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Introduction

Leaders are not born – they are made

All successful people men and women are big dreamers. They imagine what their future could be, ideal in 
every respect, and then they work every day toward their distant vision, that goal or purpose. 

Having the right kind of focus is key for strategic development and the success of a business. That is why 
a leader must have a vision. This vision must be communicated, lived and supported by everyone.

Dreams can become a reality when we possess a vision that is characterized by the willingness to work 
hard and a desire for excellence. A vision comes first and then a strategic and tactical plan for its 
achievement. A vision requires courage and the ability to think big. 

Why am I qualified to talk about this subject?

The principles of business success are always the same. Once you have 
built one successful business, you can build other successful businesses.

Just as there are laws of nature that cannot be changed and always stay the same; there are laws of 
business success.

I have built and managed several businesses in my career. I have started many new companies and 
financed them with millions of dollars and I took several companies public in the stock market. One of 
those companies was valued at over $300 million. 

I have started many international companies and traveled the world doing business. I have built 
organizations in Europe and North America. I have led many employees and one of my companies had 
more than 100 people all over the world. 

Making the right strategic decisions to have a successful business is key. But it is the way that you must 
think and act that will set you apart from the rest of the crowd.

In this brochure I have put together the most important lessons about strategic leadership. 
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#1: Develop a vision and big goals

Leadership is the capacity to translate vision into reality.

Every business must have a vision. In order for you to determine what that vision is, you should answer the 
following questions:

Determine your REAL core business:

•  What business are you in?

•  What business are you really in?

•  What business should you be in?

•  What business could you be in?

Determine the values of your business:

•  What does your company stand for?

•  What does your company not stand for?

•  What is the single most important objective of the company?

•  What are your 3 most important personal values, business values and business goals?
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When a plan or strategy fails, people are tempted to assume it was the wrong vision. Plans and strategies 
can always be changed and improved. But a vision doesn't change. Visions are simply refined with time.

There are people who are really good managers, people who can manage a big organization, and then 
there are people who are very analytic or focused on strategy. Those two types don't usually tend to be in 
the same person. The question is, in which category would you put yourself?

Vision is the art of seeing what is invisible to others. Good leaders must communicate vision clearly, 
creatively, and continually. However, the vision doesn't come alive until the leader models it.

Vision without action is merely a dream. Action without vision just passes the time. 
Vision with action can change the world.

The one thing that you have that nobody else has is you. Your voice, your mind, your story, your vision. 
So write and draw and build and play and dance and live as only you can. People buy into the leader 
before they buy into the vision. Don't let negativity or negative people a�ect your vision. A lot of people 
may say harsh things or ridicule you, but don't let it a�ect you. If anything, it should give you more 
enthusiasm and push you to do better in your career so that you can prove them wrong.

Failed plans should not be interpreted as a failed vision. Visions don't change, they are only refined. Plans 
rarely stay the same, and are scrapped or adjusted as needed. Be stubborn about the vision, but flexible 
with your plan. You must continually tweak the plan the daily execution.

A vision gets the dream started. Dreaming employs your God-given imagination to reinforce the vision. 
This is absolutely necessary to building the life of your dreams.

#2: Planning a strategy for profitability

Your ability to do accurate costing for your products and services and to set proper 
prices can make all the di�erence between profits, losses, success and failure.

The main reason why you are in business in the first place is to make money. In order to create a 
successful business enterprise you must be very clear about your products, pricing and profits. Having 
great products but not making enough money will lead to the failure of the company.
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The key measure in business success is customer satisfaction. You must ask yourself how your products 
and services add value and how they contribute to the life of your customer. 

The most important key activity for a successful business is SALES. How do you create sales for your 
company? What kind of marketing activities will support your selling process?

Sales is the business of converting leads into paying customers. Marketing is the 
process of lead generation. The purpose of a business is to create and keep a customer.

You must develop a sales strategy and have clear written goals on how you are going to achieve it.

In marketing you must define the six P’s. Those six P’s are:

•  Product or service       •  Promotion    •  Positioning
•  Price        •  Packaging     •  People

What is your product or service exactly? What is the price you are selling your products for? How do you 
go about promotion, packaging and how do you position your products? Who are the people that you are 
targeting?

There are four keys to success in marketing:

•  The first Key to marketing is specialization in a particular product, service, market or customer. You 
    can’t be good at everything.

•  The second key is di�erentiation. What is your competitive advantage? What makes you superior or 
    better than the competition?

•  The third key is segmentation: Determine exactly who your potential customers are.

•  And the fourth is concentration: Where should you concentrate your time, money, e�orts and 
resources to get the very best customers?

You must continually ask yourself the brutal questions 
about your business and its potential
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If something doesn’t work, you must have the courage to discontinue it. 

You must be very clear about everything. You must continually ask yourself why you are doing something 
in the first place. The goal is to create profits. If an activity or product is not giving you the desired result, 
it is time to make some changes. Therefore, you must do test marketing first. You should get immediate 
results for your advertising: If they don’t come right away, stop doing it.

Accept complete responsibility for your business life. Refuse from this day forward to make excuses or 
blame anyone or anything. You are in business to succeed and you must find out what works and what 
doesn’t work.

#3: The power of clarity

Get the facts. Get the REAL FACTS. 
Not the hoped-for facts, the assumed facts, or the possible facts. 

Facts don’t lie.

Clarity is the most important thing. If you are not clear, nothing is going to happen. You have to be clear. 
Then you have to be confident about your vision. And after that, you just have to put a lot of work in.
In every industry, the top 20% of activities or products make the 80% of the profits.

You should know all the critical numbers in your business if you want to thrive.

What are your indirect costs? What are your direct costs when selling a product?

Run your business like a turnaround business. Be thoughtful and careful about every expenditure. The 
better you know all your real numbers, the more able you make appropriate changes and improvements.
 
There is no substitution for clarity and being absolutely realistic when it comes to numbers. Numbers 
don’t lie. They give you real insight in what needs to be done or changed – no matter what your people 
are saying. Therefore, you must be like a detective and focus on the reality so that you can positively 
change the outcome. 
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#4: Develop and implement a successful marketing and sales strategy

When it comes to selling your product, you must ask the following questions:

Product:

•  How can you convince a skeptical customer to buy from you?
•  How do you produce, package, ship and deliver your product once you have sold it, to ensure high level 
    of quality?
•  How will you follow-up and service your customer to ensure a high level of satisfaction and repeat 
    business?
•  How can you continually increase your sales and profitability?
•  How can you exceed customer expectations?

Identify your ideal customer:

•  Who is your ideal customer?
•  Why does your customer buy your product or service?
•  What value or benefit does he or she seek or get from buying your product?
•  What is your competitive advantage?
•  Who is your competition and why do customers buy from them rather than from you?

Business success and growth questions:

•  What business constraints or factors are holding your business success back? What slows you down?
•  What 20% of the activities could account for 80% of your results?
•  How could you become the very best company in your industry or field?
•  What are the most important skills that you need to develop to move to the top 10% in your field?
•  What are your major limiting factors and what can you do to remove those?
•  What are the biggest problems or obstacles in your business or personal life? What are possible 
    solutions?
•  What would you want to be or do if you had absolutely no limitations and success was guaranteed?

You need to answer all of these questions first, in order to define your sales and marketing strategy. 

Based on the answers, your strategy will di�er. If you have an existing product right now, go through 
these questions again to see if you might find a better way of selling your products to customers.
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#5: Having the right people can make all the di�erence

“Teamwork makes the dream work, but a vision becomes a nightmare when the leader 
has a big dream and a bad team.” 

(John C. Maxwell)

You can’t achieve success all by yourself. That is not possible. You also need great people around you 
who help you achieve your vision. It is crucial for your success that you have the right team. But it is 
almost impossible to achieve a great goal with the wrong people. 

The quality of your people is one of the most important factors in business success. You should try to hire 
the best people possible but you should also focus on developing your existing sta� to become better. 
Teach, train and develop your people. You can’t expect people to perform at high levels until you have 
thoroughly trained them to perform at that level. Take control of your team and its development. Make 
sure that everyone is performing at his or her best.

If you are a leader, you should never forget that everyone needs encouragement. And everyone who 
receives it, young or old, successful or less-than-successful, unknown or famous, is changed by it. We all 
need encouragement one way or another. As the leader it is your job to motivate your team.

#6: Strategic business development

Think on paper. 
Take the time to sit down and review the key numbers and data for your business.

One of the best ways to determine whether you are on track with your goals is to take a pad of paper and 
a pen. Write down the forecast of each team member or group for the next six months. Try to be as 
realistic with your forecast as possible. 

Thinking on paper and writing down the overall numbers will help you to see what needs to be done. 

In the age of computers and the Internet it is often hard to see the forest for the trees. Sometimes it is much 
easier to just go outside for a couple of hours with a pen and paper and to draw up your business. It helps to 
recreate the plan on paper on a regular basis to see what your goals are and where you need to make changes.
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#7: Business growth

Law of nature: a life that is no longer growing – must die. 
The same law applies to the life of a business. 

If you are not growing, you should no longer exist.

Your strategy must be aggressive. You cannot sit back and relax – ever! There is no point in running a 
business if you don’t want to grow and expand. The focus must always be to growth-oriented. 

You must continually ask yourself the question on how you can add products and services and improve 
the existing strategy. 80% of all products and services will be obsolete in five years. The world is 
constantly changing and this is true more than ever. 

Focus on achieving your vision and that big goal of yours. The interesting part of the Universe is that you 
can be, do or have anything that you want if you go out there and make it happen. 

#8: Building a sales-oriented organization

The key to business success is high sales; 
the reason for business failure is low sales; 

all else is commentary.

Sales and marketing are the number one activities in your company. Your product development is 
pointless if you have low sales. Without sales, there is no business life.

A study has found out that the number one reason for business success is high sales and the number 
one reason for business failure is low sales. Everything else is commentary. 

Of course, you want to make sure that you have high quality products and that all the other parts of the 
business go well. But in the end it all comes down to sales. 

So ask yourself how you can increase your overall sales results. What kind of measures can be taken to 
increase sales? 
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With more money in the bank, you have more options. You can develop new products and get into new 
markets. You can improve the quality of your products. But without money, there is nothing you can do. 

Money or cash flow in a business is like the blood in a human body. It needs to flow and be plentiful. 
Otherwise, you will die of a heart attack.

Every one of your people is in sales and customer service,
 no matter what their job titles says.

Nothing is worse that contacting a company and getting bad service. Your people cannot be rude or 
incompetent. Whoever is answering the phones must always be focused on customer service and 
satisfaction. Remember: everything counts. Especially, when there is a problem that needs to be fixed. The 
way a regular administrative person is handling a problem will determine the whole reputation of your 
company.

#9: Keys to building a high-profit business

There is no secret of success. That is the secret.

The main secret to business success is to follow the same steps (copy) that others have done. Success is a 
series of small steps and goals that need to be achieved and done on a daily basis. Everything that you 
want to achieve is doable. The secret of your success is determined by your daily agenda.

The greatest day in your life is when you take total responsibility for our attitudes. That's the day you 
truly grow up to become great.

All business skills are learnable. 
You can learn everything you need to know to build and run a successful business.

In order to increase your profits, you need to get your numbers right. How can you increase your profits 
and improve your ROI (return on investment)? Where do you need to cut cost, increase sales and boost 
profits? How can you beat your competition?

Norman Meier 22 great tips for strategic leadership and business success

11



The answer is “The 1000% formula”. The goal of the 1000% formula is to increase your productivity, 
performance and income more than ten times over ten years. 

It is basically a steady and continuous improvement in each area that counts for business success. You 
need to improve each area by 10% per year in order to increase your business by ten times. 10% is a very 
realistic number and doable.

The key is to have a laser focus when it comes to your goals and numbers. Analyze every area in your 
business and make it your goal to improve each area by 10% as the initial goal. 

If you improve several areas at once by 10% your overall success will be extraordinary.

#10: Building strategic relationships and alliances

All Business is People Business

Form strategic alliances. Work with other people and organizations to be more successful. Look for 
people with successful track records. 

Ask yourself where or with whom you could build strategic alliances. Which company could benefit from 
you and you from them? Is there a way to exchange customer lists? Is there a way to provide additional 
services from a di�erent company that your customers also need?

The right kind of strategic partner can potentially make a huge di�erence. It can open up a whole new 
door of opportunities.

By traveling the world you also see other products and services. You can find people who can help you 
to produce your products much cheaper in a di�erent country and help you to increase profits.

The world is full of opportunities and no matter where people are from they all want to succeed. 
Building strategic alliances could be your number one advantage over the competition.
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#11: Leadership through change

Most people don't like change. They revolt against it unless they can clearly see the advantage it brings. 
For that reason, when good leaders prepare to take action or make changes, they take people through a 
process to get them ready for it. 

The only constant in today’s world is change. As a leader you must always be prepared for change. It has 
become a normal part of business life.

Ask yourself the following question:
Is there anything that I am doing in my business today that knowing what I now know, I wouldn’t start up 
again today, if I had to do it over? If the answer is yes, then stop it immediately.

80% of all companies originally started with a di�erent product.

You must be open to accept the possibility that your products will have to change and that they will 
become obsolete one day. 

Some companies have started with an entirely di�erent kind of product or focus and eventually turned 
into a completely di�erent company. They are extremely successful today with what they have but they 
originally started in a di�erent industry. 

Sometimes you must simply start to find out where the real market lies. But you would not have found 
out if you hadn’t started in the first place.

#12: Living your own dream

A scene from a typical soap opera looks like this:

09:05 pm:  Vivian starts a new model agency
09:07 pm:  Vivian rents an o�ce the size of a tennis court
09:09 pm:  Vivian hires a manager and goes to Hawaii for a holiday

Unfortunately, real business life is di�erent. Vivian would have to talk to nine banks first and ask for a 
loan. On the weekends she would have to work part-time as a waitress and her first o�ce would be the 
size of a small bathroom.
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In order to live the dream of starting and running your own business enterprise you must start humble. 
You will have to pay the price in advance for your dream. You will face a lot of initial di�culties and 
obstacles but if you keep your head high and your attitude positive you will eventually get there. 

When you start out, you will eventually hire a personal assistant. That is when things will take o� and when 
you can focus on building your company. Making the strategic decision to hire people will change 
everything. Go confidently in the direction of your dreams and make it happen!

#13: Falling forward – turning your mistakes into stepping-stones for success

Embrace past failures. Without failure there is no achievement.

People don’t just fall into success. They need to have the intention to make things happen. It is not a 
matter of luck. It is not like having a lottery ticket. No one ever became a success by accident. Don’t think: 
if I just hang around enough, something will happen.

Everyone has past failures. Don’t condemn those failures. Those failures were important to show you 
how it is not done. They helped you to learn what you needed to change.

A success story is always much more interesting if you can say that you were broke, had a lot of problems 
and obstacles to overcome but in the end you made it happen because of your positive mental attitude, 
hard work and belief in your abilities.

Success: expectation vs. reality

 

Success is never a straight line going up. You can even use your past failures 
in your marketing message to give it more credibility. 
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My own story is like that, too. I became a multi-millionaire in 2 ½ years and lost it all. There was a time 
when I was so broke afterwards and emotionally depressed, it was unbelievable. But I got back on the 
horse and recovered from my past dark times. 

I don’t hide it. I mention it and embrace it. The message that everyone can go through di�cult times and 
recover, should give people hope and encouragement. It is not the end of the world.

Many successful people made millions, lost them again and then made it again. Some of them went broke 
several times before they finally stayed on the top. It is not a shame and failure doesn’t define you. It 
makes you stronger. So embrace it and learn from it.

#14: Taking calculated risks as a leader

“The biggest risk is not taking any risk. In a world that is changing really quickly,
the only strategy that is guaranteed to fail is not taking risks.” 

(Mark Zuckerberg)

People who take risks make about two big mistakes per year. People who avoid risks make about two 
big mistakes per year! So you see, it doesn’t help if you try to avoid risks at all cost.

The problem by always trying to avoid risk is that your negative thinking and attitude. Life is never secure. 
Things can always change and go di�erently than we anticipate. 

You need to take risk to move forward. There is no other way. 

Business is all about being courageous. But don’t be stupid when taking risks. Use your head and common 
sense. When you send a sign to the Universe of your intention, things will work in your favor. 

Show the world and the Universe that you are not scared of big numbers.
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#15: Always think like a chess player

“Leaders establish the vision for the future and set the strategy for getting there.”
(John P. Kotter)

Strategic planning is worthless unless there is first a strategic vision. One of the main qualities of a good 
leader is analytical thinking. You always need to think like a chess player and be very strategic in your 
approach. In order to develop an entrepreneurial mindset you need to constantly ask yourself what 
could go wrong and then have a plan for it. This is not negative thinking at all. It is being prepared and 
feeling confident that you know in any situation or scenario what needs to be done. You have thought 
about all kinds of possible moves and outcomes in advance. 

“If this happens, then I will do that. If that happens, then I will do this…” and so on. That should be your 
way of thinking. Nothing should come as a surprise because you planned and prepared for all potential 
options and dangers.

You should also plan and prepare for situations that could potentially damage your reputation. Sometimes 
you need to plan an exit strategy for yourself and put the blame on somebody else if things go south. That 
is not always very pleasant but sometimes it is necessary. Sometimes a chess player has to sacrifice a 
figure on purpose in order to win the game. 

My friend and mentor, David Garcia, is especially strong in reality based strategic thinking. His ability to see 
things as they really are and not as you wish them to be and then make the right strategic decision is his 
biggest strength. Because of this ability alone, he became a multi-millionaire.

Always start with the end result in mind. What is going to be your exit strategy?

#16: Unlock your Superconscious Mind

In order to generate ideas and achieve any goal, you must tap into the wisdom of the Universe. Remember 
that everything starts with a thought. The more clear and positive your thoughts are, the more likely they 
will be manifested into the real life. In order to develop new ideas, eliminate mental blocks that hold you 
back and eliminate negative thinking, you need to take complete control of your thoughts and emotions.

You can’t be constantly worried and act like a crazy person. You can’t behave nervously and expect good 
things to happen. You must take control of your emotions and your thoughts. 
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You need to sit down calmly and write down on paper what exactly your current problems are or could 
be. Then you must write down possible solutions and contingency plans. You need to relax and see things 
clearly. You need to realize that there is a solution for every problem and you can’t lose your inner peace. 

Meditate or pray. Ask God or the Universe for help. Do whatever helps you to stay calm and positive. 
Once you realize that, you can unlock your superconscious mind. The Universe will help you to get ideas, 
solutions and bring the people, money and circumstances into your life to help you achieve your goals.

#17: Personal qualities of a strategic leader

One of the best paradoxes of leadership is a leader's need to be both stubborn 
and open-minded. A leader must insist on sticking to the vision and stay 

on course to the destination. But he must be open-minded during the process. 

Choosing a vision and deciding on a goal is the starting point for every leader. Some people are so 
stubborn that they lose their last shirt because of their own belief in their own dream. In order to get to 
the top, you need to decide to get to the top but you also must be smart and change the course of 
action in case things don’t work out as planned. You don’t need to change your goal but you must ask 
yourself why you have your goal in the first place. Why do you want to achieve it? Some people make a 
decision and then they are blind to everything else around them. Don’t let that happen. 

Sometimes you can go for a much better goal that will improve the quality of your life and have a lot less 
stress. Sometimes you must rethink your objectives and intentions. Some people put themselves under 
unnecessary stress. 

Being successful means that you have found yourself and you are using your strengths. You need to have 
a balance with work and your personal life. Maybe all you need is to give yourself a little bit more time to 
achieve your goals to feel better about the process and not get so stressed out about it. If you don’t give 
up and keep going in the right direction, you will eventually get there.

Join the 6 o’clock club. Get up every morning at 6 o’clock – no matter what.

If you get up early, you can work out at the gym and get physically and emotionally fitter. You will need 
extra energy to become a great leader.
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#18: Get a coach or a mastermind group

One of the great secrets of successful people is that almost all of them have a role model or mentor that 
they look up to. If you know a person who is much more successful than you and it is someone that you 
respect, you should ask that person for advice. Sometimes all you need is just one piece of information 
from a more successful person in order to make it to the top.

Someone who has gone before you can teach you how it is done. Successful people will always help 
other people who are serious about getting to the top. They know how hard it is if you have to figure it 
out all by yourself. They know in what shoes you are in because one day they were in the same shoes.

Sometimes one idea, one insight or one piece of information can change everything.

But if you get a piece of advice, you must follow it. Sometimes unsuccessful people will ask a successful 
person for advice and then they are told to read a certain book for example. More often than not, that 
person doesn’t read the book and keeps coming back with questions. 

Don’t waste someone’s time and think that they will do it for you. No one will do it for you. You must be 
grateful for advice and be open to accept it. 

It also makes sense to meet once a month with a group of people who are on a similar level like you. 
Together you are much smarter and you can bounce o� ideas to each other. People who care about you 
will honestly tell you if your plans or ideas make sense or not.

#19: Leading your people

People may hear your words, but they feel your attitude.

You must believe in your own vision and in yourself in order to get other people excited. Your body 
language doesn’t lie. It doesn’t matter what you say. It matters how you say it. If you are excited, people 
will feel it and then they will follow you – even if things are not perfect. 

In order to motivate your people, you must encourage them. You must believe in them, too. It is a 
two-way street.
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“A word of encouragement from a teacher to a child can change a life.
A word of encouragement from a spouse can save a marriage.

A word of encouragement from a leader can inspire a person to reach her potential.”
(John C. Maxwell)

Some leaders ignore the fact that every person has hopes, dreams, desires, and goals of his own. And 
leaders must bring their vision and the aspirations of the people they lead together in a way that benefits 
everyone. You can’t go around and saying that you want to become a millionaire with the help of your 
people. That doesn’t go well usually. You have every right to make money and become rich during the 
process but you must also improve the lives of your team. 

You cannot be the only one who is benefiting from the company’s success. Your people should be part 
of it, too. Issue company stock options or make a bonus plan. Increase salaries and add benefits. Your 
business success should help many people to support their families, provide an education for their 
children and improve the lives of many others.

#20: Di�erence between a boss and a leader

Leaders become great, not because of their power,
but because of their ability to empower others.

There is a big difference between a leader and a “boss”. A boss commands employees and depends on 
authority. A leader, however, develops people and generates enthusiasm. Leadership is influence.

People will not follow you if you sit on your butt and command from behind the table. Good leaders 
create a vision and then lead by example. They are always at the front lines and fight harder for the 
organization than anyone. 

Being a leader is like being a lady. 
If you have to go around telling people you are one, then you aren’t.

Don’t talk too much. Show your people how it is done.
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#21: Things always cost twice as much and take twice as long as expected

When starting a new business or project everyone is always very optimistic and motivated. That is good 
because rarely do things go exactly as planned.

Most new projects cost twice as much and take twice as long as originally expected.

When you make a new plan always know this rule, you can plan much better and with a lot less stress. 
There are always unexpected costs or obstacles that make things take longer or costing more. That is 
normal and the sooner you can accept that, the faster you can move on.

At first, everyone is excited about a new project and we all have the tendency to set a high goal when we 
are in a happy and upbeat mood. Make sure that you can give yourself a safe and realistic time line for it 
achievement. It is better to communicate a time line that is further in the future and then to achieve the 
goal earlier. The way you communicate a new goal or project with your team can make you or break 
you. So don’t put yourself under too much pressure and expectations if it is not absolutely necessary.

#22: Creating an automatic business system

The system is the solution. Not the people.

In order to make a business successful you must realize that it is the system on how sales are being 
generated that matters most. McDonald’s, for example, is a master enterprise in executing its system. 
Their hamburgers are not necessarily the best burgers in the world but because of the systems, 
McDonald’s is the most successful hamburger chain in the world.

You need to have processes in place that ordinary people can execute. People need to be exchangeable 
in a position. If a business is dependent on a particular person, then there is a big potential risk of loss. 
Build an automatic business system where every position is clearly defined in an operations manual. If you 
want to sell your business one day, but the business only works because of your person, then it is not a very 
good position to be in. Create processes and remove yourself from the process. Just lead the company.

When you start a new company, you must define from the beginning who is in which position. Even if you 
are only two people at first, it must be clear who is the CEO and who has a di�erent role.
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Even though there might be several positions and jobs, they must be filled with one name only. If your 
organization grows, you can give up some roles to new employees. The positions always stay the same 
but the faces change. Build a prototype for 5000 other branches.
Your goal should be to create a system that can be duplicated and started in a di�erent city or region. 
In order to create a business system, you must use leverage. Leverage can be the manpower of other people, 
your sales channels, the money of other people, the knowledge of other people or the power of the Internet.

If you want to make more money and increase profits, you must expand the system. 
Open up more branches and hire more people who can generate more sales.

The quality of your questions is key. A question like: “Why does this always happen to me?” is not helpful 
and your subconscious mind will always try to give you an answer like: “Because you are such a loser!” 

Be more creative with your questions. Ask things like:

- How can I make $10,000 more by the end of the month?
- What process could be automated so that I don’t constantly need to be involved?
- What else could I sell to make a profit?

You can achieve much more that you believe.

What you can normally do in one year, can be done in three months.
What you can normally do in three months, can be done in two weeks.

Everything you need to know is already inside of you. Just ask the right questions and find the right 
answers. You will be amazed what can happen if you do just that.
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Statement

This brochure is based on my personal experience, my knowledge and influenced by many books that I have read. Everything that I 
have written is done with the best intentions. The strategies and tips have helped many people to improve their lives. I hope you 
understand that NM International, Inc. or I cannot be made liable for any statements made. If you would like to copy some of the 
content, please ask our head o�ce first for written permission. If you like what you read, please refer us to other people.

Do not duplicate or distribute without permission

This brochure contains propietary content and must not be duplicated or distributed without written permission. No portion of this 
material may be shared or reproduced in any manner under any circumstance whatsoever without advanced written permission from 
Norman Meier and NM International, Inc. No portion of this brochure or any Norman Meier or NM International, Inc. product or 
material is intended to o�er legal, medical, personal or financial advice. NM International, Inc. has been taken every e�ort to ensure we 
accurately represent these strategies and their potential to help you grow your business. However, we do not purport this as a “get rich 
scheme” and there is no guarantee that you will earn any money using the content, strategies or techniques displayed in the NM 
International, Inc. products. Nothing in these products is a promise or guarantee of earnings. Your level of success in attaining similar 
results is dependent upon a number of factors including your skill, knowledge, ability, connections, dedication, business savvy, business 
focus, business goals and financial situation. Because these factors di�er according to individuals, we cannot guarantee your success, 
income level, or ability to earn revenue. You alone are responsible for your actions and results in life and busines, and by your use of all 
the Norman Meier and NM International, Inc. materials and/or products, you agree not to attempt to hold us liable for any of your 
decisions, actions or results, at any time, under any circumstance. The information contained herein cannot replace or substitute for 
the services of trained professionals in any field, including but not limited to financial or legal matters. Under no circumstances, 
including but not limited to negligence, will Norman Meier, NM International, Inc. or any of its representatives, employees or 
contractors be liable for any special or consequential damages that result from the use of, or the inability to use, the materials, 
information or success strategies communicated through these materials, or any services following these materials, even if advised of 
the possibilities of such damages.

Results disclaimer

The results of using this products will vary depending on your circumstances, time commitments, and overall application of these 
programs. Based on these factors it is possible that the use of this product will generate little or no results for you. The use of this 
product do not guarantee financial improvement, business improvement, or personal improvement. Anything that you apply from the 
materials you learn, is done at your own risk.


