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MR DANIEL PzuESTLY: Okay. Welcome back. Welcome

back

everyone. How was lunch today? Was it good? Has it been good, the food,
over the last couple of days?

MALE SPEAKER: Very good.

10

l5

20

25

30

35

40

MR D, PzuESTLY: Just we'll - once again, we'll be keeping an eye out for
the nodding, and obviously after lunch, it makes us a little bit tired. So if we
see anyone nodding, you've got to eat a whole cube of wasabi. See, that's
only getting just a little giggle, so I'm sure everyone's a little tired. So
welcome back. We're going to shift gear just a little bit. The presentation so
far has been a bit about Imagine and, as you know, this two day workshop is
actually not about making a decision to purchase an Imagine licence and
become an adviser, but it's about making a decision to take a very serious
look at that, to invest the next 28 days into doing your due diligence and
entering into our selection process, and really taking the time to evaluate
whether this could be an opportunity for you or not, whether this could be
your next move, whether this could be your big thing for 2006 and beyond.
So what we wanted to do is give you some information about Imagine and,
hopefully, you will see enough value to invest a little bit of time into having a
look through some documents and talking to some people about that. There's
two parts that you're going to find when you go through that due diligence
process. Things that will happen outside of you, things such as going to
ceftain events, and Glen's actually going to talk about those at the end of this
section, and that's meeting with certain people, talking to ceftain people,
going to certain events, doing certain things outside of you. The other thing
that you'll find will happen is you'll get a lot of things happening inside of
you. You'll be having the mental chatter, talking away inside over the next
28 days. Should I? Shouldn't I? There's a lot of internal factors.
What we really wanted to do is to prepare you for that and best arm you for
that by bringing up someone who is an expert in decision making, especially
in the field of business decision making, and why we've done this is, we've
flown Andrew down from Queensland because he is recognised as an expeft
in this field. He is actually a multi-award winning business coach and
executive trainer, he speaks intemationally, and he works with businesses,
small to medium sized businesses, corporations, and even at a govemment
level, assisting people to make decisions that they feel good about. Right?
So who would like to go over the next 28 days and end up making a decision
that, either way, they felt really good about? Right.
So that's what we're really going to be doing over the next hour, to hour and a

half.

45

We're just going to arm you with a number of different processes on
how to make an effective business decision, and Andrew's flown down from

D1
L -2,
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Queensland this moming, so please make him extremely welcome. Thank
you.

MR ANDREW PRIESTLY: Okay. Thanks, Dan. Hey, I want to ask that
question again. Dan asked you, who wants to make a decision they feel good
about, and about half the room put their hand up. So does that mean the other
half want to make a decision they don't feel good about? Okay. I'm just
going to walk around a bit, just for a sec, and have a bit of a look. Okay. So
just see if you feel comfortable with me and - - 10

MALE SPEAKER: Excuse me. What was your sumame?
MR A. PRIESTLY: Andrew.
15

MALE SPEAKER: Sumame?
MR A. PRIESTLY: Andrew Priestly.

MALESPEAKER: Priestly.
20

MR A. PRIESTLY: Yes. There we go. Yeah. So the guy on the camera is
going to have a very hard time, because I'm moving about a bit. Yeah.
FEMALE SPEAKER: Are you related to Daniel?
25

MR A. PRIESTLY: I could be. But what about facially? Does it took like
it?

FEMALE SPEAKER: Yes.
30

MRA. PRIESTLY: There we go.
MALE SPEAKER:
35

So

I'lljust comeup - - -

.....

MR A. PRIESTLY: Yeah. I'll just come over this side here. Okay. Okay.
Get myself orientated here. Okay. Okay. Who here is - have you got some
pieces of paper to write on? Bits of paper? Okay, good. Just make sure
you've got some paper to write on. Who here has bought a cup of coffee, at a
cafe? Good. Everybody. Okay. How do you buy a cup of coffee?

40

AIIDIENCE:

MR A. PRIESTLY: Just walk me through it. What happens? What
happens frrst?
45
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FEMALE SPEAKER: Find someone who serves vou.
MR A. PRIESTLY: Sonv?

5

FEMALE SPEAKER: From somebody who serves you.

MRA. PRIESTLY: Find a seller. Good. What else?
MALE SPEAKER: Find a..... coffee - - 10

MR A. PRIESTLY: If I'm going to a coffee shop?

MALE SPEAKER:

15

.....

MR A. PRIESTLY: Okay. Yeah. Find the coffee. What else?

MALE SPEAKER: Determine you have some money.
MR A. PRIESTLY: Yeah.
20

MALE SPEAKER: Decide if you want a coffee generally.

MR A. PzuESTLY: Yeah. You've got to decide if you want a coffee.
Yeah. What else? Write these down if you want to.
25

FEMALE SPEAKER:

30

.....

MR A. PRIESTLY: Yes. Do you decide where you want to go? What
venue you want to? Yes? They have coffee shops here, don't they? Okay.
What else? Can you see that okay? Yep. What else?
FEMALE SPEAKER: Whether takeaway or - - -

35

MR A. PRIESTLY: What do you want to do? Do you want to go and sit
down, have a coffee? Do that.

MALE SPEAKER: What I'm thinking is the pu{pose for the coffee. I mean,
is it an opportunity to meet friends? Is it ..... to do business, business with a
customer or client - - -

40

MR A. PRIESTLY: Yeah.

MALE SPEAKER: - - - so that there's a reason for coffee.

45

MR A. PRIESTLY: Yeah.
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MALE SPEAKER: Besides the .....
MR A. PRIESTLY: Yeah.

MALE SPEAKER:

..... time .....

it. Yep. So you've
you
picked
decided
want to have coffee. You've
the venue. What do you do
next?
MR A. PRIESTLY: Yeah. If you've got the time for

10

MALE SPEAKER: Order it.
FEMALE SPEAKER: Order it.
15

MALE SPEAKER: Order.
MR A. PRIESTLY: Order? What

20

else?

FEMALE SPEAKER: Pay for it.
MR A. PRIESTLY: Pay for it? Yep. Good.

MALE SPEAKER: What type of coffee?
25

FEMALE SPEAKER: Yeah. Tell them how you like it.

MALE SPEAKER: Wait for it.

30

MRA. PRIESTLY: Wait. Good. What else?
FEMALE SPEAKER: Drink it.
MR A. PzuESTLY: Consume

it. Good. Drink it, yep.

35

MALE SPEAKER: Enjoy it.
FEMALE SPEAKER: Leave.

40

MR A. PRIESTLY: Enjoy it. What was the last one? Leave, did someone
say? Yeah. Leave. Yeah, good.

MALE SPEAKER: You might want

45

a scone, too.

MR A. PzuESTLY: Yeah. You might want a scone. Yeah. So where

.imagine

8.10.05

Auscript Australasia Pty Ltd

P-5

2006

In-Confidence

would you get the scone?

AUDIENCE:

5

MR A. PRIESTLY: When you're ordering it. Yep. Okay. So you might
have something that goes with it. Good. Okay. What's rnissing?

MALE SPEAKER:

10

.....

MR A. PRIESTLY: What are we missing? Are we standing, or are we
sitting, or - where do we pick a seat?

MALE SPEAKER: Pick a table.

15

MR A. PRIESTLY: Pick

a

table. Before you pay, or after you pay?

FEMALE SPEAKER: AfteT.

20

25

MR A. PRIESTLY: After. Okay. Okay. In Mooloolaba, where I have
coffee, they've got a Starbucks and it annoys the hell out of me that I've got to
go and - if I go and meet with a client, for example, f've got to stand there for
15 to 20 minutes to order to thing and then find a table. I just wish they had
table service, you know. But maybe I'm at the wrong place, maybe. What
else? What else is missing? What else can we put in there that should be
there?

MALE SPEAKER: Make

30

sure you have money to pay for it.

MR A. PRIESTLY: Yeah. We did the money decision there. That was
good. What else?

MALESPEAKER: Croissants. Croissants.

35

MR A. PRIESTLY: Yeah. Croissants, scone, food. Yep. Good. Okay.
Yep.

MALE SPEAKER: The interaction with the attendant.
MR A. PRIESTLY: Okay. Okay. Interaction. Yep. What else?
40

MALE SPEAKER: Milk and sugar.

45

MR A. PRIESTLY: Sugar? Yep. That might have been on the table,
perhaps. Yep. Add sugar. Drink. That would be before there, wouldn't it?
Tell me what I'm doing?
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FEMALE SPEAKER: You consume it.
MR A. PRIESTLY: What am I doing? What am I doing? Just - - 5

MALE SPEAKER: Breaking it down into - breaking down.

10

MR A. PRIESTLY: Breaking it down into steps. Yes. I'm certainly doing
that. What else am I doing? What are you doing, actually? It's not what I'm
doing. What are you doing?

MALE SPEAKER: We're deciding.
FEMALE SPEAKER: Make

a

lot of little decisions.

15

MALE SPEAKER: Making

a decision.

MRA. PRIESTLY: Makingdecisions. Good. Yep.

20

MALE SPEAKER: Task evaluation.
MR A. PRIESTLY: Task evaluation. Yep. Yep. Any project managers
here? Yeah. I mean, you know with project management you do the Gantt
chart.

25

MALE SPEAKER: Yeah. Milestone

30

events.

MR A. PRIESTLY: Yep. Yep. So these would be your milestones, would
they? Yeah. Critical indicators. For example, if you paid but you didn't
receive any'thing. What's going to happen?

FEMALE SPEAKER: You'll fire them.

35

MR A. PRIESTLY: You're going to leave. Okay. We've got a departure
here. Okay. What happens if you're sitting there and you're enjoying it and
you say, "Yes, I'd like to have another cup of coffee"? What do you do?
MALE SPEAKER:

40

..... hostess.

MR A. PRIESTLY: Yeah. So you might make a decision - where am I
going back to? The order?
FEMALE SPEAKER: The order.

45

MR A. PRIESTLY: Okay. You might make a decision to go back round

8.10.05

.imagine
P-7
AuscriptAustralasiaPtyLtd2006 In-Confidence

here and
missing?

it now repeats.

Starts to repeat

itself. Okay. Is there

anything

MALE SPEAKER: Going to the toilet.
MR A. PRIESTLY: Well, the response was "go to the toilet." Okay. Yep.
An¡'thing else missing?

MALE SPEAKER: What about feedback?
10

MR A. PRIESTLY: Feedback. Yeah. Where would you put that?

MALE SPEAKER: After you enjoyed it.

15

MR A. PzuESTLY: After you enjoy it. Yep.

MALE SPEAKER:

20

..... to departure.

MR A. PRIESTLY: Or after departure. Yeah. What about - what happens
next?

FEMALE SPEAKER: It comes .....

25

- see, you're going to make another
decision whether you want to repeat the experience. Okay? So at this point
here you're going to say do we go back tll'ough this? Okay. If you decide,
no, I don't want to go back, what would be some of the reasons why not?
Just turn to the person next to you and tell them the reasons why you
wouldn't go back. Just tum to the person next to you.
MR A. PzuESTLY: Yeah. You

30

(DrscussroN)

35

MR A. PRIESTLY: Okay. So did you decide why you wouldn't come
back? What else happens? You might decide to come back. You might go
for a return visit here. What else?

MALE SPEAKER: Refers

others.

40

MR A. PRIESTLY: Refer others. There we go.
FEMALE SPEAKER: And you can tell that .....

45

MR A. PRIESTLY: Yeah, or you actually might critique it and say it's not
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worth going to. Yep. Okay. Now, all of that, and there's a lot more - there's
a lot more things involved in the purchase of a cup of coffee, but all of those
steps there make up the experience of consuming a cup of coffee at a cafe.
Okay? If I have a business that says, okay, we want to change what we're
doing in some way, one of the first thing that I'm going to do with them is
say, walk me through your process, so I can understand it better. Can you do
this? Who has got existing businesses that you could go home and use this
tool tonight? Two. Good. That's great, Okay. The idea is to actually walk
it through, map this experience. Okay?
10

15

This is a very simple procedure. We used to do it like this, but what we
found was that it doesn't really show the relationships. Okay? So when Dan
mentioned before about due diligence, there are going to be some steps that
you say, "I wonder what that is?" You may or may not know. Okay? But
there's some things that you can automatically tell me, "Yeah. I need to do
that. I need to do that. That's what I need. That step I'm not sure of." What
else do you notice about this process?

MALE SPEAKER: It's timely.
20

MR A. PRIESTLY: It's timely. Yeah.

MALE SPEAKER: Covering all - covering all the bases.
FEMALE SPEAKER: It's a system.
25

MRA. PzuESTLY: Covers the bases.
MALE SPEAKER: It's in order.
30

35

MR A. PRIESTLY: Yeah. It's in a sequence. It's in order, and that's an
important thing. And it also shows too if we've got little repeat cycles in here
too. Okay? So it actually shows the relationships. All right? One of the
things, if I'm working with people, if they're trying to solve a problem, is I
want to make sure that they are solving the right problem. Okay? Because
one of the problems I see with businesses is actually trying to work on the
wrong problem. And so we try and break it down. This is just one of the
tools that we might use that you could do. So, for example, you might say,
"Okay, what do I know already? And can I plot it? And what would be the
logical sequence that I could follow?" Is that a help?

40

FEMALE SPEAKER: Yes.

45

MR A. PRIESTLY: Okay. And it's just as simple as what we just did then.
It's a matter of you sitting down with a piece of paper and saying, "Okay,
what do I know already? What do I think I need to do?" And put those steps
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in. A lot of times

people are presented with an opportunity or a problem and
they don't conveft on it because they don't go through something like this, as
simple as this. We've come up with this design here, I guess, because it
makes it nice and user friendly and very easy to use. Okay? Anything we
have missed?

MALE SPEAKER: It's only from the customer's perspective.

10

MR A. PRIESTLY: Yep. Well done. Yeah. It's only from the customer
perspective. Okay. So basically it's, what happens to me as I walk through?
Okay?

MALE SPEAKER:

How do you count, like, parallel tasks and that sort of

thing?
15

MR A. PRIESTLY: Yeah. That's a good question. How do you account for
parallel tasks, is the question. Each one of these, for example, could become
a little, mini-cycle in here. So it snaps on. Have you got me? Okay. If I run
a coffee shop can I use this information to my benefit?
20

FEMALE SPEAKER:

.....

MR A. PRIESTLY: Why can I use it? What's the benefit to me?
25

MALE SPEAKER: Increase the productivity or.....
MR A. PRIESTLY: Yep.

MALE SPEAKER:

.....

30

MR A. PRIESTLY: Yep. What else? What else is a good thing about this?
What do you like about this?

MALE SPEAKER:

.....

MALE SPEAKER:

.....

35

MR A. PRIESTLY: Yep.
40

MALE SPEAKER:

45

MR A. PRIESTLY: Yeah. In one way, what it does, a really great thing
about this is that it allows you see that this is a very predictable sequence.
Okay? So a lot of times when I'm working with clients I want to know, can I
predict what is going to happen? You got me? Okay. Have you got a lot?

.imagine
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5

Do you mind if I rub it off? Okay, let's just rub this ofi. I hope you've got a
copy of that somehow. Who's got kids? Okay, good. Little kids? I've got
kids. I've got kids. Okay. Who's seen the Super Nanny? Do you like the
Super Nanny? Okay. What does the Super Nanny do? Who - are you
familiar with the show? The Super Nanny that - she goes into homes with
bratly kids and she sorts out - who does she sort out?

AUDIENCE: The parents.

10

MR A. PRIESTLY: We all got that one right. Okay. What does the Super
Nanny do? What does she do fìrst?
FEMALE SPEAKER: She talks a lot.

15

MR A. PRIESTLY: Just walk me through what she does.

MALE SPEAKER:

Observes.

MALE SPEAKER:

She writes.

MALE SPEAKER:

Observes.

20

FEMALE SPEAKER: She meets families.

25

MR A. PRIESTLY: Yeah, she arrives. She meets. She observes. Then
what does she do?

FEMALE SPEAKER: Analyses.

30

MRA. PRIESTLY: Analyses. Thenwhat?
MALE SPEAKER: Makes a list.

MRA. PRIESTLY: Makes a list. Checks it twice.

She finds out who's - - -

35

AUDIENCE:

MRA. PRIESTLY: What else? What else does she do?

40

MALE SPEAKER: Creates .....
MR A. PRIESTLY: Yeah, she comes up with a plan of some sort. Okay.
Then what?

45

MALE SPEAKER: Role models .....

8.10.05
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MR A. PRIESTLY: Yep. Then what she does is she demonstrates

it.

Then

what?

MALE SPEAKER: She demonstrates and then she allows it to run its
course and then she revisits.

i0

MR A. PRIESTLY: Yeah. What she does is she does a demo and then she
does - actually up here she does a de-brief with the parents. Then she does a
demo. Then she de-brieß. Then she lets them do it solo. And they record it.
Then what does she do? De-brief?

MALE SPEAKER: Yes.

15

MR A. PRIESTLY: And then they go back later. Okay? Now, this is an
interesting one. For her to analyse what's happening with those kids, what
knowledge does she need? What qualifications or knowledge would she
need?

20

MALE SPEAKER: Psychologist.
FEMALE SPEAKER: Psychology.

25

30

35

40

45

MR A. PRIESTLY: She'd have to be a psychologist or a psychiatrist or a
behavioural scientist or something in fhat area. Exactly. To make the
analysis. Okay? That's what she has to do up here. Basically, the Super
Nanny just works on - have you heard of operant conditioning, or classical
conditioning? She just works on that. It's just cause and effect. Antecedents.
Changes the behaviour, just - if you want to look it up. It's all in there. But
for her to make those decisions she's got to have that knowledge. Okay? So
not only does it tell us things like, okay, these are the steps that happen, it
also tells you what sort of knowledge that you might need to pick up. Okay.
So, what I want you to do is - I just want to keep checking in that you're
learning something here that's of use to you. So what I want you to do is turn
to the person next to you and tell them - if I walked out of the room now,
what did you learn? What have you leamed that you could use right now?
Just tum to the person next to you.

Okay. Now, I'm hoping this is going to work. I think it's just a point and - so
I just point at it. Okay. What I want to ask you is, this is a really bright room
so what happens is that you get a phone call from NASA and NASA says,
"What I'd like you to do is I'd like you to come over to Florida and have a
look at what we're doing here and I want you to come and work with me."
Okay? So you get in the car and you drive to the airport and they fly you to
America and you get out of the airport there. You go to Florida and you've

.imagine 8.10.05
Auscript Australasia Pty Ltd

2006

P-12
In-Confidence

got your passes - and I'm hoping this will work - and as you pull up to the car
park where you're going to work, this is what you see. Yeah. Right. There it
is. This is what you see when you get out of the car. What goes through
your mind? Turn to the person next to you. Tell them what's going through
your mind. Okay. Your awareness is working just fine, isn't it?

AUDIENCE: Yes.
MRA. PRIESTLY: What's wrong with this picture?
10

MALE SPEAKER: Upside down.
MR A. PRIESTLY: It's upside down. What's going to happen if I frre it up?
15

AUDIENCE:

MR A. PRIESTLY: The rocket's upside down? Now, we've got
20

a

distinction there. The picture's the right way up. The rocket's the wrong way
up. Okay. Good. Yeah. It's pointing down. Okay. What happens if I fire
this up?

MALE SPEAKER: Go straight down.
MR A. PRIESTLY: It's going to go straight in the ground. Okay. Yeah.
25

MALE SPEAKER: ..... employees

are fired.

MR A. PRIESTLY: Normal employees are fired. Okay. See, a lot of
30

people have upside down rockets in their lives and in your businesses. Okay?
So you come to work and this what you're dealing with, or this is what you oh, that's the pointer. You press the button and it does the pointing bit, yeah.
A lot of people will come to work and that's what they're looking at. They
say, okay, they're aware of it, they can see it and they're doing nothing about
Okay. Would you say something? Who would say something? Okay.
Who wouldn't? Who doesn't carc? There's some of you, "Oh, yeah, fire it
up". Seeo you've got to have a look at this thing here. See that little bit there.
That's where you work. Right there. And look at the distance now, just
weigh this up in your mind, "Mm, not too far. Lot of tonnage of whatever's
in there. Bad jou jou in there, ready to fire up. And you're working in there.
What's one of the questions that you are going to ask?

it.

35

40

MALE SPEAKER: Go home early.

45

MR A. PRIESTLY: Well, you're going to say, "What day are you going to
frre this up? What day is launch day? And, can I have an RDO?" Or are you
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just going to take a sickie that day, aren't you? Because if this goes off it's
going to go fairly big bang, isn't it? Big frrecracker. How did that happen?
How did it get that way? See, this - you didn't just walk in and it was an
accident. How did it end up like that?

MALE SPEAKER: It's obviously there for a reason. They're

doing

maintenance or something. .....

10

MR A. PRIESTLY: Yeah. I did this with a bunch of engineers and, you
know, I said, "Would you say something?" And they said, "No, out of
professional couftesy".

AUDIENCE:
15

MR A. PRIESTLY: Yeah. Maybe they did.

See, some people build stuff
and they're aware it's not right, but they keep going, you know. They just they keep going with
See, here's the rocket upside down. Is it working,
the pointer, or am I too far away? How did it get that way though?

it.

20

MALE SPEAKER: Well, they obviously
MR A. PRIESTLY: Yeah.

25

30

35

40

45

.....

I

was a kid we used to have - you
remember when you used to buy salt and vinegar chips and they'd say, "Tum
it upside down and shake it up so you get the flavour"? Maybe that's what
they're doing. They're trying to get all the good stuff to the top of the rocket
or something. I don't know. Look, we don't know what's atûrc back of this.
I'll have a look. No, it's the same. See, there could be a pivoting thing, a
pivoting arm there and they're putting it there to let all the fuel run and then
just before launch they rotate it. The problem with this picture is it's just a
snapshot in time. We don't know what happens next. But my guess is that's
not a really efficient way of doing it. From what I know. From my current
knowledge and experience. Okay? If I want to fix this, if I want to change
this around I have got to decide what?

MALE SPEAKËR:

See, when

.....

MR A. PRIESTLY: I've got to decide whether I want to fix it to start with,
don't I? I've got to perceive that as a problem don't I? Yep. Now, let's see if
I can go to the next one. A lot of people take this approach. If I can get it.
That way. Oh, okay, that's what's - that's why. Yeah, right there. Great.
Okay. Here we go. See, a lot of people will just say, "Maybe it'll go away".
Maybe it'll fix itself. Maybe I'll get the opposite outcome. Maybe if I just
leave it the way it is and fire it up I'll get something - I'11 get something
different tomorrow. Right? Maybe I'll get the opposite outcome. Okay. So
you've got to decide, yes, I'll do this. I'll change something here. There is a
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problem. There is a discrepancy. It does actually have to be f,rxed, okay?
The question is, what outcome do you really want? What's the outcome we
warú?

MALE SPEAKER:

180 degrees.

MR A. PRIESTLY: 180 degrees. We want to point it up, okay. What will
fix this problem?
10

15

20

MALE SPEAKER: Turn it around.
MR A. PzuESTLY: Tum it around. Okay. Now, you remember the cup of
coffee that we did just a couple of minutes ago? And Super Nanny? And
you've got some pieces of paper there. Okay. And you've got a table of
people. Okay? Someone draw a little map, a little map. And I want you to
plot down what would turn this around. What are the steps you are going to
take to turn this around? Just decide. Go. Write them down. So that you
end up with a rocket pointing the other way. What needs to happen? What
do you imagine needs to happen? Just talk to your table. Go. You have
actually got a state here which is the rocket pointing down and you want to
end up with the rocket pointing up. What's in between? So you hold a
meeting? Great. Call them.

MALE SPEAKER: Tell them it's wrong.
25

MR A. PRIESTLY: Find the man, yeah. It's always aman, isn't it? So just
call out some of the answers that you've got. Tell me what - how are we
going to turn this around? Cut and paste? Yeah. That's how I did it in the
first place.
30

MALE SPEAKER: Communication of a task force.
MR A. PRIESTLY: Yep. Get a task force together, yeah.
35

FEMALE SPEAKER: Options.
MR A. PRIESTLY: Options.

FEMALESPEAKER: Budget.
40

MR A. PRIESTLY: Budget.
FEMALE SPEAKER: Time.
45

MR A. PRIESTLY: Time. Yeah.
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FEMALE SPEAKER:

.....

MR A. PRIESTLY: Ah, we've got to reach some consensus, yeah. There's
problem here, yeah. This is engineers, we're talking about though.

a

MALE SPEAKER: Yeah.
MALE SPEAKER:
10

MALE SPEAKER: Maybe having a task force with engineers

and

everybody concemed.

15

MR A. PRIESTLY: Yeah. Maybe they've invented something we don't
know. Like, if they've got reverse thrust engineering. So it takes off
backwards now. Okay. Again, what are we doing?
MALE SPEAKER: We're analysing the problem.

20

MRA. PRIESTLY: We're analysing the problem. Yeah. What else?
MALE SPEAKER: Finding a solution.
MR A. PRIESTLY: Yeah.

25

MALE SPEAKER: Putting them in sequence.

30

35

MR A. PRIESTLY: Putting them in a sequence, yeah. Okay. Again, if I
want - if I want to build something that works really, really well the first
thing is put down what I know. Think about who I should talk to. Ask
myself some questions. Even if you list those things down. But get them out
of your head and map them in some way. Now, some people do lists and
that's okay, but we found this method works pretry well. And you don't have
to use this one but this works really well because it starts to identify the
sequence of things that need to happen. You got me? Okay. The goal here
is to help people reach decisions that they're comfortable with that make
sense. And a lot of times what people will try and do is get from here to here
without doing what's in the middle. And that's what we call the due diligence
process, if you like.

40

45

What have we got next? Yeah, some people say, "Maybe it'll go away.
Maybe it'll fix itself." Do you know there's some people who say, "I don't see
that as a problem. I'm happy with it that way." Okay. So I'11give you some
examples of some rockets upside down and how we've used this process. For
example, I worked with a trucking company who were losing three and ahalf
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thousand dollars a week. And we used a method like this to work out, okay,
how did that occur? They were asking themselves, "What would I like to
have happen?" And so they are saying, "I'd like this trucking company to be
profitable". So we've got our starting point and we've got what it looks like
at the end.

t0

I'm working with one of the multinationals and they've got new tobacco
legislation which they're implementing right throughout Australia. And,
effectively, they've taken all their display space and they've limited it to
something about this size. So if you go into your service stations or your
milk bars you're only allowed to have a one by one metre square problem.
It's actually, effectively, just slashed an immense amount of money out of
their retail. Got the idea? And in this situation we are going to say, "Okay,

15

what are the steps? How do we work with govemments? How do we work
with our retailers? How do we work with these people to actually come up
with a generated solution that works for everybody here?" Okay?

A lot of companies I work with work with people

20

25

30

35

whose staff don't know
how to sell. They're in sales positions; they don't know how to sell. That
rocket's upside down. Okay. For example, we take people through a process
called selling success, for example, and it basically shows people - sorry, I
..... Selling success. It shows people how big ticket sale items are made and
it plots it out for them. It shows that there is a very predictable cycle that
people go through in terms of buyer psychology. We just run through that.
Also, we based it on what people already know about their customers and we
do a similar process just like this one here.

I had a client up in Brisbane who - they found that 80 per cent of their clients
are using old software to do their accounting on. Like, Amstrad and
Commodore. Not really. Stuff like old MYOBs and things like that. So
their problem is, "How do we go out to new businesses and convert them into
new businesses - into new clients?" These are just some examples of where
they see - this is an upside down rocket. It's a problem in our business. One
of my companies there, $68,000 they were spending in cleaning bills. They
were a cabinet-making company and the apprentice is supposed - is paid to
clean the pencil workings off the cabinets and they don't do
So the
cabinets get delivered out to shopping centres, or law courts, or hospitals, and
they then have to be commercially cleaned. Well, last year it cost them
$68,000. What's wrong with that?

it.

40

MALE SPEAKER: It's a hidden cost.

45

MR A. PRIESTLY: It's a lot of money. And what were the apprentices paid
to do arryway? They've already been paid to do it, con:ect? So, effectively,
my guy is paying twice. Okay. Can you see why that's an upside down
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rocket in his business? Yeah. Okay. I had this solicitor I was working with
and we went out for coffee and he bought himself a muffin and we were
sitting there talking and he's playing with his muffrn. And not eating it, you
know. And he's just sitting there playing with the muffrn. I said, "Steve,
what's wrong with the muffin?" He said, "Oh, yeah, it's a bit stale". I said,
"What do you want to do?" Who's he listening to? Where's his head? Yeah.
FIe's thinking about this muffin, right? I said, "What do you want to do?"
He said, "Oh, I should take it back". I said, "Oh, well, go and do it". And he
said, "Oh, no, no. It's just a muffin. Don't worry about it. It's just a muffin."
So I said, "Okay". So five minutes later what is he doing?

AUDIENCE:

l5

20

25

MR A. PRIESTLY: Back playing with the muffrn. And I said, "Steve, what
do you want to do about that muffrn because you're not concentrating?" He
said, "Oh, I should take it back". And I said, "Okay. Well, why don't you do
it?" And he said, "Oh, no, no. I can't, I can't, I can't." Do you hear the
language, "I san't"? I said, "Why can't you?" And he said, "Oh, mate, I'm
really well known. Everybody here knows me and if I take it back, you
know, it's lunch time and they're gunna - they're gunna say - it's gunna be
terrible. And, you know", he said, "I'm imagining that Channel Seven 6
o'clock news' chopper landing. And the guys from the Sydney Moming
Herald running up with a telephoto zoom lens, you know, Solicitor Takes
Back Muffin. And I'm on the 6 o'clock news." State A. What's his - where
is he? He's got a big problem. What he ended up saying to us was, "I need to
go looking for stale muffins in my business. That's what I'm looking for."
We convefted the stale muffin, the upside down rocket. I work with an
engineer who was asking me about this one.

30

35

Okay. People who had debtors running out to 120 days. I was working with
a client like that. That is a problem in the business. Overweight, smoking,
relationship problems. Okay? Upside down rockets. Nothing to show for
years of work. Okay? Can anyone relate to that? You don't have to put your
hand up. I worked with some printers and anyone who's bought equipment
understands that the amount of money that you've got tied up in it, and they
said, "We're just paying off this equipment loan". And at the end of about 15
years of working in the printing industry they said, "If we retired tomorrow
we've got nothing to show for our efforts. Basically, what we've got is the
building, which we lease, and the equipment which we'd have to sell."

40

45

And I said, "What would you like to do?" And they said, "Oh, maybe, we
should, I don't know, invest some money or something". And it was just
before - up in Queensland we've just - we had a property boom up there and
it was just before that where they bought a couple of units at the beach for
some ridiculously cheap amount and then what happened was that they all
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went through the roof. They went from about 100,000 up to about f1400,000
each per unit. And they sold - the bought three of them and they sold one and
paid off all their equipment. And I said, "What business are you in now?"
And they said, "Oh, we're actually in the investing business now. We're not
printers, we're now investors". Okay? And now they've got plenty to show
for their work. They've got lots. Okay? But, again, we structured a
situation. What if this doesn't equal the problem but it equals an opportunity?
Could this upside down rocket equal an opportunity?
10

MALE SPEAKER: Yeah.
MR A. PRIESTLY: Explain it to me.

MALE SPEAKER: An opportunity to solve a problem.
15

20

25

MR A. PRIESTLY: Yep. Yeah, it's a great - it's a great opportunity for me
because I solve problems for a living. Okay. Let's go to our next one.
Basically, the mechanics of it is this. It's state A to state B. State A to state
B. If we look at a lot of therapy, for example, it's state A to state B. What's
our current state? What have we got now? And what would we desire?
What would we prefer? It's the target state. That's what I've been talking
about. Okay? A to B. A light switch, unless it's got a dimmer on it, is a state
A, state B device. "On" is one thing, "off is another state. Okay? And
sometimes if I'm working with people I'm saying, "Okay, what is your
current state, which is here?" And we will spend a lot of time talking about
and clearly identiõring what state A looks like. And that's what we call
baseline.

30

35

40

45

In my industry we use a lot of psychometrics and we use a lot of testing and
so forth, we want to know where the person is right now. Any athletes here?
Professional athletes? Okay. Or athletes? You've seen the Australian
Institute of Sport where they put them on the treadmill and they've got the
cardiovascular machine and they've got the little electrodes and so forth. And
it pumps out a ticker tape. And a coach will look atthat and the coach will
say, "Okay, this is where you are right now. And this is where we want to get
you". So what we are describing a lot of times is the gap. Where is my
pointer? There it is there. See this gap in between. From state A to state B,
the target state. What is desired? What do I want the end result to look like?
So after we spend some time down here on the current state I want to have a
look at what will it look like if I can get it the way I want it? Okay? I have
got a target weight that I'm trying to achieve. And I was in an accident a few
years back and I know that if I put on too much weight it creates compression
on my discs which create sciatica pain. And as soon as I go over that then
that pain comes back. So I know the target weight that I'm supposed to
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achieve. Okay? And I know what I am now. And I know how I'm choosing
to maintain the non-optimum weight. So at the buffet I was sorely tempted
because there were so many devilishly tempting things out there such as
cakes and so forth, but it's not on my list. Have you got me?

MALE SPEAKER:

10

15

.....

MR A. PRIESTLY: Yeah. So I had fruit instead. Current state to desired
state. So we spend a lot of time there and we spend a lot of time there. So a
question that you want to take away is, what will this look like if I can have it
the way I want it? Think about the end result. What would the end result
look like? Play a lot with that because sometimes we get caught up in this
and sometimes we get caught up in the gap, but sometimes you can spend a
lot of time just here. Let me ask you a miracle question. Let's say that you
went to sleep tonight and you woke up and that the issue that you have been
playing with on the table today, it was exactly the way you want it. What
would it look like? That's a good question to play with. How would you
know you were succeeding? What would it look like? Okay? And when
you are asking questions like that, now, you are in state B.

20

if

25

30

So how do you solve a legislation issue? One of the questions we ask is,
we could have it the way we wanted it what would the end result look like?
If it was all frxed and finalised and one, what would the end result look like?
And we spend a lot of time just talking about the desired state. Okay. Just
stop for a moment. Tum to the person next to you. Any ideas you have got
so far just quickly share them with the people on your table. Go.

Okay. So what we have been talking about, basically, is we've been talking
about current state to target state. Have a look at the words down there. It
says "desired". You actually have to want it. You have to actually want the
outcome. Okay? Why is that important?
FEMALE SPEAKER: Then you go to work.

35

40

MR A. PRIESTLY: Yeah. And if you're not clear about what it is you're
trying to achieve and why you want it, then you won't put the effbrt in. You
won't put the effort into the same - to the achievement of it. Okay? And it
doesn't matter whether you're working with a one person business or you are
working with a multinational, it's the same mechanics. It's the mechanics that
we're trying to - get you to understand here. Okay. There we go. Right.
There we go.

45

So if you want the map for it, it is very, very simple. It's basically here I am
now. State A is what I've got now. If you want to draw this down it's a good
time to get it. State B is where I want it. And the straight line here, I guess,
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represents time, or it's a continuum that just shows that there's a transition of
efforl. Okay? And C is the obstacles. If I go back to my rocket, what are the
- if I go back to the rocket, what are the obstacles preventing me? What
things would be preventing me from tuming this right way up? You could
make a list. Okay?

But C is the obstacles. It's the baruier. So, for example, if I'm saying I'm
trying to lose weight. Here's what my current weight is. And B is where I
would like to be. What are the obstacles?
10

FEMALE SPEAKER: Food.
MR A. PRIESTLY: Yeah. The fact that food is put in front of me. Cost.
What else?
15

MALE SPEAKER:

.....

MRA. PRIESTLY: Yeah. Yeah. Lack ofwillpower.
20

FEMALE SPEAKER: Peer pressure.
MR A. PRIESTLY: Peer pressure.

MALE SPEAKER:

.....

25

MR A. PRIESTLY: Yeah. Some of my clients have substance issues.
Okay? They're heavy hitters but they're alcoholics. And what do a lot of
30

business people like to do when they're doing business deals? Go and have a
drink. Okay? So you can get this range of what my willpower and discipline
here is. I'll just talk about, very, very briefly, about smoking because some
people say, "Yeah, I'm at A. I currently smoke. And B is I don't want to
smoke now." What are the obstacles if you are trying to give up smoking?

MALESPEAKER: Addiction.
35

MR A. PRIESTLY: The addiction. Do you understand it? Okay. Real, real
simple. Heroin, if you - heroin is actually easier to kick than cigarettes. Do
you understandthat?
40

MALE SPEAKER: Yeah, sure.

45

MR A. PRIESTLY: The reason is that heroin has only got a half life of
between one and seven days. And so it peaks and then it drops off really,
really quickly. How do we test for this? We do a urinalysis and it tells us
whether we've got heroin in the bloodstream or in the urine. Okay? I just
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thought I'd just fill you in on this. If you're on nicotine, for example, you will
still have nicotine or cannabis in your bloodstream some three months later.
Okay? It's got a half life of about three months. So that that means is if I get
someone to abstain at this point I'm still picking up traces of it three months
later. Can you see now why it's harder to kick - that's your key obstacle with
nicotine addiction because it's - even if you quit here, right, you've still got
the cravings for it being fed by the fact that it's in your bloodstream for so
long. That's why people relapse so much when they're trying to give up
things like nicotine. Cannabis, particularly.

l0

15

20

But heroin is pretty easy to kick. Unfortunately, the peak is incredibly high
so when you go cold turkey at this point you just about go nuts. So they put
you on methadone which eases you down that way. But it's a longer - it tries
to taper it out. I just thought you might - that's understanding obstacles. If
I'm working with a business, for example, it could be the legislative process
which I've just gone through with a company and that's a very long series the obstacles - that we've got to go to meetings and meetings. And we've got
to do a lot of negotiating. And the negotiation skills were the obstacle. Their
ability to ask questions and negotiate. That was the key obstacle that we
were working through.

D is your workable plan. Because it helps you get over the obstacles. Get

25

around them, or over them, or work through them. Now, we know this from
success that you will have obstacles. It's not a perfect world. There's always
going to be things that inhibit you and slow you down. Somebody said to me
the other day, "Andrew, are you a motivator?" And say, "No. Human
beings are motivated. We're already - we'rs born motivated." Do you agree
with me? We actually - we're actually quite motivated. The thing that we do
is we learn how to inhibit that motivation. Okay? We actually stop

I

30

it

can be environmental things such as, you know,
upbringing, money, opportunities, etcetera. But we actually inhibit ourselves.

ourselves. And

Okay. D is your workable plan. And that's the due diligence process. That
says, "Okay, what are those steps?" And I've been talking about the D part,
35

if

you like, where we map those things out, we show them. F is feedback.
Why would that be important? Because you want to know whether you're
succeeding. Whether you're moving closer to your targel. For example, if
I'm a golfer and the pin is down here and I'm putting this way, what is
happening?

40

MALE SPEAKER: Where the .....

45

MR A. PRIESTLY: I'm putting in the wrong direction. So feedback
becomes important. "How will I know it's working?" is a very good
question. " How will I know I'm moving closer to my goal?" is a good

D11
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question. Okay. E is exit. Sometimes when we're trying to solve a problem
it's just not working so it's just - you come up with a different plan. Exit that
particular strategy. You might stay in the deal but exit and do something
slightly different. So the steps are basically: Describe your cuTrent state
really, really carefully. "What have I got now?" We know from selling
psychology that people don't buy because they have needs. Why do people
buy?

ATIDIENCE:
10

MR A. PRIESTLY: Why do people buy? Let's just check this out. Let's
see.

MALE SPEAKER:

.....

15

MR A. PRIESTLY: I just belter write this down. I just better check. Okay.

MALE SPEAKER:

20

.....

MR A. PRIESTLY: Benefits.

MALE SPEAKER: Desire.

25

MR A. PRIESTLY: Desire. Why do people buy? That's
it's not the one I'm thinking of.
FEMALE SPEAKER:

a good answer but

.....

MR A. PRIESTLY: Sorry?
30

FEMALE SPEAKER:

.....

MR A. PRIESTLY: Yeah. Sony, I missed it?

35

FEMALE SPEAKER:

.....

MR A. PRIESTLY: Oh, yeah, okay. Still didn't get
here. Sony. Someone else? Why else do we buy?

40

MALE SPEAKER: Emotion.
MR A. PRIESTLY: Emotion. Yeah. What else?

MALE SPEAKER: Ego.
45
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it.

There's an echo up

MR A. PRIESTLY: Sony?

MALE SPEAKER: Ego.

MRA. PRIESTLY: Yeah, ego. What else?
FEMALE SPEAKER:

MALE SPEAKER:

.....

.....

10

MR A. PRIESTLY: That's

FEMALE SPEAKER:
t5

MALE SPEAKER:

a good answer

but it's not what I want.

.....

.....

MR A. PRIESTLY: Makes us feel.

MALE SPEAKER: Need.
20

MR A. PRIESTLY: Need.

25

MALE SPEAKER:

.....

MALE SPEAKER:

Pleasure.

MR A. PRIESTLY: Satisfaction, pleasure. Impulse. It's not the answer.

FEMALE SPEAKER:

.....

30

MALE SPEAKER:

.....

MR A. PRIESTLY: What are we missing?
35

40

45

MALE SPEAKER:

.....

MR A. PRIESTLY: One reason why we buy, the key reason why we buy is
because we have a problem. That's what the research tells us. We have a
problem we're trying to solve. Okay? People who sell on needs address one
particular aspect of it, but the reason why people buy is because they have a
problem. They want to change something from an A to B. They want a
different outcome. Okay? And in selling, the idea is to identi$z what that
problem is clearly and tum it into a big problem. Because we know that
people don't buy because they've got little problems, they buy if they've got
big problems. Okay? Big problems. Okay.
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So clearly describe the current state A. Clearly describe the target state B.
Identiff any obstacles. Come up with your strategies, your workable plan
and your process. Decide the measurement, the feedback and then exit if
need be. We also know - there was a study that was done internationally over
a seven year period and they were trying to find out what really, really makes
any business work really, really well and this is what they came up with.
What they said was, is you need commitment. Who agrees?
10

MALE SPEAKER: Yeah.
MR A. PRIESTLY: Okay? You need commitment. If I want to turn that
rocket round I've got to be what? Committed. Okay? You've got to have the
intention to do
What makes Yo-Yo Ma a great cellist is deliberate
practice, intention, commitment. Got it? The second one down here is
capability. You do need the capability to achieve something. And what do
you think the third one is?

it.

15

MALE SPEAKER: Work.
20

MR A. PRIESTLY: You need strategies. Okay. So if I may - think about
this. I'm a landscape gardener and I say, "Look, I" - what was your name?
Sorry? Tanna, "I want to come to your house and I've got these fantastic
25

ideas and I want to do them. I'm going to bring the bobcat and a crowbar and
a spade. But how do you want me to do it?" What's missing?

MALE SPEAKER: Strategy.

MR A. PRIESTLY: The strategies. Okay. What about this one? "I'm
30

really excited to come to your place. I've got all these great big plans. Have
you got a bobcat and a crowbar and a" - what's missing now?

FEMALE SPEAKER: Capability.
3s

MR A. PRIESTLY: Capability. What about this one. What do you want?
Do you want me to bring my guys and execute this plan? Do you want the
bobcat and that over there? Oh, mate. You're kidding me." What's missing
there?

40

MALE SPEAKER:

.....

MR A. PRIESTLY: No commitment. You need all three. You need all
three. Okay? So are you learning something? Get some good ideas?
45

FEMALE SPEAKER: Yes.
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10

15

20

MR A. PRIESTLY: Okay. What have we got next? Yeah. Okay. So that
was the state A to state B. We articulate a little bit here. What happens next?
Okay. What happens if you get this situation which is, you've got a really,
really, fantastic opportunity. It's on the launch pad. It's pointing up. It looks
like it's going. It's fuelled. It's ready to go. All you've got to do is push the
button on it. Okay? What outcome do you want? You know Magnum
icecreams are the hot product at the moment in icecream? Who likes
Magnums? Who doesn't? Yeah. Magnum icecreams are the hot product.
And Streets know they've got the hot product. So what do you reckon they
do to people. They say, if you want it you can have it, but we're not going to
give you the margins. And if I'm buying a million Magnums I want a really
good margin on it. They won't negotiate. Why? They don't have to. Got it?
So the question is, what opportunity - I've got this opportunity to put these in
my store but at the right - I can't get the right margin and I want to make it

more profitable. That's an opportunity. What outcome do I want? I'm
currently working with a company at the moment, they are trying to negotiate
just around that problem there. I've got an accorurting firm. They want to
take a business management diagnostic to the market. It's a fabulous tool but
what's the resistance they're going to run into do you think? What's one
resistance? What don't people like doing?

MALE SPEAKER:

Change.

25

30

35

MR A. PRIESTLY: Changing their? Accountant. Okay? They've got this
great tool and they can leverage you through the roof; it's a fabulous tool.
They just don't know how to get it to the marketplace. Prudent due diligence
to assess a business concept. That's a great step there. New inbound inquiry
check list. Just using the cup of coffee routine with a company. We just had
a look at how they take inbound calls and we redesigned it, just did a couple
of little tweaks, and it was a fabulous outcome. And it was just doing what
you just did before with the cup of coffee and the Super Nanny thing. Okay.
What about if the opportunity is a problem? Canyou see how an opportunity
could present a problem to you?

MALE SPEAKER: No resources or not .....
40

MR A. PRIESTLY: Yeah, yeah. Could be that you don't have the

45

capability, or you are not sure how to do it, or you lack the commitment to
conveft on it. It's going to be one of those three things. Right? And all the
studies, it came down to those three things there. Okay? It could be, "I've
got to work on this part of it. I've got to go away and do the due diligence
there. How am I going to make thatpart happen?" Or some people want to
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know, "How am I going to do it?" They want to know strategic impoflance.
Some people - that's going to be their issue there. Which one would you - if
you had to get rid of one, which would you want to get rid ofl If you say it
wasn't a problem, which one would you want to get rid of? I'd want to get rid
of that. I just want people to be committed. I don't want it to be an issue.
Okay. What would stifle your commitment?

MALE SPEAKER:
10

.....

MR A. PRIESTLY: Fear? If you're not sure - see, lack of capability will
produce the fear. Lack of not knowing how to leverage it will produce those
internal stresses that Dan was talking about before. But if I show you: Here
is the capability and here are the strategies of how to achieve it. What
happens to your commitment level?

15

MALE SPEAKER:

20

25

.....

MR A. PRIESTLY: It increases, yeah. Okay. Where are we going? How
are we going for time? Anything I say about Ian - he has been wellpublicised. You know, Ian Baker Finch, the golfer? Okay. Ian's a great guy.
The tragedy here is tremendous opportunity not leveraged. I saw Ian at the
Hyatt. Got to the ninth hole and somebody was there and said something and
he just turned around and walked off the green. It's real sad. If this guy plays
apractice game on his own with no-one looking he hits a perfect game every
time. Okay? Not a problem. As soon as you put him in front of an audience
it just falls apart. But tremendous opportunity, but something is missing
'What's
there. 'Ihis guy knows how to play golf and he can play golf.
missing? Somewhere up here. There's something wrong with his
commitment level. Okay?

30

35

40

45

Now, this one here, I don't know why it reverses but it's basically - I will just
skip it. It's Ray Williams. Ray Williams talking about - it says, "I should
have sacked Adler", basically. Okay. This is an interesting story. Who
knows anything about Andre Agassi? A little about Andre, yeah. In 1997,
Andre was 141, ranked 141 in the world, and he had been a number one.
And at the time he was mamied to Brooke Shields. And people say it was
because he was married to Brooke. If you talked to Andre he actually says
that the reason he got his game back was because of Brooke, because Brooke
is a survivor. I don't know if you know much about Brooke Shields but she's
a - she's done what most people never, ever do in their lives. She's had to
reinvent herself about five times. Okay?
She's been a child star and then an adolescent star, etcetera, etcetera, etcetera.
So she's had to - she's gone through highs and failures over and over and
she's a very astute businesswoman. She's a very astute businesswoman. She
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said, "Andre, what do you want?" See, state B. What do you want? And he
said, "I want to be at the top of my game again". And she said, "What needs
to happen to get you there?" What is she talking about? The workable plan.
What needs to happen? And he said, "Well, for me to get into the game,
what I've got to do is I've got to go and play the challenger circuit again".
And the challenger circuit is a little bit like - it's a little bit like Andre flying
in a Lear jet into the airport here and then he gets in a limousine and they take
him out to Parramatta Presbyterian Church on a Sunday for a hit with a 16
year old. And he loses. He lost. And it was really, really upsetting for him
but he said, "I've got to do that again. I've got to get my ranking back
somehow." So he went out and played a second one and he won that. And
he qualified to get into the Melboume Open. And do you know who beat
him? Who beat him, do you know? It was called the Giant Killer, was the
headline in the Herald Sun.

15

MALE SPEAKER: Lleyton Hewitt.
MR A. PRIESTLY: Lleyton Hewitt, yeah. 17 year old. Thrashed him.
20

25

Now, what they do in tennis, instead of - they say, "Go back to the showers",
they say, "Right, why don't you come off the court and we'll talk about it in a
press conference". And in a press conference, here's Andre siuing up in an
arrangement like this and they say, "What are you doing here, Andre?
Haven't you got enough money? Haven't you got enough sponsorships?"
And he said, "No, I want to be in the top 25 again". And the response from
the joumalists was either quiet or there was a bit of a snigger. Okay? But
what happened by the year 2000? Three years later. What happened? Four
grand slams. The world number one player. And I think he's won, what,
eight grand slams now, is that right? And he's still in the top 25? Would that
be right? Okay. Look at the headline.

30

35

Now, Andre's a realist. What he says is, "There's opportunity there. I want to
do it." But he says, "I recognise that the component here is I've got to put the
effort in". In all of his interviews he said, "I wanted to be in the top 25". Has
he clearly identified his state B? Is there any mistaking what he wants? It's
clear. Got it? And then he says, "That's when the hard work and the
determination cut in". What's he telling us?

FEMALE SPEAKER:
40

45

.....

MR A. PRIESTLY: Is he telling us that it's going to take some effort?
Yeah. See, he says, "It's not a perfect world". He's a realist. Graham Tumer
says the same thing. He said, "If you want to build the company I've got, it's
hard work. Just go and knock on doors and do what you need to do." Okay?
That's what I like about Andre. He doesn't say, yeah, just 'cause he said look, if I - where are we? Go back here. Just because I decide, yeah, I want
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to tum that round. Do you reckon that's going to happen ovemight? Do you
reckon it's just going to turn itself around? That's quite a logistical activity.
Moving that and spinning it round that way. Okay? It requires a lot of
thought to make it happen. Okay. So there's Andre and he says, "It's all
effort". I'll just give you a couple of other people here. Remember, Susie
Moroni?

MALE SPEAKER: Yeah.
10

15

MR A. PRIESTLY: Yeah. The swim that she did. What a lot of people
don't know about her swim that she did from - I think it was Cuba to Mexico
- was that when she approached the coastline she was about three kilometres
off where the press were. Right? And the guys in the boat said, "Look, just
jump in the boat and we'll cruise on do\ryn". And she said, "No". So she
turned around, walked back in the water, and she swam the three kilometres
down to where the press were. What does that tell you about her?

MALE SPEAKER: Commitment.
20

25

30

3s

40

45

MR A. PRIESTLY: Yeah. Tremendous commitment.

Tremendous
capability and her strategy was, I want to finish this properly. I want to do it
properly. Okay. This is a young girl from the Sunshine Coast called
Samantha Warrander. And this is a girl who went to - where did she go now?
I'm just trying to f,rnd it here. Denmark. She went to Denmark and she did
this course there and ended up as a 23 year old running an Aids - HIV Aids
program in Botswana. Okay? But she had a very clear idea: this is what I
want to do. Really, really clear. Okay? And she decided she needed to leam
how to work with that. She had a heart to go out and work with these people
and that's what she did. And she developed the strategy to do it. And she's a
tremendous girl, tremendous girl. And a tremendous big future. And she's
actually attracted the attention of Emirates, I think, who were sponsoring
some of her programs over there, which is fabulous. But just a very clear
idea. What does state B look like in my mind? How do I want to get there?
Problem solved it through. When I spoke to Sam about how she was doing
it she said, "I got this step, this step. I want to do this." It wasn't deterring
her that she didn't know some of the steps. And a huge goal that she's going
to achieve.

This is Gerly Boyle. Who's heard of Gerty Boyle? Gerty is a grandma and
she decided that her son was going off to ski up at Aspen and he was always
wearing trashy stuff so she said, "I'll run you something up on the sewing
machine". Right? And he got up on the slopes and they said, "Oh, gee, I
love your outfit. Who made it? Oh, my mum - my nanna. My nanna made
it." Right? And someone came along and said, "Can I buy the rights to do
this?" And she said, "No, it's mine. It's my design. You can't have that."
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And so he says, "We'll go into business with you". And she's 68, I think.
Yeah, 68. But she sells more ski gear than just about anybody in the States.
And she's the face of that company.

MALE SPEAKER:

10

.....

MR A. PRIESTLY: Yeah. And I tell you what she's a tough nanna. Who's
got a tough nanna? I've got a - I had a tough nanna. Boy, she was tough.
Okay. Yeah, she's the mother of all matriarchs. Okay. What have we got
next? We've done the coffee. Here we go. The curvy line represents making
it - mapping it - making it easier by mapping the process. The curvy line
represents time, possible action steps and the logical sequence. Did you get
that point?

15

20

25

MALE SPEAKER: Yeah.
MR A. PRIESTLY: Yeah? Great. Okay. Where are we going to now?
Sometimes we're working with existing process. All I'm doing is walking
you through what you already know and what you already do. So, for
example, if I go into a business, sometimes my job's really easy. All I say is,
"Just tell me what you do now. Map it for me." And then I look and I say,
"Okay. This infers that we could do something better here." If I go back to
the coffee shop thing, for example, there's a gentleman over there who
suggested that it was from the customer's point of view, but I now know that
running a coffee shop, I can design this from the retailer's point of view.
Okay? And I can design a fabulous experience. But the thing is I want to get
a baseline and it then infers a transition to the preferred state. Now, you're
getting this theme over and over again. It's, "Where I am now. Where I want
to be. How do I get there?" Are you getting that? Okay.

30

35

Now, where are we going to? Oh, yes. This is the fun bit. Here's where you
get to do something. I've bumped my gums for too long, I think. So I think
I'll stop for a moment. I'm going to play a little game with you. Okay. Well,
let's test and see if you can put all of these ideas together and cofiÌe up with a
solution. Are you ready? Okay. What I want to do is you and I are all going
to go into business and we're going to run a company called the Chill Out
Hotel. Okay? And this is the set-up for the Chill Out Hotel. It's an airport to
inner city boutique hotel. And it's the fastest growing industry in
accommodation. Fastest growing concept in accommodation at the moment.

40

Have you heard of Banyan Tree?

MALE SPEAKER:

45

.....

MR A. PRIESTLY: Yep. Okay. Boutique hotels. And they might have
maximum 15 guests, or 15 rooms, or flrve rooms, whatever it is. Very, very
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small, but basically it's these inner city boutique hotels. It's designed
specifically for transit executives. These people who come into a city. They
are there for a couple of days and then they are gone again. And the concept
is, "I just want you to chill out". There are no kids. "Can I bring my kids?
No. Teenagers? No." Right? "Can I bring my wife? Yeah. Can I bring a
partner? Yeah. Can I bring my wife and my partner? Yeah. Can I bring a
colleague? Yeah, you can do all that. That's fine." The age group is roughly
around about 30 plus. Okay? Typical stay is about two nights and, premium
or budget, you must choose. Now, this is what we are going to do. Each
person at the table, the group that you have got here, what you are going to
do is you are going to design an experience called the Chill Out Hotel
experience. And you have got some paper there and you are going to map it.
And what you have got to decide is some critical issues. For example, what
would be one thing you have got to decide frrst?

15

FEMALE SPEAKER:

.....

MR A. PRIESTLY: How are you going to get your client from?
20

25

30

35

MALE SPEAKER: From the airport.
MR A. PRIESTLY: From the airport to the inner city. That's your frrst
problem. You've got to be able to get them there. How are you going to get
them to book, you might even look at. Think about when you've stayed in a
hotel, what typically happens? You already know a lot about
accommodation. Okay? You've got to get from the airport to the hotel.
You've got to get - when you get to the hotel what happens? Are you met by
a concierge? How do you check in? Do the room orientation. Get some
ideas there? So on your tables, what I want you to do is I want you take we're going to take about 10 minutes for this. I want you to play with this
and see if you can actually design me the Chill Out Hotel experience. Now,
you've got to decide, though, whether you are going to go for the premium
end of the market or the budget end. Because they are going to be two
different experiences, aren't they? Yeah? It's not a - you're going to be five
star or backpackers. But I want you to decide on the table which end of the
market you're going to go with. And then I want you to actually decide,
okay, how can we design our experience? Play with it. Go.

MALE SPEAKER: What

are we going to .....

40

MR A. PRIESTLY: You can decide. Yeah, you've got a hotel with staffi
yep. ..... is going to use your service here. You've got to remember, I just
gave an example there. I flew into KL to speak at a conference and I got in at
4 arninthe moming. What do I want?

45
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MALE SPEAKER:

Sleep.

MALE SPEAKER:

.....

MR A. PRIESTLY: A beer. What do I want?

AUDIENCE:
MR A. PRIESTLY: I arrive at the hotel. What do you reckon I want to do?
t0

Gostraight--FEMALE SPEAKER: To the room.
MR A. PRIESTLY: To the?

15

FEMALESPEAKER: Toilet.

20

MR A. PRIESTLY: Straight. That's it. I want to go straight to the room.
Think about it. Just think about your client. What do they want? Okay?
How do you captwe data? How do you get all this information about me?
Banyan - - -

AUDIENCE:
25

30

MR A. PRIESTLY: Yeah. Banyan Tree does this really well. They know
everything about you even before you get out of the bus. And we've got
some people walking around who are going to perhaps ask you some
questions too. They might just prod you and poke. Let's just take about a ten
second pit stop for a second. I just want to ask a question. I just want to ask
you a question. Okay. What are you noticing? What are you noticing?

MALE SPEAKER: Lack of

.....

MR A. PRIESTLY: What are you noticing about how you are solving this
35

problem?

MALE SPEAKER:

40

45

.....

MR A. PRIESTLY: What are you doing? Discuss this with your table.
Think about it. What exactly are you doing? Because - check your energy
level on this. Right? Get into it. You got it? Think about it. What is it,
mechanically, that you are doing? It doesn't matter whether you are
designing a hotel or what, it's the same problem solving approach. Are there
people who are doing all the talking and some not? Are you hanging back?
Are some people doing that? Just check where you are. Let's get some of
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these ideas up on the board. So, what's the first thing you're doing? Who's
got some ideas? Throw them up here.

MALE SPEAKER: Marketing

strategy.

t0

MR A. PRIESTLY: Marketing strategy. Good. Website. Yep. What are
you going to do on the website? Book in? Yep. What's the purpose of your
website? Advertise? It's all going to be about data capture, yeah.
Incidentally, how did you go deciding whether you were going to be budget
or premium? How did you go with that? Good? Yeah. Can you see the
difference if you decide you're premium, it's going to be very different to
budget? Okay. Data capture website. Just going to tell you. Have you got
the resources to actually do that or not? Okay? It's going to be different if
you budget in terms of how you get the message out, isn't it? What's one way

15

you could do it?

MALE SPEAKER: Use a laptop.
MALE SPEAKER: Photographs.
20

MR A. PRIESTLY: Yeah. I was talking to someone just before we started
here and her concept for her business was no advertising. How could you
make a business with no advertising?
25

FEMALE SPEAKER: Word of mouth.

MALE SPEAKER: You could have it
MALE SPEAKER:

.....

.....

30

MALE SPEAKER: Referrals.
MR A. PRIESTLY: Yeah. In fact, it's by invitation only. What
do? What sort of service is she trying to create?

does that

35

AUDIENCE:

MALE SPEAKER: Premium.
40

MR A. PRIESTLY: Yeah. Really up-scale. Okay? So it's by invitation
only. You just can't walk in off the street and say this - you have got to be
invited by somebody. Okay. Different concept. Okay. What happened at
the airport? What did you do with me atthe airport?

45

MALE SPEAKER: We greeted you.
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MR A. PRIESTLY: We aruived with a limo. Good. What else? So it's
premium.

5

FEMALE SPEAKER:

MR A. PRIESTLY: You gave me a cocktail? Great. I got a limo. I got a
cocktail. What else did I get?

10

MALE SPEAKER: We picked up your

.....

MRA. PRIESTLY: Entertainment? What sort of entertainment?
AUDIENCE:
15

MR A. PzuESTLY: So I got the John Denver concert in the back of the
limo. Good.
MALE SPEAKER: And we picked up your

.....

20

MR A. PRIESTLY: Yep. Oh, picked them up in

MALE SPEAKER:

a sedan.

Okay. Good.

.....

25

MR A. PRIESTLY: So when you check in at the airport you automatically
check into the hotel. There's a link. Great. Okay. So I go through - I get
from the airport. You've got me from the airport to the hotel. What happens
when I arrive atthe hotel?

30

FEMALE SPEAKER: No check-in.
MR A. PRIESTLY: No check-in?

FEMALE SPEAKER: Straight to .....
35

MALE SPEAKER: Well. we had

40

.....

MR A. PRIESTLY: We know. Okay. So at some point there's data capture
either in the limo or at some other point. Good. Okay. So you've got me
from the - you've got me arriving. What happens when I anive?

MALE SPEAKER: Take you to reception.
MR A. PRIESTLY: Reception. What else?
45
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MALE SPEAKER: We escofi you - - -

5

MALE SPEAKER:

..... to your room.

MALE SPEAKER:

..... your room.

MRA. PzuESTLY: Ah, drinks in the room. Yeah.
MALE SPEAKER: Concierge will take your baggage

.....

10

15

MR A. PRIESTLY: Concierge. So we go - where do we go? Straight up to
the room? Okay. What happens normally in a room when you go to a hotel?
Room orientation. The guide goes round and says, "Here's how you operate
the door, the light, the disco ball". So we've got a room orientation. Then
what?

MALE SPEAKER:

Puts his hand out for

atip.

MR A. PRIESTLY: Tip. Do we give tips?
20

AUDIENCE: No.
MR A. PRIESTLY: No tipping. Okay. All right. Okay. What

else

happens?
25

MALE SPEAKER: I ..... tourism and what happens when the clients relax,
they come down and they set up ..... they set up what they call a hospitality
desk that tells you what's happening in Sydney. How and when the event is.
What time is .....
30

MR A. PRIESTLY: Right. Hospitality desk. What else did you have in
your hotel? What differentiates it as Chill Out?
FEMALE SPEAKER: A golf course.
35

MALE SPEAKER:

Spa.

MALE SPEAKER: A good

40

bar.

MR A. PRIESTLY: There's a golf course and a health spa. In the inner
city? It's a rcally small golf course. It's on the roofl Is it just pitch and putt
on the roof?

AUDIENCE:
45
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MALE SPEAKER: Four.
So we've got golf and we've got a spa. Good. What

MR A. PRIESTLY:
else have we got?

MALE SPEAKER: Breakfast and bar.

10

END OF AUDIO FILE NO

1

START OF AUDIO FILE NO

2

15

MR DANIEL PRIESTLY: Good morning. Good morning, everyone. How
is everyone? Good. There's about seven people who are good. How is
everyone?
20

AIIDIENCE:

Good.

MR D. PRIESTLY: Excellent. Welcome along. Thank you very, very

25

30

35

40

45

much for being here. On behalf of Triumphant Events and Imagine Essential
Services, I would like to extend a very special and warm welcome to all of
you. The reason want to extend such a big, warm welcome and
acknowledge you is for a few reasons. The first reason is that you have all
made the decision to invest two days of your time, and a lot of people say that
if you want to become wealthy and grow you need to invest your money
rather than spending your money, and other people who have achieved a lot
of wealth have said, if you want to become wealtþ you invest your time,
rather than spending your time, and we really want to encourage you and
thank you for making the investment of time into these two days, and we
want to reward you with as much value as possible.

I

I

do also want to mention the fact that we are aî extremely like-minded
bunch of people. If you think about it, we did a whole heap of mass
marketing and mass communication to generate some interest at those intro
nights. So there were ads in the paper and there were letters sent out to
people and there were little leaflets in people's PO boxes, a few other various
things, and literally thousands and thousands of people would have seen
those ads in the paper or read the leaflet or had a look at it as it went through
their PO box, and only a very, very small percentage of people would say,
"Okay. I'm interested in a business opportunity," and then they come to the
introduction presentation, and then yourselves decided to actually invest
some time and be here as well.
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l5

20

25

30

So I really want to acknowledge that we are a like-minded group of people.
You are sitting at atable with some very kindred spirits and some people that
I am sure you will have a lot in common with. My name is Daniel Priestly. I
will actually be MC-ing this weekend's presentation and I'll just give you a
little bit about myself; just so that you know who it is who is MC-ing and
that. Has anyone met me before at, perhaps, one of the introduction
presentations? Anyone who hasn't? Most of the room? Okay. So my
business is Triumphant Events, and Triumphant Events is about, over the last
five years what I have been doing is organising business seminars and
investing seminars and personal development seminars and that sort of thing.

In fact, I got into that business at the beginning of a wave where I was 19
years old and I actually set foot into this new industry, and all of a sudden the
thing took off and everyone wanted to do events and seminars. Do you
remember a time, a couple of years ago, where you couldn't open up the
newspaper without seeing a seminar ad on almost every single page. Does
anyone remember that? Yes. Well, that was because there was arcal boom
going on and there was a lot of demand for various types of seminars where
people get together and leam on a particular topic.
Over the last five years I've actually been involved in promoting hundreds of
different business workshops and business seminars and, after a period of
time, a few years into it I actually became very jaded and felt that most of
what I was seeing was very repetitive. It was the same sort of thing, and
there wasn't a lot of new or original thought aror.urd the area of business and
investing, and I started to go to introduction presentations and seminars of
other people less and less, because I really had seen it all, or I felt I had seen
it all. Almost 12 months ago to the day I was invited along by a friend anda
colleague to have a look at a free seminar to a company called Imagine
Essential Services, and tumed up, and had never heard the words
"essential services" before, so that sort of got my curiosity a little bit.

I

40

I turned up, and I

sat in a yery, very small room with only about 10
people, and I sor-t of sat there, a bit grumpy - not grumpy, but a bit closed off,
with my arms folded and very back in my chair. I got a seat right up the back
so if it was boring I could leave early, and I spent two hours - invested two
hours listening to what the presenter had to say, and by about half an hour in I
could see straight away that the presenter, who at that stage was Richard
Evans, who a lot of you have met, was really, rcally on to something and on
to something quite unique and quite special. I decided to invest another two
days of my time and fly down to Sydney to see a two day workshop, like
what you're going to see over the next two days, and by the end of those two
days was absolutely committed that what wanted to do was scrap
everlthing that had planned for 2004 and dedicate my entire business

But

35

I

45

I
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efforts into working hand in hand with Imagine, and I haven't looked back at
all.

10

The reason I haven't looked back is because Imagine is on a huge wave. I
experienced at 19 what it was like to get in on a new trend and a new wave
and how quickly things move, and I was really excited by it. But because it
was such a small industry that wave broke very quickly. What I saw with
Imagine is that there was a massive trend and a massive wave building, but it
was a $66 billion industry, and that is a big wave. So I knew that I wanted to
be really closely involved with it, and I will tell you a little bit about that,
some more, over the two days as we progress through. Before we do that, as
I mentioned, we are on tables with groups of people who are very, very likeminded and quite interesting, so before we get started there's a couple of
things I wouldn't mind doing.

15

If everyone can please put their right hand in the air. Right hand up. And put
it on the person's shoulder to your right, and turn to that person and say to
20

25

them, "If you have a mobile phone please put it on to silent," Thank you very
much. And what we'll do as well is, if you could please tum to the people at
your table, introduce yourself to them, tell them what you currently do, and as
well as that, if you can have a quick discussion about some of the things
you'd like to see over the next two days, and when we come back I'll be
asking you some of the things you'd want to know about this new industry
and this new business over the next two days. So take 30 or 40 seconds to do
that now and then we'll come back.

DISCUSSION

30

MR D. PRIESTLY: Okay. Welcome back. Welcome back, everyone.
Okay. So just starting at this table here, what was one of the things that you
decided you'd like to know about for this weekend? What's one thing that
you mentioned? Anyone at this table? Just here for the ride?

35

MALE SPEAKER: Income potential.
MR D. PRIESTLY: Income potential. Right, thank you. Next table? This
one here?

40

MALE SPEAKER: Passive income.
MR D. PRIESTLY: You want to hear about passive income? Next table?

FEMALE SPEAKER: Can it be part time?
45
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MR D. PRIESTLY: What's that?
FEMALE SPEAKER: Can it

5

be part time?

MR D. PRIESTLY: Can it be part time? Could it start off part time and
then go full time? Just this table here?
MALE SPEAKER: Is it a multi-level?

10

MR D. PRIESTLY: Is it a multi-level marketing?

I can do that one straight

away. No. Someone at this table?

FEMALE SPEAKER: What makes us different from the other companies?

15

MR D. PRIESTLY: Points of differentiation. Table up the back? See how
we go.

MALE SPEAKER: This table would like to know if you bring existing
clients into the relationship - - 20

MR D. PRIESTLY: What's that, sorry?

MALE SPEAKER: Can you bring existing clients or existing people you

knowinto--25

MR D. PRIESTLY: Can you bring existing clients? When are they going to
do a whiteboard with a spellcheck? Okay. So can you bring your existing
clients and your network? What else?

30

MALE SPEAKER: Why

is the government giving away $66

billion - - -

MR D. PRIESTLY: Why is the govemment - so, why? Why deregulate?
Who else has got any?

35

MALE SPEAKER: Can we still have holidays?
MR D. PRIESTLY: Can you still have a holiday? Wouldn't it be great if it
was all a holiday?

40

MALE SPEAKER: Can we talk about the - like, the whole - the whole of
this ..... but the monetary value of the .....

MR D. PRIESTLY: So the percentages and the commissions and all that
sofi of stuff?
45
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MALE SPEAKER: The monetary value of the whole

deal.

MR D. PRIESTLY: Yes. So the dollars.

5

MALE SPEAI{ER: Do we hear from existing - - MR D. PRIESTLY: You want to hear from existing licensees? Or advisers.

10

MALE SPEAKER: How long has the company

been operating?

MR D. PRIESTLY: How long have we been - a history?

MALE SPEAKER: Yes.
15

MR D. PRIESTLY: What

else?

FEMALE SPEAKER: What's the drop out rate?

20

MALE SPEAKER: Your particular

business security. What is .....

MR D. PRIESTLY: Security. Drop out rate.

MALE SPEAKER:

Fast track .....

25

MR D. PRIESTLY: How fast can it grow? So the ac.tual possibilities.
Growth. Let's call it growth potential. Just call them out if you've got them.

30

MALE SPEAKER: Should we consider existing advisers as
competition?

MR D. PRIESTLY: Competition. Let's just call it competition.

MALE SPEAKER: Future product

rarige.

35

MR D. PRIESTLY: Our future products.

MALE SPEAKER: Compliance.

40

MR D. PRIESTLY: Future - what else?

MALESPEAKER: Compliance.
MR D. PRIESTLY: Compliance.
45

.imagine

8.10.05

Auscript Australasia Pty Ltd

2006

P-40
In-Confidence

our

MALE SPEAKER: Marketing support.
MR D. PRIESTLY: Finance. Marketing.

5

MALE SPEAKER: Business structure.
MR D. PRIESTLY: Structure.

MALE SPEAKER: Can the business

be re-sold?

10

MR D. PRIESTLY: Saleability.

MALE SPEAKER: Support

15

and guarantees.

MR D. PRIESTLY: Supporl, training, guarantees.
FEMALE SPEAKER: Commission.

20

MR D. PRIESTLY: Commission. So we did percentages and dollars. Have
we covered most of them?

MALE SPEAKER: Risks.
MR D. PRIESTLY: Risks.
25

MALE SPEAKER: Maybe the risk of competition.
MR D. PRIESTLY: Risks or competition.

30

MALE SPEAKER: Territories.
MR D. PRIESTLY: Territories. Is it territory based? What else?

MALE SPEAKER: .....

Costs.

35

MR D. PRIESTLY: Costs.

MALE SPEAKER: Credentials of the management

40

team.

MR D. PRIESTLY: Management team.

MALE SPEAKER: Credentials.
MR D. PRIESTLY: Okay. So we've got most of them.
45
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MALE SPEAKER: Who

are the - basically, who the members are and what

is the real organisation behind it?

MRD. PRIESTLY: Okay.
MALE SPEAKER: Yeah,

10

15

20

25

So

who is involved? All that sort of stuff.

yeah.

MR D. PRIESTLY: Great. So what I will say is most of - virtually all of the
things you've just mentioned are covered in the two days. Right. Today,
Saturday, is going to be a lot of the conceptual things. So we'll talk about the
future, the history. We'Il talk about income potential, but we won't go into
percentages and dollars until tomoffow. We'll go into differentiation. We'll
talk about how you can bring your clients in and how you can build a
network. We'll talk about the competition and growth, and all of those things
will be covered. And tomorrow what we'll be talking about is more along the
lines of the structure, the presentation, the percentages, the dollar figures.
lVe'll be talking about whose involved and things like that.
Now, the next thing I want to tell you about is that this weekend presentation
is actually not designed to get you to make a $60,000 decision or even any
sort of business decision. The entire process of this two days is actually to
generate enough information and enough questions in your mind and enough
resources for you to then go out and spend about 28 days looking at this
industry and what it would be like for you, personally, because is it safe to
say that someone on this table might have an existing network of hundreds of
people? They might be a great business person already. They might have a
bit of that charm. And then someone over here might have everything wrong
to start with, and they have got two totally different opportunities, even
though it is the same business. Is that safe to say? Yes or no?

30

ALIDIENCE: Yes.

35

MR D. PRIESTLY: Yes. All right. So what you need to do is you need to
take this away over the next 28 days and you need to look at it. Is it right for
you? Is it also possible that some of the vital questions that - is it Jim?

MALE SPEAKER: Bill.

MR D. PRIESTLY: Bill needs answering are very, very different to the
40

questions that Steve would need answering. That's possible?

AUDIENCE: Yes.

45

MR D. PRIESTLY: So what you'll need to do is you'll need to write your
own questions down, generate your own thinking, generate your own
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thoughts, and work out what's important to you over these days. Most of the
questions that are common to everyone will be answered. Some of the other
questions and some of the compatibility issues are going to be answered over
the next 28 days. Right? And what you'll have is you'll actually have, at the
end of this presentation you'll have the opportunity to take away with you
some very, very in depth documentation that will talk about the history and
the directors and the percentages and all of that stuff; in really advanced
detail, and you'll be able to go through those documents over that 28 days and
check up on it.
10

15

20

25

30

You'll be able to go to your accountant, your solicitor, and you'll be able to
see how this fits with your flrnances already, see how it f,rts with your
network. After this two days you'll be able to go and ask some of your
colleagues what they think of this sort of idea. All sorts of things like that.
Whatever is important to you. We want to be able to set you up over these
two days to be able to go away and make an informed decision and an
informed judgment, because is it pretfy safe to say that no-one would want to
make that size decision just over a two days and make it on the spot on
Sunday aftemoon? Is there anyone in the room who does want to do that?
Okay. Great. We'll keep our eye on you then.
For the rest of you, we've designed this presentation exactly for you, which is
it's a great lead in and it's a great introduction and it's a great thought
generator, and then, over the 28 days we'll be working with you to help you
to achieve your goals and achieve all the information that you need. So it's a
fully catered couple of days, so let me tell you a little about the two days from
a logistical standpoint. It's fully catered to our two days. So we've got
lunches and moming teas and those sorts of things. We're going to be taking
breaks almost evely two hours, just so everyone has a chance to mingle, chat
with other people. There's heaps of advisers already in the room. In fact, I
might introduce them now.

If you're an existing

35

40

45

Imagine adviser could you just please stand up? Okay.
So there's quite a few of them around the room. Have a quick look around
the room so you can recognise a few faces. It's pretty easy. All of us in black
suits by the looks of things. So - we didn't co-ordinate that, by the way.
Thanks, guys. So during those breaks, defrnitely the people you want to be
talking to is the existing advisers, having a chat to them. We'll also be
bringing them onto the stage and interviewing them and asking them some
questions about what it's like on the ground, so you'll have plenty of
opportunity to speak to those people.

The rest of us on the team, you've probably met some of us. But if there's
any'thing we can do to make this weekend more comfortable for you, that's
what we're here for. Just let us know and we'll do our best to accommodate,
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20

25

30

35

staring with, if you're actually facing your back to us or your shoulders to us,
feel free to move your chairs right around now so that you're facing the
screen and the stage. You might want to take a second to do that. After the
next session - actually, after lunch, what we'll be doing is asking you to sign a
non-disclosure agreement. Right? Now, a non-disclosure deed basically says
that we're going to tell you a whole heap of intellectual property of ours.
We're going to really open up our doors and show you what's behind the
scenes and give you some of our systems and our processes and procedures,
and we're just going to ask you to sign a document that says you're not going
to take that information and set up a rival business, or help a rival business to
set up. Right?
So I just want to let you know that in advance, and you'll have a copy of the
non-disclosure deed in your blue folders. But have a look at that during
lunch time if you want to, and after lunch we'll be going through that. I do
want to say there - I know I sort of talked about this - but there's no grand sell
at tk¡e end of this two days. You won't be asked to make any real big
commitment that's finite. You're not going to be asked to - you're not going
to have your afin twisted or anything like that. It's really us putting our best
foot forward, just to show you what we're about, and seeing who would like
to be involved with us. Right? So it's a decision you can make on your own.
We know that if we have to twist your afin to become part of Imagine
Essential Services we'll have to twist your afin every single day to get out of
bed. So it's not going to be a win:win relationship, and that's really what
we're about. Has everyone got their mobiles on silent? Did everyone do
that? Great.

So I just wanted to check that before I start the presentation, and what I
always suggest is sometimes people are in the room, that they're there and
they're very, very cynical. For starters, did anyone get dragged along by an
enthusiastic spouse but hasn't seen the introduction presentation? A few
people like that. So some people come in and they're a bit sceptical, a bit
cynical. Right. If you're sceptical, that's great. We would actually encourage
everyone in the room to be sceptical. But if you're cynical, you're really not
going to get any value for your two days. Cynics are the people who are just
there to poke holes and then walk away. Sceptics are there to get their
questions answered. Right? And we really encourage all of you to be
sceptical.

40

Now, for those people who haven't seen the introduction presentation, I'm
sure some of you have actually seen it, but a couple of weeks ago. Is there
anyone like that? And they don't remember all the details? Right. So what
I'll do is I'll very, very quickly go through the introduction presentation, just
very, very quickly, just to recap what was covered on the night. So we'll do

45

that

now.

So what we talked about at the introduction presentation was that

.imagine 8.10.05
Auscript Australasia Pty Ltd

2006

P-44
In-Confidence

for the last 15 years the govemment has been deregulating the

essential
services industries. They're known as unconscious consumptions because we
don't need to think about it every time we make a spend. We come in, we
tum the lights on, we pick up the mobile phone, we turn the water on, and
we're spending money, but we're not really conscious of that spend.

10

15

So some very, very powerful industries. They represent $66 billion per
annum. Right? So $66,000 million each year is spent unconsciously by
Australians. The wealth used to be controlled by the government for over
100 years, and to answer one gentleman's question straight up, what
happened is the govemment decided that it would a great way to pay down
some of its debts if they sold off that revenue stream to private enterprise,
they collected some cash up front, and reduced their debt. So that's what they
did. So they handed these industries from monopolistic govemment control
to private enterprise. In the beginning it was large corporates, but now,
through companies like Imagine, small businesses have the opportunity to
take advantage of this very powerful revenue stream.

It

20

25

30

35

40
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represents one of the greatest shifts in wealth in modem history. The
interesting thing is that whenever you deregulate something, or the idea
behind deregulation is to create more competition, more choices in the
marketplace, but what has actually happened is we've created more
fiustration in the marketplace, because we deregulated these industries
without deregulating the method of distribution. Now, what we have is a lot

of

massive undercurrent of anti essential sen¿ices
companies. Who here, when I say the word "corporations" has negative
connotations to that? Who has negative connotations to "coqporations"?
Hands right up if you do? Really? Okay. Who has positive associations to
"cotporations"? Two. Whose not going to put their hand up this weekend?
V/e had about 20 hands up. I'm guessing that it was 10 times more than the
two, so the 20s have it.

frustration and

a

Most people feel negative connotations towards corporations and there is an
undercurent of anti essential services sentiment. The collective mindset,
which is basically a nice way of saying everyone you'd pretty much meet on
the street, when dealing with essential service providers are left feeling
frustrated and cynical. They feel very small in relation to a large company,
so they're clisempowered. They feel like they're not really loyal to the
company but they're there simply because they've been with them before and
at least, you know, they're not going to have as many hassles as it would take
to change.

In the beginning people were easily churnable. They were looking for other
opportunities. But after a while of being out there we've become resistant to
the adoption of new services because we've seen it and we've heard it all
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before. What customers want is they want a trusting relationship with their
providers. They want a provider who is able to tailor the services to them,
who is able to give them great backup and support services, who can give
them training and tuition on all the new different technologies that are
entering into the marketplace. People would prefer also to be dealing with
onshore call centres rather than offshore call centres. Who loves talking to
call centres in India? Especially aÍïer waiting 20 minutes. Right.

10

15

Now, here's the interesting thing. In any industry that becomes deregulated,
or in any industry where there are many points to consider, or there's a lot of
choices available, what typically happens is there's an advice industry gets
formed, and the advice industry doesn't actually own anything. It just
provides advice. So let's have a quick look at some of these industries.
Accountants help people make choices about taxation. Lawyers on law. 20
years ago if you wanted to talk to someone about your financial situation who
would you talk to?

AUDIENCE: A bank manager.
20

25

30

35

40

45

MR D. PRIESTLY: A bank manager. All right. The reason being is there
were no financial advisers 20 years ago. Right? There became more choices
available, and these guys have an advice industry. Now, all of these
industries we've mentioned now are multi billion dollar industries that the
Australian business landscape couldn't do without. 13 years ago along came
a gentleman by the name of John Symond who noticed a significant
undercurrent of anti-bank sentiment, and one of the reasons there was antibank sentiment is because it was very, very difflrcult dealing with the banks,
and he came along and set up the mortgage broking industry, and 13 years
later it's a multi-billion dollar industry and there's 5500 mortgage broking
firms.

We'll just put all babies on silent or vibrate, if that's okay. The essential
services industry doesn't have anyone who can provide that advice. Another
great one that's missing from there is the travel agents. Travel agents in the
1950s popped up all over the place because people had more choices when it
came to travel, and these guys came along, and they don't own airlines, they
don't own hotels or tour companies. They just provide advice about travel.
All of these advice industries are multi-billion dollar industries and you need
these advisers. Now, why don't we have someone helping us with out
essential services? Right? We spend absolute foftunes on them. In fact, we
spend twice as much on our essential services, if you're a small to medium
sized business owner, as we do on our financial affairs. Twice. All right?
Now, there's 40,000 financial planning licences out in Australia, and there's
only about 170 essential services advising licences out in Australia. All
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right? There's a huge gap in the marketplace that's waiting to be filled. In
1999 - and Richard's going to talk about this a little more - he looked out into
the Australian marketplace and he saw that all this deregulation was
happening and what was happening is homes and small to medium size
enterprises had to deal direct with their unique suppliers, and that became
very frustrating and chaotic, especially since you've got, you know, 10 Telcos
and you've got to somehow work out who is best for you.

10

15

20

What Richard came up with was avery, very familiar business model. It's a
business model that's exactly the same as the travel agent business model, the
financial plaruring business model, and the mortgage broking business model,
the general practitioner model. He came up with this, which is an organised
distribution advice industry business model. You take all the different
suppliers, and you take the information about their best rates and their best
business down to a head office. Head office makes sense of it all, puts that
information out to advisers, and the advisers go and work with small to
medium sized enterprises and homes to help them to create a better solution
and to make a better decision.

Now, if this wasn't essential services advising but it was mortgage broking,
how much does it cost to sit down with a mortgage broker and get them to do
your loan? How much does that cost?

AUDIENCE: Nothing.
25

30

35

40

45

MR D. PRIESTLY: 7,ero. Right? The reason it costs zero is if they tee you
up with a bank and they get the loan approved for you, they get what's called
a trailing commission. Every single month when you're making your
mortgage payments the mortgage adviser gets a little bit of commission, and
eventually it stacks up and makes thousands, if not millions of dollars ayear
in trailing commission. Now, this business model lends itself to that. So
every time an essential services adviser sits down with someone, guess how
much it costs them?

AUDIENCE: Nothing.
MR D. PRIESTLY: Nothing. Zero. It's a free service. Why? Because if
they tee them up with the best choices and the best decisions, every time
when they flick on a light switch, pick up their phone, or do any'thing along
those lines - connect to the Intemet - the essential services adviser is making
a small commission on that. It's a very, very powerful ongoing passive
income stream, just like the mortgage brokers, if not more powerful than the
mortgage brokers. Not everyone needs or wants a mortgage. So
deregulation has really created a mass market need. Right? Not just a niche
need, but a massive market need for a new way of delivering essential
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services, thus opening up a new industry.

t0

Imagine is the frrst of its kind. Therefore, we have created a new industry,
and it's the industry of essential seruices advisers. I'm not going to talk about
these things, but we will be talking about them over the two days. We'll talk
about membership acquisition, we'll talk about a massive market of 1.2
million small to medium size enterprises that we available to talk to, and
they're our bread and butter. They're our 80:20 rule, where we - 20 per cent
of the market that makes 80 per cent of the profit. We'll talk about top down
enhancement and how we actually work alongside accounting firms that
dovetail our services in with theirs and create avery, very smooth transition
model to get into businesses, without cold calling, without mass marketing or
any of those other forms of marketing. It's a very fluid transition into their
business.

15

20

So we'll talk about that. We'Il talk about the accountants, how that works,
and why they recommend us, and how many we've got. We'lI end up
showing you this business model here. It's a very, very powerful business
model. You have $66 billion worth of industry, plus fuel and technology
sitting up here, waiting for a method of distribution. All right? We've got
that method of distribution. It's a seamless business model where the advisers
work with accountant to pick up the small to medium size enterprises, and
small to medium size enterprises also have homes attached. So to pick up the
marketplace, very fluid, in a fluid fashion.

25

30

just take

quick chat to the table about what you got out
of that and what that refreshed in your mind, and then I'm going to talk a bit
about the history of Imagine. Then I'11 introduce you back to Richard Evans,
the CEO of Imagine. So have a quick chat on the table about that last
presentation and then we'll move along.
So

a minute to have a

DISCUSSION
35

MR D. PRIESTLY: We've written down all of the different points that
you've brought up and we'll actually - atthe end of the presentation tomorrow
we'll have a look at what's there and what we haven't covered or have
covered, and you can check them off in your mind, whether you want more
40

45

information on those things or not. So the f,rrst thing I want to quickly tell
you about is that we are operating in a brand new industry and not everyone
is suited to a new industry. Some people are actually suited to get involved
in mature industries. Some people are suited to get in at different times. So I
do want to talk to you about where we're at at lhe moment, and I'11 tell you
about the history. But I want you to have a look at where you think we fit on
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this markeþlace.

A lot of people think that a new industry just goes straight from A to B. But
what actually happens is there's an adoption curve called an S curve. What
that basically means is, in the beginning someone has an idea, and then it's
very, very difficult to get that idea off the ground. They have a lot of
challenges getting it into the marketplace. It's a very, very difficult process.

10

Eventually more and more people start to see the benefits of their idea and we
hit a little point where it's called market acceptance. Once it hits market
acoeptance things happen very, very rapidly. There's a lot of growth, a lot of
excitement, a lot of wealth is transferred into the new idea.
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you think about DVD players, for example, it took quite a long time for
DVD players to evenreach 10 per cent of homes, andthey were expensive.
They were, you know, $1000 or $1200 for a DVD player. There were very
few DVDs accessible to people. V.ry, very few people even knew what a
DVD was. Eventually it got to the point where the DVD players c¿ìme down
to around 3 or $400, there were plenty of DVDs you could buy or rent, and
all of a sudden everyone started getting a DVD player, and today almost
everyone has them and you can buy them for $59 for a DVD player, and they
give them away all the time. That's because of the S curve.

It took ages for everyone to see that it was valuable. Once people could see
that it was better than VHS everyone wanted one, and that's basically what
we need to look at. The reason this is created is because of different
psychologies in the marketplace, and before I tell you a bit about the history
of Imagine I want to just quickly touch on the psychologies creating this,
because I think it will be relevant to you, whether you decide that you want to
get involved in something that's down around here. So the frrst psychology is
the trend setters. Trend setters are looking into the future. All right? And
they are saying, what does the future need? What will we need to have in the
future? How could things be done better? What services will people want?
What fiustrations could I solve.
Trend setters are basically leaders and they're people who really want to
transform the future and make it easier or better or quicker or faster or
smaller or cheaper for other people. They come in and they start all of these
new businesses, and they're very, very positive people, or visionary people,
because they say things like, if it was already established then the opportunity
would be too difficult and the potential rewards would be too small.
Whereas, trend followers will say, if it isn't established then the opportunity is
too diffìcult and the potential risks are too high. Right? So they're very
opposite ways of thinking.
Trend setters say things like, where could this go? Whereas trend followers
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are looking more into the past, saying where has this come from, or what has
this already done? All right? So a new or a sunrise industry, there's some
pros and cons, and we'll talk about some businesses in each category. But
new industry has massive potential for returns, room to innovate, market
leadership, huge growth potential and little competition. V.ry, very few
other players in the marketplace. But the problem is, is that there's frequent
change. Do you think over the last three years Imagine's had frequent
change? Yes or no? Absolutely.
10

15

Concepts take time to crystallise. So you have an idea, and then you've
actually got to get the market to accept it. You've got no other businesses out
there to copy or model or to look at what they're doing, so you've got to make
a lot of it up yourself; and you have little support. You go out there and you
say, "I am an essential services adviser," and people say, "What's that?"
Mature industry has total market acceptance, lots of proof, lots of information
and assistance. The problem with mature industries is you pay huge costs to
be involved, low returns, massive competition, and very small growth
potential. So what would be an example of a business or a franchise that's in
the mature stage of its cycle?

20

MALESPEAKER: McDonald's.
MR D. PRIESTLY: McDonald's. Right? So McDonald's is - let's have
25

30

a

quick look at it. Total market acceptance. Everyone knows what McDonald's
is. In fact, more people know what the golden arches are than people on the
planet who know what the cross is. Right? Did everyone know that? So it
has total market acceptance. Lots of proof. If you said I am going into
McDonald's, people will say, gee, that's a great idea because there's a 55 year
history of success behind it, and there's lots of system. Do you know that
they even have a system on how to sneeze? They've got a document on how
to sneeze that they give you when you start working there. Right. So
obviously they're a mature industry when they have come up with a system
for sneezing.

35

Huge costs. $1.5 million to get involved in a McDonald's, at least. Low
retums. The retums each year al'e actually coming down. And high
competition. There's McDonald's everywhere. Versus, let's say, somewhere
in here. What would be a franchise that would be in the middle of its cycle?

40

MALE SPEAKER: Gloria

Jean's.

MR D. PRIESTLY: Gloria Jean's, Starbucks, or Boost Juice. Right?
45

Where most of the great sites that are hugely profitable have been taken up
and there's some still available, there's some growth left, but a lot of that
initial excitement has already happened. So what I'11 do is I'll talk about
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Imagine and its history, and I want you to just in your mind place where you
feel Imagine is, and we'll actually talk about that. Where you feel on the
growth cycle up to date. So I'11 talk about the last couple of years. 9
September 1999. I won't steal Richard's thunder on that because there's a
great story behind
But 9 September 1999 Richard had the light bulb
moment where he went, "'Wow. I've got agreatbusiness idea."

it.

He went out and he conducted some research globally to find some
competition, whether someone else had already thought of this, whether
10

15

20

25

anyone else was already doing it, and he found he couldn't f,rnd anyone else
who was doing it in the way that he had imagined. So he came back to
Australia and he created a company called Australian Communications
Territories. It was a territory-based business and it launched here in Sydney,
and Richard actually looked at the essential services industries and he said
how can I get my foot in the door, because these are multi-billion dollar
corporations that I am up against? What little way can I start on my vision,
just to sort of drive a wedge through the door?

And he came up with the payphone model. He found that there was a gap in
the markeþlace when providing payphones into business. So he started with
this business and actually created the first payphone distributorship by small
businesses into other businesses, ffid it involved a lot of cold calling and
trying to get it off the ground and that sort of thing. What happened though is
that within about ayear or two they had gathered a lot of momentum and they
started convincing, with the tolling that they had - and tolling just means how
much money is going through each month - with the high tolling that they
had, they had suppliers who agreed to supply business landlines into
businesses as well. So that strategy had actually become effective.
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So they agreed to supply the landlines, and then ACT became the second
largest payphone distributor in Australia. What they needed was they needed
some capital to grow, because they had already established such a great
position of market leadership, and they brought on a merchant banker to help
raise some of that capital. Mid-2002 Richard actually discovered that the
merchant banker was secretly trying to overthrow the company and create a
rival business. So he'd seen that it was a great idea and it was working and it
was in that growth phase, so wanted to create competition. The licensees
began to worry and the merchant banker attempted to take those licensees to
the new company.
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Richard had to put ACT into voluntary administration and he accepted
personal loss of $1.8 million. What he didn't lose was the lessons. So he
actually had all of these valuable lessons that he had discovered over the last
couple of years from being in that industry, and he took three months to
evaluate what went wrong and how to build a bullet proof system. He
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created the Imagine distribution template, which was quite different from the
ACT template, and he also looked at creating an aggregated strategy to do
away with the cold calling. Suppliers decided to back the new venture even
though they didn't have any tolling, because they had seen the
professionalism. So they agreed to supply from the start,

Imagine was launched and a group of ACT licensees followed Richard to
Perth to launch Imagine in a less competitive environment. Who here lives in
Sydney? Almost everyone. Is Sydney apretty competitive environment?
10

AUDIENCE: Yes.

MR D. PRIESTLY: Absolutely. You travel to Brisbane and you
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go,
"Where's everyone honking their horns?" And, you know, there's something
missing. So they moved over to Perth, which is a lot less competitive, and
they started a relationship-based rather than a tenitory-based system. They
gathered leads through warm referrals and utilised much stronger systems
and strategies, including a web-based Extranet. Late 2003 Imagine brings on
a licence devoted to systems and trainings in Perth. So there was just one
licence purely devoted to keeping everyone together and happy and growing
their businesses. Imagine built significant landline tolling and is able to offer
mobile phone plans, which was a first.

Early 2004 they decided to go out there. They had got a lot of the systems
together and they wanted to grow the business and get on those first
licensees. So they did a licensee rollout to aftract to the fìrst licensees, and
what they said is the best way to start growing your business is to be into the
Business Networking International functions. Is anyone a Business
Networking International member? Right. A few BNI members. Right.
BNI is just basically a group of business people who get together to talk
about how they can improve each other's businesses. So through that strategy
Imagine was able to get into a lot of different business and build strength and
momentum. Offering a free service, obviously you can get into those
businesses fairly quickly.
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By mid-2004 there were 50 licences that had come on board. Imagine offers
energy, gas and water savings, but it's just through a monitoring system, and
it would take a couple of months to actually get a read off that business,
which made it a very cumbersome system. Imagine brought on web services
and some niche technology products, and Richard will explain why they did
that and how powerful that strategy is as well, when he comes up. Imagine
holds events in Melboume, Sydney and Brisbane, attracting a fuither 15
licensees, bringing its total to approximately 65. I saw Imagine up in
Brisbane when they were doing their licence rollout there.

45
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Richard works with a small group of licensees to trial the accountant
aggregator strategy. We'll actually meet one of the licensees, one of the
advisers, this weekend, who was the very f,rrst person to go out there and get
all the accountants and start working with the accountants, and he'll tell you
the story about how he did that. The strategy is obviously a success, as you'd
imagine. Imagine builds momentum and begins to ahtract the attention of
larger suppliers. So late 2004 is when I saw Imagine for the first time and
decided that what I wanted to do was team up with Imagine to actually help
handle the entire front end, so that everS,thing to do with the introduction
processes and the two day processes would be handled by Triumphant
Events, which allows Imagine just to focus on the back end systems and the
strategies in growing the business and developing the actual licensees.
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Imagine begins negotiation with a number of energy companies to pioneer a
trail income from these services. It's something that's never been done
before. It's always been controlled, and even in some States of Australia we
still don't have deregulation in the power industry. Large accounting
networks actually start signing off. So what Richard did is he went out and,
rather than just seeing accountants one at a time, he went to groups of
accountants and started signing off groups of accountants to actually block
out the marketplace, and you'Il leam a bit more about that over the next two
days. At the Christmas party Richard gave out shares worth over a million
dollars to the existing licensees, and he gave everyone an accountant to work
with, and the accountants had hundreds of clients that they were dealing with.
So not a bad little Christmas present.

A leading law frrm atthat time
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expressed interest in floating Imagine on the
Australian Stock Exchange. So Imagine went through the initial guidelines
of becoming a limited company, rather than proprietary limited. So that
means that they are a public unlisted company, and that's what Imagine is
today. Triumphant Events brought on 40 licensees in Brisbane. So we
started up there and we grew in south east Queensland frrst, and Imagine
decided to create a new structure, including a new training division. So a lot
of training now takes place. In fact, a lot of the advisers say enough with the
training. We need some time to get out and do our business. So there's so
much training available to people who want it.

Training rollout begins in Brisbane and offers a first time offering on fuel.
So this is such a hot topic at the moment, isn't it, that fuel is getting more and
more expensive. Well, Imagine identified that and was able to work with a
company who can access a two and a half cent saving off of the metro fuel
price, the metro average fuel price. Right? So that's a greaf way to introduce
yourself to businesses. Triumphant Events stages information nights around
Victoria to ..... new audiences. So we wanted to do south east Queensland
and Victoria before coming into New South Wales, which is a very
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competitive marketplace. Richard finalises a deal with the first energy
company to offer a trailing income off electricity and gas. Now, this is a
really exciting one.

10

15

Exclusive Bushcom rollout. Now, Bushcom was a company that wanted to
offer telecommunications services into rural areas, including broadband
Intemet. But what they didn't have was a way of getting into those
businesses and homes to try and compete with your Telstraandyour Optuses.
So we said, how about you do an exclusive deal with us, and we'lI take your
services out into the rural areas? In the frrst month we attracted 2000 new
members to their services. So it was avery good validation of how the new
way of distributing services can work through this business model. Estimates
indicate that approximately 300 business were blocked out using the
aggregator strategy. That means you sign off different accounting firms.
They've all got hundreds of people. You sign off different organisations.
They've got hundreds of people. And they are people who are blocked out,
who can't be attracted in really any other way, because cold calling doesn't
work and mass media marketing doesn't necessarily work. So it's a greatway
to block them out.
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Imagine begins the process of preparing to float on the ASX. Not necessarily
to float any time soon, but just to have all of that structure in place, because it
makes you a stronger company when you have all of those procedures and
documents and structures in place. 2005, Triumphant Events holds the f,rrst
events in New South Wales. Imagine training rollouts are occurring monthly
in Brisbane and Melbourne. 12 power companies become available for
distribution in the deregulated States. So there's everything from green
energy right through to the major energy suppliers available. Brisbane and
Melbourne offices open. Sydney is scheduled for late 2005, and Imagine
begins work with a PR and advertising campaign with a leading Sydney
marketing firm. In fact, I think we have some people from Love? Hey, guys.

And if you don't know of the company, Love, it's actually headed up by
Siimon Reynolds, who is probably one of the most well known marketing
35

40

and advertising people in Australia, and they've seen the Imagine concept and
gone, "Wow. We want to be a part of that," and they've invested some time
on their weekend to come and have a look. So thank you very much. So just

have a quick chat on your table" Where do you feel Imagine is on this S
curve, and just have a quick 30 second discussion with the person next to
you. Where do you think we are? And then we'll quickly get back and get
some feedback.

DISCUSSION
45
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MR D. PRIESTLY: Just a quick discussion. Where do we - guys. I'll start
my laser pointer here, and just put your hand up where you think we are.
When I get to - when I move the laser pointer to where you think we are on
this curve, just put your hand right up in the air. So - a couple of hands up
the back. Well, okay. That's where - just hands right up again? Okay. Is
that exciting or what? That's where virtually everyone who is part of this
company believes \rye are as well. We've gone through the hard yards, all of
the tricky stuffs been done, and now we're ready to do market acceptance.
All right? So that - if you could choose any point to get in on a business,
where do you think would be the best point? It's not there.
So that's really the first really exciting point that I want to share with you.
I'm just going to introduce the next speaker. Most of you have met him.
Who hasn't met Richard Evans, or seen Richard speak? Okay. A couple of
people. Richard is the CEO and the founder of Imagine, and he's really
someone who you'd consider to be a visionary business person. Anyone who
can clearly identi$z a $66 billion gap into the marketplace is someone who
you'd say is pretty savvy when it comes to being an entrepreneur. Got a very
exciting background as a business person and has had a lot of success in
business, and he's someone who is able to create a vision, but not only that,
but communicate it in a way that can crystallise in other people's minds.
Richard's been able to do that with so many other people, and he's a very,
very strategic thinker. He's someone who looks at - rather than taking the
great idea and just going out into the marketplace with, you know, a couple
of hundred grand and putting ads in the paper, he's very, very strategically
blocked out the marketplace before doing that, and he's got the right people
on board. He's taken the time to implement all the systems and procedures
and the training and get everything done, and then open up the flood gates,
and he'll explain why he's built that pipeline before opening it up, and I think
you'll really, really enjoy - if you haven't seen Richard before, I think you'll
really enjoy speaking with Richard, and he's coming? And he's just ducked
out. Maybe Richard gets a little nervous before public speaking in front of
this many people, and - okay.
So, Richard's the kind of guy who - he's a really great friendly guy, and he's a
fantastic mentor and an enthusiastie speaker. He's someone who likes a lot of
suspense before he hops on stage, and he really likes to challenge the people
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around him to really step up and go further than what they thought they had
to go for. So with that said, does anyone know when they were - did anyone,
when they were a kid, or even now, they take their kids to those things where
you go to a Christmas parly and evetyone's got to yell out, "Where's Santa?"
Right? And you've got to yell it really loud, and then Santa comes. I
remember that. So this is one of those things. "Where's Richard?" Okay.
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So he's in the room and I'd like you to make him extremely
welcome to the stage Mr Richard Evans.
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welcome. Please

'Where's
Richard? On the toilet,
MR RICHARD EVANS: Thanks, mate.
Daniel. Thank you for coming, and that was fairly embarrassing. Yes. It's
pretty hard to get people to invest time, because there's so much, I suppose,
scepticism in the marketplace. You guys have done that, so thank you very
much. Imagine has invested a lot of capital and time as well to put this
weekend on, and I want to thank you all for coming, you know. Let's turn it
into something where , al. the end of the weekend I hope you go away feeling
that you really will see that we're onto a winner here, and hopefully you'll be
apafi of that.

Moving forward, I'm going to talk about how - as Daniel puts it - I imagined
Imagine, and really, how I discovered the industry that we've created, of
essential service advisers. But what I'd like to do is get some participation
from the audience, and in that, when I ask a question about if you feel a
cefiain way, and I'11 get you to put your hand up, please put your hand up if
you do. If you don't, don't. Is that fair? Because I think the undercurrent that
I noticed in the marketplace is what really stimulated this business, and I feel
that the majority of people in the room will be feeling the same way when
dealing with corporations. Okay? So I'11move into it.
Basically, I had a background in business over many years, and I created a
retail business with businesses in Sydney, Melboume and Perth, as a national
company, and this is prior to, obviously, coming up with Imagine. Towards
late 1997, or actually at the beginning of 1997 - I am going to give you a bit
of a history of how I created this, and I think in doing so you'll see that, quite
by accident, I came up with the concept. I've got to give you some personal
information about my life, and in early 1997 I got divorced and went on a
sort of new joumey, a new direction in my life, and that direction started off
with meeting a new woman, and this was in Melboume. I lived in St Kilda in
Melboume, andl met this hippie chick, and I'm going to tell you a few stories
about this hippie chick because she's quite interesting.
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Basically, I was fairly f,rnancially independent, I was 29 years old, and had a
mid-life crisis. Got divorced, met a hþie chick, and she convinced me that
money was evil andthat if you wanted to create wealth, you know, well, that
basically rich people were evil, and she was anti-money, and I fell in love
with her. So I thought, all right. Well, maybe I'll take on some of her
philosophies. She lived in Tennyson Street in St Kilda and I lived in Fitzroy
Street. I had a penthouse and she had a - more like an outhouse, which sort
of fits with the hippie. Right? Anyway, she convinced me to scale down and
stop being a workaholic and I should start enjoying my life, and I thought
that's a great idea. So I started partying with her, and anyway, it didn't take
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long and she moved out of her outhouse into my penthouse.

10

Actually, she was really cool, because she started the trend of shopping at St
Vinnie's. You know St Vinnie's de Paul? She was actually very groovy and
she used to shop at St Vinnie's and, you know, she could make $10 look
fantastic, and she used to say, you know, money's evil. She never drank
French champagne prior to meeting me. She had a bottle of Seaview Brut in
the fridge, and she said to me - I remember the first time I took her out on a
date. I'd bought a couple of dozen long stemmed roses and a bottle of Dom
Perignon and she said, "They all taste the same. It's a waste of money. That
won't impress me." Anyway, she now won't drink Moet any more. She only
wants Dom, you know.
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After convincing me that St Vinnie's de Paul - she's very groovy - St Vinnie's
de Paul is the fashion - you know, the direction where fashion's going to go, I
did notice that when she moved in with me she stopped buying St Vinnie's de
Paul and she's bought St Vinnie's Versace and St Vinnie's Armani. But very
hippie look. She still has the hippie look, you know. So, anyway, we
decided to move to Sydney because our business is based in Sydney as well,
and she had a lot of friends in Sydney. So this is - now we're about mid1998. We move to Sydney, and I start scaling down my operations. I had
business partnerships. I sold out of my partnerships and maintained my retail
chain around the country, and she moved in with me and we sort of became
engaged, and - yeah, it was a really great time.
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Anyway, the reason I'm telling you this is we were partying a lot. We bought
a very big boat and sports cars and we just had a really good time, and I
parked my boat at Woolloomooloo and became very well known at Otto's.
This is prior to John Laws really taking over Otto's. So, what happened was
we were partying so much, we went away to the Blue Mountains one night,
and this was a Thursday night, and we stayed at this place in Blackheath
called Parklands, and we had a really big evening that Thursday night and a
really big hangover on the Friday morning. So about 3.00 in the aftemoon
we soft of - after going for a little bit of a walk on the Parklands estate, I
think, well, I'd better ring up my shops. See how my managers are going.
So I pick up the mobile and I switch it on and I go to ring out, and it said that
my mobile had been disconnected, and I thought, that's strange. I wonder,
and I pick up the house phone in the hotel and I ring up my Oxford Street
shop, which was the jewel in the crown, and I ring up the shop and the phone
was discorurected. Now, at this stage I started getting - my heart started
beating faster and I rang up my manager who was rururing it, a guy called
Paul, on his mobile, and his mobile was disconnected. There's a theme here.
So I ring up other shops around the country and, yeah, all the shops around
the country were disconnected.
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Now, all my managers had their phones on the same bill. Now, I'm not going
to mention the company's name, but I'll just say I was dealing with a major
Australian corporation. Now, my monthly spend was around $14,000 a
month on these telecommunication services. In retail, Fridays - Thursday
night and Fridays and Saturdays are really the most important day of the
week. You know, those days are very, very important. In fact, I had my
business model set up that Thursday, Friday and Saturday would pay for the
entire running and staff and everything else, and the rest of the week was just
like profit. So it was a good structure.

Now, EFTPOS and credit card transactions are about 60 to 70 per cent of
your retail transactions, and anyone in retail would agree. Correct? Who is
in retail? Who has got - and I am still in retail. Anyone? Okay. No-one else
got retail shops? Okay? Okay. So it's, you'd agree, 60 to 70 per cent?
Okay. Good. Well, in order to use the EFTPOS system you need a phone
line. It's now disconnected. I finally got on to one of my staff who had their
own mobile, and this was in the Oxford Street shop. It's now about 4.30 and
they are panicking. They're saying, "'We're losing thousands, you know.
We're losing. We're trying to get people to go across the road to the ATM
but they closed that bank down." You know, there's a theme. There was no
bank. There is no way anybody was spending money on their EFTPOS
system.
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So

I get on to the telecommunications provider, and I was speaking to a call

centre. Now, this call centre was positioned in Australia. This was prior to
the Indian call centre boom, and I'm speaking to this person on the other end
of the phone and I was pretff, you know, excited. I was saying, "Can you
please put my phones back on?" And they said, "Sorry. You have to pay
your bill." And I said, "Well, I'm in the Blue Mountains. I don't have the bill
and, in fact,I don't recall receiving the bill. Can you please put it back on?"
And they said, "Well, you've got about 14,000 outstanding. You've got to
pay that and we'll put it back on." And I said, "We're not - this is not going
anywhere, is it?" I said, "You've got to put it back on." And they said,
"Well, pay the bill." And I said, "I can't. My credit card won't have that
room on it," and I said, "My cheque book" - and they said, "Well, get to the
post office." I said, "Where are you going to take the cheque? I'm in the
Blue Mountains."
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So, the long story short, they hung up on me, because I couldn't persuade
them. All right? I got, you know - apparently they have an irate customer
policy, and I was one of those irate customers. So they hung up. Anyway, I
got back on to them, and about 5.30 in the aftemoon now. I'd spoken to a
number of call centre people, and it became very apparent that there was no
way they were going to put the phones back on. So the phones stayed off all
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weekend, and I got them back on about Monday afternoon, about lunch time.
I calculated I'd lost around 40 to $50,000 in retail sales over that weekend,
and it's very easy to calculate that. You just look at the previous weekends.
You know you're down. You know, 60 to 70 per cent of your tumover is not
there. Well, not hard to work out. Yeah? Easy.

I thought, well, this is rcally not fair. I don't recall receiving the bill. So I
went to my PO box. I had a PO box. It wasn't there. So I call my lawyer,
and I have a fantastic lawyer in Melboume and his name's Alex, and he's a
Jewish lawyer and he's about early 60s and he had one of these - or he has
one of these great voices, and he's very dry. He's not avery excitable person.
I love to imitate him. For instance, you'd ring Alex and you'd say, "Hey,
Alex. How are you going?" And he goes, "Tired, worn out and exhausted."
That's his standard "hello". If he's hada bad day he'll say, "Tired, worn out,
miserable and exhausted," and, you know, so not a lot of PMA there.
So
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So I rang him up. I said, "Alex, my phone's have been disconnected and I
lost about 40 or $50,000. What do I do?" And he was very wise. He said,
"Contact the Telecommunications Ombudsman and they'll help you. Thank
you, Richard. Goodbye." So I rang the Telco Ombudsman, and I'm having
this chat with one of the people in the office of the Ombudsman, and this is a
very positive chat, and they're saying, you know - I said I didn't recall
receiving a bill. I believe I can prove I didn't receive the bill, and all these
good bits, and the conversation was heading in a good direction. They said,
"Well, you know, this obviously is unfair and I'm sure you're entitled to
compensation. How much was the - do you calculate you lost?" And I said,
"About 40 to $50,000." And they stopped me right there and they said,
"We11, unfoftunately, we can't help you." And I said, "Why is that?" And
they said, "Well, that's a civil matter. Any matter over $10,000 is a civil
matter and you need to litigate." I said, "Okay. And what? You can't help
me?" And they said, "No, that's a civil matter. You have to sue them."

Okay. Get off the phone. Ring my lawyer again and I said, "Look, I'm
coming down to Melbourne. I need to see you. The Ombudsman said they
can't help me, because of these reasons." So I go down and I see my lawyer,
and I go into his office. A big mahogany desk. He's sitting behind the desk

40

and leaning back in his chair, and he's got those glasses that just sit on your
nose, those little glasses. 63 year old silver haired Jewish lawyer. And I
walk in and I say, "Alex, I've got all the information. I can prove that I didn't
receive the bill," and I said, "We've got afantastic case, you know," and he's
looking at me. "Yes, yes, yes," nodding away, and I hand him the f,rle. I say,
"Now, Alex, what do you think? Are were going to win?" And he said, "We
win? I'm not sure. Me, I always win. You, I don't know."

45

Right? And he said, "I don't know about we, this "we" thing. But you
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start by giving me $50,000 into my trust account, and expect to spend a
quarter of a million dollars, and in two to three years, you know, maybe
something will happen, you know. But really not a good idea to sue the
biggest company, or one of the biggest companies in Australia." Now, I've
got a Boadicea complex. Does anyone know what Boadicea complex
means? It's the justice, you know, the woman, injustice. It's a complex for
injustice. If you think something is injust, you'll get out there and you'lIwave
aflag, you know. I used to go on protests with Greenpeace and all these sorts
of things, so I've got a Boadicea complex. I've got a very big Boadicea
complex when I lose 40 or $50,000. Right?
So I left his offrce feeling mildly pissed off. So I leave his off,rce and away I
go. Get back to Sydney and I was furious, and I started whingeing, and I was
whingeing to anyone that would listen. Now I'm whingeing to hundreds of
people. Right? Whingeing about this loss, and I started talking to people at
parties, and I was in the fashion industry, so I had a lot of friends in the
fashion industry and I started talking to them, and they're talking to me about
their stories, and I found that the majority of people I talked to had similar
stories, these stories of being totally disempowered. And I'd like to point
something out. When you build a business and you're a - what I call an

empire builder, you create wealth for lots of reasons.
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But when you've got a retail business, and it was a good size business, all my
providers - as in my fashion, clothing providers or providers of services that
weren't essential services, actual physical products - treated me like a king.
They'd take me out to dinner, take me out to, you know, lunch. They were
friends. I'm spending a lot of money with them. Now, I was spending
$14,000 a month with this company. Let's call it 200k a year, nearly
$200,000 a year, and they disconnect me without warning. Now, I thought
why didn't they just ring me? You know, they own the phone lines. "H.y,
we're about to cut you off." So I'm telling my friends and my other suppliers
this, and they're telling me the same sorts of stories, and one day I was in my
Oxford Street shop and I drew up a survey, and it was just very simple. Just
created my own survey. I do these sorts of things, and I went out and stood
in Oxford Street and I asked 100 people how they felt about essential service
providers and corporations in general.

I will never
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forget walking back in the shop and putting down this survey,
and looking in the mirror and thinking, bugger. Over 90 per cent of the
people that I spoke to were angry, or felt disempowered about these
corporations. They felt very similar to the way I did. Around 90 per cent.
So I thought, gee, this is interesting. I had a marketing mindset, and I
thought, most of the people that I'm speaking to have a similar point of view
towards, or a feeling towards these corporations. So that was the beginning
of the journey of what we have got here.
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So I started thinking about the deregulation of these major industries, and I
started spending a lot of time thinking about that, and this was now - we're
heading towards about a year after I was disconnected. We're now about
September 1999, and I was still running my other businesses but I was
researching, in general, not very heavily, but really noticing where's this
going to go? Deregulation of energy now, and deregulation of gas and the
Telco industry, and I was just - it was floating around in the old noggin, and a
friend of mine gave me a book on Rockefeller, in early September, just as a
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sift.
Now, when I was a kid I had a fascination, and I'm going to talk about that
this weekend. I'11 give you quite a bit of background about how I grew up,
and hopefully you'll find it entertaining. I certainly do. But, basically, I had
a fascination with empire builders, a real fascination. My first book I ever
recall reading was by Napoleon Hill called "Think and Grow Rich" and I was
probably five or six or seven years old. My dad used to give me all these
books, and they were books on empire builders. So, anyway, I always had
this theme. I always talked about them. I knew a lot about empire builders,
and this woman called kena, this crazy countess, gave me this book and it
was on Rockefeller, and this was early 1999.

I stafted reading it again and I was refreshing my memory from the past, and
I'm reading this life story of J.D. Rockefeller. Does everyone know who
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Rockefeller is? Well, I'm going to talk about Rockefeller in this presentation,
because he is one of the, I suppose inspirers for me to create what we've got
here. So, anyway, I'm reading this book in early t999. Then on9.9.1999I
was at my friend's place and we were having this discussion, and it had
nothing to do with essential services at all. It was actually a spiritual
discussion. This person was a very spiritual person and he was talking to me
about spirituality and this evening we had these discussions.

So, anyway, we're having this discussion and it's going for a number of
hours, and I don't know exactly what he said, but he said something and it
was actually not arything to do with essential services. It was about God.
But he said something to me and exactly at 11.33 pm on 9.9.1999 the light
went on. What happened was, I'm looking at the sky and we're just having a
chat and I went, "Oh my God," and he's thinking, "Yes. Now we're talking
about God." And I said, "No, no," and I had this look on my face, and
everyone in the room - there was about five people in the room - looked at
me and went, "What?" You know, you've had some massive, you know,
apparition about the creation of the universe or something, and I've gone because I just saw what I'm about to show you and I've gone, "Oh my God,"
and I jump up and - this person's name was Alex, and he's saying, "Tell me.
Tell me what's wrong? What? What? What?"
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And they are all saying, "What's wrong?" And I went, "Nothing," because I
realised I had the massive idea and I was in the room with the biggest mouth
in Sydney, and if I told him this idea, before the next day it would be in The
Sydney Moming Herald. You know. So I ran out of his house, and I was in
such a hurq,that I actually left my wallet there. I got home. He rings me up,
tells me I left my wallet, so I go back and pick it up, and I race home, go up
into the penthouse and I run in the door, just like - with this idea going, jang,
jang, jarrg,jang, jang. I've gone - and the hippie chick just wanders out of the
bedroom and she goes, "What?" I went, "Nothing," because I'm in the room
with the other biggest mouth in Sydney, and I'm busting, but I know first
strike advantage says don't tell anyone.
So I'm going, "Mmm" and

15

grabbed this pad and

run into the bedroom, lock the door and I

start seriously writing down, and this is what the light
bulb was. saw the firture of essential services and technologies, and I
realised that nobody had come up with an organised distribution model in a
deregulating $66 billion industry, and I thought nobody's done it, because I'd
been looking at the marketplace of a deregulating essential services
marketplace and I knew there was no-one out there. So I grabbed my hippie
chick's, or my fiance's son, who was studying at Sydney University doing a
business degree. I grabbed him the next day. I sit down and say, "Listen, this
is the idea," you know, because this guy was really sharp. He wouldn't tell
anyone. And I said, "Now, let's work on this."
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So we started researching it. Jumped on the Intemet, because he's very good
atthat, and we check around the world, and then we got Sydney Uni students
to staft doing a lot of research for us, and I jump on a plane, take the hippie
chick on a holiday, and we go round looking at different parts of the world,
and I was researching it. Now, I've had a faftly big corporate background so
I've got a lot of networks internationally as well, and I started questioning
people in England and all over the world if there was anything out there.
Now, understand that the essential services industry around the world has
been deregulating for 30 years, led by America, and to my fantastic surprise
there was nothing in the world that organised the distribution of the biggest
industry in the world.

There was no organised distribution, and I realised in a deregulating essential
services, or a deregulated market, with many, many different players, you
have to have an independent adviser of essential services. It made total sense
and I thought no-one's done it. That was the beginning. At the same time
technology products around the world - we had the technology boom.
Remembering the dotcoms were booming. Well, I looked at the technology
industry and I felt that it was going to bust, prior to the bust. I think everyone
probably felt that. But I saw that technology products were going to run into
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a real problem for distribution, because they were becoming - they had
outgrown our need. All right? And I'll talk about that in the following
presentation.

But, basically, we found that there was no organised distribution - as you
know, because you're obviously here for that reason - of essential services.
Now, think about this. A $66 billion industry in Australia, excluding
technologies and petrol, in total chaos, and what we did, we researched the
10
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market and we found over 90 per cent of the people in the marketplace, when
dealing with essential services providers - and I know that Daniel has spoken
about this, and I'm going to survey the room, and I believe the majority of
people in this room would feel, when you're dealing with essential service
providers, fi^ustrated, cynical, disempowered, and if you disempower anyone
it makes them disloyal, and therefore easily chumable, except you've become
so cynical and now you're resistant to taking up any new offers.

Who feels disempowered by these giant companies? Put your hands up.
Right up. And this is that pafücipation. Now, keep your hands up and look
around the room, and you'll find that, say, over 90 per cent of the room are
feeling the same. Put your hands down. Now, that deserves a clap. Give me
a clap. I'll tell you why. Because in marketing,that is the holy grail. Okay?
I just read your minds. You know, I know what you're thinking, and in sales,
and we've got a PR company and an advertising company in the room, for
them to see that is very powerful, isn't it? You see. There's that Jedi mind
trick. So if a marketer can known what the marketplace is thinking, then the
marketer can create the answer to the thinking, and that's called the mass
market mindset.
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John Symond answered it, created the mortgage broking model which we
now know is a multi-billion dollar industry. Well, I got excited, because noone had done it, and what happened was I then created this model. Now, we
find, by using the membership form, and everybody has probably got a
membership form in front of them. I'll get you to read it during the weekend,
or if you've got it now, have a look at it. That membership form is extremely
powerful, because what you do, it collects the mindset, it channels all the
people in this room and in the marketplace into one point. So it takes the
energy of what you're feeling and gives you a voice, and that's very, very
powerful.

So there's two things. One, you create an industry of essential service
adviser, and two, you build massive strength in the markeþlace by putting a
giant membership around to all of us. True? And that's what we did. So we
went out and created the essential services distribution model and the
member based system. Now, distribution is the fastest and most powerful
way to create wealth long term. If you look at the biggest empires in the
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world they are distribution based. I'm going to talk about Rockefeller now,
because what Rockefeller did was very, very similar in a way to what we're
doing here, if he'd created a distribution pipeline.
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The collective mindset of the mass marketplace. Isn't that fantastic? Hey?
90 per cent. See how easy this is. 90 per cent. It's very exciting. All right.
Here we go. 150 yeats ago the oil industry was in its infancy. Right? And a
lot of people think Rockefeller was one of the first people in the oil industry
and he founded the oil industry. It's actually not true. Rockefeller entered
the oil industry about 20 years after it had grown and it was already afairly
big industry. It was disorganised, but it was big, and I'll tell you the story.
Rockefeller had a general store out in Texas somewhere, or Pittsburgh, one of
these country towns in the farmlands of America.
What happened, the oil industry began by farmers walking around on their
properties and stepping in this black stuff. It literally was oozing out of the
ground, and they probably went back into their houses and accidentally
caught on fire and worked out that the stuff was flammable, and the birth of
the oil industry saw the major whaling industry shut down, which was
probably the only positive thing it did. The birth of the oil industry - because
back then they were using whale oil to fuel their lamps and things like that.
So the oil industry created kerosene for the lamps and that was the first big
boom. Now, excuse me a minute. Some water.
Now, Rockefeller had a general store in the farmlands, as I said, and all these
farmers became Texas oil tycoons. They just started building these makeshift
refineries and with these - on their properties. So you've got the farmlands,
and all these little fatmers building these oil rigs and refineries, oil wells and
refineries on their properties. So - by the way, this is not a tepee. This is, in
fact, a fantastic picture of an oil well and a refinery. What happened with
your little farmers - here's your farmer - he becomes a Texas oil tycoon. He
starts selling kerosene to the city people. Now, the city people live in the
city. That's where all the people live. And the farmers are out on the farm.
So the oil was refined on the farmlands and the people that bought the stuff
lived in the city. Now they weren't really sophisticated back then and what
used to happen was the little guys that lived in the city, the consumers of the
oil, refined oil, got on their horse and carriage and used to travel maybe a
week to go to the farmers with the kerosene, go to their little guy, buy their
refrned kerosene, and then go back to the city. This happened for about 20
years, people coming from the city to the farmers and going back, buying it.
People like Henry Ford, probably, would have been buying his kerosene for
his horseless carriage, going back to the cities. Right?

Now, what was happening was also a wildcat industry, and what that means,
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it was dangerous, because apparently it's pretly dangerous to refine oil to
kerosene, and these little makeshift refineries, these farmers or tycoons were
blowing themselves
Right? So every now and then they'd blow
themselves up. So Rockefeller noticed all these people fiom the city corning
into his general store in the country, and he probably started questioning

up.

them, saying, "Where are you from?" and somebody probably

said,

"Chicago," or from all over the country. He just started noticing this growth.
More and more people coming from the city to buy this refined kerosene,
and I'll tell you what he did.

l0

15

20

25

30

35

40

45

His genius idea was extremely simple. He went out and he looked into the
future of the oil industry and thought, where's this stuff going to go? How
big is this black gold going to be? And he raised $4000 from investors and
built a state of the art refinery in the city. He then - right at the end of a
railway track. He then signed off, I think it was Westem Rail, to carry his oil
exclusively to his refinery. I{e then went to all the people that owned all the
oil wells, because he didn't own any oil wells, and he signed them up to
refine their oil in his refinery. He probably went to the widows of the blown
up tycoons and said, "Look, I could probably do this better than you." So
that was his first move.
The next thing he did, he started laying pipelines - actual pipelines - from
other people's oil wells to his refinery. That's it. He then set up distribution
points, called service stations, in the city. see, what he did, instead of having
the people go to the farmlands, travelling for a week, pick up the product,
genius that he was he brought it to the people. That's it. He pumped the oil
down his pipelines, refined it in the city, and supplied it to the city folk.
Now, is that really complicated? No? Pretty simple idea? Didn't own any
oil wells. Right? He didn't have a lot of money. He just had a really simple
idea and it was, for 20 years these people are going fiom the city to the
farmlands and they're buying this stuff and going back, and the reason why
nobody probably thought of delivering it to them before was demand was so
high that the oil wells - they were all independents. They had these little oil
wells. There was - the people would go and pick up the product from them,
because demand was so high.

But to create a bigger demand he bought the oil to us in the city. That's it.
Now, is that complicated? It's a very simple idea, isn't it? Do you know
what that simple idea did for Mr Rockefeller? Within 10 years of Mr
Rockefeller laying the pipelines of distribution he became the richest man on
the planet, and controlled over 90 per cent of the oil industry in America.
Now, that concept is very, very simple. Right? And what do we call that?
What's that called? Organised distribution. Prior to that we had disorganised
distribution. Correct? Blowing themselves up. Travelling to the farmlands.
It's disorganised. Chaotic. And this is now organised distribution. No oil
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wells. Just piped it. At his height he had over 80,000 miles of pipelines in
America. 80,000 miles.
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By l9I2 - and by the way, he started this in 1890, about mid-1885, 1890. By
l9l2he was the richest man on the planet. It only took him 10 years to get
there. But let me give you an example of how rich this guy was. If he was
alive today his fortune would be at least $US450 billion. About 10 times
bigger than Bill Gates in wealth. He'd also be able to buy the top 20 richest
people in the world. Right? Phenomenally rich, from a simple little idea of
organised distribution. TVhat he did, he got in first and he organised the
distribution of oil, which was the biggest growth industry in the world at the
time. Yeah? That's it.
Now, the reason I point this out is - it will be very apparent in a moment. In
l9I2he was worth $US1.2 billion. He was the first billionaire on the planet,
and he stayed the first billionaire for a long time. But 1.2 billion, or $1200
million. To give you a comparison, just to let you know the vastness of that
wealth, the richest man in Australia at the time, the KerÐ, Packer of
Australia, was worth approximately SUS3 million, compared to $US1200
million. The richest man in England was worth $US40 million. And that
was it. So he was a fat cat. Now, the reason this is very important - has
anyone heard "technology is the oil of the future"? Who has heard that?
Okay.
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Ill tell you why people say that. Technology really is the oil of the

future, because oil is now in decline, and whatever we're going to be getting
around on - our cars or whatever is moving us - will be a technology based
system. In other words, the energy will be harnessed through technology.
Does that make sense? Also, who thinks we're at the top of the technology
boom? Who things we're at the beginning of the technology boom? Okay.
We well and truly are at the beginning of the technology boom. If the planet
continues to stay alive for another 100 years or more, technology will become
more and more and more part of everything we are. I believe the future of
technology is, within the next 10 years technology products will actually be
designed for an individual person, for your own need, almost like artificial
intelligence.

40

At the moment they mass supply products for the mass market, and we
generally all need it. But I think it's going to be niche orientated, because it's
going to become more and more specific. So the oil of the future is

45

technologies. Also, essential services in an incredibly chaotic industry, as we
know, so I believe the future of distribution of essential services has to be an
adviser, someone that knows your needs and can look at the different value
you can add to someone in their business. Correct? That's why you're all
here. I'll give you an indication of the pipeline we're building. If you
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imagine that this company is called Energy Australia, this oil well here, and
this one's called Sony, and Ericsson, and so on and so on. Right? What we
are doing is creating the pipeline of distribution for those companies, because
if you look at the technology side of things, mobile phones are becoming
incredibly, I suppose, advanced, aren't they?

V/ho knows all the functions and how to use all the functions on their
mobile? There you go. We've got three geeks in the room. Right? Imagine

if
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somebody actually showed you how to use your mobile phone when you
it, and showed you not only how to use it, but took the phone
numbers and loaded it from your old phone into your new phone? Imagine
that. It would have been great for me if somebody had downloaded my
numbers. I lost my mobile on the weekend, and I had three years of phone
numbers and - my God. Anyone lost their phone and not downloaded the
numbers? Yeah, I have, and I'm the CEO of essential service advisers
company. Bo, who is basically my adviser, says, "We'd better back up that
phone of yours, Richard." I said, "Yeah. No worries. Haven't got time
today." Should have listened, huh?

bought

So these companies here are looking and needing distribution. I'll give you
another example. You know Microsoft? Everyone's heard of Microsoft.
Well, Microsoft - who bought Windows 99, or 98? Windows 98? Put your
hands up. Okay. Who bought 2000? Okay. Who bought XP? Put your
hands up. Everyone in the room put your hand up if you've got or bought
XP. Look around the room, everybody. Okay. Most people have got XP,
about 90 per cent of the room. Right. The others have got Apples. Who is
going to buy the new Microsoft product, the Windows thing, when it comes
out? Two people. Put your hands up. There's one, two, three geeks. Yeah,
the geeks.
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The geeks will buy it, because they always buy the Microsoft products. Who
has got XP? Put your hands up. And who is going to buy the new one? Put
your hands down if you're not going to buy it. Okay. Do you know what that
is, for Microsoft? That's a massive problem. Okay? What's happened is noone is going to upgrade their XP because it's good enough. Why are you
going to upgrade? Don't even know how to use XP, there's so much on it.
True? I use about 5 per cent of XPs capacity. Actually, probably less.
Emails, you know, the odd letter, odd business plan. Not much. Now, that
problem is the reason Microsoft haven't released their new product, and they
won't release it until they know that the marketplace is going to pick it up.

45

So we've now got a situation where technology products are becoming niche
orientated. You really need to know someone's needs or what their business
is and then, if you could create something for their business or their
individual use, then that would become powerful, wouldn't it? Who would
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use a product, or buy a product if it was specifically designed for their
business? Right? Well, the only way you can get that is if you understand
what that client needs, and that's a pipeline, you know, of communication. A
one on one relationship is whæ you need with your clients. So these
companies are using our pipeline to get to the markeçlace, and it's the only
pipeline that works, because all the other pipelines don't work. They're
chaotic.
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So it's interesting. For the last 20 years people have been going to the, you
know, Microsofts and buying their product because we needed it so much.
Now we're not going any more because we, you know, we're happy with the
product we've got. So the only way we're going to get fuither distribution of
technology products is to have an organised distribution pipeline. Make
sense? So what this company is doing is creating a national, and then
international pipeline of distribution via our member buying system, and then
the most powerful point, and whenever I present this to providers I say, "One,
we have thousands and thousands of members." And they go, "That's great.
We've seen buying groups before." I say, "Yes, you have. However, what
you don't have is a one on one relationship with every one of your members,
and we do."

Yeah. At Imagine our clients, our members, are our members. So the
provider - the relationship belongs to us, and every other distribution out
there for these provider companies, the relationship - for instance, brokers
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that get - Telco brokers, things like that - the relationship that they create is
for the Telco, or for the energy company. The energy company owns the
relationship. Not in Imagine. We own the member base. So they become a
member frrst, so the relationship belongs to us, and then we just simply
advise them on the best product suited to their business. It's great, isn't it? So
if you take this to its logical conclusion, when we have activated,let's say,
300,000 business in Australia - no, let's say 100,000, to be conservative.
Once we've got 100,000 businesses operating in this country we will have a
one on one relationship with every one of them.

We will know, you know, their middle name. We'll know their favourite
food, maybe, if we build good relationships. It's the same as your accountant
probably knows what you like to eat, because he takes you to dinner, as we
do the same thing. Yeah? Or your accountant probably doesn't take you to
dinner, but you might take him to dinner. But, does it make sense? How
powerful do you think that would be?

MALE SPEAKER: Pretty powertul.

45

MR EVANS: Yeah? Well, picture this. If you've got it here, and then you
do it internationally. My vision is that Imagine will go global and within frve
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years we'll be in at least 20 countries, with over 10,000 advisers around the
world, and imagine having 10,000 advisers and 3 million businesses you're
dealing with. You see the pipeline? Then anyone that wants to distribute
products around the world will come to Imagine and we can put it down the
pipeline. Except the difference between the Rockefeller model, Rockefeller
owned the whole pipeline. What we do here, we can't own the pipeline,
because you are the pipeline. So we create the model for you to own a piece
of the pipeline. Making sense?
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So this weekend is about introducing you to the concept of the most powerful
distribution model, I believe, in the world for essential services and I believe
if you do your due diligence with us you will see that there is no better way
of purchasing essential services and technologies products than Imagine.
And if I'm right, do you know what we're sitting on? A new industry worth
billions and an Imagine global membership base wofth, with God's help,
billions. Make sense? And you own a piece of it. So I've got five more
minutes to wind up on new industries, but do you get it? Yeah? All those in
favour say "aye".

AUDIENCE: Aye.
MR EVANS: Okay. Give yourselves a clap. Because you now have first
mover advantage. You're first in abrand new industry. We have around 400
advisers in the country, but that is a very, very small amount of people for a
massive new industry. $66 billion pipeline. The essential services industry is
about - to the SME and home market is around $40 billion. You're stepping
into a $40 billion new industry. Aren't you lucky? Eh? You're doing a time
warp, going back 10 years, getting into mortgage broking in its beginning.
Who would have - if I was Aussie John and I was saving you, would you
have joined me i0 years ago, with the knowledge you've got now? Who
would? Put your hands up. If you could have had your own pipeline?
Right? I certainly would have.
Well, you've just done time warp. Gone back in time. And we've gone all
the way back to the most incredible distribution model of 100 years ago was
Rockefeller's model. The new model now is a people based model, and
services and people services are the future. Anyone that's read "The Roaring
2000s" knows that service and service based models are the future. The more
isolating the corporations make us feel, the more service we want. Yeah?
Taking us - what a fantastic thing Telstra's doing at the moment. Isn't there a
little bit of anti-Telstra sentiment in the marketplace? What are their shares
worth now? About a can of Coke?

MALE SPEAKER:

.....
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MREVANS: Yeah. Fourbucks? Thatmuch?
MALESPEAKER:

---

MREVANS: Wow.
MALE SPEAKER: A
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can of beer.

MR EVANS: You know, it's really interesting. The future for Imagine is
extremely exciting and you're the future of it. Okay? So thank you very
much. Creations of new industries. If you - I'll give you a quick recap for
five minutes on what it's like in Australia. If you start a new industry in
Australia and you do it properly, generally you end up being the big fish in
the small pond. For instance, in my years of research - I used to be in the
frnancial services and I would consult to high net wealth individuals. A lot of
my clients had frrst mover advantage in new industries they created.
Shopping centre owners. I actually dealt with quite a few shopping centre
owners in my life, and I still do, and about 30 years ago smart people like
Frank Lovrry and John Saunders saw shopping centre models in America,
came to Australia, and set up the first shopping centres.

Westfield was set up by Frank Lovrry about 30 years ago. It took a new
model set up, a box in, you know, in a developing area and he - and brought
people inside his little box. Right? Which are the shopping centres.
Shopping centres saw the end of strip shops. Strip shops died. Shopping
centres became the model. Do you know Westfreld is now the biggest
shopping centre company in the world? We should be proud of that. He's an
Aussie. Right? The biggest shopping centre company in the world. But that
was a new indusfry, and do you know, the people that created that shopping
centre industry, about 80 to 90 per cent of the entire shopping centre industry
in Australia is controlled, probably,by less than seven families? Okay?
The trucking industry in Australia is another great example of a new industry.
It's about 30 years old. It's mature now, but people like Lindsay Fox, and the
Finemores and Alan Scott started the interstate trucking boom, because of the

market need. And, do you know, 90 per cent of the trucking industry in
Australia would be controlled by less than 10 families? It's true. Media.
Media in Australia, probably 75 per cent oontrolled by, or 70 per cent by two
families. And we know who they are,I think. So if you look at industries
and you get in and you take f,rrst mover advantage and you block out the
marketplace, which is what the accountant strategy is all about, blocking out
the marketplace so competitors can't come in, and then you set up your
distribution pipeline, which we have now got here, and then you use
companies like Love to tell the message, and all of a sudden, you block out
the marketplace, you frll it up with advisers, and then the members staft
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running in.

Why do they run in? Because 90 per cent of them need what we've got, and
want what we've got. So I'm going to talk to you at the end of today, but
thank you very, very much for coming along, and I believe by the end of this
weekend you will just love us. Thanks very much.

10

MR D. PRIESTLY: Ladies and gentlemen, we'll take a lunch break, and if
everyone could be ready to staft at 1 o'clock, which would mean if you could
come back into the room at 5 or 10 to 1.00, that would be fantastic. Lunch is
just out in the restaurant, but you can also feel free to bring your meals back
to your tables, if that's more comfortable for you. But we'Il take 40 minutes
for lunch and see you back here at 5 or 10 to 1.00. 'thank you very much.
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LUNCH ADJOURNMENT

20

MR D. PRIESTLY: Feel free to bring all that sort of stufT inside. Come on
in, guys. How was lunch?

AUDIENCE: Great.
MR D. PRIESTLY: Good?
25

FEMALE SPEAKER: Good food.
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MR D. PRIESTLY: Everyone like lunch? Right. If you can get those doors
closed too, as well. So welcome back. Pardon? Lunch was - thank you very
much. I'm glad you enjoyed lunch. One thing about lunch is everyone comes
back from after lunch, ffid lunch is a funny time when you're up here
presenting, because after lunch what happens is you look out into the crowd
and everyone's doing this, and we have a rule. If we catch you drowsing off
and if we caÍch you snoozing during the presentation, well then, you've got to
come up on stage and do a joke or a dance for us. Is everyone happy with
that?

AUDIENCE: Yes.
40

45

MR D. PRIESTLY: Cool. Okay. So welcome back. The first quick thing
we'll do is if everyone could open up those blue folders and just quickly grab
the non-disclosure agreement, and if you can hll out the form there. Most of
the time when we use these documents it's with CEOs who represent
companies and things like that. If you're not here in that capacity, if you're
just representing yourself,, then just put your own name, no ABN, on the
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front. Then, over the page, just off to the right you'll see a place for you to be
able to sign and just let us know that you're not trying to set up a competitive
organisation. And so just take a minute or two right now - actually, could we
get some non-disclosure deed music, please, just while everyone's filling out
those? Non-disclosure form frlling out music. Much the same as the walking
in the room music.

10

Everyone like the Rockefeller story? It's quite interesting, isn't it? You know
Rockefeller was worth $1.2 billion when the avenge income was 4 to 55 per
week? Anyone know that Rockefeller set up the American Medical
Association for the distribution of pharmaceuticals. It's the beginnings of
distribution.

MALE SPEAKER: Excuse me?
15

MR D. PRIESTLY: Yes?

MALE SPEAKER: Couple of clauses that I'd actually like to have a talk
about.
20

25

MR D. PRIESTLY: Okay. What I'll do is - Glenn, do you want to just see
this gentleman, just over here? I'll just get you to discuss it with Glenn.
Okay. So when you're done with that, if you can just put it opened in front of
you, on page 2. Open on page 2 in front of you. And we'll just come around
and collect them. Just - yeah. Just if everyone can - if you can just collect
them up. Ifjust the advisers, the existing advisers, can you just grab those off
the tables? Yeah. While that's happening I just want to play a really quick
game, just to liven up the room a bit. I might just lose that music too, if that's
all right. The form filling out music, now we've done that.

30

35

40

Okay. Just grab those forms. So we're going to play a quick game. Just a
really quick gamq and it should be something interesting, just to staft back,
and then I'll introduce Glenn, who will talk about suppliers and who we've
got as suppliers and things like that. The game is, we've got three letters on
the board. D, S, P. Right. What you need to do is, with your table, get
together on the table and come up with - get one person who is the scribe.
You've got to choose just one person as a scribe, and on your table, come up
with as many sentences that you can think of that have D, S, P. So it could be
"Dad said please". Okay? Does everyone get the game? Anyone who
doesn't get the game? Okay. So we start, choose one person at the table who
is the writer, and I'm going to give you three minutes to do this game. Okay.
So has everyone got a writer. Any table doesn't have a writer?

MALE SPEAKER: Yes.
45

f)
T-IL'ta
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MR D. PRIESTLY: Pardon?

MALE SPEAKER:

.....

MR D. PRIESTLY: No. It has to be just three words. Three words that
make a little sentence. "Dad said please." Okay? Something like that.
Okay. So if everyone's table has a writer, a scribe, you can begin coming up
with sentences now. Just call them out to the scribe.
10

END OF AUDIO FILE NO 2

START OF AUDIO FILE NO

3

15

MR DANIEL PRIESTLY: In front of

20

25

30

everyone is a form called:
Differentiation, the key to success. I wanted to quickly run through that form
really, really quickly. Ron Gibson actually told the story of all the things that
he liked about Imagine and most of them are actually covered in that
document. The reason I will run through it is there is a few blanks to f,rll in,
and I will just run through that so you have got all that information as you
review those notes.
So obviously the first point of differentiation that we mention is that Imagine
is service focused versus price focused. Everyone else in the industry in the
marketplace is actually trying to offer you a cheaper price. Now, I might
have asked some of you this at the introduction presentation. Who here in the
last 12 months has been offered a cheaper price on their phone? Right. And
leave your hand up if you accepted the offer. Okay. So almost the whole
room went up and there is only three people who accepted the offer. That
spells out clearly that the marketplace is not driven by price but is, in fact,
driven by the need for service. What we want is reliable, friendly and
trustworthy service.

35

40

45

The second one is that we want people who we are dealing with to be
independent rather than biased. When you deal with a representative from a
company you know that they are just going to be offering you the products
and services of that company. They are not independent at all. And,
therefore, we have a very low level of trust. What is beautiful about the
Imagine business - and Ron touched on it - was that Travis was able to offer
him some ideas as to: okay, if you use Optus this will be the benefit; Telstra sorry, Vodafone, 3 Hutchison, M8, Telecom, all of those things. So he was
able to go back to him with some different choices. And even within the
different suppliers he is even able to discuss different plans, right, to help

.imagine 8.10.05
Auscript Australasia Pty Ltd

P-73

2006

In-Confidence

Ron find an independent appraisal and choose the one that was right for him.

The third one is acquisition through a trusted aggregalor, rather than
traditional forms of marketing. So Ron talked about building refemals,
trusted relationships and networks, and also through the accountant strategy
where you are actually picking up leads through warrn refenals through an
accountant.

10

Four, group buying power versus individual buying power: this is a huge one.
We give small businesses the buying power as if they were - you know, they
might be spending $500 a month. We get them the buying power as if they
are spending $5000 a month or $50,000 a month. We get them closer to what
a corporation would pay rather than a small business, and that is because of
the Imagine membership.

15

20

25

30

35

40

The fifth one is skilled personal adviser versus unskilled faceless call centre
operator. It is fairly selÊexplanatory. We would much prefer to deal with a
skilled personal adviser who you have met, shook hands with versus - you
know, whenever you call up these large corporations you are definitely
talking to someone different.
Has anyone had the situation - I hate it - where something goes wrong and
you call in, and you explain your problem to someone, and then they say it is
not my department and they transfer you through. And then what do you
have to do? Explain it again. Right. And again, and again, and again, and
again, and again. Right. So no one likes that. Did someone say "I do"? Too
much time.

Small to medium size business focus versus a corporate focus: so there are
actually some organisations out there whose sole job is to help corporations
reduce their overheads. There are corporate advisers, corporate people who
can help you to reduce your overheads if you are a corporation. And
typically what they do is they split the savings so they are trying to save
$200,000 off a bill, and then they make $100,000 for doing that. Right,
There are those sorts of organisations.
But no one is out there frghting for the small guy. No one is out there for the
small to medium size enterprise. l)o you know that small to medium size
enterprise collectively is the largest employer and the largest economic sector
in the business landscape, but no one is out there helping the little guy out.
So we have a small to medium size business focus to help them get the best
rates.

45

Seven, aruîge of products and services versus industry specific products and
services. There is one company, for example, called Allphones and some of
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you would have heard of Allphones. And their claim to fame is that when it
comes to mobile phones, they can advise on Telstra, Optus, Virgin,
Vodafone, a couple of different providers and different plans. But really they
have limited themselves to mobile phones, so they are industry specihc.

l0

Our advisers go out and talk to a business, ffid they can help with the
Internet. They can help with power, they can help with fuel, parts and
servicing. They can perhaps recommend some great technology products
that will help the business become more efficient and give them an edge in
their particular marketplace. One product that was quite innovative that
Imagine has is a pen that remembers up to 600 pages of information; and that
gives accountants an edge, and it gives f,rnancial planners an edge who have
to keep a lot of notes on frle. So little things like that to help give businesses
an edge in the marketplace.

l5

20

25

30

35

40

45

Eight, adviser to business owners versus employed staff. Don't you love it
when you go out to a restaurant and the person who greets you is really warm
and friendly, sits you down at the best table, and they tell you, you know, this
is what you should have on the menu, this is fantastic tonight, and we have
just put this on the menu. And then they say we have just orderecl in this
great new case of wine, and it is not there on the wine list but I will get you
that bottle because I know you are going to love it, and it is so popular, and
blah blah blah blah. And at the end of the night you have an absolutely
fantastic night and you have a great experience of that restaurant. Who is it
who served you? It is the owner, and you just know it if the restaurant is
called Billy's, well that is Billy. Right.
And there is just that something about dealing with the business owner. And,
in particular, business owners love to deal with other business owners. So
that is a huge advantage as well. We have a long term focus versus a short
tetm focus. When somebody comes around to tell you about your mobile
plan or your phone plan, typically they have an upfront commission. Upfront
commission is the structure that they are on. Our advisers are on an ongoing
trailing commission, an ongoing trailing income. And the upfront, someone
who is going door to door probably gets a higher upfront than what our
advisers get, but they get no trail which means that they are just happy to do
business once, and they want to churn the marketplace.
Our focus with these businesses has to be long term because we want these
to stay with us for a long time, because that basically will create
our own financial freedom. So if we don't have a long term focus with our
clients, we don't have the ability to create f,rnancial freedom. If our advisers
do have a long term focus with the clients and are actually looking to serve
the client and help them get a solution that is going to work for them long
term, well, then that adviser is able to create financial freedom from doing
businesses
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that.

So we are very, very interested in the business's

MALE SPEAKER:

viability long term.

.....

MR D. PRIESTLY: Yes.

MALE SPEAKER: ..... as well ..... gradually become ..... like a level playing
field. Like, mobile companies talk about ..... and mobile. what is to stop
them from going to the intemet, going to landline and other .....
10

MR D. PRIESTLY: Sure, the mobile phone company, for example.

MALE SPEAKER: Yes.
15

MR D. PRIESTLY: So, like Vodafone?

MALE SPEAKER: Well, the other company ..... Vodafone

20

25

.....

MR D. PRIESTLY: Okay. So Allphones, well, their business is called
Allphones so it is probably not a good example. But let us say there was
someone who came along and said I want to be a telecommunications broker
and I want to offer - and then they say, I am not going to be a Telco broker, I
am going to offer all of these things. Right. Let us say they did that. Well,
there is - even if they are a business owner, right, let us say they are a
business owner and now they offer a suite of services, right, let us say they do
have a small to medium size business focus, right, so they are starting to get
But what about this one: group buying power versus individual buying
power? There is no one who is even close to coming anywhere near Imagine
in the marketplace.

it.

30

35

We have over 300 advisers nationally, and I think it is almost around 400
advisers nationally after the new training roll out hits the ground, there is no
one who can come close to matching our level of buying power. So what
they will be able to do is they will be able to offer you the best savings on the
plans that are actually available in the marketplace. And Imagine adviser can
actually offer you the best plans, not just what is in the markqtplace but also
what we have been able to negotiate which is far better than what is in the
marketplace.

40

45

In the Telco, for

example, they operate on a tiered structure, and they
normally have about five tiers. And if you are home, a little house, and you
spend less than a hundred bucks a month or something, you will be paying
the bottom tier. If you are a small to medium size business, you will be here.
If you are a bigger medium size business, if you are a large business, or if
you are a corporate, right, you will be paying up there. We typically get all
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of our deals here and here, and we deal with suppliers. Right. Now, what
other - what someone like you are talking about would be able to do is, they
would be able to say, hey, well you are a small business so let us have a look
at all the other small business plans that are on the marketplace and compare
who is best: ah, it is that one. Right. But they can't compare and say, ah, it
is that one, because you just can't access it.

10

l5

20

25

30

So that is - you want to really look for who is out in the marketplace who
actually has all of those points of competitive advantage, and there is no one
at the moment. Does that mean there will never be any competition? No
way. All market - remember we talked about the S cuve? Whenever a
business starfs to grow rapidly there is competition that will come into the
marketplace. But if the people who establish themselves as leaders in that
industry and who - let us say in two years time another essential services
company popped up, for whatever reason, but you had been in your area and
servicing your clients, and building relationships and referrals for the last two
years, and other people are just entering into the marketplace. Have you still
got a competitive advantage? Absolutely.

When you go out to a business and you say to them, I have been in this
industry for two years and I have got 300 clients and I have helped everyone
from charities, small business, medium size business, retail chains,
franchisers; and they say, okay, well, you know what you are doing. Right.
So people who establish themselves in the industry frrst and build the best
relationships that actually create the biggest and the best businesses.

I will give you arcally interesting point that someone said to me which is, if a
business is good it will attract competition eventually. It will eventually there will be more and more people entering into the marketplace. You
wouldn't want to get into any business where you couldn't foreseeably see
that anyone else would want to enter into that industry, would you? Who
would want to be into it - who would want to get involved in an industry
where no one else ever wanted to get in? Well, chances are it is probably not
a good business is the reason. So the point is as you get in early, get in on

35

that upswing of the industry.

40

So what I would like to do - I hope that answered your question, did it? Yes.
What I would like to do is bring some advisers up so you can hear f,rrst hand
what it is like being an advisers, and just do some interviews and sort of find
out what it is like on the ground level. So could I start with Richard France,
please. Please welcome Richard. Richard, welcome along. Can you tell us a
bit about how you first discovered Imagine and when you discovered
Imagine.

45

MR R. FRANCE: Yes, actually it probably goes back
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2-712 years or

something to the fairly early days of Imagine when I first heard about it. I
spent about 15 years living in WA, came back to the east coast two years ago.
I heard about it first in WA and thought about it for a while before I joined.
I joined about 18 months ago so I had a bit of time to spend investigating it
and talking to people I knew who got involved earlier than I did, and did an
extensive due diligence before I took the plunge.

MR D. PzuESTLY: Right. What were you doing prior to becoming

an

adviser?

t0
MR FRANCE: Most of my career has been in IT, in sales and marketing. I
worked, well, for one of the suppliers to Imagine, Westnet, for the last six
years up until early this year. And left that full time role to go full time with
Imagine in April this year.
15

MR D. PRIESTLY: Great. Now, you also have a business partner.
MR FRANCE: I do, yes.
20

MR D. PRIESTLY: Yes, Graham. Can you tell us about how you and your
business paftner got started 18 months ago?

25

MR FRANCE: Yes. As I say, I had come back to Sydney not long before
we got involved in the business. I had a chat to Graham about it and, yeah,
we just thought, well, there is some synergy and some leverage in working
together. I knew that I had known him for 20 plus years, I know I could
work with him. And I was gratified that he came to a decision that he could
work with me, for some reason;just to pour enough beer down his throat one
day.

30

35

And, yeah, we just knew that we had compatible personalities, with our
identical skill sets so we are compatible in the sense that he had a more
technical a\d a little bit more fine detail background than me, being the sort
of big picture sales type personality. And I took the punt that the business
needed those two personalities and, as it has turned out, it has been a
successful insight and an appropriate balance really for us and, yeah, it has
been really good.

MR D. PRIESTLY: Great. What was Imagine like 18 months ago?
40

45

MR FRANCE: Imagine was a skeleton of what it is now, 18 months ago.
There was much fewer - only a few licensees. I think we were probably in
the first 40 or so to join. Most of them prior to us were WA based, and we
were in the frrst 10 or 15 on the east coast. There was probably one product I
think for the first 6 or 12 months really so there was a lot of holes in the
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system, if you like, as it exists now. So it has really been filled out, far more
comprehensive solution, far more cohesive product range, and just a much
easier solution to offer to people because they can't poke holes in it, and you
have got to kind of cover up: oh, no, that will be all right next week, we will
fix that up. It is actually everything is there and, yeah, there is no smoke and
mirors, it is absolutely a tried, proven and rapidly developing system. So it
is much better than it was 12 months ago, for sure.

10

15

20

MR D. PRIESTLY: So in 12 months - or 12 or 18 months ago you were
going out, you were saying I am an essential services adviser but I can just
help you with just one or two little things. What is it like now when you can
go out and actually help everyone with a whole suite of services?
MR FRANCE: It is a lot more powerful now for the obvious reason that,
yes, if someone isn't particularly interested in one or two of your main
services straight up, you do have 3, 4, 5, 6,7 altematives to offer them. And

if you have got the skills and the product knowledge which you get through
your Imagine training to be able to wheel those other products and services
in, then it is a much more compelling story for your potential member. And
you don't even have to push product to people anyway. I mean, the
membership itself is a powerful concept and a lot of our newer business - we
have just been asking people to join as members to help with leverage in the
business and to allow us to build a relationship with them; and then you just
sort of do the product thing more gradually beyond that.

25

MR D. PRIESTLY: Can you tell us how that works? How do you

ask

someone to become a member without showing them any products?

30

35

MR FRANCE: You just talk to them about the membership form: and I
think everyone has got a copy of that in their folder. The membership form
has got absolutely no teeth in it. It is just something that they can join for
their own benefit and for the benefit of Imagine, as I said, to build the buying
power of the group. And the contractual clause in the membership says they
can leave any time they want. There is no commitment. There is no
obligation. There is no anlthing except that, you know, the membership is
really an opportunity for them to take advantage of the Imagine concept.

40

So I present the membership typically at a frrst meeting, and it is like if you
would like to know more about this and potentially take some benefit from
Imagine, all you have to do is just sign this very harmless innocuous
membership form, and then we go from there. And that is your first real tag
point, and everything from there is easier.

MR D. PRIESTLY: Where have you had the most success in acquiring your
45

members?
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MR FRANCE: Probably through my pre-existing network. As I said, I
worked with one of the suppliers and I had an east coast sales role for two
years here building relationship with SMEs up and down the east coast, and I
have been able to start tapping back into that network. So that has been
really helpful for me with a bit of leverage in it. Most of them are dealing

10

with large numbers of SMEs themselves and they are coming on associates to
start allowing me access to their networks of clients so that is very powerful.
But Graham and I also do networking events and our own individual around
Sydney and Brisbane where I spend afairbit of time as well. And, yes, that
sort of Ron Gibson stuff is very powerful, too.
MR D. PRIESTLY: Okay. How do you frnd it when you introduce yourself
as an essential services adviser, and how do people respond?

15

20

MR FRANCE: Well, I thought it was me standing up on stage before when
you used that line, you know, I am an essential services adviser, because that
is exactly what I do. It is just, like, you use the mystery and the intrigue of it.
It is, like, people do engage then; it is like, oh, what is that. And that is what
you want out of any meeting with a stranger, or any business meeting with a
prospect.

MR D. PRIESTLY: You want that - - 25

MR FRANCE: Yes, you want that engagement. You want them to actually
take an interest in it, rather than glazing over going, oh, God, not a
salesperson.

MR D. PRIESTLY: Yes.
30

MR FRANCE: It works well that way.

MR D. PRIESTLY: Great. And can you tell us about - sot'ty,
35

I

should

explain. You are now, because you have had a bit of a track record, you have
actually now been involved with training and mentoring people who are new
to Imagine and actually have just recently come on board with licences,
helping them get their first members; and you do a bit of mentoring. Can
you tell us a bit about that and some of the stories to come out of the people
who are just more recent than yourself?

40

MR FRANCE: How they like our mentoring or, if not -

45

MR D. PRIESTLY: Yes, Graham and I do mentor other licensees. It is very
rewarding. We mentor some people in Brisbane, Toowoomba, Sydney,
'We
have developed
Newcastle, Melboume as well. So, yes, it is great.
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people over the last eight months I suppose since the
probably joined beginning of the year.

- Queensland

has

MALE SPEAKER: Have any of the licensees that you work with, have any
of them not got sales background or any background that is even close to
that?

10

15

MR FRANCE: Yes, there is a real mix. There is a young couple in
Brisbane particularly I can think of who have no sales background, who are
doing fantastically. There is Michelle in Toowoomba who is got a - well,
more a housewife background but she has run a pub, and she is doing
awesomely. Who else? There is three in Melbourne; they are young
professionals. There is an optometrist, a physio and a doctor all in a team
who are all under thify, and they have had no sales background or
networking background really. They are more or less straight out of uni, and
they are just carving it up so it is - - -

MR D. PRIESTLY: Do they frnd that that is not
20

a - they are doing okay?

MR FRANCE: Yes, yes. It is all about attitude and passion,

drive,
enthusiasm. You know, the other skills you can pick up along the way but
you do want to have plenty of passion. That is probably the key ingredient.

MR D. PRIESTLY: Right. Where do you see this going over the next 12 to
25

24 months, here in Australia?

30

MR FRANCE: It is very, very massive. It is really hard to quantify. You
know, I can't get to sleep some nights dreaming about that because it is hard
to get your head around. There is just so much going on and the potential is
so vast. You know, to be able to build a viable business around 4 or 5
hundred SMEs is just a dream, and to know how big Sydney is let along
Melbourne, Brisbane and regional areas surrounding those three cities as well
that I have contacts in, you know, it is brilliant and it is going international as

well.

3s

40

So in Australia there is just enorrnous opportunity. We really are at the
bottom of that S curve. I don't know, it is really up to the individual how far
you want to take it but there is very few barriers to how successful you can be
in the business. It is really up to you.

MR D. PRIESTLY: See, one question a lot of people have is actually
dealing with members, and I know you have quite a few members. What is it
like dealing with a large group of members? Do they constantly ring you?
Are they call you up saying, my phone has dropped out, or I am having this
problem? How often would you get calls like that, and how hard is it to deal
with those sorts of things?

45
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10

15

MR FRANCE: It is probably because the suppliers are so good that we don't
get hardly any. I mean, we are not putting people together with tin pot
organisations. We are putting them in with serious professional, reputable
suppliers who are focused on customer service, and that is how we - one of
the requirements and criteria of our suppliers is their commitment to
customer service being very high. So they deliver on that, and consequently
we get very few issues. But it is a matter of educating people as well. As
long as you are in touch with all your members and they understand the
processes and how to deal with any issues that might arise, and obviously to
engage our services if they ever need to fix anything in a hurry then, you
know, it is education and management.

It is like you spend time upfront training people, as we do with our licensees,
then they know the procedure when the S hits the fan, sort of thing. If it
does, they know how to deal with it and they know that we are available to
help them as well. But very few issues and very little - I just say they are low
maintenance basically. I can't think of anyone who has more than one
problem, and I can count on less than one hand the total number of members
who have hada significant problem.

20

MR D. PRIESTLY: Okay. And when they have had, is it a tricky thing for
you?

MR FRANCE: Not really. I mean, sometimes timing can be awkward.

If

25

things happen on a Friday afternoon, you know, you have got to make people
realise, well, look, really we are dealing with five day a week businesses in
the main here, we may not be able to fix this till Monday. But people accept
that as reality anyway. But, no, there is no other major - - -

30

MR D. PRIESTLY: From what I have heard a lot of businesses that call in,
they like to the fact that just simply they have been heard; thatthey have told
someone and someone has actually said, okay, great, we can't fix that
straightaway but you have been heard. Rather than just calling into some call
centre andit goes on some computer. Do you think that is the case?

35

40

45

MR FRANCE: Exactly that is the case. It is: someone actually listened to
me, someone cares, someone has given me some feedback and I can deal
with whatever delay might be inherent in the solution, you know, but I know
it is going to be solved as quickly as it can be. That makes a big difference,
you know. The personal service thing is just so alien to most of the SMEs we
deal with and, you know, they really do love it and it grows over time. It is
fantastic for your relationship when you do get drawn into the problemsolving scenario because that is when you really get to prove yourself.

MR D. PRIESTLY: Great. And just finally, what is your favourite thing
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about Imagine?

10

MR FRANCE: Probably the freedom and the scope of it all, you know. It
really is an almost unlimited opportunity. And coming out of a
predominantly employee career for the first 15, 16 years, you know, it is
fantastic. It is very inspiring for me and for my kids, and everything. The
world has opened up, and I feel supported and yet, you know, you are really
governing your own future to a large degree as well. And you get to mentor
people. You get to bring people along for the rid, and there is lots of
goodwill and good feeling about that. And there really is a lot of sense of
teamwork.
have asked me today - some new people I have never met
before - and I have never heard this question before. They were saying, why
are you here potentially helping people compete with you? And I had never
even thought of Imagine in that way. I just thought, well, we are not
competing with each other, we are actually really helping each other. And I
think probably those people who are seeing that haven't yet caught on to the
culture of Imagine which is a very sharing and team oriented culture. So
don't ever think that we do compete with one another, and I certainly hope
there is not a day when we do feel like we are because we don't. We just help
each other and, you know, it is an abundant philosophy, it is an abundance
mentality. We all work together and we know there is more opportunity than
we know what to do with. So let us all get out and help each other.

I mean, people

15

20

25

MR D. PRIESTLY: Thank you very much. John Lark, do you want to
come on up?

MR

J.

LARK:

Yes.

30

MR D. PRIESTLY: I think competition is more something that you would
associate closely with a mature industry rather than a new industry. In a new
industry you are all assisting each other in generating market acceptance.
And then you go for the ride, and it is a $66 billion ride. John, there is a
35

microphone for you.

MR

LARK:

Thank you.

40

MR D. PRIESTLY: John is here from Queensland and, John, can you tell us
a little bit about how you heard about Imagine and when that was?

45

MR LARK: It was about 18 months ago through Angela, other in the back
there, an old friend of mine. We were in business in the same industry
together for quite some time, and she introduced me to Richard I think it was
March, April last year. So I flew over to Perth and saw some of the
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presentation there, and actually completed my licence on

I August last year.

MR D. PRIESTLY: Okay. What was it that you liked about the Imagine
business upfront?

10

15

LARK:

Obviously the trail income. There is nothing better than getting
a cheque at the beginning of every month, that is for sure. The people in the
company itself, the camaraderie. And the freedom of being able to get out
and do what you want, when you want. But it is like everything, you know,
the more you put in, the more you get back. Yes. No, there is a lot of good
benefits for it, for sure. And the growth of the company over the last 12
months has been phenomenal and exciting, too.

MR

MR D. PRIESTLY: Great. Can you tell us a bit about how you got started
and how you actually went about getting those first members, those first few
businesses?

20

25

MR LARK: Well, I was fortunate because I had my own sort of database. I
was in the printing and publishing industry so I made my connections
through there; went out and saw people. It wasn't hard because you are really
not selling anything, you are just showing them where they can save money.
And so I built my back end up first. And then after about four or five months
I started getting the licensees so - - -

MR D. PRIESTLY: So how have you found it with refenals? Do people
give you a lot of referrals?

30

MR LARK: Yes, neady all of them, to be honest. I mean, once you can
prove that they can save money, they are only too happy to help out their
friends. So getting referrals is very, very easy.

35

MR D. PRIESTLY: Great. I know from speaking with you previously you
have had a lot of success with going into, like, a franchise or a group of
companies and actually picking up all the different people in the group. Can
you tell us a bit about the process on how you have been able to do that?

LARK:

'Well,

a number of my clients have sort of retail shops
throughout the country so it is really a matter of just getting to head oflice.

MR
40

45

Like Loma Jane, I think they have got 30-odd shops around the country, and
you really - you have got to get to the MD or to the frnancial controller. And
then you do the analysis. You show them the savings and - well, they mainly
come across. So instead of getting one account, you end up with 40. So it
works well.
MR D. PRIESTLY: It works really well by the sounds of things.
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MR LARK: Yes.
MR D. PRIESTLY: And what do you think the marketplace - how do you
think the marketplace has been for you over the last 18 months? How do
people perceive you as an essential selices adviser? How do they react to
you and respond to you when you tell them what you do? Tell us a bit about
that.

t0

15

20

LARK: Well, they are a little confused as to what it is, an essential
service provider, as we have already stated here today. But once you explain
it to them, and the factthat it is not just telephones, it is every4hing across the
- it is utilities basically, they are usually quite surprised at what you can do.
And now with the new products that we keep rolling in that we get to offer, it
really makes it more exciting because you can go back to your clients and
say, look, this is something new, like Fleetpro for instance, and stuff like that.
MR

MR D. PRIESTLY: Okay. So you might meet someone and help them out
with maybe their power and their phones, and then three months later go back
and say, look, we can also help you with your internet and your cars.
MR LARK: Yes, yes.

MR D. PRIESTLY: And have you been - is that something you have been
25

doing?

LARK:

Yes, yes, for sure. I have had a lot of success - quite a bit of
success with the Fleetpro situation, and - - -

MR

30

MR D. PRIESTLY: Fleetpro is the fuel and the car parts and servicing and
fleet management?

MR
35

40

LARK: Yes.

And now power, because since deregulation in

Queensland, so we are working on about three or four power accounts now
which are old accounts that I have had for Telco. So, yes, it is coming along
nicely.

MR D. PRIESTLY: Great. How do you find it is managing your membor
base and keeping up to date with them and actually communicating with
them; taking their phone calls, if any? Tell us about the actual ongoing
maintenance of your members.

45

MR LARK: There is not really a lot of maintenance, to be honest with you.
Occasionally there is a technical problem so I just put them on to the
technician for whoever the service provider is. I tend to try to phone them
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once a month, some of them not even that to be honest with you. So
servicing your member base is really not that hard. As I said, occasionally
there is, you know, a hiccup or something, the lines go down. And it is
usually a fault in the switching and whatever. So it is just nice for them to be
able to ring you up and say, hey, I have got a problem. All you do then is put
them straight on to the tech for whoever is handling their account.

10

MR D. PRIESTLY: Right. From your experiencing, what would you say is
a key ingredient for making this business work? Do you need a sales
background or do you need certain elements of your background? Do you
need a technical knowledge of the industry? What do you think?

MR
15

LARK:

Well, Imagine gives us the training for all the different

products. I think the key ingredient is you have got to be able to sell yourself.
You have got to be a people person, and basically that is all there is.
Because you are really not selling anything, you are just showing them where
to save money.

MR D. PRIESTLY: So you are really not selling anything else other than
20

yourself and being likeable. Has Ron Gibson helped you with that?

MR

LARK:

Yes, defrnitely. And my licensees, too.

MR D. PRIESTLY: Yes.
25

MR LARK: Nearly all of them are connected to networking groups.

MR D. PRIESTLY: So on that, you are now mentoring some of

the

licensees in Queensland.
30

MR

35

45

Yes, yes.

MR D. PRIESTLY: Can you tell us some of the stories with them and how
they are going. And can you tell us a bit about their first steps, because a lot
of them have only recently started.

MR

40

LARK:

LARK: Yes. Well, I mean,

obviously as a group licensee you do the
training. You put them through the Extranet, show them how to do the
analysis and stuff like that. Some need a liftle bit more prodding than others.
But in general most of them now are running their own businesses and
nearly all of them have got a trail income. I think I have got two or three that
haven't, that is all - I mean licences for.

MR D. PRIESTLY: Okay. There is a bunch of terminology you have just
used there which most people wouldn't understand. A group licence is
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basically once you have actually achieved a lot of - some success in actually
acquiring members, well, then what we do is we actually get you to coach a
group and actually help them get their frrst. And what John means by it
being full, is you can only be coaching up to ten people so that there is still
that personal mentoring there. It is based on the financial services and the
mortgage broking model. Most mortgage broking firms and financial
services firms have the actual adviser who has a mentor or someone who
basically manages them or helps them generate their first steps in the
business. I just want to clear that up.
10

MR LARK: Yes, no problem.

MR D. PRIESTLY: Can you tell us, what is your favourite thing about
Imagine now?
15

LARK:

The growth I think, it is exciting; and certainly looking
forward to the campaign which hits I think next month.

MR

MR D. PRIESTLY: The PR campaign.
20

LARK:

The PR campaign. The people in the business. I mean, a lot of
them have become good friends, and we all help each other. I mean, every

MR

25

month I hold a meeting for my group, for my licensees. And, you know,
everybody is there to help each other. Some of them are a little bit slower
than others, and other people come in and pick them up and help them along.
So just the friendship, the growth, and it is exciting. Yes.

MR D. PRIESTLY: Great, excellent. Thank you very much, John. Irena,
would you like to come and join us. And Frank; is Frank about? You love
30

being on stage, don't you, Frank?

IRENA:
35

We are going to have to share this little chair.

MR D. PRIESTLY: Share the chair. So, thank you very much, guys. How
long ago did you first hear about Imagine, and what were you doing before
then?

IRENA:

The husband and wife rivalry.

All right, Frank, you can answer

this one.
40

FRANK:

45

We came across Imagine about 15 months ago. We were at a
small business show and Imagine had a small stand there. And we went to a
weekend seminar that probably had just a little bit more people than what is
on one table. So to look across the room and see over a hundred people
investigating about coming into Imagine was unbelievable. Just over 12
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months the sort of growth that is tenfold really in a weekend seminar.

MR D. PRIESTLY: What were you doing before Imagine?

FRANK: I was in the building industry. Ihad

amanagement position in the

building industry. And Irena was - - -

IRENA:

10

l5

20

Yes, I come from an optometry background so I did that for about
four years. And Frank and I both sort of said, well, we don't really want to be
working for the rest of our lives in a sort ofjob atmosphere where, you know,
if we don't tum up for work, we don't get paid. We really wanted to create a
form of passive income and, you know, we explored - did wealth seminars
and went to a lot of business expos and said, well, apart from properties and
shares and other forms of income, we really wanted to get a business which
has systems, has - it is a real - atthe beginning stage of growth, and low start
up costs and ongoing costs, and no staff, no cash. And this was exactly, you
know, what we wanted. And we didn't want to clean dogs and all these
rubbish bins. It just wasn't - you know, we are quite professional people and
we really liked the idea of working one on one with business owners. And I
think that is the beauty of it.

We don't have to have a shop and deal with the street people that walk past,
and try and sell to them. It is quite a sophisticated system and we like the
associate strategy and really focusing on that as well.
25

MR D. PRIESTLY: Great. So tell us a bit about the associate strategy,
please.

IRENA: Yes.
30

There is a few sort of things that - did you want to answer

that, Frank?

FRANK: Yes. We have noticed - - IRENA: I want to give him an opportunity to talk.
35

FRANK:

40

We have noticed recently that there is a lot of professional
services that have a lot of clients that they offer services to, that are looking
to increase those services; and they are starting to become familiar with
Imagine and are very interested in working with us. So that is a very positive
step that Imagine - potential for us in Imagine.

IRENA: Yes. I think, we also - you know, we sort of sat down and made a
few strategic sort of moves where people that we knew, we literally just
45

asked, you know - our best client is an accountant, or somebody who has to
deal with small to medium businesses, and their job is to help them.
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MR D. PRIESTLY:

IRENA:

YeS.

So that, you know, for us meant

- you know, a marketing

consultant, accountants, solicitors, f,rnancial planners, and we are constantly
seeking that, yes, because I think that is to grow our business into the future
and so on, that is what we are trying to do.

MR D. PRIESTLY: Right. What is it like when you get a referral in that
10

sort of manner?

IRENA:

15

From the associate person? Yes, I mean, it is a lot easier to explain
a
You know, they sort of want to skip the whole thing and just start
doing the analysis and so on. So it is really much easier than if you met
someone at a networking evening and approached them from the beginning,
yes. It just takes a bit longer when you are on your own, but when it is a
referral like that it is a lot faster. So instead of spending ours with somebody,
you can pretty much do it in half an hour. So, leverage.

20

MR D. PRIESTLY: Right. You are both based here in Sydney.

bit

IRENA:

Yes.

MR D. PRIESTLY: So what is the Sydney market like for this sort of
25

a

business? How have you been received?

IRENA: Not very many

people are aware of what a essential service adviser
is so it is pretty, yes, unlimited.

FRANK:

30

The Sydney market is, I think, Very raw at the moment for
Imagine. Like, it is - I think we have got easily the largest market in
Australia and the smallest amount of advisers are in Sydney. So the greatest
potential for growth is definitely in Sydney atthe moment. I suppose Perth is
on the other end of the scale where they have got the most advisers and

35

maybe a smaller marketplace.

MR D. PRIESTLY: Do Sydney businesses spend a fairly high amount on
their essential services in your experience?
40

FRANK: It is hard to compare against other cities, but a lot of business

is

getting done in Sydney s a lot of businesses are doing a lot of business, so
they are all spending a lot of essential services.

45

MR D. PRIESTLY: Have you found that the savings are definitely there for
most of the businesses you see, and most of the businesses you analyse?
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What sort of savings are you able to provide, and have you come across?

FRANK:

10

We usually try and under-quote and over-deliver, that old term.
But even to tell someone you can save them 20 per cent on something they
are spending a lot of money on it sounds a little bit unbelievable. And to
come back and save them between 40 and 50 per cent - we found in the last
weeks of our members we have been able to get those sort of savings - and at
the same time getting them better service as well. So there is a - it is hard for
them to fathom but they are very excited about that possibility. And actually
the first emotion we notice is they are quite angry because they have noticed
that for all this time they have been paying double, tipping money down the
drain with who they have been with originally.

MR D. PRIESTLY: Yes.
15

FRANK: And so they are angry.

They feel a bit stupid that they have been

doing business like that for so long.

MR D. PRIESTLY: Great. Will that lead into a referal?
20

IRENA: Well, what happens is we show them, you know, the saving over

25

30

35

24 months andthat could add up, you know, to a couple of thousand or a lot
more than that, depending on what sort of business that is. So they are afigry
and they are - you know, let's do it, let's quickly sign, and when is the next
bill coming in. But that makes it easier for us to come back next time and
actually offer them a product where - like Online On Hold where they
actually have to make a payment to have that service. Because they have
saved all that money, it is much easier to offer that for them than to come
with that product at the beginning. So it makes our life a lot easier, atdÍhat
is our technique. You know, to get it - or our strategy, to get in there first,
show them the saving, come with the next bill, next time you come in expand
on the services, or ask them where they want to use that money, and build a
relationship like that.

MR D. PRIESTLY: Sure. Flave you found that - you mentioned 40 to 50
per cent savings, and that is obviously a greaf" saving. Have you found that
that is coÍrmon to most business? Or what would you say the average saving
that you have been able to provide would be to the business?

40

IRENA: I think

30 per cent.

FRANK: I haven't had a saving on - for example, landline telephone,
haven't had a saving less than mid-30 per cent recently.
45

MRD. PRIESTLY: It is always at least mid-30?

P-90
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FRANK: Yes, and even some so called cheaper caniers, the saving has been
more than that. And I had one large account recently and their bill wasn't
even itemised. They had a lot of trouble with the çustomer service. And so
they thought that to move away from them to another so called cut price
carrier they would have even more trouble, but they were happy to notice that
they would have an account manager, someone looking after their account, a
fully itemised bill, us there in the background if there is any dramas, and a
substantial saving, and they were very happy.
10

MR D. PRIESTLY: Great. Can you tell us what it is like when you

are

actually out there meeting other people and mentoring, how do you get in
front of all of these business people considering both of you didn't have a
huge business background?
15

FRANK: That is correct.

20

Irena and I both have - go to Business Networking
Intemational meetings so that is a great - it is like a support group. You meet
together with all these other professionals. There will be an accountant, a
solicitor, amortgage broker which are all great referral sources for us. And it
is like a support group. So every week you are there helping each other grow
their own business, and during the week you are passing referrals to each
other. And so that is a great network to be in.

IRENA: But I think it is more than that. You know, we had to change
25

30

our

whole mentality. So when we socialised before we would just stick together,
you know, as romantic couples do. Nowadays we have got an aim, and our
aim is to help people. So we try and create friends and, you know, find out
what is your needs, what is going on. So sometimes we can't help people but
- oh, you know, I have found out that they have got an ink provider, you
know those inks deliver, and they were paying a little bit too much. And
even though - I know somebody else from BMI that does this and I referred I didn't get any income from that but it was really nice to help. And I couldn't
help the client because they were on a contract but I know that by doing that I mean, that is just goodwill.

35

MR D. PRIESTLY: Yes.

IRENA:

So,

I

don't know, even if I don't get anything from that person, it
So when I need help, people are going to help me

will just come back to me.
40

as

well.

MR D. PRIESTLY: Great. How have you found the training with Imagine,
what is that like?
45

IRENA: Very intense.
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FRANK:
you met -

There is a lot of training. There is a lot of good training. I think
everyone met Ron just earlier, and that is the sort of calibre of
trainers that we have available to us. So I think if you feel that you haven't
got the sort of experience or qualifrcations that would made you a good
essential service adviser, there is only - there is so much of that quality
training that you get bombarded with almost.

10

15

20

25

IRENA: Yes, I mean, I think it is sort of like a 12 months training, and it is
pretty intense. Almost every month I would say, or more, you would go and
you could choose to do that training. So there will be product training, and
there will be presentation training. There will be, you know, people skills,
negotiation and quite a lot and - you know, the first time I went training I
probably would have picked up 15 per cent of it. But then the second time I
picked up 50, and then 70 and, you know, I am still leaming. It never really
ends, because I think I know it all but then I lean that I have made a little
mistake or something, and then I really don't know. So I have to go back and
go to the trainer, but the good thing is it is always on. And we have got our
support as well, someone that helped us out when we frrst started. And we
are constantly, you know, mingling with people, meeting and finding out
what is happening in the marketplace. And you just become really aware of
what is going on, and it is very supportive.
MR D. PRIESTLY: Okay. For yourselves and also for someone who is
joining perhaps soon, if someone took the next 24 to 30 months and putfocused into this business, where it is at now, where it is going over the next
24 to 30 months, what sort of business do you think they could have by the
end of that time in your experience?

30

35

IRENA: It all accumulates so, yes, just

imagine whatever you are doing
right now and multiply that every month, and then see what happens after 30
months. So if you just keep on multiplying, it is pretty huge and the beauty
of creating that wealth and that freedom is eventually you can step out of it,
and you can still - it is still coming in. And I think that is amazing because
you can really do what you love in life, and I think that is what we all went to
do, is be financially free. So that not only can we do what we love to do but
we can also use that wealth maybe for something that is greater than us. So,
you know, you have got to find out why you are really here, what is your aim,
what you are going to do to achieve it.

40

MR D. PRIESTLY: Great. Thank you very much. Gerald, do you want to
join us? Gerald is all the way from Perth and has flown over here to tell us a
bit about his background, and to make his way to the stage. Gerald has a
very unique relationship, he is manied to Geraldine.
45
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GERALD: That is it.
MR D. PRIESTLY: What are the odds of that happening?

GERALD: Well, I don't know. The people you meet at the pub.
MR D. PRIESTLY: There you go. Now, yourself and your paftner, tell us a
bit about how you first heard about Imagine and what that entailed.
10

t5

GERALD:

So, what, when we frrst found Imagine we were on this wealth
journey:
going to seminars, looking at, you know, properties and
creation
things like that, and we were renovating properties and all those sorl of things
that everyone has been doing of late. And then we, through that group, they
came across Richard and Mark doing an Imagine presentation and they
passed it on to, you know, more people in the group. And we got involved
through out there looking to make a bit of money.

MR D. PRIESTLY: Great. What is your background prior to Imagine?
20

25

GERALD: Prior to Imagine, my last job where I had to go there and clock
on and off I was the workshop foreman at Volvo Trucks in Perth; yes, the
night shift foreman. So I had a role of looking after ten people, ten men and
office staff, part staff, and keeping the show running. And it is one of those
things, you never knew when you were going home at night where you had to
be there till the end of work, you know, till everything went out. There was
no nine to five - - -

MR D. PRIESTLY: Well, you have got a mechanical background.
30

GERALD: Yes, I am a mechanic by trade, yes.
MR D. PRIESTLY: Okay. Were you daunted moving into this sort of field
at first?

35

40

GERALD: Yes, I

suppose a little bit. It was a bit hard. For the first month I
sort of sat on the couch and made all the excuses under the sun why I couldn't
actually go out the door and - you know, just convenient things that came
into my head to, you know, I will go and do that tomorow. And it was a bit
hard for me in the beginning but it was a case of I got out the door and made
a good go of it, and it just became easier by getting out of my comfort zone.

MR D. PRIESTLY: Great. So what is it like when you go out and see
people?
45

GERALD: Yes, I quite enjoy it now. I have spent a bit of time in Sydney
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recently, and Sydney people seem to be very open to new ideas, to change.
And everyone I have spoken to in Sydney so far has been very open to the
concept of lmagine, and the fact that we do it for free.

MR D. PRIESTLY: Have you picked up some members over here just on
holidays?

10

15

GERALD: Yes, I have got some business - yes. I have got a bit of business
over here. I have - you know, it is about the free service that we provide. I
picked up some power and gas accounts the other seek. It was a hundred
thousand dollars a month worth of power and gas, so it is quite a big bill.
Now, the reason he gave it to me is because of the service. He had quotes.
Some guy wanted - an organisation wanted 25 per cent of the savings to be
paid once they showed savings. Another guy wanted $1500 upfront. And he
wasn't too happy with any of that. And when I said we will do it for free, he
just said, well, you had better come and get the bills. So, you know, it was
quite powerful.

MR D. PRIESTLY: Great. And was he happy with what you were able to
20

return to him?

GERALD: We are going back this week.
MR D. PRIESTLY: Okay.
25

GERALD: Okay, so we don't have a result yet but
good one, yes.'

I

am sure we

will get a

MR D. PRIESTLY: Great. And is it going to be difficult looking after
30

3s

40

GERALD: I wouldn't think so. It is one of those things. V/e have got a
telephone, we have got email, we have got snail mail. There is a lot of - you
know, you don't actually have to be in front of them every day of the week to
service a client. Ifthey have got an issue or a need arises, they can ring you
on the phone, email you. You know, that is modern technology these days,
and everyone has got access to it.
MR D. PRIESTLY: Yes. Now, you like to do nice things for your clients
just to be totally different from anyone they have ever dealt with. Give us an
example of something - - -

GERALD: Yes, okay.

45

a

client here in Sydney from Perth?

So what we have done for our clients is we send
things like Thank You cards to our clients on a three monthly basis. We will
also ring our clients and - - -
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MR D. PRIESTLY: Just on that, has anyone here - who here has a phone?
Right, just leave your hand up if you have ever got a Thank You card from
your provider. Interesting, isn't it?

GERALD: You don't count.
MR D. PRIESTLY: Does anyone here
10

spend more than a thousand month
on their phones? Anyone here spend more than a thousand bucks a month?
Okay, a few. Have you ever got a Thank You card from your provider? No.

15

GERALD: No. And the other thing we have done at Christmas time I went
and brought - I went down to Margaret River and brought some cases of
wine, and gave everyone of my clients a bottle of wine. So it went over
pretty well.

MR D. PzuESTLY: Has anyone ever got a bottle of wine from their - - 20

GERALD: Yes. So it went over quite well, the bottle of wine. People are,
like, a bit shocked to get a bottle of wine from someone who is helping thern
out with their phone service, yes. So it was pretty powerful.

25

MR D. PRIESTLY: Great. How do you go with getting referrals and things
like that?

GERALD: Okay. So referrals, I have an accountant in Perth who refers me
30

35

business on a constant basis and, you know, the business he refers is pretty
well - it is 95 per cent done deal once you walk in the door, like the other
people who spoke, and they have got the bills ready. All they want t<l do is
show me the money, or show me the savings sort of thing, and they are preffy
keen to - it is a good chance they are going to go ahead. There is not much
scope for it not happen.

I

met an accountant yesterday in Sydney here, and same again, we have
shown him the model of how it works and we have spoken about his clients.
And the first thing he came up with was a client that spends $75,000 ayear
on the phone. So that is going to be my first referral so the power of the
Imagine concept, you know, he understands it and he can see it works so, yes.

40

MR D. PRIESTLY: Great. So $75,000 ayeat on the phones. Tomonow

45

when we discuss percentages and commissions, you can do the math on that
and find out what that is actually worth in trailing commissions, right, and
how close that that brings you to - I am not telling you now because you
won't come back.
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MALE SPEAKER: Can I ask, how many accountants are - well, sort of
pissed off or annoyed about - or think that their ethics might be being
challenged by being offered an inducement - - -

MR D. PRIESTLY: Just are there any accountants in the room? Right. Is it
fairly common accounting practice to refer people to solicitors, moftgage
brokers, financial planners, all that sort of thing?
10

MALE SPEAKER: There is, but if you

are giving an incentive - - -

MR D. PRIESTLY: Yes.

MALE SPEAKER: - - - as part of your quality ..... you have a duty to
t5

disclose that so you occasionally have to ..... commissions .....

MR D. PRIESTLY: Sure.

MALE SPEAKER: And a.....
20

25

MR D. PRIESTLY: There is an accountant in Western Australia who has
basically said to all of their clients that as part of you getting savings and all
this sort of stuff, as part of that structure I get a refening commission and
what I do with that is I take that commission, and I put on a monthly
workshop free of charge to my clients where we bring in a business expert
who can help you develop yorn business, and it is only for the clients who
have accepted this offer. So, therefore, that commission is actually going
back into building your business even further. And that builds their practice
out of this world. So I mean that is something to consider, but it is something

30

to talk to your accountant about.

35

Most accountants will disclose that and have a method of communicating that
to their clients. At the end of the day I think if someone is saying some
money and getting better service, are they worried about the commission
structure and things like that, have you found?

GERALD: The accountant, you mean?
MR D. PRIESTLY: Or just whoever you have been dealing with.
40

GERALD: I think they are more - your clients are more - they are interested
in the fact that it is costing them nothing. You are going into their business,
you are going to analyse their bills. And, like, they do ask you, what is the
catch? This is too good to be true that you are going to - I am not going to
45

pay you, you are going to analyse my bills, and you are going to come back
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and save me money, and you are going to - I will have constant contact with
you. And they are just, like, well, what is the catch; you have got to get paid
somewhere, there is a sting in it somewhere, you are going to put me in a

contract or something like that? So and - - -

MR D. PRIESTLY: How do you respond to that?

t0

GERALD: Well, I just tell them that that is the moral of Imagine. We don't
like to put people in contracts. It is just all about providing a better service,
and I suppose getting - you know, it is just helping them grow their business
by saving them money I suppose.

15

20

MR D. PRIESTLY: I think you can also explain to people that with a large
buying group and a national membership, the money that most of these
companies allocate to things like marketing, call centres, you know, radio
advertising, they are happy to actually pay that to actually upgrade the level
of service for a small to medium size business, and pay an ongoing service
fee. So most people - I speak to a lot of advisers. A lot of people ask and
they have a great way of actually addressing that. But no that you have been
part of Imagine for a while, what do you think is the best part that you have
found?

I enjoy about it: I have two children
and, you know, I am probably the only father that drops their kids off at
GERALD: Okay.
25

30

35

Some of the things

school in the moming so I quite enjoy that. The mothers at school are saying,
like, what are you doing here; and I just tell them I choose to be here to spend
time with my family. I don't actually feel like I am going to work. There is
not that clock on, clock off mentality of, you know, thebuzzer goes, you can
have lunch now - which I used to be involved in. The buzzer goes, you can
go home now sort of thing. It is just - at the end of the day it is my - you
know, my results are directly, you know, my decision.

And whatever I put into the business, I will get out of the business. If I want
tohave aday off Iwillhavea day off. If Iwantto - youknow, I don't- I
suppose I used to look at how many hours in the day I used to work. I don't
really look at that now because I don't feel as though I am working. It is just,
you know, I am quite enjoying myself.
MR D. PRIESTLY: Great. Thank you very much.

40

GERALD: All right, thanks.
MR D. PRIESTLY: We have got time for one final one which is Glen Pope.
Please welcome Glen. Okay. Glen is all the way from Westem Australia.
45
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GLEN: It is bright up here, isn't it?
MR D. PRIESTLY: It is a bit bright up here. It is bright at the top. Glen,
tell us a bit about - you have been with Imagine almost since the very
begiruring. Tell us a bit about your background prior to Imagine and how
you discovered this business.

10

15

20

25

30

35

40

GLEN: Okay. Well, when you have heard me speak for a minute you will
realise thatl am from London. And I first came to Australia about six years
ago to see my brother who had been here 13 years or so. And I came over to
Australia, fell in love with the place, and I thought that will do for me, I can
live that lifestyle. So I went back to London. I was the production manager
for a national newspaper there, The Daily Mail. I don't know if you have
ever heard of it. So I went and gave my notice in which was meant tobe a12
months notice, and I gave them about six hours. And I came out to Australia.
Sold everything up in London. I thought with the money I will come over to
Australia, I will buy myself a business, and live that fantastic lifestyle.
When I actually got here, or to Perth, I couldn't find a business I wanted. I
looked all over, and round and round, and just couldn't find anything that was
really what I was looking for. So I fell back into the printing industry over
there and, like Gerald, I joined a wealth creation course and I got exposed to
Imagine. And this was nearly three years ago now.

What you are sitting through now, I sat in the pub garden with Richard and
he just told me what his dreams were and what his vision was for Imagine,
and said if you want some of it gives us a cheque. So I thought, yeah, that
sounds good but he didn't really have anything except his dreams. So I don't
know whether I was silly or not - well, I know now - so I gave him the
cheque and started getting into the business. And I turned up at a thing like
this, just a few of us around a table, and a couple of things stuck in my mind
from that.
He said that he had this accounting strategy; you know, he wanted to work
through accountants and networking. So I went away from that and I
thought, well, I am in Australia, I don't know anybody, So network was zero.
Accountant, one: who I just gave money to basically. So I went and saw the
accountant, and I said to him that I have come across this new business, how
about you letting me show you what I can do for your business. And he was
a bit skeptical but he said, oh, okay, just show me what you can do, it is not
going to cost me anything.

45

So I showed him straightaway I was able to save him about 35 per cent of his
telephone bill. I might just add that is all we had at that stage, was just
telephone landlines. So I saved him 35 per cent and he didn't take a lot of
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convincing thatthat was worth signing, so he signed that. And so I left him
for a week or two. Then I went back to him and I said, how are you going
with that? And he said, oh, yeah, fine, I've got the first bill and you are right,
there was a savings there. I said, well, how about you refer me to some of
your clients so they can save some money? He went, oh, bugger that, he
says, go and see these accountant friends of mine, they are all in a big group,
a big group of accountants. And he sent me to about a dozen accountants, all
of which I done the same thing for. And, to cut a long story short, all of them
now refer their clients to me.
10

15

20

25

So I don't do any cold calling whatsoever. I just - I get faxes come through
with clients' names on to go and see. And to answer someone's question, yes,
they do disclose it to their clients what they earn, and some of them don't
even want commissions, they are just happy to do it for their clients. The
ones that don't want commission, I just say to them I will keep atrackrecord
of what your commission is, and I give it to his nominated charity at the end
of the year and he is happy with that.
So the referral business, I mean, I knew no one. I had a network of zero, and
now just business comes through the fax machine or through the mobile
phone. It is easy, it is a done deal. By the time I get there to see them, they
have akeady got their bills there. They know what I am coming for. I don't
really have to explain anything to them. The accountant has normally done
that, and they just come in. They tell me about their business. I just take a
few mental notes and go away, and come back with a savings fcrr them. Then
they refer you to someone else. It just spreads out.

MR D. PRIESTLY: Do you also get refenals from your clients?
30

35

GLEN:

Yes, that is what I am saying. The accountants give me, say, one of
their clients and that client will then say, oh, well, could you go and see my
friend, you know. So it just escalates down.

MR D. PRIESTLY: Great. Have you had any great success stories of going
into one organisation that has led to quite alarge spin?

GLEN: Oneorganisation?
40

MR D. PRIESTLY: Like working with maybe, say, a flanchise or a group
of people where you have met one contact and then it is - - -

45

GLEN: Yes. Through going through a business network institute, I met a
guy that owned a McDonald's - well actually he owns three McDonald's
stores. And so I done with some business with him, and he just sent me
along to the W'estem Australian head office and said, go and see them, tell
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them I sent you and - to cut a long story short again - I ended up with 25
different McDonald's stores who you wouldn't think spend much on the
phone but, believe me, they spend all their money phoning kids on their
'When
mobiles to come to work. I couldn't believe it.
I first went there I
thought, oh, McDonald's, they don't spend any time on the phone at all. And
when I got the bills, I couldn't believe it. Yes. So that was one that led to
many more.

10

MR D. PRIESTLY: After you have helped businesses - I know for the first over a year with your business you only had landlines and then mobiles.
Have you been able to go back to those clients and pick up fleer care and
power and those sorts of things?

GLEN: Yes.

15

20

Well,

I have just - you can email - I

email them or phone
just
them, or drop them a line
to say that I have got some new products on,
and I will get round to seeing them. And usually they are on the phone
straightaway; oh, come and see us now, don't wait, you know. Everybody
wants it all the time so, yes, as more products come on you just go back to
your existing client base, time and time again really. And you get to know
their businesses so you know some products aren't suitable for some, and you
know that some of the bigger - you know, like McDonald's don't have fleets
of cars at each one so I don't sell them that, but they have some of the other
products.

25

MR D. PRIESTLY: Now, I know you have a lot of different members and a
lot of people you look after. Is it diffrcult looking after that amount of
people?

GLEN: No, not at all. I could count on one hand how many phone calls I
30

have had in about two and a half years now of complaints or something not
working, I can count them on one hand.

MR D. PRIESTLY: Great.
35

GLEN: And most of the calls I get are people want a new mobile phone, or
they want to add some lines to their existing amount of lines. You know,
they want - just moving premises, things like that, just general sort of things
that they ring for that.

40

MR D. PRIESTLY: Right. I talk to a lot of licensees and they say that in
the beginning their business starts slow, and takes a little bit of time to grow,
and they have got to put that focused effort in. Would you say that gefting
through that hump has been worth it.

45

GLEN:

Oh, yes. When I - I was working in the printing industry, as I said,
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here. I set myself a target. I started this business in September and by the
following May I had afargef to be out of that job, and I got out of it by the
April. I was able to - - MR D. PRIESTLY: So that is about seven months?

GLEN: It was about seven months, yes. I was able to replace

10

that income
with passive income, and I think - someone touched earlier - it just multiplies
each month. You know, you just keep doing what you are doing and it just it can't help but multiply.

MR D. PzuESTLY: Would you say that financial freedom is possible
through a business like this in your experience?
15

GLEN: Yes. I am living proof of it.
MR D. PRIESTLY: Great.

20

25

30

GLEN: I am financially free. But having said that, it takes time. You know,
you are not going to go out of here and in a couple of months replace income.
You have got to go bit by bit, one business at a time. Leam the ropes, do the
training, and you just build up slowly. And I think someone might have said
earlier, if you give yourself 30 months or a little bit more maybe if you want
to, you know, go a bit slower, you are going to make yourselves a huge, huge
income. And you don't have to - it is not rocket science, it is easy. It is just
like going along to people. If I come round to everyone of you and said, can
I give you a $100, I think everyone of you would say yes. And that is what it
is like going out there. You just go out, and basically you are just there to put
money back in their pocket. And I think, as Gerald said, they don't realise it.
It is just so easy, especially with referrals.

I have never done any - I went out with someone

doing cold calling in the
very early days just to see what it was like, and I soon realised that that is not
the way to do it.
35

MALE SPEAKER: How many hours a week are you working?

40

GLEN: I don't count, but about four or five hours a day probably, yes. And
I am from Perth so I spend a lot of time on the east coast now. We are just
building a group licence, and it is just great to know that, you know, while I
am asleep on the plane people are putting money into my bank account. As
long as they are switching their lights on and driving their cars and using
their mobile phones, I am making money.

45

MR D. PzuESTLY: Fantastic. Thank you very much.
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GLEN:

10

Thank you.

MR D. PRIESTLY: Okay. So this bring us to the hnal session of today but,
before we do that, could everyone just stand up for a second and just have a
stretch. Hands up, and over to this side, and over to this side with a moan,
and then back and forward. Okay. So today has been about the concept of
lmagine and building the conceptual base around whether this business
would actually work. Would it matter if the numbers looked good if you
couldn't see the concept would actually work, would that even matter? Who
would think it would even matter? No, good. Some people say, oh, I just
want the numbers, I just want the numbers. Well, the numbers aren't
important if the concept doesn't work. So today has been all about the
concept.

t5

20

Tomorrow is all about the numbers so we do about structure, we do
percentages and commissions. We do all the nitty gritty things that you
would want to know, we cover those tomorrow. And then over the next 28
days as well you have got all the really fine detail is expressed to you as well.
But tomorrow we also have a couple of little suqprises up our sleeve which I
think you will be amazed at. For most of the people who became advisers,
they didn't get the full value of Imagine. They didn't see how big the
potential was until they say what we are going to show you tomorow which
is a little bit of a surprise up the sleeve.

25

30

I

introduce Richard, I just want to share with you my bit of
experience. As I said to you, when I was 19 I stumbled across a wave and the
wave was the seminar boom. And I think all of you have either been to other
seminars before, or at least experienced seeing all the ads in the paper for the
seminars. And I started a company which was Triumphant Events and it was
based around doing all the seminar work for different people who wanted to
get up and speak; and actually getting them a crowd, and handling all their
marketing for them, handling their back end, handling the event management

Before

side of things.
35

40

And I got into a boom, and I had absolutely no idea what I \¡/as on. Because I
was so young, I had no idea how it compares. What it is like to be on a wave,
or what it is like to be off a wave. And I started the business on a $7000
credit card and within three months we had turned over a quarter of a million
dollars and had about a 30 to 40 thousand dollar profìt, completely naive to
business and completely unaware that that is not typical for most 2I year
olds.

45

Within 12 months I think we had done 1.2 million, and that was including
time that we had taken for holidays which I think was about three months.
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So it wasn't typical. Now, my business went along and all of a sudden what
happened is they introduced a new law about who could get up and speak
about different topics, and what they could speak about, and all of that sort of
stuff around the seminars which meant a lot of the people that I was working
with weren't able to get up and do their presentations any more, and all of a
sudden my wave came crashing down. And then I realised what it was like
not to be on a wave, and how difficult that is.

By the way, has anyone been on

l0

15

a wave, a business wave, where things have

just absolutely taken off for them? It is very exciting, isn't it? So I had
basically taken it for granted. Anyway, my next business venture I went out
there and started a latex mattress company - and it is funny, isn't it, who
would think? And the latex mattress company was not on a wave. Right; it
was bloody hard. And I had this whole thing about, goe, business is really
easy, you get into a new thing, you just make it happen, and you make
millions, and that is all really easy, and no dramas. And I think I flushed
about 70 grand in the couple of months really, really rapidly, and it worked
out that I was not on another wave.

20

25

And I promised myself - actually I will tell you before the promise. I actually
had a friend of mind, a colleague of mine who was quite a bit older, and he
was on the same seminar wave that I had been on except he took it really,
really seriously. He identified that there was this huge potential and totally
maximised it, and actually set up a business that eventually was tuming over
$70 million per annum and his business - you know, my business was doing
one and a half million a year, he was doing 70 million a year. And when
ever¡'thing came crashing around, everyone wanted to deal with him and he
picked up the entire marketplace, and his business grew when everyone went
out ofbusiness.

30
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I

looked at him and I thought, wow, what an incredible thing that he
actually took full advantage of what was there. He identified that he was on a
trend, and he really made that trend happen. He paddled hard, and he set
himself up for life. And today he has I think two or three Ferraris and
Mercedes. He has had a private jet. He has got a 70 foot cruising yacht. So
needless to say he has been very, very successful by identi$'ing the wave and
actually taking full advantage of it.

And

So I committed myself to the factthat never again am I going to see a great
opportunity, see a great trend, and just sort of do it halÊheartedly. I really
want to put everything I have got into being part of that. And I think more
than just money you will see tomonow that there is even a bigger picture at
play as well.

As for today,
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today, and he will be spending the next 45 minutes to an hour just sharing
with you a little bit about the culture and giving you an introduction to what
the culture of Imagine is like, and just some of the fundamental principles
that we observe in this business. So please make him welcome again, Mr
Richard Evans.

MR R. EVANS: How are you going? Good.

MALE SPEAKER: Hot.
10

MR EVANS: Hot? Yes, it is a little bit waffn. I will take my tie ofï, I am
getting hot, too.

t5

20

Licensee is great, eh? The advisers, make sense? I am very, very proud of
them, and proud to work with them, and it is the most amazing thing to get
with a concept and develop it, and build it into something that we have here.
And seeing their lives change, it is phenomenal. And seeing people, like - I
mean, Glen Pope is just a totally different man. When I met him he was a
worker bee and he had quite a bit of a worker bee mentality, and now he is his name is Glen Pope and he is really quite a bit of a pope now. He is
walking around very regal, you know, and I call him His Holiness.

It is actually really funny

25

30
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40

because I had - I use the mobile phone a lot so I
always answer the phone on speaker, so I don't put it near my head because,
you know, I am growing an extra head from the radiation. So one time I was
driving the car and I was going through my voicemail and I had it on speaker.
I had this young woman I was trying to impress sitting next to me, and I was
driving alone and I had it on speaker and these voicemail messages I had left.
And when Pope leaves a message he says, "Hello, Richard" - or "Hell, Mr
Evans" he said, "Can you please give me a call? It's the Pope." And she has
looked at me, and she is Brazilian, ffid she was mightily impressed, you
know. And I said, "Oh, that is the new one, the new Pope." Anyway, that is
a üue story.
So, yes, but it is fantastic working with these people and seeing the growth
which is what this presentation is about, how to become successful; and the
culture that Imagine creates. Imagine I don't see as a business at aII. I see it
as a personal development joumey. That is all I see it. I believe the success
of Imagine is specifically related to the success of in my business of my own
personal development, and in your business as your personal development.
And, in fact, like the more you develop personally, the more your life will
change and grow. And I know we have all heard the great speakers. I mean,
Anthony Robbins, has anyone heard Anthony Robbins, Tony Robbins? Yes.
Well, you know - pardon?

45
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MALE SPEAKER: I have got his tapes.

MR EVANS: Yes, he is amazing, amazing. All these guys out there
teaching us how to become successful. Do you know what? It actually
works. It is true, it is bizarre. It works. And the more you develop yourself,
the more you will grow. So these successful licensees you see up here are an
example of that. They are people that have embraced the concept of personal
development.
10

What makes the successful licensee is the same thing that makes a successful
person in life in general, it is identical. It is just personal development; and a
pro-active and positive approach. So all we develop in Imagine is a proactive and positive approach. See, it is really easy.

15

So from the top of the company right through every angle you look at the
company, if we don't see a positive approach - and that includes directors and
trainers and whoever it might be. For instance, Ron Gibson, we bring Ron
Gibson along deliberately for these two days to show you the quality of
people that we access on an ongoing basis for your business. We have many
people of high calibre that consult to the company, and they will train you
and they will become mentors for you. But isn't Ron Gibson impressive? He
is very impressive.

20

Now, the first time

25

I

met that gentleman was a number of years ago, about
three years ago, and he was introduced to me. And he said - I will never
forget it - he presents like this, gentlemen, and he was holding a glass. And
he says, "Hello, my name is Ron Gibson. have got eight and a half
thousand personal friends. If you would like eight and a half thousand
personal friends, by my friend." And I went, done. And that is it. And really
he has been an incredible assistance to my company, and to our company.

I

30

40

When we broke before he left, and he was going back to Perth, and he comes
up to me and says, "How did it go?" And I said, "You were great, you know,
really good." And he said, "Oh, by the way, make sure you give me a call or
I will give you a call during the week because a friend of mine is on the board
of CPA." I said, "Right, practising accountants." "And I would like you to
present io 70 accountants up in Queensland, and so a whole group of 70
different businesses." And, you know, that is it. And what he gets for that is
just a pat on the back, and networking andthat is how he builds his business.
He helps businesses, that is all he does all day long.

45

So in our business we develop that culture. There is no competition in
Imagine between advisers. You can't have competition in a new industry
where there is $66 billion we are going out to get, you know, in an advisory
industry. You can't get competition in that. Once there is, you know, 5000

35
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or i0,000 advisers out there and it is a mature marketplace and, you know,
there is Imagine, I would imagine, would'have, you know, 80 per cent of the
industry - don't want to be greedy - and there is other competitors out there, I
don't think those competitors will ever bother us because I don't believe in
competitors bothering your company. I think if you work internally on
yourself, you will become successful. Make sense? Mm'm.

10

15

So for this presentation I am going to talk about the philosophy and the
psychology of success, and the people that we look for to become advisers of
Imagine. Because don't forget, this introduction for you is as much us
looking for a synergy to work with you as well. Not everybody is suited to
becoming an adviser of Imagine. Okay. But what we do know is that we are
building a brand awareness and we are going to build a vely, very, very
strong brand culture next year, over the next 12 months, and we will be
recognised as the creators of this new industry. Who agrees? Do you believe
me?

AUDIENCE: Yes.
20

MR EVANS: Yes? All those in favour say aye.

AUDIENCE: Aye.

25

30

MR EVANS: All right. Hands up, hands up. I like the hands up. Oh, that
is great. Now down. And up again. Now, we start here, and then here. But
we are, we are creating the industry. The marketing gurus will tell you that
over the next 24 hours. You are going to see some people talk tomorrow
about this new industry we are creating, and I think we will knock your socks
off. Today is a pre-frame, but tomorrow is the great day. Today is good.
Are you enjoying today?

AIIDIENCE:
35

40
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Yes.

MR EVANS: Yes. Well, you wait, tomorrow - I tell you tomorrow is the
big one. Save the best till last.
So not everyone is suited to becoming a licence. This process introduces you
to a due diligence, or what we say is an application process where we get to
work for a month with you, at no cost to you, to develop your potential as a
licence and at the end of that every single potential licensee I sit down, every
single one of them. And I sit down with you and I have a chat. And by then
we know your psychology, we know whether or not you are suited to
working with us. And, you know, isn't that great? It is better than just taking
anyone and all of a sudden we are going to have problems. Right. There is
nothing worse than taking a $60,000 investment and having someone work
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with you and they are not the right person because it is a $60,000 problem. It
is just 60,000 little problems. So we look for cultivating the pro-active
positive people that become advisers.
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But you will know 100 per cent by the time you finish your process, your due
diligence process, you will be 100 per cent sure whether or not you will be
successful in Imagine. We don't let you join unless you are 100 per cent sure
and we have to be 90 per cent. We are never 100 per cent because there is
that X factor, which is you. We don't often get you out of bed. You actually
have to get out of bed for the fìrst 30 months at least, then you can kick back;
the first 30 months. But we are 90 per cent, you are 100 per cent.
Remember when we first presented we said there would be no hard sale. Is
there a hard sell? No. Just come and have a look at discovering Imagine.
So what makes a successful person? In life, the most important thing about
success is your psychology, okay, and psychology about success isn't just
about a successful moneymaking person. It is actually successful in life. For
instance, I have studied success my whole life. I will tell you a little bit about
my background. I left school and home really on my 14th bifthday. So I was
very fortunate, as I mentioned in the morning presentation, to have my father
give me all his books on wealth creators and empire builders. So I had a
fascination for these people, and I was fortunate to leave school very early. I
believe that the school system is a system of brain-washing, little worker
bees, creating worker bees, which I will talk about in this presentation.

25
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But what I found was the more I studied these successful people the more I
understood how to become successful - make sense? Now there are
predominant factors in every single person that is successful but money
doesn't determine whether you are successful. I was reading the latest BRW
rich 200 - and by the way that was my, I suppose, university degree. I took 1983 the first BRW rich 200 came out and I studied that and studied it every
year ever since and then those people in there I made a lot of them my clients.
But it is interesting. There is one person in there that I was reading about
this year, and he is a billionaire - and I wouldn't define this as successful. He
is one of the richest men in the country but they have an alticle on him and he
says, the big quote, "I've got everything I want, every{hing I need and I'm as
mean as dift." Right, and he is 81 years old.

40

Now when you look at him he is grumpy and he is aggressive. Now I
wouldn't define that person as successful. I bet you if you looked into his life

45

he might not have very good relationships with his family, kids and all these
sotts of things. So there is a whole paradigm of success, isn't it, not just
money. I know a lot of very wealthy people that aren't happy but, you know,
it is better to be very wealthy and unhappy than, you know. So at least let us
just go out and do it. Why not we look at how to become successful and
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abundant in your whole life. Well, here is the key. First of all, who wants to
be successful in life? Put your hands up. It is a no brainer of a question but
let us put your hands up.

All right. That is everybody. Yet 95 per cent of the population
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at the age of
65 are not deemed as successful. In fact financially 95 per cent of the living
population at 65 in western worlds, in Australia, are financially ruined. They
are either living on the govenìment or they are living on charity. 95 per cent.
Four per cent of the population statistically are independently wealthy and
one per cent of the population at 65 is what you would call rich. That is a
very, very disturbing number. If you are not disturbed about that in your life
you should be. You should leam why is that, and I will tell you exactly why
in this presentation.

Predominantly people don't think of success. They want to be rich or they
want to be successful so they are always looking for something, how - get
rich this or do that. They are wanting it but they are not actually planning it
and making a definite action towards it. 95 per cent of people - do you think
they planned to be that way at 65? Dead broke? Who thinks they planned to
be failures? No one. We all know what they did was fail to plan. That is it.
That is the first thing. So planning is the - one of the most important tools.
You should plan in your lives. Who plans their day every day? Keep your
hand up if you plan your week ahead. Keep your hand up if you plan your
month; ayear; 10 years. Right.

25

30

You know, when I was 15 years old I planned my life from 15. I planned99
'Wrote
years ahead from 15. I did.
a plan for 99 years ahead of where I was
15 and I will talk about that tomorrow. But that plan - now that got me over
100, you see, and I believe that if we are not - if we don't destroy ourselves,
the human race, over the next - yes, Richard.
ask you - I know you will go fuither into it
goals,
tomorrow, but we all make
we all make steps along the way, steps
towards an achievement, if you like. How have you gone?

RICHARD: Could I just

35

MR EVANS:

40

I will

answer that with the presentation but basically I feel
that I have had an arnazing and absolutely phenomenal life, right, up until
now. I mean, I have done more things in my life than probably the majorifz
of people that arc in their late 80s. I have had a phenomenal, abundant life,
and I think I have had an incredibly successful life. Having said that I know I
have been successful even though I have had what you call failures. Like, I
had a business collapse because of bad paftners and all sorts of things. I have
gone up and down and - but that is not failing. You see, you can never fail
unless you stop. If you stop you fail.

45
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Andre Agassi - look at Andre Agassi, what he did. You know, he was one of
the top players in tennis in the world. Then he lost his way and he got
dropped out of the top 200, didn't he, the top 200 tennis players in the world
and then he had to go around on the circuit just, you know, playing in clubs
again to get back and he got back up to the top, didn't he? True? So that is a
success. He never failed; he just went through a cycle of growth. If you stop
you fail and I meet so many people and they would whinge and whinge and
whinge at why they couldn't become successful. "I tried that business and I
went broke. Yeah, oh, no" and they start whingeing to you and you sit there
and they complain about a business they started and they got ripped off and
then they were, you know, "Oh and that was it and now I had to go back
working in a taxi", you know, or go back to work, you know, as a worker
bee.

15

20

Who has heard those stories? Who has lost money? And who thought that is
it, I am out? Right. You have got to keep going and you only fail when you
stop. In fact, the journey is the whole exciting part of it. Now if all of a
sudden I just gave everyone in this room a million bucks you wouldn't - that
wouldn't satisSr you, would it? Well, here you go. That was brilliant by the
way,that was really - that was awesome. I loved that,that was good, that
was good. You little buggers. You are hungry. Yeah, a million bucks. I
love that. That was a good reaction. It is a good star.

All right. Well, 80 per cent of all people that win Tattslotto or win lottos,
25
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per cent, within five years are in a f,rnancially worse position than they were
when they won it. 80 per cent. Now, these numbers, you should leam these
numbers and study these numbers and study these numbers and wonder why,
okay? So what I did was I studied all these successful people. Rockefeller I
mentioned today. One of my greatest, I suppose, members - people, one of
my greatest leaders I identified with as a kid - there was a number of them:
Rockefeller, because he built the biggest business in the world; Arnold
Schwarzenegger because I thought he was just awesome, you know, and I
just like, Arnie, you know, and I will talk about Arnie tomorrow, and Rupert
Murdoch. Now, I came from Adelaide, I grew up in Adelaide, and Murdoch
was from Adelaide and he built, you know, the biggest media empire in the
world, by coverage - Viacom is actually the biggest media empire in the
world - and I thought, when I was a kid I identified with Murdoch because I
was from Adelaide and I was going to build a massive business and I just
always knew it.

40

I used to think

45

weird things when I was a kid. I used to think things like
richest man in the world comes from Adelaide, and things like that. I did. I
used to project these things and plan them. Teachers - you know when you
ask kids, "What do you want to be when you grow up?" - tell you a little
story. Ms Page, I will never forget Ms Page, I was probably about eight or
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nine, she asked the kids in the class what we wanted to be when we grew up
and they all got up and said, "I want to be a fireman", and a policeman and a
soccer player and all these sorts of things. Then she ha got around to me and
I stood up and just said, "the richest man in the world". And she looked at
me and she said, "Don't be so stupid, sit down." And I looked at her and said,
"One day I will buy and sell people like you." It is true. True story.
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Now, I didn't even know what the richest man in the world was at that stage.
I was a kid, but I was reading all about these people. So I thought that is it.
Now, I had done the numbers, right, and I didn't think it would be very
difficult, right. So that has probably given me a lot of advantages. Whereas
the majority of people are taught it is very difficult to create wealth, isn't it?
It is actually not difficult to create wealth. It is diffrcult only if you believe it
is. It is actually a lot easier to create wealth than it is to do what people that
don't create wealth do.

I mean, I couldn't imagine working for a living. It is just a bizarre concept. It
is just so - I did thlee ye¿ìrs in the Australian Army and that was insane.
What was I thinking? It was just the weirdest thing. I am just getting over
the trauma actually. Three years in the arrny, whoa. They get you to paint
rocks in the army. I was in the infantry, and they get you paint rocks. You
are out there on exercise leaming how to kill people, and then what they do is
when you are not doing that, they get you to paint rocks. I am not kidding.
They had to paint - I was in 6RAR in Queensland, andyou had to paint rocks.
And you paint them red.
And then what happens is they dry and you go, af[er a few months, you come
back and you have got to paint them white. Just paint rocks. I remember
painting rocks thinking, I am a rock painter. It is true. Have we got army
people? Anyone got army experience? Yeah. Rock painters. But, you
know, it just didn't work for me.
So study successful people. Well, one of my mentors became a client of
mine and this guy, his story is absolutely phenomenal. He is I think one of
Australia's greatest success stories, and you probably have never heard of
him. When I met this gentleman, he was Australia's largest private shopping
centre owner. Right. So he owned shopping centres and he was the number
one biggest private shopping centre owner. And BRW said he was worth
around 450 million in the year I met him which was about 1992. But when
you did the numbers, you know, that is what the BRW know about it. He
was a Jewish shopping centre owner, you know. He had Swiss bank
accounts. I don't know, I am only speculating. I am not mentioning his name
though.

Anyway, this guy's story is fascinating. He was a Polish immigrant from
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Poland, obviously. And he was a survivor of Auschwitz and he was one of
the longest surviving victims of Auschwitz. He was there for four years. He
lost his mother, his father and his sister, and all of his relatives in Auschwitz,
and he survived. At 16 they were liberated and he came to Australia. He
couldn't speak English. He would have been a shadow of a person. He is
only a slight person anryay; he was very shorl. And four years in that hell
hole. He comes here at 16 and, hey presto, when I met him he was wotth
$450 million, you know, some many years later. He was about 61 when I
met him - or 69,I can't remember. But in his sixties, worth $450 million, and
he created that from that Auschwitz to here. Phenomenal?

Well,
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I set out, when I read this guy's story and I had been reading it since

1983, he was in the very first BRW in 1983, Rich 200, and he is still in it
today. And I was so fascinated by that guy's story. I read about it. I thought
I am going to make this guy a client of mine, and I just went out to entice him
to be a client. And actually a funny story there. How do you do that? How
do you go out and get some of the richest people in the country to become
your clients?

was once maruied, I think I mentioned at the presentation this
morning that I was married. And I will tell you the sort of mindset that I had.
I was either in the army or just getting out of the ffiny, and I met my ex-wife
whilst I was in the army. And she was different to me. We had very
different mindsets. And I remember reading the BRW, we were in bed
together and I am reading this magazine. It was a hell of a lot more
interesting than she was. And I am reading this magazine and - I am kidding,
we are divorced, we are still friends.

Well,

I

I
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am reading this magazine and Bruno Grollo - everyone has heard of Bruno
Grollo, Grocon? Well, it had this picture of Bruno Grollo and in his big
Rialto Towers, his big moustache, and he is looking at this - and it said he
was at that stage worth $500 million. And I read him, and I was fascinated
with him. And I turned to my wife and I said within - I think I said within
two years I am going to be doing business with this guy. And she looked at

me and she said, "'What could you possibly offer him that he wouldn't have?"
And I tumed to her and I said, "Me, bitch." Hence ex-wife.
So within two years he was a client of mine. In fact, he was my first large
corporate client. It was my first elephant. You go elephant hunting. He was
my first elephant, and became - yeah, and that set me off on to this journey.
Well, this other gentleman became a client probably within three months
after that.

One time I was with this person I'm talking about, the Auschwitz survivor,
the Polish immigrant, and he was always very softly spoken and very quiet,
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and one time we were having a discussion and I said to him - I won't mention
his name, but I asked him, "Hey, Bob, can you tell me how you became so
successful? How did you do it?" And he's got Parkinson's and he would
shake, and he said to me - he looked up and he said, "You really want to
know? You really want to know?" like this. And I said yes, I did. And he
goes, "You really want to know?" And he got all shaky and he raised his
voice. It was the first time he really got fired up and I went, this is a moment
in my life. Pay attention.
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And he said - I said, "Yes." And he goes, "Take a look at everyone you
know. Look at your mum, your dad, your friends, relatives. V/atch what
they do. Study what they do, and don't do it. Easy. Then look at the people
that you think are successful, study what they do, watch what they do, and do
it." Now, I was really happy because that's all I'd been doing, okay? From
my teenage years and my youth and now. I was thinking, I'm on to this. So I
just went out with the same mentality. But what it really means is you really
have to study and understand the billionaire mindset, or the millionaire
mindset. I don't think millionaire mindset. I think empire mindset, empire
builder mindset. But you have to get the mindset and transfer your potential
into that mindset, and you'll frnd they are happy people. They just sit and
they're happy and their energy is smiling, the majority of these empire
builders, and they are powerful people.

But anyone that's successful, we're enticed by that because of their energy
they put out. Correct? Yeah? It's the energy, but it's the psychology. So
study your psychology more than anything, because the majority of people's
psychology is designed to keep them in a cettainplace in life. The majority
of people just do the same cycles all through their life. They don't change.
They have the same cycles, the same type of relationships or the same type of
businesses or the same type of jobs. Right? If you're in that category and
you're ababy boomer now, and it ain't setting up the success category, what
you define, change it. Take massive action. Massive action to change your
life.
So the reason 95 per cent of people have this mentality, ladies and gentlemen,

is it was designed that way, for you to have that mentality, and this is the
easiest thing I can teach you. It's not your fault. It's actually society has
designed a mechanism to keep you in work. It's called the puritan work ethic.
Study the puritan work ethic. Go back into history, study the beginnings of
civilisation and you'll see why people - 95 per cent of people are dependent
on the government or charity, because it was designed that way. I want to
give you an example of psychology now and I'm going to ask you to
participate with me. Everybody, right now, write down what you do for a
living. Just write it down. It's a very powerful tool. What do you do for a
living? Write it down. Everyone done? Yes? Hello?
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AUDIENCE: Yes.

5
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MR EVANS: Yes? Good. Okay. What do you do for a living? I don't
know your name. What's your name? Alice? What do you do for a living,
Alice? A PA? I'm actually looking for a PA at the moment. Yeah, I am.
Seriously. Seriously. Seriously I am. You're looking for a job? Well, there
you go. You see? The universe provides. Sorry?

ALICE: I'm very expensive.
MR EVANS: So am L So you're a PA. What do you do for a living?
MALE SPEAKER: A producer/director.

15

MR EVANS: A producer and director? Okay. George, what do you do for
a living?

GEORGE: I'm a real

20

MR EVANS: Real estate mortgage broker. Richard? Richard, what do you
do for a living?

RICIIARD:

25

estate mortgage broker.

Real estate agent.

MR EVANS: Real estate agent? One more. The man with the crossed
arms?

TREVOR: I have my own financial services company .....

30

MR EVANS: Okay. What was your name, sorry?

TREVOR: Trevor. Trevor.
MR EVANS: Trevor?
35

TREVOR: Yes.
MR EVANS: Trevor, ask me what I do for a living.

40

TREVOR: What do you do for a living?
MR EVANS: I breathe.

TREVOR: You breathe.
45
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MR EVANS: If I don't breathe I'll be dead in two to three minutes. Next, I
drink water. Right? Or fluids, because if I don't do that for three days I'm in
big trouble, and I eat. Who put down they breathe? Okay? Well done, Peter.
Okay. Now, I was setting you up, but I'm actually showing you - the room nobody put down breathe. You don't work for a living. You breathe. What
you do for income, to generate income, it's very, very important that you
address these things in your mind, because do you know that the most
dangerous period of someone's life is when they retire? That's the most
dangerous period. so it's the two and a half years, statistically, after
somebody retires is the most dangerous time in their life. Do you know why?
Because they stop working, and if it's not working, it's broken. Okay?

It's a massive, massive problem. My father was a very hard working man,
and for many years he taught me how to work hard. German. And at the end
of his life, recently, he, about three years ago retired, and he was a
management - very - always in senior sort of management, and a fairly driven
person. He stopped working, and do you know, in that two and a half years I
saw him go from a 60 year old, or 65 year old man to a 67 year old living
co{pse, and he finished off this year with a massive heart attack, in hospital,
and got huge open heaft surgery, ffiidthank God he got through it, and he had
a quin-pass, five valve pass. But the psychology was fascinating, watching
him go from a positive person to this person, "I'm not worthy any more. You
used to just ring. You never ring me. Nobody rings me," you know.
"Nobody rings me any more," and all this sort of stuff and thank God, the
near death experience changed him.

Now he's out there and he's exercising and he's actually living again. Right?
And I believe he'll probably be here, with God's help, for, you know,
hopefully another 20 or more years. But see, does this make sense? If you
ask a king or a queen or a prince what they do for a living, they won't say,
you know, "I'm counting the permies in the" - the king was in the counting
room counting all the money. They'll say, "I reign." You know, they reign.
They just - does it make sense? Is this getting through? Well, what
happened was the puritan work ethic was created by the empires of the world
to keep the worker bees working so the kings and queens and empires could
reign. So it's not your fault. You have to get in your mind and reprogram it,
and it's not hard to do.
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There's ffiMy, many, many techniques, and at Imagine I teach the team all the
time the techniques that I employ every day - affìrmations and all sorts of
things - to really change that mindset. You have to work on it constantly, and
work on yourself constantly, every single day. If you're not working on
yourself you're going backwards. Rupert Murdoch says, in business you
either expand or you die. Simple. There is no such thing as standing still in
business and maintaining a business. You either expand or you die, because
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share, things will change, trends will
you
must have an attitude in your own life
move, whatever will happen. So
which is always constantly growing. Make sense?

other competitors

will take market

If you're not growing, you're going backwards. But once you've grown, you
can't grow backwards. And so once you learn something and understand it
and start doing it, its wisdom, once you actually start acting it, then that
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process you won't unact. Make sense? So a 10 year old grows from 10 to 1 1.
It doesn't go 10, 9. Yeah? So you're always growing forward. So, as you
grown you can't unlearn it. So once something starts becoming successful for
you and you'll do it again, and again, and again. Glen Pope gave a fantastic
example ofjust, a member on, and then another one, and just keep expanding
it, expanding it. Yeah? Well, that's the fantastic model for your own growth,
and once you've got that time, you'll just develop more growth and all of a
sudden your goals won't be financial. They'll be, I believe, a joumey. I
mean, in most cases, some spiritual or some sort ofjourney that you'll go on.

Do you know partnerships - I'm divorced, so I know what went wrong in my
mamiage. We had a different growth agenda. I wanted to grow forward, my
partner didn't. So you either grow together in a relationship, or you decline
together, or you grow apart Yeah? Make sense? So what makes the most
successful people in Imagine is the same thing that makes the most successfi.ll
people in life, and it's a proactive approach to life, to looking at, how do I
grow and how do I become successful? And that's easy. If you're looking to
become a millionaire or, you know, I believe 30 months in Imagine with that
sort of approach will create wealth for you. But if you've got an approach
that's - you want Imagine to do everything for you and you're going to sit
there and - it won't work.
We have the 80:20 rule in this business. 20 per cent of our licensees make 80
per cent, and 80 per cent make 20 per cent. I focus on developing all our
licensee network, but my major focus is on the 20 per cent that produce 80
per cent. It's ..... rule. It's a universal rule. Imagine's no different. So how
do you become successful in Imagine, and not a 30 month, $100,000 income?
That wouldn't - if that's what you're after, that's fine. But I'd be looking at
how do I really leverage and create a big business, because what you're
becoming is CEOs of your own colporation, your mini-Imagines, which can
become big Imagines. As big as your imagination allows it. Yeah? Does
that make sense?
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CEOs can't have an attitude, I'm just trying to create $100,000 income to set
me up for retirement. A CEO of a company - which you all become because
you're all license holders, you're your own CEOs - needs an attitude of I'm
going to expand this as rapidly as possibly can, and proactively as I possibly
can, and get as close to this - a massive wave and work with it as I can
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possibly get. And those people that do that, a lot of them are here. They give
their time, they give so much to me and Imagine, and it's phenomenal, and
Imagine gives it back. You see? Yin and yaîç. So one of the techniques
that found that helps me feel incredibly worthy of success is a new
technique that I was taught recently, over the last month, by a wonderfully
spiritual person.

I
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Most people, you know, deep down don't feel worthy of success and it's that
puritan work ethic that's put in your mind to say, it's greedy to want to be
rich, and you should only want as much as, you know, this or that. Yeah?
We all get that at school, you know. Don't try and be a billionaire, or a
millionaire. It's greedy. You only need 100 grand a year. Yeah. So that
attitude is - deep down, it's penetrated into us and what happens is most
people just don't feel worthy of success. So, first you've got to feel worthy of
success. If you're not successful I believe it's because you don't feel worthy
of success. Number one psychological fact. Okay? So look at yourself and
think, am I worthy of success? Who is? Who? Come on. You're worthy?
Is everyone worthy of success?

ALIDIENCE: Yeah.
MR EVANS: Yeah? Okay. Well, here's a technique that I guarantee will
make you feel worthy every day. I've leamed it four weeks ago, and it's
rapidly changing my life. What I do is every day I go out in the world with
one affrrmation. I do these affirmations in the moming. I stand up and these mantras. I meditate and do these sorts of things. But I also add one
affirmation, that today I'll go out in the world and I'll, by the end of day, will
do one good - actual good deed for somebody. A conscious actual good
deed. We all do good deeds all the time. But an actual - this is - I've got to
do a good deed. Get it? By - before I go to bed.
So what it's done - I've been doing it for a month, every single day, and it's
such a buzz, and you start doing things, you know, like charitable things, and
I've got heaps of examples but we're running out of time so I won't give them
to you. But do you know what that does? It makes you feel incredibly
worthy. And then the universe obviously wakes up to it and all of a sudden
you're building a new industry. But that's a great technique, and if you feel
worthy of success it will start coming to you. Make sense? Yeah? Good.
All good? So one actual good deed. The other day I was at dinner, it was
nearly midnight, and I thought, I haven't done a good deed.

A good deed doesn't have to be giving money away. It
45

could

be

complimenting someone, looking at their life, you know. It could be so many
different things. But one - I rang up a friend of mine and I said, "Steve," because I actually do a lot of sponsoring of children, World Vision children,
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and I rang up my mate and I said, "You've got to sponsor a kid." And he
said, "Not again." And I said, "Yeah." I said, "Yeah." He says, "Richard,
that's three." I said, "Well, it's four now. It's four." But that got the good
deed done. You see? Easy? So tomorrow you're going to come back for a
reason, and this is the most important thing for you to become successful, is
the most important ingredient in your life is your what? Is your reason for
life. Your reason for living. Your why. Make sense?

10

15

20

25

So tonight, in your business plan or in your journey with us, go home and
speak to your partner or yourself or God or whatever you want to do, and ask
yourself why did you spend the day here? What is it that you're looking for?
And why are you here on this planet, walking around? Are you an oxygen
thiel; or do you have a purpose? Do you have a purpose, because - I'll tell
you why. I'll tell you my why tomorrow. But I'll tell you why it's really
important. Who knows why they were bom? Put your hand up if you know,
without question, the exact reason why God put you on this planet. Hands
up. Okay. That's not many people, but I absolutely without question know
that, and I know it's got a lot to do with this, and I'11talk about that tomorrow.
But it's your why that brings you to your how. Not the other way around.
They why, if it's passionate, will bring you to your how.

So you've got a big why. Do you know, we've put out - we've probably
presented to, I don't know, maybe 1000 people to have these rooms full, you
know, to show this business, and it's interesting. We sent out 100,000-odd
letters and we presented to 1 per cent of those people. Now, that's a good
sign for you, because the 95 per cent that didn't respond to that letter - yeah?
Might be the 95 per cent that are on the other end of the spoon, and you
might be the 1 per cent, or in the 5 per cent that actually create a successful
life. Make sense? So give yourselves a clap. You did it.

30

35

40

So tomorrow come in with a why. Why are you here? Whatever it is. And
then you won't have a work ethic. You'll have a pupose ethic. Some people
think I'm a workaholic, but I'm not. I'm just focused on my purpose. Empire
builders are workaholics, but they're really not. They're working on their
purpose. So your purpose changes a work ethic to a pu{pose ethic. And on
that, want to thank you for coming today, and I'll see you tomorow.
Thanks very much.

I

DISCUSSION

.imagine

8.10.05

AuscriptAustralasia Pty Ltd2006

P-II7
In-Confidence

MR D. PRIESTLY: Good morning. I{ow is everyone over there? Good?
How's everyone over here? Good? Good morning.

AUDIENCE: Goodmorning.

MR D. PRIESTLY: Thank you all very much for coming back and

10

investing another day with us, and it's great to see so many people have come
back and, once again, I really appreciate the fact that you have chosen to take
this time with us and have a look at this business opportunity. Just before we
get started, can everyone raise their left arm? On their person to the left. If
you've got a mobile phone, please put it on silent, and if you've got a baby all mobile phones and babies switched off. They're all silent. Thank you
very much. Before we get started though, there's still some people just
coming in and registering themselves and heading into the room.

15

do, just to sort of start off today is just sort of recap
yesterday, and if you could just take maybe 30 seconds or a minute with the
team at your table, just to discuss what was it that you liked yesterday, what
was your favourite thing, what was the thing that stood out most to you about
this process conceptually? So yesterday we talked a lot about the concept of
Imagine. What is it conceptually that you like so far? What have you seen
that you thought was quite interesting or impressive? And just take 30
seconds to a minute to have a quick discussion around the table on that. Can
we have some discussing impressive things music, please? If you haven't met
anyone at your table, just take this time, too, to introduce yourself, do some
networking.

What

20

25

I'd like to

DISCUSSION
30

MR D. PRIESTLY: Okay. So, starting at this table - can we grab
'What's

a

- someone at this table. What's one thing that you got
microphone?
out of yesterday that you thought was quite interesting. Let's have a bit of
35

sharing.

MALE SPEAKER: Yeah. We felt that it was a non-threatening type of
business. You can approach people and they don't feel as if they're going to
be screwed.

40

MR D. PRIESTLY: Non-threatening? Okay. So someone from this table.
S

omeone j ust volunteered themself.

FEMALE SPEAKER: Here we go.
45
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MR D. PRIESTLY: Okay. Someone from this table? There we go.

MALE SPEAKER: There's no hard sell.
MR D. PRIESTLY: There's no hard sell. So non-threatening/no hard sell.
Just over here was someone who wanted to add some input.

FEMALE SPEAKER: I like the idea of passive income.
10

MR D. PRIESTLY: Passive income?
FEMALE SPEAKER: Yeah.

t5

20

.....

MR D. PRIESTLY: Yeah. So passive income and step away. Who here is
here because of the main reason that they're really excited by the concept of
creating a passive leveraged income? Okay. That's most of the people. And
that's your number one reason? Yep? What else do we - what else? Over
here. Just grab amicrophone over here.

MALE SPEAKER:

.....

MR D. PRIESTLY: Just so everyone can - - -

25

MALE SPEAKER: Yeah. Our table thought that because they're a suite of
products we could offer the customer the best - like, for them, and not what's
best for us.
MR D. PRIESTLY: So because there's a whole suit of products you can
really offer them a lot of value. Yep. So just this table here. Just so Glen

30

doesn't have to run so far.

YtU
35

SPEAKER: Yeah. We thought it was an easy concept to explain,

MR D. PRIESTLY: An easy concept to explain. So even though it's
industry, it's fairly easy to explain. What else?

so

a new

FEMALE SPEAKER: Setting goals.
40

MR D. PRIESTLY: You like the fact that we encourage you to
Yep.

MALE SPEAKER: The goal to breathe, like Richard
45

MR D. PRIESTLY: The goal's to breathe.
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said.

seek goals.

MALE SPEAKER: To breathe. I want to take huge, deep breaths.

10

15

20

25

MR D. PRIESTLY: There's so many fut y stories about that. Anyone who
has spent a bit of time around Richard, there's a couple of different saying
that we have. The f,rrst one is obviously, if someone says, "What do you do
for a living?" well, everyone naturally says, "Well, we breathe." And if
someone says to us, "So what do you do for work?" is the other question, and
all of my team on Triumphant Events at the moment, if you ask any of them
what they do for work will say, "I don't work," and you get some fu*y,
funny responses. What Nick, who some of you would have met - we were
down in Melbourne and we went into a Myer, and we were buying some
clothes, and went up to the counter and the girl behind the counter said, "So
what do you guys do for work?" And I said, "I don't work." And she went,
"oh."
And then she looked atthe Tommy Hilfrger shirt and she, like, looked at me
like, gee, I wonder if he can afford it? And she said, "So how do you not
work? What? Are you a student or" - I said, "No, no. I create." I said, "I
don't work for income. I create for income, and it's" - and she goes, "Okay.
Cool. That sounds like more fun than working." So it's really funtry. If you
talk to most of the team on Triumphant Events they'll - if you say, "What do
you do for work?" they'll say, "I don't work. I create. And the more I create,
the more I earn," is the motto. Does everyone like that? Like to breathe?
Right. Who would like to reign? Reign over their empire? Over here?

MALE SPEAKER: I was just saying I'd like to reign.

30

MR D. PzuESTLY: You'd like to reign. So which tables haven't we heard
of? Up the back here? What did you guys like about yesterday?

MALE SPEAKER:

Just the growth potential of being a new industry.

MR D. PRIESTLY: Growth potential of a new industry. Has everyone
35

noticed my writing's got neater today?

MALE SPEAKER: No.
FEMALE SPEAKER: The spelling hasn't.
40

MR D. PRIESTLY: The spelling hasn't? They still haven't done the
spellcheck for the whiteboard. I'm waiting for the red squiggly line to
appear.

45

MALE SPEAKER: He's a creative speller.
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MR D. PRIESTLY: A creative speller. Look, anyone can just copy what
everyone else does. I like to make it up. So this table here? Have we heard
from you guys?

MALE SPEAKER: The food.
MR D. PRIESTLY: Food. The food was good yesterday. The food. What
else did you like about the concept?

l0
MALE SPEAKER:

Just the potential, and .....

MR D. PRIESTLY: So the growth potential,

well

as

as

just the potential as

well. Yourself, you had one?
15

MALE SPEAKER: Basically, the opportunity ..... a new industry. Find out
where the barriers are. The opportunity to create the - to be part of the new
creating - part of creating a new industry, and ..... So I think a part of that
was - that's the best opportunity of it all, really.
20

MR D. PRIESTLY: Just being part of that new industry in its infancy stage.

MALE SPEAKER: Exactly.

25

MR D. PRIESTLY: Being able to clearly identify - it's always easy to
identify something that's a on its S curve once it's moved. Very rarely do we
have the opportunity to say, gee, this is right at the beginning of its growth
curve, on the S.

30

MALE SPEAKER: I think a much needed service.
MR D. PRIESTLY: It's a highly valued and much needed

MALE SPEAKER: There's a win:win

sen¿ice.

.....

35

MR D. PRIESTLY: It's a win:win business. Do you think it's a win for the
suppliers as well?

AUDIENCE: Yes.
40

MALE SPEAKER: The suppliers and customers.
MR D. PRIESTLY: Yeah.

45

MALE SPEAKER: The product mix is - people
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are ready to purchase them.

All we're doing is basically both changing - like, giving them the benefit by
selling ..... rather than sell it for .....

MR D. PRIESTLY: That's right. So - - -

MALE SPEAKER: Changing the way they purchase it. That's all.

10

15

20

25

MR D. PRIESTLY: So people are already spending money on these things,
and everyone is spending money. They're essential services. They're
coÍrmon to everyone. We're not selling anything. We're actually just helping
them make a better decision. All right? Because, honestly, who knows all 78
Telcos? Most of us could only name frve or six. Right? So helping people
make a better decision. Yourselfl

MALE SPEAKER: We like, well, they're seemed to be a lot of support from
Imagine, and when you're kicking off a new business, working on your own,
I think that's pretty important.
MR D. PRIESTLY: Support. Support's a really good one. I have a bit of a
picture in my mind that it's sort of like you know you're hungry, and someone
says, "All right. Well, here's the kitchen. Here's all the ingredients that you
need. Here's the recipe. Here's someone to talk you through it and help you
through it, and all you have to do is be the one just to put it all in the bowl.
But it's all there for you. You don't have to make anything up yourself." Just
behind you?

MALE SPEAKER: It's a service, and
trucks or warehousing or - - 30

I don't

have to have stock or staff or

MR D. PRIESTLY: Low overheads.

MALE SPEAKER: Yeah.

35

40

MR D. PRIESTLY: Who has been in - who is in business? Laurie? So you
know exactly what the benef,rt of low overheads is. It's amazing. In some
businesses they can be turning over, you know, 10 million, $20 million, but
not keeping any. Has anyone ever been in a business like that, with massive
tumover but they're wondering, you know, where's my little bit? Yes? So
there's low overheads here. I mean, really, you just need business cards and a
car and, you know, a computer, and most of the things that you already have.
You may not have a fax machine. You buy a fax machine. And you'll get
your business cards given to you, so it's a very low overhead business. Did
you guys have - did you guys have something over at that table?

45

MALE SPEAKER: I'd like to say that anyone is a potential customer or
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member. When you're selling a service or a product, when you're selling
plumbing supplies or stationery or whatever, ..... is that everyone who uses a
phone is a potential customer.

5

MR D. PRIESTLY: Yep. Mass market. Is anyone in here not a potential
member for Imagine? No?

MALE SPEAKER: The system.

10

MR D. PRIESTLY: You like the system? It's a systemised business. All
right. Who else?
MALE SPEAKER: There's no cold calling.

15

MR D. PRIESTLY: No cold calling.
FEMALE SPEAKER: Lots of training.

20

MR D. PRIESTLY: Lots of training. Boy. Wait till you see. There's just
ongoing training. Lots of training.
MALE SPEAKER: Having

25

MR D. PRIESTLY:

ideas where - - -

I thought I would be famous. It's a good shirt.

Someone gave Richard a shirt yesterday called "Future billionaire".

MALE SPEAKER: Like, having - being able to have ideas provided
having ..... Might have an idea, but just don't know where to start. .....

30

and

MR D. PRIESTLY: Yeah. Absolutely. There's only a very

small
percentage of people who make their money by coming up with an idea.
About one in eight, statistically. One in eight people who create wealth
create it through coming up with an idea. So that's a common myth though.
Most people think you've got to actually create the idea.

35

MALE SPEAKER: It's

MRD. PRIESTLY:

40

a one stop essential service.

So it's one stop.

MALE SPEAKER: One stop shop.
MR D. PRIESTLY: So you don't have to shop around. So it's good value
for the client. Anyone else got any other major ones?

45

MALE SPEAKER:
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MR D. PzuESTLY: This looks like we've abeady prepared one earlier. Is
that yours, Glen? No?

5

FEMALE SPEAKER: It's his.

MALE SPEAKER: That's the - - MR D. PzuESTLY: Maybe I wrote that. Yep.
10

15

MALE SPEAKER: That's

a ..... that one.

MALE SPEAKER: Okay.

So write down the word "reliable".

MR D. PzuESTLY: Reliable?

MALE SPEAKER: Yeah.
MR D. PRIESTLY: R?
20

AUDIENCE: E-1-i-a-b-l-e.
MR D. PRIESTLY: L-e? Not u-l-l?

25

AUDIENCE: No.
MALE SPEAKER: R is for residual.
MR D. PRIESTLY: Residual.

30

MALE SPEAKER: E is for equity. Equity. L is for leverage.
MALE SPEAKER: Pick up your cheque later.

35

MALE SPEAKER: I is for independent.
MR D. PRIESTLY: Do you work for Imagine?

40

MALE SPEAKER: No. I don't. A is for asset. B is for business. L is for
low expenses. The reason why I like this business is for the last eight years
I've been looking for

45

a business

which can satisff those conditions .....

MR D. PRIESTLY: Great. Excellent. Excellent, excellent, excellent. And
I would also say - thank you. Great. Does anyone else have an acrostic
poem that they'd like to share? Or perhaps a limerick? Has anyone created

8.10.05
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any limericks last night?

MALE SPEAKER:

.....

MR D. PRIESTLY: Imagine? All right. Some can work on Imagine later.
Great. So, excellent. Today, as you can probably see, we're going to talk
about income structures, and we're going to talk about those sorts of things.
Actually, I won't rub that off. That looks good.
10

MALE SPEAKER: Excuse me?
MR D. PRIESTLY: Yes?

MALE SPEAKER:

Can you just repeat on "reliable" the ..... sequence?

15

MR D. PRIESTLY: You want to read these out again?

MALE SPEAKER: Yes.
20

MR D. PRIESTLY: Okay. Residual. So residual income. Equity. You
might also put equality. It's a great equal system. Leverage. Independence.
Asset. Business. And low expenses.

25

MALE SPEAKER: Daniel, you might change over to a black pen, mate.
lt's a bit to

see.

MR D. PRIESTLY: A black pen?

MALE SPEAKER: If you wouldn't mind.
30

35

MR D. PRIESTLY: Sure. All right. We've frnished with that. Actually I'll
put some other stuff up there. But - so, yeah. Today we're going to talk
about the income projections. I want to say that it's virtually impossible for
us to cover ever¡thing and create a business scenario and a plan for every
single person here. I want to give you a few great examples, some
percentages, and a good idea, so that you'll be able to do some calculations in
your own mind. Really, we want to give you enough for you to say yes, I
want to enter into a28 day due diligence process, an application process with
Imagine, and get to know this in great detail.

40

45

So I want to give you enough to do that, but we obviously can't do the entire
scope. 12 months or 18 months ago we could have, because we only would
have been covering a couple of product ranges, and now we have a fi;ll suite
of products and it becomes more and more difficult. I want to do something
called framing, and I want to frame what you're about to hear with some
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interesting statistics. We're going to talk about creating residual income over
24 to 30 months, and we're going to talk about a viable scenario. For some of
you, you might say that's not enough. wanted to let you know that
anything's possible and that you may bring a lot to the table and create an
extremely big residual income, and others might not want this much and that
could be fine for you as well, depending on your scenario.

I

10

15

But I want to frame these statistics and the information that you're about to
get from Glen with some interesting facts and frgures, just to put what we're
about to say into perspective, and it's some really interesting stuff. Some of
you may have heard this before. Can I get rid of this? Yeah? Some of you
may have heard some of these things before, and some of you may not, but
it's really interesting stufT. The Westpac Bank has on its website a guide for
creating a comfortable retirement. Who would like to live comfortably in
retirement? Come on. Comfortable. Okay. So hands up if you want to live
comfortably in retirement. Just put your hand up. Okay. So here's what
comfortable is in retirement. Based on the Wesþac Bank's statistics.

MALE SPEAKER: Everyone's terminology is different.
20

MR D. PRIESTLY: Everyone's terminology is different. Well, I'll give you
the Australian terminology put out by the Australian Superannuation Fund
Association.
25

MALE SPEAKER:

.....

MR D. PRIESTLY: They don't. So comfortable in retirement means that
you can spend a whopping 5156 a week between two people.
30

35

40

45

MALE SPEAKER: That's shocking.
MR D. PRIESTLY: On food. All right? That means you're feeding each
person for $12.50 a day. Right? So who would like to eat $12.50 a day
worth of food, or less? Well, you're not comfortable. That's comforfable.
All right? What else have we got? Who would like to have more than two
bottles of wine a week, to live comfortably? Some hands just went - all
right? Well, to live comfortably in retirement - that's between two people.
So a bottle each per week. Well, that's budgeted in, just. In faet, they've got
some great things here. They're talking about, "We really want to encourage
people to plan for a comfortable retirement, and not a modest retirement."
Right? And they're saying, "The comfortable budget also allows for the
purchase of some magazines, compact discs, DVDs, allowing greater
enjoyment of printed material, music and movies." To be comfortable.
"The comfortable plan provides greater comfort and security by allowing for
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10

15

expenditure on home security systems and pest control." This is dead
serious. This is real. "The comfortable budget allows for entefiaining at
home on a fortnightly basis, seven glasses of wine or the equivalent
refreshment per week." So you can have one glass a day, and be comfortable.
It's really interesting. Health. Health, they've budgeted $41 per person on
your health. Right? So you retire. You're 65. I actually pay my nana's
health insurance and it's about $120 a month, and they've budgeted $41 for
health per week. So that's $160 a month. So you've got $40 extra to buy
some vitamins or something, to have your health. So no sport, no activities.
None of that. That's the comfortable lifestyle. So who wants to retire
comfortably? Bugger that.
Here's why they've done it so conservatively. It blows me away every time I
look a this. Currently in Australia we have 2 million retirees. Okay. Out of
the 2 million who are retired, 80 per cent of them live on less than - how
much?

FEMALE SPEAKER: 15,000.
20

MR D. PzuESTLY: 15,000? It's actually 20,000. Out of those 80 per cent,
80 per cent of those live on less than - how much? Less than 15, you think?

MALE SPEAKER: No. It's about 12 and a half or something, isn't it?
25

MR D. PRIESTLY: It's $12,000. The average payout on retirement - by the
way, thaÍ. comfortable budget, it actually says that it only works if the person
has paid off their house in full. Average payout of - how much do you think
the average superannuation payout is in Australia at the moment?

30

MALE SPEAKER: 400,000.
MR D. PRIESTLY: 400,000?
FEMALE SPEAKER: 350.

35

MR D. PRIESTLY: 350. Can I hear anything better than - - -

40

MALE SPEAKER:

160 or something.

MALE SPEAKER:

100.

MR D. PRIESTLY: 100,000.

MALE SPEAKER: Total,

160.

45
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MR D. PRIESTLY: How many zeros?

MALE SPEAKER: One more.
FEMALE SPEAKER: One.

10

15

20

25

30

35

40

45

MR D. PRIESTLY: $70,000. Something wrong with the system, isn't
there? We're trying to add up the sentences, one by one, rather than using
leverage. We're all trying our hardest to get 30 sentences out in three
minutes, when 3000 is easily possible if you know a better strategy. So keep
that in mind when we talk about a $100,000 passive income in a couple of
years, and keep it in mind when we're talking - keep the word game - right?
You might say, gee, well, these people - 80 per cent of Australians can't even
get to 20,000 ayeat in passive income. So how on eafth would it be possible
to get 100,000 in three years? Right?

Well, remember the word game that we played yesterday, that everyone was
arguing why it wasn't possible to get 50, and 3000 was possible if you knew
the strategy. Right? So is that interesting? Yes. Is it scary? Cool. So what
we'll do is bring Glen up. Now, we've all met Glen before, so the only thing
that's changed is his T-shirt. Now, please make him very, very welcome, for
changing his T-shirt and hopefully his socks and undies too.

MR GLEN CARLSON: Thanks, Dan. Yes. My parents taught me to
change my T-shirt. Cool. As we promised yesterday today is designed to
provide a lot more of the structure and the guts, I guess, of Imagine. So I
really am open to anybody throwing out questions and things like that. A few
of the things I want to talk about are a bit of the corporate structure, the
directors and things like that. Talk a bit about how the accountant system
works, how to work with an accountant, then talk a bit about the - a
hypothetical growth situation over the next two years. Now, Daniel said it.
I'll say it again. Everybody's completely different. We can't create a tailored
two day weekend for everybody, for obvious reasons, which is why what
we're trying to do is give you enough information to go, yes, this is
something I want to invest my time into, because time's the most valuable
asset we have, and to do a thorough investigation on a $60,000 business takes
time.
So what we'rs trying to do here is give you all the stuff you need to be able to
make the decision, yes, it's worth me investing at least 10 to 15 hours a week
over the next month or so, and we have a structured 28 day process which
then allows you to go into a significantly greater a level of detail, because it's
relating to you. You're provided with a one on one co-ordinator or concierge
that can discuss with you and pull out all the details of your situation and
what you need to move forward. So for some people it might be, at this
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point, I don't know how I'm going to come up with the money. Or it might, I
don't know how I'm going to come up with the time. I work fulI time, and I
work between the hours of 9 to 5, and how am I going to approach businesses
between 9 to 5, and all that sort of stuff.

10

15

Just out of interest, who'd be looking at starting part time? Everyone.
Anyone had the thought, I work 9 to 5. How am I going to get to businesses
in that time? Who's had that thought? Who's had that thought now I've said
it? All right. The question I would ask to the people that did put their hands
up is are businesses open after 5 o'clock? Are businesses open on weekends?
Are business owners often working in, especially the retail stores on
weekends? Often get the owners there. Why? To save money. They don't
have to pay double time and a half on the weekends and stuff like that. So by
no means mistake that having two things on the go, so a full time job and
building a business - please have no misunderstandings - that that is
something that that is something that you need to plan very, very carefully.

If you don't have a plan, if you don't have a specific task list that allows you
20

25

30

35

to balance both well and you follow it religiously, won't get off the ground.
But what we'll do over that 28 days is we'll pafiner you with a co-ordinator
and a licensee. All right? Because 95 per cent of all the curent licensees
started part time, and we can build an action plan that's going to work for you
to help develop to the point where you can step off. And one of the points
that you'll need to work out is, okay. For me and the amount of time I can
put in and all that sort of stuff, where does the point come where I can then
cut out completely, or at least seriously cut back my effofi into my current
business or work or whatever it is you're doing, and focus on Imagine?
So there gets that point where you start part time and then it gets to the point
where one snowball gets bigger than the other, and you can jump onto that
one. So I want to try and go through some of the numbers that help make
that make sense. This is the corporate structure. The only things that's
missing is the master licence layer, which is just in between - it sorts of runs
through all of this, and through all the group licence. So the master licence is
really just the glue that holds all of this together, is the master licence's role.
They have the right or the licence to run and operate the Australian template.
All right? So they're a national operations unit.
'We

40

45

The board of directors.
are now a limited company, which is why all this
structure had to be put together. It took probably about 12 months to get it in
order and running effectively. The board is made up of a gentleman by the
name of Chris Paul, Mark Gomez, Daniel Watson. Chris Paul - and you'll
hear a lot more about these people in detail againthrough the 28 day process.
But just a rough overview. Chris Paul's got a very deep and extensive
growing
experience
telecommunications industry

in the
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telecommunications company's systems and doing deals at those levels. He's
often involved strategically in bringing the deals together with new people
that we're bringing inside the template.

10

t5
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25

Mark Gomez. V.ry, very experienced multi-millionaire businessman prior to
Imagine, running large business, large teams, lots of infrastructure, and he
also is now operating in brand culture, corporate govemance and protection
'Watson.
V.ry, very elevated
of the brand, which is brand culture. Daniel
experience in the real estate industry, especially in Melbourne. Corporate
governance, and corporate consulting. A very, very extensive background.
Lots and lots of letters after his name, put it that way. Lots of experience,
through university, MBAs and business itself. You all know Richard, and
when - in talking with Richard - everyone gets the opportunity to sit down
with Richard one on one. You can really go into a lot of his detail and past,
as well, and get clear on his experiences and the companies that he's had and
how he's grown to here.

Mark is the managing director, as well as brand culture and protection. Jim
Lim, corporate govemance and legals, so we have a full time corporate
lawyer. Licensee development is Daniel Watson, who is also a director.
Now, most all of you will speak at some point with Daniel Watson, because
he's going to be working on taking you from where you are to becoming a
successful licensee. His focus is on making sure your engine works. So we'll
provide you with all the tools and the - what did Daniel say? The ingredients
in the kitchen. Daniel is the guy standing next to you, really helping you get
in there and making sure you're cooking up a storm.

30

35

Licensee acquisition. Well, you're going to meet thatteam, myself included,
and a lot of other guys. That's actually a little bit out of date. There's a whole
contingent of people to be able to assist you in moving forward. Operations
is Chris Paul, so making sure - and his team, Janine, Esme, Lindsay, Sabrina.
They - all the girls actually came over last week to see this, because they're
over in Perth. They haven't seen a lot of what's happening over on the east
coast, so they came over and were really excited. But they make sure
everything sticks together. At this point the head office operates out of Perth.
It's being shifted to Sydney. The Sydney head office is being sourced this
year with a plan to open Januaryßebruary next year, and the actual head
office for Imagine global is being moved there. So the idea is to run the
global template from Sydney.

40

for? Well, obviously it's great to have a corporate
presence in Sydney if you're dealing with a big client or yolt need to have
some meetings and things like that, because you'll perhaps be running from
your home office. You may want a board room or you may want a training
room or something like that to be able to come to. All those facilities will be
So what could you use that

45
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there, much like those facilities are now there in Brisbane and Melbourne.
So we already have, I guess what you would call regional offices in Brisbane
and in Melboume. They are less for the actual operation of the company. As
said, that comes from Perth. They are more for the training and
development of licensees. So there's board rooms, function rooms, training
rooms for you to be able to use and come together and train and meet with
'Watson
some of the business coaches and trainers, like Daniel
and Ron
Gibson and all these kind of guys. Wasn't Ron great yesterday?

I

10

15

20

25

30

AUDIENCE: Yeah.
MR CARLSON: Yeah, he's really good. Really good. Member acquisition.
Again, there's a few more people in there as well, which are guys like Travis
Tremain, Martin Toomey. He's in there as well. Richard. Martin will talk to
you a bit more about the team that he's put together for that, and a lot of that
also ties in with the marketing campaign that Siimon Reynolds is conducting,
and Siimon's going to come up later and talk a bit about that. Under that lies
a group licence. Now, has everyone heard of what a - heard the word "group
licence" going around? Just to, I guess, explain a little bit more on the role of
the group licence, it's simply a management tool. Any kind of corporate
structure that would normally look like that, if it was built in a big offrce
block or something horrible like that, there would be a management level,
simply to diffuse the information coming from up here, down here.

if a new product or service or training

comes out, it's the group licensee's
role to actually pass that on to you, because it may be four weeks, six weeks,
eight weeks before there's a group training to actually cover that. So the
group licence is there to disseminate all of that future information. At the
staft they're there to hold you hand, help you get up and running with the
business, one on one. So it's not like we throw you a manual, we give you a
couple of seminars, and then we say, "Off you go. Good luck." It's very
much about you can walk in, directly in the footsteps of somebody else who
is able to hold your hand for those first 20 or so members until you get off the
So

ground.
35

here. Again, the group licence
structure is focused on developing large new networks, bringing on
aggregators, bringing on accountants, doing more of the high level training
and member acquisition in large groups. They're doing fairly large deals.
The adviser licence focus is on building relationships, predominantly.
Number one, it all comes down to the relationship. Focusing on high levels
of service, and then the actual servicing of members and clients, and I can't
stress how important that is. During the 28 day program we do a course on
building better business, which talks to you about the principles on how to
focus on those things. We talk about building a $100,000 trail income this
So the adviser licence structure, this structure

40

45
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morning and what you need to do to do that. At this course it talks to you
how to create, over five years, a $4 million business, in value. Not in trail
and turnover, but in actual value.

10

15

20

25

So we're trying to conservative here. All right? And the $4 million business,
you would have to be an elite star to make that happen. But we'll show you
the path, and then its up to you to walk it. Running the actual analysis. So
doing the data entry and all that sort of stuff. Now, that can be tedious and a
lot of people say, "Well, look, what's the downside of this business?" And
data entry is one of them. We do need to do a bit of that to make it work.
Imagine is in the process of bringing in a system whereby, instead of doing
the data entry, you scan the document and the data recognition software
comes in, pulls it apart and does it automatically. Now, that's happening, as
is a whole bunch of other stuff on the Extranet, for business management
tools, in terms of your account keeping and knowing exactly where
everything is at at the moment.

You get a repoft from Imagine, which will just explain, this is your - the
client's name or their business name. This is their tolling for this month.
This is how much you're getting from it. And then you're able to take all of
that information and do your account keeping. The system is being
developed and built, so that will all just be happening online. So it will all be
there instantly. You can get constant updates just from a single page.
Understanding your members' businesses' needs. Why do you think that's
really important?

MALE SPEAKER:

30

35

40

45

Just to help them

with their future.

MR CARLSON: Perfect. Be able to help them in the future with better
products. So if a new product comes out one of the benefits of the supply
training is they will tell you who this particular product will work well for,
and who it won't work well for. So if you haven't spent the time upfront to
get know your client base, it's going to be a lot more difficult to be able to
target the right people for that particular product. Whereas, if you take them
through really quick - five to ten minutes needs interview, and it's just a
conversation. "Tell me a bit about your business. What ale your major
fiustrations? What are your plans? What are you doing here?" Etcetera,
etcetera. You can then have an understanding and you've got that data there,
so when a new product or service comes and you leam the key points to look
for, you can just go, look, I've got about 40 or 50 members straight away that
I could go straight to, and they have already said that's something that they
would be looking for, because we know the stuff that we're bringing on
board. Like I said, we've got another - about 20 things in the pipeline.

You can say, "Would you potentially be interested, when they become
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20

available, of this, this or this?" tick the boxes, and then you can go straight
back to them as soon as it does become available. The guys did that with
stuff like - you know, like Internet and the fuel - when the fuel cards came
out. Power, we knew everybody wanted access to that. But specifically with
the fuel, it was like, "Would this particular product with these benefits suit
you?" So they knew it was coming. Yes, it would. No, it wouldn't. As soon
as you got the yes, it would, as soon as that came out, they go straight back to
those, and they're leveraging their time. They don't have to call through the
whole list. You're able to be targeted and selective. Because it's all about
leveraging your time, yeah? That's why we're here.

Building the relationship with your aggregator, or accountant, ot associate, or
whoever you want to call them, and I'll talk to you a bit more about that, and
developing your own network. So getting out there and networking.
Accounts are a really powerful part of the actual Imagine template itself. Is
anyone an accountant, in the room? No? I'll bet you there are and they're
just going to go, "What's he going to say?" They demand professionalism.
They absolutely have incredibly high standards when it comes to giving
people access to their client base. They will not let go of that freely, which is
why they are such a powerful part of the business when you bring them on.
The flipside of that is that they are a trusted adviser, because they are so
fiercely protective of that list.

25

30

35

40

45

When your accountant calls you and recommends you do something, people
typically place quite a high degree of value on that, and 90 per cent of the
resistance, approximately, is taken away from your clients. So all the
questions and all of the concems are taken away, and your accountant simply
says to them, "They have come into my offrce. They save me 30 per cent.
They provide exceptional level of service. I have looked at your essential
service spend. They're looking a bit high. It's a free service. They're
independent. They're unbiased. V/ould you like to have someone come in to
your office and do a needs analysis for you, on behalf of me?"

They allow you to secure a stable client base. I often get questions in terms
of territories and how does that sort of thing work? Do we get a block of
land to work through? The answer is no. The reason a licence or a franchise
would require territories is because, typically, they are using inefficient
methods of advertising. You've got to go and do letterbox drops or
advertising or this sort of stuff to try and aftract people in a certain area. The
way we connect with people is top down enhancement. So I could be living
literally next door to another adviser. He could be working through one
accountant, I could be working through another, and we would never cross
paths, apart from perhaps at a networking function or something like that.
So

it enables you to secure a stable client base that can't be penetrated
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by

anyone else, unless they're using those efficient forms
advertising like cold calling. Yeah?

of marketing

and

MALE SPEAKER: Now, is there a system in place where you're not
tripping over each other?

10

15

MR CARLSON: Good question. Is there a system in place where you're not
tripping over each other? When Marfy gets up next to talk a bit about the
training he's going to talk a bit about how all the suppliers and all that sort of
stuff gets organised, and that's with a system called - we call the Extranet.
Now, I'll let him explain what that is. But, essentially, it is a business
management tool where you can go in and say, okay, I want to see what
members we've got. Type in - I'm looking at this particular store down the
road. Type in their name, and it will say whether or not they're a member.
Right?

MALE SPEAKER: Yeah.
MR CARLSON: Sorry,. Yeah?
20

MALE SPEAKER: A couple of questions. How do the aggregators get
allocated to an adviser?

MR CARLSON: Yep.
25

MALE SPEAKER: And

can you bring on your own aggregators? One

will

be an accountant, but could be a powerful potential aggregator with whatever
commission structure is typical for - - 30

MR CARLSON: Yeah. Sounds like you might have someone in place that
you're thinking

ofl

MALE SPEAKER: I have sort of in mind. Yeah.
35

40

MR CARLSON: Yes. The answer is it's a - to a degree, it's a cab rank. All
right. If you look at a big, long cab rank, the cabs at the end of the cab rank,
their engines are off,, the guys are out the side reading a magazine. At the
front of the cab rank the engine's on, they're on the pedal ready to go. It
works a bit like that, because we can't have - basically, got accountants to the
point of where it's like, yeah, we're going to start now, but there's a whole
bunch of other accountants ready to start before them, and it's six months
before we get to them, and it's not the way to do business. So we do it that
way, as well as location. All right? So we're not going to give you an
accountant in Melbourne, for example, or something equally unrealistic.

45
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So the idea is to make it, again, as efftcient for your time as possible.
Imagine works on the 80:20 rule. We work with the top 20 - | guess, top 20
most entrepreneurial innovative accountants in Australia. So they are
actually going to be proactively out there, looking to be able to capture extra
market share, offer differentiation from their clients and things like that. So it
works on those two principles. To answer your second question, if you've
got a large potential aggregator - could be an accountant, ftnancial planner, a
business coach, anyone else who has got a large network - depending on the
size, absolutely will come in and help. If it's just an average run of the mill
accountant your group licence will work with you. Right? Because that's
what they are skilled - are trained at doing.
Any'thing bigger, all the way up to the point where Richard will come in and
actually do the presentation for you. All right? So, yes, we will bring those
on, because the more market you've got, the more market we've got, the
better for everyone it is. It can take up to four months to actually activate an
accountant, because hence, the cab rank process I was talking to you about.
So what that looks like is there's the initial introduction. There's a conceptual
demonstration. So, basically, there would be a condensed version of the two
day weekend here for an accountant that have evaluated a lot of businesses,
so \ /e can hit the bases rather quickly, and see if they like the idea, which
they do, when it's done right.

We know from our couple of years experience there are a couple of major
concems that accountants are going to come up with all the time. We
inoculate them on them first. So we bring them up. So in the accountant's
mind they are, like, okay. They've obviously got a lot of experience with this
in the past. We then recommend - so we're proactively recommending a test
sample. We say to them, "Look, you obviously wouldn't want to take this to
all of your network straight away. You would want to make sure it's going to
work on a small group that aren't going to be adversely affected if what I'm
talking to you is complete rubbish. Would you agree?'r I'Of course." Three
to six clients. We go through. A couple of months later we do a review on
those. Right?

35

40

So the licensee who did it would go through and do a review. The
accountant would then speak to them to make sure that they were happy with
the service and the results ancl etcetera. We'd design a personalised rollout
strategy. The rollout strategy for each accountant is going to be unique, just
like the rollout strategy for each of you in the room is going to be unique.
Some accountants want to be proactively talking to every client, referring
them on. Other clients want to be able to provide you with a list of 20,30,
40, 50 names a month, whichever they're comfortable. They'll give you all

the information you need to email out or mail out a letter with their
45

recommendation and advice on that, and then you'd follow up with a call.
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We find each is just as effective. Yeah?

I

I

saw three accountants in the room.
What's to stop the accountant from becoming the licensee and then taking our
business off us?

MALE SPEAKER: Glen,

10

15

think

MR CARLSON: What's to stop the accountant from becoming a licensee?
Nothing, is the first response. The second response is from our experience
maybe I in 20 accountants actually have an interest in not being an
accountant any more and doing this. The other 19 out of 20, we find that
accountants are a unique group of people. They have spent a long time at
university. They're spending hours and hours keeping up to speed on all the
new accounting practices and things like that. They are absolutely immersed
in being accountants. That's what they do. That's what they're good at. They
are typically, just in nature, not really great business - sorry, not business
people - people people. They are good with numbers. They see that this is
100 per cent a people business and they go, "Much rather you do it, and give
me something in return," and I'll talk to you about what they get in return.
Does that answer your question.

20

MALE SPEAKER: Yeah.
MALE SPEAKER: Sorry.

Just along those lines again.

25

MR CARLSON: Yep.

30

MALE SPEAKER: Just along those lines again. Maybe the interest at my
accountant at the moment isn't very high because we're the only EsCo. But
when it becomes, you know - when an accountant actually sees the amount of
business he's refering and can work out the cash flow, what's to stop him,
since your systems are quite easy - they're based on computer and data entry what's to stop him from bringing that into his service? So, actually hiring
somebody, perhaps, or, you know, bringing somebody on board, on - - -

35

MR CARLSON: Okay. I think I've got it. I'm just going to crystallise it
back to you so you can see if I'm on the right track. All well and good at the
starl. They'll let us do it. What happens in two years when they're rocking,
they've got a big business that we've provided for them, good trail income fi'om cutting out Imagine, and bringing in their own person and just doing it

40

themselves? Yeah?

MALE SPEAKER: Yeah. Or having, you know - or basically getting

lTTt

-

- becoming a licensee, hiring somebody to work for their business to

45
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MR CARLSON: Yeah. Again, same thing. They don't like becoming
licensees. They like being accountants and having someone else do it for
them.

MALE SPEAKER:

10
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20

..... change.

MR CARLSON: Yeah, yeah. Thank you. Yeah. So they are already hiring
something to do it for them and it costs them nothing. Second of all, they've
signed off an agreement which says they're not going to do that. But third of
all - I had a really good reason. They wouldn't have access to the system.
They wouldn't have access to the buying power, they wouldn't have access to
the suppliers. They have to move through Imagine to access any of the
benefits, otherwise they'd basically have to start up in competition, from
scratch, and they're just not going to do it. What I'll do - I appreciate
everyone's got questions. I do need to keep this fairly on track though.
So if we could just keep going through I'm fairly confident that most of them
will get answered, and then we'll just do another quick Q and A at the end.
Otherwise we'll just never get there. You get introduced to the licensee.
Now, the licensee has to have gone out and got 20 active members before
we're going to introduce them to an accountant. Why?

MALE SPEAKER: ..... experience.
25

30

MR CARLSON: Yeah. So they need to see that you've got the experience.
So you'll go in with a report on every single client. This is what we save
them. This is what we could help them with. This is what we couldn't. This
is what they will need in the future. These are the frustrations of their
business, and you'll plop 20 of those down and the accountant will go, "All
right. Good." You'll then move through with a test sample of 20 clients that
they'll provide you with. You'll do a two month review. So it's slowly,
slowly as you get started with the accountant, and then an ongoing rollout is
created, and Imagine guarantees, as we've said before, 300 members. So 300
people that have signed that form.

35

But what's in it for the accountant? Well, they get 25 pw cent of all the
royalties that you receive, goes to them, that they've introduced to you. All
right. So if they introduce someone to you, they becoming a tolling member,
you're making a profit, you give them25 per cent. Why do we give them2l
40

per cent?

MALE SPEAKER: The adviser gives - - MALE SPEAKER: Sorry.
45
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MR CARLSON: Sorry?

MALE SPEAKER: The adviser gives them personally 25 per cent?
MR CARLSON: Yeah. So it comes out of your pocket.

MAI-E SPEAKER:

10

15

..... network.

MR CARLSON: They've got the network. They address the frustration.
The reason we offer it upfront is so they don't ask for 50 per cent. I'm

serious. Because really, it's a walk in job. Once the accountant's got onto it,
it's a walk in job. They're done, ready to go. It adds another service to their
suite. They are already - typically might have a mortgage broker in their
office using the same network, a ftnancial planner, finance broker. So
accountants aren't unaccustomed to tapping people into their trusted client
base, and it just looks - that looks right there, doesn't it? Next to all of those
things. It just looks like it frts really well. So they see that also, the good fit.

It
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becomes a point of differentiation from their competition. Okay.
Accountant A and accountant B. Accountant A says he can, just through one
of his peripheral services, save me 30 per cent on our essential services.
Backs up the factthat he's actually here to work on adding value and creating
savings in my business. The other accountant says that, but has really
nothing to back it up. Whereas this is something they can tangibly see atthe
start, so it's a great point of difference. Builds powerful goodwill in their
practice, and really, for the accountants that say they are there to create
effrciencies in your business, well, it's a duty and obligation for them to be
able to make this available once they're aware of it.
So who is suited to be an adviser? Well, you've probably worked out that it's

a people business, so you need to be outgoing, you need to be friendly.
You've got to actually have an inherent desire to serve and to help. Effective
communication is important. Although you don't have to get money off
people, you still do need to present people with the understanding and the
idea, and they are going to go, "I'm not sure. What about this, or what about
that? What about this?" And you're going to have to be able to understand
those things and be able to articulate them effectively. Now, obviously
you're not going to do that now. That's what all the training is for.
Willingness to leam, committed, and willing to get uncomfortable and to
grow, personally and professionally. For everyone that's in business in the
room, I know that all of you have had to go through discomfort to get to the
levels of growth that you're experiencing. Just doesn't happen without it.
Who isn't suited is anyone that's always looking to find the problem in
something. Typically a business mindset. Business people - people that have
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job mindset, because that - the system has told them that
that will lead to a comfofiable life, they thought that was all well and good
until they worked out what a comfortable life was. All right?
been trained into the

10

So that mindset will typically go out from here and they go, "Wow, that
sounds fantastic. That sounds really, really good. Now what I'm going to
have to do to do a good due diligence is find all the reasons why this won't
work. That's what I'm going to focus on, because that's how I do a good due
diligence." A person with a business mindset will go, "No. That really looks
good. Every'thing seems to be in place. I am going to go out and look for,
over the next month, all the things that will ensure this will work." See the
difference? One is actually going to get you to the path to success. The other
one is going to get you to the point where you've just got a mountain of
obstacles thaf are impossible to get over.

15
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So typically from the business perspective you've got to have that view of,
where is the solution? Anyone who expects results without effort, anyone
who expects to sit in the kitchen with all the food and ingredients but is not
prepared to cook, anyone who is self,rsh. Business is about win:win, you
know. The whole Scrooge mentality might have worked 50 or 100 years ago
in the industrial age and things like that where typically success and to be at
the pinnacle of success meant you had to have got there by treading on other
people.

If you are a recluse, or if you ever said the words, "I just don't get along with
people," it's not for you. Lack of vision. If you don't actually have
something up there that's getting you out of bed every moming, something
that's bigger than the money, something that's bigger than the business,
something that's bigger than the security of the properties and the investment
portfolio and all that sort of stuff. Anyone who is always laying blame. It's
always something outside of them. Typically people that are successful in
business have come to the realisation that the outside world is created from
the inside out. Not the other way around. So this is what it looks like. It's
$59,700 for the licence. And I'm going to talk about the suite of services a
little bit, but the reality is the biggest saving that we're able to provide people
at the moment is with telecommunications. Is there anyone who knows,
anyone worked out why that is althe moment?

MALE SPEAKER:

.....

40

MR CARLSON: Sony?

MALE SPEAKER:
45

.....

MR CARLSON: Yeah. The one with the largest amount of competition.
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The reason it's the one with the largest amount of competition is because it's
the one that's been deregulated the longest. So that's where the largest
amount of savings are available to be created. In fact, at the moment,
because that's the largest bite of the cherry in tetms of savings, it's also where
the adviser will receive that 80 per cent of their income. So 80 per cent of
your income is going to come ftom telecommunications in some form.

MALE SPEAKER: Sorry. A quick question. If we become advisers do we
get a copy of these slides?
10

MR CARLSON: Yeah.

MALE SPEAKER: We do.
15

MR CARLSON: Not of the slides, but you'll get all the data - - -

MALE SPEAKER: Okay.

20

25

MR CARLSON: - - - that you need to be able to do it. That's what - good
question. I'll just quickly hit that. I often get questioned, why do we pay our
5 per cent deposit, $2985, which you'll have the opportunity to do at the end
of today. It allows you to walk away with the disclosure documents, the
licence agreements, and all this sort of stuff which contains not only,
obviously, the sensitive information of Imagine and all the agreement stuff,
etcetera, that you can take to your solicitors and accountants, but it also
contains all this sort of stuff in specific detail across all of the services. So if
you're acquiring a member or client from your own network, or you've found
them, you've addressed them and they've said yes to you without anyone in
between, the trail or passive income amount is 5 per cent of that.

30

MALE SPEAKER: Of what?

35

MR CARLSON: Of the tolling. All right. The actual tolling. Good
question on what. If a bill is $100, your trail will actually - sorry. No. It's on
100 per cent of the bill. All right. So it's on 100 per cent of the bill.
MALE SPEAKER:

.....

MR CARLSON: Sorry?
40

MALE SPEAKER:

45

.....

MR CARLSON: Yeah. The upfront - you will actually - there's also an
upfront component - and I'll talk about that in a moment - which is you only
get that on the calls. Okay? It'll make sense. We'll just go thlough it. So if
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it comes fiom yourself it's a 5 per cent trail. If it comes from a member or a
client - sorly - if a member or client comes through an aggregator, I.25 per
cent of the 5 per cent goes back to them. So you're left with 3.75 per cent
remaining. So the suite of services though - that was just based on
telecommunications. What we'd suggest is that you build your projections,
you build your business plan conservatively, because if you do your numbers
conservatively, well, the rest is cream. You do it on telecommunications.

10

15

The other 20 per cent of your income will come from these other services.
So electricity and gas are variable. It depends on the size. It ranges from just
- if it's a small bill, just an upfront amount, all the way through to the larger
bills where you'll receive quite a reasonable trail from that. Mobile phones is
now between4 and 5 per cent - it's a bit of an old slide - depending on which
supplier. The dial up broadband prepaid is 10 per cent. Landlines is 5 per
cent. Fuel and fleet management, about 70 cents per car. Not a big eam from
the fuel. Website development, between 5 and 25 per cent. Business
insurance is 50 per cent of the agent's commission. Yeah?

MALE SPEAKER: Is that 70 cents per month, or per annum?
20

MR CARLSON: Per month.

MALE SPEAKER: You've got "PA"
25

here.

MR CARLSON: SorÐ,. It's per month, per car. Business insurance, 50 per
cent of the upfront commission, and the technology is variable. Stuff like talk to some of the guys like Travis and things like that. You can - some of
the technology includes things like PABX systems and stuff like that, where
the actual upfront commission can be quite significant, yery significant.

30

MALE SPEAKERT ..... business insurance, 50 per cent. Dial up, 10 per
cent. ..... per cent. Is there a reason for that?

35

MR CARLSON: Well, why would some people think there would be a
variance across a range of different industries in terms of the commissions
available, or the fatinit?
MALE SPEAKER:

40

Because that's all the supplier's

willing to pay.

MR CARLSON: Yeah.

MALE SPEAKER: It pays less than fishing.

MR CARLSON: Cool. So there
45

are a whole bunch of basic economic
principles which say where there's more fat in the margins we can provide
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more of a benefit, and we can receive more of atrail. Where there's less, so
the more regulated industries, like power at the moment, there's less than less margin available than telecommunications. But that's going to change as
the - everything develops. It's sort of like McDonald's. Just an interesting
example, interesting analogy here. McDonald's - does anyone have any idea
where McDonald's makes - out of its products, where it makes the most of its
margin?

FEMALE SPEAKER: Chips.
10

MALE SPEAKER: Yeah. With chips and drinks.

15

20

25

MR CARLSON: Yeah. Drinks and chips. All right? Would anyone go to
McDonald's - well, if they were going to go to McDonald's - if they didn't
have burgers? No. Burgers get people through the door. They make their

profits from the chips and the drinks that they sell alongside those burgers. If
you just went up to someone selling - not selling - advising on just phones right? There's going to be a lot of bariers there, aren't there? Do you agree?
So it's all the other things around the phones that separates us from
everybody else out there. But it's the - so that's what gets us through the
door. But it's the telecommunications that we are able to provide them with
the biggest saving, and with us, with the most income.

MALE SPEAKER: Sorry. But realistically,I mean, it's fantastic having this
big ..... and telecommunications is, I guess, your foot in the door. But,
honestly, how competitive on your other - on the other services?

30

MR CARLSON: Very competitive. Power, 7 to 10 per cent savings across
the board. Internet, there's a guaranteed 5 per cent savings, I think.
Landlines. Michael McKenzie has just done a bill - I think he's broken a
record - 65 per cent saving. All right? Huge. And you'll see all that sort of
stuff. You'll see evidence of what we can do across the different industries.
So it's a good question. It's a valid question. But, again, it just depends.
There are so many different variables. We've got to try and get just a total of

35

an average to go, okay, does this look reasonable? And then you've got to go
out and break down the numbers for the things you would focus on, because
someone might have a huge network of restaurants that they may have access
to.

40

Now, a restaurant's not going to be too interested in telecommunications.
They've got one phone, fypically, and they're mostly inbound calls, for
bookings. All right. Power, they've got gas ovens, they've got hotplates,
they've got big cold rooms. They're chewing lots of power. Up to 3, 4 5
grand a month. That's where you can really start to look after them on the

45

power side of things.
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MALE SPEAKER:

.....

MR CARLSON: Yep.

MALE SPEAKER:

10

MR CARLSON: Yeah. Yep. Exceptthat. That's 50 per cent of the upfront
commission that the person who did the insurance deal gets. So he sacrifices
50 per cent of his upfront, but they get the trail. So that's except that one.
Where is it? It's not working. Except for business insurance.

MAI-E SPEAKER:
15

20

25

.....

.....

MR CARLSON: Okay. Sorry,. I'll clarify again. There are trail - there is a
trail component in the website development, which can come from email,
regular email campaigns and things like that. If they just have a website
which isn't designed to attract any business or anything like that, no. It's a
one off of the actual cost of the thing. So there are variables in the
peripherals. Right? They can be variables between - but that can be - you
know, a $4000 website can be a $1000 commission. Right? So some
seriously sized, seriously good commissions there. But in your core business,
which is your telecommunications, it's all trail.
So we'll just go through a

bit of an example. Could we hand out those forms?
everyone just has a bit of a chat of what we talked about, and we'Il just
hand out some financial projection forms. Could we get some handing out
financial projection forms music, just gently?

If

30

DISCUSSION

35

40

MR CARLSON: Murty, could you kill that music, please, mate? Thanks,
mate. So if you had a - I'll walk through it all with everyone. So if everyone
can just come back to me for a moment, please. If you had a clear plan, and
I'm saying if you had a clear plan to a $100,000 residual flowing income
after, call it 30 months, but you're working full time now, and you're siuing
there going, somehow I've got to get from what I'm doing to doing that.
Can't just stop straight away, otherwise I would. How much time - I just
want to get a sample. How much time would you be prepared - so you'd need
to change some priorities around. How much time would you be prepared to
invest, on top of what you're currently doing, to get this off the ground? How
many hours a week?

45
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MALE SPEAKER: 20 hours.
MR CARLSON: 20 hours?

MALE SPEAKER: 30 hours.
MR CARLSON: 30 hours? Ontop ofa full time role?

MALE SPEAKER: On top of apart time role.
10

MR CARLSON: On top of apart time role. Okay. Yep.

MALE SPEAKER: Say,40.
15

MR CARLSON: 40 hours on top of a part time role? Yeah. What about on
top of a full time role?

MALE SPEAKER:
20

I to 10.

MR CARLSON: 8 to

MALE SPEAKER:

10.

15.

MR CARLSON: Okay. So you put 50 hours a week into
25

it. Yep.

Anyone

be prepared to do more than 50 hours a week to - - -

FEMALE SPEAKER: Me.

MR CARLSON: Yeah. All right. So we'll just go through the first six
30

35

40

45

months as a general average. This is just focusing on getting the ball rolling.
So at the start it's apart time focus there, that with limited experience - right?
You're getting out there. You're still winging a lot of it. There's still a lot
you've got to leam. A lot of the learning comes with the experience, and a
client says, "But what about this?" And you go, "Never heard of that. I'll just
have to get back to you on that one." So a lot of that stuff is you're leaming
from experience. But average of three members a week. Now, in the start
what we want you to do is assume that to activafe one new member is going
to take you about five hours.

Now, that can include meeting the member, being introduced to the member,
going out to the member, doing a presentation with the member, having their
bills analysed. Now, someone else could do the analysis, but we've still got
to include that in the time. All right. Actually then getting every{hing done,
making sure the forms are frlled out properly and sent back. So if you were
to average three members a week in the first - month 1 to 6, you'd have to be
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able to prioritise 15 hours a week. If you'd be prepared to do it part time, if
you've got to do it full time, whatever the case may be, you may have to
stretch to make that work, but you'd need to do it.

10

What we're saying is the average tolling of $400 per month - now, you write
this down and you go and check out the Budde Report, B-u-d-d-e Reporl.
The Budde Report is actually an international company that analyses
industries around the world. I think the last report they did on Australian
telecommunications was about 2003. So that the average Australian
telecommunications tolling amount for business landlines was $540 per
month. So if we just take the - - -

MALE SPEAKER: Is that

l5

across the board or - - -

MR CARLSON: It's across the board. All right? It's an average. So we're
saying aÍter the saving, because you are paid the trail income component after
the saving, not before.

MALE SPEAKER: Sorry. Who was that again?
20

MR CARLSON: Yeah. B-u-d-d-e Report.

MALE SPEAKER:

.....

25

MR CARLSON: The Budde Report, an international research company,

30

who did research on the Australian telecommunications industry and found
that we spent, on average across the board, $540 per month on our business
landlines. So what we're saying is the average tolling per month you're going
to pick up is 400, because there's going to be a saving component brought
into it.

MALE SPEAKER: Is that per member?

Because otherwise

if you - - -

MR CARLSON: Per member.
35

MALE SPEAKER: Three a week.

So that's per member.

MR CARLSON: Per member.
40

MALE SPEAKER: Three

a

week ..... otherwise.

MR CARLSON: Yep. Per member. So you should be able fo averuge 12
active members, each averaging about $400 per month over the first six
months, with part time focused effort. So you've got an action plan. Part of
45

the part time is not spending f,rve hours thinking of what you should be doing.

.imagine

8.10.05

Auscript Australasia Pty Ltd

2006

P-145
In-Confidence

You've got that action list. Bang. Get up. I know I need to start this now.
So we build that plan with you. Months 7 to 12, still part time focused effort.
All right? So you haven't gone fulItime yet, even after 12 months, although
most do. You've got more experience in the industry and because of that
your actual average is now up to four members per week. You may just be
better at doing it, better at articulating it, feel a bit more confident to talk to
people that perhaps you may have not been confident talking to before.

FEMALE SPEAKER: Refenals? Do you get refemals in that time too, or is
10

15

20

that.....

MR CARLSON: Absolutely. We recommend after the first month going
back for referrals. The easiest way to get referrals is after they've seen the
value. Right? After they've got the savings. Like, wow. As soon as they get
their first bill you call them up to take them through how to read the bill, and
af that same time you make sure they're really happy with the savings and,
"Have I been of service? Would you make the decision again? How many
people would you know that would like to similar savings? Can I please be
of assistance?" What's in it for me is that obviously I get to build my
business. What's in it for you is the more members we get, the more buying
power we get, the better prices I can bring you next year. So the more you
give, the more you get. Great win:win. Yep?
MALE SPEAKER: Why 500?

25

MR CARLSON: Why 500? After the first, we say six months, you've
developed a bit more skill and we've got more buying power. If you went
and looked at the data that we've currently got, at the start the licensees
weren't able to get anywhere near this kind of tolling from clients. Just out of
30

interest, why, would you imagine? Has anyone got any thoughts on why?

MALE SPEAKER: Yes.

Because of less products.

MR CARLSON: Less products. What does that lead to, when you're talking
35

to a business person and you've only got telecommunications? If I'm

a

business person I've got 30 staft I've got a - well, I've got all the stuff going
on, power, all this sort of stuff. You come to me saying you're an essential
service adviser but you've only got one service, how confident am I in doing
business with you.
40

MALE SPEAKER: Not very.
MR CARLSON: Not very. Not very.
45

MALE SPEAKER: Limited.
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10

MR CARLSON: Limited. Limited expertise. So when you're able to come
with a lot more on the table, with a lot more experience, you're able to
influence business owners that have stronger businesses, which means larger
tolling. Does that make sense? Yeah. So this is why we say, as you get
better at talking to people the average tolling you're able to target is going to
be able to go up, backed up with our increase in buying power, being able to
offer better savings, enticing people with larger spends that perhaps wouldn't
have been interested before. So all these factors go into that. So what we're
saying now is you'd average 16 active members a month between months 7
and 12, with an average tolling of 500 a month.

MALE SPEAKER: So just in case ..... suggesting 500 is the amount,
15

20

25

30

35

40

bringing on board residential and people associated with the business. Not
other products or anything that. It's just about - - MR CARLSON: Yeah. Well, it looks to me you're targeting on the average
and slightly above. Right? So you're not so much focusing on one or two
person businesses that have got very low tolling. You're actually able to because of your level of professionalism, experience, reputation, brand
awareness from the marketplace, all these reasons are opening doors that
weren't normally there. Are these reasonable numbers? Just that I'm trying
to be really conservative here. Month 13 to 18 is where you make the
transition from part time to full time. You're now at the point where you're
very experienced. You're accessing f,rve new members a week. All right?
That's the referrals, that's you getting out there, whatever the case may be.
And the tolling stays at 500 a month. All right?

In these calculations we haven't increased it any further than that. So you
could now average 20 active members per month. Months 19 to 24, you're
now full time. Focused effort. You're very experienced. You're averaging
eight members a week, so a bit more than one a day. Still the tolling is at 500
a month, so you're bringing on 32 a month on those numbers. Now, just
quickly I want to show you one of the tools that you're provided. Sorry. I'm
going to need that little red USB. It's not on your computer. I just want to
bring up a calculator. There are a number of calculators that we provide
throughout the 28 day due diligence process.
One of them is a calculator where you can put in all these numbers as they
relate to you and come out with the actual data you need. So I'll bring that up
in just a sec. Have we got it? Cool. Any questions?

MALE SPEAKER: Is the commission

- is that - so is the trailing

commission based on a lifetime contract, or is it for a fixed period?
45
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MR CARLSON: We typically don't deal - the question was, does the trail
income, is that based on the lifetime of the contract? It's based on the life of
the relationship. Thanks, mate. So I'll just bring this up quickly. Make it a
bit bigger so everyone can see it. So can everyone see there? They are going

10

15

20

25

30

to have this to be able to use, for months I to 6, like we said, you're bringing
on 12 businesses a month. From 7 to 12 you're bringing on 16. From 13 to
18 you're bringing on 20. From 19 to 24 you're bringing on 32 a month. So
you're scaling up. The average spend per month after advice increases from
400 in month 1 to 6, to 500, and the commission, I have said, is 4 per cent.
Not 5 per cent. Not 3.75 per cent. But 4.
So I am assuming a bunch of those clients are going to come from your
accountant or aggregator or associate, and a bunch are going to come from
your own network. So you're not going to give, or have to give away the fuIl
per cent of the 1.25. So it's just an average andyou can calculate that out.
What that ends up looking like is this. We've got the upfront commissions.
Now, the upfront commissions are really simple, as an average, because as
the gentleman over here said, commissions are based on not the full amount
of the bill, but the actual tolling amount, because within an actual bill you can
have things like line rental, tax, all that other stuff.
So of a $100 bill you'll actually get paid your upfront commission - this is
completely additional to the trail, so this doesn't subtract from the trail at all of a $100 bill you'll actually get paid your 20 per cent on 90 per cent of the
bill. So you get paid your 20 per cent on $90. Does that make sense? If it's a
$100 dollar bill. As an average. Some companies may have 30 phones, very
little use of those phones. So low tolling, massive line rental. So on a set up
like that you'd get a very, very small - and it wouldn't look anything close to
20 per cent of that. On another one you'll get maybe two business lines with
huge tolling, and it will be significantly greater than that. So it works out as
about an average. So you've got an upfront component all the time. It takes
three months for the trail to kick in. Anyone understand why that's the case?

MALE SPEAKER: The bill

.....

35

40

MR CARLSON: Exactly. The billing period. So you get a bill. You've got
30 days to pay it. Let's say you take 30 days to pay. Then the supplier
receives it. They have got 30 days to pay us, and we've got about two weeks
to pay you. So it's like you tum on the tap. In the garden hose the water's got
to go through the hose before it comes out. So as we move along to month
12 it's been slowly increasing. In that last month you are bringing in a little
over $3500 in the month. So a bit over a grand a week. Your trail is up to
about $2000 after a year. Okay? So again, getting into this business, if
you're going to approach it in a conservative manner like this you can't expect

45

colossal and huge returns.
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But after 12 months you've got an extra 5500 a week coming in all the time.
You can go through the calculator. By the end of 24 months, and we say give
it 30, just to be conservative - in that month you've got, including upfront
commissions, $10,7000 come in in that month. So about 2500 a week.
About 7500 of that is based on trail. This is just looking at
telecommunications. This is not including any of the other services
whatsoever. Does that make sense? Quick question, yeah?

l0

MALE SPEAKER: The upfront commission was based on the f,rrst bill was

it,or---

MR CARLSON: The upfront commission is - yes, good question. The
15

20

upfront commission is based on the first bill. Not the saving amount. We've
talked about the group licence. I guess the idea of becoming a farmer - this
was a massive breakthrough, and just before I bring Marfy up on stage I just
want to share this with you, because, I mean, it was really only probably
about a few months ago that I had this breakthrough, and it is separate to the
money and all that sort of stuff. But what I realised was where I am in my
life is a function of the decisions I've made, and typically the decisions that
I've made are based on the kind of values that I have. Right? And the values
that I operate under.

25

I just want to show you this, because this is - this, I guess, gave me clarity
that I didn't have previously. You might want to write this down. Draw a
little graph. You've got relative value, and you've got wealth, on a scale. So
on here we could put time, because typically the wealthier the person, the
more value they place on time. The wealthier you become, what happens to
the actual value of money? The relative value of money to you?

30

MALE SPEAKER: It declines.
MR CARLSON: It declines. How come?
35

40

45

MALE SPEAKER: You've got too much of it.
MR CARLSON: You've got enough of it. It's everywhere. It's almost like
water being the resource that runs the world and you having the Pacifrc
Ocean. All these people running around, trying to get a little cup of water,
and you're sitting there with the ocean. So the actuøl value of that cup to you
drops exponentially. What I realised and what I was shown was that as soon
as you place an incredibly high priority, and as soon as you increase the value
you place on time, it forces you - it physically forces you to decrease the
value you place on money and pushes you along that curve to increase your
wealth. It forces you to, When you think about - I want you to think about
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what a farmer does for a living. Right?

How much value would a farmer be placing on his time if he went out all
day, every day, in the frelds, digging all the holes with all the machinery and
all that sort of stufl but not actually planting any seeds? V/ould a farmer be
putting any value on his time doing that?

MALE SPEAKER: No.
10

MR CARLSON: Why not?

MALE SPEAKER: Not achieving any results.

15

20

25

30

MR CARLSON: Not achieving any results. I reflected for myself on what I
was doing with my time throughout the day, and I was asking myself, was I
digging holes? Or was I planting seeds? What we saw at the start, based on
a comfortable lifestyle, is the majority of people are putting 35, 40 hours a
week into digging holes, digging holes, digging holes, digging holes, digging
holes, but they have never been shown to actually plant that seed, and the
reason I bring that up, first of all, that was a major breakthrough for me. But
it really - I see it links very well as to the first month to two years of what the
Imagine business is going to look like for you. Is that for a lot of people are
out there, digging the holes. Imagine gives you the seeds to plant.

A lot of people say, "What am I going to get back in the first year? What am
I going to get back after two years?" Well, the reality is in the first - at the
start all you're doing is digging holes, planting seeds, digging holes and
planting seeds. All right? You shouldn't wait until you're hungry to plant the
seeds. All right. So you'll be implanting those seeds before you're hungry, so
in 12 months time you've got little trees. Not much fruit. Two yearsntime,
however, you can start coming through with your frrst harvest, and then

35

suddenly you find yourself in an orchard, and whether time, whether storms,
that can provide you with the ongoing fruit, which is why the farmers
actually go through and put the seeds in, so they can reap that harvest and
have that.

40

So have a bit of a reflect on what it is you're doing, and whether the Imagine
model is actually going to provide you for the seeds to go through and plant.
That's all from me. I'm going to bring Mafiy up on stage to talk a bit about
the training. Thank you.

45

MR MARTIN TOOMEY: Thanks, Glen. I really liked that, actually,
because Travis and I were coming home from the gym middle of one
moming a few weeks ago and he said, "Don't you love this?" And I said,
"No," because I'd been pissing and moaning, basically, about not making
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enough money. He said, "Don't you love this?" And I said, "No. I want to
be rich. Blah blah blah. When am I going to be rich?" And he said, "What
about the lifestyle?" I said, "Yeah, you're right actually." Because before I
was involved in this business I had a personal training business in Westem

Australia, and

it

was

a

rcally good business.

It was a great work

environment, and I was making really good money too.

10

15

20

25

30

I

didn't have any time. I didn't have any time at aII, and it was that
realisation that I was going to be stuck doing what I'm doing in 5, 10 years
time, getting up at 5.30 or 6 o'clock in the moming and going to the gym and
counting out reps and not leaving the gym till 9 o'clock at night and having a
week or two weeks holiday every year and not getting paid for it. It really
terrified me, and it was that that led me to be doing this. So - yeah. Just
forgive me. I'm not - I'm new to presenting. The putpose for me coming up
here today is just to make all the other presenters look really good, and
maybe to make you all feel a bit more comfortable as well, because if I can
do it, then I'm sure most other people in the room can do it, if they put their
mind to it.

But

Usually the presentation - a short presentation that I'm giving would be given
by Daniel Watson, who is the head of licensee development with Imagine
and responsible for the training and development of all licensees nationally.
Of course, he's off doing a training course so he can't be at this, so I'm
standing in his stead. I'm only going to go for a couple of minutes, and I just
want to talk about what sort of support you get from Imagine and what
training is provided to you. I'll draw a little diagram for you to make it as
simple as possible. There's you, in the middle, and it's not a very good
picture. There's your 60 grand. So Glen just went through the earning
projections. So your $60,000 that you pay for your licence fee, how much
money does that guarantee that you'll eam?

FEMALESPEAKER: Nothing.

35

40

45

MR TOOMEY: No. It doesn't guarantee that you'll eam any. So I might
just go through the support systems that we provide for you, or that Imagine
provides for you. Like Glen put it to me before, is providing you with all the
ingredients, and then it's up to you to cook the meal. So, basically, the
Imagine training program has three tiers to it. There's Imagine, and then
there's a group licence, or mentoring licence, and then over here there's the
master licence. So what actually happens in there? All right. Well, Imagine
is responsible for actvally providing product knowledge to everyone. They
bring providers in. There's a group training session held on a monthly, or
about every six weeks they're occurring on the eastem seaboard, typically,
that last for around five to seven days, between 8 and 12 hours each day. It's
avery involved week that can be repeated.
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Basically, what happens is a whole bunch of providers come in, pan to the
licensees and say, "Here. Sell our product. Sell our product. We've got the
best product," and give you all the information on that product. So that's one
part of the Imagine tier of training. Also there's professional development
included in there, such as how to build a business through referrals. Ron
Gibson. Was Ron Gibson on yesterday? I was in Melboume.

MALE SPEAKER: Yes,

he was.

10

MR TOOMEY: Yeah. Was that good? Yeah, good. Things like that, a full
day with Ron Gibson, you know, stuff that helps you develop in your
business, as well as weekly - in Melboume at the moment they're being held,
it seems, every week. In Brisbane - how often are you meeting in Brisbane?
15

Where is he?

MALE SPEAKER: Monthly.

20

25

MR TOOMEY: Monthly? Yeah. Monthly forums in Brisbane, where
everyone gets together. Not dissimilar format to this. Share your
experiences, learn from each other, hear of successes and experience some of
the difficulties you've had. So you can go through in a group environment
and be part of a team environment, and really benefit from the experience
that everyone else is having in the field as well. The master element to the
training is more about the professional accreditation that you receive. All of
the training that you do through the master licence, through E10, is recorded
and documented, because we're in the process of setting up professional
accreditation standards in essential services.

30

You'll notice one of the points of difference for Imagine, as compared to

35

anyone else that might be trying to represent products that are similar to what
we represent, is that we are a professional body of technology advisers, that
we have a high skillset, that we present ourselves in a professional way, as
well as being independent, and to really accredit - to really - I don't know qualify that we really need to have aprofessional accreditation, which we are
in the process of building now. Things that are included in that master
licensee training segment of your Imagine training and development program
are things like influencing skills, things like how to present yourself, things
like industry history. That type of thing.

40

45

Typically, they are held once every two months or so, along the eastern
seaboard again, in the capital cities. Might be a full day group presentation
on how to influence people, you know, how to actually present the Imagine
business. That type of thing. And then over here the group licence element
to your training. Very important. Your group licence is your mentoring
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licence. That's someone like myself or lots of the other people that are

10

around here today that are responsible for actually helping you in the day to
day operation on your business, getting your business off the ground. What
to do when you go and see someone, speak to them; if you get a curly
question thrown your way what's the answer to that question; how to find
your way around the Extranet where all your contents are managed, all your
member details, your client relation system, all that sort of stuff; your group
licences; the one on one support that you can call virtually any time - don't
call me before about 8 am - to get that information that you need to make
sure that you can operate your business on aday to day basis.

I

think we're going to go through this sort of stuff in more detail for the
people that decide to move ahead with Imagine, because a lot of it really

l5

comes down to how much time is required for you personally to be involved
in the business to get your skills set up, and that will differ from person to

person. But, basically, all that training is there. It's provided. It's all
guaranteed in the documentation, but it's up to you to use those ingredients,
put it all together, and make a successful business out of
Thank you all
very much.

it.

20

25

30

MR D. PRIESTLY: Okay. Thank you, Marly. Before the next session if
every could just stand up, we'll have a just real quick stretch. We've been
sitting down for about an hour. Might go over to the left, and then the right.
Lean back. Lean forward with a moan. And have a seat. And some star
jumps if you'd like. Okay. Good stuff. There's an old saying that build a
better mousetrap and the world will beat a path to your door, and I think
whoever said that had obviously not been in business, because typically, if
you build a better mousetrap, unless you've got the right marketing no-one
will even know about it, and who would agree that marketing is probably one
of the most important parts of any business? Yep. Great. Most of you who
have been in business would have your hands straight up.

I think that if you were to go out and play tennis, you'd want to have Lleyton
Hewitt or Mark Philippoussis or Federer on your team if you were playing
35

doubles tennis, and one of the beautiful parts about Imagine is that the people

40

that they have gone out and found are absolute experts in their field and
absolutely brilliant at what they do, which enables us to build better
businesses with the Imagine model. The next presenter who I'm going to
bring up here in a moment, it's actually a very deep privilege and honour to
be able to introduce him for you.

45

He's a gentleman who has a very extensive career and is probably one of the
best known names in marketing and advertising, and if you've had any'thing
to do with the marketing or advertising world you'd be very, very excited to
meet the next presenter. He heads up a company called Photon Group, which
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has an ASX market value of over $230 million and comprises of 18
marketing companies and communications companies. So, I mean, that's
pretty astounding in itself. He's also got his own marketing company, which
is probably one of the most recognised in Australia. He's a gentleman who is
an absolute genius in his field and is often asked to speak at various
functions, and it's really exciting to have someone of his calibre come and
talk about Imagine and give up some of his time on the weekend, on a
Sunday, to actually be here and share his thoughts on Imagine with you. So
please make him extremely welcome. Mr Siimon Reynolds.
10

15

MR SIIMON REYNOLDS: Thank you. Thank you very much, and I've got
to say I, too, am really impressed that so many people have come here on
such a sunny weekend to learn about Imagine. In fbct, I'm really impressed
that I'm here on a weekend like this, and I was driving in and I saw all the sun
and, you know, my friends were going down to the beach, and I thought,
well, okay, they're going to get a taî, but you guys will end up owning the
beach. So I think it will be a far more profitable use of your time. And what
I want to do, just in the next 10 minutes or so, is give you my impressions as
an outside of Imagine, from a marketing point of view, because I've been in

20

the business for

2I

years.

I know it doesn't look like it, but 2I

25

30

35

40

years, and of course, I've seen a lot of
companies and I study marketing case studies all around the world all the
time. I really think that this business, as a system, as an opportunity, is really
fundamentally different from almost everything I've seen, and when I look at
the reasons why I've got to go back to the four flmdamentals of how a
company grows in the marketplace, and how Imagine actually relates to those
four fundamentals. So I think when I see companies that ultimately succeed
they have these four characteristics, and the first is, to be first in their
marketplace, or to be perceived as first in their marketplace.

The reason why that's so important in advertising, in marketing, is because
there's just so many ads that we see each day. Here's an amazing stat for you.
Do you know that the average person sees 1600 advertising messages a day.
Think about that. 1600 ads a day. Now, that's everything from a bus going
past with a logo, to someone's shopping bag with a logo, to a 30 second ad, to
a 60 second TV commercial. So let's just do a little test. Yesterday you saw
around 1600 ads a day. Who can remember just half? 800? No-one. I
mean, it's ridiculous. Of course not. What about 100, out of 1600 that you
saw yesterday? Who can remember just 10 ads out of the 1600 that you saw
yesterday? One person.

If I
45

could ask you to put your hand up if you can remember five. If I said,
okay, tell us the five, could you remember five? What about three - there's a
couple of people. What about three out of 1600 ads, if I ask you? Can you
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remember three? Look around the room. Almost no-one. What about one
ad out of 1600 that you saw yesterday? Another 15 people. Still two thirds
of the room haven't put their hand up, and that's one out of 1600 ads. Now,
that is a failure rate our industry can be justly proud of. I mean, who else
would get away with that? Imagine if brain surgeons only got it right one out
of 1600 times. I mean, there'd be a furore.

10

15

20

Imagine if architects only scored a - you know, got a building not to collapse
one out of 1600 times. We'd all be here with crash helmets for the whole
seminar. Imagine it in a confidential survey, your partner rated your sexual
ability one out of 1600. We wouldn't accept it in any area of our lives, but in
advertising we get away with it, and I emphasise that, because if you're just
another company advertising just another service or product, you're part of
that 1600, aren't you? I mean, none of us watch those ads. There's no point.
There's no advantage to us to read them or see them or view them. This
company is different, because it's first in the marketplace, and that is a critical
- worldwide, you look at the case studies. That is one of the most important
things you can be to have a lasting difference.

If you're first, it almost

doesn't matter how many competitors come in, and

I'11

show you numerous examples of that. But one of the best that I experienced
was Aussie Home Loans, and I remember doing Aussie John's advertising. It
would have been nine - say, eight years ago, and - nine years, probably. And
what happened was used to send these letters out to try and get new
business, and normally you'd get no response. But I sent one out to Aussie
Home Loans, and within a week had this account and it was a big
advertising account, and I thought, wow, I've never got a piece of business
that easily. And I later found out why. The very week that I sent a letter to
John Symond was the very week the Commonwealth Bank lowered its rates
down to Aussie's.

I
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40
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So he'd had frve years of having a huge advantage, and then all of a sudden
the bank said, "Enough of this. This guy's getting too big. We're going to
crush him." And all the other banks did the same. You will recall it, I'm
sure. Now, eight years later or something, did Aussie John go out of
business? No. Aussie John's sitting on the BRW 200 List with a net worth of
over $200 million. Now, you can't live on that but it's a start. Why did he
keep growing and growing and growing and growing? Because he was first.
The brand was already established. it doesn't matter what the competitive set
does. In almost every category you will see, if you look back in history, the
original players are still the huge players.

45

if

you look at - in air couriers, Federal Express, FedEx. Still
number one, no matter how many competitors come in the market, because
they were the first to do the ovemight air delivery. You know, Apple with its

You know,
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iPod. History will show that the iPod will still keep a large slice of thæ
market because they have the brand, and they're actually call iPods, even if
you use another company's brand. It's like Hoovers. They're called Hoovers,
the vacuum cleaner, even though - Hoover is in the Oxford Dictionary,
because it was frrst and it's still going to be a dominant player from now until
our kids get old. You look at Aussie Home Loans. You look at Virgin. First
to go into these airlines first in the UK and say, "We'll have a fun airline.
We'll have a value airline." Now there's a million value airlines. Virgin is
still powerful.
10

15

20

25

30

Virgin moved into finance, and they've got an upbeat youth oriented finance
product in both the UK and Australia. Their credit card is doing fantastically
well here. It's the power of being first in the market niche, and that is the
fundamental first step Imagine has and will have long term. The second great
characteristic that all successful business models have, from a marketing
perspective, is they do something important. See, it's all very well being the
first, but if you're the first toaster that does I 9 slices of breach at once, no-one
really cares, because they're quite happy having two or four slices coming
out, and that's what you see all the time, isn't it? You see these companies
start and, you know, they've got - "Well, look, we've got - we're a new brand
of screws, but ours go anticlockwise," and, you know, they're expecting to
get rich. The problem is it ain't important to us. We're busy. We don't want
to know about products like these.
But saving money is important, isn't it? Getting decent service is important.
This kind of stuff is important to everyone. A few days ago I was on the
Gold Coast and I was travelling Virgin, and who walked down the plane?
Gen), Harvey, a billionaire. GerÐ, Harvey is travelling Virgin. Why is a
billionaire travelling Virgin? Because he wants to save some money. And
that is why in this country you cannot go wrong with a business that shows
that you can do that, which brings me to the third concept, which is real
advantage. There are two primary advantages. The first is the probable 20
per cent cheaper that you get with the essential services if you're a customer
of Imagine.

35

40

Now, I want to remind you of when you go shopping in the supermarket, and
isn't it the truth that the aisleways are full of people scouring the shelves for 5
cents off, for 3 cents off, for 6 cents off? And there's nothing wrong with
that. I mean, it adds up over time, doesn't it? If people are prepared to go up
and down those supermarket shelves and switch brands for a few cents, 5
cents, then what are they prepared to do for hundreds of dollars in savings
that you get with Imagine? Of course they're going to switch. You'd be
stupid not to. And then the other fundamental is the service aspect of it. The
service that we get from these giant utilities, traditionally, is so bad we now

45

don't even expect to get good service.
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We expect to be held on the line for a long time. We expect it to be slack
with, you know, any complaints we've got. We've got such low standards
we've almost given up in trying to get anything from these companies,
because bad service is such a common experience. But this company is
completely designed around the service experience. It's profoundly different
from how the utilities behave. Forget price. Just what's my experience? And
those two things, service and price, together are a real advantage, both
emotionally and practically. The fourth characteristic that all great marketing
successes have is they're led by people with vision. Now, the truth is this:
that the world is full of great ideas, and I've seen good companies with good
ideas go under, and the reason is arnbivalent management.

15

20

But I would imagine that over the last day and a half you have seen the hre
inside this company. You have seen the vision. Well, I certainly have, and I
can tell you - and there's a lot of successful people in this room - in any
situation in business when you have people with a good idea but it's matched
with fire and massive vision and massive desire to get a - not just make a
profit, but to create a huge company that transforms business and actually
'When
makes an enonnous and lasting contribution to society.
all those
things are matched with those four characteristics of marketing success then
you've got a winner, and you've got a very big winner, and that's why I'm
involved with Imagine and I'd be happy to see as many people in this room
involved too. I believe in this company and, you know what? It's going to be

25

big. Thank you.

30

MR D. PRIESTLY: Thank you very much. Could everyone please just give
Siimon areally big hand again,just for coming out on a Sunday. Thank you
very much, Siimon. Just reflect on that for a second. Whereabouts else
would you see, Sunday lunch time, arguably the most well known success
story in marketing and advertising coming out, standing up in front of a room
full of 100 people and putting his name behind a new concept? Where else
would you see fhat? That is a huge thing. Just really don't let that slip past
you.

35

What we'll do is we'll take lunch now, and we'll go for about half an hour to
45 minutes for lunch, and during that time you've got the opportunity, if
you'd like to - you'll have another opportunity a little later. But if you want to
40

45

talk to us about moving forward in the due diligence process, we're just going
to have a little table up the back here, and you'll be able to put down a
deposit, which is a 100 per cent refundable deposit, to take away all of our
documents, our franchise kit, our licence agreements, all of that sort of stuff
and move forward in that 28 day due diligence process. So we just wanted to
give you that opportunity now, if you wanted to beat the rush, and - well,
normally towards the end of the day a lot of people would like to move
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forward with 28 days. Who is considering doing that?

MALE SPEAKER: Yes.

5

MR D. PRIESTLY: Most of the room. So - - -

MALE SPEAKER: Excuse me. In what way is it refundable?

10

MR D. PRIESTLY: It's 100 per cent refundable if you decide that it's not
foryou.
MALE SPEAKER: Or if we decide that they're not

15

MR D. PRIESTLY: If we decide that you're not for us, we'll give you the
money back as well. No worries. So that's available if you'd like to, and
other than that, let's be back here at quarter to one, ready to start again.
Thank you.

20
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