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“A giant can’t slumber forever.” 

(Black Star, Knowledge of Self) 

 

The earlier part of my life was spent angry that nothing I did to become financially secure seemed to work.  I can 

recall thinking, “destiny decides who will be poor and who will do great financially.”  Then one day I learned that was 

NOT TRUE.   

Age, race, and destiny have absolutely nothing to do with who becomes a millionaire and who doesn’t.  It all boiled 

down to is who had a system and who didn’t.  That is the difference between poor business practices that lead to 

failure and impoverishment and corporate business practices that lead to security and wealth.  

A few years ago, a system was shared with me that changed my life.  Since learning it, I know I am able to take care 

of and provide for myself under any circumstances.  If I don’t want a job, I can build one for myself.  I now possess 

tools I can rely on to bring bread to my table.  Recently, I decided to share three parts of the system.  These parts 

will show you how to find out: 

1    Who is running your business/career?  Self-Awareness.   

2.   What is your business/career?  Business Awareness. 

3.   If your business/career is financially smart?  Financial Awareness.   

These are the three most important things you will need to know to succeed in business and career decisions.  These 

are the rules to success.  Learn them, because you cannot get money following stay broke rules, like you cannot play 

football with a bat.  Here are two more rules:    

1) Life is not FAIR.  That’s an amusement park.  In life, nobody rides for free.   

2) Life is FARE.  You got to pay to play.  It’s FARE to profit from your work.   

This book comes with a money-back guarantee:  If you read the entire book and complete all the exercises and your 

view of your future hasn’t changed for the better, send the book back within thirty (30) days and we will return the 

book cost to you. 
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“I’m not a businessman… I’m a Business, Man.” 

(JAY Z, Diamonds) 

 

LESSON ONE: 

TO SUCCEED IN BUSINESS, YOU MUST KNOW 

YOUR STRENGTHS AND WEAKNESSES  

 

If a cat in an oven gave birth to six kittens, would that make them biscuits?  The answer is no.  Same soup 

- different bowl:  Where you come from doesn’t control who you become.  You’re not a biscuit are you? 

Below name 7 things that you are.  They cannot be things someone would know by just looking at you.  
For example, if you are tall you cannot say, “I am tall.”   

It can be one word, like: “smart” or a sentence, like: “I am a person who likes music.” 

1. ___________________________________________________ 

2. ___________________________________________________ 

3. ___________________________________________________ 

4. ___________________________________________________ 

5. ___________________________________________________ 

6. ___________________________________________________ 

7. ___________________________________________________ 

 

Now that you have a startup list of who you are, let’s spend this: 

“SPARE CHANGE” 

The greatest shoe-maker in the world lived in Alabama.  His fine-crafted shoes cost two thousand dollars, 

and people from Paris to Boston could be seen wearing his creations.  When business was booming, He 

could make three hundred pairs of shoes a month.  You do the math. 

Feeling entrepreneurial, the shoe-maker packed-up, headed north where the big money was, and opened 

a spot in New York.  Six months down the road, and he’s selling less than a dozen pair a month.  A year in 

the game and he’s not making enough money to survive.   

Just when the shoe-maker started to shut the business down, a woman stepped through the shop’s door, 

wearing a pair of shoes he had made.  She looked confused; lost.   



She asked, “are you the person who made these shoes?”  He nodded yeah.   

“And this is how you’re living?”  The woman trembled and found somewhere to sit. 

She began to ask questions, and learned his story.  She asked “why don’t you just make the three hundred 

pairs of shoes and turn this place into something big?”   

“Because, that’s all I know how to do, he said—make shoes.  I don’t know how to decorate a store and I 

don’t like talking to people so I’m not going to be able to sell them once they’re made.”  The woman 

smiled and when they had finished talking they were 50/50 partners.  The shoe-maker would make the 

shoes and the woman would decorate the store and sell the shoes.  In less than a year they turned the 

store into one of New York City’s exclusive shoe stores. 

Moral of the story: The first steps to smart business are: 

 Know your strengths;   

 Know your weaknesses;    

 Build a map that connects you to what you need to accomplish your goal. 

We have written seven things about ourselves.  Let’s see which of those seven things we may be ignoring 

that can be used to reach our goals.   

To begin building a map of your strengths and weaknesses take a piece of paper and write STARTING MY 

BUSINESS/CAREER.  Now draw a line down the middle of it.  On one side of the line write STRENGTHS.  On 

the other side of the line write WEAKNESSES.  In the strength column you will write down the gifts and 

talents you have that will make your business or career decision a success.  In the weaknesses column you 

will write down the things about you that will cause your business or career decision to not succeed.   

For example: I know my gift of speech and my talent for teaching will make my business a success.  On 

the other hand, I get easily bored with running an office.  This will cause my business to not succeed 

because the administrative and paperwork stuff is as important to a business as the gifts and talents I use 

to make money.    

For a better understanding of your strengths and weaknesses choose a self-assessment site on the web.  

They’ll usually ask you about 175 random questions, and it will probably take between 20 and 30 minutes 

to complete and download your results.  One free site is: http://www.freestrengthsfinder.com/ .     

Embrace your strengths and weaknesses.  They will help you craft a brighter future for yourself.  

Remember, what the mind conceives you achieve if you believe.  Think poor and that’s what you’ll be.    

This doesn’t mean simply focus on getting rich overnight.  Getting rich is the easy part.  Money is 

everywhere being spent on everything from dirt to waste.  Believing more money can pass through your 

http://www.freestrengthsfinder.com/


hands is what enables you to set goals to have more and do more.  Your goals on the other hand should 

be SMART: Sensible, Manageable, Attainable, Reachable, and Timely. 

Everybody has something inside them that will feed them as long as they trust it.  Those are the rules.  

Some can fix or make anything; some have the gift of gab; some are thinkers, and others are master 

organizers and strategist.   

There’s something inside you that will feed you.  It does it every day. When you find it, tap into it, and 

learn to trust in it.  I know someone who can walk around a crowded room for two minutes, and tell you 

everything that was in the room, where it was sitting, and the way it was arranged.  He could also tell you 

who was talking to who, what they wore, and what they looked like.   

That’s a gift you can get paid with.   

The founder of a large corporation stopped reporters from praising him.  “I am not brilliant,” he said.  I 

just surround myself with brilliant people and when they come up with an idea I fund it.”  That’s another 

gift – being able to bring the right people together for the accumulation of wealth.   

Knowing your strengths, teaches you that not every business is a good business for you.  It’s smart 

sometimes to stick to the script.  If you can do a lot of things at once, be careful.  You wind up not 

completing things.  Business runs smoother when you specialize in what you do best and cut the cost that 

comes with spreading yourself too thin.   

When choosing what business you would like to start, imagine doing something that’s natural to you.  If 

that doesn’t work, the universe is mathematical.  You give something you get something.  This means 

trade.  Anyone can get into merchandising.   

If not merchandising, find a talented partner or someone with a good idea.  I know someone whose 

girlfriend was into nail sculpturing.  They set her up in business and together they started a chain of salons.   

These are just a few of the many types of business/career opportunities you could initiate.  There are a 

million and one ways to make a dollar out of fifteen cents.  You just have to decide which is best suited 

for you.   

 

 

 

 

 



LESSON TWO: 

KNOW YOUR CUSTOMER 

 

There are consumers and customers.  Consumers buy stuff from you once.  Customers buy stuff from you 

over and over again, and tell others about you.  Your goal is to turn consumers into customers and keep 

customers happy.  To do that, you are going to need to construct a customer “APE” (Analysis, Profile, and 

Experience).   

To put them together you can take three pieces of paper and write down who would be the perfect 

customer for your product or service, and why on two sheets, and what experience would change your 

consumers into customers on the third sheet.  Or, you can learn how to use mind-mapping programs like 

XMIND (http://www.xmind.net/) and GOOGLE (https://docs.google.com/).   

When you have found a map, use the mapping outline below to begin understanding your customer.  Why 

are they your customer, and how do you keep them as customers?   

 

http://www.xmind.net/
https://docs.google.com/

