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When Action Is Not Enough

To my Mother, Madam Janet Orumgbe whose ever loving actions God has used to help sharpen my life in every way, and to all those who never give up thriving to lead a better life.




Preface

Take action, take action now! You probably heard that countless times. But WHEN IS ACTION NOT ENOUGH?

Action is not enough if you cannot provide for your family Action is not enough if you haven’t achieved your goals Action is not enough when you are yet to realize your dreams Action is not enough if you cannot pay your bills Action is not enough if you cannot do or go whatever you want.

Businesses are created to achieve massive success. But to achieve that today in a noisy world like ours goes beyond just taking mere action. It will require taking massive, incredible and strategic actions. Action that gets customers’ attention regardless of incredible noise in the market place. Actions that keep CUSTOMERS much more interested and ultimately reward your business with enough revenue to keep business idea viable, sustainable and profitable. Actions that enable you to realize your dreams pay your bills and take care of your family. Achieving business and life success today requires much more than just taking action it requires a new set of attitudes, it requires new techniques and exposures necessary to create a business that impacts and keeps you positioned in any economy. “When Action is Not Enough” is written for this purpose; as a blueprint on how to build and grow a massively profitable business. It has become apparent that success is very predictable. There is no mystery, no magic formulae, and no alchemy. It is your attitude more than anything else that predicts your growth in business and personal life. And that is what this book hopes to expose to you.

“When Action is not enough” is a book that outlines a practical approach for business growth. It is written specifically for growing businesses; It will help businesses take a quantum leap and demonstrate how to apply ideas with excellence and originality. Turning your small business into a mega-hub requires tools, resources, and techniques that take you from just an idea into achieving incredible results.

Azuka Orumgbe Benin.

Jan. 2020
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Part 1: When Action Is Not Enough

 He replied, “Because you have so little faith. Truly I tell you, if you have faith as small as a mustard seed, you can say to this mountain, ‘Move from here to there,’ and it will move. Nothing will be impossible for you.” – Matthew 17:20 (NIV)

 “Massive action is the strategy” – Azuka Orumgbe  “Do you want to know who you are?

Don’t ask. Act! Action will delineate and define you”. – Thomas Jefferson.

 “The right level of action is massive Action” – Grant Cardone  “The Path to Success Is To Take Massive, Determined Actions” – Tony Robbins  “What we think or what we know or what we believe is, in the end, of little consequence. The only consequence is what we do” – John Ruskin Take action, take action now! You probably heard that a couple of times. But what have you done with it? It is true action is the bedrock of creativity, and the universe will always reward action, not thought. A lot of people know this but only a few ever really act. It’s our nature to want to look, analyze, maybe procrastinate and probably want to have a heavenly revelation before we ever make a move. Habitual inaction keeps us perpetually small. Many people remain small not because they do not think but because they will never take action on their thought.

Don’t let inaction suck out your life.

I started this book with this chapter because what I am going to share in this book is what you probably know. A lot of people already possess what they want they just fail to take necessary action to make it a reality. What you need is more action, not more knowledge. If you want to know more then take more action. Real knowledge comes from experimental action.

What you know right now is already enough for you to get started on your life’s vision. Taking action on your idea triggers creativity. Most of the successful people you see had no clue what they were out doing but what differentiates them from others is that they choose to take action regardless of whether they are ready or not.

One great thing about taking action is that very quickly, the universe will move once you decide to move. Resources, ideas, creativity, and finance flow to the direction of doers. Don’t just talk the ideas, don’t just dream the fantastic dream that makes you a fantasy; take action even though they may not be fantastic, take action even though you are labeled a fanatic, take action even if you are labeled greedy, take action even if the entire world thinks you are crazy, take action regardless of what any person thinks. The talk is cheap. Action is the currency that drives success, not mere talk. Take action on your dream; take action on your plans. There so much you could achieve if you start doing rather than talking. The world belongs to doers, not talkers. As Sarah Ban Breathnach said “the world belongs to dreamers and the world needs doers. But above all, the world needs dreamers who do”. Thinkers are great but do change the world because ‘it is well done’ is better than ‘it is well said’. Abraham Lincoln did say the best way to predict the future is to create it. And creativity does not just jump on people; it comes by taking consistent massive action towards your vision until it becomes a reality.


How Massive Action Creates a Life!

Don’t just take action; take massive ones. The Holy books say it best “And whoever compels you to go one mile, go with him two”. If the situation of life forces you to take just one mile of action, take two. If it demands you to take two, take four. If it demands four, take eight.

Have the mentality to double everything, expand everything you are given.

Take double action because one-time action never pays. You probably have heard the statement “I have tried this before, it didn’t work; don’t try to do it, it cannot be done.” It is a common thing to be heard in our society today.

People fail before they even start anything.

Their failure begins from the way they think. My mum told me never to go into business for years because she felt the few times I failed proved her belief that I am not cut out for business.

Was she wrong? I guess she was right at that time. I once took her advice and for years, I saw myself as a failure that could never be good in the business world. So, I started to look for a job thereby, losing time and energy. But inside of me, I was never satisfied. I knew I could not pack my bags just yet and believe what my over-protective mother thinks I am cut out to do. You see my mother gave me that advice because she was by instinct too overprotective of her little kid. She does what most mothers do. They tell their children: “play it safe, don’t talk to strangers, go to school, get a job, you will never be good at this, I know what fits you, study medicine and become a doctor, go get a job with the Federal Government, I love you the way you are, I want someone by my side, there is no point working so hard, you have enough already”. I was told all these things. They will get you nowhere. It is not the fault of mothers and parents that they are so protective. That is what they are wired and meant to do; to keep you from making mistakes. But following such advice will keep you in the cycle of poverty maybe forever. Mistakes and failure is a veritable tool to succeed in life. You have never experienced real failures then you may not be too ready for real success.

I am not suggesting you don’t listen to counsel from your parents or guardians I am saying don’t follow the counsel that will keep you small. I listen to my mother’s counsel a lot but I have learned to differentiate counsel from confusion, facts from fear, advisers from adversaries, and prospect from the suspect. I have learned to be creatively deaf, I have learned to be creatively disobedient to people’s counsel especially those that keep one small for long.

Do you want to create a successful life? Don’t just take action, take massive action. Do something every day that beats yesterday’s record. If you used to call five people in a week about your business, start calling twenty. If you used to pitch your idea to just an organization in a month, increase it to five. If you used to write for twenty minutes every day as a content writer, make it one hour. Maybe you have challenges with your relationships right now; massive action is the sure way out. If you used to call your spouse once a day, make it four times from now. Call them in the morning, once in the afternoon, once in the evening, and then maybe twice at night; your love will skyrocket.

Call her when you are in the toilet, call him and tell him you are in the bathroom. Call them every time and you keep them forever thinking about you. Instead of complaining that they keep multiple partners and do not give you attention, increase the amount of time, money and energy you spend on them. If you used to buy them a gift only on their birthday, make it once a month. This also works for someone you have been trying to date but doesn’t seem to have your time or probably doesn’t know you exist. Increase your action; stop going home to hug your pillow thinking about them all through the night, bug them out with creative, consistent calls, show up in their salon, show up in their place of worship, be present in their social media platforms, show up in their workplace.

Take this same attitude into closing all business deals. It is not just about pitching once; it is a thorough commitment to follow up until the customer makes a decision to buy and pays you for your goods or services. It is committed follow-ups until your spouse makes a decision that makes a relationship. What I am saying now is that massive action is key to living a great life.

No matter the sector you choose to operate, you can’t just take a one-time action and assume you are a failure. The Holy Book says it best; “he that sowed sparingly will reap sparingly, he that sowed bountifully will reap bountifully”. Don’t have a ‘lack’ mentality when it comes to taking action. Take bountiful actions until you become an action addict.



Scarcity is a Mentality

Maybe you don’t know it yet, but the scarcity mentality will cause you to not take massive actions. Take a baby, for instance, she asks daddy for a biscuit. “Daddy, I want a biscuit.

Give me a biscuit”. Then daddy says “you cannot have biscuit now, Janet”. Now, little Janet already knows that if she wants to get the biscuit, just asking will not do it. The next line of action is, to begin with, a petty cry while still asking for the biscuit. If daddy still doesn’t get it for her, then she amplifies her cries to a shout, and then to screaming, and finally to a new level of a town crier until daddy is very embarrassed and called wicked by onlookers. Unfortunately, what many parents do is to interpret and misinterpret this type of action as bad, and label the child spoilt. Some parents will even go further to scold that drive out of the child.

However, what the child is expressing is the survival instinct placed in them by God to succeed in this life. Not to settle until they get what they want is a gift, not a pain, do not beat it out of them.

This kind of attitude possessed by little Janet is what you need for your life. You can’t just try once or twice and give up. You need to scream and shout till the whole world, heaven and he’ll hear you and get you what you want. You may not deserve it, but it doesn’t matter. What matters is that you get it. Do you think Bill Gates deserves to be rich? I don’t think so, but he is rich anyways. Even the Holy Scripture says “right from the days of John the Baptist until now, the kingdom of heaven suffers violence and only the violent take it by force”. You cannot afford scarcity mentality in this fast
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Part 2: Get Attention! Not liking

 “Suppose one of you wants to build a tower. Won’t you first sit down and estimate the cost to see if you have enough money to complete it?” – Luke 14:28 (NIV)

 “No matter how great your product or service is, no one will hear about it if you don’t attract attention. It is that simple.” – Sir Richard Branson, Virgin Group  “We’re here to put a dent in the universe.

Otherwise, why else even be here.” – Steve Jobs, Apple  “Committed action creates consistent attention.” – Azuka Orumgbe, Massive actionist, and Manufacturer  “You can buy attention (advertising). You can beg for attention from the media (PR).

You can bug people one at a time to get attention (sales). Or you can earn attention by creating something interesting and valuable and then publishing it online.” – David Meerman Scott  “Money and power follow attention; so, whoever can get the most attention is the person who takes the most action and sooner or later will get the most results.”

– Grant Cardone, Cardone Capital  “90% of all success is showing up.” – Grant Cardone


Attention is energy

You are either going to get attention or die in obscurity. What reason are you giving people not to forget you? You need attention to grow your business. Getting and growing attention is the number one activity every small business must be massively engaged in if it desires profitability and expansion. Potential customers must give you attention; the people working with you must know you enough to pay attention to help you build the life you deserve. The world must attend to you if you are ever going to succeed in your business. The biggest challenge for your small business right now is not money, sales, nor staff. Your biggest challenge right now is obscurity. Nobody knows you, nobody knows your business, nobody knows your goods or the services you provide, nobody knows your location, nobody knows you exist. People don’t give money to strangers; you don’t put money into the hands of people you don’t know. I repeat for emphasis that the biggest problem in business is obscurity. You can’t scale up or even scale through if nobody knows you. You can’t be profitable if nobody knows you. You can never achieve profitability if you are not known. You are in the business of getting attention. The most important thing you do in business is not sales, marketing or manufacturing; it is to promote your business so people get to know you. The best product poorly promoted will sell worse than the worst product rightly promoted. Money follows attention; the more people that know you, the more money you make.

In this chapter, I will be showing you what you were never taught in school and it will help you achieve your goals and show you that by promoting your business, you stand the chance of getting attention. When to promote, how to promote, who to promote, and why it is the most important thing to do in your business is what I will cover in this chapter. If you don’t promote your business; no matter how good your product or service is, no matter how good your company is, let it be free and perfect; no one will know about it. If no one knows about it, they won’t buy it and if you have no person buying your product, there is no point being in business.



Liking versus knowing

There is a difference between being liked and being known. What gets attention is not people liking you. People can even hate you but still give you their attention. They may not like you or your idea but they cannot do without having to do business with you. You want to position yourself like that in business. I am talking about people knowing you and knowing what your business represents. They may not like you but still do business with you. The popularity conquest on your Facebook and Instagram page is deceptive. People get thousands of likes but are still broke. It is not about liking, it is about being known. Not everyone who likes your Facebook page is a customer. When people like your content, it is only a pointer that you have something they may be interested in but they might not know you enough to buy from you.

You must be able to convert popularity into knowing. Being able to monetize your popularity is key to making it in this noisy world. When people know and trust your business, they can do business with you. The ability to convert liking to knowing is what starts the business. So, if you can use your post to make your followers on Instagram and Facebook get to know your business, purchase your product and tell their friends to buy from you; then it becomes the right vehicle. If you want serious business, you must learn not just to use social media to create awareness but also to build a business. You see those guys and girls that get the highest likes on social media platforms use their platforms to promote their brand, business or personality; they use it to get attention, not to get liked.



Wants attention? Then Promote!

The sure way out of obscurity is promotion!!

You have to promote. For me, promotion comes first in this digital world of too many colors.

Promotion is part of the old five marketing mix P’s:

 Product  Price  Place  Promotion  People The most important “P” in that whole concept is promotion. Even if you have the best product selling for the best price or even for free and you have great potentials in people working for you as well as people who need the product; without promotion, nobody will know you exist.

We are in a very noisy world; getting attention for your business far outweighs any other marketing process.

This is how the great Apple company wizard, Steve Jobs puts it: “To me, marketing is about values. This is a very complicated world; it is a very noisy world. And we are not going to get the chance to get people to remember much about us. No company is. So we have to be clear about what we want them to know about us.”

From that statement, we can deduce three major facts about marketing. First, marketing is actually about value, not stories. If you offer a product or service that makes people’s lives better in some ways, you are likely to have a business. So, the bedrock is to have something to offer that people find useful; whether it is spiritual, economic, social, a material, emotional or physical value. Once your product can deliver value, you have passed the first test of promotion.

Second, you must understand that this is a very complicated and noisy world. With more than 3.8 million searches on Google per hour, more than 5 billion videos watched on YouTube every day, and more than 500 million tweets on Twitter per day; you stand almost no chance of getting known. This means no matter how valuable your product is to your market, your potential customer may never see them because of the complicated system of the world’s media space. The world is too noisy and distracted to recognize what will be beneficial to them no matter how valuable it may seem.

Third, you want people to remember you and know exactly what you offer. You need to be clear about what you want the world to know about you. You want them to see that every day. Because humans are creatures of habit, it is what they see repeatedly that they can relate with. If you want to stand a chance of getting your value known in a complicated world, you need to be ready to do more than just posting randomly on social media. You need to understand the language of promotion.

The hatred game I don’t want people to always like me. I may probably want some of the hate because hatred is good for business. See how many people hated Joseph in the Bible? They even sold him to promote him. They sold him to the Ishmaelites and from there to Portifer’s house.

The promotion went on from there until he became the Prime Minister of Egypt. God used the hatred and wickedness directed at him to promote him to his mission in life; otherwise, he would have died a dreamer. See how many people hate and continue to hate President Donald Trump and his brand; see how many people liked Hilary Clinton. Sometimes, the negative comments of people accelerate progress. Haters are the best promoters. So, if you are the type that allows people’s opinions to get to you; then you need to get a rethink.

People’s opinions are their opinions. Your question should be “who got my money?” If my money is in the hands of the haters, they need to give it to me and they can continue hating all they want. It will be stupid for me to think everybody will like me. Many people have publicly declared hatred for me in the past.

Haters give free publicity. The more they talk, the more I get attention and the better for my business. Notice how much the Pharisees hated Jesus but how He never complained about their hatred one bit? He only rode on them and continued to go about doing good regardless of their nay sayings. However, I will never approve of how Kim Kardashian got her attention because it is a very bad example for the young generation. But you may swear and curse all you want, the lady has over 152 million cult-like followers on Instagram and it’s still growing.

She was the second most searched personality in the porn industry according to Pornhub 2019 report. Her fans worship her like a goddess. She has used the hatred of so many people to achieve “relevance”. The people most hated are the people most empowered to be known.

People will talk more about those they hate than their friends. I have heard people make snide remarks about me such as: “he is always serious, never talks to anybody, he is going to die of work, he never learns to socialize but he’s always reading, he is behaving as if he knows it all, he is too fast, he pretends to be somebody when he is nobody, I don’t even know what he is doing, he wants to claim all the glory here”. Toxic words like these, although negative, actually are your number one promoting tool.

My message is: don’t always go for liking, develop content that is so good and valuable that people cannot help but just hate on you.

Whether you call it jealousy, envy or badmouthing; it gives you free publicity of your brands. I, therefore, encourage you to love the haters, the naysayers, and the backbiters. Why?

Because you need their promotion.

If you have not promoted your brand to an extent where people begin to complain that you are doing it too much, you are yet to start promoting. Keep promoting until people see you for who you are until the first name that pops out of their mouth when discussing fashion designing is Jane fashion and not just because you make the best clothes, but because you are the most talked about. If you are into home and office cleaning, when people mention cleaning services, let your name be the only thing in their mouth. You are doing something but it is not enough; you need to promote your business to build an audience. People don’t buy from who they like but who they know. Do you want to be known? Do you want to keep being known? You have to learn how to promote.

You can’t be scared and get money at the same time. One thing my mum taught me is not to save money in a bank. Once you make money, put it back into the business or use it to develop another stream of income. She taught me consistency; keep doing a thing until everybody knows you and pays you. I am grateful for that training. She spends money in her business, she outspends everybody. She invests so much in getting her business moving until it starts yielding profit. We live on a planet where things happen so fast and there are so many reports that prove playing safe in one little corner will suck the life out of anything. Doing it massively until you get attention is the key ingredient to get out of obscurity. Keep putting your business, product, contents out there because people will forget about you real soon if you don’t.

Consistency is the way to greatness. If you want to succeed in business and life, you have to get known. Not just being liked, but getting known.

The more people know you, the more the resources that flow to you.



How to get attention

Be willing to go knock on doors attention requires you to know how to knock on doors. You cannot negotiate that off; you need to be in people’s faces every time. Your ability to knock on doors is where expansion starts.

Sales are how you get attention, sales are what ensure you do not starve, sales help you take care of your family, sales is what makes your dreams a reality. You need to keep prospecting, making presentations, handling objections, closing sales and getting resale and referrals.

You need to keep on being in people’s face screaming ‘who got my money?’ Getting attention is more than one Facebook post or Instagram video. You must be ready to sell. You cannot focus on saving at the expense of growing your business. You should invest in making your business known at all times.

To get the attention you need to know how to sell because you cannot grow a business without a proper sales sense. Were you brought up not to talk to strangers and be seen but not heard? If you want attention, you must learn to do the opposite. You must learn to talk to a stranger and you must be seen every day and heard every time. Attention equals profitability. You cannot afford to wait for customers to come to knock on your door; you need to go find them like a lost treasure. You need to search them out from their holes of complaints about how bad the economy is, low funds, and a tight budget.

You need skills to achieve this? (Call Azuka Dery on +2348068387128 to get you and your company trained on making sales so easy, and profitability so high). You can’t grow a business in obscurity. Get attention. Be massive in your approach and save yourself and your family from financial embarrassment.

You need frequency attention requires a lot of frequency. You need to keep putting your message out there until somebody calls you for business. Another name for frequency is committed consistency. You need to stay committed to your promotional activities until you get the attention of your target market. Many small business owners with great ideas die out fast because they promote their business three to four times, maybe seven times and give up. Studies show that it takes seven to ten presentations for someone to make up their mind to take any form of action. It is a shame to take one or two promotional actions and give up with the excuse that you have tried. You need to be willing to take promotion action over and over again until people take action to buy from you.

Consistency is the key ingredient to getting attention in today’s noisy world.

Be willing to show up Show up every day regardless of how you feel or whether it is time or not. Show up regardless of whether the environmental condition is perfect or not; in rain or the sunshine, show up. It is better to be the available lamb than to be the dead lion in any jungle. Show up in your customers’ email, their Instagram page, Facebook page, and YouTube channels. Show up in their house, club, and for their social event. Show up on billboards, radio, and TV. Show up in their churches, mosque and everywhere your customers present themselves. You must commit to showing up to get attention. You want to get attention, show up!

Be ready to over-commit and over-deliver just commit; commit more than you can keep. It will help you stress and think about other options to explore. Commit and figure out the rest later but first, make commitments. A customer tells you to deliver on a certain date; tell them you will deliver two days earlier and make a commitment to pull through. A customer tells you to provide a certain service; add more to it and make it free for them. Then, deliver value beyond what you are paid for.

That is a sure way to get attention. Go beyond your customers’ expectations. Blow their minds with quality, quantity and timely delivered goods and services.

Be your unique self Be yourself, be unique and don’t be a copycat.

Be the original version of yourself. Sell products, deliver services that make you stand out. Customers will never reward you for your similarities but your differences. Be different from the rest. Even if you are into the commodity business, look for strategic business advantage in your packaging. Don’t just be a best practice person. By that, I mean don’t just do well what everyone does. Have a unique competitive advantage; something that makes your customers perceives that difference in what you offer. Two people can be into the restaurant business but one is more popular than the other. Most times, it won’t be because the more popular a person’s food tastes better but because they have found a way to package the business better; either in food delivery services or a special feeling they give to their customers that makes them to continually sing the praise of that business.

Use all available media Hear people say I am a Facebook person or I am a WhatsApp person; that is funny. You must go where your customers are to get their attention. If they are in the bush, you need to go meet them there. It is not about what you want; it is about what they want. As a small business owner, it is not expected that the entire world becomes your market. You must need to position your business to the market that needs it to save resources. Once you know your target niche, you must build your promotion around that niche to get the attention of your customers. For instance, assume you are into the cleaning business; you must first identify which demographics need your services. So, let’s say your target would be single, high-class working guys between the ages of 27 and 55 who are usually too busy to do a detailed cleaning of their homes. Then, you discover they live in places like GRA in Benin City, and their more preferred social media platform is Facebook and Twitter. What most business people do is to focus on Facebook promotions only and ignore other portals. If these guys are of these demographics, it means you could get their attention not just from Facebook but from other sources. You need to find a way to reach them also on Twitter and do a personal visit to their homes and places of worship. You need to cover up all the space these guys are found in.

Don’t focus on one channel and leave the other channels underutilized; you might be making a grave mistake. Anywhere and everywhere your potential customers can be found in the place you want to promote your brand. Getting attention requires spreading your tentacle towards a focused market group until they know you exist and buy your business. If they don’t know you, they will not buy from you. If they don’t buy from you, then you are not in business.

Create inventories The number one reason businesses fail is the inability to sell products in quantities great enough and margin high enough. Don’t just sell one thing; have a range of product lines and service lines to present to your customers. That is why you need to master the science and art of selling. Customers do not want this line of product you are presently offering right? You should have another product at hand close to that other product. By this, I don’t mean for you to be the jack of all trades. I mean have inventories in relationship to what your business covers. Back to the cleaning business as an example, if you are into cleaning, you should create a range of services from full apartment cleaning to window cleaning, doors cleaning, and tiles cleaning. Come out with a service that will be most needful, convenient and affordable to the customer per time. In essence, if a customer tells you they cannot afford a full apartment cleaning; you could offer them the window cleaning service, and if they aren’t satisfied with that, you could present to them the offer of tiles cleaning. If they still wouldn’t take that offer, you could suggest selling them a cleaning product they would use to clean at their convenience. That way, your customers can in one way or the other buy your product or service and keep you in mind for subsequent purchase. You know the saying that the first purchase is the hardest. Once a customer buys anything from you no matter how small it seems, you have open a whole window of future bigger purchases. So offering multiple lines of options for your customers to choose from is not just an option for small business owners but a necessity. Don’t just offer one product; have a range of product offerings.

Be flexible must be flexible in dealing with your potential customers to get their attention. This, however, does not mean you should lose control over your business. You must be ready to offer customers a range of services on flexible terms and price range. If for instance, you come up with the idea of making free solar power panel installations at subscription prices, you should be able to cater for every customer by their purchasing capability such that, from the least paying customer to the highest paying customers, they all should be able to use your service and be able to pause and resume that service as preferred. Such a level of flexibility will promote trust for your business and help you get attention if there are competitors.

Major on the majors, not minors Everyone is your market. Focus on the major, not the minors. Once you establish a particular market niche, focus on that niche until you get the attention of every potential paying customer in that niche. What niche marketing does is that it helps you tailor your services to a particular group of a segmented market that needs your product and services and also helps you satisfy, monitor and evaluate their needs in definite ways as compared to spreading your tentacles everywhere. A good example will be the Auto Industry. Maserati and Ferraris are not marketed to the entire customer populace but to a specific, targeted audience that has the financial capability to buy. Those brands of cars are therefore not produced in mass because they don’t need to be available in car dealerships like others. It is easy to get the attention of a niche than to focus on the entire world. Promotion tailored to a niche will get more attention than the general advertisement.
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Part 3: Dominate or Compete: Which Way?

 “And God said; let us make man in our image, after our likeness: and let them have dominion over the fish of the sea, and over the fowl of the air, and every creeping thing….” Genesis 1:26 (NIV)

 “There is not healthy competition” – Azuka Orumgbe  “When I step onto the court. I am ready to play. If you are going up against me, you’d better be ready. If you’re not going to compete, I will dominate you.” – Micheal Jordan  “You will always fall to the level of your training. Are you here for fun, to compete, to win or to dominate?” – Matt Danswan  “The only way to dominate in an industry is to find a way to add more value to other people’s lives than anyone else is adding.”

– Tony Robbins  “Never make it a goal to compete; instead, do everything you can do to dominate your sector to avoid spending your time chasing someone else.” – Grant Cardone Domination, not competition is the game. To compete is to make an earnest effort for superiority or victory over another, a kind of contention, contest or even conquest over a scarce or limited resource. To dominate, on the other hand, is to have supremacy, mastery, the ruling