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James: James Schramko here, welcome back to SuperFastBusiness.com. This will be

Episode 683. Very special episode for me, because my guest today is the one and the only

Jay Abraham. Welcome to the show, Jay.

Jay: Thank you, James. I’m sorry it’s taken so long, you’ve been generous and extended

the invitation. I had scheduling con�icts, but what a privilege. Thank you.

James: That’s great. You know, I was going to run this episode, whether you came or not.

Because you’ve had too signi�cant an impact in my life to not share this with my

audience, which was really my goal the whole time. There’s been little touch points in my

life where it’s sort of boosted business into the next zone. Like in a game, when you play

the game and it goes into extended time.
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One man’s business journey and the Jay Abraham effect
 

For example, when I was 23, we found out we were having our �rst child. And I went into,

of course, a state of panic because I was on a pretty low wage, my wife was on a low wage.

And of course she was not going to be working. And then there was going to be three of

us. So I had to get a job in sales. And I got myself a job at BMW selling. And this is in the

mid-90s. And Tony Robbins was coming to town and someone in my sales team was going

to see him. And as part of that conference, they gave out some book summaries. And this

guy brought them to the of�ce and they were lying on his desk, and I picked one of them

up and there was this guy called Jay Abraham. And I’ve read this story about a milk bar

that was not making enough pro�t. And Jay told this milk bar owner, listen, instead of

asking people if they’d like an egg in their milkshake, ask them if they’d like one egg or

two. And that just smacked me in the face. I’m like, this is brilliant. What an amazing

switch.

Because I’d learned all about Tom Hopkins, and I’d been studying every sales book I could

lay my hands on. I’d already been through Brian Tracy’s Psychology of Selling so many

times. I actually wore the cassette out. Like, I hand-wrote that course. And this was

something I hadn’t heard before.

And then I heard about, at the checkout cashier, we could put together a little bundle –

we could basket up some of the single items and turn them into a more valuable package.

And I thought, wow, this guy makes sense. So I looked up everything I could �nd on you in

the mid-90s. And I love Getting Everything You Can Out Of All You’ve Got. I mean, it’s

dog-eared. I’ve been saying this for 20 years when anyone ever asked, like, this is my

favorite book of all time, and I’ve got at least 3000 books sitting on my shelf space.

Jay: That’s great. It was a good book. I wish it had more update on social media. But it was

a good book.



James: I think it’s the best book. You know, I went on to great sales success. I was the top

salesperson in BMW, and then I switched to Mercedes-Benz. And within a year of

Mercedes-Benz, I was number one in Australia. And I went through to sales management,

and then general sales management, and then general management. Along the way, I

found this guy who wanted to sell and I thought, you know, I’m going to give him this

book. So I went online, and I started Googling for the book. And there was this page

there, and it was really compelling, and I wasn’t sure why. And it had highlighted things in

italics, and it was Stephen Pierce and Rich Schefren. And they were saying, Listen, if you

put your email here, we’ll give you some Jay Abraham reports. And I’m like, wow, I’m all in

for that. So I put my name in. And then they said, Hey, if you actually give away this report

to other people, then we’ll actually pay you commission. And I’m like, well, I’m in for that

too.

So that’s the �rst introduction to ClickBank and name capture and copywriting, even

though I didn’t know the technical name for it at the time. And from there, I started my

little online journey. And I actually started helping other businesses, and everyone, like

my local dry cleaner, my acting coach at the time, all these little businesses, home

renovation businesses. I was writing them ads.

I did a triangulation deal with a smash repairer . He wanted to improve his business, and I

wanted to buy a whole bunch of Dan Kennedy books at the time. And I said, Listen, you

buy me the books, and I’ll read them and I’ll apply everything I learn on your business

until you feel you’ve got 10 times value.

Jay: Exactly!

James: And this guy ended up with a Mercedes-Benz franchise. I mean, literally, he got a

couple of million dollars a year out of that deal. So it was a �ne upside.
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James Schramko and Jay Abraham

 

And I mean, it goes on. I actually used money that I got from coaching clients to buy a

laptop and then build my online business. And then years later, someone I was friendly

with who I’d met through a business group said, you know, you like Jay Abraham, right? I

said, I sure do. Like hands up, I’m a massive fan. And he said, we’re having him at a little

private event in Las Vegas, you know, loft apartment, if you’d like to come. And I said, I’m

in. So I hopped on a plane, I read Sticking Point Solution on the way there, I got to meet

you and I shared with you about my business. And at the time, you said, “You sound like

your business is actually one of the smartest businesses I’ve heard in the last year or two.”

And that just lifted me about a thousand feet.
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And you and I actually sat on a couch. There was, I think, a glass or two of red wine. And I

think we spoke for about �ve or six hours straight. And I asked you everything I could

think of, like, which was your favorite book. You told me Getting Everything You Can was

your favorite, even though it mightn’t have sold the most. And I started exploring about

what sort of deal structures you like. We got onto revenue shares and royalty deals. And I

think your friend Spike was there as well, and he told me, look, go for percentage of

revenue, it’s much easier than pro�t. Since then, I’ve started building those deals into my

portfolio. And you actually knew that I was interested in this, because I was behind the

scenes helping out some of the people in your team with your membership forum,

podcast, and so forth. And we have so many people we’re connected to – Bond Halbert ,

Aaron Fletcher, Stephan Spencer , John Carlton , Roland Fraser, the list just goes on.

And I just really wanted to say thank you, in front of all of my audience, to say, like, the

things you’ve sent me, the ideas you’ve shared with me have been pillars. To the point

where when I was in Greece recently, and I was just looking at the Parthenon, and you

know, thinking about, here he is again, this guy – his ideas are so solid. I mean, that thing

got blown up in a war, and it’s still standing, it just goes to show. So you know, the reason I

have multiple divisions in my business that are across multiple currencies, that have

multiple traf�c streams coming to it, is because of the foundational work that got put

there.

Now, I’m not going to spend today digging really deep on all of the individual techniques,

because there’s quite a few and I’m just going to recommend, like straight up, go and get

all of Jay Abraham’s books and materials. In fact, even on your website, you can opt in and

you actually give away masses of value. And I’m sure that’s part of your strategy of

preeminence where you’re pretty much like the business in�uencer before in�uencers

were a thing. You know, that’s pretty much what preeminence is about. It’s being like, the

guy. And I really want to ask you a few questions around that. So why don’t we start with,

how do you brag without bragging?

 

 

 

 

 

http://www.superfastbusiness.com/business/502-the-halbert-copywriting-method-part-iii-reviewed/?utm_campaign=SFB-post&utm_medium=PDF&utm_source=SFB-post-PDF&utm_content=And-Business-Lessons&utm_term=site-visitor
http://www.superfastbusiness.com/business/617-the-ai-seo-changes-are-coming/?utm_campaign=SFB-post&utm_medium=PDF&utm_source=SFB-post-PDF&utm_content=And-Business-Lessons&utm_term=site-visitor
http://www.superfastbusiness.com/popular-podcast-series/james-interviews-john-carlton/?utm_campaign=SFB-post&utm_medium=PDF&utm_source=SFB-post-PDF&utm_content=And-Business-Lessons&utm_term=site-visitor


How to brag without bragging
 

Jay: That’s a great question. What a great question. Well, there’s a couple of ways. First of

all, you can preemptively, there’s a concept that I was introduced two years ago, James, I

call it the Aikido School of Business, it’s using the power of the enemy against the enemy.

And if the enemy is arrogance or hyperbole, you can defuse it right away. And you can say,

we get a couple ways – you can say, “What I’m about to say may sound arrogant, brash,

audacious. I don’t mean for it to be, and it’s not my intent. But facts are facts, it’s well-

documented. And if I don’t establish this, you won’t appreciate the rest of what I’m going

to say.” That’s one way of saying it.

James: So that would be like an insulation technique. It’s, put it straight out there, and

then push it to the side.

Jay: That’s one way. There’s two approaches to extolling anybody or anything. One is the

person himself or herself explaining it; the other’s a third party. With a third party, you

have license to be a lot more aggressive. So in other words, if I say, “I am so great,” you’re

going to go, Oh, my God, what an arrogant prick. But if you say, “Jay Abraham is so great,”

and if you’re known to your people, or even if you’re not, if you say, “Hey, you may not

know me, but I in�uenced 10 million people around the world, I’ve created 50,000

documented online marketers, I’ve done this, and when I tell you about somebody, when I

say they’re great, great is what they are, and here’s why.” That’s another way to do it.

A third way is just to establish achievements. You can say, “Before I tell you my story, I

should probably tell you a little bit about my background,” and then you list: “I was

involved in this (either company or product). I went from (this to that). I was involved in

(this that went from that to that). I’m considered the progenitor of (this or that). These

prominent people were mentees of mine, etc. And I’m telling you that…” Then you have to

draw a reason why and humble it with humility. “I’m telling you this not to sound

arrogant. I’m telling it just to establish the credibility – let’s see, the right word – the

credibility and substance of what I bring to the discussion we’re about to have.”

Something like that. There’s a couple of ways.

 

 

 



The power of precise language
 

James: That was awesome. While we’re on that, you were just searching for the right

word then. And I asked you about that in the loft apartment. I said, “Jay, why do you use

so many words when you talk, and you use a lot of words that are not in common English

language?” And you gave me a fantastic response. I’d love it if you could share the reason

why you have such a deep vocab and such a precise way of describing things.

 

https://www.superfastbusiness.com/business/683-jay-abraham-reveals-interesting-life-and-business-lessons/?utm_campaign=SFB-post&utm_medium=PDF&utm_source=SFB-post-PDF&utm_content=And-Business-Lessons&utm_term=site-visitor


Jay: I can’t remember what my answer was. But there’s a duality of reasons. One is, I have

very little education, but I made it a point from the time I was about 18 until about, I don’t

know, 30, that every day, I wanted to master �ve or six very unique words. And so I would

get at the source, I would look up words, and I would use them 20 or 30 times a day in

conversation. And it evolved to the point that I realized the more precise and

dimensionalized your communication, the more powerful its impact. That doesn’t mean

that every word I use is the easiest; some of them are very sophisticated. But you’ll notice

that I usually use triads as well; I like triplets. And there’s a reason, and that is, there’s

science that threes are more powerful than twos or �ves or ones. And I’ll normally try to

express something in three different ways with the intent that one of them really hits a

resonant sort of a comfort zone in people that they can refer, their reference level is

strong in, but I like very precise communication.

James: Yeah, that’s exactly what you said last time. So, very consistent.

Jay: I think that a lot of people default, and it’s gotten really worse online with sales copy.

It’s very generic. It’s very super�cial. It’s very general. And what people don’t realize,

you’re imposing on the reader or the listener the responsibility of comprehending the

implication, the meaning, the context. And I always thought that’s arrogant, ignorant and

rude. I have to make it easy for you to see in a three-dimensional way what I’m trying to

convey.

James: Yeah, that is perfect. Because ambiguity can cause a bit of miscommunication,

especially if you don’t set the parameters correctly on a mission.

 

Jay’s secret to note-free consultation
 

You do a lot of consulting and workshops, and I see you up on stage in a chair answering

questions, which as it turns out, is pretty much my favorite thing to do. I like to answer

questions on the �y, which is how I’ve positioned my delivery service. My coaching puts

me in a position where all the time I’m answering questions that help people. Now, I don’t

often see you referencing anything, no cheat sheet or database or notepad. Is everything

internalized, or do you actually store things or collect things, you know, in physical

format, anywhere?



Jay: Yeah, I used to. In truth, I have thousands and thousands of notepads everywhere

that I never look at, because it’s daunting. I think what I’m about to say is a gift in a being.

When you’ve done a certain amount – I think you and I talked about this – when you’ve

done a certain amount of industry scenarios, you achieve what I would call a form of

universal intelligence. And by that, I mean you have such a spectrum and a depth, breadth

of empirical, experiential understanding that as long as you don’t overthink it, your

subconscious can access and it can pattern recognize and correlate very easily and it just,

it becomes, I don’t really think about it anymore. I wouldn’t recommend that to most

people. And I would say that you’d have to go through 40 years and a lot of arduous

experiences to be able to do it. But you know, I trust in my experiences to draw very

clari�ed and very appropriate answers, and it normally supports my expectations.

James: That is a great answer. I’ve seen, when I go to events where there are

masterminds facilitated with experts, I see a lot of people – after just one or two rounds

of 10, they’re done, they’re cooked. So I think it’s a muscle you have to build up over time,

and there’s not many people.

Jay: It is, it’s fun. I mean, one of the greatest joys and privileges I think I have been blessed

with is every year Tony Robbins and I do about seven hours together of problem-solving

with his very, very, very high-end groups. And you can’t fake that, particularly when

you’re going back and forth with him, until I have to even rise above normality to a higher

level, which is very challenging. But a lot of people don’t have enough faith in their own

experiences to draw from. And most people, frankly, don’t have the depth. I’m an anomaly

that probably is very, very, very unique just in the diversity of �elds that I’ve been

involved in and the challenges and problems and opportunities I’ve been asked to try to

deal with.

 

Just how important are the numbers, really?
 

James: You have a base of cost accounting. How important is accounting in what you do?

Because I’ve discovered a lot of business owners don’t have much of a grasp on the

numbers.



Jay: Yeah. I’m not as good at looking at, like, your �nancial statement. But I think

understanding correlations, implications, allocations, yield, highest and best use of time,

effort, money. The fact that all buyers aren’t worth the same, all media sources aren’t

worth the same. The fact that the idea of a budget allocation or arbitrary marketing

allocation is the stupidest thing in the world, because you’re either over or under-paying,

and that if you understand allowable costs, and you understand allowable costs as it

refers to different products, media, etc., you have an unlimited budget, when you

understand that. And even if you don’t have the cash �ow, if you can prove the lifetime

value of the acquisition, you can get anybody to �nance it for you. I think you can’t do that

if you don’t know your numbers, do you?

 

The unbelievable true story behind the controversial Mr. X
 

James: I agree with you. And it’s funny, as you say those things, and they’re just

embedded into my brain. Especially the one about budgets, I used to come up against that

one a lot, especially in larger corporations. One of the best books on that topic is actually

Mr. X. And there’s a funny story around the creation of that book. I wonder if you’d like to

share that.

Jay: Sure. It’s a funny one. And that is that I had a very large client that I spent a lot of

years with. And I gave him collections of every piece of body of work I had ever created.

When our relationship stopped (really on good terms, but it stopped because I really

much saturated my contribution level and it became marginalized) I found out that he

had taken my stuff, put it into a book and was selling it for $400 a copy. This is basically

back in the mid-90s. And I was incredulous, shocked. I was going to sue him. And I got a

copy of the book. I thought, sh*t, this book is really great. Not even a book. It was a

business-building master handbook, almost, that was just amazing. And he organized it

masterfully and he articulated it brilliantly. And all these things were really good. So I

contacted him and said, we can either sue each other, or I’ll pay your royalty and take it

over. He was not doing a good job of selling it, but he’d done a masterful job of creating it.

I was able to create a pretty cool story around the very premise, and we sold 72,000

copies in about 15 months at $377 apiece, and it bought me a beach house. So it was

pretty cool.



James: Well, it’s probably bought me a beach house, too, if I’m being honest about it. I got

two copies – I dog-eared one of them and the other one’s in shrink wrap, and it’s a

treasured piece.

Jay: We don’t sell it. I should. About a year ago, Russell Brunson asked if he could print

600 of them and I let him. But this is funny. You’ll laugh about this, and maybe between

you and I, there might be an opportunity. I took it off the market, not because it wasn’t

selling; it was still selling 5000 copies a month. I took it off the market for two reasons – I

get burnt out, just like I used to do a lot of seminars, huge ones. And now I don’t because I

just couldn’t do any more. But it was predicated on joint ventures and endorsements. And

I had to set them all up and I had to write cover letters that were unique. And then as the

internet came into being, it was grievously devoid of anything on online marketing. And I

didn’t feel that was my strength. And I took it off the market with an intent to upgrade

with a whole chapter; it was going to be a whole section on that. And I never got anybody

to do it, so it’s been sitting and gathering dust, which is actually tragic, because it’s so

evergreen, and it’s so powerful and it’s so clear. And it’s really tragic that I don’t do

anything with it. I should, it’s just I can’t. I haven’t gotten it together to add that section. If

I ever get anybody who will give me a really good, balanced section that’s good, I

probably would rerelease it or joint venture it with somebody, because it’s such a great

book,

James: I was faced with that same dilemma with my book , which I know you’ve had a

glance over, but I actually kept the online chapter out of it. And I made that an additional

bonus chapter online, simply because when I was thinking about how much I like your

book, I couldn’t see my book sitting on the shelf in 10 years from now. And if I put a digital

chapter in there, you know, it’s just not going to be relevant, if you think about MySpace,

or Netscape browser and stuff. That’s the surest way to make the book devalued over

time.

Jay: Right. That’s the one problem, frankly, with getting everything. It’s a fabulous book,

and it’s got 336 case study examples and reference illustrations. And it’s impossible to

read that and not understand what to do, but it’s got a very antiquated and embarrassing

chapter on websites, internet. And that’s it, I’d like to strip out. But I didn’t write it

because I’m still, what I do is more macro strategy. It’s not really tactical online stuff. So

I’m still not very strong in that.

http://www.superfastbusiness.com/book/?utm_campaign=SFB-post&utm_medium=PDF&utm_source=SFB-post-PDF&utm_content=And-Business-Lessons&utm_term=site-visitor


James: I don’t think online is your strength. Having watched you for the last decade,

you’ve had struggles with different partners on that, because there’s a lot of shifting

sands in our space. You know, I would say someone like Russell Brunson who publishes

books – he’s doing one about traf�c as we speak – he’s the current powerhouse in that

sort of area. A chapter from him might be a great solution. I de�nitely think the concepts

in there are solid.

Jay: He was going to and then he got busy. Was it ClickFunnels ?

James: Yep.

Jay: Yeah.

James: Kind of took off.

Jay: But yeah, I mean, one of the most interesting things that can happen to somebody,

and I don’t say this with remorse, but you can be a powerhouse and then just burn out at

doing something. And even if it’s massively lucrative, “Yeah, I’m tired. I’ve been there and

done that.” And that happened to me a couple of times. I mean, we did a quarter billion

dollars of seminars in a couple of years. And one day I was standing there and I thought, I

keep saying this over and over again, it’s a little boring. We have a couple of new theses,

pardon me, that I just have been working on that are pretty cool that I might start

teaching again. But same thing with selling Mr. X, I just got bored and wanted to do

something else. But it probably was a mistake, because again, it was making not just

money for me, but it was making the recipients of the book enormous amounts of money.

We got 12,500 attendees to seminars, paying �ve to $25,000 20 years ago from buyers

of that book, which is pretty amazing, because we only sold 72,000. So if you look at the

numbers, it was profound.

 

Work-energy balance, and tuning one’s self
 

James: I really did want to ask you about that, about your energy, and if you spend time

thinking about you. Like, do you work on your own business as well? Do you look for

leverage points and ways to minimize the amount of wear and tear that you’ll put?

Because I know you go to China, you get on planes, you’d stand in front of rooms. And I

limit how much of that I do, because I’ve quickly realized this is hardcore, and I’m missing

valuable sur�ng days. So do you spend time thinking about how you would tune yourself?

http://www.superfastbusiness.com/blog/clickfunnels-review-amazing-marketing-funnel-system/?utm_campaign=SFB-post&utm_medium=PDF&utm_source=SFB-post-PDF&utm_content=And-Business-Lessons&utm_term=site-visitor


Jay: It’s challenging for a couple of reasons. My career has spanned four decades, so it’s a

long time, and I’ve been very privileged the majority of them to make meaningful

contribution, A, and to keep a qualitative reputation, B, which is something I’m proud of.

But I never really built, I never liked my own business. I always loved other people’s, so I

never really built it well. And then as we got into the online market, I had a very big

challenge. Number one, my products and services were much more what I’d call holistic

and global and strategic. And a lot of most online people are selling a tactic, which I’m not

criticizing other than I don’t think tactics are the vehicle to sustain and really build a

valuable asset-rich business.

But the more I knew my own �aws, the harder it was to write copy about how great I was.

And every time I would go outside and try to get a copywriter who could write for me

about me, it would default, in my opinion, to a lot of hyperbolic bullets and super�cial

stuff, and I didn’t want my name associated with it. So we never could �nd anything that

sort of satis�ed me, and I got, frankly, tired of creating products. So we didn’t really have

new products. We have 12 programs I created just as boutique programs, more to see

what could come out of my mind for three days on a subject. We sold maybe 15 people at

�ve or 10 grand for a beta program, and I never sold it again. So I’ve got programs on

relational capital, which I’m really happy.

James: I’ve got them. Actually, I went down to the local printing shop, and they actually

took up a box that was the size of three or four old phone books, of all the stuff you’ve

ever done. And I couldn’t help but think it, when I handed over the USB to the printer, I

was thinking, does he realize he’s holding 100 million dollars in his hand right this minute?

But he printed it out, I’d scraped the �rst one off the top and hopped on the airplane to

the Maldives . And on the way to the Maldives, I was reading about relationship capital.

And that really helped me boost along my revenue share deals , because that’s essentially

what I’m doing, is building an investment portfolio of other people’s businesses that I pull

together and we work together and they actually �t like modules into a greater, bigger

portfolio.

Jay: That’s great.
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The wins and caveats of revenue share deals
 

James: I’ve added three this month. So I’m really into that. And watching you, and when I

see you in China and doing an event etc. I think, if I could just migrate these clients across

to this kind of business model, I think that’s going to give me decades of wealth and

experience without burning me out.

Jay: Yeah. I mean, if I were to give you advice or give anybody with marketing acuity

advice, and I’m a bit of a hypocrite, because it’s all I used to do, and then I stopped doing

it, because the kind of businesses I wanted to help were very hard to negotiate revenue

shares, but it’s much more lucrative, it’s much more sustainable to not get paid fees but to

get paid on a continuum on the enhanced results you produce by either increasing the

performance of somebody’s existing revenue system, adding components to it,

penetrating new avenues, bringing on new products, services, monetizing active/inactive

buyers, prospects better for them, and having none of the compensation denominated in

time and having the compensation be sustainable. You can do that. You’re much better

off, because you’ll earn a hundred times more for the time; you’ll be entitled to it for long

periods, if not forever; and it’s sort of the equivalent of a bicycle in tenth gear – you have

to work hard in the beginning, but if you’re right, you just have to keep the momentum

and adjust it when it gets a little stale or when competition comes in. You have

momentum, velocity working for you. But you have to make sure that you’re aligned with

companies that have the capacity, the resources and the willingness to really deploy

things, roll things out, reinvest.

As long as you have the right partner, it’s great. Today, that’s a lot harder, because people

aren’t as reliable as far as partnerships. But yeah, if you do that, I would recommend that.

I think for you, having a new denominator is very beautiful. You want to have a portfolio

of relationships that are very diverse. When I used to do it at my peak, it was stimulating

because I knew for, example, on the 15th of the month I was in the money with 150

salespeople that were working for one client. After the 200,000 mailing of a million-piece

mailing, I was in the money. After the third conference exhibit of the month out of 300

they were doing, I was in the money. And that’s really great, it was very diverse and I

loved it. I just stopped and I never really started doing it at the level I did, but I think it’s

brilliant for you. And you should do more and keep moving up the ladder.



And one of the things, just as a throwaway to you, even though this is public, I’ll give you

an idea. I made a rather extraordinary amount of money from clients who rejected

projects and applications that I would propose to them, if they would turn it down. And

my model used to be, I would get a quarter of the increase or of the pro�t depending on

whether it was enhancement or newfound money. If they didn’t want to do it, I would buy

the rights and give them the quarter.

James: Gotcha.

Jay: And I would make a ton of money. I made more doing that than anything, because

they didn’t see it. I was pretty certain it was going to be a home run or a grand slam. And

I’d say, okay, you don’t want to do it, �ne, I’ll do it, I’ll give you 25 percent. And most of

them said okay, and then they wanted it, almost all of them, you’ll it see after a while –

people are very interesting. In the beginning, and you’ve probably seen this, they love the

idea of paying for results. And when it starts, it’s sort of okay, because they’re paying you

a few thousand dollars. When it starts getting 80,000 a month, $150,000 a month, now

they’re thinking, foul, you got the best of me. And then you have to really be mindful. I

used to have a project strategy that when the checks started coming later than promised,

I started negotiating a buyback to them because I knew that the relationship was getting

negatively prejudiced, because they’d grown and they brought on new people who were

saying, why are you paying? Why are you paying? And I didn’t want to argue.

But I’ll tell you a fun story. My model was hilarious. Even though I had a couple, two,

three-year contract with them, I could tell after about 18 months, it was getting stale

with almost everybody. The more successful, the faster we’d get stale, because they’d

bring people on who were resentful and didn’t have a historic reference to what it was

like before it got that successful. And it was a psychology factor that it was hard to

overcome. So I would say, why don’t you just buy me out and I’ll let you pay in

installments, 50 percent, we’ll divide it over 12 or 18 months. And that was not hard to

do. But then, because I know human nature and it would trail up, I’d go back and say, you

want to buy it out for a lump sum? I would short rate it for a single payment so that I was

certain I wasn’t going to get screwed, so to speak. In the end, it’s a little hard, you have to

be very vigilant because owners end up abdicating when you grow them. And managers

end up being resentful. And it may sound like I’m jaded. I’m really not, I’m just being

objective about, I don’t have a fault with human beings being human. But if you don’t

understand the implications, you can be very disappointed in human beings.



James: I agree. I think you said the words before, saturated marginalization. I think of it

as diminishing return. People often forget how little they had when you started, by the

time they, you know, get high and mighty. I actually build in a buyout into the contract

from day one. So we always know exactly what it will cost to exit for both parties.

Jay: And I think that’s really smart. And again, I didn’t do it as cleanly when I was at my

peak of doing it. But that’s what I would recommend. And I also never, ever gave them

ownership of the creative.

James: Same. I’m licensing my IP for non-exclusive use, and they can’t sell it and they can’t

set up a clone business. And then if they want out, they can just pay the fee that’s agreed

before we even start the deal. And I learned a lot of this by studying your stuff, seeing

what the mistakes. I basically interviewed everyone I could �nd who does these kind of

deals and I said, what went wrong? And I’ve protected against that in my contract.

Jay: And it’s smart. Because again, if you’re not careful, human beings are being human,

but human beings can be unintentional sh*t. And the worst thing is if you build

somebody’s business based on their personality, because then they believe all that you’ve

created and they see themselves as being these Midas touch omnipotent people, which

they might through osmosis in the association with you become, but it’s just a matter of

time with most people. I mean, an enlightened entrepreneur should love paying you more

than they make, because sooner or later, you’re out of the picture, and they own the

asset. But there’s ego involved, there are underlings, resentment involved. I’m not trying

to be negative…

James: No one’s really talking about this topic. So I mean, this is amazing. And it’s true. In

fact, one of the most successful ones I’ve got is interestingly, it’s called 10XPRO , but it’s

like a similar but, say, better version of ClickFunnels, right? It’s just taking off; people love

it. But that deal came because the owner of that, the founder  , who has really deep

experience, he came to my Maldives mastermind  a few years in a row just to meet me and

to get to know me, and we surf together. And you know, if someone is doing a life-

threatening activity with you weeks on end, over multiple years, you’ve got such deep

level of trust and con�dence in that person that you know that they’re going to behave in

a similar way in their business. And it’s been such a great relationship because of that

next level.
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Jay: And that’s a rarity. And that’s probably the �nest basis for a relationship. There’s an

analogy I use in a lot of references. A lot of things are �ash-seared instead of crock-

cooked. I think that your point was really profound. And you �gured a lot of these cool

things out and you’re having a good time. The big problem with most people who have

creative, whether it’s marketing, or strategic ability, they can �gure out how to make

ordinary income, but they can’t �gure out how to leverage up adequately enough that

they’re not constantly in strife, either having to perform for lots of people, or having to

�nd new people to perform for.

James: Yeah. It’s covered in the end of Getting Everything You Can Out of All You’ve Got,

where you say, work out your dream customer portfolio and identify your special skill

and then go and marry them up. That was a profound concept for me – I realized that I

wanted to be paid by multiple people, not one employer.

Jay: Yeah. Many of my colleagues don’t understand that I like to be very well-hedged.

Early in my career, I had one big client that was paying me at peak, 35 years ago,

$200,000 a month, which was really good money then. And I bought a brand new house

and put every penny into it. And the business they were in got threatened, and I was the

biggest single expense. And even though I had an agreement with them, they negated it.

It would have been reserved, and it could have been litigated, but it put me in a very

onerous position, and I swore I would never ever again, put myself in that kind of a

control dependency on one person.

James: I try hard to protect my clients from any kind of single-point sensitivity . You see

that one, a lot. You know, “Facebook’s banned me,” or “YouTube shut me down.”
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Jay: I have something new that I’ll send you, two versions. One is the PowerPoint and the

other is a video. I have a whole new concept called Beyond Exponential, and it’s really

killer. It’s predicated on the fact that I’ve created 30 different categories, each one of

which has the potential of producing geometric pro�t growth. And I always wondered

what geometry on geometry on geometry would be. And I never took the time to look it

up. But I looked it up, and mathematically, there are �ve gradients above exponentiality

that you can actually attain – pentation, hexation, hectation, octation – I can’t remember

all the other ones. But if you have the ability to go far beyond exponential, then you

should never be satis�ed with linear. Plus, you should operate your business and your

personal life always in the exponential zone, not in the incremental zone. And everything

you do should be done with the highest current and residual yield. And most people do

the opposite. It’s a pretty cool concept.

James: That sounds like business Inception. And I’m very interested in that.

Jay: I appreciate it. You are very interesting. So, we should try to talk; I’m very impressed

with the way your mind works. And it sounds like you’re having a good time, which is, it’s

more than half the battle. It’s really the majority of it. If you’re having a good time,

everything else �ows from that.
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Is retirement a consideration?
 

James: I agree. So when do you retire as such? What’s your philosophy on the �ow of how

much you want to work versus how you spend your time now, as you’re coming to a

different part of your career?

Jay: Well, it’s very interesting, because you mentioned something: for the last �ve years,

because I’ve created an enormous quantity of marketing people worldwide, many of

them are very respectful and acknowledge me, but a surprisingly large number want to

be me, if that makes sense. So you have to compete against yourself, which is very

interesting, particularly in a world where I’m not as transactionally strong online. So I

spent the last �ve years with the duality of goals. One, to be the greatest benefactor to

entrepreneurs worldwide that ever existed. And we give away, I think, better products,

programs and content than many people sell. And we don’t even ask – or, it’s optional, but

we don’t even ask an opt-in to get it and none of them sell anything. And that was done

purposely to create an almost mythical brand.

But concurrently, for �ve years, I took on some of the most complex business clients

imaginable, very few of which were in the online information �eld. Just a spectrum of

things.

I just came back, for example, from outside of Washington, DC, where I was helping a

client that does contracting for the Navy. They provide test pilots for the Navy planes,

and they teach Navy pilots how to �y unmanned attack drones. But I get involved in

really sophisticated stuff, and I did it to dramatically expand my strategic acuity. And I’ve

done a pretty good job of it.

Now I’m more interested in going back to my roots and doing more deal �ow like you’re

talking about, but at pretty high levels where we get involved with equity deals and

things like that. And I’m in age much older, but in knowledge much wiser. So we’re looking

always at lots of deals, and I’m more interested in building a portfolio that has

sustainability and asset value. I never was that, you know, I’ve done very well in my life,

but I never was as big at acquiring assets as I was acquiring diverse business knowledge.

And now it’s, you know, as I get older, it’s fun; I still enjoy it. I’ve become, which is sort of

fun, I’ve become one of the four or �ve people in the war room. And it’s hilarious, since

they’re all about digital marketing, and I don’t know anything about digital marketing. But

I do all the hot seats and strategy stuff and it’s sort of fun. And I’m having a pretty good

time.



Most of the people, because I charge a rather extraordinary amount for the time that I

provide, so people don’t come to me with easy challenges, James; usually they’re

complex. And they’re, you know, untangling Gordian knots and stuff like that. But it’s, I

don’t know; right now, I’m still enjoying it. And I appear capable to hold my own in very

complex environments. But I could probably say, when I can’t, I won’t. But right now,

that’s been my life for 40 years, and I still enjoy it. So I’ll probably continue as long as I’m

able to make meaningful impact, if that makes sense.

James: It does make sense. I used to work with my grandfather, who had a shed in the

backyard, and he was a timber broker making three percent on all the orders that he

placed with timber yards on behalf of builders. It’s funny, you know, he did that up until

the last day. He just loved it. And he was good at it. He taught me most of the things I

learned about telephone sales and being a good listener and strategy. And I could see

that with you; I don’t see you stopping anytime soon. And I’m grateful that you at least

started and continued, because it created a great foundation for the work I do. And to put

this episode together has been, you know, this is on my wish list.
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Jay: Oh, that’s so nice. Thank you. But I’m impressed with you. The quality of your

questions and the respect that you extend is remarkable, and it’s very appreciated by me.

But I hope that my answers give clarity not just to you, but to your listeners, and they give

inspiration, but also they give a context that very little happens in the world if you don’t

make it happen.

James: I’m sure your answers are phenomenal. And I’m pretty sure people listening to

this are at least of an intermediate nature, because of the type of content we have. And

we’ll be sure to put all the links to your website. You’ve got a documentary out as well –

we’ll link to that. And I just wanted to say, I appreciate it very much. And hopefully we’ll

continue to have some discussions here and there.

 

 

Jay: I would like that. You impressed me today, immensely, and it’s a pleasure. And if I

have had an impact on you, it sounds like it was not only well-deserved, but that you’ve

reciprocated by adding enormous value to people’s businesses and thus their lives and a

lot of other people. And that’s really, that’s what it’s all about. You know, people

mistakenly think that trying to make a lot of money is the way to make a lot of money.

James: That’s like, that’s the byproduct really, isn’t it?
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Jay: It is. When I started out, honest to goodness, I never even cared about it. I mean, I

wanted to make a living because I had two kids and no education. But all I cared about

was I met all these really passionate entrepreneurs that had the desire to add more

value, bene�t or advantage to segments of markets and I wanted to be part of it because

it was exciting. You felt like you were on a crusade or a mission and you were doing

something very purposeful and very different than just eking out a living. And it was

exhilarating, and I was able to bene�t �nancially, but it was literally as, you’re right – it

was the byproduct of the intention to really make a difference and be a catalyst to help

people who were adding value, get that value addition recognized by their market and

responded to. But it was, yeah, that was the driver, was not making money.

James: It’s a wonderful time to be alive. Well thank you so much. I really appreciate this.

Jay: No, it’s my pleasure. And separately, I’ll have Deseret send you what I promised, if

she’s out there now. If not, tomorrow. And please, you know, let’s do – let’s have dialogue,

because you’re very impressive. I really forgot how deep and re�ective you are as a

human being. It’s really a delight. Thank you.
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