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I'm always honored and
gratified when | get the
privilege of interacting with
someone who's mammoth
mind | admire. If they're a
good, and respected friend,
and a colleague, it makes
the process even more

enjoyable.

Robert Hargrove has been
inspiration, mentor,
collaborator, excuse me, a
profound non-linear
thinker, somebody who's
taken a few filaments of my
work and a lot of his own
original work, and he's
been able to translate them
to the corporate world in a

monumental way.

By day his day job is being a
CEO Whisperer, meaning
he's the masterful thinking
partner to very, very, very, 3
very, high performing CEOs.
Not 3 quantitatively, but
very, very, very, in just the
context around the world.
He's helped the Defense
Department. He counsels
the number 1 company on
the Russel 1,000 that | think
added $10 billion in value in
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He
counsels a company that's

a 1 vyear period.
equivalent of number 1 on

the European Fortune 100.

A very brilliant man who
looks at issues with an

absolute fresh and
unprecedented paradigm.
I'm very proud to say he's a
very good friend of mine.
We are collaborating on a
project that, when it is
completed, hopefully will
be tectonic in its

implications.

Every time | talk to him I am
monumentally impacted by
the the
powerfully different slant

unique, and
he takes on something.
That stated, just for the
he's

record, probably

known as the Coaches

Coach because some of his

famous books are
Masterful Coaching,
Mastering the Art of

Creative Collaboration, E-
Leader, The First 100 Days,
which means the first 100
days that you're in the role
as a leader or a high level

executive.

He's working on one called
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The Second 100 Days that
will come out concurrent to
the new election. He's just
an overall outrageously

deep, and broad, and
profoundly elegant in his
thought and powerful in his
mind. I'm very proud to

have him as a friend.

I've got him here for a very

unusual reason. We're
going to do only about a
half an hour on this

because | want to just get
you introduced to a new
way of thinking about your
business opportunity, vis a

vie, your business plight.

Robert did something for
me about a year ago, and
we're just now, lamentably,
getting ready to put it into
the market. It was a really
fresh and original treatise.
A perspective. A different
world view on an issue that
many entrepreneurs find
negative, and debilitating,
and embarrassing. Robert
took the totally opposite

view.

His thought process was

enormously and

refreshingly, not  just
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Robert:

optimistic, but transaction-
ally, enormously
actionable. He «calls it
"Colossal Boot Strapping.” |
try to give it to everybody |
can. The book is going to
feature it as arguably the
best chapter in the book.
We're going to take some
elements, and Robert is
going to free form.

This is not what he does by
day. He's going to stretch,
and we're going to do more
of a Rorschach where I'll
give him certain elements
from his own document,
because he created it for
me at enormous effort,
time, and investment. By
day he does nothing
remotely like this. I'm going
to give him little crib notes
and we're going to let him

just free form.

Robert, it's a pleasure to

have you here.

Jay, that's a wonderful,
wonderful  introduction.
You know, you're one of the
people who | both admire
and respect. | talk to a lot of
people on the phone, but |

have to admit sometimes |
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Jay:

do something that could be
roughly  described as

cheating.

While I'm talking to them
I'm looking at my emails.
I'm looking at my phone.
When | talk to Jay Abraham
I find myself totally
compelled to be there, to
give Jay the gift of my
presence and to pay 100%
attention, and to
contribute as much as | can
to Jay, knowing at the same
time I'll be contributed toin

the same fashion.

| think Jay is one of the
most, aside from all of Jay's
well established brand, |
think he's a marketing
genius, a strategic genius,
and a highly effective
individual. That said, where

should we go with this?

I'm going to just sort of set
you up and just let you have
4 or 5 minutes of discussion
on each one. | may or may

not intervene.

You wrote a masterful
document. I'm going to
excerpt from it and then |

will show the discussion
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ball to you. The first point
which I'm going to set is
that it
where you

doesn't matter

are. Many
businesses are struggling,
or they're flat, and the idea
of bootstrapping is a
negative concept for them

to even embrace.

You took it in a passionate
way. You took it from a
perspective of it doesn't
matter if you're the richest
person in the world or
you're down to your last
dime. You can take this
context of thinking and
action and transform your
business. You use a lot of
great examples as well. I'm
going to give you some
elements and we're going

to start.

First of all you talked about
the following 5 questions.
Have you made a decision
to cash in on your passion?
| think that question goes 2
ways. 1, if you're a startup,
and second, even if you're a
stuck business trying to
decide

because | think the decision

how to grow

of growth is predicated on
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the passion you got for the

people you're helping,
what the product does, the

organization you built.

The next question is your

startup idea. | would
amend it and say or your
existing business. Still, you
said is it a problem worth
solving, but | would say is it
stil a problem worth

solving?

The next question, have
you found a product that
clients buy? The same thing
is, is your product still
something, or your service,
clients would buy? What do
you need to do to sell even,
and you wrote it originally
for a brand new startup. I'm
amending this. What do
you need todotosellitata
greater level, or sell it
initially and get sustainable

revenue?

The

much time do you have

last question, how

before you run out of
passion, or cash? | love this.
talk  about

Can vyou

anything?
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Robert:

All right. One of the things
that I'm really committed
to is the possibility of
people being able to make
winning choices in their life.
As someone who's a CEO
Whisperer, who's trained
over 30,000 people in
personal  transformation
seminars, helped
entrepreneurs at various
levels, | seem to make
people feel stuck in their
lives and stuck in their

careers.

They see that their only
choice is to, what | think in
the end they call the salary
man, who has to work in a
9 to 5 job in

something where his main

doing

preoccupation is figuring
out how to enchant his
boss or make sure his boss

doesn't yell at him or her.

Or they have to wait for
some search firm or head
hunter to call them up and
offer them a job, which
really leaves you in a pretty
dis-empowering situation.
You and |, Jay, were born in
America. This may be

shown in Japan, or China,
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or other countries.

One of the things about
being an American that I've
always loved is, it's called
the Land of Opportunity.
It's based on the idea that
each of us can create an
opportunity that can work
for us. Where that starts is
that

actually create something

believing we can
out of nothing as opposed
to create something out of

something.

Try and getting ahead in the

corporation is a salary
managed creating
something out of

something. Waiting for a
head hunter to call you and
offer you a job is creating
something out of
something. But being an
entrepreneur and creating
an opportunity that will
work for you is really about
creating something out of
nothing. Or the nothing
that you start with s
discovering what you're

passion is.

Buddha said once that your
work is to discover your

work, and once you
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discover your work, do it
Most
people don't think like that.

wholeheartedly.

Most people think "I need a

job to have security.
Therefore, what job can |
do?" People like Jay and |
think is, we start from the
premise of "What is my
passion? What kind of
business can | create
around that, then have my
life be a celebration of my
personal qualities  of
excellence and my passion
versus my life being a
attempt to survive and earn

a living?"

Coming back to this a little
bit further about cashing in
on your passion, | was
listening to a tape of
Richard Branson the other
day, the guy that started
Virgin Airlines and all of the
brand. He

something very simple and

Virgin said
very powerful. He said "I'm
usually successful as an
entrepreneur, or as a
business person, when I'm
doing something that | like
and something that I'm

really passionate about."
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Jay:

Well, an awful lot of people
are doing things that they
are neither passionate
about, or don't like. My
premise is that whatever
your passion is, whether it's
being a CEO Whisperer, or a
marketing genius, or a
great chef, or your passion
is great cars. You need to
believe in yourself enough
to cash in on that passion
and look for opportunities
to align that with creating a
business or taking an
existing business to a whole

new dynamic level.

There's a long, long answer

to a short question.

Good. I'm going to make
just parenthetical
comments. What | have
found with the majority of
people who want to start a
business, that they're
totally theoretical, and they
don't factor in reality.
Reality is how you're going
to get the market to, you
and | have this discussion
all the time, how you're
going to cost effectively
reach the market, get the

market willing to respond
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to you in a cost effective
way, make that response

monetized, make that
monetization sustainable,
make that sustainable

monetization based on a
product or service that
continually evolves so that
are

you continually

relevant in their world.

People who are existing
businesses, | think, and you
nailed it, | think they lose
their passion. Part of that
and
their

loss is uncertainty,

insecurity, about
relevancy in their industry,
or [societable 00:12:28]
niche as a business or a
company. It reminds me a
lot, Robert, of the people
who balance all the plates

on sticks.

When they don't think
about it, and they keep
doing it, it's fine. But when
they start wobbling a little
bit, if you start thinking
"How in the world am |
keeping all those plates on
sticks?" And you try to do it
again, almost all of them
fall. I think there's a really
tragic gap.
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Robert:

I'm just throwing this for
you to comment on. It
doesn't matter to me
where this conversation
ends up as long as its
conclusion is actionable
first, motivating or inspiring
second, transforming
absolutely and catalytic in
its impact, but I'm just

telling you. My observation

is when people start
guestioning their
relevancy, which they

should, but they should do
it in a constructive way
because, you and | talked
about this a lot, if you don't

grow you regress.

There's no such thing as
static. Everyone's got to
grow, but it's not a
negative. It's probably the
most wonderful, if you
embrace learning,
knowledge, evolution, it's
good. I'm giving you a lot of
thoughts, but if you've got
a comment about anything

related, please.

Well, I'm looking at you. I'm

looking at the second
guestion on that list you

mentioned. Is your startup
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idea a problem worth
solving? That really makes
me think of the time when
a guy walked into my office
who was a casual friend
and introduced me to a guy
named Jay Abraham. It was

probably 25 years ago.

He had pamphlets called
Your Marketing Genius at
Work. What Jay discovered,
and this is a fact that Jay
has a great brand and a
really creative mind, he
discovered he started a
business based around a
problem that was worth
solving. That is that there
are a lot of people that can
come up with an idea for a
better mousetrap, but the
vast majority of businesses
don't

have a product

problem.

They usually come up with
a good product. What they
have is a marketing
problem. What | think you
did Jay, was really come up
with a idea for a business
that

problem worth

was based on a
solving,
which was helping people
their

solve marketing
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problem, giving people

information about
marketing, guiding ideas,
tools, methods, that was

available nowhere else in

the world. |, for one,
benefited greatly from
that.

What | see a lot of people
do is, as you said at the
beginning of your
introduction to this, that a
lot of people come up with
business ideas in a total
vacuum. They fall in love
with their product versus
love with their
They  build

products, not around the

fall in
customer.
customers un-articulated,
unmet needs, but around
whatever they think is a
good idea. That usually
winds up being what | call
the Path to Epiphany. The

Path to Disaster, sorry.

The Path to Epiphany is
when you come up with an
the

interact with the customer,

idea for business,
talk to the customer about
it, get their insight to see
whether or not it addresses

un-articulated, unmet
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Jay:

Robert:

needs, and then when you
get a positive response,
build a business around
that.

Good. Robert, I'll tell you,
you and | have the same
laughable problem. We've
created SO many
proprietary distinctions we
can't remember. Is it the
Profit Pathway? Is it the
Path to Prosperity? Is it the
Path to Poverty? What is it?
We've created all these

things. Very funny.

You know, | usually do this
thing. When | first started
my career | started giving
courses on
transformational

leadership. | would go to
the library. I'd get like 10
books of quotations. Then |
would read all the books of
guotations, put them on
file cards and then walk in
the woods outside my
house and recite the

quotations.

| would quote Winston
Churchill. I would quote the
00:16:52]. |

would quote Confucius. |

[inaudible

would quote Jesus. After a
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Jay:

while | couldn't remember
who was who. All the
guotes got mixed up in my
mind and | created some
new quotations of my own
based on what other
people said. | may not have
consciously, | unconsciously
didn't give a lot of people
credit, but | created a
synthesis of a lot of wisdom
from a lot of people.

You possess that and
you've graciously,
generously dedicated your
career to sharing that.
Everyone  thinks  that
bootstrapping is for only
either startups, or people
that are very tiny. You said
that Sam Walton, Bill Gates,
Larry Ellis, Michael Dell,
John  McCabe, Whole
Foods, some of you don't
know that. Companies like
Zinga, BrainTree, StormS$,
[Kirazee 00:17:43], none of
them had a real business
plan. They had to

bootstrap.

Don't say anything vyet
because I'm going to come
circle around. You talked
about the myth that

EYHLTWD, ZEFhlF, RIDEDY
N2 ENIE. HTIDEDOY M ? ThiE, RZ
~NDEDY M ? ENIEAGEDOMN?FAT=BIE.
NBETHOIEZEYHLTLAS, EITH
BV,

ENH-STLSBY. IO ThETS
TWAHATE, AP RDF Y ) 71RO
Br. FAXEEM) —F—2 v TROBEZ A
Of-AT, Fhld. BEEICTEET . TL T,
5IAM 10 MOKXRZEREY &, £ZT, RAF
IR A2 TOREHRMA. 774 A—FIC
INHZEL. AORDNDHEDLENESHE
BNL, TNEBIET HAT,

X, D4R by - Fr—F L, the
[inaudible 00:16:52]%>, ALF%. 1 TXAD
AMSEIALFELZ, LESKLTHS, FA
FHEMNENZRADIENHEFEFHATL
f=o BIAO2TIF. OFTREL. Thb
DANRWBRF-CEZEBELE-HRBED
W OWDHFHELGEIAXZEEYHL-, A
F. BELTELT. EEHDSIBIZEZLD
ARIZERZEZAHEZITTIHEL. EZLDAR
NoDELDMEDHEZEEYH LD,




Robert:

bootstrapping is for small
people with small
companies  with  small
prospects. Then you talked
about TechCrunch, and
Behance, and Nasty Gal,
and Plenty of Fish. I'm
throwing you the ball to
take that thought any way

you want.

Well, | think what that's
about is a lot of people
today feel like, in order to
be a business person,
you've got to go to a
business school like
Harvard, or Stanford, or
IMD in Europe, or Seoul
National  University in
Korea. They're going to
teach you how to be a CEO,
and how to create a

business plan.

The fascinating thing that
the majority of businesses
today that are really big,
like  the ones  you
mentioned, Sam Walton of
Wal-Mart, Bill Gates of
Microsoft, Larry Ellis of
Oracle, Michael Dell of Dell.
They started their business
without any business plan,
without any MBA, without
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any business plan, and

without any investment.

Yet they managed to create
successful
What

were good at doing is

highly

companies. they
answering those questions
that you asked at the
beginning. | think it's worth
re-echoing for everybody
who's listening to this. I'll

just repeat it again.

Have you made a decision
to cash in your passion? Is
your business idea or
startup idea really, really a
problem worth solving? If
it's not you ought to pivot.
Have you found a product
customers really want to
buy? Be with

yourself. What do you need

honest

to do to sell it and get
revenue? Have you run out

of the passion?

| think those are questions
should be

reflecting on. | think one

everybody

thing you're trying to bring
out here, Jay, is that you
shouldn't look at not having
an MBA from a elite school,
not having a business plan,

and not having access to
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Jay:

Robert:

venture funding as the
barrier for you to create a
successful business. History
shows that it's just not the

case.

That is

important. Let me take you

enormously

to another one. You have a
myth that bootstrapping is
about self funding a
business and that that's not

necessarily true. You want

to explain?
Well, in a way what
bootstrapping really is

about is, you come up with
an idea for a business, then
you search for a business
model which will be
profitable, repeatable, and
sustainable. In fact, no
company has every
bootstrapped out of

nothing.

When you start a company
you start it, you bootstrap a
company with 1, vyour
passion, 2, your time and
effort, 3, very importantly,
your customer's money. If
you don't have money to
invest in the business the
money that will drive the

business has to come from
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somewhere. The best place
it can come from is your

customer.

That's why the essential
thing in bootstrapping is to
create a product that your
customer is ready to buy.
The basic principle behind
bootstrapping, come up
with an idea, turn the idea
into a product prototype,
some kind of prototype.
Whether it's a brochure, or
a working model, or an
actual product prototype,
see if the customer wants
to buy it. The moment
they're ready to buy the
product turn it into a real
product and sell it to them

and get cash.

What a lot of companies
do, to their detriment, and
this is part of the Path to
Disaster, is they go out in
the world and they come
up with a pretty good idea.
They come up with a pretty
good business plan. They're
able to convince people to
give them some venture
capital money, and then
they build the product

without ever having talked
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Jay:

Robert:

Jay:

to a customer.

The famous case of, what
was the name of that food
company, it was a food

warehouse that offered ...

Webvan?

Webvan. They

billions

spent
and billions of
dollars in venture capital
and built warehouses all
around the country
without ever talking to the
customer. The main thing
with bootstrapping to keep
in mind is you fund the
company based off your
inspiration, your passion,
your time and effort, and
most importantly, your

customer's money.

In order to get money from
your customer you have to
answer those other
guestions. You have to have
a product that helps them
to solve a very important

problem.

Excuse me 1 second
because I'm reviewing your

document so | can zoom in.
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Robert:

Jay has this brilliant thing
where he says "People fall
in love with their company.
They fall in love with their
idea. They fall in love with
the product. They fall in
love with their advertising.
Instead of falling in love
with their customer and
the whole idea of being as
helpful as they possibly
can."

The point I'm trying to get
to is, once people are in an
established business, they
often move from a learning
attitude of trying to find
out whether or not this
product works for the
customer, to being
convinced that this is a
great product, and a great
company, and a great
website even if customers
aren't clamoring to buy
whatever it is they have to

offer.

One of the best pieces of
advice | could give people
listening to this is "Get out
of yourself. Get out of your
house. Get out of the
building and go talk to

customers about their
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goals and their problems as
related to your business."
Let me give you 1 example,
Jay, if we have time. | may
have mentioned this to you
before.

One of the guys | really
admire who's a CEO is Alan
Lafley. He's a CEO of Procter
and Gamble. He looks at
himself as a cultural
anthropologist. Lately has
developed 12 billion dollar

businesses for Procter and

Gamble from  scratch.
Pampers, Dryel, Swiffer,
Febreeze.

On every business trip he
goes around and he visits
with the He

invented the product called

customer.
Swiffer,  which is a

consumable mop, after
spending a dozen hours
talking to customers in the
mop aisles of a
supermarket about their
frustrations with mopping
the floor. A lot of the
customers told him that
they liked washing the
floor, but they didn't like

getting the floor wet.

He personally came up with

WEDT., TNEILKRKTHENLEESD &
(ENZER<CEBEXD&?),

DA UTOHEBEL LWEZZHELAD
TTWFETTARE HEEORHICBNIA
HET. WolE. HE-DEZFITRBLAL
DTY, WolF, HAITBIAAFET, B
T, ENODEHFIZHBNRAAETS . BoD
BEEOCHRONAHESZITARLGEFMTZEYT
BETDEAABNRALELIZEDL ST
1.

INEBZIHORA U ELT, —BEAL
NEEFHRIL. ol ZOERIIEED
FOICHEET ANESINZHLONIZT HE
BEZSAIENDL, EA, HEoMBELED
CEBLATHEBAT A EEZROTLA
Wk SHBEERZA I, CNITHRES LA
BT, FESLLVEH T, RES LU Web
4 R THIEMBIEDZLICEDYET,

IAIhZEEUVTWLWEIAREIZEZ OGNS
BLEBOLOLVT RRASAZRD 120%, TES
BENLGRBE LGS, HEEORMSHA
Sy, ELDSHT, BoDREBEZELHE




Jay:

the idea of a mop where
you could wash the floor
without getting the floor
wet, then went back to
Procter and Gamble and
had his company design it.

| just find it so interesting
because the CEO of a 100
billion dollar company
that's more in love with his
customer than he is with
the company. He goes out
and spends so much of his
time in a supermarket mop
aisle, or by the washing
machine and the customer
starts talking to him about

new Tide detergent.

That's great. | have about 4
more, they're not
qguestions. They're issues
that you don't even
remember. | do the same
thing. I'll do a, they say a
good, it may be terrible,
insight into something.
Then | will forget it and

people have to remind me.

| want to make a point that
you were very emphatic
about, in this treatise that
you created, and | want you
to talk about it for just a few

minutes, I'm reading it
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Robert:

Jay:

verbatim. "Colossal
bootstrapping is a context,
not just an alternative

financing technique."

Yeah. It's an approach. Lots
of bootstrapping isn't just
about money. It's about
starting a business based
on those principles that we
spoke about earlier.
Starting a business from
your passion. Discovering a
problem customers, that's
really worth solving. Being
willing to go, what we call,
through the Valley of Death
because once you create
the product you have to go
out and create a customer
in order to create cash flow
before you go out of
business. That can be a very

scary thing.

That's part of the context, is
having the courage to go
through that. Then re-
investing in the business
versus spending all the cash
you have. That's a brief

answer.

That's good. | have 1 last
qguestion about this and
then I'm going to ask you

for an epilogue. Then we'll
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have done our job, which is
to just provoke positively
the thought process of
anybody that watches this
to start thinking different,
and thinking positively, and
thinking action-ably, and
transaction-ally, and
strategically about whether
or not to embrace
bootstrapping to get their
startup, or their existing
going,
growing at a

business, and
more
continuous and meaningful

way.

You have your 5 key
principles. | will list them.
Principle 1,
but

hypothesis. | think you've

follow your

passion, test your
already covered that. Build
social capital by sharing

your passion inspiring
others to help. You have
not yet talked on that. Use
constraints to create focus
drive  innovation.

the

and
Discover business
model in the process of
| think

you semi-broached on that

client interaction.

with your Lafley example,
but you could perhaps do a

little bit more. Finally, get
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Robert:

out and hustle, but have
patience.

Why don't you address any,
all of the ones that you
haven't you felt maybe as
fully developed in the

previous conversation?

Well, the idea of a business
model is very interesting to
me. There was a book
written last year by Mark
[Andresen 00:28:44] called
The Hard Thing About Hard
Things. He said in this book
that running a business is a

very hard thing.

One of the things that make
it really hard is that we live
in a culture where an
entrepreneur or a CEO is
not supposed to ask for
help. One of the areas
where | think we need to
ask for help is in coming up
with the right business
model. My basic
observation is, if you have a
good business model, it's
easy to make money. If you
don't have a good business
model you'll be struggling

all day long to make money.

Warren Buffet said that he
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invests in businesses where
the problem is like walking
over a 1 foot high fence. He
said "Unfortunately, most
businesses, the problem is
like walking over a 10 foot
high fence." If anybody
listening to this is struggling
with their business, one of
the first places to look
besides your passion is,

what's my business model?

I'll give you a very simple
example that you may think
is kind of silly, but | think it

is a good one. You and | Jay,

we're selling CEO
Whisperer services, or
strategic consulting, or
marketing  mastery to

people all over the world.
Note, that's a fairly high

challenge business.

One of my clients runs a big
oil company. Billions and
billions of dollars. Well, |
had him in a meeting last
week and | said "How hard
it is for you to sell oil?" He
said "It's not hard at all. It's
very easy." What most of us
make the mistake of doing

is getting into business
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where, basically, it's very
hard to sell the product.

One of the businesses that
I do business with around
my own house is a sand and
gravel company. | go there
and | buy mulch for my
driveway. Mulch is ground
up tree bark to decorate
the property around my
house. | buy gravel for my
driveway. | buy sand, loam,
for this and that. | go to this
place and the business is

very simple.

| say "l need a half ton of
this." A guy goes and gets a
bucket loader, loads up the
mulch, or the gravel, or
whatever it is, the loam for
the garden, puts it into the
bucket loader, dumps it
into my spare pickup truck,
charges me $50, probably
makes a $25 profit. That's

all he has to do.

Compare that to selling
high  tech

consulting services, or even

equipment,

a restaurant. | think that's
something that everybody
should really keep in mind.
Look at your basic business

model. If it's really hard to
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Jay:

Robert:

create  customers, you
might want to think about
how you want to re-invent
your business, or your
business model, to make it

easier for yourself.

Robert I'm going to ask 1
final question, and it's a
very respectful one. I'm
trying to feed you back
what | am impressed with.
What question should |
have asked that | didn't?
Had |, what would your
answer be? Finally, what's
the one thing more than
anything else you would
like people to gain from this

discussion?

Let me just say 2 things. |
think 1 thing is picking the
right business to start with.
Yesterday | shared with Jay
that | found out most
people are not, there are
many people who call
themselves entrepreneurs
who don't really
discriminate in terms of
making the right choices
about what business they

get into.

| found a story yesterday
that the graphic artist that
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Facebook hired to decorate
their offices received a few
years later $250 million in
stock. What the guy did, he
took his paintbrush and
pens and went around the
office, and he painted,
made graphic designs on
the wall. He picked the
right do

business with, with the

company to

right business model.

Another example | found
yesterday was from Peter
Thiel, the guy who started
This

emphasized

PayPal. example

the
importance of founding
your business with the right
They

company

team. started a

called PayPal,
which is a way to pay for
things on the Internet, they
sold it in 2002 to Ebay for a
billion and a half dollars.

That's pretty impressive.

What's even
impressive is that Peter
Thiel picked the right team

more

to do business with. He
went on to start a venture
capital company called
Palantir, which is one of the

best venture capitalist firms
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One of the
biggest and the best.

out there.

Someone else, a guy by the
name of Reed Hoffman,
went out and started a
business called LinkedIn,
which I'm sure everybody is
with.  Another
the

believe it or not, created

familiar

person on team,
Netflix. A fourth person on
the team created Yelp,
which is about all kinds of
restaurant reviews and
theater reviews, getting a

review on virtually anything

you wanted on the
Internet.

| think it's very, very
important to, if you're

having a business that's
struggling, you might want
to step back and ask the
guestion that Peter Drucker
asked. What is my business
it be?

Secondly, who are the kind

and what should

of people that | really need
to associate with? What
kind of people do | need on
my team in order to have a

chance at being successful?

| think Jay also, you didn't
ask me this, but | think this
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Jay:

is a very good idea, is your
idea of relational capital. A
lot of people try to start a
business and think the only
way to start the business is
with cash. You've shown
through your own example,
| think this will be showed
in China or Japan or in
various other places, that
building relationships with
other people around the
world where there's an
ethical shared vision, and
shared purpose, is an
excellent way to start a

business.

It shows that being able to
create healthy, productive
mutually beneficial
relationships is a form of
capital in itself. | like that
idea. Maybe you'd want to

say something about that.

Yeah. I've been very
blessed that I've had that.
At first | thought it was the
bad fortune, but I've
realized it was the good
fortune of having to
engineer, devise, strategize,
mastermind, actualize, for
an enormous number of

people, the equivalent of
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what capital would pay for,
because they didn't have
capital.

After doing it around the
world for as many different
business and industries, |
realized that most people
are obsessed with getting
capital. I'm obsessed with
the question of what would
you do with the capital if
you had it? Your need, your
problem, is almost always
the solution to somebody
else's problem, bigger or

smaller.

It may be hard to raise cash
cash, but it really isn't hard
to achieve the resources, or
the talent, or the outcome
that you want the cash for
without having to spend a
penny. There's so many
infinite ways to do it. You
can barter. You can defer.
You can give people a share
of the the

growth. You can pay them 3

savings or

times their normal fee, but
pay it after you hit a certain

metric.

do
different things, but people

You can SO many

get stuck thinking "l need
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Robert:

Jay:

money, or | can't grow."
That's probably the biggest
delusional and constraining
misconception I've ever
seen because I've never
had, and for the first
probably 15 years of my
professional life, | never
had a client or a business,
including my own, that

really had any capital.

We did $250 million, which
is pretty respectful, when |
was in the seminar
business. | think in totality
we spent $300 grand. But
we didn't have $300 grand
to start with. We had no
grand, no, zero. We re-
invested some of the cash
flow as it came in, but most
of it was purely, purely
relational capital. I've got
hundreds of stories like

that.

Let me just give one
example. | want to turn it
back to you. You told me
recently you went to
London, and you did sort of
an opening for a big Tony
Robbins

correct?

event. Is that

Affirmative. Yes.
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Robert:

What you think about,
when | think about that, to
kind of simplify everything
you said, was you were able
todothat, and | understand
you were very successful in
generating some private
clients out of that. You
were able to do that
because you were able to
make a good, not only to be
impressive to a guy like
Tony Robbins, but to make
a good relationship with
him and to sustain that
relationship  over the

course of many years.

The point I'm trying to bring
outward is | think the skills
of being able to create a
relationship with someone,
and sustain a relationship
around some  shared
purpose, is a very
important skill. One of the
things | admire about you
Jay, and | never really
shared this with you, is that
| know you're a very smart
business man, and | know
you can really make tough
business decisions with
edge. But if you listen to the

way you talk, you're so
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Jay:

gracious and spacious in
dealing with other people.
By and large you're very,
very easy going.

I'm not that easy going. |
can be tough, and | can be
curmudgeonly, | think you
called me, but I think you're
a easy going personality.
The willingness to kind of
hold everyone in high
regard from the moment
that you meet them has
probably been a major
factor in your success. Tony
Robbins is just a tangible
example of that, as is your

relationship with me.

It's a whole nother
discussion, which | would
like to go into. But for
today, for this, the final
thing | want to say is
nobody's going to have to
ask you how to reach you
because I'm going to have
the document we're talking
about either translated if
it's in Asia, or in English
printed and distributed

with all your contact on it.

You are a very important,
catalytic, positive element

in my life. We don't always
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Robert:

acknowledge each other.
Today we have. | appreciate
We're

going to take this theme

this  immensely.

deeper even though it's
what neither of us really
concentrate on anymore. |
think there's an enormous
worldwide felt need for
more clarity, more
championing of this
concept in advocacy, and
more comfort and pride

about embracing it.

We'll talk more about it in
our next conversation. |
thank you
Robert.

very much

All right. Thank you and a
big hello to all the people
listening to this. It's been
great to be able to address

you.
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