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Introduction 
I am very excited to have you as a part of this foundation building overview of the 

Scaleology® Model. 

The Model and the various tools and techniques it contains was created several years 

ago as the vehicle to propel my clients’ businesses from being a mere player into a 

preeminent leader in their respective industry. 

Who are my clients? 
They range from solopreneurs to the owners of very large companies. 

What they have in common is they are all owners of a private business. 

This book is designed to give you the benefit of a high level overview about the core 

principles and the cornerstone concepts of everything we do for our clients. 

The Scaleology® Model has three fundamental pillars. 
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‣ Mindset: A belief in becoming the preeminent player in your market. 

‣ System: An embrace of a simple, proven and scaleable management system. 

‣ Team: A trust in leveraging a high-performance team. 

As you will be learning, the Model must first be installed in your organization; and, 

then consistently operated as you enter into a phase of accelerated and dynamic 

growth. 

Every one of our clients and members of their senior leadership team begins their 

journey with us by taking our Dynamic Growth Formula™ Course. 

It is a 10-week intensive training including a combination of weekly lessons and 

homework. During the course participants learn the seven stages required to both 

install and maintain the Scaleology® Model.  

Dynamic Growth Formula 

Here is a brief preview of the concepts of each of the Seven Stages you can see in the 

diagram above: 
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Inventing Your Ideal Future... 

Imagine — You will be immediately engaged in what you, personally, need to change 

to become the owner of something extraordinary. You will quickly find out the three 

vital things every entrepreneur must do. You will how to create, energize and 

communicate a compelling Vision. 

Determining Exactly Where You Are Now… 

Assess — You will learn how to assess the “lay of the land”. You will find out how to 

properly analyze the results you are producing. You will discover how to look at your 

situation from several points of view and to distill the key corrective action to take You 

will be able to stop being reactive and defensive to being proactive and offensive. 

Designing Your Path To The Future… 

Plan — You will understand exactly how to convert the dream you have imagined in 

your Vision to reality. You be taught how to design the path by making decisions about 

the future. You will learn how to decide what to do (more importantly what not to do). 

In addition to knowing clearly what to do, you will know precisely how to get it done. 

Getting Everything You Need… 

Mobilize — The plan you produced in the last week most likely requires some 

resources. You will learn exactly how to get them in this module. You will discover 

how to attract precisely the right people to help you and for the right price. You will 

know how to attract capital, materials, space, and other physical needs. You will find 

out how to design and implement the systems and processes to automate your 

business. 

Installing Your Management System… 

Business Mastery System (BMS) — You will learn the fallacy of “working hard” and 

“being busy” and instead discover the power of doing the only the most vital. You will 
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understand how to run your entire business (regardless of size) with one piece of 

paper. 

Creating A High-Performance Team… 

Team — You will learn the power of authentic accountability. You will find out why 

the old model of “being the boss” does not work and instead be trained on how to 

leverage a team. You will learn collaborative goal setting, precise controlling 

techniques and how to take the appropriate action in every situation. 

Assuring Long-Term Success… 

Maximize — In the final module, you will learn the techniques and methods used by 

the super-successful to accelerate dynamic growth. You will find out the secret tools 

used in our Business Mastery System™ (another Scaleology™ sub-system) and 

understand how to use them throughout your organization. 

OK, let’s get started. 
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CHAPTER ONE 

Overview  
The Dynamic Growth Formula™ Revealed 

Today I want to begin to share with you the most reliable and predictable way I know to 

engineer a wildly profitable and scalable business. 

It's a process that's been developed, honed, and darn near perfected over the last few 

years as I've personally guided the growth and success of more than 200 businesses, 

including my own. 

With dozens of these companies generating tens of millions of dollars in revenue, cash 

and business value. And the rest generating six, seven and eight figures. 

The process I'm referring to is the exact framework I teach our students here 

at Scaleology®. 

It's the exact framework I use when I am working shoulder to shoulder with our high-

end coaching clients. 

And, it's the exact framework used by my team when we work directly with the senior 

management teams of our clients paying us tens to hundreds of thousands of dollars 

or more... 

I've named it:  

The Dynamic Growth Formula™. 

Here's how it works... 

It's made up of seven stages. Each stage is a vital component of creating an 

unshakeable foundation to dynamically grow revenue, cash flow, and business value 

for as long as you operate the formula. 
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Frequently, I will direct you to additional related resources. You will be able to link 

directly to them in a "Recommended Resource" box like the one right here. 

Go ahead and click on the link and take a look: 

-----Recommended Resource-----


How To Be Successful At Anything


Don't rely on the Law of Attraction to do it for you. Find out 
how for yourself.


---------------------------------------


Right now, I’m going to give you an overview of the entire book so that you can 

anticipate what's coming up in subsequent chapters. 

Plus I'll review the overall concepts behind the program and some of the cornerstone 

philosophies that drive it. 

But first, there is a thriving industry designed to provide philosophies, ideas, and 

methods to businesses and managers. I am talking about the famous and entrenched 

business schools, consultants and authors. 

Perhaps you have consumed some or a great deal of their material. 

Either way, I imagine you've discovered that it really hasn't helped you much. 

That’s exactly why we created Scaleology® and the Dynamic Growth Formula™. 

It is the first training I developed to actually reveal what's actually going on behind 

the scenes in the highest performing businesses in your industry. 

Don't get me wrong. Few of these other providers are actually trying to do you harm.  

Most of them have valid logic behind what they are delivering. It's just that their focus 

is all wrong for you. 

Many of them actually do provide a great deal of very valuable content. I know 

because I pick and choose the best of what they have to offer and use it myself. But, 

they focus on large public companies and their managers. 
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Not business owners and entrepreneurs like you and me. 

What we are doing for you is entirely different. 

We’re going to focus on the strategies that have been tested and proven to get your 

business on solid ground and to position it for rocket-like growth. 

This book will offer you solid ground in the wild world of entrepreneurship. It starts 

with a proven foundation and builds on that. 

‣ Stage #1: Imagine—Inventing Your Ideal Future 

‣ Stage #2: Assess—Determining Where You Are 

‣ Stage #3: Plan—Designing Your Path 

‣ Stage #4: Mobilize—Getting Everything You Need 

‣ Stage #5: BMS—Installing The Engine 

‣ Stage #6: Team—Creating A High-Performance Team 

‣ Stage #7: Maximize—Assuring Long Term Success 

In the next chapter I will tell you all about Stage #1. And, share the most important 

secret that is likely to put you light years ahead of your competition.. 
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CHAPTER TWO 

Stage One: Imagine  
The Three Big Mistakes That Cause Businesses To 
Wither and Die 

In the last chapter we discussed the overview of the Dynamic Growth Formula™. 

As you recall the formula has proven its worth with dozens of business owners and 

entrepreneurs. We have used this exact system time and time again to add rocket fuel 

to supercharge a business's top and bottom lines. 

Next, we're going to discuss Stage One. 

In this stage, we're going to be revealing to you several little-known secrets that will 

enable you to invent exactly the future you want for your business and for yourself. 

Stage #1: Imagine—Inventing Your Ideal Future 
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At the highest level, there are 3 secrets you will need to understand, put into practice 

and eventually master. 

Here is the first secret. 
As simple as it may sound, almost no business owner or entrepreneur even knows 

their job. Instead, they keep practicing their old profession. 

Dental practice owners continue being dentists. Painting Contractors continue being 

painters. Software startup owners keep writing code. 

The list goes on and on… 

Most of your competitors fall into the trap of trying to run their business with an 

amped-up version of their old profession. It simply does not work for the long run. 

You have to do things differently. 

Your Job 
There are only 3 things you need to do in your “business owners job” (and you are 

probably not doing any of them). 

Think about it. If you are going to be a receptionist, you will be told. If you are going to 

be a project manager, you will be told. If you going to do any professional job, you will 

get a position description. 

If on the other hand, you are going to be a “boss”, you are simply told to manage the 

company, department, project, etc.  

No one gives you a position description labeled, “Business Owner.” 

I know first hand.  

When I received my first management position at IBM. Nobody told me exactly what it 

meant to be the sales manager.  

I am sure you are in the same position as I was.  

But, I am going to fix that for you right now. 

If you are going to be the boss of anything, you must ace these three things.  
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Everything else is optional! 

‣ First, being able to dream up, articulate and energize your vision. More on this skill 

in a moment. 

‣ Second, establishing and maintaining a culture of success. Someone has to be 

number one so it might as well be you. 

‣ Third, being able to recognize, intercept and fix entropy. Everything left alone, will 

decay over time. If you are going to be super successful as a business owner and 

entrepreneur, you have to see entropy coming, rein it in, and get things moving 

forward again. 

The next secret you will find out about concerns your state of mind. 

Your Mindset 

It will be so easy for you to capitalize on the fact all your competitors are thinking the 

wrong way. 

You and all of your competitors have been taught that working harder and smarter; 

being focused on results; telling people what to do and holding them responsible; and, 

most importantly, to be fast and react instantly when things change. 

Unfortunately, that paradigm is all wrong. 

You have to literally lose your mind and build a new one and do it fast. 

By the way, here is another extra resource. Go ahead and click the link. It will open in 

your browser and you can review it after you finish this chapter. 

-------Recommended Resource-------


Here's a Quick Way to Get New 
Leadership Skills


Having a whole new mindset is a key part of becoming 
a world-class leader, but there is more. Take Massive 

Action right now.
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-------------------------------------------


You need to lose your current mindset and instead develop a mindset that reflects 

before acting. 

There are 10 building blocks that will enable you to build that very mindset. 

‣ Insist on objectivity… Become grounded in reliable information and lots of it. 

‣ Become a lifelong learner… Filter all of your experience through reflection and 

open-mindedness. 

‣ Have a high level of tolerance for ambiguity and paradox… Commit to the future 

and take action even if you don't know exactly what to do. 

‣ Maintain balance in your life… Recognize that a wheel that is not round will 

wobble. 

‣ Become introspective… Incorporate meditation and gratefulness into your day to 

day life. 

‣ Develop your right brain… Recognize that reflection is not an intellectual exercise 

it relies on your intuition. 

‣ Minimize your ego… Start asking others "how can I be of service?" 

‣ Practice critical thinking… Regardless of how small something may appear—

everything matters. 

‣ Become self-confident… Be willing to face uncertainty and discomfort by leaning 

on your strengths. 

‣ Take personal responsibility… Don't play the blame game. Become the owner of 

everything you do. 

Here's the key point. 

Your old mindset will not serve you anymore, You need a whole new mind. 

The third secret you will discover will allow you to leave everyone eating your dust. 
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Your Vision 

Your competitors don’t have a clue regarding where they want to go. They are all just 

dealing with whatever comes up next. 

As a leader, you need to have a laser-like focus on a single overriding objective. And 

that objective is to have your vision clearly in your mind’s eye and… 

to take the action necessary every single day to propel you and your team towards it. 

Your ability to craft and tell a compelling story is exactly how to get it done. 

Your Vision is THE possibility that you, the leader, imagine for your organization. It is 

what COULD BE. Since it’s not a precise forecast of future events—it’s a dream of 

something imaginary, it’s likely to be indistinct and fuzzy. 

So, when you write and tell your Vision, address all your stakeholders. 

Here is what you need to do. 

Find an extremely quiet and enjoyable space. You may find it advantageous to sit by 

the river or lake or anywhere it’s very quiet and peaceful—away from all distractions.  

After all, we’re talking about the fundamental art of daydreaming. 

Then, simply imagine what the future could be by projecting yourself forward in time 

and then dramatically explaining what you see there. 

Remember, one of the primary reasons for having a Vision is to enable people to 

clearly understand you are the leader and you should be followed with enthusiasm. 

Keep in mind that it’s a story that you’re telling and that it should be an ever-evolving 

and never-ending story. 

If you want people to follow you, you have to give them a compelling reason. Your 

Vision is exactly how to attract, retain and motivate exactly who you want to help you. 

Make sense? 
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Good. 

There's certainly more to the Imagining Your Ideal Future Stage. But, you have just 

learned the three most important bits for you to internalize. 

If you feel you are ready to take a deep dive into the entire Dynamic Growth 

Formula™. For example, if you want to learn exactly how to develop a whole new 

mind. I have set up special pricing for you as a reader of this book. Go here to sign up. 

In the next chapter coming up, I'll cover Stage #2: Assess—a couple of critical things to 

watch out for, the principle of the knowing where you stand, and more. 

Before you forget, let your colleagues know about this book so they can get their own 

copy. 
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CHAPTER THREE 

Stage Two: Assess 
How To Figure Out What’s Going On And What To 
Do About It 

In the last chapter, we discussed Stage 1 of the Dynamic Growth Formula™. 

I taught you the best—those at the top of their game—are experts at recognizing, 

intercepting and correcting Entropy.  

And I taught you it’s one of the 3 Job Skills you have to master if you want to be 

preeminent. 

But what is entropy exactly and how do you master the skill of recognizing, intercepting 

and correcting it? 

We are going to discuss exactly that, right now in Stage Two. 

A general characteristic of natural processes is that they tend to lead to an increase in 

entropy, that is, to greater disorder.  

This tendency occurs because there are many more random arrangements than 

ordered arrangements possible for the parts of any system. 

For example, when a box containing coins arranged in rows is shaken, the coins will 

come to rest in a disorganized pattern since so many random positions for the coins 

are possible. 

What this means to you is if you are not on top of everything about your business, it 

will quickly fall apart. 
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Stage #2: Determining Where You Are 

Now that you know you have to manage Entropy, you will be putting your new-found 

skill to the test to get three vital things done: 

1. Assessing the situation. 

2. Analyzing the data. 

3. Calculating the gap between where you are now and your Vision. 

Assessing the situation. 

In order to do the proper job, you have look at things from differing aspects. 

‣ What are your business results? 

‣ What’s going on inside your business? 

‣ What’s going on outside your business? 

‣ What’s going on in the environment? 
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Remember, you are trying to recognize entropy. In a bit, we will teach you how to 

intercept it and correct it. 

If you need more depth, click on the resource link below and review it later: 

-------Recommended Resource-------


Secrets of Situational Analysis


In the absence of reliable information, speculation reigns. In the 
absence of answers, speculation accelerates. Read this mini-lesson.


------------------------------------------


The easiest way to handle this (before entropy) is to make your assessments 

frequently. No less often than annually. 

Let’s get started. 

First, what are your business results? You and your team are producing results on a 

daily basis. Some good, some bad and some in between. 

Ordinary business owners take the results they get and live with them. But, you are 

not going to live with that because, “If you can measure it, you can manage it.” 

Second, what’s going on inside your business? The vast majority of your business runs 

on some sort of procedure, system or process. They need constant maintenance or 

they will let you down. 

To make sure they won’t, keep a log and ask these three questions every time you look 

at them. 

1. Should we make a new one? 

2. Should we fix the current one? 

3. Should we toss it out? 

Input from your stakeholders (employees and contractors) will be vital to do this. 

However, perhaps the most important and the one where most people are very weak

—personal observations. 
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I have found you have to practice being situationally aware until you become a master 

at it. 

Then, after you become aware of something…go with your intuition. 

Third, what’s going on outside your business? What’s in the mind of your suppliers and 

vendors; your clients and customers; your partners; and your advisers? 

By the way, keep track of them. They are literally in a place where they can make or 

break your business. Find out the answers to these three questions: 

1. What is the number one thing they want from us? 

2. How well are we serving their needs? 

3. How can we make them avid fans? 

Fourth, what’s going on in the environment? All the previous points of view were of 

areas you can control: performance results, inside view, and outside view. For the 

most part, you can influence, but not control the field of play—the environment. 

Someone else controls the game. 

The big five players in your game are your competitors; the government (and their 

regulations and red tape); the current market; technology and industry forecasts. 

Your job is to decide if you are going to be subject to their influence or leverage their 

influence. 

Analyzing the data AND focusing your attention. 

(You get 2 for 1 here!) 

OK, you know how to gather data from all influencing sectors.  The first concept for 

you to internalize is that most data is simply data and it is easy to get overwhelmed 

with it. 

Perhaps you have heard the term, “Analysis Paralysis”.  

For you as a business owner and entrepreneur, it is a place you don’t want to go. 

Instead, your objective is to sort and prioritize the data so you can decide what to do. 
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Here are a couple of my “go-to” tools.  
They are highly effective and easy to use. 

The first one is simply to rank all the data from one to ten (10 is great and 1 is 

grim). Anything with an 8 or higher you can safely ignore. Anything with a 7 or lower 

requires some corrective action. 

The next tool is a 2-axis chart. Determine a suitable label for x and y. For example, if 

you are looking for problems you might have negative impact on one axis and speed 

to fix on the other. Then you would go after the big and easy to fix ones first. 

The final favorite tool is SWOT. Use it to figure out your strengths, weaknesses, 

opportunities, and threats. Then, combine it with one of the two tools above to 

determine the low hanging fruit. 

Calculate the gap between where you are now and your Vision. 

How to assemble all the data, present it in an understandable format; and, produce an 

actionable report. 

Your Vision mentioned many things that you see coming about 5 to 10 years in the 

future. 

Provided it is a high quality one, it will have covered financial, productivity, quality, 

and business development areas. For example… 

Identify all the data that indicates your current state in each of the areas mentioned 

by your vision financial, productivity, quality, and business development. 

Calculate the gap in each area— financial, productivity, quality, and business 

development. 

Produce a report indicating the recommendations about what problems to fix and 

what opportunities to exploit to close the gaps. 

This Situational Analysis (report) is the output from the Assess Stage of the Dynamic 

Growth Formula™ just like your Vision is the output of the Imagine Stage. 

Got it? 

21



Very good. You are all set to move on. 

You learned a lot in this Determining Where You Are Stage. Resist the temptation to 

say to yourself, “This is too hard.” 

It is actually very easy if you commit to doing it frequently. Why? You will catch things 

before they go too far off the rails. 

However, if you want to go even faster and make things even easier for yourself, 

consider jumping into the complete Dynamic Growth Formula™ Course. 

All of my high-end clients and their managers complete this program to build the 

foundation for accelerating the growth of their triple bottom line (revenue, profits, 

and business value)  

Just go here for a brief overview plus special pricing to see if it is right for you. 

In the next chapter I'll cover Stage #3: Plan. You will learn how to close the gap, the 

value of NO, how to chuck up and drill down, and lots more. 
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CHAPTER FOUR 

Stage Three: Plan 
How To Close the Gap Between Your Current State 
and Your Vision 

In the previous chapter, we discussed Stage 2 of the Dynamic Growth Formula™. 

You learned how to determine your current reality from several different angles and 

with several different methods. 

Perhaps you are like many of my clients who see a big chasm between where they are 

now and where they want to be. 

Some of them, because the gap is so large they become discouraged and do nothing 

about it. Instead, they continue dealing with events as they come up. 

Provided all the events are just like the ones you have seen before, great. You could have 

a thriving business for a good deal of time. 

This approach is a reactive one. Every event causes you to take action. 

No business owner or entrepreneur who wants to be at the very top operates that way. 

They are proactively running their business according to a plan. 

Let’s dive into the key concepts you need to learn in order to literally script your path 

to success. 
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Stage #3: Designing Your Path 

As a result of the first lesson in this series, you have your Vision—a dream, a story, or 

some sort of an imaginary view of what the future might be. 

It has served its purpose and you have attracted exactly who you want. That's right, 

isn't it? Well maybe not yet, but you are on your way. 

Imagine you have the right staff, the right clients, the right partners, and the right 

suppliers. 

Now what? 
They need to know what to do and quickly. 

There are three extraordinarily important things to do. 

1. Supercharging Your Dream 

2. Deciding What To Do and What Not To Do 

3. Drafting Your Blueprint 

Let's go through these one at a time. 
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First, your Vision needs to be supercharged. 

It is your job to make your Vision and yourself virtually interchangeable. 

Anytime anyone sees you, they need to see your Vision as well. 

You can do that by making the story you tell appeal to all their senses. I am certain you 

know young children can not get enough of their favorite story and want to hear it 

again and again. 

You have to create and retell your Vision so many times it has the same effect. 

Additionally, you need to create a sentence that indicates the actual purpose for the 

existence of your business. 

This Mission Statement is quite literal. Here is an example from a veterinarian: 

Our company exists to keep your pet in optimal health. 

Then, finally, you supercharge your Vision by creating Culture. 

The best way is to establish core values that are the behavioral norms expected in all 

potential situations. 

Generally, you want to have a list of five or six defined terms. 

They will tell your stakeholders how to act as they make their way from now to the 

future you have described. 

Second, what in the world are you going to do? 

That is determined by the Strategy. 

Strategy should cover about the same length of time as your Vision and should include 

what you’re going to do and what you are not going to do. 

The keyword regarding Strategy is the word “what”. 

Generally, it’s determining the answers to a series of hypothetical questions. 
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If you were, for example, to establish a sporting team, you’d need to determine the 

answers to questions like the following: 

‣ What sport? 

‣ Amateur or professional? 

‣ What level? 

‣ Boys or girls? 

‣ Sponsored her unsponsored? 

As you see, these questions are all that you’ll have to answer prior to actually engaging 

in any games. 

That’s why they are strategic—just answers to high-level questions about “what” you 

are going to do. 

Check out the extra material in the box below. You will learn a vital concept into 

action right away. 

-------Recommended Resource-------


Make Everything Go Your Way


There are two primary choices in business—expand or 
contract. This mini-lesson will teach you how to always 

grow.


------------------------------------------


In addition to the overall strategy, you’ll need to determine some sub-strategies. 

In a business environment you should create sub-strategies for these areas: 

‣ Financial strategy 

‣ Operational strategy 

‣ Marketing strategy 

‣ Human resources strategy 
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Making some decisions about what not to do is often as vital as deciding what to 

do.  

This is particularly valuable when you are faced with new opportunities. 

If you’ve already decided strategically what kinds of opportunities to look at and what 

kinds to reject, you would have saved yourself a substantial amount of time. 

The third element is your Tactical business plan. 

Simply stated, your Tactical plan will delineate “how” you are going to complete 

“what” you decided to do in your Strategy. 

In essence, it really consists of a set of individual goals and action steps with due dates 

and assignments of responsibilities. 

The most straightforward way to put together your Strategic and Tactical plans is to 

answer these five questions: 

1. Where have you been? 

2. Where are you now? 

3. What is your destination? 

4. How are you going to get there? 

5. When are you going to finish each step? 

Make sense? Do you know how to proceed from here? Great! 

You learned a great deal in this chapter on Designing Your Path. 

I suspect all or nearly all of this is new to you. I caution you to remember—any new 

set of skills is hard at the beginning. 

Nonetheless, if you believe you would benefit from taking the entire video training 

course, just navigate here for more information and special pricing. 

You will be able to enroll in the entire 10-week Dynamic Growth 

Formula™ Program. 

27

https://businessmasterysecrets.com/checkout-dgf/?b_id=be727f


Here is the key philosophy contained in the next chapter. 

You will understand why it is so important to get your 

goals in place first; and then, find the resources you 

need second. 

See you in the upcoming chapter.. 

Let your friends know how much you are learning... 
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CHAPTER FIVE 

Stage Four: Mobilize 
Never Compromise Your Dreams Again 

In Chapter four, we discussed Stage 3 of the Dynamic Growth Formula™. 

So far, you have learned how to invent your future (and attract the right people to you); 

how to calculate the gap between your present reality and the future you have 

envisioned; and, how to create the strategy and tactics to close the gap. 

You may have all the resources you need to close that gap. 

If you do, I suggest your Vision is not yet as big and grandiose as it could be. 

If you do not, this lesson is designed to help you find the resources you need to get the job 

done. 

Hint: You do not have to always buy them. 

Stage #4: Mobilize—Getting Everything You Need. 
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I all too often hear new clients remark, “we can’t do that because…” 

Then, they proceed to identify some resources they are lacking. 

They believe their ability to move forward is prohibited by the absence of the resource. 

That’s simply a constraint you do not need to put on yourself. 

Remember, you have a whole new mindset now! 

It is vital that you progress in this order—first, determine your Strategy and Tactics, 

and then find the Resources. 

You don’t want to ever inhibit your organizational growth (whether it be a company, a 

department or a project) simply because you don’t have the resources you need. 

In my coaching sessions and seminars, I get the highest level of pushback when I 

touch the need for this mindset shift. 

The reason for that is I think, most of you—or most of us, have a business with a 

limited set of resources. 

We’ve got the resources – capital, people, space, the facilities, infrastructure, 

technology, and so forth – that we have, and we feel naturally constrained to execute 

our plans based on them. 

Well, I dismiss that thinking entirely. 
You don’t ever want to be in a position where you find yourself constrained by your 

resources. 

Instead, you want to be goal-oriented. 

During the planning process you learned yesterday, you want to determine what 

resources you need to reach the goals you have set. 

Don’t pay any attention to whether you’ve got all, some or none of the resources... 

Simply make a list of what you need, what you have, and what you need to get. 
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In this lesson, we’re going to be teaching you various ways for how to obtain the 

needed resources. 

The key point is to first establish a goal, and next find the resources you need. Not the 

other way around. 

The Components 
There are three components within Stage 4 of the Dynamic Growth Formula™, they 

are: 

‣ People 

‣ Resources 

‣ Processes 

Let's cover these three areas one at a time. The mindset I have suggested you adopt 

plays out in each of the three areas. 

Your People 

The Human Resources (People) component is by far your most important asset. This 

true even if you have a business extremely heavy in physical resources, like mining or 

transportation. 

I can spend, and often do spend with my coaching clients, a great deal of time teaching 

you how to get maximum production out of your people. 

There are many, many methods, techniques and tools that will help you. 

But, here is the easiest way by far—focus all your attention on “A-players”. 

Do whatever you can to get them and do whatever you can to keep them. 

People at this level will cost you more than average ones. However, their productivity 

is 2, 4 or even 10 times better than average. 

Your return on investment is fantastic. 

By the way, this especially applies to outside contractors, consultants, and coaches.  
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Pay for the best, it is well worth the investment. 

-------Recommended Resource-------


Are You Planning To Have A Great Year? Or, Just Hoping To?


The simple answer is that you have to have a solid plan. The 
good news is you can. How To Create A Perfect Roadmap.


-----------------------------------------


Your Physical Resources 

Next, you’ll want to leverage all physical resources. 

In this context, I am using the term “leverage” to simply mean you want to get the 

most you can out of every resource you can obtain. 

Philosophically, you are after the best available, not the most you get. In fact, you want 

to use the smallest quantity and apply leverage. 

You want to get the best. Don’t compromise and buy a cheap shovel. Besides the fact 

you will pay more in the end because of repair and replacement, the A-players you 

have on your team needs the best tools to maximize their productivity. 

Think of this as providing them with extra-long levers so they can get even more done. 

Systems, processes, and procedures 

Third, you want to maximize your company’s productivity by utilizing well thought 

out systems, processes, policies, and procedures. 

Anything you do repeatedly should be systematized. 

This will increase both the quantity and the quality of your overall production. 

This is yet another way for your A-players to get more done. Better yet, they are the 

ones you can count on to create the systems in the first place. 

To sum all this up. 
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Don’t settle. 
You now know everything you need to know for Getting Everything You Need (Stage 

4) after Designing Your Path (Stage 3). 

That said, you can make everything easier and faster by enrolling in the 

entire Dynamic Growth Formula™ Program by clicking this link. 

Coming up in the next chapter, I will teach you how to Install A Management 

System in Stage 5. 

You will find out the value of using this granddaddy of all systems and how to use it in 

any sized business or part of a business. 

Get ready, you are really going to enjoy it. 

Share the knowledge… 
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CHAPTER SIX 

Stage Five: Business 
Mastery System 
How To Position Your Business for Long Term 
Success 

In the last chapter, we discussed Stage 4 of the Dynamic Growth Formula™. If you 

are NOT like most business owners, you learned how to reject the concept of being 

resource constrained and how to find exactly what you need every time. 

If you are NOT like most business owners, you learned how to reject the concept of being 

resources constrained and how to find exactly what you need every time. 

We taught you that hiring staff, purchasing resources and building your own systems is 

not the only option open to you. 

In fact, you probably learned the fastest way to your goal is to leverage the talents of 

others in joint ventures, partnerships, and alliances. 

Stage #5: BMS—Installing The Engine. 
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As you will remember, I told you the truly preeminent entrepreneurs and business 

owners share three characteristics. 

‣ A Mindset of Mastery 

‣ A Belief in Management Systems 

‣ A Reliance on Teams 

We have already discussed Mindset a few chapters ago, but we will add another layer 

now. 

Also, I will teach you a proven and high-potency management system and how to use 

it right away. 

In the upcoming chapter, I will tell you how to create and use high-performance 

teams. 

The Pareto Principle 

You have probably heard of Pareto and the 80-20 Rule attributed to him. 

The Pareto Principle tells us that 80% of the results come from 20% of the effort. The 

key is to figure out what that 20% is and get it done. 

Most people spend their time complaining they don’t have enough time to get 

everything done. 

It’s true you don’t have enough time to get everything done, but, 

you do have enough time to get 20% of your todo list done. 

Provided you pick the right 20% you will consistently produce 

80% of the results and have plenty of time to rest. 

Pretty good for a fifth of your time! 
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You need to include using the Pareto Principle to your new Mindset. 

Here is how: 

‣ Assess the Situation 

‣ Document the Data 

‣ Sort the Data in Frequency Order 

‣ Determine the Most Vital 

‣ Identify the Trivial 

‣ Execute on Most Vital First 

‣ Delegate or Ignore the Trivial 

This thinking enabled me to create a system of management that has been proven to 

work all the time and everywhere. 

Click on the link to the extra training right below and review it later. 

------Recommended Resource-------


Create A Flawless Business System


The value of a business system or process is not doubted by those at 
the top and should be embraced by you. Study these lessons now.


----------------------------------------
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Business Mastery System™ 

This system is a closed-loop cyclical approach to managing a business of every type, 

size, and shape. 
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The four phases need to progress in order. 

‣ Clarification 

‣ Focus 

‣ Alignment 

‣ Execution 

You use the Clarification Phase to determine if anything needs to be adjusted or 

changed in your business model. 

If everything is humming along as you want it to, the answer is no. 

If things are going much better or worse than you planned you use the tools within 

the Clarification Phase to figure out what to do. 

After you have listed the potential changes to make, you cycle ahead to the Focus 

Phase to make the changes. 

First, you look at your existing Strategy to decide if it needs an adjustment. 

Sometimes it does, but most of the time, your Tactics need to change. 

As you already know, Tactics are a list of HOW you are going to 

execute your WHAT (Strategy). 

It is possible you may discover misalignment with the Resources you have on hand. 

You will be using the tools within the Alignment Phase to obtain or dispose of 

additional human, physical or technical resources. 

Once, you have everything aligned with your resources with your objectives, you cycle 

forward to the Execution Phase. 

You use the tools within the Execution Phase to set and accomplish short term goals. 

As the results are produced, you use the Clarification Phase to analyze them. 

And, the Business Mastery System™ continues on. 
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One of the core tools of the Execution Phase is the one-page control tool the... 

Vital Driver Dashboard™ 
Vital means essential, not just important. 

You need to apply the new mindset you are developing. Use Pareto thinking and 

determine 12 to 15 Vital Drivers for your business. 

To get you started, in the financial area, for example, revenue, margin, and expenses 

might all be important, but margin might be vital for you to hit all your goals. 

In summary, think with a Pareto filter, use the Business 

Mastery System™ and a Vital Driver Dashboard™. 

In the next chapter we are going to go deeper with the Business Mastery 

System™ and use it to build high-performance teams. 

If you are in a hurry to implement everything and want to nail the process the first 

time, simply enroll in the entire Dynamic Growth Formula™ Program by clicking 

this link. You find find out how it all works, how our guarantee removes all risk; and, 

the special pricing we set up for readers of this book. 

See you in the next chapter. 

Give others the gift of this knowledge… 
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CHAPTER SEVEN 

Stage Six: Team 
How To Create and Leverage a High-Performance 
Team 

In the last chapter, we discussed Stage 5 of the Dynamic Growth Formula™. 

You now know the vast majority of business owners and entrepreneurs operate by the 

seat of their pants. 

They run their business using the “Whack-A-Mole” method. 

Whatever comes up next, they deal with it. 

You learned that by simply using a management system, you will be among a tiny 

fraction of business owners and well on your way to phenomenal success. 

Let's get started. 

Stage #6: Creating A High-Performance Team. 

40



The critical point to internalize is that a team is merely a collection of people. 

A successful team works closely together while a high-performance team sets high 

standards and consistently hits them. 

I have found there are three key components of a high-
performance team. 
‣ Setting Goals 

‣ Holding Each Other Accountable 

‣ Taking Appropriate Action 

Setting Goals 

My objective in this chapter is to give you the tools, techniques, and methods to enable 

you and your business to generate consistent, high-quality goals and to enjoy the 

benefits of having a highly productive team. 

The resource below will give you insight into the secret behind goals and goal setting. 

Click on the link. The lesson will open in your browser and you can read it after 

finishing this email training. 

-------Recommended Resource-------


How to Manifest a Miracle with Goal 
Setting


Many people are very uncertain about what a really good 
goal is. Most often they tend to confuse wishes with goals. 
Many people are very content to simply make a wish or two 
and then sit back and hope that things work out. Learn how 

to set great goals here.


-----------------------------------------
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But first, let me ask you a question. "If you had your choice, what would you select, 

high-quality results from your business or a tremendous amount of activity from all 

your employees?" 

I'm certain that you answered the way most people do.  

You prefer high-quality results that dramatically advance the business’s overall 

success. 

But, are you settling for what you are currently getting? 

The vast majority of businesses actually operate in a high activity, low 

productivity environment. 

When you walk into such a business and look around you'll find that everybody's 

actually quite busy. In fact, in these kinds of businesses people really don't have any 

time to do anything more. 

When you ask them to set and complete goals, for example, they tell you, "I'm just too 

busy to do anything else." 

People in these kinds of businesses really confuse the concept of hard work with the 

concept of high productivity. 

Think of an engine that is highly revved up but in the wrong gear, and you have the 

picture of what I mean. 

There are several specific reasons why this situation is so. 

‣ Most of us equate hard work with high output. 

‣ We don't want to appear lazy, so we fill the available time with activity. 

‣ We are taught to take action versus sitting and pondering what to do next.   

Bottom line, most employees are hired to fulfill a certain position. They typically have 

the background and capabilities to execute the requirements of the job. 

So left to their own devices, they'll do what they believe is the right thing to do at the 

time. Even though it is likely to be more busywork than goal-oriented activities. 
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We certainly do not want to discourage hard work and solid effort, but we do want 

this effort to be focused on specific goals so that the results we receive are aligned 

with the overall goals and objectives of the company. 

If you want to change this high activity, low output behavior you've got to change 

everyone’s paradigm. 

Most goals aren’t really goals. They are wishes and hopes. 

“I want to be a ballerina” is not a goal. 

Well actually according to the dictionary it is: 

“the object of a person's ambition or effort; an aim or desired result: going to law 

school has become the most important goal in his life.” 

But, I am teaching you how to have a high-performance team. 

You need better quality goals. You must have goals that meet these criteria: 

‣ Clearly stated as a result You are accountable for the outcome 

‣ Challenging but realistic 

‣ Have a due date. 

Accountability 

The common view of accountability is not at all what we are talking about. 

Just like I taught you about goals, you need a different type of 

accountability. 

You need everyone on your team to keep their word and… 

You need everyone on your team to expect the others to keep theirs. 

Sounds simple, doesn’t it? 
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Maybe so, but almost no one runs their business that way. 

Instead, they rely on people “doing their best”. 

The trouble is you will never know if they are. 

The best way for you to get this idea is to envision a process with a number of steps. 

In most businesses, since no one has committed to a goal with a due date, everyone 

waits to do their part until their teammate finishes their part. 

With this approach, everything moves at the speed of the slowest players if at all. 

Authentic Accountability 

With authentic accountability, everyone moves at high speed because they have 

learned to count on their teammates finishing on time. 

You want to shoot for a goal success ratio of around 75%.  

Here’s why. 

If you insist on 100%, everyone will set low goals. 

If you insist on high goals, the success ratio will be low and everyone will be 

discouraged. 

However, if you focus on a group average of 75% or so, two huge management tools 

will surface. 

When someone keeps missing their goals, bring their goals down to get them used to 

being successful. 

When someone keeps making them all, it’s time to negotiate their goals to a higher 

level. 

Appropriate Action 

I have already taught you common definitions and use for goals and for accountability 

are not going to help you. 
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Now, I am going to make the same statement about Appropriate Action. 

I encourage you to discard most people’s ideas about what to 

do when. 

Don’t treat everyone the same way and don’t say, “good job” or 

“you did your best” regardless of the outcome. 

If you do, you will do the individual a great disservice and 

undermine your own leadership and management. 

Instead, you want to practice and then master the art of doing the right thing 

every time. 

If you need a bit more depth, check out the resource right below: 

-------Recommended Resource-------


How To Take The First Step For 
Accountability


At its core, accountability is all about delivering results as 
promised. Trying or even trying hard or harder will not do 

it. Click Here to learn how.


------------------------------------


Here is the Right Action to take for each outcome on your 
team: 
‣ When someone misses a goal, take Corrective Action. 

‣ When someone hits a goal, have a Celebration. 

Here is how to make Corrective Action Appropriate. 
Adjust the Corrective Action in accordance with the type of miss. 
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Sometimes a goal was too ambitious. Simply lower the goal. 

Sometimes the individual does not have the skill. 

Teach them the skill. 

Sometimes, hopefully rarely, someone misses goals all the time. Get them off 

your team and on to someplace else where they can thrive. 

Here is how to make Celebration Appropriate. 
Don’t hand out trophies saying “Participant”. 

Doing so will make your poor performers puzzled; your average 

performers happy; and, drive your A players away. 

‣ If someone makes a goal, acknowledgment is the right thing to do. 

‣ If someone hits it out of the park, a standing ovation is right. 

‣ If someone keeps hitting the ball out of the park. Have an outrageous celebration 

to keep them doing it. 

So there you have it. 

If you want to build a preeminent business, discard everyone 

else’s view about goals, accountability, and appropriate action. 

Instead, do what those at the top of their game do—what you 

have just learned. 

You have learned the first six steps of the Dynamic Growth Formula™, in the very 

next chapter you will discover how to keep what you have built going at a high level 

and for a long period of time. 

In the meantime, share the knowledge with the rest of your team... 
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CHAPTER EIGHT 

Stage Seven: Maximize 
Maximizing Dynamic Growth 

In the last chapter we learned about Stage 5 of the Dynamic Growth Formula™. 

You found out that nearly everyone else (aka: your competitors) fumbles the ball with 

respect to goal setting, holding others accountable for the goals and taking the 

appropriate action every single time. 

You know you can run circles around them using the approach you have been taught. 

So now let's move on to the seventh step of the Dynamic Growth Formula™. 

Stage #7: Assuring Long Term Success. 

You now have all the tools you need to establish a solid foundation for your business. 
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Remember entropy? 
That is the second law of thermodynamics that tells us that left alone, everything 

returns to a state of disarray. 

Your job as the big kahuna of your enterprise is to make sure your business continues 

to dynamically grow and prosper and not wither and die. 

Let’s explore the exact way to assure success. 

‣ Establish Strategic Execution Teams 

‣ Conduct Strategic Execution Team Meetings 

‣ Graduate Yourself from Participant to Coach 

Establish Strategic Execution Teams 

You learned how to determine what you are going to do in the Strategy teachings 

in Stage 3: Designing Your Path. 

A Strategic Execution Team™ (SET) is the team required to execute the strategy. The 

SET team responsible for the company’s strategy is is typically the senior executives 

and other high level advisors. 

For a larger business, each manager would also have a SET for their area of 

responsibility. Such a departmental SET would execute the departmental strategies. 

For example, each executive level manager would be on two SETs. Her own 

department and the executive team. 

-------Recommended Resource-------


Strategy Secrets Finally Exposed


Many organizations are trying to create brand-new 
strategies and tactics to cope. Many of them are trying to 

figure out how to put these newly created ideas into action.. 
Learn how to execute strategy here.


------------------------------------
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Conduct Strategic Execution Team Meetings 

These meetings are the platform for the authentic accountability culture you are 

building. 

A SET meeting occurs on a regularly schedules basis. They start on time and end on 

time every time. 

A senior-level SET meets monthly. A project or departmental level SET would meet 

weekly. A frontline SET (2nd shift in a manufacturing plant for example) might meet 

as often as daily. 

The agenda for each of these meeting is the same. 
‣ State of Affairs 

‣ Vital Driver Dashboard 

‣ Last Period’s Goals 

‣ Next Period’s Goals 

Let’s go through the agenda point by point. 

State of Affairs 
This is delivered by the team leader (you). You will be giving everyone on the 

SET your observations of the last month. 

You can and should use this time to ask your SET members to think of goals 

based on what you say. 

Vital Driver Dashboard (VDD) 
The SET leader will also facilitate the review of the VDD. The emphasis will be 

on the most recent month and on the YTD results. 

The VDD will typically have three values for each Vital Driver. The goal for the 

month, the actual for the month and the variance. 

Goals should be committed to by individual SET members based on the report. 

Last Period’s Goals 
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This agenda item is where the magic of accountability takes place. 

Each member reports on their results. One at a time and in a random fashion. 

The report is simple because it is binary. They either did or did not hit their 

commitments. 

You have to discourage drama. 

If you don’t, you will be subjected to an endless litany of “I did not get it done 

because…” and your meeting will never end. 

Remember the Appropriate Action section in the last chapter? 

When goals are completed you have an appropriate celebration. 

When goals are missed, you insist on an appropriate corrective action. 

That’s it: Authentic Accountability only. 

Next Period’s Goals 
Often, this is the shortest item on the agenda and here is why. 

Your SET members will have committed to new goals during the State of 

Affairs, the Vital Driver Dashboard review, and their accountability session via 

corrective action. 

The key is to have your team commit to a few new goals. You are not looking 

for a long list. You want a short list of commitments likely to be completed. 

Graduate Yourself from Participant to Coach 

If you don’t know it already, it is extremely difficult to be a Player-Coach. 

My high-end clients frequently have me take the position of coach and facilitate their 

SET meetings. 

You may not have much choice. You may be a sole-preneur or have a small team. 
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In that case, you have to let your team hold you accountable for your commitments to 

them. However, your goal should be to grow your business so that you can coach. 

That’s it. You have just completed the 7th of the 7 Step Dynamic Growth 

Formula™ Fast Start Program. But there is more, much more... 

Simply join the entire Dynamic Growth Formula™ Program and take you and your 

business to an entirely new level. 

Take some time to let it all sink in, but incorporate what you have learned into your 

business right away. 

In the last chapter I will summarize everything you have learned and give you the 

best practices to get things going right away. 
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CHAPTER NINE 

Summary 
The Path to Preeminence. 

In yesterday’s lesson we discussed Stage 7 of the Dynamic Growth Formula™. 

You have learned each of the seven stages of DGF and are positioned to implement them 

in your business. 

However to help you see the whole picture, I will review the entire Dynamic Growth 

Formula™. 

The Seven Steps to Dynamic Growth 

I created Scaleology® and the Dynamic Growth Formula™ because I needed a fast 

and easy way to grow my own companies. 

You have just discovered everything you need to do in order to do the same with your 

business, department or project. 

Stage One: Imagining Your Ideal Future 
You learned how to literally create a whole new mindset for yourself. If you want to 

be on top of your market and be preeminent, you have to think like those that are 

already there. 

You discovered what the position description is for a business owner and why you 

need to adopt it as your own. 

Then, you learned how to create and communicate your vision of the future. 

If you want to peel the onion back a little more and really get good at this, click 

here and find out how. 

Stage Two: Determining Where You Are 
In this lesson, you learned how to quickly assess your current state, sort through all of 

the data and zero in on what is important. 
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You also learned how to compute the gap between now and the vision you have for 

the future of your business. 

Finally, you discovered how to construct a situational analysis to serve as the starting 

point from which to grow your business. 

You can do a great job with what you know. Nonetheless, if you really step it up, sign 

up for the eight-week online class here. 

Stage Three: Designing Your Path 
You found out the two cornerstones to close the gap between now and the future you 

imagine are strategy and tactics. 

You learned strategy is deciding what you are going to do from a financial, marketing, 

operational and people standpoint. 

You then learned tactics are decisions about how you are going to go about executing 

the strategy. 

If you want to learn how to really nail the strategy and how to create high-level 

business plans you can do so by signing up for the in-depth training here. 

Stage Four: Getting Everything You Need 
In this lesson, you found out you don't have to buy everything you need to execute 

your strategy and tactics. 

Instead, you can partner, barter, do deals and other creative methods of getting all the 

people, physical resources and systems you have. 

You also discovered that many other organizations have resources of a much higher 

quality than you could every budget for. However, you can get them using the ideas 

you learned in this lesson. 

There is a lot more to this. You can sign up here for the eight-week program and dive 

in deeply on everything in the Dynamic Growth Formula™. 

Stage Five: Installing The Engine 
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You discovered the Business Mastery System™ in this lesson. You know it is a closed-

loop system that successfully operates in hundreds of organizations in every type of 

business imaginable. 

You were introduced to Pareto and the Law of the Vital Few. You found out how to use 

that thinking to create a single sheet of paper—the Vital Driver Dashboard—to control 

the workings of your business. 

To find out even more about the Business Mastery System™ and how to put it to use, 

sign up here. 

Stage Six: Creating A High-Performance Team 
In this lesson, you learned the value of being team-centric vs. boss-centric. 

You discovered the power of high-quality goal setting and the difference it makes in 

creating results. 

You were shown all about authentic accountability and how and why it provides 

rocket fuel to overall revenue, profits and cash flow. 

Finally, you learned how to take the most appropriate action regarding your actual 

goal results. 

You can learn how to take this knowledge to yet another level by becoming a member 

of the eight-week MBA training. 

Stage Seven: Assuring Long Term Success 
In yesterday's training, you learned how to sustain dynamic growth. 

You found out that your high-performance team can be leveraged by using Strategic 

Execution Teams (SETs) to convert your strategy to results. 

You discovered how to conduct periodic SET meetings and what the standard agenda 

needs to be. 

Finally, you learned the value of promoting yourself from the role of one of the 

players to that of a coach. 
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You don't have to stop here. Instead, find out about becoming a member of the eight-

week MBA training. Sign up for the entire Dynamic Growth Formula™ Training 

Program. 

Don't forget to let others know about the book you just finished. 

Thanks for your participation. I hope you are able to use what you have learned. 

Let me know how it goes on your journey to creating a preeminent business for 

yourself. 

Fini 
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