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Randy Gage 
For more than 20 years Randy Gage has been helping people shatter 
limiting beliefs to achieve success and prosperity. He helps people uncover 
subconscious programming that causes them to sabotage their own 
success, and replace it with belief that allows them to succeed. Randy 
teaches others how to harness timeless spiritual principles to manifest 
prosperity in life. His "Deepak Chopra meets Dennis Miller" style offers 
straight talk on what it takes to make it today. The lessons he teaches are 
the result of his own journey from high school dropout to multi-
millionaire. 
 
Randy is the author of eight books and dozens of audio and video 
resources on success that have been translated into more than 25 
languages and sold millions of copies around the world. He splits time 
between Florida and Sydney, and his hobbies are softball, car racing and 
Sci-Fi. 
  

Voiceover This is Business Reimagined. Every week, we talk with thought 
leaders and revolutionaries who are bringing innovation to their 
industries, like today's guest, Randy Gage. 

RANDY 

 
How do you avoid being delusional? That may not be the right 
approach there. The correct approach may be what is the value of 
being delusional? 

Voiceover This is Business Reimagined with Danny Iny.  

DANNY 

 
Randy Gage is an internationally-renowned speaker and expert on 
prosperity and living rich, the host of Prosperity TV, and the best-
selling author of multiple books, including Why You're Dumb, Sick, 
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and Broke, and How to Get Smart, Healthy, and Rich, and Risky is 
the New Safe. A specialty of his that we dig into in this episode is 
cultivating the mindset that enables and attracts prosperity that 
Randy learned from experience. He had it very tough and started out 
with the same negative way of thinking that he helps people turn 
around today. 

RANDY 

  
I grew up poor. I had a single mother who raised three kids by 
herself, knocking on doors selling Avon. We were poor, and we didn't 
have nice vacations and nice cars. I shared a bedroom with my 
brother, and my sister shared a bedroom with my mother. The four 
of us shared a bathroom. It's fascinating to me. I'll see celebrities 
being interviewed on TV, and they'll say something like, "We were 
poor, but we just didn't know it." I was like, "Seriously? Because I 
was poor, and I knew it." I hated that, and that drove me. I said to 
myself, "I'm going to be a millionaire." The funny thing was I always 
told myself - I used to affirm this - that I'd be a millionaire by the 
time I was 35 years old. When did I become a millionaire? At 35. 

DANNY But it was a long way from barely scraping by to becoming a 
millionaire. Randy had some very difficult lessons to learn, and a lot 
of self-improvement to do, starting with the very foundation of his 
belief system. 

RANDY 

 
I had this entitlement mentality, this victim mentality. For instance, 
people who know me know my story. I was actually in jail at 15 years 
old for burglary and armed robberies. That was me acting out against 
society that, "Hey, these rich people have so much money. They don't 
need it. This drug store makes thousands of dollars a day. I just need 
a few hundred dollars. They have extra money. They don't need it. I 
need it. It's only fair." So I went and robbed those places. That's total 
victim mentality. That's total entitlement mentality.  

DANNY That mentality plagued him for years. He didn't go back to prison, 
and opened his own business, but Randy still suffered from a self-
defeating attitude. It literally ruined him. It wasn't until he lost 
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 everything that real change began. 

RANDY 

 
It started when I was driving up I-95 in the borrowed car of the girl I 
was dating at that time, crying to myself, trying to figure out how I 
would call my mother and tell her that my restaurant had been seized 
by the IRS and that the one guy in my family who had ever been an 
entrepreneur and opened a business and been successful was now an 
abysmal, absolute, complete, utter, and total failure. Looking for a 
job, trying to borrow money, trying to decide not to kill myself, 
sitting up at night until 3 a.m., at least until I had to sell my TV, but 
sit up at night watching late-night infomercials from Tom Vu on how 
to buy real estate with no money down. He'd be like, "You there, 
sitting on the sofa. It's 2 a.m. Your wife's asleep. Your baby's asleep. 
You a loser. If you don't buy my program, you deserve to be broke." I 
was like, "Oh my God. If I just had the $199 to buy his program, I 
could turn my life around."  

Of course, then eventually, I had to sell my sofa, so I wasn't on the 
sofa anymore. Then, the last thing that goes, of course, is always the 
TV because your TV is your escape from reality. Eventually, I had to 
sell the TV. That was probably a really good step for me because then 
I didn't have any of that negative programming and I just did more of 
the positive programming stuff.  

DANNY With absolutely nothing to his name, and realizing that Tom Vu 
couldn't change his life for him, Randy sprang into action. He got a 
job as a fry cook and began taking courses at a nearby college to 
pursue writing. That was only part of it. The real change came in 
Randy's mindset. 

RANDY 

 

That's when I began that study in prosperity. The book Prosperity, by 
Charles Fillmore, who was the co-founder of the Unity Church with 
his wife, Myrtle. That opened up my mind to this other possibility of 
being a victim versus being a victor. I said, "Hey, I want to be a 
victor. I'm tired of being ... I've been a victim for 30 years now, and 
I'm tired of this. It's time to move on." That's the biggest mind shift 
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that has to happen is you ... Because we've all got our stories. We all 
hold onto them. "Oh, my ex-wife. Oh, they're dogging me for child 
support. Oh, the government. Oh, my cheap boss. Oh, the economy." 
At some point, you just got to say, "That other stuff doesn't matter. I 
create my own economy. I create my own success. I create my own 
prosperity." 

DANNY On one level, that makes perfect sense, but on another, it sounds a lot 
like trying to will your way into a better life rather than taking action. 
That wasn't Randy's path at all. 

RANDY 

 

There's so many people who think the law of attraction is you sit 
home and think about your Lamborghini until it rolls up in the 
driveway. I never bought into that kind of nonsense. I bought into 
that you grow yourself, and you find ways ... When anybody comes to 
me now, and they say, "Well, I'm broke. I'm distraught. I'm just 
starting out. Where to I begin?" I say, "Look for problems." The 
secret to success is very simple. It's not easy, but it's simple. You tell 
me who is your target market? Who is the best prospect for your 
product or service? Whether you tell my that's HR professionals at 
companies between one and five million dollars, or you say car 
dealerships that have at least 30 salespeople, whatever.  

Tell me who your target prospect is, and then tell me the three things 
that keep them lying awake at night. If you can tell me the three 
problems they have that keep them lying awake at night, you know 
the path to prosperity. Because anything you can do to solve any one 
of those three problems, they will joyfully, gratefully, lovingly crawl 
naked over broken glass and throw money at you to make those 
problems go away. Like I say, it's not easy, but it's actually quite 
simple. The thing with money, there's so much emotionalism about 
money and so many misconceptions about money and so many 
negative memes and programming about money.  

If we get down to the real practical application, I always said, almost 
nobody really wants money. Because if they really wanted money, 
they would keep it. Whereas, look at most people that as soon as they 
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get money, they trade it for the things they really want. They want 
the new download from Taylor Swift. They want the new concert 
tickets to the Aerosmith concert. They want the new Toyota. They 
want the new HD wraparound eight-foot-wide high-definition 
television. Soon as they get their paycheck, they trade it for the things 
they really want. When you can help them add value or solve a 
problem, they're happy to trade their money for you because they 
don't really want the money. The money is just the conduit they use 
to get the things they really want.  

What people desperately want more than anything else is to solve 
their problems, the things that keep them lying awake at night. As 
entrepreneurs, and I know everybody who listens to your podcast is 
an entrepreneur, this has to be our mantra. Who's my target market? 
What are the three things that keep them awake at night? How can I 
help solve any one or all three of those problems? If you can do that, 
then you'll never be at a loss for business again. You will always have 
a steady stream of prospects coming in to you inquiring about your 
product or service.  

DANNY In this path of, over the course of several years, you immersed 
yourself in the study of prosperity. You started writing, started, I 
guess, bringing in a little bit of money from the fry cook thing. You 
started speaking. One thing led to another, and it ratcheted itself up. 
Can you remember was there a moment when you were like, "Wow, 
this is working. I'm on the horse again"? Was there a moment you 
can remember? 

RANDY 

 

Yeah. It was two years in. I woke up, I wasn't a millionaire yet, I 
wasn't rich yet, but my life was working. I think there's a tipping 
point for prosperity consciousness where if you start out like me and 
you're in poverty consciousness, you always expect bad things to 
happen. When good things happen, you always expect the other shoe 
to drop. You start to be successful, you find a way to sabotage it 
because you don't think you're worthy of that success. No matter, 
even if you win the lotto, then you turn into a coke addict, and you 
piss all away. If you have a successful business, you sabotage it, run it 
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in the ground. Or you kill your marriage, you destroy your 
relationships, you destroy your health.  

All that stuff goes back to core foundational beliefs that you're not 
worthy. That's negative programming. That the memes that we buy 
into. There's so many negative memes about money. "Money is bad. 
Rich people are evil. It's spiritual to be poor. It's noble to be poor. 
You got to sell your soul to be wealthy. You got to be a bad mommy 
to be successful to be successful in business. You got to be a bad 
daddy to be rich." All those kind of things.  

There's millions of negative memes about money and prosperity 
circulating out there. If you buy into them, you're always sabotaging 
yourself because you don't think you're worthy or you don't want to 
become ... In my case, I didn't want to ... I hated rich people because 
I was very jealous of rich people growing up. Even though on this 
conscious level I was trying really hard to get rich and I said I wanted 
to be rich, on the subconscious level I had this programming that 
says, "If you keep doing what you're doing, you're going to become 
one of those evil, mean, nasty rich people. You don't want that to 
happen to you, so you better sabotage what you're doing right now." 
Of course, I did for 30 years. That's really what that whole losing the 
restaurant was about. It had nothing to do with the IRS or the 
government or the economy. It was just me sabotaging myself 
because I didn't think I deserved to be rich.  

What happened at that two years is I got to the tipping point where 
I'm doing this programming every morning. I'm trying to think 
positive, and I'm trying not to expect bad things to happen. I'm 
trying to accept when good things happen and say, "Oh, that's good. I 
deserve that. Nobody's going to find out that I got it or come and try 
and take it away from me." I got to the tipping point where 
50.00000001 percentage of my thoughts were positive instead of 
negative. When you can ... It took me two years of very intense 
programming to get it because I was so immersed in victim-hood, so 
immerse in poverty consciousness. It took me two years. A lot of you 
people listening to this right now, you could get there a lot quicker. I 
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was just so far away from that.  

What happened in that two years of self-development is I got to the 
point of that tipping point. Because now, when you're at 
50.000000001, you expect something good to happen. Then, a week 
later, you're at 50.5% positive and 50.9% positive, and then three 
months later you're 54% positive thoughts. I feel like now, I'm 
probably at 97% positive thoughts. Probably have 3% of the time 
where I could ... Well, let me not affirm that, but in the past 
[00:14:00] up to this moment, there might have been 3% of the time 
where I could slip back into that victim thinking or the negative 
belief or expect that something is going to fall apart or get taken away 
from me or won't work out.  

Whereas now, when I go to the ... I got a softball game tomorrow. I 
will get in the car, and I will be driving to the park, and I will be 
expecting to go five for five. If I get up the first time and I scorch that 
ball and it goes right to the third-baseman and he catches it and I'm 
out, I'll say, "Wow, that's weird. How lucky that guys is. He was 
standing there and that ball went right into his glove." Because I 
expect to go five for five tomorrow. I expect when I launch a new 
business venture, it's going to be successful. I expect when I wake up 
and start my day, it's going to be an amazing day. When you get to 
that mindset where you're just past that tipping point where once 
you get over the 50%, now you're rolling this snowball down the hill 
instead of up the hill.  

DANNY Randy, I've got a couple of questions about what you've just said. The 
first, you said almost like a throw-away on the conversation. You 
were going to say something. Then you said, "Well, let's not affirm 
that," and said something else. I've seen and heard you do that 
before. When you say, "Let's not affirm that," what's going on there? 

RANDY 

 

Again, I know so much about how we program our subconscious 
mind. If you say, "Well, the good guys are all married or single." The, 
"I'm always a day late or a dollar short." Or, "I'm always the last ..." 
Whenever you say that, anything like that, you program in your 
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subconscious mind. If you say, "I'm a horrible dancer," well of course 
you're going to be a horrible dancer [00:16:00] because that's what 
you're programming into your subconscious mind. If you say, "Well, 
every time I try something like this, it never works out," well of 
course not because that's the belief that you're anchoring in your 
subconscious mind.  

What I was about to say was, "3% of the time, I had negative 
thoughts," but I caught myself and immediately said, "Cancel, cancel, 
cancel." Because I don't want to affirm that because I want to get to 
the point where I never have a negative thought. Instead of saying, "I 
always get into negative dysfunctional relationships," it's much better 
if you say, "In the past, I've always got into negative dysfunctional 
relationships." Or, "In the past, I was an alcoholic." Or, "In the past, I 
was an addict." You don't affirm the negative thing. You accept it. 
You say, "Okay, that was the truth. That was the way I was up to this 
point, but I don't want to take that forward."  

DANNY As you said, you expect good things to happen. You expect the 
positive. How do you do that without being delusional? Interestingly, 
it would seem to me that the people who talk a lot about prosperity, 
they fall into two camps. There is the people who they're rich, they're 
successful, and it almost sounds like that's how they - I'm playing 
devil's advocate on behalf of some listeners - it almost sounds like 
that's how they're rationalizing their success. Then there's the people 
who are in a terrible situation, but they're clinging to the hope. The 
challenge is that they often sound like they're being a little bit 
delusional. You're clearly not. You said, "When I start a new business 
venture, I expect to be successful." At the same time, my impression 
is you're open to the possibility that it's not working out and you've 
got to do something else instead. How do you strike that balance? 

RANDY 

 

There's two answers, two lines of thought to the ... Because this is a 
really valuable question that you just asked. The first part is how do 
you avoid being delusional? That may not be the right approach 
there. The correct approach may be what is the value of being 
delusional? Because when I was 15 years old sitting in a jail cell for 
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armed robbery, and I said, "I'm going to be a millionaire by the time 
I'm 35 years old," that was delusional. But it was delusional in a way 
that served me.  

When I get up and I'm driving to the park tomorrow and I say I'm 
going to be five for five, that's delusional. Because the truth is I'm 
leading the team in batting average, I'm batting 856 for the season so 
far, and tomorrow is the last week of the season. Through 15 games, 
I'm batting 856 as my batting average, which is amazing, but it 
means I didn't bat a thousand. Obviously, every day that I've gone to 
the park and expected to go five for five, some of those days I was 
delusional. But it's delusional in a way that serves me because I'm 
setting that intention, and when you set that intention you program 
your subconscious mind for that outcome. When your subconscious 
mind is programmed with something, it doesn't doubt, it doesn't 
argue, it doesn't analyze. It's going to cause you to take daily actions 
that move you closer toward whatever the outcome it's been 
programmed to do.  

If I say, "I can fly. I can defy the laws of gravity ..." I'm up on the 
22nd floor is where my condo is here in southern California. If I go 
out to my balcony and say, "I can fly," I'm delusional and I jump of 
the balcony, I will be dead. That's delusional in a bad way. But if I'm 
delusional in a way that serves me, I expect that my business 
ventures will be successful. Here's the other thing, and this is why I 
say it's a two-pronged ... Because I love this question. I love where 
you're going with this. You want to be delusional in a way that serves 
you, but you still [aren't 00:20:28] grounded in reality. I'm an angel 
investor. If you look at the mega-hits like Uber and Facebook and 
Twitter, the cataclysmic success stories, for every one of those there 
are millions of other ventures that never took off.  

If I write a check to 20 companies, I know that 20 companies aren't 
going to be successful. I'd be an idiot to think that those 20 ventures 
are going to be successful. But I also know that if one of the 20 take 
off and is a really big hit, that'll make up by a hundred, a thousand, 
by ten thousand, by 100 thousand the 19 that didn't. That's okay, and 
those are not failures. The problem people run into, they ... If I say, 
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"What is the opposite of success?," 99% of the people will say, 
"Failure." But failure is not the opposite of success. The opposite of 
success is mediocrity. Failure is actually part of the success process.  

You write the check to those 19 other angel investments that don't 
work out, and that takes you to number 20, which does work out. 
You create two, three, five products, and one of them becomes a 
mega-hit. The ones that don't, you test, you track, you modify, you 
learn from your mistakes, you see what you need to do different, and 
you understand that obstacles and challenges are just the stepping 
stones that allow you to learn new skills, modify your behavior, 
develop your character, gain confidence, and become the person who 
is deserving of the ultimate success. 

DANNY I'm just reflecting back what I'm hearing, and I want you to tell me if 
this makes sense. It sounds like the kind of delusions that might 
serve you are about expectations of what might happen in the future, 
as opposed to things that will influence your decision-making in the 
present. If you've got a lottery ticket, expecting it to be a winning 
ticket is constructively delusional, let's say. Whereas making the 
choice to go and buy a lottery ticket because, yeah, that's going to 
win, that's not a constructive delusion. Am I reading this right? 

RANDY If I use the lottery example, gambling is not a prosperity thing 
because it's no value created by that. When I look at gambling, it's 
solely an entertainment thing. If I go to Las Vegas, I'll say, "Okay, I 
got $10,000 I want to gamble with," I just assume the 10,000 is gone 
when I put it on an account with the casino. That's my entertainment 
for the weekend. If I happen to win 60,000-odd of it, great. That was 
just a fun bonus, and the entertainment paid off. If I say, "I can 
create a living by gambling in Las Vegas casinos," now I'm just being 
delusional because the odds are stacked against you there. The 
lottery ticket's a tough analogy because that's ... obviously, somebody 
always wins, but the odds of you winning are in the hundreds of 
millions to one or 13 million to one or whatever it is. 
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DANNY What's a better analogy? 

RANDY A better analogy is I'm expecting success, but if the success doesn't 
happen in this go-around, it will still take me one step closer to the 
plan that will take me to success. 

DANNY Do you ever encounter resistance to ... Yeah, you talk about this. You 
teach about this. You've written books about this. You speak on 
stages about this. Do you encounter resistance? Do people hear this 
and be like, "Oh, the skies have parted and I see the light," or are 
people not quite as receptive? 

RANDY   The people who come to my seminars or read my books or get on my 
blog or my Periscope, they're receptive to it because they found their 
way to me. I'm sure there's millions of people that are not receptive 
to it at all and think I'm crazy, but I don't travel in circles with those 
people. I'm not out there trying to sell them or convince them or 
convert them. I've never been one of these authors or speakers who 
say, "I have the secret formula for success, the no-fail thing. Send me 
this check and I guarantee results." What I've always said is, "I'm just 
a guy who made a lot of mistakes, and I've learned along the way, and 
I have things going on pretty good right now."  

I live in beautiful homes. I drive beautiful sports cars. I made a 
fortune. I've got my wonderful health. I've got wonderful 
relationships. I've got a strong spiritual grounding. My life is working 
really ... It's pretty good to be me at this point in my life, so I'm just 
sharing what works for me, and I'm sharing what doesn't work for 
me. Because, you know. You've read my blogs and seen my 
Prosperity TV channel and stuff. When I mess up, I mess up, and I'm 
the first to, "Oh, here's something I tried, and it failed miserably, but 
here's what I learned from that, and here's what I'm going to do 
different the next time."  

Whenever you read a book by me or anything from me, you're just 
getting my up-to-the-second, "Hey, here's what's working or not 
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working for me right now. Here's what I learned from it, and here's 
how you can apply it in your business or in your life." I don't claim to 
be the all-perfect, all-seeing, all-knowing psychic hotline. I just say, 
"I'm a pretty successful entrepreneur, and here's some things I 
learned for manifesting prosperity and success in your life." I share 
them with that attitude. 

DANNY That	  was	  Randy	  Gage	  sharing	  his	  unique	  and	  powerful	  story	  and	  affirming	  
your	   freedom	   to	   think	  more	  positively	   today	   than	  you	  did	  yesterday	  and	  
continue	   that	   trend	   towards	   a	   mindset	   that	   enables	   you	   to	   build	   the	  
prosperity	  that	  you	  truly	  seek.	  To	   learn	  more	  about	  Randy's	  work,	  search	  
for	  his	  books	  on	  Amazon,	  look	  up	  "Prosperity	  TV"	  on	  YouTube,	  or	  visit	  his	  
website,	  randygage.com.. 

Voiceover We love hearing from you. Your feedback makes this podcast even 
better. Take a minute to rate us on iTunes and leave a review. Each 
week, we'll share what one of our reviewers has to say. 

DANNY Today's reviewer is Steve Gordon, who says, "I've known Danny for a 
while, and I always appreciate his ability to see around corners and 
think ahead of the pack. This podcast is some of his best work to 
date. Subscribe now. You'll be glad you did." Well, thank you, Steve. 
It's great to know that you're listening to the show and really 
fantastic to know that you're really enjoying it.  

Voiceover This has been Business Reimagined with Danny Iny. Join us next 
time as we talk with Tracy Matthews. 

TRACY	  MATTHEWS It felt like a huge risk at the time, like I was taking all of this 
momentum that I had built and just throwing it in the trash. But 
what it really allowed me to do is to take a step back and evaluate 
what was important to me so that I could be of better service to the 
people that I was working with, or my clients, and really build my 
business or rebuild my business or reimagine it, however you want to 
say, in a way that was in alignment with what made me feel good and 
authentic as a designer and as a business owner in a sustainable way 
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that was going to be much more profitable for me. 

Voiceover Learn more about us at Firepolemarketing.com 


