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Dedicated to my mother, Janet, who showed me the 
value of hard work and the confidence of an unwavering 

faith, and who demonstrated to me what it means to 
love unconditionally. 

Whatever good there is in me, I attribute to her. 





“…if a man were to come up to a spring of clear, sweet 
water and curse it - it would still continue to bubble up 

water good to drink. He could throw in mud or dung: in 
no time the spring will break it down, was it away, and 

take no colour from it. How then can you secure an 
everlasting spring and not a cistern? By keeping yourself 

at all times intent on freedom - and staying kind, simple 
and decent.” 

- Marcus Aurelius 





The Nomadic Wealth Formula

Chapter 1 
The Beginning 

"W hat am I going to do now?" Tony whispered to himself. He 
sat motionless in his car, shoulders hunched forward, eyes 

fixed on the dashboard. He couldn’t seem to muster the courage to go in 
the house. So there he sat in silence, wondering where it all went wrong. 

Earlier that day, Tony had been the subject of a conversation between his 
boss and the senior leadership for the rest of the company.  

"I don’t want to let Tony go," his boss said. "He’s a hard worker, he shows 
up on time, he’s always going above and beyond… there’s gotta be 
another way." 

"We’ve been through this, Jack," another suit chimed in. "The company 
is bleeding cash. We’ve already been through two rounds of cuts and we’re 
still sinking. I don’t want to lose Tony any more than you do. But if we 
don’t do this, we may all be out of a job." 

Tony did everything right. He graduated at the top of his class at business 
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school, and then took a job with a large multi-national company that 
offered great benefits and lots of room for advancement. He spent years 
proving himself, gaining the trust and admiration of his peers and 
managers. 

Despite it all he was still struggling to make ends meet. 

Sure, he earned a solid six figures a year. But with a mortgage, car loans, 
and two small kids, there always seemed to be barely enough to pay the 
bills each month. 

Now his job was gone. A small box with his personal items from the 
office was all he had to show for a decade of loyal devotion. 

The fears mounted as his mind began to race. 

How would he pay the mortgage? How would he put food on the table? 
The very idea of standing in an unemployment line — or worse yet, a 
soup line — was horrifying. How could this happen?! 

He remembered seeing a new story a few weeks ago about the rising 
unemployment rate. At the time he scoffed at the story, "That’ll never be 
me. I’ve got a great job at a company that values me and what I bring to 
the table." 
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Even after the layoffs started, he assured his wife that they had nothing to 
worry about. The company wasn’t going to let him go. He told her that 
his position was critical to the company. 

"They can’t survive without me," he had said. 

Now he winced as the words echoed in his head. 

He grabbed his phone and checked his bank account balance. $2,463.18. 
The mortgage would be due in a couple of weeks: $1,600. That leaves 
$863. 

That’s it… 863 bucks.  

What will Jenny say? When the kids were born, the two of them had 
decided that she should quit her job and be a full-time mom. She was 
relying on him. They all were. 

He was failing them. 

Slowly he opened the car door and began the long walk from the 
driveway to the front door. The second his key hit the lock, his daughter 
Elizabeth perked up. As soon as the door opened she leapt from the 
couch, screaming, "DADDY!" She raced across the room and wrapped 
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her arms around his leg, squeezing with all her might. 

Tony struggled to fake a smile, but he managed to put on the best face he 
could for his little girl. 

"Hello sweetheart. How was your day? I missed you." 

"I missed you too, daddy!” she chirped back. 

Jenny rounded the corner from the kitchen. “Hey good looking," she said 
with a hint of seduction. 

But as soon as their eyes met, she knew something was wrong. The joy 
fade from behind her eyes as she tried to read the look on his face. 

 
"What is it," she asked. "What’s wrong?" 

Tony said nothing. He simply lowered his eyes, took a step into the 
house, and closed the door behind him.  

In the movie Wall Street: Money Never Sleeps, there’s a scene where Shia 
LaBeouf ’s character asks Josh Brolin what his number is. He said, "You 
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see, I’ve found everyone has a number and it’s usually an exact number. 
What’s yours?" 

Josh Brolin looks back, and with a sly, sinister smile replies, "More." 

I’m sure when Allan Loeb and Stephen Schiff wrote those words, they 
intended to show the greed and lust for money that many on Wall Street 
have. 

But I’ve come to realize one unavoidable truth about all of us: all our our 
motivations, desires, and actions are driven by just one thing. Every man, 
woman, and child is attracted to, motivated by, and propelled toward just 
one desire. 

In fact, there has never been a man or woman in history who was not 
motivated by this one thing. 

That one thing is increase. 

Since you’re reading this book, you are likely looking to increase your 
wealth. But you might also want to have greater control over your life. Or 
maybe you’re seeking deeper and more fulfilling relationships, or an 
overall increase in your happiness and satisfaction with life.  
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Regardless of what kind of increase you want, one thing is certain: the 
actions that you take today — including your very decision to read this 
book — are motivated by your desire for increase. 

And that desire never goes away. 

A lot of people spend their lives chasing an illusion. They believe 
(incorrectly) that once they earn a certain amount of money or lose a 
certain amount of weight, they can be happy. But the second they hit the 
goal, that same desire for more begins to manifest itself in new ways. 

The focus of our desire may shift. But desire never leaves us. If you shed 
that spare tire and drop 20 pounds, you may look and feel great. But in a 
short time you’ll begin to hunger for some new increase in another area 
of your life. 

If you don’t properly understand this desire for increase, it can lead to a 
lot of unhappiness. 

You see, there is no such thing as "happily ever after." Despite what we 
were taught since we were children, we will never arrive at a point where 
everything is perfect.  

If that’s what you’ve been expecting, I’m not surprised. You’re certainly 
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not alone. 

As kids we all saw our fair share of Disney movies. Cinderella, a poor 
indentured servant to her stepmother and stepsisters, is transformed for a 
single night when she meets the prince she will later marry. Every little 
girl imagines what it would be like to be swept off her feet and spend the 
rest of her days living in a castle, married to the man of her dreams.  

But life doesn’t just stop after you get married. It’s far more likely that 
Prince Charming will develop a drinking problem from the stress of 
managing a kingdom, while Cinderella packs on a solid 80 pounds from 
her new life of luxury. 

Your story doesn’t stop until your life ends. Some of us have a long life 
ahead of us. Some only moments.  

If you are waiting for a "happily ever after," you are going to spend what 
remains of your life chasing the impossible. You will be constantly 
disappointed and depressed. 

Sometimes the guilt we feel for wanting more becomes another source of 
unhappiness. This tends to get worse the more successful we become. The 
higher you climb, the more acutely you begin to see the disparity between 
your life and the life of those around you. 
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You start to question if you really "deserve" all the success you’ve had. 
You begin to confuse your drive and ambition with greed — or at the 
very least, a lack of gratitude — when what you’re really feeling is simply 
a natural desire within all of us. 

You are just better at getting what you want. 

As cliche as it sounds, the joy comes in the process of setting goals, 
attaining them, and then setting new ones. There’s nothing greedy or 
selfish about it. Joy comes in being present in the moment and 
recognizing how lucky we are to be alive — to breathe, to think, and to 
love. 

A desire for increase is what sparks innovation and propels our society 
forward. Wanting more is what causes us to take risks and challenges us 
to find the limits of our own abilities. 

The degree of desire within each of us varies significantly. 

Some people have very little. They’re unmotivated and tend to do the 
bare minimum. 

Others have a high desire for increase but no motivation or work ethic. 
They tend to be opportunity-seekers who bounce from one get-rich-quick 
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scheme to another. 

Still others are motivated and willing to do what’s necessary, but they 
don’t understand how to create the kind of increase they desire. This is 
the only type of person I will work with. They are the only ones capable 
of achieving the vision they have for their lives. If you are that kind of 
person, then this book is going to teach you how to create wealth and 
freedom in amounts you never thought possible.  

The first thing you must do is acknowledge your desire for more and 
accept that there is nothing wrong with it. Are you willing to do that? Or 
will you let the lies you’re telling yourself destroy your ambition and keep 
you from reaching your true potential? 

What follows is a breakdown of both the formula and philosophy I’ve 
followed to create what I call "Nomadic Wealth." 

If you read the following pages and apply what you learn, you can achieve 
a life few will ever know. 

You will be free. 
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Chapter 2 
What is Nomadic Wealth? 

I define Nomadic Wealth as, "The ability to generate predictable and 
sustainable income from anywhere on earth." Nomadic Wealth isn’t 
about becoming a billionaire, flying around on private jets, or 

owning your own island. 

If that’s what you want, the principles of Nomadic Wealth can certainly 
help you get there. But that’s not the aim of this book.  

Nomadic Wealth is about you having Total Autonomy over your life.  

Total Autonomy means doing 
- What you want… 
- With whom you want… 
- When you want… 
- Where you want… 
- On the terms you want… 
- Without concern for cost 
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Total Autonomy is freedom in its purest form. 

But freedom requires more than the rule of law or a benevolent 
government. In fact, true freedom doesn’t require either.  

For you to be free, three things must be present: 

1. Mobility  

Mobility means freedom of movement. You can also think of it as a lack 
of restraint, coercion, or force. Without the freedom to travel, we are no 
better than slaves.  

2. Opportunity 

Opportunity is the chance for improvement. You’ll notice I did not say 
the guarantee of improvement. No one who is truly free can be 
guaranteed anything. 

Opportunity offers us a chance for improvement, but we must both 
recognize and capitalize on that opportunity for it to have any value to 
us. Opportunity also requires the existence of alternative choices. If we 
don’t have the ability to choose one path over another we cannot be free.  

Therefore, the more alternatives we have to choose from, the freer we 
become.  
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3. An Acceptance of Risk 

Finally, freedom requires the moral responsibility to accept the result of 
our actions. No man who blames others for his problems can ever be free. 
We must accept responsibility for the outcomes of our decisions, both 
good and bad. 

I’m fond of the saying, "It’s my fault." While those words might not be 
very palatable to most people, they are liberating to me. 

If you and I are responsible for where we are now, it means we have the 
ability to change our situation. 

By contrast, if we believe our current situation is the result of some 
external force, we’re left helpless. At best, all we can do is seek out some 
other external force for help. 

These two opposing views represent what is known as your "Locus of 
Control." 

Someone with an internal locus of control believes he is in control of his 
future. He believes that he can change his situation simply by making 
different choices. 
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A person with an external locus of control believes he lives at the mercy 
of someone else. Other people make decisions that affect him and there is 
nothing he can do about it. 

What about you? Do you have an internal or external locus of control? If 
you need some help, keep reading and see which one sounds more like 
you. 

Internal people are generally positive, self-motivated, and optimistic 
about the future. They don’t pay much attention to the news, and they 
look at the next election more like a sporting event than a life-or-death 
decision. 

In contrast, people with an external locus of control fret constantly. They 
always blame others when things don’t go their way. They join support 
groups, and pay special attention to political elections and legislation, 
because they believe these things are necessary to ensure their freedom. 

I bet you know five people like this who you can name off the top of your 
head. They are defined by their political party, race, education level, or 
intelligence. It’s simply a matter of how they perceive the world and their 
place in it. 

The first time I can remember being aware of my own flawed locus of 
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control was when I was living in Northern Iraq. I was part of a high 
threat personal security detail (HTPSD) assigned to protect diplomats 
assisting with the election process in Kurdistan.  

Our company had rented several houses in the city of Irbil. The streets in 
the neighborhood had been barricaded to create a kind of secure cul-de-
sac. 

My team lived in the main house with the kitchen and dining room. 
Each morning around 7am, I’d go downstairs, sit at the long dining room 
table, and drink coffee with my friend Andy. He had a coffee press and he 
was always nice enough to share a cup with me. 

At the end of the table along the far wall was a TV that usually had Fox 
News streaming from a satellite we had installed on the roof. 

One morning, I was sitting at the table with Andy and another guy 
named Josh. I didn’t know Josh very well, as he was attached to a 
different team, but I knew who he was. 

The Fox News talking head was droning on about how America was 
losing its culture, terrorism was threatening our entire way of life, and 
Democrats were going to destroy the country. I don’t remember the 
details of the conversation that morning or the specifics of the current 
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crisis, but I know that Andy and I were both expressing concern at the 
situation. 

The entire time we were talking, Josh was sitting across from me 
shoveling cereal into his mouth as fast as he could. I felt bad not 
including him in the conversation, so I asked him, "Josh, what do you 
think about all this?" 

"What? All this?" Josh replied, motioning to the TV. 

"Yeah," I said. 

"Oh, I don’t care about any of that stuff," he replied, waving off the TV 
with his free hand. 

Now I’ll admit this made me a little upset. At the time, I was a diehard 
conservative who followed politics like most people follow sports. So I 
lashed back. 

"How could you not care about this stuff? This affects all of us." 

I’ll never forget what happened next. 

The words had barely left my mouth when Josh stopped, mid-bite, and 
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raised his eyes to look at me. His spoon clattered into his bowl, splashing 
milk all over the table. 

He looked me dead in the eye and said, "Do you want to know? Do you 
really want to know?" 

"Yeah," I said, "I really want to know." 

Still staring me dead in the eye, he said with an edge to his voice, "I don’t 
care what these idiots do because I’m a winner. And you know what 
winners do?" 

 
"No, Josh, what do winners do?" I said, with a hint of sarcasm. 

"They win!" he shouted. "These clowns can do whatever they want and 
I’m still going to find a way to win, because I’m a winner and that’s what 
winners do." 

He then picked up his spoon and proceeded to destroy what remained of 
his cereal before striding out of the room. 

I’ve told that story to hundreds of thousands of people over the years. I 
don’t think Josh has any idea what that 30-second conversation did for 
me, or that he’s now semi-famous from me re-telling it. 
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But it’s amazing how one moment in time can shift your thinking 
forever. 

I had always considered myself an independent, driven person, but it 
wasn’t until that conversation that I realized how much my perception of 
reality was holding me back. I made a decision at that table that I was 
going to be a winner too. That meant having a winner’s mindset and 
believing that I was in control of my own life and destiny. 

You have a choice. Just like I decided to shift my mindset that morning 
with Josh, you have a chance to shift yours today. Right now. 

The next time you feel helpless or defeated, just remind yourself, "I’m a 
winner and winners find a way to win." 

So now you know that mobility, opportunity, and an acceptance of risk 
are all required for freedom. 

You also know that having a strong internal locus of control gives you 
the mindset necessary to create the kind of life you want. 

But there is still one last piece of the freedom puzzle we haven’t discussed: 
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you also need wealth. 

Wealth is the one component most people are missing, and its absence 
prevents you from becoming truly free. As you’ll soon see, wealth is not 
an optional component of freedom. It is a requirement. 

When I was a kid, I dreamed of going on a real vacation. We didn’t have 
much money. So our "vacation" was spending a week at Grandma’s 
house, or getting to stay at a hotel while traveling for a wedding. 

I’d watch other kids head off to California or Cancun over the winter 
break. But I was never that lucky. We were rich in other ways but we 
always struggled financially. 

Those early years taught me the necessity of wealth. What good is having 
the ability to travel freely if you lack the financial means to do so? 

For us, mobility wasn’t the problem. What we lacked was the wealth to 
get us there and back.  

And what good is it if you’re amazing at recognizing opportunities in 
front of you, but you lack the capital to take action? 

In 2002, my tour in the Marines ended and I came home to a stock 
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market that was hitting rock bottom. I was living in a one-room 
basement apartment under someone’s garage. I can remember watching 
the news and thinking, "Man, a guy could make a fortune if he invests 
right now." 

There was just one problem: I didn’t have any money.  

Actually, to say I had no money was really an understatement. 

To give you an idea of how broke I was, I had a $40 credit card bill and I 
couldn’t make the minimum payment of $10, because I needed those last 
ten bucks to buy two $5 Little Caesars pizzas. It was two days until 
payday and I knew I could get four meals out of those two pizzas.  

It didn’t matter that opportunity existed or that I recognized it. Without 
wealth, I couldn’t capitalize on it.  

Finally, what good is accepting the outcome of your choices if those 
choices are limited due to an inability to capitalize on the greatest 
opportunities? 

No matter where you are, you can always find opportunity. But the best 
opportunities are only available to those with money. Wealth is the key 
that unlocks the door to true freedom and total autonomy.  
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When you accept these things to be true, you must conclude with me 
that wealth accumulation should be a primary focus in your life. 

Not because you’re greedy or selfish, but because it is the necessary 
component that makes freedom possible. 

This leads us to the big question. 

What is the fastest and most reliable way to create wealth? 

As a rule, money acquired quickly is lost quickly. 

A study of Florida lottery winners, for example, found that 70% of 
winners had spent all of their winnings within 5 years. Another study 
done by stock brokers found that more than 80% of people who opened 
a trading account closed it in 90 days with less money than when they 
started. 

When your windfall is the result of luck rather than an understanding of 
how to attract and manage wealth, you’re going to struggle. 

Fortunately for you, there is a blueprint for creating predictable, 
sustainable income, and building the kind of wealth that will ultimately 
set you free. It took me years to discover it. Despite its simplicity, most 
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people will never benefit from the knowledge you’re about to receive.  

So let's dive in to the three pillars of Nomadic Wealth. 
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Chapter 3  
Pillar 1: Increase Your 

Human Capital 

Human Capital is the store of knowledge and skills that give 
you value in an economy. The fewer skills you have, the less 
money you will earn. The less you earn, the harder it will be 

for you to save and invest. 

The quality of your skills also has a massive impact on your earning 
potential. Are your skills rare and specialized, or are they generic? Are 
they hard to find and in high demand, or can someone easily hire anyone 
to do what you do? 

In 1990, a C++ coder could easily make six figures a year. At the time, 
very few people had that skill. In 2005, a website designer could charge a 
fortune to do custom CSS coding because very few people understood 
how websites were built. 

Today, you can hire a coder in India for six bucks an hour to code C++ 
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for you, and custom CSS coding has been replaced with drag-and-drop 
website builders. 

The lesson here is, what is rare and specialized today can quickly become 
common and generic tomorrow.  

To build wealth, you must constantly work on improving your human 

capital, learning new skills and keeping your current skills up to date, in 

order to make yourself the most valuable person in your industry.  

When I decided to start my first business, I had no idea what I was 
doing. 

It was 2007, and I had been in the Middle East for almost three years. At 
that point I had decided that I wanted out of the high threat security 
business. Hailey, my first daughter, had just been born and I didn’t want 
to watch her grow up on a webcam. 

So I asked myself the most important question anyone can ask: 

“If I could do anything in the world, but I had to do it every day for the rest 
of my life, what would I do?” 

After mulling it over, I decided that I wanted to work in the financial 
industry. I didn’t know what I wanted to do. I thought I might be a 
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broker or investment advisor, but I had one glaring problem: I knew 
NOTHING about finance. I barely graduated high school, and I had 
joined the Marines because I preferred getting shot at to going to college.  

I had never spent a day in a college classroom, and I didn’t know anyone 
who owned their own company. The extent of my knowledge of the 
internet was how to do a Google search. I didn’t even get my first 
computer until 2005. 

I’m also not very book smart. What I mean is, I’m not a guy who should 
be putting rockets into space. I have no special gift for numbers or any 
unique talents that would give me a leg up in the field of finance. 
 
But I’d always had an interest in the stock market. I’d even spent a couple 
of years day-trading penny stocks while I was overseas. 

So I decided to get serious and really hone my skills as a trader.  

Over the next two years, every second of my free time was spent building 
my trading skills. I spent 10-12 hours a day in front of my computer 
watching the markets move. Slowly but surely I got good. Really good. 

I got so good that I was confident I could generate consistent returns for 
myself and others. So I made the decision to start a hedge fund. I had 
visions of me on the 54th floor of some high-rise on Wall Street calling 
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out orders to a room full of traders. 

But I had yet another serious problem: it costs a lot of money to open 
and maintain a hedge fund. And by a lot, I mean hundreds of thousands. 
I won’t go into all the details, but the regulation and oversight costs alone 
are tens of thousands of dollars a year. I estimated that I’d need about $10 
million under management if I wanted to make enough to quit my 
contracting job. 

When most hedge funds have billions under management, $10 million 
doesn’t sound like much. But getting your first stake is hard. Even if you 
have a good track record and another fund wants to give you money, 
most of them aren’t allowed to, because their own fund rules restrict them 
from investing in any fund with less than $20-30 million under 
management. 

I felt totally defeated. I’d spent five years learning to trade, yet I was 
finding nothing but roadblocks preventing me from doing the one thing 
I loved. 

But I remembered what Josh said to me: "Winners win." I refused to 
accept that anyone could keep me from my dreams. 

So I started asking myself better questions. Questions that would help me 
find a way through the obstacles. Questions like, "How can I do this?" 
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"What am I missing?" "What is the opportunity I’m not seeing?" 

Then one day it hit me. 

Over the past five years, I’d taken several courses on trading, spent 
countless hours in chat forums, and watched hundreds of hours of 
trading videos on YouTube. 

I thought to myself, "My strategy is as good as anything else out there, 
and I’m pretty sure I could do a better job teaching this stuff than any of 
them." 

So I did a little research. It turns out that, while there is a mountain of 
regulation and restrictions on trading someone else’s money, there are 
virtually no restrictions on telling someone else what trades you would 
have made if you had been managing their account. 

The only real rule is, "Don’t be dishonest or deceptive." 

I was floored. Could it really be this easy? 

I can’t trade your money for you, but if you pay me a fee I can tell you 
what trades I would have placed, and you can use that information any 
way you see fit. 
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I had found a way to win. I decided to start an online education 
company that would teach traders and investors my unique strategy for 
making money in the markets. 

However, yet again, there was a problem: I knew nothing about business 
or the internet. But what I did have was a connection in the industry. He 
was a guy from whom I had taken a trading course several years earlier. I 
reached out to him and asked him what I should do. 

He gave me a name: Ryan Deiss. 

At the time, Ryan was an ambitious young digital marketer who had 
created a course called The Million Dollar Napkin. In the course, he 
promised to teach me how to build an online business, find prospects, 
and convert them into customers. 

I remember emailing my friend and asking, "Are you for real? This looks 
like a total scam." 
 
The price of the course was around a thousand dollars, but my friend 
assured me it was worth investing in. So I threw caution to wind and 
bought the course. I am very glad I did. That course laid the foundation 
for me making my first $1 million. A few years later I had made close to 
$3 million, and joined Ryan’s elite mastermind group WarRoom. 
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My friend Dean Graziosi says, "Smart people write checks to go faster." 

What he means is, the most expensive knowledge we can gain is that 

which is acquired through our own trial and error. 

It’s far cheaper and more efficient to learn from others who have already 
been where we want to go. It’s for this reason that I spend up to 
$100,000 a year on education. I learn from those who are already where I 
want to be, and I’m happy to pay them handsomely for the privilege.  

People often ask me what I did differently. How I succeeded when most 
people failed. They don’t always like the answer, but it’s always the same. 

First, I never stop building my human capital. I am constantly looking 
for people who are farther along than me, and then paying them to learn 
what they have already paid a high price to master.  

Second, I’m willing to fail quickly and often. I’m not afraid to look 
foolish. That’s easier said than done. When you’re new and you don’t have 
a lot of success to point to, it’s easy to fall victim to criticism. When I was 
just starting out, it was a constant struggle to block out the litany of 
voices trying to drag me down. 

Today, I don’t care what anyone thinks. Risk is required for success, and if 
you take risks you’re going to fail. Especially if you’re doing something 
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new.  I’ll often say, "I’ve never met a hater doing better than me," and 
boy is that the truth. Every single time I’ve run into a really terrible hater, 
it’s always someone who is far less successful — and often times, less 
ethical — than me.  

On the flip side, every time I’ve met someone doing better than me, I’ve 
never been criticized or laughed at. Quite the contrary. They have always 
been eager to load me up with encouragement and to give me the 
practical knowledge I need to hit that next level in my life. 

Bottom line, you can’t be afraid to fail or what people will think about 
you. Ignore the haters. 

If you want a better life, go out and get it. 
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Chapter 4 
Pillar 2: Control the Source of 

Your Income 

L et's face it: our education system is wrecked. Ever since you were 
old enough to talk, you’ve been on a predetermined path that 
leads to a life of wage slavery and time prostitution. 

It looks something like this. 

Go to school and get good grades so you can get into a good college. Get 
pressured into deciding what you want to do for the rest of your life and 
picking a career at 19. Spend the next several years racking up debt to get 
a degree so you can get a good job. Spend the next few years working 
8-12 hours a day doing work you find unfulfilling for a boss you can’t 
stand. Get a raise and buy a house. Have a couple of kids, then scrimp 
and save so you can build the college fund. Buy the used minivan with 
good gas mileage because it’s the practical and responsible decision. Max 
out your 401k. Forego the vacation. Buy the coach ticket with two 
layovers so you can save a hundred bucks. Choose your restaurants based 
on who’s got the best coupons. Never order the appetizer. 
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Rinse and repeat for the next 40 years. 

At 65, you’ll want to retire. But somehow all that sacrifice and savings 
still won’t be enough. You’ll work another 5 years. At 70, you’ll finally 
manage to retire. You’ll sell your house and downsize your life to ensure 
your fixed income will be enough to get you through the last 10-20 years. 
Sounds great, doesn’t it? 

FUCK NO! 

Yet we see this exact scenario play out every day in this country. Like a 
broken record, these same people tell us the prescription for financial 
security is a college education and a steady job with a good paycheck. 

One of the best pieces of advice I’ve ever received came from one of my 
mentors, Dan Kennedy. 

He said, "At the very least, if you’re wondering what to do, look at what 
90% of people are doing, and then do the opposite." 

If you want to know how to create real wealth and freedom for yourself, 

stop taking advice from people who are trapped on the hamster wheel 

of life. 

Stop accepting the path you’ve been put on. It’s a path that is designed to 
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do nothing more than keep you comfortable, apathetic, and distracted. 

Another way to look at freedom is through the lens of control. The more 
control you have, the freer you will be. Most of the people you will meet 
are sacrificing some level of control over their lives for a degree of 
security. 

Think about it this way. 

What is the safest place on earth? Probably a maximum security prison 
located a mile under the earth where you’re locked down 24 hours a day. 
Are you safe? You bet. But you have zero freedom. And even living in the 
8x8 cell isn’t without risk. What if the guards don’t feed you? What if you 
have a heart attack and can’t call for help? Even with the highest levels of 
security, you can’t escape risk. 

Most of the people who trade away their freedom for security are 
mistakenly equating that security with a reduction of risk. Yet in many 
cases, the risks of their supposed "secure lifestyle" are far greater.  

For example, when I talk with people about starting their own business 
and controlling the source of their income, many are hesitant for fear 
they will lose the "security" of a steady paycheck and a guaranteed 
income. 
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They have a false sense of security. 

The truth is, your job is not guaranteed and your paycheck isn’t keeping 
you safe from financial ruin. Just ask the tens of millions of people 
currently out of work who also thought their jobs were safe. 

The story I told in the opening pages of this book was designed to 
illustrate just how fragile your financial security really is. 

At the time of this writing, 32 million Americans are out of work. Just a 
few months earlier, we were in the strongest economy the United States 
had seen since the end of World War II. Today, bread lines stretch for 
miles as millions look to the government to help them pay their bills. 

At a time when most Americans couldn’t scrape together $500 for an 
unexpected car repair, many were walking around with blinders on, 
believing the gravy train would go on forever. They spent every penny 
they had under the false belief that their paycheck would come every two 
weeks. 

In response to the COVID crisis, the U.S. Treasury, along with the 
Federal Reserve — again, at the time of this writing — have created over 
$14 trillion. A third of that money has been injected directly into the 
economy in the form of forgivable loans and direct payments to 
individuals. The rest went to the banks and to direct asset purchases 
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(buying corporate stocks on Wall Street). 

For now, many companies are using that money to keep their workforce 
employed. But what happens when the money dries up? What happens 
when this crisis ends — as all crises do — and that $14 trillion begins to 
have an effect on inflation? 

The full effects of all this new money creation won’t be felt for years. 
Most Americans lack the financial education to understand what’s really 
happening. 

To make matters worse, all this money printing is causing historic wealth 
inequality. The rich are getting richer at a rate never before seen in 
history. Senseless regulation and oppressive taxation are additional 
roadblocks that make it difficult for the poor and middle class to rise into 
the ranks of the wealthy. 

Here’s what I’m getting at: while your 9-to-5 might make you feel safer 
than controlling the source of your own income, in reality you’re 
exposing yourself and your family to massive risk that you can’t manage 
effectively. You can’t manage it effectively because you’re not in control of 
it. 

To protect yourself, you have to take control of your income. That means 
becoming a net producer rather than a net consumer.  
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Producers vs. Consumers 

Most people are net consumers. They go to work and put in 8-10 hours, 
then go home and try to forget about their job until they’re forced to 
return the next day. Net consumers save very little. If they get a raise they 
increase their lifestyle. 

Net consumers are often trapped in both the location where they live and 
the work that they do. They don’t invest in their human capital, and 
they’re often overpaid, which makes it difficult for them to find another 
employer who will pay them more.  

We’ve all watched the news and listened to the McDonald’s employee on 
the picket line complain that she’s been working in the same store for the 
last 15 years and only makes ten bucks an hour. 

The reason she isn’t paid more has nothing to do with McDonald’s being 
an evil company. She has no rare or specialized skills. The skills she does 
have are easy to find, and there are others who are standing in line to take 
her job — sometimes for even less than what she is paid. 

If her skills were worth more, she wouldn’t need to picket. She could 
simply walk across the street to Burger King or Carl’s Jr. and get a job 
that paid her better. 

The fact that she can’t do that proves she is either being paid fairly or she’s 
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overpaid. Often it’s simply easier for the restaurant to give her a small 
raise and avoid having to retrain a new fry girl.  

But let’s say she increases her skills, saves a portion of her income, and 
starts moving up the economic ladder. She will still be a net consumer, 
because she isn’t producing anything. 

This might seem like a tough concept to wrap your head around at first, 
but I promise it’ll make sense in just a second. 

Even though she may spend her days making hamburgers, handling 
orders, and adding to the millions of consumers McDonald’s serves each 
year, she is not a producer. 

What she does is assist those who actually produce. 

The same is true for the guy working a Ford assembly line. Ford produces 
more than 900,000 units of its F-series trucks each year. The guy on the 
line assembling trucks is merely assisting. Ford is doing the actually 
producing. 

If you’re still not convinced, let me explain it a different way. 

Each of us has the same 24 hours in our day. We can’t make any more. 
Try as you may, you will never get one second of your life back. 
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Time is the most precious resource we have. It is non-renewable and non-
refundable. 

But even though we can’t make more time, the good news is, we can buy 
it. In fact, each of us is either a net buyer or a net seller of time. 

The majority of people sell their time in exchange for a paycheck. They 
trade 8 hours of their life for a fixed amount of money. They are net 
sellers of time. 

The other group, the small minority, are net buyers of time. They are the 
producers, the business owners and investors who trade a portion of their 
wealth to buy the time of others. This allows them to quickly acquire the 
skills they do not have, so they can expand their operation and free up 
time in their life to focus on other interests. 

Most producers don’t start out wealthy. 

In the beginning they are likely the CEO, accountant, head salesman, 
and even janitor for their company. But here’s what sets them apart: once 
they start experiencing some success, they don’t immediately start 
increasing their lifestyle. Instead, they begin buying time. 

They hire someone else to handle the books, clean the office, mow the 
yard, and do all the other low-skill work that prevents them from 
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working on the things that give them the highest return on their time. 

Eventually, they can generate money without even working. They reinvest 
in their own company and later in other companies. 

When there is no longer any connection between the number of hours 
you work and the amount of money you make, you have become a net 
buyer of time. 

It is impossible to become a producer or a net buyer of time unless you 
control the source of your income. You have to give up your false sense of 
security, ditch the 9-5, and start your own business. 
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Chapter 5 
Pillar 3: Ensure the Income You 

Control is Mobile 

T his one took me years to learn. Once I figured it out, all the 
other things I used to worry about (politics, education, 
healthcare) became unimportant. I realized that if I could 

create mobile income, it didn't matter what anyone else did. 

If I don't like what my government is doing, I can just leave. 

If the education system in my area falls apart, I can hire private teachers 
for my kids, or just move to where the education system is better. 

If healthcare gets too expensive or inaccessible, I can go anywhere and 
pay any price to get the best care on earth. 

When you achieve mobile income in excess of what is required for you to 
pay your bills, you become free. It’s that simple. 
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So what is mobile income and how do you create it? 

I define mobile income as income that can be created and controlled 
from anywhere on earth. 

People often ask me, "Jason, if you had to start over again today, with 
limited funds and no following, what would you do?" 

That’s the situation a lot of Americans are finding themselves in today. 
They’re scared. And they should be. 

If I woke up tomorrow in an alternate universe and had to start all over 
from scratch, here is exactly what I would do. 

1. Identify an industry where I can add value 

I’ve done a lot of things in my life. So have you. We often don’t give 
ourselves credit for just how much knowledge and skill we have because 
we always focus on the fact that there’s someone else who knows just a 
little more than us. Typically the longer you spend in an industry, the 
more you realize just how much there is to learn. 

But every day, someone discovers for the first time what you learned years 
ago. 

You don’t need to know everything to be an expert. You just need to 
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know more than the people coming to you for help. 

Where could you add value? Who would value your knowledge and 
expertise? Really think about it. Don’t shortchange yourself and don’t 
restrict yourself just to traditional businesses. 

Ten years ago, it would be bonkers to suggest that you could make 
millions of dollars by sitting at home and playing video games all day. 
Now there are websites like Twitch where gamers showcase their skills 
and teach the next generation of gamers how to compete.  

A friend of mine is a great example of someone who turned a passionate 
hobby into an ultra-successful home-based business. 

He’s a rabid baseball fan who has spent years collecting baseball cards. 
Several years ago, he decided to start buying cards by the case, and then 
auction off individual packs on eBay. Since cases of cards can cost into 
the thousands of dollars, most people can’t afford to purchase an entire 
case. But those same people will gladly spend $25 - $50 for a single pack, 
and have a chance of scoring a card worth $100, $500, or more. 

Each night, my friend sits at his desk in front of a webcam and opens 
each pack of cards live for everyone to see. Then he mails the cards to the 
winner of the auction. It’s a unique twist on the age-old business of 
gambling. 
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When I first heard about his business, I thought, "This is crazy. How 
much could you possibly make doing this?" So I asked. Turns out you 
can make a lot of money. He’s pulling in well over six figures a year! 

If he wanted, my friend could easily design a course teaching other 
baseball fans how to do exactly what he’s doing. If he did, he’d probably 
quadruple his income. 

My point is, you have value. 

If you’re over the age of 25 and you’re not a total loser who’s been 
smoking weed in your mom’s basement since you were 16, you have the 
knowledge, skills, and passions that can be converted into an income. 

You just have to decide where you want to focus your time. 

Once you’ve picked a niche, it’s time for step two. 

2. Create a service or product that solves a pain or problem 

Let’s use my previous example. My friend saw a problem and he found a 
solution. 

Cases of baseball cards are expensive. Those cases contain very expensive, 
highly coveted baseball cards that collectors are desperate for. So he 
solved the problem by taking the risk and investing in a case of cards. He 
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makes a small profit by auctioning off the individual packs and the buyer 
gets a chance to own some great cards with limited risk. 

Everyone wins.  

It’s also important to note that my friend didn’t invent the concept of 
auctioning packs of baseball cards. There are lots of guys who do it. He 
didn’t let the fact that there were other successful people doing the same 
thing deter him from getting started. 

In fact, if you find yourself in a very saturated niche with a lot of 
competition, count your blessings. It means there’s a lot of money in that 
niche. All you need to do is be just a little better than average, and you’ll 
start carving out your own space within it. 

I’ve spent the last 15 years acquiring skills in everything from trading/
investing to marketing and video production. I’ve hosted a hit TV show 
for the History Channel called "The Tesla Files," I still host a #1-ranked 
podcast, and I’ve even produced an award-winning documentary. I am 
constantly learning new skills that help grow my business, and then I 
share those skills with my clients. 

Remember: step one on the path to Nomadic Wealth is Investing in Your 
Human Capital. If you’ve let your skills lapse, then you may have to 
invest in yourself for a while. 
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Lucky for you, there are nearly limitless opportunities to acquire any skill 
you desire for a fraction of what it used to cost. 

3. Find a Group of People Who Need Your Product/Service 

Once you have your product or service nailed down, you’ll need a list of 
people to market to, whether you’re a successful photographer or an 
investment advisor. 

This is where the real work starts. 

While most entrepreneurs focus on the thing they’re selling, the smart 
ones focus their attention on attracting and converting a prospect into a 
buyer. 

The number-one killer of small businesses is a lack of adequate cashflow. 
That’s a fancy way of saying, "They can’t find enough people to buy their 
product, so they run out of money." 

The good news is, it’s easier than ever to find a group of people who want 
what you have to offer. There are Facebook groups, chat forums, 
associations, and niche publications for every industry imaginable. 

Love model trains? Then you’re likely subscribed to "Modern Railroader 
Magazine." If you want to break into the model train business, you can 
buy ad space in the magazine. 
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Are you going to offer courses on gun safety and home protection? Great! 
Just head over to Amerilist. They have the email addresses of over five 
million gun owners, and they will gladly rent you their names so you can 
market to them. 

It’s also never been easier to talk to your ideal prospect. YouTube and 
Facebook are free. You can literally stream your entire life, 24/7, on their 
platforms and it won’t cost you a penny. I’m not suggesting you broadcast 
every intimate detail of your life to the world. But if you wanted to get 
just a fraction of that kind of exposure 30 years ago, you would have had 
to pay hundreds of thousands of dollars for just a single 30-second 
commercial on TV. 

In fact, let’s talk a little more about live streaming. When I launched my 
first business in 2008, it wasn’t possible to stream the way we can today. 
Most of my clients couldn’t even stream my videos in real time. They had 
to download the video first, then watch it on their home PC. 

If I wanted to hold a live online event with more than 100 people, I had 
to go to a special streaming service like Omnovia that charged me 
$10,000 a week to host my virtual events. 

Today I can pull my cell phone out of my pocket, open my Instagram 
app, and instantly be streaming live to thousands of people with zero 
delay. How crazy is that!? 
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Reaching just the right person at exactly the right time with the perfect 
message has never been cheaper and easier.  

4. Sell Like Hell 

So you’ve identified a niche, you’ve created a product or service, and 
you’ve found a group of people who would benefit from buying from 
you. 

Now all you have to do is offer to sell it to them. This is where most 
entrepreneurs stumble. 

If you’ve read this far, it says a lot about you. Shocking as it might seem, 
90% of people who buy a book never make it past the first few pages. 
Even fewer finish the entire book. I’d guess you either have a business 
already or you’re VERY serious about starting one. If that’s true, then 
please pay very close attention to what I say next. 

Your passion will not pay your bills. 

No matter how well-conceived, no business will succeed without a 
consistent, relentless, and unapologetic focus on profit. 

I’ve helped hundreds of entrepreneurs launch their first business. And 
throughout that process, I’ve learned that if they don’t know the answers 
to the following questions, we have a major problem. 
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1. Who is your target market? Who would want to buy this product/service? 
2. How big is your target market? 
3. What is the product/service? 
4. What is the price? 
5. Who else has a similar product/service? 
6. What is the price they charge? 
7. What is your process for finding and converting buyers? 
8. What are your revenue goals for the next 3 months? 
9. Based on that goal how many sales do you need each month? 

If they cannot immediately answer each of these questions, I know they 
haven’t spent enough time focusing on the one thing that matters most: 
getting the money. 

If my obsession with profit makes you think I’m some kind of greedy 
capitalist who sacrifices quality or client satisfaction for the sake of a few 
extra cents, allow me to set you straight. 

If you don’t care about your clients and treat them well, your days are 
numbered. This is the age of the internet. You can’t hide anything for very 
long. If you’re a liar, a cheat, an asshole, or otherwise, it’s just a matter of 
time before your career comes apart. 

Just ask Ellen Degeneres, Katherine Heigl, Shia LaBeouf, Michael 
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Richards, and Paula Deen. All of them have suffered serious professional 
harm after their public persona was shattered. 

But you can’t pay your rent with goodwill, and you can’t use your likes 
and shares to make your car payment. We are in the business of trading 
value for profit. 

Marketing legend Joe Polish once said, "Every ethical dollar earned is a 

byproduct of value creation." 

That’s an incredible revelation if you stop to think about it. Capitalism is 
an amazing gift and a lot of people take it for granted. 

Prior to capitalism, there were only two ways to become wealthy. 

The first was through conquest. Kings would raise armies and those 
armies would battle for control of territory. The victorious king would 
expand his empire and the soldiers would loot the cities and enslave the 
people. 
 
The second way to become wealthy was to find favor with the ruling king 
and be granted land and title. That was it. There were kings, lords, and 
serfs. 

Today, for the first time in history, you and I can become wealthy simply 
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by helping others get what they want. Following through with your 
promises, providing a great product or service, and treating people well 
are all prerequisites for running an ethical business. 

But your business doesn’t exist to treat people well or to create satisfied 
customers. It exists to make you wealthy. 

I know this makes logical sense. But a lot of readers are still going to have 
trouble overcoming the emotional hurdle of asking people to buy from 
them. So, in the next chapter we’re going to dive into the sales process 
and how you can position yourself as a trusted advisor rather than a 
sleazy salesman. 
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Chapter 6 
Selling Without Selling 

T he easiest way to start this conversation is to simply ask you a 
couple questions. Do you believe that your product or service 
will actually help people? Do you believe your clients are better 

off with you than anyone else? 

If you answered yes to both of those questions, then you have an 
obligation not only to sell to them, but to do everything in your power to 
get them to buy. Here’s why. 

If your prospect has a pain or problem, and they are looking for a 
solution, they are almost certain to buy from someone. If you truly 
believe that they are better off with you than anyone else, then you are 
actually hurting them by allowing them to buy from your competitor. 

When I talk with clients about this, one of the common responses I get 
is, "Yeah but I’m not the most well-known or even the most knowledgable 
person in my industry. I don’t know if they are really are better off with me." 
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It’s ok to feel that way. As we discussed earlier there will always be 
someone who is a little further along than you. But just because you’re 
not number one right now doesn’t mean you have nothing to offer. 

For example, one of the benefits of running a small operation is that you 
are nimble. You can switch gears and respond to changing conditions 
faster than a big company. If you’re less well-known or have a smaller 
client list, you can provide better service for the same price. 

And here’s another thing to think about. While there are only a few 
people at the top of any industry, there are countless numbers in the 
middle and bottom. Most of your clients won’t be able to afford the top 
names in your niche and will be looking for someone just like you who 
can help them at a price they can afford. 

One of the top copywriters in my industry charges a staggering $100,000 
to even start a project. Then, once you mail his sales letter, he commands 
an additional 2-5% of every sale that comes in. In many cases, the 
royalties he is paid are even bigger than his $100,000 fee. Needless to say, 
98% of entrepreneurs who need copywriting help won’t be able to afford 
him. 

I don’t take many copywriting jobs, but when I do, my fee is half what he 
charges. And I often don’t even take a percentage of sales because it’s 
easier to simply move on when the job is done. 
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Businesses who would never feel comfortable paying a hundred grand for 
a sales letter will gladly pay $30-50,000 for something that is 80% as 
good. 

Do you think I have any reservation about selling my skills to a company 
who can double, triple, even quadruple their investment? Of course not! 
In fact, because I know just how many terrible copywriters there are, if 
they have a desire and ability to pay for the service, I will do everything I 
can to convince you to do business with me. I know if they go out into 
the market, there’s no telling what kind of work product they’ll get back. 

So to conquer your fear of selling, the first thing you need to do is to 

recognize that you have value. 

If someone has a desire and ability to pay for your services and they don’t 
buy from you, they are going to buy from someone else. If you care about 
your clients, and if you don’t like the idea of them going out and doing 
business with someone else, then you have an obligation to do everything 
you can to get them to buy from you. 

The next thing you need to come to terms with is the fact that selling is 
not a contact sport. When most people think about a salesperson, they 
think about their last trip to the car dealership, or that nagging sales rep 
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who’s following you around the store asking you repeatedly if they can 
help you find anything. 

Most salespeople are not well trained. They use pressure and control 
tactics to win what they see as a battle between themselves and the 
prospect. But pressure acts as a repellent to the sale. 

So why do it? 

Because your average sales rep doesn’t believe the prospect actually wants 
to buy. He believes that if he wants to sell to them, then he will have to 
trick, manipulate, and strong-arm the prospect into making a purchase. 

Think about the last time you tried to buy a car. 

For most people just seeing the sales guy coming toward them is enough 
to make them turn around and run. When you see him wandering in 
your direction, you instantly become uncomfortable. Your initial 
encounter will probably be harmless enough, but after some general 
pleasantries, his goal will be to get you into a car (any car) for a test drive. 

While on the drive, he’ll ask you a series of questions that seem like 
normal chit chat. Things like, "So what do you do for a living? Are you 
married? Any kids? What brings you to the dealership? In a perfect world, if 
money was no obstacle, what features would you like to have in your new 
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car?" These questions may seem harmless, but in reality, every piece of 
information you give him will be logged and used against you later. 

Before you left for the test drive, the sales guy took the keys to your car so 
that the number cruncher could get started on the appraisal on your 
trade-in. What this means is, once you get back to the dealership, the two 
of you will be stuck waiting in his cubicle until the appraisal is finished, 
and you can’t just get up and leave. 

This is where the real pressure starts.  

Your sales guy may start out by asking you what you can afford to pay. Or 
he might just hit you with a number and ask you if it seems doable. He 
won’t focus on the price of the car but rather the payment. He does this 
because it’s confusing. You don’t actually know what you’re paying for the 
car, you just know what your payment is. He’ll hammer you with more 
numbers than you can possibly process, and then circle the monthly 
payment and say, "So, what do you think?" 

What he wants is for the two of you to agree on a payment that seems 
reasonable before your appraisal comes back. The appraisal value and the 
interest rate you pay can be adjusted based on what you agree to pay each 
month. It’s a way to manipulate the numbers and maximize the profit to 
the dealership. 
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Don’t believe me? Next time you go to the dealership, try to hold out for 
your appraisal before you start to talk about the price of the car. Try to sit 
down and talk price, payments, and rates before you’ve taken a test drive. 

Good luck. 

The entire encounter is designed, from the moment you step onto the lot, 
to make you feel confused, trapped, and pressured. 

And god forbid you decide you need to get away and think about it. 
That’s when the sales guy will bring up all that casual conversation you 
thought you were having on the test drive.  

He’ll say something like, "I understand your hesitation. This is a big 
decision, but remember you told me you really need this new car because your 
old car isn’t reliable. You don’t want your wife and kids stranded on the side 
of the road because you couldn’t pull the trigger on what you know is the right 
decision, do you??" 

Manipulation, pressure, and confusion. That’s the experience most of us 
think of when we think about a salesman. 
But that’s not what sales is. 

"Selling" is really just communication. When done correctly, it is 

effortless. 
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When you’re being sold to by a true professional, you won’t be 
overwhelmed by this feeling of pressure to buy. Rather, there will be a 
present and noticeable magnetism. 

When you are truly selling, your prospect will feel drawn to you. The 
buying process will feel like a collaboration between the two of you. You 
are a welcomed guest, a trusted advisor. Even if your prospect doesn’t buy, 
they will leave feeling as though they got value out of the exchange, and 
they will likely come back to you later. But in order to do this, you must 
begin to establish trust and authority long before a buying conversation 
starts. 

If I was selling cars today, I would start by creating a series of videos and 
social media content that positions me as a trusted advisor and friend, 
rather than a sleazy car salesman. The content would be focused on things 
car buyers would want to know like, 

"The 8 ways car dealerships will rip you off." 

"How to get maximum value for your trade-in." 

"Sneaky tricks car salesmen use to get you to buy and how to avoid them." 

"Car Dealers Exposed: Here’s the rebates they don’t want you to know about." 
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If my prospects were seriously looking for a new car, content like this 
would not only be helpful, it would position me as a trusted authority. At 
the end of each video, I would give them my contact info and offer to 
help them find the car that’s perfect for them whenever they’re ready. Test 
drives and new car purchases would be "appointment only" so I could 
present the highest level of professionalism possible. 

Regardless of the outcome of any meeting, every person I came in contact 
with would become the focus of a relentless follow-up campaign. Each 
month they would receive no fewer than one touch from me. It might 
come in the form of a mail piece, a phone call, or an email. These touches 
would not be designed to sell them anything, but rather to stay in front 
of them and let them know I was thinking of them. Eventually they are 
going to need a new car and my goal is to be the only person they would 
ever consider doing business with. 

So let’s recap. 

If I had to start over from scratch today here are the 4 things I’d do.  

1. Identify an industry where I can add value 

2. Create a service or product that solves a pain or problem 

3. Find a group of people who need my product/service 

4. Sell to them 
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Seems simple right? 

So what holds most people back? I think it’s fear that manifests itself as 
an "If Only" mindset.  
 
"If only we weren’t in a recession." 

"If only I had a little more time/money." 

"If only my spouse supported me." 

"If only there was less competition." 

Anyone with an "If Only" mindset suffers from an external locus of 
control. 

If that’s you, I’ve got news for you: the timing will never be perfect. You’ll 
never have all your ducks in a row. You’ll never arrive at a point when the 
stars align and you can leap without fear of failure. 

If you choose to wait, you are putting yourself, your family, and your 
future at risk. Just ask the 32 million people waiting on a government 
handout this month. 
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Chapter 7 
From Average Entrepreneur 

to Nomad 

A re you getting excited yet? Are you ready to take control of 
your income and become a net producer? I hope so. We’ve 
already discussed much of the philosophy and blueprint you’ll 

need to break free. 

Now it’s time for the last step on your journey to total autonomy. 

The world today already contains countless entrepreneurs who have made 
their mark in an equally diverse set of niches and industries. But most of 
them will never achieve Nomadic Wealth. Most of them will never be 
able to take a vacation, much less pick up and move at the drop of a hat. 
They will always be subject to the government, tax laws, and labor pool 
they were born into. 

This is not where you want to be. 
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Remember, what we want is Total Autonomy. That means we have to go 
one level deeper than most entrepreneurs will ever go. 

To create Nomadic Wealth, your business must initially meet a few 
specific criteria. 

It must: 
1. Be cheap to start 
2. Have high profit margins and a high revenue ceiling 
3. Have low overhead 
4. Need no employees 
5. Be manageable from anywhere 

So let’s look at a few options and discuss the pros and cons of each.  

Option 1 - Dropshipping 

One option you’ll see floated around the internet is a dropshipping 
business (sometimes called an Amazon business). They’re pretty easy to 
start. 

First, you go to a site like alibaba.com and find yourself a product to sell. 
Let’s use watches as an example. You can buy a decent smartwatch on 
Alibaba for less than $25. 

So your smartwatch dropshipping business would work like this. 
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First, you buy 100 watches for $2,250 and ship them to Amazon where 
they’ll wait to be purchased by your customers.  

Next, you create a sales page designed to attract a very niche audience, 
say, men over 40 who are worried about their health. 

By advertising the watch for a specific use (as a heart rate monitor for 
men over 40), you instantly increase the perceived value of the watch. 
This is what is known as creating a "Unique Promise of Value." Sure, 
there’s a million smartwatches out there, and most of them can tell you 
your heart rate, but because you’ve identified a specific use and person for 
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this particular watch, you’ve increased its perceived value. 

Your sales page might look something like the image above. 

Once your prospect is sold on the watch, you take them to an offer page 
where you offer it to them "at the unbelievable price of just $115!" I’ll do 
the math for you. That’s a gross profit of $92.50 before storage, shipping, 
and advertising costs.  

Seems simple right? Well, it is. As long as you understand how to market 
and promote your product. Any idiot with an internet connection and 
$2,250 on his credit card can find a product to sell. 
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It’s the marketing and advertising skill that 90% of entrepreneurs lack, 
and it keeps them from having the kind of success they could otherwise 
have. Here’s a secret that most entrepreneurs will never figure out: 

Whatever business it is that you THINK you’re in, you’re really in the 

marketing and sales business.  

Entrepreneurs spend far too much time trying to find the perfect product 
to sell, or trying to make their existing product perfect. But the truth is, if 
you don’t know how to market and sell that product, it doesn’t matter 
how good it is: you’re going to fail. 
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So why am I against dropshipping businesses? It checks all of the boxes 
you need in order to create Nomadic Wealth: 

1. It’s cheap to start 
2. It can be very lucrative 
3. It requires little overhead 
4. You don’t need any employees 
5. You can do it from anywhere 

So what’s the problem?  

As I said earlier, the goal of Nomadic Wealth isn’t just to create a business 
that can be done from anywhere. The goal is Total Autonomy over our 
lives. We want TOTAL control; not just partial control. 

There are three major reasons I don’t like dropshipping businesses.  

First, you don’t control the product. You can’t manage the quality, design, 
or manufacturing. You could spend months getting the entire business 
together only to have your manufacturer discontinue the model. 

Imagine that you get your dropshipping business up and running, and 
you’re crushing it. You’ve got hundreds — or even thousands! — of 
orders. And suddenly your manufacturer starts delaying product 
shipments. 
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As your once-happy customers start complaining about having to wait for 
weeks to get their orders, and refunds start pouring in, what was once a 
profitable business is now costing you a fortune. 

Since you don’t control the product, you’re at the mercy of the 
manufacturer. You don’t have total control. So you don’t have Nomadic 
Wealth. 

Next, my second issue with dropshipping businesses is their high 
fulfillment costs. 

As a dropshipper, you’ll typically have to bear the costs of stocking, 
picking, and shipping, as well as a mark-up to a third party for the 
privilege of handling your orders. 

Once your business starts growing, you’ll have to constantly anticipate 
future demand and ensure that you have enough product on-hand to 
avoid delays in delivery. That means you have to pay the cost of extra 
inventory up-front BEFORE that inventory has been sold. If demand 
suddenly changes — say, because of an unforeseen global pandemic that 
shuts down segments of the global economy — you could be left with a 
lot of inventory and storage costs you can’t pay. 

Finally, the third reason I dislike dropshipping businesses is because they 
can threaten your reputation in ways you can’t control. Since you don’t 
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control your product or the shipping process, you open yourself up to all 
kinds of issues. 

If the product is late or shows up damaged, it’s not the supplier or 
shipper who takes it on the chin. It’s you. 

In a world where reputation means everything, when you run a 
dropshipping business, your reputation depends on the quality of 
someone else’s work. 

Having your reputation attached to someone else’s name is bad enough. 
But when your customers can’t tell the difference between that person’s 
screwups and your screwups, you’re just setting yourself up for failure. 

Option 2 - Real Estate 

When we start talking about Nomadic Wealth, people’s minds almost 
always go straight to the real estate industry.  

Real estate is an incredible investment, and it has been and will continue 
to be a fantastic wealth creator. When done correctly, you can use real 
estate investment to generate steady and consistent income for 
generations. 

It’s also a business that can be managed from anywhere on earth. In every 
city, there are companies that specialize in property management and rent 
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collection, so you don’t have to personally spend time every month 
chasing your money down or fielding random 2am calls about broken 
toilets.  

You get all the benefits of owning investment real estate without any of 
the headaches, and all it requires is that you give up a percentage of the 
rent to the property management company. 

However, real estate investing comes with some very serious risks, and 
you need to understand them before you decide to buy your first 
investment property. 

First, let me make a couple disclaimers. If you are paying cash for your 
properties, much of what I’m going to cover next isn’t applicable. But the 
ability to pay cash for multiple properties isn’t the norm. I only know a 
few people who buy real estate for cash, and all of them have been wildly 
successful in core businesses in other industries first. 

Second, what I’m discussing here is INVESTMENT not FLIPPING. 
Having owned real estate for investment as well as short-term flipping, I 
can tell you with confidence that house-flipping does not meet the 
standard for Nomadic Wealth. 

What is house-flipping? It’s pretty common, actually. You purchase a 
home with the express intent to renovate it and then sell it for a profit 
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within three to six months. These homes are typically secured through 
construction loans, which carry higher interest rates but are easier to 
secure, especially if you have a previous relationship and track record with 
the bank. 

Flipping houses requires constant attention. You must be on site nearly 
every day, overseeing the contractors and ensuring things are being done 
correctly. 

In 2006, I made the mistake of investing in several flip properties just 
before going overseas for six months. I had already done several flips and 
felt like the team I had in place was a well-oiled machine. I left the 
responsibility of completing the renovations with my project manager, 
and hopped on a plane. 

What happened next nearly bankrupted me. 

Instead of taking bids for the entire project, the project manager took a 
bid based on the expected hours of work. You can probably imagine what 
happened next. 
Because the contractors were now being paid by the hour rather than by 
the job, they had every incentive to drag the project out. And they did. 

By the time I realized what was happening, I was underwater on all three 
properties. Lucky for me, I was able to get things back on track and sell 
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the properties with only a minimal loss. But if I had been just a little less 
attentive I might have lost everything. 

So house-flipping is out. It doesn’t allow for the Total Autonomy we’re 
after. 

But what about real estate investment? Investment properties can be 
either residential or commercial, and you invest in them by buying, 
holding, and renting them. The income they generate comes from both 
the renters and the increase in property value over the years. 

As I said earlier, if you’re paying cash for your investment real estate, 
GREAT! It may be the perfect vehicle for creating Nomadic Wealth in 
your life. But most people don’t have that type of cash. 

And if you don’t have the cash to buy investment properties up front, 
you’ll find there are several major drawbacks to choosing real estate as an 
income producer. 

Despite what you may have heard on late-night infomercials, it’s nearly 
impossible to buy real estate with "No money down! Even if you have bad 
credit or a foreclosure!" 

Shocking as it may seem, no bank wants to loan money to a high credit 
risk. If they do, it typically comes with high interest rates or other 
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collateral. But the biggest issue isn’t the loan itself. It’s the debt exposure 
you create. 

Here’s how your typical real estate investor gets started. 

Step 1 - Identify a property 

First, you have to know your market well enough to recognize an 
undervalued property. A property that qualifies as undervalued is one 
where the cost of carrying the loan and maintaining it in good condition 
is less than the amount you can charge in rent each month. 

Most qualified homes will need renovations to command the highest 
rental rates and attract the best renters. So you’ll need an intimate 
understanding of the work that needs to be done as well as the expected 
costs for renovation and maintenance. 

Step 2 - Secure the loan 

Once you’ve found the right property and negotiated the sale price, you’ll 
need a loan from the bank. The bank may require you to put up other 
collateral or even have a cosigner to get the deal done. Regardless of the 
conditions, you must secure a loan with a rate that is low enough to 
ensure the property will "cash flow," meaning it will earn you a profit 
after all your expenses. 

That takes us to step 3. 
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Step 3 - Renovate and Rent 

Once you’ve secured the loan and performed all the necessary 
renovations, you’ll have to find a renter. Remember, your new investment 
property only becomes an investment once the rent checks start flowing. 
Until then, it’s a liability that costs you money. 

Ideally, you’re able to secure a renter either before the renovations are 
finished or shortly after you put the house on the market. 

If you’ve priced it right and correctly estimated your renovation and 
maintenance costs, congratulations! You now have your first income-
producing property.  

But that one property isn’t going to make you rich. In fact, you’ll likely 
need a dozen more properties just like that one before you can be a true 
nomad. 

On to step 4. 

Step 4 - Reappraise, Refinance, & Repeat 

Once the renovations are finished, you can get the house reappraised to 
see if all your work has increased the value of the house. Say the new 
appraisal comes in $50,000 higher than it did when you first bought the 
house. Congratulations! You’ve now got instant equity in your new 
investment. 
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It’ll probably take you a few weeks of scouting before you can find 
another property that you think is perfect. Then back to the bank you go. 
You offer your first investment property as collateral for the purchase of 
your second property (meaning the bank can take both properties if you 
default on the second loan). 

If all goes well, you can do this over and over again, buying each new 
property by offering up the others as collateral.  

There’s just one problem. You’ve created a potential debt apocalypse that 
exposes you to catastrophic risk you can’t control.  

If the economy collapses, if real estate prices fall, or if the rental market in 
your area shifts, you may find yourself unable to make the payment on 
one or more of your properties. Since you secured each loan with as little 
money down as possible, using the equity in your other homes as 
collateral, you now own a highly leveraged asset with very little equity. 

If you can’t pay your mortgage, the bank won’t just take one property. 
They’ll take all of them, and auction them off to recoup their investment, 
leaving you with nothing but wasted time and terrible credit. 

Real estate is a great way to build wealth. But to do it right, you must 
either pay cash for your investment properties or purchase them slowly 
over many years. I would encourage anyone with investable income to 
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consider real estate as part of their wealth-building strategy. 

But if you’re reading this book, it’s unlikely you want to wait decades to 
achieve total autonomy, or take on all of the debt necessary to start a real 
estate investment business. 

All of this means that real estate will have to wait. For now. 

So what is the best business to start if you want Nomadic Wealth? 

A few pages back, I listed the five specific criteria we need in a business to 
achieve Nomadic Wealth. Now that we’ve considered some possibilities, 
I’ll list those criteria again here. 

The business must: 

1. Be cheap to start 
2. Have high profit margins and a high revenue ceiling 
3. Have low overhead 
4. Need no employees 
5. Be manageable from anywhere 

However, after working through these first few examples, it’s clear that we 
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need to add two more criteria. So the fastest and safest way to break free 
and achieve Total Autonomy is to create a business that will help you 
achieve true Nomadic Wealth. And that business must: 

1. Be cheap to start 
2. Have high profit margins and a high revenue ceiling 
3. Have low overhead 
4. Need no employees 
5. Be manageable from anywhere 
6. Not require you to take on debt 

7. Be able to scale quickly once you are profitable 

In all my experience, in all the years I’ve been doing business, and 
through all the millions I’ve made online, there’s only one business I’ve 
found that meets all of these criteria. 

And that is an Information Business. 
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Chapter 8 
The Knowledge Revolution 

I consider the Information Industry (often called the "Knowledge 
Industry") to be the most well-kept secret in the entrepreneurial 
world today. 

I believe in it so deeply that I actually created a program that teaches 
aspiring entrepreneurs how to start their own information business in 30 
days or less. If you want to know more, you can go to 
www.controlthesource.com.  

The Information Industry focuses on providing coaching and consulting 
services to individuals and companies around the world in just about 
every niche imaginable. 

To give you an idea of just how big this industry is, take a look at some of 
these numbers. 

For every second you spend reading this book, small businesses will spend 
$2,631.91 on information. 
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That’s $157,914.76 per minute. 

That comes out to $9,474,885.84 per hour or $277,397,260.27 per day. 

…on information! 

And that’s just small businesses. Individuals are buying billions more in 
personal coaching. 

It’s estimated that life coaching alone is an industry worth $2 billion a 
year. Let that sink in for a minute. Individuals spend $2 billion a year to 
have someone tell them what to do. It’s a mind-boggling number, and 
that’s in just one coaching niche. 

So why are so many people spending so much money on information? 
Because there is a glaring skills crisis that our current education system 
isn’t capable of addressing. 

While virtually every industry and economy is required to "adapt or die," 
the Western education system has remained largely unchanged for the last 
100 years. Young people are coming out of college without the necessary 
skills to meet the demands of a 21st-century economy.  It’s gotten so bad 
that employers don’t even expect college grads to have these skills. A 
college degree is now simply a box you must check if you want to break 
into most industries.  
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Capitalizing on this fact, colleges have steadily raised tuition prices, 
making it harder to get a degree without going into debt. 

The U.S. government has responded by monopolizing student debt 
financing. It’s estimated that 92% of all student loans are federal loans. 

This chart illustrates the near vertical increase in tuition prices since 1981, 
compared to the inflation rate.  

Interest rates have been reduced to ridiculous levels, and anyone who 
wants to go to college — regardless of their degree or ability to repay the 
loan — can get access to tens or even hundreds of thousands of dollars in 
unsecured loans. Universities have responded to all this new loan money 
flooding the market by raising tuitions even higher. 
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According to EducationData.org, the price of a four-year college degree 
for in-state students is $127,800. For those opting for a private college, 
that same degree is going to cost you $199,516. 

What’s even more distressing is the graduation rate. The official four-year 
graduation rate of students attending public college is a staggering 33%! 

If we look out six years, the rate jumps to just 57.6%. What that means 
is, if 100 students enroll in a public four-year college this year, only 33 of 
them will graduate four years later, and only 58 of them will earn their 
four-year degree within six years. 

But what about the remaining 42 students? Most of them will never earn 
their degree, although they will still be stuck with the debt they 
accumulate for the year or two they spent in college. 

Students are hitting the workforce without the skills needed to compete, 
and it doesn’t matter whether or not they’ve graduated college. So the 
burden falls on employers and individuals to acquire the skills their six-
figure education never bothered to teach them. 

All this debt and lack of marketable skills is creating a shift in the way 
people think about education. 

Major companies like Apple, Google, IBM, Tesla, and Hilton no longer 
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require a degree as a prerequisite to being hired. Businesses of all sizes are 
recognizing that a degree isn’t worth much, and they’re looking instead at 
each candidate’s work history and skill set. 

Students are also beginning to question the value of wasting four years at 
university if it doesn’t mean they’ll definitely get a job once they graduate. 

Many are avoiding the college trap by investing in highly specific “niche” 
skills taught by people who are actively working in the field. 

Instead of throwing away $150,000 to a university in return for a degree 
in Business Administration, they’re paying $3,000 to someone who 
already owns and operates a business in return for the opportunity to 
learn how it’s done. 

It’s a fundamental shift in how we think about education. 

For example, let’s say you wanted to learn about social media marketing. 
It’s a must in today’s business climate. Who would you rather learn that 
skill from: a guy who hasn’t owned or run a business since 1990, or 
someone who spends $30,000 a day buying ads on Facebook, Google, 
and Instagram? 

If you own a dental practice or chiropractic clinic and you want to know 
what the most successful doctors are doing to grow their businesses, you 
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don’t take night classes at your local junior college. You hire the guy who 
already built his own multi-million dollar practice and now offers to 
teach anyone his step-by-step system.  

You might also join a high-level mastermind group run by that same 
person and meet with other successful doctors from across the country as 
they gather together and share what’s working for them now. 

Individuals and businesses are more than willing to pay top-dollar for 
these types of services, because it’s the only way to ensure they stay ahead 
of a market that is changing faster than traditional universities can adapt 
their curriculum. 

As more and more companies drop their degree requirements, fewer and 
fewer students will waste time and money earning those degrees, opting 
instead for specific skills taught by real experts. 
There is a Knowledge Revolution happening right now and it’s going to 
change the way we learn forever. 

You and I are standing at the crossroads of history. We are witnessing the 
death of an era and the birth of a new world. 

As technology continues to automate away most repetitive jobs, you and 
I are going to see the collapse of entire industries. Millions of people who 
lack the same drive and ambition you’ve shown will find themselves out 

80



The Nomadic Wealth Formula

of work and short on skills. But it doesn’t have to be a dark and scary 
time. 

As the old world passes away, a new one is born. And for those savvy 
enough to see the change coming and take action, the future is bright. 
We are truly living in a golden age. Never in our history have we been so 
close to achieving true freedom for ourselves and others. 

I am so grateful to live in this time. To be blessed with the technology 
and the information necessary to manifest my own destiny. 

But the world needs more people like you and me. People who are willing 
to share their knowledge and passion with the world. We are the 
professors and universities of the future. As the antiquated education 
system collapses under the weight of its own inadequacies, the 
generations that follow will turn to us to show them the way. 

An information business is the only business I have found that will allow 
anyone, regardless of where you are right now, to create total autonomy 
and true freedom for themselves. 

And it’s only going to get better. 

It’s estimated that the Information Industry will double over the next 
three years and then steadily climb from there. We are getting in on the 
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ground floor of an industry that’s going to change the way we learn 
forever! If that doesn’t pump you up I don’t know what will. 

And it gets better still. 

Although this industry is still in its infancy, there are people who have 
already blazed a trail and built huge information businesses. I started 
Trade Empowered, my first information business, in 2009. I spent years 
of my life and millions of dollars learning what works and what doesn’t. 

I paid a massive price to acquire that knowledge. And now I dedicate my 
life to teaching others what I’ve learned so they can shortcut their own 
path to success. 

From marketing to copywriting, from course creation to building high-
level masterminds, I’ve done it all. 

Today, I am a wealthy man in ways I could not have comprehended a 
decade ago. I wake up every day and help others turn their dreams into a 
reality, and I cannot imagine a better life. 

If you go to my LinkedIn profile at www.linkedin.com/in/jasonstapleton 
and look at the work description under my name, it says, "I do whatever 
I want and help others get to a place where they can too." How many 
people in this world not only get to say that, but also get to have it be 
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true? How many people bounce out of bed excited to start their day? 

Not enough, not nearly enough. 

Right now, I live in Los Angeles, California. I love being close to the 
beach and I love the incredible weather. But my fiancée and I have been 
discussing the idea of moving to Italy for a year. We’ve even talked about 
buying a huge touring RV and spending a year traveling across the U.S.  

These aren’t pie-in-the-sky dreams or something we want to do "when the 
time is right." We could literally do them today. And when the time 
comes, my business will travel with me. 

But best of all, I can rest easy with the peace of mind that my work has 
had a positive impact on millions of people around the world. Seeing 
someone’s life improve and knowing I had a small part in the 
transformation is more rewarding than anything I can imagine. 
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Chapter 9 
Frauds, Charlatans and  

Snake Oil Salesmen 

I know I’ve made the idea of starting an information business pretty 
appealing, but it’s important that you understand that information 
businesses aren’t for everyone. 

Any business opportunity with low startup costs and potential for high 
profit margins will attract people who lack the talent and skills to be 
effective but who want to cash in on whatever they see as the next big 
thing. And lately, the industry has begun to attract the worst kind of 
opportunity seekers. 

If you spend any time in the industry chat rooms and Facebook groups, 
you’ll see exactly what I’m talking about. It terrifies me when I see the 
questions these self-described experts are asking. 

They say things like, "Looking for a good niche. Does anyone know which 
one is the easiest to get started in?" 
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This person doesn’t care about helping anyone. He doesn’t even have an 
idea for a product or service. He is simply there looking for the fastest 
road to riches. 

Here’s another one: 

"Hey all, I’m getting ready to create my first course and I was wondering, 
what’s your biggest struggle as an entrepreneur?" 

This guy clearly started his entrepreneurial career last week. He doesn’t 
even have enough experience to know what problems need solving. 

He’s also asking a stupid question in general. Every entrepreneur’s 
problems change as his business grows. The problems he has when he’s 
starting out are completely different than the problems he’ll have once 
he’s doing $1 million a year in revenue. 

But by far the worst question I’ve seen came from a member of one of the 
many expensive coaching programs I’ve joined. 

As I said, I buy a lot of courses and consulting advice each year. Some of 
the content I get is great, and some of it is garbage. But the guy who runs 
this particular group has a huge following of aspiring consultants. I 
bought his $2,000 course so I could review his product and see how his 
marketing funnels worked. 
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As a bonus, he granted me access to his private Facebook group where all 
of his other buyers share information and ask questions. 

Now, keep in mind, these are people who paid $1,500 - $2,000 to take 
his course on how to become a consultant. 

One day I was trolling the feed and caught this question: 

"Hey all! Need a little help. I just got my first consulting client for 3k a 
month. He signed a 3 month contract to have me help him with his Facebook 
advertising. Can anyone tell me the best way to start generating leads for him 
on Facebook?" 

I was floored. Not only did this guy swindle an unwitting entrepreneur 
out of $9,000, but he also doesn’t seem to think he’s done anything 
wrong. 

Over the last several years, people like this have damaged the industry’s 
reputation. It’s something we’ll continue combating as it becomes cheaper 
and easier to create content online. 

So I want to be clear. 

If you are one of those get-rich-quick, opportunity seekers who’s planning 
on faking it until you make it, don’t ever come ask me for help. 
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As part of my coaching program, I hold a live session each Wednesday 
where I answer questions from my clients on everything from branding 
to content marketing. I am not above losing my cool on a client who I 
believe is misrepresenting who he is. 

I take the work I do very seriously. I believe I have been entrusted with a 
very important mission. My clients put their faith in me, and I have a 
moral and ethical responsibility to be honest about what I can and can’t 
do for them. 

If you don’t yet have the skills to be a real value, then the right thing to 
do is to invest in yourself first. Don’t worry, it won’t take nearly as long as 
you think. 

Most people have very narrow skill sets. We’re good at just a handful of 
things. If we get outside our wheelhouse, we tend to cause more harm 
than good. But you can still have a huge impact on someone else’s life or 
business with just a few key skills.  

Take me for example. I don’t know the first thing about public relations. 
I’m great at building brands, establishing trust, and creating tribes of 
rabid followers. But if I need to get a spotlight in Inc Magazine or a 
bunch of interviews on radio and TV, I’m lost. 

My good friend Brian McWilliams, on the other hand, does PR 
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professionally. He’s so good at it, I hired him to do all the PR for this 
book.  

Rather than spending the next year struggling to book appearances and 
raise awareness for the book, I just hand that job off to the expert. Brian 
is a great example of someone who acquired a skill and now consults for 
major brands who are looking to increase their exposure.  
 
If he wanted to take it one step further, he could easily create a course 
teaching others how to do what he does. If he did, he would probably 
triple his income. 

My point is, you don’t need to know everything about everything. You 

just need to know enough about one thing that you can help someone 

else get the result they’re after.  

As I’m writing this, I realize I may scare some people off with all this 
heavy-handed talk about the growing number of frauds in the 
information industry. Believe it or not, impostor syndrome is a big issue 
for most people who start an information business. 

Impostor syndrome is that feeling of inadequacy you might get when you 
look around and realize you’re not the most knowledgable or skilled 
person in your industry. You start to question if you’re really qualified to 
be teaching anyone. The more you know about a subject, the more 

88



The Nomadic Wealth Formula

pronounced the feeling can be, because you become acutely aware of just 
how good the other people in your industry really are. 

I have a client who creates beautiful artwork. Not only is she incredibly 
talented, but her pieces have sold for upwards of $10,000 each! She does 
no marketing. Yet she has been a working artist her entire life and has 
been commissioned by large companies and art collectors who display her 
work prominently on their walls. 

Imagine how many artists would kill to be in her shoes. She wakes up 
every day and gets paid to do what she loves. That’s something only a 
handful of artists will ever be able to say. If she’s not an expert, I don’t 
know who is. We first met when she decided to start an info business 
teaching other aspiring artists what she does. She wanted to create an 
extra income stream and share her knowledge with a new generation of 
artists. 

She asked me to help her launch and scale her new business, and, of 
course, I agreed. 

As you can imagine, she has a wealth of knowledge to share, so I was 
shocked when she told me she felt really insecure about launching her 
first course. If anyone should feel confident in their abilities, it’s her. But 
impostor syndrome can affect anyone at any time. The difference between 
impostor syndrome and a true impostor comes down to one thing: can 
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you actually do what you say you can do? 

Say you sell a course that promises to teaches someone how to start a 
YouTube channel and get their first 1,000 subscribers in 30 days. Then, 
assuming someone takes the course and applies what they learn, they 
should get the result promised.  

Or perhaps you’re on a consulting call. After learning about your 
prospect’s business, you offer to work with them to increase their revenue 
by 20% in the next quarter. You’d better be confident you can do what 
you say. 

You might not have the biggest YouTube following or be the most 
experienced consultant on the planet, but if you can deliver the result, 
you have no reason to feel like an imposter. 

If, on the other hand, you’re making promises or claims you know to be 
false, you deserve what you get. 

But never let impostor syndrome prevent you from starting on a path to 
true Nomadic Wealth. 
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Chapter 10 
The Next First Step 

Y ou might not realize it, but you’ve already taken the first step 
toward creating Nomadic Wealth simply by reading this book. 

Here are some crazy statistics for you to ponder. 

‣ One quarter of American adults haven’t read a book in the past year. 

‣ Adults who live in households with incomes of $30,000 or less are more 
than twice as likely to be non-book readers. 

‣ The vast majority of people who start a book (even a best-seller) will never 
finish it.  

You now know it takes mobility, opportunity, risk, and wealth to be 
free. And you know the three steps you must take to start creating 
Nomadic Wealth in your own life. 

You’ve also learned what I would do if I had to start all over again with no 
money or reputation. 
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And finally, you learned what I think is the number-one business you 
should start if you want to quickly generate predictable, sustainable 
income from anywhere on earth. 

The question is, will you take the next step? Or will this be just one more 
book that gathers dust on your shelf? 

If you already have a traditional brick-and-mortar business, or if you own 
a business that ties you to a specific location, your next step is to begin 
thinking of ways you can expand your offerings by adding an 
information product or consulting service. 

If you’re a successful restauranteur, you should consider creating a 
monthly membership program for restaurant owners who want to grow 
their revenue. 

If you’ve successfully started a franchise business — or, better yet, if 
you’ve already franchised your own restaurant chain — there is a limitless 
supply of restaurant owners trying to do the same.  

If you are a successful investment advisor, consider starting a high-level 
mastermind group. With over 200,000 registered investment advisers 
who earn around $120,000 a year, in America alone you have a massive 
pool of highly-targeted prospects who would gladly pay $10,000 a year 
— or more! — to sit in a room and share strategies with other advisors. 
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You might also consider a course on investing for people who either aren’t 
qualified to be your client or who simply want to manage their own 
investments. 

It doesn’t matter what business you currently run, by expanding into 

education and consulting, you open up an entirely new revenue stream 

that in many cases will end up making you more than your primary 

business. 

A lot of my clients worry that if they do this, it will distract them from 
their core business and hurt their revenue. If you’re thinking that too, 
then you’re right to be concerned. 

Any time you refocus your time and energy, there is a chance that your 
core business will suffer. 

When I decided to start my podcast Wealth, Power & Influence back in 
2014, I knew there was a chance my primary business might suffer. And 
it did.  

For a while, revenues declined. I was doing my show five days a week, 
and it was eating up three to five hours of my day. But my team stepped 
up and we were able to manage the temporary decline in revenue. It 
didn’t take long for all of us to find a rhythm and the result was amazing. 
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Within two years, I had the number-one podcast in my niche with over 
30,000 daily listeners, and I had created not one but three new revenue 
streams, making me more money than ever.  

If your business is struggling — or, more likely, if you’re living at or above 
your means, and you are worried that you won’t survive the temporary 
decline in revenue — then it’s even more important for you to expand 
what you’re doing. 

Cancel the cable, sell the Lexus and buy a used Camry, work nights and 
weekends on the new project, I don’t care what it takes. Your business — 
or at the very least, your finances — are on shaky ground. It’s a disaster 
waiting to happen. You can’t afford to not do this. 

If you don’t know exactly what steps you need to take to get started, go to 
www.controlthesource.com. I’ve got a great program for you. 

Now, what if you don’t have a business yet? What if you’re still grinding 
out that 9-5, living for the weekend while accepting the bribe they offer 
you each month to forget about your dreams (also known as a salary)? 
Your situation is a little different. 

If you don’t already have some rare, specialized knowledge or skill, then 
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you need to get to work improving your human capital. 

Pick a subject or industry that interests you, and pay someone to teach 
you. If you’re light on funds or have no idea what you might like to 
study, I suggest you check out SkillShare, an online learning site with 
over 20,000 courses on everything from photography to social media 
management. 

And, because of a partnership agreement I have with them, you can get a 
free two-month membership by going to www.skillshare.com/stapleton. 

If you already have a rare and specialized skill, then your next step is to 
decide how best to get that knowledge or skill into the hands of the 
people who need it. 

Start by spending some time trolling the internet for people who already 
have a similar product or service. Go to Google, YouTube, and Facebook 
specifically. Not only will you get some ideas, but you’ll also trigger Big 
Tech’s advertising algorithms. 

Once Google and Facebook see that you’re searching for information on a 
specific subject they will begin to show you ads for similar products. Pay 
close attention to those ads. Click on them, sign up for the free stuff they 
offer, and read their sales pages. If you can afford it, buy their product 
and go through it. Go as deep as you can. If the advertiser is spending 
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money to show you his product there is a good chance he’s making 
money with it.  

The next step is to create a similar product. I’m not telling you to steal 
their product; that would be unethical. But there are a million courses on 
how to grow a YouTube channel, lose weight, or shoot a short film. You 
can always adjust your product or service later once you’ve got your 
footing. 

What’s important is that you be a settler, not a pioneer.  

I don’t know who first gave me that analogy, but it is 100% true. Settlers 
build communities, pioneers get arrows in their backs. 

The last thing you want to do as a new entrepreneur is try to blaze a new 
trail in a totally new industry with a completely unique product. If you 
manage to pull it off, you’ll be a legend. But odds are you’ll end up face 
down on the prairie with part of your scalp missing. 

There are very few unique businesses, and even fewer unique ideas. If you 
look hard enough, you’ll find someone who you can model your business 
after. 

Over the last two years, my inbox has been hammered with emails from 
aspiring entrepreneurs who have great ideas but who don’t have the tools 
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necessary to turn them into reality. They’re in a tough spot, because their 
idea isn’t making them any money yet, so they can’t afford to work with 
the best advisors and coaches. 

For example, my hourly consulting rate is $1,500. Or, if you want to go 
really deep, we can do a day of consulting here in Los Angeles for 
$12,500. That only makes sense if you can really get a return on that 
investment. 

But even if you have the money, it’s unlikely I’d take it from you if you’re 
new. Just like you need to be able to justify the expense, I have to feel 
confident I can deliver value that exceeds your investment. 

If all you’ve got is an idea, how much help could I possibly be? It would 
be like a dentist charging a man with no teeth for a cleaning. 

Your other option is to buy a course on how to do it, but most of those 
courses (the good ones anyway) will cost you between $1,000 - $5,000. 
For the right person, those courses will pay for themselves many times 
over. But it’s a huge investment when all you’ve got is an idea. 

This catch-22 is a massive problem that has created a huge market of 
underserved aspiring entrepreneurs. 

Recognizing this need, I started the Freedom Accelerator program in 
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2020. My goal is specifically to help new and aspiring entrepreneurs start 
and scale their first business. I also built a private social network for all of 
our members so they can collaborate and support each other as they 
grow. 

Every Wednesday, I hold a live video conference with all our members 
where I answer questions and advise them on the best course of action. 

Freedom Accelerator fills the gap new entrepreneurs need so they can get 
advice and direction from someone qualified to give it. And it’s only $39 
a month! 

If you’d like to find out more about my Freedom Accelerator program 
you can go to YesJason.com. 
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Chapter 11 
Some Final Thoughts 

"We are here to laugh at the odds and live our lives so well death will tremble 
to take us." 

- Charles Bukowski 

Charles Bukowski was a German-American poet and novelist. 
His most famous novel, "The Post Office," is a sort of 
autobiography about his nearly 17 years working for the U.S. 

Postal Service. 

Bukowski was a disgusting human being. He makes no apologies in the 
book as his anti-hero character drinks himself nearly to death every day 
while abusing and cheating on his self-proclaimed "love of my life."  

It is a dark and painful novel that I don’t want to revisit. Like Dostoevsky 
130 years earlier, Bukowski fought his demons with drugs, alcohol, 
violence, and the pen. 

Despite his many flaws, his writing reveals incredible insights about what 
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it means to live, to love, and to find meaning in our lives. He was a man 
who moved to his own music. A man who rejected the world and the 
obligations it placed upon him. 

"Understand me.  
I am not like an ordinary world. 

I have my madness, 
I live in another dimension 

And I do not have time for things  
That have no soul." 

- Charles Bukowski 

Why am I telling you this? 

Because, like Bukowski, successful entrepreneurs refuse to follow the 
prescription they’ve been written. They refuse to accept the life and 
limitations this world tries to force upon them. They are willing to go it 
alone and risk everything for a chance at a life that others would envy. 

Understand this: the life we live, the way we think, and the things we 
value will never be understood or accepted by the bulk of humanity.  
"First they will laugh at you; then they will question you; finally they will 
resent you — even hate you — because deep down, they know they will never 
be you." 
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Entrepreneurship can be a very lonely business. This world will beat you 
down if you let it. It will try to force you to accept some level of 
mediocrity somewhere between total failure and your true potential. 

The more successful you become the greater the opposition will feel. Our 
freedom is purchased at a cost. We get to choose if we want to pay it. 

Scripture tells us that life was meant to be lived abundantly. Do you 
believe that? What about your life? Are you living an abundant life? 

If the answer is no, then it’s time to make some changes. Life is too short 
to spend one more second doing things that don’t inspire, energize, and 
enrich you. 

"The mystery of human existence lies not in just staying alive, but in finding 
something to live for." 

- Fyodor Dostoevsky  

People have asked me why I wrote this book. I wrote it because I know 
the mass of humanity spends their days existing instead of living. At some 
point they settled. They pulled over on the side of the road and they 
parked. They’ve decided that things are as good as they’re going to get. 
They’ve stopped dreaming. 
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They don’t have anyone to tell them the world is so much bigger and 
more beautiful than they think. They have no one to inspire them, to 
bring back that childlike excitement of possibility that we now call 
idealism. They don’t have anyone to tell them that they are capable of far 
more than they can possibly imagine. That life can be everything they 
hoped it would in their youth. 

There is greatness in you. The path to the wealth, health, and happiness 
you’re looking for is well-worn and easy to follow.  

This book was designed to lead you to the beginning of that path and to 
give you the tools you need to start your journey. 

The rest I leave to you.
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