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EMPOWERMENT 

 

 

Why do nine out of ten businesses fail in the first five years?  Most 

people run into the room of success at full speed, put one foot on their drive 

and try to jump from there to the business and empowerment.  That’s 

exactly what I did. I thought business was sexy and if I understood how it 

worked, I could do it.  I’ve got the personality to do it and gosh darn it, 

people like me.  I mean, I’ve taken soldiers to Iraq and back.  I can handle 

any business that doesn’t actually have the threat of death.  These were 

serious thoughts that I had.  So, I just wanted to know HOW to do it. 

 

The skill in business is not knowing HOW TO put a business together or 

create the best processes.  In fact, business, when it comes to processes 

such as technology, equipment, accounting, marketing, etc. is rather simple.  

When we go back and do an autopsy on a failed business, it’s usually one of 

these processes that comes up as the cause of death.  But I assure you, the 

process is almost never the real reason.  The skill in Business is being able 

to use your influence to surround yourself with and empower great people.  

Robert Kiyosaki, in Rich Dad's Guide to Investing, says that you want to be 

the best at sales and influencing.  He says that if you (as the leader) are the 

smartest or best person on your team in any other category, then your team 

is in trouble.  Henry Ford, for example, was challenged by a group of 

engineers to display and test his engineering ability and know how.  Henry 

immediately acknowledged that he was not the brightest or smartest 

engineer.  He, instead, surrounded himself with great engineers.  Jim Collins, 

in his book From Good to Great, explains that you want to get the right 



people on the bus and you want to get them in the right seat.  What this 

means, is that in order to get the right people around you, you must develop 

your influence to a high degree.  Great people do not want to waste their 

time with someone who is not going anywhere.   

 

Here is what I mean by saying business processes are rather simple.  

Business processes are similar to calculus, a subject that is daunting at first.  

However, once you begin to learn it and understand it, you realize that there 

are only so many different ways to manipulate the formula.  So when your 

teacher gives you any formula you can solve it.  Another example, have you 

ever talked to an electrical engineer?  Electricity is a topic that fascinates me 

but it seems so complicated.  I get lost within minutes of starting a 

conversation about it.  But if you speak to an electrical engineer they always 

say it’s not really that complicated.  You just have to understand how the 

flux capacitor works with the dilithium crystal and …. at which point my eyes 

are glazed over and I’m in way over my head.  So, wouldn’t it make sense 

that if I needed electrical work done in my home or business that I would 

get an electrician to come and do the work?  The same is true for business.  

You want to surround yourself with experts in the fields of each process.  

This seems obvious, and leads to the obvious objection… I don’t have money 

to pay these people yet,  I’m just getting started.  Jim Rohn puts it this way, 

“You don’t lack money, you lack an idea.”  This is where the skill comes in, 

where you really need to exercise your influence.  You really have to get to 

know people and what they want.  You have to create a solid visualization of 

where you are going and learn how to cast that vision of hope.  Your Hunger, 

your reality for tomorrow, and the hope that that reality brings is what 

creates the influence.  This is why every great business has someone in it 

that has Hunger, Attitude Skills, People Skills and Relationship Skills.  Sure, 

it’s possible to make a lot of money without all of these things.  But there is 



no way to make a multi-generational business and legacy without them.  

Keep in mind that it’s not always the business owner who has these qualities 

or skills.  Lee Iacocca is a great example of an employer who brought these 

skills to the table and made Chrysler a great company in his time.  

 

Generating this type of influence comes from demonstrated understanding of 

the true relationship between TIME and MONEY.  This understanding does 

not happen overnight and it requires changing one's thinking.  In Part I of 

this book I talked about how changing one's thinking is arguably the hardest 

thing we could ever do in our life.  Well, here is a time that if we really want 

changes in our business, we’re going to have to do the hardest thing of our 

life.  Let’s take a look at what I call Jesse’s Model. 

Jesse’s Model combines three concepts from two different books.  I highly 

recommend that you grab these books and devour them yourself.  They are 

Stephen Covey’s 7 Habits of Highly Effective People and Robert Kiyosaki’s 

The Cashflow Quadrant. 

 

If you created a perfect blue print for the perfect business and handed it to 

two people, one could be wildly successful while the other might crash and 

burn.  I’ll tell you why.  The reason today is not always "Location, location, 

location".  I mean really, where is the “location” on-line?  We see this 

happening often all around us.  One business goes up, another goes down.  

One person does well all the time, another is always struggling.  Usually, the 

difference has nothing to do with the business itself.  It’s almost always the 

people who run it. 

 

Business is actually pretty simple.  As noted before, it’s alot like calculus.  It 

seems very daunting at first, but once you understand it, you’ve got it!  

There are only so many ways you can manipulate the formulas.  Then it 



becomes easy.  I remember sitting in my cubical at a large engineering 

company doing my analytics when my cube-mate came back from lunch.  He 

was an electrical engineer.  He was holding this funny looking device.  

Imagine a one foot long 2x4 that was hollow, twisted into the shape of an 

“S”  and had a couple of magnets on the outside.   I asked him, “What’s 

that?”  He gave me an answer, but he might as well have said, “a flux 

capacitor.”  Anyway, he showed me how an open wire goes in one side of the 

hollow opening and doesn’t touch anything, with the same arrangement on 

the other side.  So I asked him how this thing works.  He said, “The wave 

comes out of this wire, the magnets direct it through the hollow area, and 

then it goes in this wire at the bottom.”  I replied, “But the wires don’t even 

touch anything in there.”  He rolled his eyes and said, “It’s pretty simple 

really….”  Let’s just say that I didn’t get it that day…or ever.  But it was 

simple for him because he understood it.   Business is much the same way.  

The science of business is easy once you get it.  Let me explain.  Each 

business has its own way to produce it's product, whether it is a service or 

something physical.  Once you understand the mechanics of how to get 

things produced, there are only so many ways to refine the process.  I don’t 

think Pepsi will gain a huge advantage over Coke if they find a better way to 

cap their bottles.  The other components that every business needs, such as 

accounting, marketing, entity set up, etc., are readily available to reseach in 

the new Business for Dummies book.  The “how to” is never the cause for 

success or failure.  If you’ve got the world's greatest process, the sexiest 

marketing ever, and all of the other business processes lined up, you won’t 

arrive at a successful business if you've neglected to value and develop the 

first four steps, i.e. Hunger, Attitude Skills, People Skills and Relationship 

Skills.  In fact, I’d venture to say that you’d never get to your goal without 

mastering these first four skills.  

 



 I watched a very successful commercial real estate empire crumble in the 

hands of the original owner’s son.  The son wanted to do a great job.  He 

wanted his new business to grow and in fact, it did for awhile.  

Unfortunately, his hunger was not nearly high enough.  So although he 

worked alot, he was not very productive.  In relationships, he was caring, 

but he had a habit of getting emotionally high-jacked.  The company paid a 

consultant to create their vision and help build a culture with core values.  

This was a step in the right direction, but it was far too late by then.  The 

science and process of operating a commercial real estate company is easy.  

Influencing people in a productive vision-driven direction through your 

example, character, and conviction, is not. 

 

The Skill in Business Skills is understanding the true relationship between 

time and money.  In other words, people who have great business skills 

understand that time does not equal money.  If that were the case, then 

money would equal time, as well.  You would be able to buy more time 

before the end of the month.  Robert Kiyosaki explains this relationship very 

well in his book, The Cashflow Quadrant.  He explains that as long as a 

person solely trades his time for money, he’ll never have both.  Business 

skills require finding other things to leverage, like systems, instead of your 

time to make money.  The key word here is leverage.  People with great 

business skills realize that time is their most valuable asset.  They want to 

use their time in the most value producing way.  And that is in building 

relationships.  Most of us use our time, our most valuable asset, to only 

acquire money.  People with great business skill  tend to use money as a tool 

without getting too emotionally attached to it.  I like to think of it this way.  

If Bill Gates were walking down the street and he leaned over to pick up 

$1,000 that he saw on the ground, he’d actually lose money in the 

exchange. This is because he makes more than $1,000 in the time it would 



take him to pick it up.  Would you agree that his time is worth something?  

Imagine if he lost all of his money.  Then also, his entire network of people 

died in a plane crash.  Do you think he would be able to build his fortune 

back?  You’d better believe he could.  Even without the money, Bill Gates 

knows that his time is still worth over $1,000 every few seconds because 

he's learned the true worth of leveraging his developed influence of 

relationships with people.  

 

The distinguishing mark of a person with great business skills is his ability to 

maintain a specific lifestyle for an indefinite length of time without lifting a 

finger to work, solely from the passive income of his business.  This is the 

power of leverage.        

 

 

 



This Month’s Special  

 

 

That's Your Intention?  

by Ely Delaney 

 

The other day, I had a phone call with a friend of mine talking about 

something big I have something coming up and we had been talking about 

how it's going to go. The thing is, I didn't talk about how it “might”go or how 

I “hope” it does. I talked about how it “is” going to go. 

 

I set an intention. I planned it out. Played it in my mind exactly what is 

going to happen through the day, how people will react and how much they 

will love what I am doing. 

 

The funny thing is that she got exactly what I want talking about and how I 

felt about the event. We ended up talking about how I didn't doubt myself or 

second guess how things might turn out. I know exactly what will happen. 

 

This is the power of full intention at work.  

 

When was the last time you put something out there with FULL intention? 

 

It's something that you should do too. 

 

When was the last time that you planned out your day exactly how you 

wanted it to turn out without fear, doubt or thought to anything happening 

except exactly what you wanted? 

 

It's amazing how your day can turn out if you plan it out with full intention 



before it actually happens. 

 

I've been experimenting with this a lot lately and I want to share some 

results so far. 

 

 I planned out how things would go when I announced that I was auditioning 

to have my own show with Oprah. Not only have I got a ton of votes and a 

lot of people jumped on board to help promote it pretty much within the first 

hour but I have since been asked to do interviews, contribute to their books, 

and guest blog on other sites. All in a week. 

 

I didn't hope. I didn't “Give it a shot”. I just put it out there with full 

intention.  

 

This is a powerful tool. 

 

I want you to just try this. You have to give it your full effort though. It will 

not work if you don't believe it will. 

 

Just one day, before you go to bed. Stop and find a place you can sit in quiet 

and focus on the next day. Run through the day like it is happening all in 

your head. But... Run through it the way you want. Picture the perfect day. 

You land a great new contract. You check your email and get a bunch of new 

orders from our website, whatever you want it to be based on your plans for 

the day. 

 

Intend to make it happen. If you've never done this before it might be a bit 

difficult to do at first but just let it work. Trust that it will happen. Don't 

doubt it. Just picture it with full intention. 



 

And... if it doesn't work out quite as you had in your mind, don't think of it 

as a failure. Look at what did happen. I bet it worked out a lot better than if 

you had done nothing at all! 

 

What's your intention for the day? 

 

                                                                          
Ely is the creator of MyBusinessMarketingMentor.com, a company dedicated to giving 

motivated entrepreneurs the tools they need to market their businesses both online and 

offline. Check out the site and while you are there be sure to claim your free downloads to 

begin expanding your marketing knowledge today.  

 

 



Voice from the past 

 

Henry Ford: A Rise and Fall of Critical Business Skills 

 

Upon a close review of anyone’s life there can be found struggles 

conquered and succumbed to, skills honed and left unutilized, good 

intentions fulfilled as well as set adrift.  In short, a panorama of humanness 

is the lot for us all.  The size of our chosen playing field puts some of us in 

easier view of the world than others, however.  So it was for a farm boy of 

Irish immigrant parents, Henry Ford.  Some consider that he may have been 

the most influential man of the 20th Century, having changed the economy 

and social character of the United States.  He is the clearest symbol of the 

transition from agricultural to industrial America.  A powerful leader in 

business skills indeed, yet also, when faced with very trying times, even he 

gave way to pride, arrogance and poor people skills.  For our purposes, we’ll 

view some highlights of both sides of this very significant and complex 

business man from our past. 

Beginning with a vision, a wise start for us all, Henry Ford set out to 

make the simplest, sturdiest and most affordable car ever for the “great 

ordinary multitudes” in rural America.  An initial step to that dream was 

designing the first gasoline-powered engine in a horseless carriage, which he 

fulfilled in 1896.  Three years later, from one ride around town, a local 

banker, gave him financial backing.  Though that backing was short lived, 

only a year, Ford persisted in his strict standards of perfection for his 

envisioned multi-million customer base.  When ready, he easily influenced 

ordinary citizens to put up cash to back the Ford Motor Company.  In short 

succession it produced 500 Model A’s in 1904, to 25 per day of the Model T, 

then finally the mother lode idea of moving the car chassis in an assembly 

line for greater efficiency, rolled out 2500 cars per day.  Talk about a realized 



dream.  At one time, half the cars in the world were the Ford Model T, 

becoming the most widely used vehicle in human history. 

Despite that phenomenal success, there is another element of vision 

Ford did not keep.  That is having awareness and adjustability to notable 

trends in society.  For example, while other company’s grew, he refused to 

offer choices of new innovative features, such as different colors and styles.  

That stubbornness cost him.  Not only did pricing and sales drop, worker’s 

pay was also slashed below prevailing industry wages.  The unhappy 

atmosphere in the plant became so bad Ford hired labor spies and policing to 

prevent unionizing.  Ford had general success after finally unveiling the new 

Model A, with options, and another surge later with his V8 engine.  The 

lesson in cost and public loyalty was harsh, though.  In the later 1930's, fear 

and coercion dominated the working conditions to such an extent that a 

labor strike occurred in early 1941.  It took Ford’s wife threatening to leave 

him if he didn’t settle to finalize a resolve.  Needless to say, for a business to 

remain steady, it must have a vibrant, applicable vision in all aspects that 

impact it’s success with people. 



There were other leadership business skills Ford applied in fulfilling 

profound results for his vision.  He gathered smarter people than himself to 

perform the needed processes, such as engineering.  He leveraged a system for 

duplication, e.g. the assembly line, which also optimized the time-money principle 

of having many others working his idea for him.  Despite later slippage to the 

contrary, he responded to his worker’s wants and needs.  Ford gave an up till 

then unheard of $5/day wage and English lessons for the nearly 70 per cent 

immigrant workers at the River Rouge plant.  He set an example of working hard 

while having conviction and character, which gained the respect of his workers, 

even of some through his worst times and behaviors.  His applied his ability of 

influencing to garner trusted friendships with Thomas Edison, Charles Lindbergh, 

Harry Firestone and even tried to end WWI by peaceful persuasion of his and 

others presence in Europe.  He established a company creed which started it on a 

long journey over more than 100 years of success.  They are  listed below.  A 

review of those creeds will give more elements to consider for being successful. 

 

Ford Motor Company’s Creeds as Henry Ford set forth: 

 

Principle 1 - An absence of fear of the future and the veneration for the                     

past        

                * One who fears the future limits his activities. 

                * Failure is only the opportunity more intelligently to begin                             

again. 

                * There is no disgrace in honest failure, there is disgrace in                             

fearing to fail. 

                * What is past is useful only as it suggests ways and means of                         

progress. 

Principle 2 - A disregard for competition 

                * Whoever does a thing best ought to be the one to do it. 

                * It is criminal to try to get business away from one another. 

                * Criminal because one is then trying to lower for personal gain                       



the condition of one’s fellow men, to rule by force instead of                         

intelligence. 

Principle 3 - The putting of service before profit 

                 * Without profit business cannot extend. 

                 * There is nothing wrong about making a profit. 

                 * Well-conducted business enterprises cannot fail to return a                           

profit, but profit must and inevitably will come as a reward for                      

good service. 

Principle 4 - Manufacturing is not buying low and selling high 

                 * It is the process of buying material fairly and with the                      

smallest possible addition of cost. 

                 * Transforming those materials into a consumable product and                        

distributing it to the consumer. 

                 * Gambling, speculating and sharp dealing tend only to clog this                      

progression. 

 

Though a catalyst in modernizing the world around him, Henry yearned 

more and more for the simpler former days on the farm.  His failed attempt at 

growing rubber in a vast area of the Amazon was partly to establish a community 

around it that boded back to those less stressful times.  His dream of allowing the 

vast common folk to afford a car and travel wherever they pleased forever 

changed America. The thousands of new bridges, paved highways, tourism, real 

estate expansion, steel mills, oil refineries, rubber and glass plants, let alone a 

more consumer hungry populace, has never turned back for those Model T days.  

Henry was no doubt a complex man, some calling him a genius and great 

humanitarian, others excoriated him a mad socialist.  What we can glean from his 

business skills is invaluable.  Likewise, his one-liner wisdom gives pause to 

consider our own moment of living.  Are we holding true to principles that expand 

or constrict our ability to live our passion and noble dreams?  In conclusion, here 

are a few of his thoughts that could assist us all. 

 



“A business absolutely devoted to service will have only one worry about profits.  

They will be embarrassingly large.” 

 

“ An idealist is a person who helps other people to be prosperous.” 

 

“Even a mistake may turn out to be the one thing necessary to a worthwhile 

achievement.” 

 

“Nothing is particularly hard if you divide it into small jobs.” 

 

“Quality means doing it right when no one is looking.” 

 

“If you think you can do a thing or think you can’t do a thing, you’re right.”      

 

 

Workshops this Month 

 

Attracting the Right People  

·         Connecting TO people THROUGH people 

 

Engaging the Right Mentors and Coaches 

·         Taking care of personal/professional development 

 

Building an Empowered Team 

·         Delegation, expectations and systems 

 

Reconnecting to Your Drive 

·         Momentum, energy management, restoration 

 

 

 



Social Capital Magazine and Six Degrees Leadership would like to give Special Thanks to: 

                                                     

www.triumphantwomen.com 

We are a social networking site that focuses on you, the Triumphant Woman.  At our site, you can 
find some unbelievable stories of courage.  We bet that you have a story to tell too.  When we 
started this project, we asked several women to write a story about their greatest triumphant 
moment and the results that they earned from going through the experience.   
 
We were saddened to see that many women said that they had not done anything worthy in their 
lives to warrant writing a story.  As we interviewed these women, they had wonderful stories to 
tell.  We have included these stories in Triumphant Women: Stories of Courage, Volume One. 

Be sure to pick up one of these books.  In the back of the book, you are encouraged to begin 
writing your own story. 

We are looking for more stories that will encourage others in future volumes.  Be sure to sign into 
the website, read the stories that have been submitted, vote the stories into the next volume, and 
connect with other women today. 

Come and join our Crusade for Significance!  

Lori and Calli Wieters 

 

 

                                                   
Jean Lukens, Executive Director, North Phoenix Chamber of Commerce 

 www.northphoenixchamber.com 

 

 



Social Capital Magazine and Six Degrees Leadership would like to give Special Thanks to: 
 

                                                                                                                    
Ely Delaney 

 
Ely is the creator of MyBusinessMarketingMentor.com, a company dedicated to giving motivated 

entrepreneurs the tools they need to market their businesses both online and offline. Check out 

the site and while you are there be sure to claim your free downloads to begin expanding your 

marketing knowledge today.  

 
 
MyBusinessMarketingMentor.com 
MarketingMentorTraining.com 
 
Follow me: 
http://twitter/com/elydelaney 
http://facebook.com/elydelaney 
http://www.linkedin.com/in/elydelaney 
 
Become a fan: 
http://www.facebook.com/mymarketingmentor    
 
 
 

                                                       
 

www.mm-rt.com 

David Hepburn Jr. is the "mastermind" behind the Mastermind Roundtable program. He is the 

owner of Mentoring Your Success, a mentoring/consulting firm in Scottsdale, Arizona. 




