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主题看板



靠你的专业致富


这
 是个比专业、比内行的时代，只要你在特定领域有所专精，就有机会从默默无名的呆薪族晋身为某业界专家或顾问，凭借自己的专业知能与独到见解，赚进大笔的“被动收入”；也就是即使不实际工作，收入仍能持续增加。成为“致富达人”的好处还不止于此，一旦创造出稳定的需求，无论未来出现什么新科技，或者经济景气好坏，提供专业的建议和服务都是一个抗衰退的行业。此外，达人的事业完全是根据个人的志趣，而且十分具有意义及开创性，有可能通过你的教导与传递，让这个世界变得更美好。

“致富达人”的具体例子不胜枚举，在市面上销售的专业建议，种类非常多元。举凡提供投资理财建议、感情与人际关系咨询、亲职教育心得、深度旅游资讯、生活风格设计、创业或职涯建议，还是针对企业的商业管理顾问服务，全都是一门生意——只要你想得到，就有人愿意掏钱购买。就本书作者所提出的两个例子而言，被《时代》杂志喻为最具影响力的“成功学大师”史蒂芬·柯维，以《与成功有约》（The Seven Habits of Highly Effective People）一书广为人知。他将高效率人士的 7 项简单习惯写成了畅销全球的商业书，并成立了规模上亿美元的教育训练公司。另外，约翰·葛瑞身为《男女大不同》（Men Are from Mars， Women Are from Venus）系列畅销书作者，多年来以男女天生有别为立论基础，创建“亲密关系研习班”，致力于婚姻咨商工作，同时也以两性关系专家身分，成为电视、广播节目的常客，这也是另一个将自己的专精之处发挥到最大效益的致富例子。

在每个人的人生经验和种种转折之中，很可能有某个部分蕴藏价值不斐的心得，正等待你去发掘。问题是，人人都可以是专业达人，但为什么有些人就能借此享富人生？关键就在于你能否将对的观点，以专业的手法包装，并有效地推广行销，转变为商品或服务与世人分享。你的专业知识在市场上的价值，可能远超过你的想象。端视你如何运用网络商业时代的各种工具，让自己成为名利双收的领域达人！



作者简介



布兰登·伯查德 （Brendon Burchard）


布兰登·伯查德是职场教练和激励训练师，开发出许多资讯型产品和影音教材，也举办过一系列训练活动，并且创办了教育训练机构“达人学院”（Experts Academy）。他的电视特辑《布兰登的达人学院》（Experts Academy With Brendon Burchard）让很多人发觉，原来与外界分享自己的智慧，也可以是一种创业的方法。《ABC世界新闻》（ABCWorld News）、《欧普拉和朋友们》（Oprah and Friends）等节目都做过伯查德的专题报导。他每个月可以通过著作、电子报、产品和各媒体的曝光，触及将近 200 万名阅听大众。

本书网址为www.MillionaireMessenger.com
 。


译者简介



郭政皓


曾任职于杂志与出版社，担任编译及编辑工作，认为自己的工作是为读者消化资讯，转换成好吸收的内容。现为自由文字工作者。



5分钟摘要



成为致富达人
英文



每个人都有专精的领域，人人都可以是专业达人，但有些人却懂得将自己的经验与心得，通过包装及行销策略，转变为商品或服务与世人分享，借此享富人生。你的专业知识在市场上的价值，可能远超过你的想象。端视你如何运用网络商业时代的各种工具，让自己成为名利双收的领域专家！

每个人都有价值百万美金的见解，可以与世人分享。你只要学会把自己懂的东西加以包装和行销，就可以释放出这个价值。具体来说有以下几点：


	你的知识以及你亲身体会到的经验，在市场上的价值其实远高于你现在的认定。

	你来到这个世上，是要让世界变得更好——要做到这一点，最好的办法就是将你懂的东西分享给众人，并帮助其他人成功。

	分享你亲身经历所学到的经验，真的可以带来优渥的收入。



如果这一切听起来有一点夸张（尤其是用你懂的东西来赚钱这部分），关键就是要加入“达人”的阵容。这群专业人士遍布全球各地，懂得将自己的人生经验以及对特定议题的研究，包装成产品和课程，然后在市场上销售。达人会架设博客、写文章、出书、做广播节目、制作DVD 自修课程、制作播客、拍摄影片等等，并靠着这些知识赚得百万美金的财富。

具体而言，要成为致富达人，就是要把你懂的东西加以包装，然后转变为收入。这不需要正式的资格认证——只要你选择这么做，就可以取得“专业达人”的地位，然后运用网络商业时代的各种工具，将自己的专长快速转换成百万美金的年收入。


关键思维

“其实谁都可以是达人或是‘大师’，就算你现在可能不认为自己专业。想成为达人，不过是要将自己这个人和自己懂的东西，好好加以定位和包装，让你可以帮助大多数的目标客群。在这个新型态的经济中，我们都可以是有力人士，也都可以靠自己的知识致富，不用捧人家的饭碗。只要你有见解、可以连上网络，就有办法成为致富达人，闯出一番事业，靠自己懂的东西赚钱。”

——布兰登·伯查德





第1章　造就大师的幕后秘密　
英文



是不是大师，不必经过什么认证审查。要成为达人，你只需要找到你真正的见解，然后抱持同理心与用心的态度持续传播。只要你这么做，而且帮助他人做出成果，全世界都会注意到你。

要成为任何领域的达人或是大师，都是有可能的——这跟你直觉以为的刚好相反。要成为别人眼中的达人，其实只要建立好3 大支柱：

[image: 014.01]



	具体成果——要有亲身经历和实际经验，才能引领大家避开陷阱，并指出做出成果的最佳之道。换句话说，你必须掌握一些别人还不知道的知识。

	深度研究——必须时时了解业界的最新现况。只要去阅读业界相关书籍、访谈相关人士，然后将这些整合成实用的资讯，再用你自己的话表达出来，你就会比所有人都要懂得多。只要你做足功课，就会有人愿意付钱买这些宝贵资讯，因为你可以为他们的学习曲线省下好几年的时间。

	模范人士——你必须亲身体现自己说的话，并且说到做到。人都习惯向自己信任、尊重和景仰的人寻求建议，常会寻求值得信任的好人来向他们请益，即便问题超出他们的专业范围。如果你被视为模范人士，大家就会毫不迟疑地把你奉为达人。




关键思维

“当你结合了具体成果、深度研究与模范人士这3大要素，你就能超越‘达人’的境界，让自己晋升为值得信任的顾问。人们开始将你视为这个领域的‘大师’（正面解读这个词，就是让你成为‘传播光明与智慧的人’）。突然之间，大家纷纷争相向你寻求建议，这样一来，你就可以把自己的建议、知识和专业提供给他人，而建立起真正的事业。”

——布兰登·伯查德



成为致富达人，凭借自己的专业来赚钱，选择这样的职涯拥有诸多好处。其中最显著的9大好处是：


	你的工作完全是根据自己的志趣和知识——也就是说你的工作会吸引很多人的热情和讨论。这听起来当然要比没没无名在办公室的小隔间里埋头苦干，要迷人得多了。

	你的工作会是有意义、有开创性的——赢得阅听大众的信任，然后开发人们会重视的有用产品。这样的工作内容，还挺不赖的。

	达人随时随地都可以工作——你可以运用网络工具，在任何你选择的时间、任何你喜欢的地点工作。只要有网络连线和一台笔电，你就可以取得所需一切的工具。

	你可以自己选择要和谁共事——随你的意思聘请及辞掉任何人（甚至是无理的客人），然后与你觉得对盘的人合作。达人不用忍受偏执的老板、怪里怪气的同事或是办公室内的角力。身为达人，你可以完全掌控自己的命运。

	你确实可以决定自己的收入高低——道理很简单，想要多赚点钱，就多努力推销自己。作为达人没有薪资上限，完全看你自己，也没有什么以时计薪的规定。要赚得更多收入，就要设法为更多人创造价值，就这么简单。

	你的报酬完全是以价值来计算，不是以工作时间来计算——也就是说你的事业可以无限扩大，不会受限于一天能工作的时数。只要你能改变他人的生活品质，对方就会付给你优厚的报酬。

	要做好达人的事业，不用请很多人——这行业根本可说是为了外包而量身打造的。许多大师只用了不到5名员工，就建立起超过1亿美元的事业。如果你需要短时间的外力协助，很容易就可以取得。

	可以帮助你成功的工具简单又便宜——事实上，达人用来向全世界传播专业建议和见解的工具与软体，很多其实是免费的。只要滑鼠按个几下，任何达人都可以架设网站（WordPress）、建立社群（Facebook）、做公关（Twitter）、拥有全球的电视播放频道（YouTube）、建立行动录音室（Apple），还有各种处理付款的方法（PayPal）。这些都不用花一毛钱，很惊人吧。

	财务报酬有可能远远高于其他任何产业——你在一场会议演讲的收入，有可能比某些人一年赚得还多。如果你对自己做的事情真的很有一套，加入达人的阵容会带给你实际的方法，将你的技能和知识化成财富。



总之，成为你那个领域的达人，然后结合自己的创业构想，就有机会创造出精采的生活和坚实的事业。你可能会觉得自己不具备成功变成达人的条件，其实你有。唯一可能欠缺的，就是放手去做的自信；而要建立自信，完全就看你自己如何掌握方向。


关键思维

“我见过成千上万的达人，虽称不上是名人，但都在达人圈获得了有意义又富足的人生。他们有很好的事业，也赚得优渥的收入。他们站在全国各地的演讲台上；他们在网络上广泛提供建议；他们在训练你当地的企业；他们还有出书、发行CD、发行DVD，以及丰富的训练教材。如果你参加过我的达人学院研讨会，你就会遇见千百个平常人，成功而快乐地从事这样的工作。其中许多人擅长的主题会让你感到惊讶，想不到这样也可以让人变身为成功的达人。”

——布兰登·伯查德





第2章　建立达人王国的9大步骤　
英文



要推广你的见解并建立起自己的达人王国，并不是什么大学问，其实只要通过9个简单明了的步骤即可实现。原来在现实世界中，你想得到的每一位大师和达人，几乎都是通过这样的方式来达到成功——你一定也能做得到。

以下一一介绍建立达人王国必经的9大步骤：

1．专注在一个你热中的主题，并成为这个领域的达人——这样才能彻底了解它、熟悉它、分享它、靠它成名，最后以教导这方面的知识来赚钱。你所选择的主题要能吸引你、让你喜爱去做，而且会想要在未来5年甚至更久的时间好好去实践。

2．选定你的目标客群——判断你在成为达人的新事业领域中，最想服务哪些对象。你该寻找的客群，要能因为你而得到最多收获，也因此最可能付费购买该领域的解决方案。理想上，最好是未获得充分服务的客群，不过不一定都是这样。要设法找到遭遇你类似状况的潜在客户，还有在看到绝佳解决方案时会重视的人。

3．接着，要确实了解客群真正遇到的问题——要研究你的客群、站在他们的立场，并且去了解他们偏好的购买行为。可以的话，要调查你的目标客群，并了解他们的期望、所遭遇的挫折，还有他们的喜好。看看他们目前在哪些商品上花大钱，会是个不错的指标。

4．分享你的经验谈——也就是你过去解决了哪些困难，这可以让你的目标客群产生同理心。收入最高的达人之所以能享有信誉，是因为他们曾身陷艰难困境，但自己想出办法朝目标前进。别人不只想听你达到什么成就——他们更想知道你之前遭遇过哪些困难、怎么突破困境，然后找出正确的方法。别忘了与客群分享你之前的困难还有你的胜利，借此打动客群的心。

5．建立解决方案——也就是要让你的客群可以购买产品或是参加课程，借此引导他们往各自的目标迈进。要制作这类产品，基本上需要整合详细的资讯，然后包装成以下5种形式：

阅读素材——书籍、电子书、博客

有声课程——CD、MP3、一对一电话指导

影视教材——自修DVD、网络研讨会

经验分享——研讨会、工作坊、说明会

深入辅导——智囊、教练、开导

选定形式、搜集好内容，然后包装成套装产品，自然就可以制作出步骤式的解决方案，带领客群从目前各自的状况，进展到他们希望达成的目标。

6．设立网站——将你的见解、客群、个人经验谈还有解决方案，整合在网站上。建立达人王国的一大关键，就是要规划网站，提供访客有价值的资讯，借此创造价值；无论访客是否选择要进一步了解。这么做可以建立起关系：当网友造访你的网站，你可以提供其他免费的训练和资源，借此搜集到他们的姓名和电子邮件地址。掌握到这些资讯后，你就可以进一步提供产品和课程供他们选购，这会创造出更多的价值。你的网站要赚钱，就要提供最新的产品供人选购，还必须整合有效的行销策略。而这一切，都要从消费者点选网站连结进一步了解开始。

7．宣传你的产品和服务——要通过你提供的免费价值吸引大家造访你的网站，然后引导他们购买你的产品和课程。要先提供真正的价值，然后才要求他们购买，借以营造出信任感和一定程度的互惠，这样能大大刺激购买。要营造这样的气氛：“如果您喜爱我们免费提供的内容，那您一定会更爱我们在……提供给您的其他内容。”成功的关键因素在于，你的免费资讯一定要具有价值，而且是可行的。

8．寻求合作伙伴帮忙推广——圈子里其他达人的客群，也可能会对你的商品有兴趣，要设法跟这些达人合作。如果能请到这些达人帮你向他们的顾客群努力推广你的商品，马上就能强化你的核心讯息，并接触到更多的销售对象。关键在于要有目的、有策略且持续地做。另外也别忘了，有机会就要回报对方。

9．重复前面8项步骤——也就是要持续加强自己对所从事领域的了解、开创新产品、更新网站、开发新的宣传活动，并找到新的推广伙伴，这样才能将你的见解分享给上百万群众。要建立起独特性以及新颖的特色，自己的工作表现要出众，还要想出更好的新方法来服务顾客，这样才有办法随时间一步步建立起你的事业。如果你的出发点是体会、同理和利他，要建立达人王国绝对没有问题。
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第3章　致富达人的财富地图　
英文



世界上每一位达人几乎都是用一张财富地图，将他们具备的才能化成收入。他们将自己的建议和知识，包装成可以在网络上购得的资讯型产品，或是可以亲自参与的课程。要建立起你自己的百万达人王国，请照着这张地图去走。

达人赚钱的方法其实很简单：

将自己懂的东西写下来。

受邀到各种活动演讲。

为想要进一步了解的人举办研讨会。

指导他人，包括个人或团体。

为个人或组织提供顾问服务。

进行网络行销活动来宣传自己。

成为达人有个很棒的地方，就是你可以挑选最符合自己个人喜好和生活方式的活动。你不需要员工——所有的业务活动都可以通过电话、网络以及笔电来进行。

大多数达人用来创造百万美金（甚至以上）达人事业的财富地图，都很简单，一共包含5项简易直接的步骤：


	制作平价的资讯型产品——售价大约在20到200美元之间。这样的资讯型产品应该要整合你的成功建议或策略，把它包装成纸本书籍、电子书、CD有声课程，或是DVD自修课程。要规划出这样的课程，你可以坐在你的电脑前面录下自己在研讨会的简报，或采用其他好几种方法。要记得，这种入门产品的价值不在于产品售价是多少，而在于它带给人多少价值。专业能力不是大宗商品，而是来自于你所解决的问题，以及你为购买者的生活或事业所带来的进步。如果你的入门平价资讯型产品能够提升他人的生活，或是增进他们的生产力，使其进步幅度高于你所收取的费用，你的产品就会畅销。你的入门资讯型产品，目的应该在展现你能提供些什么。

	开发平价的订阅课程——每个月持续提供内容给你的顾客。价格区间可以定在每个月9.97到197美元之间，就看你的定位以及带给人的价值而定。课程形式可以是每个月的电子报、CD、DVD、电话会议——你想选择什么样的形式都可以。你可以自己制作产品、聘请自由接案者来制作，或是和其他人合作。

	接下来要制作及供应中阶的资讯型产品——内容比你的入门平价商品要更深入、更充实。中阶产品的价格通常是在200到999美元之间，所吸引的客群也不一样。这个客群寻求的是更深入的资讯，也更重视这样的资讯。同样地，这种资讯型产品的形式也可以有非常多种，就看你自己的喜好。一般自修课程通常会包括10片DVD、内容文本、练习本，并附赠3片CD有声课程。

	然后就要提供高阶的多日研讨会产品——因为研讨会绝对是获利空间最大的资讯型产品。高阶的研讨会订价都在1，000美元以上，所以这种产品会吸引到认真想要熟习你知识的人。这些人充分吸收了你的平价和中阶资讯型产品，会愿意付费和你当面互动，深入挖掘你的知识。这些必须亲自参与的研讨会和活动还可以奠定稳固的基础，让顾客成为推广大使，去推广你的工作成果。

	你还可以开设高价位的个人指导课程——由客户聘请你担任他们生活或事业上的教练。指导的方式可以是一对一、通过电话、人数少的小团体，或是任何你规划的方式。价格真的可以任你开——个人指导每人每月收费2，000美元起跳，是合理又务实的价位。



运用这5项要素并加以变化，就完全有可能靠着成为达人，达到年收入百万美金的水准。至于模式可以有各种变化，其中一种模式是：
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第4章　致富达人要抱持的心态　
英文



那么，要在专业达人这一行成功，必须具备什么条件？简言之，应该要抱持致富达人该有的心态。你必须坚守5大信念，据此指引你的言行以及作为，不要忘了这些信念。

所有成功的达人，必定秉持以下5项信念：

[image: 038.01]



	我的见解是有价值的——达人很清楚自己的人生经验、见解和真诚的声音，有多少价值。要成功晋身达人并借此致富，就要重视你的个人品牌以及专业见解。除非你抱持强烈的渴望，想要分享自己的专长并服务他人，否则你很难有什么成就。想回馈社会的责任感愈强烈，就会愈有动力和毅力成长为专业达人。

	我愿意去学习新事物——达人都有一种自信，如果他们有什么事不懂，他们可以去学习，必要时甚至从无到有自创。要成为达人，你必须有信心，相信自己能在过程中学到经验和知识，并靠自己想出办法来。你必须愿意付出代价，努力去尝试和奋斗，并且自己去找出什么方法可行、什么不可行。达人遇到自己不懂的事情不会抱怨，而会积极地想出对策。每位行动派人士都是这样让自己的人生有所进展，而达人有自信可以持续做到这一点。

	我不会小看自己——达人天生就了解到，就算起步时可能名不见经传，自己的见解仍足以帮助数以百万计的群众。因此他们把眼光放高，期许自己去做到了不起的事情。要成为他们的一员，就要仿效他们。要相信自己的见解是世界级的，尽管目前默默无闻，还是可以帮助那些吸收你见解的人，为他们的人生和行动创造价值。把眼光放高，肩负要让世界更好的使命，然后确实说到做到。

	我会去学习、教导还有服务——达人通常先是学生，而后成为老师，但永远是服务人群的人。要成为达人，要件之一是要立志永远不停止学习新的观念，将内容加以吸收，然后整合成自己的一套看法。必须要终生学习，才能成为杰出的达人。想要跟上自己专长主题的最新脉动，就得随时阅读新的书籍、拜访这个领域里活跃的人物、参加研讨会、研究专业期刊等等。不可否认地，你懂得愈多，能为他人解决的问题就愈多，能够提供的服务也就愈好。要成为达人不是只努力一次就够了，必须一辈子全心学习。

	我专精于一个领域——达人不会涉猎太多事物，而是会深入研究一个主题，并且专擅这个领域，你也要做到这样。投入必要的时间，努力奠定良好的基础，不要失焦。认真了解自己领域内的一切相关事物，不要老是在不同的领域之间摇摆，因为这会让你缺乏足够时间去专精某个领域。困难不时都会出现，这是无法避免的，要加以克服，然后真正熟习你所从事的领域。然后你就会有办法建立起稳固的事业，再以你的努力和投入为基础，向前迈进。




“成功不是以一个人在人生中达到什么地位来评量，而是看这个人克服了多少阻碍。”

——布克·华盛顿，19世纪美国教育家

“最大的悲剧不是死亡，而是我们还在世时任凭内心死去的部分。在你临终之时，你想的不是自己赚了多少财富，或是达成了多少成就。人在临终时通常会问自己：1.我是否有智慧地过这一生？2.我有没有好好爱身边的人？3. 我有没有做出了不起的贡献？”

——诺曼·卡森斯，20世纪美国作家




关键思维

“经营自己事业的前两年，会是你人生中最难熬，又最振奋和充实的一段时间。你会希望可以很快‘功成名就’，但成果几乎必定比你料想的要来得慢。不过你会感受到，这其中的挑战、自由、自主以及和顾客的关系，是有高度意义的。我之所以要和各位分享这个观念，是因为往往就是起步的这两年，使许多新手决定离开这个行业。他们一开始满怀热忱要分享他们的见解，但因为成果来得很慢，使他们放弃了自己的愿景。当你的愿景无法立即让你的荷包满满，往往就不会继续下去。当你赚得的收入无法达到自己希望的水准，往往就会停下脚步，只求过平稳人生。不要只因为你还在起步，就放弃自己的愿景或是只求平稳。别忘了，所有美好的成果都来得很慢。即使你被目前的现实羁绊住，还是要把眼光放高。相信自己的潜力，为自己开创出伟大的命运。这会让你出发的脚步更有自信，也能让你在不顺利时坚持下去。”

“如果人用来思考如何改变世界的时间，与用来想如何赚钱的时间一样多，那么人很快就会发现自己已超乎想象地富有。”

——布兰登·伯查德





第5章　致富达人要具备的条件　
英文



整理好想法之后，接下来就要采取所有成功达人都会采取的行动。达人必须具备并且精通5项重要的技能，练就这5项必要条件并且熟悉这些领域，你就会在专业达人这个行业出头。

要在专业达人这一行有杰出表现，必须练就以下5项独特的技能：
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1．定位——你必须能够灵敏察觉：（a）你的客群想要的是什么、（b）该怎么做，才能真正赢得顾客和业界其他达人的尊重。定位这项技能可以让你居于“甜蜜点”，使顾客注意到你并且信任你所说的话。要提出独到的见解，让你提供的建议可以收取高价，通常可以采取3种定位方法：

在网络上免费提供许多有价值的资讯，让大家可以初步认识你和你的工作，将自己定位成这个主题中值得信赖的资讯来源。

分享的成果和研究一定要是最新的，不可以是几个月甚至几年前的旧资料，将自己定位在资讯领先的地位。

与业界其他达人密切往来，并为他们的事业创造价值，借此定位自己。如果消费者看见你都和大师互动，他们就会认同你也是大师。

2．包装——基本上，所有的达人都是内容创作者。创作及分享优质资讯，是达人必备的技能。

将你的资讯妥善整理，整合共通的观念，并运用良好的架构，使资讯容易理解及运用。在分享你的专业知识时，表达要尽量清楚。

产品一定要简洁而且吸引人，包装要用心。

穿着合宜、发言适当，而且要展现出达人的样子，务必呈现出自己最好的一面。要成为良好的模范并挺身而出，因为这是大家对达人的共同期待。

3．推销——达人不会不好意思推销自己，因为他们知道这是推展事业的关键。今时今日，训练就是一种行销。在你训练顾客的时候，若能为他们的生活创造价值，就增加了他们日后购买你商品的可能性。要让事业有所进展，你必须先免费赠送内容，潜在顾客将更能体会你在要付费的套装产品中，可以提供他们什么好处。你所有的素材，都一定要包含8项关键要素：

主张——先提出大胆的承诺，说明你的产品或服务可以达成什么目标。

挑战——向顾客证明你了解他们的问题以及相关的成本。

感同身受——表示你也曾遭遇类似问题，并成功解决困难。

可信度——展示你如何运用准备分享的解决方案，达成了哪些成果。

选择性——清楚说明为什么你的商品和其他替代选项明显不同，而且更好。

价格和价值——与更高的价格相比较，让你的商品显得很划算。要让顾客觉得你商品的价值，是价格的10倍。

消除疑虑——回应顾客购买前最可能用来反驳你的理由。

成交及行动诱因——提供更多理由和价值，吸引顾客当下立刻决定行动。

4．合作——达人会创造极大价值与绝佳的内容，然后和其他能帮他们散播讯息的人合作。达人需要与能帮他们推广见解的人结盟，必须与知名的伙伴合作，才能达成。这其实并不困难，你只要找出领域中的其他达人，然后直接和他们联系就可以了。一开始可以先提出要免费帮忙，向你的客户名单推广他们的教材，他们必定乐意给你正面的回应。在这之后，你就可以提议结盟合作，帮彼此推广事业，他们很可能会基于回报而同意合作。合作条件愈简单，而且获利潜力愈大，就愈有机会让他们点头合作。

5．服务——达人不是只求糊口而已，他们期许自己能让世界变得更美好。要真正成为杰出的达人，千万别忘了自己的使命是要改善他人的生活。如果你努力提供比业界其他人更优越的服务，并集中所有心力去让世界变得更好，就很有机会做到。要抱持做好事的高远目标，这和追求成功并不冲突——事实上，这两件事情是相辅相成的，因为你愈是成功，愈有能力做更伟大的好事。达人新经济中充满了抱持社会良知的消费者，他们很在意自己和什么样的人购买商品，也期许自己的生活变得更好。只要你好好服务这群顾客，业绩自然长红。


关键思维

“每一位成功的达人都应该培养好几种技能，包括写作（尤其是撰写行销文案）、激励群众、指导个人达成目标、拍摄与剪辑影片、经营博客及社群媒体等等。听起来好像要学很多事，不过我自己用不到4年的时间，就培养出熟练运用这几个面向的能力。从事我们这一行有个很大的好处，就是你大部分的技能都可以‘从做中学’，就在你推广见解的同时一并学会。”

——布兰登·伯查德





第6章　致富达人要宣示的精神　
英文



新科技和新兴行销策略的发展，使得专业达人这一行目前正历经巨大改变。新一代的大师纷纷开始浮出台面，而要跟进这波产业正在进行的大幅重整，就要剔除掉不可行的部分，加强可行的部分。只要积极搭上这波改变，你就很有机会在未来成为杰出的达人。

达人这个行业因为受到3 股外在的趋力，目前正经历大幅的改变：
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1．从独享到分享——世界上最杰出的企业知道，要保持在顶尖，就必须与其他人合作，而不是躲在自己专属知识的保护伞之下。达人圈里有很多老一辈的成员，正在努力设法调整心态。他们太习惯单打独斗，而不愿意结合起来、分享自己学到的经验教训，并开始运用他们奠定的基础，培育出新一代的达人。

2．大家重新重视创新和独特性——达人再也不能只是仿照其他人的做法。新一代的内容创作者逐渐浮现，大家已不再需要回收老掉牙的励志故事。专业达人这个行业必须努力为顾客创造价值，而不是炒冷饭。现在的达人应该要有独特性，要分享自己的故事，并创作出令人惊喜又有启发性的新颖内容。

3．品牌经营方法的进步——达人不能再给人家千篇一律的旧资源，现在的消费者期待更专业的表现。达人必须更新他们的素材，并且跟着时代一起进步，不能让人觉得好像停留在时间隧道里面。换句话说，达人这个行业需要“拉皮”一下，甚至需要来个彻底的大整形：

有太多达人的网站必须要更新。

产品的卖相必须经过妥善包装，不要一副粗制滥造的样子。

研讨会必须在吸引人且设备先进的场地举办，不要再选在廉价的旅馆，灯光昏暗、通风不良，椅子又难坐。

为了因应这几项外部趋力，达人这个行业本身必须做出以下改变：
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	从销售宣传改为传达价值——现在有太多达人提供的内容，完全都是销售讯息。达人应该要回归指导的模式，提供的内容必须为读者或听众创造价值，不论他们最后有没有购买你提到的产品。对达人而言，迈向未来更实在的方法是利用每一次机会教导他人有用的事情，一定要创造出价值。你可以在内容最后提醒大家，让想要进一步了解的人知道可以去哪里找到相关商品，但最重要的还是要创造价值。提供的内容必须包含有用的创新概念、可行的构想，还有实用的建议。集中心力帮助他人达成他们的目标，不用去搞一堆花样。提供顾客可以加以应用的构想，设计出能服务顾客的内容。

	致力提供顾客卓越的服务——许多经营有成的达人事业，到目前的顾客服务还是不尽完善。过去许多名号响亮的大师因为实在太忙，往往忽略了要做到基本的顾客服务；但现今的时代，这样是不行的。达人这个行业一向有客服不佳的恶名，一定要设法改进。现在的达人应该要开始实践自己所说的话，建立起以卓越客服享誉世界的品牌。

	多尊重、多期许——专业达人这个行业过去有一段时间流行“军队式训练”，他们会像教官一样斥责顾客。这种日子已经不再，是该调整态度的时候了。现在的达人必须尊重顾客，不能再摆架子。现在的达人应该要认为顾客已经发挥全力，也相信他们是有能力的；现在的达人训练，必须让顾问产业重拾尊重的精神。尽量给予你的粉丝、追随者以及顾客多一些期许。世界上有许多聪明的人，如果你为他们订出更高的表现水准，然后和他们一起去提升标准，就能带给他们更多帮助。多一点激励、少一点责骂，并提供他们必要的工具去实行绝佳的构想——例如核对清单、范例和资源等等。




关键思维

“我讲的话听起来好像很负面，像是在批评专业达人这个圈子。我知道自己在这个产业的历史舞台上，扮演着乌鸦的角色，但我写这些不是想要靠批评别人来抬高自己的身价。我的目的是要善用这个平台，帮助你在这个产业出人头地。要出头，我们所有人都必须坦白面对我们的现况，以及我们可以如何改进。只有指出哪些地方不好，我们才能充分服务我们的顾客，让自己的职涯以及达人的圈子有所进步。话说回来，这个产业还是做好了很多事。我们的工作让其他人的生活变得更好，这是很棒的。我们的圈子，是我见过最有创意、有智慧、体贴及关心别人的一个行业。如果有人能找出哪个产业比我们更能帮助别人，让人拥有更充实、更富有、更快乐、更有意义的人生，我很乐意接受挑战。”

——布兰登·伯查德





第7章　学着信任自己的声音　
英文



你可以推动改变。你的人生和经验，比你想象中要更有价值，因为其他人正在经历你曾经历的那段过程。想要成为致富达人，就要加入达人的阵容，努力去定位、包装和推广自己的商品，并且和其他伙伴合作，让你的见解散播出去。要相信你可以运用自己的见解，做出一番深刻又独特的成就——因为你真的可以。

以职涯发展的角度来看，选择成为达人有很多好处。这类工作极为稳定，而且有机会累积丰厚的收入，原因有许多种：


	不论出现什么新科技，也不论经济景气是好是坏，人在工作和生活方面都一定会需要帮助。提供专业的建议和服务，真的是一个抗衰退的行业。

	每一个新世代都需要建议来起步和发展，每年都会有源源不绝的新顾客可以销售。

	成为达人的收入潜力是无限的。要想赚进更多收入，就要规划如何将你的知识和资讯分享给更多人，然后去实现你的规划。也就是要将你懂的东西，包装成产品和服务去推广与销售。

	你真的可以“在宇宙留下印记”——能够熟练地将你的知识、经验和资讯教给他人，并借此改变世界。



记取达人这一行中前辈的成就，可让你了解自己可以达成什么：


	东尼·罗宾斯在30多年前，就开始启发大家去寻找内在的个人力量。时至今日，他靠着自己的顾问品牌，建立起市值高达5，000万美元的王国。

	史蒂芬·柯维将7项可发挥效率的简单习惯加以充分运用，写成了畅销的商业书，也成立了规模上亿美元的教育训练公司。

	吉格·金克拉过去40年来的成功激励演说，内容虽然大同小异，不过仍相当受欢迎，还得不时推掉邀约。

	大卫·巴哈在离开金融业的正职工作之后，开始提供大众理财建议。他目前为止出版了11本全美畅销的理财书，销售超过700万册，翻译成15种语言。他现在的任务是要让美国脱离债务，并且和信用卡资讯公司“易速传真”合作，致力达成这项任务。

	约翰·葛瑞将一个简单的概念，写成了《男女大不同》这本书。他还把这个概念转变成其他书籍、演讲、工作坊、影片和教学产品。

	欧普拉还有她的友人和同业，都是畅销作家及影视名人；他们专门为民众提供建议。



从以上列出的几位知名达人就可以看出，市面上销售的达人建议，种类非常多元。不论是提供商业建议、个人发展构想、人际关系咨询还是生活风格设计，都可以变成一门生意——只要你想得到，就有人愿意掏钱购买。在你人生的经验和转折中，很可能有某个部分藏着非常有价值的心得，正等你去发掘。你要做的，就是将对的观点，加以专业地包装并有效地推广。

重点是，这些现在家喻户晓的知名人物，也不是一开始就出名的。其中很多人曾面临破产，或是欠了大笔的债务。事实上，他们在学习逐步成为达人的过程中所遭遇到的挑战，以及所经历的早期试炼，都为他们累积真实的信誉。你当然也可以。

要找到并信任你自己的声音，发展出璀璨的达人生涯：
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MAIN IDEA





中文



Everyone has a million dollar message they can share with the world. All that's required to unlock that value is you need to learn how to package and then market what you know. In particular:


	Your knowledge and what you have picked up from first-hand experience has a greater market value than you probably realize at the present time.

	You are on the planet to make a difference in the world-and the very best way to do that is to share what you know and help others succeed.

	You can actually get paid well for sharing what you already know from first-hand experience.



If all of this sounds like a bit of a stretch (especially the part about getting paid for what you know)-the key is to join the "expert community." This is a group of people worldwide who have learnt how to package their life experiences and their research on a topic into products and programs which then get sold to the public. Experts generate blogs, articles, books, audio programs, DVD home-study courses, podcasts, videos and more and earn millions doing it.

In practice, joining the expert industry is all about packaging then monetizing what you know. No formal qualifications are needed-anyone who so chooses can attain "expert" status for themselves, and using the tools of the Internet business era, quickly turn what they know into millions of dollars of revenue every year.


Key Thoughts

"Despite the fact you may not currently consider yourself an expert or 'guru,' the fact is that anyone can be one. Becoming an expert is simply a matter of positioning and packaging who you are and what you know so that you can help the greatest number of people in your target audience. In this new economy we can all be influencers, and we can all be paid for our knowledge without having to work for someone else. If you have a message and an Internet connection, you can have a career in the expert industry and get paid for what you know."

—Brendon Burchard





Chapter 1　Behind the Guru Curtain　
中文



There is no such thing as a guru certification panel. To become an expert, all you have to do is find your real message and then deliver it with care, compassion and consistency. If you do that and help people get results, the world will take note.

Contrary to what you may at first glance assume, becoming an expert or a guru in any field isn't impossible. To attain expert status, there are really only three pillars you need to have in place:
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	Results-you need to have "been there and done that" so you can steer people clear of pitfalls and point out the best way to get things done. In other words, you need to have figured something out other people are still in the dark about.

	Research-you must be up-to-date and current in knowing what's going on in your industry. The simple fact is if you read books in your field, interview those who are involved and then synthesize that information into useful chunks of information you express in your own words, you'll know more than just about everyone you speak to. People will pay you because you can take years off their learning curve if you've done your homework right.

	Role model-you need to personify what you're saying and walk the talk. People are in the habit of asking for advice from people they trust, respect and admire. They will seek out good, trustworthy people for information, even about topics outside their area of specialization. If you are viewed as a role model, people will have no qualms about according you expert status.




Key Thoughts

"When you combine researcher, results maker, and role model, you have a magic that transcends the word 'expert' and elevates you to a trusted advisor. People start thinking of you as a 'guru' on your topic (in the positive sense of the word, making you 'one who spreads light and wisdom'). Suddenly people start asking you for advice all the time, and thus you can have a real business serving others with your advice, knowledge, and expertise."

—Brendon Burchard



The great thing about joining the expert community and making money from what you know is there are so many advantages to this as a career. The nine most obvious advantages are:


	What you do will be based squarely on your passion and know-ledge-which means there will be huge amounts of energy and buzz around what you're doing. Surely that sounds more appealing than slaving away in a cubicle anonymously.

	Your work activities will be relating and creating-gaining the trust of your audience and then developing useful products they will value. That's a pretty good job description to have.

	Experts can work anywhere and anytime-you can use the tools of the Internet to work whenever you choose and wherever you prefer. All you need is an internet connection and a laptop and you have access to all the tools you'll ever require.

	You can choose who you work with-hire and fire anyone you want (even rude customers) and collaborate with anyone that tickles your fancy. Experts don't have to put up with paranoid bosses, weird co-workers or office politics. As an expert, you completely control your own fate.

	You genuinely can choose your own level of income-by the simple dynamic if you want to make more, get busy promoting yourself more. Nobody sets a ceiling on what you can earn as an expert but it's all up to you. There is no pay-me-by-the-hour equation involved. To make more, figure out how to add value for more people. It's that simple and direct.

	Your remuneration is entirely value-based, not time-based-which means your business is scalable rather than limited by the hours in the day. People will pay you well if you make a difference in the quality of their lives.

	You don't need a large team to function as an expert-this is an industry which is tailor-made for outsourcing. Many gurus build $100 million plus businesses with five or less employees. If you have a short-term need for outside help, it's easy to get it.

	The tools for success are simple and cheap-in fact many of the tools and the software experts use to spread their advice and messages around the world are in fact free. With a few clicks of the mouse, any expert can have a Web site (WordPress), a social community (Facebook), public relations (Twitter), a worldwide television distribution channel (YouTube), a mobile recording setup (Apple) and ways to process payments (PayPal) without spending a dime. That's impressive.

	The financial rewards can be quite disproportionate to any other industry-you can get paid more to speak for one hour at a conference than some people make in a year. If you're very good at what you do, the expert industry provides a practical way to monetize your skills and know-how.



In all, becoming an expert in your field and then combining that with entrepreneurial ideas of your own can generate an extraordinary lifestyle and a very solid business. You may assume you don't have what it takes to be a success at becoming an expert but the reality is you do. The only thing that may be lacking is the self-confidence to give it a go and generating that is something which is entirely in your own hands.


Key Thoughts

"I have seen and met tens of thousands of other experts who enjoy a meaningful and abundant life in the expert community and are not famous. They have real careers, and they make real money. They are on stages across the country, they're doling out advice online, they're training companies in your local business loop, and they have books, CDs, DVDs and training materials galore. If you ever attend my Experts Academy seminar, you will meet hundreds of everyday people doing this successfully and happily, many on topics you never imagined someone could be a successful expert in."

—Brendon Burchard





Chapter 2　Nine Steps to Building an Expert Empire　
中文



Getting your message out there and building your own expert empire isn't rocket science. All it takes is nine rather simple and obvious steps. It turns out that in the real world, virtually every guru and every expert you can think of got to be that way by following the same game plan-and you can too.

The nine steps involved in building an expert empire are:

1．Focus on the one topic you're passionate about and become an expert in that field-so you can learn it inside out, master it, share it, become well known for it and ultimately make money teaching about it. Choose a topic which fascinates you, which you love doing and which you look forward to living and breathing for the next five years or more.

2．Pick your target audience-decide who you want to serve most in your new career as an expert in that field. Look for the group who will have the most to gain and who will be most likely therefore to pay for solutions in that field. Ideally, you hope they will be under served but that's not always the case. Find people who are similar to you and who will recognize a great solution when they see it.

3．Now make certain you understand your audience's real problems-study your audience, walk in their shoes and get to know their preferred buying behaviors. If feasible, survey your target audience and get to know their aspirations, their frustrations and their preferences. Look at what they currently pay good money for as a good indicator.

4．Share your story-a struggle from your past that you solved and which can be used to create empathy with your target audience. The highest paid experts have credibility because they've been in the trenches and figured out a way forward towards their goals. People don't want to hear just about your accomplishments-they also want to know about your early struggles before breaking through and figuring out the right way to do things. Connect with your audience by being prepared to share with them your early struggles as well as your triumphs.

5．Create a solution-a product or program your audience can buy and follow which will get them to where they want to go. Creating products like this basically involves bringing together detailed information and packaging in any of five formats:

Material people can read-books, eBooks, blogs

Audio programs-CDs, MP3s, one-on-one calls

Video materials-DVDs home-study, webinars

Experiences-seminars, workshops, expos

In-depth-mastermind, coaching, mentorship

Decide on a format, gather your content and then package it into bundles Which will logically develop a step - by - step solution which moves people from where they are to where they want to be.

6．Put up a Web site-where you bring together your message, your audience, your personal story and your solution. One key in building an expert empire is to develop a Web site which adds value by providing visitors with valuable information whether they choose to go further or not. Do that and you build rapport. As people come to your Web site, you can then capture their names and e-mail addresses by offering additional free training and resources. Once you have that information, you can then follow up and offer them follow - up products and programs for purchase which will add exponentially more value. Your Web site will make money by offering your latest products for sale if you integrate an effective marketing strategy which begins when a consumer clicks on a link to learn more.

7．Campaign your products and services-draw people to your Web site with the free value you offer and then lead them to buy your products and programs. Deliver real value in advance of asking for the sale to create trust and a certain sense of reciprocity which stimulates buying. Have the ethos: "Hey, if you love what we've already given you for free, you will be over the moon about what we offer in ...." The critical success factor here is to make sure your free information is valuable and actionable.

8．Get promotional partners-collaborate with other experts in the community who have audiences that may be interested in what you have to offer as well. If you get those experts busy promoting what you offer to their customer base, you immediately amplify your message and extend your reach. The key is to do this purposefully, strategically and sustainably. And don't forget to reciprocate when the occasion arises.

9．Keep repeating the other eight steps over and over-meaning continue to deepen your understanding of your field, create new products, update your Web site, develop new campaigns and find new promotional partners. This is how you can come to share your message with millions. Build your business over time by being distinctive and refreshingly unique, by being exceptionally good at what you do and by coming up with new and improved ways to serve your customers. If you're driven by empathy, compassion and altruism, you'll have no problems building an expert empire.
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Chapter 3　The Millionaire Messenger's Money Map　
中文



Pretty much every expert on the planet monetizes what they have to offer using the same money map. They package their advice and know-how into informational products and programs people purchase online or attend in person. To build your own million-dollar expert empire, follow the map.

Pure and simple experts make money by:

Writing down what they know.

Speaking at events where people pay them.

Running seminars for those who want to know more.

Coaching people-individually or in groups.

Consulting with individuals or organizations.

Carrying out their own online marketing activities.

The great part is as an expert, you can pick and choose which of these activities best matches your personal preferences and lifestyle choices. You don't need employees-all of these money-making activities can be carried out with a phone, the Internet, and a laptop.

The money map most experts use to create their own million-dollar (or more) expert business is simple. It involves five very straightforward steps:


	Create a low-priced information product-something which will sellinthe$20-$200range. This information product should incorporate your advice or strategies for success packaged into a printed book, an eBook, a CD audio program or a DVD home-study course. You can create this program by sitting at your own computer, by recording yourself in seminar presentation mode or in a number of other ways. Remember, the value of this initial product will not be derived from its cost of production but from how much value it delivers. Expertise is not a commodity but is derived from the problems you solve and the way you improve the purchaser's life or business. If your initial low-priced information product enhances people's lives or boosts their productivity by more than what you charge, you will have a product which will sell. Your initial information product should be designed to showcase what you have to offer.

	Develop a low-priced subscription program-which delivers ongoing monthly content to your customers. This can be priced anywhere on the spectrum from $9.97 a month to $197 a month based on your positioning and value delivery. It can be a monthly newsletter, CD, DVD, conference call-whatever format you choose. You can produce this yourself, hire a freelance producer to do it for you or partner with someone else.

	Next, you create and offer a mid-tier information product-which is more advanced and more comprehensive than your initial low-priced offering. A mid-tier price point is usually $200 -$999 and attracts a different type of buyer who is looking for more in-depth information and who values that kind of information more. Again, this information product can be formatted several different ways depending on your preferences. A typical home-study course would have 10 DVDs, transcripts, a workbook and a bonus 3-CD audio program.

	Then you offer a high-tier multi-day seminar product-because seminars are hands-down the most lucrative information products. High-tier for seminar pricing is $1,000 and above so this kind of product will appeal to those who are serious about mastering what you know. People who have soaked up your low-tier and mid-tier information products will pay to meet you in person and drill down into your knowledge base. These in-person seminars and events can also build a solid base of customer evangelists for what you do.

	You can also create a high-priced personal coaching program-where people hire you as a life or business coach. This coaching can be one-on-one, over the phone, in small groups or however you want to structure it. You can charge anything really. $2,000 per person per month for personal coaching is a reasonable and realistic starting point.



Using these five elements or variations on them, it then becomes entirely feasible for you to build a million-dollar annual turnover as an expert. The model can be varied in all kinds of ways. One template would be:
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Chapter 4　The Millionaire Messenger Mindset　
中文



So what does it take to succeed in the expert industry? In a nutshell, you've got to have the millionaire messenger mindset in place. You've got to have five dominant beliefs which guide what you do, say and how you act. Don't leave home without them.

The five beliefs which all successful experts have dominating their thinking are:
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	My message is valuable-Experts know the value of their life experiences, their message and their authentic voice. For you to succeed as an expert and become a millionaire messenger, value who you are and what you have to say. Unless you have a burning desire to share what you know and serve others, you won't get very far. The more obligated you feel to pay society back for what you've been given, the more motivated and tenacious you will become in growing to expert status.

	I can go out and learn new things-Experts have confidence if they don't know something, they can go learn it or if necessary create it from the ground up. To become an expert, you need to have confidence you can become educated and figure things out for yourself as you go along. You've got to be willing to pay the price and put in the effort, to experiment and struggle and to find out for yourself what does and does not work. Experts don't whine about what they don't know, they get active figuring things out for themselves. This is the way any go-getter moves forward in life and experts have the self-confidence to do that consistently.

	I am not small-minded-Experts inherently understand even though they may be starting out small, their message is powerful enough to help millions of others. Therefore, they set their sights high and aspire to do great things. To join their ranks, you must do something similar. Be confident your message is world-class and despite your present circumstances, you can add value to the lives and actions of those who follow your materials. Set your sights high and act like you're on a mission to change the world for the better and then go out and do exactly what you say you will do.

	I learn, teach and serve-Experts are students first, teachers second but servants always. Part of becoming an expert is you commit to never stop learning new ideas and to take that material and synthesize it into your own words. You must become a student of life to excel as an expert. To stay current on your topic of expertise, you need to be reading new books all the time, interviewing people who are active in the field, attending seminars, researching trade journals and much more. The undeniable dynamic is the more you know, the more problems you can solve for people and the better you can serve them. Becoming an expert is not a one-time effort but requires a lifelong commitment to learning.

	Mastery is for me a way of life-Experts don't dabble in lots of stuff. They dig deep into one topic and specialize in that field. You must do the same. Work at creating your foundation over the years it will take without losing focus. Work hard to know everything there is to know about what you do. Don't chop and change from one field to another all the time because that doesn't give you enough time to master your topic. Overcome the inevitable hardships that will come along from time to time and become genuinely good in your field. You'll then be positioned to build a solid business moving forward on the basis of all your hard work and dedication.




"Success is to be measured not so much by the position that one has reached in life as by the obstacles which he has overcome."

—Booker T. Washington, educator

"The great tragedy is not death, it's what we allow to die inside us while we live. When you are on your deathbed, you're not thinking how much money you have or how much you have accomplished. The questions people generally ask on their deathbeds are: 1. Have I lived wisely? 2. Have I loved well? 3. Have I served greatly?"

—Norman Cousins




Key Thoughts

"The first two years running your own business can be both horrible and the most exhilarating and fulfilling time of your life. You hope to quickly 'make it big,' but results almost always come more slowly than you anticipated. Still, you find the challenge, freedom, ownership, and connection with your customers remarkably meaningful. I share this because it's always the first two years that stop newbies in our industry. They start out excited to share their message, but because the results can come in slowly, they give up their vision. It's easy to stop when your vision is not immediately matched by your bank account. It's easy to stop and play small in life when you are not earning income at the rate and levels you hoped for. Don't give up on your vision or play small just because you are starting out. Never forget that all good results come slowly. Even if you are tethered to the ground of your current reality, set your sights high. Believe in your potential and a grand destiny for yourself. It will make those first steps more confident and sustain you when you stumble."

"If people spent as much time worrying about how to make a difference as they do about how they could make money, they would soon find themselves rich beyond belief."

—Brendon Burchard





Chapter 5　The Millionaire Messenger Mandates　
中文



Once you get your thinking organized, you then need to get into action doing what all successful experts do. There are five essential skills experts acquire and ultimately master. Follow the five mandates and become skilled in these areas and you will succeed in the expert industry.

The five unique skills you must develop to excel in the expert industry are:
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1．Positioning-you must develop a keen sense for (a) what your audience wants; and (b) what it will take to ensure you are held in high regard by your customers and by other experts in your field. Positioning is the skill of putting yourself in the sweet spot where customers notice you and trust what you have to say. To be distinctive enough to charge premium prices for the advice you give, there are normally three positioning actions you have to take:

Position yourself as a credible source on your subject by making lots of valuable information available for free online so people can get a taste of who you are and what you do.

Position yourself as being at the leading edge by always sharing the latest results and research, not material which is months or years old.

Position yourself by getting close to the other experts in your field and by adding value to their business. If consumers see you hanging out with the gurus, they will assume you're one too.

2．Packaging-because all experts are at their most basic level content creators. Creating and sharing great information is a skill experts must have.

Make certain your information is easy to understand and implement because you've structured it well, chunked common ideas together and used a good structure. Be clear when sharing what you know.

Always make your products elegant and attractive. Don't skimp on packaging.

Dress well, speak well and act like an expert. Always display the best possible version of yourself. Be a good role model and stand out. This is what everyone expects of an expert.

3．Promoting-experts aren't shy about self-promotion because they know that's the key to moving forward. Today, training is marketing. By adding value to your customer's lives as you train them, you increase the likelihood they will buy from you in the future. To prime the pump, you've got to be sending out free content first so they can better appreciate what you offer in your paid packages. Make sure all your materials contain eight key elements:

Claim-Begin with a bold promise about what your product or service can accomplish.

Challenge-Show customers you understand their problems and the costs incurred.

Commonality-Demonstrate that you too struggled with this problem and solved it.

Credibility-Show the results you've attained by applying the solution you're about to share.

Choice-Explain exactly why what you offer is obviously different and better than alternatives.

Comparison Pricing-Build towards a higher price point to show your offering is a great deal. Show your offering is worth 10 times its price.

Concern-Answer the most likely objections a buyer will have before moving forward.

Close and Call-to-Action-provide more reasons and value if consumers will make the decision to get started right this instant.

4．Partnering-experts create great value and superb content and then team up with others who can help their message go viral. Experts need associates who will help amplify their message. They learn how to team up with big promotional partners to make that happen. This really isn't hard. All you need do is identify other experts in your industry and contact them directly. Offer initially to promote their materials to your own list free-of-charge. They will love it and invariably they will respond positively. Then, further down the track, you can make a suggestion to cross-promote each other as affiliates. They will likely agree in order to reciprocate. The easier and potentially more lucrative the deal looks to them, the better your offer will be received.

5．Serving-experts aren't just trying to make a living, they're aspiring to change the world for the better. To really excel as an expert, never lose sight of the fact you're trying to improve people's lives. If you work hard to out-serve others in your field and focus all your efforts on making a difference in the world, chances are good that's what will happen. Have a higher purpose to do good. This is not incompatible with being a success-in fact, the two go hand-in-hand because the more successful you are, the greater good you can do. The new economy is chock full of socially conscious consumers who care about who they buy from and how their lives are turning out. You can and will do well if you serve them.


Key Thoughts

"Everyone in our industry should develop skills in writing, specifically copywriting for marketing; speaking and persuasion; facilitating large groups; coaching individuals to achieve their goals; video shooting and editing; blogging and social media. This might sound like a lot to learn, but I personally developed strong proficiency in each of these areas in under four years. The great benefit in our industry is that you are building most of these skills 'on the job' as you promote your message anyway."

—Brendon Burchard





Chapter 6　The Millionaire Messenger Manifesto　
中文



At present, new technologies and emerging marketing strategies mean the expert industry is going through a sea change for the better. A new generation of gurus are coming to prominence. Be part of the great guru industry reset which is taking place as advances cull out what isn't working and enshrine what will. Be actively involved in riding the changes and you'll be well positioned to excel in the future as an expert.

The expert industry as a whole is in the process of changing dramatically at the present time because of three external drivers：
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1．From silos to sharing-the best companies in the world have learnt staying at the cutting edge depends more on collaborating with others than it does on sitting on a cache of proprietary knowledge. Many of the old-time members of the expert community are struggling to do the same. They are so used to doing their own thing they are reluctant to get together, share lessons learned and start grooming a new generation of experts to build on their foundations.

2．There is a renewed emphasis on innovation and distinction-experts can't afford to merely clone what others are doing any more. A new generation of content creators are coming along. There's no longer any demand for the recycling of old motivational stories. The expert industry has to get busy creating value for its customers instead of rehashing old material. It's time for experts to be distinctive and to share their own stories and create new content which wows and inspires.

3．Better branding methods-experts can no longer give people resources which are photocopies of photocopies. Today's consumers expect more professionalism. Experts need to update their materials and evolve rather than looking like they're locked in a time warp. Put another way, the expert industry as a whole needs a facelift or more realistically an extreme make-over:

Too many experts need to refresh and update their Web sites.

Shipped products need to look "retail ready" rather than slipshod.

Seminars need to be held in attractive state-of-the-art facilities rather than cheap airport motels with dim lighting, poor ventilation and uncomfortable chairs.

To respond to these external drivers, the expert industry as a whole needs to make these internal changes:
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	Move from sales communications to value communications-too many experts today are sending out material that is nothing more than pure sales messages. It's time for experts to get back into the teaching mode. Experts need to be sending out material which adds value for the reader or listener, whether the recipient ends up buying the product being discussed or not. A more robust and future-oriented approach is for experts to teach people something useful at every opportunity. Add value. By all means, have a note at the end which tells anyone who want to know more where they can go to get that but first and foremost add value. Send out content which contains useful fresh concepts, implement table ideas and actionable suggestions. Concentrate on helping people achieve their goals and leave the entertainment to others. Develop material which serves the customer by providing them with ideas they can put to use.

	Commit to customer service excellence-which has been a weak point of many of the established expert's businesses to date. Historically, many of the big-name gurus have glossed over meeting reasonable customer service demands because they're extremely busy. Today, that won't cut it. The expert industry's reputation for poor customer service has to change and improve. It's time for the experts to begin practicing what they preach and create brands which are known worldwide for superior customer service.

	Honor more, expect more-the expert industry went through a period where "boot camp gurus" who berated customers much like a drill sergeant were in fashion. Those days are past and it's time for a new tone. Today's experts need to honor customers rather than be condescending. It's time to treat people like they're already doing their best and that they are very capable people. Today's training needs to bring honor back into the advice industry. Commit to expecting more from your fans, your followers and your customers. There are lots of smart people in the world and you will help more if you commit them to a higher standard of performance and then work with them to raise their standards. Focus on inspiring more and chewing out less and give people the tools they need to put great ideas into practice-checklists, samples and resources.




Key Thoughts

"I am keenly aware I run the risk of sounding negative and overly judgmental about our expert community. I know I am a bit player on the historical stage of this industry and I didn't write this for self-aggrandizement or to point fingers. My goal was to take full advantage of this platform to help you lead this industry. And to lead, we must all be transparent about where we are and how we can improve. Until we point out what is not working, we cannot fully serve our customers or advance our careers or community. With that said, there is a lot that's right in this industry. Our work changes people's lives for the better, and that is extraordinary. Our community is the most creative, brilliant, thoughtful, and caring of any that I've witnessed. I would happily challenge anyone to find another industry that has helped as many people live fuller, richer, happier, more meaningful lives."

—Brendon Burchard





Chapter 7　Learning to Trust Your Voice　
中文



You can make a difference. Your life and your experiences are more valuable than ever you imagined because other people are taking the same journey you've already navigated. To become a millionaire messenger, all that's needed is for you to take the decision to join the expert community and then for you to get busy positioning, packaging, promoting what you have to offer and partnering with others to get your message out there. Trust there is something profound and something unique you can do with your voice-because there is.

In terms of a career choice, becoming an expert has a lot going for it. It is extremely stable and has the potential to be lucrative for a variety of reasons:


	People will always need help in their professional careers and in their personal lives no matter what new technology comes out and no matter what the state of the economy is. Providing expert advice and services is a genuinely recession proof line of business to be in.

	Each new generation needs advice to get started and moving forward. There is and always will be a constant, ongoing influx of new customers to sell to year after year.

	There are no inherent limits on your earning potential as an expert. To make more, figure out how to share your knowledge and information with more people and go make it happen. It's all a matter of packaging what you know into products and services you can promote and sell.

	You can make a genuine "dent in the universe"-you can make a difference in the world by being good at teaching people your knowledge, experience and information.



For inspiration of what's feasible to achieve as an expert, bear in mind what some of the forerunners in this industry have achieved:


	Tony Robbins started inspiring people to find their own inner personal power more than 30 years ago and today has built a $50 million empire around his own brand of advice.

	Stephen Covey took seven very simple habits for being effective and parlayed them into a business best-seller and a billion-dollar training company.

	Zig Ziglar has given pretty much the same motivational success speech for the past forty years and yet he still turns down business all the time.

	David Bach started giving financial advice to the public when he left his corporate job in the financial sector. He has now written eleven consecutive national best-sellers which have sold more than seven million copies in fifteen languages. He's now on a mission to get America out of debt and has teamed up with Equifax to make this happen.

	John Gray took a simple idea and turned it into a book called Men Are From Mars, Women Are From Venus. He has turned that into other books, speeches, workshops, videos and coaching products.

	Oprah, her friends and contemporaries are best-selling authors and television celebrities. All they do is give advice.



As can be seen from just this short list of well-known experts, there is a huge diversity in the type of expert advice that sells. You can make a business out of providing business advice, personal development ideas, relationship counseling, lifestyle design-you name it and there are people who are willing to pay for it. The odds are very good that somewhere in your own life's experiences and twists and turns, there are some very valuable lessons available. All it takes is the right perspective to package them professionally and then promote them effectively.

The whole point is none of these people who are now "household" names were famous when they first started out. Many of them were broke or owed lots and lots of money. In fact, the challenges they met and the early trials they went through while learning how to get better at being experts provides them with real-world credibility. You can do the same.

To find and then trust your voice and build your own stellar career as an expert:
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