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The         Power of  Acceptance 
– Part 1

Maybe you see a financial situation as a prob-
lem you’re willing to solve.

I’m not judging the problem you choose to 
solve. Power comes from being on a crusade to 
make something better. How you define that 
something is what will get you out of bed in the 
morning. Here’s the real kicker – it’s not just 
about you. How you define the problem will be 
the foundation of your branding and marketing 
strategy, lending a valuable conceptual theme 
to your communications. It will attract and 
screen the right team of employees and part-
ners. Finally, it will draw the right clients.

What do you see as the solution?
Problems and solutions are the yin and yang of 
existence. Fretting about the problem doesn’t 
do any good. Solutions to non-existent prob-
lems aren’t much good either. Whatever your 
solution, it must be easy to understand. Your 
solution statement becomes the opposite pole 
of the problem. Now comes the “business” of 
life and commerce – connecting those poles.

Kevin E. Houchin is an author and attorney in Fort Collins, 
Colorado, specializing in helping people reach their potential 
through creative business. He can be contacted through 
his website at www.HouchinLaw.com. His next book, The 
Secrets of Creative Business will be available Fall 2009.

kevin.houchin@houchinlaw.com 
www.houchinlaw.com 
@kevinhouchin

How can you best communicate 
the problem and implement 
your solution?
The “how” is what we pay for when we purchase 
services, and it’s the value we provide in busi-
ness and as respected people in our “outside” 
lives. “How” equals value. Communicating 
your “value proposition” or “unique selling 
point” is just telling people how you connect 
the problem with the solution in your own way. 
InfoMedia’s “The Profit Vault” program is a 
perfect example of the “how” providing value. 
One of the problems Joel’s team accepted in 
that case was that people were not figuring 
out how to monetize their web content. The 
solution is a specific approach that is clearly 
defined, and the value comes from all the mate-
rials that show entrepreneurs HOW to get from 
the problem to the solution.

An easy way to communicate this value is 
simply to tell the story of what you found to be 
the problem, share a turning point, and then 
share the key points of HOW to get to YOUR 
unique solution.

Start giving some thought to what you accept 
as it exists. Because none of us can solve all the 
world’s problems, the number of things we sim-
ply must accept as they exist will be far greater 
than what we can accept personal responsibil-
ity to change. If you can accurately define even 
ONE thing that you simply can’t accept as it 
exists today, you will be closing in on your life’s 
purpose and that will guide everything you 
do from now on – in business and in life – and 
there won’t have to be a separation between 
business and life.

In Part 2 of this series, I’ll discuss some tools 
and techniques to help refine your thoughts on 
this and move to the next level of The Power of 
Acceptance, which is the ability to receive and 
surrender. 

W hat if I told you that your busi-
ness was the same as every 

other service and consulting business 
on the planet? Would you believe 
me, or would you start pointing out 
differences? Most entrepreneurs 
start pointing to differences. After all, 
we’re programmed to spot distinc-
tions and use those distinctions to 
create new products and services. 
However, the real power to build 
comes when you spot the similari-
ties and allow yourself to use those 
fundamental building blocks to your 
benefit without weakening the prin-
ciples by picking them apart.

One of these principles is what I call 
The Power of Acceptance. This power 
is inspired by the following quote:

By Kevin E. Houchin, Esq.

“The most profound choice in life is to either accept 
things as they exist or to accept the responsibility 
for changing them.”  –  The Universal Traveler by Don Koberg & Jim Bagnall

This article is the first of a two-part series on benefitting from The 
Power of Acceptance. Watch for next month’s article on the ability 
to receive and surrender and how it can help you to succeed.

Series 
1:2

 Determine what problem(s)  
 you accept responsibility for.

 Come up with a solution  
 or solutions.

 Market your solutions to others.

 Empower yourself to accept  
 things you cannot change.
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We make this profound choice every second of 
every day of our lives. Power comes from mak-
ing the choice consciously. 

You’ve heard that your business needs purpose, 
focus, mission, vision, and all kinds of buzz-
words that may take you off on one tangent or 
another. What all of these paths are trying to 
do is ask one question, and it’s the core ques-
tion of your life AND your business:

What problem do YOU accept the  
personal responsibility to change?

This is a profound question. It’s at the core of 
personal and business leadership. Let’s break it 
down to make it easier, because even though it’s 
a small question, it has huge consequences.

What problem(s) are YOU  
willing to solve?
I’ll give you a couple of examples. A major prob-
lem I see is that people don’t feel empowered to 
fuel that inner, divine spark of creativity inside 
them. I see too many people trapped in jobs they 
hate because they don’t trust their own creative 
spirit. Seeing that untapped creativity brings me 
to tears. I ACCEPT the personal responsibility 
to change that for as many people as I can. 

Maybe you see a technology-based issue as a 
problem you are willing to solve.

Maybe you see a lifestyle issue as a problem 
you’re willing to solve.

http://www.toponereport.com/


Founder’s Letter

A Wealth of Opportunity  Opportunity
for Wealth
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What is Twitter Power?

10 | |

Do You Have It?
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4. Generate feedback.
Follow anyone who is talking about your niche. If you can provide them valuable feedback 
without directly selling your product or self, then do so. 

It’s important to provide value, be funny, and 
not be spammy. Tweets like “my product’s 
better” or “you should buy my product” are 
not going to be successful. 
When you reply with value, the person will 
most likely follow you and reply to your 
@name and thank you, thus giving you 
exposure to all of their followers. If you spam, 
you’ll be ignored.

The Goal
The obvious goal here is to create buzz. The more value, humor, and legitimate feedback you provide, the more followers and attention you will receive. You can follow media con-

tacts, the top people in your niche, celebrities, and, if you’re persistent and focused, you can leverage all of them to explode your business.
If you’re not using search.twitter.com, go 
there right now and follow and reply to 20 
people talking about your niche. You might be surprised what happens next. 

                               at the right time, it can   
be very effective  
in getting media  

attention and generating sales.
            If you think your product or persona could benefit from this method, here’s how you do it.

1. Create a Twitter account.
Set up a Twitter account using your product or brand name. Create a custom background  that reinforces your brand and gives contact  and website information. It can even have a call to action on it, such as: “Mention Twitter and receive 10% off.”

2. Set up a TweetLater.com  
account. 
Create an account that will auto-follow  
anyone who follows you, as well as send  
them a message. You can make an offer in  
this message, or simply say, “Thanks for  
following. Learn more about me at  
http://www.yourdomain.com.” Don’t be  
spammy, but if you can be cordial and give a simple call to action, it can be very effective.

3. Use Twitter’s search tool.
Twitter’s search tool is one of the most  
powerful sources of instant information 
online today. Go to http://search.twitter.com and search for people who are discussing 
your particular niche or your product. I use search.twitter.com at least 10 times a day to reply to people talking about our product, 
and it’s incredibly effective. I even landed Joel a spot on RadioGoDaddy.com to promote 
iFart, just by being attentive and replying to a single tweet effectively.

W e’ve been talking a lot about  
Twitter lately and for good reason.

Joel’s book “Twitter Power,” which was  
released in February, has been a huge success, 
and just last month in the Top One Report 
I told you about our service at TwitPwr.com, 
which helps users build more Twitter followers 
and site traffic by using TwitPwr short URLs.
In the past year, we’ve built an incredible 
Rolodex of contacts via Twitter that have 
helped to rapidly expand our brands.
In this month’s issue, I want to talk about us-
ing Twitter for guerilla marketing and how to 
expand your brand and attract new followers 
and strategic partners simply by using Twitter 
effectively.

As most of you know, over Christmas 2008 
and for the first half of January 2009, Info- 
media, Inc. had the #1 paid iPhone application. 
This “controversial” app was none other than  
iFart Mobile. It was a massive hit on iTunes and 
in the media. It has been mentioned and fea-
tured heavily in the media the last few months. 
Stories have run on CNN, MSNBC, Gizmodo, 
Wired, TechCrunch, Barrons, The Motley 
Fool, and InformationWeek, and iFart was even 
featured in The New York Times Magazine.
Some people think that iFart got lucky, and 
we will confess that there was a little bit of 
luck involved, but we also implemented a 
guerilla marketing campaign. The campaign 
consisted of press releases, YouTube videos, 
leveraging our media contacts, and Twitter.
And that’s where my title “Guerilla Tweet-
fare” comes in…

Guerilla tweeting is not for every person,  
or every product, but used in the right niche, 

Use Twitter effectively to   »
 create buzz.

Build up your follower base. »

Reply to users talking about   »
 your niche.

Provide real value in your tweets. »

Reap the benefits of   »
 guerilla tweeting!

Internet Marketing Twitter

Dan Nickerson,
Vice President of Ideas
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The CPA market is one of the fastest 

changing, highest risk, and highest-

reward facets of the Internet marketing 

industry. The CPA industry changes so 

fast you really have to be on top of what 

kind of offers are working NOW. Once 

you know the types of offers that are 

working, then you can tailor your par-

ticular offer to meet those standards  

and be successful.

This model is hands down what is work-

ing the very best right now for generat-

ing tons of cash very fast. I know this 

from both personal experience and the 

experiences of close friends and col-

leagues across the CPA space. No matter 

the offer, this is the format that you need 

to mimic as accurately as possible: Your 

offer should bill $3.95 for shipping and 

handling, have a two-week trial period, 

and then bill the full amount 14 days 

from the original purchase date. If your 

product is not a hard-shipped product, 

then consider a $1, 14 day trial. Your offer 

should be presented on two pages. The 

first page squeezes (or collects) name, 

email, and possibly phone number. The 

second page is to gather billing and credit 

card information. The reason we break 

these offers into two pages is so that we 

can re-market to the leads that do not 

complete the sale process.

Now that we have covered the structure 

of the offer, let’s go into which niches are 

hot right now. 

Diet and health offers are a proven suc-

cess when utilizing this model. New 

Year’s Day until mid-summer is the 

hottest time for diet and health. Colon 

cleanse offers specifically are performing 

extremely well right now. 

Other offers currently yielding great re-

sults are ones that capitalize on the reces-

sion fears. A great example of a recession 

offer is a government grant offer. Most 

government grant offers that are per-

forming well are membership offers that 

teach you how to get government grants, 

and are structured in the fashion  

I covered previously.

Whether you are a publisher with a 

website or an advertiser with a product to 

sell, the CPA market is a great new direc-

tion in which to expand your current 

business. The opportunities for massive 

wealth exist out there, and NOW is the 

time to take advantage of them. 

Section?

CPA

By Joel Ownby,

Vice President of Online Content

Extend 

Your Marketing Skills to the World of CPA

CPA?
The acronym CPA stands for cost 

per acquisition, which is when an 

advertiser puts together an offer 

and makes that offer available on 

an affiliate network that in turn 

brokers that it to its publishers. In  

this relationship, the advertiser pays  

the CPA network for every lead or 

sale delivered, the network takes 

a small cut and then pays the pub-

lisher that made the acquisition. 

Publisher: The individual or 

entity that presents your offer to 

contacts or prospects. The most 

common methods of publishing 

a CPA offer are sending emails, 

displaying the offer on a website, 

and paying for search traffic to  

an offer. 

Advertiser: The advertiser is the 

individual or entity selling the 

product or making the offer to the 

prospect, in this case through a 

CPA or affiliate network.

Discover how lucrative CPA  

 »
 markets can be.

Familiarize yourself with what  

 »
 is working now.

Explore the opportunities in  

 »
 this dynamic field.

Reap the benefits!

 »
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7 FREE  
Routes to More Traffic

“All aboard!” shouts the conductor, alerting the  passengers that the train is getting ready to pull out of the station. If you don’t have your ticket and know where 
you are going, you’d better get it sorted out fast. After all, there are many tracks that lead out of the station. And while you might travel miles and miles down one track, you could end up finding out that you’ve traveled miles and miles in the wrong direction.

Thankfully, the engineers on the train know where all  the tracks lead. In order to move people from one  place to another, they have a map that indicates the  cities each track will pass through. Not only can they  get you where you are headed, but they can bring you back safely as well.
Imagine that your website is a train depot, and the tracks carry potential visitors to your website. Is your depot a stop along the way, or is it a major hub that many 

people must visit in order to get where they are going?Regardless, much like a railroad engineer, you must be able to conduct people from one place to another. The key is getting them to “jump off” at your stop or to make 
your stop a regular destination.

In this featured article, I want to highlight seven key ways that I generate traffic to my websites. Let’s begin…

By Joel Comm

    Email Signatures
Here’s an easy way to get free traffic. Think of how many emails you send each day. While many of your messages may be correspondence with associates, clients, or prospects, there is a function that is frequently overlooked. And it only takes you sixty seconds to set up.

All email clients allow you to create a signature. That’s the text that automatically appears at the bottom of every email you send. Whenever you create a new email, your computer will automatically insert your signature file in the message.
For example, my current signature says:************************************  Have You Got Twitter Power?  http://www.TwitterPower.com************************************Be sure to take advantage of the white space at the bottom of your email by including your custom signature.

Quick Tip : WiseStamp.com   A Firefox extension that enables you to fully customize email signatures and also link in to all of your social networking sites.  It’s like a business card sent with every email.

                Articles
Syndicating your original articles is a great way to generate free traffic AND increase credibility in your niche. The key is creating original, quality content and syndicating it to the right places.

While there are many article sites on the web, the vast majority of them are riddled with sub-par content. Rather than submitting  your 
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Web Development Outsourcing

Tim Golen,

Software Architect

Develop (no pun intended) 

a good relationship. 

This is absolutely critical. If 

you don’t have a good rela-

tionship with your developer, 

then they won’t like doing work for you and 

you’ll never accomplish your goals. Get 

to know your developer by speaking to 

them on the phone or taking them out to 

lunch. If you get along with them in person, 

then you will have a much better chance of  

getting along with them during the course 

of the project.

Even if the 
developer is 
someone you 
know on a per- 
sonal level, make  
sure you draw 
up a contract 
that both of you 
 sign. This is the  
best way to 
protect the re-
lationship you 
have with your 
developer.

Have a good relationship with  
 »

 your developer.

Maintain open lines of  
 »

 communication.

Be fair and honest. »

Set timelines and guidelines.
 »

Provide motivation and rewards.
 »

Watch your bottom line grow!
 »

Have clear lines of communication.

One of the biggest frustrations that I have 

with some of the projects I’ve been involved 

with is that there is little to no communi-

cation. It’s good to have an online project 

management spot. The developer can post 

demos, questions, and answers, and you 

can post timelines, tasks, and is-

sues. Google Groups or Campfire 

(http://www.campfirenow.com/) 

are good places to start.10 
Tips for Hiring a Developer

From a Developer

To
p

I   have been doing contract development since 2003, and I have learned a  

lot of lessons in that time. Some lessons are from success stories, and some  

are from disasters. By putting them all together I hope to give you some insight 

on hiring a developer and ultimately becoming successful on the Internet.

Be fair and honest.

Fairness is essential to having a good 

relationship. If you treat people fairly, 

then they will treat you fairly in return. 

Be fair with how much you pay them 

and how you pay them. Honesty is also a 

key to having a good relationship. If you 

don’t like the direction the developer is 

headed, then tell them so. Be sure to tell 

them in a way that is not demeaning or 

condescending.

Always
have a
contact.

Developers are people too.

While developers’ brains might operate on a different 

wavelength, that doesn’t mean that they don’t have 

feelings or needs. If a project has been completed but 

something goes wrong with it at 1:00 

AM, you’re going to need to call your 

developer and have him do some more 

work. If you haven’t established a good 

relationship with him, you’ll be lucky if 

he even answers the phone.

The worst thing you can do is to hire a  

developer with no idea of what you want  

to accomplish. I don’t mean technology-

wise necessarily, but from a business  

standpoint. A developer 

isn’t a business consul-

tant, but a manufacturer 

of code. He shouldn’t have 

anything to do with your 

business plans or decisions.

Know what you want.

Get More
We know that you enjoy hearing what Kevin Houchin has to 
say, but did you know that guest features from experts like 
Kevin are just a part of Joel Comm’s Top One Report?

There are 19 more pages crammed with expert advice and 
money-making tips from Joel Comm and his team, waiting to 
be shipped to your door each and every month!  

If you like what Kevin has to say about legal issues, you’re 
going to love what Joel has to say about marketing tips, what 
Dan has to say about traffic and conversions, and what Joel 
Ownby has to say about SEO!

You will find that the Top One Report is carefully crafted with 
one thing in mind… to provide you with the tools, resources, 
and information you need to help you start, grow or explode 
your online business. 

Don’t delay!  
Those in the Top One percent know when to TAKE ACTION!

Here’s what to expect each month:
•	 Full	Access	to	the	Top	One	Network!	

• Over 50 hours of Internet Marketing  
 training videos and tutorials! 

• Professional Networking with the  
 best in the business! 

• Member Forums to ask questions,  
 get answers, and learn from others!

• JV Opportunities with other like-minded  
 entrepreneurs! 

The Top One Report mailed directly to your door,  
with exclusive inside information compiled espe-
cially for you by Joel and his team of executives! 

A Step By Step Monthly Action Plan to 
HELP YOU Succeed Online!  

We’re so confident you’re going to love the  
Top One Report, we’d like to send you your  
first issue ABSOLUTELY RISK-FREE!  

Click below to get started today!
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