Transcription

Well, hey, welcome everybody. Welcome to the unlocked show. I'm your host, Tracy Wilson. It's fantastic to be
here with you guys. Been away for a couple of weeks.
00:0104

| have had a bit of a breakaway, went back to my home country of New Island and also been off grid camping,
which was absolutely amazing, just to switch absolutely everything off. No technology, no nothing, and just be
witlothee wilderness and family and friends for the beautiful Easter weekend. And | hope you guys had an
amazing Easter too. Now, today we are joined by an entrepreneur, a coach, and an amazing podcast host who'
actually dedicated his entire life to helping other entrepreneurs build the foundations that they need to make a
massive impact on thisworld. He's an amazing dad too.

Just before we jumped on Today, he was like, I'm just going to put the little one to bed. Little Lucy has just
gone to sleep and she's normally sitting right by his side doing all things entrepreneurial with her amazing
teoheL48's an entrepreneurial evangelist. His name is Jason. | was going to say seasick, but it's not seasick.

He's not skisick. So I'll make sure that | get that absolutely right. Jason brings a contagious energy, experience
and curiosity to everything that he does. And today he's here to talk to us about the value of bringing your tribe
oohoip@HAg life to your tribe whilst juggling work, family and life. We all know how important that is and we
know that all of those things kind of melt into one.

You cannot separate them and it's important that we understand that so that we can do we're able to juggle
them all equally as well. With a degree in finance, experience as a commercial banker, and over twelve years of
001agldis own large CrossFit Gym, Jason knows a thing or two about building and leading tribal communities
He's also been in the army, so he was telling me all about that before we jumped on Today, Too. He also hosts
the Spear and Clover podcast, where he highlights renegade entrepreneurs that have actually beat all the odds
to just go hard on their passions. So | want you to join us today, hang around, because we're going to dive into
this world of entrepreneurship, coaching, and the importance of actually building atribe.

And | want to say a huge big welcome to you, Jace. Welcome to the unlock show. Oh, Tracy, you honor me. |
can't even believe that. Wonderful.
00:03:09

Welcome. Thank you so much for having me on your show. Go ahead. | was going to say | totally had to do that
for somebody whom being a Kiwi or a New Zealander, the All Blacks are kind of like so for you looking on your



welsdsas | mentioned to you, for you to talk about the All Blacks, you had to have areally good introduction.
Well, thank you so much.

And it's funny you say that, because | didn't say this before, but if it were up to me, it would only be the All
Blacks. | actually think they're the best expression of what | try to do for entrepreneurs in sports. | use thisterm
gynasBadrganizations, and when | think of a dynasty, it's not necessary. | always talk about the New England
Patriots, or | talk about the Yankees. But the truth is, those guys aren't sweeping sheds, right?

And if you know anything about the history of the All Blacks, those guys are out there. Even the stars of that
team are doing the work that they need to do. They're sweeping the shed. They're showing up together as a
00itOAr@DI just think there's so much beauty in that, and there's also a humongous tactical advantage when you
get people on that type of a page.

I'm really pleased that we've kind of started right here, because this gives us an opportunity to kind of use that
All Blacks scenario and weave that through our conversation today. Because the first thing | want to know is
bovwodids/ou get into doing what you're doing now? So, obviously, there's been a progression of your career
over time, the fact that you've done multiple different things being in the army, owning your own gym, and then
you've sort of landed in this coaching and mentoring space. How did that all come about? Well, it's really two
things at the same time.

For starters, | never knew that | was an entrepreneur when | was young. But looking back, it should have been
obvious to me | never started a business. But what | would do is | would get really passionate and interested in
ababplet's say like snowboarding. And then I would work at the snowboarding Hill. | wanted to do for a
living.

The thing that I loved to do. I got into clothes. | worked at the mall. | got into cars. | worked at the shop.

00:05:06

And my whole life, I've done that. And looking back on it, it seems like it should have been obvious. But the
reason that | got into coaching is very much the reason why people get into personal training or owning a gym
&0tesd changed my life. Shout out to Doug Larson, who passed this on to me many years ago. Fitness
changed my life.

So | opened my garage, and five people showed up, and | changed their lives. And then that became
infectious. And then maybe 100 people showed up, and we built this gym, and we built atribe where there



aereHhdbies that were walking around because their parents met in our tribe, and that became infectious. And
then when COVID-19 hit right before that, | had been tapped on the shoulder by a mentor of mine who has
since become wildly successful, and he asked me to become a coach for him of other entrepreneurs. And,
Tracy, | have never looked back from that very first call where | had more energy leaving that call than | ever
had before, and I've never stopped since.

And so it started by coaching as an employee. Obviously, | knew at this point | was nobody's employee, so |
didn't accept afull time position. Then it became | had a partner and we worked with Brick and Mortar gyms,
a:i0dd éeabzed that over and over again, | was teaching things and concepts and skills that had nothing to do
with fitness and in fact, were much more about entrepreneurship. And so after a brief retirement, | spent a
year, when my baby was born, just doing jujitsu and being a dad and launching a podcast. That's what | did for
one year.

Then | launched my business here at Clover, which serves entrepreneurs of all types, primarily coaches and
consultants. And | just have never not gotten more energy from talking to somebody like you than before the
odltoen33hat really | mean, | love that you've kind of had this journey. You've shared your own experience here,
because I think I'm hoping that what people are going to hear out of that short segment isthat we start to
understand if we're doing things because we're passionate about it. And you're like you did, oh, | became
passionate about clothing, so | went and worked in a store.

| became passionate about cars, so | went and did that. And that then sort of gave you this glimpse into this
world of entrepreneurship. You understanding that, hey, | can actually take my passion, the things that I'm really
660d7ab That | enjoy, and actually turn that into a living. And then over time, realizing that now | can actually
help other people do exactly the same. And | totally agree with you when you get to that point where you're
able to share your knowledge or experience with others and see them start to thrive and start to see them have
wins and you're able to celebrate that with them, | mean, there's such a high that comes from that.

And | couldn't agree with you more in terms of being a coach and a mentor myself, that it's a real adrenaline
rush, isn't it, when you get to see that with your own eyes that somebody else is putting into practice what
Qeub/é.46ached them, led them to do, and they're having this amazing level of success. Yeah, | couldn't agree
more. | mean, what | will say, for starters, is that | will let myself down ten times before I'll ever let you down.
And | found that out really to be true. When I retired for ayear, | found that it's easier for me to stay on the
couch.

| had no constituents, | didn't have employees, | didn't have clients, | didn't have any leads to sell to or anything.
And so because of that, | found myself finding other things. | was endearing myself to my training partner at the
00jitsB:8¢m and shout out to Mo, who now is my only employee other than my wife. And at the time, that was



it. | have to show up to Jujitsu for him.

| got to show up to Jujitsu for him. | got to take Lucy to the beach. | got to take Lucy to the beach. Because to
me, | don't know if it's the military, a culture of sportsthat | played growing up, but just always have loved
RiA§ ¥3ponsibility for helping people along their journeys. | think of myself in some ways like a shepherd, but
selfishly.

Tracy what | also found and | knew this before is | found that for me to know athing from one angle is
knowledge. And I'm good at learning knowledge. I'm pretty good at that. | read a book, | learn it. | watch a

QhkbRB138arn it.

But what | found was when | started to teach things, even in the beginning with CrossFit or whatever it was,
when | started to teach something, | had to look at it from so many different angles. And I think that knowledge
18R Aihese different angles very quickly turns into wisdom. And so what I've done by being a coach of other
entrepreneursis | get to see many times more scenarios arise in my life day to day as I'm helping others, which
hits fast forward on my own progress. Does that make sense? Absolutely.

And that concept of being able to look at things from many different perspectives enables you then to be able
to coach and mentor other people because you're then able to see things from many other different
BEr§ESHves and in most cases, their perspective. And when you can get to the point where they understand
that you understand and you get them and you see things from their perspective, then they're more likely to
buy into and become part of your tribe, so to speak. Right. And I'm kind of getting the sense now that that's
kind of where thiswhole thing begins, with building your tribe because you get to understand them. They feel
as if you understand them at avery deep level.

I want to ask you this question, Jay.
00:10:19

I think what I'm also hearing is that there's a sense of for those people that are out there that | would put my
hand up and say this and being a people pleaser, we like to please other people. We like to serve other people.
Q=20 be responsible for others. That has been the thing that's enabled you to drive you, has provided you
with some momentum and fuel to keep you going because, again, that's filling you up because it'sfilling that
sense of I'm able to please others. I'm able to be responsible for someone.

And it got you off the couch because you're now responsible for someone else. Just like little Lucy. You can't



BaSVﬁBSr on her own. You're responsible for somebody else, and that gives you the impetus and the motivation
to keep going. The question I've got from you now is in terms of you also mentioned that early on in this piece
when you had Lucy, you sort of took a bit of a hiatus.

You took some time off to just settle into family life and then you went, you know what, | probably need to get
813 %5@/ couch and do something a little bit different. Why did you go down the path of podcast? Why was
that the thing you did? | was born to podcast, Tracy. | believe this in my soul.

So when | was a kid, first of all, | was taken out of regular school in first grade and | was put into a behavior
8'801@?5 school, which probably saved the trajectory of my life. Different part of the story. But because of that, |
had a 45 minutes commute in and | had a 45 commute out. And every single morning my bus driver would
listen to talk radio. Sometimes sports, sometimes politics.

It didn't matter. So from first grade through 7th grade, 1 was listening to talk radio, not by choice, but almost no
%%ﬁnd then | developed this love of the spoken word. And so | found myself listening to Loveline and Art
Bell late at night. And my mom would like come into the room and I'd be hiding with my little headphones.

And believe it or not, in the military, all | did was listen to audiobooks and spoken word in those ways. My
B}g)_tﬁewsed to take me to spoken word poetry slams. The origin of the poetry slam is here in Chicago. And so
we would go there. And then when podcasting came out, it was like a nuclear explosion went off in my brain.

And so you'll ask my wife, she literally told me last night that I've used my headphones more than anybody ever
B%S:JE:EHIF" lives because every single night | sleep with headphones on. And | listened to according to Awake, |
listened to probably 20 hours a week of podcasts. So when it came time to do it, it wasn't a matter of if | would
have a podcast, but more when. And so previously, running a brick and mortar fitness facility, if anybody
knows, is one of the most challenging tactical day to day operations that you can run as an entrepreneur. And
so when I finally sort of let go of that, when we moved, | finally had the time to start a podcast and to start
jujitsu, which is | did both at the same time.

Awesome. And I'm with you there. Podcasting is, I'm going to say, changed my life in the sense that you're able
boongI:BB here. You talk about wisdom and the fact that when we're podcasting, speaking to lots of different
people, interviewing really successful entrepreneurs all over the world, and being able to see things or hear
things from a very different perspective. Everybody's got a different story or a different way of looking at
things.



And being able to take that on board and add that to your wisdom bank is amazing. So from there, thiswhole
B%nj%aabof the podcast, and then you developing that out, and then what was the moment where you went, do
you know what? | now need to go down this path of actually coaching people. When did that happen and why
did that happen? Well, candidly, it happened before | started the podcast.

| knew that that was my path. It was 2019 when | joined a very early company. Somebody asked me to join him,
arbo_ﬂ%lt to Joey Huber. He's crushing it with FitBiz University. And we decided to work together.

And | knew then that | wanted to focus on fulfillment, on coaching, on helping entrepreneurs to see their way
H}S‘;’ﬂgﬁ'gto help them see the bigger picture, and to help them put together little pieces in between. And so |
knew then that that was what | was going to do. | also knew that | had sold two businesses in two years, and |
was only going to have a baby the first time for the first year once. And so | decided to not worry about building
the business until | had learned how to become a dad and support my wife through a very difficult time and be
a better fighter aswell. | was doing a lot of training at that time, and so now it's a no brainer.

And I will tell you, | have never in my life I've sold things, I've fulfilled things. | coached CrossFit, | coached
S%t:r]%%?eurs, I've had partners, I've worked for people. I've been a banker, I've been a soldier. I've never felt
so good about selling something, evangelizing something and coaching something that was purely a piece of
me that | created from the ground up. And so it's just been so much easier now that I've found this undeniable

clarity of what my vision was.

And it only took me ayear and some change to figure that out. Tracy and so | want to ask you about this,
BSQ%{,fﬁyou've kind of also landed on this, | suppose, branding of yourself as being an entrepreneurial
evangelist. That's a pretty strong word. Why did you land there? Yeah, great question.

So it's not religious, although | did grow up religious, and it's certainly if you'd like to take it that way, you can.
BBt:Hg\L/lery evangelical. If you've ever read Tipping Point, malcolm Gladwell talks about mavens. | am a
textbook maven. When | got an Apple Watch, ten of my friends got an Apple Watch because all | would do is
tell them how great it was about the features, about the benefits, all of these things.

And | never have had an affiliate deal, really, that's been lucrative with anything. | don't even plan on running
8%51%”12“’ podcast. But the point isthat when | find something that has changed my life for the better, | cannot
help but tell everybody that I care about, and even some folks that | don't care about, that they've got to try it,
too. And so that's where CrossFit comes from. That's where Jiujitsu comes from.



That's where podcasting comes from. Or snowboarding or hammock camping or whatever it has been in my
Bf&]!s%ays have had this invisible force that drives me towards sharing those things that have improved my
life, to improve the lives of so many people, as many people as | possibly can, to the extent where probably my
fatal flaws that sometimes | just push, especially on the people that | really like. I push and | push and | push,
and then it's like, well, shit. I'll just do it just to shut you up, all right?

And then they jump in. Right. And | know that through that kind of really passion that you have for whatever it is
H@_tl;;%hget involved in over time, you have come up with this concept of the Dynasty organization. Can you
tell us a little bit about that and where did that come from? Yeah, so | should back up just a little bit.

Every week | try to go on what | call a solo mission. And a solo mission can be anything you want it to be, but
606 :Tlt:ezg‘s usually either aruck, a long walk through the dunes with my two Australian shepherds, or about
once amonth, although it's been a little bit less lately, I'll go into a sensory deprivation float tank. And so one
day, as I'm thinking about what | want to sell and the thing that | entered a float tank with, the question | had on
my mind was, what would | stand on a mountain and beat my chest and happily sell? And the answer came
back so clear but not sexy at all. Tracy the answer that came back was core values, was mission, was how to set
and achieve goals, was how to have employees that love to work for you and go out and hunt for you and bring
back what they kill to share with the tribe and building community.

And these things, believe it or not, are not as sexy. They're not getting you more leads. They're not getting you
%_rﬁ%es. They're not doubling revenue or any of those things immediately, or at least at the time. | thought
that | would maybe feel a little differently with what the product is today.

But | went into that float saying, okay, how do | make something that's boring but completely necessary for the
Bodjzr]g%;%)ns of a good business? How do | make that sexy? And | can only think of one place in popular culture
where we are ingrained to really believe in and support and cheer for and buy the merchandise of Dynasty
organizations that are built on rock solid foundations. And that's where you get the All Blacks, that's where you
get the Yankees, that's where you get the Boston Red Sox or the Cubs or whoever. These are organizations that
are not reliant on a coach or a certain player or even a certain playbook.

They're reliant on a shared ethic that then builds from there using frameworks. Does that make sense?
6\8_sg%ely. And that is obviously led when you've done that research, because then you talk about I'm going to
say we call them the three F's. You talk about foundations, framework, flow.

So let's talk a little bit about when you look at a Dynasty organization in comparison to any other kind of



8%9:?18i:§%tion, what are some of the key things that you notice about them that makes the difference between a
Dynasty organization and any other? You know, it's so funny you ask that question, because today | feel like I'm
better capable of describing it to you than | ever have been in the past. And that answer is simple. Most people
that own businesses have a great idea, and they build that great idea, and then they try to scale it as quickly as
they can. Essentially, they turn the volume up, whether that's in the form of social media or writing a book or
going on a speaking tour or a podcasting tour or it could be paid ads.

But they turn the volume up on music that's not yet clear. And so the biggest problem that | hear from other
S%t:rf&r%neurs is everybody | talk to says I'm great, says | sound like | know what I'm talking about. They'd love
to work with me, but not right now. And if they see anybody who needs my help, they'll send them my way.
And the reality is, Tracy, that's because we're confusing these people, we're going to them with our vision, and
we're unable to describe it.

And so what we do in the very beginning of whenever | work with anybody, or even if you don't work with me,
%Sé%v%at | recommend you do. Don't turn the volume up until you have undeniable clarity of what the lyrics
are. And when you have undeniable clarity of what the lyrics are. Now when you turn it up, people are going to
dance to that tune. | think so often people like me come on to shows like this and they tell you, we're going to
sell you ads, we're going to sell you websites, we're going to sell you CRM or Al or any of these other very
amazing technologies.

But those technologies can only amplify the signal that you give them. And if you don't understand how to tell
H@é&gﬂ in such away where everybody gets it, then you're not ready to turn off the volume. | mean, that's
such a piece of wisdom that it's being shared in just that, because you're right. A lot of people do go into
whatever business they're in and they're not really clear. If we talk about, clear about the lyrics, the things that
they're going to be shouting from the rooftops, singing about, then their audience is going to be very confused.

So let's go down the path then, of how does somebody become really clear? Because lots of people have a lot
8f0dﬂ%r§nt skills, they have a lot of experience, but they're trying to kind of narrow that down and be very
concise and clear about what it is that they do and how they make a difference to somebody else can often be
muddied water. The lyrics sound a little bit gobbledy gook. So how does somebody actually get very clear on
that? What are some of the steps that they can take?

There's two steps. The first step is you find one person who has one massive problem that has the money to
86y£8rét1 that you can solve. Right. And then step number two is understanding. I'm sorry.



Step number two is stop thinking from you to them. This iswhat we do. All entrepreneurs spend their whole
NE2d&loping features. | can deliver coaching, | can deliver a course, | can deliver a Mastermind, | can do
group coaching, | can come to your house and cook your food for you, whatever it is. These are features.

This is something that | can do for you. It's a self centric way, what | Call, like, afeature rich offer. It'safroit'sa
fHAPe5%ch offer. What we have to do iswe have to understand who that person is, what their problem is and
how we can help them. And then we put that down and we start to start think from where their side of the
fenceiis.

What are the benefits that they're going to get from us? There's something that your ideal client is walking
8dddAght now, begging for the universe to provide them a solution to a problem or delivery to some desired
outcome. Either way, that person is walking around right now saying, | wish someone would give me this. And
if you can say, | give you this, they will buy every single time. Well, let's answer this question now.

So when we are trying to understand the massive problem, how does one know that they are actually dealing
Q128 :#ssive problem and just not a run of the mill problem? Well, the best massive problems are what we
call bleeding neck problems. Tracy and so when your neck is bleeding, you know, and so if you're losing money
or if your health is degrading or your relationships are falling apart or whatever, the thing we seek to solve, it
depends on the business and the avatar, right? But what you're looking for is, it's a nice thing to take people on
vacationsto give them a dream outcome. That's very nice, but people will pay way more to get out of hell than
they will to get into heaven.

And so that's not to say that we only do that certainly when possible, we want to do both of those things. But
fHE24iHg that inspires the most action from a human being is getting away from an incredibly painful and | call
it a bleeding neck wound, which is a shout out to Cole Gordon, who | heard that from. But a bleeding neck
wound is one of those things where it's not whether or not you buy from us or purchase this solution or
whatever it is, it's whether or not you choose to bleed out on the floor. Because you're losing money or you're
losing health or you're losing your relationships or your prestige or whatever it is that we're offering every single
day that you don't take action and solve this problem. So let's stop playing around and start talking about how
we're going to solve this problem.

And that problem has become very obviousto the person, right? They realize that, oh, my gosh, I'm bleeding

80t 2éie9and if | don't do something about it, I'm in some serious trouble. The lifeline of my business and my

life is at risk here, so | need to make a decision and get some help. It's like I'm having a heart attack. I'm going
to bring the hospital.



I'm not going to go to my local GP. I'm going to go to the place that I'm going to get the fastest amount of help.
PRBeRS2dut of hell, we want to get out of that as quickly as possible. And then once you can identify who it is,
what it is, and how you're going to solve that for them as far as the benefits are concerned, you then have the
ticket out of hell for that particular person. And like you're saying they're going to give you, they're going to be
like, Where do | sign up?

Get me out of this hellhole as fast as possible. Yeah, | mean, listen, if you're listening to this and you're an
BRt&preheur, there's only really one requirement. You have to be good at what you do. If you're good at what
you do and you can provide excess value to your clients, then you can charge a lot of money. But facts fight for
themselves, Tracy.

And what | mean by that is you have to be able to demonstrate that when you find yourself in a sales
89pdfifHent and you feel like you have to become emotional or try to convince anyone of anything, then the
facts have not yet been presented that would fight for themselves. And so, at the end of the day, you really only
have two outcomes if you're struggling with sales. You either are not doing an effective job of communicating
yourself clearly and you are who you say you are and they need you. And this is the worst thing in the world,
Tracy. And you don't.

Connect. That's the worst thing in the world. | hate that with my whole heart. Or the second thing is your
8RR %, in fact, not valuable. And in which case, the sooner you figure that out, the sooner you can make it
more valuable and start to sell your offer.

Let'stalk about so I'm going to go back to the three F'sthat we speak about. So when we're at that
fHUR@afibnal level, and | think this is where a lot of entrepreneurs or business owners go wrong and they're not
necessarily looking at what they need to do at the foundational level before they can build something else on
top of it. And you alluded to this a little bit earlier. You said you're not being really clear about what it is that you
do that's obviously at the foundational level because you turn up the volume or you build some more stuff on
top of an unstable foundation, you're building on shaky ground. So what other things that an entrepreneur
should be looking at at that very base foundational level?

Yeah, | mean, it really comes down to like, four things. You really have to understand your business and why it
BR5J:84 that's what are your goals long term? What's the hall of Fame look like for you ten years from now?
You're at cruising altitude.

It's the best possible outcome. What does your business look like? How did you get there? Who do you serve?
00:27:43



When do you wake up in the morning?

5i§vs Faahy employees do you have? Everything. The more clearly you can describe the mountaintop that you
want to sit on, the much more easy somebody like me or anybody that does this well can help you get to the
top of that mountain. So that's number one. Number two is you need to understand yourself.

g%qiga_@%to understand what it is about you that got you to the dance so that you can go out and find people
that are going to relate to you as employees or as clients. And so that's core values. You have to understand
your core values. Not what you wish they were, not what Steve Jobs made his, but what yours really are. These
are the embers that burn inside you, that make you who you are and get you where you've got.

6)5@2/§:Q\§d they're going to be the thing that ultimately will get you where you go. And then finally, you need to
understand your offer. You need to understand who your avatar is, who that person, the market you're trying to
help, what the problem is that they're trying to do. And then we need to compile an undeniable all star offer
that anybody would say yesto if they fit that avatar.

Hpbig you get into that situation, you're going to win awhole heck of alot more games than you lose. And all of
a sudden, you're going to have awhole lot of different problems. Like hiring and scaling as opposed to finding
this market match or my ads don't work or the algorithm changed or | can't, whatever else. What's interesting
about that is you said the words if they fit your avatar. So that comes back to you speaking earlier about who it
is that you're going to be working with.

M\ﬁjg@i@i@that you're going to be doing? How will you do that? What is the massive problem that they have?
And once you understand that and then you've got the lyrics right for what it is that you're creating or you're
solving for them to get them out of hell, then you can be very clear. And you know that person is exactly the
kind of person that | can work with.

Hbbthisk that works from two points of view, because then you're not only helping them, but you're also
helping yourself, because you know that you can win with that client and that client can win with you. It
becomes awin win kind of a situation, which is what you want when you're moving down the path of bringing
on any kind of client, right? Absolutely. | would also add that swimming is a whole heck of a lot easier than
drowning, Tracy. And what that means is so often we try to please everybody.

wgg%ne the variable between our clients and reality, and then all of a sudden, we're giving our life force to



convince people that don't want our help to do a solution that's not built for them. That's not how we want to
do things. | should have said that better, but it's true. It's just not how we want to do things. When you find that
one person, imagine you needed that heart surgery you were talking about earlier, and as you're walking into
the operating room, he's wrapping up some dental work that he was doing right before.

@:88u#Pbe the best surgeon in the world or she. And I'm not going to lay down on that operating table if | just
saw you pull something out of somebody's mouth. Absolutely. You want to get the right person for the right
job, right? You wouldn't go to the dentist to have heart surgery.

RReXh83vou'd be out of there in aflash. So in terms of you, you've obviously gone down this path, too, and you
have really taken some time to understand what your core values are and why they're important to you. How
did you come up? How did you kind of filter through?

BOcALED | mean, there's a myriad of things you could come up with that are valuable to you, but how did you
come up with your core values? How did you know they were the ones? Yeah, so shout out to the book
Traction, and shout out to my very close friend and mentor, Martin. He recommended to me that | do my core
values, and | told him what everybody now tells me, oh, no, | got my mission. | got my core values.

p&é@i‘i‘%ﬂ—core tenants. The day we filed our LLC, | went on McDonald's, | went on Nike, and | went on
Halliburton or whatever, and | pulled down their core values, and | put them on a piece of paper and | slid them
into a desk. And that's where they've lived since then. And what | would say is and he explained thisto me, he's
like, Listen, man, we brought in a consultant. They asked us a series of questions.

PRed tere multiple realms of ideation and copywriting and really dialing into the core elements that made us
us and made our best employees them, and made our best clients them. And our worst employees didn't fit it.
And our best employees I'm sorry, our best clients did fit it. And so that started in that very same float tank,
same company, different tank, because we've since moved. But as | went in and | said, okay, who am 1?

RBi3FHA want to be, not who | wish | was. But | just wrote down a series of words and phrases that | knew to
be me. And then without any prompting, | took that same blank whiteboard to my wife, and | asked her to do
the same thing, tried not to color her opinion, asked her to do the same thing. | repeated that step with my
team, and we had a very close team, and so we're getting a lot of the same stuff, but occasionally we're getting
these new things that are nuanced and interesting. And then once we had this big series of 50, maybe more
phrases and words that were me and also were reflected in this very centrally driven tribal business, it was
clear.



BReBért | took four or five different colored markers, and | circled, like, items. Red was like, happy and high
energy and loves to meet new people and try new things and default positive and brings tons of energy. And
that was all in red. And that ultimately became the spirit of the puppy, right? I've always been a little puppy at
heart.

%@@%ple call that add, but whatever. And then there was like this green one, and the green ones were, like,
disciplined and hardworking and never leaves anybody behind and shows up early and takes responsibility
when there's an opportunity. And that turned into military mindset. And so those two things are kind of the two
that describe me aswho | am. And then through a series of the same process, | came up with the other three,
which describe how | work, how | communicate with others and what motivates me to get out of bed in the
morning and do the thingsthat | do.

Qﬁ@@li\?’tﬂately, now | have this five sided puzzle piece, Tracy, that at first | tested. | held it up to the past. | said,
that guy was great. He should have been a great employee, but we could never see eye to eye. We were
button heads.

QAR Hafthis, we were that. Oh, he was military mindset. But | didn't like hanging out with that guy because he
was not spirit of the puppy. And then this client, man, he came in, and it was never struggle. He always showed
up ontime.

Q/R/:%% would come out of his mouth. One day, he tapped me on the shoulder to become a coach. He still
coaches for that company | sold three years ago, and that guy is a perfect core value fit. So when | had done
that enough in the past, now, Tracy, | can do that same exercise, but to the future. When I'm going to hire
somebody, when I'm thinking about maybe not taking on a client or if I'm thinking about a new opportunity,
does this align with my core values, and does it take me closer to the top of that mountain | described earlier?

ARt iBloesn't, it'sano. What's interesting about that is and | want to take this back to you talk about the All
Blacks earlier and the culture and the way in which that organization has been created based around some real
core values. | think you mentioned on your website something like, it doesn't matter. You could have the best
coach or the best leader in an organization if it is not set around some solid core values and the organization
doesn't know where it's going and it doesn't hire and build to meet that five sided diagram that you've created,
then you won't have a problem. So let's talk a little bit about because I think the All Blacks are a great example
of thisin action.



pOdH'RAot just | mean, we're talking decades and decades of this has. To be that culture, but go ahead. It
doesn't work otherwise, but go ahead. Well, this is what you're talking about, right? It's like you're setting these
core foundations or setting the core values that are innately you so you can't go wrong because they are you.

paddiddyou've started to build out upon that, and then you've looked at that and said, okay, how do | project
that into the future? How do I look at the future and actually start building everything to get me to where | want
to go? And that's essentially what the All Blacks have done, too, right? As they started with that and they
looked into the future, how do we become the best rugby team in the world? Not just a one time wonder for
decades and decades, forever.

¥€aBGitlE that kind of mentality. And a lot of people would think, oh, that's just crazy. Forever. You can't possibly
be that. But, | mean, you go back in history, and that's what they have created.

Dér'36aflBa little bit about unpackaged some of the things that these great teams and great organizations have
done that have actually enabled them to become the forever. Yeah, it's a good question. | mean, without
getting specific because I'll just be honest with you that | don't know how to rattle off the All Blacks core values
or their mission. But | will say that there are these and | do have looked at those things, but there are these
rallying ideas, especially when you talk about young men and women that are very much in their developing
stage, when they have a coach or they have an authority figure that shows them that models the right behavior.
And when they have elder statesmen and women on the team that have been there, that have won the
championships, that pass on that lineage, but it only can happen if the torch isthe idea, not the torch is Tom
Brady or something, if that makes sense.

BOdB33028e rally around these ideas that never go anywhere. And so the same stuff that worked for John
Wooden inthe 70s or 80s would still work today because there's this lineage of passing down ideas and ethics
and behaviors to the next generation and so on. And so that's where you really see things from a cultural
perspective and atribal perspective start to catch fire. And so this can only happen when the idea, the core
value, the message or the mission is scalable. And scalable is really just code for clear, right?

C0=88a04a appealing. If | can give you a clear and appealing message, you're going to passit on. Thisis pop
music. This is pop fiction. If you read books, this is podcasts, right?

G@38lddar and it's appealing, I'm going to tell people about it and I'm going to come back for more. Yeah. You
create that ripple effect. You create the evangelism amongst your tribe. You've created awhole lot of other
evangelists who are excited, who have brought into the concepts and the ideas and the values of what it is that
you are trying to achieve.



BadBBoBByou've created awhole lot more people that are going to go out and continue to spread the word.
What do you think are some of the common mistakes that a lot of entrepreneurs make, particularly when
they're starting out and how can they go about avoiding those? It's just rushing. It's rushing. The hardest thing
that an entrepreneur ever hasto do is explain their vision to somebody that doesn't get it.

padangBody that has felt this, | will tell you right now and my wife iswonderful. | could not be in this chair
talking to you right now if it weren't for my wife, Donna. She has supported me since before we ever found
success in entrepreneurialism and has supported me every step of the way through all of the things that we've
done since. But | still have the hair stand up on the back of my neck and get goosebumps and chillswhen I try
to explain. And | pause constantly, like, | think about it, and | come back again because it's so important to
people like me that our idea that we believe to be great is understood as well as possible.

fadRdedd't know why, but the first time you say it out loud, it's even more difficult. And so if you ask what the
common problems are, it's that we skip past that. We push past it. Oh, don't worry. I'll explain it aswe go.

paBhetruth is, we really need to step outside of our ego. We need to set that to the side and we need to listen
to those people that we are sharing our vision with, because they will tell us, either with their words or just their
face, whether it's exciting and easy to understand and has potential to catch fire and take over the world, or if
we're just not quite there yet. And so I'll be very candid with you. In the last three months, as I've been
developing this business, | have gone from highsto very, very lows. I've been in that same float tank, and |
remember | was chanting to myself out loud, which is super weird, and I'm happy to share weird stuff.

0ouasn3@ntil 1 found and then | would just wait, thinking that maybe | would say the thing that would allow me
to convey my mission more clearly. And | didn't find it that day, Tracy, but | think we're getting close. | think
we're pretty close today. And what I'll tell you is, | was in that moment where | go, oh, thisiswhat they mean in
biographies and autobiographies, where they say, that was the hardest thing | ever had to do. And | don't mean
physically.

W\=4018d talk for days about that type of stuff, but | had heard enough of how those stories end up to keep
going. And so if you're listening to this and you just have been banging your head against a wall, just know skip
two chapters ahead, because those guys got rich, okay? And so that when you if you can become undeniable,
if you can just find away to be bigger than you currently are and become the person who easily deserves your
wildest dreams, genuinely, like, if we never speak again, that's how it works. You have to go through that. You
have to face those things that are challenging you to be bigger than you are.



¥oudiR2 to grow into the new vessel that you want to live in. Absolutely. Like we say, like a lobster, right? To
grow, you have to break out of that shell to create a new one. What's interesting about this, too, and I think this
is one of the common mistakes and you alluded to this and that sometimes we just got to slow down rather
than speed up.

AOdaBS of the mistakes we make is that we want to try and go really fast, and so therefore we end up most
entrepreneurs pick up their phone, they're on Instagram, they're on Facebook, they're on TikTok and whatever,
trying to absorb as much information as we can, and then they get this thing called Shiny Object Syndrome.
And what you're actually saying is you actually got away from all of that. You went away and actually found
peace and quiet because you realized that the answer actually lays within getting to that point where you're in
afloat tank and you're asking yourself that question. You are now able to draw upon the many, many years of
wisdom that you have gathered through looking at things from completely different perspectives. Right?

DWah2 ¥2jump in on that because | wish it was that. | wish | could tell you, Tracy, that my experience has led me
to some unique nuggets of diamond wisdom, but | swear to God it was putting what | thought | knew down
and opening up my ears and listening to what everybody | was talking to was trying desperately to tell me. That
is the thing that has given me the most success in my whole life, whether it was at the gym, whether it was at
other businesses, or even now, | swear to you, it is the increased ability to put down my opinion and listen to
the truth from my constituents. Whoever that is, has been interesting by a factor of ten, | guess what an ad is
going to be that does well, and it's never the one. Does that make sense?

08 u@:28e. Absolutely. | wish you did that plusthat, and | go, that's stupid, and then | go, Wait, and I try it. I'll
give it ago. Yeah.

BOt4 3uppose what I'm saying here is that often if we're struggling with something, it's not always going to try
and find a quick win. What you're saying is that there are trusted advisors that you have in life. There will be
people that you know, you trust that have been there, done that, have got the wisdom that you're looking for,
that are sharing that with you. And then in that moment, you are putting your ego aside, opening up the ears,
allowing that information to come in, and then, of course, you then process it yourself and go, well, that's the
course of action I'm going to take and that's where I'm going today. But it's really fascinating that you're taking
these momentsto just talk about going to the float tank and just have quiet time, try and reduce the amount of
noise and information on all of your senses to allow you to relax, recharge, recalibrate, and then be able to
come out of that with maybe an idea or a concept or maybe not.

0Mayildedds like, I've got to go back there a few times. I've got to actually go down a different path and ask a few



different people, and they can help me. You also talked about your lovely wife, Donna. So let's talk about how
can because this show obviously is about business, family, and life and being able to juggle it all. What advice
would you give to other entrepreneurs that are either working with their husband or wife or significant other or
those that don't?

Qﬁéégzt%at have got their husband, wife, significant other are doing something completely different and don't
necessarily buy into what they're the mission that they are on. So let's look at this from those two points of
views. What are your advice or your pearls of wisdom there? | love it. | don't know how much alot of this I've
learned from others.

\9\%3t5lzév4ould say is, for starters, to address those two people you're talking about. Good friend and former
mentor Alex Harmosi once told me you have two types of spouses that essentially can support an
entrepreneur. One is the full back, and that is the person who's in the trenches with you, and they're day to day
working with you as hard as they can. You're aligned. You're shoulder to shoulder, ride or die.

29164%:)2/3%% Donna, for many years has been that although she's been playing more of a caretaker role, more
of a caretaker role more lately with Lucy. The second type is the cheerleader, somebody who believes in you
and inspires you and gives you the space to go out and fail as much as you can, because ultimately, successful
entrepreneurs are just better at failing fast, right? And that takes support and confidence. And half of my
strength of my spine comes directly from the support of that woman upstairs right now. And so that, to me, are
the two different types of people.

8\91(:14&1%?% far as the actual advice, this is simple. When | decided to take my wife at her will to become a full
time employee and to be a part of the business the very first time, it occurred to me that the timeline with
which | view our relationship is infinite. In other words, | want to die married to my wife in good standing, right?
And so on along enough timeline, any problem that we encounter in our business is a very small pebble in the
road, and we can easily step over it. And so with that in mind, | viewed our interactions day to day in avery
different way than | did with my other employees.

g%gggnesefit was it went so well, all of a sudden, | was like, wait a second. Why am | treating everybody else like
these things are a big deal? And so | started to treat all of my employees as if it was on an infinite timeline. And
certainly we shot forward progressively from that for the second folks, those folks that don't work together,
those folks where the wife maybe or husband, whatever shout out to me. Screwing up there where the spouse
doesn't do entrepreneurship.

A47:34 . . . .
%)ey dgn‘t understand your tolerance for risk. Well, with those folks, the advice | would give is whatever



language that person does understand, it is your job to find it out and translate it for them. And so I'll give you
an example. | worked with a couple that was fantastic. The husband was an entrepreneur, the wife was an

accountant.

gﬁéﬂéglgotten amaster's degree. She was a CPA. Very, very successful, but very structured. And so what |
explained to him, and then to her at the same time, in a different call, was basically that she needs to have the
rules and the structures and the foundations in place in such away that she could tie her adherence to, let's
say, gap or what she had learned in college to her success as an accountant. She needed to be able to tie the
work that we were doing together, the work that he was doing to build assets and systems in his business
towards the success of the business.

20 :48:27 I

nd as soon aswe were able to speak her language, because it's incumbent upon us to meet the people we
reach out to on their terms and on their ground, they don't owe us anything. They don't owe us anything. And
so if we understand that, then it becomes our job to be the bridge builder. Does that make sense? Yeah, if |
want.

Qgtéﬁld[% better be able to build a quick bridge, right? Absolutely. Now, | know you've got a bunch of things
on the go at the moment. You've got Masterminds, you've got coaching programs.

Qﬁlér%lgﬁt be a great time for usto talk about a few of the things that you've got going on, because | know that
our audience, like, if they've been listening today, they will have picked up a heap of gold nuggets and they will
be dying to know more. We've talked about a little bit about the three F's. We've talked about building a
dynasty organization, but there's awhole lot more to this, right? And this is all covered in your coaching
programs. So let's talk a little bit about those.

00:49:27 . . .
V\Phat d% they involve? What sort of person do you want to work with? Yeah. So I'm very selective. And so what
I typically do is | invite people to come to my Dynasty Builders group.

Pr(?aég glflree group on Facebook called Dynasty Builders. All entrepreneurs are welcome, and the purpose of
that group isto help you go from zero to $25,000 a month, every single month as a coach, consultant or
solopreneur, like a subject matter expert without paying me a dollar. And so I'm in that group live every single
day. I'm sharing trainings. | got my little whiteboard out with me.

0:30.05 . - . . o
Pm gomg live trainings every single day. And | love developing this tribe of people who are only there because



they're getting some value and going out and building their dreams. The selfishness in that is, once you've gone
through those things and you have grown your business, well, certainly you would be willing to be a private
client. I've already made you $25,000 a month, and so that's my challenge isto come to our group, Dynasty
Builders. Check it out.

00:50:29
Certainly we do have a podcast, spear and Clover podcast. We also have a private podcast called Dynasty

defined that's in the group only. And we have a myriad of other private client options for folks that are qualified.
But the people we like to work with are typically coaches, consultants, and solopreneurs, so folks can find usin
the Dynasty Builders group. Absolutely love it.

00:50:50
So that sounds like an amazing group. Maybe | have to go and join you, too, and see what you're up to in the

Dynasty Builders group. And for those of you that are listening, so Spareandclover.com Spearandclover.com is
the website that you need to go to, and you'll also be able to find a link to the Facebook group there and jump
into with Jason's very generous offer of having everybody there. | mean, a lot of people would charge for that,
Jace. So to offer that out to people and say, come, I'm going to do my best to get you to $25,000 a month, if
you follow my process for free is absolutely amazing.

00:5135
I love it. Yeah. If your free stuff is better than their paid stuff, you're going to win every single time. And so |

don't want to serve people that are making $100,000 ayear. | want to serve people that want to make
$100,000 a month.

00:5146
Yeah. Beautiful. Well, hey, guys. | hope you have absolutely enjoyed today's session with Jason. He has been an

absolute world of wisdom.

00:5156
He's got a heap of stuff that he can share with you. As you know, he's had experience across many different

industries and is an avid learner of all things. So | want to make sure that you guys have the opportunity to
continue to connect with him. It's pretty likely that we'll have Jace back on the show at some other point, and
we'll talk a lot more about entrepreneurship, some of the things that he's doing, Dynasty Builders, and have
some more detail about how you actually start to build a Dynasty company. So if you've enjoyed today's
session, the very best thing that you can do isto share this with somebody else.

00:52:30
If you got just one thing out of today's conversation with Jason, then | would highly suggest that you should

share this with your bestie. Even Jay said sometimes he shares it with people he doesn't even like. So you do
the same. Go and share it with your friends, your family, anybody else that's in business or is thinking about
going into business. And maybe some of those people that you know, that have that desire that maybe you
don't even.



00:52:53
Like, because they, too, will get something out of today's show, I'm sure. Jason, an opportunity to kind of wind

us up today. Is there anything further that you want to add to today's conversation before we kind of finish up?
You're atotal rock star, Tracy. | totally love you.

00:53:09
I think you're awesome, and | think these people are amazing. Very lucky to have somebody like you. You've

been present and, like, whip crack sharp on every single part of this conversation. And so if you're still listening
to this, please, please, like, subscribe and share this episode. Thank you very much.

00:53:24
All right, guys. Well, | hope you've had afantastic, like | said, easter here in Australia. We've got afew other

long weekends coming up, so probably, like, jace, I'll be out and about, probably camping. Those of you that
have been following for a while know that | really love to just kick off my shoes and get out and get a bit grubby
and dirty and not worry too much about the luxuries of life and just go and enjoy life and the outdoors. So I'm
hoping that you guys get to do the same and enjoy your family over the next few weeks.

00:53:54
Until next time. | will see you then. And as we always say, go and live your life unlocked, because there's just no

other way. See you next Wednesday. Bye for now.



