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Anthony:

As it relates to the personal
gaps that I've experienced, I've
been online for about six years
now. When 1 first got started
online, | set out to build a,
really an internal digital
marketing agency. That’s the
best way | can explain it. What
| wanted to do was essentially
build an online business that
allowed me to sell different
products and services that |
was relatively passionate about
or that | enjoy. When | first got
started, | was a 100% focused
on our products and our
services. We tried a lot of
different  things in  the
beginning but for the first
18 months or so, we literally
had no success, virtually, zero

sales.

All of my time and energy was
spent on creating my products,
figuring out what we wanted to
sell, how we wanted to sell it.
What | realized after 18 months
of all that time and energy was
that | had no distribution
channel. | had no way to
actually get in front of people. |
had this breakthrough moment
where | took a step back and

tried to gain some perspective
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on all this, | guess, just running
around in a wheel that | had
been doing. | said, what do |
need to do to get from where
I’'m at to where | wanted to go?
What's that gap? That gap that
you're asking me about, for
me, personally, in my own
business, it was understanding

how to get it in front of my

prospects.
It was traffic. It was
distribution. It was getting

people’s eyeballs on what it
was that we were selling. For

me, | think the biggest gap that

| witness being business
owners whether it's online
offline is really deeply

understanding how to get in
front of their ideal prospect. |
know you’ve talked about this.
Really, any marketer talks
about the idea of needing to
meet your prospects where
they are, needing to enter the
that’s

conversation taking

place in their minds.
Ultimately, what | realized was
if | knew how to get someone
to my website or you know
how to get someone to walk in
the doors of your business,
you’ll never going to be hungry.

You’re always going to be able
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Jay:

Anthony:

to generate ...

That’s a great insight. Expound
a little bit because
nomenclature and you're
interpretative vision for the
definition and the meaning of
some of these words you're
using are going to be different
than the audience that is
watching this. Would you mind
giving a little bit of a color play
by play and dimension to each
ones so that it’s clear and more

perceptive to people?

Yeah. When | say distribution,
what | mean is actually getting
your product in front of the
person that’s going to be most
likely to purchase it from you.
For me, when we first started
out and when we actually
started to have success online,
we were selling sports
merchandise. For me, what
distribution meant was getting
my jersey or my hat or my piece
of memorabilia in front of the
person who liked that team
and who was interested in
buying it. When | say
distribution, that’s what |
mean. It's getting the right
person in front of whatever it is

that you’re selling.
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Jay:

Anthony:

Good. Okay, | get it. Most
people that | talk to don’t
realize that the creation of
sustainable distribution
channels or sources is the life
blood of feeding the
predictability, the sustainability
and the, what’s the word | want
to use, the consistency of flow
to their business. You're hitting
on something enormously
powerful and enormously

overlooked. Continue.

It's funny you mixed the word
consistency. When we first got
started in our business, it was
like, | said, it was an NFL-
licensed sport merchandise
site. That was the first big
success that | personally have
had. We built that business up
to where we had about four-
and-a-half million people on
any given week that was
engaging with our brand. The
way that we did that was to
really understanding how to
target and engage our
prospects. It was that
distribution that I’'m talking
about. The Catch-22 with that
was in our business, we were

isolated on one distribution

platform. What | mean by that
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Jay:

Anthony:

Jay:

is just breaking it down very
simply. We built our entire
business on Facebook to begin

with.

We were 100% social-driven
company. We had one target
distribution channel. We did
extremely well with it. It was
predictable. It was sustainable.
Over time, it actually burned

out, if you will.

Tell me two things. I'm going to
interrupt you. Just for everyone
who’s a little bit naive, you
were running ads on Facebook

and it burnt out because ...

We were running ads on
Facebook targeting people that
were interested in the
individual sports team that we

have merchandise to sell for.

Also, excuse me, Anthony, for
people who’'ve never used
critical, logical, correlated
thinking, one of the most
powerful things you can do is
let your brain figure out
correlations because you can
identify and you can locate and
you can target almost any kind
of a segmentation, a
preference, an interest

imaginable if we start thinking
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Anthony:

Jay:

about it clearly, can’t you?

Absolutely. Getting back to
distribution for a moment, we
live in a world that is with
technology isincredible. What |
mean by that is literally, with
the platforms that we have
online with advertising,
whether it's Facebook,
whether it’s YouTube, whether
it’'s Google and there’s dozens
of them out there. You can
target someone if they like just
about anything that someone
would like. Any hobby, any
interest, you could target them
demographically,

geographically. The
opportunity is endless. |If
you’re a business owner in the
audience and you have a local
shop, you can target someone
based on a zip code or based
on a geographical radius so you
know a 100% of the people
that are going to see whatever
you're offering is is going to be

relevant to that.

People don’t realize, that’s
almost a throw-away sentence
but the magnitude and the,
let’s say, the yield within that
realization can be

unimaginably lucrative for
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Anthony:

people once they really
grasped how to do it. We're
going to go forward beyond
that but that alone is a
powerful distinction, don’t you

think?

Absolutely. Getting back to
what you were talking about is
how you identify people or
how you target them. If any
business owner in the audience
thinks about, what would it be
worth through their business if
they knew how to get in front
of the exact person that was
interested in their business?
Whether it's a mom that’s 45
years old that loves sewing,
you can target them directly
through these advertising
platforms. Whether you’re a
local massage therapist and
you have a 10-mile radius of
people that would want to
come in whether you’re a
restaurant, a doctor. The

opportunity is endless.

All you have to do as a business
owner, in my Dbelief, is
understand two things. The
first thing you have to
understand is what is your
offering and what value are

giving to them. The second

HAN?
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Jay:

thing is who’s going to be that
ideal customer and where do
you find them? If you find them
geographically, then you enter
in the geographical information
that you need through the
advertising platforms. | have
the most experience with
Facebook and you can literally
type someone’s zip code. You
can do the same thing on
Google. You can do the same
thing on YouTube. All of the
advertising platforms online
today have incredible targeting

capabilities.

Literally, getting back this idea
of how do you generate
distributions, how you get
eyeballs, it boils down to
understanding who your ideal
customer is? Who's going to be
most likely to like what you
have and buy what you're
selling and then where they’re
at. If you can answer those two
guestions, then you can find
out which advertising platform
works best, you can generate

all the business you need.

Question, you may not know
the answer, we’re doing this for
people around the world

although it’s so universal, I'll
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Anthony:

Jay:

Anthony:

probably use it here as well. Do
you think that it’s profoundly

different in another country?

It's a really great question. | can
state, based off my own
personal experience that it’s
not. The reason why I've say
that is | know a lot of online
marketers in Asia, Australia,
the UK, all throughout Europe
and everyone is having success

because these principles are

universal, right?

Yeah, | was going to say they
are universal and human
nature is not going to change,
great. Take me to whatever the
next level of sophistication,
understanding,  opportunity,
connectivity is or anything else.
My goal is to try to guide the
vehicle called Anthony’s brain
in a forward and an
accelerating and an ascending
direction but | don’t want to
tell you what to talk about
because you know what you

can share. Go for it.

If we think about the first step
in the way that | look at this,
the distribution, right? Figuring
out who your customer is and
where they’re at so you can get

in front of them. Once you've
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answered those two questions
and you’re starting to generate
some results or you're starting
to get some forward progress.
From there is where you really
have to start engaging them.
You have to look at creating
mechanisms  or  creating
systems to engage them and
build some trust and rapport

with them.

When | say, trust and rapport,
what | mean is adds value to
them, right? If you have, | don’t
know why, there’s obviously
tons of different businesses in
the  audience. = Whatever
product you’re selling is, once
you’ve identified who your
customer is and where they’re
at, you then need to figure out
how you can engage them. For
us, we were in the sports
marketing business. We knew
our customers were sports fans
and we knew that they were
online on Facebook talking
about their team. Once we
have that identified, we said,
enter the

how do we

conversation  that they're

having?

How do we engage them and

get them to know, like and trust
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Jay:

Anthony:

our brand? Step number two is
that engagement part. For us,
the way that we did that was
literally by adding value to our
customers. It was by giving
them what they wanted to
hear. If it’s the sports fan, we
talked to them about sports,
their teams,

highlights. We

updates,
created a
conversation that was evolved

around the business.

It was natural, authentic and it

was progressive, correct?

Exactly. The way that | looked
at starting websites are
building businesses now is | ask
myself this question and the
question is, what conversation
do | want to be a part of?
Because every business, once
you've identified, this is just my
personal belief, but once
you've identified who the
prospect is and where they're
located, you then need to
engage them in a conversation.
Jay, you're the master at this.
You go out and you engage
business owners in an
extraordinarily valuable
conversation about marketing,
about growth, about sales.

That conversation, in my

D/N— K TT, FAIZBbDOGE, {To722 &
ECFEY S ICflifiz 5252 & TL
Too OB E TN EERETLHZ LT
Lic, MFENAR=YT 706, FAT2H
VI 5 DOF—HIZONWT, AR—T{TD0
T, BHEHR. A T4 MTOWTED £
L7z, A BIXE R ADE Y TREEZE
D EFELE,

Jay :
ZAIUTHERZ2Z LT, MSET, L
77 BEWETHMH?

Anthony:

ZOEY T, AN T =7 WA FEIRD,
EVRAEND BIFT00 Hlik, ok
REFEZAIBMD Y v onEnd o
LEMYIBRLEMABZET 2L 0S HDT
L7ce ZHUTFRADOMEARIRE 272D TY
B, —ERIALEERFEL, EZI2VW5HD
MWERFET DL, D AR EAT S
VERH Y £, Jay, HARTZIT T HITH @
LTWET, bR <, ~——r7
A TR IRFEIZ DOV TOEFEIT DN
TOLETHMEDOHLRFETET R AL
—F—%BIEDTET, AOBEXTIE, b
LIFES> TWEbLETIEL TR LWOTT
N, TORFEEDHRI-OE TR AR HE
TRHEOTHY, TIUTE VEESCHfO
BREgEEHS - - -




Jay:

Anthony:

Jay:

opinion and you can correct me
if I’'m wrong, is the life blood of
your business that generates all

the trust, all the rapport and ...

You’'re

00:16:04].

doing [inaudible

then give you the
opportunity to then ascend
them to the next step which is
actually where vyou start
creating a customer and you
start actually delivering a
deliverable to them and in
exchange

getting some

monetary value.

Good. You're right. Let me
throw you a perspective and
get your .. We'll do like a
workshop. | believe it goes to
[inaudible 00:16:25] that the
most important realization is
it’s only a matter of time before
the people you want to do
business with will do business
with you. However, the most
flagrant mistake people make is
waiting for money to change
hands before they invest in the
relationship. | believe it’s very
important to invest genuinely
meaningfully and valuably in
the relationship first. Tell me if
you agree and if you agree how

that translates to what you do?
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Anthony:

Jay:

A 100% agree. Especially in the
world that we live in today, the
only advantage that is not
commoditized is the level of
trust and rapport and or value
that you can create with your
potential customers. | think,
I’'m a huge fan of Tony Robbins.
I've done everything that he
has. In Business Mastery, he
talks about one simple
principle. He says, your job as a
business owner is to add more
value than anyone else in your
marketplace. | really believe
that that's the name of the
game. You see it online today.
You see it in a lot of different
doesn’t

ways, whether, it

matter what business you’re in.

The businesses that are the
most profitable that are having
the most success are the
business that have found the
way to have a relative and a
valuable conversation ongoing
with the people that want to do
business with them and they’re
giving more value
exponentially than they receive

in a monetary return.

| love hearing it. Can you help
us grasp and extrapolate how

that relates to starting a
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Anthony:

relationship online vis-a-vis
Facebook or any other, pardon
me, distribution channel and
then migrating them through a
process? It didn’t have to be
deep. You're talking to people
who don’t get always any of it.
Let’s see if we can help them at
least with a first step mental
connection. That would be just

connect it for them.

Using an example of a business
that we just sold. We had
launched a website called
ladyslife.com, | don’t know,
about six months ago. The
whole focus of the website was
literally just to engage in a
conversation with women. Our
target demographic was very
clear. We knew exactly who our
marketplace was. The way that
we added that value, the way
that we, | guess, just connected
with them and ... | guess, really,
what I’'m trying to say is we did
that through a variety of ways.
We had an idea and an
understanding of who our
market was and what they
were interested in and what

they wanted to hear about.

For us, it was very simple to

give them content, to share
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Jay:

information with them, to
motivate, to inspire and really
to lead them. | think as
business owners, the way that
we really accomplish a
successful business, when we
build a successful business is
simply by leading our
prospects. It’s by offering them
something of value and over
the course of time, being able
to just continue to develop that
relationship if that makes

sense.

It does. Just to reiterate a very
old but a very universal
principle that | was talking
about 25 years ago, human
beings are silently begging to
be led. However, there’s a
caveat. They want to be led by
others who they feel very
comfortably and very truthfully
have their best interest at
heart. If you can demonstrate
to an audience that you have a
better way, that you know how
to lead them through the
thicket of confusion or self
doubt or all the numerous, too
many options and you are
doing this for their best interest
and you do it with authenticity,
you can own the mindshare

forever.
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Anthony:

| think what that means to me,
being who you are. You said
that word, authentic. | think
the greatest advantage any
business owner has is being
truly authentic and showing up
in the market the way that they
are and not really plays off the
back of how we are able to lead
and inspire these people or
whatever business that you’re
in. Another example for us
right now is we’re entering into
the health space. I've, over the
last few years, become very
passionate about just health
and wellness in general. For us,
what that means is just being
truly authentic to who we are
and sharing our message and
communicating in a way that
we would communicate with

our friends and our family.

We’re doing that through social

media. We're doing that
through video. We’re doing
that through blogging. We're
using these different mediums
online which are nothing more
than  just avenues  of
distribution or avenues of
connection. We've got a million
different ways to  stay

connected but most people,

Anthony:

FIZENNHDEHFTWDL I, ZEKL
TWbHERWET, HARTIIMF:E, Lo
SEELFEVE L, BBEIIC, BEURR
F—F =0, RRKOT R TF—v
I, BICHETHDLZ L (ZOEFRAH),
BAEDIINOFNL, FATZ B ITMEEE D22
A2 TWNDH Z ETY, BT Z OBAFR], —
AR & D& ORER BB IZIE B & Y
F L7, BBt oT, TNNEWKT S
LZAF BELEDRARREBELE 2122
r—arERLHOELERERICA yE—Y
BIAL, ala=r—varktdAx
Xt L CEICHEETH DL E NS Z ETT,

=blizng, V=YYV AT 4 T %58
CTHT->TWET, BEiz@L <, 7rr
ZEU T, HRDEeaxsva rOF
Brlcih7e B2 DIEho R 5 51ET
FNETVET, Bimbid, Ax EBnR5
B2 DORRDTFEEFfo TOWETR, £
< DNZILEID % EERITAME A 4 0 1
DEAIMT D L0 HFETIEHENER A,
b LHRENHEEICHRIZEH T, ARYID
S0 HHE T, Z L CaEMcH i

DERATWHOHREDL, AXITED—EB




Jay:

Anthony:

Jay:

Anthony:

Jay:

Anthony:
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Anthony:

they never use them in a way
that actually creates that
opportunity for value
exchange. If you «can be
authentically  yourself and
really just present yourself and
your business in a way that is
inclusive, that people want to
be a part of it. Online right now,
we're really focused on
building missions or

movements.

What do you mean by that?

What | mean by that is starting
something that people want to

be enrolled into.

For example?

For example, | don’t want to do
shameless self promotions so

I’'m trying to think of ...

That’s all right. That’s okay.

... other examples.

I’'m impressed with you. We're
going to get to the end of this
much sooner than | want. You
can do a little buffered self
promotion but tell me an

example.

Let me give you an example of

a friend of mine. She started an
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Jay:

online company. Basically, it
was a health and weight-loss
company. It was a fitness-
related website. The
movement that they created
was around juicing vegetables.
What they did was they used a
mechanism of juicing
vegetables, of healthy eating,
of cleanses as a way to start a
health and wellness movement
that got people in great shape
that allowed them to lose
weight and that gave them the
opportunity to be a part of a
tribe or part of a community.
When | say a movement, what
| mean is creating something
that your business believes in
or that your business does that
adds value and then finding a
way to build a community
around that that has all these
things that we’re talking about.
It has the engagement. It has
the conversation. It has the

value added.

We're only going to have, it’s a
disservice to you because |
think you and I should probably
do a very long, maybe a two or
three-part segment. There’s a
lot of things I’'m thinking about
right now but for purposes of

this, let’'s conclude with your
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top three, five, 10 list of things
you would recommend if you
only had five or 10 minutes in
somebody’s business life to
transform their thinking and
actions online. What you tell
them absolutely to do first,
second, third, fourth, fifth. You
can go up or down the
hierarchy as fast as you can in
five or seven minutes. | think
that will be a fabulous

conclusion to this discussion.

Getting back to where we
started, | think the first and the
most important thing when
you get online is understanding
what your distribution channel
is. With the internet, there’s so
many different distribution
channels. When | say channel,
that’s defined as website or
platform, right? Facebook is an
individual distribution channel.
YouTube is a distribution
channel. Google is a
distribution channel, Pinterest,
These

Twitter. different

websites are different
distribution channels. The firs t
thing that | recommend to
anyone that I'm talking about
as it relates to building a
business online or getting more

traction is identifying what

5, 10 OFEHTELHIZADEL LI, 3R
A, ELBIETH TLIETENENE
A, 50MB THTTELRETEIATS
TLEEY, ZHEZDOT A Ay ay
DEEL LWV 7 )L—Tg (i d s
BnEd,

Anthony:
DGR D &, BRI A T4 T
D—FD, L TbHEEZRFIIHH O
WF vy R VEHFET LT, A ¥ —
Iy ERBIUE, &L DD
BT ¥ XNANH Y ET, AR TF ¥ FL &
WH EE FRUIT =T YA MR T v b
T — A EEFRINFE T L4 ? Facebook
VXA OFEIET v * /L T9, Youtube i
WF v RV TT, Google & Pinterest %
Twitter HIEET ¥ R TT, T HDORE
LU =T YA MIRRDHET v RV
T, A I eV AENLD EIF, X
DEBINE/D LV Z LB L TN
WO LE—DZ &iX, EO LD RikET
XAV 20D EREL, L TED
NORFEBODDL T LB AA T A
(?2) b EFBZETT,




Jay:

Anthony:

distribution channel they want
to be on and then from there,
building a presence online

starting that conversation.

For us, in my example, we went
on to Facebook because it was
very easy for us to find NFL
sports fans. Jay, if you are a fan
of the San Diego Chargers and
you said on Facebook you like
the San Diego Chargers, you
would see my messages about
the San Diego Chargers a 100%

of the time.

Let me interrupt. People don’t
realize you have that capability
to connect at that deep and
specific a level of continuous, |
guess, interest or affinity and it
is unimaginable when | was
your age. Now, you can do this
all day long. There’s such a
bond of, what’s the word | want
to call it? Commonality and
joint interest that you can
establish that only, if you don’t
mismanage it, only multiplies

the trust you create, correct?

Absolutely.  Getting those
[inaudible 00:26:41] sports
example, it's so simple.

Whatever your favorite sports
team is, if it's the San Diego

Chargers, | don’t know why |
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Jay:

came up with that but it’s just
the first thing that came into
mind. | can target you a 100%
of the time with whatever
message that | want to say
whether it’s selling a product,
whether it’s sharing some type
of an engagement, some type
of a conversation. | would say,
this is arguably the most
powerful, it's the most
powerful tool that any business
owner could harness in the
world that we live in today is
the idea or the opportunity to
target anyone literally down to
a geographical location,
interest, demographic. It really
is up to the business owner to
determine how far they want

to go with it.

For me, that was my biggest
aha moment and that’s the
number one thing that | need
to start with. It’s figuring out
who you want to target and
where they’re at. From there,
the second thing is starting to
develop a voice in the
conversation online, figuring
out what platform you want to
be on and or what voice you

want to have.

Explain, excuse me for
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interrupting. Because the voice
is very critical because it has to
be consistent and congruent so
people will be very
comfortable with your
behaviors and with you
entering and re-entering their

life, don’t you think?

Absolutely. A simple example
of this [inaudible 00:28:09]
let’s say your target
demographic is a little bit of an
older demographic. Let’s say
they’re 50 plus, the language
that you use and the voice that
you have when you’re speaking
them is going to be very
different than if your average
customer age is 25. Really
understanding  who  your
customer is and using your own
personality because you want
to have a unique voice of your
brand but you also need to
understand how to meet
where you customers where
they are, you need to
understand ... | remember | was

listening to a sales training by

Jeff [Homes 00:28:49].

He was talking about leaving
voicemails for people. He said
when vyou listen to the

answering machine and vyou
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Jay:

got someone from New York
and they’re super fast talking
and they’re going a 100 miles
an hour, the best way that you
can create trust and rapport to
that person on that spot is
when you leave your voicemail,
you want to talk a 100 miles an
hour and really fast versus if
you're talking to someone who
is very slow and drawn out, you
want mirror and match their
tone. As it relates it creating
your voice, you want to figure
out online what is the best way
for you to connect with those
people? Is it through the
written word? Is it through
audio? Is it through video?
Develop a voice for your brand
that’s going to be authentic to
who you are, congruent to who
you are but then also connects
with your audience as well if

that makes sense.

It does. | want to make a point.
I'm just thinking about the
viewer and the listener to this
discussion. Just so it’s clear, you
start with your distribution
which is where you identify and
where you connect with the
highest probable source and
target qualified prospect for

whatever your goal is and then

100mile/h TEEJ & & (?) HARTBMEH%
Fx, TZIZWDANERFIT LR My
B, &b T A AA— NV EKRT & X
IZ 100m/h TEEL, & ThHipo< D EEWN
HECHETAOGELEDLHIT h—r
EEbELZLTYT, FaefEoZ &ICEL
T, RIEBEI VST EER IR X
WHIER O EB Z T, ZrUTEL
LTCRDN, =T 4 F &L TRD),
WAl L ThROd, biloD7 7 R
KT oHFEF—tv T 4 v 7 ITHE-TL
723V, [EMIZHRTNGETH D0 %8
Z. L LFEIFFCHER RS L 1T, b
LZENDIHDED 72 B,

Jay :

Z o TThR, AT TEEn, BT
DT A AT wary A Tnas A, BT
WHANDZ L EEZTHET, HECT S
7o, HIRTIFFE L. BbMEND L
V—ATEIFDIENPDII T O, HRTD
HARICK L Cl R AR K 2 &2 — 7
FEL., FNMNBVARATF v IIT, T—
BT 7 ATEIL, BEIL, Fnb %
TTy b7 — MBI EHEE LT, b2
7=D77 v M7+ —AL%, BlEMR, b L




Anthony:

systematically and
authentically, you move or
migrate or just take them over
to your platform. Your platform
becomes your vehicle of
building  sustainable  and
evolving trust and connection
that is essential to achieve
whatever your either
ideological, causal or
commercial goal is, correct?
I've said it correctly but | think

that’s important.

| think maybe another way to
language it for the audience is
just [inaudible 00:30:49] old
school direct response
marketing. You’'re going out
and you’re spending X amount
of dollars on whatever
advertising piece to get Y
amount of revenue. It’s in a lot
of ways you are not engaging
that prospect in any way.
Marketing studies have shown
us that you used to be able to,
it used to take three to five
times per prospect to be able
to cross over from a prospect
to a customer. Now, what are
they saying, that’s 16, 17, 20
times because the amount of
advertising that is getting
thrown at us at any one time is

immense.
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Jay:

There’s ads everywhere online.
Everyone is trying to sell us
something. The beauty about
this idea of starting a
conversation and it doesn’t
matter what social platform
you’re on. | think the greatest
opportunity that we have with
the internet and with social
platforms as it relates to
business is the opportunity to
stay in a conversation with
people over time. If they have
liked you, if they have followed
you, if they’re watching your
brand, you can do that for free
all day long. Once you know
where they are, you know who
they are, once you start a
conversation with them and
they start to listen to you,
follow you, like you whatever it
is, you can literally just
organically build trust and
rapport. You can generate and

become authorities.

You can have the opportunity
to have enough touches with
someone that over time, if
you’re adding value and being
authentic, they’re going to

want to do business with you.

That’s great. Let me ask you

only and | could go, whatever, |

FTGA L DEZITTHIRETHY £7,
Rz iehH E LTWET, Rahkhh
HDDHENVSIZDOEZDOEL S E (T
FED, LOY—T v LT Ty b T — A
ERHOWTW LIRS Y FHA, EUR
2L T, A v F—Fy bV =Ty b
Ty N T LD LITK o TR
T HFFOR BRI D LRI, R &
Wx TAx LR CEaTT, LK
ORHRTEKUIIAD, Z7xru—L, &g
D7 Ty RER TS bIE, Sielix
ENELET—AF T2 M TEET,
WO T2 A LN EZIZWT, #TH L%
HAIVUX, Wol S ESFEEIT LS,
ONHRIZOFZBE, 7+r—L, KU
AV IEDIUE, HaT- 1T 3CTFE Y R
BHEHEAMEEL N TEET, HhH
L. AR L, EBRIZR D Z LN TEET,

b LbREMIEE S 2, A—trT 4 v
T, WHNBHRIEL EURAE LI
WEBZIE, Bt IR A B T4
T AR B IR T L SRR T,

Jay :
THTHEEL L, BRZZTsE TS




Anthony:

have three questions and
they’re only, one is what’s the
one thing above everything
else that either | have asked
you or not asked you because |
didn’t know to ask that you
want to leave all these business
owners clearly understanding?
Number two, if | can work it out
because this will be broadcast
in Japan at different time zones
but if they want to ask
questions and | can correlate
the time to when it's not
intrusive for you, are you
willing to be available for some
live questions? Number three,
what are you doing right now
just as ainsight in where you're

taking your life.

I would say [inaudible
00:33:24]. I'd like to [inaudible
00:33:27] with as it relates to
the internet and everything
that we’ve talked about is it
truly is easier than it sounds.
Easy doesn’t mean that it’s not
going to take a lot of hard work.
It's going to take time. It’s going
to take effort. You're going to
have to learn a lot. It's not
hard. There’s really only few
simple things that you have to
do to get online and to start

building a presence. | think we
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Anthony:

covered a lot of that here and
we don’t necessarily have
enough time to go into a lot of
it. | promise you, there’s the
resources, the information and
the, | guess, the knowledge out

there.

If you want to do any of the
stuff that we’ve talked about, if
you want to get online, if you
want to start learning how to
advertise on any of these
networks, go to Google and
literally just start searching.
Start looking for people that
are blogging about it, talking
about it. You'll find all the
resources you need to make
this happen. That’s, | think, the

most important thing.

Good.

It may sound complicated
because you’ve never been
online before, you don’t know
how to run an advertising
campaign. | promise you,
everything that I've learned is
self taught. All | did was go to
Google and [I've started
searching and | started learning
and | started executing. If you
have the will and the desire to
learn and execute, you can

make all of this happen, very,
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very, very easily. Number two,
as far as being available for
question and answer, any way
that | can serve you and help
provide value, Jay, I'm more
than happy to do that. I'm very
flexible with my time and my
schedule since | don’t do a lot
of interviews. | don’t do any

type of consulting work.

| really built an entire business
around time freedom and
locational freedom. I’'m more
than happy to help out, we can
make that happen. What am |
doing right now, | just sold my
second business in the last, |
guess about eight months.
We’re starting new ones from
scratch.  What I'm  most
passionate about right now is
I'm building this company
called Altruology. What we did
is we took altruism and ology
and combined the two
together to create a brand that
was really focused on doing
good for other people. Creating
business that were passion
related and that had a purpose

to them.

Altruology is a digital marketing
agency and we build brands.

Right now, the brands that
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Jay:

Anthony:

Jay:

we’re working are health-and-
wellness related brands. I'm
really into meditation and
spirituality and that whole
different side of life, if you will.
We're building a brand that is
around meditation. It’s around,
| guess neurohacking. I'm really
interested in how do you
optimize your performance in
the best way possible? That’s
the second one. The third
brand that we have in the pipe
line is a [tropical 00:36:26]
brand. Actually, as | mentioned
to you before the call, Jay, I've
spent the last four-and-a-half
years traveling through and
living in 32 countries. All of that
has been filled my desire and
passion for beautiful turquoise
waters and white sandy
beaches of the world. Probably
my most passionate projectis a
project that is a travel and

lifestyle brand.

Wow.

We’ve got, those three things
that we’re working on right
now on our pipeline. I’'m going
to actively focus on building
and growing my team and just

living every day.

That’s good. This has been
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Anthony:

invaluable and I'm grateful
personally but I'm more
grateful for the people that you
are impacting, who’ll be
watching this here and other
places that I'm able to
repurpose. Thank you very

much.

Absolutely. It's my pleasure.
I'm very thankful to be here
with you. Thank you for the
opportunity.
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