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The power of

By Kevin E. Houchin, Esq.

hatif 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
difterences? 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:

.R.’ Action Steps

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.

—PART 1

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.

“The most profound choice in life is to either accept

things as they exist or to accept the responsibility

for changing them.”

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
dois 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
asmall question, it has huge consequences.

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. T 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
youTe willing to solve.

— The Universal Traveler by Don Koberg & Jim Bagnall

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.

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.
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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. @

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
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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:

e Full Access to the Top One Network!

e Over 50 hours of Internet Marketing
training videos and tutorials!
e Professional Networking with the t

best in the business!

* Member Forums to ask questions, 3
get answers, and learn from others! ‘

e )V 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!

(__SIGN UP NOW_
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Talks Money

Cash in on Profit-
Building Conversations

| Outsourcing

Get Bigger Returns
Create Financial Freedom p.5
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Accept to Excel 0.6
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