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For Libby & Johnny 

Be bold enough to use your voice, 
brave enough to listen to your heart, 

& strong enough to live the life  
you have always imagined. 

~Anonymous 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“Live a life that serves and is an example of what an exceptional life 
can look like. Let others lead small lives, but not you. Let others argue 
over small things, but not you. Let others cry over small hurts, but not 

you. Let others have their future in someone else’s hands, but not 
you.” 

~ Jim Rohn 
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PREFACE 

I have been a professional speaker, corporate trainer and consultant for 
over 20 years. I travelled the world leading events for the best in the 
industry. I have spoken for and consulted with dozens of Fortune 500 
companies and trained hundreds of people to be professional speakers. 

Most years I travelled over 100,000 miles, to dozens of countries, and was 
away from my loved ones almost 300 nights per year. 

While I was living my dream of impacting millions of lives, I was burning 
out. 

One day, sitting in a hotel in London, talking to my wife, Alison, on the 
phone, I snapped… 

“I feel like I want to do something else… something with more meaning… 
but I don’t know how or what it even is…” 

I felt tears welling up. 

I finally said it out loud. I had been holding it in for months and it felt so 
good just to say. 
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I had everything. I was working with the biggest and greatest leader in 
personal development, Tony Robbins. I was making more money in an 
average month than most people make in a year… Roaring crowds, 
standing ovations, rock star treatment and first class travel around the 
world. 

And I felt dead inside. 

I was living someone else’s ideal life, not my own. 

I wanted more flexibility, to design a life for myself and my family that 
allowed us to work when and with whom we wanted. I had a message that I 
wanted to get out into the world. And, I knew the window for making that 
impact was closing if I didn’t do something drastically different. 

So when I got home from that trip, Alison and I started a journey that has 
led us to write this book. We sat down and designed how we wanted to live 
our lives, what the Impact was we wanted to have on others, and how to 
scale that into a business that created the legacy we wanted for our lives. 

We went to work and built our dream life. 

We are going to help you do exactly what we did. This book reveals the 
nine steps that can help you go from having a calling to sharing your story, 
wisdom or inspiration with others and the ways you can multiply and 
monetize that message into an Impact Business. 

There are plenty of gurus out there in the internet marketing and info-
marketing world who jump straight into teaching people to build elaborate 
online sales funnels and complex launch sequences.  

That is not what this book is about. 

We are going to help you design your life around HOW you want to work, 
WHAT you want to share and WHO you want to work with. 

Our goal here is simple: to give you an action plan to help you create a life 
of impact for others and an income that can give you and your family a 
quality of life of your own design that is profitable and sustainable. 
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Creating an Impact Business liberates you from slaving away building 
another person’s dream and instead gets you working on your own legacy. 

This book is full of strategies and tools we use at our Master Your Message 
Bootcamp to help you discover and refine a message that moves people 
emotionally to change their thoughts and lives because of you. You will also 
begin to learn to communicate that message more powerfully whether in 
front of live audiences, one-on-one coaching, on video and in writing. 

We will help you identify the three-to-five strategies that are right for you to 
explore as ways to Scale and Monetize your message. For example you 
could use…  

• Speaking and Live Events 
• Corporate Training and Consulting 
• Coaching and Mentoring others on an ongoing basis 

We will overview the 15 Message Multipliers and help you discover which 
are right for you to build an Impact Business and design the life of your 
dreams. 
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INTRODUCTION 

We are living in a time where original, real, authentic, powerful messages 
of inspiration and empowerment are more important than any other time in 
recent history. 

Between divisiveness, online trolling, bullying, the unrelenting 24-hour 
news cycle driven by “if it bleeds, it leads” demands and the urgency of “did 
you hear about…”⎯people are hungry for messages and leaders that light 
the darkness and blaze paths of greatness. 

Whether it’s through the works of self-help authors and speakers or 
inspiring entertainment and even comedians and rock stars who use their 
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platforms as a vehicle for positive change, we are starving to be lifted up 
and filled up—not pulled down into toxic negativity. 

We’re looking for real, original, authentic people who live and lead as 
examples of empowerment and vulnerability.  

At the same time, many of us are realizing that we are the people who are 
best suited and built to lead this revolution of positivity.  

Many of us have felt a calling to do more, to help people more deeply, to 
teach others from our wisdom and experience… this is what I call an 
Impact Awakening. 

You are probably holding this book because you have heard that calling to 
make a bigger impact in the world and maybe… you just didn’t know where 
to even start. 

The good news is I’m here to tell you that you can do it. I know because I 
have helped literally thousands of others, just like yourself, free their 
wisdom, story, message, magic and learn to communicate, speak and 
present it in ways that changed their own clients’ lives. 

An Impact Business is based on three pillars:  

1. Master Your Message  
2. Communicate It Powerfully 
3. Scale It into an Impact Business 

Master Your Message is about creating a message that moves people 
emotionally to change their thoughts and lives because of your teachings. 
Through tapping into your passions, your life story and the results you help 
people create, we will free your voice and mission. 

Communicate It Powerfully is when you learn to share and present your 
message and deliver it powerfully whether one-on-one, in coaching, 
speaking to groups of people or presenting on video. 

Scale It into an Impact Business is all about which of the 15 different 
Message Monetization methods suit your unique abilities and goals. We 
are going to design a strategy and plan for you to build a real-world 
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business out of changing people’s lives that is both powerful and profitable. 
Then we are going to discover who you want to work with as your Ideal 
Client and design a signature offer to transform their life. 

So many people have tried to do this by winging it, but to really have the 
Impact you want and deserve, it is going to take some serious focus on 
these three core parts of your Impact Business. 

In the past, most people went through a “mid-life crisis” where they were 
burned out or wanted to do something different with their lives. To help 
more people. They did it the old school way—they wrote a book or did 
some keynote talks or got caught up in some confusing, complex internet 
marketing rabbit hole and gave up after wasting thousands of dollars and 
years of their time. 

The whole process can be a drawn out, disheartening mess that takes way 
longer than necessary and after years of beating their head against a wall 
they give up and go back to a job or company they can barely stand 
counting the days until retirement. 

You can buy all the online courses you want and still not find the people 
who are most in need and yearning for your help. 

Or, you can learn from someone who’s been down that path before, learn 
from their mistakes, and take the fast track to impacting lives with your 
message. 
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My Aha Moment 

After almost 20 years in the Speaking, Coaching and Consulting industry, I 
figured out that there are only so many ways to make an impact and an 
income from changing people’s lives. 

By beginning with the end in mind, you can discover who exactly you are 
most able to help and combine your passion and mission to develop a 
message that moves those people emotionally, that has an impact on their 
way of thinking and living. 

But having a great message isn’t enough if you can’t communicate it 
powerfully in any situation. So, let’s look at your strengths and unique 
abilities and leverage those into your Signature Style as a communicator. In 
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some cases, you will be the only person your ideal client will relate to and 
listen to. And sometimes, by the time they find you, they are practically at 
the end of their rope, it’s life or death. In those moments you must be able 
to summon the words, the confidence, the charisma, the humor and the 
flexibility to get through to them. 

We’ll help you tap into that. 

When we did this for ourselves and our clients, it gave us the freedom, the 
fulfillment and the focus to build a hugely profitable Impact Business, to 
create our own schedule, to work from home or on the road, to host events 
at resorts around the world, and take months off each year to recharge and 
enjoy life. 

We call it the Impact Business. 

The great news is that anyone with passion, commitment and talent can 
create an Impact Business just like we have done, just like hundreds of our 
clients have done.  

You can too. 

This book will take you through the same process we take our clients 
through to become successful as speakers, coaches, and consultants. 

We will uncover your message and help you put it into words in a powerful 
way that speaks to the soul of the people you most want to help. While you 
can help a lot of different types of people, we want to narrow your focus to 
speak to those you are most closely aligned with and are an expression of 
your mission. We’ll show you how to develop the stage and speaking skills 
and the coaching and mentoring skills that really matter. 

Finally, we’ll focus on building the momentum you will need to change 
many lives and at the same time multiply your income and leverage your 
time.  

If you are anything like most of our clients, the real reason you are doing all 
of this is Legacy. We’ll show you how to develop a real world plan for 
implementing everything you’ve learned, a plan that gets you focused and 
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in the groove of doing what you do best—starting today—to make the 
impact and live the life you deserve.  

You will see that we have added case studies and snippets from 
conversations we have had with our mentoring clients and attendees of our 
live events. In these sections, our students and our clients will discuss the 
techniques they learned, as well as their concerns, issues, dreams and 
passions about their Impact journey. We want to share these conversations 
with you in the hopes that they inspire you and cause you to think even 
more deeply about your own situation and goals, and also because they 
are a perfect illustration of what is possible. They demonstrate a new way 
to approach your Impact Business. 

Let’s rock it… 
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THE IMPACT AWAKENING 

For those of us who are 40+, what has typically been called a time of mid-
life crisis, is instead a re-evaluation and coming face-to-face with the 
“legacy clock” that is ticking.  

We are living in a time of unprecedented disengagement and confusion 
around career and in our lives in general. 

It is a time many people are finding themselves waking up one day to think:  

Is this all there is?  
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My life is not what I dreamed it would be when I was a kid.  

I’m not getting any younger…  

I need to do something else NOW while I still have time, energy and 
passion. 

I want to do something that really matters. 

Maybe you've started to hear this Impact calling. You've started to think 
about teaching or writing. Or maybe you have no idea what it looks like, 
you’re not sure where to go to figure it out. That is what we are dedicated to 
doing here and when you feel something stirred up like that, I hope you feel 
inspired to move forward powerfully, impacting others' lives on a grander 
scale, impacting thousands or even millions of lives, putting a ding in the 
universe as a result of your expertise, your wisdom, your story. 

I've been in the world of professional speaking for over 20 years. I know it 
inside and out. I know the world of trainings and workshops. I know the 
world of authors and writing books. I know the world of coaching—life 
coaching, professional coaching, business coaching, mentoring. I know all 
those worlds inside and out as a businessman. And more and more 
frequently I’ve had people come to me and say, “How can I do what you 
do?”  

So I started the Speakers Bootcamp. And for years I just did it as a hobby 
around the edges for small groups of people. I would teach them and 
mentor them into the speaking business.  

But I started to notice that there was this growing, widespread movement of 
people who wanted a new start! It doesn't happen to everybody, but it 
happens to a select few of us who have this Impact Awakening. This calling 
where we feel the need to do more. To help others and have an impact on 
others' lives. We view our midlife as an opportunity, not a crisis. We're not 
ready to retire yet. We're still relatively young. We still have gas left in the 
tank. So traditional retirement is not really an option for us. But the process 
of just chasing success is not enough either. It’s about fulfillment. Creating 
a legacy.  
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People were trying to find their way in this world and they got stuck or 
sidetracked because they fell into the world of internet marketers and were 
told in order to be successful, you need to have a funnel or create a launch. 
They got bogged down in the technology, creating content, and launch 
sequences.  

There's nothing wrong with technology or content. Nothing wrong with 
funnels and launches. In fact, you want to use them where appropriate, but 
to have that as your entire strategy just doesn't take you where you want to 
go in an Impact business. Or in some cases, worse yet, they fell over to the 
other extreme and they got sucked into the world of self-help and spiritual 
work, and “do what you love and the money will follow.” Not that that's 
untrue, but that's not a plan for building a business either.  

They would get frustrated and stuck, unsure of where to go, who to learn 
from, to be able to find somebody who would take them by the hand, to 
show them how to build businesses in the Impact industry—speakers, 
authors, coaches and mentors, trainings and workshops, corporate 
consulting, to learn about all the different ways to make money.  

That's how many of my clients found their way to me, and that may be the 
way you found your way to me today too, and if so, here's what I can tell 
you: 

In the history of human existence, retirement has been kind of an 
experiment. A lot of people have found that coasting through the autumn 
years of their career and then just checking out to go sit in on a beach 
sipping margaritas, doesn't hold everything they're looking to do in the next 
act of their life.  

We are living longer than we ever have in human history—vitally and 
vibrantly. There's still plenty of time and plenty to do. 

It’s not about retirement from a job or career and into a life of golf, travel, 
grandkids and fishing… but rather retirement from the things in life that 
don’t fulfill you or you don’t like and into a life of only doing that which you 
love, challenges you, and creates greater impact. 

Our world is complicated and people are yearning for simplicity. 

If you're reading this, you are probably the type person who has had some 
success in your life. Maybe you've been a business owner or an 

The Impact Awakening  Joe Williams  !18



entrepreneur. Maybe you have worked for a company or been a key 
employee of a large worldwide corporation. Maybe you are a doctor, lawyer 
or a professional of some kind.  

You've probably taken your lumps along the way. We all have had failures 
and setbacks in any arena of life. Maybe you've gotten to a certain point, 
but you look around and you say “Is this all there is?” You begin to feel like 
the next sale, the next deal is not as fulfilling as it once was. Maybe you 
find yourself thinking ‘There's something else I feel like I'm meant to do with 
the next 10 years, 20 years, 30 years of my life,’ but you just don't know 
how to start or where to even go to learn about following this calling. 

You may not even know what your message is that you're meant to take 
out into the world, to impact the lives of others. Maybe you’re frustrated 
because, despite your past success and the fact you've been gifted with an 
incredible professional life, a wonderful family life, you still have the gift of 
health on your side and you think to yourself, ‘Well, I'm starting to burn out 
a bit, but I'm not going to retire.’  

You want to do something else with the rest of your life. And you want it to 
be big. Something deeper. You're hearing a calling somewhere in the 
depths of your soul. There is a stirring, you were meant to make an impact 
on the world and help others change their lives for the better.  

If this is you, you're in the right place.  

There are three steps that will allow you to go from hearing that calling to 
actually changing people's lives: 

Step 1. Design your Message of Mastery that Moves People. 

Step 2. Communicate It Powerfully and Persuasively. 

Step 3. Scale It into an Impact Business. 

A mentor of mine taught me years ago, never make a decision to do 
something in your life without leaving that spot by taking some action 
toward the attainment of that goal. Take that to heart and don’t just read 
this book passively. Take notes. Think about these principles. And most 
importantly—take action. 
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This process is simple, but it's not necessarily easy. But it doesn't have to 
be impossibly hard either. 

If you have ever played a video game with your kids or a child of a friend, 
you probably did as I did—lost immediately. Why did that nine-year-old beat 
you at a simple game? Is it that they have faster reflexes? Are they 
smarter? No. They have merely played the game a hundred or more times 
before, so they know what comes next.  

I will be your unfair advantage at the game of making an Impact. Because 
I’ve been there before and I’ve done it many times.  

For the last 20 years I have… 

• Spoken to over 1,000,000 people at live events 
• Helped Fortune 500 Corporations win over $50 Billion in new 

business. 
• Helped over 1000 people realize their Impact and become 

professional speakers, authors, coaches and consultants. 

I know about this topic because it has been my personal journey as well. 
I’m passionate about it because I love to help people be fulfilled, make an 
impact, and leave a legacy. 

My Impact Journey  

My background has kind of uniquely led me to this place…  

I started several companies when I was in my twenties and most of them 
were massive failures. But a few of them got lucky. A couple of them were 
really great successes as well.  

I took one public, in the telecommunications business. And by the time I 
was 28 years old, I had what can only be described as an early midlife 
crisis. I looked at my life and realized I am not cut out to sit in an office 
10-12 hours a day running a company. My nature is not meant to commute 
hours every day, sit in a windowless office and shuffle from meeting to 
meeting doing deal after deal. I was good at it, but it didn’t fulfill me. There 
was a hole that I couldn’t fill.  
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I had the life that I thought was my dream and I was miserable. 

All I could think night and day was that I'm supposed to be doing something 
different now.  

As luck would have it during those years, I got to know and become good 
friends with a guy who's a giant in the personal development world, literally 
and figuratively—Tony Robbins. I started as a volunteer Trainer at his 
events and was quickly promoted to Master Trainer and eventually became 
Head Trainer. 

When I was 28 years old, he asked me to lead a new event called Wealth 
Mastery. It was a four-day immersive training for several hundred people. It 
was done six times a year, all over the US, Europe, Australia and Asia. For 
the next 15 years, I was one of the primary people who took Tony's 
message out on the road and led his events all around the world. 

But my speaking career didn’t stop there. I led events for his Platinum 
Partnership group, Leadership program, Date With Destiny and early 
versions of Business Mastery.  

In addition to my work with Tony, I built my own very successful speaking 
training and consulting business. I worked with companies and individuals, 
teaching them how to be more effective leaders through presentations and 
speaking.  

I had been extremely successful. I had all the blessings, accumulations, 
and gifts that come with that type of career. 

Then I had a shift. I had my own Impact Awakening. 

At 45 years old, I still felt young in the grand scheme of things. I'm only 
halfway through at most! I've still got years ahead of me. But I knew there 
was more for me than just going out and teaching people how to give good 
presentations. It's about more than taking Tony's message out into the 
world, as powerful as that message is. And as lucky as I was to be a part of 
it, I felt like there's something else I was meant to do.  

Maybe you can relate?  

I was living the dream, traveling the world, speaking to thousands of people 
a month, changing lives and making a lot of money. 

The Impact Awakening  Joe Williams  !21



But I wasn’t living my calling and my message and story weren’t 
necessarily changing lives. I was pushing and furthering someone else’s 
message… and doing a phenomenal job at helping make an impact with 
someone else’s message. It was a great message, but my “Legacy Clock” 
would not shut up! It was still tick, tick, ticking in the back of my mind and 
there was a hole in my soul from not following my calling. 

Out on my own is where I could hear the call of my heart and soul…to help 
and mentor others who were having the same calling as I was. 

We live in a unique time when anyone who wants to and is willing to put in 
the focus, creativity, and learning can have an Impact Business. You do not 
need to settle for a life you aren’t passionate about. This awakening can be 
the catalyst for reimagining your life and legacy. 

An Impact Business is one of your own design—you can plan, strategize 
and engineer this business to support your lifestyle and work in any way 
you want to.  

Want to travel and see the world? You can.  

Want to stop traveling and come off the road like I did? You can do that as 
well.  

Want to work from home and spend more time with those you love? Totally 
can be done. 
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The Impact Hero’s Journey 

An Impact Awakening is like the Hero’s Journey. The philosopher and writer 
Joseph Campbell first talked about this in his 1946 book, The Hero With 
Many Faces. In that book, he talked about the embedded human 
experience that is commonly found in every great story. Dating back 
hundreds and even thousands of years, the greatest myths, stories, 
legends, books and even movies all follow the same pattern. He called this 
pattern The Hero’s Journey.  

In a nutshell, it begins with having a calling to embark upon an adventure, 
travel or a journey. Quickly, upon embarking, the Hero will meet a guide, a 
mentor, a teacher, or a series of them. This person will share with the Hero 
an idea, a sacred teaching and a plan for the future. And the Guide will call 
upon the Hero to step up and face the challenge at hand and begin their 

The Impact Awakening  Joe Williams  !23



journey in earnest. During the adventure, the Hero will be facing down the 
foes, doing battle with demons, overcoming their problems and slaying the 
dragons who hold them back from their own inherent greatness. The Guide 
sees the untapped courage, strength, gifts and power within the Hero. By 
overcoming and slaying that dragon and solving the problem, they become 
more, which is a part of that heroic journey, as a human becoming more, as 
the Hero of your own story, becoming more as a result of taking part of that, 
for hearing, and in the end, finally returning home with the treasure, the 
wisdom, the gifts of your victories. And then finally the Hero passes the 
treasure on. The wisdom that one gains on that journey, to the next 
generation of people who are destined to live their own Hero's Journey, in 
their own way.  

Passing along that wisdom, through your legacy, is the ultimate payoff for 
having lived your own Hero’s Journey, slaying the dragon, overcoming the 
foes, facing down the demons, and ultimately being triumphant. 

Every Impact Awakening is a four-part Hero's Journey—the Impact Hero’s 
Journey.  

First, there is a call to adventure or an awakening, a call to change lives. If 
it's an Impact Awakening, it’s a call to help others.  

Then, you find a Guide, you find a mentor, someone to coach you and train 
you in the tools necessary to give you the confidence, to gain the skills 
necessary, to undertake the journey.  

And then you have to face down the bad guy. You have to face down the 
villain. You have to slay the dragon. Overcoming the dragon can be a 
metaphor for overcoming the lack of confidence, that internal disbelief in 
yourself. The thoughts of: ‘Who am I to really step out and help people? 
Who am I to write a book? Who am I to put on events or seminars, to be 
the one that speak to large crowds? Who am I to step into corporations and 
lead?’ You face down the internal evil of your own self-doubts. You face 
down the internal fear of your own lack of belief, in your own self-worth and 
self-esteem. And through the guidance of your mentor, through the 
guidance of your teacher, you tap into something that otherwise would have 
laid dormant inside of you and would have caused you to continually back 
down from that dragon, that adversary inside of yourself. You are able to 
overcome it. 
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And then ultimately your final act is to return home, to teach others what 
you have learned, to share the gifts with your family, share the gifts with 
future generations, and to create a legacy that will live on long after you 
have moved on.  

That is the essence of The Impact Awakening. 

If you have been feeling an inner calling or a need to do something different 
with your life… something more meaningful… something that matters… 
something that changes other people’s lives for the better, then the book 
you are holding is your starting place. 

A word of caution though: let’s be honest, we aren’t getting any younger. 
Don’t wait to get started. Your life and happiness and fulfillment are worth it.  

What an amazing example and role model for your kids, to see their 
parents follow their dreams and take a stand for being a light and leader in 
the world. The world needs more strong leaders, not fewer. You can be that 
light that inspires future generations. Starting now. 

If you have read this far, there are a couple of beliefs that you probably 
have:  

You probably believe that the second half of your life could be better than 
the first. Most of us who have this Impact Awakening do not sit around 
dreaming of our glory days. We instead believe that the best is yet to come. 
That's why we're driven to start seeking out an even bigger impact in the 
world.  

You also probably believe this is something you can do. This is not just 
some pipe dream that you want to ignore because if you've had an Impact 
Awakening, you may have tried ignoring it and found that it won't go away. 
You can't run from it. You can't escape it. You know you can do this. You 
can and should make a greater, broader impact on the world.  

And finally, you believe that the purpose of life is to expand. That comfort 
creates complacency and you're not yet ready to check out and coast out 
the end of your career only to retire into an old folks home. Instead, you are 
a Lifelong Learner. 
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Treat this book like a workbook or a workshop. Read, take notes, plan your 
next steps, take action. 

If you have been stirred up and want to short circuit the mistakes and be 
mentored into the Impact Business, then go to 
www.TheImpactAwakening.com. Together, we will walk through your goals 
and what you want to achieve, what has been preventing or stopping you 
and how we can help you have an even bigger impact and change the 
world. 

“Begin with the end in mind”  
~ Stephen Covey 

Or, as I like to say, begin with your dream life in mind. 
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The Impact Model 

The Impact Model has three distinct steps.  

Step 1: Design your Message of Mastery that Moves People 

The first step is Message. This is where you clearly and powerfully design 
the essence of your message and who it is that you help and impact in the 
world.  

Your message has three major parts. First, what are your passions? What 
are the things in life you're naturally drawn to? For instance, if one of your 
passions is sports, that can shape your message of mastery through the 
types of stories, analogies, and metaphors that you use. It can help shape 
who you take that message out to and who your ideal client becomes. 
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Maybe your passion is health and vitality—you love nothing more than to 
see others freed from the bondage of sickness, obesity, and low energy 
and you're totally passionate about helping them tap into their own energy, 
vitality, wellness, and unlimited health.  

Step two, your story. Look at your life's story. Look at stories that have 
happened to you during your life. What hardships have you faced? What 
challenges have you overcome? What confusion have you found your way 
through? What dark night of the soul have you endured, persisted, and 
found your way out of that could inspire others.  

The third part of your message is what is the result that you can get for 
people? In other words, what is the problem that you help solve? Maybe 
you're really good at helping real estate agents understand how to increase 
their sales and income. 

Another way to look at this is what is the problem that you help people 
overcome. If we go back to health and vitality, maybe you help people lose 
20 pounds in three months, if a person is willing to put in the hard work and 
commitment it takes.  

Step 2: Communicate It Powerfully and Persuasively 

The next level we move to then is once you have a message of mastery, 
how do you learn to communicate it powerfully? How do you get yourself 
into the state, the mental and emotional state, to tap into your excitement, 
your enthusiasm, your passion, to where your brain is turned on and the 
words just flow to you? Your movements are effortless because you are at 
your absolute best as a communicator and tapping into that so you can 
replicate it on demand.  

The second part of powerful communication is your communication style. In 
other words, what are your natural strengths, talents, and unique abilities 
and where can we build upon those and polish off the rough edges? 

In your style as a communicator, as a speaker, as a presenter, if you're 
saying “um” every other word we have to have to help you break that bad 
habit. If you're standing or rocking incessantly in front of the room, out of 
your nervous energy, we have to help you overcome that. But the essence 
of a powerful style as a communicator is based upon your own inherent 
unique natural talents, strengths and abilities.  
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Then the third aspect of powerful communication is to really understand the 
basics of how to structure any presentation for maximum impact, to 
understand how to open in a way that grabs your audience's attention and 
rivets them on everything you're saying. How do use key points and big 
ideas interspersed with stories and analogies and metaphors, to bring 
things alive? And then how do you close in a way that moves people to 
take action upon the words that you've just said? How do you close in a 
way that moves people to take action to do something differently as a result 
of the time that they've spent listening to you communicate your message? 

Step 3: Scale It into an Impact Business 

The third step is scale into an Impact Business. Now what you need to do 
is take this message that you can communicate so powerfully and scale it 
into a business so you can impact more people in a shorter amount of time.  

The first part of scaling is to first decide, who is your ideal client? We're 
going to take a look deeply at exactly the type of person that you can help, 
and more importantly, the type of person you want to work with day-to-day 
in your Impact Business. Because if you don't like the people that you're 
helping, then no amount of message of mastery or powerful communication 
will get around the fact that you just don't like the people you have to be 
around. So in designing an ideal client, we’ll look at who can you help and 
who do you want to help? 

Then we're going to look at what is your signature offer? What is the offer 
that you make to people, the offer that you make in the marketplace to help 
people, to change people, to better people, to allow them to solve their 
problem or to get the result that you designed in your message of mastery? 

The third part will be where we take a look at how to multiply and monetize 
your business. In other words, how do you take a message of mastery and 
make money with it? Luckily, in my 20 plus years in the impact industry, I've 
realized there are about 15 ways to monetize a message. You've got to 
look at all of the 15 and decide what are the three-to-five that are right for 
you? Is it speaking? Is it doing your own events? Is it podcasting? Is it 
corporate consulting? Is it coaching and mentoring? Is it a radio show or a 
television show?  

We'll look at all 15 message multipliers. And out of that, you'll decide the 
three-to-five that you want to go out and create your impact business based 
upon and scale up.  
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That's an overview of the model for an Impact Awakening.  

Let's get into it and get to work! 
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MESSAGE OF MASTERY 

As I started working with people in the arena of speaking skills and 
presentation skills and building speaking businesses, I noticed there were a 
couple of other, what I would call mega shifts, that were kind of intersecting 
and merging together to bring about this Impact Awakening movement. 

Major trends in cultural values systems are making this an option. Rather 
than just teach, write a book or go deeper into religion, an Impact 
Awakening Message can be scaled like never before. 

Mega Shift #1: There is a Legacy Clock. It’s a real thing. For decades 
we've heard about the biological clock—once it goes off, there is a need to 
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have kids or to do something while we're young. There is a legacy clock as 
well. When it goes off, it haunts you. 24/7 you can't get away from it and it's 
the feeling that as successful as I've been, as much as I've been gifted 
with, I'm meant to do more. I’m meant to give back, I’m meant to make a 
difference, I'm meant to make an impact. I want to make an impact on other 
people's lives. And when this alarm goes off, it's a real need. It's a real 
human need. It can't be ignored, it can't be pushed to the side.  

Millions of people right now are discovering there's more to life than just 
gaining and accumulating possessions and they're committed to helping 
out some little corner of the world that they know they can make a better 
place and that they can make others' lives a better world because of their 
message and their platform. They have heard the legacy clock and they 
have taken action. 

Mega Shift #2: Technologies of Scale. We live in an extraordinary time 
right now, where there are technologies that are available to scale your 
message. Almost anybody can become what I call an Impact Influencer. It's 
not the old days where just the Thoreau's or the Marcus Aurelius’s of 
history could go off into the woods and think on something and write a book 
that impacts generations or have their meditations impact generations 
through their writings even now in current times. It's not just the Oprah 
Winfreys and the Tony Robbins of the world.  

Technology is now available, where once, not everybody could have a 
scale of impact in the thousands or millions of people. We live in a time 
right now where anybody who has value to add and has a solid message 
and can communicate it powerfully, persuasively and passionately, can 
impact thousands or millions of lives in a relatively short period of time.  

Where once your choices were to teach or be a professor, or to write a 
book, to be an author, or to throw yourself into your religion or your spiritual 
organizations or beliefs and make an impact solely there.  

We live in a time right now where an Impact Business—speaking, 
authorship, coaching, being an expert, being a thought leader—have now 
come together in a way that anybody can leverage the platforms of impact
—speaking, writing books, seminars, retreats, workshops, coaching, 
mentoring, corporate training, corporate consulting. 

You can leverage all of those different platforms that suit you more 
powerfully now than ever before in our history. 
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Mega Shift #3: Everything Happens for a Reason. I believe that there are 
no accidents. Life is not just random circumstance. There's something more 
at play here. What I like to call deliberate synchronicities. In other words, 
there are no coincidences and everything happens for a reason. More and 
more, that’s becoming a shift in consciousness in our culture.  

And, when those three mega shifts come together, it opens up the door for 
an Impact Awakening. We are hard-wired to make the world a better place 
after we have secured the future for ourselves and our loved ones. It lies 
dormant in our DNA and is “awakened” for different people at different 
times and from different events. 

Maybe it’s the birth of a child or when they go off to college. 

Maybe it’s a health scare or close call, near-miss accident. 

Maybe it’s when a huge financial or business deal is closed. When a goal is 
finally accomplished. 

It’s when you begin to ask yourself, “Is this all there is?” When it stops 
being about making money (or a living) and begins to be about making a 
difference. 

The first thing to consider when formulating your message of impact, is to 
look back on your life and look at your story. Look at your wins, look at your 
losses (that were truly your lessons), look at your successes, look at your 
failures, look at your motivations, look at your mistakes, look at the right 
moves that you've made in life, the wrong moves that you've made. Who 
were enemies and who were allies throughout your life story? Begin to get 
a sense of what is this broader message that you are meant to bring as an 
impact in the world.  

Somewhere, maybe seemingly hidden, within the story of your life and all 
its twists and turns, ups and downs, right turns and wrong ones you will 
begin to find the seeds of what you are meant to share as your wisdom… 
your inspiration and your gift from your Impact Awakening. 

You will begin to understand what that feeling or calling has been trying to 
show you and tell you. 

You were meant for more. 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CHAPTER 1 

PASSION 

When I was first starting out as a young man on my own Impact Awakening 
journey I was faced with a difficult first step, which was to answer the 
questions… 

What do I even talk about? 

Why would people listen to me? 

How do I know the right topic for me? 
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As you start on your own journey you will likely face the same questions 
and uncertainties.  Do you begin by speaking, writing, coaching and 
consulting on what you are most excited and drawn to…. Or do you try to 
find a quick way to make money by doing those things on a subject you are 
merely interested in or have worked in before? 

A very successful speaker and author once told me, “Find out what people 
are already buying information on and sell them that.” His logic was sound. 
Why not, when all other things are equal, just find an existing hungry 
market and figure out a way to speak, write, coach and consult on that. 

But all things aren’t equal.  

This is your Awakening to share your message, your story and your 
wisdom. Half the reason to follow the calling that you are hearing is to allow 
yourself to express that which you care about and have mastered. This is 
going to be your life 24/7. To become successful in the Impact Business 
you are going to have to live, eat, sleep and breathe your subject and 
topics. 

After a few false starts on chasing where the money was, I gave up and 
returned to what you and I both intuitively know is the right starting point to 
figure out your Message… What are you passionate about? What excites 
you to talk about and work with people on all day long? What mission will 
spring from your mind and mouth that is driven by your passion to help 
others with? 

Passion X Expertise and Knowledge = Your Message of Mastery 

Let’s assume you are equally talented and can help others with both 
something you are burning with passion for and something that you aren’t 
passionate about but an existing market seems to exist that others are 
already serving.  

Against the advice of my friend, I discovered the real, deeper lesson of… 

Make your Impact Message be driven by your Passion. 
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Passion will give you the persistence you will need during the long weeks 
and months of starting your new business. It will get you out there and 
cause you to seize opportunities that might otherwise scare you too much 
to jump at. 

Your passion will make you more attractive to potential clients and joint 
venture partners. It will come through in your words. People will see it in 
your eyes. Your drive and determination will speak loudly in your actions 
and non-verbal communication, too. 

Your passion also covers up a lot of imperfections and mistakes that you 
will inevitably make in the early days of your Impact Journey. You don’t 
have to be as polished and perfect when you are hungry to help people 
change their lives.  

I made every mistake when I was learning… including being booed off 
stage and having clients not want to pay me after a disastrous 
presentation. But I kept learning from these mistakes and coming back to 
serve new clients because I felt like I was on a mission. 
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Do Your Homework 

When it comes to finding your Message, start with your passion and then 
look for where that intersects with existing markets that have customers 
already. First look for areas, authors, speakers and other experts who are 
already serving the people you want to help and… 

Research and learn everything they are doing. 

I always tell new speakers to become the best customers of other experts 
already established in your area of mastery and passion. Not to copy them 
at all. But you can develop your own unique message that is different than 
them. How will you know you aren’t just like somebody who is already 
successful in your market unless you know everything out there and then 
develop your unique message outside of them? 
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Most people can likely become a subject matter expert in any field by going 
online, researching and buying the books, courses and products of three-
to-five people dominating that field already. Then, take the best of what 
they are all doing, mash it up, make it your own and, pretty quickly, you will 
find your angle that is yours alone. 

Warning: Don’t over-complicate this process or take too long in the 
researching, blending and creation of your message. This can be a time 
where “paralysis of analysis” is easy to get sucked into. 

Instead, set a time frame to focus, assimilate and formulate your message. 
You can likely set seven-to-14 days of focused learning from others, 
blending the parts that resonate with you and creating your own core 
message. 

The best part is that in today’s world, most of this can be done quickly, on-
demand, and even for free from the internet. When I was starting, we used 
to have to scour libraries, bookstores, magazines and other old-school, 
slow methods for this research. Cozy up with your laptop, Google and a 
pen and paper and get it done as quickly as possible. Your mantra here is 
“better done than perfect.” You are far better off to develop a message 
quickly that is good enough to start helping people and refine it throughout 
the upcoming months and years. 

Test, Learn, Refine, Repeat 

The other important part of your Message of Mastery development is to 
offer to do some free, pro-bono testing of your message with a few clients 
quickly. Do this in order to try out material… find where you are gaining 
traction and what people respond positively to and where your message is 
not yet right or needs more work. Then, refine and develop your material 
and message more, then test again. 

This early testing and adjusting will help you find what sells and what can  
create demand in people to work with you. 
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CHAPTER 2 

STORY 

The core word in storytelling is story. Being a great storyteller is all about 
getting crystal clear on the first, most important story you will ever tell… 
Your core personal story. 

Your entire Impact Awakening Journey probably began from your personal 
history and life experiences. This will be the starting point to build your own 
personal story. Life has thrown us all some curveballs of adversity, setback, 
success and comebacks. 
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There is so much confusion and misinformation about our personal story 
power. What goes into it and what doesn’t? Why are you even telling it? 
How much detail should you share? 

Most of us want to tell our story for the wrong reason. Most people want to 
tell their story simply to be heard or because they like telling it and this is 
probably the worst reason to tell your own personal story. 

You will want to craft your story in a very precise way. The ONLY reason to 
talk about yourself is if it will inspire others, allow them to relate to you and 
create trust. 

Before you can ever help anyone change their life, they must trust you and 
want to hear more or work more with you. Think about it: the people that 
have helped you or changed your life the most were people you trusted. 
Whether it was a parent, a coach, a teacher, a counselor… if you had a 
person who deeply affected your life, they probably started by getting your 
trust. 

The same is true with authors, speakers, coaches and consultants. Without 
first developing rapport and deep trust, people will never listen or work with 
you enough to see any real result. 

Going from ”look at me” to “deep empathy” 

Stories are a breeding ground for empathy. Again, because no one will 
want to listen to someone they don’t like or trust, it is vital that you are 
empathetic and that your client or audience knows how much you care. 
You’ve been there. You have walked in their shoes. And you came out the 
other side and can help them do the same thing. 

Maybe, like me, you have had the experience of listening to a speaker or 
coach whose sole purpose in telling their story is to gain the attention, 
sympathy or significance for all the hard times they have been through. You 
must be careful to never fall into the trap of telling your story for a 
secondary gain. In other words, being one of those people who gets more 
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emotional payoff for their story than there is payoff for others from the time 
it takes to tell. 
 

Change your story, change your life. 

The key is not to just tell your story, but to invite people into the story with 
you. The power of storytelling and your own personal story is to use it as an 
entry point to bring people into a deeper conversation and relationship with 
you so that, together, you can work to make lasting change in life. 
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Almost every story begins by talking about how a life was not working. 
Peace and happiness had been interrupted by some unforeseen event or 
circumstance. Maybe you had something happen to you like an illness, a 
failure or a relationship ended. Maybe you got to the end of a behavior that 
was dysfunctional like alcohol or drug abuse or addiction. Maybe you just 
made a bad decision, or a series of decisions, that led to a business or 
personal financial downturn. 

Whatever challenge you faced in your own personal story, that is the 
perfect moment to invite others into the story with you. That is the point 
where your ideal client, as we will talk about in a later chapter, can relate to 
you and can share these experiences and adversities with you. 

By inviting them into the story with you, you can help them get an 
experience in advance of overcoming the challenge, conquering the 
addiction, making a comeback from failure or bankruptcy or finding love 
again after a broken heart. 

Great storytellers don’t retell stories, they relive them. 

Being really effective with getting the full power and energy from a story will 
mean that you will want to become better and better at staying in the 
moment as you tell the story so you stay fully associated to the emotions, 
feelings and experiences.  

I have a friend named Keith. Keith is a very successful businessman in 
Texas and one of my biggest mentors around storytelling. When I first met 
him, he was about 10 years out of a time of total emotional and financial 
bankruptcy. Keith had been very successful in his 20s and early 30s in a 
high growth business and had made a lot of money in a very short period of 
time and at a very young age. It was a classic recipe for disaster—or 
learning—depending on how the story is told. While he had made millions 
of dollars, he had done so by going into tens of millions of dollars in 
personal debt. Through a downturn in the financial markets and some poor 
business and life choices, Keith found himself broke, divorced and living 
alone in a small apartment, completely starting over. 
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Every time he tells the story of how he pulled himself up from his 
depression and rebuilt his life, it is inspiring to every audience he speaks to. 
But when he talks about meeting his wife and soul mate, Sandi, the 
overwhelming love and adoring energy in their relationship speaks so 
loudly that there isn’t a dry eye around. When Keith tells this story you can 
see, hear and feel the emotion. He takes his time. He fully associates to the 
emotions he is experiencing as he retells it and gets authentically choked 
up a few times with each retelling.  

You don’t hear his story. You feel it. 

It’s one of the reasons that now, in addition to being a successful business 
owner, he is one of the most in demand business mentoring speakers and 
teachers in the world. He uses his story to serve others, not to serve him. It 
inspires. It informs. And it bonds and connects him to people so they are 
drawn to study and learn from his wisdom. 
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The final punch: Call them forth to take action. 

Throughout any stories you tell, including your own, it is vital for you to 
foreshadow or forecast the ending… leaving hints as to the payoff coming 
at the end of the story.  

In their need to be dramatic, some speakers mistakenly tell their story as 
though it were an Agatha Christie murder mystery book. Waiting until the 
last moment to spring the surprise ending on the audience. 

Great storytellers are constantly dropping hints and leaving clues as to 
where all this is going to end up. They are seeding the coming attractions 
and also weaving in agreement throughout the story. In other words they 
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are getting “buy in” and feedback from the audience to keep them involved 
in the story process. 

Remember… master storytelling constantly invites people into the journey 
of the story with them. And by seeding questions like, “Can you imagine?” 
or “Does this make sense?” and “Are you with me?” and the “Yeses” that 
come back, you are also creating an environment of responsiveness within 
the audience. This will be very useful to have them saying “Yes, yes, yes” in 
their mind when it comes time to ask them, “Now, are you ready to go out 
and change your life?” 

It will be much easier to get a resounding YES! 
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CHAPTER 3 

RESULTS 

There are several types of messages that create results. The first type of 
message is repeatable results.  

A Repeatable Result Message is based on the fact that you have been 
successful in some area of life or business and you have developed a 
strategy, system, plan or roadmap. When clients follow that plan exactly 
they should be able to get the same result as you have. 
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An example of this would be the author, speaker and real estate trainer 
Robert Allen. In the 1980s, Robert created a strategy to buy houses for “no 
money down.” He wrote a bestselling book called, Nothing Down, and 
developed a training course to teach the knowledge he had. 

While trying to build his training company and promote his book, Robert 
would fly into a new city like Detroit, Dallas, Orlando, St. Louis etc. and he 
would notify the local newspapers that he was going to do something 
incredible and worth sending a reporter to cover. Within 24 hours—in a city 
he didn’t know, he would close on buying a home without putting a dollar of 
money into the deal. He would demonstrate his Repeatable Result 
Message by buying a “no money down” home. 

He was widely successful with this strategy because it was, at the time, an 
unheard of claim to buy houses without putting out any money as a down 
payment. But he could get the result and he could teach others to do the 
same. He built a huge business with it. 

Another great example of this is my friend, Tony Robbins. In the late 1980s, 
Tony became famous for teaching people a little known therapy technique 
called Neuro-Linguistic Programming. 

Once a student or client learned this skill they could do everything from 
weight-loss therapies, to stopping smoking and even cure phobias in clients 
in a matter of hours or even minutes. It was an outrageously effective claim 
and technique, so to demonstrate the power, Tony would go on radio and 
TV all over the US and challenge therapists and coaches to bring their 
toughest clients, people they had been trying for years to help, and Tony 
would cure them in an hour. 

He was able to accomplish this result every time, and he became famous 
for being able to teach others how to get the same Repeatable Result. 

The second type of message is being Recognizable or being a Role 
Model. Maybe you've lived your life, or a portion of it, somewhat in the 
public eye. Professional athletes or successful business people or 
musicians live very much in the public eye. You can build a platform out of 
your recognizability, your celebrity, or your ability to be a role model in an 
arena. A lot of professional athletes fit into this category. They get done with 
their athletic career and they are certainly not ready to hang it up. I’ve 
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helped many former athletes not just become speakers, but build 
businesses of impacting people's lives, mentoring and coaching, trainings 
and workshops, corporate work as well.  

Another example of this are “influencers” on social media. Twitter, 
Facebook and Instagram stars who are “famous for being famous.” They 
have not necessarily done anything, in the traditional sense of the word. 
They have become famous or recognizable because they were friends with 
celebrities, worked closely with people who were famous or were in the 
posse, crew or entourage of someone who is well known or famous. 

The Kardashians are a great example of a family that has been incredibly 
successful at monetizing celebrity. Kim, Khloe, Kourtney, Kylie, Kendall and 
Kris were early adopters of social media platforms like Twitter, Instagram, 
YouTube, and amassed followings in the millions for their brand of fashion 
and lifestyle influencer status. 

Kim, in particular, was one of the first people to become famous for hanging 
out with other famous people and being seen, spotted and most of all 
photographed at all the best parties, nightclubs, concerts and restaurants. 

The Kardashian name and brand became a great example of how to make 
money and build a following and message as being Recognizable.  

Kim even took a shot at the speaking circuit by doing talks on personal 
branding. You can bet that her fees were in excess of $50,000 per hour. 

Another person who was once seen as a Role Model and had one of the 
most Recognizable names and faces in America was OJ Simpson... and 
not for being accused for murder. People over the age of 40 remember that 
in the 1970s and 1980s OJ was “The Juice” and was a major star of TV 
commercials, print advertisements and hit movies. His entire platform and 
message was based on being a talented, hardworking kid from an 
underprivileged background who became the winner of the Heisman 
Trophy and a star NFL football player. 

Many of these people have built large careers on being recognizable this 
way. 

Again, Role Model examples tend to be ex-professional athletes, 
Olympians, war heroes, business leaders who’s life and story are 
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synonymous with leading a life as an example for others. We want to be 
just like them. We believe they are the highpoint of moral, ethical and 
character greatness. 

Another type of message is Researcher/Reporter, investigator or analyst. 
In other words, you have studied every detail of a subject, field, business, 
strategy, methodology or area of life. You have done extensive research 
and know one field or area inside and out. You are the absolute subject 
matter expert. Nobody possibly knows as much about this arena than you 
do. You not only know how to do it yourself, you have studied everything 
else in existence that lives within a certain field, and so you are an 
incredible Researcher/Reporter, becoming a subject matter expert in a 
field. You can bring that to your message. 

An example of this is a professor of art history—they know the field, its 
history, its important leaders and artists, and its foundational organizing 
principles. 

Some people make the mistake of thinking that great wisdom and learning 
cannot be taught by someone who hasn’t done it themselves, but a great 
example of being a Researcher/Reporter and making an impact on the 
world is the author of Think and Grow Rich, Napoleon Hill. During his 
lifetime, and especially before writing the book, Hill was certainly not a rich 
man. In fact, he had bounced from failed business venture to the next until 
he decided to start interviewing the richest men alive. From these 
interviews, he developed the material that became the book, then his 
lectures and workshops and trainings that he delivered until he died. He 
was a brilliant researcher of the mindsets of wealth creation and how 
anyone could apply them in their own life. 

I have read Think and Grow Rich several times and have friends that read 
it religiously every year. Hill’s other books based on this research also 
became classics. Books like Outwitting the Devil and The Master Key to 
Riches are great sellers even today. Study groups all over the world use 
them as the syllabus for their deep learning. 

You could build a platform on being a great re-teller of stories. Maybe you 
can recount and recite tales of mythological history with vivid, bright and 
entertaining brilliance.  
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Or maybe your message is based out of the fact that you have a story of 
something that happened to you—that is what I call a Real and Rare 
experience. In many cases this is where you had some sort of tragedy in 
your life that led you to a greater awakening and a greater knowledge and 
a greater place.  

At a very extreme example of a Real and Rare type message is Bethany 
Hamilton, who was surfing and was bitten by a great white shark. Her arm 
was bitten off and she came back to become a great surfer again. That's an 
example of a Real and Rare type experience that's the least common out of 
the four types of messages.  

For a lot of people, it's a combination of more than one of these. Maybe 
you can get a Repeatable Result and you are a Researcher/Reporter and 
that's what we build your message out of.  

It’s not always that you find your message so much as your message tends 
to find you. 

The best Messages are always the biggest—bigger than yourself, the 
bigger the better. Impossible creates Vision and Drive. Put a Ding in the 
Universe. 

The Impact Awakening  Joe Williams  !51



I met Mike in January 2014 and we quickly became good friends. Mike 
came to a Bootcamp with us in May of that year as he was starting a 
training and coaching company. 

In the early 1990s, Mike and his best friend Rob got a used van, painted a 
name on the side and started their business as electricians. Mike and Rob 
were not just hard working, blue collar men, but also driven businessmen. 
In the early days, they routinely pulled 16-18 hour days, seven days a 
week, to build their dream business.  

But Mike wasn’t satisfied.  

Somewhere along the line they got a vision for how life could be. 
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They realized that since they were in homes every day doing electrical 
work, they noticed people also needed their plumbing, heating and air 
conditioning fixed. 

Gold Medal Service became a $35 million-a-year company with over 150 
service trucks on the road every day and 300 employees. They created a 
mammoth home services company with yellow trucks, billboards, 
advertisements and lawn signs all over northern New Jersey. 

But Mike wasn’t satisfied. 

As a lifelong martial artist and self-defense expert he was a fighter at heart. 
It’s what caused him to be driven to not just participate in the home 
services industry, but dominate his competition. 

In life and in business, Mike is a warrior. 

He knew he could help other men and women, who much like he had done 
himself, were starting out, were sitting in a truck all day, driving from job to 
job, sweaty, dirty and dreaming of a better life for their family. 

He had a result that he could teach others to repeat. He grew his home 
service company to tens of millions and if people followed his wisdom and 
strategies they could do the same… 

But better yet, he wanted to teach, train and mentor these people to be 
good men and women. After all, they were the backbone of their local 
communities and in the business of making our lives safer and more 
comfortable. They were in and out of people’s homes all day. He decided to 
create a brotherhood of good men and women who were pillars of their 
community and stood for the values of truth, honor and excellence that he 
had built the Gold Medal team upon. 

He wouldn’t just teach them to be richer, he would teach them to be 
leaders. 

In his early workshops he taught marketing, advertising, cost controls, 
management, hiring and other essential skills that he had learned the hard 
way, but his students didn’t yet have. Almost none of them had any official 
business schooling, much less an MBA. 
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With some focused effort after leaving the event, they could grow their 
company and double, triple and even 10X their business. Hundreds of 
Mike’s clients did this with his guidance. 

In the span of five years, Mike and his team grew from idea to a $10 
million-a-year training and coaching company. 

So as you can see, Mike has built a HUGE Impact Business on the 
message of a Repeatable Result and being a Role Model. 

"If you're looking to create a movement with your message, then you've 
come to the right place. Joe & Alison are the real deal when it comes to 

transforming your ability to step in front of a camera powerfully or crush a 
stage in front of thousands...to truly become a world class communicator. I 
am honored to call them mentors, coaches, and friends. Read this book, 
attend their trainings and consume everything they have to share. You 

won’t regret it!" 

~ Mike Agugliaro, CEO Warrior 
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The first step in uncovering your Impact Awakening is 

mastering your unique message. 
  
• Passion: What are you passionate about? What are you a Master at? 

What topic can you talk on, read about, and debate with anyone?  
• Story: Of that life experience and personal history—describe your story in 

great detail, relive it as you tell others, have purpose with each story and 
call forth greatness in your audiences and clients. 

• Results: How can you help others discover the same results you’ve 
experienced? Are you a Repeatable Results like Robert Allen? Are you 
Recognizable or Role Model like an Instagram Influencer? Are you a 
Researcher/Reporter like Napoleon Hill? Or are you Real and Rare like 
Soul Surfer, Bethany Hamilton? Maybe you’re a combination of one or 
two categories. 

• Be like Mike: create a market domination in your own corner of the world! 
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COMMUNICATE POWERFULLY	

When you have an Impact Awakening, you need to learn to communicate 
your message powerfully, passionately, and persuasively. To move people 
emotionally, to do something differently as a result of the time that they've 
spent with you. You need to find your voice. 

At our events, in just a couple of days, I help transform our clients—just like 
you—to find your own unique strengths as a communicator, to polish off the 
rough edges, find your own unique flow, your groove as a powerful 
communicator that moves audiences, moves groups of people, moves 
people one-on-one, moves them emotionally to do something differently as 
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a result of the time they spent with you. We dig in and help you master your 
message and the communication of it. That is the core of our work. 

Contrary to what you might think, I am not what you would call a natural 
born public speaker, presenter or powerful communicator at all. In fact, just 
the opposite. I had incredibly intense stage fright when I was young. So 
much so that my very first time speaking, I was asked to stand up and 
introduce the speaker for an evening session with about 75-100 people. I 
was probably 19 years old.  

First of all, I resisted. I said, “No, no, no, I can't do that. I don't like to give 
presentations. No, thank you.” And the person I was introducing—
incidentally, it was my father—he said, “Joe, it’s okay. Just stand up and 
say, ‘Good evening. Welcome. My name is Joe Williams. Thank you so 
much for coming out this evening for our speaker, Tom Williams. Please 
give him a hand.’ That’s really all you have to say.”  

And so while my heart started beating out of my chest and my throat 
tightened up, I was having trouble breathing. I remember starting to sweat. 
I have very fair skin. So I turned bright red. I don't hide my embarrassment 
well at all and I can remember, I walked up to the front of the room to just 
give this quick little minute long introduction of my father. And I said: 

“Good evening, my name is um, ummm ummm…” 

And believe it or not, I forgot my own name.  

And I looked to the back of the room to my father and he was making a 
gesture with his hand subtly. Like, just move ahead. And so from there I 
said: 

“You're speaker tonight, I'd like to introduce you to. It's our pleasure to have 
him. His name is um, UMMM UMMM…” 

And I forgot my own father's name!  

All I could think to do was yell, “And here he is!” And I ran out of the room.  

Everyone kind of clapped. As he walked to the front of the room to begin 
his presentation for the evening, I ran to the men's room just in time to 
throw up. That was how sick I became at the thought of giving a 
presentation, of public speaking or speaking to even a small group of 
people that I didn't know. Very, very intense stage fright.  
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For the next several years, whenever I gave a presentation, I was literally 
sick to my stomach, nauseous with worry. And I would think about the 
presentation for days after I was done, and beat myself up for weeks 
afterward, thinking about all the mistakes I made or the words I said 
incorrectly. 

Maybe you can relate to some of this?  

All I could think of was, ‘If I am going to be a leader at all within my lifetime, 
if I'm even going to be successful in a career, I must learn this skill. I must 
be able to present and communicate powerfully with groups of people.’  

I thought, ‘Who knows where the future could carry me?’ If I'm going to be a 
leader in business, a leader in my community, a leader in my country—
even though that wasn't something I wanted to do—if I wanted to be a 
leader, to even my family, I knew I must have this skill. It is non-negotiable. 
This is the price of entry into leadership.  

And so I did what every good young person who wants to learn more about 
something would do. I went out and I took some trainings. I took some 
workshops. I went to all the normal methods that you would go to—the 
community-sponsored Toastmasters, a great organization. I went to the 
Dale Carnegie speaking course.  

I was still beating my head against a wall—agreeing to give a presentation, 
being nauseous for days leading up to it, hating every moment of the 
process and then getting done and again, beating myself up for days for 
every mistake that I made. 

A few years into that horrible process. I decided to go to the king of the king 
of trainings that you could go to for presentations at that time. It was called 
the Buckley School of Executive Presentations. And it was very expensive, 
a very elite group of about 12 executives and leaders of businesses and 
civic groups. Leaders in that arena went there to learn how to give 
presentations effectively and to learn how to think on their feet by being 
grilled by an investigative reporter from a local newspaper.  

As good as those organizations and those trainings are as a starting point, I 
found something that was striking. I found that they all taught us to use the 
exact same methodology at its core. That methodology was, first and 
foremost, to overcome your fear. 
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Just do it.  

That was a very slow and painful process. But more importantly, the 
process for actually designing, preparing, and delivering a presentation was 
really focused on: script out your talk, memorize it, rehearse it, stand up 
and deliver it the exact way you have rehearsed it on the day of your 
presentation. I remember one of the courses I went to, one of the people I 
studied with went so far as to say, if your audience doesn't like your 
prepared presentation, that's their problem—not yours.  

What?!? I thought about that and it just didn’t seem right. It was not about 
giving a presentation just to give a performance.  

My children, for instance, are very active in the local community theater. 
When they are practicing their performance, they do exactly what the 
presentation trainings were teaching me to do. The kids get their script, 
they memorize it, practice it, rehearse it at home, and then come together 
and practice it over and over and over again, until it's so drilled into them 
that they can say the words without even having to think about the script. 

That was the essence of what I was being taught to give presentations. And 
I thought, ‘Wait…I have seen real leaders on television. I've seen footage of 
real people that I would consider leaders in times of crisis and in those 
moments what they're doing to heal a wound of a nation or to move people 
emotionally, is not reciting some script. They are tuned in. They're tapped 
into some genius within themselves.’  
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World Class Communicators 

World Class Communicators are totally transparent. You've got to become 
completely, honestly, who you are. This is the opposite of what most 
presentation trainings teach you. I know there's a lot of people out there 
that teach presentation skills and they teach skills of owning your story. As 
I’ve said, storytelling is a massively important skill, but so are other things 
that you need to be able to do. And the thing is, many of these classes that 
you go to, what they really teach you to do is try to make you into 
somebody else, someone you're not. They actually teach you to give a 
performance—not connect and have a conversation with the humans that 
have given you the honor and privilege of their time and attention.  

Now more than ever, getting the honor and privilege of someone's time and 
attention in a world dominated by our phones and tablets, every different 
pull for our attention, is so sacred. If you're ever asked to give a speech or 
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jump on a webinar or a podcast, your audience is giving you the honor and 
privilege of their time and attention. And we owe it to them not to stand up 
and give some silly performance.  

There's a time and a place for performing on a stage. Why not instead just 
be the best, real, true, authentic you that you can be? Show up at your 
absolute best, as strong, confident, caring, humble, funny, flexible, as 
powerful as you possibly can be, and connect with those people and 
change their lives. As a result, people feel performance versus true 
connected conversations. You've got to learn how to own your gifts, be 
comfortable at being at your absolute best, comfortable in your own skin. 

You have a unique message for the world. I really believe this. Each and 
every one of us. Somewhere in your heart, or consciously, you really know 
that you've got a unique message, your own gift to the world. You also 
need to find your flow state, your groove, and when you hit that, when you 
fire on all those cylinders, most of the mistakes that you think you're 
making because of stage fright or anxiety, will just melt away. It won't even 
be an issue. 
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CHAPTER 4 

STYLE 

Back when I was learning how to speak, they didn't really stress working on 
our own unique talents and abilities. But I think that is vital. What I like to do 
with people is to find their strengths, to find their own innate genius inside 
of their message and their style. This is something you don't really learn by 
going to an event and listening to a famous speaker talk about how to be a 
great speaker and just taking notes. You can’t learn how to be a world class 
speaker by watching someone else speak. It’s kind of like learning how to 
swim. You've got to get in the pool to learn how to swim. If I'd taken my 
daughter to the pool and the instructor set her up in the bleachers and gave 
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her a seminar on how to swim…I’d have been pretty upset because I was 
sending her there to learn how to swim, to get in the water, to make the 
mistakes, but to also have somebody there who would save her when she 
made the mistakes so that she would learn how to swim and never drown. 

It’s the same with being a powerful communicator and speaker. This is a 
skill that once you have it, you'll never drown again. If you've ever found 
yourself in front of a room and you know the audience’s attention has been 
floating around, they haven't been listening to what you're saying or you 
forget what you're going to say, or worse yet, you feel it inside, but you just 
can't find the words to bring it out powerfully, then this is a skill, like 
swimming, that can allow you to—once you have it—be able to own it for a 
lifetime. You'll never drown again.  

Years ago when I first started teaching people presentation skills and public 
speaking, I realized I needed a way for them to judge where they have 
been in their presentation skills and to aspire to a title and identity, to move 
up the ladder of success. I came up with the concept of Four Levels of a 
Communicator.  
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Four Levels of a Communicator 

They start at level one, the bottom most basic, most common level of giving 
presentations. The bottom level is what I call level one—a Soundtrack. A 
Soundtrack presenter is the type person who spends hours, days, weeks 
even, sometimes, preparing an elaborate PowerPoint presentation only to 
then on the day of their big show, stand up, turn to the glowing screen 
that's in front of the room that now has their presentation projected on to it 
and literally read word for word what they've spent the last days, hours, 
weeks, toiling over and putting together their work of art. They're incredibly 
proud of this piece of beauty, they’re so enamored with it, that the audience 
is nothing more than a visual aid that should be supporting the human in 
making the points that they're making. As a communicator, as a speaker, a 
soundtrack-based presentation is one where literally the human becomes 
nothing more than a living, breathing soundtrack to the words on the big 
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screen at the front of the room. In other words, they just read the words like 
the soundtrack to a movie or a cartoon or an audio book.  

Level two is a Presenter Performer. At level two, this person aspires to be 
a bit better than the soundtrack level one. They practice their presentation. 
Maybe they write it out, they memorize it, they rehearse it over and over 
again and they stand up and they give a presentation that really is like a 
performance that would be given in a local theater company. Like a kids 
play. A level two Presenter Performer is standing up and simply spouting off 
the words that they've said a thousand times before. It's almost like they're 
a tape recording that has now been playing back the way it would a million 
other times.  

Level three is a World Class Communicator or great public speaker. A 
level three World Class Communicator isn't just standing up and reading 
the words off of a screen that they prepared in their PowerPoint slide or 
their visual aids. They're not just simply practicing, rehearsing, memorizing 
the lines, and then repeating them the same way. At level three this person 
has been driven to understand their audience, to really know the humans 
that they're going to be speaking to. They have an idea of the action or the 
result that they want their audience to take. Because of that, they open 
powerfully and grab the audience's attention. They use a combination of big 
ideas and compelling stories. They're great storytellers. At level three they 
have breakthrough ideas that they share eloquently and powerfully. They've 
studied the craft. They are phenomenal public communicators.  

Then there is a level four. Even though most people will never actually 
make it there, it is something to aspire to. In level four, I’ve never really 
found a great name for it other than the word Leader. This level of 
communicators are also some of the greatest leaders that we look to and 
study from throughout history, whether it's John F. Kennedy, Martin Luther 
King, Ghandi, or even religious figures like Jesus or Buddha. Level four 
communicators are Leaders. They are some of the people we remember as 
the greatest leaders of all times. They inspire nations.  

The biggest difference between a level three communicator and a level four 
leader is at level four, they also inspire and can move others to be great as 
well. That's why Jesus or Buddha or Mohammed weren’t just great 
communicators themselves, they also inspired others and they left behind a 
message for others that could go out and literally inspire millions more on 
their behalf and even after their death. 
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Those are the four levels of a communicator. How do you use this 
information? The first thing is to be really honest, completely honest with 
yourself, and determine where you have been up until now and if you've 
been a level one soundtrack because of your stage fright, your anxiety, 
your fear of public speaking or because you were afraid of forgetting what 
you’re going to say, maybe you just weren't trained. That's okay. The goal is 
progress. The goal is not perfection here. The goal is not necessarily for 
you to even become a level four communicator. You may not move from 
soundtrack to a level two performer. A presenter might be a giant leap for 
you. Others of you may be a solid level two Presenter Performer. Maybe 
you want to be a World Class Communicator. This is a skill you must have 
if you want to excel in your career and life.  

And then some of you are probably going to say, I'll stop at nothing less 
than level four—being a great Leader. That's one of the biggest reasons to 
work on this skill, and that's your ultimate goal.  

So use this to determine where you've been in the past, and to determine 
the levels in the future to aspire to on your Impact Journey. 
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CHAPTER 5 

STRUCTURE 

One of the most basic and important parts of Powerfully Communicating 
your Message is to simply structure your communication in a way that 
logically and emotionally flows. Presentations that follow a clear, compelling 
structure have the potential to be absolutely awesome, provided you follow 
what you are going to learn here. 

Most public speaking courses instruct you to script out a talk, memorize it, 
and then recite it exactly. I've found for myself that was not an effective 
means of giving a presentation. That's not an acceptable process to 
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becoming a powerful communicator. It may get you through a presentation 
without losing your job. But it’s not going to allow you to deeply move 
people to do something differently for showing up and spending time with 
you, to do something differently, moving them emotionally. Those are skills 
that don't come from scripting and memorizing.  

Instead I look at each individual and their innate natural talents, strengths, 
abilities. What makes you uniquely great when you're at your absolute best, 
and then we get you into that flow state. And by doing that, the more often 
you're in a public speaking type environment, then you don't let fear, 
anxiety, or trepidation shut you down. Instead, you bring your absolute 
best. We look at what you do well and we figure out a way to monetize it as 
well so that you can make a huge impact on the world. 

Have you ever sat down to write out an outline for a book, presentation or 
workshop? Most people will say it can be a very disheartening and 
frustrating thing to undertake. You sit there alone, staring at your computer 
screen or a blank sheet of paper. You try picturing the audience… that 
doesn’t help. You try thinking of what to say first… brick wall. 

This experience of the blank screen staring back at you is what stops most 
people.  

But not us! 

Begin with the end in mind 

The first thing to decide is… where do you want to finish? We have said it 
before here, but “beginning with the end in mind” is always your starting 
point when laying out an outline or structure for everything from a 
presentation to a book to even a coaching or consulting session.  

What is the result you want to achieve when you are done and things have 
gone well? 

What is the action you want people to take when they leave your 
workshop? 
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What are the first things you want people to do after they read your free 
report? 

All of these different mediums… public speaking, writing, coaching etc… all 
use the same basic structure for success. 

There’s nothing worse than listening to someone who doesn’t even know 
the point they are trying to make themselves. As you are listening to them 
they wander, backtrack, go down rabbit holes and waste everyone’s time. 
Then, when it comes time for the call to action at the end, just when they 
hope people will jump up and clap or run to the back of the room and buy 
something, the audience just sits there like a deer staring into a bright light. 

An early mentor of mine taught me, “A confused mind will always say no.” 
Without a clear, logical and easy to follow structure or flow your message 
will be confusing and get lost. 

So what do you do? 

First, always start with a pen, a pad of post-it notes and a blank wall, door 
or window. Begin by brainstorming out all the ideas, thoughts, notes and 
possibilities of what you could cover in your talk, book, report etc. Write one 
idea or point per post-it and put them up on the wall in no specific order.  

One story. One learning. One key to success.  

Whatever comes to mind. 

Then after a few minutes, step back, take a look and put the post-it notes in 
a rough draft order. Put similar topics in one group, put main points in a 
logical order.  

There—you’ve done it! Rough draft #1 is now done!  

Now you can transfer the rough outline into your computer or onto paper 
and begin working more deeply. 
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Next Create the Start 
 
Your opening should be strong and get attention. Open with a question, a 
bold statement or a challenge. 

For what it’s worth, I believe that opening with a joke is probably the worst, 
most stupid advice that has ever been given to new speakers. Here’s why: 
it’s a VERY high risk way to start a presentation. Pulling off opening with a 
joke takes timing, practice and experience to do well. Why would you 
possibly take a chance of bombing in your opening 30 seconds?  

Horrible advice. 
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The best way to open is to be warm, excited and focused. This will break 
the ice and accomplish all the same things as opening with a joke but is 
much easier to pull off. 

Once you are going and have established some rapport with the group, you 
will want to get their attention and give them a real reason to listen. My 
favorite technique for this is what I call “wound and confess.” What this 
means is that you acknowledge a wound or problem that exists within your 
topic. And, if you can do so with integrity, talk about how you have faced 
the same problem or lived through the same wound. It’s as though you are 
mind reading and speaking directly to their fears, concerns, worries, and 
problems. 

Talk about the upset, frustration, loneliness or unhappiness that your 
audience may feel. And then, tell the tale of yourself and your own upset, 
frustration, loneliness or unhappiness… and how you overcame it. 

This will help your audience relate to you and find common ground to work 
from. It will get their attention and suck them into the story. You need to 
hook them and get them excited about staying to the end. 

It’s a powerful tool to help you transition from the Open to the Body of your 
presentation, report or event. 
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Balance “big ideas” and stories 

Next, we have the Body of your presentation or outline. This is the longest 
stretch of the whole time you will spend together. Different lengths of 
presentations will determine how much content you can deliver. If you are 
designing a 15 minute Ted-type talk, you are limited to one big idea. If you 
are preparing a three hour workshop, on the other hand, you will probably 
have two or three big ideas that will form the basis of your teachings. 

As a rule of thumb, each idea takes 30 minutes to an hour. This is a good 
place to start when you sit down to outline something you want to 
communicate. You will need time to introduce it, teach it, share a story to 
bring it alive, answer questions about it and have the audience do 
something to experience using the idea or exercises to practice a new skill. 
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All of this takes time and you don’t want to rush it too much. For each big 
idea in a presentation you will need to allot 15-30 minutes to cover it well. 

Now we need to Close powerfully and in a way that compels our audience 
to take action. 

Close with a call to action 

Think about this for a moment: What makes a presentation, Ted talk or 
workshop great?  
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Great workshops are interactive. They are engaging. They are high energy. 
You learn a ton. People get loads of value. They are practical, hands on. 

And all great learning experiences end with leading you to take action on 
what you just experienced. If you were inspired, do something. If you 
learned a skill, do something with it. If you made a decision, go out and act 
on it. 

Tony Robbins is one of the best in the world at calling people to action. He 
will do anything he can to get people to do things differently and do 
something new as a result of the time they spend in his seminars, 
workshops and reading his books. 

I learned an important lesson 20 years ago when I first started leading his 
events: People must never leave one of your presentations without taking 
some action to propel them toward a new life. 

I took this to heart and have taught all of my students and clients to do the 
same. 

The secret to a powerful call to action that works is to be crystal clear on 
the action you want people to take before you ever open your mouth to say 
the first word of your presentation. Finish first. Decide what you want your 
call to action to be and then everything you do to design and deliver your 
message will lead to that action. 

That’s the key to have a message that moves people emotionally and to 
communicate it powerfully! 
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CHAPTER 6 

STATE 

I have found that there are two key points to communicate powerfully in any 
public situation: 

1. Stop making the mistakes that break connection with an audience. 
2. Find your own natural Talents, Strengths, Abilities and Flow-state as a 

communicator and build on that! 

Key number one—stop making the mistakes that cause a break in 
connection with your audience. I found during those years where I was 
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beating my head against a wall with trial and error, trying to learn how to 
speak and present and be a public communicator, I made every mistake 
you could think of. And quite honestly, it shocked me when I was able to not 
be booed off stage for making a very simple mistake like saying “um” or 
putting a hand in my pocket, the things that they had taught me at those 
classes and trainings that I took. They had taught us that those were 
absolute violations that your audience would crucify you for if you did them. 

You must never put your hands in your pockets.  

You must never say the word “um”. 

You must never forget what you are going to say.  

I began to realize that if I just forced myself into the situation over and over 
and over again and made all those mistakes and faced all those monsters, 
faced all those demons, I realized the only real mistake I can ever make is 
one that breaks the connection with the audience. A break in connection 
that offends them, that upsets them. All the other little things really are 
forgivable. In fact, many of them are so ingrained in us as human nature 
that when you get rid of ever putting a hand in a pocket or saying “um,” or 
when you stop completely stumbling over your words at all or forgetting 
what you're going to say or pacing around—some of those little 
idiosyncrasies are what make us human and make us authentic. 

When we communicate our own personal style, our own personal 
strengths, I found that I stopped making the mistakes that cause a break in 
connection. Don't do anything that's going to cause you to break 
connection with your audience. If you're rocking back and forth for an entire 
presentation, it's going to become distracting and therefore break 
connection with your audience. Anything that you do that is so distracting or 
so obvious or overt that it causes your audience to start to notice and 
become irritated by the repetition of something, that has to stop. We have 
to help you stop that because that's causing a break in connection with 
your audience.  

Key number two—discover your own natural talents, strengths, abilities, 
your own flow state as a communicator, and then let's build on that.  

So as I went through this process of beating my head against the wall, 
making all the mistakes that I could, one thing that I always did is sit down 
at the end of the night and think about what I did that worked and what are 
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some ideas for improvement for next time? And I would keep a journal with 
all of this in it. And what I started to notice was that I stopped making the 
mistakes that were causing breaks in connection with my audience. I still 
made some little mistakes by the strict definition of my Toastmasters or 
Dale Carnegie Training. Yet I wasn't making mistakes that were so awful, 
so terrible, so venomous that I was breaking that connection, that vital 
connection, with my audience.  

And I really started to find who I was at my absolute best, what were my 
unique talents, strengths, and abilities—what did it take for me to get into 
my flow state? And do more of that. Years later I would read a book that 
said building on your strengths is a much more powerful way to become 
good at anything than just trying to eliminate the mistakes that you're 
making. That was not a popular view or model of the world that people had, 
but I was finding that it worked for me and when I started teaching people 
presentation skills, how to be powerful public communicators, I found that it 
really worked well for them through all that trial and error as well. 
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3 Core Truths 

 
Back when I was starting out I also found that there are Three Core Truths 
of World Class Communicators: 

1. People don’t remember what you say… They remember and take 
away how you made them feel! 

2. Don’t “talk at” the audience… instead have a “conversation with” 
each and every individual. Connected Conversations. 

3. Your real goal is to move people emotionally to do something 
differently as a result of the time they spend with you. 

The first one is a quote by Maya Angelou:  
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“I've learned that people will forget what you said, people will forget what 
you did, but people will never forget how you made them feel.” 

Core Truth #1 of the Three Key Truths is people don't remember what we 
say. What they take away is how you make them feel. That was my core 
truth, number one, that I adopted for myself. People are not going to 
remember what I say. I'd go to a lecture by someone who I really admired 
and I'd find that a day or two later I could go back and look at my notes 
and remember what they said. I knew they inspired me, though I had 
forgotten the exact words they used, and yet they had persuaded me to 
start doing things differently in my life. They had stirred something up 
inside of me. They motivated me, they inspired me. They'd opened my 
eyes to some new viewpoint or way of looking at the world or myself. 


Core Truth #2: Don't talk at your audience, but have a conversation with 
the individual humans. What I began to realize is that being a great public 
communicator was not stand standing up and giving a performance, giving 
a presentation, talking at a group. I started to realize that when I was in my 
moments of flow, when I felt like I had actually stumbled across being at my 
absolute best on stage and with a group of people in a presentation, I 
wasn't talking at an audience. I was in fact having a conversation with each 
and every individual in the group. It was a conversation. I call these 
Connected Conversations: have a conversation with one person while the 
group watches. 

As a public communicator, you begin to have one-on-one conversations 
with individuals within a group and yes, you move from person to person, 
but as you become more and more adept at doing this, you realize you can 
actually have conversations with not just one person at a time, not just 
three, but you can have conversations with 30, with 50, with 100, with 500, 
with a thousand.  

If you've ever seen a speaker that you felt was a really powerful 
communicator, at some point you felt like, “Wow, they're talking directly to 
me.” Maybe the person actually looked at you and held eye contact for a 
moment and said something and you thought, “Are they talking to me?” 
Well, the truth is, in fact, yes, they were in that moment.  

These Connected Conversations where you move from person to person 
and have a conversation are the key missing link to being a great public 
communicator. Not standing up and talking at a group as a whole, but 
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instead linking together person to person to person Connected 
Conversations in such a way that you actually are speaking to more than 
one individual at a time. 

Those trainings that I took from Dale Carnegie and Toastmasters, they 
taught us tools for eye contact, like look just over the audience's head. 
What I found was that there was no way I was connecting with anyone 
when I did that. They also taught us to scan, to move from side to side, 
move our eyes around very quickly and if you've ever heard the analogy of 
the “shifty-eyed salesmen,” well that's what we end up looking like when we 
do that. So instead, just move from individual to individual and have a 
conversation with people, a Connected Conversation.  

Core Truth #3: Your goal is to move people emotionally, to do something 
different with their life. This is the real goal. Your real goal is to move people 
emotionally to do something differently as a result of the time they've spent 
with you. I realized that when I went to those courses, they taught us to 
decide at the beginning of a presentation whether your goal is to inspire, to 
persuade, or to entertain, and then you design your presentation, your talk 
to get that objective.  

Through all my trial and error, what I realized is you have to do all three at 
all times. You've got to entertain or people won't want to be with you for the 
whole presentation. You have to be entertaining. You also need to be 
informative. You've got to give some value as part of the time that they've 
traded to be with you. People's time is arguably the most important 
resource any of us have. So when someone trades their time for giving you 
their attention, you owe them a new perspective, a new thought, a new 
breakthrough, learning some value in exchange for the time that's been 
given. And then thirdly, you must persuade in every presentation that you 
give. I would argue that ultimately at the end of the day, to get people to do 
something differently as a result of the time that they've spent with you, you 
need to be entertaining, you need to be informative, and you need to 
persuade them to do something differently. 

Every great message has a call to action that compels people to move 
forward out of that public communication situation, out of that presentation, 
out of that workshop, out of that training, out of that keynote. There is 
something that moves people forward. And really the essence of being a 
world class communicator is to understand your own unique talents, 
strengths, abilities and skills, and be able to communicate that powerfully. 

The Impact Awakening  Joe Williams  !81



 
When Stephen came through a Speakers Bootcamp training with us, I 
knew that he came to deal with his stage fright issues, but had no idea how 
bad the problem was. 

A super smart young businessman in his early 30s, Stephen was the 
founder of a quickly growing digital advertising firm specializing in working 
with service industry businesses. 

Stephen first realized how important public speaking is when he attended 
an awards banquet. His company was given an award for being one of the 
fastest growing new companies in Denver and when he stood up to give a 
brief acceptance speech, Stephen’s nerves got the best of him. His mind 
went blank and he couldn’t remember a word of his prepared speech. He 
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somehow fumbled through, but that night he decided he had to master 
basic public speaking skills. 

On day one of the Bootcamp, in his first speaking exercise, Stephen 
jumped up and tried to bluff his way through on pure energy alone. His 
thoughts were all jumbled up and he spoke so quickly that we barely 
understood a word. 

Over the next few days he dug in, worked hard and let the process take 
him up a level. At the end of the event, I deemed him “most improved.” 

After the Bootcamp, Stephen didn’t start delivering traditional 
presentations, but he found that video was a great platform to get his 
message out to clients and bring new clients in through Facebook ads. 
Stephen used his new skill not just to grow his agency, but he did dozens of 
instructional videos for his clients and helped them develop their video 
presentation skills. 

He didn’t stop there. He also discovered the power of mastering 
presentation skills to increase confidence and performance in his small 
team of employees. He ingrained improving ones presence on video into 
every aspect of their professional development and even went so far as to 
send his key employees through the Master Your Message Bootcamp. 

He has become a good personal friend over the years. One of the things I 
admire most about Stephen is his willingness to learn and constantly 
improve—for his team, for his clients, and for himself. 

“To anyone considering working with Joe & Alison Willliams, get rid of all 
your excuses, throw out your fears of what other people will think about you 

and make this the time you change your life forever! My business, 
confidence, relationships, and even fitness levels ALL dramatically 

increased after going through his bootcamp!! If you're saying that can't... 
then that means you must!!” 

~ Stephen Christopher, Wit Digital 
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The second step in an Impact Awakening is to communicate 

powerfully. 

• Style: What is your personal style as a Communicator? There are four 
levels—Soundtrack, Presenter Performer, World Class Communicator, 
and Leader. Are you at a level one or two? Are you a combination of two 
or three? What are some steps you can take to get to the next level?  

• Structure: Each talk, presentation, or event or training has an open, body, 
and a close. Always begin with the end in mind. Create a strong opening 
that is warm, excited and focused. Balance the big ideas that you want to 
impart with stories and richness to details. Close powerfully with a call to 
action every time—this doesn’t necessarily mean a sales pitch, but 
leaving your audience with a big idea and action steps to take, or to think 
outside of the box. 
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• State: The two keys to being a World Class Communicator are to stop 
making mistakes that break a connection with your audience and to find 
your own unique talents, strengths, and abilities as a speaker. The Three 
Core Truths are that people won’t remember what you said, they will 
remember how you made them feel; don’t just talk “at” your audience, but 
have a conversation with the humans who have given you their precious 
time and attention; and move people emotionally to do something 
different in their lives. 

• Check out Stephen: He went from scared to speak to accelerating his 
business. Video is a key component for not only his team but also for 
communicating and educating his clients. How can you step up as a 
Leader like Stephen did? Who are you going to impact as a result of your 
message? 

• If you want to master the #1 skill of leadership, join us at our next Master 
Your Message Bootcamp. Go to www.TheImpactAwakening.com for more 
info. 
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SCALE  

IT INTO  

AN IMPACT BUSINESS 

Find your market, your platform and how to monetize it. Who is the one 
person, some people call it an avatar, who is the ideal person that you are 
meant to help? Start to describe the person that you can uniquely help and 
serve and impact. Those of us who are business people with strong 
marketing backgrounds tend to think in terms of markets and scale and 
mass and what I'm here to tell you is in the Impact Business, instead look 
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to the specific descriptions of the people you can help one person at a time 
and then two and then three and then 100 and then 5,000 and so forth. 

The second part of scaling is the “What” of your Impact Business. What is 
your Signature Offer? What are the best ways you can impact and change 
people’s lives? Is it live speaking, seminars, one-on-one coaching, 
consulting with companies? Is it through running your own high impact, 
high profit events?  

We will go into these different platforms more in the next section, but this 
will be part of your Signature Offer. The other parts are price, promise of 
results and timeframe to get the result. 

A great example of this is the Master Your Message Bootcamp which is our 
signature event. The promise has been the same since the first event, back 
when it was called the Speakers Bootcamp: In just a few days, we can take 
anyone and help them discover their core message and acquire the skills 
(through practical experience actually standing up and delivering small 
speeches) to start speaking professionally or leading their own workshops 
and trainings. In three days, with coaching, video feedback and experiential 
learning, you can master your message and learn to communicate 
powerfully. 

That’s an example of a Signature Offer. What is the result you promise? 
How is it accomplished? How much time will it take? And what is the price? 

The third part of scaling is—Why. Why are you after this? What is your dent 
in the universe? You might as well do it in a big way! And then is the How. 
Who. What. Why. How. In other words, what are the platforms of impact 
that you're going to go out and start using? Is it live speaking and seminars, 
retreats, workshops? Is it writing a book? Is it the ability to be powerful on 
video? Is it running your own events? Is it a podcast or radio show or 
something on audio? Is it a blog or a vlog? Is it being a better leader within 
your current position?  

Through the years I figured out that there are about 15 different 
monetization methods for your message—ways to make money with your 
message. So what do you do? You pick the three to five that really resonate 
well and work with you, and those are the ones we focus on and get after to 
start building very, very quickly so that you can accelerate into the 
marketplace. 
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CHAPTER 7 

IDEAL CLIENT 

As the old saying goes, “Riches are in Niches.” Find your Ideal Clients who 
are within a narrow, specific, tight definition. Most big players never 
consider the narrowly defined micro-markets of people and never fully 
engage with and serve those niches. 

You don’t want to just get a Message that moves people, learn to 
communicate it powerfully then go out, wander the streets looking for 
people to help, walking in circles, trying to find people to hire you. Many 
speakers, coaches and consultants make this common mistake. They 
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believe that since they can help anybody, that everybody is a potential 
client. 

They are wandering aimlessly—instead, build with a purpose, clear ground 
and design a plan for the Ideal Client so they know them when they see 
them. And, when you know exactly who you can help and want to work 
with, it’s easier to find them. 

We are going to design your Ideal Client so you can find them. 

Help Yourself  

I can almost hear you thinking, ‘But I’ve helped all kinds of people before. I 
can’t narrow it down to just one type of person.’ The key lesson in your 
Impact Journey: when you think everybody is your client, you won’t help 
anybody very effectively. The more precise you are in your knowledge 
about who you want to work with and who you can really help, the easier it 
will be to create opportunities to help change their lives. 

I have a good friend named Vicki who is a ghostwriter and editor and she 
has helped dozens of people write successful books, many best sellers. 
When I started the process of writing this book, she gave me some great 
advice. She said, “Write what you know.”  

In other words, only write about things that you have personal experience 
with. Sometimes people make the mistake of trying to write about 
something they only have secondhand knowledge of or experience with, or 
write from theory, not from something they have actually, in practice, 
learned themselves. 

Here’s the thing to remember: you’ve already lived the triumphs and the 
tragedies… the successes and the failures… the wins and the losses. They 
have already happened. So why not make them work for you, rather than 
just define you? 

Think about it, there is a big difference between my life story and your life 
story. There are people I can uniquely help because of my life, my 
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experiences, and my wisdom. Similarly, there are people only you can help 
because of your unique life. 

I don’t mean to be airy-fairy here, but I believe that there are no accidents. 
Everything happens for a reason. I believe you have lived through, learned 
from, and were put here, right now, to help somebody special change their 
life. 

Why? Because you changed your own life. Who better to help them than 
the one other person around who is uniquely positioned to help them out 
the way they helped themselves. 

I have a client that has become wildly successful helping married men, who 
have children, own their own business, are athletic and physically fit and 
are deeply spiritual. Because that was exactly who he is. 

If you are a doctor, help doctors. 

If you are a mom, help moms. 

If you are a recovering addict and entrepreneur, help recovering addicts 
who own businesses. 

If you are a lawyer, help lawyers.  

A friend and client of ours, Mosk, was a lawyer who got fed up with his 
industry. Not because they were bad people necessarily. But because so 
many of them absolutely hated their life and job. They were miserable. 

Mosk was the exception though. He is a very happy man, incredibly 
effective and fulfilled, great kids and loads of friends that look to him as a 
role model for how to live a great life. 

He came to work with us and we helped him design a program for 
attorneys who wanted to create more fulfillment, manage their time better 
and make more money in their law practice. It was the process he took 
himself through to recreate his legal practice into a business he could love. 
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Be the Example  

Look at your own life and use your journey to inform and direct you to the 
detailed description of exactly who your Ideal Client is. 

Brian is another great example—he is the owner of a successful dog 
training and pet boarding facility but his real love is coaching people to 
operate at the peak of their personal performance and effectiveness.  

When he came to work with us for a private two-day Business Momentum 
session he wanted to expand his peak performance coaching business. We 
started by more clearly defining his Ideal Client. 

Peak performance coaching is a very broad field and I have met literally 
hundreds of struggling coaches with this focus. So after asking Brian 
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several questions I realized he was uniquely qualified to work with one 
specific type of person and coach them to levels of peak performance: 
business owners over 35 who are also competitive athletes. 

Why? Because Brian is exactly that. He is the owner of Altitude Dog 
training and Uptown Dog pet boarding facility, both companies he built from 
zero. He is in his late 30s, married to his high school sweetheart. And Brian 
also actively competes as a Masters level swimmer. He gets up every 
morning at 5am to hit the pool to train. In the summer, Saturdays are spent 
with hours of swim meets. He has even trained at the Olympic Swimming 
Training Center in Colorado Springs, CO. 

People who are still getting up before work and training…working with 
coaches to shave a few seconds off their triathlon or 10k…are a special 
breed. These are not just entrepreneurs who want to finish a marathon. 
They are driven athletes who eat and breathe to compete against others 
over 26.2 miles and better their previous times. They are highly focused, 
driven and spend a lot of money on themselves and their performance. 
These are true Peak Performers. 

Brian narrowed his focus and started working with and created coaching 
and services for the CEO Athlete through Bergford Performance Systems.  

This laser like focus is a perfect example of how you need to look at 
yourself, see your areas of opportunity and strength, and use that to write 
your Ideal Client description. 
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Provide a Path 

Let’s imagine for a moment that your Ideal Client is standing on the edge of 
a rushing, roaring creek. Across the creek is all the joy, happiness, money, 
success and fulfillment that they want. The problem is that as they stand 
there, they hear the rush of the water over a huge waterfall just 
downstream. With one step, they could trip and fall in the creek. What if 
they slip, loose their footing and go over the waterfall?  

These are similar to the exact questions potential clients subconsciously 
wonder as they are deciding to hire you as their coach, mentor or to speak 
to their group.  

What if this doesn’t work? 
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What if I stumble and fall? 

Can I really trust myself to make it across? 

To ease concerns and get our customer’s trust we need to place some 
large stones down for them to cross the river. Some stepping stones to 
make it less risky to work with us to cross that stream and not go over the 
waterfalls. In a way, you are saying, “Look, first step here, then over there, 
then here and before you know it, you’ll be on the other side of this.” 

These big rocks are the stepping stones you need to provide Ideal Clients 
with in the form of their path or plan in working with you. 

You have walked the path they want to walk. You have crossed the rivers 
they want to cross. You have to make it clear that you can provide a 
roadmap for them. Providing a path is essential to actually getting clients to 
sign up, pay you, and willingly do what you ask them to do. 

There is an ancient Chinese proverb that says:  

The best time to plant a tree is 20 years ago.  

If you planted a tree back then you would be sitting under it today.  

The proverb goes on: 

The second best time to plant a tree is today. 

Today is the absolute best time for you to think back to the past when you 
were on your journey… like planting a tree 20 years ago… think back to 
what you did first, then second, then third. 

Start today to develop the plan or the path you want your clients to follow 
when they work with you. You can’t go back and have a do-over on life, but 
you can begin today by planting the tree, a plan others can follow. 

It’s going to be hard work for them. But it will be worth it. Let them know 
that. Help paint a clear picture of how life will be on the other side of that 
stream when it’s crossed. 
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CHAPTER 8 

SIGNATURE OFFER 

Now let’s design a Signature Offer that will cause prospective clients to say, 
“I would have to be crazy to miss out on this opportunity!”  

A well designed offer, that is perfect for your Ideal Client, is literally a match 
made in heaven.  

When you do this well, clients will be effortlessly attracted to you, they will 
gladly hire you and thank you for helping them change their life. It’s almost 
like living a dream when you go into a business like that every day. 
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On the other hand, if you don’t know who your perfect client is and you 
offer to help them but price yourself too high, or worse yet price your 
services too low, it can be a real nightmare. 

For starters, pricing your wisdom and expertise can be a tricky, awkward 
thing to do. You just sit there, staring at your computer or smartphone trying 
to find “market price” when you know in your heart you are worth more. Or, 
when you are finally asked, you say a number that some high ticket sales 
guru told you on a webinar and blow the whole opportunity. Next thing you 
know, you’re spending the week kicking yourself for blowing the sale. 

It sounds like such a cliché, but the key distinction here is to design an offer 
—pricing, time involved and final result—that is truly a “win/win” offer. 
Meaning, it’s a win for the client… they get the exact transformation, result 
or problem solved, as fast as possible. And, where it’s a real win for you 
too… you enjoy working with them, it doesn’t take your time 24/7, and you 
are paid well. 

You need to create an easy yes-bulletproof offer. We need to reverse 
engineer it a little bit. We will start building your offer with the end result in 
mind. 

First, how much money do you want to earn each month? Let’s start there. 

Maybe you want to replace your current or past income. What’s that 
number? Write it down. 

Maybe you want to make 25%, 50% or 100% more than you have been 
making per month? Write that number down. 

Next, how many hours do you want to work per week? Is this part-time,10 
or 15 hours? Or do you want it to be a full time gig, 30-40 hours? Write 
down a number. 

Finally we need to figure out how many clients you need to get you the 
income you desire. 

$10,000 per month and you want 10 clients… that means your coaching is 
$1,000 per month/per client. 
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$40,000 per month and you want to have 10 clients? Fine that means you 
will need to design an offer that can legitimately command $4,000 per 
month. 

Want to make an extra $5,000 per month and only speak one time per 
month? Cool, that means your speaker fee is $5,000 per workshop or 
keynote you do. 

Want to make $100,000 per month with just five corporate clients that have 
you on retainer? Great, you need to design services, training and coaching 
worth a $20,000 retainer per company each month. 

Let’s take a closer look at the three aspects of Offer Design. 
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Pricing 

An important first step is to do some research as to what other Speakers, 
Coaches, Consultants, Trainers are already charging in your field. Not 
because this will be your fees or prices, but just so you start from an 
informed place. 

You may decide to price your services or products higher OR lower than 
the market. There are great reasons to do either. Usually higher fees mean 
fewer clients you will need. Sometimes, rarely, it might be a good idea to 
price yourself lower to create a higher demand. 

The question to answer truthfully is—what is the real value of solving this 
problem or getting this result in a person’s life? 
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Most people are willing to pay more for speed and convenience of results. 
We want our problems solved when we hire a coach, consultant or 
speaker… and we want those problems solved as quickly and as 
powerfully as possible. 

If you need to lose 30 pounds, and hire a personal trainer, how quickly do 
you want the result? As quickly as it’s safe and healthy to lose the weight, 
that’s how quickly! 

If you want to create a $20,000 income per month, how quickly do you want 
to get there? As quickly as you possibly can, right? 

Your clients are thinking the same way. So when you design your offer to 
help them, think of the final value (what the result is worth) and how quickly 
you can help get it. That should help you find a starting point for pricing. 
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Time Commitment for Results 
 
Likewise, as it has been said, time is money and money is time. The pricing 
information above should begin to help you estimate how long it will take 
your average client to start getting results after your coaching, after they 
attend your workshop or after they have you come in to work with their 
employees. 

Obviously, if you can help people get results quickly you will be able to 
charge more for your services. Maybe you are a personal trainer, like our 
example above, and your client wants to lose 30 pounds. You could tell 
them, “Most trainers take it slow and only help clients lose a pound or two a 
week. But if you are as committed as I think you are, we can probably do 
better. I can help you if you want lose three to five pounds per week 
healthily. Does that sound good?” 
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This would be a great reason to justify your pricing for your training 
services. 

The real question around time is how much time YOU want to spend with 
each client, engagement or event. What this means is that you will want to 
keep your own business planning as simple as possible, to manage the 
time you spend working with clients each week. Remember, you are still 
going to need to leave time to market, attract and sell new clients as well, 
so be conservative. 

Mark and Liz came to us last year. They had met while at a coaching 
certification course to become life coaches. Mark was a doctor who had 
burnt out on working in the healthcare system and Liz was a mom of three 
and she was ready to go back to work. They became fast friends and 
quickly decided to partner up in their new coaching business. 

When they came to us for a two-day Business Momentum session we 
helped them identify their ideal coaching client. 

Liz’s oldest son had ADHD that they had learned to live with. And Mark, 
although he was never officially diagnosed, realized as an adult that he had 
struggled his whole life with ADHD. To be clear though, he had learned, 
ways to cope with it and developed shortcuts for learning complex things 
that had allowed him to graduate at the top of his medical class and lead a 
large practice in a complex field of medicine. 

They decided to focus on a very tight niche of coaching - families affected 
by ADHD. 

We quickly determined that Mark and Liz could get real results with clients 
in as few as three months of coaching but the ideal timeframe to contract 
for was six months. They also gave clients a small price discount for 
signing a year contract in advance. 

Because coaching for kids and parents of an ADHD family is highly 
specialized, they realized that they could command premium prices.  

The best part? Their total time necessary to work with all these clients was 
less than 10 hours per week. That’s a great offer design. 
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Limited Availability 

One of the primary reasons we like helping clients create high impact, 
higher fee businesses is that usually means that you can only work with a 
small group or handful of people. 

If you are going to help people get an extraordinary result or solve a big 
problem in their life or business, you are probably not going to be able to 
help hundreds of people at once. To legitimately get high impact results 
with people you may start out working with people in small groups or even 
one on one. 

The beauty of designing a big impact from small groups style coaching, 
consulting and speaking business is that available time and spots to work 
with you will be extremely limited. 

We’ve all seen the internet marketing guru who says “There’s only 10 more 
online courses left” or “This course closes tonight at midnight.” 

Really? Why? 

Think about it, if they are selling an online course and there are already 
hundreds or thousands of people sold in, why are there only 10 spots left or 
why is it over at midnight? Inherently people know they aren’t being totally 
honest and truthful. 

Instead, why not just honestly really limit the number and type of people 
you work with and help change their lives? Why not be 100% in integrity 
and just work with a smaller number of specific people, more deeply? 

Again, this is the real way to create a win/win offer that serves both you and 
your clients. 

Use these three keys: Pricing, Timeframe for Results and Limited 
Availability to create offers that are irresistible to your Ideal Client and 
watch your bank account and calendar fill up. 
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CHAPTER 9 

PLATFORMS  

Message Multipliers are all the different ways that you can take your 
message and get it out there in a major way to scale, to get it in front of as 
many people as possible, as quickly as possible and deliver transformation.  

I think the ultimate goal that we're after with Message Multipliers is really 
two-fold. The first question is how do you get your message out to as many 
people as possible? Who resonates with it as quickly as possible so that 
you can change as many lives as possible? And then, which of these 15 
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different Message Multipliers do you actually resonate with? Which ones do 
you naturally have an ability with? Maybe you have an ability to give 
presentations. Maybe you're scared to death of giving presentations! 
Maybe you’re a phenomenal writer. Maybe you don't like writing? Maybe 
you have an amazing voice, a voice that was made for radio and 
broadcasting. Maybe you like working with people in a one-on-one 
situation, coaching or mentoring. Maybe you come from a strong corporate 
background and consulting is more your speed. 

The more of these forums you use, the more money you can make, and the 
more quickly you can make it. I call it the Multi-Platform Marketing Effect. 
Speaking is not just a world of big crowds and being on the road anymore. 
Your quality of life, your income and your impact can all be designed to be 
exactly what is most comfortable for you. 

So the question, first and foremost, with a Message Multiplier is which ones 
are the quickest to scale? Your ability to get your message out there to 
affect as many people as you can, who resonate with you as quickly as 
possible, and then, what are the three-to-five Message Multipliers that you 
naturally resonate with and want to focus in on? So let's talk about each of 
them.  

1. Speaking 

There are two ways to make money in the world of speaking. 

Fees 
You can be a traditional professional speaker like I have a background as, 
where you speak in exchange for a fee for the time that you speak. Maybe 
it's an hour long keynote presentation, or maybe it's a multi-hour workshop 
or training. You are paid a fee. Fees are the first way that you can make 
money as a professional speaker. Fees can range from a few thousand 
dollars for an hour keynote to upwards of $50,000+ to hire a best-selling 
author or thought leader. 

Speak to Sell 
The second way you can make money with speaking is what's called 
Speak to Sell. You're not paid a fee for speaking. Instead, as part of your 
presentation, you take some time to sell a certain percentage of the 
audience into working more with you or buying a product from you during 
your time on stage. That is the Speak to Sell model. This is commonly 
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known as “back of the room sales” because that’s where your money is 
made…at the back of the room. 

2. Writing 

Books 
There are a couple of ways that you can get your message out there 
powerfully with writing. The first is one that most people are familiar with—
write a book. It's been said that salesmen have brochures, authorities have 
books. And one of the most powerful ways that you can establish yourself 
as an authority or a thought leader in any field is to write a book. This has 
been true for hundreds of years and is not going anywhere; it’s just as true 
today as it ever has been.  

One of the major questions to answer for yourself is whether you are 
planning to publish your book yourself or if you want to go the traditional 
route of trying to get a major publisher to produce and distribute your book. 
There are pros and cons to both. 

Self-publishing has become a much more popular, easy and powerful way 
to get your book in the hands of readers quickly and effectively. Companies 
like Amazon have made this an almost no-brainer for new authors. The 
upsides are that you can get as few as one copy of your book printed with 
print-on-demand services. You are responsible for all of the marketing and 
sales of your own book and self-publishing means you keep all of the profit 
from the sales of your book. 

While most established, successful authors choose to have a major 
publishing house publish their book, it is a very long and complex road to 
wander for a newbie. First, you will need to create a book proposal to sell 
with and approach possibly dozens of publishers before finding one that will 
back you. You may need to hire a book agent to help with the search. Then, 
if you do get a contract, you will discover that you are still responsible for all 
the sales and marketing costs of your own book, just like self-publishing. 
Finally, this is an 18-24 month process once your contract is signed before 
your book will be widely available for purchase…and you will probably not 
own the copyright anymore and will need to purchase copies of your own 
book from the publisher at wholesale cost. This is why major publishers are 
not a great route for new authors today. 
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Writing a book is a powerful piece to help establish authority and a great 
way to allow potential clients to discover your message before seeking you 
out to work with. Marketing legend Dan Kennedy calls a book “the most 
powerful force in Magnetic Marketing to attract clients to work with you.” 

I highly encourage you to do the work necessary to harness this power for 
yourself. 

Blogging 
Blogging has become popular as an incredible way to get a message out 
there and multiply your power with it. Your written material is not 
traditionally published as a book. Instead it is published online. You can do 
this on a weekly basis, or on a daily basis. You could blog when the 
inspiration hits you, whatever is your regular rhythm. There are people out 
there that have built up followings and have touched millions of lives just 
through blogging. And five figure per month incomes (or more!) are 
possible by getting sponsors, advertising, or affiliates. 

3. Audio 

Radio Show 
Traditionally this meant radio programs, talk radio, shows in the morning. 
And this is one that back in the old days, for professional speakers, was a 
primary way that we used to build our message and get it out there 
powerfully, by being a guest on radio programs. Now, one thing about radio 
is it has changed quite a bit over the years, but whether it's delivered over 
the airwaves like it was in the old days or whether it's delivered over the 
internet, radio is the first way to multiply your message through audio and 
get it out there powerfully in a short amount of time. 

Podcasting 
Either having your own podcast or another strategy is to not have your own 
podcast necessarily, but to be a guest on a lot of different podcasts. I like 
both of these strategies immensely, but a big fan of people having their own 
podcast, especially if you have something unique and niche to within a 
marketplace. Remember, riches are in niches, so when you start talking 
about radio and specifically podcasting, the audio side of how to multiply a 
message, the more narrowly focused the podcast can be, the better.  
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The second strategy with podcasting is not to have your own, but instead to 
be a guest. Do one a month like I do or do three to five podcasts a month 
as a guest on other people's podcasts. The beauty with that is your 
message gets out to even more people you would not have otherwise 
gotten exposure to by being a guest on the podcast to people who have a 
built in audience already. It multiplies your message very quickly.  

4. Products 

Home Study Programs 
Traditionally, when you went to see a motivational speaker or you went to a 
seminar of some type, this was the box of audio tapes and books or CDs 
and DVDs, and workbooks that you took home with you under your arm or 
in a bag at the completion of that workshop or that seminar. Those are 
called home study programs.  

Online Programs 
There are also online products, or online courses. These are all delivered 
online so there is no box of stuff like the traditional home study products. 
Online products and home study products allow a person to take a piece of 
you home with them, where they can listen to you every day if they choose, 
wherever they can. They can have exposure to your message over and 
over and over again and take advantage of repetition to be able to drill it 
into their psychology and to be able to live it even more fully and more 
vibrantly by repeated exposure to your message. That's one big advantage 
of online and home study programs. They are usually anywhere from two 
hours long to up to 15 or 20 hours long. In some cases they are extended 
workshops that people don't do with you live, but instead they're intensive 
learnings, trainings, workshops that they do on their own at home, whether 
it is with traditional CDs, DVDs, workbooks, materials like that, or whether 
it's all delivered to them online.  

5. Consulting 

When I consult for a company, they usually set us up in a boardroom where 
I would work anywhere from a week to four or five months with people one-
on-one, helping develop systems and bringing my material into a corporate 
culture. The essence of corporate consulting is really where your message 
becomes entrenched into a corporate culture. That's the best definition of 
corporate consulting that I can think of. For most of us that will apply, to: 
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• Sales and Marketing 
• Customer Service 
• Communication Skills 
• Project Management  
• Leadership and Management 
• Conflict Resolution 
• Strategy Design and Implementation 

Different types of companies call for different tactics to get consulting 
clients. Corporate consulting with large companies is a fantastic Message 
Multiplier. For years, this was the majority of my business—consulting and 
training—with large corporate Fortune 500 clients. I would go to El 
Segundo or Mountain View or Dallas or Seattle or Phoenix or Richmond, 
Virginia or New York City or Boston or Miami and give trainings, coaching 
and transform cultures and skills. Medium Companies are companies from 
about $10M annually in revenue to about $100M annually in revenue. 
Small Companies are companies usually under $10M in annual revenue. 
Advantages to this type of work are the easy access to decision makers to 
hire you. 

“From the Stage Consulting” or Hotseats
There's another emerging field called From the Stage Consulting, and this 
is where you go in and you give a training or a workshop and as part of that 
you run some of it on your feet, from the stage, actual consulting with 
members of the audience. This can be in the form of hot seats. This can be 
in the form of a deeper Q&A type material. This can be in the form of group 
facilitation. For years, I was brought into companies to facilitate ideation, 
brainstorming, and creation sessions. I was a facilitator of group thinking, 
brainstorming, and the creation of new concepts and ideas. That's one 
example of From the Stage Consulting. You can do this in as many ways as 
you can dream up with all three types of corporations—large, medium and 
small.  

6. Coaching 

One-on-One
Many of us are familiar with life coaching. It has exploded in popularity in 
the last few decades. This is the one that's most commonly thought of, but 
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business coaching, executive coaching, are also giant businesses that you 
can take advantage of to multiply your message and get it out there more 
powerfully and also more individually with people. 

Small group (Less than 10)
These are small groups or pods, usually less than 10 people, and this is 
ongoing through months or even years in some cases. Small groups come 
together with you over the phone or over webinars or video conferencing, 
where you coach groups of people at the same time. So they're all working 
on the same material at the same time. They meet weekly or every two 
weeks or once a month. They experience your coaching as a small group 
or pod, less than 10 people.  

Groups (10 -100)
The more people in the coaching program, in some cases, some people 
feel that it can lose its intimacy and personal attention. The more people 
that are in a coaching program, I have seen just the opposite happen. I 
have seen the coaching actually become more powerful from a larger 
group coaching experience because of the support of all your other peers 
that are in the group with you. You have group think, group learning, and at 
the highest level masterminding through large group coaching. 

7. Mentoring 

One-on-One Intensive “Done With You” 
The difference between coaching and mentoring, in my opinion, is coaching 
can be done even if you, yourself, have not necessarily gotten a result that 
your clients need help with. Traditionally, when you were mentored by 
someone, that person was someone that had been successful in some 
area of life, business or relationship or health and fitness, and they took 
you under their wing and they showed you the road ahead because they 
had done it themselves. This is classified as One-on-One Intensive or Done 
With You mentoring where they are with you every step of the way. They've 
done something themselves. They've gotten a result in business and they 
want to share their experience so that others will avoid the mistakes and 
avoid the pitfalls that they made. You're not following some syllabus. You're 
not following some outlined program like a lot of coaches do. Instead you’re 
being mentored by someone else who has gone through the school of hard 
knocks, to help you avoid mistakes and get results more quickly. 
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8. Training 

This one relates to many of the things that we've talked about earlier, but 
I'm going to make it its own distinct category. Trainings can be thought of in 
two ways. At the most basic level, this is probably a three or four hour 
workshop, either delivered live or delivered online via video or audio or 
even in a home study course. Think about what happens in a training or a 
workshop. People expect to come out of a training or workshop with 
increased capability, not just simply more knowledge. Where training differs 
from simply speaking, is that out of training, out of workshops, out of 
intensives, out of bootcamps, people expect to come away with a new 
ability to do something that they could not do before. They might go to a 
speaker who gives a presentation to get inspired, but they go to a training 
to have an ability that they did not have before or an ability that they want 
to get better at. They've got it at a very basic, rudimentary level and they 
just want to be able to achieve and excel at a higher level, and so they go 
to a training, a workshop, a multi-day intensive or bootcamp type 
experience. Our Master Your Message Bootcamp is a perfect example of 
that. The core of our business is taking people through multi-day intensive 
experiences where they come out the other side with an ability to 
communicate powerfully in a way they did not have just a few days prior.  

9. Live Events 

Live events, like a concert or a stage play, is an event for the purpose of 
impact and changing people's lives. These start small and move up in size.  

The first type is big impact, big profit, small events—this could be a 
workshop, this could be a training, this could be an intensive, but it's a huge 
impact and also very profitable for you as the one putting it on. But more 
importantly, it makes a big impact on the people who come and spend time 
with you. These are usually events that are under 20 people in size—
usually one-to-four days long.  

The next type of live event is medium size events and that is events from 
20-100 people. Evening events, day-long trainings, previews are usually 
medium-sized events.  

The third type is larger medium events of 100- 500 people. At this point, 
you need a dedicated sound system with microphones and a PA system 
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and you probably have screens for PowerPoint presentations or 
projections. There’s a different level of event production for events over a 
hundred people. They take an entire staff to pull them together. There's 
music, lights, giant screens, video equipment, and amplified sound. It's 
much more like a hybrid of a theater production or a rock concert at this 
point.  

Then you go to the next level and that is events between 500-1000 people. 
Or 2000 or 3000 people and more up to 25,000-35,000 people for live 
events, but remember the same rules apply that we've talked to for some of 
the other Message Multipliers with a live event. People are coming together 
in a geographic location, altogether, live, just like they're attending a 
concert, just like they're attending a stage performance, just like a sports 
event.  

Virtual Events—Live and Recorded Component	
Virtual events work exactly the same way as a live event except instead of 
people coming together geographically into a hotel ballroom or into a 
stadium or into a small conference room, you come together online in a 
virtual environment. You could have 10 people gathered together at their 
homes or their offices in a virtual environment for a live event, a training, a 
workshop. Or you could have it partially pre-recorded. But people go 
through it simultaneously together, virtually, at the same time. This is really 
our future and multiplying our message. It's in its infancy now, but it's 
growing massively. Skype and now Zoom or other webinar platforms are 
how we do this today but virtual and augmented reality are going to launch 
these type events into the stratosphere. 

10. Mastermind Groups 

The book Think and Grow Rich was published in 1937 by Napoleon Hill. He 
talked about mastermind groups for the first time in popular culture and 
popular awareness. The millions of people that have read Think and Grow 
Rich, understand the concept of having a mastermind group—a group of 
people that all come together for the betterment of each individual member, 
to rise up, for the success of all members.  

Mastermind groups can be done several different ways. They can either be 
self-directed, meaning where you just get a few of your friends or people 
that you know and respect together and you start a mastermind in your own 
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area or a virtual mastermind with a small group of people and you set up 
how the mastermind group is going to work and you outline the rules. It's all 
self-directed by the members of the group. I've been a part of mastermind 
groups like this since I was 20 years old.  

There are also mastermind groups that are for the purpose of networking. 
Networking groups have been very popular for many, many years. 
Networking groups are where professionals come together and they refer 
each other to clients in a given geographic area. You come together not for 
the purpose of just raising up all the members together, like in a self-
directed mastermind group, but instead you come together for the purpose 
of sharing clients.  

The third type of mastermind group is activity or experience or adventure-
centered mastermind groups. A mastermind could be all three of these as 
well, self-directed, networking based and activity center. But the third type 
of mastermind group—activity centered—is where you come together with 
others who are like minded and do activities together. Maybe you go to 
some tropical island and you all go snorkeling or scuba diving and you hike 
together. You bond over the activities. Maybe you go up to a ski resort and 
ski, snowboard, or snow shoe together. Maybe you run a race or a triathlon 
together. Everything is activity-based and you're looking to have people 
organically network with each other and share ideas and share resources 
and so forth as a result of being together in the activities. 

11. Retreats 

Retreats are a combination vacation and learning/networking. They are 
very similar to a big impact, big profit, small events. It's a combination of a 
vacation or a spa experience and learning and networking that is truly the 
definition of a retreat. It's a combination of a vacation experience and 
training, learning, networking and sharing. Retreats are usually very 
luxurious. They're usually very high cost. They are high ticket, high priced, 
and usually they are for a relatively small group of people to come together. 
Although there can be exceptions to this.  

One area of retreats that are rapidly growing are “unplugged” or “off the 
grid” events. These are great because there is no technology (iPhones, 
tablets) to distract participants. 
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12. Apps/Software/Technology 

Software, technology and apps can multiply a message through the use of 
a technology. This could be like Franklin Covey and their day planner or 
time and life management software. This could also be phone apps. There 
are lots of ways for you to get out there and have your own personalized 
individualized app to get your message out there on a consistent basis. 
There could be SAAS type companies—software as a service—where you 
provide a technology platform that gets your message and your expertise, 
your wisdom and your way of doing things out there in a bigger and bolder 
message multiplier. Alexa skills and similar services are making this 
opportunity a game-changer. 

13. Agency (Done For You) 

Maybe you are uniquely able to get people new business because you're 
incredible at advertising and sales. Advertising agencies, lead generation 
agencies, done for you services - the key here with agency services is most 
people are afraid to dive into the technicalities themselves so they prefer to 
pay to have it done for them. You don't want to teach people how to do 
something. You instead want to provide a service that does it for them so 
you know it's done well and you know that it's done right. 

14. Membership/Subscription/Retainer (Services Supplied on Monthly/
Ongoing) 

Membership subscription or retainer based services are services that are 
supplied on a monthly, a weekly, or an ongoing basis. For example, printed 
material like newsletters, monthly audio training, and even weekly or daily 
briefing services. 

15. Sponsorship 

This is where you partner with corporations to give you from $10,000 to 
$100,000 for the right to promote themselves at your event and to your 
attendees. 

We are all familiar with companies like Red Bull, Coca-Cola, Nike, 
Microsoft and others who are main sponsors of large sporting and 
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entertainment events. This is the same idea, just applied on a smaller 
scale. 

There needs to be an affinity or similarity between the corporation and your 
clients. Your clients should be their ideal clients. 

Companies you believe in and use or recommend yourself make the best 
candidates to approach about sponsoring you and your Impact. 

Don’t forget, sponsorship doesn’t just work for corporate partnering, but you 
can use it to partner with organizations, associations and non-profit groups 
as well. 

Great ways people use corporate sponsorship partners include: 

• Live Events and Workshops 
• Speaking at Conferences or even a “Speaking Tour” 
• Coaching 
• Corporate Trainings and Consulting 
• Blogging 
• Podcasting 
• Video 

Out of all of these Message Multipliers, what are the three-to-five that 
resonate best with you? Hone in on them and get after them to 
exponentially explode the power of your unique message. 
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Thor came through a bootcamp a couple of years ago. He decided to sell 
out of his company and go all in on becoming a speaker, and as he tried to 
figure out how to build his business, he decided to do just one thing. Just 
one of these platforms to master. He knew he could talk, and he knew a 
few people he could interview. So he started with a podcast. He quickly 
exploded onto the podcast scene in a few short months just through the 
focus of that one platform. Then he launched his events and consulting and 
now has a successful career helping business owners exceed their 
potential. 

Consider using the Multi-Platform Marketing Effect for yourself. That's what 
we do and what I teach a lot of my clients to use. We teach people how to 
clarify, design, communicate and scale an Impact Business. 
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“Thank you so much for being there at the start of my adventure. Even 
though I had no idea what it would look like, you provided such insight and 
guidance. Clients have been asking me for years to speak more and share 
even more of my gifts with a wider audience. Thank you for providing the 
training and support that is going to allow that vision to become a reality.” 

~ Thor Conklin, Peak Performers Podcast  
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The third step to make an impact is to Scale it into a business.  

• Who: Find your ideal client, narrow down your focus to the smallest 
niche, help people in your own industry like Mosk did with attorneys, be 
the example that your clients aspire to like Brian did with CEO athletes, 
then provide a path to follow, to emulate, to duplicate results.  

• What: Create your signature offer, make it irresistible. Reverse engineer 
your pricing structure to meet your quality of life. Develop a time 
commitment for results with limited availability like Mark and Liz did with 
ADHD coaching.  

• How: Use the Multi-Platform Marketing Effect to scale your business. 
Choose three-to-five platforms to focus on. The Impact Platforms include: 
speaking, writing, audio, products, consulting, coaching, mentoring, 
training, live events, mastermind groups, retreats, apps/software/
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technology, agencies, membership/subscriptions/retainers, and 
sponsorships. 

• Use the Multi-Platform Marketing Effect like Thor did: He picked one 
platform and mastered it then scaled up to events and ultimately 
consulting. Which platform do you want to start with? 

• We have helped thousands of people with all levels of business 
experience (or no experience at all!) master their message, move their 
audiences to action, and make an impact! If you want help to map out 
your personal Impact Business strategy, contact us at 
www.TheImpactAwakening.com. 
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CREATE A LEGACY 

“Legacy is more important than currency.”  
~ Gary Vaynerchuk 

We live in a Renaissance Age of people from every walk of life starting to 
think about what their Legacy will be and how to live a life of meaning and 
purpose that leaves an impression on others and inspires others.  
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We want to make our children proud. What do you want people to say 
about you when you’re gone? When you retire or “step down from the 
throne” how will your life and your impact be remembered?  

These are deep questions to ponder and to get started, here are three 
ways to start creating a legacy today. 

1. Live like you mean it. 

None of us know how long our lives may be, but we can leave the legacy of 
living like we care, and living in a way that honors our creation. People will 
remember how you live more than the details of your achievements. 

Engage in life with passion and gratitude. It’s been said that “The best way 
to predict the future is to create it.” The most important place to start in 
creating your Legacy is to live your life deliberately, mindfully and on 
purpose. 

Simply bouncing from place to place or wandering through life is not a way 
to live a life of legacy. Our lives are either a warning or an inspiration. Living 
deliberately is vital to a Legacy. 

The great legacies of history are all understood in terms of service to 
humanity. On a smaller scale (but no less important) is our service to those 
we love, to our family, friends, community and to ourselves. 

2. Philanthropy. 

Most people who want to create a legacy do so because they are looking to 
make a difference for others, in the world, in their community. Sometimes 
this shows up in their message and delivery. But philanthropy can manifest 
in many different ways. Create your legacy through philanthropy like 
volunteering for an organization that has deep meaning for you. Start a 
foundation. Do good work in your community. Find a way to give back. 

3. Share your philosophy with others. 

One of the quickest ways to have your words and life live in infamy is to boil 
your Keys to Life down into three-to-five bullet points or sayings. Having 
your words quoted or repeated because of their wisdom, humor or insight is 
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an important part of a legacy. Nothing communicates like authentic wisdom. 
Share your failings as well as your triumphs. A legacy that speaks of 
transparency and an open spirit is a legacy that will benefit many 
generations. 

We each live a story. The best stories are grounded in principles and 
purposes that are timeless and certainly bigger than we are. Live a story 
that lasts an eternity. 

“You simply will not be the same person two months from now after 

consciously giving thanks each day for the abundance that exists in your 

life. And you will have set in motion an ancient spiritual law: The more you 

have and are grateful for, the more will be given to you." 

-Sarah Ban Breathnach 
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Collaborate 

Surround yourself with a peer group that helps raise you up. People in our 
lives are either lifting us up or they are dragging us down. They're either 
filling us up or they're taking from us. And some people are just “takers”… 
energetic vampires sucking the life out of you. There's an old saying that a 
rising tide floats all boats and the people that you surround yourself with will 
be a major part of your impact. 

Guard your time and focus aggressively. The people we spend time with 
and are in relationships with are the major influence on our mental focus 
and our physical conditions. An early mentor said to me once, “Make a list 
of the 10 people you spend the most time around. Estimate their annual 
income and within 10% up or down, that will probably equal your income at 
any point in life.” 
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It’s true. I’ve probably done this exercise a dozen times and, without fail, it 
seems to work out. It’s not magic, it’s human nature. 

Once you’ve answered the call to an Impact Awakening and getting out 
there and making the world a better place, you want to surround yourself 
with people you can collaborate with and raise each other up. Our groups 
and programs are meant for people who are looking to create a legacy with 
their message, to find a home to share ideas, to share best practices, to 
learn from each other, to network with each other, and to help each other 
raise everyone's game. 

Your collaboration team and support group must have the right balance of 
audacity, cool, wit and achievability. 

Here's three tips on how to surround yourself with “Game-Changing” 
people: 

1. Put yourself in places where they hang out. 

I've met many people that are more successful than myself just by putting 
myself in the right places. This means going to seminars, attending meet-
up groups or events where they might be. Often times, there are individuals 
that are VERY successful at these places and you can meet them just 
through friendly networking. 

2. Focus on giving to them, not just getting from them. 

Successful people tend to have a lot of people that want their time and 
attention. If you approach them trying to take, they'll sense that right away 
because they also tend to have hyper-sensitive “bullshit meters.” Instead, 
find a way to give value to them. This could be by promoting what they're 
doing, introducing them to someone new, and in general helping them 
achieve their goals. If you can make a difference to their life or business, 
then you'll be on their radar and they'll notice you. 

3. Hire a coach, mentor, or join a mastermind group. 

Most of the successful people that I've been able to surround myself with 
are coaches, mentors, or mastermind groups that I've paid to be a part of. 
Birds of a feather tend to flock together and great people tend to “run in 
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packs.” Don't be afraid to invest money to get these people’s time and 
attention. Find people that are more successful than you and see if they 
offer coaching or a mastermind group. It’s pretty common if you are truly 
adding value to a person or group, to develop a friendship with your coach 
or with the people in a mastermind group. 

Gratitude 

Be grateful for this process. Take some time to evaluate how far you’ve 
come and where you want to go next. Celebrate the success that you've 
had. How do you want to be remembered? What do you want to live on 
through your legacy as a result of this?  

This is a time to be grateful.  

Want to truly be rich? Be grateful above all else. 
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Refusing the call

In his book, The Hero With A Thousand Faces, Joseph Campbell described 
the notion of being “called” to a higher adventure and that “Refusing the 
Call” was a natural and important part of the Hero’s Journey. 

Any new path and future direction we decide to take is a tightrope walk of 
excitement and fear. Some days we wake up determined to make our 
Impact on the lives of thousands… And other days it feels like every 
question and insecurity any of us has are all we can focus on. 

One of the biggest reasons people refuse the call of the Impact Awakening 
is they fear failing. No one wants to make a fool of themselves in the eyes 
of friends, family and colleagues. 
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But failure is an integral part of finding the path of how best to share your 
wisdom, story and message. Mistakes and learnings are the necessary 
“price of admission” to see your message changing thousands or millions of 
people’s lives. 

The key to remember: 

Every adversity carries with it the seeds of an even greater opportunity. 

Every mistake, misstep and failure will carry along with it the basic 
learnings, lessons and resources you need to jump to the next level. 

Another big reason I’ve heard from clients is “Who would want to hear what 
I have to say?” Again this is totally normal in the process of an Impact 
Awakening.  

When facing self-doubt and worry, there seems to be two types of people: 
those who let it stop them or those where it drives them. 

“Who am I to…” and “Who would want to hear what I have to say?” are two 
of the most self-defeating thoughts and the main things I hear that cause 
people to shrink away from a bigger life of Impact and contribution. 

To fulfill your calling and get where you wish to go in life requires more than 
just thinking and talking. These feats require focused and sustained 
action.   

The story of your life has led you to this point. All of this has strengthened 
you. All of this has led you to every success you’ve ever had. All of this has 
made you who you are today. And all of this proves that you have the 
strength to deal with the challenges in front of you. 

The fact that you are still here and yearning to make a greater impact is 
proof that you are the perfect person with the perfect message. 

You don’t need to change everyone in the world.  
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The Starfish 

 
A quick story as we wrap up. A young girl was walking along a beach and 
there were thousands of starfish that had washed up during a big storm. 
When she came to each starfish, she would pick it up, and throw it back 
into the ocean. 

She had been doing this for some time when a man approached her and 
said, “Little girl, why are you doing this? Look at this beach! You can’t save 
all these starfish. You can’t begin to make a difference!” 

The girl was crushed. But after a few moments, she bent down, picked up 
another starfish, and hurled it as far as she could into the ocean. Then she 
looked up at the man and replied, “Well, I made a difference to that one!” 
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Inspired, he joined the little girl in throwing starfish back into the sea. 
Others started to join in, and soon all the starfish were saved. 

Not sure of what your Message is? 

Not sure of the best Platforms for your Message? 

Not sure how to Accelerate your Message? 

Don’t want to fall short of the vision you have for what’s possible? 

Don’t want any more false starts? 

Not sure of who to ask for help? 

You are not alone. It may feel that way sometimes, but there are many 
people who would extend their hand and lift you up if asked. All you have to 
do is ask.  

Finding the right Mentor to help you along this journey will make it faster, 
easier and even more powerful. 

Investing in yourself is one of the best return on investments you can have. 
Whether it’s investing in learning a new skill, developing yourself personally 
or professionally, tapping into your creativity or hiring a coach, you need to 
give to yourself first before you can give to others. It is our responsibility to 
take the time to develop our gifts and talents, so we can best serve others. 

This is what we do every day, at every event, on every call. Contact us at 
www.TheImpactAwakening.com 
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After the Awakening 

We started this book talking about having a calling. We said that there are 
three things you need to do. You must clarify your Message of Mastery, 
learn to Communicate it Powerfully and you need to Scale into a Business. 

Most of us are taught as kids to sit down and be quiet. To not to take a 
stand for our passions and stories which could really help others. If you are 
one of the few people who doesn’t struggle with stage fright and anxiety, 
you may still be lost about how to prepare and present your passions in a 
way that inspires and empowers people. Then if you ever have a calling to 
speak, teach and write, maybe you don’t know where to go to learn how to 
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get started in the business. You might be lucky enough to stumble upon a 
speaking or coaching gig but maybe you won’t.  

No plan tends to lead to no results. 

All of that revolves around chance and luck. And guess what? Neither of 
those things are guaranteed or even reliable. Through time this is a recipe 
for frustration, confusion, and exhaustion. 

In the first section of the Impact Model we talked about your Message of 
Mastery and how it was built on your life story and passion. We looked at 
the Result you can help people get in life. 

In the second section we said you MUST learn to Communicate Powerfully 
to have maximum impact and influence with your message. You have to 
know how to get into the state of being your best as a speaker. Then you 
have to own your unique talents and strengths to fully develop your Style. 
Finally, you need to understand the basics of how to structure a 
presentation with power. 

In the third section, Scaling into a Business, we helped you identify your 
ideal client, make your signature offer and decide which monetization 
methods were right for your maximum impact. 

We broke down all nine pieces of the Impact puzzle so you could go from 
having a calling to changing lives.  
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The Impact Business Plan 

The Impact Business Plan is the same plan we use every year to create, 
grow, and profit for ourselves and our clients. It’ll help you take everything 
we learned and apply it in the real world. 

There are three basics you need to know to get started. 

1. Street-Smart Planning 

There are the two kinds of plans you can create for an Impact Business. 
You can create a traditional plan or a street-smart plan. Traditional plans in 
large companies are boring, longwinded documents you write for an 
investor or bank when you are raising capital. Basically, nobody reads them 
after they are done and they sit on a shelf somewhere.  
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I learned early on that traditional plans don’t work for everyone. We need to 
be agile and quick on our feet. Some of us need street-smart plans. 

A street-smart plan isn’t some abstract, “what if” scenario filled with risk 
analysis, unrealistic market research, and cumbersome project plans. It’s a 
very clear and practical plan. It’s a “How do I make money this week?” 
plan. 

Street-smart plans are a perfect balance of big picture vision and concrete, 
immediate action steps. They are flexible and can change on a dime. They 
have to because the world changes.  

Instead of thinking of a plan like a stone statue, we want a plan to give us 
direction and inform what we do today, right now. 

2. Design With Your Life In Mind 

When I decided to come off the road as a professional speaker it was 
partially because I heard a podcast with a man I respected very much, 
Dean Jackson. He had written a statement of how he was going to design 
his life called I Know I’m Being Successful When: 

1. I can wake up every day and ask—"What would I like to do today?" 

2. My passive revenue exceeds my lifestyle needs.  

3. I can live anywhere in the world I choose. 

4. I’m working on projects that excite me and allow me to do my best work. 

5. I can disappear for several months with no effect on my income. 

6. There are no whiny people in my life. 

7. I wear my watch for curiosity only. 

8. I have no time obligations or deadlines. 

9. I wear whatever I want all the time. 

10. I can quit anytime. 

I love that. 

As my friend Tony Robbins says, “Most people are trying to plan their day 
when they don’t have a plan for their life.” I couldn’t agree more. 
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Design your life with a street-smart plan and only then can you execute a 
plan that serves YOU instead of you serving a plan. 

3. The Three Timeframes That Matter 

An early mentor of mine told me once that the greatest and most 
successful business people only care about three timeframes. That’s what 
sets them apart from everyone else. Most people think in terms of years 
and months. But the most successful among us plan to accomplish in three 
months, what others take a year to do. This creates urgency. And urgency 
is the currency of high performers. 

The most massively successful people think in terms of the next 12 weeks, 
the coming week, and today. In other words, they realize that it is practically 
impossible to accurately plan a year from now, but most of us can plan the 
next three months with startling accuracy. They also know that monthly 
progress is not as reliable as weekly. And today is all that really matters. 

• So where will you be in 12 weeks?  

• What are your outcomes for the week?  

• And what do you need to do now, today? 

Our street-smart, life designed business plans are built around the three 
timeframes.  

• How much do you want to make? 

• How much time do you want to spend? 

• How many people do you want to work with? 

For example, maybe you say that in the next 12 weeks you want to make 
$100,000, but work just four days per week and serve 15 new clients. 

What that means is that you need to find, approximately one new client per 
week through all your marketing, sales and networking efforts. 
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If you want to dive into these strategies even further, then contact us at 
www.TheImpactAwakening.com to be part of the Impact Case Study 
Team. This is a virtual program—no travel necessary—each week we'll 
focus on one of the Impact Strategies with a video training. Then, we'll get 
together as a group to talk about it and brainstorm specific wording and 
strategy for YOUR business...so you can put it into action. 

If you want to immerse yourself in the one skill that can take your business, 

your bank account…your life to another level…then join us at the next 

Master Your Message Bootcamp. You will learn the core elements to 

delivering your message, you will get practical experience actually 

speaking—not just taking notes—and you will get exclusive personal 

coaching from us to refine your skills and build on your unique gifts. You 

can read more about it at www.TheImpactAwakening.com. 

If you can’t make it to the live event, but you’re serious about making an 

impact, then think about whether we can help you in a VIP Momentum 

Business Mapping custom-tailored private session. This session is 

focused on your individual business goals. Mapping out strategies for 

platforms that are suited to get your message out in the most powerful way. 

The core elements to messaging and marketing to your ideal client. 

Consulting on future business opportunities. Mentoring on key messaging 

and platforms related to speaking engagements, live events, individual 

coaching/consulting, online products, books, etc. Go to 

www.TheImpactAwakening.com to answer a few quick questions and jump 

on our calendar for a short call to determine if we can help you. 

If you’re a graduate of our programs, you may be thinking, ‘I attended the 

Speakers Bootcamp a while back…has it changed?’  

The answer is yes, we have definitely evolved.  

My question for you is…Have you? 

We would love to see you at one of our upcoming virtual or live events or 

trainings. Please help us start an Impact Revolution - share this book with 

anyone who has a calling and wants to change lives. 
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Our hope with The Impact Awakening is to help the people who find this 
book at the right time and point in their lives and help free them. We hope 
to help people find the message of their life, learn to be powerful 
communicators and create a business that gives them the life they dream 
of. 

Simply put, we want to put a lot more good people in front of the 
microphone of life. The world needs more leaders now than ever before. 
People with a message of inspiration and empowerment are a force for 
good and positive change in the world.  

Here’s to your IMPACT! 
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ABOUT 

Joe Williams is an internationally-known speaker, strategic expert, and 
consultant who has spoken to hundreds of thousands of people around the 
world.  

For 15 years Joe was Head Trainer and Lead Speaker for best-selling 
author and peak performance coach, Tony Robbins.  

Joe’s work has led him to consult with companies in a diverse number of 
fields, helping his clients create over $50 Billion in new business, and 
helping literally thousands of people with all levels of experience (or no 
experience at all!) find their voice, refine their skills, master their message, 
and make an impact in the world.  
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Alison Curwen Williams is an event planning specialist who has managed 
events throughout the United States and internationally. Having done the 
million-dollar events, Alison's passion lies with high-ticket trainings, small 
seminars and luxury retreats. She believes that executing flawless events 
requires a combination of professionalism, attention to detail, flexibility and 
humor.  

Together we help entrepreneurs, executives, and experts become powerful 
speakers, create a movement with their message, make an impact for their 
clients, maximize their income, and become a recognized authority in their 
field. 

For more information on our events and programs, go to: 
www.TheImpactAwakening.com
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