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Seven Steps to Finding the Best Home
Based Business Opportunity for YOU

Thanks for downloading this special report. The information that follows origireathedrom a
series of seven daily emails aimed at helping readers find just the righ¢ssispportunity.

Why seven messages in seven days?

Many of us live in a world where we are overloaded by information, interrupteelliphones,
emails and other people and we find ourselves STARVED for time. Our time is suckechdown t
drain of life by drive-time traffic, family activities, long work hours, aguhiail jobs, endless

emails, surfing the internet and...well, you know what | mean.

When people subscribe to SHBB Digest, they are often looking for something thiat tiets
point and delivers the goods quickly. Chances are they've already spent hours onlngeftoki
reliable information about legitimate business opportunities. They don't waaittfow
information.

However, at the same time, | know if | send people a message that seenos ttogever, they'll
say 'l don't have time right noWw- and never get back to reading my message. So, | send seven
bite-sized ezines in seven days.

Seven days, seven steps to finding the right business opportunity.

The daily messages are nuts-and-bolts information aimed at helping yowagihtlihe clutter,
the hype and the outright lies you’ll encounter in your search for a business opipohianvill

fit you to a tee. And, they go well beyond just valuable information. Some of them require y
to do a little work...in the form of thinking and self-analysis.

Making things happen, watching things happen and wondering what isg¢ppening

The good news is the people who find the right opportunity and turn it into successful bgsinesse
are the kind of people who jump in and make things happen. The other folks, the ones who won’t
bother to do the little bit of work involved here will be watching things happen or wondering
what’s happening. Chances are good they’'ll also be blaming others or canuesbeyond

their control for their failures. I'm assuming you are one of those folks whosnlaigs

happen.

Here’s to you!

Happy reading and happy and fruitful hunting!
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DAY 1

Let's get started right away. During the next six days I'll berrefgto the 80/20 principle and

the "vital few." You may already know about the 80/20 principle, sometimes call80/2@

rule or the Pareto principle. If not, the short story is about 20% of the people, natwes] forc
factors or causes typically produce 80% of the results, effects or outchmeeital few" are

the 20% or so that produce 80% of the outcomes. The 80% that produce 20% of outcomes are
called the "trivial many."

So what's the big deal about the 80/20 principle and the vital few?

In a nutshell, if we can discover or define them we can use them to our advantagel By that
mean if we can find companies, products, services, people, or activities thabagethmvital
few we can focus our attention and efforts on them we can get more of what we wamessv
effort.

Just as important, when we uncover the few things that keep us from succeeding, tinereate
majority of outcomes that we absolutely do not want we can change them or elimemateand
reap huge benefits. Here are just a few ideas about the 80/20 principle and fieg/\thak you
might find helpful.

+ 80% of the successve experience in life come from 20% of our skills or knowledge

« 80% of the satisfactionwe experience comes from 20% of our activities

+ 80% of achievementwill be attained in 20% of the_time

« 80% of the time only produces 20% of the outcomes

« 20% of our time produces 80% of the_outcomesThose small fragments of our time
are much more valuable than all the rest combined.

«  20% of our activities will produce 80% of the most desired outcomes

- 80% our activities, will be of little productive value when it comes to crating a
successful business.

What does this mean to you?

- First, if we are to get the biggest benefits from knowing about "the val few" we
should use that knowledge to embark on a personal quest to become timeddom
revolutionaries. (Mull that idea over. It could grow on you.) Tinkering at the edge
won't produce extraordinary results. Focused action will.

« We should identify the vital few companies, products, services, people, activities
and focus on those like the life of our businesses depends on it. Ittjugght.

« We should identify HOW we are doing the vital few things that produce the rests
we want and perfect them, duplicate them and do more of them.

« We should STOP doing and associating with the trivial many, wherever poss&
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This is a short message, but the tapping power of the vital few could be a big idaakea a
huge difference in your business. Tapping the power of the 80/20 principle can leatadgitey
outcomes far beyond the results produced by everyday efforts. I've includethfoamation
about it at the end of this report.

The business community has known about and used the 80/20 principle for many years. Starting
your own business is serious business and using the 80/20 principle to help make the best
decisions could make a big difference in how well it works out for you

| hope you spend some time thinking about how the vital few can help you do more in less time
and hit the "delete" button on those things that keep you from getting what YOU want out of
life.

#it#

DAY 2

Yesterday we explored the 80/20 principle, the vital few and how they can help yoargeifm
what you want with less effort. Today it's all about YOU. This is a shodagesbut the
answers that you discover here could make it the most important messagesarids.

Finding the right business to partner with and building your own highly successful bistaress
with who you are and understanding what your most valuable strengths are. Mamgally
haven't taken the time to really think about this very deeply.

However, when you consider that the 80/20 principle says 80% of the success wenegperie
life come from 20% our skills or knowledge doesn't it make sense to for us to understand wha
our most important strengths are?

What do you consider your most important strengths?

Does an answer jump into your mind? Maybe you have worked this out for yourself and know
your most important strengths...your personal vital few. Maybe not.

Here's an exercise that you might find interesting and even a litdaliey. I've provides
spacing between the questions for your answers.

Think back to the times when you've really done wében this up to all of your life without
limiting your thinking to your current career or other limiting circumséss.
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What about the last time you really excelled?

Then think about the times before that.

What did those times, or some of them, have in common, were there commeitiastipeople,
places, themes...or what?

What about your activities during those moments of high
achievement? What were you doing that produced those great results?

What do you consider you strongest qualities, emotions, abilities, special skikeowledge?

What parts of you most reflect who you really are, or wish to become?

After considering your answers to the above questions, what do you consider yaupst
important strengths? (Note: Boil this down to no more than THREE most imprtant

strengths.)

Understanding our own most important strengths, your personal vital few, giveshuge head
start in finding or creating a business model that takes will allow you talg¥gour strengths
to get more of what you want from your business.

Day two is where the folks who are serious about finding the solution to their search for
something better buckle their seat belts and get ready for the trip. They thefinselves as
among the vital. few.
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DAY 3

This is the third in the seven messages in seven days. So far we explored the 8026, ihiaci
vital few and how they can help you get more of what you want with less. ff@m we took a
look at your most important strengths.

Today it's all about what you want most from your business. Down the road youfito rough
spots in your business. Everybody does. That's when you'll find it really helpévisit the
reason you started the business in the first place.

What do want the most from having your own business?

Chances are good you are reading this because you completed a form on a Whbsstéorms
often ask what you want from your own business. Often they limit the answersdescboch
as; make more money, quit my job, tax benefits, spend more time with familyd gétebt, be
my own boss, build retirement and so on.

These boilerplate answers reflect what people often say they want fvamy Bebusiness, but
the real reason, the most important things we want from our business sometimeigdigust
beneath the surface. Many times, we don't really know what we want most from our
business....what is most important to us about our business.

Here's an exercise that you may find useful in clearly defining what gstiwant from your
business...another of the vital few for you.

You'll need to write this down. Start with the first thing that comes to mind angiben
guestions.

What do | want the most from my business?

Then write a short statement answerivghat will THAT get me?(This is answer number
two.)
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Next, write a short statement answeriyhat will THAT get me that is even more
important?about answer number two. (This is answer number three.)

Finally, write a short statement answeringhat will THAT get me that is still more
important? (About answer number three.)

Ultimately, you should end up with a thought that can be expressed in one sentenceaifigou c
up with a list of things, boil them down to the most important ones. No more than three things at
the very most.

Please take the time to go through this exercise. I'll refer to "what youth@most from your
business" often in the days to come. Even more important, knowing what you want the most
from your business is will help you sort and sift through the possibilities tastebetter.

Think about this. If you know your own most important strengths well and you know adat y
want the most from having your own business aren't you already well armed whee$ t©
finding a business that is just right for you? I'm betting you will be bettgaped than the vast
majority of people who are looking for a way to improve their lives.

Hit#
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DAY 4

This is the fourth in the seven messages in seven days. So far we explored the 80/2Q principle
the vital few and how they can help you get more of what you want with less €ffert we

took a look at your most important strengths. Day three found us exploring what yomesint
from your business. Now we'll explore some ideas for helping you find a winnirngaogm

The company you keep can determine if you win or lose.

I'm assuming here that you have chosen to partner with a company that wilboegi@vide

the products or services that you choose to represent. Of the thousands of comparmietsl you c
choose to partner with, the 80/20 principle would imply that a very small number of them will be
among the vital few for you.

Finding and partnering with the right company can not only explode your suc@asshitlp
you avoid the heartbreaking failure that results from putting your valuaideaind energy into
the wrong company.

Here are a few key questions to ask about any company you are consideringgnesttime
and energy promoting.

- Is it an established, financially sound company with a successful trackcord and a
good reputation? (This is mission critical stuff because every year over 544,000
small businesses close. That's 1,490 businesses each day. Every busiress a$ a
small business, and the failure rate among startups is startling...to say tlheast.)

« Is the management seasoned, professional and capable of successfullyagarg
explosive growth?

- Do they manufacture and distribute the products or services they prode?

« Is the company is well positioned to successfully market to massivepanding
markets?

- Does the company's business model and relationship with its reentatives
promote mutual success?

« Is the company organized to provide stellar service to end-user consursdrefore,
during and after sales are made?

- Does the company have a clearly defined, believable and sustainable compeit
advantage? (Remember if it sounds too good to be true it probably is.)
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« Are payments, refunds, and customer service handled by the company andtrby
you?

« Are the business functions associated with research, product invemy, order
processing, payments, product returns and refunds, shipping and deligeand
customer service all managed by the company, not by representatives in tied?

« Is this a company you would be proud to represent?

- Is the company a good match for your most important strengths and what you want
most from your business?

Finding a strong, well managed company that manufactures and marketsiankssproducts
or services to end-users the first hurdle in the race to success. If theynf@iét the basic
criteria above, proceed with caution. You may have to do some digging to get thesaonstve
guestions above, but it can prove to be time well spent in finding the right company...and
avoiding the wrong ones.

Hi#

DAY 5

This is the fifth in the seven messages in seven days. So far we explored the 80i{@@ pthec
vital few and how they can help you get more of what you want with less. dff@m we took a
look at your most important strengths. Day three found us exploring what you wantanost fr
your business. On day four we looked at some ideas for finding a winning company,. Today
we'll take one more step in looking for a winning company by evaluating the prodserrices
they provide.

Let's assume you've found a company that appears to be built on a solid foundation, has a
competitive advantage and matches up well with your most valuable strengthsaanew
want the most from your business. Here are some key questions to ask about the produc
services.

- Do the products or services have a genuine competitive advantage?

- Do the products or services appeal to mass markets...are lots of people alrgad
buying products in this category?

« Are the products or services proprietary or exclusive because they aomly available
from the company?

« Are the products or services highly consumable, they are used and repldoaen a
regular basis?
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« Do consumers use and reorder the products or services often...is thereocumented
high reorder rate?

- Do the products or services represent exceptional values to consumargerms of
cost and what the customers get from using them?

« Is there a depth of products that goes well beyond a star product and a few add-
ons?

« Would you be comfortable representing the products or services offerdaly the
company?

« The acid test question...do you think you could "believe in" the products or
services?

- Does representing the products or services match up well with your@st important
strengths and what you want the most from your business?
If the company offers a depth of highly consumable unique or proprietary mass-prackects
or services with significant competitive advantages that's a huge plus...leddlag alert...red
flag alert!
#it#

DAY 6

This is the sixth in the seven messages in seven days. So far we explored the 80(2®, pniec
vital few and how they can help you get more of what you want with less. ff@m we took a
look at your most important strengths. Day three found us exploring what you wantanost fr
your business. On day four we looked at some ideas for finding a winning company. five day
we took one more step in looking for a winning company by evaluating the produatgicese
they provide. Today we'll look at the basic business model, in particular the réigtibasveen
the parent company and the independent contractors who represent it.

The business model can make or break great incomes.

The company's business model defines your earnings potential. It not only detehaw you
will be compensated for your time and effort, it can also set a real-waslilggcon your earnings
potential. It may look like super high or even unlimited income, but out in the real world i
might play out differently.

Here are some questions that will help you decide if the business model wilveibfor you.
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- Do all participants start at the same level; participants are not able to "by in" at a
higher level?

- Does succeeding depend more on duplicable systems than super-stanrspnalities?
(Systems can focus duplicable efforts on the vital few.)

« Is the cost to participate within reach for average people?

« Can you participate and succeed at whatever level of participation you desice can
afford?

« Does the business model encourage participants for working together forutual
success as opposed to treating each other as competitors?

« Can you succeed with this company without needing to get in on the so-called
ground floor?

- Does the business model allow you to generate income on both your efforts ane th
efforts of others?

« Does the business model provide opportunities to earn multiple frostreams of
income?

- Does the business model reward participants for activities that ultnately deliver
value to the end users on an ongoing basis? For instance, the purchase of
consumable products by customers as opposed to the purchase of training evéls.

+ Does the business model match up well with your most important strgths and
what you want most from your business?

While we're exploring the business model, I'd like to take the discussion back to the 80/20
principle again. And besides, the although the questions above are important onesl as | rea
through them they seemed a bit bland to me, so let's get into some juicier questiaikibkp
you put the 80/20 principle to good use.

Subscribe to SHBB Digestwww.appliedmarketinggroup.com/shbbdigest.htm
Call my direct line: 208-362-6611
11




Special Report: 7 Steps to Finding the Best Home Based Business Ogpaity for YOU

Over 80% of the people struggle to achieve 20% of the results while 20% of them &CBieve
of the results...and reap 80% of the rewards. As you move ahead with creating your own
businessfinding and modeling the 20% who get the lion's share of the rewards can make a
HUGE difference in your own success.

« Does the company’s business model make that easy to do?

« 80% of the value you provide to other people comes from 20% or less of what you
do. Can you identify those activities in the business model you are evaluating?da
better, does the company training material include this information.

« 80% of your achievement comes from 20% of the circumstances you are involved
with. Those circumstances involve times, places, people and events. Does
the business model allow you to be involved with those same or similar tim@saces,
people, events or other elements?

+  80% of what you most want comes from 20% of the tactics or behavior that you
employ. Can you employ those same successful tactics or behaviors in theithess
model?

Those are four heavy-duty questions. Few will take the time to think them through aed ans
them. | hope you do. You might find some golden nuggets within the answers. Like one leg on a
three-legged stool, the right business model is just as essential to suchessoagpany and the
products.

The right business model gives all participants an equal opportunity to succeddalonallow
you to focus your time and energy on the vital few activities that will build yocress.
Hit#H

DAY 7

This is the seventh and final message in the seven day series. So far walekpl8(20

principle, the vital few and how they can help you get more of what you wantessgleffort.

Then we took a look at your most important strengths. Day three found us exploring what you
want most from your business. On day four we looked at some ideas for finding a winning
company. On day five we took one more step in looking for a winning company by e@gluatin
the products or services they provide.

Day six found us checking out the basic business model, in particular the relationsieiprbet
the parent company and the independent contractors who represent it. Todayapalib\tire
series by addressing key questions about residual income, and how it is managed by the
company.
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One of the ways we can take advantage of the 80/20 principle and accomplish moreswith le
effort is by creatingeal residual income Especially if we are compensated in the future for
work we do today. Even better, when we can earn income from the efforts of otheas, we
multiply our earnings.

Here are some key questions to ask about the compensation program of the compeay you a
considering as a prospective partner.

- Is the company compensation plan based on the purchase of products orsees by
end-users and not sales to distributors who resell the products?

« Do participants earn residual income from ongoing purchases that custams make
directly from the company (and not from you)?

- Do participants earn residual income from the efforts of other partigpants?

- Are monthly purchase requirements minimal, without the needa buy large
amounts of products or services to "qualify" for the next level of comperation?

« Are real people now earning real residual incomes month after month, i part-
time and full-time efforts?

- Can beginners and established businesses both generate reasoaahtomes for
reasonable efforts?

« Are numerous people now earning significant incomes with reasonablef@fts?

« Do participants to keep all of the business they build because thereeano break-
aways or take-ways?

- Is information about the top performers and what they do to succeed readily
available from the company or the top performers? (Can you copy the best -- the
vital few -- and forget the rest?)

- Are information and ongoing training available to participants that show them low
to maximize their earnings potential?

« Is participant attrition reasonably small because many participants stay wi the
company for long periods of time?

- Is the amount of revenue shared with participants reasonable? (Key cadsrations,
if prices on products or services truly are competitive and the companyg investing
for future survival and growth the amount of money available to the company and
the field representatives must provide ample opportunity for sucas for both

groups.)
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« Are the things you must do to generate income a good match with your most
important strengths and what you want the most from your business?

The compensation plan will ultimately define the size of the reward yourse#iodt the efforts
of your future associates. Fair and reasonable compensation for yotg affdthe efforts of
others will allow you to earn a significant income, especially when reviar@sgforts apply to
the beginner or part-timer as well as the well established and fulpantieipants.

Live long, love life and be well,
Harold Brown

208-362-6611
smarthomebasedbusiness@velocitus.net

P.S. | believe, without reservation that | have found the right company, produatgdsusiodel,
compensation plan and leadership for my business. | invite you to call or email npéote ex
what | do...and see if it would be a good match for you too.

P.P.S.
HitH
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Using the 80/20 principle to get more of what
you want...with less effort

First a little Background...read this if you are serious about setting yoursefree by
exploding your own home-based business.

The world famous business consultant, Dr. J. W. Juran coined the name Pareto principle. He
named it after an eighteenth century Italian economist who discovered that 8mafalth in
Italy was controlled by 20% of the population. The Italian economist was named, BarBr.
Juran called it the Pareto principle.

Dr. Juran, and a huge number of business professionals proved that the same principl@applied t
the entire spectrum of business activities. They foundatingime a process was involved the

Pareto principle was at work. About 20% of the things being done accountedif 80% of

the results.

It applies to quality control, management, production, sales, marketing, custowes, ser
strategy, cost containment, decision making, inventory control, project management
negotiations, and more. The Pareto principle has become widely accepted angalkkihds
of businesses around the world to get and keep a competitive advantage.

For instance in 1963 IBM discovered that about 80 percent of a computer's time is spent in
running about 20 percent of the operating code. IBM rewrote its software to make thesewbs
20 percent faster and more efficient than the competitors machines. TodagrettzepPinciple is

commonly accepted in the manufacture and distribution of computer hardware andesoftwar
alike.

You may have heard about the Pareto principle...uner another name

You may have heard it called tB8/20 ruleor the80/20 principle. The basic premise of the
principle is that 20% of the people, forces, factors or causes typically producef 8@8aesults,
effects or outcomes. It's at work everywhere you look!

Here are some common business examples.

+ In sales 20% of the sales people produce 80% of the sales, profits or both.
In merchandising 20% of the assortment accounts for 80% of the sales.

« 20% of the activities in production create 80% of the quality problems.

«  20% of the work force accounts for 80% of absenteeism.

« 20% of the customers account for 80% of the sales or profits...or both.
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The list could go on and on and on. Everywhere you find a process...a cause, you'll also find the
principle at work. You don't have to look very far to see proof of this all around you. A small
percentage of songs, movies, or books written produce the lion's share of sakssfapnefand
fortune. And, look at the distribution of salaries among professional athletes todag .at ltios

top of the heap, the few whose names are equivalent to national brands earn matimgtimes
average annual income.

If you find 80/20 stuff a little hard to swallow casider these examples...

Here are a few examples given by Richard Koch, authdohef80/20 Principle: The Secret to
Success by Achieving More with Leskiving The 80/20 Way: Work Less, Worry Less,
Succeed More, Enjoy Mor&he 80/20 Individual: How to Build on the 20% of What You do
BestandThe 80/20 Revolution

- In England, 79.8% of the people live in 20.3 of the cities.

« Fewer than 20% of media stars hog more than 80% of the limelight.

« More than 80% of the books sold come from 20% of the authors

« Fewer than 20% of scientists produce over 80% of the scientific bre#tkroughs.

« In 1985 Chinese residents comprised less than 3% of the population afdonesia,
but owned 70% of the wealth. The Chinese are only a third of Malaysia's
population, yet own 95% of the wealth.

« Out of 6,700 languages, 100, just 1.5%, are used by 90% of the world's people

« Over 80% of the wealth created by new companies comes from less than 20% loé t
people starting them.

« 20% of countries, with less than 20% of the world's population, consume 70% a6
energy, 75% of its metals and 85% of its timber.

« Far less than 20% of the Earth's surface produces 80% of its mineral wealth.

« A small percentage of meteorites falling to Earth produce over 80% of the daege.

- Far fewer than 20% of wars produce more than 80% of the casualties.

+ 80% of the baby seals in Alaska that survive come from 20% of the mothers.

« Fewer than 20% of clouds produce 80% of the rain.

« Less than 20% of all recorded music is played more than 80% of the time.

« Fewer than 20% of museum's inventories are on display more than 80% of ¢itime.

« Of investments by successful venture capitalists, 5% provide 55% of cash, 10%
produce 73% and 15% vyield a total of 82%

« Over 80% of food comes from less than far less than 80% of land.

- Biologist Richard Dawkins estimates that all of the species living today cditstes
1% of the species that ever lived on Earth.

Obviously it isn't always exactly 20% of the causes that produce 80% of the outddangse

30% of the causes produce 50%, 60%, 70%, 80%, or 90% of the outcomes. Maybe 5% of the
causes may produce those same percentages of the outcomes. It varies, byeacemtzige of
causes consistently produce a large percentage of the outcomes.
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Dr. Juran called the small percentage of causes the vital few and the remaigicauses the
trivial many.

Unleashing the power of the 80/20 principle lies in two areas:

1. Discovering and using the Vital Few to produce the outcomes we want, while
relegating the Trivial Many to the trash bin, delegating them, or doing them only
when absolutely necessary.

2. Taking a page out of Dr. Juran's quality control playbook, finding the Vital Few
that cause the biggest problems in our lives, the ones blocking our successand
either fixing them or eliminating them.

So, when it comes to creating our own home-based business success,$etteat we can
anticipate...

« Typically, if we do what the majority of people do, 80% of what we really wantd
achieve will be attained in 20% of the time we spend doing things.

« Conversely, 80% of the time will only produce 20% of the desired outcomes.

- Some small fragments of our time, the vital few, are much more valuable thanlal
the rest.

« To really use this to our advantage required that we do something remarkable. If
we are to get the biggest benefits from knowing about "the vital few" wel®uld use
that knowledge to embark on a personal quest to become time-freedom
revolutionaries. (Mull that idea over. It could grow on you.)

- We should identify a company, products, services, opportunities, activitiesd
people that either are the vital few or will help us to be among the vitakfv and
focus our attention on them like the life of our businesses depends enGhances
are...it does.

« We should find out what the top producers, the vital few, are doing to sueed and
model them. We should model the best and forget the rest.

« We should identify how we are doing the things that produce the resultsenwant
(the vital few) and perfect them.

« We should stop doing the trivial many wherever possible. At the least waauld
relegate them to lowest priority and only do those that must be done.

Are YOU ready to tap the power of the vital few to build an extraordinary
home-based business...as your own time-freedom réwtionary?

If you are seriously interested in building an extraordinary home based businessi and y
among the vital few who take action...call me at 208-362-6611.

Live long, love life and be well.

Harold Brown

Subscribe to SHBB Digestwww.appliedmarketinggroup.com/shbbdigest.htm
Call my direct line: 208-362-6611
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