levels. There's healthy trust which starts at, if you're doing a graph, it starts on the bottom left hand corner and it goes up at in a sense at a straight 45 over time. And so, the trust goes up but it goes up over time and it goes up at an even rate. Now you have the mistrusting individual. Well he starts out with actually a higher amount of trust, goes up very quickly, but always tanks out very soon and then starts building back up gradually. And so, it's more like a z format on your graph. Now the last one, which is considered unhealthy trust, they have absolutely no trust whatsoever and that goes on for a while and then they get – go up very high at a very quick rate because you passed that I don't trust you level. Now for most of my life I've actually fit in that category. I wouldn’t give you the time of day for some time. I'd find out if you're going to bother to stick around, once I found out that you were willing to at least stick around, then I would give you a little bit of trust. I'd see how you do with that. Once I realized you'll do good with that, I'll give you all my trust. But that takes time. Now sometimes you can increase that trust level through the other person by giving them trust that they don't yet deserve. You can increase the process or increase the productivity of the relationship by giving trust that they haven't deserved yet. You may believe based on previous record that they are still somewhat trustworthy and so then to test them on a new level. They haven't actually proven that they're at that trust level yet, but based on their previous record, I'm going to go ahead and put them in a situation that they're not really qualified for, I'll trust them, then I show that I value them at that level and so now I'm adding something to them that they might not even have. And this is where you can add to the relationship at an exponential level because if you have a lot, and if they'll just take a little bit of trust, you can take a person that really is not necessarily the best leader or ready, they'll be willing to come under and step up to the value that you set them at. Because you have a trust in them and they have a trust in you and they have some character and integrity and they value themselves. And so, but if you won't bother to put any trust in them, then it won't actually push them into that new level.
Often when you believe in people, they'll rise up to that. There's a book that I've recommended for years and it's an older book, but it's called The Friendship Factor by Alan Loy McGinnis. It's a short little pocket book. I actually cry after I read the whole thing at the end of it. It's all about people. The short version is the way in which you believe in people, good or bad is the way that they're going to respond to you most of the time. You know, maybe not 100%, but the concept is you actually have an impact on the value of the relationship you have with other people consciously or subconsciously. If you think, oh, it's going to be good, most of the time it'll be good. If you believe it's going to be bad, you've already predetermined your interactions, your body language, how you talk to people, the way you treat them. And they literally feed off of that. And they either rise or fall to the expectation you have.
Not everyone is going to rise to the occasion and people do need to be aware that just because I trust and then I can add something doesn't mean that they're going to hit that expectation. But the question has to come into it also of what were their perceptions in perspective? What was the standards you actually set? Because see, lots of times we set a standard, but we don't make the standard clear and so our belief that they didn't hit the mark is inaccurate because we didn't actually weigh them fairly. See, we gave them a weighted analysis but never told them any of the rules. They're trying to measure up to a bar that doesn't exist. Well, the question is, what's the bar? Well, they'll say, oh man, you can go all the way to the moon. Well, that's great. Where's the rocket ship? What's it look like? Because see, if I was an engineer and I'm building a rocket ship, then I would need x, y, z components to get there. But if you don't make the rules clear, but tell me I can go to the moon, then while I'm building it, I have no plan. And so therefore it regardless if you trust me or not, I can't actually hit it because my perceptions and perspective’s wrong. But if you won't lay out what the plan is, then you'll diminish their trust. They'll lose belief in their own character integrity because they stopped valuing their ability to accomplish anything. People start to devalue themselves because it becomes inconsistent. It switches on them. All the rules switch about halfway. And so now they go, well, I don't know how to get there. I don't know how anything's weighted. I don't know what the rules are. People like to know what the rules are. One of the quotes that I like says, knowledge is like money. To be a value, it must circulate and in circulating it can increase in quality and hopefully in value. And that was by Louis L’Amour. Herbert Spencer made the comment, “the great aim of education is not knowledge but action”. So, for me to teach you all of these things and there's no action, there's no benefit for you. 	Comment by Amanda Decker [2]: make a reference
Marilyn vos Savant said, “to acquire knowledge, one must study.” See, this is the studying part and the other half of that, but to acquire wisdom, one must observe. Now what's interesting to me is when you really understand, knowledge is such a key point to understanding to wisdom, man, you'll start learning like crazy. You'll see something and you'll go, huh, I don't really know that. I don't really understand that. And so that'll give you a different perspective when you look at it and you'll go, man, I really need to learn something about that. That is how you start acquiring massive amounts of information and knowledge because you'll realize that really, you don't know anything. It says real knowledge is to know the extent of one's ignorance. (Confucius) So the more I have learned, the more I have realized, I don't know. Socrates made the comment that “to know is to know that you know nothing. That is the meaning of true knowledge.” And the longer I've done this, the more I realize I don't know anything. I used to think, once I learn this, then I'll know so much more. But the more I study about value, the more about value I realize I don't know. And so, it's this perpetual building block. And so guys, even in this entire seminar, I cannot teach you the vast amounts of information and knowledge that specifically pertain to this subject. However, if I can teach you how to value things in general, how to value knowledge, how to value people, how to value numbers, how to value your time, and how to value relationships or your influence. If I can teach you how to value that properly, it'll change your perception. It will change your perspective, it'll change your paradigms. And if I can change your paradigms, then no matter how you look at the situation, you'll look at it differently.	Comment by Amanda Decker [2]: reference	Comment by Amanda Decker [2]: reference
There is a feedback loop. Those who receive the feedback where you're able to make changes and adjustments versus remaining static, and then valuing the feedback. You know, not every feedback you get is valid, but at least being receptive to it. That goes also back to the lifecycle chart. Are you in growth, stability, decline, or are you in renewal? In the growth or renewal process, that's where you must get some new feedback. 
As long as it doesn't go against a core personal character integrity value of who I am, who cares? You know, if pink sells better today than purple tomorrow, who cares? If that's what the trend is today, well great. If everybody hates purple and it's going to cost me $2 million on this product, I probably don't need to stick to purple. And this is where people get hung up on ideas. Just because it's your perception doesn't mean it's the majority's perception. Very successful entrepreneurs, businessmen, billionaires will all tell you, there's three basic products. You have an economy, a middle and a luxury. Why? Perspective and perception. Because see the luxury guy, he doesn't want it if it's cheap. He doesn’t want it if everybody can have it, because it would give a wrong perception. Somebody might look at him, oh, you have that? But if he says, no, I have the best one of them, oh, well then, apparently the perception is different. Marcus Lemonis made the comment, “Why would you launch a product without ever bothering to get people in study groups or looking at it and giving you some feedback or critique?” Are you willing to be unbiased? Are you willing to say, okay, I don't care how this looks, I don't even care if I like it. One of my friends, we'd done a real estate deal and he didn't like the investment house, but the numbers looked good. Many people say, well, I've got to love the house. No, you don’t. Why? Because see, you've got a wrong perception. You have a perception that is based off of what you like. You have a perspective that if I don't like it, I can't do it. Well, investors never care if they like it. They only care, do the numbers line up. Home owners care if they like it, not investors. So, the question is when you go into the deal, why'd you go into it? And then are you willing to pay for a perception or your perspective out of your pocket? For example, I've told people, I don't care if you buy a new car. I just want you to know when you drove it off the lot, you've lost money. Why? Because your perception that a new car means a better car. No, it actually doesn't. Sometimes the car that you should want is the used car because it has the fully luxury packages at the price that you can afford. But they'll say, no, I have to have a new car. Me personally, I like buying a car that's approximately one year old because that's your best value. The car has little to no miles, usually is in mint to excellent condition, and it's lost 80% of it's a depreciation already. Therefore, you get it at an excellent price. 
Which brings us into our next point. The next point that we're going to get into is the five types of value. You have five types, which are market value, value in use, investment value, insurable value and liquidation value. Market value is what we consider value from the normal perspective, the more specific definition is a willing and knowledgeable buyer under no compulsion that is willing to buy it. That is the abbreviation of what the market value definition is. Well, number one: can't be under compulsion. A lot of people say, well, I bought it at market value. No, you didn't. You bought it at above market value because you had additional perceptions, perspectives, or biased opinions that you put into the deal that are really based off you. And so, a lot of times people don't even buy things at market value. They just say it's at market value. You have to be knowledgeable and willing. Well, lots of times people go into it, they have no understanding about value at all. They go buy a house that needs $50,000 worth of work. The market will only support the house at say a $150,000 and they buy it for $110,000. So now they've got $160,000 in a house that is only worth $150,000. So, they lose $10,000 because they didn't buy it at market value. Market value is to buy a $150,000 house for $150,000. So that's where most people don't actually buy a house. They buy a house that needs some work done to it and then they buy it at or just below market value but call it market value. 
The next one we're going to get into is called value in use. This is actually one of my favorite ones because it explains so many different things for so many people. They'll say, well it cost X amount to build, but you're going to tell me you only get Y out of it. For example, lots of times if a pool cost 25 to $30,000 to install, you're only going to get $7,500 to $15,000 back out of it. Why? Because they're not paying for what it costs to put it there. They are paying you for the use of it. Employers use this principle all the time. They're not paying you for you going to school for four years, cause that's $60,000. They're not paying you for that. They are paying you for the use of your time, the value in use. In other words, they're paying you for while I have you. I'm going to pay you a certain amount of money for your use to my company. 
Next, we're going to get into is investment value. Investment value is always based off what its return is going to be, not based off its cost. For example, if we were doing a rental property or a flip, okay. Take a rental property, I would buy it for $100,000 but it's going to pay me $700 to a thousand dollars a month until I get rid of the property. Well, the investment that I have in it is $100,000. It's return on investment or ROI is going to be different because it's based off of a return, not based off the initial investment value. Investment value shows what you have invested. So, the question is what did you invest? This has nothing to do with its value in use. That's more your rental. The market value is what someone's willing to pay for it. Your investment value is the value you place on it. That's your money. But that does not necessarily equal to the market value or to what somebody else may pay for it. It could be more or less. So obviously if you're investing, you would like for your personal investment value to be under the market value. I want people to understand that this value concept, it is kind of a two-way street. In America we don't quite understand it as much on a day to day level. You go to the store, you buy a toothbrush, it's $2, you pay $2, you get the toothbrush. But in a lot of a European areas, in the Middle East you negotiate. And so, they don't even put the price on the thing. You want that toothbrush and you say, well, how much is it? And they say, well, how much are you willing to pay? And so depending on your concept, you might say almost he might get a deal, I want a dollar, I want it for a dollar. Then the merchant will tell you, ah, how about $3? And then you come back and say, well, the best I can do is two, and you agree on that. And everybody's happy because the buyer feels like they got it for a lower price. The seller feels like they got it for more than what they paid for it. And everybody's happy. So, sometimes that whole concept of what we are talking was talking about, this market value, this investment value, it's the meeting in the middle where the real value is. It's what a willing buyer is willing to pay for it and a willing seller is willing to sell. So, and that can fluctuate.
I'm going to give you a huge giveaway, a major negotiating rule. Whoever mentions money first loses. So, because for example, the toothbrush will use the toothbrush example number one, what's his sweat equity? See that has a certain investment value. Number two, what was the cost to make the toothbrush? So, he said $3 because he knows he has a $1.50 in it. Okay. But the market value was $2. Why? Because that's what you agreed on because probably that was not the first time he had heard $2. Now the fact of that you can use it on every day and save yourself from going to the dentist, it may be worth $10 to you because that's the value in use. And so, and you have insurance and they say if you brush and floss and do all these things then we're going to reduce your insurance because see that's insurable value of your teeth. See these, these things are literally everywhere, every single day and people don't realize them. And of course, it depends on supply as well.  If you've cornered the market on toothbrushes in that area or there's another toothbrush person on every corner.
Another negotiating tip comes from a scientific study. This was from Dr. Caris, he's the first business person to study negotiating. He said the person that makes the most extreme offer usually gets closer to what they want. As an example, I used to do this with my son. If he would say, hey, I want to make some money.  Let's just say he wants $10. And all he wants to do is wake up in the morning. Well, I might say, I’ll give you a penny for that. Or, I'll tell you what, if you don't want to do anything and in exchange get some money, why don't you pay me $10 for the food I'm providing for you today or the electricity that's in the house. Now, if you want to do some work, I'll pay you for the work. He would think, well, I'll take the trash out. And he might say, I think it's worth $20. I say, I think it's worth $2. So, I'm going extremely against the other person's offer.  I'm trying to really win somewhere in the middle but more towards my side. Back to the toothbrush merchant, I offer a dollar and he really wants $3, right? So instead of him saying, well how about $3? That's what he wants. He needs to swing high and say $10 for the toothbrush and then you agree to the three. Then whoever makes the most extreme offer, usually gets closer to what they really want.
Be careful what you teach your kids, especially the younger ones because by the time they get 16- 17, they can become quite fluent in some of these principles. For example, it was just about two weeks ago, my son said, “Hey dad, can I have 30 bucks?” I said, “What do you need 30 bucks for?” “I want to get the thing.” I said, “It doesn't cost that much.” “Will you give me 10 then?” I was like, well, “Yeah, sure.” He got me and like two seconds later I said, “Why'd you ask for 30?” He said, “So when I asked you for 10, it didn't seem like such a big number.” Again, when you start teaching your kids about value and what do you add and these principles, then they will take these principles and they'll apply it to every little detail in their own life.
The next one we want to talk about is insurable value. Insurable value is always slightly different. Insurable value isn't limited to the product itself or necessarily its use or its market value. Insurable is what do you think that if this is lost, it can return. So, for example, if you're going to get insurance on a house, say the house is worth $200,000. Lots of times the insurance will be for $225,000-250,000. That doesn't include the land value because they have to deal with tearing it down and fixing it up. So, your insurance value is higher. That doesn't necessarily include only market value, or its use, your sweat equity or investment value, or just what it would be liquidated for. This can be a whole separate number that is calculatable.  If you were to lose this, how much would it cost you?  This is used on a separate side of the things, but it's still one of the types of value. The last one is liquidation value. This is where most investors do their investing. They're not buying it at market. Market, we'll use for example is a $150,000 house. Well, they're not going to buy it for 150. They're going to buy it for about 80. They want to make $20,000, but it needs $50,000 in repairs. And so, they have worked in their profit at $20,000. Lots of times they will increase the percentage just a little bit then in case something goes wrong, they have an additional $10,000 for holding costs mistakes. 
So, whenever you're trying to do something, you must ask yourself, which value are you looking at? In other words, if you're dealing with people, we'll switch this whole subject over to people, how much do they bring to an area. That's their market value, that's what they actually bring to the situation, that's what they bring to the overall atmosphere, that's what others see as a good price for them. So the next one is to you, what is your use for them? What's their value that they're adding to you? And hat's not always the same. It can be changed slightly. It's not always limited to just one side. And so their value, what are they adding, that can change based on their knowledge, that can be changed based on their ability, that can change based on what skills they have improved in. And so therefore the value that they add to you can become higher and higher and higher depending on their use to you. Now lots of times people get a mindset that one person only has one use. When they do that, when they get that mentality, then they're missing their market value, investment value, insurable value and liquidation value. The next one is investment value. Just because you have spent a lot of time with someone, just because you have a lot of time that you have invested in someone doesn't necessarily mean that you can get value used out of them or market value. Also, the question is did you actually add it to them or did you just assume that you added to them? You must make sure when you're looking at that, that you may have more vested than they're producing because you're trying to look at value in use based off of your investment value. You might have a lot invested in them, but you're not getting the use out that you think because you're looking at the wrong value. And so the question is, is what is their market value, insurable value, or liquidation value? Not to try to sound mean, but lots of times, just breaking these things down into this perspective will give you a different sense of how you're looking at things. Insurable value, well, how much are they bringing into your company? For example, you can get insurance now if you lose your job. So, what's the value that they are bringing to an organization? Therefore, you can get insurance on that factor. 
The last one is liquidation value. Liquidation value in reference to people is what happens lots of times in relationships. They get divorced. Well, they can have a certain value at the end of the day. Celebrities get married and get divorced. They have one of the highest divorce rates of any couple there is. But here's the thing, they know at the beginning when they get married, what the market value of the relationship’s going to be. They know that; hey, when we do this, we can make probably $2-$5 million off of just getting married. Then, while we're married that all these people are going to be happy and want to give us videos and shoots and vacations. So that's the use of the marriage that's in use. They don’t invest in improvements.  Therefore, investment itself explodes. And then when they liquidate the marriage, they still make money.  They're using this principle on five or six different levels and then they can even get insurance. I heard of one celebrity, she has her legs insured for $1 million each, just her legs. Why? Because to mess legs up like that, obviously they're worth $1 million each. You may say, well that's crazy. Yeah, but they're making millions off of it. 
I spoke to my attorney, we were getting his assistance with a deal.  I had told my wife this statement and she's like, well, that just doesn't make much sense to me. I said, basically if you disclose it and they sign, it's legal. As a general rule, the part that’s messed up in the legal system is that as long as you disclose what you're going to do and why you're doing that, it's all legal. It's when you start trying to hide and make fraudulent statements then it becomes illegal. But as long as I tell you, this is what I'm doing, this is why I'm doing it, and this is what you're agreeing to, it's always a hundred percent legal. You are not a lawyer, go get a lawyer. Prime example, some men that have a lot of money before they get married, what do they say? I want a prenup. Why? Because they're looking at the liquidation value of the marriage. Lots of times they're planning for that. People say, that's messed up. Well, I don't necessarily disagree in some aspects, it can be pretty wrong to the relationship. But if I had $10 million before I married you and you were broke, am I willing to give up half based on the concept of, well, we didn't agree. So, I'm looking at the liquidation value. That's the whole purpose of a prenup. I'm not telling you to agree. I'm just saying based off of your weighted analysis in your own personal life, how are you weighting this stuff?  You get to make that decision. You get to make the decision if you do it that way. 
How about market value of your time? Well market value of my time right now is basically $100 an hour minimum. Over the next couple of years, it will probably quadruple or more in just a short amount of time. Why? That's what people are willing to pay me consistently right now. Well, the use of my time in a couple real estate deals is probably close to about $600 an hour. The use of my time can change depending on how I use it, the market value can change. John Rowe made the comment, “you don't get paid for the hour. You get paid for what you bring to the hour”. And so lots of times my investment value is still one hour, but I might have 20 years in that one hour. So, my investment value for that hour is different than what people think it is. They might say, well, it's only worth $100. I think it's worth 20 years. And so therefore that is different. I know worst case scenario, no matter how bad it actually goes, that if I were to liquidate my time, I can still go get a job between $8- $15 an hour. That's base liquidation value of my time. And so therefore it might not be the best value of my time, but it's the bare minimum that I know I can get on a consistent level. And so, whenever I know the different values of my time, I can switch it, I can change it.	Comment by Amanda Decker [2]: referende
What's the big deal? Knowledge is the thing that is weighed at the end of the day. And if you don't have any to weigh, you'll always make a decision wrong. How much can this change my life if I will just look at things differently? 
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