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David: Awesome. Alright, let's do some quick fire, okay, then we're going to wrap up here. 
These are actually from some of our entrepreneurs.

Kevin: Okay!

D: I said hey, we're going to meet with Kevin, if you were sitting down, what would you ask 
him? Give me some short answers to, drumroll, ready? What was the number one reason 
that you see entrepreneurs fail, and how would you advise them to avoid it? So what's the 
number one thing of every entrepreneur that you've ever seen who struggles or fails? How 
would you advise them?

K: That's always a tough one.

D: But what's the common denominator between them?

K: I'll say, generally, they didn't have the capital. I'll just say, I think many people fail. They 
have a good idea, but they don't know how to go out and get the capital. That boils down to 
getting the right people on your team to help you get the capital. Like I told you before, I 
didn't have all the capital I needed. I tried, and we were going to flatline because we didn't 
have money, but I got the right of team people, the right mentors, the right coaches, the right 
people that came in to help me go raise the capital. 

So many we just took off. So I think many people flat line, hit a wall, because they're grow-
ing, but they don't have - you need money to do things.

D: Yeah, and you gotta be resourceful about it. How should someone who doesn't have any 
results or authority yet, how can they present themselves as somebody who's trustworthy? 
As somebody who someone should do business with?

K: Right. I always say that as you do business. all long as you become an entrepreneur, get 
testimonials from people along the way. I had accountants that worked with me for many 
years back, when I was young. 

One day I needed to get some credibility with a bank, and my accountants, I had them give 
a letter that said Kevin has paid millions of dollars in taxes and done this and that, he's a 
good, you know, like hey, look, I paid taxes at a time when it took all of money out of my 
accounts, right? I never had IRS issues or anything, so I say, get great testimonials from the 
people that you do business with. 

So I do business with phone centers, with media companies, and so I actually -

K: He's a smart guy. I also love Gary Vaynerchuk. Good stuff. He just has a new book, Crush-
ing It, or something. So I got that one, I'm just about ready to read. I like reading that kind of 
stuff, because it's fun, they're kind of industry compadres, you know? 

I like to see what they're putting out. So those are two of my recents.

D: So these are the book and then this is the other one of the common questions I get a lot, 
what's your morning routine? Do you have anything magical that you do?

K: You know, not necessarily. I do, I travel a lot. I try to wake up early, and I try to get a little 
bit of physical exercise, and when I'm at home, I live on the water. I take a little run out along 
the water just, sometimes it's just, the sun is just coming out.

D: A little Kevin Time. In the morning.

K: Yeah. So I like to do that. I like to listen to the morning news. I love to hear what happened 
overnight, get the latest and the greatest. I generally have a little shot of coffee to kind of  
kickstart the day. So I believe just something to kind of give you a little push. 

So between the exercise, a little shot of coffee, a little morning news, I get five newspapers 
at my home. I like to go on the Internet, see what's up. 

I've bang out a couple emails, get caught up. I like to start my day feeling like - I go to bed 
the night before, everything's all caught up. No matter where I am, whatever part of the 
world, I'm not behind in anything. But overnight, things are coming in. So I want to start the 
day-

D: Offensively, not defensively. Right?

K: I want to start, everything's out of the way, and ready to tackle the world. Everyday is an 
aggressive schedule, but that way I just kind of put my mind at ease, I'm ready to go. And 
then I'm off to the races. It's fast and furious from there many days.  

D: Last question. If you lost everything today, what would you do to start all over?

K: I would be right back doing the same thing I'm doing right. I'd go hit some trade shows, go 
find some products, put out a press release, I'm back! Bring me your product. Bring me your 
idea. I fuel that as an entrepreneur, sometimes you almost have to look at your life as, think 
about just having do it all over again, right? 

D: I like that, though. You're talking about your integrity -

L: - Exactly.

D: Not - so I think a lot of people think that they need to have all of this financial, but I know 
some pretty ugly, and I don't mean ugly in terms of how they look, I just mean ugly in terms 
of who they are.

K: Exactly.

D: That have all kinds of success. They have no integrity, though. I would rather do business 
with somebody who has a lot of integrity, than someone who is uber successful, but is not 
who they present themselves as. I like that.

K: At one time, I assembled more than a dozen written testimonials from my phone centers, 
my fulfillment center, my banking, my processing companies, of who I was, what I did, the 
kind of guy I was, etc. and compiled it all. It became part of a marketing package that I had.

D: I like that. 

K: When I was raising money.

D: I like that a lot. What book have you recently read. You gave a couple earlier. Zig, Think 
and Grow Rich. What have you recently read that's impacted you? Anything that you could -

K: I love reading Russell Brunson.

D: He's a buddy of mine.

K: Yeah. Russel's - what was?

D: His stuff is smart, expert secrets. DotComSecrets.

K: DotComSecrets, right? So -

D: You learned alot from that one?

K: You know, there was a lot of things that made total sense, and somethings I didn't know.

D: He's a smart marketer.

So I've actually been in many different industries, and so when I start in a new industry, I 
kind of tackle it that same way. So for example, right now the world blockchain and crypto is 
sort of the new universe for a lot of people. 

You know what I'm doing? I'm speaking on a lot of stages and platforms. Guess what hap-
pens? Soon as I get offstage, I'm getting pitched! Hey, will you get involved with this, with 
this, with this? Within 60 to 90 days of my executing a little plan, I'm a blockchain guy now. 
I've got equity in about 6 blockchain companies. 

So this is a whole new world, and yeah I'm still doing products and as seen on TV stuff, but I 
don't see any of those As Seen on TV guys in the blockchain world. 

So, you know, I'm starting new. So it's sort of like, I kinda start fresh in new industries as they 
go. I just believe you've got to be on top of everything that's new and exciting out there.

D: A truly legendary marketer. Thank you so much.

K: Hey buddy. Dave, good being with you, man. Thanks for everybody listening, too!

D: See you guys!
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