First and foremost, congratulations. We are so absolutely thrilled that you have gotten this so far. We're just so thrilled that you spent the time to invest in yourself, that you valued yourself enough to spend the time, money, and effort to get through this. You really need to give yourself a pat on the back, clap your hands or you know, do something for yourself. Take yourself to a dinner, do something nice just so that you realize you have done something for yourself, that you really have given yourself a launching pad, something to get you excited, something to get you motivated about this next step in your life. 
Earlier I brought up the chess story. I probably played 6,000 plus games with my dad over six years. Before I ever won my first match, he would take different pieces from me while we played. From this, I learned that you can win with every single piece. Everybody gets dealt a different deck of cards, but every hand is a winning hand. It's all about knowing which bluffs there are in life; could be false information or false perspectives. And so when you understand that you can call the bluff of life you can deal with that bluff. You can move forward progressively so that you can win with every single hand. Cause this is what this is about is learning how to value what's in your hand. Everybody has a pivotal moment. You have a specific moment in your life in which things will shift, they'll turn and switch for you. And for me that was the concept of value. I hope that this is also that same pivotal moment for you, a moment where you can step back in five or ten years and look at it and go that was the day when I realized and everything changed for me. That is what this product is for. To provide you with that specific thing that helps you change, that help you see things differently. This is not a get rich scheme. I don't believe in them. I don't like them. I will never teach them. I can't stand them. This is a change of your entire life. And when you apply these principles, you'll have success.
First you must address the deceptions that you had previously had. You have taken that first step by just going through this course. One of the pretenses I had said was to remember what is true? How do you know it's true? And what else is true? Remembering this will keep you from missing your balance.  If you balance is off you will start paying attention to certain things and you can become deceived in one thing which can lead to more. This is about balance and this is about life application. Trying to keep your passion alive about what you really love and what you really enjoy and keeping it strong for yourselves so that you stay encouraged. You can stay enjoying what you want to do in life so that you can be successful in every single endeavor.
KNOWLEDGE
 Remember that the number one killer to being unbiased is pride. Which is to have preference, prejudice, preconception or prejudgment. So anytime that you assume something about something, you're allowing yourself to be in pride on that thing and you can no longer make an unbiased decision. Whenever you become unbiased, your perception is skewed and you will almost always make an inaccurate decision. Some of the methods we had talked about to remove bias was abstraction method, allocation method and paired analysis. 
Abstraction method is what's left when something has been removed. For example, what's the difference between food cost and it's actual marketable value. So the food costs would be abstracted to set, separately versus the profit again as a separate cause. So that's what's left after it's been separated. 	Comment by workforce: ?
Paired analysis is in comparison to; so in other words, if a steak dinner is worth $19 at this restaurant, at five other restaurants a similar steak ranges from $18 to $20, and so $19 is center of the road. That's how we do weighted analysis. Paired analysis is just simply taking something that is comparable in nature and using that as a comparison to determine a marketable value. 	Comment by workforce: Was supposed to be a paired example?
Some of the other things we had talked about was commonalities and difference or differential factors. And some of the things we talked about was reasonability. How reasonable is it for you to be able to do? What are the highest and best use? So in highest and best use principle, it's what is physically possible, legally permissible, financially feasible, and maximally productive. And so, just because you physically can do something doesn't make it legal for you to do it. And just because it's legal for you to do it doesn't make it financially feasible. Just because you financially can do it doesn't make it maximally productive or that it's going to be most profitable. Sometimes you can open a restaurant, but there's 30 other restaurants just like it all a block away. And just because it's physically possible, legally permissive and financially feasible doesn't mean that it's maximally productive. And so this is where each one of those factors are applied. For example, if you're going to start a business, these are some general concepts that you want to use in your business; can you do it, is it legal, how much finances are required and how much is your profit margin? This is how you make your business plans that banks will accept for business loans and grants. When you understand those four principles, it will drastically help your ability in order to determine that. 
The next thing we had talked about was lifecycle charts. Lifecycle chart has four principles in it. Gross, stability, decline and renewal. In order to keep something growing, it has to be constantly renewed. In order to keep growth in your brain, you have to keep adding new material to it. They say a mind that's not used will become stagnant. And so your brain has an ability to remember more frequently the more it's used. It's just like exercising. When you exercise, you have the ability to run longer, faster with more energy, more excitement, and you can do it stronger, faster and better results. The same thing works with your mind. And so whenever you don't continually exercise, you become stable. And this is called flat lining or plateau in exercising. Then start declining physically. This is the exact same thing with your brain. If you're not constantly renewing it, adding something to it, you don't cause the growth, you've become stable and then start declining. 
The number one reason for decline is indifference or complacency. And so whenever it becomes allowable for nothing to be different, you become complacent. And you automatically start to decline. Now that starts in stability. What happens in stability is called comfort. People have the excitement to finish the product, but then after they get into the product, that's where the maintaining starts. Well, people burn out in maintaining. Therefore, there's a decline. The reason why there's a decline is because they became complacent. Again, the number one reason for decline is indifference or complacency. So as you are aware of that, you can notice that you have become complacent or willing for a particular factor to be in your life where you're not pushing towards something bigger, better, stronger, faster. You just take mediocrity as a rule of thumb in your life. To keep the market in a perpetual state of growth, you either have to renew it, refresh it, redo it, learn or have some interests that will pique new interest. You can continually keep renewal by noticing what will peak new interest by maybe redoing or rebranding or different things like that. So it brings a new appearance. One of the things they say is after people have seen things a certain amount of times that they mentally actually will block that information out. And so sometimes you have to renew the exact same product so that it has a fresh look to it. So they'll, it'll stand out to them even though it's the exact same stuff. 
The next subject we want to get into is supply and demand. Remember, supply and demand is the principle based off of need. And so how much do they need it? Lots of times we try to give things to people they don't actually need. And so in this process we devalue them because we're trying to give something they don't need and we devalue us because we're spending all the time trying to give something nobody needs. And so what we do is value us enough to find out what we can offer that they need. Mike Murdoch said that “You can take a fish, pull them out of the water, throw him down on the concrete, and you notice he flips and he flops and he doesn't look graceful and he's gasping for air. And really he looks just so pathetic on the concrete and he loses his color and he can't breathe and he's just pathetic. But if you take that fish up and you drop him back in the water, all of a sudden he's majestic in his ability to flow through the water.” Why? Because he's designed for there. You're not designed for everywhere. And so when you understand what your value is, what your destiny is, what your passion is, you will realize what you're designed for, what you're good, what you're set apart for. And so then you can value yourself properly and others will value you properly because you're stepping into your supply and demand. You have a supply. Someone demands it. You need to find who demands it. So not everything I'm going to teach is for everyone. That's okay. I don't mind. There's lots of great teachers out there. I am not the only guy that can teach something. I am the only one that teaches it like this. And so I'm going to have certain people that I can touch that demand my style above any other style. It's something I have to offer. Not everybody has to offer. Don't ever try to change that side of it. Now you can try to tailor it, maybe dress it up in a little different color because it looks more appealing to them. But that doesn't mean that you have to change the actual product for the product to be better. And that's where we had gotten into paired basis on individual parts such as desire, locational, personal preference and perception. And so how much do people want it? Where are they at? So for example, if you're in a northern country and you're driving a four wheel drive truck, that truck is more desirable because it's mountainous country or maybe a lot of snow and so you need four wheel drive for ice or sand or you're in the woods and you have steep banks. The desire’s based on the location, it's also a personal preference. More men drive trucks than women, it's a personal preference. It's not that it's bad, assuming that it's bad is a false perception. 
The principle of substitution essentially states that no one will pay a higher price than something of equal consideration. For something of a similar substitute. So if I'm a teacher in a particular subject, then my comparable value would be equivalent to another teacher. They may not teach the same product, but it's a similar substitution. For example, a mathematics teacher versus a history teacher usually make the same amount of money. Why? Because they're both teachers, they're different, but there's a substitution level. Within the principle of substitution there is the rule of double jeopardy. The term was based off of the legal principle of substitution of when somebody had paid for a crime, they can't pay for the same crime twice. This works in other areas as well.  Substitution is made from the payment somebody has already made. So for example, if they bought a house, that's a sacrifice because they bought the house. Just because it's free to you doesn't mean that it doesn't cost anything. For example, this product, no matter how much it costs you at whatever level that cost is, is not how much it actually cost. There's always a cost to someone. Therefore, there's always a sacrifice in substitution. You may be able to substitute your experience with my knowledge, but it's not because you did it or it didn't cost anything. I can give you some knowledge about a subject, but that's not what the cost is. Sometimes people make a mistake because they learned a principle, but they only learned part of the principle because they don't have the 10 years of experience behind it. But what I've learned is if you'll use these principles, you'll get experience faster by costing you less. And so it's not that it's not going to cost you anything. I just want it to cost you on a profit side versus on a subtraction to your checkbook side. And so we want this to be a positive asset versus a negative experience. That's the benefit we have with having mentors, teachers, CDs, things that we attend, classes that we go to. You do not have to experience everything to learn, that's the value of having teachers and mentors and people that you can learn from.
Wisdom is learning from someone else's experience and experience is learning from your own mistakes. I would rather be full of wisdom than full of experience. Over the last several years, I have decided to be wise versus experienced because I've been very experienced in my life and wish I didn't have to pay the cost that experience sometimes can ask you to pay. 
WEIGHTED ANALYSIS
We spent a lot of time reviewing this topic in multiple different ways. A simple word to think about is considerate. Considerate is such a strong word. So much of the time people don't consider. They will talk to somebody about something, but they will never spend an extra moment to really consider what they had to say. You can take teenagers today; they're texting, they're driving, they're drinking, they're smoking, they're doing all these different things. They're playing with the radio, they're not paying attention, they are not holding the steering wheel. They're not really considering what their parents told them to do. Or your boss will come to you at work and say, you really need to do this to further your career. And we make excuses, I'm really busy and I got this and I got that and we really don't spend the time to consider. If you will just spend a moment to consider some of these principles, you'll be surprised at the changes in your life that you can have on a consistent basis. Are you going to spend that time to really figure out where you put the most weight? Are you going to put a number to it? Are you unbiased? Do you have any filters and what are your observations? Because if you are biased, you will always put a prejudgment and almost always your weighted analysis is going to be off, how you consider something is going to be off. That's where you really have to pay attention to your numbers on this. What is true? How do you know it's true? What else is true? Let's destroy those false perspectives and opinions by weighting things in their proper place. 
PEOPLE, PROCESS, PRODUCT, PERCEPTION AND PERSPECTIVE. 
People, process and product is something I learned from Marcus Lemonis, perceptions and perspectives control how you deal with those three. Always make sure that you're keeping your perceptions in your perspective right so that you can deal with the people, process and product. If you really focus on those three, watch the show, you can learn a lot of really cool simple things to do to really change how things are and if you'll get rid of them false pretenses and weight things properly, you'll be surprised at the differences that you can have. 
THE FIVE TYPES OF VALUE 
We talked about market value, value in use, investment value, insurable value, and liquidation value. Market value is value under normal situations, without preconceived ideas that people will buy something for a market value. Liquidation value is going to be the value that someone will pay under a distress. In other words, I need cash in 12 hours, 30 days, 60 days. That's your liquidation value. So there's always something that's tied to it as stress and REO, a messed up car. Something's wrong with it. Again, that's a liquidation. The next one is what's the value of me using it? That's the value in use. So value in use is because it's there and my use of it, it's not that the marketable value is the same or the cost of it is the same, but how much will I pay to use it? This applies to things like your pools, cars, different things like that. How much is it to you to use? The next one was investment value. Investment value can be on two different sides which you've put into it. That can be your personal investment and then the other side of the investment is what's actually in the investment to have a return. And so almost always investments have a return on value and so you're only interested on what it can bring back based off of what you actually have in it. Then there's insurable value which is based off of the principle of insurance and determining its value based off of if it is damaged, what you can get back from it. People overcomplicate this. Pick up a book, pick up an audio CD, get this information, listen to it a hundred times and think of different ways to apply in every area of your life. This is why you got this book, so you're doing the right thing right now. But remember, this is not the only thing you need to learn.  You are going to be a student for the rest of your life. That is what knowledge is, having that principle that I need to know something.
 NUMBERS 
Numbers are an arrhythmic value expressed by a word, they assemble a figure representing a particular quantity and are used in counting or making calculations or for showing order in a series or for identification. A mathematical value that is expressed by a word, symbol, or figure that represents a particular quantity for showing the order or weight you have placed on something. This is just a formula that you use to determine how important it is to you. And so remember one of the things I talked about is there can only be one One. There can only be one thing that's first in your life. Whenever you start to weight things, then you have to put a number to them. Numbers just assign a factual number to what you believe, and so this is why numbers can be so important, because when you assign something specific, you can actually see what it really means to you. This is why almost all companies, whenever they do individual coaching, the first thing they will do is make you write out what your dream is. Write it out plain. Why do they do that? Because then they can address what your number one is. They need you to assign a specific number to what you believe. Because if you just say randomly, I really want this, but you won't put a number to it then if they help you achieve that goal or dream, you don't know it because you never put a number. This is how we prove that your goal was achieved. And the whole purpose of what comes first and how you weight it is what do you actually weight first? Is it family, friends, free time, God, church, children, work, money, classic cars, recreation? What's first in your life? I had brought up the Covey series in reference to the Seven Habits of Highly Effective People. In the sand and a rock story, the rocks were the important factors of your life and the sand is just busy time, things that will tend to fill your day. Things that are unimportant but seem important from his four quadrants, which is what the sand is. Once you determine what is first, everything else will fill its time all by itself. 	Comment by workforce: SMART goals
Also, remember that numbers have a value. What's 100,000? What's a million? What's 10 million? Depending on who you are, those numbers mean different things. If you can make $1 million on an investment, it might not be that much to you. If you can make 10 million on an investment, it might not be that much to you. If you can make a billion, so on so forth. So a number can have a different value. Now some of you can say, Man, if I can just make another hundred dollars. So what's a number to you? 
We also talked about the biblical meaning of numbers. Seven is perfection, four is earth realm, 12 divine government, three is unity, six is the number of man. Combinations of numbers have meaning such as six, six, six is considered the mark of the beast or man’s version of God. 
3 (unity) X 4 (earth realm) = 12 (divine government). So when unity in Earth get together, it makes divine government. Remember that multiplied number such as 12 times 10 is 120 years. And that's man, God's promise to man for years of life. 
Just because you have something that's negative combined negativity can actually end up positive. It takes two negatives to become a positive. So, you can still use negative situations to make a positive in your life. Or you can take negative things around you, such as I used a story of you can take to negative people fighting each other. And if either one of them die, then that means at least one negative person is gone. And if you have two negatives fighting a negative army and they get rid of the negative army, that's still positive. And so again, you can take a negative situation in your life and lots of times still turn it out to the positive. If someone hates me and they're always talking about me, etcetera. And now they never want to talk to me. Well, fantastic. Now you don't have that negative person in your life. Learn to take a negative situation and make it positive. You can say, I'm having some relational problems. Okay, let's take an opportunity at that moment. Let's take that negative situation and let me see if I can learn how to deal with this person, then I can learn some relational behaviors or strategies that can change the behavior in the relationship so I can have a better relationship with them. We can still take that negative situation and try to do something positive. Most of the time, if they're already mad at you, you trying to fix it by doing something positive isn't going to make them madder. So at least you can do something in the situation to hopefully make a negative into a positive. Covey said the goal should be win, win, win, win. So you always want a situation where everybody is winning all the time. 
COST VERSUS VALUE, MISPLACED RESOURCES
There is usually a difference between what something actually costs you and the value that it brings. There is a big difference when talking about investments between what it actually costs you to what it can bring you. You can buy a duplex for $50,000 but over its lifetime it could bring you $1 million in revenue. One of the biggest costs to people are misplaced resources. Time is a resource. Money is a resource. Relationships are a resource. Knowledge is a resource. And if you misplace them when you need them, they will not be available to you. So make sure that you're doing your best to maintain the things that are of value in your life. What I've seen happen is for example, people will have things in their life or at their house and they will not maintain them like they should. And what happens is they end up with say a small leak in the roof that would only cost say $100 to fix and then it keeps leaking, it keeps leaking. So now it has caused a bunch of rotten wood and now the termites are in there and they've got a $4,000 job because they didn't go up on the roof and do a $100 tar job. That's a misplaced resource, if I spend $100 now and I get to save myself $5,000 to $15,000 later. Just like the car insurance story where I knew that I had spent a certain amount of money on covering my car I expected my insurance to cover the bill. After they covered the bill, I saved $4,000 because I understood something. And so I didn't misplace $4,000. 
How many of you want the American dream?  If you understand that you want the American dream, which is to be successful and have the yellow house with the white picket fence and two and a half children and making $100,000 a year. This is the American dream. And so if that's the case, then you're probably going to want to own a home. And the number one thing you're going to want to do is not waste money. So you have to know how much things cost and how much they actually bring back to you and make your decisions based off of that principle. And as you do that, I can save you mistakes. One of the things you need to know is the average difference in contractor price versus cost. This difference can cause a loss of $36 to $120,000 per project. If I can save you between $36 and $120,000 per project, per project, and say I can do that on say three $10,000 projects, that's $30,000 then that means that I am adding approximately $2,500 a month. So, in over five years, I think it's four fifty a month. So, but let's keep our money in such a way that we're increasing it by not making those bad decisions, by constantly not making those decisions, by looking at the numbers. And sometimes, you know, again, if we had just another $450 in our account, would that make a difference in your checkbook? Could you pay off another bill? Could you pay off that credit card this year that you owe five or $10,000 on because you really wanted to go on a nice vacation. So each one of these are little things that you can do in order to debunk the myths of what actually adds value to your house. Another type of numbers that we had talked about was forced value. Forced value is not upkeep. Maintaining your home is usually a breakeven point. It's like with a car people spend $1,000 on their car for tires, oil change, and spark plugs. You don't get a count that as part of your car bill, it's not included. That's the cost of just using it, not the cost of the vehicle. Maintaining something is just maintaining it, that's just the cost of using it. Now it's a legal write off if you own your own business, go talk to your tax accountant. Forced value is taking a property usually from a liquidation value and bringing it all the way up to a marketable value. Black Dog Salvage does this, they take old barns or houses and they take these old pieces and they make completely new pieces of furniture out them. So again, they take something very old, they make something completely new and then they force the value up. What do they do? They've learned to value old pieces of real estate.	Comment by workforce: Look over for consistency
	Comment by workforce: ? were talking about adding income not debunking myths?
NUMBERS
What's your linear computation? This can be figured through regression analysis, but it's really just taking a baseline and determining as the numbers change over time what the value differences are. What's the location? Location has a number to it. What is the size and quantity? What are the cultural beliefs, fear factors, influential factors, and differential parities?  What are the differences based off of the overall locations, economic, social, and physiological differences. And then, what do these numbers do when you run them? How do they line up for you? When you do your weighted analysis, when you share it, what is your first thing? Remember my friend who bought several investment properties. He wasn't particularly in love with any of them, but he made approximately $73,000 over three years on these three properties. And so what do the numbers say? He didn't have to love the property. He just had to make sure that the numbers lined up. And so when you do that, you don't have a lot of biased opinion. You're just looking at raw numbers and that can be a very positive factor for you. If you had to run the numbers, what would your outcome have been? If you'll just spend that extra bit of time and run some numbers and do things just a little bit different on the front end, you'll get to see on the back end what the difference is and you'll make decisions a little different. 
For example, my car needs some tires and an oil change. I look at it from a factor of making sure that certain things are taken care of because if I don't do them, then later I will end up with more issues that don't cost hundreds but costs thousands. Always run the numbers on the front end. Since you now know your numbers and you have decided what your number one is, what are some things that you're doing towards your number one? Now that you actually know your goal and you are headed towards that specifically and you know what your number one is, how can you modify it so that you can set some goals to help you achieve it better, faster, quicker, more effectively? Get a number pad out, write down what you love, what you like to do, what your passion is, and put a number beside it. Put how much money you want to make. What's three, four or five different ways that you plan on achieving some of these goals? How much do you want to give this year? Who do you want those people to be? What does it look like? Write it down. Put a number to it. One, two, three, four, five. These are the top five, six, seven people I want to help out this year. This is what I want it to look like. When you do that, you put a number to what you actually believe. And when you start doing that, it will keep you more focused on your goals and in the direction that you're wanting to head. And it will help you be more effective on a consistent basis. 
PEOPLE
The four types of people are givers, receivers, exchangers and takers. So givers give, receivers receive, exchangers barter, they go back and forth, and takers are thieves. Takers just take from you. They don't ask, they just take and they always assume that you owe them. And lots of times the taking is actually just a form of manipulation. They don't do this because they have your best interests, they have their best interest. You really have be watchful of this because these are the people that will drain you in your life and you will wonder why you have no energy or no money. It's because you have spent your time giving it to someone that is just a taker. They’re not a giver and a receiver. It's that they're just a taker and a thief and they're not even an exchanger. Exchangers are an even basis. In other words, you're giving me enough to keep it even and it's worthwhile. And remember, as an exchanger, you always have to agree with things on the front end. If you do this, it can help change your return on investment as a person. Look at yourself and say, what is my return on investment? What kind of investment am I worth to people? This is how I keep the teachers and mentors in my life is because I always make sure that my return on investment is determined on the front end. I'm always willing to do something first that's beneficial to them on the front end so that they are willing and wanting to invest in me. You can do this in very simple and practical ways; clean their car, carry a bag, grade some papers, mow the grass, teach a class, cook a meal, build a deck, wash some dishes, or mow a lawn. It doesn't really matter what you can do so that you keep in yourself as a giver on the front end. Then allow them to teach and mentor and coach and help you in the areas that you see in them that you're wanting to learn. By valuing the fruit that's in their life, you can have some of the same fruit in your life. 
There are four questions that you should always to ask yourself: Is it your place to say this? Did they ask you? Will they receive anything you have to say? Is it beneficial, uplifting, or necessary? For example, if they're going to hit a mountain, you might want to warn them. It's necessary but it's not always nice. It's not always fun, but it is absolutely necessary. Always want to make sure though, is it your place? Lots of times the answer is no. What is your role with them: fathers, brothers, son, significant others versus your students, teachers, mentors, coaches or talkers? Will they receive anything from you? Is it your place? Did they ask you? If they are above you in a supervisory role, most of the time they didn't ask you. Should they share? They might. But that's not your job to actually influence or to control that or to make that a requirement, so it's not your place. And then they didn't come and ask you anyway. And so if they didn't come and ask you, most likely they didn't want your opinion because the opinion they did want, they went and asked that person. So when they want to know your opinion, they'll come ask you. You may think, well, I have the answer. Well that's great. They didn't want it from you. You may have exactly the right answer. It doesn't mean they want it from you. Is it beneficial, uplifting or necessary? Lots of times it's all of these, but again, if it doesn't fit the first story, don't say it anyway.
I got that wrong for years. The more I learn to not say certain things, the more I get it right, the more mentors and teachers I also have in my life because of it. You're not going to tell a teacher what they need to be doing because you are the student. Remember the student is to learn. They are not expected to teach or give their input to the teacher. That's not what you are there for. The teachers are to teach and are very rarely interested in learning anything from you. 
A coach or a mentor are different. A mentor will tell you to do what to do. A coach will ask you enough questions that you come up with the same conclusion that a mentor would just tell you on the front end. So neither of these are your friend. They expect progress. They expect change. If you want to keep a mentor or coach, remember that they expect change in your life. They want to see something different. They're not your friend. They're not there for you to like them. We're not your friend. We're not there to pat you on the back and make you feel good about yourself. We’re there to encourage you to grow. 
Talkers, they just want to talk. They don't actually want to do anything. They just want to talk about it and then they want to talk about it some more. And then after they're done talking about it, they want to talk about it again. I call them fence sitters. They're always sitting on the fence, half on each side. Some believe that the grass is always greener on the other side. Well, why don't you get off of the fence and water your grass and your grass will be green too. Lots of times a fence sitter or a talker, they just want to talk about the problem, they don't actually want to address it. 
Those that are usually above you in some type of superior roles such as your mom or dad, your boss, a spiritual father or a significant other. Those are those that are above you. These are some of the ones that it's not your job to correct. They don't really want your opinion. It's your job to learn something from them. Brothers or sisters, they are our peers, fellow workers, people that are of equal relationship to you and those kinds of things. Brothers and sisters are of equal lots of times on intellectual and position level. Sons and daughters are those that generally look up to you in some form. And none of these are only limited to age. Be aware that just because they're 20 years older than you does not mean that they will believe themselves to be a father or mother or equal. They may actually see themselves as a daughter or son. Daughters and sons are almost always those that are below you in some form that look up to you to learn something. 
Significant others are completely different by themselves because at any given point in time, they can be a father, brother, mother, son, daughter or a sister. They can be on equal territory, they can be above you, and they can be below you all in the same day. Another difference is that they understand you and know all your junk, your trash, your ups, your downs, your sideways, and they know you're good, you're bad, you're ugly and etc. And so they fit in a separate class. Depending on what's going on, you will need to clarify which class that they're acting in because they will trade roles. Without understanding that they trade roles, you will misinterpret the role that they're in and you will get aggravated at them and it can cause a lot of fights and arguments. This is something that I've learned and learned and then relearned because I didn't learn it right the first time. And so the more you understand this, the more beneficial it is. 
Some of your peer relationships, may step into an above role or even a below role depending on what's going on. But as a typical rule of thumb, they will pretty much stay at the brother level. It doesn't mean that they can't go up or down and you need to realize that with people that at any given point in time, depending on what's going on, they can switch between these roles. For example, if positionally he's in charge of something, then I am under him. Whenever he's acting in that role, I will be the son or a daughter automatically because I'm in that position or role. Sometimes people do not acknowledge it and that can cause all sorts of problems. 
Sometimes you need to clarify that right now, we're no longer at a brother level. By doing that, lots of times it will clear up the air that this isn't personal, that I just need to get into the correct role. A lot of people have a lot of problems with this. For example, I spent a lot of years working with my mom and dad in the corporate world doing appraisals and I have worked for my mom in restaurant management, worked for my dad at lawn companies and appraisal companies. I've even had my dad work for me. You have to realize and sometimes clarify and I've even had to do it with my dad, “Dad, this is owner speaking, not your son.” And he'll have to say this is dad speaking, not owner or this is mom speaking, not boss or this is boss speaking and not mom. We've learned to clarify over the years what role that we're coming from otherwise there'll be a misinterpretation in your communication. Therefore you will lose your influence amongst each other because you're not paying attention to the people in your life and what role they're playing at the moment. 
Some of the different types of relationships you'll have with people are confidants, constituents, comrades, and companions. Confidants are very few and far between. Those are your 3% of people. Most people have three significant people in their life. Lots of times it's a spouse, a mother and a father. The confidants in your life or maybe a best friend are the people that are for you. They're for your success and you're able to clarify or say things to them with in private knowing that they will have your back always and that they will keep anything that you have private. This is one of the distinguishable difference about confidants is they 100% for you and for your success. 
Constituent is like an associate, friend, or an affiliate. They walk with you and they are only for you, or actually they are for what you're for. You will realize that when you're for a particular thing or you volunteer at say Red Cross they’re for the same thing. They’re for doing that particular volunteering, for helping people they support what Red Cross is doing, that's what they're for. A constituent is someone that is for what you’re for. 
A comrade is against what you're against. One of the benefits of these people is if you're needing to deal with an enemy or deal with something that is very bad, then you don't necessarily need them to like you. You just need them to hate it more. Some say, if they don't love me, I'm not going to have them help me. Well, sometimes you can't get over a hurdle without help. For example, in the military, one of the things we would do is we would have these obstacle courses and they have a wall. It's approximately 14 foot tall, and you cannot just run and jump up the edge of the wall. And so you build a pyramid and then the men flip on the opposite side and then pull the rest of the team over the top of it. It's a team building strategy. Now what's interesting is it teaches all three of the relationships simultaneously. It will teach you that some of them you really trust, that's your confidant. Some of them are for what you're for, which is to get over the stupid hill. Your comrade could have been the guy that was in your barracks that hate your guts, but he still needs to finish the race and so he's for what you're against, which is the wall, but he's not for you. And so because he's against not losing, but he's not for you, but he's against the wall. And so he is for what you're against, which is to get over the wall. And so you need all of these people in your life. Almost always your betrayer will come from your comrade because he is for what you're against. But when you're not against it anymore, he's not for you. People don't realize who that person is when they switch because they thought they were for them, but they were really just for what you are against. 
The last one of these categories is companion. Companion falls again into its own separate category because the companion is a lot like a spouse or a significant other. It can be all of these at different points in time. And so it can be a confidant, a constituent, and a comrade. And so your wife can be for you. She can be against you, she can be against what you're against and for what you're for. And she can be the person that knows all your private matters. One of the things we had talked about is in people, there's three basic things you always have to do is you have to communicate, clarify, and then ask the right questions. And then after you've done that, you need to communicate, clarify, and then ask some more questions. And then after you've done that, you need to communicate, you need to clarify and you need to ask some more questions. And this process actually never ends. Communication is the building block of relationship. Clarification is what actually holds it together. It's the glue or mortar. And so the question is actually the laying of the relationship. If you realize that communication is what the relationship is built from, remember to you make sure that things have been clarified on the front end of the relationship. That's the communication because misunderstandings will cause a loss of influence. You will be perceived as a liar because you didn't communicate and clarify. So the communication is the building block. The clarification is the superglue and the asking the right questions is you laying the foundation of it. This is the layers you get to build over and over and over. If there's no constant communication, no constant clarification, it's like building a house of cards. There's nothing that actually holds it together. So you blow it and the whole thing falls down. Start asking questions, communicating, putting things in different perspective and you'll get real serious on what your expectations from that other person are, what role they're in and you'll really start to clarify with that person, what do you really need from me? In marriage counseling, they say the number one problem in relationship is lack of proper communication. So one of the problems is that we are not clarifying with the other one what our expectations are. Lots of times a husband will try to do something that we think is assisting the wife, but it's actually not helping her. But because there's no clarification, the husband thinks he's doing a good job, but then he's not getting a positive response from the wife and so the expectation is off and both parties are frustrated. Why? Because there's no communication and clarification. Why? Because they didn't ask the right questions. And so as more questions are asked, there's more building blocks and then those, the structure of the relationship becomes stronger and stronger and stronger. And now we have something that is strong and it's a fortitude and it's a safe place and we can enjoy each other and have a good time and have a wonderful time together because we have good communication that's strong with proper expectation. 
Start asking some people, what do you need? What do you expect? What can I do for you? And you'll be surprised at some of the differences that people have of you and what their expectations are and what they will want, and just all these different things. And so just be very watchful of that.

TIME
Remember that hours in a day are also a number. There's 24 hours in a day, and I talked about how many seconds and how many minutes. You have a specific number of them every single day. Are you paying attention to what your numbers are? Are you paying attention to where your 24 hours is going? Are you paying attention to your recreational time?
You need to spend each one as effectively and productively as possible. If you fail to use today as a deposit, you will lose yours. So if you don't use every second possible and deposit every second possible, you'll lose them by default because time is the one thing you can never get back. You can get a lot of things back in life but you can't get time back. The second it's been spent, then it's gone forever. Instead of saying, I don't have time for that, say that's not my priority, and see how that feels.
Remember your leisure time. You will spend approximately five hours a day doing something like watching TV, relaxing, thinking, computer games, participating in sports, reading, socializing. And if you're working, you're going to be caring for others, sleeping, eating, drinking, other activities, household activities, leisure, sports. And then of course about 8.6 hours a day working. Remember if you're going to get a degree, it takes approximately 1800 hours of seat time. If  you will spend on average of 25.5 minutes each way to work on your commute you can get the equivalent of a degree in one year. If you spend 4.95 hours every four years at 1.24 hours, every 5.8 hours, if you only use the 48 minutes. In 5.8 years, you can get something equivalent to a bachelor’s degree. And remember we specifically talked about how you use your time, is some of the different ways to increase your income. What's your numbers? Zig Ziglar said 80% of all millionaires listen to something instructional to and from work every single day. 	Comment by workforce: Review for accuracy and simplify	Comment by workforce: reference
Also, remember how to increase your income by moving from a high school degree to a doctor's degree, this will increase your income 4.31 times. And from high school to a professional degree is 3.8. So if you want to increase your income, use your time a little differently. Use your time to also learn a new word. Spend some time around different people. The difference between welfare, working class and professional classes is 616 words, 1,251 words versus 2,153 words. And so the difference of words in a year time frame is 3 million, 6 million and 11 versus welfare, working and professionals. The typical differences is the ability to understand and be understood. Therefore, usually your professional class has a stronger ability to understand words. So make sure that you're using your time to do simple things like if you don't understand something, look it up on Google. Google the word, understand it. Read a dictionary, read an encyclopedia. Make sure that you're well versed. Make sure that you have an ability to communicate with different people. These are just little ways to make sure that you are understood better, that you can be understood better and that you're understanding who's talking to you on what aspect that they might be coming from. 
Be aware of other's time. One of the number one things people don't like is wasting their time because again, people know that they can't get their time back either. How do you values others time? Are you late versus on time? How can you multiply your time? Are you going to delegate it? Remember that foresight is to look forward 20 20 but hind sight is not necessarily 20 20, because it always costs you something. And so it's kind of like looking through beer goggles. You think it looks really good, but after you kind of look back at it, you go, man, that looks really cloudy. A lot of people are walking through life as if they're the walking dead. And so you just don't want to go through life aimlessly. Let's do life on purpose and use our time appropriately with specific things in mind so that we can be the most effective and productive with the time that we do have since we have so little of it. Remember that if you're a company, you want to make sure that you keep your retention up and so be aware of the time that you will lose with people around you if you cannot retain those people. And so there's different ways to do things that will increase your productivity. It will increase many different things and lots of times just by appreciating them, not only with talking, but also with providing some additional money, benefits, those kinds of things.
Something practical to do is get a calendar. Write down what you're doing every day, see what you're doing, how you're doing it, how effective you are with your time, what's the best use of your time, what's producing the best return on your time and go with that and just keep working on it and consistently working on it in. There are certain things that are super effective but don't necessarily produce much. You want to make sure that you keep things in a balance that are producing and are effective in every single area of your life. And with time, since it is such a precious commodity, you want to make sure that you use it in the absolute best manner as possible. 
INFLUENCE
In influence, there are economical, sociological and spiritual influences. In economical, it is price location or something physical such as where it's located, the location of something. Sociological references people, a particular culture, society, community of spiritual gifts or beliefs, moral superstitions, and preconceived prejudices. I brought up Robert Kiyosaki and the gold mine mentality. One of the things to remember in influence is determine if you are being truthful with people. Are you making sure that whatever you say that you're keeping your word correct? I'll put it this way, are you a liar? Do you say that you're going to be there at a certain time? You say that you don't have money for, you don't have time for, you didn't know how to, you don't have that type of personality type. You're making hard I or you statements. All of these can infect, affect, influence. Because if you say that you can't be there but then you're somewhere else, it just wasn't your priority. And so as you realize that you can adjust things correctly by telling people, hey, currently I'm at work and I do not have the ability to do it right now and still keep my job. People are understanding, sometimes people aren't, but when you will clarify and communicate, then you can build on the relationship.	Comment by workforce: right word?
One of the big parts of maintaining time is your ability to delegate. With volunteer armies, it can be hard to delegate if people do not have the belief that you're an all hands on deck person. And so you want to make sure that you keep your delegation to a level that respect is there. Otherwise, you'll lose your ability to delegate to that class of people. Proper delegation only works if both feel that they're being added to. So the person delegating has to feel that they're being valued and that you're valuing them, but you also need to feel valued and validated before you're going to be willing to do something over and over. 
If you're a professional in something, then that means you can get paid to do it consistently. Versus if you're a hobbyist, then that means lots of times it costs you to do it and you don't necessarily get paid at it. And one of the big differences between a professional and someone that is a hobbyist or enjoys a hobby is that a professional will spend time to perfect a particular skill. And so I want you to become a professional at value in whatever you're doing. If it's a professional at marketing, become a professional at specific skills in marketing. Some people say jack of all trades, master of none. However, masters usually average 30 to 50% higher incomes. You take a doctorate or a professional degree and you look at that from that of bachelor’s, etc. And again, it's 30 to 50% higher and that because they're considered an expert in that field. Make sure that you're spending that time to become an expert in your field. 
Remember that you've got to keep the separation of your time, your knowledge, the different types of relationships, what their influences are with you and keep those in perspective. And as you keep those in perspective with each other, then you will be able to keep your influence much higher with them. The number one thing I said about influence is keeping proper expectation. Whatever that expectation is, if for some reason you're not able to keep that expectation on a level playing field, then you're not able to keep them on an agreement level. Therefore they will perceive you as trustworthy, they will perceive you as a liar, and someone that doesn't keep your word because the expectation is off, because the communication is incorrect and you have not clarified and then asked the right questions. Sometimes the simple question, what do you expect from me? Sometimes I may say, well, I can't do that. Okay, that's fine. But that may have an effect on the relationship because I had an expectation. And so you may have lost influence because of improper expectations. When people start understanding that and it becomes clear and precise, you can build influence and expectation because again, it's been made clear.
Remember all the different things we've talked about like knowledge, numbers, people, time and influence. Remember how to specifically apply these in just different areas of your life. As you're doing this, remember everything has a value. Since everything has a value, just spend some time and have your aha moment and realize everything has one and start seeing if you can figure out what it is. As you learn these things, you'll start seeing things in a different light. 
What kind of relationship am I in? What kind of relationships are those around me? What's my strongest relationships? Who are my mentors? Who are my teachers? Is this person a talker? Is this person a taker? Is this person a giver? Am I a giver? These are just simple things that you can do on an individual basis by identifying you and others around you so that you keep things in their proper perspective and value accordingly. Make sure that you don't devalue something or assume that it has no value, but you actually keep things valued on an individual basis and on an individual level. 
Be gentle with yourself guys. You can't get all of this overnight. This is not in a one day thing. This is, why we offer coaching, this is why we have other resources available. Some of this stuff you're going to want to ask some basic questions, satisfy the general wondering of how I can do more and how can I do it and increase it in my life. And again, that's why we encourage coaching. That's why we encourage you to attend seminars so that we can help you on each individual area in your life for the specific questions in which you have. Go knock on a door, go spend some time with someone. These are just little things that you can do every single day and take these things that you've learned and see how many different situations you can apply them to. See how to make them the most productive or how to change the situation to be of more value or more benefit for both you and someone else. This is not just on a selfish endeavor, but also to benefit those around you. It allows you to help those around you to make better decisions and to do things that will progressively help you more and more and more.
So we are so glad that you have discovered the lost art of value. So many people don't know this. They don't know these principles, they don't understand them, and they don't apply them in each individual area of their life. They assume that they don't have the money to be successful or don't have the money to make money and so many times it's right there in front of them and they just don't see it because they don't value things properly. Thank you so much for learning the lost art of value and spending the time.  I congratulate you for spending the time and really investing in yourself and doing this.  I just so encourage you and look forward to you being successful.   Please log on and let us know how this has impacted you and how it's helped you to be successful in each individual area. Let us know some different ways that you learned to apply this for your life and some different situations that you use so that we can take your testimony and share with others on how this was successful for you. You can win with every single piece in your life with every single hand that you're dealt, that I know that you can win, that you can be successful in every single endeavor, every single time. 
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