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I f you are a runner or have ever been in ANY conversation with 
a runner (on any topic), you know that they typically can't go 5 

minutes without working running into a conversation. They’re for-
ever talking about their favorite run, their next run, their pace, their 
new shoes, or how excited they are about their negative splits in their 
last training run (if you're lost, don't worry about what half of that 
means; it is irrelevant). It's almost Pavlovian every time they open their 
mouth. I am no di2erent.

In 019:, I completed my Brst, and please, for the love of all things 
holy, last marathonM the 019: Roston Earathon, actually. Notice how 
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I said I "8EP6HTHL it, not that I DAN it. I was a "harity runner, 
and given my Bnish time, I don't know how much running I did that 
day, but you better believe I crossed that Bnish line. I was the last 
oVcial Bnisher for the 019: Roston Earathon (!o ahead, google it, 
I'll wait), and I have the distinction of holding the title of Wlast oVcial 
runnerW for the longest period, thanks to "8jIL•

Sell, if you're not impressed by that, then let me pass on some 
advice that may impress you, or at least I can impress upon youM trust 
your training. This proved to be an invaluable mantra that propelled 
my inqured leg through 0C.0 glorious miles in Roston on that Bne 
spring day. The same can be said about building a businessM trust your 
training.

Training for a marathon and building a business share similarities 
despite being incredibly di2erent adventures. 

F	!oal KettingM In marathon training and business, begin by setting 
clear and achievable goals. Oaving a speciBc target to work towards is 
crucial for motivation and direction.

F	Planning and KtrategyM Roth rezuire a well-thought-out plan and 
strategy. Earathon training involves designing a training schedule, 
nutrition plan, and recovery strategy. In business, it involves creating 
a business plan, marketing strategy, and Bnancial proqections.

F	"onsistent H2ortM Kuccess in both areas depends on consistent 
e2ort over an extended period. Earathon training demands regular, 
structured workouts, while building a business rezuires daily dedica-
tion to tasks like marketing, customer service, and product develop-
ment.

F	Desilience and PerseveranceM Earathon running and entrepre-
neurship involve facing setbacks and challenges. You must develop 
resilience, bounce back from failures, and stay committed to your 
long-term goals.
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F	"ontinuous 6earningM Shether it's learning about running tech-
nizues and nutrition in marathons or staying updated on industry 
trends and market shifts in business, continuous learning is essential 
for improvement and adaptation.

F	Eentorship and "oachingM Eentors or coaches are valuable in 
both areas. In marathon training, coaches provide guidance on train-
ing methods, while in business, mentors o2er insights into deci-
sion-making, networking, and overcoming obstacles. Put a pin in this 
one; we're coming back to it.

F	Kupport KystemM Ruilding a support network is crucial. Earathon 
runners often train with others for motivation, while business owners 
beneBt from advisors and a network of peers who can provide guid-
ance and assistance. Shen all else fails, both beneBt from a shoulder 
to cry on. 8ddly enough, training for a marathon, and building a 
business can WbreakW you. It's important to have someone who will 
remind you WwhyW you started.

F	Eeasuring ProgressM Tracking progress is vital. Earathon run-
ners monitor their pace, distance, and times, while businesses track 
key performance indicators (JPIs) to evaluate their success and make 
necessary adqustments.

F	Adaptation and 7lexibilityM Earathons and businesses must  
adapt to changing circumstances. Earathoners may need to adqust 
their training due to inquries or weather conditions, while business 
owners must pivot when market conditions change.

F	"elebrating EilestonesM Decogni?ing and celebrating achieve-
ments along the way is important for maintaining motivation and 
morale. Acknowledging progress is essential whether it's completing 
a long training run or hitting a revenue milestone.

Shile the end goals of marathon running and business building 
di2er, the steps and attributes rezuired for success are surprisingly 
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similar. To succeed at either (or both), they each demand goal set-
ting, planning, resilience, mentorship, and consistent e2ort. Easter-
ing these elements can help individuals excel. Hnqoy your run•

7or this chapter, I want to shift from talking about RHIN! a coach, 
mentor, or inspiration to OAjIN! a coach or mentor. Kome of the 
most successful coaches and business people have also had their own 
coaches or mentors who played pivotal roles in their personal and 
professional development. 

The co-founder of Eicrosoft, Rill !ates, has had multiple mentors 
throughout his life, including Sarren Ru2ett. Ru2ett has been a close 
friend and advisor to !ates, o2ering Bnancial and life advice. The 
late co-founder of Apple, Kteve Uobs, credited his success to several 
mentors, including Dobert Noyce, co-founder of Intel, and Hdwin 
6and, inventor of the Polaroid camera. These mentors in4uenced his 
approach to technology and innovation. The renowned life coach 
and motivational speaker Tony Dobbins has himself been coached 
by mentors like Uim Dohn. Dohn played a signiBcant role in shaping 
Dobbins' career.

Eedia mogul and philanthropist 8prah Sinfrey has publicly 
spoken about the importance of her mentor, Eaya Angelou, the 
renowned author and poet. Angelou provided guidance and wisdom 
to 8prah throughout 8prah's career. Eaya Angelou herself had men-
tors, including Uames Raldwin and 6angston Oughes, who encour-
aged her as a writer and poet.

Hven the most accomplished individuals often have mentors or 
coaches who have played a crucial role in shaping their paths to success 
and personal growth. Eentorship and guidance are valuable tools for 
learning and self-improvement, regardless of one's level of achieve-
ment. And now you can have something in common with 8prah•
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Footprints

Oave you heard of the poem W7ootprintsW by Eargaret 7ishback Pow-
ersX You probably have, as it's found on cards, calendars, and posters 
and is cherished by millions. Abstracting it, the narrator re4ects on 
life's qourney, symboli?ed by a beach. The narrator notices that there 
are two sets of footprints in the sand most of the time, symboli?ing 
someone guiding and supporting them throughout life. Yet, during 
tough times, the narrator sees only one set of footprints and wonders 
where the support went. Hventually, they reali?e that during those 
challenging moments, they were lifted up and carried through diV-
culties. The poem underscores the idea that there's unseen support 
and strength to help us endure and overcome life's challenges even in 
tough situations. That is the type of mentor you need and want to 
have in your life. 

Uust like in the poem, a business mentor should walk alongside 
you, guiding you during the good times and carrying you through the 
rough patches. Your business mentor should be enthusiastic and eager 
to support you starting from the beginning of your entrepreneurial 
qourney. A mentor's commitment and excitement should remain un-
wavering, even when you're qust starting. A great mentor will share 
your enthusiasm for your business venture and be willing to o2er 
guidance, advice, and encouragement during the early stages when 
it's needed most. They should also be experienced and knowledgeable 
in your industry and bring a wealth of wisdom and expertise. This 
experience allows them to provide valuable insights, strategies, and 
solutions while helping you navigate challenges and make informed 
decisions.

A business mentor should be a reliable and experienced compan-
ion, willing to share the load during the tough times and inspire and 
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guide you throughout your entrepreneurial adventure. Their presence 
should be a source of strength and support, helping you endure and 
conzuer the challenges that inevitably arise in the business world. Re 
like 8prah•

Needs More Seasoning

Shat do my cooking and someone starting a business have in com-
monX In both cases, a bit more seasoning is rezuired. (Insert Wrimshot.W 
I'm here all week, folks, 0 shows a night, tip your waitress, and try the 
veal. Eaybe the three years I spent in stand-up comedy LIL prepare 
me for life). Ko what's the pointX Sell, Brst o2, A. I think ketchup 
is spicy, and 0. stop comparing the beginning of your qourney to 
someone else who's further ahead, doing so may not work out well for 
you.

"omparing is how we make sense of the world. In many aspects 
of life, comparing ourselves to others can be a constructive tool for 
growth and motivation. Oowever, when it comes to starting a new 
endeavor, constantly measuring one's own beginnings against the 
achievements of those who are more experienced can be detrimental. 
Shen seeking out mentors, it is important to seek advice from indi-
viduals who have been through similar stages of business that you are 
currently in because their experiences at that speciBc stage can provide 
invaluable insights and guidance. 

F	Delevance of AdviceM Shen seeking guidance from someone who 
has already navigated the same stage of business, you are more likely to 
receive advice that is directly applicable to your current challenges and 
circumstances. Their insights will be relevant, practical, and tailored 
to your speciBc situation, making it easier for you to implement their 
recommendations e2ectively.
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F	Dealistic HxpectationsM /nderstanding what your mentors did at 
a similar stage of their business helps you set realistic expectations. 
You can gain insights into the challenges they faced, the mistakes they 
made, and the strategies that worked for them. This knowledge allows 
you to anticipate potential obstacles and make informed decisions 
while avoiding unnecessary frustration and disappointment.

F	6earning from Their EistakesM Ry asking about their experiences 
at the same stage, you can learn from their mistakes and avoid making 
similar ones. This can save you valuable time, resources, and e2ort, as 
you can proactively address potential pitfalls and make wiser choices 
based on the lessons they learned.

F	"onBdence RuildingM Jnowing that successful entrepreneurs or 
professionals faced similar challenges and uncertainties in the past can 
boost your conBdence. It reinforces the idea that overcoming obstacles 
and achieving success is possible, even when you're in the early stages 
of your business qourney.

F	Networking and Ruilding DelationshipsM "onnecting with men-
tors who have experienced the same stage of business as you can help 
build stronger relationships. Eentors may be more willing to provide 
assistance, advice, and connections because they understand your par-
ticular needs and diVculties.

Eentors who have been through the same stage of business as you 
are more likely to provide you with more relevant, practical insights, 
help set realistic expectations, allow you to learn from their mistakes, 
boost your conBdence, and strengthen networking opportunities. 
6earning from those who have walked a similar path can signiBcantly 
enhance your chances of success in your business, especially at the 
beginning of your qourney. Also, if you want to get together with me 
for dinner, let's order take-out.
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Standing on the Shoulder of Giants

The famous phrase, Wstanding on the shoulders of giants,W is often 
attributed to Kir Isaac Newton, but its implications go far beyond the 
realm of science. Uust as a person standing on the shoulders of a taller 
individual can see farther and gain new perspectives, individuals in 
various Belds can make signiBcant strides by building upon the work, 
ideas, and innovations of those who came before them. Kimilar to 
having a mentor, but more granular in execution.

It is easy to understand how beneBting from those with more ex-
perience can help build a business. Rut, in the realm of brand building 
and awareness in the digital world, Wstanding on the shoulders of 
giantsW involves capitali?ing on the established in4uence, credibility, 
and reach of well-established online businesses and social media in4u-
encers. Ry partnering with other brands, people, or companies with an 
extensive reach, you can rapidly expand your brand's visibility, connect 
with a targeted audience, and beneBt from the trust and authenticity 
that other people bring. It's a strategic approach that recogni?es the 
power of collaboration and leverages existing platforms to elevate a 
brand's presence, including the digital landscape.

HxampleM As a marketing Brm disguised as a boutizue book pub-
lisher, I often coach our authors on the best approach to expanding 
the reach and marketability of their books. 8ne suggestion I make 
time and time again is to Wstand on the shoulders of giants .W If you're 
a mortgage originator writing a book, ask a top-producing realtor in 
your area to write the forward of your book (and vice versa). If you're a 
Oealth and Sellness coach, contact a mental health professional with 
a large online following speciali?ing in athlete preparedness and ask 
them to write a chapter. If you're a business coach, Bnd a local Rusi-
ness attorney interested in being zuoted in your book on the Wtop 5 
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mistakes every new start-up makesW or something like that (people love 
lists). The idea is that the more people you invite to the party, the more 
people you have talking about the party. Your invited contributor will 
help promote your book (because they are in it) and, in turn, will 
promote you•

The Game Changers Conference

Khameless Plug AlertM At Relmont "ity Press, we developed a con-
ference with small but growing businesses in mind; it's called The 
!ame "hangers "onference (The!ame"hangers"onference.com). 
The two most e2ective ways of connecting with your ideal client are 
through speaking opportunities (in person, podcasts, from the stage, 
and in videos) and writing (blogs, articles in maqor news outlets, or a 
book). The !ame "hangers "onference walks you through a 90-step 
marketing plan to promote you and your business by utili?ing speak-
ing and writing opportunities.

Through The !ame "hangers conference, business owners can 
capitali?e on the opportunity to learn how to establish credibility, 
brand their expertise, simplify their lives, and gain more business. If 
you want to gain insight on PD industry secrets while learning to scale 
your business, create recognition, and drive sales this is the conference 
for you. I am looking at you Deal Hstate professionals, Eortgage In-
dustry experts, Kalesforce personnel, coaches, and anyone looking to 
become the go-to person in their niche.

In this conference, I break down how I was able to survive and 
thrive for #1 years in sales, present at more than 051 speaking en-
gagements, build a multi-seven Bgure business while earning a six-Bg-
ure income, and be featured in The Roston !lobe, The Roston Hx-
aminer, Rook 6aunch Hxpress, Rook Publishers "entral, Rookstore 
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Newswire, NR", "S, AP News, 78N, AR", to name a few. At R"P 
we have also had multiple book publications hit O9 in the /K and 
"anada. I have literally Wwritten the bookW on marketing to succeed 
in business, and this conference is how I can share my experience and 
expertise with you. I'm not saying I'm a Wgiant,W but at a minimum, 
you can beneBt from my experience.
The !ame "hangers "onference walks you through the steps toM

F	8btain the PD needed for your marketing
F	8btain reviews for your business
F	8btain /!" for your marketing
F	!ain 8pportunities to SritePPublish a guest blog
F	7ind podcasts to be featured in
F	Srite the perfect press release and get picked up by networks
F	"onnect with reporters for featured articles
F	Position yourself as the go-to expert
F	7ind speaking opportunities for marketing
F	!et your business partners to promote you•
F	"raft your Kignature Talk (no, not your sales pitch)
F	LeBne Your Avatar (Ideal "lient)
F	Perfect your 5-minute webinar
F	8rgani?e your media kit and one-sheet
F	"entrali?e your expertise
F	"reate evergreen marketing material
F	6earn 6ow low-budget Earketing Tips
F	"reate AVliate Earketing Programs for Your Rusiness
F	"onstruct Sorkshops and Sebinars
F	and Eore•
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Three more things to know about The !ame "hangers "onference;

9.	The conference can be scaled to accommodate 911 people or as 
few as Bve.

0.	Lepending upon the structure and beneBts desired, each con-
ference presents opportunities for attendees to add Jeynote Kpeaker 
andPor Published Author to their bio due to the conference activities. 

#.	I travel, so let me know if you would like to chat and see if The 
!ame "hangers "onference is a good Bt for you, your friends, your 
colleagues, or your group or organi?ation. jisit The!ame"hangers
"onference.com

Bonus Content

Oere is a zuick example of one of our lessons from our W6ow "ost 
Earketing IdeasW from the conference and our coaching programM 
Oow to leave a SIN-SIN review.

6eaving a review is an excellent QHD8-cost marketing idea. Now, 
leaving a great review is easy if you like the product, understand it, have 
used it, etc. Rut, let's pretend you met WReckyW at a networking event, 
and she sells widgets. In speaking with her, you discover her company's 
ideal clients align well with your business. 6eaving an online review of 
the company would expose you to her clients, but you have never been 
a client of WReckys,W and you have never used her widgets. Oow do you 
leave a review without losing your authenticityX 6et me show you.
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Review:  5 Stars*****

WIt was clear from the moment I met Recky from 
Sidget company that she has a passion for wid-
gets. Recky was able to walk me through widgets 
and teach me some things I didn't know. Khe an-
swered all of my zuestions, and I can conBdently 
say that SIL!HT "8EPANY is the right place 
to start if you are in the market for widgets. Ask 
for Recky and tell her Ded from Relmont "ity 
Press sent you.W 

-Ded Oilton, Publisher, Relmont "ity Press

This review does many things. It leaves a review for the Sidget 
company and indicates a good customer experience, which is a win for 
the Sidget company. It also mentions you and your company without 
committing to anything that could compromise your authenticity. 
That's a win for you. It also gives the reader of the review an Winside 
scoopW feeling that if they mention your name and, in this case, they 
ask for Recky, they will be treated like a friend. Now that's a win-win 
review•



TOH P8SHD 87 N8T YHT 3:

Find Your Giant, Then Become One

Oaving a mentor and emulating industry professionals can enhance 
your entrepreneurial qourney. Ry leveraging the concept of Wstanding 
on the shoulders of giants,W you gain access to a wealth of knowledge, 
experience, and networks that can accelerate your growth and success. 
Eentors can guide you through good times and challenges, o2ering 
advice, support, and insights grounded in their own experiences. This 
mentorship is invaluable for setting realistic goals, navigating the early 
stages of your business, and avoiding common pitfalls. Additionally, 
engaging with industry leaders and incorporating their strategies into 
your business can help you make informed decisions, adapt to market 
changes, and achieve your goals more eVciently. Eentorship not only 
enriches your personal and professional development but also posi-
tions you to contribute to the success of others in the future.


