


PERCEPTION: AN INTRODUCTION  
 
 
 
This isn’t just a book that’s going to tell you how you can make more money. It does do 
that, but that’s not all. 
 
It’s also not just a book where I’m going to share the story of how I started my 
accounting journey despite my meager beginnings. Although that story is here. 
 
Why waste your time on a book about perception if it’s only going to cover the bare 
minimum? Why even try to sell a book that shares methods towards becoming a 
successful accountant if not everyone that is concerned about perception is an 
accountant? Perception is a massive topic, one that can be vital to anyone...no matter 
their background, industry, passions, dreams, desires, or goals. 
 
Now, some truth up front. This book will be discussing certain strategies and systems I 
used to become an accountant that regularly makes a seven-figure income. But 
everything I’m going to share with you can be applied to any kind of business. 
 
And these strategies are not coming to you from a guy that was born with a silver spoon 
and has a Harvard Education. It’s coming from someone that has covered just about 
every slippery rung on the ladder of success. I come from a family of farmers in 
Lebanon. I had no advantages handed to me, no shortcuts provided. 
 
I’m fully aware that this is not the best sales pitch. It is the mindset of most people 
driven by success that their lessons and teachings should come from people that have 
lived a life of overwhelming wealth and success. It makes sense on the surface, but the 
mistake made here is that you are getting cues from people that, for the most part, have 
never truly struggled. 
 
Would you rather take advice about success and perception from someone that had it 
all handed to them rather easily or from someone that started from the bottom and know 
all of the tips and tricks to make it to the top? 
 
I have no problem telling people that I just barely made it out of highschool. And it was 
nothing short of a miracle that I not only got into, but also graduated college. So what if I 



wasn’t the best student? That didn’t mean that I lacked the persistence and the drive 
needed to make it to that next level after school. 
 
Even then, when I graduated college, I found myself stepping out into a world that didn’t 
have many jobs to offer. I could have been picky. I could have moaned and griped 
about poor work options and a lack of opportunity. But what good would that have 
done? I was hungry to make it, eager to make a name for myself and become a 
success. So in those early years, I took whatever work I could get. 
 
I ended up working alongside my father in this tiny little hotel in South Florida. Was it 
glamorous and fulfilling work? Hell no. I was cleaning rooms. Not only that, but I wasn’t 
even needed unless the people that had originally been hired to clean the rooms didn’t 
show up. 
 
When I started working in that hotel, I knew bigger things were coming. I just had to bust 
my ass, never give up, and work for them. I eventually ended up starting my own tax 
preparation service in 1985. There was no internet. to go out and get clients the old 
fashioned way. I could not rely on social media to paint this pristine picture of myself to 
the world. I had to do it by pounding the pavement and making calls. 
 
And I had to keep doing it over and over again. Even on the bad days. Even when bills 
were piling up and I wanted to quit. 
 
But all of that is for later on. This isn’t a book all about me. This is a book to show you 
how simple it can be to achieve your goals...how to get people to perceive you as the 
successful person you know you can be...the successful person you deserve to be! 
 
And look...this is a hard truth that not everyone likes to hear. But the way others 
perceive you has a massive impact on your chances of success. Success itself is 
primarily based on how the world sees you. That’s what this book is about: perception. 
 
It can be about how you see yourself. It can be about how the world sees you. It can be 
about your understanding of perception and how you can use it to your advantage. And 
you have to use it  to your advantage, If you don’t you’re going to get swallowed up. 
There’s just too much competition in the world today and you need to work your 
perception in a way that makes you stand out from the crowd. 
 
While there are many different blueprints on how to manage your perception, I’m going 
to share my own blueprint with you in the following pages. From floundering college 



grad cleaning dusty motel rooms to an accountant, bringing in seven figures annually. I 
won’t lie and say it was easy, but I will say it’s probably much easier than you assume it 
might be. 
 
And it just takes some very practical steps. All I’m asking of you is just a bit of your 
attention as I share what I learned in these coming pages. And if you take that journey 
with me, I can promise you that your likelihood of success--no matter what your niche, 
market, or speciality--will increase significantly. 
 
Just look at me as an example. In the world of accounting, the market is beyond 
saturated. There is an accounting office on every corner. There have been shifts in the 
way my business is done because of technology and economic factors. But I’m still 
here, from long before the idea of going onto the internet to file you own taxes was even 
a thought. 
 
I’m still here. And I don’t plan on going anywhere anytime soon. Why would I? I make 
seven figures a year and only work around 95 days each year. I travel when and where 
I want and I have been fortunate enough to meet some of the most brilliant minds in the 
business world. 
 
You can, too. As I already said, it’s easier than you probably think. 
 
You can have that same confidence...and I want you to have it. So join me over these 
next few pages and follow along as I show you how to master the art of perception. 
 
All you have to do is keep reading on. And along the way, if you have questions, I’d be 
happy to serve as mentors, even outside of the book. With more than thirty-five years of 
experience in the business development space, I am always willing and eager to meet 
new people...not only for relationships, but to help them achieve their dreams and goals. 
 
Don’t believe me? I challenge you to go online and do a quick Google search for Albert 
Corey and see what others are saying. I have the experience and the compassion to 
help other success...two traits you don’t often see at the same time in the same person. 
 
Now...read on to see how you can get started on your own path to success and 
becoming the absolute master of your perception. 
 
 
 



 
 

WE ALL START SOMEWHERE 

 
 
We live in a very lopsided world. We live in a world where people are always out to 
make a quick buck, and love to hear stories about people that have a story of overnight 
success. But we also live in a world where the majority of people have a soft spot for 
rags-to-riches stories.  
 
Let me say up front that you’ll be getting neither of those with this book. 
 
I came from a very meager background. My father was an apple and olive farmer in 
Lebanon and my mother was barely able to pay the bills, scraping together whatever 
she could to make ends meet. Needless to say, I was not born into money or instant 
fame. Nothing was ever given to me or to my parents.  
 
My parents met after my father moved away from Lebanon. In search of a better life, he 
first moved to Australia before ending up in America. He made this journey with very 
little money and only a single suitcase. Somewhere along the line, he met my mother. 
They fell in love, got married, moved to Florida, and I came along soon after. 
 
I learned what it meant to struggle early on. As I said, my mother was living a life that 
was somewhere below paycheck-to-paycheck status. She, along with my father, worked 
at little fruit stand that owned by my mother’s parents. Well, it was a fruit stand when the 
produce was in season. In the winter, it was a stand to sell Christmas trees. Right 
around spring, they’d sell Easter-themed plants, too. Mom also worked as a hairdresser, 
doing anything she could to bring home some extra income for her growing family. 
 
I attended school in the Miami area. I’d like to say this is the part of the story where I 
really start to shine--where my story takes a great turn. But it doesn’t. I wasn’t a great 
student. I never really learned to read or write very well. I was constantly picked on by 
other kids and had trouble making friends. Luckily for me, this was in the 70s. This was 
when you really only needed to show up to class and have a good attitude to pass a 
class. 
 
If there was one single moment in my school years that would predict the sort of person 
I’d later become, it occured in a middle school math class. I may not have been the best 



student, but I was curious to a fault. On one occasion, I was kicked out of math class for 
asking too many questions. Looking back on it, this might be one of the reasons I was 
relentlessly picked on. 
 
I managed to make it through school and eventually enrolled in college at the University 
of South Florida. Similar to grade school, I wasn’t the best student but I managed to 
make the grades and eventually graduate. But I graduated out into a world that had very 
few jobs to offer, which resulted in me going to work for my parents. By that time, their 
little fruit stand was a thing of the past. They were working at a motel, a business my 
father had purchased from my grandfather. So, if you stay at a motel in the Miami area 
between 1982-1990, there's a good chance I cleaned your room at some point. 
 
At this point, I should probably tell you a bit about the pay structure when it came to my 
parents. Some of that Aramaic culture never left my father. So when it came to a 
paycheck, there really wasn’t one. I never truly got paid, but everything was paid for. I 
may have gone a few weeks without getting paid, but if something came up and I 
needed money, I would be allowed to just take it “off the top” from the motel. That’s why 
I was in such a state of shock when my mother handed me my first tax return and I 
learned that I owed $190. There had been no W2 or other paperwork of any kind, but 
there I was, owing $190. 
 
I was so enraged by this unexpected news that I felt I had to act. It wasn’t that I owed 
the money (well, maybe a little), but the fact that it was money I had worked for that I 
was now having to send away. It made me want to know more about how this whole tax 
system worked...and how money could be made from it. 
 
So in 1985, I started taking an H&R Block class. I learned a lot, but the one moment that 
still sticks with me to this day was witnessing an agent go out to a client’s house to do a 
return for $500. That amount seemed crazy to me. I was only making $4 an hour, so my 
alarms and light bulbs all started going off and flashing in my head. Five hundred dollars 
for a single return? It seemed almost too easy. 
 
I excitedly went home and told my Dad. I told him about one agent doing a single return 
for $500 and how we could easily get in on that. My excitement was met with a 
comment that was pretty much par for the course when it came to my father. 
 
“Who the fuck is going to come to you to get their taxes done?” 
 
Encouraging, right?  



 
Well, I took his comment and used it as fuel and determination. I also knew that he was 
partially right. No one would come to me, a no name, know-nothing guy, to get their 
taxes done. So I worked with what I had and created Corey & Associates. 
 
“What associates?” you might ask. And you wouldn’t be the only one. It was a question I 
got a lot. I jazzed it up as much as I could, but in truth, my “associates” consisted of my 
mother answering the phones and my father making copies. And he grumbled and 
bitched about it the entire time. 
 
As I got busier and busier, I started to realize the filling out of all of the returns by hand 
was too slow. I needed to find some faster way to churn them out, allowing me to take in 
more clients and more revenue. So that same year, in the summer of 1985, I purchased 
a computer--a Zenith computer, mind you. It cost me $5,000--right around my total 
take-home income from the year before. 
 
To say my father lost his mind is an understatement. I was cursed out in English and 
Aramaic. I think he made up some new words, too. 
 
But he was right to be upset. After all, up to that point, no one else was doing taxes with 
a computer. I won’t go so far as to say I was a pioneer but...well, ask your current tax 
preparation service how they do their forms today. 
 
The computer took some getting used to but business really started to pick up. And 
because that gamble had paid off so well, I took a few more risks in the next couple of 
years. In 1995, I purchased $3,000 worth of beepers and pagers (remember those 
charming things?). 
 
Want to guess how my father reacted? 
 
But even through all of his cursing, I think he was beginning to understand the sort of 
man he had raised. I was a risk-taker. I was always hustling, always moving, always 
directly behind the 8-ball. 
 
He had to also understand that part of being a risk-taker involved being unique in my 
approach. I sold most of those beepers and pagers out of a comic book store. Not only 
that, but I continued to do taxes right out of the back of the shop. We were easy to find 
because let’s face it...no business in the area had a name quite like mine: Cards, 
Comics, and Taxes. 



 
That’s right...I was doing taxes in the same shop where I was selling multiple copies of 
The Death of Superman. I was selling pagers and phone accessories under the same 
roof I’d prepare your tax returns. It did quite well and I was happy. I was supporting my 
three kids and paying my bills, completing around 1,000 returns each year. But there 
was still something missing and I could not put my finger on it. 
 
It came to me one day when a random customer came into the store. It was a moment 
that is as clear as yesterday in my mind. The customer was absolutely flabbergasted 
that I could manage taxes in the same business where I sold baseball cards, Pokemon 
cards, and comics. “Man, I can't get my taxes done in a place like this.” 
 
There was nothing directly confrontational about the way he said it, but when he left, 
something flipped in me. I sort of trashed the place. I threw roughly $20,000 worth of 
phone accessories in the garage. I sold several boxes of comics for dirt cheap. I 
basically upended the business with the goal of focusing solely on the tax side of things. 
 
Why am I telling you all of this? Well, this story isn’t even the complete picture. I left out 
the parts where I failed out of law school twice. I neglected to tell you the part where I 
got kicked out of H&R block twice. I didn’t leave those moments out because I am 
embarrassed by them, but because they were nothing more than obstacles. They are 
setbacks I overcame and learned from. 
 
When it comes to perception, no one wants to be seen as a failure. But failure can be 
apart of your story. And I think for most of us, it is a part of our stories. 
 
I think back to that younger version of me that got booted out of math class for asking 
too many questions. That wasn’t necessarily a failure (I still got an A in the class) but 
the feeling of isolation and being outed has stuck with me. I didn’t like that feeling then 
and I don’t like it now. That’s why I drove on to become abundantly successful in my 
field. That’s why I take risks and refuse to give up on anything. 
 
It’s all about perception...even right down to the smallest of details. And as you’ll 
discover in the following pages, you have more control over how others perceive you 
than you think. 
 
I’ll gladly share the ending to my story later in this book. But first, let me share with you 
some things I learned along the way--from failures and successes alike--to help you 
project the best possible version of you to the world. 



MINDSET 

What to Think and How to Act 
 
First rule: If you want to be successful, you need to be hungry for it. So if you aren’t hungry, go 
ahead and close this book. Find me and I’ll give you your money back. 
 
But if this book is in your hands, I assume you are hungry for success. And here’s the 
thing...success is easier to attain than most people think. Of course, there’s a bit of a learning 
curve, and some lessons you need to learn. But that’s the case with anything: if you want to be 
successful--no matter what you are trying to be successful at--it does take some hard work to 
get there. 
 
But hard work does not have to be hard. Seems a little contradicting, doesn’t it? Well, let me 
explain. And let me start with talking about how to model your mindset, setting a direct course 
for success.  
 
1 - MAKE IT A REALITY 

 
First of all, you have to want to be better. It has to be more than just a passing thought or a 
dream you have. You have to want it...like we said earlier, you have to be hungry for it. Be ready 
to sacrifice time and energy. Be ready to spend some money. This can’t just be a passing fancy 
that makes you feel good. It has to be a reality you set in front of yourself--something you can 
reach out and grab.  
 
Even if such a commitment seems scary, you have to start planning. Take some preliminary 
steps towards making your goal a reality. Typically, once the planning stage starts, it is easier to 
see the dream as a reality. Subsequently, this tends to make people less afraid of the 
commitment and increases the drive and desire to get it done. 
 
2 - COMPARE AND CONTRAST 
 
No matter what industry you are in, there’s going to be someone to admire or to look up to. 
There’s always going to be that one company or public figure that you can look at and think: 
“Man, I wish I could be as successful and as influential as that guy.” 
Well, here’s the thing: if you want to be successful and consistent, you have to see yourself as 
equal to or even greater than whoever it is you have in mind. There’s no benefit to thinking of 
yourself as “small-time” or the “new kid on the block.” You have to take your first step towards 



success with the mindset that you can swim in the same currents as the biggest fish in your 
pool. 
 
Find that figure or company and start studying them. Start to think like them. From the very first 
stage of your planning, you must think of that top name within your industry and ask yourself 
what they would do in any given situation or moment. If you want to emulate the big names, you 
have to approach your work like they do. You have to think like they do. 
 
So what if you’re just starting out? So what if you already maxed out your first credit card just to 
get your enterprise off the ground? If you are truly adjusting your mindset to one of successes, 
none of that should stop you. You have to think of yourself as just as capable as any bigtime 
CEO or influencer. 
 
And you have to get comfortable seeing yourself as such. 
 
Want to a successful tax preparer? Start off saying “I’m just like H&R Block.” 
 
Want to be a best-selling author? Start off by saying “Stephen King and James Patterson better 
watch out.” 
 
Because once you can say it to yourself and really believe in it, others will, too. 
 
 
3 - GO BIG OR GO HOME 
 
“Go big or go home” is a pretty tired motto, right? You heard it everywhere...sporting events, 
business meetings, and on and on. Well, it’s tired and overused because it’s true. And it’s 
perhaps truest of all when it comes to making yourself successful. 
 
See, it all comes down to how people see you...to that intimidating term “perception.” If you 
see yourself as small, insignificant, and inexperienced, those you are trying to influence and 
impress are going to see you the same way. So here, as you adjust your mindset towards 
success, is another perfect situation to use that phrase. “Go big or go home.” 
 
Why think small? Why would you waste your time with any endeavor if you keep it contained to 
small goals, dreams, or visions? If you want people to perceive you as a powerhouse in 
whatever industry you are in, you have to go big in all things. 
 
Always think of yourself as a powerful and hungry CEO, looking for the next best way to grow 
your business and improve your brand. You’ll be amazed at how quickly your mindset changes 
when other people--not just you--start to see you in this light. 



ACTION 

Always Think Forward 
 
 
No one is born with a natural talent encoded into their DNA. No matter how amazing and 
successful someone might seem, it’s important to remember that they all started from the 
ground. They all had to learn, adapt, practice, and make an abundance of mistakes along the 
way. 
 
At some point, Bruce Lee has to throw his first untrained punch as a kung-fu novice. 
 
At some point, Gordon Ramsey picked up his first frying pan and had no idea what to do with it. 
 
At some point, Michael Jackson babbled his first song before he could even walk. 
 
At some point, Tom Brady’s unpracticed little hands couldn’t clutch a football, much less throw it. 
 
At some point, Mark Cuban likely shoved his first one dollar bill from chores or small labor into a 
piggy bank or box without understanding anything about finance. 
 
Do you see where we’re headed with this? It harkens back to what we just now talked about 
when it comes to mindset. See, setting your focus to obtaining success is certainly pivotal, but it 
also takes drive and action to get there. It takes dedication and big steps forward. Sure, you can 
take little tiny baby steps if you like...but while you’re doing that, you’re going to get trampled by 
someone hungrier. 
 
So how do you maintain that sense of drive and determination? It’s rather easy, so long as you 
can stay committed...and are always willing to take action. 
 
 
1 - BABY STEPS ARE FOR...WELL, BABIES 
 
Look, there’s nothing wrong with barely dipping your toes in the water or making baby steps. But 
as we discussed earlier, while you’re making baby steps, someone else is going to step right 
over you. This is not to say that you should not be cautious when venturing into unknown 
endeavors. But if you have the capacity and the ability to make large strides and big steps, do it. 
This is not only for your own progress, but it also helps to shape the way you are perceived. 



When you make big waves, people notice. If you make enough of them, people will start to see 
you as Man or Woman of Action. 
 
Think of it like a road trip. A map might tell you the most efficient way to get there, and the trip 
will take six hours. But if you know another route that only takes four hours, wouldn't you take 
that instead? Sure, you need to know the roads and have a familiarity with the area first. And 
that is no different than working towards success. There may be mapped out routes for you and 
you can get there going to defined speed limit and taking all of the carefully plotted turns. But if 
you know another way--a way made shorted by making big steps--wouldn't you take tat instead? 
 
Sometimes taking this larger steps means spending money. And that is something you’re just 
going to have to get used to. Success very rarely comes for free. It takes hard work and, in 
many cases, certain expenditures. But if you can envision a future where your goals have been 
reached and you are making more money that you could have ever dreamed of, a few stray 
credit card bills here and there are worth it. 
 
 
2 - HATERS GONNA HATE 
 
Envy and jealousy are basic human reactions. No one likes to feel either of those emotions, but 
we can't help it. They are built into the very nature of who we are. Of course, it’s up to us as to 
how we handle these feelings. And unfortunately, there are far too many people that choose to 
try to tear others down when they become jealous or feel threatened. 
 
As you climb your ladder of success, you’re pretty much guaranteed to come across naysayers 
or people that simply can’t handle your success.  They’ll question your methods and motives. 
They’ll call you a fluke or any other number of names. Your first reaction will probably be to think 
something like: “Well, damn...what did I do wrong?” 
 
The answer is: “Nothing.” 
 
If anything, you’ve done so much right that people outside of your bubble of social influence 
won’t be able to understand it. And how do humans react to things they don’t understand? They 
become frightened of it...threatened by it. 
 
From time to time, the empathetic side of you may buy into these naysayers. While this is 
unfortunate, it does happen from time to time. It’s one of the most common setbacks you’ll face 
as you get closer and closer to success. It’s easy to get wrapped up in the constant questioning 
of yourself if you have a notable number of detractors and naysayers. 
 
Setbacks are sometimes what your naysayers will use as ammunition against you. Even if the 
setbacks are the result of how these unbelievers perceive you, you can't let any of it slow you 



down. Even in the midst of troubles and obstacles, you have to be forging ahead. If you stop 
long enough to consider the ill thoughts of others, you’re going to grow stagnant and get stuck. 
When possible, learn from your mistakes and setbacks. But you can move forward while you 
learn. Progress keeps your thoughts and motivation in a constant state of freshness--new ideas, 
new goals and, if you’re doing it right, a constantly evolving positive public perception of yourself 
and your work. 
 
 
 
3 - MENTORS 
 
Enough talk about negative influences. They’ll come and go and if you keep your eyes 
constantly forward, they usually end up being nothing more than a minor nuisance, like a 
worrisome gnats around your head on a hot day. 
 
Instead of focusing on the negative influences, you should be more worried about the positive 
influences you allow on the rungs of your ladder to success. Believe it or not, this does not 
always have to be someone you know well. Sometimes, it doesn't even have to be a figure in 
the same industry or niche you are in. 
 
For argument’s sake, let’s say you’re reading this book almost as a guideline of sorts. Because 
the words and wisdom are coming from me, you could view me as a mentor (a title I’d be 
honored to have!). The blueprint I am providing is not just guesswork; it has come through trial 
and error and I know that they work because my life is proof of it. 
 
A good mentor should have that same level of success. It should be someone you can look up 
to and trust. It should be someone that seems happy to help. They may not always be outgoing 
or a “people person” but that doesn't matter. If they are willing to share advice and help you 
along the way and you can look at their life and see it as a measure of success, you’ve  found a 
mentor. 
 
Some people also think of mentors as coaches. People actually make careers out of being a 
so-called “life coach” these days. This is an empty term for the most part. A “coach” to help you 
along the way should be just like a coach for a sports team. They need to know the game (or, 
your profession or at the very least your end-goal) inside and out. They need to know the field, 
the rules, and what it takes to win. 
 
If you can surround yourself with people like these rather than those jealous naysayers we 
talked about above, you’re setting yourself up for success. 
 
 
 
4 - NEVER BURN A BRIDGE 



 
This is a pretty good transition into another vital rule to follow: unless you absolutely can’t get 
around it, never burn bridges with people you meet along the way. This includes people you 
bring along that end up under-performing or even flat-out failing you. Sometimes, you may come 
across people that seem to be trying to take advantage of you or even stealing your money. It 
might seem wise to just cut ties with these people and run, but nothing could be further from the 
truth. 
 
Whenever it is possible, try to maintain friendships with everyone you meet. When a friendship 
just isn’t in the cars, try to at least maintain a professional working relationship. This might seem 
counterintuitive to some people, but you have to always be thinking about the future...always 
moving forward. 
 
That means keeping as many open relationships as you can. You never know when you might 
need someone again. If you don’t see yourself needing that particular person or their talents (no 
matter how flimsy they may be), you may need their resources of contacts. 
 
This is a pretty standard rule in just about any industry. The more people you have that you can 
go to for assistance, resources, or partnerships in the future, the more avenues to success you 
have. 
 
Also, it goes without saying that when you burn a bridge with someone, it creates negativity. It 
allows that person the opportunity to take your name and livelihood out into the public eye and 
dirty it up. In terms of perception, you don’t want anyone talking bad about you. And when you 
purposely burn bridges, you’re inviting someone to do that very thing. 
 
You never know when a point in the future will arise when you need to get from Point A to Point 
B and there’s a large chasm between the two. Without a bridge to cross to get there, you risk 
falling, failing, and letting the public see it happen. 
 
 
 
 
 
 
  



 

CORPORATION 

Cast a Big Shadow 
 
 
 
Let’s not only address the elephant in the room, let’s move that sucker right out of here. 
 
Yes, we live in a time where the term “corporation” might make most consumers cringe. When 
ruthless companies like Amazon are being blamed for killing small business and Disney is seen 
as a power-hungry media conglomerate that simply won’t stop gobbling up entertainment 
properties, many people see corporations as evil. 
 
But here’s the thing...Amazon and Disney are essentially juggernauts now. That’s because they 
started as something unique, always looked ahead and took massive actions to get where they 
currently are, and are always growing. Disney and Amazon are household names...so much so 
that while some might bemoan their size and influence, those same people still go to Disney 
movies or visit Disneyland. Those same people still order countless items from Amazon.  
 
Why? 
 
Because they are both valued and well-trusted names. Besides...not all corporations are seen 
as monstrous entities set on ruling the world. Oftentimes, when people see that your business is 
a corporation, it instills a sense of trust in them. Let’s say you’re running a small up-and-coming 
print shop out of your garage. It’s just you, two friends, and a few pieces of equipment. Sure, 
there’s a charm to being a small-town start up. It’s quaint and cheerful and everyone loves a 
hopeful story of a business starting out. 
 
But who do you think would have a bigger reach? Which company do you think will cast a 
bigger shadow over their industry? That company resting happily on the laurels of being a 
small-time print shop, or a shop that presents itself as a corporation? Who do you think is going 
to get more work? Who do you think the typical consumer is going to be more willing to trust 
with their time and money? 
 
That’s right; time and time again, the corporation is going to get that customer. Whether we like 
to admit it or not, the consumer mindset is basically trained to trust larger entities when it comes 
to their hard earned money. 
 



But it’s more than just perception. Running your business as a corporation opens you up to 
other benefits as well. 
 
1 -ASSET PROTECTION 
 
Let’s just face facts here: not every business succeeds. Sometimes it takes a series of failures 
to lead that first huge success. Because of this, asset protection and liability is very important 
should the business go south. By filing as a corporation, you are essentially setting up an 
impenetrable wall around your company and all of its assets. No matter thy the business might 
go under, being a corporation protects you from getting sued or losing additional money or 
resources. 
 
Let me give you a real world example of this. Let’ s say Billy is running his own painting 
business. After a couple of tears, he gets a few respectable clients and is starting to really make 
some money and a name for himself. But then one day, one of his employees accidentally spills 
yellow paint all over a black Rolls Royce. After damages are assessed, you find that it’s going to 
take about $18,000 to fix. While this is certainly unfortunate, being listed as a corporation 
ensures that it stops there, at the $18,000. It will never go beyond those assessed damages, no 
matter what. As a corporation, the owner of the Rolls can not come back and take your house 
away. 
 
2 - LONG LIFE SPAN 
 
It should go without saying, but longevity is key to any business. It’s such a simple concept that 
many miss the weight of it. It’s especially crucial when you take into consideration that as of 
2012, the average lifespan of a new business is just fifteen years. And sometimes it has nothing 
to do with the failure of the companies going under...it has to do with some other company 
coming along and doing what you can do better, faster, and in a new way. 
 
If you happen to find yourself in this situation or if your company begins to show signs of going 
south, being listed as a corporation ensures that you will be around for quite some time. 
When you have a corporation, you can essentially live forever. It never dies. Some of the 
biggest companies in America have been around for more than ninety years. Look at the Ford 
Motor Car Company. Henry Ford has been dead for over seventy years and the company is still 
around and going strong. So not only is this a form of business immortality, but it is also quite 
conducive to growth. 
 
 
3 - EASIER TO BRAND AND SELL 
 
Because of the above reasons, of a corporation being around forever, it makes the company a 
much more attractive purchase for potential buyers. A corporation is much easier to brand...and 



is also much easier for the public to connect with. This goes beyond simple public consumerism, 
though. It can also play a huge part in the selling of your company down the road. 
 
If you have a business that is thriving, and has done so over a significant amount of time, you 
will likely have any number of potential buyers lined up to buy the name and the brand. This is 
advantageous to the potential buyer because they are buying a proven brand. They do not want 
to start from scratch, struggling to make it out of the bottom. 
 
This isn’t just applicable to large businesses, either. Here’s an example: there’s a great Spanish 
restaurant just down the street from my office. It’s been open for thirty years and has been 
owned and run by two different owners since I’ve been in my office since 2006. The original 
owners had no problem selling because the restraint is well known in the area. The new owners 
were not necessarily buying only a restaurant...they were buying a well-known name and the 
success that helped bolster it. 
 
 
4 - NO LIABILITIES 
 
This one sort of echoes back to the Asset Protection section above. Think about the big, 
impenetrable wall again. Even if you are a company that has racked up $35,000 in credit card 
debt and haven’t paid it all off after your company goes under, the credit card companies can’t 
come after your personal property or accounts. 
 
That’s not to say you should just freely run up credit card debt without being responsible, but as 
a company it is great to have this security behind you. 
 
One more time, let me give you a real life example. Let’s say Jane has an up-and-coming dress 
shop. But things didn’t quite pan out and she had to close up shop after just eight months. But 
the least they had signed for the building was for thirty-six months. Because jane’s company 
was a corporation, she’s protected regardless of the contract. The shopping center cna only 
come after her company for the balance owed. Her personal assets are protected against the 
remaining months on her contract. 
 
 
 
 
 
 
 
 



BUSINESS CARDS 

An Oldie but a Goodie 
 
With social media, smartphones and entire offices going completely digital, no one needs 
business cars anymore, right? 
 
You’d think so, but you’d be wrong. But it is a mindset that seems to be creeping into the overall 
structure and approach of businesses. But as a general rule, it is good to continue to have 
business cards on you at all times. In today’s modern and very electronic-based office settings, 
it may seem silly but there is much more going on behind the exchange of business cards than 
meets the eye. 
 
So why continue to cling to this antiquated method of getting your name out there? Let me tell 
you a quick story. 
 
Not too long ago, I crossed paths with a small business owner. He was a nice enough man, a 
hard working guy that installed tile for a living. IN ourt conversation, I learned that he was 
desperately seeking more business. When I asked him for his business card, he gave me one of 
those plain old boring Vista Print jobs. One-sided, flat, plain, and boring. 
 
I asked him (being a bit of a hard-ass, maybe) if he had a million dollar business. He laughed 
and said “No.” And I explained to him that the road to a million dollar business starts with good 
cards. I then broke down the math for him. He told me that his average project netted him 
around $1,000. I pointed out that good cards in the Miami area would run him around six cents a 
card, which comes out to $60 for one hundred nice, impressive cards. In other words,just one 
box of cards would only cost a small fraction of one of his jobs. 
 
It’s worth it, people. Something so small can say so much about your company and your 
personality. And here’s why you need to take a serious stance on what so many people are 
incorrectly seeing as an antiquated tool. 
 
1 - SIMPLE AND CHEAP ADVERTISEMENT 
 
If you always have a business card in your wallet, pocket, briefcase or portfolio, you are carrying 
around instant marketing. Let’s say you’re a house painter and run into some guy on the 
subway or at the airport. You strike up a conversation and find out that he’s on the hunt for 
someone to paint his condo. Today’s approach would require you to chatter off your number or 
website and hope the stranger will pull out hi phone to type it all down. 



 
But with a business card, you are physically handing him the information. More than that, you’re 
handing him a representation of you and your company. You have just advertised your company 
without engaging in the awkward will-they/won’t they of hoping they will take your information 
down. Really, it’s the best form of advertising you can get because really... who is going to flat 
out refuse a business card? 
 
2 - THEY TEND TO STICK AROUND 
 
Business cards are shaped rather conveniently. They fit securely in your pocket, in most slots in 
wallets, and they make excellent book marks in a pinch. It wasn’t too long ago (okay, who are 
we kidding, it’s been a pretty good stretch ago) when multiple business cards could be found in 
just about any wallet or purse. While this is something that is seen less and less, it does still 
happen. 
 
But even aside from wallets...take a look at an executive’s office the next time you happen to be 
in one. Look on their desk or on their dry-erase or bulletin boards. Chances are you’re going to 
see a few business cards. Sometimes it might not even bee because they are interested in the 
services on the cards; it’s because they were given the card by a peer and hung onto it “just in 
case.” This happens far more than you think...often enough to make it a smart decision to invest 
that tiny little bit of money into keeping a stack of business cards on hand. 
 
 
3 - CREATES AN INSTANT BOND 
 
When you hand someone a business card, there’s a physical interaction. Even if two months 
pass until someone pulls out your card to contact you, there is a connection point between the 
two of you. They will remember meeting you and taking the card based merely on the 
exchange. Even something as simple as "here's my card" is a great way to cement you into their 
minds. It's become an accepted way to basically advertise yourself without being spammy. 
 
Sure, anyone can hand out a business card. It doesn’t take much talent or fortitude. But that’s 
the beauty of it...not many people do it anymore. And you cna use this to your advantage 
because it will be even easier for the customer to remember your face, your company and 
services. 
 
 
Of course, it’s not just enough to simply have a business card. If you are going to stick to this 
old-school approach, you need to do it right. If you want to make sure you stand out in the form 
of a business card, here are some tips you need to consider. 
 

● Your business card should be a representation of your brand. Make sure the colors are 
uniforms with other branding you are utilizing. If you have a logo (and you should!) make 



sure it is on the business card. This is essentially your first impression with a potential 
customer, so make sure it’s a great one! 

 
● Use both sides of the card. Honestly, some might not even notice or pay attention to a 

blank second side. But they will pay attention if there is content on the second side as 
well. Not only does a double-sided business card just look better, it also offers you more 
space to convey more of your message while also opening up the space and eliminating 
cluttered designs on the front. 

 
● Stay away from VistaPrint. Yes, they are widely known for their great deals and 

unbeatable prices. But they can offer those great deals because they skimp on product 
quality and don’t offer the truly eye-catching details that other, more professional printers 
might be able to offer you. Any joker right off the street can go online and order up a 
plain old stack of 500 business cards for $9.99. You need to separate yourself from that. 
You need to keep that Big Company mindset in play in even small things like this and go 
the extra mile to make sure you stand out. 

 
● Make sure the information on your card is current. If you happen to move or get a new 

website, update your business cards right away. If it means eating two or three hundred 
old cards with your old information, that’s just a cost you’ll have to endure. What good is 
handing out dozens of business cards if the information is incorrect? It noy only makes it 
harder for the customer to get in touch with you, but it looks unprofessional as well. 

 
 
 
 
  



Voicemail 

A Message Not Received is a Missed Customer 
 
 
This is one of those areas where you might not think perception could come into play. After all, 
in a world driven by emails and texts, who leaves a voicemail message anymore? 
 
The answer should be: “anyone that calls your number.” 
 
You want to give potential clients a reason to leave a message. You want to lead them to 
believe that if they don’t leave a message for you to respond to, they could be missing out. This 
might take a bit of trickery on your part, but it’s very easy to do. And, if this missed call just 
happens to be this customer’s first impression of your company, you can make sure it’s a very 
good one. 
 
 
1 - KEEPING UP APPEARANCES 
 
First of all, no matter how well spoken you might be, you never want to have your own voice 
greeting a new customer. It may lead some to believe that you wear too many hats and that 
your company is relatively small. If possible, you should have the caller think that the voice they 
are hearing belongs to that of a secretary or receptionist. If you don’t have someone with this 
sort of warm and inviting voice on staff, hire are professional voiceover artist to record it for you.  
 
It might sound like a bit much, but you’d be surprised by how differently potential customers 
respond to this sort of voice asking them to leave a message rather than your own. Not only 
does it lead them to believe that you’re far too busy to handle all the calls that come in, it also 
creates the perception that your company is rather large...large enough to need a receptionist 
and to not be able to field every single call that comes in. 
 
 
2 - KEEP IT SCRIPTED 
 
You want the caller to know that you do care about their call but you also want them to know 
that you are a legitimately busy company. This can be achieved by sticking a script that not only 
makes them feel valued and important, but established yourself as an important business even 
before they have spoken to you. 



There are obviously many ways you can go about doing this, but for the most part, a well 
defined yet brief voicemail greeting can accomplish it. The following example should be exactly 
what you need to get the point across: 
 
“You have reached Awesome Company. We can’t come to the phone right now, as we are busy 
helping other clients. But because your call is very important to us, if you leave a message with 
your name, number, and reason for your call, we will get back to you as soon as possible.”  
 
Stick to that or something very similar, and you’re good to go.  
 
Lastly, you should never simply say that you can’t come to the phone. It sounds like a lazy 
excuse. To some, it may also sound as if you are far too busy. And if the caller thinks you are 
overworked and consistently busy, it might make them less open to working with you. 
 
 
 
3 - BE AVAILABLE 
 
See how the last part of that message above ends with you stating you will call them back? 
Well, you have to always make good on that. If at all possible, return the call within a few hours. 
If you are legitimately too busy to engage in a lengthy call, at least make a courtesy call to 
explain to the caller that you received their message and would like to set aside some time 
when you are both free to speak at length. 
 
You also want to make sure your mailbox is never full. This is just a deal-killer from every angle. 
First of all, it implies that you never check your messages. It makes the client think that even if 
they could leave a message, it would just get buried in the mounds of other messages you 
already have waiting. It also suggests that you are absolutely drowning--that you are so busy 
that you can’t return voicemails, much less find fifteen minutes to speak to them. 
 
 
All in all, the message on your voicemail recording presents more of a first impression than most 
people realize. It can be a great way to build upon your perception and to affect how others see 
you. 
 
 
 
 
  



GOOGLE 
 

How to Use the Most Powerful Tool on the Planet 
 
 
The marketplace is filled with variety and numerous choices--sometimes too many choices. Ever 
since the first business went online, others have followed in its footsteps. Small businesses are 
now more than just the little bakery or tee-shirt shop down the block. Now they exist in the form 
of websites and social media. Similarly, because of the internet, phone books are a thing of the 
past. Google has essentially become the new version of the Yellow Pages...and it’s very 
important that your name stands out among the rest. 
 
For some, this may seem like a daunting fact if you are hoping to really define yourself in a way 
that will make you stand out in a very crowded digital age. But if you know the ins and outs of 
Google, it’s much easier than you might think. 
 
 
1 - Getting a Google Business Account 
 
When you set your business up on Google, it’s detrimental that you make it a business account. 
With a Business Account, you’re offered many huge advantages that others miss out 
on...because they either didn't know about it or were too lazy to put a little extra work in. And 
really, when you’re dealing with Google, they do all the work for you. 
 
With a Google Business account, you essentially have built-in marketing. More than that, it’s a 
public forum where customers and clients can leave reviews and feedback. If you can position 
yourself to be among the top Google search results in your industry or field, the power you wield 
is pretty much limitless. The number of new customers and exposure can literally change the 
way the world sees you. Plus, you get all of that attention and new business with Google doing 
most of the driving, allowing you to put forth more effort elsewhere. 
 
2 - Easy Access 
 
When you have a Google Business Account, everything about your business is out there in one 
easy-to-find-place: your website, phone number, physical address, and even reviews. From that 
one location, clients both existing and new can contact you in many different ways from one 
central place. It makes things convenient not only for you, but for your clients as well. 



You’ll quickly find how beneficial Google can be for your business if you set it all up with a 
watchful eye. However, you have to be careful not to get too comfortable with Google and all of 
the many services it offers. AS we are about to discuss, sometimes Google can make it a little 
too easy on us and without realizing it, we become passive and a little lazy. 
 
 
 
3 - Using Google the Right Way 
 

When you get a Google account, you get a Gmail email address by default. This can be a handy 

tool but it should not be the address you use for your email address. If you adore the Gmail 

setup, there are ways to have your professional business email linked to it, but you should never 

present your company email address as ending with “@gmail.com.” It looks a little 

unprofessional and might give potential clients the impression that you weren’t willing to drop a 

little money on your own domain name or email server. 

Also, you need to know that Google is so well-known for a reason. Did you know that they also 

own YouTube? It’s true. Speaking of which…. 

 

4 - Using Videos 
 

When you sign up for a Google account, you not only get all of the Google Business bells and 

whistles, but you also get access to your own YouTube account...which might be one of the 

most powerful tools available to you. 

Quick...run a Google search on something right now. Anything. You’ll notice right away that 

within the first 2-3 listings that come back to you, there’s a YouTube video. You should take 

note of this, mainly because YouTube is the go-to for research these days--from learning how to 

get a stain out of a shirt to how to start a six-figure business from home. 

What is your business? What is your niche? Whatever it is, you should be enough of an expert 

in it to create a video on that topic. Tell the public what you do and why you are the right person 

to be in that position. But creating  a video, you create an aura of expertise and trust. Take this 

opportunity to educate the world not only on what you and your business does, but let them 

know how it can impact and change their lives. 



Creating a video does more than improve the public’s perception of you, though. It also gives 

you a great opportunity to promote your business. No matter what the video is about, you need 

to always end it with a soft and friendly call to action and letting the viewer know how they can 

get in touch with you. 

Also, you can put the video on your website and link it in just about any social media platform. A 

video can be used as a modern day business card if you know what you’re doing. It creates a 

whole new avenue for potential customers to interact with you. And best of all, YouTube is 

incredibly user friendly. You don’t have to be tech savvy to take advantage of it. 

But the simple matter is that if you want to be viewed as an expert in your field, you seriously 

need to look into making your own video...or even a series of videos. With this form of 

marketing, the sky is truly the limit. 

 

 

 

 

 
 
 
  



EMAIL 

Easy to Use...Easier to Abuse 
 
 
Everyone has an email address these days, and some people are far too reliant on them. 
Whatever your own personal feelings might be towards this, the fcat of the matter is that 
upwards of 90% of communication between customers and clients take place in emails. 
Because of this, true professionals can no longer treat emails as nothing more than a quick and 
effective way to contact clients, family, and friends. 
 
Even with something as simple as your email account, you can continue to shape public 
perception towards you and your company. Below, you’ll find some valuable tips and tricks to 
help you do this, but first let’s take a look at how a typical e-mail interaction usually plays out. 
 
Let’s say you are emailing a potential client, following up rom an initial conversation you had 
recently. You send off the mail after proof-reading it and then wait for a response. Recent 
studies show that emails are typically responded to within 4-6 hours. So let’s say you get a 
response back within five. Your questions are answered in the response and as far as you can 
tell, there’s a chance the client will end up bringing business your way. 
 
Semms good, right? Well, it is...but there were so many missed opportunities there--missed 
opportunities to help you stand out from your competition. 
 
Yes, even in the structure and approach of your email. 
 
1 - No Freebies 
 
Sure, we all want to cut costs wherever we can, but your email address is not one of those 
areas. In many cases, your email address is the first thing people really pay attention to, 
especially if they are trying to contact you online. With so many people out there competing for 
your business, something as small as a unique email address can help. 
 
Stay away from free email services like Gmail or Yahoo. And if you still have an AOL or Hotmail 
account, kill that thing now and start all over. Nothing screams “unprofessional” like a business 
that still had people sending referrals and inquiries to an address ending in anything other than 
their business name. There are many different ways to acquire your own individualized email 
server, some of which cost less than $100 a year. Find the one that works best for you...the one 
that helps you stand out over the competition. 



 
 
2 - Keep It Simple 
No matter what your business name is, keep your email address as simple as possible. If your 
name is Bob and you run a company called Everyday Marketing Solutions for You, you’re going 
to be dealing with a nightmare if your email address is bob@everydaymarketingsolutionsfor you. 
 
Shorten it anyway you can. Use abbreviations, making it bob@emsforyou if you have to. But 
make sure your address is short, brief, and easy to remember. The roe closely related to your 
business you can make it, the better. 
 
 
3 - Bells and Whistles 
 
People that have only a basic understanding of email know enough to send and receive 
messages. But if you own a business, you should really take the time to learn all of the different 
nooks and crannies hiding in the settings of your email service. 
 
First of all, it is always a good idea to add a bit of flair to just about anything associated with 
your company. With emails, this can be done with a simple signature to go along with your mail. 
More often than not, this is simply a small graphic beneath your name, usually with a phone 
number or website URL included--anything to point them back to your business.. It does not 
have to be fancy; it can just be your logo. It should not be too big or too small. Just about every 
email service worth its salt has this feature built-in and can even tell you how big the image 
should be, as well as how to upload the image so that ti automatically loads with each mail you 
send. Even a complete novice can have this done in less than five minutes.  
 
You also need to make sure you understand how to use autoresponders. These are handy tools 
that allow you to set up automated responses to emails that come through when you are away. 
For instance, if you are planning a family vacation and know that you will be away and not able 
to answer emails for several days, an autoresponder can be sent to each person that sends you 
an email, stating that you are away for a few days and will return their mail when you get back. 
This way, they are expecting you to get back to them rather than waiting for any sort of 
response after sending an email, wondering if you even appreciate their interest at all. 
Autoresponders are also great ways to follow up with clients. They can be sent several days 
after an initial correspondence, set to a timer and sent out automatically rather than organically 
generated each and every time. It noy only makes work easier on you, but helps to keep the 
lines of communication with that client open. 
 
 
4 - Back to Basics 
 



Beyond all of these tips and tactics, you also need to remember that even emails are a 
representation of you and your business. Don’t get chatty when communication with clients in 
email conversations. Always keep it professional and on point. Even though it is an electronic 
communication, do not, under any circumstances, respond to clients with slang terms, 
abbreviations, or smiley-faces. 
 
Even in this detached form of communication, you always want to present your best self. Stay 
on point, address the topic of the mail efficiently and without rabbit trails. It is important to 
remember that every email you send is a reflection of you and your company--and even the 
slightest misstep can affect the way others might perceive you. 
 
 
 
 
 
 
 
  



 
 

REMAINING RELEVANT  

How to Stay In Front of Others in a Rapidly Evolving 
Digital World 
 
About thirty years ago, the key to making it as a business involved building a strong list of 
contacts, pouring money into marketing and advertisements, and good old-fashioned “pounding 
the pavement.” 
 
But a lot has changed in the last half century or so. Now, in order for you business to remain 
relevant and always in the mind of the public, you have to think digitally. You can’t have an 
archaic mindset when it comes to technology. You need to not only embrace it, but learn how to 
make it work for you. 
 
1 - Free Advertisement 
 
You can literally be found on Google without spending a penny. Of course, the more money you 
spend to make sure you are found, the better. But the internet makes it simple for people to find 
you without much investment. And it comes down to much more than someone just typing your 
name or your company name into that Google search bar. As we discussed earlier, Google 
allows customers to leave feedback and ratings for other customers to see. But beyond that, 
there are other free listing tools you can use. 
 
Yelp, for example, Yes, I know...some of you may not have heard of Yelp. But if that’s the case, 
you need to learn about it as soon as possible. Any online platform that allows your customers 
to leave reviews and feedback needs to be utilized. And because these services are usually 
free, it is the most cost effective way out there to spread the word about your business. 
Only...here’s the great part...you aren’t doing the spreading. It’s other people, usually clints, that 
are spreading the word for you. And they are doing it 24/7 all around the wodld! 
 
2 - The (Often Confusing) World of Search Engine Optimization 
 
If you want your business website to stand out, you’re going to have to start to understand 
search engine optimization (also known as SEO). You can learn the basics of it on your own, 
but this is typically one area where you[re going to have to shell out some money to get a pro to 
do it. 



In a nutshell, SEO is the creation of keywords that are built into your website. These keywords, 
when used correctly and in the right combination, can ensure that your website will be among 
the first--if not the first--people will see when searching for certain terms that are relevant to your 
industry.  
 
If you are running a commerce-based website SEO can legitimately make or break you. SEO 
makes sure that search engines understand exactly what your website is about (and, similarly, 
what your business is all about) so that it knows to recommend you to the searcher. In other 
words, if you want to remain relevant in a highly competitive digital world, you need to make 
sure your SEO game is on point. 
 
 
3 - Targeting Customers 
 
This plays a bit into the SEO portion above, but to stay relevant in today’s fast-paced business 
world, you have to know how to target your customers. Fortunately, this is yet another area the 
internet has made it very easy to succeed at. First, as we have already seen, there is SEO to 
consider. 
 
But aside from that, there are numerous simple approach you can take to make sure your 
message and content is reaching the people that actually want to hear it. Most of it starts with 
social media. For example, you can use your Twitter account to find people that show an 
interest in your industry. It’s as simple as a few clicks and, depending on your industry, you can 
find as hundreds of potential clients. The same is true of Facebook as well, though shifting 
privacy issues on their platform makes it a bit harder. 
 
One good way to look at it is this: if you have an important message about your business, would 
you rather scream your lungs out from a mountaintop, hoping a few interested parties would 
hear it, or would you rather stand at a podium, addressing a smaller crowd, though each 
member of that crowd is very interested in what your business can offer? You’ll save yourself 
plenty of time and heartache if you narrow your focus down to those that are specifically 
interested in your industry. By targeting your customers in such a way, you eliminate much 
disappointment and empty work. 
 
 
3 - Engage, Engage, Engage 
 
Let’s say a potential customer has easily found your website thanks to your high profile videos 
and your great SEO work. But once they get there, looking for more information, they come 
across your latest entry to your site...and it’s from three years ago. This will automatically raise a 
red flag, making that potential customer assume you’re a little behind on the times. 
Keep this in mind not only as you promote your business vocally, but on social media as well. 
Share links and thoughts on current events within your industry. And every now and then, drop 



a link to some of your own content as well. This not only makes your stand out as an apparent 
expert in your field, but it also gives people the feeling that you are all about engaging with your 
audience. And when you feel personable to them, they are more likely to come to you with their 
business.  



MANAGING YOUR VIRTUAL STOREFRONT 

“Automated” Doesn’t Mean You Get the Day Off 
 
 
We’ve touched quite a bit on automation throughout this book and how it can be a massive 
asset to your business. After all, if the internet is providing certain services for free, why not 
make use of them? The tricky part is to not become too reliant on a digital representation of 
yourself. You should never let your virtual storefront be the end-all be-all of your perception. 
 
But before we get into the pitfalls of becoming too dependant on a virtual storefront, let’s first 
make sure you understand what a virtual storefront is. See, it’s one thing to have a website, but 
a totally different thing to have an effective virtual storefront. Your website needs to be a place 
where potential customers can get in touch with you about anything they have questions about. 
This includes, but is not limited to: 
 

● At least three ways to contact you (social media handles, phone number, email address 
and so on) 

● Videos to explain who you are and what you do 
● Customer reviews 
● A way for them to buy products that takes no more than one mouse-click 
● An “About Us” page 
● Colors and imagery that reflect your brand 

 
When someone visits your online presence, they should feel as if they are legitimately in a 
digital representation of your “store.” Give them a consumer-based experience while also 
making them feel comfortable and not as if they are being bludgeoned with a sales pitch. A 
couple of ways to make sure you get the most out of your virtual storefront are found below but 
don’t be afraid to customize and think outside of the box from time to time. 
 
1 - Accessibility 
 
Like any good store, the customer should be able to easily locate what they are looking for. Be 
sure your storefront and/or website is simple to navigate. Did you know that a 2017 study shows 
that the typical person will only spend about eight seconds on any given website if what they are 
looking for is not easily accessible? 
 
This can usually be achieved by using easy-to-read menu bars or drop-down menus. Whatever 
you choose to do, make sure your site is user friendly, free of clutter, and simple to use. 



 
 
2 - One Stop Shopping 
 
In today’s business world, it’s not enough to be able to provide just a business number and a 
cell number. People expect to be able to reach out to you on any number of social media 
platforms, the three biggest being Facebook, Twitter, and Instagram. Because of this, you 
should have easy-to-find links on your site...usually in the form of badges or icons. 
 
You also want to give customers easy access to your email. Sometimes you might find it helpful 
to have multiple email addresses for them to choose from. This not only gives them more 
options, but it makes your company look bigger, too. Consider having an email address for 
“support”, “info” or “queries.” 
 
3 - Shipping 
 
If your business sells physical goods that will be shipped in the mail, you want to look very 
professional in this area, too. Because of that, I suggest using the UPS store for every shipping 
need. It’s not only a more secure option that ailing things off like normal at the post office, but it 
makes it gives the customer a more secure feeling as well.  
 
It’s one of those things we never really think about until we receive a package, but really...are 
you going to think  better of a company if your item is delivered in a folded and wrinkly USPS 
package or in a nice, firm and well-taken care of UPS package? This is one of the many areas 
where it helps to stand in the customer’s shoes and to try to see things from their perspective. 
 
4 - Know Where to Draw the Line 
 
While it is perfectly fine to offer customers and potential customers access to your social media 
platforms and email addresses, don’t take it any farther than that. You should not under any 
circumstances allow anyone that comes to your virtual storefront your home address. Some 
people even hesitate to supply their personal cell number but this really just comes down to 
personal preference. 
 
When it comes to addresses, though, you want to make sure you do have a reliable physical 
address. But as we have just discussed, it should not be your home address. If you work from 
home and not out of an office, this can be resolved by renting a post-office box from the post 
office. To be honest, in today’s digital world, you may not even use the physical address all that 
much, but it is simply one more thing you can use to your advantage when it comes to how 
people perceive you and your business. 
5 - Look Professional 
 



This should go without saying, but in everything you do, you need to make sure you look 
professional. Most of the time, this simply means not making any careless mistakes. Let me give 
you an example.  
 
Let’s say your site is up and running and it looks great! You’re so excited. But after a few days, 
you start to realize that you aren't getting any emails. You get a few calls here and there, but no 
emails. You sit down and look over your site, making sure the linked email address is easy to 
find. And while you discover that it is indeed simple to find, there is still an error: the email 
address you inserted into the site is wrong. You’ve misspelled your own business name. 
 
This is not only unprofessional and sloppy, but it likely resulted in you missing several emails 
about potential sales or jobs. 
 
These sorts of things happen all of the time. This is why you need to have someone other than 
yourself look over each and every word that goes onto your digital storefront. This is one of the 
reasons I suggested using a short email address earlier in this book. It eliminates the chance of 
mistakes...not only on your end but on the end of any customer trying to get in touch with you as 
well. 
 
A few other small things you can do that add to upping your perception are: 
 

● Try to get you name or business name on everything. Your URL, your email address, 
even your social media handles. As an example, let’s say you just opened up a pizza 
parlor called Buzz Pizza. Your email address should be something like 
info@buzzpizza.com. Your Twitter handle should be @buzzpizza and so on. 
 

● It’s been stated before but needs to be stressed again. Using the baoce example, your 
email address should NEVER end with “aol,” “gmail” or “yahoo.” It screams amateur. 

 
● Make sure your website is mobile friendly. There are some people that use their phones 

for nearly all of their online communications these days. If your site is not mobile friendly, 
it will look ugly and off center on phones and some tablets. 

 
● Offer a newsletter option for your clients. Set aside some time each week to come up 

with interesting content regarding your industry, or even just share some links to news 
articles related to your business. Keeping an open line of communication with your 
customers outside of basic social media exchanges can go a long way and keep you 
fresh in their minds. 
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WRAP UP PERSONAL STORY 
 
 
Like I said at the beginning of this book...I started out from nothing. I was not born into wealth 
and I never had anything handed to me with the exception of a meager job cleaning hotel rooms 
for my family. 
 
Today, I own my own accounting business and average roughly XXX returns a year. I work hard 
and have followed the principles in this book closely over the last XXX years or so. This 
dedication and hard work has made it possible for me to work just 96 days a year. 
 
I decided to write this book because of mistakes I see up-and-comers making on a nearly daily 
basis. I tend to see a lot of these because I am usually travelling around the world to 
conferences and seminars--not only to share what I have learned but to keep learning from 
others. 
 
I’d like to share a story of a recent encounter I had with a man in the airport in Las Vegas. It;s a 
great story that illustrates many of the principles I’ve gone through so far...and how you can get 
them very wrong. 
 
We were waiting to board our plane and started to strike up conversation...nothing serious at all, 
just passing conversation like you sometimes end up doing while waiting in airports. He was 
going to a hardware show and even though I am not particularly interested in that industry, I still 
asked for his business card because it never hurts to make a connection even if it seems like it’s 
not a good fit for your own business or needs. 
 
He handed me his card and I noticed right away that it was a cheap and generic Vistaprint card. 
You can call it profiling if you want, but I instantly saw this man’s business as second-rate. I saw 
him as a man afraid to invest in his business. And if a man is afraid to invest in his 
business...well, what does that say about the business? 
 
And I can promise you that I am not the only person that thinks like this. As a matter of fact, my 
meeting with this man is a key example of why I wrote this book. Small mistakes like that can 
make or break your business...and there’s no sense in it. 
 



Anyway, I asked this man why he chose to use such an inexpensive card. His answer was: 
“Well, no one uses them anymore.” 
 
This was a ridiculous answer because he was handing me one in that very moment...refuting his 
statement completely! Here  he was, about to go to a convention. And do you know the number 
one thing people exchange with one another at conventions and trade shows? That’s 
right...business cards. 
 
He was also making the assumption that all of the low-tech people out there don’t do business 
anymore. But I can point to my wife to prove him wrong. My wife knows her way around a 
computer and pretty much anything internet-related all day, but she still holds on to every 
business card she gets.  
 
She does this so we will have a point of reference whenever we might need something. I 
guarantee you if we had a leak in our plumbing tonight, she’d have at least two business cards 
for local plumbers. And because there’s a point of connection in the exchange of those cards, 
I’d likely call one of them before jumping online to run a Google search. 
 
But let’s go back to this gentleman I met at the airport. I do have to give him credit where it is 
due. He was heading to a show in order to make connections and hopefully grow his business. 
A lot of people don’t understand the importance of attending things like conferences and events. 
It’s about more than networking (though that is a huge part of it); it’s about getting your name 
out there and learning about all of the new ways people within your industry are working. It’s 
about getting in front of trends and making sure you are on the cutting edge of how your 
industry is shifting, changing, and evolving. 
 
Let me give you a real-life example. 
 
Three years ago, I went to a conference in Las Vegas. I learned a few things and met a few 
people and it was, all in all, a good experience. But aside from the lectures and talks, the one 
thing that still stands out to me. It was meeting a fellow named Tim...a man that recommended 
that I go to another event. This was an event I may not have ever heard of but because I had 
gone to this initial event and met new people, I opened up all kinds of other doorways into my 
industry. 
 
So I attended this other event and it was there that I continued to meet more and more new 
people. One of these people was Manny, a man that taught me all about Facebook 
marketing...the single tool that has been responsible for my ability to reach out to thousands of 
people I have neve even met. If I had not gone to that second conference that had been 
recommended by a complete stranger, I may have missed out on this. 
 



Now...yes, this is a great story and an even better illustration on why it’s important to get in front 
of people and to attend events. But I bet you’re asking: just what the hell does all of this have to 
do with the art of perception? 
 
Well, by constantly showing up at conferences and other events, you start to become something 
of a “regular.” People will start to recognize your name and face. If you’re doing it right, people 
will start to look forward to seeing you at these events. And if you’re really doing it right, people 
will want to hear you talk at these events. People will start to think of you as an expert in your 
field. 
 
And if you can get to that level, you have truly started to master the art of perception. 
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