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Workbook	Introduction:	Are	You	
Ready	for	a	Different	Kind	of	Journey? 
	

Friend, have you ever felt like you’re standing on the edge of something 
big, something world-changing, but you’re starting from a place that feels… 
well, small?  

	

Maybe you’ve got a fire in your belly, a God-given vision for your business, 
but when you look around, all you see are limited resources, a tiny 
audience, or a world that just doesn’t quite get what you’re trying to build.  

If that sounds familiar, let me tell you, you’re in incredible company. In fact, 
you’re walking a path trodden by the most influential figure in all of human 
history. 

I want to take you on a journey, not just through the pages of a workbook, 
but into the heart of a story that began in the dusty, overlooked village of 
Nazareth. Imagine this: a young man, Jesus Christ, growing up in a town so 

Are You Ready for a 
Different Kind of 

Journey?
• Ever felt small but dreamt big? Got a God-

given vision but facing limited resources?
• You’re in incredible company! We’re 

exploring the path of Jesus – from 
overlooked Nazareth to world-changing 
influence.

• “Can anything good come out of 
Nazareth?” (John 1:46) – A question for 
every entrepreneur.

• The answer? A resounding YES!
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unremarkable that people would later scoff, “Can anything good come out 
of Nazareth?” (John 1:46).  

It’s a question that probably echoes in the hearts of many entrepreneurs 
today, doesn’t it? That nagging doubt that whispers, “Can anything truly 
significant come from my humble beginnings, from my limited setup?” 

Let me tell you, the answer is a resounding YES! From that very unlikeliness, 
from that perceived obscurity, a movement was launched that has shaped 
civilizations and transformed billions of lives.  

And here’s the exciting part: the principles that propelled Jesus from 
obscurity to unparalleled influence are not locked away in ancient history.  

They are timeless, potent, and surprisingly relevant for you, the modern-day 
entrepreneur, the visionary, the one called to build something that matters. 

Think of this workbook as your personal guide, a conversation between us, 
as we delve into these powerful truths. We’re not just going to skim the 
surface; we’re going deep.  

We’ll explore the life and teachings of Jesus, not as a dry theological 
exercise, but as a masterclass in leadership, influence, and building a legacy 
that lasts.  

My aim, my prayer, is that this journey will be both profoundly inspirational 
and intensely practical for you.  

We’ll keep the style grounded in enduring wisdom, but our tone will be one 
of shared discovery, encouragement, and a gentle challenge to help you 
reflect deeply and then step out boldly. 
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So, What Can You Expect to Uncover on This Adventure? 

 
As we walk this path together, you’re going to: 

• See Jesus’s Early Days in a New Light: We’ll explore the real context 
of His upbringing and early ministry. How did He not just navigate, but 
actually leverage His obscure beginnings? There are powerful lessons 
there for us. 

• Unlock Eight Potent Influence Strategies: Jesus didn’t just teach; He 
modeled incredible strategies for connecting with people and creating 
change. We’ll unpack these, one by one, and brainstorm how you can 
adapt them to your unique business and calling. 

• Bridge Ancient Wisdom with Modern Business: This isn’t about just 
quoting scripture; it’s about translating profound biblical principles of 
leadership and influence into ethical, effective, and cutting-edge 
business practices for today’s marketplace. 

• Develop Your Action Plan: You’ll get your hands on concrete, practical 
steps to weave relational, transformational, and purpose-driven 
methods into the very fabric of how you grow your influence and your 
venture’s reach. 

Your Adventure Kit: 
What We’ll Uncover 

Together
• See Jesus’s early days in a new light (and 

leverage your own!).
• Unlock 8 potent influence strategies He 

modeled.
• Bridge ancient wisdom with modern 

business (ethically & effectively!).
• Develop your personal action plan for 

impact.
• Go deeper: Align your dreams with 

timeless principles.
• Get equipped: Exercises, case studies, 

knowledge checks, and assignments await!
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• Go Deeper Personally: This is more than just business strategy. It’s an 
invitation to some serious heart-work, aligning your personal dreams 
and business goals with these timeless, impact-focused principles. What 
would it look like for your business to be a true reflection of your 
deepest values? 

• Get Equipped for the Road Ahead: I’ve packed this workbook with 
self-reflective exercises, thought-provoking case studies (you might 
even recognize some modern-day parallels!), knowledge checks to 
solidify your learning, and assignments designed to push you from 
insight into real-world action. 

So, take a deep breath. Prepare to be inspired, maybe even a little 
challenged, but most importantly, equipped. The journey from a quiet start 
to significant, God-honoring impact isn’t just a story from the past. It’s a 
living, breathing possibility for you and the venture He’s placed on your 
heart. Are you ready to explore it?  

From Nazareth’s Dust to Global Destiny – What’s Your Starting Point? 

	

 

 

Your Starting Point –
From Nazareth’s Dust to 

Global Destiny
• Greatness often whispers before it roars.
• Key Idea: Your origins don’t dictate your 

destiny.
• Biblical Foundation: Isaiah 53:2-3 (“tender 

shoot,” “root out of dry ground”) & Luke 
2:7, John 1:46 (Humble birth, Nazareth’s 
obscurity).
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Let’s Talk About Beginnings… Especially Humble Ones 

Alright, let’s roll up our sleeves and get to the heart of this. This first part of 
our journey together? It’s all about laying a rock-solid foundation. We’re 
going to take a good, hard look at where Jesus started – a place the world 
would have easily dismissed as “nowhere special.”  

Think about it: obscurity. A quiet, almost hidden beginning. And then, we’re 
going to contrast that with the undeniable, earth-shattering promise of the 
global influence He was always destined to have.  

Why start here? Because, my friend, it’s a powerful, living reminder that 
where you start in your entrepreneurial journey doesn’t have the final say 
on where you’re headed. Not by a long shot. 

Straight from the Bible: Whispers of Humility, Roars of Hope 

Now, if you thought the Messiah was going to roll in on a golden chariot 
with a full honor guard, the ancient scriptures would have set you straight. 
Centuries before Jesus even took His first breath in that Bethlehem stable, 
the prophet Isaiah painted a picture that’s both startling and deeply 
moving: 

“He grew up before him like a tender shoot, and like a root out of dry 
ground. He had no beauty or majesty to attract us to him, nothing in 
his appearance that we should desire him. He was despised and 
rejected by mankind, a man of suffering, and familiar with pain. Like 
one from whom people hide their faces he was despised, and we held 
him in low esteem.” (Isaiah 53:2-3, NIV) 

Pause for a moment and let that sink in. A “tender shoot”? A “root out of 
dry ground”? What does that make you think of?  

To me, it speaks of a beginning that’s almost fragile, certainly unassuming, 
and set against a backdrop that looks like it could barely sustain life, let 
alone world-changing greatness. No flashy entrance, no instant celebrity 
status. Instead, the prophecy itself hints at being overlooked, even pushed 
aside. 
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And isn’t that exactly what the Gospels show us? The King of all creation 
wasn’t born in a palace, was He? Nope. He arrived in a humble stable, laid 
in an animal’s feeding trough, because, as Luke (2:7) tells us, “there was no 
guest room available for them.” Can you imagine?  

And His childhood?... Spent in Nazareth. A town so off-the-map that when 
Philip told Nathanael he’d found the Messiah, from Nazareth, Nathanael’s 
gut reaction was, “Nazareth! Can anything good come from there?” (John 
1:46, NIV).  

It’s almost comical, if it weren’t so profound. This was His hometown, the 
place where, as Luke (2:40) beautifully puts it, He “grew and became strong; 
he was filled with wisdom, and the grace of God was on him.” All of this, 
largely tucked away from the world’s spotlight. 

The Big Idea: Greatness Doesn’t Always Shout, Sometimes It Whispers 

So, what’s the big takeaway here, the truth that can revolutionize how you 
see your own journey? It’s this: Real, lasting greatness often springs from 
the places no one’s looking, from the people everyone underestimates.  

God, in His infinite wisdom, has this incredible habit of flipping the world’s 
expectations on their head. “The stone which the builders rejected Has 
become the chief cornerstone.” (Psalm 118:22) Jesus’s early life? It’s a 
masterclass in the principle that true, earth-shaking influence isn’t always 
birthed under the big lights.  

More often, it’s carefully, faithfully cultivated in the quiet, unseen years of 
growth and preparation, even when it feels like you’re stuck in “obscurity.” 

For You, the Entrepreneur: Your “Nazareth” is Not Your Nemesis 

Listen, if you’re an entrepreneur, this should make your heart leap. Your 
current situation – maybe it’s a shoestring budget, a tiny network, a lack of 
fancy credentials, or feeling like you’re operating out of your own version of 
“Nazareth” – that situation does not get to define your ultimate potential. I 
truly believe that.  
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Significant, world-changing impact can, and often does, rise from the most 
humble of beginnings, especially when it’s guided by a crystal-clear vision, 
rock-solid core values, and a deep alignment with the One who authors all 
great stories. The world might not see your brilliance yet, but that doesn’t 
mean it isn’t there, waiting to shine. 

Let’s Get Practical: How to Build an Empire from Your Own “Garage” 

So, what do you do with this? First, take a deep breath and just 
acknowledge where you are right now, without any judgment. If you feel 
small, unknown, or under-resourced, resist that powerful urge to chase 
after premature applause or to play the comparison game (you know, 
comparing your chapter one to someone else’s chapter twenty – that’s a 
recipe for discouragement!).  

Instead, pour your energy into building a foundation that’s unshakable. 
What are the non-negotiable values that are the bedrock of your venture? 
What’s that compelling vision that pulls you out of bed in the morning, 
even when things are tough? Invest in those things.  

Your “Nazareth” is 
Not Your Nemesis!
• Entrepreneurial Principle: Your starting 

point doesn’t define your potential. 
Build from your “garage”!

• Practical Application: Acknowledge your 
start without judgment. Focus on a solid 
foundation: core values & clear vision.

• Heart Check Teaser: What’s your 
“Nazareth Moment”? How can you 
reframe perceived limitations into 
strengths?

• Case Study Snippet: Apple, Amazon –
from garage dreams to global realities.
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Like a tree sending its roots deep into the earth, even if the ground seems 
dry right now, those foundational elements will be what sustains you and 
prepares you for the incredible growth that’s coming. 

Time for a Heart Check: Your “Nazareth Moment” 

Grab a pen, or open up a new note on your device. Let’s get personal with 
this: 

1. Be Honest: What parts of your current entrepreneurial journey, your 
background, or even your resources feel like an “obscure Nazareth” to 
you? Maybe it’s a lack of connections, not enough capital, an idea that 
seems a bit “out there,” coming from a small town, or even wrestling 
with past setbacks. Jot down whatever comes to mind. 

 

 

2. Flip the Script: Now, how can you look at those very things – those 
perceived limitations or “obscurities” – and reframe them? Could they 
actually be hidden strengths? Unique selling points? Or maybe even the 
very things that will make your story, your journey, even more powerful 
and impactful because it’s unconventional? 

 

 

A Little Inspiration: From Garage Dreams to Global Realities 

Ever think about companies like Apple or Amazon? Their stories are the 
stuff of legend now, but man, their beginnings were about as humble as 
they come.  

Apple, famously, was birthed in a garage, fueled by the passion of Steve 
Jobs and Steve Wozniak.  

Amazon? Jeff Bezos started it as an online bookstore, also from his garage.  

These giants didn’t start with gleaming corporate headquarters or massive 
teams. They started with an idea, a relentless commitment, and a whole lot 
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of work done in obscurity before the world even knew their names. Their 
initial “Nazareth” didn’t stop them; it became a powerful part of their origin 
story, a testament to what’s possible. 

Let’s See What Stuck (Knowledge Check): 

1. Remember that prophecy in Isaiah 53? What did it say about how the 
Messiah would initially appear and be received? 

a) He’d be instantly famous for His good looks and royal bearing. 
b) He wouldn’t have any outward glamour to draw people in, and in 

fact, He’d be initially despised. 
c) He’d show up with a massive army and overwhelming power. 
d) He’d be a celebrated hero from a big, important city. 

2. In your own words, why was Nazareth seen as such an unlikely place for 
someone as significant as Jesus to come from, based on how people 
thought back then? 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 

Your First Big Assignment: Owning Your Unlikely Path 

Okay, here’s where the rubber meets the road. I want you to write a short 
paragraph – just 3 to 5 sentences – describing what you feel is the most 
‘unlikely’ thing about your entrepreneurial idea or your current business. 
Get it out there. 

My ‘Unlikely’ Aspect: 
________________________________________________________________________________
________________________________________________________________________________
________________________________________________________________________________
________________________________________________________________________________
________________________________________________________________________________
________________________________________________________________________________
________________________________________________________________________________
________________________________________________________________________________ 
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Now, right below that, I want you to identify and write down one core 
belief or principle that you are going to cling to, something that will be 
your anchor, to help you not just overcome any perceived limitations from 
this ‘unlikeliness,’ but to actually use it to propel you forward with even 
greater purpose. 

My Core Belief/Principle to Hold Onto: 
________________________________________________________________________________
________________________________________________________________________________
________________________________________________________________________________
________________________________________________________________________________
________________________________________________________________________________  

Take your time with this. This isn’t just an exercise; it’s about setting the 
stage for your own incredible journey from your unique “Nazareth” to the 
impact you’re called to make.  

Strategy #1 – The Unshakable Power of a God-Given “Why” 

The Compass That Never Fails: What’s Really Driving You? 

 

Strategy #1: Your 
Unshakable “Why” – The 
Compass That Never Fails
• What’s really driving you?
• Key Idea: A deep, authentic, God-

breathed purpose is the bedrock of 
lasting influence.

• Biblical Foundation: Luke 2:49 (“My 
Father’s business”), Luke 19:10 (“to seek 
and to save the lost”). Jesus’s life was 
guided by divine purpose.
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So, we’ve talked about humble beginnings. Now, let’s dig into something 
absolutely foundational, something that, if you get this right, will change 
everything about your entrepreneurial journey.  

I’m talking about purpose. Not just any purpose, but that deep, 
unshakeable, God-given “Why” that fuels you when the going gets tough – 
and believe me, it will get tough! 

Think about Jesus for a moment. Even as a young lad, just twelve years old, 
He had this astonishing clarity about His mission. Remember that story in 
Luke’s Gospel? His parents, Mary and Joseph, were frantically searching for 
Him after the Passover feast in Jerusalem. Where did they find Him? In the 
temple, not just hanging out, but sitting with the learned teachers, listening 
intently, asking profound questions. And when His worried parents finally 
caught up with Him, His response wasn’t that of a rebellious teenager. It 
was packed with a deep, mission-centered awareness: 

“Why were you searching for me?” he asked. “Didn’t you know I had 
to be in my Father’s house?” (Luke 2:49, NIV) (Some translations say, 
“about My Father’s business” – either way, the point is crystal clear!) 

Wow! At twelve! That early declaration wasn’t just a kid talking; it was a 
glimpse into a soul already laser-focused on a divine purpose. And later, 
when He stepped into His public ministry, He didn’t mince words about 
why He was here: 

“For the Son of Man came to seek and to save the lost.” (Luke 19:10, 
NIV) 

These moments, and so many others like them, shout one thing loud and 
clear: Jesus’s life wasn’t a random series of events. It was guided, every step 
of the way, by a profound, divinely-given purpose.  

This was His internal compass, the true north that directed every action, 
every teaching. And you know what? It was this very clarity of mission that 
drew people to Him like a magnet, compelling them to stop, listen, and 
ultimately, to follow. 
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The Core Truth: Purpose Isn’t Just Important, It’s Everything 

If there’s one foundational key I want you to grab hold of from this module, 
it’s this: A deep, authentic, God-breathed purpose is the absolute 
bedrock upon which true, lasting influence is built.  

For Jesus, this wasn’t some self-help mantra He cooked up. It was His divine 
assignment. It was His “Why” – the ultimate reason behind every miracle, 
every parable, every sacrifice.  

This clarity gave Him an authority that was undeniable, a resilience that 
opposition couldn’t break, and an unwavering focus that didn’t just inspire 
people, it transformed them. 

Are You Leading with Mission, or Just Marketing? 

 
Now, let’s bring this home to your world. In the often-chaotic realm of 
entrepreneurship, this principle translates into a game-changing directive: 
Lead with a mission that’s so clear and compelling it gives you 
goosebumps, not just with clever marketing slogans or a spreadsheet 
focused solely on profit.  

Lead with Mission, 
Not Just Marketing!
• Entrepreneurial Principle: A purpose-driven 

business is magnetic and sustainable. Your “Why” 
provides direction, resilience, and attraction.

• Practical Application: Articulate your core 
purpose. Go beyond products/services. What 
problem do you solve? What positive change do 
you create?

• Heart Check Teaser: If money were no object, 
what impact would you still make? What’s your 
single, compelling “Why” sentence?

• Case Study Snippet: Patagonia – “We’re in 
business to save our home planet.”
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Now, don’t get me wrong, marketing is vital, and profit? Absolutely 
necessary if you want to stay in the game and keep making an impact. But 
a business, a venture, an idea that is anchored in a strong, authentic “Why” 
– that, my friend, has a power that goes far beyond the balance sheet. 

Think about what this kind of deep purpose gives you: 

• Unwavering Direction: It’s your North Star, the compass that keeps 
you on course when you’re making those tough strategic decisions or 
just navigating the daily grind. 

• Bulletproof Resilience: It’s the fuel in your tank that keeps you going 
when you hit those inevitable roadblocks, those moments when you 
feel like throwing in the towel. Your “Why” will pick you up, dust you 
off, and point you forward. 

• Magnetic Attraction: It draws the right people to you – a team that’s 
fired up and committed, customers who don’t just buy from you but 
believe in you and what you stand for, and partners who want to link 
arms with you because they resonate with your mission. 

A purpose-driven business isn’t just a nice idea; it’s inherently more 
magnetic, more sustainable, and frankly, more fulfilling, because it taps into 
something much deeper in the human spirit than a simple transaction ever 
could. 

Let’s Get Practical: Unearthing and Unleashing Your Core Purpose 

This isn’t something to rush. Take some real, quiet time to wrestle with this. 
Go beyond just thinking about the products you sell or the services you 
offer. Ask yourself the tough questions: 

• If all the money in the world landed in your bank account tomorrow, 
what fundamental problem would you still be passionate about solving 
for your customers or your community through this venture? 

• What’s the positive change, the ripple effect, you genuinely dream of 
creating in the world, no matter how big or small it seems right now? 

• What’s the bigger need, the deeper hunger, that your business is 
uniquely positioned to meet? 



©	MichaelPink.com	
	

14	

Once you start getting some clarity on that core purpose, your “Why,” then 
shout it from the rooftops! Well, maybe not literally, but communicate it 
consistently, authentically, passionately in your branding, your messaging, 
your company culture, and every single interaction you have. Let it be the 
golden thread, the heartbeat, that runs through absolutely everything you 
do. 

Time for Another Heart Check: What’s Your Entrepreneurial “Why”? 

Let’s dig a little deeper with these (I’ve tweaked these a bit from what you 
might have seen before, to really get to the core): 

1. Imagine your business is wildly successful, beyond your wildest dreams. 
Money is no longer a concern. What is the one impact, the one legacy, 
you would still pour your heart and soul into making through this 
venture? Why that? 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 

2. Beyond the financial rewards, what are you most fiercely passionate 
about achieving through all this hard work, sweat, and tears? What gets 
your spirit soaring when you think about it? 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 

3. Okay, now for the challenge: Try to boil all of that down into one 
single, powerful sentence. This is your banner, your rallying cry. 
Complete this: My deepest mission, the core “Why” that ignites my 
entrepreneurial fire and keeps me anchored, is to: 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 

A Quick Story: When Mission Makes a Brand Unforgettable 

Think about a company like Patagonia. Sure, they sell outdoor clothing and 
gear. But if you ask them what they’re really about, their mission statement 
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hits you right between the eyes: “We’re in business to save our home 
planet.” Whoa. That’s a “Why” that’s bigger than jackets and backpacks, 
isn’t it?  

And it’s not just words on a website. This deep environmental purpose 
shapes everything they do – from the sustainable materials they choose for 
their products, to their outspoken activism, to the fact that they donate a 
hefty chunk of their sales to environmental causes.  

Their marketing often isn’t even about their products; it’s about the issues 
they care about. And what’s the result? They’ve built an incredibly loyal 
tribe of customers who share those values, and they’ve earned a powerful 
voice and influence that stretches far beyond just selling stuff. Their “Why” 
is unmistakable, and it resonates deeply. 

Let’s See What Stuck (Knowledge Check): 

1. Going back to that story about young Jesus in the temple (Luke 2:49), 
what did He say He “must be about”? 

a) Learning His father Joseph’s trade. 
b) His Heavenly Father’s business (or being in His Father’s house). 
c) Playing games with the other children in Jerusalem. 
d) Getting ready for His big public debut. 

2. From where you’re sitting as an entrepreneur, why do you think leading 
with a truly “deep purpose” is often way more powerful in the long haul 
than just relying on clever marketing tricks? 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 

Your Next Big Assignment: Nailing Down Your Mission Statement 

Alright, you’ve done some deep thinking. Now, let’s get it down on paper. 
Based on your reflections, I want you to craft a concise Mission Statement 
for your business or your entrepreneurial dream.  
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Don’t make it a novel – aim for just 1 to 3 sentences that capture the very 
essence of your core purpose. Why does this venture exist, beyond just 
making money?  

This statement should be so clear and inspiring that you can look at it on a 
tough day and feel your resolve strengthen. It should be something you 
can share with others that instantly conveys the heart and soul of what 
you’re building. 

My Mission Statement: 
________________________________________________________________________________
________________________________________________________________________________
________________________________________________________________________________
________________________________________________________________________________
________________________________________________________________________________
________________________________________________________________________________  

Don’t just write it and forget it. Put it somewhere you’ll see it. Let it become 
a living part of your entrepreneurial DNA!  

Strategy #2 – The Power of “Going Deep” Before You “Go Wide” 

 

Strategy #2: Go Deep, 
Then Go Wide. Your Own 

Backyard First!
• Forget world domination (for now).

• Key Idea: Depth precedes true breadth. Authentic, 
sustainable influence grows from concentrated 
effort. Influence grows from consistent investment 
in your local niche or early adopters. 

• Biblical Foundation: Jesus began locally (Galilee, 
Judea), invested deeply in disciples. Matthew 10:5-
6 (Initial focus on “lost sheep of Israel”). Matthew 
4:23 – Jesus ministered throughout Galilee first. 

• Entrepreneurial Principle: Depth before breadth; 
establish a strong local/niche presence first. 

• Application Snippet: Identify and deeply serve 
your "first 12" early adopters. 
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Forget World Domination (For Now): Let’s Talk About Your Own 
Backyard 

Okay, so you’ve got your God-given “Why” burning bright. That’s huge! But 
now, where do you actually start making an impact?  

Do you try to reach everyone, everywhere, all at once? It’s tempting, isn’t it? 
Especially when you’re passionate about what you do. But let’s look at the 
Master Strategist, Jesus. Did He launch His ministry with a global press tour 
and a massive advertising budget? Not quite. 

Instead, Jesus modeled something incredibly powerful, something that 
often gets overlooked in our rush for scale: He began locally, and He 
went deep.  

Think about it.  

His initial focus was on a relatively small geographical area – Galilee and 
Judea. He poured Himself into a small group of disciples, investing in them 
intensively. He performed miracles, taught profound truths, and built 
relationships within specific communities. He wasn’t trying to be 
everywhere at once; He was focused on making a profound impact where 
He was. 

Straight from the Bible: From Local Roots to Global Reach 

The Gospels are filled with examples of this focused, local approach. Jesus’s 
early miracles, like turning water into wine at Cana (John 2:1-11) or healing 
the sick in Capernaum (Matthew 8:14-17), happened in specific places, 
impacting specific people.  

His most famous sermon, the Sermon on the Mount (Matthew 5-7), was 
delivered to a crowd in a particular location. He didn’t just broadcast His 
message; He engaged with people in their context. 

Even when He sent out His disciples, His initial instructions were often to 
focus their efforts: 
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“These twelve Jesus sent out with the following instructions: ‘Do not 
go among the Gentiles or enter any town of the Samaritans. Go 
rather to the lost sheep of Israel.’” (Matthew 10:5-6, NIV) 

Now, this wasn’t about exclusion in the long run – His ultimate mission was, 
and is, for the whole world! But it demonstrates a strategic principle: start 
where you are, establish a strong foundation, and create deep impact 
locally before expanding broadly. The roots had to go deep before the 
branches could spread wide. 

The Core Truth: Depth Precedes True Breadth 

Here’s the nugget of wisdom for us: Authentic, sustainable influence 
almost always grows from a place of deep, concentrated effort before 
it achieves widespread reach.  

Trying to be everything to everyone too soon often leads to being nothing 
much to anyone. But when you focus your energy, build strong local 
connections, and create genuine value for a specific community or niche, 
you build a powerful launching pad for broader impact. 

Are You Planting Seeds or Just Scattering Them? 

 

Planting Seeds, Not 
Just Scattering Them!
• Entrepreneurial Principle: Dominate your 

“Galilee” first. Prove your concept, build loyalty, 
understand your core audience deeply.

• Practical Application: Identify your core 
community/niche. Become an expert in their 
world. Build real relationships. Refine and perfect.

• Heart Check Teaser: Where is your “Cana,” your 
“Capernaum”? How can you go deeper with your 
initial group?

• Case Study Snippet: The local bakery that won 
hearts (and stomachs!) before expanding.
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In your entrepreneurial journey, this principle is pure gold. It’s so easy to 
get caught up in the allure of massive scale, global markets, and viral reach. 
But if you haven’t first proven your concept, built a loyal local following, or 
deeply understood the needs of a core audience, scaling prematurely can 
be a recipe for disaster. Instead, ask yourself: 

• Who is my primary, most immediate audience? Who can I serve 
exceptionally well right now? 

• How can I go deeper with them? How can I build stronger 
relationships, offer more tailored value, and truly understand their 
world? 

• What does it look like to become a trusted, indispensable resource 
within my initial niche or community? 

Think of it like building a strong fire. You don’t just throw a match on a 
giant pile of wood.  

You start with a small, concentrated flame, nurture it, add kindling carefully, 
and only then does it grow into a blaze that can warm a whole crowd. 

Let’s Get Practical: Dominating Your “Galilee” First 

1. Identify Your Core Community/Niche: Who are the people you are 
best positioned to serve right now? Be specific. Is it a geographical 
area? A particular industry? A demographic with a unique need? 
 

2. Become an Expert in Their World: Immerse yourself. What are their 
biggest challenges, their deepest desires, their unspoken frustrations? 
How can your product or service become an undeniable solution for 
them? 

 
3. Build Real Relationships: Don’t just see them as customers; see them 

as people. Engage, listen, serve. Word-of-mouth from a deeply satisfied 
local base is incredibly powerful. 
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4. Refine and Perfect: Use this focused engagement to get feedback, 
iterate on your offerings, and perfect your processes. Your local 
“laboratory” is where you work out the kinks before you take the show 
on the road. 

Time for a Heart Check: Where is Your “Cana,” Your “Capernaum”? 

Let’s get specific for your venture: 

1. If you had to pick one specific group of people or one local area 
where you could realistically focus on making a deep and meaningful 
impact in the next 6-12 months, who or where would that be? Why 
them/there? 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 
 

2. What are two or three concrete actions you could take to “go deeper” 
with this initial group, to truly understand their needs and build 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 

 

A Quick Story: The Local Bakery That Won Hearts (and Stomachs!) 

Imagine a talented baker who dreams of a national chain of artisan bread 
shops. Does she start by trying to open 50 stores in 50 states? Probably not, 
if she’s wise. Instead, she opens one small bakery in her local 
neighborhood. She gets to know her customers by name. She listens to 
their preferences, experiments with local ingredients, and perfects her 
sourdough until it’s the talk of the town.  

She hosts tasting events, supports local farmers’ markets, and becomes a 
beloved part of the community fabric. Her roots go deep. And because that 
foundation is so strong, so authentic, when she does eventually decide to 
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expand, she’s not just selling bread; she’s sharing a proven, loved 
experience. That’s the power of going deep before you go wide. 

Let’s See What Stuck (Knowledge Check): 

1. When Jesus first sent out His twelve disciples, what was His initial 
instruction regarding where they should focus their efforts (Matthew 
10:5-6)? 

a) Go to all nations immediately. 
b) Start with the Gentiles and Samaritans. 
c) Go first to the lost sheep of Israel, avoiding Gentile or Samaritan 

towns for now. 
d) Focus only on the major cities like Jerusalem. 

2. In your own words, why is it often more effective for an entrepreneur to 
“go deep” with a local audience or niche before trying to “go wide” and 
reach everyone? 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 

Your Next Big Assignment: Mapping Your Local Impact Zone 

Based on your reflections, I want you to define your initial “Impact Zone.” 
This isn’t about limiting your ultimate vision, but about strategically 
focusing your initial efforts for maximum depth and learning. 

1. My Primary Target Audience/Community for Deep Engagement 
(Next 6-12 months): 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 
 

2. Three Specific Ways I Will Go Deeper with Them (Not Wider): 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 
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Remember, the goal isn’t to stay small forever. The goal is to build 
something so strong, so resonant, so impactful in your initial sphere that it 
naturally creates the demand and the foundation for broader reach. Go 
deep, my friend, and watch what happens!  

Strategy #3 – Dare to Be Remarkably Different (Not Just a Little Bit 
Better) 

	

Are You Blending In or Boldly Standing Out? 

Alright, let’s get real for a moment. In a world that’s absolutely saturated 
with noise, with everyone shouting for attention, how on earth do you get 
noticed? How does your message, your product, your God-given vision, cut 
through the clutter and actually make an impact?  

Is it enough to just be a little bit better than the next guy, a little bit 
cheaper, or a little bit faster? I’m going to suggest something that might 
feel a bit radical: No, it’s not enough. 

If we look at the ministry of Jesus, He wasn’t just a slightly improved version 
of the religious teachers of His day. He was remarkably different. His 

Strategy #3: Dare 
to Be Different! 
(Not Just a Little 
Bit Better)
• Are you blending in or boldly standing 

out?

• Key Idea: Remarkable difference 
creates unforgettable impact. Don’t 
just upgrade the status quo; offer a 
radically different way.

• Biblical Foundation: Matthew 7:28-29 
(Crowds amazed, taught with 
authority, not like scribes). Parables 
that turned wisdom on its head.
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teachings, His methods, His authority – they were unlike anything anyone 
had ever encountered.  

He didn’t just offer a minor upgrade to the status quo; He presented a 
radically different Kingdom, a whole new way of seeing God, ourselves, and 
the world. And that, my friends, is a massive key to His enduring influence. 

Straight from the Bible: A Voice That Broke the Mold 

Think about how the Gospels describe the reaction to Jesus’s teaching: 

“When Jesus had finished saying these things, the crowds were 
amazed at his teaching, because he taught as one who had authority, 
and not as their teachers of the law.” (Matthew 7:28-29, NIV) 

They were amazed. Why? Because it was different. The teachers of the law 
often got bogged down in quoting other rabbis, in endless debates over 
minutiae. Jesus spoke with a directness, a clarity, and an inherent authority 
that was utterly compelling.  

He didn’t just interpret the law; He revealed its heart. He didn’t just offer 
platitudes; He offered transformation. 

Consider His parables – stories that turned conventional wisdom on its 
head. The Good Samaritan (Luke 10:25-37), the Prodigal Son (Luke 15:11-
32) – these weren’t just nice tales; they were radical re-imaginings of who 
God is and who we are called to be. He healed on the Sabbath, He ate with 
sinners, He challenged the powerful. He was, in every sense, remarkably 
different. 

The Core Truth: Remarkable Difference Creates Unforgettable Impact 

Here’s the principle I want us to wrestle with: In a crowded marketplace of 
ideas and offerings, being remarkably different is often more powerful 
than simply being incrementally better.  

When you dare to be truly distinct, to offer something that genuinely 
breaks the mold, you don’t just attract attention; you create intrigue, you 
spark conversation, and you make yourself memorable. People might not 
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remember the tenth company that offers a slightly cheaper widget, but 
they’ll remember the one that completely rethinks how the problem is 
solved. 

Are You a “Me Too” or a “Wow, That’s New!”? 

 
This is a crucial question for every entrepreneur. Are you inadvertently 
playing it safe, trying to fit into existing categories, or are you courageously 
carving out a unique space for yourself?  

It’s easy to look at what competitors are doing and try to emulate them, 
maybe with a slight twist.  

But the real breakthroughs, the ventures that create passionate followings, 
often come from those who dare to ask, “What if we did this completely 
differently?” 

Being remarkably different doesn’t mean being weird for weirdness’s sake. 
It means: 

• Solving a problem in a novel way. 
• Offering a unique perspective or philosophy. 
• Creating an unparalleled customer experience. 

“Me Too” or “Wow, 
That’s New!”?
• Entrepreneurial Principle: Being remarkably 

different is more powerful than being 
incrementally better. Carve your unique 
space.

• Practical Application: Challenge the status 
quo. Identify your unique genius. Listen to 
unmet needs. Don’t be afraid to polarize (a 
little!).

• Heart Check Teaser: What’s your one 
remarkable difference? What standard 
practice can you courageously challenge?

• Case Study Snippet: The coffee shop that 
wasn’t just about coffee but about 
community.
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• Championing a cause or a value that others overlook. 
• Communicating your message with a voice and style that is 

authentically, uniquely yours. 

Let’s Get Practical: Finding Your “Remarkable” Factor 

1. Challenge the Status Quo: Look at your industry, your niche. What are 
the unquestioned assumptions? What are the common frustrations that 
everyone just accepts? What if you refused to accept them? 
 

2. Identify Your Unique Genius: What is it that you (and your venture) 
can do that no one else can do in quite the same way? What’s your 
unique blend of passion, skill, and God-given insight? 

 
3. Listen to the Unmet Needs: Sometimes, being remarkably different 

means simply being the first to truly listen to and address a deep, 
unmet need that others have ignored. 

 
4. Don’t Be Afraid to Polarize (a Little!): If you try to please everyone, 

you’ll likely excite no one. Being remarkably different might mean that 
some people don’t “get” you, and that’s okay. The ones who do get you 
will become your most passionate advocates. 

Time for a Heart Check: What Makes Your Venture Stand Out from the 
Crowd? 

Let’s brainstorm this for your business: 

1. If your ideal customer looked at your venture alongside five of your 
closest competitors, what is the one thing you would want them to say 
is remarkably different about you – in a good way? 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 
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2. What is one assumption or “standard practice” in your field that you 
could courageously challenge or do completely differently to create a 
unique offering or experience? 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 

A Quick Story: The Coffee Shop That Wasn’t Just About Coffee 

Imagine a new coffee shop opens in a town already full of them. They could 
try to compete on price (a race to the bottom) or offer a slightly wider 
selection of syrups.  

But what if, instead, they decided to be remarkably different? What if their 
mission wasn’t just to sell coffee, but to create a true community hub where 
lonely people felt connected?  

They might design the space differently, host unique events, train their staff 
to be exceptional listeners, and partner with local artists and charities. 
Suddenly, they’re not just another coffee shop; they’re a destination, a 
movement. Their difference becomes their superpower. 

Let’s See What Stuck (Knowledge Check): 

1. According to Matthew 7:28-29, what was the primary reason the crowds 
were “amazed” at Jesus’s teaching? 

a) He used very complicated theological terms. 
b) He taught as one who had authority, unlike their usual teachers. 
c) He only told them what they wanted to hear. 
d) He quoted more ancient sources than anyone else. 

 
2. From an entrepreneurial standpoint, why is being “remarkably different” 

often more effective for gaining attention and loyalty than just being 
“incrementally better”? 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 
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Your Next Big Assignment: Defining Your Difference-Maker 

This is where you get to articulate what makes you, well, you in the 
marketplace. 

1. My Core Differentiator (What makes my venture remarkably 
different?): 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 
 

2. One Bold Step I Can Take This Month to Amplify This Difference: 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 

Don’t be afraid to step out and be different, my friend. The world has 
enough echoes. What it needs is more unique, authentic, God-inspired 
voices. Be one of them!  

Strategy #4 – The Irresistible Pull of a Personal Invitation 

 

Strategy #4: The 
Personal Invitation –
Broadcasting or Truly 

Connecting?
• Key Scripture: Matthew 4:19 – "Follow 

me, and I will make you fishers of men." 
• Key Idea: Relationships are the currency 

of true influence. Personal invitations 
build trust and connection.

• Biblical Foundation: Matthew 4:18-20 
(Calling Peter & Andrew). Woman at the 
well (John 4), Zacchaeus (Luke 19) –
personal, relational encounters.
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Are You Broadcasting or Truly Connecting? 

So, you’ve got your deep purpose, you’re focusing your initial efforts, and 
you’re daring to be remarkably different. Fantastic!  

But how do you actually get people to engage with what you’re offering? 
Do you just put up a billboard and hope for the best? Do you rely solely on 
mass marketing and impersonal ads?  

Again, let’s turn to our ultimate model, Jesus. How did He gather His 
followers? How did He invite people into the most transformative journey 
imaginable? 

Overwhelmingly, Jesus relied on personal, relational invitations. He didn’t 
just issue a general call from a distance; He looked people in the eye, He 
spoke to their hearts, and He invited them, one by one, or in small groups, 
to “come and see,” to “follow Me.”  

There’s an incredible power in that personal touch, a power that often gets 
lost in our digitally saturated, mass-communication world. 

Straight from the Bible: “Follow Me,”   

The Gospels are brimming with these intimate, personal invitations. Think 
about how He called His first disciples: 

“As Jesus was walking beside the Sea of Galilee, he saw two brothers, 
Simon called Peter and his brother Andrew. They were casting a net 
into the lake, for they were fishermen. ‘Come, follow me,’ Jesus said, 
‘and I will send you out to fish for people.’ At once they left their nets 
and followed him.” (Matthew 4:18-20, NIV) 

No elaborate sales pitch, no lengthy brochure. Just a direct, personal 
invitation from someone who saw them, knew them, and called them to 
something greater.  

He did the same with James and John, with Matthew the tax collector, and 
with so many others. He met people where they were – by the lakeside, at a 
tax booth, under a fig tree (John 1:48) – and extended a personal call. 
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Even when inviting people to experience His teaching or healing, there was 
often a relational element.  

He responded to the pleas of individuals, He went to people’s homes, He 
engaged in personal conversations that led to life-changing encounters. 
The woman at the well (John 4), Zacchaeus in the tree (Luke 19) – these 
were not anonymous interactions; they were deeply personal and 
invitational. 

The Core Truth: Relationships are the Currency of True Influence 

Here’s the heart of this strategy: Genuine, lasting influence is almost 
always built on a foundation of authentic relationships and personal 
invitations.  

People are far more likely to respond to an invitation that feels personal, 
that comes from someone they trust, or that speaks directly to their 
individual needs and aspirations. Mass marketing has its place, but it can 
rarely replicate the power of a heartfelt, one-on-one connection. 

Are Your Invitations Personal or Just Automated? 

 

Personal or Just 
Automated?

• Entrepreneurial Principle: Genuine influence 
is built on authentic relationships. Make 
people feel seen, understood, and valued.

• Practical Application: Identify key 
individuals/groups. Understand their WIIFM. 
Make it personal (even at scale). Create low-
barrier entry points. Follow up authentically.

• Heart Check Teaser: How personal is your 
“Come and See”? How can you make your 
primary invitation more relational?

• Case Study Snippet: The coach who built a 
tribe through conversation, not just ads.
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In your entrepreneurial endeavors, how are you inviting people to engage 
with your vision, your product, or your service? Is it all about website traffic 
and email blasts, or are you intentionally creating opportunities for genuine 
human connection and personal invitations? 

This doesn’t mean you can’t use technology – of course, you can! But it’s 
about the spirit behind the invitation. It’s about: 

• Knowing your audience deeply enough to make the invitation 
relevant and personal. 

• Building trust and rapport before you ask for a commitment. 
• Making people feel seen, understood, and valued, not just like 

another number on a list. 
• Creating pathways for personal interaction, even if it’s through a 

personalized email, a direct message, or a small group setting. 

Let’s Get Practical: Crafting Invitations That People Can’t Resist 

1. Identify Key Individuals/Groups: Who are the specific people or types 
of people you most want to invite into your sphere of influence right 
now? Don’t think in terms of thousands; think in terms of who you can 
genuinely connect with. 

2. Understand Their “What’s In It For Me?” (WIIFM): Your invitation 
needs to resonate with their needs, desires, or problems. What value 
will they receive by accepting? 

3. Make it Personal (Even at Scale): Use names. Reference their specific 
interests if you know them. Show that you’ve done your homework and 
that this isn’t just a generic blast. 

4. Create Low-Barrier Entry Points: Not every invitation has to be for a 
big sale or a major commitment. Offer a free resource, an introductory 
webinar, a coffee chat, a chance to join a community. Make it easy for 
them to say “yes” to that first step. 

5. Follow Up Authentically: If someone responds, continue the personal 
engagement. Don’t just hand them off to an automated sequence if 
you can help it. 
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Time for a Heart Check: How Personal is Your “Come and See”? 

Let’s apply this to your venture: 

1. Think about how you currently invite people to learn about or engage 
with your business. On a scale of 1 (totally impersonal) to 10 (deeply 
personal and relational), where would you honestly rate your approach? 
Why? 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 
 

2. What is one specific way you could make your primary invitation 
process more personal and relational this month, even if it means 
reaching fewer people initially but connecting more deeply? 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 

A Quick Story: The Coach Who Built a Tribe Through Conversation 

Let’s say you’re a business coach trying to get clients. You could run 
Facebook ads to a generic landing page. Or, you could start by offering free 
30-minute “strategy sessions” to people in your network that you genuinely 
feel you can help. See the difference? 

No hard-sell; Just offer to listen and offer real value. Then, only if it feels like 
a true fit, invite them to consider working with you further.  

It may be slower at first, but the clients you’ll get will be incredibly loyal, 
refer others, and become true fans because the relationship started with a 
genuine, personal connection, not a sales pitch.  

Make your invitations relational. They work. 

Let’s See What Stuck (Knowledge Check): 

1. When Jesus called His first disciples like Peter, Andrew, James, and John, 
what was the nature of His invitation? 
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a) He sent them a formal written summons. 
b) He made a general announcement to the whole town. 
c) He approached them personally and said, “Follow me.” 
d) He had His advance team recruit them. 

 
2. Why is a personal, relational invitation often more powerful in business 

than a generic, mass-marketed one? 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 

Your Next Big Assignment: Designing Your Relational Invitation 

Time to think about how you can put this into action. 

1. My Target Individual/Group for a Personal Invitation: 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 
 

2. The Core Value/Benefit I Will Highlight in My Personal Invitation 
to Them: 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 

3. The Specific, Personal Method I Will Use to Extend This Invitation 
(e.g., personal email, direct message, phone call, coffee meeting): 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 

Remember, people are drawn to those who see them, value them, and 
personally invite them into something meaningful. Be that kind of 
entrepreneur, and watch how people respond.  
	



©	MichaelPink.com	
	

33	

Module 6: Strategy #5 – The Genius of Simple Truth, Powerfully Told 

	

Are You Dazzling with Complexity or Illuminating with Clarity? 

Let’s be honest, we live in a world that often seems to worship complexity. 
We’re bombarded with jargon, intricate systems, and information overload.  

But when you want a message to truly stick, to penetrate hearts and change 
minds, is complexity really your friend? Or is there a profound power in 
simplicity, in truths that are so clear, so memorable, that they become a 
part of someone’s very being? 

When we look at Jesus, the Master Communicator, what do we find? Did He 
deliver convoluted theological treatises that only a handful of scholars 
could understand?  

Did He rely on complex charts and ten-point plans? Not at all. Instead, 
Jesus had this incredible knack for taking the most profound spiritual truths 
and making them accessible, understandable, and unforgettable, often 
through simple stories, vivid analogies, and clear, direct statements. He 
taught in a way that resonated with everyone, from the learned Pharisee to 
the humble fisherman. 

Strategy #5: Simple Truth, 
Powerfully Told –

Dazzling or Illuminating?
• Key Scripture: Matthew 13:34 – "He said nothing 

to them without a parable.” (Sower, Good 
Samaritan, Prodigal Son)

• Key Idea: Truth sticks when shared simply and 
memorably. Profound truths become accessible 
and unforgettable through simplicity.

• Entrepreneurial Principle: If they can’t repeat it, 
they can’t spread it; simplify your core message. 

• Application Snippet: Turn a key business concept 
into a simple story or one-liner.

• Clarity + Memorability = Lasting Impact.
• Memorable phrases (“Love your neighbor,” “Ask 

and it will be given”).
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Straight from the Bible: Stories That Stick, Truths That Transform 

The Gospels are a masterclass in simple, memorable teaching. Jesus’s 
primary method? Parables.  

These weren’t just cute stories; they were ingeniously crafted narratives that 
took everyday realities – farming, fishing, family relationships, lost sheep, 
hidden treasures – and used them to unlock deep spiritual insights. Think 
about it: 

• The Parable of the Sower (Matthew 13): A simple story about farming 
that reveals profound truths about how people receive God’s Word. 

• The Parable of the Good Samaritan (Luke 10): A story that redefined 
“neighbor” in a way no legalistic argument ever could. 

• The Parable of the Prodigal Son (Luke 15): A heart-wrenching, beautiful 
depiction of God’s unconditional love and forgiveness. 

These stories weren’t complicated, but they were incredibly deep.  

They bypassed intellectual defenses and went straight to the heart.  

People could remember them, retell them, and wrestle with their meaning 
long after Jesus had moved on. He also used memorable phrases and clear 
commands: “Love your neighbor as yourself” (Matthew 22:39), “Do to others 
what you would have them do to you” (Matthew 7:12), “Ask and it will be 
given to you; seek and you will find” (Matthew 7:7). Simple. Direct. 
Unforgettable. 

The Core Truth: Clarity + Memorability = Lasting Impact 

Here’s the principle that can revolutionize how you communicate your 
message: When you teach or share your core ideas with clarity and 
make them genuinely memorable, you dramatically increase their 
potential for lasting impact.  

People can’t act on what they don’t understand, and they won’t remember 
what’s too convoluted to grasp. Simplicity, when it conveys profound truth, 
isn’t dumbing things down; it’s opening things up for everyone. 
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In the world of entrepreneurship, it’s so easy to fall into the trap of using 
industry jargon, overly technical descriptions, or complex feature lists. We’re 
passionate about what we do, and we want to share all the details!  

But if your audience can’t easily understand what you’re saying, or if your 
core message gets lost in the complexity, you’re missing a massive 
opportunity. 

Teaching simply and memorably means: 

• Knowing your core message inside and out, so you can distill it to 
its essence. 

• Using clear, everyday language that your target audience 
understands. 

• Leveraging stories, analogies, and vivid examples to make abstract 
ideas concrete. 

• Focusing on the benefits and transformation you offer, not just the 
features. 

• Repeating your key messages in different ways to aid retention. 

 

Are You Speaking Their Language, or Just Yours?

• Entrepreneurial Principle: People 
can’t act on what they don’t 
understand. Simplicity opens things 
up.

• Practical Application: The “Grandma 
Test.” Find your signature 
stories/analogies. Develop 
memorable sound bites. Use visuals.

• Heart Check Teaser: What’s your core 
message in one simple sentence? 
What’s your go-to story/analogy?

• Case Study Snippet: The tech 
company that stopped talking tech 
and started speaking human.
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Let’s Get Practical: Making Your Message Stick Like Glue 

1. The “Grandma Test”: Can you explain your core business idea, your 
unique value proposition, or your key message to your grandmother (or 
someone completely outside your industry) in a way that she would 
understand and find interesting? If not, simplify! 

 
2. Find Your Signature Stories: What are the 2-3 core stories or 

analogies that perfectly illustrate what you do and why it matters? 
Practice telling them. 

 
3. Develop Memorable Sound Bites: What are the key phrases or 

“hooks” that encapsulate your most important ideas? Think of them as 
the headlines for your message. 

 
4. Use Visuals (If Applicable): Sometimes a simple diagram, a picture, or 

a short video can convey a complex idea far more effectively than 
paragraphs of text. 

Heart Check: How Clear and Memorable is Your Core Message? 

Let’s put your current messaging to the test: 

1. If you had to explain the single most important idea or benefit your 
venture offers in one short, simple sentence that anyone could 
understand, what would it be? 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 
 

2. What is one story or analogy you currently use (or could develop) to 
make your core message more relatable and memorable for your 
audience? 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 
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A Quick Story: The Tech Company That Spoke Human 

Imagine a brilliant software company that developed a highly complex but 
incredibly useful tool for businesses. Their initial marketing was filled with 
technical specifications and jargon that only other engineers understood. 
Sales were sluggish.  

Then, they had a revelation. They stopped talking about how the software 
worked and started telling simple stories about what it enabled businesses 
to do: save time, reduce frustration, delight customers.  

They created simple analogies. They focused on the human impact. 
Suddenly, people “got it.” The message became clear, memorable, and 
sales took off. They learned to teach simply. 

Let’s See What Stuck (Knowledge Check): 

1. What was one of Jesus’s primary methods for teaching profound 
spiritual truths in a simple and memorable way? 

a) Delivering lengthy academic lectures. 
b) Using parables (stories from everyday life). 
c) Writing complex theological books. 
d) Debating with scholars using only philosophical terms. 

2. As an entrepreneur, why is it crucial to communicate your core message 
with simplicity and memorability? 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 

Your Next Big Assignment: Crafting Your Signature Sound Bite & Story 

This is about making your message unforgettable. 

1. My Core Message (Distilled to one simple, memorable sentence – 
your “sound bite”): 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 
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2. Outline of My Signature Story/Analogy (that illustrates this core 

message): 
The Setup/Problem: 
______________________________________________________________________ 
 
The Turning Point/Solution (related to my offering): 
______________________________________________________________________ 
 
The Outcome/Benefit: 
______________________________________________________________________ 

Master the art of simple, memorable communication, and you’ll find your 
message not only heard but also embraced and shared. It’s a game-
changer, my friend.  

Strategy #6 – Transformation, Not Just Transaction: The Heart of 
Lasting Impact 

	

 

Strategy #6: 
Transformation, Not 
Transaction – Closing 
Deals or Changing Lives?

• The heart of lasting impact.
• Key Idea: Transformation forges unbreakable 

loyalty and impact. Aim to genuinely better your 
audience. Lasting impact comes from facilitating 
real, meaningful change. 

• Biblical Foundation: Zacchaeus (Luke 19), 
Woman at the Well (John 4), Demoniac of 
Gadara (Mark 5) – encounters that remade 
people.

• Key Scripture: John 8:11 – "Go, and from now on 
sin no more." (Focus on life change). 

• Key Idea: Entrepreneurial Principle: People pay 
for outcomes; deliver tangible transformation. 

• Application Snippet: Define the "From X To Y" 
transformation you provide. 
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Are You Just Closing Deals, or Genuinely Changing Lives? 

Friend, we’ve covered some powerful ground – purpose, focus, 
differentiation, personal invitation, and clear communication.  

But now, let’s get to what I believe is the absolute heart of creating 
influence that truly lasts, influence that echoes long after a sale is made or a 
service is rendered. It’s this: Are you focused on transformation, or are 
you stuck in a purely transactional mindset? 

When Jesus interacted with people, He wasn’t just looking to make a point, 
win an argument, or gain a temporary follower. His aim was always deeper, 
far more profound.  

He was about fundamentally changing lives from the inside out. He offered 
not just new information, but a new identity; not just a temporary fix, but 
eternal hope. This focus on deep, lasting transformation was the engine of 
His unparalleled impact. 

Straight from the Bible: Encounters That Remade People 

The Gospels are essentially a collection of transformation stories. Think 
about the people Jesus encountered: 

• Zacchaeus the tax collector (Luke 19:1-10): A man despised for his 
greed and corruption. An encounter with Jesus, a shared meal, and 
Zacchaeus is radically changed, promising to give half his possessions 
to the poor and pay back anyone he cheated four times over. That’s not 
just a change of behavior; that’s a change of heart. 
 

• The Woman at the Well (John 4:1-42): An outcast, living a life of 
shame and broken relationships. Jesus sees her, speaks to her deepest 
needs, and offers her “living water.” She leaves her water jar behind, 
runs to her town, and becomes an evangelist, telling everyone, “Come, 
see a man who told me everything I ever did!” Transformation. 

 
• The Demoniac of Gadara (Mark 5:1-20): A man tormented, living 

among tombs, uncontrollable. Jesus sets him free, and the man, now 
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“dressed and in his right mind,” begs to go with Jesus. Instead, Jesus 
sends him home to tell his own people how much the Lord had done 
for him. His life was utterly transformed, and he became a testament to 
that change. 

In every healing, every teaching, every interaction, Jesus was looking 
beyond the surface, beyond the immediate transaction, to the potential for 
profound, life-altering transformation. 

Core Truth: Transformation Forges Unbreakable Loyalty and Impact 

Here’s the powerful principle for us: When your primary aim is to 
genuinely transform your customers, clients, or audience for the 
better, you move beyond mere business and into the realm of creating 
true, lasting impact.  

Transactions are fleeting. Transformation creates advocates, builds deep 
loyalty, and generates stories that people can’t help but share. It’s the 
difference between a customer who buys from you once and a raving fan 
who feels their life is better because of you. 

 

What’s the “After” Picture You’re Painting?

• Entrepreneurial Principle: Focus on the 
transformation you offer, not just the 
sale. How will lives/businesses be 
better?

• Practical Application: Map the 
transformation journey. Focus on 
outcomes. Gather & share 
transformation stories. Build in support 
for the journey.

• Heart Check Teaser: What’s the 
fundamental transformation you offer? 
How can you focus more on this?

• Case Study Snippet: The fitness coach 
who sold hope and new identity, not just 
workouts.
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In your entrepreneurial journey, it’s easy to get hyper-focused on the 
transaction: making the sale, getting the click, closing the deal. But I want 
to challenge you to lift your gaze.  

What is the transformation you are offering? How will someone’s life, 
business, or well-being be demonstrably better after they engage with your 
product, your service, your message? 

Focusing on transformation means: 

• Deeply understanding the “before” state of your audience: What 
are their pains, frustrations, unfulfilled desires? 
 

• Having a clear vision for their “after” state: What does success, 
relief, joy, or fulfillment look like for them, and how do you help them 
get there? 

 
• Designing your offerings not just to solve a surface problem, but 

to facilitate a deeper change. 
 
• Caring about their long-term success and well-being, not just the 

immediate sale. 

Let’s Get Practical: Building a Transformation-Focused Venture 

1. Map the Transformation Journey: For your ideal customer, what are 
the key steps or stages in their journey from their current pain/problem 
to their desired outcome? How does your offering support each stage? 
 

2. Focus on Outcomes, Not Just Features: Instead of just listing what 
your product does, passionately communicate what it enables people to 
become or achieve. 

 
3. Gather and Share Transformation Stories: Testimonials are good. 

Stories of genuine life or business transformation are pure gold. 
Actively collect these and share them (with permission, of course!). 
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4. Build in Support for the Journey: Transformation rarely happens 

overnight. How can you support your customers after the initial 
transaction to ensure they achieve the desired results? (e.g., community, 
coaching, ongoing resources). 

Time for a Heart Check: What is the True Transformation You Offer? 

Let’s get to the core of your impact: 

1. Beyond the features of your product/service, what is the fundamental 
transformation (e.g., from confused to clear, from struggling to 
thriving, from isolated to connected) that you genuinely aim to create 
for your clients/customers? 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 
 

2. What is one tangible way you could shift your focus more towards 
enabling and celebrating this transformation, rather than just 
completing a transaction? 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 

A Quick Story: The Fitness Coach Who Sold Hope, Not Just Workouts 

Imagine a fitness coach. She could sell workout plans and diet sheets – a 
purely transactional approach. Many do.  

But what if she focused on transformation? She starts by deeply 
understanding her clients’ struggles – not just their weight, but their lack of 
confidence, their frustration, their feeling of being stuck.  

She then paints a picture of a vibrant, energetic, confident “after” self. Her 
program isn’t just about exercises; it’s about mindset shifts, building 
sustainable habits, and celebrating every small victory.  
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She creates a supportive community. Her clients don’t just lose weight; they 
transform their relationship with their bodies and their lives. They become 
walking, talking billboards for her because she didn’t just give them a plan; 
she guided them through a profound change. 

Let’s See What Stuck (Knowledge Check): 

1. When Jesus encountered people like Zacchaeus or the Woman at the 
Well, what was His primary focus beyond the immediate interaction? 

a) Getting them to join His political party. 
b) Collecting donations for His ministry. 
c) Bringing about deep, internal life transformation. 
d) Simply making them feel good for a moment. 

 
2. Why is focusing on “transformation” generally more powerful for 

building a loyal customer base and lasting impact than focusing only on 
“transactions”? 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 

Your Next Big Assignment: Articulating Your Transformation Promise 

This is about clearly defining the change you bring. 

1. My Customer’s “Before” State (Their primary pain, problem or 
frustration): 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 
 

2. My Customer’s Desired “After” State (The transformation they 
seek, that I help provide): 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 
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3. One Key Element of My Offering That Directly Facilitates This 
Transformation: 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 

When you make transformation the heart of your venture, you’re not just 
building a business; you’re building a legacy. You’re not just making sales; 
you’re making a difference. And that, my friend, is an incredible calling.  

Strategy #7 – The Unmistakable Power of a Changed Life (And a Crowd 
That Agrees!) 

	

Who’s Telling Your Story? And Who’s Listening? 

Friend, let me ask you something. When you’re considering a major 
decision – a new restaurant, a significant purchase, maybe even a new 
doctor – what often tips the scales for you?  

Is it just the fancy advertising and the polished sales pitch? Or do you find 
yourself drawn to what other people are saying? The reviews, the 

Strategy #7: Changed 
Lives & Social Proof –

Who’s Telling Your 
Story?

• The unmistakable power of testimony.
• Key Idea: Authentic stories of changed lives spread 

faster than claims. 
• Biblical Foundation: Man freed from demons 

(Mark 5:18-20 – “Go and tell”). Blind man given 
sight (John 9 – “I was blind but now I see!”). 
Samaritan Woman (John 4 – her testimony led 
many to believe).

• Key Scripture: John 4:39 – "Many Samaritans... 
believed in him because of the woman's 
testimony." 

• Entrepreneurial Principle: Let your satisfied clients 
preach; encourage and amplify their stories. 

• Application Snippet: Systematically collect and 
showcase customer testimonials.
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testimonials, the buzz from folks who’ve actually experienced it? I’m willing 
to bet it’s the latter, more often than not. 

There’s an undeniable, almost magnetic power in authentic testimony and 
what we might call “social proof.” And guess what? This isn’t some modern 
marketing invention. Jesus, in His infinite wisdom, masterfully leveraged this 
very principle.  

He didn’t just proclaim truth; He demonstrated its power in people’s lives, 
and those changed lives became His most compelling advertisements. 

From the Bible: “Go and Tell What Great Things God Has Done!” 

Think about the countless individuals whose lives were turned upside down 
by an encounter with Jesus. Did He tell them to keep it a secret? Rarely! 
More often, He encouraged them, or they were simply so overjoyed they 
couldn’t help but share their story: 

• The Man Freed from Demons (Mark 5:18-20): Remember the 
tormented man from Gadara we talked about? After Jesus healed him, 
the man begged to go with Him. But what did Jesus say? “Go home to 
your own people and tell them how much the Lord has done for you, and 
how he has had mercy on you.’ So the man went away and began to tell 
in the Decapolis how much Jesus had done for him. And all the people 
were amazed.” His personal story, his testimony, amazed an entire 
region! 

• The Blind Man Given Sight (John 9:1-34): This man’s healing caused 
a massive stir. When interrogated by the skeptical Pharisees, his simple, 
powerful testimony was, “One thing I do know. I was blind but now I 
see!” (John 9:25). His changed life was undeniable proof that something 
extraordinary had happened, and it challenged the prevailing narratives. 

• The Samaritan Woman (John 4:28-30, 39): After her encounter with 
Jesus at the well, she left her water jar, went back to her town and said 
to the people, “Come, see a man who told me everything I ever did. 
Could this be the Messiah?” And what was the result? “Many of the 
Samaritans from that town believed in him because of the woman’s 
testimony.” Her story sparked a wave of belief. 
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Jesus understood that a life visibly transformed by truth and power is a far 
more potent witness than a thousand eloquent sermons without proof. 

The Core Truth: Changed Lives and Shared Experiences Create 
Irresistible Momentum 

Here’s the principle that can amplify your influence exponentially: 
Authentic testimonies and widespread positive experiences (social 
proof) build trust, overcome skepticism, and create a powerful 
momentum that is incredibly hard to ignore.  

When people hear from others like them who have benefited from what 
you offer, it validates your message and makes it far more compelling. 

Are You Letting Your “Changed Lives” Do the Talking? 

 
In your business, are you actively seeking out, celebrating, and sharing the 
stories of how you’ve made a positive difference for your customers or 
clients? Or are those powerful stories remaining untold? 

Leveraging testimony and social proof isn’t about manipulative marketing; 
it’s about authentically showcasing the real-world impact you’re making.  

Letting Your “Changed 
Lives” Do the Talking!
• Entrepreneurial Principle: Let authentic impact 

speak for itself. Showcase real-world results.

• Practical Application: Deliver exceptional value 
first! Ask for feedback/stories. Showcase them 
(with permission!). Encourage online reviews. 
Foster community.

• Heart Check Teaser: How loud is the chorus of 
your satisfied customers? How can you amplify 
their stories?

• Case Study Snippet: Software that spread like 
wildfire through word-of-mouth (Dropbox, 
Slack).
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This means: 

• Delivering exceptional value that creates those positive stories in 
the first place. (This is non-negotiable!) 
 

• Making it easy for satisfied customers to share their experiences. 
 
• Highlighting specific, relatable stories rather than just generic 

praise. 
 
• Building a community where people can share their positive 

experiences with each other. 
 
• Looking for ways to demonstrate broader positive sentiment (e.g., 

reviews, case studies, user growth, endorsements from respected 
figures if appropriate). 

Let’s Get Practical: Turning Customers into Your Most Powerful 
Advocates 

1. Ask for Feedback & Stories (Systematically): Don’t just hope people 
will share; create a simple process for them to do so. This could be a 
follow-up email, a short survey, or a personal request after a positive 
interaction. 

2. Showcase Them (With Permission!): Feature customer stories on your 
website, in your social media, in your newsletters. Use photos or videos 
if they’re comfortable – it makes the testimony even more relatable. 

3. Encourage Online Reviews: Make it easy for happy customers to leave 
reviews on relevant platforms (Google, Yelp, industry-specific sites). 
These are incredibly powerful for social proof. 

4. Foster a Community: Could you create a Facebook group, a forum, or 
regular meetups where your customers can connect and share their 
successes with each other? This organically generates social proof. 
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Time for a Heart Check: How Loud is the Chorus of Your Satisfied 
Customers? 

Let’s think about your venture: 

1. On a scale of 1 (silent) to 10 (a roaring choir), how effectively are you 
currently leveraging the power of customer testimony and social proof 
to build trust and attract new interest? 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 
 

2. What is one specific, new way you could start encouraging and 
showcasing customer success stories or positive feedback this quarter? 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 

A Quick Story: The Software That Spread Like Wildfire Through Word-
of-Mouth 

Think about some of the most successful software tools or apps you use. 
How did you first hear about them? Often, it wasn’t from a flashy ad, but 
because a friend, a colleague, or an online community you trust raved 
about how it solved their problem or made their life easier.  

Companies like Dropbox or Slack, in their early days, grew exponentially 
through this kind of organic, user-driven testimony. People experienced the 
value, told others, and the social proof built until it became a movement. 
Their users became their best salespeople, simply by sharing their genuine 
positive experiences. 

Let’s See What Stuck (Knowledge Check): 

1. After Jesus healed the demon-possessed man in the region of the 
Gadarenes (Mark 5), what did Jesus tell him to do? 

a) Keep quiet about it so as not to attract too much attention. 
b) Follow Him immediately and join His disciples. 
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c) Go home and tell his own people how much the Lord had done 
for him. 

d) Write a book about his experience. 
 

2. Why is leveraging authentic customer testimony and social proof often 
more effective in building trust than traditional advertising alone? 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 

Your Next Big Assignment: Launching Your Testimony Initiative 

It’s time to get intentional about letting your happy customers sing your 
praises. 

1. My Primary Method for Collecting Testimonies/Feedback Starting 
Now: 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 

2. The Main Platform(s) Where I Will Showcase These Positive Stories: 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 

3. One Person/Customer I Can Reach Out to This Week for a Potential 
Testimony: 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 

When you let the transformed lives and positive experiences of your 
audience speak for you, you tap into one of the most powerful and 
authentic forms of influence there is. Don’t hide that light under a bushel, 
my friend!  
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Strategy #8 – The Wisdom of Strategic Scarcity (It’s Not About Playing 
Hard to Get!) 

	

Are You Diluting Your Impact by Being Too Available to Everyone, All 
the Time? 

Okay, friend, this next principle might feel a little counterintuitive, especially 
in a world that often screams, “More! Faster! Available 24/7!”  

But I want us to explore something powerful that Jesus modeled: the 
wisdom of strategic scarcity or selectivity. Now, hold on, this isn’t about 
playing hard to get, creating artificial hype, or being exclusive for 
exclusivity’s sake. Not at all.  

It’s about understanding that sometimes, by being strategically less 
available in some ways, or more discerning about where you invest your 
deepest energies, you can actually increase your impact and the perceived 
value of what you offer. 

Think about Jesus’s ministry. Was He available to every single person, for 
every single demand, at every single moment? While His compassion was 
boundless, His time and energy on earth were finite.  

Strategy #8: Strategic Scarcity –
Diluting Impact or Enhancing Value?

• It’s not about playing hard to get!
• Key Idea: Strategic selectivity can enhance perceived 

value and focus. Steward your best offerings wisely.
• Biblical Foundation: Jesus withdrawing to pray (Mark 

1:35-37). Withdrawing from crowds wanting to make 
Him king (John 6:15). “Pearls before swine” (Matthew 
7:6).

• Key Insight: Perceived value can be enhanced by 
thoughtful limitation and focused attention.  

• Entrepreneurial Principle: Ethical exclusivity and focused 
offerings can create value and demand. 

• Application Snippet: Identify opportunities for strategic 
scarcity or selectivity in your offers.
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He often withdrew to pray, even when crowds were seeking Him (Mark 
1:35-37). He focused intensely on His disciples.  

He didn’t perform miracles on demand for those who were merely curious 
or seeking a sign for the wrong reasons (Matthew 12:38-39). There was a 
divine discernment, a strategic allocation of His presence and power. 

Straight from the Bible: Not Every Demand Was Met, Not Every Crowd 
Was Satisfied 

Consider these instances: 

• Withdrawing from the Crowds: After feeding the five thousand, the 
crowd wanted to make Him king by force. What did Jesus do? “Jesus, 
knowing that they intended to come and make him king by force, 
withdrew again to a mountain by himself.” (John 6:15, NIV). He didn’t 
seize every opportunity for popular acclaim if it wasn’t aligned with His 
deeper mission and timing. 
 

• Selective Healing/Teaching Moments: While He healed many, there 
were times He seemed to focus His attention or move on, even when 
needs were still present. This wasn’t a lack of compassion, but perhaps 
a divine strategy to provoke deeper faith, to manage His energy for the 
most critical tasks, or to teach His disciples about priorities. 

 
• The “Pearls Before Swine” Principle: Jesus Himself taught, “Do not 

give dogs what is sacred; do not throw your pearls to pigs. If you do, they 
may trample them under their feet, and turn and tear you to pieces.” 
(Matthew 7:6, NIV). This implies a discernment about where to invest 
your most precious offerings. Not everyone is ready or willing to receive 
what you have, and sometimes, pressing it upon them can be 
counterproductive. 

This isn’t about withholding good, but about stewarding it wisely for 
maximum, God-ordained impact. 
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The Core Truth: Strategic Selectivity Can Enhance Value and Focus 

Here’s the principle: By being strategically selective about your time, 
your deepest offerings, or even who you engage with at the most 
intensive level, you can actually enhance the perceived value of what 
you offer and maintain focus on your core mission.  

When something is always available, easily obtained, or spread too thin, its 
perceived value can diminish.  

A measure of thoughtful scarcity or focused availability can create a sense 
of preciousness and importance. 

Are You a Limited Edition or a Mass Commodity? 

 
In your entrepreneurial journey, are you trying to be all things to all people, 
available 24/7, saying “yes” to every request?  

Or is there a place for strategic selectivity in how you offer your best work, 
your deepest insights, or your most intensive services? 

 

 

Limited Edition or Mass Commodity?

• Entrepreneurial Principle: Thoughtful 
limitation or focused availability can 
create a sense of preciousness and 
importance.

• Practical Application: Identify your 
“pearls.” Define ideal recipients. Create 
tiers of access. Learn to say a gracious 
“no” (or “not now”).

• Heart Check Teaser: Are you spreading 
your best offerings too thin? How could 
strategic selectivity serve your mission?

• Case Study Snippet: The consultant who 
tripled her income by working with 
fewer, more committed clients.
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This could look like: 

• Offering premium, limited-access programs or services for those 
who are truly committed. 

 
• Being discerning about the clients or projects you take on, focusing 

on those where you can make the biggest impact and that align 
with your core values. 
 

• Not giving away all your best content for free, but reserving some 
for deeper engagement. 

 
• Protecting your time and energy for your highest-priority 

activities, rather than being constantly reactive. 

Again, the motive here isn’t arrogance or artificial limitation; it’s about wise 
stewardship and maximizing true impact. 

Let’s Get Practical: Implementing Wise Selectivity 

1. Identify Your “Pearls”: What are your most valuable offerings, your 
deepest insights, your most time-intensive services? These are your 
“pearls.” 

 
2. Define Your Ideal Recipient/Client for These Pearls: Who is best 

equipped to receive, appreciate, and act upon your best work? Focus 
your efforts to reach them. 

 
3. Create Tiers of Access/Engagement: You can still offer broad value to 

many (like Jesus teaching the crowds), but reserve your most intensive, 
personalized offerings for those who are ready for that deeper dive (like 
His focus on the disciples). 
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4. Learn to Say a Gracious “No” (or “Not Now”): Not every opportunity 
is the right opportunity. Saying “no” to things that dilute your focus or 
drain your energy allows you to say a more powerful “yes” to what truly 
matters. 

Time for a Heart Check: Where Could Strategic Scarcity Serve Your 
Mission? 

Let’s ponder this for your venture: 

1. Are there any areas in your business where you feel you might be 
spreading yourself or your best offerings too thin, potentially 
diminishing their perceived value or your own effectiveness? 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 

 
2. What is one specific way you could introduce strategic selectivity or 

create a more “premium” tier for your deepest work, not to exclude, but 
to honor its value and attract those most ready for it? 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 

A Quick Story: The Consultant Who Tripled His Income by Working 
With Fewer Clients 

Imagine a highly skilled consultant who was burning out trying to serve 
dozens of clients with small projects. He was always busy but felt his impact 
was diluted. Then, he made a bold move.  

He decided to only take on a maximum of five clients at a time, offering 
them a much deeper, more intensive, premium-priced engagement. He 
became more selective. What happened? His perceived value skyrocketed.  

The clients he attracted were more committed and got better results. He 
had more focus, made a bigger impact on those select few, and yes, his 
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income actually increased significantly because the value he offered in that 
focused way was so much higher. Strategic scarcity worked. 

Let’s See What Stuck (Knowledge Check): 

1. When the crowds wanted to make Jesus king by force after He fed the 
five thousand (John 6:15), what did He do? 

a) He accepted their offer immediately. 
b) He organized them into a political movement. 
c) He withdrew to a mountain by Himself. 
d) He performed another miracle to impress them further. 

 
2. From an entrepreneurial perspective, how can being strategically 

selective (or creating a sense of “scarcity” for your deepest offerings) 
actually increase perceived value and impact, rather than just limiting 
reach? 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 

Your Next Big Assignment: Defining Your “Strategic Scarcity” 
Approach 

This is about being a wise steward of your best gifts. 

1. My Most Valuable (“Pearl”) Offering(s) That Might Benefit from 
Strategic Selectivity: 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 
 

2. My Ideal Recipient for This “Pearl” Offering (Who is most ready 
and will benefit most?): 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 
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3. One Way I Can Implement Strategic Selectivity for This Offering 

(e.g., limited spots, application process, premium tier): 
____________________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________ 

Remember, this isn’t about being stingy; it’s about being strategic.  

It’s about honoring the value God has entrusted to you and ensuring it 
makes the deepest possible impact where it’s truly meant to flourish. 
Sometimes, less truly is more.  

Workbook Conclusion: Your Adventure from Obscurity to Impact – 
What’s Next? 

	

Well, my friend, we’ve reached a significant milestone on this adventure 
together! We’ve walked side-by-side through eight powerful, game-
changing strategies, drawing deep wells of wisdom from the life of the 
ultimate game-changer, Jesus Christ.  

Summary: 8 Timeless 
Principles for Impact

(Your starting point does NOT 
determine your finish!)

1. Deep Purpose 
2. Local Depth 
3. Remarkable Difference 
4. Relational Invitations 
5. Simple, Memorable Truth 
6. Transformation Focus 
7. Testimony & Social Proof 
8. Strategic Scarcity/Selectivity 
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He’s the one who didn’t just navigate the path from the quiet, dusty roads 
of Nazareth to world-altering influence; He defined it. 

And here’s the beautiful truth: every single principle we’ve explored, rooted 
deep in divine wisdom, isn’t just ancient history. It’s living, breathing, potent 
guidance for you, right now, as you pour your heart and soul into building a 
venture that’s not just about profit, but about profound purpose and 
lasting impact. You’re on a mission, and these tools are for your journey. 

Let’s Quickly Revisit Our Treasure Map – The Principles We’ve 
Uncovered: 

1. Start with That Unshakeable, God-Given “Why”: Anchor everything 
you do in a purpose so compelling it pulls you forward, a mission that’s 
about more than just the bottom line. 
 

2. Go Deep in Your “Galilee” Before You Go Wide: Cultivate those 
strong, local roots. Build a tribe of loyal advocates in your initial niche 
before you try to conquer the world. 

 
3. Dare to Be Remarkably Different, Not Just a Bit Better: Don’t blend 

in! Stand out with an authentic uniqueness that’s grounded in your core 
values and the distinct value only you can bring. 

 
4. The Irresistible Pull of a Personal, Relational Invitation: Connect 

heart-to-heart. Invite people into your story and mission, rather than 
just broadcasting at them. 

 
5. The Genius of Simple Truth, Powerfully Told: Cut through the noise. 

Communicate your core message with such clarity and simplicity that it 
sticks, inspires, and gets shared. 

 
6. Transformation, Not Just Transaction – That’s Where the Magic 

Happens: Aim for real, meaningful change. Deliver outcomes that 
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genuinely better people’s lives or businesses, and you’ll build loyalty 
that money can’t buy. 

 
7. Unleash the Power of Changed Lives (Your Raving Fans!): 

Encourage and amplify the authentic stories of those you’ve served 
well. Let their experiences build trust and credibility like nothing else 
can. 

 
8. The Wisdom of Strategic Scarcity & Selectivity: Steward your best 

gifts wisely. Thoughtfully manage access to your deepest offerings to 
enhance value and create focused, impactful engagement – always with 
integrity. 

The Legacy That Never Fades: From Humble Starts to History-Making 
Impact 

If there’s one thing the life of Jesus shouts from the mountaintops, it’s this: 
Where you start does NOT determine where you finish!  

 
His journey from a carpenter’s son in a forgotten corner of the world to the 
Name above all names wasn’t some cosmic accident.  

Your Journey: From Obscurity 
To Lasting Impact

• Key Point: Your starting point doesn’t define your 
destiny. Apply these principles with diligence and 
faith. 

• Call to Action: "What’s one significant shift you’ll 
commit to implementing this week?"
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It was a path illuminated by unwavering purpose, radical authenticity, deep, 
genuine relationships, and an unyielding focus on transforming lives from 
the inside out.  

These aren’t just lofty spiritual ideals, my friend; they are rock-solid, potent 
principles for building anything that you want to last, anything of true 
worth. 

Your Journey, Your “Nazareth,” Your Unique Fingerprint on the World 

As you close this workbook and step back into the exhilarating, sometimes 
challenging, world of entrepreneurship, please carry this with you: your own 
journey, no matter how small or obscure it might feel right now, is 
brimming with God-given potential.  

The invitation isn’t to perfectly replicate Jesus’s life – that’s an impossible 
task! The invitation is to draw daily inspiration from His methods, to 
courageously adapt these timeless principles to your unique situation, your 
God-sized vision, and the special calling He’s placed on your life. 

So, apply these lessons. Apply them with grit, with grace, with unwavering 
integrity, and with a whole lot of faith.  

Trust that when your actions are purposeful, when they’re aligned with 
these sound, kingdom principles, you absolutely can journey from your own 
“Nazareth” to a place of incredible, positive, and lasting influence in the 
lives you touch and the markets you’re called to serve. 

One Last Challenge: Your Next Bold Move from This Moment Onward 

Knowledge is just interesting information until it’s put into action. That’s 
when it becomes power.  

So, as we wrap up our time together in these pages, I want to bring you 
back to a crucial question, one that echoes the heart of why we even 
started this journey: 

What’s the one significant shift, the one bold commitment, you’re 
going to make and consistently implement in your entrepreneurial 
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adventure, starting this week, based on the principles we’ve explored 
together? 

My Personal Commitment to Action: 
________________________________________________________________________________
________________________________________________________________________________
________________________________________________________________________________
________________________________________________________________________________
________________________________________________________________________________
________________________________________________________________________________ 

The Entrepreneur’s Prayer 

“Lord, You are the ultimate Source of all wisdom, creativity, and strength. As I 
build this venture, help me to serve with a crystal-clear and unwavering 
purpose, to lead with both humility and holy boldness, and to influence every 
person I encounter with profound integrity and the experiential knowledge of 
Your love.  

Please help my business, the dream You’ve planted in me, become a beacon 
of light, a force for good, drawing others closer to You, the Father of Lights. 
Help me to create genuine value, solve real problems, and make a tangible, 
positive impact on the world You so love.  

Grant me the wisdom to apply these timeless principles day by day, the 
perseverance to navigate the challenges with grace, and the joy of building 
something truly meaningful, something that honors You. Amen.” 

Thank you, truly, for joining me on this journey. My prayer for you is that 
your path forward is not just successful in worldly terms, but deeply 
fulfilling, rich with purpose, marked by continuous growth, and overflowing 
with the profound satisfaction that comes from building a venture that 
genuinely matters. Go shine your light! 


