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David: Got it. So one of the biggest questions that I always get with working with almost half 
a million entrepreneurs around the world, going through courses and buying books and 
coming to seminars is how I get funded.

Kevin: Right.

D: And you have a lot of experience obviously getting pitched. Then, what I think a lot of - 
I've never heard anybody really ask. I've watched every interview you've done, but how do 
you either get funded or push through the initial hurdles that everybody has at first, which is 
I've got an idea, it costs money, hold on, let me check my pockets. It's not there.

K: Don't have enough, right?

D: What did you do in that situation? Or what do you continue to do?

K: so I go back to the mid-80s, and we were going to, 30 years ago, and I had this business 
doing a million dollars a week in business that I knew could triple or quadruple if it had 
money. So I went and I showed this great business to all these banks in Philadelphia where I 
was at the time, and I thought, this is going to be easy. 

I need $3M to fund this business, to get inventories, prepaid this and that. And bank after 
bank,  they'd smile and say no. Smile and say no. Then, one day, again I was a very curious 
entrepreneur. Belonged to lots of organizations and clubs. 

I started one called the Entrepreneurs Organization, right? So you mentioned entrepreneurs. 
EO is the largest entrepreneurial organization in the world. We started that in 1987. 

K: So I'm hanging out at a Chamber of Commerce meeting, and I'm talking to this guy, he's 
retired. Retired banker. He was the former CEO of a big bank in Philadelphia. I'm telling him 
my experiences with getting turned down, turned down, turned down. He says, could I offer 
you some advice? I said what, how do you - he says look.  

I'm going to give you, not right now, tonight. I'm going to come to your office, I'm going to 
take a look at what you've done, and give you absolutely free advice as a mentor. You can 
take the advice and do whatever you want. He says, maybe I'll let you know, maybe I'll 
want to be involved with you. 

Maybe I'll want to help you take the advice and maybe get involved with you somehow to 
help implement some of the advice I give you. Or I maybe just say good luck to you and I 
don't want to be involved, but I'll give you some free advice.

K: We talk to the banks. We didn't know the banks' language, but the former CEO of the 
bank knew exactly how to talk to them. 

D: Let me extract one more thing. You were out there shaking hands.

K: Yes.

D: You are putting yourself out there.

K: Sure.

D: You would have never met this guy.

K: Right, right.

D: That's another -

K: So I took him up on that. Now, here's a former bank president that had been pitched 
many, many times. So he sat down and said Kevin, your business is amazing, but the way 
you've been pitching is about what you've done. 

What you're missing is the big upside. Because you've already done what you've done. 
They want to know now they give you the $3M, where are you going to go? How are you 
going to use it? 

And that you're going to say in the ratios that they need to comply with by federal banking 
laws, right? If they're going to give me money, I have to hit certain ratios for that loan to be 
current so they don't have to say it's in default or something like that. He knew how to talk 
the talk, walk the walk. 

Make a long story short, I made a deal with him to join the company on a consulting basis. 
He eventually became the COO of my company and immediately within a number of 
months, we rased $3M. From the same bank that turned us down. 

So that was my first, and this is now 30 years ago. So I learned how to pitch banks, and 
they're the toughest.

D: Yes they are.

K: Once we got past that, then we were dealing with private investors, that was a lot easier. 
Then we got into public company situations. We raised $20M from 97 individual investors. 
BOOM. In three weeks. So I've been through money raises.

 I mean I've raised hundreds and hundreds of millions of dollars. Probably not quite a billion, 
but hundreds and hundreds of millions over the years for different deals I've been involved 
with.

D: So let me extract again. Because this is, I want to try to distill this down. So really, which 
we're going to talk about selling, because you created a course with Zig. We'll talk about 
that here a little bit later. So really, most people get into sales and what do they do? 

They talk about themselves.

K: Right.

D: So you learned from that guy how to get out of yourself, and learn about the person that 
you're trying to sell to, and speak their language. Is that right?
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