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     REBELLIOUS AUTOMOTIVE BUSINESS  

   SUCCESS & MARKETING GOLD NEWSLETTER...  

I ain’t commenting on the virus a lot here... Enough 
people are doing that for us right now...  

Right Now this about Survival & Innovation! 

                      

Earl Nightingale stated it beautifully long ago: 
“Whatever the majority of people is doing, under any 
given circumstances, if you do the exact opposite, 
you will probably never make another mistake as long 
as you live.”  Earl is one of the reasons why I do and 
have done well!  

If you are keeping score then I am super proud of you, 

there is a whole bunch in the automotive business 

who wait until it’s too late.  So, on a serious note what 

are you keeping score about? I’ve long kept scores... I 

am a part of a  Business group that gets together 4 

times a year, (yes I like to keep a sharp edge). Every 

fortnight we are on a virtual call (Zoom call) all re-

porting what has been done for the fortnight, we have 

our own measure for tracking called drifting which 

measures two variables “Drifting Along” and 

“Decisiveness”.  In a 12-months period, when you re-

flect on the year you just had, you will be in one of 

three possible situations. You will have: Moved 

ahead, Stayed the same, or Gone backwards. This 

won’t have happened in the last moment of the year. 

It will have happened incrementally at first and then 

exponentially towards the end. Copyright my friend Simon Bowen 

Decisiveness is a function of: Accurate thinking + 
Clear Decisions + Action  

We move backwards through drifting. Drifting oc-
curs through: Distraction + Lack Of Discipline + 
Poor Habits. 

The upper line is the Green Line, the middle line is 
the Amber line, and the Red line is the bottom line. 
I keep track of all my to - do’s done, day by day  
reporting back fortnightly. I work against deadlines, 
for virtually everything. My private members here 
at automotive business coach measure a lot. Sadly 
most people do not measure enough and if they 
do, they measure too infrequently. Early last 
month, I spoke with the owners of a sizable busi-
ness spending around $5000 a month on Facebook 
& Google ad’s. When I asked them what the return 
on investment for this spend they responded, “we 
are not entirely sure...” This response is more com-
mon than you think! They have a very sophisticated 
website, when I asked about google analytics I got 
our people to check and someone had turned it 
off... I resist indulging in any media in which ac-
countability cannot be applied.  Bluntly speaking - if 
you can’t keep score, don’t play.  My earliest men-
tor and long time friend taught “It’s ALL Your Fault” 
That’s hard to swallow at first, because  YOUR IN-
COME IS YOUR FAULT. As are my fortnightly stats. 
Are there good excuses to be had when those stats 
and to - do’s aren’t to my liking on any given week, 
fortnight or for the year? Absolutely. 

But excuses never improve the stats, do they?   

March 2020. Valued at $277.00 
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Rebellious Automotive Business Owners  

Melbourne’s Live Boardroom “5 –Star” 
Mastermind Event. 

In Business & Sport  - There is Winning And there is 
Misery: I like to bring my members ONLY REAL– World 
performers ( NO Fuzzy headed academic, pretend 
’experts’) 

Among these are AFL Premiership Players; Shane Mor-
wood is an ex-AFL Collingwood Premiership player, a Key 
Leader within the Team and played over 200 AFL games.                        

Quotes of the Month 

Few people are willing to stop being what they are to be 
what they want.— Dr. Gene Landrum. 

It's Called Work for a Reason! Your Success Is Your Own 
Damn Fault.—Larry Winget 

“A terrible thing happens when you Stop Marketing   -  
Nothing.” 

“Facts do not cease to exist just because you ignore them.” 

“You cannot babysit your way to a successful business.” 

“There is hope and there are facts. When these two collide, 
facts win every time” 

“Start fewer tasks, finish more things” 

“If CASH is King, then Marketing has to be Queen” 

“Well Done is Better than Well Said” 

“One A Player is of greater value than an unlimited num-
ber of mediocre performers” 

“You Must over time switch from the Doing of the Thing to 
a Marketer of the Thing”  

“The Purpose of a business is to create a customer” 

-  Varies Mentors & Mark  

Shane has immense experience as a coach and 
business  facilitator. Photo above: Shane sharing 
some of his years of experience and tested formu-
la’s in leadership, coaching and development. At 
our “Live Boardroom” on the 28th of February, 
Shane spent about two invaluable hours  on build-
ing and getting to know your team. It was world 
class. FYI, we only run small tight groups of no 
more than 10 individual businesses in a room at 
anyone time, this is a ‘sharp pencil’ group for busi-
ness owners and their partner or significant other.  
If you are interested in coming to one of my  Live 
Boardroom  5 –Star Mastermind Events, the next 
one will kick off  very early July 2020 .We will run 
these events 3 times a year. 

Contact Kerrie @ office@nobulldust.com.au 

*This is your monthly tonic designed to pester and re-

mind, to encourage you, to highlight winning behaviours 

and thoughts, to point out overlooked opportunities and to 

keep you ahead of the ’pack’ . To keep you in front of  your 
competitors, to keep you on track and motivate you to 

action.  

Get REAL Clear ON What YOU Really 
WANT! 

I’ve talked about clarity and accurate thinking 
many times; but this time I’ll go somewhat deeper. 
Accurate Thinking is one of Napoleon Hill’s least 
understood laws of success. Separating fact from 
fiction is harder than it really looks. Not only do 
you have to sit and think in a quiet environment, 
you need to know what it is you really want, and 
what  outcome you desire.  
 

To think accurately in this fast paced dog eat dog 
world takes some doing. It takes focused determi-
nation to go one way while the masses rush head-
long in the other direction. It takes courage to 
stand firm while everyone else is jumping off the 
bridge. But success, freedom and money is found 
there... In doing the opposite of the masses and 
those in your industry, to possess your own 
thoughts, based on accurate thinking, knowledge 
and proven concepts.  
This brings me to my next point...  
 

Getting totally clear headed in life requires three 
primary things.... 
 

  

https://www.goodreads.com/work/quotes/2660364
https://www.goodreads.com/work/quotes/2660364
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1. Knowing what you want,  
2. Knowing what you don’t want,  
3. Knowing what not to do. 
 

Once again this requires clear accurate thinking, one of 
Napoleon Hill’s Principles of Success least favoured by 
the majority. Why? Because it’s hard; it actually takes a 
rebellious streak and a bit of work... And we all know 
what the majority think about that.  
 

Post Script:  Napoleon Hill wrote of a “burning desire” 
Not casual desire, Not occasional, nor convenient desire. 
He had discovered this as a common thread, a shared 
truth, in hundreds of interviews and investigations into 
greatest business people, inventors, thought leaders, 
minds of his era. There are many autobiographies of 
more contemporary figures from Bill Gates, Elon Musk 
and Steve Jobs. Not all of it will sit well with readers, it’s 
messy and ugly in parts. Some will deny it is essential.  
What it does point out is what separates the successful 
rebellious wealthy from all others; and that is a burning 
desire to stop at nothing and applying some sacrifice to 
achieve it. Yes having such a thing has it’s own price tag, 
but unfortunately so does not having  such a thing.  Eve-
ry person must “pick a poison” or have it picked for 
them, sadly no one in business gets to drink only straw-
berry wine all of the time.   

The Discussion that must be had! 
 

Every problem I’ve overcome has one thing in common: 
There was always a discussion. Either a discussion I had 
with myself or one I had with other people. Most Folks 
have terrible discussions with themselves, let alone with 
other people. By having discussions with other smart 
people, you learn how to have better discussions with 
yourself. Total Isolation is not the answer, what I know 
about us is that being in business is the loneliest place 
on the planet, I see you, I hear you and I understand the 
vulnerabilities within your business. 
 

If you have unresolved issues or have problems in your 
life and you want more peace, you have to talk it 
through. You can do this with questions, tools, or con-
versations. You may not always get immediate answers, 
but if it’s the right discussion, you will discover how to 
think about the problem or issue. Discussion within a 
trusted group can re-energise people, give people expe-
rience, strength, and faith. I’ve always been good at tap-
ping great solutions and getting the best people togeth-
er and having them talk to each other, and as a result, 
great things have come out of it. 
 

Seek out people you can have great discussions with and 
places you can go to continually grow and get ahead of 
the curve and eliminate pain. 

Savvy - Marketing & List building 

First, your main aim as a business owner should 
be to build and nurture  your customer list. This is 
where your wealth lies. Not in the equipment, or 
building/premises or how nice it looks or whatev-
er... Your true and only wealth lies in your cus-
tomer list and the relationship you have with 
them. I call this building your herd (not mine) but 
I’ll use it just the same. What I mean by relation-
ship is really all about building an impenetrable 
fence around your herd. Fundamentally what this 
means is you develop a relationship with your 
customers and keep in contact with your custom-
ers. If this is done well, most will never leave you 
or dream of going anywhere else in your category 
or niche. 

Lean in and read this twice:  Second, the main aim 
and goal of every business person should be to 
eventually remove themselves from the day to 
day running of the business and focus on the mar-
keting of the business. Essentially overtime 
“become a marketer of the thing you’re doing, 
not a doer of the thing.” So instead of being all 
things to your automotive business, you become 
a marketer for that business. You see, once you 
flip your thinking from the doer of the thing, to 
marketer of the thing, that’s exactly when your 
income will soar. You can afford to pay others to 
do the thing.  Warning! But never the marketing... 
Delegate your Marketing, you can design and plan 
it out and then have others around you do the 
delivery. This is how Simon Price (QLD) has done 
and still does with his business machine. Using 
the word “machine” here to describe what Simon 
has now created is in no way overstating it - Ask 
his competitors in town. 

So with those key points in mind, let’s continue. 

Okay, when you cut through all the hype, bull-
dust , silly assumptions and ‘my business is differ-
ent’ there are fundamentally just 4 ways to grow 
any business. And they are... 

• 1: Get more great new customers. 

• 2: Sell more often to the customers you’ve 
got. 
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• 3: Increase the size of each purchase. 
• 4: Customer Retention System. 
 

None of what is presented is hard but it does take a 
little time. First up, your staff need training on how 
you are now going to do business. Some will em-
brace the new strategies and go on to be your top 
performers, (Incentive can help you through this 
transition period) Some of your employees will 
complain and stubbornly cling on to the old. It’s im-
portant to explain why you are making change and 
be firm and friendly. Don’t blink, 
make sure you have a checking system in place, a 
‘check the checker system’. Weekly toolbox 
meetings will ensure you and your people are on 
the same page and stay on the same page.  
 

A Gold member client from (QLD) recently revealed 
to me that he discovered a drop off of new custom-
ers coming into the business and that his admin 
person decided to stop the ‘referral machine’ he 
and his partner (wife) had implemented. I can en-
sure neither of them were thrilled with this obstruc-
tion to business. We are possibly in a recessionary 
environment, therefore we need as many leads, 
prospects and customers coming into the business 
as possible. No one should be turning the tap-off. 
 

Whatever PROOF you might still need— and if you 
are a relatively new member, you may need a lot– 
it’s right here: you can see big gains from month to 
month, year to year just like husband & wife team 
Brett & Angela Johnson from Melton, Victoria. 
Here’s just one example: February 2019 to February 
2020 up 47.74% percent, this is no Mum & Pop 
business. It is a great business which has made 
many significant accomplishments. Many members 
achieving greatness, all accumulating years of expe-
rience All committed in the USE of rebellious auto-
motive business— marketing, knowledge and sys-
tems all prospering “above par” thanks to their 
commitment.  
 

You can cut, dice and slice this as many ways as 
you want, But the Big Lesson here is no matter 
how varied automotive businesses are they are all 
united in the use of one single discipline, one 
methodology which offers the key to huge break-
throughs in almost any genre and niche of busi-
ness and therefore in YOUR business also: This 
‘thing’, this single fact is that there is only ONE kind 

of business, period in the world: the mar-
keting business. The Deliverables vary that is 
true, but there is still only one kind of busi-
ness. When you finally and absolutely em-
brace this, massive breakthroughs can come 
your way, hard and fast. Marketing if done 
right can eliminate so many problems in busi-
ness and you’ll be wondering where it has 
been hiding all those leaner years. 
 

If you know anything about Michael Gerber 
and the E-Myth philosophy you would both 
know and understand that people in business 
spend way too much time working in their 
business and not nearly enough time working 
on their business, although in or on the busi-
ness, are both ok, as long as the business 
you’re working in or on is the marketing. This 
is well known and well done by Simon Price. 
It took some effort and time but he got there 
and now he dominates over all of his com-
petitors and has no less than 12 weeks a year 
in holidays. All of this begs the productivity 
question for each day: how much of your 
time was spent in or on marketing? “Business 
owners who are too tightly constricted, con-
trolled by their work and are scheduled to ca-
pacity are unable to transform themselves”.   
 

Notes: (1) if you are not a Gold or Platinum 
member, you’re making a different choice 
than the successful business owners here. 
Move forward, Upgrade your business and 
life and join them by going to.... 
office@nobulldust.com and book a one on 
one call with Mark or you can go to 
www.automotivebusinesscoach.com.au/contact-me/  
 

Recession Busting Secret 

Break Glass Here* 

First Put Your Efforts Into Your Existing Cli-
ents, and Solidify Your Base! 

So let’s get started. What I know about you 
and your business is you are too transaction-
al! I’ve always told my clients that one of the 
most important things they can do in their 
business BEFORE trying to find ever more 
new and exciting NEW clients,  

  

https://www.automotivebusinesscoach.com.au/contact-me/
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is to FIRST put your efforts into your existing clients, 
and  solidify your base! 

Why? Because they have already proven themselves as 
fans and buyers of your product, by buying from you in 
the past! They already know you, if you did a good job in 
helping fulfill their needs then they are already predis-
posed to do business with you again. 

Now you may say that your business is different. That 
people don’t need to buy from you that often, if ever at 
all, so there’s no point keeping in contact… Not so! Nev-
er forget that not only do your past clients have family 
and friends who may someday want your product, and 
that a recommendation from a known and trusted ac-
quaintance is always going to be better than any guaran-
tee you could ever possibly offer, but also you never 
know when somebody you have sold to in the past los-
es/breaks etc their beloved “whatever” and suddenly 
wants a new one! And you want to be sure that you’re 
the one to come to when they do. 

Take Joe Girrard, the most successful car salesman in 
the world – as acknowledged in the Guinness World 
Book of Records. Where other car salesmen (or women) 
may consider selling 5-6 cars in a month a good month, 
Joe has consistently sold 5-6 cars a DAY for 12 years 
straight!! 

So how does he do it? He keeps in continual contact 
with anyone who has ever bought a car, FOREVER! Even 
if you move house and don’t tell him, he’ll track you 
down and make sure you still get his monthly cards. So 
just in the off-chance that you’re ready for a new car, 
who are you going to think of first? Joe Girrard of 
course! Losing customers through neglect or sloppiness 
is especially painful in tough times.  The cost of replacing 
them is higher and the difficulty of replacing them great-
er. This is the time to increase the frequency and quality 
of communication with customers, to reward their loyal-
ty, to incentivise their patronage. It is amazing to me 
just how bad most business owners are at this in good 
economic times!  

Pay attention to this…. just doing what you do compe-
tently or delivering your product as agreed is NOT 
enough to earn your customer’s subsequent business. 

And, in tough times, your competitors quickly resort to 
price cutting, so your customers will have cheaper prices 
shoved in their faces even more than usual. If you are 
not countering this with a “quality relationship”, you 
WILL lose. 

 

Your most valuable asset, regardless of the econo-
my, is your list of clients and prospects. Even more 
important is your relationship with them, and what 
they know you for, in other words, what makes you 
stand out in their mind. This is particularly true in a 
difficult economic climate, some will want to ex-
change you for a cheaper price option. 

The point is that preservation of your customer base 
and its value becomes dramatically more important 
the tougher the economy is. In truth, most business-
es that fail, large or small, do not do so because of 
an inability to attract customers; they fail because of 
an inability to keep customers coming back. 

So… If you want to survive and even thrive in these 
dark and threatening economic times, remember to 
always first put your efforts into your existing cli-
ents, and solidify your base. Don’t wait for the gov-
ernment to simulate the economy. If the herd can 
hoard toilet paper and other staples, they can 
hoard—MONEY. And they do and will. 
 

I was in business in the last recession and survived & 
thrived! If you were in business then you’d remem-
ber the CARNAGE that was... Who ever is in your 
corner make sure they’re not some Greenhorn 
looking to shuffle the chairs on the titanic at your 
expense (Greenhorn: is a person who is new to or inex-
perienced at a particular activity). 

Inside the Mind of the Profit Maker 

 

I am a professional business success hunter, I read, 
learn and I study a lot. I have now spent the best 
part of 20 years deliberately seeking out, seriously 
studying the different levels of success achieved by 
people who think differently and the behaviour of 
those relatively rare people of exceptional achieve-
ment in business. 
 

If you are going take anything away here it would 
be this one BIG thing!  Do you stick to Profitable 
Selling? What is the profit in what you do every day, 
what is the profit in your investment, what is the 
profit in your selling process?  
 

Do you and your People prospect for profit for 
profitability? Are you prospecting to and for the 
right customers? What I mean by that is - Do they 
have the real ability and desire to buy what you are 
selling? 

 

A great place to start is by asking “where is the 
profit in this?” When speaking with private clients 
it’s the question I ask a lot. 
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 Principles For Profit & 
Market Place Power 

1: A Market Compelling Reason for  Existing.  

There is No Room in a category or niche for Same, 
Same, Me Too look a likes or another choice of many. 
What makes you a compelling first choice above all 
others? It is imperative that own a USP (Unique Selling 
Proposition), A Story, Your Story, A Customer Experi-
ence that people want to share with other. Not Just 
Another Product or Service or apples to apples com-
parison. You want a bigger better Gun. A More Per-
suasive and COMPREHENSIVE Marketing Message 
than ever before.  

2: Selling Differently From Everyone Else.   

For Heavens Sakes Stop Competing - And Start 

Beating Them, Think about being the only choice 

in your category. Sell differently, think differently, 
different media, more media, this type of Diversity will 
bring Stability. Sell to SOMEONE Different than 

everyone else - not all customers are equal. Most 

Business Marketing is sloppy. They will advertise to 
everyone and anyone, there are Mullet, Snapper, King 
Fish and Marlin in every category and niche. To catch 
the Best fish you’ll need to rig up differently and use 
Bigger Better Bait. Be on the look-out for Under 
Served and HIGHER Value Target Customers and have 
Crafted Unique messages for those who you want as 
customers. 

3: More about Price, Profit And Power.  

In this New Economy and the up coming Tougher  
Economy, Mistakes have been made and you’re about 
to see a whole new level of stupidity; there will be a 
stampede towards Cheaper, Low Price, Cheapest to 
Buy  ACTIVITY AT THE EXPENSE OF MARGIN.  A 
Forever Robust  and Sustainable Advantage requires 
SUFFICIENT PROFIT to Invest AGGRESSIVELY and in a 
DISRUPTIVE  Manner (1) New Customer ACQUISITION 
(2) Create an Apples to Oranges Comparison 

4: Rebellious Business Thinking (vs. Business Opera-
tor Thinking) Methodical Expansion, Not just 
Growth.  Equity (Future Bank), Not just (Present 

Bank) Income. Build a Very Sustainable Advantage, 

Not JUST A TEMPORARY ADVANTAGE. 

 

What about pricing, do you price profitably? What I 
am talking about is real profit and not a marginal wa-
fer  thin profit. I am talking about great profit (money) 
banked. If you want more profit then you need a sys-
tem that you and your people can follow, they need 
scripts that they adhere to, that you could test and 
monitor daily or weekly. There will be a few reading 
this who will roll their eyes and mutter I don’t have 
time or dismiss this as some  sort of fad! It does not 
have to be robotic, it can be constructed in a natural 
way. Sadly some “Business owners who are too tightly 
constricted, controlled by their work and are sched-
uled to capacity are unable to transform themselves, 
meaning they never go from business operator to busi-
ness owner.” 

Too many business owners that I speak with give 
profit away by lowering  price just to get the job, using 
inconsistent selling because there is no system for 
selling. One person sells it this way, the next person 
sells it another way. This goes on more than most 
people would like to admit- “Revenue is for your vani-
ty, Profit is for your sanity.”  

Sanity is a scarce commodity.  

What would more profit mean to you, to your life, to 
your relationship and to your future bank? There is far 
too much money being left on the table. Build systems 
and scripts and it will stop everyone from leaving 
money on the table. 

Profitable selling is about  a systematic approach, by 
looking at every part of the sales process, ensuring 
that there is no leakage. Are all in bound calls taken 
the same way? Do you use scripts for front of house 
sales; the people who answer the phone, the recep-
tion personnel? Are your people delivering the caller a 
compelling reason to stay on the phone and to come 
into the business and buy what it is you are offering 
and selling? Are the objections thought through and 
rebuttals scripted  and  practiced? When in conversa-
tion, are the words chosen carefully or is everyone 
winging it? All of my Gold & Platinum private clients 
are doing exceptionally well in areas like bigger 
profits, bigger revenues, time, fun, better scripts, plug-
ging money leakages and money systems. 

Business is way too difficult to Not make More Money, 
More Time and More Fun. 
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 5: Refine Your Business.  Most are operating in con-
fines of a small crate of their own construction. Too 
Many businesses, niches and categories are incestuous 
in nature, copying each other from product range, 
offers, discounting , low level  marketing ideas. It’s 
pretty much monkey see, monkey do. Sadly with incest 
as time goes along every one is getting dumber and 
dumber. Business  today requires something vastly 
different, rather than just something  incrementally 
better. Begin with what the customer wants. The cus-
tomer has wants, desire and needs.  

6: Clarity of Thinking : About  your  Business, its Ob-
jectives, Benchmarks, Measurements, Training, The 
Business’ positioning with the Market place and How 
you are going to communicate with customers.  

7: A High Preference for ACTION: Motion beats 
Meditation every time, Pay Once Cry Once, Small Hing-
es Swing BIG Doors, Business is Easy, People are Com-
plicated. (REBELLIOUS PROFIT MAKING SYSTEM)  

Money Math For Your Automotive  

Business 

This is Money Math and it’s Essential & Profitable 

10% Price Increase Doubles PROFIT 

Just assume for a moment that you sell a $100.00 
something , with $50.00 cost of goods, and another 
$10.00 in fulfillment costs, a $20.00 cost - per - sale for 
advertising and marketing, and $16.00 allocated to 
fixed over-heads. Your total profit is $4.00. If you can 
sell it at just $10.00 more, And only incur a  small cost 
increase, say $4.00 in cost of goods, $2.00 in fulfilment 
cost, and no direct cost in making the sale or increas-
ing overall overhead, your profit will leap to $8.00. The 
10% price increase has generated a 100% profit im-
provement. You may want to shrug  your shoulders 
and say big deal but before anyone dismisses this 
$4.00 to $8.00 increase, here is The BIG take away - I 
ask you to think deeper if you add Zero’s...say:  
$100,000 vs. $200,000 or $150,000 vs. $300,000 or 
400,000 to 800,000  

However, business is NOT a Game Of Volume;              
It has always been A Game Of Margin                

If a business doesn’t and will Not maintain gross mar-
gin at an acceptable/adequate Level, it is going to find 

itself in ‘precariously deep water’ or worse BUST  - 
Regardless of the Sale Volume. 

How to Go Broke With Growing Sales...                

This May Shock YOU?   

Most people believe that when a business fails it’s 
as result of lack of sales.   

 If a business doesn’t and will Not maintain gross 
margin at an acceptable/adequate Level, it is going 
to put itself in ‘precariously deep water’ or worse, it 
will be GONE Regardless of the Sales Volume. 

#1: If you cut price by $5.00 to sell something. 

 

#2: If you Do NOT raise price when costs go up. 

#3: If you discover cost go up $5 and only raise by 
the amount of your cost increase. 

 

IMPORTANT - Your Dollar gross margin stays 
at $35, but your gross margin as a percentage 
of sales goes down from 35% to 33%. In short, 
raising your Price only the same dollar amount 
as your cost increase is in reality a price dis-
count. It is imperative that you raise your sell-
ing price the SAME percentage as your cost 
increase percentage if you are to control the 
same gross margin percentage as costs rise. 

 Dollars % Dollars % 

Sales $100 100% -$5=$95 100% 

C.O.G $65 65%     $65 %68 

G-Margin $35 35% $30 32% (-3%) 

 Dollars % Dollars % 

Sales $100 100% $100 100% 

C.O.G $65 65%     $70 70% 

G-Margin $35 35% $30 30% (-5%) 

 Dollars % Dollars % 

Sales $100 100% $105 100% 

C.O.G $65 65%     $70 %67 

G-Margin $35 35% $35 33% (-2%) 
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I find myself compelled to share this 

with YOU... I have made many mistakes, test-
ed a lot, Pushed boundaries I should have left 
alone, yes all of my problem started with a Great 
Idea! I have many gun shot wounds ‘metaphorically 
speaking’, been through the recession we had to 
have, met the best people in their field of expertise, 
learning and reading, I paid my way. Its been very 
interesting, painful and fun all rolled into one big 
amazing journey.  

As a Business coach, clients confess things with me 
that they will not share with others. One such con-
fession I hear often is thinking they need to know all 
the answers right then and there, for fear of looking 
dumb, weak or ineffective to those around them. As 
a result, they have not built a support network 
around them that they can tap into from time to 
time. Everyone needs help, advice and support, no 
matter who you are and how much wealth and suc-
cess you may have. To the outside world, we may 
look as if we always have our sh!t together but un-
der that thin veneer of confidence & strength we 
project, we are fatigued, with little to no bandwidth 
left. This is why I started what it is I do, why I start-
ed wolf pack and live intensive boardroom 
meetings. Without a deep and meaningful network 
business is the loneliness place on the planet. 

Join us at Rebellious Automotive Business for un-
paralleled productivity, collaboration, contribution, 
connections and more money, more time and more 
fun. 

Success is an Inside Job, You first!  You have to 
build bench strength to get through, you have to 
have a great relationship with you first so you can 
be successful in both business and with the outside 
world.  I SEE YOU... I understand a ton of 
what you deal with everyday, I see the responsibil-
ity, I see the risks you have taken and are taking, I 
see the concerns, I see the vulnerability in your 
businesses, I see the frustration, I see the minimal 
holidays,  I see the loose ends, I see the employees, 
I see the productivity numbers, I see assets,  I see 
the debts, I see the profit, I see the cash-flow, the 
balance sheet and the list of creditors, I see lack of 
either... Money, Time or Fun. I see the selling/
cashing out and the retirements. 

I came across this in my Library - 

Long time Rebellious Platinum Member Geoff 
(scotch and coke) Whitehead, Sent this through to 
my office years ago. Maybe this is something that 
should hang on the wall in all automotive businesses 
around Australia, a framed statement or plaque that 
spells out your own personal price strategy and self 
worth. It says a lot to anyone who walks into your 
Business. IT  - SPELLS - OUT - I -  HAVE - STANDARDS. 

 

The Pathway– Where do you plug in to recharge, 
what inspires you,  what motivates you, who motivates 
you? Why does one person advance while another, who 
has equal or greater talent, or equal or greater oppor-
tunity stagnate or wither away all together? IS this some 
random and unexplainable phenomenon or is it an un-
just world of cause and effect?  

I have surrounded myself with available knowledge, 
experience and success systems. I see industry experts 
(?) making this all way too complicated. It’s all crazy    
sh!t, some sort of game to bamboozle prospects and 
clients into believing in their overpriced products and 
services as a cure-all elixir. Success in business is really 
not complicated as some like to make out. It shouldn’t 
be mystifying, I am calling it out for what it is....              
It’s Bullsh!t.  Business is vastly more formulaic than it is 
magical & mystical. There are no elixirs, no big secrets - 
ONLY 8 primary success spokes to the success wheel  - 
Folks that's it! 

  

www.automotivebusinesscoach.com.au 


