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ADVANCE PRAISE FOR 

mastermind group 

 

 

"The Mastermind Group is an amazing tool to help us see 

things from an outside perspective."  

Rob Angel, Inventor, Pictionary 

 

"We can accomplish great and wonderful things when we 

surround ourselves with people who share our vision." 

General Marta Carcana, (Retired) 

 

"There is little more powerful than a Mastermind Group - 

read this book and follow its plan." 

       Ron Klein, Inventor of the Credit Card Magnetic 

Strip-Validity Checking System 

 

“No one succeeds alone … together, everything is possible.” 

Frank Shankwitz, a founder of the  

Make A Wish Foundation 
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 "Read this book, and apply its message."  

Gene Landrum, Creator, Chuck E Cheese 

 

"This book reminds us, to surround ourselves with those 

who share our vision." 

Brian Smith, Founder, UGG brand 
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FOREWORD 

The Masters 

 

 

EVERYONE WANTS TO succeed, but not everyone has 

the knowledge or experience to guarantee success. But 

what if you could arm yourself with the best wisdom 

and advice of people who have already mastered what 

you want to do? 

You can.  

Unfortunately, however, this level of wisdom is not 

commonplace. You won’t find it in a textbook or by 

enrolling in a seminar. That is because success requires 
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specialized wisdom—the kind that only comes from 

experience.  

Meet the masters. Some call them masters of 

success. I call them masterminds.  

It would take you years—decades, perhaps—to 

accrue the knowledge and experience that you will 

receive from the masters, leaders, and legends in your 

industry. Thankfully, you don’t have to wait that long.  

This book is an exclusive invitation to your own 

mastermind group, where you will meet people from 

every industry who will share their ideas, innovation, 

guidance, and goodwill toward a common goal—the 

success of all of its members.  

Imagine tapping into the minds of great 

entrepreneurs and leaders like Henry Ford, Napoleon 

Hill, the great Martin Luther King, Jr., and Steve Jobs, or 

surrounding yourself with the Tiger Woods and Bill 

Gates of today. Imagine being a member of an exclusive 
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and elite team that has one purpose in mind—to prepare 

you for the success you deserve.  

In this book, you will meet a mastermind group and 

witness the transformation and growth that are the 

product of its mission. You’ll discover some of the 

secrets of success from historic legends, who reveal how 

you can apply those secrets today and find a 

mastermind group that will catapult your results and 

turn you into a master of success, as well.  

There is greatness within you and greatness 

awaiting you. Master it.  

Les Brown 

World’s Leading Motivational Speaker 
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WHAT YOU DON’T KNOW 

CAN HURT YOU 

 

 

KYLE USUALLY ENJOYED his commute. Ever since he 

started taking the train, instead of driving into the city, 

he’d appreciated the opportunity it gave him to work on 

his laptop. On a typical day, he would be so lost in it that 

he wouldn’t notice the people around him. This was not 

one of those days. He lacked the focus to make any real 

progress and, frankly, didn’t even know what to focus 

on. Realizing it was a futile effort, he closed his laptop 

and sighed. 
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“I know how you feel.” 

Kyle turned his head to the gentleman sitting next 

to him. The question in his eyes prodded the man to 

continue. 

“The laptop,” the man said. “It can be difficult to 

work with so much going on around you.” 

“Oh,” Kyle replied. “I’m used to it, but that’s not 

what’s bothering me. I just can’t seem to get my mind 

into it right now.” 

“Ahh, so you have internal distractions?” 

“What do you mean?” 

“Your mind,” the man explained. “The mind is a 

funny thing—it’s our greatest resource and our greatest 

roadblock.” 

“Isn’t that the truth … By the way, my name is 

Kyle,” he replied, extending his arm to his travelling 

companion. 
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“Andrew,” the man offered, returning the 

handshake. “So, what’s distracting you, if I might ask?” 

“I can’t say I really know. Usually, I’m so wrapped 

up in what I’m working on that time flies. Maybe I’m 

frustrated because I’ve hit an impasse and I’m just not 

making any progress lately.” 

“I see,” Andrew nodded. “Sometimes it is helpful to 

take a break and step back for a while. It can help you 

see things in a different light.” 

“I sure hope so,” Kyle said. “I’ve got too much time 

invested in this to give up now. But I’m beginning to 

think I’ve done all I can at this point.” 

“If you believe that, why are you frustrated?” 

Kyle looked at the older man for a moment while 

contemplating his answer. The truth was he was 

frustrated. But he also knew that his work wasn’t done. 

The product he’d created had been tweaked and 

perfected more times than he could count. In his heart, 

he knew it was good—really good, in fact. The real 
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problem was in knowing what to do next. The only 

thing he did know was that he had no idea what his next 

steps should be or where to turn. 

“I guess my problem is that I don’t know what I’m 

doing. Don’t get me wrong—I know what I’ve 

developed, and I consider myself an expert in that area. 

But I also know that I’ve hit a point where I have to do 

something with it. It’s just that I’m not sure what to do 

or how to do it,” Kyle admitted, sighing once again. 

“You sound like every aspiring entrepreneur I’ve 

ever met,” Andrew smiled. “I’ve been there before and 

can relate. Tell me, what do you need help with? I don’t 

know a lot about computers, and I don’t know anything 

about you or your product, but maybe I can be of 

assistance.” 

“Well, I’m confident that I’ve got something that 

people will want, but I don’t know anything about the 

business end of things. I don’t know anything about 

marketing or sales. I have no idea how to run a business 

or how to secure funding. I guess you could say that I 



Mastermind Group 
 

13 
 

don’t know what I don’t know. But if I want to be 

successful, I realize I have a lot to learn. The problem is, 

I have no idea where to start.” 

“Well, Kyle, I think you have come to learn one 

thing—and that is, ignorance is not bliss—at least not 

when it comes to launching or running a business. It 

sounds like that’s where you’re at—you’re switching 

hats from being an inventor to becoming a businessman. 

In that case, young man, your frustration is well 

warranted. After all, when it comes to business, what 

you don’t know can hurt you.” 

“So how do I …” 

Kyle stopped, realizing that Andrew was rising 

from his seat as the train came to a halt.  

“It’s been great talking to you, Kyle, but this is my 

stop,” he said. Then he reached into the pocket of his 

trench coat and handed Kyle a business card.  

“What’s this?” Kyle asked. 
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“That, young man, is where you’ll find the answers 

you’re seeking.” 

“I haven’t even told you about my invention. You 

don’t know me, but you want to help me?”  

“Let’s just say, when the student is ready, the 

teacher will appear,” he answered. Then with a tip of his 

hat, he exited the train, leaving Kyle staring at a business 

card that contained nothing more than a phone number 

and the words, “An Exclusive Invitation.” 
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MAKING AN IMPRESSION 

 

 

KYLE ARRIVED HOME from his job as a customer 

service representative, knowing he was going to take a 

break from his computer business tonight. On the plus 

side, that might make his father happy since his dad had 

always disapproved of all of the time he spent tapping 

away on the keyboard.   

Kyle didn’t blame his father. He knew his dad didn’t 

understand what he was doing. To him, it seemed that 

his son spent far too much time “playing games on the 

computer.” To be fair, his father wanted him to make 
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something of himself and had always disapproved of 

the time he’d spent either on the computer or playing 

video games. “Mark my words,” he’d say, “nothing 

good will come of it. You kids should be outside playing 

or doing something constructive with your time. Video 

games are going to get you nowhere real fast.” 

He’d heard the lecture countless times, but it didn’t 

deter Kyle from his passion. Even though his dad was 

vocal with his disapproval, he was willing to suffer the 

criticism for his dream. It was just one of many 

sacrifices—he’d moved back home with his parents to 

save every dollar he could for this dream, and he’d sold 

his car for the same reason. They were all sacrifices that 

he hoped one day would pay off in the long run.  

His dad was old school—he expected his son to go 

to college, get a good job, and climb the corporate 

ladder. He’d even be happy if Kyle entered a trade and 

earned an honest living slinging a hammer or even 

better, becoming a union electrician—that’s where the 
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money was, according to his father. But it wasn’t where 

Kyle’s interest was, or his heart for that matter.  

Kyle credited his grandfather for his love of 

computers. His grandpa had worked in corporate 

America during his entire career, and his experience 

with computers began back in the days of “you’ve got 

mail,” when computers were nothing more than word 

processing machines that allowed people to 

communicate at the speed of a telephone call. His 

grandfather had no way of foreseeing the capabilities 

computers would one day have or the fact that they 

would literally be a staple in every home, school, and 

business in the country.  

But his grandfather understood that computers 

would play an astronomical role in some way. “Kyle,” 

he’d said, “whatever you do, learn what you can about 

computers and how they work. I believe that someday 

computers are going to do the jobs people do, but if you 

know how to use computers, you’ll be a step ahead of 

everyone else.” 
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Kyle took his grandfather’s words to heart. Not only 

had he learned how to use computers, but he’d learned 

how computers work. He considered himself an expert 

and could pick up a software program and teach himself 

how to master it in record time. As a teenager, he’d 

prided himself on being able to beat his friends at their 

favorite video games. Some called it a talent; his father 

called it a waste of time.  

Andrew reminded him of his grandfather. He 

seemed kind and genuinely interested without being 

critical. His willingness to listen and offer advice didn’t 

hinge on what he did or what he had “invented.” Like 

his grandfather, Andrew was simply supportive. 

Although Kyle had no idea what the man’s last name 

was, where he worked, or what he did, he’d made a 

great first impression.  

Yet, it was a confusing impression, mostly because 

Kyle knew so little about him. Regardless, he’d seemed 

to be sincere, which made Kyle even more curious about 

the business card he’d handed to him before they parted 
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ways. An exclusive invitation? From whom? An 

invitation to what … and when? And what did he mean 

when he said, “When the student is ready, the teacher 

will appear?”  

After meeting Andrew and receiving his card, Kyle 

felt the man had left him with more questions than 

answers. It seemed like a puzzle, he thought. Maybe 

he’d get a clue to what it meant if he could just figure 

out what he needed to learn before he was ready to bring 

his product to market. 

That limbo was where Kyle stayed for the next 

week, then the next month. Before he knew it, fall had 

turned to winter, and Kyle was no closer to finding 

answers than he had been that day on the train. He’d 

looked for Andrew every day since but had never again 

seen him. It was all as strange as the card he’d handed 

to him, almost as if he’d come into his life for that 

purpose and that purpose only. But what was that 

purpose? The only thing Kyle could think of was the 

business card … Andrew was his connection to an 
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exclusive invitation, but he hadn’t accepted that 

invitation.  

After weeks of hesitation and picking up the phone, 

only to put it down again, Kyle knew he had to take 

action. He grabbed the phone and dialed the number on 

the card. This time, though, he waited for someone to 

answer. 

“Hello,” a friendly voice said.  

He had a feeling that this was one of those times 

when he should make a good first impression. Clearing 

his throat, Kyle tried to hide his nervousness and stuck 

to the script he’d rehearsed before placing the call.  

“Hi. My name is Kyle. Andrew invited me. The 

student is ready for the teacher to appear.” 
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THE FOUNDATION OF SUCCESS 

 

 

HAVING ACCEPTED THE invitation, Kyle was given 

specific instructions—he was told there would be a 

meeting in two weeks and his attendance was 

mandatory. The meeting would take place at a 

construction site; therefore, he needed appropriate 

safety gear, steel-toed boots, safety goggles, and a hard 

hat. Kyle then prodded the individual on the phone for 

information. Who was he meeting with? What was the 

purpose? Did he need to bring anything else with him? 

The response he received provided no real answers, 
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except that he would be meeting with individuals who 

were willing to help him and the only thing he needed 

to bring was an open mind. 

On the day of the meeting, Kyle borrowed his 

father’s boots and threw his dad’s hard hat and safety 

glasses in a bag. Once again, he took the train to the city, 

where he had to walk several blocks from the train 

station to the construction site. A group of men stood 

outside the temporary fence that surrounded the area, 

and one of them approached him right away. 

“You must be Kyle,” he said. Not waiting for an 

answer, he continued. “We’ve been waiting for you. My 

name is Napoleon.” 

As Kyle shook his hand, the other three gentlemen 

joined them. He learned that the quartet made up what 

would be his “mastermind group” and they had been 

specifically selected to provide Kyle with the guidance 

and advice needed to support his success. Napoleon 

was the best-selling author and educator in the group, 

and Henry was a massively successful automobile 
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manufacturer. Kyle recognized Steve right away; he had 

been an inventor and the co-founder of a computer 

corporation. Martin, someone he’d learned about in 

school, also didn’t require an introduction. He was 

infamous for his work as an activist and community 

leader and the tireless pursuit of his dream. 

“Wow! I know who you all are. The whole world 

knows who you are. How is it possible that you’re here? 

And why me? I don’t understand …” 

“We get that often, Kyle,” Martin answered. “We 

know that this might seem impossible, almost like a 

dream, but believe me, it is real. We volunteered for this 

mission because we believe you have a purpose, and we 

returned to help you fulfill it and achieve your potential. 

It’s part of the plan.” 

“That’s right,” chimed in Henry. “Don’t question 

the logistics. Suffice it to say that we came back because 

we have something of value to deliver to you—that is 

knowledge. Giving back is part of our mission now.” 
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“This is so cool,” Kyle muttered, barely able to grasp 

that he was in the audience of four of the most successful 

figures in history.  

He didn’t have an opportunity to dwell on that fact 

for long, as Steve told him to put on his safety gear. It 

was time to enter the construction site. 

“This might seem like a strange meeting place, but 

we believe it is quite fitting to witness how to build 

something from ground level into something that will 

last for generations. The principles of success are 

remarkably similar,” Napoleon said. 

For several hours, they toured the construction site, 

where they saw the massive foundation of what would 

become a towering building that would add to the city’s 

skyline. They met the architect who designed the project 

and reviewed the plans, which Kyle found both 

fascinating and complex. 

“Nobody expects you to understand the 

blueprints,” Steve said. “However, it is important for 
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you to realize that building anything great, whether it is 

a skyscraper or a business, requires a plan.” 

“It’s a process,” Henry added. “And as you can see 

from these plans, you need to know what the finished 

product will look like before you begin. Once you’ve 

determined that, you have to build a foundation that is 

strong enough to support it. Like an assembly line, the 

process requires many steps, each taken in the right 

order. Skipping just one step could weaken the entire 

structure.” 

As the plans and construction were explained, the 

mastermind group revealed just how similar it was to 

building success. They posed questions Kyle hadn’t 

entertained and made him think of the big picture 

behind his endeavors. It was all so new to Kyle, and he 

told them so. 

“Everyone starts somewhere, Kyle. It is our intent 

that you build the foundation of success and avoid the 

most common causes of failure. The advice we will 

provide you comes with no strings. We simply ask that 
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you trust us and have an open mind as we guide you 

through a process that has been proven to work for more 

than a century,” explained Napoleon. 

“That process still works today?” Kyle asked.  

“It most certainly does. Sure, products and services 

will change over time, just as the style, appearance, and 

purpose of buildings change to meet the needs of 

society. However, the process of planning and building 

will remain the same. With a skyscraper, it starts with 

blueprints and a foundation. As an entrepreneur, 

though, a business plan will be your blueprint and 

business principles will become the foundation you 

build upon. Let’s get started.” 

When the meeting was over, Kyle packed up his 

safety gear and an impressive list of things to 

accomplish before they met again, which he silently 

referred to as his foundation of success.   
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THE FOREST OR THE TREES 

 

 

IT HAD BEEN two months since that first meeting with 

his mastermind group, and today he would be meeting 

with them again—this time, at a golf course. Like their 

very first meeting, the invitation to golf also puzzled 

him; after all, it was an unusual setting for a meeting 

with his “mentors.” However, he had been told that this 

would not be a formal meeting—he only had to bring 

his clubs and the desire to learn something. After he 

admitted that he was an amateur golfer, at best, they put 

his mind at ease by reassuring him that it wouldn’t be a 
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competitive outing. Instead, this outing had another 

purpose for the entire group—to create balance.  

The outing had been recommended when the 

mastermind members learned that Kyle spent most of 

his free time working on his invention and business. He 

had no hobbies, outside of playing video games, and 

rarely did anything for the sole purpose of having fun. 

It was then that they explained that everyone, no matter 

how successful, needed outside interests and activities 

to reduce stress and create balance in their life. Initially 

reluctant because he hadn’t picked up a golf club in 

several years, Kyle agreed to the outing. He figured a 

little embarrassment was better than disappointing the 

four men who had so generously volunteered to share 

their experience and expertise with a novice.  

After paying their green fees, they teamed up. Kyle 

would golf with Napoleon, while Henry and Steve 

would make up the other twosome. Martin was the only 

member of the group who wasn’t able to join them. He 

had, however, been the one to suggest golf, stating it 



Mastermind Group 
 

29 
 

was a game of honesty and integrity, a game that was 

based on fairness and equality.  

Napoleon drove the cart to the tee box on the first 

hole, and Henry pulled up behind them. As they waited 

for the group ahead of them to tee off, Henry examined 

the electric golf cart. He was simply amazed at how 

quiet it drove and the fact that it required no gasoline at 

all. It was ingenious according to him, a horseless engine 

that was ahead of its time.  

Kyle and Napoleon simply smiled, while Steve gave 

Henry a brief overview of the electrical system and 

battery that operated the cart. Napoleon took the 

opportunity to give Kyle a few golf pointers.  

“Kyle, the first hole is a long par five. Anything to 

the right will land out of bounds, and a drive too far to 

the left will put you in tree trouble. Play it safe here on 

your first shot by staying in the middle, even if it means 

you have a shorter drive than you’d like.” 
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Kyle listened intently and tried to follow 

Napoleon’s advice, as much as his golf abilities allowed. 

Throughout the round, even when he had a bad hit, 

Napoleon provided him with encouragement, then 

instructed him on the best way to salvage the rest of the 

hole.  

The fourth hole doglegged to the left, and the green 

that sat on top of a hill sloped visibly to the right. There 

were two ways to approach the green—a long, high 

drive to the left would require him to hit over the trees. 

If successful, he’d be a short chip away from the green. 

Thinking this was the fastest option, and the best way to 

get a birdie, Kyle pulled out his driver.  

“I know it seems like that would be your best 

strategy, Kyle,” Napoleon said. “But it’s also the option 

with the most obstacles. If you take the dogleg, you can 

still make the green in two shots, but you won’t 

encounter any trees. Besides, you’ll be in a better 

position to plan your approach. Remember, a downhill 

putt will likely roll off the green. While an uphill 
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approach might seem more difficult, it will save you a 

couple strokes in the long run.” 

 The unsolicited advice continued, and not just from 

Napoleon. Kyle again pulled out his driver on the fifth 

hole, another par five, when Henry asked him where he 

was aiming.  

“Uh, I was just going to hit the ball as far as I can, 

hopefully down the middle,” Kyle answered. 

“You can do that if you want, but I speak from 

experience, Kyle, when I say that the best way to hit a 

goal is to have one to hit. If you don’t know what you’re 

aiming for, how can you know if it will help or hurt your 

game?”  

On another hole, Kyle hit the top of the ball on his 

tee shot, causing the ball to roll forward and stop within 

walking distance. After picking up the ball, he asked the 

others if he could take a mulligan. 

“A do over?” Steve asked. “Absolutely not, my 

friend. A mistake is a mistake. It’s all part of the game. 
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The only mulligans you get are the opportunity to start 

over on each new hole or each new round. Don’t feel 

bad—we all make mistakes, but we use them as 

opportunities to learn something and get better the next 

time.” 

And the next time, a par three, Kyle hit a sweet tee 

shot, landing on the green.  

“Here’s your opportunity for a birdie, Kyle!” Henry 

said with excitement.  

Feeling the pressure, Kyle didn’t want to 

disappoint. He even jokingly said, “Anyone want to 

putt this for me?” 

It was Steve who replied.  

“Kyle, you’re going to miss 100 percent of the shots 

you don’t take. You’ve got this.” 

“Be confident, Kyle, and go for the back of the hole,” 

Henry chimed in. “You can see the finish line—don’t 

leave it short.” 
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The back nine offered much of the same. In spite of 

the fact that his golf game was hit and miss, Kyle found 

himself relaxing and enjoying the day. He even solicited 

advice from the others, knowing they weren’t being 

critical, but were genuinely being helpful. As he’d 

quickly learned in their mastermind meetings, they 

wanted him to succeed. And every once in a while, 

they’d even ask Kyle for advice. 

“Hey, Kyle, what club do you think I should use 

here? Should I go for it and try to clear the water, or 

should I lay up and play it safe?” 

When they weren’t talking about their good, and 

bad, shots, their camaraderie continued. Steve 

suggested that there had to be a way to bring the score 

cards into the 21st century. Henry agreed, and the two 

were heavily involved in a discussion about the 

technicalities, when Napoleon reminded them that golf 

was a game of tradition—a game that was played with 

the same tools and rules, in the same way, since it was 

invented.  
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“That’s the reason golf is a game that has survived 

trends. It relies on principles and practices that depend 

on the player, not technology or gadgets. Like the 

principles of success will stand the test of time, so will 

the game of golf. A game of integrity and growth doesn’t 

need bells and whistles to make it interesting.” 

How true, Kyle thought. Here he was a guy who 

specialized in electronic bells and whistles, and he 

hadn’t missed them all day. He’d even left his 

smartphone at home, a rare occurrence, indeed. In fact, 

he’d forgotten about business all day, happy to be 

outside enjoying the nice weather and the company of 

such fine men.  

As they approached the 16th hole, Napoleon gave 

him another history lesson. 

“Kyle, do you know what they call this hole?” 

“No, what?” 

“The quitter’s hole. This course was built in the 

1940s. Sure, the trees have grown up and there have 
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been modifications to make it tougher as golfers get 

better and better, but for the most part, it’s the same. 

Now on this particular hole, the water was strategically 

sized and placed to make it difficult to clear from the tee 

box, but that hasn’t deterred most of the golfers from 

trying to hit it up and over at least once. In fact, there are 

some who tried and tried and tried again, eventually 

becoming so frustrated that they toss their clubs, 

sometimes their whole bag, into the pond. It’s rumored 

that this particular hole has caused more golfers to give 

up and quit than any other hole on any other course in 

the state.”  

“Wow, all because they couldn’t make it over in 

one?”  

“That’s right. Unfortunately, they want instant 

gratification. When they don’t get the results they want, 

they get frustrated and believing that it’s impossible, 

they give up. But I’ll let you in on a little secret, Kyle. 

There is a way to get on the green in one on this hole … 
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but it takes practice and repetition to figure it out and 

master it.” 

“What’s the secret?” Kyle asked.  

“Oh, no. That’s something you have to figure out 

yourself, and there’s a reason—every golfer has 

different abilities and talents. They might be better with 

their driver or short irons. They might have the ability 

to strategically slice the ball or maybe they just have the 

perfect touch for putting. Once they figure out their 

strengths, they can eventually birdie this hole … if they 

stick with it and don’t give up,” Napoleon shared. 

“You see, Kyle, it’s all in the frame of mind. You can 

see this as the ‘quitter’s hole,’ or like me, you might 

prefer to look at it as the ‘perseverance hole.’ It’s all 

about whether the glass is half empty or half full. I think 

it was Zig Ziglar who said, ‘It’s your attitude, more than 

your aptitude, that will determine your altitude.’ 

Whichever way you choose, I can tell you it definitely 

separates the quitters from the winners.” 
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 Pulling up just as Napoleon finished, Steve yelled, 

“Hey, do you think they found my 8 iron yet?”  

“What? You, too?” Napoleon asked. 

“Oh, yeah. About 15 years ago, I used every ball in 

my bag trying to clear that pond. I finally gave up and 

layed up—but I was so frustrated that I threw my club 

into the pond. Haven’t had a 7 iron in my bag since 

then,” he laughed. “But at least I didn’t become another 

statistic on the quitter roster. I picked myself up and told 

myself that tomorrow was another day. And I’m still 

here. Even though I still haven’t figured out how to clear 

the pond in one, I’ve seen it done and haven’t given up.” 

After finishing the last hole, Kyle was amazed at 

how quickly the day had gone. He thanked the trio for a 

great day. 

“I really had a great time! This morning, I was 

hoping we’d have a chance to talk about some of the 

suggestions you gave me at the last meeting, but I guess 



Mastermind Group 
 

38 
 

I was having such a good time that I forgot about it 

completely,” Kyle said.  

“You needed a day off, Kyle. It puts things into 

perspective and provides a healthy balance,” Steve said. 

“I know—I was a workaholic once, too, but I’ve learned 

to appreciate time away just as much.”  

“Sometimes Kyle, the best ideas, even the best 

solutions to a problem, come when you’re not thinking 

about them—sometimes when you’re not thinking at all. 

It’s when your mind is clearest.”  

“I can see that, Steve. Thank you,” Kyle replied. 

“Thank you all. I really enjoyed the day, even if we 

didn’t get to talk shop, so to speak.” 

“Kyle, we had a good time, too. But don’t be too 

quick to jump to conclusions here. I think you learned a 

lot out there on the course, even though we all play at 

different levels and have different talents and abilities. 

It’s the approach and strategy that will even the playing 

field. You were a great student and a good sport today, 
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but there is one more lesson that Martin asked me to 

share with you.” 

“What’s that?” Kyle asked. 

“You can’t see the forest for the trees. Every piece of 

advice you received today is part of a bigger picture, 

Kyle. They don’t apply solely to golf. They also apply to 

business and to life. Think about it,” Napoleon smiled, 

then put the cart in reverse and drove away.  
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WALKING IN FAITH 

 

 

WALKING THE FAMILY’S dog was Kyle’s job, one that 

he always enjoyed, especially at night when the rest of 

the world was quiet. Once Kyle pulled the leash off its 

hook, Max, their Irish Setter, was by his side, waiting 

anxiously for their nightly ritual.  

As usual, the street they lived on was quiet. Most of 

their neighbors were in their homes, settling in for the 

night. While Max explored the world around them, 

Kyle’s mind returned to the mastermind meeting he’d 

just returned from.  
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It had been their fourth official meeting. Over the 

course of their first three meetings, Kyle had grown to 

know the men and their personalities. He’d learned a lot 

about himself in the process. At the end of every 

meeting, each member provided him with suggestions 

intended to build his leadership traits, along with 

business suggestions that he was instructed to research 

and implement.  

During the first meeting, Napoleon urged him to 

read Think and Grow Rich, which he’d described as the 

most-read book on how to achieve success of all time. 

After reading the book not once, but twice, Kyle was an 

ardent fan—opening the book had been like opening a 

goldmine of information. Kyle realized that reading the 

success principles in the book was akin to having a 

virtual mastermind group, one he could turn to 

whenever he needed it.  

The second meeting gave Kyle focus on his 

business. Instead of spending hours, even days, trying 

to figure out how to do multiple things, Kyle was given 
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one task, which also was very focused. After emailing 

the members with what he’d learned, he was given 

another task, again very focused. In two short weeks, 

Kyle found he had accomplished more than he had in 

the months before, when he had no idea where to turn 

or how to find the answers he was looking for. With 

absolutely no direction, he’d accomplished very little for 

his efforts, but with the right guidance came rewards. It 

was like someone put a target in front of him and he had 

something to aim for.  

 It was an enjoyable process, but it was intense. The 

mastermind group asked him a lot of questions. They 

wanted to know everything he had accomplished since 

the previous meeting, and they immediately turned 

their attention to the next step.  

After their third meeting, Kyle had to do some deep 

soul searching. His assignment had been to set specific 

goals—what did he want to accomplish and when? 

Defining and setting those goals had been quite a 
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thought process, much of which had been accomplished 

during his nightly walks with their dog.   

Once they arrived at the park, Kyle let Max roam 

freely and sat on a bench while the meetings replayed in 

his head. It was during their third meeting that Steve 

made the observation that Kyle’s product was 

intangible, explaining that it was something that one 

could not see, feel, or even hear. This contrasted greatly 

with tangible products, such as iPhones, which a 

potential customer could see, hold, and even hear—all 

highly important qualities that contributed to the 

success of those products.  

But Kyle’s product was not tangible. Potential 

customers couldn’t look at it to determine if they 

admired its construction or design. They couldn’t hear 

it to ascertain if its audio was high quality. If they 

purchased it, they wouldn’t walk away holding a 

physical product. The only thing his customers would 

have to show for their purchase was results.  



Mastermind Group 
 

45 
 

It was Kyle’s job to convince consumers that they 

would benefit from results they couldn’t yet see. And he 

admitted that he simply couldn’t fathom how to do that 

effectively. That admission gave Martin the idea to 

invite a guest to today’s meeting—Helen, a woman who 

Martin assured could assist him in this area because, as 

he explained, Helen understood what it was like to not 

be able to see or hear.  

Max reappeared at his feet, and Kyle reattached his 

leash before resuming their walk. As they navigated the 

walking trail, he revisited Helen’s insights. As she 

explained, she had a unique perspective and could 

vouch for the fact that even if something couldn’t be 

seen or heard, it could still be appealing. The whole 

world had been appealing to her, even though she 

hadn’t been able to see it with her eyes or hear it with 

her ears. In fact, she asserted that when things became 

intangible, they held a sense of wonder. It was up to 

Kyle to bring out that sense of wonder in potential 
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buyers. Helen’s inspiration assured him that he could do 

just that.  

Figuring out how to accomplish that was his 

“assignment,” and he would be expected to report the 

outcome at the next meeting. It would be a challenge, 

but it was one that motivated him. He had to be able to 

describe exactly what his product could do, but also 

entice the sense of amazement that Helen inspired when 

she talked about “seeing” the world without eyes. His 

customers had to be able to understand the value of his 

product without the ability to actually see the product.  

It was a challenge made even greater by the fact that 

Kyle had little to no marketing experience. His 

mastermind group had cautioned him that there would 

be times when he would walk into foreign territory. 

They explained that everyone had different strengths 

and sometimes trying to do everything an entrepreneur 

needed to do to be successful could very well become 

the reason for failure.  
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As Kyle walked, it occurred to him that he had to 

market faith—faith that his product would work and 

deliver the results his customers wanted. It was similar 

to the faith he had in his mastermind group. He was 

turning their intangible thoughts, ideas, and 

suggestions into results … he couldn’t see those things, 

but he could see the progress he was making—and even 

though he had no proof, he had faith that he would see 

results. Like Helen had said, “The best and most 

beautiful things in the world cannot be seen or even 

touched—they must be felt with the heart.” 

Henry seconded that, reminding Kyle that at one 

time people doubted the prospect that there would ever 

be a horseless carriage. But a simple formula made that 

happen, and it was exactly what Kyle and his 

mastermind group were doing.  “Coming together is 

the beginning. Keeping together is progress. 

Working together is success.” 

“Look at any freeway in the country, Kyle, and you 

can see validation that this works. The horseless carriage 
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was a product of faith. Nobody knew how to do it—but 

there was still faith that it could be done. It took 

teamwork, and that teamwork accomplished what 

everyone else said couldn’t be done.”  

“I have faith in my product and that it can be a 

success. I guess I’m lucky—most people don’t have a 

team like this group—people who have faith in them 

and their ideas—to guide them toward success. You are 

all such an inspiration, and I thank each of you,” Kyle 

said with every ounce of sincerity he could muster. He 

wanted them to know just how much he appreciated 

their time.  

“That’s what we are all about, Kyle. We have a 

purpose and that is to help others, whether we’re 

volunteering for a worthy cause, donating to a charity, 

lending a helping hand to someone in need, or assisting 

someone like you by sharing the benefit of our 

experiences,” said Martin. “With success, comes the 

responsibility to help others. It is a price we are glad to 

pay.” 
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“Martin is so right, Kyle,” Helen added. “We are in 

a unique position, because we know something most 

people don’t.” 

“What’s that?” Kyle asked.  

“Alone we can do so little; but together we can do 

so much,” she smiled.  

Kyle found himself smiling, as well, as he and Max 

walked back home. Kyle didn’t bother to lead his 

beloved dog—he was happy to follow in his footsteps, 

having complete faith that Max knew the way and 

would lead them there.  

He also knew that his mastermind group wouldn’t 

steer him wrong. They’d already followed the path to 

success and knew the obstacles and challenges that were 

before him. With their assistance, a walk in the dark was 

more like a walk in the park. He had faith that they’d 

light the way.  
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TURNING OBSTACLES INTO 
OPPORTUNITIES 

 

 

THE MORNING NEWS played in the background as 

Kyle got ready for work. He paid no attention to it—his 

parents watched the news every morning without fail. 

It was such an everyday occurrence that Kyle tuned it 

out—or so he thought. 

He didn’t know what caught his attention that 

morning, but suddenly he was all ears and wanted to 

hear every word of one particular segment of the 
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broadcast, hoping he hadn’t heard what he thought he’d 

heard.  

“Hey, Dad, hit rewind, will you? I didn’t quite catch 

that.” 

“Catch what, Kyle?” 

“The news anchor was just talking about people 

hiring tutors for their kids. I want to watch that segment 

again.” 

Kyle anxiously waited while his father fumbled 

with the remote and reintroduced himself to the rewind 

button. After rewinding and fast forwarding a couple 

times, he got it right. Standing directly in front of the 

television, Kyle hung onto every word. 

It was as bad as he thought. Someone else had 

figured out a way to do what he wanted to do. Sure, it 

was different in many ways, but the premise was the 

same … Kyle’s heart fell as it dawned on him that he 

was too late.  
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“I can’t believe people would actually pay for that!” 

his dad exclaimed. “Paying a tutor to help kids be better 

at those silly video games you spend too much time on. 

It’s a waste of money, just like those games are a waste 

of time.” 

Kyle didn’t respond. He knew too well how his 

father felt about computers and video games, especially 

when it came to kids. Besides, he didn’t have the heart 

to reply. He was just too devastated.  

He shared his sense of defeat with Napoleon in an 

email later that day, sharing that it looked like he’d 

missed his opportunity. Someone else had beat him to 

the punch. A reply came quickly. 

“We have all had obstacles, Kyle. As entrepreneurs, 

it’s inevitable. Every adversity, every failure, every 

heartbreak, carries with it the seed of an equal or greater 

benefit.  If you put that obstacle under a microscope, I 

think you’ll find that hidden deep within it is an 

opportunity. When you find that opportunity, it will be 

like finding a gold mine. Look closely, Kyle, it’s likely 
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that there is a nugget in there that could ultimately be 

the key to your success.” 

That is precisely what he did. He rehashed the 

situation again and again. He spent days researching the 

group of tutors that had been featured on the morning 

news, learning as much as he could about them and the 

services they offered. No one could deny the fact that he 

invested sufficient time or effort in looking for the 

nugget Napoleon told him about, but no matter how 

hard or long he searched, he found himself no closer to 

the answers than he had been when he started. 

With only two weeks until the next mastermind 

meeting, Kyle felt pressure to unearth any potential 

advantage this situation could bring. He certainly didn’t 

want to admit defeat to the incredible group of men who 

had so unselfishly helped him grow and so generously 

offered their advice to him.  

An answer came to him when he was scrolling 

through social media and saw a post from a former 

neighbor who now taught second grade. Keegan was 
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several years older than Kyle, and he hadn’t seen her 

since she had accepted her first teaching assignment and 

moved downstate. When he saw her name, though, he 

had a feeling she might have some insight that could 

help.  

In a carefully worded iMessage, he briefly told 

Keegan that he was hoping she could answer some 

questions about tutors and asked if she would be able to 

meet him for lunch the next weekend.  

A few days later, Kyle found himself sitting across 

the table from her. After bringing each other up to date 

on what they’d been doing for the last few years, Keegan 

turned the conversation to the business at hand.  

“Kyle, it’s great to see you, but I know you didn’t 

drive two hours just to catch up. You indicated you have 

questions and think I can help. What’s up?” 

Kyle spoke with pride and excitement as he told her 

about his product and how it worked. Then he shared 
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his discouragement in learning that tutorial services 

were being offered that did the same thing.  

“It’s just so unfortunate, Keegan. I’ve spent so much 

time in creating and perfecting a product that would be 

instructive and entertaining, but before I could get it 

launched, someone else steps up and announces they 

are doing the same thing,” he said. “So I thought you 

could help me understand tutoring and how it works. I 

guess I’m hoping you might have some insight that will 

help me determine what to do next.” 

“Well, Kyle, as a teacher, I’ve witnessed firsthand 

how beneficial tutors can be. They work individually 

and one on one with students, helping identify their 

weaknesses and showing them how they can strengthen 

them. But from what you’ve told me, I can see many 

differences in actual tutors and your product.” 

Keegan then pulled out paper and a pen and pushed 

them toward Kyle.  
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“Let’s brainstorm some advantages and 

disadvantages. Keep a list as we go, okay?” 

“First, a tutor is someone who is knowledgeable in 

an area where a student needs help. Second, they 

usually meet with the student and personalize their 

teaching methods to the student’s personality and 

preferred way of learning,” she said.  

“That’s one strike against me,” Kyle muttered.  

“Well, there are disadvantages, too. Let’s look at 

some of them. For one thing, the time a tutor can spend 

with a student is usually quite limited. Sometimes that 

limit is set by their fees and what the person hiring them 

can afford. Oftentimes, it’s limited by their schedule and 

how much time the student and tutor can actually work 

together, given their other commitments. Those are 

limitations that your product doesn’t have, am I right?” 

“That’s right!”  
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“So correct me if I’m wrong, but I think those 

differences set your product apart and make it available 

to a larger audience,” she said.  

Before Kyle could respond, she continued.  

“But I think you’re overlooking something, Kyle, 

and that’s your audience. You’ve told me about a 

product that I think you’re gearing for home use, for the 

person who simply wants to improve their gaming skills 

and scores against friends, right?” 

“Right. Because the program I created is geared 

toward video gamers and the entertainment industry, 

it’s probably not appropriate for work,” he laughed.  

“No, I’m sure it’s not. But what about school?” 

“School?” Kyle was puzzled.  

“Sure, as teachers, we cannot offer one-on-one 

instruction to all of our students. There simply isn’t 

enough time. We rely heavily on programs that teach 

and instruct students, especially when teaching 



Mastermind Group 
 

59 
 

computer skills. In the classroom, we call them 

tutorials.”  

“Okay, I get that, but how does it pertain to games? 

Playing video games in class used to be frowned upon, 

at least it was when I was a kid,” he laughed. 

“Oh, I remember. But education has been 

increasingly incorporating entertaining into teaching 

throughout the years, and I think we’re going to see 

more and more of it. Kyle, we use computers and video 

games in education very frequently. And the Board of 

Education even encourages us to do so,” Keegan 

advised. 

“Really? I guess school has changed a lot since I was 

a student. So what games do you use?” 

Kyle listened intently as Keegan shared that 

computer literacy and computer skills were being 

taught as early as pre-kindergarten. By the time students 

were in the first grade, they had access to their own iPad 

in the classroom. She explained that the integration of 
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video games into education is called game-based 

learning, and it serves two purposes: first, games are a 

fun and interesting way to teach educational concepts 

and for teachers to conduct learning assessments. 

Second, teachers are encouraged to motivate students 

and increase student engagement. Video games are a 

great way to do that. 

“That’s interesting, Keegan, but I have to admit that 

I can’t see the connection between my product and 

video games in the classroom,” Kyle replied.  

“When learning is fun, students actually want to 

learn. That’s one reason teachers incorporate games 

when teaching computer skills and conducting logic 

assessments. We rely on tutorials to help our students 

improve their skills. Kyle, every tutorial used in the 

classroom requires a software license that must be 

purchased by the school district …” 

“I get it! I’ve overlooked a large audience! The 

wealthier parent might invest in my program to help 

their child at home, solely for entertainment purposes or 
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bragging rights with their friends—that’s probably the 

best match for my competitors, the tutors I saw on the 

news. However, because I deliver the same thing in a 

software program, I can tap into a different market—a 

classroom!” 

“Not only that, Kyle, but you have the opportunity 

to provide your product to every classroom and school 

in the country. Your program has the advantage of being 

able to serve both the entertainment and educational 

user.” 

“It’s the golden nugget!” Kyle exclaimed.  

“Pardon me?” 

“The golden nugget—the hidden opportunity that 

lies within an obstacle. I thought my product was too 

late to market, but I was wrong. I now know that it’s not 

really an obstacle, but an opportunity to set my product 

apart.” 

Keegan smiled. “You know, Kyle, that reminds me 

of something my dad used to tell me.” 
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“What’s that?” he asked.  

“That there are few original ideas. There’s always 

someone out there who is just one person, one month, 

or one thought away from having the same great idea as 

someone else. It’s not who does it first that matters. 

According to Dad, it’s who figures out how to do it 

different and better—that’s the person who will 

succeed.” 
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TAKING ACTION 

 

 

KYLE WAS PROUD of what he had accomplished in a 

short two-week span. His newfound excitement spurred 

his motivation, as did his desire to make real progress 

before the next meeting of his mastermind group. 

When he told them what he’d learned and the 

direction he was now taking, they were impressed.  

“That’s the key, Kyle! Every person on earth has had 

a great idea at one time or another, but it is those who 

take action that make it happen!” said Martin.  
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The others followed, sharing just how they, too, had 

found success by seizing the moment and not giving up.  

“I feel very confident, and I owe that to all of you,” 

Kyle replied. “You had faith in me, more faith than I had 

in myself. I didn’t want to let you down.” 

He didn’t let them down at all. Kyle explained that 

he’d researched how many schools integrated games 

into education, and the number didn’t disappoint. He 

also delved into licensing fees and how to price his 

product.  

Then he approached a friend who was willing to 

help him with a marketing campaign geared toward this 

new audience, and together they had created an 

impressive list of benefits that students would gain from 

using his program.  

One bonus was an unexpected benefit. While his 

program was intended to be analytical, and it provided 

real-time results so users could improve their skills and 

scores, the analysis made a teacher’s job easier. The 
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program was designed to identify weaknesses, and it 

provided students with the best way to improve their 

scores in the shortest amount of time. Kyle had already 

created it to analyze any progress and report the 

improvement percentage after every timed segment. In 

the tests he’d run, the analysis resulted in notable 

improvement … and as Keegan had informed him, 

schools were just as interested, if not more so, in 

progress as they were in a student’s grade point average. 

 After Kyle shared everything he had learned and 

the new direction he was taking, he was rewarded with 

approval from the mastermind group. This new 

direction energized them, and they asked questions and 

offered suggestions on everything from marketing to 

networking. Kyle was left with a slate of tasks to 

accomplish and the motivation to dive into it with zest.  

“Kyle, you got the ball rolling when you took the 

incentive to make changes to your product and 

marketing model before our meeting. Of course, we are 

happy to provide you with suggestions on ways to 
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enhance your success. We want to keep the momentum 

going! Over the course of our time together, you have 

grown and developed the characteristics of a leader. 

Now it’s time for you to take what you have learned and 

take action!” Steve advised. 

“Steve is right,” Martin agreed. “We can share our 

insights and experience, but the only person 

accountable for your success is you. And I do believe 

that this new direction you’re taking will be sufficient 

incentive to keep the momentum going.” 

Henry chimed in, as well.  

“However, Kyle, I caution you that there might still 

be setbacks and uncertainties in your journey.  Having a 

clear business model is great, but knowing what you 

want and what you want it to look like in the end can 

result in frustrations and a lack of flexibility.  It happens. 

The horseless carriage was once just a grand vision, one 

that many scoffed at, and there were many failures and 

just as many changes to that vision before it came to 

fruition. Today, the freeways are a testament to 
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perseverance and flexibility. Without them, the vehicles 

that are relied so heavily on today wouldn’t have been 

possible. I assure you there is always a way to 

accomplish something. It might not look the way you 

originally envisioned it; but perhaps, it will be even 

better! Trust the process. The wheels of success will keep 

turning as long as you keep them fueled.”  

Kyle left with so much to think about and a list of 

tasks that seemed monumental. But he was inspired, 

and that propelled him to get started. The first thing he 

did after boarding the train was email his RSVP to a 

networking event that the group had highly 

recommended. Then he made an appointment to talk to 

someone who could help him create and launch a 

website that was interactive, educational, and 

entertaining.  

By the time the train came to his stop, he had even 

contacted Keegan, asking her to meet him for lunch 

again the next weekend. His software program was 

ready to enter the consumer test phase, and he hoped 
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she’d agree that her classroom was the perfect focus 

group.  

It was a productive lunch. Keegan had some 

knowledge of the video game Kyle used to demonstrate 

his analytical software, but she hadn’t mastered any 

level of it. He watched silently as she made it through 

the first level of the game, and then he requested an 

analysis, which showed her just where to focus on 

improving her skills to create the greatest improvement 

in her score.  

On the plus side, Keegan was challenged to follow 

the suggestions and see if they made a difference. To 

Kyle’s relief, she showed a 12 percent improvement on 

the very next try.  

On the negative side, Keegan noted some 

shortcomings that could be improved to make the 

program ideal for use in the classroom. She pointed out 

what a teacher would actually be looking for in the 

assessment of skills and thought the analysis could be 

more engaging for students, not just teachers. That 
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would motivate them to work at their own pace and 

move on to the next level when they were ready.   

At one time, Kyle might have considered such 

feedback as criticism, but Henry’s advice reminded him 

that he had to be flexible. Changes would be necessary 

if he wanted his product to be both functional and 

effective. He assured Keegan that he would get to work 

on the revisions right away.  

The meeting with Jose, his web designer, 

enlightened him, as well. Kyle’s knowledge of web 

development had come in handy, so he wasn’t starting 

with a blank slate. But Kyle readily admitted that 

graphic design and marketing weren’t his forte. He 

needed the advice of an expert. Jose discussed different 

marketing methods, including videos, vlogs, blogs, and 

a forum where users could share their experiences using 

the program and even enter a game room where they 

could compete against each other. The possibilities had 

Kyle excited, but then Jose reminded him that appealing 

to educational institutions was a far cry from capturing 
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the interest of teens. Not only did he recommend a 

different category for schools, he recommended an 

entirely different website that was directed toward 

outcomes. 

Impressed with Jose’s knowledge and suggestions, 

Kyle hired him to undertake the task of building the 

websites and getting them up and running. With 

another thing checked off his list, he felt like he was 

really making progress.  

When it came time to attend the networking event, 

a local business-after-hours sponsored by the Chamber 

of Commerce, Kyle almost bailed. Making small talk 

had never been his thing, and he frankly didn’t see the 

purpose. However, his mastermind group had 

suggested he make an effort to interact with other 

entrepreneurs and community leaders.  

“Kyle, the computer your software runs on 

wouldn’t have been a staple in households today if the 

guys who invented it had stayed in their garage. They 

had to get out, meet people, and build relationships. 
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Right, Steve?” Martin laughed.  

“That is right,” Steve agreed. “Sales are all about 

relationships. As an entrepreneur, you’re always selling, 

whether it’s a product, service, idea, or even yourself. 

Building relationships makes the sale much easier, even 

if you’re just two guys in a garage. Besides, you never 

know who you might meet.” 

Kyle was one of about 100 people who attended the 

event. Mingling and making small talk, he met a 

personal banker, an alderman, sales reps from an 

athletic sportswear store, an accountant, and a project 

manager. He also spoke with a community college 

instructor who was talking about the housing market 

with a realtor and a financial investor. The Vice 

President of the local hospital talked to him for a few 

minutes. The hospital had been growing for several 

years and had recently purchased a smaller struggling 

hospital in a nearby town. The VP was passionate about 

expanding healthcare services to the community, which 

had a high percentage of low-income residents.  
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Kyle had given the VP a short elevator speech, 

saying he was the owner of a company that created 

software to improve the game skills of students in the 

home and at school. Rebecca, the VP, suggested he talk 

to the head of a not-for-profit that was working with 

schools in the struggling community.  

“I don’t think he’d have a need for your software, 

though. The school in their community doesn’t even 

offer computer classes to their students. His 

organization works with them in an effort to provide 

their basic needs and supplies. But something tells me 

you two need to meet,” she shared.  

“Sure, I’ll be happy to reach out to him. Can you 

give me his name? Kyle asked.  

“I can do better than that. His name is Tony, and 

he’s standing over there,” she said, pointing across the 

room. 
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THE GREATEST GIFT 

 

 

TONY AND KYLE immediately hit it off, and their 

conversation lasted until the end of the event. Kyle was 

interested in learning more about Tony’s organization 

and the students they served. What he learned was not 

only highly educational, but also rather unbelievable. 

Kyle’s family wasn’t wealthy, but they had what 

they needed, a home, transportation, food on the table, 

clothing, and access to a good education. His parents 

registered Kyle and his siblings for extracurricular 

activities and provided them with the tools they needed 
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to succeed in school. They had a computer at home, and 

his parents encouraged its use, although his dad 

frowned on Kyle’s excessive screen time. A world 

without video games and computers was foreign to 

Kyle. He had learned how to use an iPad in grade 

school, and many of his reading assignments and 

exercises required its use. He took it for granted that was 

something every student had, but Tony told him 

differently. 

Before they parted ways, the two men arranged to 

meet again so he could learn more about Tony’s not-for-

profit organization and the needs of the students. They 

had just received approval for a grant to fund literacy 

initiatives, and Tony hoped Kyle might have some ideas 

that would help them prioritize their initiatives.  

The meeting opened Kyle’s eyes to a greater need 

than he imagined. Teachers had submitted “wish lists,” 

which included just about everything, including 

replacing textbooks that were more than 10 years old. 

Tony shared cost estimates with him, and Kyle was 
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floored. The needs were just too monumental.  

Kyle immediately asked what he could do to help. 

“I don’t have much money, but I’m willing to help with 

fundraisers or wherever you can use me.” 

“Well, where do you want to start? We need all the 

help we can get. We are seeking donations at high school 

basketball games this month and need volunteers for 

that, and I can really use some help creating fliers to 

promote the spaghetti dinner that’s coming up. Oh, and 

there’s the candy bar drive and …” 

“Whoa!” Kyle exclaimed. “Hold on—one at a time. 

Give me the schedule, and I’ll work what games I can. 

And give me the info you want on the fliers. I’ll get them 

ready and print as many as you need.” 

“That’d be awesome, Kyle. Any help you can 

provide is appreciated. Providing just the basic needs 

for these students and schools can be overwhelming. 

Any extra hands on deck give us an opportunity to 

extend our efforts beyond the local community. It makes 
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a difference.” 

* * * * * * 

 His plate was full, but Kyle managed to accomplish 

just about everything on his to-do list. He was excited to 

report his progress at the next mastermind meeting. 

First, he provided them with an update on the website 

and told them about the revisions he’d been perfecting 

based on Keegan’s recommendations.  

Then he shared the outcome of the networking 

event he’d attended, centering most of the conversation 

on his newfound friend, Tony, and his organization.   

“I met this guy named Tony who runs a not-for-

profit to help low-budget schools in low-income 

communities. It’s a small town that took a big hit when 

the economy crashed around 2008. The only major 

business in the area closed its doors, and nothing took 

its place. People lost jobs, and the loss of business taxes 

and revenue affected all their services, even the schools. 

The school district is one of the poorest in the state. They 
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had to lay off teachers, and most of the students don’t 

have the basic supplies they need to learn. Not only that, 

there isn’t a single computer for student use! In this day 

and age, can you imagine that? I didn’t think schools like 

that existed today, but according to Tony, they don’t 

even have bus service to get these kids back and forth to 

school. Talk about impediments to learning! These kids 

and teachers really need help, and I volunteered to help 

with some of their fundraising efforts. I just wish I could 

do more.” 

“It sounds like he made quite an impression on you. 

We do commend you for wanting to help, Kyle. It’s yet 

another characteristic of a successful entrepreneur and a 

leader, which is why we focus on our charitable acts and 

causes at the beginning of each meeting,” Napoleon 

replied.  

“Good job, Kyle,” Martin chimed in. “I love hearing 

about people who are passionate about improving the 

lives of others. Right now, this might be all you are able 

to do. Don’t let that discourage you—generosity on all 
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levels can make a vast difference in the world. As 

Napoleon is famous for saying, ‘Even if you cannot do 

great things, you can do small things in a great way.’” 

“Hey, don’t steal my quote!” Napoleon exclaimed, 

causing some good-natured ribbing among the group. 

“Do you think you’re the only one who can talk about 

success? What—did you write the book on it?”  

After the laughter died down, Kyle said, “Wouldn’t 

it be great if I could do great things, though? Something 

that would really help these kids succeed and get the 

education they need?”  

“Maybe you can. It might not be right now, but there 

are ways businesses can make a huge impact. Now, I 

know you’re not quite ready, but this is the perfect time 

for us to discuss how you can inject philanthropy into 

your business model,” Steve advised.  

For the next hour, his mastermind group asked him 

questions, then each member offered him suggestions 

and guidance that revealed ways Kyle could indeed 
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help on a grander scale, not only at Tony’s schools, but 

at schools everywhere.  

“I think your ideas are amazing! And maybe if I 

make this part of my business model, it will encourage 

other companies to make a difference, too,” said Kyle. 

“We hope so. If you recall, we told you at the 

beginning of our meetings that in order to fully receive 

the rewards and benefits of success, one must first 

embrace the concept of giving. Philanthropy is a strong 

foundation to build upon, and it is the hallmark of many 

great leaders. It should be at the forefront of your 

business model, as well. I urge you to incorporate that 

concept into all you do,” said Henry. 

“We’ve given you some ideas and avenues to 

explore, but ultimately, it is your decision to make. The 

act of giving is personal and should be directed toward 

causes you are truly passionate about. Of course, you 

will have limitations, especially at the beginning of your 

endeavor. Do what you can and are comfortable with, 

especially at the beginning, knowing that …” Napoleon 
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was interrupted before he could finish.  

“The more you give, the more comes back to you!” 

The three had chimed in and completed Napoleon’s 

sentence for him. 

“Quote stealers,” Napoleon said, pretending to sulk. 

“You’re just too predictable, Nap!” Henry chided. 

“Change it up once in a while!” 

“Seriously, though, Kyle, by helping others, don’t 

get too caught up in the idea that you’re giving them a 

gift. You’re not. The opportunity to help others is 

actually a gift to you. It’s been said that the greatest gift 

you’ll ever know is helping others learn and grow,” 

Steve said. 

“I like that quote. Is that Napoleon’s, too?” Kyle 

asked. 

“No, I can’t take credit for that one,” Napoleon 

answered. “But I can say those are words of wisdom that 

I and my fellow mastermind members have strived to 

live by, and we don’t have to look any farther than the 
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Bible to know they are true. It was Jesus himself who 

said, ‘It is more blessed to give than to receive.’ If you 

haven’t read it yet, it comes highly recommended.  
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IT’S TIME 

 

 

AT THE NEXT meeting, the mastermind group helped 

Kyle set goals for the launch of his website. They 

deemed he was ready to take his invention to the public 

and become an official entrepreneur.  

While Kyle was excited about the prospect, he was 

also nervous. Up to this point, he’d received the advice 

and guidance from their many cumulative years of 

experience and success … it was a safety net that kept 

from second guessing his decisions, and they inspired 

him to make progress.  
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What would happen when he didn’t have that 

safety net?  

“Kyle, we are always a phone call away. You are a 

member of our group, and we will always be here to 

offer you advice and answer your questions. But we 

believe you’re ready. You’ve learned the characteristics 

of leadership that a successful entrepreneur must have, 

and we’ve watched you grow and build confidence in 

yourself and your business,” Napoleon said. 

“And I think you will agree that the changes you 

made to your software program actually improved it 

and made it user friendly for an even larger audience,” 

said Steve.  

“And you’ve instilled a powerful philanthropic 

incentive that will help schools with low resources. 

Kyle, your company can give those students the skills 

they will need to compete in education and in life,” 

Martin offered. “You have my pride, young man.”  

“Just look how far you’ve come, Kyle!” said Henry. 
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You had an idea, and you did what thousands never 

do—you took action and built something with it. You 

improved it so even more people can benefit from it. It’s 

time to take it out for a test drive,” advised Henry. 

“I just wonder if the time is right. Maybe I should 

wait until I’m sure,” Kyle remarked, to which Napoleon 

immediately replied, “Do not wait: the time will never 

be 'just right.' Start where you stand, and work whatever 

tools you may have at your command and better tools 

will be found as you go along.” 

With good wishes and promises to check in on his 

progress, his mastermind members sent him off, 

assuring him that they had faith in him and his ultimate 

success. They would always be there for him, but for 

now, there was no need for additional meetings. It was 

up to Kyle to take the initiative and apply the lessons he 

had learned throughout their sessions. 

On the way home, Kyle thought back to when he’d 

first met his mastermind group. Wow, I can’t believe how 

much I’ve learned, things I would have never learned in 
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college. Not only did I receive phenomenal business advice, 

but I got an education in success—from some of the most 

respected successful individuals in the world. Napoleon’s 

right—the time might not ever be right, but it’s time to find 

out. 

The next day, Kyle called Jose to give him the 

timeline for the soft launch of the website. They’d then 

test to make sure every function and feature was 

working properly before going live.  

He called on Keegan, too—the educational site 

needed testimonials and reviews from teachers, 

administrators, and students. Her school had been 

utilizing an advance version of the software, and their 

experience had been instrumental in making it perform 

better. Kyle now needed Keegan to get their testimonials 

and official feedback, as well as the data they’d 

compiled showing that the program’s analysis was 

effective in improving student skill levels.  

“Consider it done, Kyle. Hey, how’s the progress 

going with the desktops from your vocational school?” 
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It was Keegan who had suggested he contact a local 

vocational school and solicit their assistance in building 

desktop computers for the teachers at Tony’s grade 

school. She, too, had been sympathetic to the cause, and 

her advice had proved fruitful. 

“They’ll be done before the end of the semester. 

Thank you so much for steering me in the right 

direction. I wish you could’ve seen how excited Tony 

was when I told him the news,” Kyle answered.  

Everything was in order, but there were bumps in 

the road. There were glitches in the checkout process in 

the website that needed to be fixed before they could 

launch, and he was struggling to get the affiliates who’d 

agreed to review and promote his product to return 

their paperwork. Through it all, persistence and 

patience paid off, and although progress was slower 

than he would have liked, they were moving forward.  

Once press releases were written, and ads were 

placed with video game companies and websites, Kyle 

looked at his timeline. He had just one last thing to do—
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submit his resignation to his employer. Living at home 

had enabled him to save enough money to work on his 

own business, instead of somewhere else. He knew he’d 

be financially okay for a year, and once he made a big 

enough profit, he’d be able to hire staff to write 

programs and work directly to provide video gaming 

companies with the analytics they wanted.  

Yet, his job was another safety net he wasn’t sure he 

was quite ready to let go of. Napoleon’s words replayed 

in his mind, and he realized that the time would never 

be just right. There would always be 101 excuses 

attempting to protect him from the unknown, or even 

failure. If he let them stand in his way, he would never 

know if he would succeed.  

In the end, Kyle reasoned that the reward would be 

greater than the risk. He prepared a carefully worded 

resignation letter to submit to his supervisor the next 

day. He’d looked forward to this day for a long time. 

The time might not ever be just right, but now was as 

good a time as any. 
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AN EXCLUSIVE INVITATION 

 

 

STRAIGHTENING HIS TIE one last time, Kyle grabbed 

his phone and quickly checked local traffic times, only 

to find that there were significant delays on the freeway 

leading into the city. If he was going to be on time, he 

had no choice but to take the train. The event was black 

tie, and Kyle knew he would look out of place among 

the other passengers, but he had no choice. It wouldn’t 

look good if the guest of honor was late.  

  Kyle boarded the train and silently reflected on the 

past few years. After launching his website and opening 
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his doors for business, he’d hit a few snags, which was 

common, especially for startups. The beginning stages 

came with its share of learning curves, and Kyle had 

been grateful that he was able to turn to his mastermind 

group for advice. Smiling, he admitted to himself that he 

would have probably given up a time or two if it weren’t 

for them.  

It took two years for his business to really take off, 

and the growth brought with it new challenges. At one 

point, his website even crashed due to an unexpected 

increase in traffic. As the business grew, Kyle realized it 

was too much for him to handle, and he had to create 

two divisions—one for entertainment and another for 

education. Hiring and payroll were new to him, as well, 

and that spurred the need for additional personnel.  

That was all behind him now. After three years and 

eight months, Kyle had been surprised to receive an 

invitation to an exclusive event—a membership, 

actually, to a select group of entrepreneurs. The 

recognition was certain to give his company yet another 
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boost, and he had every intention of giving credit where 

credit was due, starting with Keegan, Tony, and his 

mastermind group, all of whom had also received an 

invitation to the event. 

It’s amazing that none of this would have been possible if 

I hadn’t ridden this very same train years ago, he thought to 

himself. And he’d never had an opportunity to thank the 

one man who made it all possible. 

As skyscrapers came into sight, Kyle didn’t have 

time to dwell on it … the next stop would bring him to 

his destination, the Plaza Hotel.  

From the moment he entered, he was given celebrity 

status. The doorman personally escorted him into the 

elegant banquet hall and a room full of people, some 

whom he knew well and others whom he didn’t know 

at all. His eyes scanned the room, quickly noticing his 

parents at the head table and his mastermind group was 

seated at a table to their right, along with Keegan and 

her husband, Tony, and Jose.  
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A man with a press tag from Success magazine 

rushed to take his picture, and Kyle obliged with a smile 

before someone grabbed his arm and pulled him aside.  

“Kyle, on behalf of the New York Times, let me 

congratulate you on your success. Being recognized as 

the top young entrepreneur in a city of this size is quite 

an honor.” 

“Thank you, Meghan. It is an honor, but it almost 

seems surreal. I don’t think it has sunk in yet,” he 

admitted. 

“Oh, it will—if not tonight, just wait until tomorrow 

morning when it news hits the The Wall Street Journal 

and business magazine covers,” she laughed. 

“I’m not ready for that,” Kyle laughed. 

“Well, get ready because you deserve it. You’ve 

accomplished quite a lot in a short period of time,” 

Meghan said, before providing him with a quick 

summary of the evening’s agenda.  

“It’s go time,” she said, turning on her heel and 
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walking to the front of the room, where she asked 

everyone to take their seats for dinner. 

There was a round of applause as Kyle walked 

through the room, stopping occasionally to 

acknowledge the guests as he made his way to the head 

table, where he hugged his parents. His father had 

laughingly admitted two years prior that Kyle’s time 

playing video games hadn’t been a total waste, while his 

mother pointed out that she had always had faith that 

he’d be a success. 

Dinner went by in a blur, and before he knew it, the 

formal presentation began. Kyle listened as the emcee 

discussed his company and its remarkable growth. His 

success and contributions during his business’s infantile 

years were described as phenomenal and impressive. 

Kyle’s speech, however, was nothing short of 

humble. He thanked his parents for their support and 

his employees for their impressive initiative and the 

pride they took in executing their responsibilities and 

knowing the trends that appealed to their customer 
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base. He introduced Keegan, giving her credit for 

introducing the educational component into video game 

analysis and helping him develop a product that 

benefitted both students and teachers.  

From there, he described the company’s 

philanthropic efforts, announcing that they’d been able 

to give thousands of students in schools across the 

nation the necessary computer equipment and Internet 

access that would prepare them for higher education 

and beyond. It was all in part to his good friend, Tony, 

who had made him aware of a great need and an uneven 

educational playing field. However, he pointed out that 

their contributions wouldn’t have been possible without 

the help of Steve, who helped him form a partnership 

with one of the largest hardware and software 

companies in the world. 

“I’m happy to accept this award, but it is not mine 

to accept. Every business experiences trial and error, 

and our business is no exception. However, none of 

those errors were fatal, and I have a mastermind group 
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to thank for sparing us from making irreversible 

mistakes. Through the members of the group, I have 

received decades of experience and wisdom. Because of 

them, I stand in front of you today. Awards are great, 

but I want everyone to remember that knowledge is 

greater. It is because of that knowledge that I announce 

tonight that we are adding several more products to our 

inventory in the next year, products that will appeal to 

our educational and recreational consumers. It is our 

hope that this growth will enable us to expand our 

philanthropic efforts to an international level, where we 

can make an impact on the education of students across 

the globe. None of this would have been possible 

without the support, guidance, and efforts of the people 

in this room. Thank you all.” 

As he walked off the stage, the congratulations 

began. He was immediately surrounded by family, 

friends, and employees who were anxious to celebrate 

his award. The press somehow managed to sneak in a 

few pertinent questions, enough to print a quote or two 
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in their next publication. It was a while before Kyle 

could catch his breath and take a moment to personally 

talk to the four men who had so generously and 

unselfishly played a major role in his success, but he was 

too late. They were gone.  

When the evening wound down to an end, Kyle 

rejected his father’s offer for a ride home. “No thanks, 

Dad. I think I’d like to take the train. It’ll give me a 

chance to let all of this sink in,” he said. 

“Okay, if you insist,” his dad replied, slapping his 

son on the back. “Oh, wait—before you go, I almost 

forgot to give this to you,” he said, reaching into his 

pocket for an envelope. 

“What’s this?” 

“I don’t know. One of the gentlemen at the table 

next to us asked me to give it to you.” 

While Kyle was curious about its contents, he 

wanted to wait until he was alone to read it. 

“Thanks, Dad—for everything,” he said, sliding it 
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into his suit pocket. “Drive safely. I’ll talk to you 

tomorrow.” 

It wasn’t until he’d boarded the train and taken his 

seat that he opened the envelope. He gasped when he 

pulled out a card and read the front: 

AN  

EXCLUSIVE INVITATION 

 

He slowly turned it over and read the back: 

With knowledge comes great responsibility,  

For knowledge cannot know its full value until it is shared.  

Students are ready, and so are you. 

The teacher within is invited to appear. 
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Dr. Greg Reid 

 

 

Bestselling author, acclaimed speaker, master 

storyteller, and filmmaker, Greg Reid is a natural 

entrepreneur known for his giving spirit and a knack for 

translating complicated situations into simple, 

digestible concepts. As an action-taking phenomenon, 

strategy turns into fast and furious results, and 

relationships are deep and rich in the space he orbits. 

Published in over 45 books, 28 bestsellers, 5 motion 

pictures, and featured in countless magazines, Greg 

shares that the most valuable lessons we learn are also 

the easiest ones to apply. Greg has been hand selected 

by The Napoleon Hill Foundation to help carry on the 

teaching found in the bible of personal achievement, 

Think and Grow Rich. His latest movie, ‘An American 

Hero,’ features the real life story of Frank Shankwitz 
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(founder of the Make A Wish Foundation), where one 

boy’s desire inspired a man to change the world. 

www.gregreid.com 

www.AnAmericanHeroMovie.com 
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Jeffrey Klubeck 

 

 

At the intersection of academia and business, Jeffrey 

Klubeck has applied his Master’s Degree in 

Communication to over 20 years of experience in 

Organizational Development and Transformational 

Business Coaching. A coach before it was the trend, 

Jeffrey has had the opportunity to create performance 

management and talent recruitment frameworks with 

organizations such as JP Morgan Chase, State Farm, 

DOW Pharmaceutical, and King Pharmaceuticals.   

With more than 3,000 learners and clients who have 

actively packed his courses in Public Speaking, 

Interpersonal, and Group Communication, Jeff’s 

experience as a former Professor of Communication has 

created a following of students and coaches who have 

been able to apply strategic critical thinking and 
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paradigm shifts in their organizations.  

Jeffrey has had the pleasure of speaking on 4 

continents to audiences from over 40 countries in 10+ 

languages. Jeffrey’s teaching, training, and coaching 

programs have been game-changing in helping 

executives, entrepreneurs, and business teams increase 

their motivation, accountability, and results! 

www.jeffreyklubeck.com 

www.getaklu.net 

  

 




