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Stop Being Average.  
It’s Time to Become a Warrior.

I’m furious. In today’s world, starting a business has never been 
easier, and yet business owners are struggling to gain a foothold. 
It’s easy to blame the economy. It’s easy to blame the competition. 
It’s easy to blame the employees. And this is why I’m furious: It’s 
easy to place blame elsewhere, but the real reason a business fails 
is because of the owner. That’s right. If you think there’s another 
reason why your business is failing, you’ve been lied to. YOU are 
the reason. I don’t say this to be harsh, but rather to be blatantly 
truthful, since no one else is saying what needs to be said. (You 
should hear the honest truth, no matter how painful it is.)

Here’s Why Most Businesses are Set Up for Failure Right From Day 1 
Starting a business is easy. Between all the available startup 
resources and the low barrier to creating a website, it’s not hard 
to call yourself an entrepreneur. But everyone tends to emphasize 
the startup and the idea of creating a business. The value is placed 
on “being an entrepreneur,” rather than on “being a successful 
owner of a long-term business.” Worse yet, there’s a trend to 
be average! Many entrepreneurs and business owners focus on 
starting a business so they can catch up to the herd of successful 
businesses. It doesn’t matter what industry we’re talking about 
... most startups only aspire to be the average of their industry! 
That’s a recipe for failure: ease of entry into business, focus on the 
short-term, and only shooting for the middle of the road.

Destroy the Average: It’s Time to Inspire 
If you own a business or plan to start one, and you want a greater 
likelihood of success, don’t do what everyone else is doing right 
now! Remember, insanity is doing the same thing over and over 
and expecting a different result. Stop trying to be an entrepreneur. 
Stop trying to be average. Step up your game instead. Stop 
thinking of yourself as an entrepreneur … start thinking of yourself 
as a CEO. Stop trying to be average … start leading and inspiring 
your industry like a warrior. An entrepreneur is just focused on 
getting their business going, but a CEO is focused on building 
a strong company and a team to dominate the marketplace. 
Now, which of those two is more likely to run a business that 
succeeds long term? Stop being average; choose to lead. If you 
aspire for your business to be average, achieving that lackluster 
vision means owning an average business. But if your target is a 

business that leads the industry, 
achieving that inspiring vision 
means building a thriving long-
term business!

We Don’t Need Average 
Entrepreneurs … We Need CEO 
Warriors. There are enough average entrepreneurs all focused on 
their short-term business startup vision. We don’t need any more. 
What we need instead are CEO Warriors — inspiring leaders 
who step up boldly to accept the responsibility required to 
relentlessly lead a strong business with vision.

CEO Warriors wake up every day with an insatiable hunger to attack 
the day, energized by the possibility of dominating their industry. 
CEO Warriors build a team and lead with vision and resolve. They 
create a culture where their team aspires to give their very best, 
always. 
CEO Warriors are always learning, soaking up every lesson, and 
even welcoming some temporary hardship, because it helps them 
grow. CEO Warriors are perpetual students who actively apply 
what they learn. 
CEO Warriors stay the course, adopting a relentless pursuit of 
growth, profitability, market dominance, and a stellar reputation.

You’re at a Crossroads 
You’re at a crossroads. You have a choice. Once, you may have 
blamed the economy, your customers, or your competition for 
a business that fell short. Now you know that blaming is just an 
excuse that short-sighted entrepreneurs with lackluster vision use 
to deflect the responsibility of their business’s struggles. Now you 
know that real businesses — businesses that grow profitably for 
the long-term — are created by CEO Warriors who step up, accept 
responsibility, and work relentlessly to dominate.

You’re at a crossroads. You have a choice. Will you continue to be 
average, or will you become a CEO Warrior?

- Mike Agugliaro
       Business Warrior

When learning a new skill or working on self-improvement, everyone 
goes through four stages called the “learning stages.” The first two 
stages can be uncomfortable or make you feel a bit down on yourself, 
but don’t worry because the final two stages are a lot easier and will 
make your confidence soar. Self-improvement takes time and effort, 
so don’t give up when you feel uncomfortable. Keep your attitude 
lighthearted and stay positive; you will get there! Get to work and check 
out these four learning stages:

1. UNCONSCIOUS INCOMPETENCE. This is the stage in which you 
don’t know what you don’t know. You are blissfully unaware of what 
you haven’t learned yet and what you will learn in the future. 

2. CONSCIOUS INCOMPETENCE. The second stage occurs when you 
begin to feel overwhelmed with what you don’t know. If you were 
working on giving a speech, for example, this is the stage in which 
you become aware of every “like,” “um,” missed consonant, and slur. 
You might feel inarticulate or super conscious at this point. This is 
the hardest stage and the most important — it is where the most 
self-discovery and growth occurs. Stay confident, because the next 
stages are much more comfortable. 

3. CONSCIOUS COMPETENCE. You’re almost there! The third stage 
is when you start noticing your improvement. Your skill isn’t second 
nature yet as you still have to think about it, but you are becoming 

more comfortable and are beginning to master your 
skill. You will notice big improvements and so will the 
people around you. 

4. UNCONSCIOUS COMPETENCE. This is when 
your skill becomes second nature. You don’t have to 
think about it — you just do it — kind of like riding 
a bike! You have mastered your skill at this point. 
Congratulations! 
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Strategies of Sales Our Resources Strategies of Sales 

USE WPCURVE.COM. Imagine never having a WordPress 
headache again! For a monthly fee, they will handle all 
your WordPress website changes. Think of the time  
you’ll save!

Get help around the house with WWW.TASKRABBIT.COM.  
From handyman services to cleaning, moving, shopping, 
parties — help is a click away! Spend your time wisely 
instead.

A small dab of VINEGAR OR LEMON JUICE can remove 
tough tea or coffee stains from a mug. Rub it around, 
rinse, and the mug will look like new! 

Eat an ORANGE before working out to keep yourself 
hydrated and prevent your muscles from getting sore. 
It’s also great because it’s a slower-digesting source of 
carbohydrate to kick-start your workout!

If you always PROCRASTINATE UNPACKING after a trip, make 
your first step dumping the contents of your suitcase out onto 
your bed. Want to sleep? Better put everything away!

Your business relies on sales to keep the doors open. But when 
you hired your employees, did you ask how they felt about sales 
and selling? Chances are team members who go to customers’ 
homes are more comfortable making repairs than “closing the 
deal.” They prefer doing the work to making the sale.

Fortunately, you can empower your team with five strategies 
that will help them feel comfortable and confident with selling!

STRATEGY #1: Stop calling it “selling”

I used the word “selling” earlier because that’s what most 
readers understand, but I’m on a mission to end the use of the 
word “selling” (and all the negative connotations that go with 
it). Instead of selling, start serving. Instead of telling your team 
to sell, inspire them to serve. When your team shows up at a 
customer’s house with a service mindset, you’ll get happier 
customers who are happy to buy!

STRATEGY #2: Elevate your team’s status

What do you call employees who go to a customer’s home? Some 
call them “technicians” or “service advisors,” but you should call 
them “experts.” Experts are trusted authorities, and that’s exactly 
who your customer WANTS to help them. (Bonus: customers are 
more likely to listen to experts and buy from them.)

STRATEGY #3: Get your experts listening

Listen. There is no better strategy than listening to your 
customers — to their words, to the meaning behind their words, 
to their emotions. Train your experts to tap into that deeper 
context, and they’ll connect with customers more effectively 
(which, in turn, helps customers feel confident enough to 
buy). If you want to learn more about the power of listening 
and how to “read people’s minds,” check out my latest book, 
“Secrets of Communication Mastery” at http://ceowarrior.com/
communicationbook. 

STRATEGY #4: Understand that all serving is purely a solution  
to a problem

Whether you call it selling or serving, it’s all just a problem 
and a solution. People who are new to the art of sales make it 
way too complicated (your team might be making it way too 
complicated as well). Reframe this entire activity as this:

1.  Find out the problem (through listening). 
2.  Create solutions.

I interview “A-List” guest experts  
on various topics like Leadership,  
Business Start-Up, Growing Your  
Business, Not Over-Paying Your Taxes,  
and much, much more!  
 
www.ceowarrior.com/podcastshow

Eighteen laser-focused tactics that will help  
you truly understand those you’re 
communicating with, instantly build rapport 
and trust, and even “read people’s minds”  
to know what they’re really thinking.  
*FREE COPY (just pay shipping) 
 
www.ceowarrior.com/communicationbook/ 

3 Powerful Keys to help you create a culture 
where you build and lead a hardworking team 
of superstars, inspire them to give their very 
best, and generate measurable results. 
 
CLAIM YOUR FREE BUNDLE HERE!  
https://ceowarrior.com/freeleadershipbookchapters/ 

Free Chapter Bundle!

From Good to Great … The Addario’s Success Story

Become a Warrior in your business instead with 
The WARRIOR FAST TRACK ACADEMY!  
At the next event NOVEMBER 17-20, 2015, we’ll show you ...

• A hands-on practical workshop specific to the service industry. 

• Strategies, tools, procedures, and samples that Gold Medal   
   Service uses.

• Turnkey blueprints, action steps, and real results!

LEARN MORE & REQUEST AN INVITATION TODAY!  
www.secretsofbusinessmastery.com/events 

HACK LIFE 

That’s it! And here’s the great news: Your team members are already 
experts at solving problems because the same principles they apply 
to problem-solving a leaky faucet, fixing a non-functioning outlet, 
or repairing a broken furnace can go for problem-solving during the 
selling/serving activity. Problem solvers make the very best sellers/
servers, so encourage your team to just keep doing the same thing 
they are already certified/licensed/trained to do!

STRATEGY #5: Let the customer decide

Once the expert has listened carefully, reviewed the problem, and 
come up with a few different potential solutions, they need to 
let the customer make the decision. In more conventional selling 
situations, this is considered to be the “close.” 

Most people hate it, because it’s often high-pressure. But if you’ve 
followed the strategies I’ve already listed, you’ll notice that there 

is ZERO pressure. The service mindset, the expert status, the 
listening and problem-solving all lead to this. Your team member 
simply provides some potential solutions to the customer and  
lets them decide. It’s easy, low-pressure, and the team member  
can feel good about what they’ve done.

Summary 
 
Every service business needs customers to buy, but you and  
your team don’t need to sell. Instead of pushing your team to  
sell in a way that’s uncomfortable, why not turn them into 
problem-solving experts who serve? You’ll see a HUGE  
difference — more customers who buy and more team  
members who love this part of the customer interaction.

Not all success stories need to be “rags to riches.” What about 
businesses that aren’t in the struggling “before” stage, who are 
doing pretty well and just want to tweak what’s working to get to 
the next level?

That was the case for Steven Addario, the founder of Addario’s, 
a Massachusetts-based plumbing and HVAC company. Since 
1998, the family-owned business grew to just under $4 million in 
revenue. Steven thought things were going well. 

Then he met Mike Agugliaro at a Chicago tradeshow. “I was really 
impressed,” says Steven. “Six or seven of his employees were 
there, all coming with ideas.”

Steven connected with Mike through social media. One day, Mike 
reached out and asked how things were. Steven replied that things 
were good, but he wasn’t sure how to move forward.

After a phone chat, Steven attended one of Mike’s events in 
September 2014, and later joined Mike’s Warrior Circle. 

Since then, Steven’s biggest change has been creating core 
values and a purpose that drive the team forward. “Once my team 
bought in to the new culture, they saw that a successful business 
meant success for them as well.”

Today, Addario’s has 25 team members and is on track to do $6 
million this year — about 50 percent more than the previous year!

What’s next for Steven Addario and his team? “Anything I put my 
mind and focus to,” Steven says.

HOW TO HELP YOUR TEAM GET 
OVER THEIR FEAR OF SALES 
... AND START CLOSING AT A 
HIGHER LEVEL

SUBSCRIPTION TO MY  
PODCAST SHOW

IS YOUR BUSINESS 
STAGNANT,  YET YOU ARE 
STILL RUN RAGGED?

MIKE’S 3RD BOOK! 
“SECRETS OF  
COMMUNICATION  
MASTERY.” 

3 CHAPTERS FROM  
THE SECRETS OF  
LEADERSHIP MASTERY:

- Mike Agugliaro
       Business Warrior
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