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Disclaimer

The information provided in this book is for educational and informational
purposes only. The author, publisher, and licensed distributor have made
reasonable efforts to ensure that the information within was accurate at the
time of publication. The author, publisher, and licensed distributor make no
representation or warranties with respect to the merchantability, fitness for
a particular purpose, current or continued accuracy or completeness, and
reliability of the contents of this book.

The strategies, tips, and tools discussed in this book are the author’s
personal opinions and are provided as-is. They are intended to provide
helpful and informative material on the subjects addressed in this book.
Success in any marketing and business endeavors is based on a wide range of
factors unique to each individual or business.

Laws are subject to change and may vary by location and jurisdiction. You,
as the reader, are encouraged to consult with a professional where
appropriate and review the current local laws before implementing any
marketing strategies or campaigns.

Earnings and income representations made by the author are aspirational
statements only of your potential earnings. The success of the author and
others referenced herein, testimonials, and other examples used are
exceptional, non-typical results and are not intended to be and are not a
guarantee that you or others will achieve the same results. Individual results
will always vary and your results will depend entirely on your individual
capacity, work ethic, business, skills and experience, level of motivation,
diligence in applying the strategies discussed, the economy, the normal and
unforeseen risks of doing business, and other factors within or beyond your
control.



No guarantee is made that you will achieve any result at all from the ideas in
this book. The author, publisher, and licensed distributor disclaim any
representations or warranties (express or implied), including, without
limitation, those of merchantability, fitness for any particular purpose,
current or continued accuracy or completeness, and reliability. Reliance on
the information provided is solely at your own risk. As further described
herein, the author, publisher, and licensed distributor shall in no event be
held liable to you or any party for any direct, indirect, punitive, special,
incidental, speculative, or other consequential damages arising directly or
indirectly from any use and/or misuse of this book, which is provided “as is”,
and without warranties.

As always, the advice of a competent legal, tax, accounting, finance, or other
professional should be sought and obtained.

Any statements that express or involve discussions with respect to
predictions, goals, expectations, beliefs, plans, projections, objectives,
assumptions or future events or performance are not statements of historical
fact and may be “forward looking statements.” Forward looking statements
are based on expectations, estimates, and projections at the time the
statements are made that involve a number of risks and uncertainties which
could cause actual results or events to differ materially from those presently
anticipated.

Running a business involves the risk of loss as well as the possibility of
profit. All businesses involve risk, and all business decisions remain the
responsibility of the individual. The author, Bumble IP, LLC,
Acquisition.com, LLC, and their affiliates (collectively referred to herein as
the “Company”) have not made any guarantees that the strategies outlined in
this book will be profitable or beneficial for you or your business, and the
Company is not liable for any potential business losses related to these
strategies.



The Company’s representatives are professionals, and their results are not
typical of the average individual. Background, education, effort, and
dedication of individuals and business owners will affect their overall
experience. Any examples shared in this book are merely illustrative and not
guarantees of a return on businesses or other result. Each reader’s results
may vary. The Company does not warrant the performance, effectiveness, or
applicability of any sites listed or linked in this book. All links are for
informational purposes only and are not warranted for content, accuracy, or
any other implied or explicit purpose. All the information provided in this
book pertaining to running a business and business strategies is educational
only and not specific guarantees of success. Even though reasonable
precaution has been taken in the preparation of this book, the Company does
not assume any liability for errors and/or omissions. This book is published
without warranty or guarantee of any kind, either expressed or implied. The
Company is not liable for any damages, regardless of whether arising directly
or indirectly from the use and/or misuse of this book. Readers agree to
release and hold harmless the Company and its members, employees,
agents, representatives, affiliates, subsidiaries, successors, and assignees
(collectively “Agents”) from and against any and all claims, liabilities, losses,
causes of actions, costs, lost profits, lost opportunities, indirect, special,
incidental, consequential, punitive, or any other damages whatsoever and
expenses (including, without limitation, court costs and attorney’s fees)
(“Losses”) asserted against, resulting from, imposed upon or incurred by any
of the Agents as a result of, or arising out of the reader’s use and/or misuse
of this book. This book is intended for informational and educational
purposes only.

HYPOTHETICAL PERFORMANCE RESULTS HAVE MANY INHERENT
LIMITATIONS, SOME OF WHICH ARE DESCRIBED BELOW. NO
REPRESENTATION IS BEING MADE THAT ANY BUSINESS WILL OR IS
LIKELY TO ACHIEVE PROFITS OR LOSSES SIMILAR TO THOSE SHOWN
OR DESCRIBED. IN FACT, THERE ARE FREQUENTLY SHARP



DIFFERENCES BETWEEN HYPOTHETICAL PERFORMANCE RESULTS
AND THE ACTUAL RESULTS SUBSEQUENTLY ACHIEVED BY ANY
PARTICULAR BUSINESS. ONE OF THE LIMITATIONS OF
HYPOTHETICAL PERFORMANCE RESULTS IS THAT THEY ARE
GENERALLY PREPARED WITH THE BENEFIT OF HINDSIGHT. IN
ADDITION, HYPOTHETICAL BUSINESS DOES NOT INVOLVE
FINANCIAL RISK, AND NO HYPOTHETICAL BUSINESS RECORD CAN
COMPLETELY ACCOUNT FOR THE IMPACT OF FINANCIAL AND
OTHER RISK IN ACTUAL BUSINESS. FOR EXAMPLE, THE ABILITY TO
WITHSTAND LOSSES OR TO ADHERE TO A PARTICULAR BUSINESS
STRATEGY IN SPITE OF BUSINESS LOSSES ARE MATERIAL POINTS
WHICH CAN ALSO ADVERSELY AFFECT ACTUAL BUSINESS RESULTS.
THERE ARE NUMEROUS OTHER FACTORS RELATED TO THE
MARKETS IN GENERAL OR TO THE IMPLEMENTATION OF ANY
SPECIFIC BUSINESS PROGRAM, WHICH CANNOT BE FULLY
ACCOUNTED FOR IN THE PREPARATION OF HYPOTHETICAL
PERFORMANCE. When used herein, this “book” means this book, its
contents, and all information and ideas contained therein.

Copyright © 2025 by Bumble IP, LLC and distributed via license by
Acquisition.com, LLC. Reproduction or translation of any part of this work
beyond that permitted by Section 107 or 108 of the 1976 United States
Copyright Act without the permission of the copyright owner is unlawful.
Acquisition.com®, its logo, and $100M® are all registered trademarks of

Bumble IP, LLC and utilized via limited license by Acquisition.com, LLC. All
rights reserved, including rights for text and data mining and training of
artificial technologies or similar technologies.



Guiding Principles
“Risk comes from not knowing what you’re doing.” - Warren Buffett

“More important than the will to win, is the will to prepare.” - Charlie
Munger



A Quick Word
LEILA:

I wrote this dedication seven years ago in my first book…

I want to thank my partner, my ride-or-die, Leila. You found me at my
absolute worst, and you have fought beside me shoulder to shoulder ever
since. You said you would sleep with me under a bridge if it came to that,
and I have never forgotten. You stood tall when everything was crumbling
around me. I would go to war with you. I would die for you. If the world
were a hurricane, standing with you is like being in the eye, calmly
observing the storm raging around us. There’s no one else I’d want by my
side to fight the battles that come. Being with you makes the stars look
within reach. Here’s to a life filled with the impossible.

And seven years later…nothing’s changed.

TREVOR: As iron sharpens iron, so one person sharpens
another. Proverbs 27:17 It’s a rare and wonderful thing to have the
smartest man you’ve met call you a friend. If ignorance is the only true evil,
and knowledge, the only true good, you, my brother, are a force of good. The
world is better with you in it. And I will fight to keep it that way. My life
wouldn’t be the same without you. I wouldn’t be the same without you. I
doubt I will ever be able to repay the favor you have given me by being in my
life. But I’ll live trying. Thank you for giving me a gift far more than a
paragraph at the beginning of a book can ever repay. We will put our brick in
the wall. Here’s to a once in a generation friendship. Philia.
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Start Here

The world breaks everyone and afterward many are strong at the broken
places.- Ernest Hemingway

 

Where I slept at my first gym: my “concrete bedroom.”



I stared at the ceiling in the dark, alone. I had no one to go to. It sounds
cool when you tell the story later, but it didn’t feel that way. I was terrified.

I went against my father’s wishes. I skipped out on business school. I spent
all my savings. Everyone I cared about told me not to do it. I was the idiot
that gave up on a good career.

I thought I would look forward to the struggle. But, it got real…fast.

Kids partied all night in the parking garage above me. They’d race over the
steel dividers. It sounded like gunshots echoing in my concrete bedroom. And
as soon as I started to pass out, I’d get jolted awake by another bang-bang
bang-bang.

I finally gave up trying to sleep at night. I settled for midday naps—in the
utility closet. Then, in the dead of night, I worked. I had to make money.



My gym sat across the street from a large storage unit business. The owner
became one of my few members…only out of convenience. A few weeks after
he joined, he pulled me aside after his workout. “I’ve been doing a little
math,” he said, “It looks like you’re struggling.” I tried to hide my
embarrassment, but I failed. “Alright kid. Let’s grab breakfast tomorrow.” I
hesitated, thinking about my bank account. Before I could answer, he said
“...don’t worry. My treat.” Relief.

The next morning we met at the local diner at around 5 AM.

As the waitress brought our coffee, he asked “How much time you got left
to live?”

“Huh?”

“How much cash you got saved up?”

“About five grand.”

“How much time does that give you before you run out?”

I thought about it for a moment. “About a month.”



“Tough. How you getting customers?”

“I have a $39 six-week special on a discount site.”

“How many customers have you gotten?”

“Four.”

“Looks like you’ve got a problem…that you need to solve…fast.” He let his
statement sink in. Then I saw a grin spread across his face. “Let me ask you a
question… How much does a free month of storage cost?”

I shrugged…“Uh, nothing?”

He took note of my confusion and said “Alright, let’s go for a ride. I’ll
explain it at my facility.”

As soon as we walked in, the girl at the front desk greeted us. “Good
morning, gentlemen!”

“Good morning, Judy. How much does a free month of storage cost?”

“$127 sir,” she replied cheerfully.

He smiled and he turned to me. “Wanna know how?” I nodded. He took me
through the office and down one of the rows of freshly painted units. “So, we
advertise the first month as free, and it is. But what’s the first thing you need
after you get a storage unit?”

“I don’t know.”



“Exactly. Nobody really does. But I do—and I help ‘em out. So let me give
you a hint…” He pointed towards the lock on the door.

“Right…a lock!”

“Yea, and not one of those flimsy locks kids use on their lockers. Those
won’t fit anyway. Besides, any goon with bolt cutters can get through ‘em in a
second…but not one of these bad boys.” He tapped the lock to emphasize his
point.

“Yeesh, it looks like it. Where do you even get one of those?”

“Funny you should ask. I’ve got a whole storage unit full of them. Yours
today for just $47 bucks.”

“Okay, okay…I get it. They come in for the free month but what good is a
storage unit unless you can lock it?”

“Exactly,” he said.

“I get it, so where does the other $80 come from?”

“Great memory. So, what else are you gonna want?”

I shrugged.

“Well, if you have stuff to store. You’re gonna need boxes to store it in! But,
never fear. We’ve got boxes with tons of different shapes and sizes to fit all
your storage needs. We also offer tape, labels, and heavy duty markers to
make sure you know exactly what’s in every box and where you put it. Super
handy.”



“Oh, duh. That makes perfect sense.”

“What else are you gonna need?”

“I don’t know…help moving it?”

“Yes! Now, we don’t actually offer in-house moving services. But, we have
an affiliate relationship with a local moving business and make a kickback.
And if you want to move all the stuff yourself, that’s fine too. We have dollies,
hand trucks, straps and other useful tools available…for a fee. After all, why
buy a bunch of stuff you’ll only use once? What a waste!”

“Oh yea, didn't think of that.”

“What else are you gonna want?”

“Uh, I really don’t know.”

“Well, what you store is valuable, right? At least, valuable to you in some
way. I mean, if it wasn’t, you’d send it all to the dump! So…you’re gonna want
some insurance in case something bad happens. Now, I already give $500 of
free insurance to all customers. But if you have one of the special locks only I
offer, I’ll bump it to $100,000, for only an extra $10 per month.” He puffed
up with pride.

“Dang. And all that adds up to 127 bucks?”

“Yep. But, we’re not done yet. You know what always seems to happen?”

Onto his game now, I played along. “Beats me, what happens?”



“Everyone has way more stuff than they think. And they always rent too
small of a unit! In fact, it happens so often we always offer one size up. They
get the space they need and we make a few extra bucks. It works out for
everyone.”

“Wow. This is pretty cool. I didn’t know any of this stuff.”

“Of course not. Why would you?”

“Fair enough. But how can I use this to grow my gym?”

“Yeah. I've been playing this game as long as you’ve been alive. And when
you figure out how to make money in one business, and I mean really figure it
out, you see ways to make money in any business. And one thing’s for sure.
The longer you play, the more you learn.”

“Wow, so you’ve had this place for 23 years?”

“This place, no. This one is one of my newer locations.”

“You have more than one?”

“I have 27.”

“Oh…crap.” I felt two inches tall.

“Anyways, I gotta get to work. You know your way out?”

“Yea,” I chuckled. “I think I can make it across the street.”

2.5 years later . . .


