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This book is dedicated to the extraordinary members 
of the Maui Millionaire community. Your commitment 

to build, enjoy, and share great wealth is an inspiration. 
You have changed our world. Thank you.
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I N T R O D U C T I O N

The Three Greatest
Challenges That

Entrepreneurs and 
Business People Face

xi

For the past decade we’ve worked
with hundreds of thousands of entrepreneurs and business people helping
them grow their businesses and invest their wealth. Over that time we’ve
both watched so many of these intelligent and hard-working people get
stuck by the same three pitfalls that once upon a time trapped us in the
stressful, underperforming, frustrating world of being self employed.

The first challenge they had to overcome is what we call the Self Em-
ployment Trap™. You see, most entrepreneurs don’t build a business;
they merely create a job for themselves. They have achieved the satisfac-
tion that comes along with their own businesses, only to find that this
freedom has its price: Daily attendance is mandatory in order for the
business to succeed and be profitable. In a sense, rather than creating
their own business these entrepreneurs have instead created their own
jobs, with all of the responsibilities that go along with it.

If you’ve ever felt this way about your business, we have a way out. In
fact, in this book you’ll learn the concrete strategies and techniques you
need to build a business that succeeds without you needing to be there
every day to run it. You’ll learn to build a business that works for you, not
one you have to work for. We’ve both used the ideas you’re about to learn
to build multimillion dollar businesses that live on to this day with mini-
mal input on our part.
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You can have the freedom and financial success you desire from build-
ing your own business, and in Part One of this book, we’ll show you ex-
actly how to go about getting it. You’ll learn how to use your business to
tenfold your net worth and massively increase your cash flow. Most im-
portant of all, you’ll learn how to build a business that isn’t dependent on
you, the business owner, showing up each day to run it!

The second challenge successful entrepreneurs face is that while they
have developed the business skills they need to grow their business, very
few of them have cultivated the personal wealth skills they need to build
wealth independent of their business. This is extremely shortsighted and
risky. Not only do they have all their economic eggs in the single basket
of their business, but they also lack the financial fluency to intelligently
and effectively manage their wealth and invest it wisely.

For this group, a lack of financial fluency often leads to poor decisions
after they no longer have their businesses. They wake up one day without
their business, and with nothing to show for their years spent building
their business.

To create the wealth you truly desire you must understand that your
business is a piece of the puzzle, an important piece, but not the only
piece. You must develop your wealth skills in parallel with your business
skills. Part Two of this book will show you how. You’ll learn how to
speak the Five Languages of Financial Fluency™ and how to create your
own personal Wealth Map™. You’ll also learn how to understand the 10
causes of investment risk, and how to maximize your returns.

The final challenge you face comes years into your successful business
when you wake up one day and ask yourself the painful question: Is this
all there is? To truly be successful your business must be about more than
the money. You must find a deeper meaning, and to have a sustainable
business, you must help your employees and customers find that deeper
meaning. In Part Three of this book you’ll learn how to do this by tapping
into your single greatest competitive advantage.

Why This Book Is Different From Every
Other Business Book You Will Ever Find

Most business books tell you how to grow your business. They teach you
how to focus on your business and grow it over time. Make no mistake,
we’ll share our best ideas and strategies on doing just that.

Some business books even show you how to build your business to be
independent of you the business owner. You’ll learn that, too. In fact,

xii INTRODUCTION
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we’ll share with you the four keys to turn any business into a thriving in-
dependent business where you, the business owner, don’t need to show
up each day. In essence you’ll learn how to move from being self-em-
ployed to being a passive business owner.

But what makes this book unique is that we won’t just show you how
to build your business, you’ll also learn how to use your business to grow
your personal fortune. You’ll learn why you must grow your wealth inde-
pendent of your business’ success, and exactly how to do it.

It’s so easy to think about wealth as one-dimensional (“How can I
make more money with my business?”), and completely overlook the
skills you need to grow and sustain that money. It’s those skills—what
we call the Five Languages of Financial Fluency—that we talk about in
the second half of this book. It’s those skills that will keep you from
putting your financial future at risk by being one-dimensional from a
wealth perspective.

Much of what you’re going to learn in this book is unconventional.
We’re warning you about that up front, and we make no apologies for it.
If conventional thinking was the answer, wouldn’t the logical conclusion
be that every business owner would be happy, wealthy, and successful?
What we’re going to share with you took us decades to learn, and many
painful mistakes to finally “get.”

Our goal is to cut your learning curve by 90 percent so that you can
build your personal fortune in a 10th of the time. But to do that we need
you to sit up, pay attention, and wrestle with the ideas and strategies we
share in this book. This is no time to sit back, passively ingesting what we
have to share. If you want these ideas to make the difference then you’ve
got your part to play. The ideas work—we’ve already proven that in our
own business lives, and in the business successes of our Maui Millionaire
clients. The only question is, will you do what it takes to apply these ideas
to your business and to your personal finances to accelerate your wealth
building? The choice, and rewards or consequences, is all yours.

Introduction xiii

FREE Millionaire Fast-Track Program! ($2,150 Value!)

We’ve designed a powerful online training program to help you turn 
the ideas in this book into tangible results. Best of all, we’ve made this
training course, called the Millionaire Fast-Track™ Program, available to
readers like you for FREE! For full details see the Appendix or go to
www.MauiMillionaires.com/book.
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C H A P T E R  8

35 Hidden Assets You Can
Leverage in Your Business

93

How can you create more cash
flow from your business’ hidden assets? Several months ago we asked
ourselves this very question. We spent hours going back and forth via
phone and e-mail conversations—brainstorming, arguing, explaining,
and imagining. The answers you are about to read have been loosely
grouped into 10 categories. We suggest you don’t use this list as a check-
list of items to build your business. Rather, we suggest you use the list as
an artificial spark to help you spot hidden opportunities in your business
that you can immediately use to increase your cash flow.

Client Base
Here is a list of nine ways you can tap into your client base to increase
your cash flow. It’s important to note that you must make sure that you al-
ways sell to your clients by creating real value and honor your relation-
ship with them.

1. Upsell: An upsell is a richer, upgraded offering with which you
move a percentage of your clients to purchase. For example, imagine

ccc_maui_093-102_ch08.qxd  8/30/07  3:44 PM  Page 93



a payroll company that normally offers to just take over the proper
processing of employee paychecks. This company could offer its
clients a complete outsourced personnel services package. Even if
only 10 percent of the company’s clients upgraded to this full-ser-
vice offer it might double the business cash flow. What can you
upgrade your clients, or a subsection of your clients, to something
that would better serve their real needs at a healthy profit?

2. Cross sell: When a client buys from you what else do they need
that your business could sell to them? For example, a home fur-
nishing business just sold a client new tile for her master bathroom.
A cross sell would be for that business to offer the purchaser grout,
tools, or other bathroom fixtures at the time of purchase. What else
can you offer your clients at the time they buy from you?

3. Refer out: What other types of products and services do your
clients need that you don’t provide? You can refer out on a fee-
for-referral basis, on a profit split (see joint venture), or simply
within an informal reciprocal relationship where a small network
of businesses help each other generate business and serve clients.

4. Referrals: When you give great value to your clients ask them for
referrals to other people they know who would benefit from your
products or services. For example, at a typical Maui Millionaires
workshop roughly half the people in the room originally became
clients from referrals. Not only is the cost for a referral incredibly
low, but you’ve got immediate trust transferred from the referring
client over to this prospective client. This means that you’ll have a
much higher conversion rate of referred prospective clients who
end up buying from you.

5. People who said no: How much money did your business spend
on its average lead? Yet how many businesses never market to a
prospective client once they say no. Instead, ask yourself what
else could you offer them to get them to say yes? Could you turn
these types of leads over to a special sales team in your company
that you authorize to make an irresistible “gateway offer” (see be-
low)? Or perhaps you could team up on these leads with another
business, or even a competitor, on a joint-venture basis? Or maybe
you can just keep them coming back to your business knowing
that over time enough of them will eventually buy (proven out be-
cause you’ve tracked this via your client base).

6. Stale leads: Every business has a large number of leads that re-
sponded once to inquire about a product or service (either via phone,
mail, Web, in person, etc.), but then just faded into the background.

94 INVEST IN YOUR BUSINESS
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How could you contact these stale leads and entice them to become
clients? Perhaps you could write a letter apologizing for letting their
valuable needs slip between the cracks and offering them a special
gift when they contact your office. Or maybe you could have your
sales team create a special script and sales process to work just with
these types of leads (see selling systems below). The key is that
you’ve spent a lot of money and energy to get these people to raise
their hands once, how can you capitalize on that now?

7. Empower your clients: How can you make it easier for your
clients to get increased value from you in a way that decreases
your costs? Can you get your clients to support each other? Can
you set up self-service options for your clients online so they can
find the answers they want without waiting in line? For example,
our Maui Mastermind Online clients help each other. Sure they
get answers from David and Diane and other Maui Stars, but
much of the value they get comes directly from the vibrant com-
munity we’ve collectively created where people help each other.

8. Content and product ideas: Get your clients to share with you their
problems and pains, their ideas and desires. Let them beta test new
products or services at a reduced fee or even free. Their feedback and
buzz will more than pay back your investment. Also, every business
needs cutting-edge clients. For us, our Maui Mastermind clients keep
us on the leading edge. We have to scramble pretty fast to serve their
needs and often work together to test our new business ideas or in-
vesting models. The winning ideas then work their way down to our
other Maui Millionaires clients through our books, online courses,
and live workshops. Your cutting-edge clients can be demanding, but
they are worth their weight in gold. No business can hope to stay
fresh and sharp unless it has a group of cutting-edge clients.

9. Testimonials: When you combine great value with simple systems
for reliably asking your clients to share how your product or ser-
vice benefited them you get irresistible stories. And stories sell.
How can you get compelling stories of the results your clients
gained from investing in your products or services? And how can
you share these stories in ways that compel your other clients or
prospective clients to do more business with you?

Competitors
10. Joint venture with your competitor: If your client would be better

served with a competitive product or service, arrange to provide

35 Hidden Assets You Can Leverage in Your Business 95
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that product or service to your client at a profit. You could do this
by licensing your competitor’s product or service and private la-
beling it as your own. You could buy your competitor’s product at
a steep discount and sell it at a profit to your client. Or you could
refer your client to a competitor for a referral fee or residual per-
centage. You could also arrange to do the reverse, selling your
product or service to your competitor’s active clients in a mutually
profitable and healthy way.

11. Buy your competitor’s dead, stale, or sated leads: Your competi-
tor surely has leads that said no, or have gone stale, or that have
already purchased all your competitor has to offer. Help your
competitor turn these leads into an additional revenue stream(s)
by selling them to you.

12. Reciprocal lead exchange with competitors: Mutually trade dead,
stale, or sated leads with your competitor. Or, if it makes sense,
trade your active clients with each other, too.* Catalog companies
do this all the time. They create a collective clearinghouse that
helps them share names among several dozen catalog companies.
How can you work together with your competitors to help each of
you get more clients and create more options and value for your
clients? A crazy question we know, but one that pays to ask.

13. Model your competitors: What can you learn from modeling your
competitors’ best practices? How can you avoid the things your
competitor does that are bad business? What do your competitors
have to teach you that could immediately boost your cash flow?

Joint Ventures
14. Form a joint venture with providers of noncompetitive products or

services your clients need: What other products or services do
your clients need? Create a joint venture with a partner to create
an easy sale because you’ve already done the work to gain the

96 INVEST IN YOUR BUSINESS

*Every business must have its own client information policy, which is clearly
communicated to every client. In some industries, such as the direct mail indus-
try, it is the industry standard to rent out their client list. In other industries this
would be both unethical and totally inappropriate. At Maui Millionaires, we have
a very strict policy that we will never rent or sell our clients’ information. Only
David- and Diane-led companies will ever have access to our valuable client list.
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trust and confidence of your client base. Your joint venture partner
gets a new client, you add a new income stream that is almost pure
net profit, and your client is better served. Everybody wins.

15. Reciprocal lead exchanges with noncompetitor: Instead of doing
joint venture projects, how about just exchanging leads? This can
be a formal lead exchange program or an informal program. Exam-
ples include trading Web banners, ads, or links, cross promoting
each other through each other’s marketing materials, putting signs
or flyers in each other’s place of business, training each other’s sales
or client services team to refer out to each other when appropriate.

Vendors
16. Infusion of specialized expertise: Your vendors are experts in their

niches. Tap into them to get their input and ideas to make your
business more profitable. What ideas do they have to help you
lower your costs? How have their other clients set up their busi-
nesses to be more profitable or provide more value or generate
more sales? What ways would they suggest you better maximize
their services in your business? Turn your vendors into your part-
ners using the mastermind principle. After all, it’s in their best in-
terest for you to be more successful so that you can purchase more
of their products and services.

17. Referral of new business: Since your vendors rely on you for busi-
ness, they have every reason to want you to succeed. How can
they help you get more business, knowing that the more business
you get the more that you’ll buy from them? For example, does
your attorney know of other people who might benefit from your
contracting business? Or does your wholesaler know of other peo-
ple who might want to hire your design team?

Your Network
18. Doors opened: Who do you know who can help your company get

in the door to find a new client, a new referrer, or a new joint ven-
ture partner? Ask them for an introduction.

19. Endorsements: Do you have any relationships with key industry
players that you can respectfully leverage into powerful 

35 Hidden Assets You Can Leverage in Your Business 97
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endorsements? In any industry there are influencers whose accep-
tance carries massive weight with the mainstream.

20. New ideas: Oftentimes, the best ideas come from relationships
you’ve cultivated outside of your industry. Who can you master-
mind with to share ideas back and forth to help each other?

Your Selling Systems
21. Gateway offers: A Gateway Offer™ is a special offer that your

sales and marketing team has perfected that has the highest odds
of leading a new client along the most profitable pathway with
your company. It’s the first sale that leads to all the other sales.
Most businesses let random chance dictate the first sale. That’s
sloppy and bad business. Instead, over time by properly strategiz-
ing and tracking your clients’ behavior, determine which offer you
can make that will draw a new client onto the richest purchase of-
fer pathway with your company.

22. Makeup offers: The next time you have a client complaint or a
canceled order is a prime chance for your company to make a
profit and deepen a client relationship at the same time through
the use of a makeup offer. Here’s how it works. Joe calls in and
complains about his order arriving late. In fact, he says he wants
to return it. You have a special sales script to handle just these
types of calls. “Joe, thank you for telling me about how we
messed up. Forgive us for our mistake. I don’t blame you for
wanting to cancel your order just to teach us a lesson. If I were
you I’d have been even angrier and more upset than you are. May
I make it up to you?” When Joe says yes, offer him some special
gift such as a discount or certificate valid toward his next pur-
chase. The key is to try to both close this sale (the most expensive
thing that could happen is that Joe cancels and never orders from
you again) and put Joe on the path to making his next purchase
from you. That’s the power of a makeup offer that has been sys-
tematized for your team to use.

23. Reactivation offer: Go back to old clients who haven’t bought in a
while to spark them to buy again. This should be a formalized
sales system that happens automatically and regularly versus just
a haphazard, random decision. Here’s the best part: You’ll typi-
cally have three times more success selling to old clients than you
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will going after new clients. They just need to be asked and given
a compelling reason to buy again.

24. Unconsummated transactions: An unconsummated transaction is
any client interaction that started with the client ordering, but then
before the transaction closed the process got derailed. It could be a
dropped cart from a website order, or a phone order that didn’t go
through, or a sales call that got interrupted. The key is to have a
formal process in place, ideally technology driven and automatic,
to follow up with that client. For example, you could have your
system automatically send an e-mail that says: “I’m writing to
apologize that we dropped your Web order earlier today. I want to
personally take responsibility for this mistake and make it up to
you. Please call my office at 800-555-1212 and not only will I see
to it that you get 10 percent off your order, but I have instructed
my staff to have a special gift waiting to send to you. This is my
way of letting you know how much I personally value you as a
client.”

25. Referral systems: Does your company have a formalized process
to encourage satisfied clients to refer you more business? Does it
have more than one? If your answer is no to either of these ques-
tions then you have a real opportunity to increase your sales.*
Start off by looking at where your current referrals come from. Is
there a way to super-size and formalize what your business is al-
ready doing? Look at other businesses, especially outside your in-
dustry. Is there anyway you can apply and layer in their referral
systems to increase your sales volume?

26. Convert active sellers into passive sellers: You already learned
about active and passive sellers in the last section of the book.
This a powerful strategy to immediately boost your company’s
cash flow, because you can easily scale up a passive seller with
minimal cost, which, in turn, will boost your cash flow. What ac-
tive sellers do you have in your business that you could convert
into passive sellers? What passive sellers do you already have that
you could expand?
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*We’ve put together our favorite list of courses and books on business and finan-
cial success. On that list we’ve included the single best audio program on creat-
ing referral systems for your business. To download that list, just go to
www.MauiMillionaires.com/Book.
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Duplication
27. Add another location: Is your business one where adding an addi-

tional location would be a smart way to expand cash flow? The
key ingredient to make this one work is a Level Three business
model that can easily be copied over to another location at a
healthy profit.

28. Franchise: One of the most powerful ways to duplicate yourself is
to franchise your business. If your business systems could be
replicated in other markets, and if you have a strong brand that
would be successful in other markets, franchising your business is
a powerful way to grow.

29. Affiliate programs: One of the most successful ways we’ve dupli-
cated ourselves with Maui Millionaires has been through our af-
filiate program. Our program generates thousands of dollars in
extra revenue for our affiliates and us. Best of all it is automated,
scalable, and we only pay for results! Look at your business.
How can you use an affiliate program to automatically expand
your sales?

30. Optimize your sales process: Continue refining and improving
your sales process. Test and improve your print and online ads.
Script your sales team. Can you turn a great sales script for the
phone into a sales letter? Or try turning your sales letter into a
sales message. Check your statistics. What works? What can you
do better with?

Your Fulfillment Systems
31. Reengineer your core value process: Every service-based (and

many product-based) business has a Core Value Process™. This is
the series of stages you take a new client through to help them
generate a specific result. Go back to your company’s Core Value
Process and create ways that you can massively increase the value
to your clients in ways that radically reduce the costs or time (or
both) needed to fulfill it. If your business has more than one Core
Value Process then you’re lucky; you now have multiple opportu-
nities to increase your value and lower your costs.

32. Leverage your time: If you’re like most Level Two business own-
ers, you probably waste 70 to 80 percent of your time doing lower
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value tasks. Focus on the things you do in your business that truly
create value. If you have a Level Three business, help your key
team members do the same thing.*

Your Intellectual Property
33. License your intellectual property as a side venture: Your intellec-

tual property includes your proprietary systems, custom software,
copyrights, trademarks, patents, and much more. If your business
is geographic specific, consider licensing it to a competitive busi-
ness outside your area with clear agreements on the terms of that
license. Or perhaps you can license it outside your industry alto-
gether. One of the easiest income streams to add to a Level Three
business is often the sale or license of your intellectual property.
What proprietary know-how has your business created that you
could sell or license for a residual income stream?

34. Offer your Core Value Process for sale as your main business:
Once upon a time, David was primarily an entrepreneur and real
estate investor. Now he gets paid millions for teaching his Core
Value Processes to other entrepreneurs and real estate investors.
Once upon a time, Diane was primarily a world-class tax strategist
who had created an efficient and powerful way to consistently cre-
ate legal and ethical tax strategies that saved her clients as much
as $100,000 per year in taxes. Now she sells that Core Value
Process as a comprehensive system to other CPAs.

Your Team
35. Unleash your team’s passion, creativity, and ownership: Too

many businesses never tap into even a fraction of the true talents
of their teams. It’s a catastrophic loss that these businesses will
never even understand. Your business must be different. How can
you connect your team to your business’ vision and mission in a
way that truly enlivens your team? We’ve discovered a simple yet
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*We designed a special online workshop to help you reach Level Three. It’s
available as part of the Millionaire Fast-Track Program. See the Appendix for
details or go to www.MauiMillionaires.com/book.
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powerful secret to make this happen in any business, in any indus-
try, and in any country. In fact, this secret is so powerful and
makes such an amazing difference in any business that we’ve de-
voted the final section of this book to it! Because we don’t want to
leave you hanging, what you’ll learn is how to connect your busi-
ness to a powerful mission of giving and doing good in the world
beyond the day-to-day activity of your business. This may seem
naïve, but we’ve watched it transform businesses. For example,
with Maui Millionaires, it’s helped our team feel part of a major
mission that goes well beyond helping an individual client be-
come financially free. Our team puts in plenty of time on their off
hours to further the giving projects we as a company take on. And
the sense of mission and engagement carries over to the daily
work they do for our company. You can do the same thing for your
company. The results will astound you.

So there you have 35 business assets that most businesses never tap
into. Below is a worksheet for your use.

In the next chapter you’ll learn 32 specific techniques to immediately
boost your cash flow.
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Strategic Session #___
Idea to Leverage Next Step

Client Base _________ _________

Competitors _________ _________

Joint Ventures _________ _________

Vendors _________ _________

Your Network _________ _________

Your Sales Process _________ _________

Duplication _________ _________

Your Fulfillment Systems _________ _________

Your Intellectual Property _________ _________

Your Team _________ _________
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