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Introduction

C ONSIDER THE WINDSHIELD IN your car on a crisp fall 

morning. The dew is thick—not quite frost. You 

could get in and put the car in drive; however, it might be 

a bit dangerous. Windshield wipers, defrosters, and a little 

elbow grease make things a bit safer.

That protector the electronics industry puts on every de-

vice works the same way. Except that sometimes you don’t 

even know it’s there for a while. The television doesn’t 

have as much definition as it did in the store. Your alarm 

clock seems to collect dirt and eventually you can’t get it 

clean. Why does the gaming console have a bubble in the 

cover? Then, a corner of the thin plastic pops up and a 

whole new world lies in front of you as you pull back the 

film.

Unfortunately, too many people have leZ the film on their 

business and their life. They don’t ask why things are blurry 

or even try to pull that tab to see the potential quantum 

leap opportunities that lie beneath to create value. When 

trouble hits, instead of getting rid of the fog that confuses 

their vision, they maintain the status quo or back track. 

Feros can’t grow in the garden of complacency.
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CHAD T. JENKINSvi

One of my favorite accomplishments has been peeling 

back the film on existing business models to reveal true, 

innovative solutions and collaborations for myself and en-

trepreneurs; I simply can’t help it. Removing the film has 

helped me start and grow over thirty-five businesses. Some 

say it’s one of the secrets to my success. Though many 

of the attributes that have led me down this path have 

been part of my nature since birth or instilled in me by 

my upbringing, most can be learned and replicated. I feel 

blessed to be able to help other entrepreneurs become 

Mriction Identifiers who Leverage the Jarket—a much 

more productive and exciting kind of MILJ that begs to 

be removed in most businesses and even some industries, 

though most do not see it.

The thought process necessary to Aust fldd a Fero has 

inspired the core values of all my companies. While other 

businesses have unilateral core values, ours build upon 

one another. They create a ffywheel e®ect like Aim Collins 

describes in his book Good to Great. Every associate in 

our circle has their mind fixed to constantly pursue the 

why, maintain perspective, take ownership, and share the 

win—all for the benefit of creating true value for oth-

ers—the type of value you feel when you open a new 

product from flppleB. flnd the result is AflflF—Aust fldd a 

Fero.

zefore we can truly take the steps necessary to add :eros, 

we must train ourselves to see the opportunities. Until 

we learn to identify the oZen-invisible connections and 
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what could really be made of them, we won’t move in the 

direction of natural curiosity. zut when we do, clarity will 

come, and you’ll see that success is as easy as Aust fldding 

a Fero to what is already there but invisible to most.
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Part One: Confusion
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C 1�����	
Learning to See Through 

the Film

If you can sniff out suffering, you can sniff out 

problems, and if you can solve those problems, 

there is no limit to what you can accomplish.

 —Joe Polish

F IVE BLIND MEN ENTER a room, and someone leads them 

to stand in five different places around an elephant. 

Never having been told about a beast so mighty before, 

each one is asked to tell the group what is in the room 

based on what they feel. One describes a long rough rope 

thicker than any he’d ever felt before. The second tells the 

group that the first man is mistaken, the rope is quite thin 

and frayed at the end. A third man tells the others that 

the object is more like a pillar than a rope, quite sturdy, 

it will hold a massive amount of weight, while the fourth 

describes a holding tank. “It might be excellent for water 

storage,” the blind man remarks. The fiffih had a diflcult 
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time keeping hold of the part he stood closest too. “It 

;utters around,” he says, “I couldn’t really grasp it, but the 

little I touched felt like a thick piece of leather ready to be 

made into a coat. It must be a piece of leather cloth on a 

clothesline.”

All five described their area accurately- however, none 

were correct, and all remained quite confused because 

they didn’t have the full picture.

Many individuals and businesses today exist in a similar 

state of cloudiness and confusion about what real opporz

tunity exists for them. They see only their little piece of the 

world and they evaluate it based on things they know. The 

fact something new might be standing right in front of them 

never crosses their mind, and they miss the magnitude of 

what might be possible if they took what they can see and 

melded it with another’s vision. Though limitless potential 

lies right outside the door, most never venture beyond the 

walls of the familiar.

Caught Up in Convention

One thief of added Seros is the Weven Deadly Uords—We 

have always done it that way.  This phrase has killed 

countless movements, churches, and civic groups. Cnforz

tunately, life gives no exemptions for businesses. Uhen 

entrepreneurs get stuck in conventional value creation, 

growth can’t happen. Even individuals extremely capable 
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of something great can get caught in the mindset of my 

family’s always done it that way.

By the time we hit our teens, nearly every person has 

decided, “I will not become my mother—or father—when 

I grow up.” Two decades later, we realiSe the unthinkable 

happened, there in the mirror we see the gestures, hear the 

words, and wonder how in the world this transpired. 

I was fortunate to have grown up on a farm with a wonderz

ful family, and while I love the outdoors and having a lot of 

space for living, it didn’t take long for me to figure out I was 

not cut out for manually digging post holes and stringing 

barbed wire sixty hours a week. Though I wouldn’t trade 

the work ethic and integrity instilled in me from my parents 

for anything in the world, I quickly began creating a set of 

methods that empowered me to create my own path. 

In his autobiography, Teddy Roosevelt quoted Wquire Bill 

Uidener who said, “Do what you can, with what you have, 

where you are.” I took this to heart. My early realiSation 

that farm living was not the life for me helped me escape 

the we have always done it that way career mentality.

Cnfortunately, too many folks find themselves caught up 

in a conventional existence. They see what worked for 

their family, and they follow that path because it seems 

to set them up for success. Plus, let’s face it, the familiar 

is comfortable. Family legacies, tremendous parents we 

don’t want to let down, and fulfilling a dream someone else 

fashioned all lead to people living less than their best.
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Others get stuck in their hometown or college allegiances. 

They choose their university based on alumni scholarz

ships, then feel obligated to live up to a degree that took a 

big chunk of time and money to complete. Honventional 

thinking pushes them into respectable careers and keeps 

them from looking beyond traditional arenas.

Entrepreneurs in smallz to mediumzsiSed businesses get 

caught on the hamster wheel of conventional thinking. 

Owners think they can’t afford to hire new employees, 

or the person who could do the job the best wants ten 

thousand more a year than they budgeted. Those same 

entrepreneurs think they can run every aspect of the busiz

ness. They end up working long hours with a lot less proz

ductivity than if they had hired the new guy because they 

don’t do it as well as a new person could. ?ow do I knowY 

I used to be that guy. In the first few businesses I started, I 

worked much more than I should have, and affier I began to 

focus on bringing talented people on staff, I saw how much 

better and more eflcient someone giffied in that area could 

be. Fortunately, I’m not that guy anymore. I’ve learned my 

lesson.

Using Blinders the Right Way

2ou may have heard the phrase, “They have blinders on.” 

But if you’ve never been on a farm, you may not underz

stand their true purpose. Owners give racehorses blinders 

so they can’t see the competition or get distracted by the 

crowd. Draffi horses that pull plows and wagons don them 
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for much the same reason. If they see the fun going on 

around them, they will lose their focus. At the track, blindz

ers can mean the difference between first and last place. 

Take the 0168 Wummer Olympics for example. Hhad LeHz

los, the swimming champion from Wouth Africa came out 

on top of Michael Phelps in at least one of the medals, but 

when he chose to focus on Phelps rather than the finish 

line in the twozhundred meter butter;y—a race he’d taken 

from Phelps on two previous occasions—he lost. Perhaps 

if the star athlete had used blinders so he couldn’t see 

Phelps, he could have focused on the finish line. 

I also use blinders- however, I put them on to avoid getz

ting distracted by current conventions. I don’t want to be 

bound to the normal approach to solutions. I’ve found that 

when I use blinders, like the blinders on the horses, I keep 

focused on potential opportunities that many others do 

not see.

Wadly, much of the world has chosen to wear them to block 

friction. They believe the old adage “ignorance is bliss.” 

The previously unheardzof possibilities make them nerz

vous. They’ve grown so comfortable with their little piece 

of the elephant- they don’t want to see the magnificent 

power available if they could imagine the entire beast. 

Blinders eliminate the possibility of outside perspective, 

and the wearer becomes so intent on not upsetting the 

wagon, they can’t see any road except the one that’s been 

walked for so long it’s really more of a rut than a path.
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Blinder folk are like the British Parliament in 6797 calling 

Edison’s new electric lights “unworthy of the attention of 

practical or scientific men” and Ferdinand Folk who in 6K66 

said that airplanes were “interesting scientific toys.”6 Those 

comments seem ludicrous today, but much of the world 

insists on maintaining this kind of mindset when it comes 

to anything new. Cber was called a rogue taxi company in 

011K, and AirBnB started with three guys renting out an 

air mattress in their apartment. It’s easy to find fault with 

innovations that fall outside of convention. But when we 

look at the success of these unlikely endeavors, it should 

make us think again.

Wmall business owners as well as those in the corporate 

world can find themselves dismissing lucrative ideas to 

create unconventional value if they forget to pursue why 

and maintain perspective. The world is changing faster 

than most can handle. Fixation on what worked two years 

ago, over cautious budgeting, and fear of someone stealz

ing ideas kills twentyzfirst century growth. In his book 

Blockchain Life, +ary Oberbrunner points out that over 

the past four decades, the way the world operates has 

morphed.0 Uith the advance of the internet and technoloz

gy, our grandparents’ mentality of selfzsuflciency bringing 

success has moved through an attitude of competition and 

into the realm of collaboration. More and more people are 

beginning to understand there is a clear path to 6=65:.

Cnfortunately, collaboration scares small business owners, 

corporate executives, and even most individuals. Uho can 

©20
23

 S
EEDSPARK



JUST ADD A ZERO 9

I trustY I’ve always managed on my own before, why do I 

need someone else nowY Moving into this arena of unconz

ventional thinking goes against the grain of folks who’ve 

been traveling down the same path for decades.

Every company begins with fresh hopes and dreams. But 

too offien, they start with a very traditional methodology. 

Let’s come up with a product, print ;yers, take out ads, do 

some digital marketing, and copy the strategy of the guy 

down the street. The typical startzup hopes it can beat the 

competition on price, quality, or customer service.

As the enterprise grows, one of two things happens− either 

the owner becomes so busy he, or she doesn’t have time to 

be creative anymore or the company grows to the point a 

board of directors out of touch with the core values takes 

over. In both cases, productive change becomes nonzexz

istent. Innovation gets caught in the wheels of busyness, 

and if modifications happen to occur, they’re random or 

change for the sake of change rather than growth based on 

curiosity about what could be.

The biggest problem is that the owners aren’t doing anyz

thing different. Many businesses become successful with 

a conventional mindset. They’re happy with 0G61 percent 

growth each year. But what if you could add a Sero to that 

thinkingY 

I want more for companies and individuals than a boring, 

conventional, single Sero existence. But too few aren’t 
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naturally wired to think this way and until now there wasn’t 

a go to guide that empowers them to break the mold.

Running from Friction

Ingenuity, originality, and constant adaptations drive sucz

cessful businesses. Uhether it’s an entrepreneur or somez

one entering the job market, most don’t seem to mind 

the extra work a new endeavor requires. At some point, 

though, the rough road gets old. Affier a few years, shouldn’t 

it be smooth sailingY

Wadly, like any road, even if it’s smooth for a while, affier 

it’s been traveled repeatedly, bumps and divots appear. 

Irritation bubbles when everyone sidesteps the potholes 

rather than fixing them.

I suppose if the stress was as obvious as a street that needs 

paved, someone might jump in to do something about it. 

But in business, the annoyance is more like an oil leak in 

a car. Uhen the lubricant gets low, the metal parts create 

friction. The driver who appreciates a finely tuned vehicle 

takes care of the problem immediately. Others, those who 

focus on the funds required to fix the leak or prefer to 

pretend the problem doesn’t exist, simply turn up the radio 

so they can’t hear the tellztale symptoms. 

Likewise, those who notice friction in a business have two 

options. They can either work on a solution or close the 

blinds, so they don’t have to see or hear the chaos. Cnforz

tunately, if you choose option two, friction still controls 
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the situation. 2ou can choose to embrace it or wait until it 

forces you to act. 2our choice will determine whether you 

have exponential success or merely a modicum of progress 

despite the missed opportunity. 

It’s important to further understand that like oil in the car, 

even silencing the friction in the most eflcient manner 

possible won’t stop the irritation forever. In fact, the most 

successful entrepreneurs will testify that the cure for fricz

tion always causes new friction, and those who live in fear 

of the discomfort would rather turn up the radio, put on 

those blinders, and walk the other way.

Most assume any kind of pain must have negative roots, 

but friction arises from a variety of places. Wome obvious 

culprits are infighting, abused employees, supply chain 

issues, cash ;ow turns, undervalued staff, and a lack of 

organiSation. But at least as much friction comes from 

new technology, industry changes and shiffis, welcoming 

innovative staff, and upscaling. Ue need to remember that 

beauty and enjoyment follow the spark created by conz

trolled friction.

Honsider handblown glass or refined gold. Both require 

the  heat  of  a  redzhot  fire  to  reach  perfection.  Even 

sausages cooked over hot coals in a warm house in the 

Arctic are the result of someone putting a little bit of 

friction to good use. Wome, however, refuse to see the good 

that can come from the ;ame.
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I love to emphasiSe the fact that friction produces light. 

In fact, it’s that idea of triboluminescence that forms the 

name of my company, WeedWpark. Uhen we allow friction 

to be the seed for light and the spark for creativity, amaSing 

things happen. 

One organiSation I see creating triboluminescence in toz

day’s world is BDA, the Biotechnology for Wustainable Dez

velopment in Africa Foundation. This group, under the 

leadership of Harole Robert, saw friction in Africa. Milz

lions of people on that continent have been subjected to 

the life of a nomad. BDA gives these people business skills 

and helps them own the land. They become farmers who 

raise African botanicals. BDA creates triboluminescence in 

the lives of the people of Africa by providing avenues for 

“trade, not aid.” Uhen they introduced me to the organiSaz

tion and to Harole, I could immediately see the light they 

were creating from the friction.

‘ood friction in the workplace usually signifies growth. As 

the business begins to expand, managers will have differing 

ideas on how to handle the workload. More customers 

mean service representatives work more hours than they’d 

like for a time. Wtorage becomes a problem, mechanical 

breakdowns happen more offien, and fuses can grow short 

as humans with emotions and personalities have to deal 

with all the change. Larger companies move from havz

ing marvelous ideas inspired by friction identification to 

ignoring the friction and using every resource to protect 
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their entity. Uill you choose to run from the friction or 

embrace it, put on blinders, or investigate every avenueY

Those who run or wear blinders to the real opportunities 

that exist never add Seros. Their conventional thinking 

forces them into the ruts. And when they have to face 

friction, the blinder crowd prefers noise over change. Litz

tle do they know that ignoring the friction doesn’t make 

anything disappear, except perhaps one or even more of 

those potential Seros.

Blinded by Fear and Excuses

Many  times,  the  blinders  of  convention  have  been 

strapped on by the mere thought of competition. The inz

dividuals most blinded will pat themselves on the back for 

their wisdom. They have used all means possible to shut 

out their competitors. ?owever, in nearly every case, if 

they honestly looked at the bigger picture, they would see 

fear kept them in a foxhole when there wasn’t even a battle 

being waged around them.

The competition mindset is the enemy of adding a Sero. 

Rather than looking for opportunities, the competition 

mentality scours the horiSon for adversaries. Honsumed by 

fear, it hoards resources and sti;es growth. This mindset 

says, “I don’t want to lose what I have.” Uhat they don’t 

realiSe is they are losing it littlezbyzlittle by holding on so 

tightly.

©20
23

 S
EEDSPARK



CHAD T. JENKINS14

Anytime we give our emotions permission to take the 

wheel, we’ll act irrationally. And fear is a strong emotion. 

Perhaps you’ve been that person who nearly crashed his 

car when a spider fell from the visor or stepped on the 

pointed side of the rake when she saw a snake. 2ou might 

think those scenarios have nothing to do with careers and 

business- however, when we sanction an emotionzbased 

reality, the result will be just as dangerous.

Fear feeds negativity. It looks at life like a card game and 

calls the hand good or bad before the bidding begins. 

Fear also fuels excuses. Every perceived afront—somez

one else did something to me—causes pessimism to grow. 

A common narrative develops among the blinderzfellowz

ship. “Ue can’t because . . .” “I would, but . . .” “I meant to- 

however, . . .” and one of my favorites, “It’s not my fault.” 

The more a person allows their thoughts to travel down 

the paths of excuses and trepidation, the more fear and 

negativity grow.

Wince the early 6K11s, scientists have studied the way 

the brain processes information. The Institute for ?uman 

OptimiSation shares that “the human brain is constantly 

evolving, not just through time, but through our own lifez

times. The brain you’re born with is not the brain you end 

up with.” The author of the article goes on to say, “The 

same systems that rezorganiSe your brain to crave exercise 

can also create negative thought patterns and habits that 

wreak havoc on your life. Honstantly thinking negatively 

about yourself creates a neuron pathway for this behavior. 
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The more you engage in negative selfztalk, the deeper 

that pathway runs, the neurons that 3fire together, wire 

together,’ and it becomes a habit.”Z 

One hundred years’ worth of studies tell us that it doesn’t 

take long for our minds to begin to believe our own exz

cuses and negative talk. Every fearful conclusion or excuse 

literally creates pathways in our brain that convince us our 

thoughts are valid. They give us permission to make the 

next excuse or avoid future friction. Negative firing neuz

rons take over and hatch more negative firing brain cells 

until we can’t see opportunities because they’re hidden 

behind all the reasons we could never move forward. Fear 

begets fear, and a fearzfilled brain cannot add Seros.

Restoring the Art of Collaboration

?umans began collaborating at the dawn of civiliSation. 

Early hunter gatherers began experimenting with seeds 

to produce plants with greater nutritional yield. Native 

Americans share stories of how their ancestors protected 

the wild animals so the animals would provide meat for 

their tribes. Lyricists found composers- poets searched for 

artists.

The acronym for Just Add a éero is JAAé, and jaSS music 

is a tremendous example of the Just Add a éero philosoz

phy. Cnlike symphonic compositions with their consistent, 

predictable scores and occasional extemporaneous solos, 

jaSS musicians constantly look for ways to improve upon 
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the harmonies. Even the melody line is fair game when a 

soloist takes their turn. The riffs and occasional discord 

have given the genre a distinct sound, and only small secz

tions of the improvs are ever reproduced.

Most musicians give us the perfect picture of collaboraz

tion. Only those in orchestras and marching bands comz

pete for parts and seats. The rest of the musical world 

turns those competitors into collaborators. JaSS ensemz

bles, blues bands, bluegrass players, and more invite even 

amateur musicians to sit in. They understand that each 

instrument adding its unique sound along with the musiz

cians’ ability to hear notes not written creates new beautiz

ful arrangements and onezofzazkind compositions.

Uorking together to create something better isn’t a new 

concept, but it’s one that began to wane as greed and lack 

of trust crept in. Uith the emergence of the industrial revz

olution, trust levels deteriorated further. Machines began 

replacing humans, inventors started securing patents to 

avoid having their ideas stolen, and individuals decided 

to become more selfzsuflcient. Two centuries later, even 

the front porch mentality of the early 6K11s has nearly 

disappeared.

As the world shrinks and costs rise, those who want to 

thrive have discovered it’s time to restore the art of workz

ing together. But this requires a reset of those neuron 

transmitters. Ue have to rewire the scarcity mindset and 

turn it into an abundance mentality. Entrepreneurs who 

want to succeed must begin to reevaluate their territoz
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rial fears. People who add Seros know that these fears 

and excuses for avoiding collaboration make for smallzball 

thinking.

I love to help companies and individuals move into the 

big leagues. In the minor leagues, WinglezA thinkers watch 

the competition pass them by. A major league mindset 

asks, “?ow can I fix the friction and then add a Sero 

by helping my competition fix the same frictionY” The 

WinglezA mentality focuses on hiding their customer list 

and masking intellectual property. Major leaguers know 

that spending energy worrying about things like that wears 

away at their margins. These prozball thinkers understand 

that the WinglezA processes aimed at keeping a tight hold 

chokes profits and washes away opportunity little by little 

like small waves licking sandstones.

Better Is Infinite

Over the next few chapters, 

I  hope  to  open  your  eyes 

to another perspective about 

how you and your business 

or businesses can run more 

effectively  and  win  in  the 

twentyzfirst century. Perhaps 

you’ll  discover ways life in 

general can benefit from the 

Add a éero mindset. One of the greatest myths that Just 

Adding A éero breaks is the concept of limits. People 
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who believe that customer lists, ideas, and numbers have 

maximum capacities begin to hoard their assets and ideas 

like grain in the middle of a worldwide drought. Limits 

don’t allow us to share or expand. They keep us in boxes.

Businesses miss the Seros when they refuse to see the 

possibilities available if they’d just take off the blinders. 

Individuals find themselves stuck when they start to think 

their ideas will never be heard or they’ve already reached 

their maximum earning potential. But what if you could 

add a Sero to any and every aspect of your lifeY

Narrowzminded thinking limits added Seros to the realm of 

finances- however, when you apply the JAAé methodology 

to your health or time, the quality of your relationships, 

the way you do business, the reach of your nonzprofit, the 

number of people you serve, or any area you can imagine, 

you’ll find the sky is the limit.

Cnfortunately, though the possibilities truly are endless, 

the adages have become so clich' no one believes them 

anymore. Wo, let me give you a new phrase—better is infiz

nite.

2ou see, I’m not what you would call a “better way” guy. 

I’m a “way better way” guy. This ideology underpins my 

company, WeedWpark. I could create a solution that makes 

things better. But why would I do that if I could make it 

a quantum leap betterY Every time we solve a problem, it 

creates ripples. A great solution will be felt throughout the 

entire organiSation. Uhile one area celebrates the success, 
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other areas feel the impact. And sometimes, those feelz

ing the repercussions don’t consider them positive. The 

friction created by whatever made things better in the 

first area presents an opportunity to make something else 

greater. It4s a neverzending spiral with exciting implicaz

tions if you’re willing to take the leap. Everything you crez

ate, everything you learn, can catapult you into something 

else better. In my case, it’s added a couple doSen other 

businesses to the WeedWpark umbrella.

I’ve discovered I’m wired a bit differently than most. I see 

unique patterns and trends and instantaneously connect 

in unconventional ways to create exponential outcomes. 

One of my highly respected friends, Lee Brower, offien 

says that while I hear the same things others hear, I see 

things no one else does. Never do I accomplish a task 

and say, “Uell, that’s done.” Variables that I can’t control 

abound. I may have resolved an issue for the moment, 

but things are constantly in motion all around the world. 

Womeone in ?ong +ong has a product innovation, and now 

my solution can create even more value when combined 

with the mindset to see that as a possible collaboration. 

New things will always be created that allow me to take 

“better” to “exceptional.”

Don’t worry, I understand that not everyone visualiSes 

things the way I do. Wometimes I think I’m a little craSy 

because of the way I process information to create value. 

But I love sharing the JAAé framework with those who 

want to leap forward but don’t have a dominant occipital 
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lobe like mine. Almost anyone can learn to use natural 

curiosity to their advantage if they are willing to adjust 

their mindset.

Additionally, I believe everyone on the planet has genius 

inside of them. 2ou may not do physics or solve string 

theory, but genius is not limited to science and math labs. 

Over the years, I’ve analySed the way my brain works and 

used the process to create my own ;ywheel of, as Jim 

Hollins puts it, “proven methodologies for unconventional 

thinking that leads to unconventional results.”( I want to 

help you discover your genius by sharing WeedWpark’s Flyz

wheel. Uhen you learn to remove the FILM, Just Add a 

éero, and create ‘rowth through Hollaboration, you will 

be unstoppable. 

It’s time to remove the film of convention through Friction 

Identification and Leveraging the Market )FILMT. The riffs 

we create as we add new notes to life may cause discord 

for just a moment, but the result will be as wonderful 

as a sonata that’s never been heard before. Let’s journey 

together as we examine your past, present, and future from 

a different perspective to take off the blinders, move out of 

a conventional existence, and start adding Seros to all your 

endeavors.©20
23
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Pursue the Why

The one real object of education is to leave a 

person in the condition of continually asking 

questions.

—Bishop Mandell Crieghton

I  COULDN’T HAVE BEEN more than nine when I realized 

roughly how much money my father made that year. 

My brain immediately began to do the reverse math, by 

month, by week, and by day. . . By the time I took it back 

to his hourly wage, I thought, there’s no way anyone will 

ever pay me that much. Without even realizing it, I started 

looking into the future—wondering, planning, and pushing 

my curiosity into overdrive. What can I do to make as 

much as my dad? What do I have that I can use to create 

value for others? Though I didn’t understand economics 

or paychecks, I realized my father must be providing some 

serious sort of value to the people who paid him for his 

time. It scared me to think I might need to make that 

much to live, and what if I wanted to do more? I started 
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to consider what kind of value I’d need to bring if I wanted 

to add a zero to my father’s annual earnings. I figured if I 

wanted to make that kind of money, I’d have to learn to 

create immense value too. And though I didn’t know it at 

the time, Just Add a Zero was born.

From that moment on, my internal wiring began searching 

for ways to add exponential value to businesses, processes, 

and even products. Each time I found a problem or came 

up with something creative, I automatically thought, How 

can I make this bigger? My mind looked for a way to make 

it ten times better. Pushed by that thinking, sometimes 

my idea grew by four or eight times rather than the ten 

I’d planned for. Still, the growth was never disappointing 

because it was always bigger and better than when the 

adventure began. 

Each of us is born with an instinctive curiosity. Babies just 

naturally love to learn. Few consider the fact that the basis 

of their hunger for knowledge comes from looking into the 

future. Think about all the times you answered a toddler 

who asked what if and why.

When the little guy pulls the laundry basket down on top 

of him, his curiosity has gotten the best of him. The wheels 

in his tiny brain begin to turn when he sees a stray piece 

of cloth. What will happen if I pull that? When the whole 

thing comes crashing down, he learns something about 

future planning.
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A burnt finger starts with the question What if I touch that 

iron? And the reward of a cookie teaches him that saying 

please can instigate a pleasant ending. With every curious 

adventure, little ones build a mental database of future 

potential.

I never outgrew that state of natural curiosity, and I can’t 

decide if my stubbornness drives my curiosity, or they in-

teract the other way around. I’m pretty sure the two create 

another sort of flywheel—curiosity breeds stubbornness 

and stubbornness triggers my curiosity. When I enter a 

room, I consider the layout and ask why. Why does a 

waitress have four tables in those areas of the restaurant? 

Why did the engineers who designed the bridge add those 

supports? Why did they put the door in that way? I don’t 

question their abilities or ideas, I’m genuinely inquisitive. 

And my stubbornness won’t accept just any answer. I need 

a verifiable reason that makes sense. Without that piece of 

information, my curiosity turns into problem solving, and 

my mind begins to investigate ways to make the future of 

the dilemma better—way better.

Start with the Future

Every zero I ever added for myself or other entrepreneurs 

started by looking into the future. I didn’t even realize 

future thinking was part of my process during my first few 

ventures; however, two simple questions, why and what if, 

have been pressing me to think bigger and find solutions 

that create massive value for as long as I can remember. 
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This hit warp speed when I began to engage with Strategic 

Coach®. Dan Sullivan is a genius with a Unique Ability® 

to reshape the way you think about your thinking.5 While 

my brain naturally works in line with Dan’s training, he has 

given me a toolset to multiply my Unique Ability® and add 

a zero for everyone I work with. 

As I started considering ways to 

create value for others and per-

haps make a few dollars in the 

process, I discovered my first 

collaborative business. My fa-

ther greatly enjoys riding hors-

es.  This  allowed me to begin 

riding even before I could walk. 

And by the time I was six or eight, I accompanied my dad 

to at least three horse auctions every week. We traveled 

up to ninety-minutes affer school to get to the sale barns. 

It didn’t take long for me to see an opportunity.

Natural curiosity caused me to consider why some horses 

brought a higher price than others. As soon as I understood 

that watching a young rider easily handle a horse, rather 

than what they assumed was a more experienced adult, 

impressed potential buyers, I started oGering my services 

to the owners and other horse traders. A horse that doesn’t 

need broken and listens to an inexperienced rider invites 

more bids. Affer I discovered I could make a little money 

riding one horse, I looked for and found my first way to add 

a zero.
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Those owners and traders decided my small fee was more 

than reasonable for the potentially increased revenue. If 

I’d been more business savvy at the time, I would have 

asked for a percentage of the sales. But even at ten or 

twenty dollars a horse, I netted more zeros in very short 

period than most fiffh graders could make in one year.

Over the next few years, I found myself imagining ways to 

create value and help solve every problem I encountered. 

When I got older and started to contemplate how my brain 

worked, I realized my subconscious constantly digs deeper 

into what my eyes see and ears hear, and I found myself 

thinking, Why does this work that way? and How can I 

reconfigure all the facts and resources and create a bigger 

outcome for someone else and myself ?

Maybe my extensive time with horses helped me look 

closer at what can be and further honed my skills at a 

young age. I spent a great deal of time with those silent 

beasts. Only a horse lover will understand how much they 

communicate without saying a word. Working with them 

emphasized the fact that (od gave us four inputs and only 

one output, and it’s important to use them proportionately. 

So, as I cared for the farm’s gentle giants, I learned the art 

of truly listening for the sake of understanding, not simply 

to reply. Additionally, grooming, riding, and prepping for 

sales gave me plenty of alone time to ponder all the ways 

to make the future better. 

My dad and I were glued at the hip during those years. 

Naturally, I ended up being there when he talked to other 
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businesspeople and friends. Looking back, I realize the 

listening skill the horses taught me gave me a head start 

on the road to success. Humans instinctively size up the 

things around them, so as my dad conversed with other 

businessmen and horsemen, my brain soared into dou-

ble-time sizing them up. That one had a nice truck; this 

one had better horses; a third just bought a new horse 

trailer. And the last guy—even at ten, I wondered, Why 

does it seem like he’s out to lunch? I knew I didn’t want 

to be guy number four when I grew up no matter what it 

took. And watching them made me wonder what made the 

diGerence between the first three and the last. Like the 

horses, I didn’t speak, but I stayed hyper-vigilant, always 

pursuing why and maintaining perspective to truly learn 

and understand. The contrast pushed my curiosity into 

high gear, and I started asking myself, How did they earn 

enough money to buy those nice things? I didn’t know it 

then, but that passion for discovery was worth way more 

than time spent in a conventional classroom. 

By my early teens, natural curiosity motivated me to learn 

how to maximize the impact of a mower to reduce the 

time required to cut a field. I also learned to take those 

same resources and combine them to provide value to 

others with my very first company, Chad’s (eneral Ser-

vices )C(S“, where I leveraged resources at my fingertips 

and focused on mowing bank-owned outparcels for future 

development. It caused me to constantly ask questions 

and find answers. Like a toddler exploring the world, I 
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soaked in every bit of information presented to me with 

the understanding it would be helpful in the future.

Molding Perspective

Every day presents opportunities to embrace and change 

our reality. The ability to shiff your perspective begins in 

the way you think about problems. Two toddlers burn their 

fingers on hot coals. One learned not to touch the red and 

white remnants; the other vows never to go near another 

campfire. So, while the first child enjoys s’mores as a teen, 

the other misses out on the fun. The only diGerence is the 

perspective.

Adults, older siblings, and cousins shape most of those 

three-year-olds’ viewpoints. When parents make excuses 

for their children, bail them out every time they make a 

mistake, or constantly overreact to minor mishaps, that 

response becomes instilled in the children. They begin to 

view curiosity as a painful thing instead of a method to 

move ahead in life. On the other hand, dads and moms 

who blow oG boo-boos and refuse to pass along their own 

fears and insecurities can produce oGspring whose natural 

curiosity grows beyond that of their peers.

Even without parental coaching, some people’s natural 

curiosity succumbs to the tyrant of fear. But that fear mind-

set can be reset. It takes work and begins by looking and 

listening. Problems abound, and each of us has the giffs and 

abilities to take care of more than we think. Adding a zero 
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begins by always looking for solutions and maintaining an 

”I can already do thatR attitude.

When I started riding those horses at the sale barns, I 

couldn’t buy a horse. I didn’t even have a pony to sell. But 

a collaboration mindset opened the door to endless pos-

sibilities. I suppose it helped that eight-year-olds seldom 

focus on what can’t be done. In my case, the opportunity 

looked as obvious as a billboard with blinking lights plant-

ed in my front yard, and the solution seemed simple. I had 

no idea curiosity drove me or that true collaborative value 

creation was my passion.

Today, I use this principle on a little larger scale. Qather 

than looking for ways to change the outcome of an af-

ternoon or using my natural curiosity to learn random 

skills that may or may not be useful in the future, I picture 

and plan for the realities that exist for entrepreneurs and 

industries all over the world. And not simply for today, 

but five, ten, fiffeen, or twenty years down the road. And 

perhaps one of my greatest assets is the curiosity of the 

eight-year-old that still lives deep inside.

When I work with others to help them discover ways to 

change their mindset and begin to leverage the Just Add 

a Zero value-creation methods themselves, I encourage 

them to start with a blank sheet of paper and list things 

they know to be facts about their business, team, situa-

tion, opportunities, and even their obstacles. Dan Sullivan 

presents The Q-Factor Yuestion®, ”If we were having this 

discussion three years from today, and you were looking 
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back over those three years, what has to have happened 

in your life, both personally and professionally, for you to 

feel happy with your progress?R I love to begin with that 

scenario. This question is brilliant and so impactful to get 

what’s deep inside to come to the surface. 

I invite entrepreneurs I meet with for the first time to 

choose a specific future date, and then I walk them to the 

date exposing ways to add zero’s along the way.

I ask questions regarding the future of their personal life, 

and we extrapolate the things that are important to them. 

We write down targets, the things that will get them there.

  What will your professional life look like?

  Where will your children be?

  What does your bank account look like?

Some people need to set specific dates before they de-

cide the what, others assign dates to the list affer they’ve 

written it all down. Either way, the list needs a timeline to 

help your brain see each item as truly achievable. And the 

beautiful thing about this process is that even if we don’t 

meet the goal, we’re still further ahead than if we hadn’t 

tried.

Achieving the goal isn’t nearly as important as believing 

the goal is achievable. Without that change in mindset, we 

can’t focus on the steps we need to take to reach the next 

milestone. ffiour mindset is paramount.
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Looking at the future as a realm of possibility begins to shiff 

the mindset and opens the doors of curiosity. In order to 

move into the future on that piece of paper, we ask, ”What 

if?R

  What if I started my own supply business and lever-

aged a collaboration partner who already has re-

sources and the same routes to deliver to serve my 

need and my competitors for less?

  What if I created an app that connected buyers and 

sellers in my industry and sold my current business?

  What if I started a school to train aspiring indi-

viduals to enter my industry to resolve the sta:ng 

shortage?

The what ifs go on and on, and with each one, our brains 

have to change focus until finally we’re forced to restate 

the facts. This enables you to see the real potential of em-

bracing your current friction to unlock all you ever wanted. 

I call this Identifying the Connection of seemingly Abstract 

Adjacent Lateral Patterns or iCAALP. By envisioning these 

facts and patterns as moving laterally and letting curiosity 

see ways for them intersect, you will offen find them way 

more valuable than their separated state. This collabora-

tion is at the heart of the Just Add A Zero thinking.
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Leverage What’s Between the Facts

Most people think facts are a 

definitive obstacle in our futur-

istic adventure. And while this 

concept isn’t entirely wrong, the 

true  deterrent  is  the  way we 

look at those facts, and more 

importantly, the connection be-

tween those facts. Qemember 

the examples above that outlined two perspectives that 

produced two completely diGerent outcomes. What if you 

could train your brain to see both the future and the pre-

sent as you can the past? Considering both to create the 

best outcome possible is the essence of JAAZ. 

If we consider our list of what might happen in the future, 

it’s easy to start naming all the reasons why it will never 

work. I’m not a poker player; however, I know how people 

look at cards. As soon as the hands are dealt, each player 

starts his assessment. One person thinks, This is a lousy 

hand. The guy across the table has the same variety of 

suits and numbers. The fact is both players have bad hands; 

however, the second player restates the facts2 This is a 

horrible hand. But if everyone has a hand this bad, my 

odds increase. Plus, if I can keep my composure, I might 

be able to convince the rest of them I’m sitting good cards 

long enough to get a better card in the next flop. Champion 
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players don’t accept the facts at face value; they restate 

them as opportunities.

Most of us have experienced lunches in which the coGee 

was the highlight of the meeting. Complaints that fol-

low these seemingly useless encounters abound; however, 

even the most distasteful meeting has potential when you 

restate the facts. (ranted, you may decline the next sixteen 

invitations from that guy. But if you take the details of the 

meeting and peel back the onion, or recast the facts, you 

may find an opportunity to change your life.

Meeting with less successful and unengaging businesspeo-

ple can quickly show you voids in their industries. Many 

of these kinds of leaders can’t see the forest for the trees 

because they’re doing things the way they’ve always been 

done, yielding only the standard, or less than standard, out-

comes that have always been. These are ripe for JAAZ. By 

restating the facts and pursuing the connections that exist 

between the facts, you can create exponential value. It’s 

even possible to develop a recurring business model to fill 

the hole. This less than inspirational leader then becomes 

your first collaboration partner, and others in his industry 

will appreciate your innovation. When we take the ”what’s 

required mindsetR and transform it into an opportunistic 

mindset, we add zeros with every FILM removal and lever-

aging of existing markets.

All over the world, fear paralyzes—fear of the unknown, 

fear of letting someone down, and fear of failure or looking 

foolish. The entire world shiffs ninety degrees when we 
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adjust our perspective and restate our facts. ”That will 

never happenR changes to ”What will it take to make it hap-

pen?R Fear of losing a paycheck turns into finding creative 

and beneficial ways to save and budget for the company 

that at the same time allows us to forge ahead.

Looking at the true facts enables us to understand the 

exact variables without the emotion. Then we can use 

logic and association to determine the best way each could 

connect to create a bigger future for everyone involved. 

Qestating the facts is the first step in transforming perspec-

tive. In its earliest stages, you will begin to see yourself 

diverging from the status quo. Everyone else is gathering in 

the pool of conventional thinking. ffiou, on the other hand, 

as you continue to apply this mindset, will stand alone. It 

may seem like a lonely place until you begin to reap the 

benefits. Then others will want to follow you.

Qestating  the  facts  creates 

thought  leaders  with  bigger 

margins. While everyone else 

operates  conventionally,  the 

person who gives  the  facts  a 

positive spin moves into an en-

tirely new dimension gobbling 

up their market share. Though 

everyone starts on the same playing field, with the same 

friction and the same facts, someone who doesn’t allow the 

facts to be excuses becomes the person who delivers more 

value with better margins. People who embrace the facts 
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and use them to their advantage mint a new system. They 

can use this system to not only increase volume, but also 

name their price because they have the only solution—all 

based on what looked like hopeless facts. I am offen heard 

saying that looking backwards, every time I did not like the 

rules, I changed the game.

Friction Identification

One of the biggest diGerences between people who add 

zeros and those who become complacent with the existing 

conditions is the way they deal with friction.

Friction is unavoidable. It exists everywhere, and like the 

film on your electronics, some choose to ignore it or work 

around it. Others who haven’t learned its value put friction 

in a negative light; however, friction has been the mother 

of some of the most tremendous value creation inventions. 

Smelly human waste inspired outhouses, then flush toilets, 

and ultimately a huge opportunity for one of my com-

panies—we placed QFID tracking systems on large waste 

containers in 1!! cities across the US to track and shape 

the behavior of individuals’ recycling. The tedious time it 

took to travel created wheels, then engines, then airplanes. 

But none of it would have happened if someone hadn’t 

asked the questions. What if we harnessed the wind? Why 

can’t we use steam as a propellent? How would it aGect the 

quality of life if water were more readily available?
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I see friction as potential because every obstacle creates 

opportunity. Elon Musk saw friction in the space industry. 

Spaceships are expensive. He asked the questions. Why do 

they cost so much? What can we do to make them more 

aGordable? How will this benefit all of humankind? And the 

first privately owned liquid-fueled re-usable rocket was 

born.

However, most people tend to begin their friction identifi-

cation in a diGerent vein than Musk building a rocket. Peo-

ple discontented with their current position offen don’t 

understand that looking at the simplest things makes all the 

diGerence. They think a move to a new field or company 

will provide peace. But before we make drastic changes, 

we should start by looking for friction right where we are. 

For example, a businessman working in loss mitigation at 

the bank feels trapped. He wants out; however, rather than 

make a big move, I would encourage him to start to look 

for friction in his department. Because he’s on the inside, 

he will be able to identify the problems better than anyone 

else. Plus, if he finds friction in his department, it will likely 

be applicable to other departments and other banks he 

connects with in his daily work. Now, he has relief in his 

job as well as the potential for his own company. And if 

he chooses to become entrepreneurial, he already has a 

relationship with his first prospective client—his current 

bossK

Boredom and stagnation cause folks to feel like they want 

to make career moves. However, before you pull up stakes, 
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I recommend you look for problems )of course, I call them 

opportunities“ and leverage the tools you find in this book 

to identify solutions. Friction identification means oppor-

tunity identification. If you can start where you are and 

identify friction, you may discover you’ll create enough ad-

venture to make the job more interesting, and most likely 

get a promotion, or at minimum, a raise. On the other hand, 

you might end up starting your own consultation company 

with clients built in. But you will miss both if you don’t 

start where you are. Obviously, you can move to another 

company and hit the reset button, but offen you simply 

add risk and forgo the real opportunity and investments 

you have already made. Practice JAAZ first, you will not 

be sorry.

Unfortunately, too many people don’t get inquisitive. One 

person works in the manufacturing industry for twenty 

years and he feels like he is dying a slow, painful death. 

He has no idea how to escape. Another person feels stuck. 

She focused on her kids and job for so long, she lost her 

identity. Neither tries to see the friction, let alone look for 

ways to overcome it. 

Those who keep sinking in the mire of the friction could 

be more like Allyson Downey or 0yla Dahrling. They prove 

that friction identification becomes the catalyst for inven-

tions, solutions, and eliminating competition. 

Allyson Downey worked as a Wall Street Banker until her 

first child was on the way. When the company sidelined 

her, she created a successful line of baby gear and uses her 
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personal network to create mutually beneficial collabora-

tions. 

0yla Dahrling had to choose between her career and her 

children when the pharmaceutical company she worked 

for wouldn’t allow her to work part-time. She chose her 

children and started a business called Tiny Trucker Com-

pany. One of her company’s goals is to provide part-time 

employment for parents who want to focus on raising a 

family.5 

Qather than run from or ignore the friction, people who 

experience adding zeros keep an eye out for it. It’s most 

offen at the center of their innovations and a core driver 

behind their continued success. In every conversation I 

have with business leaders, I look for the friction in their 

industry or their company. And, the good thing is, you 

don’t have to pry. Most folks like to share their friction as 

complaints, creating a treasure trove for me and those who 

have a Qemove the Film and Just Add a Zero mindset. If we 

chat long enough, problems will surface as opportunities 

to remove the film. Then I apply JAAZ to enable me to find 

solutions.

As you can likely already see, friction identification oGers 

job security and client retention because the solution for 

friction and growth will naturally create more friction, 

giving you more opportunities to add exponential value. 

Embracing the friction and understanding how it works 

turns each innovation into a never-ending adventure full 

of opportunity and value creation.
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Always Pursue the Why

I spent my first thirty-five years believing the secret to 

getting ahead was being smarter, working harder, starting 

earlier, and laboring longer. Some would call it a farming 

mentality. ffiou won’t find many young people with as good 

a work ethic as the teen who spent summers in the hay 

field. But as you may have gathered by now, something 

inside of me asked, Why? What’s the purpose in working 

harder? What does my future look like if I labor less and 

focus on creating more value?

Don’t get me wrong, I believe in hard work and gaining 

knowledge; however, I’m also naturally driven to find ways 

to create more value with less eGort. I don’t just want to 

labor longer; I want a much larger return for the energy I 

expend. That’s why I wouldn’t trade natural curiosity for 

anything in the world.

At some point, it dawned on me that billions of people 

live and have lived on this planet, and that most likely 

means that whatever I’m doing someone else has probably 

already done or at least tried before. Plus, there’s a good 

chance they wrote down some of what they learned. Nat-

ural curiosity asked, ”What if I could read about someone 

else’s mistakes and avoid them? Then I could just make 

new mistakes.R

So, I began reading everything I could get my hands on. 

Today, I read about two books a week, listen to countless 
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podcasts, and spend plenty of time learning on ffiouTube 

and (PT, or as I like to call it, ”modern-day college,R to 

expand my knowledge at a rate never before attainable. 

Natural curiosity allows me to consume a lot of data, and 

my wiring enables me to run it through a myriad of options 

to discover the best way to leverage what I have learned 

to create value not seen before. By examining what’s been 

done before and exploring what can be, I can apply it to 

whatever I find myself involved in now or in the future. The 

knowledge my curious nature soaks up creates a database 

of information that puts me at a tremendous advantage. 

For instance, in one of my earlier businesses, I was for-

tunate to be able to witness firsthand over one thou-

sand businesses’ value and operational diGerences. Look-

ing back, this time period gave me a crash course that 

equated to a masters education when combined with my 

natural curiosity and pursue why mindset. 

I constantly asked myself ques-

tions.  For  instance,  why  did 

one landscaper who served the 

same clients do so much bet-

ter  than  another  landscaper? 

And what drives the consistent 

growth of this residential ser-

vice company. Anyone can pro-

vide such service, but these guys are getting it rightK 

One national home builder applied Just Add a Zero think-

ing to facilitate outfitting new hires with all their commu-
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nications needs in a unique fashion during the first day’s 

onboarding. Affer many renditions of Qemoving the FILM, 

we integrated a comprehensive solution that included one 

of my firms handling their needs across the entire south-

east. This value proposition combined the best of our two 

organizations for a true win-win. The first ninety days ef-

fectiveness numbers for new team members increased by 

54 percent, and team satisfaction increased !44 percent.

The national home builder wanted to create a competi-

tive advantage as they increased sales and expanded their 

market. My team dug deeper by pursuing the why. We un-

covered the impact of having the new associates outfitted, 

trained, and ready on day one. By making this a priority, 

the company set a welcoming tone for each new hire. 

Additionally, they sent the message that the organization 

expected them to begin creating value the first day by 

providing the right tool set. My organization customized 

their training, provided contact inclusion, and gave them 

all the components to empower each new associate to 

hit the ground running. This program grew our recurring 

revenue by 64 percent while facilitating a smooth initial 

first impression with our collaborator’s new associate. Af-

ter a number of years, I am happy to report that many of 

those associates now run their own organizations in the 

industry, and I am fortunate to still be doing business with 

many of them. Pursuing the why with natural or intentional 

curiosity to look beyond the immediate request can have 

life changing impacts to both parties.
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By leading with the mindset of Qemoving the FILM, I 

have a constant focus that results in making it easy to 

do business with my companies. When I started one of 

my technology-based businesses, I encountered those two 

landscapers I mentioned above. I personally visited both 

on a regular basis, but I made sure I arrived at the more 

successful landscaper’s o:ce before 3274 a.m. because 

that’s the time his crews leff every morning. The second 

landscaper’s trucks pulled out about $2!5 a.m., and some 

didn’t leave the lot until $274 a.m. I immediately realized 

these guys were going to hit tra:c. By analyzing the time 

they would spend sitting in tra:c and estimating their 

average salary, the number of guys in the truck, and the 

production impact, I surmised this customer’s later start 

cost him approximately '!.$ million each year. He counted 

on me to manage his team’s communication tools, not 

his margin or production; however, my natural curiosity 

helped him increase his profit, and it made him want to do 

more business with me.

During my first year in the mobile technology business, I 

never traveled outside the belt loop of Charlotte, North 

Carolina, still, I put nearly one hundred thousand miles 

on my vehicle distributing mobile communication devices. 

And with each visit, natural curiosity set in consuming 

the good, the bad, and the ugly for my customers. Why 

does this company excel? Why is this national homebuilder 

expanding and this other one losing people? Why is this 

company affected by the market? Why does this business 

thrive during a recession? 
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In  the  spirit  of  Just  Add  A Zero,  during  the  second 

year,  I  put  over  twenty  vehicles  on  the  road  with 

routes  like  ice  cream  trucks—one  for  each  produc-

tion neighborhood—servicing each builder, landscaper, 

roofer, plumber, etc. 

Casting the Vision

Asking why allows us to dig deeper and understand the 

facts at a root level, which empowers us to look into the fu-

ture to see the real possibilities others would say are invis-

ible to the masses. It’s not easy for everyone. Many times, 

it’s as simple as seeing how two things connect—facts 

about a business, people in the industry, and even ideas 

that look as though they have no overlap. I recently talked 

to a bookkeeping franchisor outside of San Diego about 

this strategy. He heard me say just add a zero, but the 

methodology seemed abstract to him. He didn’t see how 

his business could possibly use this philosophy.

I encouraged him to write down two or three things that 

he would like to see happen that seem completely dis-

connected. Then I challenged him to think about what it 

would look like if those two things came together. What 

would be the outcome? When we do that, even the mind 

that doesn’t naturally see a means to connect them will 

begin to find ways to make them work together. I also 

encouraged him to think bigger to envision those connec-

tions with the much larger magnitude of outcomes that 

present themselves when connecting seemingly abstract 
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facts and resources. And with that realization, envisioning 

a new future begins—a future with possibilities of adding 

zeros. 

When I read Driven by Douglas Brackmann, PHD and 

Qandy 0elley, MBA, I had major revelations about myself. 

From the first page, I felt as though the author described 

me as if he’d met me. He talks about Navy Seals, extreme 

athletes, and entrepreneurs and how we are wired a bit 

diGerently than the rest of the world. I have what he calls 

a hunter brain, a person who wakes up every morning 

chasing the lion.3

My occipital lobe seems to work overtime. That’s the back 

section of your brain, and though it’s the smallest part, 

we need it to process visual signals the retina sends. It 

processes shapes, textures, colors, and distance. Addition-

ally, it’s the place that remembers faces and what the room 

looks like. Everyone, even a blind person, counts on the 

occipital lobe to maneuver through life. For those who are 

sight impaired, the occipital lobe creates pictures based on 

sounds and touch. It helps the blind as well as the sighted 

navigate in the dark by creating images for us even when 

we can’t see. 

Studies show that as much as humans would like to believe 

they can multitask, it’s impossible. On the other hand, you 

can multi-think. As my eyes and ears take in information, 

my occipital lobe visualizes every byte—yes, even what I 

hear. I think with the back part of my brain; therefore, I 

have a constant influx of vision. Then my occipital lobe 
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transfers the information to my frontal lobe, the part of the 

brain with executive function. I begin to contemplate and 

reason and then associate the new information with things 

I’ve learned in the past. Some of this previous information 

seems useless to the average individual, but I learned long 

ago that every experience has value. The forward section 

of my brain runs all these associations and forms thousands 

upon thousands of connections revealing the abundance 

of potential that exists in whomever or whatever I’m con-

versing with or about.

It/s not something I can keep from happening. It’s just 

the way my brain is wired. If I’m reading, having a con-

versation, or listening to a speaker, I’m also searching for 

friction and thinking about how I can add a zero to those 

facts. In every engagement, my occipital lobe scans for 

opportunities to connect the most abstract things. I worry 

some people might think it’s rude that I find snags and 

shortfalls they weren’t even looking for. But as I focus on 

the person I’m talking to and their business, I can see the 

innate power within them and their company, as well as 

the things I can connect to that power and the outcome 

from them in real time. And as I see the zeros, I must share 

them. 

Add-a-zero thinking helps me ask the right questions 

when I help others try to expand their endeavors. Noth-

ing peaks a person’s curiosity more than when I begin to 

talk in the exponential. I can see their business and their 

plans one hundred times bigger, and when I begin to ask 
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the questions that lay the foundation of that added zero 

mindset, I grab their attention. Envisioning a future with 

that extra zero fuels my questions and allows me to help 

them build the framework to solve their dilemma and see 

increase faster than they imagined.

How Anyone Can Pursue the Why

While curiosity comes naturally to me, anyone with a drive 

to add zeros can develop it. I’ve turned this methodolo-

gy into a course available at SeedSpark.com9growth-ac

ademy. SeedSpark (rowth Academy was born because I 

believe so strongly these skills can be learned and should 

be passed on. Students are not only trained in Qemoving 

FILM and the JAAZ methodology, but they are also re-

quired to mentor the next friction seeker they find. 

Curiosity will grow with every question you ask. Some may 

use the excuse that they don’t have any education. But I 

embrace the fact I have little conventional higher educa-

tion. In fact, my college experience is limited to a single 

semester. Everything I know has come to me through 

natural curiosity and intentionally listening. Access to in-

formation is limitless in today’s world; there’s more than 

a good chance the only thing holding you back is mindset 

and a clear path for execution. 

My least favorite parental phrase is ”because I said so.R 

ffiou’ll hear exasperated moms and dads speak it frequently, 

but when those few words get thrown around casually, 
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they can stifle natural curiosity. Some children have the 

ability so deeply ingrained that they continually ask ques-

tions. The barrage of inquisitiveness causes outsiders to 

laugh and parents to pull their hair out. For me, I love it. I 

challenge my teams and my daughters to always find three 

more questions and to truly seek to understand before 

judging or solving. 

To pursue the why, it’s vital to return to a Columbo level 

of questioning. The late !S34’s detective always had one 

more question. By the final question, he knew the answer 

and had solved the mystery, yet he still asked it. ffiou don’t 

even need to speak the questions; it’s enough to allow 

them to tumble around in your brain while you remain 

vigilant in looking for the answer. But asking the questions 

and continuing to ask until the most unrelated facts work 

together is essential. 

When you pursue the why and log the answers in your 

brain, you will spot the diGerences that will enable you to 

be better today than you were yesterday. Those questions 

will empower you to find the friction and uncover possible 

connections resulting in bigger outcomes.

(o back to that blank piece of paper I mentioned earlier 

in the chapter. Create your list of things you want to do 

or have. Then add dates to your list. When would you like 

those things to happen? Next begin asking the questions. 

What stands in your way? What if you connected with 

someone? Who do you know that can help you? Where 

could you look for help? How did someone else make that 
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happen? Why do you want it? Why should you have it? And 

the most important question—What’s sitting right in front 

of me that, if I connect it to something else right in front 

of me, can impact the outcome exponentially and possibly 

have a domino eGect in creating the outcome I want?

Include things on your list that seem completely opposite 

one another, then sleep on it. Use your brain’s natural 

ability and the power of your subconscious to work while 

you rest to give you great ideas and answer your deepest 

questions. And if your brain begins to make excuses or tell 

you why you can’t, restate the facts.

One key to allowing your natural curiosity to kick in is to 

enter every situation as if you know nothing about what’s 

going on. I’m invited to help add zeros to businesses and 

individuals’ lives each day all over the planet. Even if I have 

a great deal of awareness regarding the industry or type of 

company, I begin from the standpoint of not knowing any-

thing. I challenge myself to see everything through a new 

set of eyes and envision the business ten times bigger than 

it is now. That view of the future then fuels my question. 

My future-based questions pique their curiosity and offen 

spurs their own natural curiosity, so they learn to ask the 

right questions. 

People who successfully Pursue Why are lifelong learners. 

They read or listen to books, articles, podcasts, and more. 

If you want to train your brain in this skill, find subjects that 

interest you. Then take notes, learn from other’s mistakes, 

and find a way to let the material transform your thinking. 
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Even recognizing given information won’t work for your 

situation can be a valuable lesson if you’ll accept it.

ffiou’ll also want to re-evaluate everything you previous-

ly considered useless information or wasted experiences. 

Every part of your past, even the unpleasant experiences, 

holds valuable data that has the potential to tie into fric-

tion and give you a unique perspective and an equally 

anomalous solution. A dear friend of mine, Dr. Nik from 

Toronto, Ontario, helps highly successful entrepreneurs 

develop a mindset that will allow them to reach beyond 

high performance. He has taught me a lot about my ability 

to re-frame past challenges and resources and embrace 

them from a new perspective. This thinking takes us from 

a what was done to me to a what was done for me mindset. 

His work on facilitating breakthroughs and helping people 

reach their full potential is astounding. 

The key is to use your natural curiosity to spot diGerences, 

then logging that information for later use. When you con-

stantly look for new data and always save it for tomorrow, 

you begin to see every interaction as a future opportunity 

to create value for others. ffiou’ll also begin to develop an 

attitude that sees every person as someone you can learn 

from.

Constantly identifying friction and reshaping your mindset 

into a questioning, fact stating, future thinking mentality 

will set you on the path to the next step in our process of 

adding zeros.
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Maintain Perspective

If you change the way you look at things, the 

things you look at change.

—Wayne Dyer

I  STARTED MAKING CONNECTIONS in that sale barn before 

I turned nine, opening the door to meeting horse en-

thusiasts who needed a trainer for their horse. So, for a 

monthly fee, I got to do what I love to do—hang out with 

the horses and train them for other owners. Pretty soon, I 

started trading, buying, and selling horses, all thanks to my 

Dad.

During these early years, I learned how to see life from 

my customer’s perspective. I saw their problems and op-

portunities, and considered how those headaches made 

them feel. Sometimes I identified the friction in their ideas 

before they did. Every time I successfully solved one per-

son’s problem, I saw a new one and moved forward. This 

ability to take on my customer’s perspective eliminated my 
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competition—not because I put them out of business. I 

had no competition because no one looked at things the 

way I did. My mind doesn’t begin with a product or service 

to sell. Instead, I view everything from a value creation 

perspective. And if perchance someone else had already 

developed this mindset, there’s a good chance we would 

start working together and serving each other.

The first big payoff for one of those connections came just 

aUer I turned eighteen.

During high school, I participated in team roping all over 

the BS and did pretty well. Ly the time I graduated, I had 

won the finals four years in a row as well as many regional 

and even a few nationals. In the summer of my eighteenth 

year, I traveled to the Bnited States Team Roping Cham-

pionship in Guthrie, Oklahoma. We were competing at the 

za“y E, one of the most famous indoor rodeo arenas in the 

Bnited States, when my dad called early one morning.

HFey Chad, you remember that guy from ?ort Mill you sold 

that pony to a few years back ”Y

HThe guy who bought it for his twelve-year-old daughter” 

xeah, what’s he up to”Y

HWell, he started this store that sells western clothing and 

Purina feed, and he is struggling. Fe’s looking to sell it. I 

thought you and I might want to buy it.Y

On that day, I just wanted to finish well in the national 

finals, but when I returned to Charlotte, we met with the 
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man and structured a deal. Lefore I knew it, I had sold 

the general services company, started paying siffi hundred 

dollars a month to rent a small store building on a very high 

tra:c corner, and Dad and I owned a feed and western 

shop not far from North Carolina’s largest city.

Through the Eyes of the Customer

Too oUen, profit margins drive 

a business’s inventory and pric-

ing as well  as their practices. 

zet’s face it, even a non-prof-

it must make enough money to 

pay the staff. Fowever, when we 

fall into the trap of what’s in it 

for me and forget to see what 

the business looks like through the eyes of the customer, 

we set ourselves up for failure. Always rememberq the only 

thing that matters is how other people see their future and 

how you can help them with that future.

I knew for my new endeavor to succeed, I needed to 

put myself in my patrons’ shoes. What do they perceive 

as complications” Problems can seem insurmountable. I 

prefer to look at them as friction, because friction has a 

solution—a little lubricant, a bit of effort, and the friction 

can be conJuered, at least until the neffit wave of friction 

hits.
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?irst, I recogni“ed that people who buy feed and western 

wear need things like cattle gates and panels. Plus, those 

horse guys all have livestock trailers, utility trailers, and 

dump trailers. That means they all need hitches and wiring 

to accommodate the brakes on their trucks. So, to reduce 

their friction, and thanks to a dear friend who has passed, 

I learned how to install heavy duty hitches and wiring. 

Ed flamieson was the CEO of a chemical company. And 

though he didn’t need the money, he collaborated with me 

and taught me how to install gooseneck trailer hitches and 

brake controllers. Fe had the eJuipment and the knowl-

edge, and I had the determination and the customers. AUer 

working all day, he and I would be in his garage until nine 

or ten o’clock taking care of vehicles so they could pull 

those brand-new trailers. 

The property I rented sat on a busy corner just a half hour 

from Charlotte, and we’d attracted enough business that 

folks looked our way when they passed by. So, when a lady 

I knew needed to sell a trailer, she called. HChad, I buy 

all my feed from you, and I notice there’s a lot of tra:c 

that passes by your place. I have this trailer I don’t need 

anymore. Do you think it would be too much trouble to 

sell it for me”Y

I stopped by her house the neffit morning, picked up the 

horse trailer, and pulled it onto the store lot. It was a 

beautiful, sunny day, and by evening, I’d sold it for the 

amount she wanted plus a few hundred dollars to keep for 
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myself. It seemed like adding horse trailers to the inventory 

made sense.

I’d only attended college for a few months, and the subject 

of how car dealers and other big ticket inventory places 

could afford their merchandise never came up. Lut I was 

determined to figure out how to get horse trailers on my 

lot. Within a year, my store had a million and a half dol-

lars’ worth of ;oor-plan or front-end inventory. In other 

words, I connected with horse trailer manufacturers and 

distributors who collaborated with large banks to facilitate 

;oor-plan inventory. In short, I put a small down payment 

on each trailer, had them sit on my lot interest free for a 

period, then either sold them or paid interest on them until 

they sold. Fello, inventory management. 

Natural curiosity and maintaining the perspective of my 

clients pushed me to effiplore ways to help horsemen 

who needed bigger trailers and better eJuipment for their 

farms. I reali“ed that farmers, especially horse guys, need 

financing to move to the neffit level in their field. Forses are 

a huge effipense, and only a handful win those large purses 

at the rodeos and horse shows. So, I connected with banks 

that would allow me to offer financing to horsemen ready 

to purchase my new inventory, and then I added a leasing 

option. ?rom their perspective, a trip to the bank takes up 

valuable time. Ly solving their problem, I added a “ero in 

my column. I also got my first taste of recurring revenue. 

This has proven to pay me so many dividends. I took this 
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knowledge and started a leasing company to support my 

GPS tracking business later. 

While we generally start our search for friction within our 

own company, there is tremendous value in looking at 

those you serve. When we take a closer look at why those 

we serve are thinking about terminating our contract or 

changing services, we might discover the biggest problem 

is we aren’t listening. When we lose our customers’ per-

spectives, we will lose their trust and their business.

Connecting the Future to the Past

Adding “eros begins by envi-

sioning the future, but it builds 

on what we know from the past. 

Maintaining perspective means 

remembering how we got where 

to where we are today. Those 

lessons I learned in my twenties 

never lose significance.

When I look backwards, I see horses, horse trailers, feed, 

tack, Neffitel, IT, soUware, data center, leasing, investment 

firm, GPS, real estate, self-storage, general construction, 

and more. My job is connecting the dots to find the com-

mon thread in those disconnected areas. What’s been the 

one common thread throughout the years” In my case, it’s 

been my better is infinite mindset and desire to create and 

provide value. This means every day and every business 
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has become an opportunity that transcends business mod-

els. It’s not about the businessV it’s about the value you 

create inside the business. Zalue adds “eros.

Each of those whys we asked as we considered our future 

were formed in our past. To effipand effiponentially, we have 

to look at where we came from. Fow did I get here” Why 

have we done it this way” When you take those answers 

and apply the value component, you change the game. 

Fow can I take what I’ve learned and create even more 

value”

The past has the potential to teach us ama“ing things. Our 

mistakes, and the mistakes of others, if we let them, help us 

make adjustments that will improve the value we provide. 

And remembering what has worked gives us a founda-

tion to build on. Danger sets in when we let past success 

convince us we don’t need to do anything as we move 

into the future. The film of complacency and elevating the 

status Juo kill even the most profitable businesses and stall 

promising careers.

On the other hand, if we allow the perspective of our past 

to be the catalyst for our natural curiosity, the possibilities 

are endless.

?or instance, I hear many people describe past effiperi-

ences as wastes of time. Fave you considered the differ-

ence the effiperience can make if you look at it from a 

different perspective” I never allow myself to view even 

the most negative effiperiences as a waste. Would I ever do 

©20
23

 S
EEDSPARK



CHAD T. JENKINS58

that again” Probably not. I’ve already done it. Nevertheless, 

when I put my natural curiosity to work on that tiny piece 

of my past marvelous things transpire. Either I find a valu-

able lesson, develop a cool new system, or I learn what not 

to do in the future. The only difference between me and 

the person who has wasted his time is our perspective.

Changing our Perspective

When we effiamine the obsta-

cles, we oUen find more emo-

tions than actual problems. Fow 

a person makes us feel turns into 

an efficuse for a poor reaction 

or inaction. Anffiiety, stress, even 

love for our family and friends 

can appear to stand in the way of 

our list of future endeavors. And sometimes the roadblocks 

are real.

HI don’t have the finances to make that happen.Y

HThat other person stands between me and that position.Y

HA pandemic shut down the world.Y

Embrace the interference. Even in the case of emotional 

disturbance, in order to move ahead, we have to own the 

obstacle and then figure out how to get around it. We 

literally change the problem.
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We all have emotions. Fumans are driven by wants, needs, 

fear, and greed, but when we separate the facts from those 

elements, we can isolate the effiact variables and then log-

ically effiplore the best way to apply those variables to 

our situation or begin to see how the facts play together. 

Immediately, a new mindset begins to develop. It may 

take a while for a total transformationV however, by simply 

restating the data, you’ll see a divergence from the status 

Juo.

Constantly returning to that principle of restating the facts 

for their authentic effipression will go a long way in helping 

maintain the proper perspective. ?or instance, we live in a 

world where everything is done to us.

HFe ran into me.Y

HShe made me drop everything.Y

HMy manager fired me.Y

One word transforms the mindset. Instead of living in the 

realm of what was done to me, those who add “eros effiist 

in a world of what was done for me.

HFe ran into meY becomes HI am glad we bumped into 

each other. Otherwise, I would have never found my neffit 

collaboration partner.Y

HShe made me drop everythingY turns into HI would have 

never seen those numbers combine that way to create this 

whole new product.Y
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HMy manager fired meY morphs to HWithout my last man-

ager letting me go, I’d never have started this company.Y

With this new perspective, we see ourselves move ahead, 

and as we continue to apply this new pattern, we enjoy an 

entirely new outlook.

Building on Friction

Maintaining perspective allows you to build on the friction 

you identified as you pursued the why. Intentionally seeing 

the opportunity from each party’s perspective—both im-

mediate and long term and, most specifically, how it affects 

each business—empowers you to communicate at a higher 

level and build trust. Plus, when you ask yourself, HFow 

does the customer or client feel and how does this change 

their perspective”Y you begin to be able to provide value 

above and beyond your competition. In fact, as I said in the 

beginning of this chapter, they aren’t really competition 

anymore. xou have changed the game and allowed yourself 

to write your own rules. Refreshing and rewarding for you, 

your team, and your customers or clients—not to mention 

considerably more profitable. 

Each team member has the potential to build on friction 

identification and leverage their own market to create 

value. Whatever causes you the most deep-seated pain 

will reveal the friction that needs your attention. And af-

ter identifying that friction worthy of your attention, you 

may ask yourself a couple Juestions. Does this affect only 
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me, my department, or my company” Or does this also 

affect others—those in the same department, the same 

si“e company, or same industry” As you begin to get yes 

aUer yes, your efficitement should be building. xou may 

have just found the path to your neffit xou. With every af-

firmative, value builds and your depth of market deepens, 

allowing you to create value for even more businesses and 

individuals. Ly finding the solution to the most frustrating 

part of your job with flAA( thinking, you can turn your 

team, your company, every similar company in your city 

or state—possibly the entire industry—into clients.  

In order to become this type of person, you have to shiU 

your perspective to one that goes beyond a mere employee 

to someone who recogni“es and solves friction. Those 

who maintain a why-based perspective constantly ask, 

HFow does this affect, feel and impact everyone involved”Y 

This level of value creation reJuires you to consider all 

perspectives.  

The same thing happens when that employee searches for 

friction in clients’ companies. I get efficited when a team 

member comes to me with this type of RT? )Remove the 

?IzM® opportunity. Felping create new entrepreneurs is 

one of my greatest pleasures. 

Lecoming  hyper-aware  of  everything  that’s  going  on 

around you allows you to identify the friction and embrace 

it to create value others can’t or don’t want to see. xou 

can grow to the point of forecasting the friction. )Sidenoteq 

If you get this good at seeing friction and Juantifying the 
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market, you may have to slow it down. This can raise a lot 

of eyebrows in conventional boardrooms.® The solution to 

the friction will always cause more friction. Ly keeping an 

eye out for it, you can get ahead of it and turn into the 

person that people want to follow. Regardless of your role, 

if you continually search for answers, you can eventually 

name your price and become an industry leader or creator. 

And who knows, you might even go global or, as in Elon 

Musk’s case, to space.

In addition to maintaining perspective in the realm of 

friction, I encourage our staff to go beyond just seeing what 

our clients see. I want them to consider how our actions 

make clients and vendors feel, and then dig deeper to find 

out why they feel that way. Does it have something to 

do with their past” Did something I said accidentally hit 

a nerve” zooking beyond the bare facts builds empathy 

and relationship. It makes people want to keep working 

with you long aUer the current business transaction. I oUen 

say out loud, until robots do business with robots, you are 

much better off studying the human side of business. 

Keeping my clients’ perspective in view provided me the 

opportunity to build effiponentially on friction from the 

beginning. While building the Neffitel phones distributor 

business, I continued to look for friction beyond my own 

business. I noticed that one problem I faced was applicable 

to many businesses. Everyone’s mobile bills were all over 

the board. I began tracking the cost per user per month and 

discovered that the bills inconsistent and incorrect. That’s 
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when I applied RT? and flAA(. I created a new service and, 

ultimately, a new business audited mobile invoices each 

month. 

Zery soon, I had to apply RT? and employ flAA( again 

when this new company scaled to the point it created a 

new kind of friction. I needed to build a team to serve my 

growing client list, and the conventional hire, train, repeat 

method couldn’t keep up with the demand. This friction 

and my entree into the IT business had opened my eyes to 

the capabilities of custom soUware. Applying RT? sent me 

searching for a few Whos to help me create an application 

to assist in auditing the wireless bills and keeping up with 

the demand this flust Add a (ero business created.  

AUer a couple of interviews and some long nights writ-

ing the business logic to save millions on those cellular 

bills, I found my Whos. Though, instead of hiring them to 

create only this soUware, I decided to create a soUware 

business—another flust Add A (ero result. 

The thinking that drove me to find a solution for the fric-

tion was frighteningly similar to many of my clients in the 

wireless business. LlackLerryE was gaining popularity, and 

I had recently signed a deal with SPRINTE and Llackberry 

to create the first LlackberryE Store in the world. )xes, I’m 

aware how that ages me.® This ability to create apps gave 

me an insight to friction in other businesses I served, and 

more importantly, it opened the door for a new way to 

create value for those who already trusted one or more of 

my organi“ations. Delivering these apps via the Llackberry 
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increased collaboration between my two organi“ations as 

they were focused on being a hero to the same clients 

creating growth for everyone. 

The secret to building on friction is consistency. xou solve 

the first friction, maffiimi“e it, then solve the new friction. 

Some friction will be small. Other friction will become the 

catalyst to huge impact for you and your businesses. 

The friction I created by solving that initial friction actually 

opened the door to an entirely new business—this contin-

ues to happen over and over. Ly watching for friction in 

the lives of my clients and maintaining their perspectives, 

I’ve been able to build many successful organi“ations and 

created growth for hundreds more.

How Anyone Can Maintain Perspective

The list you created in the last chapter allowed you to 

begin to see the possibilities of the future. As you con-

template the vision, the list will probably grow. Seeing the 

potential emboldens us to imagine even more—to concep-

tuali“e those “eros.

?or effiample, maintaining perspective can transform job 

interviews. When you visit a prospective employer or even 

a prospective client with a mindset of adding “eros, you 

automatically look for ways to create value for the person 

in the chair across from you, sometimes in ways that have 

nothing to do with the job opening. If the interviewer 

doesn’t appreciate your forward thinking, you probably 
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don’t want to work for or with that company. Either that 

or you just may be running a similar company within a few 

short years.

In the same way, it’s important for the person doing the 

hiring to keep a future thinking perspective. Rather than 

look for the person who is right for the position today, 

we need to ask the Juestion, will he or she benefit the 

company ten years from now” Does this person have the 

drive and the core values that will enhance the atmosphere 

of your business for years to come” If you can’t see them 

working for your effipanded vision, then you shouldn’t hire 

them now. On the other hand, if those same people don’t 

fit today but can add “eros in three years, you may consider 

finding a way to pay them whatever they’re worth. zooking 

backwards, those people have been some of my most solid 

investments.

The primary goal of maintaining perspective is continually 

looking at the world through the eyes of the person you 

want to create value for. This is the embodiment of walking 

a mile in someone else’s shoes. To be truly successful in 

the flust Add a (ero philosophy, you have to step back from 

what’s best for you and search for the thing that will create 

the greatest value for everyone.

Maintaining the perspective of  others  is  what  makes 

flAA( and ?riction Identification to zeverage the Market 

counter cultural. In a world where the majority live with a 

me-first mentality, you will Juickly set yourself apart when 
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prospective clients see that you care about their needs at 

least as much as your own and oUentimes more.

Those  looking  out  for  themselves  might  net  a  nice 

one-time payout, but those who maintain perspective will 

build trust and repeat business that will add “eros for years 

to come.
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Take Ownership

Something happens when you feel ownership. 

You no longer act like a spectator or consumer, 

because you’re an owner.

—Bob Goff

B Y THE TIME I got my driver’s license, I had already 

added more zeros to my income than most other 

teenagers. I had moved from riding horses in sale barns 

to boarding, training, trading, buying, and selling them. So, 

when the local banks began buying random lots through-

out the Charlotte area, I started connecting the dots. 

Weeds accumulating on those plots would force them to 

hire someone to keep them in the good graces of the city. 

The lots didn’t need an immaculate manicure. They would 

be construction sites within a year or two; however, to 

keep the rodent and snake population at bay, the tall grass 

needed knocked down a few times each month.
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Living on a farm meant I had a tractor and bush hog, as well 

as a truck and trailer at my disposal. The bank agreed to pay 

me fiqy dollars an hour to use my eAuipment to clear those 

lots. Jnd CT1 General Services was born. By the time I got 

the call from my dad that led to the purchase of the western 

store, I had a small team of guys from school working for 

me to keep up with the demand.

Jqer we’ve identified our vision and connections, it’s 

time to assess our capabilities and resources. The fif-

teen-year-old Chad recognized his ability to run a tractor 

and bush hog as well as his access to eAuipment that would 

enable him to use it for others. He took ownership of his 

small enterprise, created value for the bank and others, 

and began adding zeros to his wallet.

Identify Your Capability

Earlier, I called everyone a genius. Maybe you laughed at 

the idea, but I’m not the first person to present this theory. 

In the late 9088s, Howard Gardner, a Harvard psycholo-

gist, disputed the widely held belief that intelligence had 

but one standard of measure-namely, test taking.: He ar-

gued intelligence came in nine distinct types, and I would 

contend there could potentially be even more areas of 

genius.

©20
23

 S
EEDSPARK



JUST ADD A ZERO 69

Gardner identified these areas of intelligence–

Visual/Spatial—These individuals have the ability to look 

at a blueprint and see the room. Like me, their occipital 

lobe runs in overdrive, and they naturally see what can be.

Linguistic/Verbal x This person works best with words 

and considers the practice of using pictures to create in-

struction booklets the eAuivalent of returning to hiero-

glyphics.

Mathematical—You might think this kind of intelligence 

belongs to bookkeepers and people who are good with 

numbers, but people with Mathematical Intelligence see 

logic, steps, and progressions and apply them in every 

situation.

Kinesthetic/Bodily—Mechanics,  electricians,  body 

builders, and football players have high kinesthetic intel-

ligence. These individuals work well with their hands, and 

unlike the person with verbal intelligence, they don’t mind 

those pictures in the instruction booklets.

Musical—This one is a bit more obvious. Your friend who 

can pick up any instrument and make it sound beautiful or 

always picks the harmony parts when they sing with the 

radio probably has musical intelligence.

Interpersonal—Some people naturally work well with oth-

ers. This intelligence type sees the other person’s point 

of view without thinking about it. They make negotiations 
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better than most and have great empathy. The best sales-

people have this type of intelligence.

Intrapersonal—Though the word sounds a lot like the last 

one, and someone with interpersonal intelligence can e“-

cel at intrapersonal too, it’s the e“act opposite. The person 

with intrapersonal intelligence knows themselves inside 

and out. They understand their skillset and can sort out 

their feelings without much assistance.

Naturalistic—Botanists, farmers, park rangers, zoologists, 

veterinarians, and more understand natural things and can 

read nature better than others.

Existential—Gardner didn’t originally have this on his list, 

but he eventually decided that those who have ”inner wis-

domU and are great at contemplating the human condition 

have a category all their own. 

Onderstanding our OniAue Jbility and embracing our ge-

nius are essential to taking ownership. I believe you can’t 

really know who someone else is until you fully understand 

who you are. Lee Brower says the world would be a com-

pletely different place if we focused on two words—Take 

Responsibility. I have spent an enormous amount of time 

and effort in doing this myself. jqen, asking people to 

take responsibility proRects the notion of someone not 

doing what they should. I agree this is an important aspect. 

However, Take ffiesponsibility also means holding yourself 

accountable and eDciently using the talents and resources 

you have been blessed with.
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jur characteristics and person-

ality traits enhance our OniAue 

Jbility and genius. Whether you 

are an introvert or e“travert, and 

regardless of your leaning to-

ward Rudging or imaginative, ob-

Rectivity or feelings, every at-

tribute has the potential to cat-

apult you to greatness when you learn how to couple them 

with your abilities and natural curiosity.

I have personally done a lot of work to uncover the traits 

that give me my advantage. Onfortunately, it appears to me 

that less than one percent of the population even attempt 

to identify the characteristics that make them stand out. 

They’re content to have their NPJ, fingerprint, and dental 

records be their identification markers.

My visionary outlook, analytical thinking, and principled 

lifestyle are Rust a few of the Aualities that push me to focus 

on providing value to others. Niscovering these uniAue 

abilities, characteristics, and traits frees me to share every 

shortcut and connection as I help others along their own 

growth Rourney. I love creating a culture of winning and 

aspiring to be the best.©20
23
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Take Inventory of Your Resources

Taking ownership goes further than identifying your abil-

ities, character traits, and personality. It also includes un-

derstanding your resources.

Ten-year-old Chad had horses to ride and a dad that liked 

to go to auctions. Teen Chad had a stable he had helped 

build as a pre-teen and a corral to couple with his ability 

to train horses. Fre-adult Chad used a truck, trailer, bush 

hog, and time to add zeros.

Today my resources include thousands of real connec-

tions—I call them geniuses—I’ve made by implementing 

my natural curiosity and maintaining perspective to help 

others. 

jbviously, that western shop was one of my first comple“ 

organization e“periences, and I loved the challenge of 

growing it into a maRor farm supply store with my family. 

Osing the resources of relationships, determination, and 

value creation, I added a Pe“tel distributorship, and the 

resources of a car and a staff to run the store let me take 

those push-to-talk phones to farms and construction sites.

Jqer building the business into a sizeable enterprise, the 

company itself became a resource. I had sold Furina feeds 

since I purchased the store. Because our sales were very 

good, Furina Mills approached me about my feed store 

becoming the first in their chain of America’s Country 

Stores.
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Meanwhile, dealing with the Pe“tel phones had added 

to my list of resources. $irst, they forced me to gain an 

above average understanding of phone plans—plans that 

changed every thirty days. Second, I identified friction as 

I watched customers attempt to keep up their constantly 

changing plans. Jnd finally, I had built a nice list of cus-

tomers who trusted me.

The phone companies paid me a small amount per phone 

on a downward sliding scale. But unfortunately, the bills 

my clients had to read were oqen wrong and the plans 

were comple“. Since my team had to know the various 

rate plans anyway, I realized I could use those resources to 

create ongoing residual income by evaluating my clients’ 

bills and usage each month and recommending the best 

plan. The big companies were not calling each customer 

every month to tell them, ”We’d like to help you save 2fl88 

a month on your phone bill.U Industry veterans told me 

my idea to take a fee to review my client’s charges each 

month would never Zy. Patural curiosity, a little ffiemove 

the $ILM and 1ust Jdd a ?ero thinking combined with 

the resources I had in place to sell phones allowed me to 

connect the dots and create value for my customers. Pot 

only did I save some of my larger customers millions, but 

my recurring revenue increased by twelve million dollars. 

I had recurring income, the clients saved tons, and we 

both added zeros. Think about it. Who would you rather 

do business with—the company that only provides you 

with a phone or one who stands behind their suggestion 
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and constantly refines your plan to save you hundreds, 

thousands, and ultimately millions.

 

Each resource I leveraged not 

only added zeros to my income, 

but it also enabled me to add ze-

ros to my resources and my con-

nections. Those whose prima-

ry goal is adding zeros to their 

bank account have not moved 

to MaRor League thinking. They put limits on their dreams.

Be Creative with Natural Curiosity and 
Capability

Creativity seems to pour out of musicians and composers. 

If you pay attention to the many patterns interacting in 

a symphony or a Razz ensemble, you’ll notice that every 

musician has his own distinct part. Individually, you might 

not recognize the movement until that instrument picks up 

the melody line.

I love using my curiosity to discover ways capability, con-

nections, and resources can harmonize in collaboration. 

Combining them all is my own personal melody line.

When you take ownership, you give yourself permission 

to write your own part. By using your natural curiosity and 
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capability in innovative ways, you compose something that 

works in perfect harmony with others.

jwnership means outside the bo“ thinking. It also in-

cludes taking credit and responsibility for your ideas. 

Those who partner with me in business don’t downplay 

their role in the value they bring, and they own it when 

their suggestions don’t work. jwnership understands the 

difference between failure and gaining information, be-

cause even designs that don’t go as planned are not failures 

when they feed our natural curiosity. $riction Identifica-

tion Leverages the Market every time. It may take more 

than one attempt, but as Edison is oqen Auoted, ”I have 

not failed. I’ve Rust found 98,888 ways that won’t work.U0

My adventure with Pe“tel began with a bit of creativity. 

I originally tried to become an oDcial Pe“tel dealer, but 

when they came to look at my location, my warehouse 

style store didn’t fit their mold for a retail store. So, Pe“tel 

set me up as an agent for a small store outside of Char-

lotte. I could have met their e“pectations and let the little 

counter inside my store do all the work; however, my con-

nect-the-dots mindset knew that the construction guys, 

electricians, plumbers, brick masons, pavers, and other 

contractors needed to be at the Rob sites. Every minute 

they had to spend driving to take care of administrative 

needs created friction. So, I broke up the city into what 

looked like ice cream truck routes, then bought a Zeet of 

Toyota Scions and sent them into all those places subdivi-

sions were being built.
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$armers have the same mentality. ffiunning to town for a 

phone steals precious time from the fields, but when they 

saw the time they could save by telling their crews where 

to take the ne“t load of hay or their wives when they’d be 

in for dinner, push-to-talk became a farming tool.

Car dealers have some of the biggest employee turnovers 

of any industry, and each salesman needed a phone. I’d get 

a call in the evening and head to the car lot the following 

morning to set up the new guys.

It didn’t take long for Pe“tel to notice the way I leveraged 

the market. Within a few months, they returned to my 

unlikely store and offered me a dealership. My sales run-

ning through the small store outside of town made it look 

like that little area had better sales than all of Charlotte. I 

increased my revenue by getting a dealer’s cut as well as 

recouping the residuals the other dealer had been holding 

back.

Jround that same time, it seemed like a lot of people 

were making money in real estate. But my natural curiosity 

asked, ”What does that really mean(U I scraped together 

a few shekels and invested in a commercial building. Jnd 

even though that piece of real estate didn’t do much but 

create some ta“ benefits, I kept going. Patural curiosity 

doesn’t stop with one e“periment.

I  purchased  three  life  insurance  policies.  The  agent 

showed me the numbers. He brought out the chart and told 

me if I overfunded them for a few years, I’d have a better 
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return. Jt Rust twenty-three, with no debt and no family 

yet, I didn’t really need life insurance. Pevertheless, I dis-

covered I could take loans out against these life insurance 

policies. Faying back the loans then became the eAuivalent 

of paying myself. So, I took out the loans and purchased 

more commercial buildings I could rent.

The best thing about these random policies was what they 

taught me about creative or alternative investing. Jnd I 

began to ask myself, How can I help these business own-

ers who are making some money but have no idea about 

alternative investing? Jnd that inspired me to start an in-

vestment firm with investment funds. I now have a vehicle 

to serve these business leaders who I’m already helping in 

other areas.

Creativity coupled with curiosity and capability allow me 

to 1ust Jdd a ?ero for myself as well as others.

Take Ownership of Your Connections

While I appreciate every per-

son that crosses my path, I’ve 

learned that  one of  the most 

important parts of taking own-

ership  is  being  careful  about 

the people I  surround myself 

with. You’ve probably heard the 

phrase made famous by motiva-
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tional speaker 1im ffiohn. ”You are the average of the five 

people you spend the most time with.U Yep, those five. 

Every close relationship you develop, you will carry with 

you for the rest of your life. Your childhood buddies still 

travel with you in some small way. Their presence shaped 

you. It may have been a small inZuence, but it made an 

impact, nevertheless.

Most people never think twice about the kind of people 

they allow into their lives; however, in the 1JJ? philos-

ophy, relationships become paramount. We become very 

intentional as we select acAuaintances and allow them to 

become friends. Feople we spend a great deal of time with 

should bring positivity to our life and spur our natural 

curiosity.

Consider the path your friend seems to be taking. Let 

curiosity picture them ten years from now. No you want 

to follow them on their Rourney( Listen to their words. No 

they view everything from a can or can’t perspective( I 

repeatedly tell my daughters, ”Show me your friends, and 

I’ll show you your future.U Can you think of an e“ample 

where it isn’t true in your life(

I took that to heart at a very young age. Nespite the fact 

I’m not really that social—you won’t find me hanging out 

in large crowds—I enRoy interpersonal interactions. Pat-

ural curiosity taught me the impact of relationships Auite 

early. Connections at the auctions and watching my dad’s 

interactions helped me understand their importance.
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1ust as important as intentionally choosing friends is build-

ing trust within those relationships. By maintaining per-

spective and being certain we look at the situation from 

every angle, especially from the point of view of those 

most affected by the situation, we create strong ties. Feo-

ple know they can count on us to always act with integrity.

Today, this ideology I developed in the horse stables man-

ifests itself in my business life. $irst, I would never start a 

business that doesn’t serve and solve the friction in one 

of these relationships. Second, when I do create an en-

terprise that can help one of my connections leverage the 

market, I have built in clients because of the relationships 

I’ve built. I maintain a hyper vigilant focus on the ways I 

can serve.

I recently met with a young man who’s new in one of our 

organizations. He’s much smarter than I am, and I let him 

know that because he’s proven himself in our organiza-

tion, he will soon be meeting people on a global level. I 

e“plained that he would need to continue to find ways to 

create value every day—true value. 

Whenever we have an opportunity to meet people who 

can benefit our future, it’s important to look past that 

benefit as we build the relationship. We need to find their 

perspective and create real value that will consummate 

a relationship. jqen, we’ll get only one chance to cre-

ate these advantageous connections. But when we look 

at them through the lens of what we can do for them 
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rather than what they can do for us, we can add zeros in 

relationships as well as our future.

If You Can See It

What if you took ownership of 

every piece of friction you could 

see( How would it change your 

day or your perspective( Jnd 

what if you took that one step 

further and said, ”If I hear about 

it, I am responsible.U The $our 

Seasons hotel has a policy that 

encourages their team members to take care of their Rob 

and one more. $or instance, a housekeeper in a hotel no-

tices the air conditioning unit isn’t working properly, so she 

takes note of it and makes sure the maintenance crew gets 

word. While it’s not her Rob to take care of the JC or notify 

maintenance, she takes a few e“tra bites of responsibility 

to create value for everyone. If you adopt that mentality, it 

gives you the opportunity to pay more attention to what’s 

happening around you. Pot only must you keep tuned in 

to what’s going on, but you also have to be willing to adRust 

your schedule and embrace interruptions.

J Ranitor with that perspective might hear a person at 

the vending machine struggling to get it to work for her. 

Because he heard her sighs and frustrations, the problem 

becomes his responsibility. He doesn’t work on vending 

machines. He doesn’t even have the key, so he could legit-
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imately say that it wasn’t his problem. But a Ranitor with an 

ownership mentality takes his broom and walks down the 

hall to the vending machine to investigate the problem.

He starts with the Auestion, ”Is there something I can help 

with(U

”This machine won’t take my dollar.U

With no way to get the machine open, what would you do(

The Ranitor who takes ownership reaches in his pocket and 

trades her a crisp dollar bill for the one in her hand. Frob-

lem averted, and the woman now has a better perception 

of the entire organization because a man with a broom 

helped her with an inconseAuential thing.

If I’m the manager and I see or hear about what that Ranitor 

did, I’m now going to pay more attention to that person. I 

want to know what he does for us and how he approaches 

everything else. There’s a good chance this man’s culture 

is in alignment with our core values, so we want to keep 

him. This is the kind of person that you help rachet up or 

at least give first right of refusal when a Rob opens that he 

Aualifies for or can be trained in.

The take ownership mentality can be taught; however, 

when the person doesn’t truly understand value and how 

to maintain perspective, you’ll find yourself resorting to 

incentives, and the results will be moderate. jn the other 

hand, when it comes to the surface as a natural ability, and 
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you don’t have to teach it, it is e“tremely impactful from a 

value standpoint.

Zeros Are Recession Proof

jne of the beautiful positives of the 1JJ? methodology 

is its recession-proof nature. By taking ownership of our 

future, we can overcome the hurdles presented by reces-

sions, declining markets, layoffs, and downsizing. Some 

people use those economic facts as e“cuses. Jnd when 

you cling to an e“cuse long enough, it becomes your truth. 

Instead of owning their future, the downturn owns them.

ffiegardless of the economy, tomorrow morning billions of 

people will wake up and leave their house. They will travel 

from point J to point B, and they’ll need countless things 

to help them along their Rourney—education, gas, food . . 

. fill in the blank. With so many people moving to and fro, 

natural curiosity can put you on the path to progress.

What do these people need( What resources do I have 

to fill in their blank and reduce the friction in their lives( 

When you take ownership of your economy, you connect 

the dots and find a way to create value for a small portion 

of those billions of people. Jnd because you are uniAue 

and your creativity is involved, you have the potential to 

make something bigger and better than anyone else.

The person who takes ownership sees that even when 

they grow tired because the economy has made it tough, 

they have potential. Supply chain issues may force you to 
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reinvent your distribution model. You may lose heart when 

the world seems to be shutting down. It’s time to restate 

the facts, look for the friction, and remember your passion.

Economic downturn can’t take your contacts nor can it 

touch your wisdom. Feople armed with 1JJ? and an own-

ership mentality repackage themselves. They start a new 

business and create a product no one can buy off the shelf. 

Their competitors become clients. Margin compression is 

a thing of the past because they no longer have a traditional 

commodity. Jnd there’s a good chance that as you avoided 

disaster an economy that sucked in those who couldn’t 

restate the facts, you added several zeros to your oppor-

tunity.

How Anyone Can Take Ownership

Your first step in taking ownership, may be a change in 

mindset. The primary shiq will be reRecting the societal 

norms of passing blame along with the other e“treme of 

false humility. Feople who refuse to admit when they’ve 

made a mistake cannot use the mess as a learning op-

portunity. In the same hand, feigning modesty impedes 

progress as well. If people believe you didn’t take part in 

the process, they don’t know where to go with Auestions 

that can move the proRect forward.

jwners pinpoint their uniAue abilities and make them 

known to others so that their teams can perform as eD-

ciently as possible. jwners become leaders as they share 
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even the craziest idea because they know someone else 

might be able to connect the dots and turn the crazy into 

amazing.

Fursuing the why and maintaining perspective remain the 

first two steps in adding zeros. Ideas that come without 

pursuing the why serve no one. Jnd leaders who forget 

to look at proRects from every angle, including the view 

of those they serve and those they work with, become 

arrogant and unproductive.

Jqer you’ve learned to pursue the why, maintain perspec-

tive, and take ownership, $ILM )$riction Identification 

that Leverages the MarketI can be a reality. But nothing 

adds zeros like including others in the win.
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Win Together

Happiness, cannot be pursued; it must ensue, 

and it only does so as the unintended side effect 

of one's personal dedication to a cause greater 

than oneself or as the by-product of one's sur-

render to a person other than oneself.

—Viktor Frankl

B Y NOW YOU’VE FIGURED out that a big part of the JAAZ 

philosophy boils down to creating value for others. As 

you use your natural curiosity to explore the why, you will 

always find ways to ease friction for you personally. But I 

don’t feel like that’s the right option. Anytime I discover 

that the solution gives me an advantage over the other 

person involved in a business deal, I know it’s not the right 

fit. My goal is to create a win for everyone.

If you stop and allow your curiosity to find a way for you 

and your connection to share the profits or balance the 

benefit, you will always win. You might not make as much 
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as if you worked the plan to tip the scale in your favor; 

however, when you identify a way that allows you to work 

together and help the other person make just a little more, 

you’ll find that over time you’ll see a bigger revenue.

Conversely, if you constantly manipulate things so you get 

a bigger payoff, you’re like a car with a bad tire. The bad 

tire seems like it’s always winning the battle because the 

car will pull in that direction—eventually, you will find 

yourself in a ditch. And I don’t know about you, but I don’t 

want to end up with a business that’s in a ditch.

To bring the zeros to reality, we have to connect the dots 

between our curiosity, capability, and connections. And to 

expand to our fullest potential, we also connect the dots 

for others to create collaboration. The more value we bring 

to other people, the fuller our life will be, and the more 

growth we’ll be able to create.

Recognize Your Reach

If you’re willing to maintain integrity and provide value, 

every time you begin a new enterprise, you’ll have built-in 

clients. When people trust you, and see that you want the 

best for them, they gravitate your way.

By meeting contractors, farmers, and car dealers on their 

turf, I became the number one phone guy in those in-

dustries. When I began to add a zero to my company by 

offering to analyze billing statements every month for a 

small per-line fee, my Nextel customers, as well as their 
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referrals, wanted to work with me. A?er all, who are you 

going to buy phones from, the guy who signs you up and 

never looks back, or the person who looks at your bill 

every month and saves you moneyL It didn’t take long for 

my business to begin scaling faster than I could handle.

The friction of not being able to keep up with growth looks 

like a good problem to have from the outside looking in, 

but the pressure can be overwhelming. It causes a number 

of businesses to falter. Owners begin to work so many 

hours they burn out. You might say they’ve lost control. 

They don’t own the business. The business owns them.

FI“M must kick in. Friction Identification sees the prob-

lem and understands that utilizing their reach will allow 

the entrepreneur to take back their company, share the 

win with another small business, and “everage the Market.

In my case, I recognized I couldn’t train a crew fast enough 

to keep up, so I connected with a couple of so?ware engi-

neers. I asked them, ”If I can give you all the business logic 

of how I analyze these phone bills, could you create an app 

that would do the work for meLP

And just like that, a few years before the i™honeH came 

out, I used my reach, and started a so?ware company. 

You might think the owner of a so?ware company under-

stands basic coding. Sowever, while I recognize code for 

applications, I have no idea how to write it. I don’t need 

to—I know people who can. ™lus, I know people who need 

the code. Recognizing my reach and connecting the dots 
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allows me to provide value and add zeros for myself, the 

so?ware engineers, and my clients.

As I mentioned earlier, starting the so?ware company be-

cause I needed to solve the friction of a business scaling 

faster than I could keep up with sent me looking for ways 

to solve friction for my SVAC customers. These business 

owners didn’t even know they had friction, but I’ll say it 

again, solving one point of friction creates more friction. 

And it’s not always a bad thing.

Blackberry came into the mainstream about this time, 

relieving all kinds of friction for businesses and opening 

the door for natural curiosity. I noticed that my service 

provider clients had no way to communicate with the 

technicians in the field.

What if SVAC companies could schedule their technicians 

in real time, give them directions to their next appointment 

and allow the technicians to start sending invoices the mo-

ment they completed the projectL Could this new technol-

ogy allow these same technicians to inventory their trucks 

and put those pieces of inventory on the invoice when they 

used itL With so?ware engineers already in place, and the 

power of the why and natural curiosity driving me, I began 

to contemplate the impact mobile browsers could have on 

the companies I serve.

ffio, I made an appointment with the executives at Black-

berry and painted my vision. There in the basement of 

their oflces in Toronto, I shared my plan. As far as they 
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were concerned, I was just a dealer from Charlotte, North 

Carolina; however, they could see I was delivering so-

lutions. They recognized we had the capability to make 

their product even more impactful than they had seen, 

and I became the first oflcial Blackberry dealer in uptown 

Charlotte.

ffio?ware engineers in my company took my vision and 

created an app for the SVAC service guys to clock in 

and out. Next, each truck became a profit center with the 

Blackberry phone as the point of information. They used 

the Blackberry to book and keep track of appointments, 

create and send invoices, and manage inventory. Clients 

who used this new service were able to get paid sooner and 

save valuable time for their accounting department. In fact, 

those technicians could take payments through the appli-

cation we created. “ong before any remote point-of-sale 

applications had been developed, our clients received 

payments immediately instead of thirty days or more a?er 

billing.

A?er I saw how this benefited the SVAC industry, my 

so?ware company adapted the program for other clients. 

Our company began building apps for other companies 

and with each one, we added zeros.©20
23
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This is just one example of our 

win together experience. The 

so?ware engineers added a zero 

every time someone purchased 

the app, the clients added zeros 

with each dollar they saved, and 

I added a few zeros because I 

owned the so?ware company as 

well as the wireless company. The success of the app made 

the Blackberry phones even more popular, and it became 

a win for everyone. 

As you begin to consider your own reach, just look around. 

Your reach begins in your backyard. It includes your base-

ball team and moms’ circle, the small group at church as 

well as your fantasy football league. Anyplace you gath-

er with other people—physically or virtually—gives you 

reach. ™lus, when you create value for you and the other 

person you touch, you add zeros financially, with regards 

to integrity, and because the person now begins to send 

referrals, you add zeros to your reach.

Leverage the Friction

By creating a win-together environment, you can pinpoint 

friction that will help you leverage the market. Nextel did 

it by creating a push-to-talk phone. When we purchased 

those for our staff at the western shop, I didn’t have to meet 

every delivery truck or be on the customer’s site when we 

delivered. With the click of a button, my guys could give 
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me a beep-beep and ask where I wanted a trailer dropped 

or the load stacked. Because the creators of Nextel saw 

friction and found a way to solve it, I had more time to 

connect dots and give my patrons and staff a win.

One of my favorite ways to leverage the market is through 

recurring income. A?er the first few times I found out how 

to provide value through subscription services and receive 

a check every month for something I had created earlier, I 

knew I didn’t want to lug around fi?y-pound bags of feed 

for the rest of my life.

I have helped numerous entrepreneurs leverage the fric-

tion in their company and industry. One such relationship 

began early one Tuesday. A gentleman I met when deliver-

ing phones and training on Blackberry use called. Se was 

launching a siding company to service production home 

builders and asked if we could discuss their technology 

needs. Over the next several years, the ffieedffipark Kywheel 

helped his organization grow at a very high percentage 

rate, ultimately becoming the largest organization in their 

category in the entire Uffi. We did this by meeting them 

exactly where they were—the beginning—and focusing on 

how they could apply JAAZ to their thinking. They placed a 

lot of trust in me and ffieedffipark. Every ninety days we met 

and mapped out ways to leverage the friction continuously 

created by the growth driven by Just Add a Zero thinking. 

The payoff was immense. A?er eight years of Removing 

the FI“M and applying JAAZ, the organization sold for 

hundreds of millions. 
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One way for a business to truly leverage friction and grow 

enterprise value is move from a project-based model to 

a subscription. I love to study project-based businesses 

and uncover ways to repackage them to make recurring 

income. You have a manufacturing business. Sow can you 

turn that into a subscription serviceL Most people think 

they could never turn that kind of company into recurring 

income, but I’ve done it about twenty-five times. I find a lot 

of fun in taking the most unlikely project-based business 

and helping repackage it.

How Can I Make Myself Better?

If  infinite is  better,  then you, 

too, can become infinitely bet-

ter.  Every experience  in  life, 

each thing you learn—whether 

it’s from a positive or negative 

means—can catapult you into 

something better.

Too  o?en,  people  settle  for 

growing vertically. They become the best at what they do; 

however, their existence is extremely one dimensional. 

Businesses can fall prey to this pitfall as well. For instance, 

XodakH stayed so narrowly focused on film photogra-

phy that even though they created the first self-contained 

digital camera, they dismissed its value and fell from the 

number one brand in the industry to almost unknown. 

Believe it or not, ®eroxq created the first personal com-
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puter; however, their management team thought paper 

copies would always beat out digital. Blockbuster allowed 

NetKixq to outpace them, and Blackberry, though they led 

mobile technology at their onset, concerned themselves 

with protecting intellectual property to the extent they 

failed to adapt to changes. MyffipaceH, Commodore, Ao“, 

and ™olaroidq are all foreign words to the current genera-

tion despite their innovative starts. All fell into that vertical, 

one-dimensional mindset.

On  the  other  hand,  I  recently talked  to  a  man  who 

remembers being hired at  age twenty-six to oust the 

fi?y-six-year-old in the corporation. Twenty-seven years 

later, he’s the guy the company has added to their down-

size list; however, unlike his predecessor, this man has 

been expanding himself horizontally. Se knows more 

about the company than any other person there. Every 

department has felt his inKuence, and a?er they let him go, 

this individual will likely become their consultant. They’ll 

pay him five times what he made while he was on the 

payroll, and if they don’t hire him, one of their competitors 

will.

For nearly three decades, this man has been reading, ex-

amining, soaking in every bit of information. The corpo-

ration who thinks they can hire a younger, less expensive 

executive has a value mismatch. This man has become 

infinitely better and increased his value exponentially. Se 

can name his price because the revenue his wisdom will 

bring will far outweigh what they pay him. Though the day 
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of his exit from the corporate world is inevitable, he now 

gets to control that exit.

One-dimensional fi?y-seven-year-olds will find them-

selves in a much different position. No matter what orga-

nization you are in, it will either go in a different direction 

or decline; regardless, your job will be gone. Maintaining a 

growth mindset that constantly tries to better yourself has 

the innate capability of stretching you horizontally. Add 

time, and you will find yourself with vertical expertise.

It’s a recalibration of our minds. Rather than thinking our 

jobs are in jeopardy because they pay us too much, we 

need to understand that they really aren’t paying us what 

we’re worth. The company won’t realize it until they begin 

paying us the consultant’s fee. And if we manage to rec-

ognize our value ten years before the company decides to 

replace us, we ensure we never have to face that day.

Instead, we take the expertise they paid us to create, use it 

to implement innovative ideas for the industry, then turn 

around and sell it back to them. By making ourselves infi-

nitely better, we put ourselves in the catbird seat, but not 

only do we win, many other companies benefit because we 

can spread our horizontal knowledge and vertical exper-

tise throughout the industry.

Who Does This Benefit?

™ursuing the why means also asking who. Who will my in-

novation benefitL As I said at the beginning of this chapter, 
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if the only person who gains from my ideas is me, then it’s 

not an idea I want to implement. First, it’s not the kind 

of business I want to run. I enjoy seeing people succeed. 

ffiecond, it limits my ability to add zeros.

When you come into business 

with a mindset of helping some-

one, everything else takes care 

of itself. I live by the philosophy 

you must give to get.

I’ve  met  salespeople  whose 

main objective is to market a 

product. I immediately tell them 

they don’t want to do it that way. Instead, I encourage them 

to put themselves in their ideal customer’s shoes. Sow can 

you help them accomplish their goals, and how will the 

product you want to provide add zeros to their bottom 

lineL

I enter every conversation with a mindset that says, ”Sow 

can I create value for this companyLP Never, and I mean 

never, do I try to sell them something. I don’t look at these 

people as clients but as collaborators. I see their business 

as my own. This means our conversations create an enor-

mous amount of confidence, and these companies want to 

do business with me because there is an immediate trust 

built in for my capability to provide for them. As ffiimon 

ffiinek puts it, ”™eople don’t buy what you do, they buy why 

you do it.P
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Each member of my team embraces this same philosophy. 

They take their purview and their experience and use 

them to find ways to potentially help the person they are 

talking to. They begin to see each person on my staff as the 

person who brings solutions. The customer may under-

stand the basics of my staff member’s responsibilities, but 

because he or she has created a relationship and provided 

value, my staff member becomes the hero.

When  a  marketing  firm  contacted  us  to  discuss  op-

tions for growing the market share for one of their pre-

mier clients, we saw an opportunity to implement the 

ffieedffipark Flywheel. This company provided parts inter-

nationally for airlines, school systems, state agencies, and 

more. Their uniDue collaborative approach meant they 

had already mastered one of the key components of the 

FlyWheel-Growth Through Collaboration. They already 

had over one hundred years of successful business growth 

and were ready to leverage the friction.

We went to work and created an application that auto-

mated their usage and distribution reviews. This simple 

shi? facilitated growth into over forty new markets across 

the Uffi and Canada. They reDuested some out-of-the-box 

thinking and received a reporting tool able to add more 

than just one zero. Never let the reDuest dictate the value 

you can create. JAAZ thinking o?en means pulling the 

small string to move an entire mountain. We don’t focus 

on the size of the accomplishment; we always steer our 

thinking to the value we can create. 
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Whenever you collaborate with someone with the goal of 

providing a much bigger outcome for the other person, 

you will indirectly win too. The trust you build by using 

your expertise to bring value means you have a returning 

customer with glowing referrals. You will scale faster than 

you could ever imagine simply because you focused on 

helping someone else win.

When we turn our focus to giving instead of receiving, the 

rest kind of takes care of itself. Our activity will have a 

measure of hustle, but it will be energy we put in rather 

than what we can hustle out of them. 

How Anyone Can Use the Win Together 

Principle

When you begin to implement this mindset change, it will 

take a little bit of time. But if you’re committed to it, it does 

happen, and you end up with control over your destiny.

The key to winning together is shi?ing your mindset to 

always looking for profitability for yourself and others. We 

start to think bigger than our own little problems. The 

mindset shi?s to ”Sow can fixing my problem fix someone 

else’s problemLP

One intern I mentored lived this principle. Se took owner-

ship of any and everything that crossed his path. Within six 

months of shadowing me, the young man was earning six 

figures as a college student. All because he embodied these 
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core values. Se always asked great Duestions. Se pursued 

the why until he found the answer. A champion at main-

taining perspective, clients loved him. Sis win-together 

approach not only took ownership of every problem and 

success he came to, it caused him to naturally help the 

client see the project through to the end. Se made certain 

the client had a win even if he had little interest in it. Sow 

did that manifest for himL It took him straight to the top.

The win-together strategy doesn’t work without using nat-

ural curiosity to pursue the why, looking at life through 

the eyes of the client, and taking ownership of the details, 

so when he excelled in all four, he couldn’t be stopped. 

Anyone who works to make sure everyone wins together 

can see the same success. And the same can be true of you.
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Curiosity + Capability 

+ Connections = 
Collaboration

Alone we can do so little; together we can do so 

much.

—Helen Keller

T HESE FOUR CORE VALUES have allowed me to connect 

the dots, apply the FILM, and use the JAAZ method-

ology across a variety of companies. Friction Identification 

enables me to do what I love—help others succeed. And 

when a particular innovation works for more than one 

business, I Leverage the Market and create a new compa-

ny around that idea. Plus, because I’ve built trust among 

the people I work with, if this new business serves their 

needs, I automatically have new clients. I’ve started and 

sold many enterprises, and I maintain ownership of even 

more endeavors that provide value to my connections.
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The Just Add a Zero philosophy is a big spiral upwards 

with no end. Curiosity added to capability coupled with 

connections allows me to see and create collaborations 

that offer more opportunity to use my natural curiosity 

to use my capabilities and connections to create more 

collaborations. It has a Möbius quality.

A Möbius is created when a rectangular strip gets an odd 

number of half twists and then its ends are joined. If you 

follow the strip from start to finish, you will touch every 

inch of both sides of the strip. Psychologists believe it 

represents the thought and the unthought all in one artistic 

shape. It’s an unorientable configuration with no definable 

up or down, in or out. It has depth, and rather than circular, 

it’s dynamic.10 That’s JAAZ thinking. It’s out-of-the-box, 

multidimensional, and has no beginning or end.

The Möbius of Collaboration

The  best  collaborations  are  like  the 

Möbius—out-of-the-box, multidimensional, and unlimit-

ed. While the Ford Motor Company didn’t officially start its 

designer-line Lincolns until the mid-70s, Edsel Ford began 

a personal relationship with Cartier decades before. The 

basic Model T Ford didn’t require much design, but Edsel 

wanted the Lincoln line to be different. “Father wanted to 

make the most popular car,” the younger Ford stated, “I 

wanted to make the best.” As Edsel discussed his ideas with 

a most unlikely car collaborator, he discovered a compa-
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ny that specializes in extraordinary jewelry and watches 

could help him reach his goal.

When Ford introduced the Lincoln designer series, un-

heard of advancements appeared in the cars. Metal inte-

riors became covered with leather, cloth, and vinyl. Gold 

plating covered even the keys. Later on, as they added a 

Bill Blass line to the Mustang and Givenchy and Pucci to 

their designer cars, the famous automobile company start-

ed hosting festivals for the designers. Brand historian Ted 

Ryan described these launches. “The introduction of each 

new designer edition became something like a fashion line 

being premiered in Paris or New York.”11 

Few would have predicted the collaboration of a jeweler 

and a car manufacturer, yet their union transformed the 

entire car industry. Like the Möbius, the design morphed 

with each turn, but never ended. And the concept has a 

repeatable and equally profitable process if we choose to 

embrace it.

Every Meeting Is an Opportunity

When Edsel Ford met the top executives at Cartier, he 

didn’t plan on creating a designer line. He and the Cartier 

brothers shared a common goal, to make things better. 

They corresponded o9en, and Ford ordered all his busi-

ness cards and stationery from the jewelry giant. Though 

evidence of their connection dates to the early 12;0s, the 
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business collaboration didn’t begin until forty-five years 

later.

Just Add a Zero thinking sees every meeting as an opportu-

nity. Regardless of the quality of the encounter, it can add 

something to your life. Every business and person I meet 

creates an imprint on my brain. I remember where they’re 

from, their hobbies, interests, and unique abilities. My oc-

cipital lobe shares this imprint with the memory portion 

of my mind. One day, in another unexpected meeting, I 

will see a hole in that entrepreneur’s organization, a space 

that the previous organizations capabilities or reach can 

fill just right, and I recommend a collaboration. The more 

people I meet, the bigger the database of connections at 

my disposal to create collaborations that drive exponential 

growth.

I live in the belief that I can learn something from every-

one, and every connection has potential. This mindset 

has allowed me to expand my horizons beyond anyone’s 

imagination as well as help catapult others to exponential 

success.

My brain naturally retains information about people. You, 

on the other hand, may need to use your capabilities differ-

ently. This digital age we live in gives you a huge advantage 

over your grandparents. CRMs, AI-powered note-taking 

programs, and indexed, searchable files offer places to 

store and recall information about every encounter. Then 

as your vision grows and your reach expands, you can 

explore these past connections. You will discover a myriad 
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of ways to connect the dots in your lists, adding zeros for 

you and your connections.

With each win you create, you’ll find you’ve also added 

yourself to someone else’s mental database. Like trying 

to find the end of the Möbius strip, the opportunities will 

begin to overlap. Clients from one endeavor will become 

clients in another. With many of my clients, I began as the 

horse trailer and feed guy. Now, I help them reach success 

in almost every area of their business. They call me for 

referrals, consulting, and more—all because I understand 

the importance of these relationships and the potential 

they have to help me connect the dots and add zeros.

Not About the Business or the Model 

Too many businesses are laser-focused on their business 

model. However, as Simon Sinek says, “People don’t buy 

what you do? they buy why you do it.” Sinek uses Apple 

as an example. Apple has a goal to challenge the status 

quo, and those who love new technology resonate with 

that why. How you approach your business and who you 

do it with makes a difference.

As I help entrepreneurs use their curiosity to find their 

capability, connections, and collaborations, I encourage 

them to focus on their vision, capability, and reach.

When I look backwards over my life, I see horses, animal 

feed, trailers, gates, phones, so9ware, data centers, leasing, 

real estate, manufacturing, and all the other things I’ve 
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had my hands on over the years. In order to figure out my 

true business capability, I have to ask myself, “What is the 

common thread in everything I’ve experiencedD”

In my case, from the moment I realized what my father 

made each year to my most recent business encounter, I 

understand my unique ability is to see the middle, where 

the good stuff is, in between two resources. And by good 

stuff I mean things that once identified and collaborat-

ed with create value resulting in exponential growth. I 

honestly prefer to stay in an industry just long enough to 

uncover the solution to their problem of friction, create 

value, and pass it along. I call it uncovering the how so I 

can sell it to the whos. 

That’s what gives me the edge. Providing value transcends 

business models and types. It offers an opportunity to get 

inside every company—not to recreate their product or 

service as some might imagine. No, it’s an opportunity to 

get inside and identify the things they are creating that are 

special and unique—things no one else sees. It allows me 

to empower these entrepreneurs to change the game and 

increase their value proposition.

5espite business model myths, you don’t have to be an 

industry expert to provide value. In fact, I think my lack 

of expertise may be a key ingredient of my secret sauce. 

I have no preconceived conventions, my natural curiosity 

takes over, Friction Identification engages, and I see ways 

for the person I’m conversing with to Leverage the Market 

and Just Add A Zero through collaborations. The key will 
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always be looking for ways to create value rather than just 

creating a better business.

Add a Zero to the Facts

When we engage our curiosity, 

capabilities, and connections, 

we can bring  together a  col-

laboration that will  exponen-

tially change the facts. For in-

stance, supply chain issues and 

the market forced one of  my 

projects into about ;: percent 

overruns. The initial investment was larger than typical, so 

each investor just waited on everyone else to be the first 

to put in the extra funds.

It would have been easy to look at the bare facts and 

see the enormity of the extra investment. However, when 

we added a zero to the facts, we saw the bigger picture. 

The same issues that demanded the extra investment in-

creased the final value of the project. The projected in-

come promised to be greater than we’d put in the original 

forecast.

Those who chose to focus on the single negative fact—an 

expensive overrun—missed the facts that add zeros. On 

the other hand, those who took a step back and broke 

down the anatomy of the potential opportunity saw a re-
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turn within nine months of launching the project. In fact, 

we had a potential to double our money in just a year.

Unfortunately, too many investors have only one questionfl 

“What’s required of meD” This requirement mindset sets 

limits. Fear keeps them from moving ahead. Natural cu-

riosity drives the opportunistic mentality, so there are an 

unlimited number of questions to feed the zeros. 

Rather than “what is,” natural curiosity asks “what if” and 

“why.” By examining the facts from the perspective of what 

am I able to do rather than what do I have to do, we 

see the potential. The “what do I have to do” mindset 

saw the increased investment. The “what if I made the 

investment” perspective recognized a significant return in 

a short period of time.

When we add a zero to the facts, we take apart the time-

lines, reconnecting and associating them in ways the nor-

mal mind doesn’t understand. Years ago, when the con-

struction market saw a huge decline, builders in my area 

had to drop their prices, and they put pressure on their 

vendors to cut their pricing. This would mean layoffs, de-

creased revenue, and hardship all around.

At the time, I was the Nextel provider for most of the 

landscaping companies in the metropolitan area, and I 

entertained a proposition for them. I made no money on 

the deal, but I helped them add a zero by adopting an 

opportunistic mindset during a very difficult financial time.
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I explained that if they all came together as a consortium 

of sorts and held fast on their pricing, they could keep 

their employees and maintain their market share. They 

knew when the economy rebounded, this arrangement 

would dissolve, but they temporarily collaborated for their 

common good. By looking at what was possible instead of 

what the contractors required, they lived to fight another 

day.

Change Creates Opportunity

These landscapers recognized the market had shi9ed, and 

while the contractors were struggling to breathe, the land-

scapers embraced opportunity.

The market is continually changing, and with every move, 

we see pressure in pricing. Those who live in the required 

mindset resist the change, but in order to add zeros, you 

have to face reality, and you have to choose the lens 

through which you view it.

Those who fight the shi9 because they don’t like being 

forced to make adjustments will Iounder, and some will 

fail. But those who embrace the improv will be able to 

dance.

It’s a matter of seeing the change as untapped potential. 

Rather than saying, “Poor me,” the opportunistic mindset 

says, “This is awesome.” These individuals embrace what 

happens in the market or the messes in their industry. 

When they discover a piece of equipment or a part to 
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repair their machines is being discontinued, they grab hold 

of the opportunity.

When we recast the facts to see obstacles as opportunity, 

we’ll see the shi9 in mindset creates a shi9 in market share 

because while we’re all running to the right to seize the 

potential that lies in the unknown, our competition has 

gathered in fear on the le9.

Whether it’s a recession, government shutdown, supply 

chain issues, a change in parts, or something more devas-

tating, the mindset that sees change as potential opportu-

nity will always succeed. The required mindset will strug-

gle during those shi9s because they’re looking through the 

lens of the status quo. They won’t even see those difficult 

times coming for them.
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Zeros Outside the Box

The more you pursue meaning, the more 
money pursues you.

—Lee Brower

T HE JUST ADD A Zero methodology is outside-the-box 

thinking at its finest. A conventional mindset will 

miss the friction and never ask questions. So many peo-

ple go through training sessions and regurgitate the same 

information day a,er day. They complain about the status 

quoC but they never ask the questions that can make the 

change.

Oonventional  thinking  sees  a  contract  ending. 

Wut-of-the-box thinking sees an opportunity to dig a little 

deeper. ?hy is the contract endingffi W,enC the answer 

allows him to provide a new serviceC up the stakesC and 

solve friction.

But when you begin to ask why—?hy do we do this that 

wayffi ?hy does this number go in this boxffi—we find more 
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ezcient ways to operate. And in doing soC we add Ieros 

everywhere.

Add a Zero on Both Ends

Adding a Iero on the back side of any proposition makes 

perfect sense. ’f ’ make ten dollars todayC but ’ want to 

look for ways to add a IeroC ’ consider things that will take 

my enterprise to one hundred dollars. Sometimes when ’ 

shoot for one hundredC ’Fll only make eightyC but before the 

add-a-Iero thinkingC ’ only expected ten or twelve dollars. 

Exponential thinking always brings growth.

But what happens if you add a Iero to the front of your 

numberC and why would you want to do thatffi SometimesC 

we need to cut expenses. ’n order to add a Iero to the 

backC we o,en must add a Iero to the front. Yor exampleC 

your processes become so ezcient that you donFt need 

ten salespeople. jou really need eightC but if you use the 

add-a-Iero philosophyC you force yourself to come up with 

a better idea that will take you to one.

Someone ;ust read that and panicked because their first 

thought was downsiIingff howeverC in a win-together or-

ganiIationC with a take ownership core valueC instead of 

downsiIingC the idea of staN reduction ;ust caused more 

friction. “ow ’ have to askC ”How can those staN members 

and ’ win togetherffiM And the staN starts askingC ”How can 

we take ownershipC create valueC and add IerosffiM
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Adding Ieros that cause contraction rather than expan-

sion seems counterproductive to most people. HoweverC 

it forces questions no one ever asks and results in greater 

impact. How can reduction bring an increaseffi Even adding 

Ieros to the end causes you to think diNerently than the 

rest of the world because theyFre thinking in ones and 

youFre considering magnification.

Anytime you can take your thinking outside of the boxC 

you have an advantage the average person canFt see. By 

adding reduction to your arsenal of adding IerosC you will 

set yourself apart and eliminate your competition. 

Adjacently Possible

Kost people can relate to lateral pattern recognition. ’t 

starts in the past. Because of things that happened previ-

ouslyC we can predict what will happen in the future. Ke-

teorologists use it. ’ can appreciate many aspects of lateral 

pattern recognition because following the patterns shows 

us future things we canFt see yet. HoweverC ’ get more excit-

ed about non-lateral or ad;acent pattern recognition. ’ love 

seeing the way things that run next to each other connectC 

rather than how the events of the past will predictably 

connect to what will be. ’ guess ’ find adventure in the 

unpredictable.

?hen ’ talk to peopleC ’ listen to what they say andC even-

tuallyC ’ see patterns in even the most abstract things. Two 

businesses run down tracks side by side. They each deliver 
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unique services and products. ?hat happens when you 

connect themffi

Project-Based Revenue Versus Recurring 

Revenue

’ have a dizcult time getting excited about pro;ect-based 

businesses. “ot that ’ donFt appreciate how those trips 

around the arena on horseback or those hours hogging 

provided a means for me to grow to where ’ am now. 

HoweverC ’ donFt want tomorrow to simply repeat yester-

day. ’ search out new and exciting opportunities in every 

relationship.

Ky first taste of recurring revenue came in the form of 

boarding horses. ’ had a steady monthly income with a 

minimal amount of labor involved. Examining phone plans 

monthlyC especially a,er ’ collaborated with the so,ware 

guys to create the appC also let me experience ways to 

make a living that allowed me to get up every morning and 

pursue something new.

Wn the other end of the scaleC my most unpleasant expe-

rience with recurring revenue occurred as ’ started selling 

phones. As ’ mentionedC “extel insisted that ’ run my sales 

through a dealer in a small nearby town. ?hen they gave 

me my own dealershipC ’ realiIed that guy a few miles down 

the road was keeping my residuals. ’ should have been 

getting a few dollars every month from every phone ’ sold. 
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Yrom that moment onC ’ made sure ’ was always in control 

of my own recurring income. 

Wut of that frictionC courtesy of that small-town “extel 

dealerC ’Fve come up with many ideas that have helped 

me as well as countless other businesses. ’ now specialiIe 

in creating companies and methodologies that help my 

clients create their own recurring revenue streams as well 

as immense enterprise value. ’ could easily talk about what 

that dealer did to me two decades ago. But did he do it 

to me or for meffi By restating the facts and maintaining 

perspectiveC recurring revenue and my rinse-and-repeat 

methodology have become such a part of my life that my 

friends ;okingly call me ”The Ring of flecurring.M

?ith so many ideas for improvement constantly ®oating 

around my headC ’ get excited when ’ find recurring rev-

enue streams. These give me more time to pursue the why 

and let my natural curiosity assist others in their ;ourney. 

And ’ en;oy helping others turn their pro;ect-based rev-

enue into recurring income.

The key is focusing on a way to provide value over and over 

again rather than ;ust one time. YoundationallyC ’Fll make a 

large investment of time and thenC over timeC ’Fll see the 

return on that investment. ’t requires an intentional fric-

tion identification and a repeatable solution. Then when ’ 

exit the businessC it will be worth up to fi,een times more 

than the pro;ect-based endeavor.  
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More than a Product or Service

Oonventional thinking tells us if we have the highest qual-

ity product or service or the best priceC we should have 

the most successful business. Experience tells us this isnFt 

always the case. ’Fve seen more than one exceptional com-

pany experience huge losses when the whims of their cus-

tomers changed.

The key to the Just Add A Zero 

philosophy is focusing on the 

ones we serve.  ?hen we ask 

questions and continue to pur-

sue the why until we feel sat-

isfied with the answerC we can 

uncover friction and help our 

customers scale. The people we 

work with need to know we are always listeningC seeing 

friction from their point of viewC and putting their interests 

ahead of our own.

Wne of the principles that ’Fve taught my girls is to always 

find a compliment. ’ remind them each year when they re-

turn to school to find one compliment every day. ’magine 

how they stand out when they tell their teachersC ”’ like 

that blouse.M ”Those are pretty earrings.M Oompliments tell 

people weFre paying attentionC and they make them feel 

good. ?e create value by being authentic.

Wut-of-the-box thinking adds as many Ieros to the clients 

as it adds to itself. ’ believe in the name your price premiseff 
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howeverC that basically means you can control your in-

come. ’f you charge unfairly and are simply looking for 

ways to line your own pocketC the JAAZ methodology 

wonFt work for you.

jou may be the best at what you do and oNer it at the 

most aNordable priceff howeverC if a similar provider is con-

stantly looking for ways to solve friction for your customerC 

theyFll take your lunch. jou wonFt even see it coming.

Just Add a Zero means Yriction ’dentification to Leverage 

the Karket for you as well as your client. ?hen you add 

that mindset to exceptional products and serviceC youFll 

become unstoppable. And when you keep that perspec-

tiveC youFll discover that winning together is the only way 

to do business.

Name Your Price

Oonventional mindsets are constantly worried about min-

imum wage and cutting the competition. Wn the other end 

of that conventional spectrumC youFll have price gougers 

and people who think name your price means taking ad-

vantage of others.

Wut-of-the-box thinking understands that naming your 

price means taking control of your income. At the same 

timeC when you change the rulesC you remove margin com-

pression. Yor exampleC my friend who collaborated with 

LoweFs? and The Home Depot? made it easier for both 

companies to do business with him over other companies. 
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HeFs scaled to become viewed as a business partner be-

cause he is constantly helping remove the friction for these 

big box stores in his specialty areas.

The level of trust he built with these other OEWs allowed 

him to in®uence the amount all service providers received. 

He has made himself irreplaceable and created competi-

tive advantages that enable him to set his price. ?hen they 

ask my friend to go into a new marketC he does the studies 

and runs it through his program because heFs discovered 

ways to take all the fat out of the process. HeFs able to de-

liver ezciently and leverage a better price as he enters the 

new market. Kany timesC when heFs oNered a new marketC 

itFs because the current provider isnFt up to snuN. SoC even 

if his price comes in higherC heFs in the catbird seat. He will 

make a little money—a win for him—and he will deliver 

the product with an excellent level of service—a win for 

the big box store.

“aming your price doesnFt mean charging whatever you 

want. ’t means embracing the core values that allow you 

to win together. To name your priceC you use natural cu-

riosity to pursue the why. ”?hy are they paying their cur-

rent priceffiM ”?hat will it cost meffiM By maintaining your 

customerFs perspective throughout the conversation and 

taking ownership of your price as well as your clientFs best 

interestC you can have a real exchange that will allow you 

to keep and maintain your margin. Setting your own price 

will always be governed by the value you can provide. Wn 
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the other handC you donFt have to settle for a low margin 

;ust because everyone else in the industry does it.

?hen you change the game by providing quality and value 

diNerent than anyone else is doing itC you now have no 

competitionC and you can set your own price.
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What’s Next 

Start where you are. Use what you have. Do 

what you can.

—Arthur Ashe

A FTER ALL THIS, YOU might be thinking, Where do I be-

gin? I would answer, “Begin where you are.”

First, take inventory of your resources. What kinds of 

things do you have at your disposal? I started with a horse, 

then a tractor and a bush hog.

Next, create a list of your capabilities, and don’t dismiss any 

as insignificant. Where have you provided value for past 

employers or your family and friends?

Finally, consider your connections. Who should be in your 

inner circle? Which of those connections needs moved out 

a ring or two and who should you be spending more time 

with?
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Now take those lists and begin asking the questions. How 

can I use my resources and capabilities to provide value? 

Why do the people on my list do the things they do, and 

what would happen if I helped them see things differently?

Too ozen, I meet business owners and entrepreneurs with 

great intentions. They’ll take action as soon as they pass 

some milestone or meet an arbitrary goal. If we want to add 

Deros, we have to remember—the future always starts now. 

Those words Squire Bill Widener told Teddy Roosevelt, 

“1o what you can, with what you have, where you are.”2J 

became a foundational outline for one of my core views. 

We have all we ever need to get started. We simply need 

to identify and leverage ourselves, our abilities, and our 

immediate resources .

In its infancy, Zust Add a 5ero thinking begins wherever you 

are right the moment. It takes an account of all the things 

you think need improved and how much improvement 

is required. Before you take any action, you consistently 

force yourself to ask, “What would this look like if it was 

ten times better?”

Now you can circle back to your resources. These may 

seem small, but when you combine them, you can create 

great things. What if I used resource A with resource B? No 

matter how unlikely the pairing, if the two resources create 

value by working together, you now have a collaboration 

of sorts, and you’ll begin to see the increase.
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1ean Zackson of the I Love Marketing podcast shared 

three words with me—vision, capability, and reach. He 

says everyone has at least one of these in abundance and 

probably more than one. It’s a matter of changing our 

mindset to see our resources, capabilities, and connections 

as assets. Only azer you recogniDe the value of these three 

items can you use them to pass the value on to others.

Let’s say you use your capabilities to create something 

of value for those folks in your backyard, the ones we 

discussed in chapter -. You now can start a small business 

because you shared your capabilities with your reach to 

add value to their lives. This is the first layer of Zust Add a 

5ero thinking.

To create another layer, rinse, and repeat—understand 

your resources, create value, and look for reach. Every 

time natural curiosity shows you how to put more of these 

assets together, you create new value and minor collaboP

rations until one day you discover in order to add another 

Dero, you need to bring on a person who is better in one of 

the areas that you don’t excel in.

jerhaps you have tremendous vision. Your natural curiosP

ity allows you to see and solve friction like no one else 

you know. You have the idea as well as the connections 

that can benefit from it. Next, you identify a collaboration 

partner with a unique capability to build the product. By 

adding this layer of collaboration, you can now bring so 

much value that people you’ve never met before want to 

work with you—all because you adMusted your mindset to 
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recogniDe your vision, capability, and reach and allowed 

your natural curiosity to ask the right questions.

Make It Easy for People to Do Business with 

You

Successful ZAA5 entrepreneurs have one maMor thing in 

common. They make it easy for people to do business 

with them. We’ve already established that ZAA5 involves 

improv, and building a business with exponential growth 

does too.

When I started selling Nextel phones, every other dealer 

had a storefront you could visit to set up your accounts. 

ffiy natural curiosity explored the habits of my clients 

and asked the question, “What would make it easier for 

these folks to do business with me?” They were busy, and 

especially in the case of contractors, multiple crazs were 

gathered in one place. When I began to visit Mob sites, 

farms, and car dealerships, I became the natural choice 

among the area’s cell phone providers. When landscapers 

realiDed I was willing to go to their oCces before their 

trucks lez for the morning, they wanted to do business 

with me. Even if I had charged more, the convenience 

would have been worth it.

This meant that when I offered to check their statement 

every month to make certain they were getting the best 

deal, they were even more anxious to sign up.
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The questions of natural curiosity will give you the inforP

mation you need to make your company’s practices differP

ent than others. You’ll start to think outside the box, and 

your innovations will eliminate the competition because 

you don’t do things the way everyone else does. ffiost 

importantly, more people will want to work with you.

Every time you adMust to make it easy for people to do 

business with you, you’ll add Deros for yourself as well as 

your current clients, and you’ll give them a reason to send 

others your way.

Create Something Replicable

One of the secrets of Zust Add A 5ero is its rinsePandPreP

peat capability. If you can create a system that others 

can use to get similar success, you can sell or lease your 

process. The replicable nature of Zust Add a 5ero becomes 

a neverPending spiral of friction reduction. Seldom will 

you solve friction for one person that isn’t being felt by 

another. In any given business or service area, there’s a 

good chance they are encountering obstacles similar to 

those in other unrelated businesses.

When you begin to pursue the why and identify the root of 

the friction, you have opened the door to create a process 

to alleviate that problem for many others.

I’m working with a gentleman who is a service provider 

for residential assisted living facilities. Unfortunately, in 

his state, they’ve opened the door for tons and tons of 
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service providers into the arena. ;onsequently, the market 

is saturated with unqualified, horribly staffed providers 

who can’t deliver anything close to the excellence this 

gentleman provides.

The reason that he’s been able to grow and excel at what 

he does is that he has a system to take any average person 

and train them in his process, and their success makes him 

look like a hero.

The state had created real friction by allowing subPstanP

dard providers to work for them, but this gentleman has a 

replicable solution. What if he presented it to the state and 

they accepted it? This would mean all those unqualified 

providers would become his clients as he begins to sell 

them his system to meet the state’s standards. I concede 

that in four years, his enterprise will have created so much 

value that he can leave the residential assisted living busiP

ness and either have recurring income from his system or 

sell the platform for a nice profit.

By looking around and seeing friction, he created a plan 

that can be easily replicable. It provides value for him as 

well as those he serves, and it adds Deros all around.

Be the Guy that Connects the Dots

If you’re willing to develop your natural curiosity and put 

it to work for you, you can be the guy that connects the 

dots. It starts with you. Always begin by doing what you can 

with what you have where you are. How can you connect 
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your resources and capabilities? What do you see in your 

immediate environment—things you thought could never 

connect—that you could bring together to create more 

value?

ffiany of my first connections involved hard work. For 

instance, the barn that allowed me to rent stable space was 

only available because I had to get the building process 

started and set every post before I could go to the beach 

with the family. I was only a teen at the time, and it inP

volved a lot of grit and determination. I Moined my reP

sources with my capabilities to add value to my dad’s farmfl 

however, it didn’t take long for it to add Deros in my life 

when I began to use the barn myself.

Azer you begin to add Deros in your own life, you can add 

layers outside yourself. It begins by asking, “How can I add 

value to the lives of these people I’m already serving?” 

Those horses were already in my barn. Natural curiosity 

encouraged me to consider my capabilities and give my 

boarding clients a new option. For another fee, I could 

train their horses while they were in my care. The horse 

owners loved knowing they’d get a trained horse back azer 

leaving it with me for a month, and I added Deros.

Today I use the same principle as I add even more layers. 

For instance, I can’t code, and the guys who can code don’t 

relate well to the businesses, but I have the capabilities 

and resources to communicate with both. Using natural 

curiosity and my unique ability, I brought the two together 

and created Deros for everyone.
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The world changes continually, and with every ®uctuaP

tion, opportunities to connect dots appear as if by magic. 

But much like those who hear the entire ensemble play 

and can’t pick out the individual instruments, if you aren’t 

looking for and listening for those subtle shizs, you’ll miss 

your chance to add Deros.

Every day, even before I open my eyes, I focus my thoughts 

on gratitude and prayer to keep my mindset strong. The 

moment I open my eyes, my brain shizs into high gear 

looking for ways I can create value for those I already serve 

as well as those I have yet to serve. That is the fun part. 

I create impact by serving and bringing value in new and 

innovative ways. ;onnecting dots makes me a great conP

duit. If you’re willing to change your perspective and ask 

the right questions, you too can become a walking triple 

play powered by The 1.O.S. ;onversation8 and utiliDing its 

approach to danger, opportunities, and strengths. I share 

this mindset with my daughters nearly every day because 

I believe anyone who adopts this methodology will always 

have a Mob, and if the world would look for ways to serve, 

it would be a whole lot better place.

My Favorite Just Add a Zero Hacks

There are some tips I have added to my life to help me be 

as productive as possible. I recommend adding at least of 

few of these to help you add Deros to your life. 
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Set a bedtime. Long ago, I started sending myself to bed at 

:3-: p.m. I wake up naturally between 0344 and K344 a.m. 

By setting a time a little off from convention, it enables me 

to remember. Set a time that’s your time, not the norm. 

This will help you go to sleep earlier and empower you to 

WIN tomorrow. 

Raise your hand. By always raising your hand first, you get 

the most attention from the coach or teacher. You don’t 

need to be nervous because no one remembers what you 

say. Everyone else is sweating bullets because it is likely 

what they have to say has already been said. ffiake yourself 

memorable to your teachers and coaches. 

Change the way you brush your teeth. Zim !wik turned 

me on to this. By brushing your teeth with your nonPdomiP

nant hand, you expand the neuron connections and effecP

tively grow your brain. I need all I can getI

Ask two questions.  Your subconscious works twenP

tyPfour hours a dayfl your conscience works twelve to fourP

teen. So those hours you’re sleeping give you an easy way 

to pick up extra processing time. Be intentional. Zust before 

you go to bed, write two questions on a Mournal page—one 

at the top and one at the middle. You may consider writing 

the date backwards at the top right corner. When you wake 

and have the answers, record them. You will be amaDed at 

what your brain can do when you are sleeping.  

Make your bed. ffiaking your bed allows you to accomP

plish one thing before others even roll over. ffiake your 
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bed as soon as you get up in the morning. Sure, this can 

be tricky with someone else in it. But, so was tying your 

shoes the first time you tried. This small accomplishment 

sets you in motion for crushing each and every day.

Keep your eyes closed. I have trained myself to keep 

my eyes closed for the first moments every day. Ozen, I 

have to breathe to get myself centered. The world screams 

for my brain to make decisions and figure out things the 

second I open my eyes. So I don’t open them until I spend 

some time being grateful. I remember that many go to 

sleep and don’t wake up. If you start there, you will find 

that the trouble you face later that day looks a little smaller 

and is easier to tackle.

DraW your three. I learned The 1.O.S. ;onversation from 

1an Sullivan and modified it to fit my daily routine. 1an’s 

method is tremendously impactful. The focus it provides 

each day is overwhelming. There is power in this numP

ber three combined with 1an’s solid thinking tools. Each 

morning I list3 

  one 1anger to remove

  one Opportunity to capture

  one Strength to leverage
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How Do I Know My Friction Solution ?ill 

?ork-

One thing that holds people back is the fear that their 

idea won’t work. But what if your friction solution is Must 

the first step in a maMor breakthrough? ffiost know that 

Thomas Edison filed the patent for the first commercially 

manufactured lightbulb, but he would have had a much 

more diCcult time had it not been for other pioneers 

who brought their ideas even though they didn’t solve the 

problem.

In 2:4J, Humphrey 1avy introduced the first electric light 

bulb, but it didn’t last long and wasn’t cost effective. Not 

many people have heard of Warren de la Rue, Zoseph 

Swan, Henry Woodward, and ffiatthew Evans, a few other 

names associated with electric lights. However, without 

the work of each of these men, Edison would have been 

less successful. What if fear had convinced them to hold 

back their ideas? Where would we be now?

When we have an idea, it’s imperative we test it and share 

it, and that we share it with the right people. Your mother 

may tell you every idea you bring is brilliant, but what 

about the check writer? If the person who will be using 

and investing in the friction solution believes your idea is 

valid, then you should go for it, and if you can find a second 

source to give you confirmation, that’s even better.
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So many businesses fail to launch because they get bogged 

down in the paperwork of starting a business. Banks want 

a business plan and a developed business model. UnforP

tunately, many brilliant friction solvers have no idea what 

that means. jeople with tremendous potential get trapped 

by the formality of everything some other power requires 

for them to change the traMectory of their life. Rather than 

taking immediate action by creating value. They let the 

friction from loan oCcers halt their ideas.

It’s true that you don’t really have a business until someone 

writes a check for your idea. However, revenue will come 

when you begin to provide value. I started ten to fizeen 

companies before I figured out how to create those docP

uments. 1espite my lack of business savvy, I had a more 

important asset. I knew how to provide value.

Whether your solution is vertical—designed specifically 

for the company you work for—or horiDontal—something 

that can impact an entire industry—you must share it. Your 

innovation may be the solution that ripples throughout the 

industry or it might never get off the ground. Alternately, 

you might build on the solution someone else shared. 

Regardless, your idea could potentially be the beginning 

of something bigger than you ever imagined, but no one 

will ever know if you hide behind the worry or the false 

assumption that you can’t fix the friction.
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?orking with Chad

One of my greatest pleasures, the thing that makes my 

business a Moy rather than a Mob, is working with people 

who’ve caught the Zust Add a 5ero vision and need a bit 

of assistance finding the right collaboration. I love helping 

them discover their friction and giving them suggestions 

for solving it while we watch for the friction our solution 

will invariably create. Using my unique ability, which is 

uncovering opportunities that deliver exponential impact 

and results by instantaneously connecting dots, in unconP

ventional ways, I create and manage some amaDing collabP

orations.

I’ve worked in every aspect of business. I’ve done the hard 

labor of caring for horses, stringing fence, and hauling bags 

of feed. 1uring my final years of high school, I started to 

think I would have a permanent crick in my neck. For 

hours every day, I watched the bush hog behind the tractor 

making sure it stayed straight. As I stretched out that pain 

each evening, I began to understand that wasn’t how I 

wanted to make a living for the rest of my life. On the other 

hand, the money I made keeping those bank lots cleared 

put me in a position to start my first business. But better 

than that, it allowed me to dig deeper. What patterns and 

cycles did I see while I mowed, and what did I need to do 

to get off that tractor?

Sozware, finances, human resources, and discovering perP

sonalities and unique abilities in myself as well as those 
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I meet have all given me insight to connecting dots and 

collaborating. Everything I’ve ever done, even attempting 

to stack way too many bales on the back of a truck and 

watching half of them fall off, taught me something about 

myself and gave me an opportunity to put my natural cuP

riosity to work.

One of my collaborators told me that he doesn’t think 

my unique ability description is entirely accurate because 

I have a huge relationship component that doesn’t get 

mentioned. As I said, I’ve been paying attention to people 

and noticing their nuances since my childhood.

I have an innate ability to see voids as well as the people 

and companies that will fill them. I immediately know that 

this guy plus this guy equals results and solutions. I can 

see relationships working before they’re formed, and this 

capability fuels the opportunities I create for myself and 

others. Seeing the value created in collaborations and the 

breakthroughs in relationships and businesses as I help 

form bonds drives me in an unexplainable way. I love being 

the catalyst that impacts so many businesses and people, 

and the ripple effect it has on employees and teams gives 

me immense satisfaction.

Sometimes I forget not everyone thinks the way I do, and 

the older I get the more I understand the truth. But even 

in this, I embrace the differences because I can learn so 

much from each person and their uniqueness.
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!ary Oberbrunner gave me a huge compliment when he 

said, “What extreme athletes are doing on the sports field, 

;had Zenkins is helping entrepreneurs do in the boardP

room.” Like quarterbacks who stay focused on the play and 

musicians who ignore the audience to bring a beautiful imP

prov, I tend to be able to listen to many voices and sounds 

in the room and draw out the melody line for businesses. 

ffiy natural curiosity sees what others miss, but my chief 

capability is hearing what hasn’t been said and then using 

my connections to bring collaboration.

Some wonder why I’m so persuasive, and I’ve thought a 

lot about that. I think the reason people readily accept my 

suggestions and trust my companies is that by the time I 

make referrals, especially recommendations for collaboP

rations, I have vetted the connection or the idea at least 

fizeen different ways. The result of my natural curiosity 

and the deep investigation it demands is a nonPverbal 

conviction that accompanies my suggestion. By the time 

advice leaves my mouth, I’ve run it through patterns and 

scenarios in my mind, and those I share with can feel my 

confidence.

I don’t sell anythingfl instead, I make connections. I love 

discovering collaborations even if I never make a penny 

from it. ffiy goal is to connect the dots whether I see 

revenue or not. The payoff comes in trust built. ffiy conP

nections will someday need something that one of my 

companies can serve, and they’ll come to me. I don’t need 

to sell. Serving and solving brings what I need to add Deros.
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Right now, I’m using this methodology with businesses to 

increase the value of their companies exponentially. For a 

recurring fee, I find the friction, see my client’s perspecP

tive, and take partial ownership on the growth in value of 

their business. This way the founder experiences growth 

but keeps his all his equity. I will continually help them 

solve friction and scale until they sell their business, then 

they’ll share a portion of the increase in profit since I began 

working with them. ffiy clients understand that it’s in my 

best interest to scale their business fast, so the recurring 

annual fee is a good investment. It’s Must one of the ways I 

use my triple play to create wins for my business as well as 

my clients.

ffiy staff and I take those core values, and whenever we 

come up with a solution, we rinse it through that filter3 

jursue the Why, ffiaintain jerspective, Take Ownership, 

and Win Together. When you add a Dero to both sides of 

collaboration using those steps, you have something that 

will stand the test of time and make a LOT of money and 

provide value to all parties involved. jlus, if you embrace 

this concept and maintain this perspective throughout 

your entire life, you will never be stale. Boredom never 

occurs in the add a Dero lifestyle.

ffiy personal ®ywheel—the thing that powers me—is reP

moving the film, adding Deros, and growth through colP

laboration. As I engage with companies and employ my 

®ywheel, together we can create their own moonshot. 
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Their big idea will help them scale to a place with no 

competition, set their own price, and expand globally.

The Zust Add A 5ero philosophy is a continuous spiral of 

Friction Identification and Leveraging the ffiarket. Friction 

solutions create friction and with each solution, you can 

scale and add Deros. ffiy unique abilities help companies 

move through the process faster. 

I take the clients’ particular ®ywheel and remove one obP

stacle, freeing the ®ywheel to move more eCciently. We 

repeat the process over and over, and as you can imagine, 

every time we remove one obstacle this spinning ®ywheel 

moves faster and faster. Their techniques improve, busiP

ness scales, and they never have to stop. Over time, they 

find themselves growing bigger and bigger. And as long 

as they never allow success to entertain complacency or 

conventional thinking, there is no limit to their reach and 

global impact.

This type of methodology allows you to take control of 

your life. You’ll see your mindset changing bit by bit, and 

over time, your destiny will change. But better than that, 

you’ll be so enthralled with your current status, you won’t 

be worried about the end.

While others my age talk about retirement, I look for opP

portunity. Every day I wake up determined to provide valP

ue to someone. Each morning provides me a reset button 

to take what I did the day before and repeat or start over. 

This is the foundational principle of entrepreneurship.
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1o you need assistance in building your natural curiosity, 

finding friction, or making connections? I invite you to visit 

my website and take the assessment to see if my unique 

ability can provide value to your entrepreneur Mourney. 

Adding Deros makes life an adventure—an adventure I will 

never finish because I’m not looking for a destination, I’m 

enMoying the Mourney. Azer all, better is infinite.

Stay ;urious,

;had
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About The Author

Chad’s zeal to understand how businesses work allows him 

to immediately understand and identify invisible opportu-

nities in “the way we have always done it”.

	When Chad couples his three foundational elements–Ap-
ply the FILM, Just Add a Zero, and Growth through Collab-

oration–with his natural curiosity, these methods become 

the game-changer needed to move businesses toward ex-

ponential enterprise value growth.

	This talent, what some call his highest value role, has 
opened the doors for Chad to work directly with leaders of 

businesses of every size across every industry. By analyz-

ing the various aspects of an organization's friction, Chad 

can quickly identify invisible opportunities that enable 

companies to create competitive advantages and increase 

margins, resulting in exponential enterprise value growth. 

The result is a proven track record of over forty owned 

or previously owned high-growth companies and 100’s of 

Growth Partnerships across North America.

	Now focused on helping others, he has passed on lead-
ership in each of his companies and operates solely in 

his Unique Ability through Growth Collaboration Partner-

ships and the SeedSpark Growth Academy.
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	Chad advises business leaders to stay curious and look 
for the friction in their own business to remove com-

petition, name their price and go global through collab-

oration. If  you need help Removing the Film, or Just 

Adding a Zero, contact Chad to discuss 100X Collabora-

tions at www.SeedSpark.com.
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