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1.  Your Business – Your Money-Making 

Machine 
Have you got a dream to one day be free from your JOB (Job stands for Just Over Broke) and a boss 

who doesn’t appreciate you – no matter how much you give of yourself? 

What about financial freedom – where you can have passive income straight into your bank account 

without you doing the actual work – even when you are on holiday sipping cocktails on a beach in 

Bali or playing golf at your favourite resort?  

Have you ever desired to provide a great lifestyle for yourself and your family – living in your dream 

mansion to the envy of your neighbours, driving the car you’ve always wanted, giving your kids 

quality education at a private school or just being able to travel twice a year without worrying about 

money? 

Are you sick of not having enough money – living week to week on a pay-check that isn’t even 

enough to pay for immediate expenses leave alone enough to put something aside for a rainy day – 

always in debt and having to pawn your stuff? 

Of course, to live a better lifestyle you need money! 

Now you can wait to win the lotto (stats tell us your chance is one in 14 million), save a percentage 

of your salary if you can afford to sacrifice some essentials (that will take forever given the current 

high cost of living) or hope someone in your family suddenly passes away leaving you a vast fortune 

(unfortunately we don’t all have rich grandpas)  

Your business can make your dreams come true – that is if your business is built for that purpose. 

It all starts with you planning for your future – say you want one million in income every year for the 

rest of your life – how are you going to get that sort of money? Your business can fulfil your goal by 

breaking down how many sales you need per day/per week/per month and what you need to do 

in order to make those sales and the income you deserve 

Or you may want 5 million in 10 years – how are you going to get that money? Your business can 

fulfil your goal if your business achieves its annual targeted sales – then you can sell if for the 

amount you want 

But it all starts by YOU setting personal goals and business goals, then having the uncompromising 

discipline, ferocious hunger for success and a single-minded determination to achieve your goals   

You MUST have a GRAND VISION for your life because without a DREAM and GOAL of EXACTLY – 

Step – By – Step how you will achieve your dreams, you will have a hard time achieving your 

ultimate lifestyle.  

Your Ultimate Vision for your life is the GLUE that will bind you to where you are now to where you 

want to be, and YOUR Business is the vehicle that can take you there! 
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