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Introducing a revolutionary 3-Step Branding System for sustainable growth...
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Share Your LOVE & HAPPINESS to
 Attract Those Who Are Ready To Buy

By

Dr. Joe Vitale

Foreward by Dr. Ben Mack; Afterword by Craig Perrine

“I awaken each morning with gratitude...
Our last hours will be all the more sweet
if with all our faults we can feel assured
that world is better and happier for us having 
lived in it.” ~ P.T. Barnum
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Recommended Reading by Dr. Vitale

First, thank you for your interest in Awakened Branding. Learning about it  
certainly awakened me to a few things I had not realized. Some I knew, 
some I didn’t, but I didn’t put it all together in the same way until now.

In this book I refer to some of the material found in a few of my other books. 
While you don’t have to have read them to understand the essence of 
Awakened Branding, I do think that reading them would help. 

And they are good ones to read, if I may say so, on their own. Yes, I did 
write all of them, so it may sound somewhat self-serving and if I need to 
apologize about that then I will do so now. 

But since I did write them, it makes it really easy for you to find them in 
stores or Amazon or wherever you buy your books. Since they are listed by 
the author’s name, just look under “Vitale.” See how easy I have made that 
for you?

In any event, here is the list:

Hypnotic Writing

The Attractor Factor

Zero Limits

Meet and Grow Rich

“The Power of Outrageous Marketing”

I don’t refer to The Key in Awakened Branding, but it helps clarify some of 
the thoughts in The Attractor Factor and would also make an excellent 
addition to your library.

I love you. Please forgive me. I’m sorry. Thank you.*

- Dr. Joe Vitale

* From Zero Limits
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Foreward by Dr. Ben Mack – http://AwakenedMastermind.com

Have you ever met a man who emanates beautiful radiance so powerfully that his 
warmth and levity is felt through solid walls and even around the world? Dr. Joe 
Vitale is such a man.

Some of my best friends are skeptics. What tickles me from the inside out is 
watching a rational friend discover the profitable applications of the walking miracle 
my friends and I call “Mr. Fire.” We call him Mr. Fire because he is a modern day 
Prometheus. Joe lights our fire. 

I am honored to join you today on the journey Joe has illuminated for us here in 
Awakened Branding. I was invited to write this foreward because Joe showed me 
how to really use a tool I had created, a legendary platform I call “A Branding Story 
Board.” I showed Joe this construct at his Awakened Millionaire Seminar and I told 
him I felt stuck. Joe said that he and his friends could really help me with this.

You see, Joe teaches how to make ideas fly on the wings of love and light in an 
enlightened approach to marketing and advertising.

What you are about to read is the gift Joe shared with me, his secrets to breathing life 
into his ideas, helping his products take on an “attractor factor” life of their own, 
where an ongoing buzz brings ongoing revenue to all of his business partners.

Joes’s ideas are about to levitate you to magical places that Dr. Joe Vitale and P.T. 
Barnum guarantee will bring you the wealth or fame you desire.

- Dr. Ben Mack
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Dedication to a Brave Boy

A brave 6-year-old-boy is the inspiration for Awakened Branding. This boy
was in the front row of a progressive Puppet Show that ended with the lead 
Prince Charming puppet on the right which said, “I'll share with you a vision 
of love. If we spent as much money feeding and clothing the poor of the 
world as we do on fighting each other, we could all live in abundance and 
we can explore space together, both inner and outer, forever in peace.”

Our 6-year-old-boy’s mom said, “Having everybody love each other would 
require a miracle.”

In reply our brave young hero said, "That would be a miracle I can believe 
in."

To this mysterious young man, whose name is never likely to be revealed to 
me, I am using this book to say, “Thank you.” Thank you for your faith in 
the power of Love. I love you, too. I love you young man.

Young man, in case you ever read these words, I want you to know this...

“More persons, on the whole, are humbugged by believing in nothing, than 
by believing too much.” 
~ P.T. Barnum

P. T. Barnum is a hero to Dr. Joe Vitale and many others and it is for you, 
young friend, that I have asked Dr. Vitale to begin each chapter with 
appropriate quotes from P.T. Barnum. 
                                                                           - Dr. Ben Mack

Our hero said, 
"That'd be a miracle 

I can believe in."
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                    Chapter 1: Manifesting with Love

“Those who really desire to attain an independence, have only to set their 
minds upon it, and adopt the proper means, as they do in regard to any other 
object which they wish to accomplish, and the thing is easily done.”
~P.T. Barnum

Love is the answer. Here’s what I know to be true: with enough love we can 
solve the world’s needs. 

If you want to make more money, serve more people. 

If you want to make A LOT MORE MONEY, do it with MORE LOVE (or 
FEAR). 

I must tell you though, that I see enough fear in the world and the old school 
methods of inducing sales by utilizing pain is not what the world needs. 

Instead, I see an awakened state that once tapped into, will channel 
newfound riches into your bank account. These methods work for me and 
for thousands of my students.

Within these few pages I am going to reveal a secret to my success that I 
have never done before. When asked recently what I saw as the secret to 
success I heard myself say “love.” That was the Divine speaking through 
me. As I have mentioned in some of my other books, the power that I call 
the Divine may have a different name to you. God, the Universe, Allah –
regardless, it’s the power above us all. 

I wasn’t conscious of my answer until after I heard the word “love” come 
through my lips.

I know I have a different relationship with the miraculous than most. 
Perhaps that’s why I have so many bountiful miracles appear in my life... I 
am ready to receive what the Universe chooses to give me.

I’ve learned to savor these satori moments (that is when your mental light 
bulb turns on), when the Universe speaks through me. At my Awakened 
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Millionaire Seminar in Austin, Texas, a student asked me what was the 
greatest secret to my success. My answer? 

“Love.”

Love is the answer. Love has been the secret key to my success. 

If these ideas don’t appear to make a lot of sense to you, keep reading. I 
think you will understand it soon.  My mental light bulb about this didn’t 
just blink on overnight, either. It took awhile, but as I understand more about 
how the Universe operates, my light comes on faster, brighter and stays on 
longer. So stick with me here, you’ll see.

In the meantime, I’m sorry. Please forgive me. Thank you. I love you.
(And if you are wondering about those phrases, you haven’t read my best 
selling book, Zero Limits. I highly recommend that you do).
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Chapter 2: Your Customer is Your Hero

“Every crowd has a silver lining.”
~P.T. Barnum

Think of your customer as your “love star.”

Think of ways to show how your customers are heroic. That is, where your 
product or service happened and helped them become your heroes. 

When you write to or about your customer:

1. You demonstrate your love for your customers by authentically 
serving them. 

2. You tell success stories (or testimonials) about how your customer 
became your hero. 

3. You show how every touch with your customer can better reinforce 
your love for your customer.

Awakened Branding is about serving more people. That’s how you will 
make more money. I want you to see this eBook as the business 
communication companion to my best-selling book The Attractor Factor.

Your business is not about you. My business is not about me. Our business 
is to serve each other. I have found that to the extent I align myself with this 
purpose, that magical things keep happening all around me. I call them 
miracles. 

What I have also observed is that the more consistently I work with this in 
mind, the more consistently miracles appear all around me. Branding may be 
the missing piece in your business to bring a loving and gentle consistency 
to all your communications. 
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To all my students who have ever said they felt like they needed focus in 
their business life, I now have identified the simplest tool I have ever seen to 
harness and focus the magical energies that surround and envelop all of us.
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Chapter 3: How Money, Branding and Hypnotic Writing Work                  
Together

“Money is in some respects life's fire: it is a very excellent servant, but a 
terrible master.” 
~P. T. Barnum

Branding that isn’t profitable isn’t branding, it’s a mistake. Branding works 
like Karmic glue, binding you to your customer for the long run. 

Branding creates a sort of emotional bank account where you deposit good 
will and loving ideas which will entice prospects and existing customers into 
a long term business relationship with you. 

When it comes to manifesting money, you want to get really clear. My book, 
Zero Limits, is written about how to get clear in detail. It is an essential step.

The backbone to my marketing confidence comes from one of my other 
books, Hypnotic Writing, where I detail my profitable writing skills. It’s at 
your favorite bookstore – or mine, which is Amazon. 

Let’s talk about hypnosis for just a moment to clear up any questions you 
may have. Some people associate hypnosis with something wrong or evil. 
Nothing could be further from the truth. Let me explain.

Hypnosis can be induced by an in-person procedure, known as a hypnotic 
induction, a series of preliminary instructions and suggestions. The key to 
successfully implanting hypnotic suggestions is to clearly ask for a single 
action.

It may be delivered by a hypnotist in the presence of the subject ("hetero-
suggestion"), or may be self-administered ("self-suggestion" or 
"autosuggestion"). The use of hypnotism for therapeutic purposes is referred 
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to as "hypnotherapy." A skilled writer can use words and phrases that can, if 
not actually hypnotize someone, entice them to make a purchase.  

It would need to be something they actually want to buy, but they might just 
need a little mental nudge to click on the “Buy Now” button in their mind.  

The words “hypnosis” was coined by the Scottish physician and surgeon,
James Braid, in 1841 to distinguish his theory and practice from those 
developed by Franz Anton Mesmer and his followers who carved out the 
field of "Mesmerism" and "animal magnetism." 

In our context, hypnotism is the gentle art of entrancing or leading your 
reader into a buying trance.

Probably because of television shows, many people believe that a hypnotic 
trance resembles sleep. And while it can, the hypnotic suggestions you can 
use in your communications with your prospects and customers is anything 
but that. As you must know, reading requires a wakeful state of mind. 

We seek to achieve a focused attention that will diminish peripheral 
awareness and create a state of mind of heightened suggestibility. 

We want them to want to buy – preferably from you.

Hypnotic Writing and Awakened Branding respects the best interests of your 
customers. 

Here’s a little known secret about hypnotic writing: what you feel on the 
inside comes out through your writing. If you are feeling unresolved money 
or prosperity issues while you are writing, your reader will pick up on that 
same feeling. 

From my experience, please let me suggest that’s not a good time for you to 
write a hypnotic sales letter. Put your pen or keyboard away, go get your 
mind cleared out and come back later. Your work will be much better that 
way.

Be happy now. Awakened Branding is an especially powerful approach to 
marketing which literally is an extension of who I am. This approach to 
marketing works for marketers whose products and service enhance the lives 
of others.
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What you are learning about writing now may be a mental shift for you. 
That’s a good thing. Good for you. Good for your prospect or customer. 

Your brand is not your logo. Your brand is not your color pallet. Your brand 
is something your customer feels about you and about your company and 
your products. We call this feeling your Brand Essence.
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Chapter 4: Brand Essence and a Traditional Three Step Process

"Work at it, if necessary, early and late, in season and out of season, not 
leaving a stone unturned, and never deferring for a single hour that which 
can be done just as well now." ~P.T. Barnum

Repetition of a single point is a key to effective hypnotic suggestions. You 
will reinforce a single idea in gentle ways. Don’t be afraid to repeat key 
ideas verbatim. Use the same words each time.

What is a Brand Essence? It is the feeling your customer gets when your 
company comes to mind. It is the essence of your named product or service.

This is important, so again, your brand is the feeling that surrounds your 
named product or service. Your brand’s good will correlates directly to your 
ability to make your brand say, “You are my hero and I love you.”

Here is a great example:

When a friend or family member has a cold, which would you buy them: a 
generic cold medicine or one with a name brand? 

Among those who would buy a generic cold medicine for themselves, more 
than 70% will pay a premium for a name brand cold medicine for a friend or
family. 

Why? Because the brand is part of the gift. Because when you buy 
somebody a branded product for a loved one, the brand of the product is part 
of how we say, “I love you.” 
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Your Brand Essence says, “I Love you.”

Every branding system in the world, that I’ve seen, boils down to the same 
simple 3-Step Branding system that Dr. Ben Mack wrote about in his book, 
Think Two Products Ahead and is used here with his permission. 

This simplification was like a satori moment (my mental light bulb went off 
again!) where suddenly I was able to see a secret to my own success 
illuminated like I had never seen before. 

I finally saw that what I thought was the secret sauce to branding had often 
been dressed up into a complex proprietary branding mechanism. I then 
realized that branding was actually easier and far simpler than I had 
imagined.  Suddenly I saw the secret to my own success.

What I realized is that we feel the energy that brand managers pour into their 
brand. You can feel the essence of a product or service that is designed, 
produced and delivered to you with love. You can feel that loving intent.

What we focus on expands. When you focus on love, you expand the love in 
your customer.

Awakened Branding expands your customer’s awareness. When you share 
with your customer what you love about your product or service, you are 
directing their focus. What we focus on grows. When we get them to feel 
that love, our business grows along with it.
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Chapter 5: The Missing Piece – Profitable Philanthropy

“Without promotion something terrible happens... Nothing!”
~P.T. Barnum

When you create engaging and loving fun, you will often attract media 
attention. The reason for this is that they report so many negative news 
stories, they really love to find fun spectacles. So when you produce and 
create a fun event, you are giving the community and the world life 
enhancing energy.

So, the first approach to promotions is to create a loving and fun event where 
you engineer a profitable backend. Lest you get the wrong idea, let me 
explain what that “profitable backend” term means. In abbreviated terms, it 
means you give a little here and now to get more later. You put on a free 
event today so you can sell your product tomorrow as a result of the good
will you gave on the front-end. Does that make sense?

You look for a Win-Win co-promotion with a hypnotic story.

When you have a profitable back-end you can then afford to purchase traffic 
or set up joint ventures. You might even pay a promoter to help you and 
offer them a percentage as a commission for sales you may never have 
gotten otherwise. 

You give now so you can get later. Got it?

Take a close look at your business. Could you be missing a piece of your 
profit puzzle? Perhaps you haven’t enjoyed the sales success you thought 
you would have. Identifying your missing piece is the job that a brand 
strategist or business coach can help you with. 

Successful entrepreneurs are often members of mastermind groups. I suggest 
that if you want to learn how to get publicity, then you need a mentor. Ask 
around or see if you can get one to join your mastermind group. 
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By the way, I, along with Bill Hibbler, wrote about mastermind groups in 
our book, Meet and Grow Rich. That’s another book that belongs in your 
library. 

Mastermind groups help entrepreneurs as they experience the challenges that 
face any business owner. From branding questions to hiring employees, 
joining or forming one can speed your success greatly. P.T. Barnum might 
have shouted, “Read all about it!” as he held up Meet and Grow Rich.

One area where mastermind groups can help is a common one for those who 
are starting out. Many new entrepreneurs lack a proven profit plan or a 
profitable distribution network. Often they don’t have a customer list and 
they don’t own a sales force. 

I’ve been there, too.

And you know what? That’s not the end of the world. You really can fix 
that. Use all your knowledge, add all the knowledge you can learn from 
others and multiply it with the power of love.

And don’t forget to give, too, so that you can get. Got it?
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Chapter 6:  Awakened Branding: The 4-Step Branding System

"The truth is, the more kind a man is, the more generous will be the 
patronage bestowed upon him."
~P.T. Barnum

The New 4-Step Branding System...

Have you ever heard of a Love Story Board? I learn new things every day 
too, so let me introduce you to a fascinating new way to learn how to 
communicate to your prospects and customers.

Your Love Story Board lets your audience see a life changing dream that can 
stir their blood.

To do this, you need a dream that stirs your own blood in order for your 
spiritual marketing to go full throttle. You are about to become an even more 
articulate, passionate storyteller. As an entrepreneur, you already have the 
passion. You likely could benefit from focus and clarity.

I suggest you read these next words carefully and perhaps repeatedly,
because you need to get clear on this. 

I’m not asking you to be a showman. You don’t have to be as dramatic as 
P.T. Barnum or Houdini. However, if you want to attract public attention, 
using the steps in The Attractor Factor, of course, you will need to generate 
some life enhancing, loving ideas. And you don’t need to aim them at the 
entire general public like P.T., just your own market.

Awakened Branding is telling a love story again and again and again. You 
have different characters and various products and you are repeatedly telling 
your customer that you love them.

Customers may not know you so you may want to demonstrate your love 
instead of using the word “love.” 

Here’s the map of the 1-Page Business Communication Plan that will 
simplify your communications and can direct your business in the form of a 
story outline... I like to use show business tools so I call this a Love Story 
Board…
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Awakened Branding builds your wealth by constructing your 
communications to tell your love story to the folks most interested in 
learning about your products and services. 

This is a complete business plan on a single piece of paper.

Your Love Story Board uses the output of a 4-Step System that you’ll find 
easier than you may think.

Your Awakened Brand is a vibrant, living, growing enterprise, spreading 
love. 

Don’t be deceived by how simple this new technology will make branding; 
the genius of this tool is the simplicity because now you can simplify what 
you focus on to make fewer things grow stronger, focusing your energy like 
a laser.

We talked about my book, Hypnotic Writing awhile ago. What we are about 
to do here is combine the principles of The Attractor Factor, with those in 
Hypnotic Writing and create or expand the concept of Awakened Branding, a 
brand that, once activated, creates a love that drives customers to your door.

In easier words... You give customers fun and educational ENTERTAINMENT.
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You make something fun by creating a fun love story. You may want to 
follow the 20 second rule. You need to be able to consistently give the 
customer one of those light bulb moments over every 20 second time span 
you can get and to do that, you have to be able to tell a tight story. 

In other words, keep your story short (20 seconds or less), succinct and 
focused.

People will do business where they feel good. I’m going to presume you 
have learned how to feel good, and how to serve.  That is a big presumption 
– it has taken me a long time to get there. (Hint: Many of my books can help 
you with that).

A large part of this process is learning to love your customer.

Your product or service makes heroes of your customers. When you make 
them feel bigger and more loved than they ever thought they could be,
makes them customers for life. 

And this feels fantastic. For both of you. 

This does not make you a self-serving person, but one who gives from the 
heart and is rewarded with customers who buy from you. That’s because 
they really want to and they will love you for it. 

Getting your prospects and customers to buy from you means you will have 
to create irresistible advertising. 

Learn how to test the return on investment for your communications, and 
you will emerge a better marketer for each promotional experiment.

Your promotions and your product will inspire people when they need it 
most, right now. You will help the people you touch by radiating caring 
optimism. That helps us all.

Here is the 4-Step Awakened Branding process we’re going to complete 
together: details to follow…
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1. Clarify your Glory Story, tell about the benefits enjoyed by fearless 
love success stories and testimonials.

2. Create 3 “Reasons To Believe…” Prospects see themselves realizing 
their own dreams!

3. Craft “Verbatim Vitamins,” these are what some call sound bites. 
You want at least 5 proprietary sound bites that are designed to rattle 
around in our minds and to flow off our customers’ tongues.

4. Distribution Channels, you can have a well engineered product, or 
great communication plan, but unless you can see exactly how your product 
will get to your customer it will do no good.

I will detail each of the four steps in a bit, but let’s lay a foundation first so 
they will make better sense when we get there. Ready?

Let’s begin.

What’s in it for you? Why build your brand? 

Let me use one of my favorite examples: Me! Quite a few years ago, some 
people started referring to me as Mr. Fire because, to them, I lit up their 
minds when they read what I wrote. It struck me then as a great brand and I 
have been using it ever since. My main website is www.mrfire.com. 

Now when people see a reference to Mr. Fire, they know exactly who I am. 
They know I write bestsellers. They know if they get on my distribution lists 
that they will never get junk mail; that when I offer free stuff, it’s really free. 
I have built the love and trust that we have been talking about.

http://www.mrfire.com
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I could lose every dime I have now and, because of the love and trust 
associated with my brand, I will have no worries about getting money back. 
Your brand is your real wealth -- it’s what you have when you don’t have 
money. Your brand is your intellectual property. 

The process you are now learning is part of my system I explain in detail in 
the Nightingale-Conant course, “The Power of Outrageous Marketing.” I 
really don’t mean to sound like a continuous commercial here, but this is 
what I have done for years and these are good products. Many of my older 
ones still sell great today. So consider getting this course too.

As entrepreneurs, we are lifelong learners. This is where we focus on the 
common thread, weaving the tapestry that clothes our legend. The words we 
speak, plant the seeds we nurture, and those that grow into the trees whose 
fruits and shade we enjoy from now on. You see, when you build your story 
with a sustainable structure, you craft a legend, the one kind of story that 
grows stronger as it gets older.

I didn’t get where I am overnight – by any means. And establishing your 
brand isn’t an overnight thing, either. But it works.
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Chapter 7:  Your Brand is Love

"Politeness and civility are the best capital ever invested in business. Large 
stores, gilt signs, flaming advertisements, will all prove unavailing if you or 
your employees treat your patrons abruptly." ~P.T. Barnum

Demonstrate your love. Show them your love. The most potent way to say “I 
love you” to an existing customer is to give them something unexpected at 
an unexpected time. This is consistent with the “give in order to get” 
philosophy we talked about earlier. 

With every touch you have with a customer, you get a chance to 
communicate your love. Every communication matters. As brand managers,
we focus our love so we can make the impact we, and our customers, want.

Love is your front-end attractor, love is your back-end emotional anchor, 
love is your common thread and you might not ever actually need to say that 
word. Showing that you love them means more than just saying it.

Don’t misunderstand, please. I don’t mean to say not to say the word, 
“love.” You may find you need to say it -- this will depend on what language 
patterns and trances appeals to your target audience. As you read these 
words you are learning to become a better communicator and marketer.

Think of story selling with love, like writing a catalog for magic show 
performances. Magic catalogs talk about the miracles without explaining 
how they are really done. They sell the show. 

How do you turn on what I sometimes call the tractor beam of profitable 
momentum? The way love transforms a prospect into a customer is the 
gentle art of life enhancing magic. 

You begin your communications with your customer with a specific 
measurable result in mind. And that results in the feeling of love in both you 
and your customer. When you help people get better and feel better, as they 
consider doing business with you, that also makes you feel better.  

You become a love genius and you learn words that activate new parts of 
your mind in ways that will make your future success happen faster. 
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Here is a way to activate your brain in what may be a new way for you. Ask 
yourself this question, “In what ways might I better serve my customer?” 

Instead of merely thinking about the answer, begin to actually write 
whatever comes into your mind. A pen and paper is a great tool at this time. 
Consider making a journal of these thoughts. A $.99 cheap spiral notebook 
will do just fine. Your thoughts are precious, not the paper they are written 
on.

Now look back on your best case study of success if you have one, or if you 
are creating a new business, think about what you want your ideal customer 
to feel as they interact with you. 

Using your pen and paper again, write about that. Grab my book, Hypnotic 
Writing (you do have it nearby, don’t you?) and find some phrases that fit in 
your marketing piece you are thinking about. Find the love. Use its power. 
This will help you have all the pieces in one place so you can begin to create 
the masterpiece that you want. And don’t forget that this is what your 
customer wants, too. 

Becoming a better marketer inspires empathy and rapport. You are 
enhancing your thinking and listening skills, simply by reading these words. 
I am practicing hypnotic writing that implants winning strategies in your 
subconscious mind. Remember, through hypnotic writing, I’m directly 
empowering your common sense, inspiring you to think about things in a 
new way and create products and your communications about them in a new,
more loving way as well.

By the way, congratulations on signing up for this journey! I am honored to 
have you join me in this life affirming work as we become Awakened 
Millionaires!
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“Love knows no rules,
Love has no time,
Love laughs at rhyme and reason,
Sweeping the stage,
Mad or sublime,
Knowing no age or season.
Wise men and fools,
Playing love's game,
Bend to the same sweet treason.
Love's silver song,
Swift as a flame,
Bends to the strongest wall.
Love knows no rules,
Love has no time,
Love makes such fools of us all.”
~ The Amazing Love Story of Mr. Morf by 
Carll Cneut
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Chapter 8:  How Many Ways Might You Say, “I Love You.”

“You have heard the law that says, ‘Love your neighbor’ and hate your 
enemy. But I say, love your enemies! Pray for those who persecute you! In 
that way, you will be acting as true children of your Father in heaven. For he 
gives his sunlight to both the evil and the good, and he sends rain on the just 
and the unjust alike. If you love only those who love you, what reward is 
there for that?” 
(Matthew 5:43-47)

Awakened Branding is the gentle art of empowering the dreams of others. 
We are spreading love and for a definition of love can we all agree Jesus and 
Shakespeare are worthy proponents of love?

Let me not to the marriage of true minds
Admit impediments. Love is not love
Which alters when it alteration finds,
Or bends with the remover to remove:
O no! it is an ever-fixed mark
That looks on tempests and is never shaken;
It is the star to every wandering bark,
Whose worth's unknown, although his height be taken.
Love's not Time's fool, though rosy lips and cheeks
Within his bending sickle's compass come:
Love alters not with his brief hours and weeks,
But bears it out even to the edge of doom.
   If this be error and upon me proved,
   I never writ, nor no man ever loved.

-- William Shakespeare

Awakened Branding empowers unconditional love. In this way, I see us as 
on a love mission, to foster enough love on this planet, to ease more pain 
faster and deliver us from a poverty mindset into a collective consciousness 
of abundance. 

Decades ago, visionary engineer Dr. R. Buckminster Fuller developed the 
World Game simulation, posing the question: “How do we make the world 
work for 100% of humanity in the shortest possible time through 
spontaneous cooperation without ecological damage or disadvantage to 
anyone?”
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I don’t know if he actually found that answer to that particular question, but 
this is the quest of The Awakened Marketer. This is our mission, to love 
you, to love every human on this planet and love Mother Earth as well.

Dr. Hew Len says it slightly differently, as I mention in Zero Limits, to The 
Divine. He repeats these phrases constantly and the effect matches our quest 
as loving and awakened marketers:

I’m sorry.

Please forgive me. 

Thank you.

I love you.
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Chapter 9:  Awakened Branding: Your Love Platform

“Every man’s occupation should be beneficial to his fellow-man as well as 
profitable to himself. All else is vanity and folly.”
~P.T. Barnum

How Do You Build Your Brand?

Awakened Branding is a process of saying, “I love you” to folks who want
you to tell them you love them. It’s as simple as that.

How do we do this?

Glory Story = Beautiful Mirror

You build the brand because that becomes the bond you have with your 
customers. 

If you can create the proper loving brand, your customers will emerge as 
loyal and likely to buy whatever you create. Your customers will grow to 
feel they must own everything you create and they will pay a premium price 
to get it. 

Sell them what they want and give them more than they expect.

Your brand is what makes you worth more and compels your customers to 
spread your product or story.
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Remember the LOVE Story Board… The Basic Tool of Branding:

1. Glory Story
2. Reasons To Believe
3. Verbatim LOVE Vitamins
4. Distribution Channels

Let’s start building your brand! 

First off, the Glory Story.

Here is how to start:

You already have your pen and paper nearby, right? Use it to write down 10
different ways your customer becomes your hero when they use your 
product or service.

Heroism occurs when people, as a result of using your product or service, 
either enjoy themselves more, find their lives becoming easier, make more 
money or just achieve a goal they have been working towards. It happens 
when they feel better – when you show them the power of love.

When a customer yells out “yes!” or “alright!!!” that’s when you have made 
them feel like winners and that’s the moment your product or service made 
their day.

Holding onto that thought, in what way was your customer able to do more, 
be bigger, serve better and/or be better served?
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1)

2)

3)

4)

5)

6)

7)

8)

9)

10)

Write the first ideas that pop into your mind. Don’t think too much – you 
want this to be something you feel. So don’t think. Feel it and write quickly.
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Chapter 10: Your Glory is their Love Story

"When a man's undivided attention is centered on one object, his mind will 
constantly be suggesting improvements of value, which would escape him if 
his brain was occupied by a dozen different subjects at once."
~P.T. Barnum

Now that you have a list of feelings that you will use to create your Glory 
Story, let’s explore what to do with them.

Remember, what you focus on expands. What you think radiates out and 
your surrounding environment saturates inside you. The more you focus on 
love, the more love you feel. And what kind of blessing is the money that 
flows from love? 

Think of love as the “killer app” (computerize for “application”) that will 
increase your business’ net profits. 

When you focus on love, you generate love and when we make love, we feel 
better. Now this is not only emotionally rewarding, this is the cutting edge of 
marketing. More and more successful marketers now realize that love is the 
key to their success.

Here are two examples:

http://is.gd/hAW9 http://is.gd/hB20

http://is.gd/hAW9
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Allow me to explain how you can think of love as a financial lubricant. 

Everybody needs to feel loved. Think of love as metaphysical gravity, the 
tractor beam of The Attractor Factor. Let me show you how this makes 
sense.

There are ONLY 3 ways to make more money in business.

LOVE helps with all three ways of aquiring customers...

1) Get new customers.
2) Sell to existing customers more frequently.
3) Get a higher sales amount per transaction.

Love helps with all three ways of acquiring customers...

Love helps attract new customers.
Love makes existing clients more likely to buy more.
Love inspires customers to place a premium value on your products.

Love is the answer. Love is “The Killer App.” 

Because of your love, your customer feels that you know the exact thing 
they need to feel like a hero. You show them the piece of their puzzle they 
have been looking for…the one that makes them happy and grateful that you 
were the one who helped them find it.

As you study direct response marketing, and combine that with love and add 
some flair, P.T. Barnum style flair, you will see your bank account grow. 

Use “The Power of Outrageous Marketing,” continue your education and as 
you do, learn how to use profitable philanthropy in your own business. It 
worked for P.T. and it can work for you, too.

Keeping in mind those three ways to make more money from your business, 
think about your Glory Story. Could it be it is the story about your business 
that nobody knows? 

Here is an example that may provoke some thoughts:
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Andrew Carnegie came to a land of wooden towns and left a nation of steel. 
He literally changed the world.

People were no longer buying steel. Instead, steel became the means by 
which they could build things. They could now improve things from 
buildings to transportation. People were supporting a mission to improve the 
lifestyle of a nation. 

So how does your business serve others? How do you, and your product or 
service, contribute to the improvement of lives? What’s the biggest 
emotional boost you can authentically deliver? 

When you buy steel, you are building a stronger America. What do your 
customers really buy from you?

Are you looking for new customers? Looking to sell more to the ones you 
already have, or bigger and better products to them? Those are the three 
things to keep in mind as you write your Glory Story, as you make your 
customers feel like you really care – that you really do love them. 

I mentioned that Awakened Branding uses parables. Those can be a great 
way to kick start your mind as you search for your Glory Story.

A Glory Story for a stay-at-home mom could be to tell how she can make 
$200 to $1,000 a week from her home. You want a Glory Story that is 
immediately irresistible. A story like this would fit that bill, don’t you think?

What does your product or service provide that makes somebody else 
scream “I want some of that!” 

Remember the scene in “When Harry Met Sally,” where Meg Ryan 
demonstrates just how good soup can taste? Let’s all cheer our “mom” at the 
next table for requesting, “I’ll have what she’s having.” Thank you! (If you 
haven’t seen this movie, this is the classic line).

Let your life be fun filled days of happiness and joy in meaningful ways. 

Let your Glory Story instantly communicate a life enhancing promise that 
your product consistently delivers.
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When you show how successful your customers are, you’re not bragging. 
It’s factual and you are proud of them and not afraid to let others hear about 
it.

The interesting part of telling that story about your customers is that when 
your prospects see it, they will want to see themselves in that story, too.

Think about this: what if you help moms quit their jobs, make twice as much 
as their employer paid them, and spend one third as much time working?

Wouldn’t that be a great story? In this scenario, I would focus my story on 
the emotional hidden business, “I help moms spend more time with their 
family.” For working moms that is an instantly understandable irresistible 
offer. If your business can do that, you will have created instant demand.
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Chapter 11:  Reasons to Believe

“It is of no advantage to advertise unless you intend to honestly fulfill the 
promises made in this manner.”
~P.T. Barnum, 1891, five days before he died

We have seen how Awakened Branding uses parables to tell a story.

Stories are a way to indirectly and emotionally engage your audience. 
Parables have a moral and as your write yours, make sure that each and 
every one of yours ends with your Glory Story.

Your irresistible Glory Story should be titillating. You want your customer 
seeing themselves as your success stories and testimonials. The dedicated 
achiever will fill out their own love story board. Let’s make sure this is you.

Without sincerity you are selling air. 

I discuss this in more depth in both my book and my Nightingale-Conant 
series by the same title, “The Power of Outrageous Marketing.” There you 
will find more details about our “Reasons to Believe.”

Do you truly believe in what you are doing or selling? 

If not, you need to get into something where your heart and soul can live 
happily. After all, you are the best salesperson for your business. If you 
aren’t convinced, how are you going to convince anybody else?

Your genuine feelings for the products and services you represent help you 
create the brand that inspires the marketing that results in the sales.
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Help your prospect or customer understand the three separate “Reasons to 
Believe” so they can replicate the results in their own testimonials and case 
studies. These are my three reasons (grab my book for the details, though.):

1) When you know how to promote your own business, you are going to 
get rich if you follow Barnum’s advice.

2) With “10 Time-Tested Secrets of Titans, Tycoons & Billionaires” you 
are going to get the riches of Titans!

3) With a Single Mental Trick, you’ll instantly give the greatest talk of 
your life, which will pave the way to riches.

You may need to develop your own to fit your particular market, but this 
should give you a good start in finding the “Reasons to Believe” that suit 
your business.

Can you now begin to see how each of these “Reason to Believe” connects 
with the Glory Story in the process of getting rich?

As you grow your business, you will build intellectual property and the 
fastest way to get more consistent with your communications is to follow the 
basic story you are creating for your own company.

Loving your customer is a never ending job. This is why it is so important 
for you to believe in what you are doing and selling. You need for your heart 
and soul to live happily. This has been my experience of our universe.
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Loving your customer means respecting all their sensibilities, including their 
rational needs. 

You should find at least three reasons to believe a prospect can see 
themselves at least as successful as your testimonials. Even if you don’t have 
any yet for your new product, write them anyway. I often use the term, 
Nevillize (see The Attractor Factor for more details). As in Nevillize your 
testimonials – in this instance, this means write them as if they have already 
happened.

Goddard Neville made a great contribution toward the understanding of the 
Law of Attraction when he proposed the idea that believing, truly believing, 
that something you want is something you already have. This mental shift 
carries great power with it. And when you employ this in your writing, you
can feel its power as well. 

This doesn’t have to mean to write fiction, mind you. Just write a testimonial 
that you would like to see from an existing prospect or customer and ask 
them if they would let you use it. I have never heard “no” from anyone I 
asked.

This cements stories of success in your mind. Your brain begins to think in 
terms of success as if it has already happened. Part of Awakened Branding is 
creating and collecting success stories and testimonials.
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Chapter 12:  Verbatim Love Vitamins

"Do not scatter your powers."
~P.T. Barnum

You may have several sets of words you use to tell about your business 
product or service that you say so often, they have just become a habit. 
Verbatim means “word for word.” I use it to describe phrases I use all the 
time. Like vitamins, they help build strength in your communications.

Hence, “Verbatim Love Vitamins.” Every list of these phrases you create to 
communicate your loving message to your customer is what I like to call a 
Verbatim Vitamin. I have listed five phrases on this Love Story Board. 

People know what they like because they like what they already know. So 
you want to have some money phrases you always say the same way. In that 
way, this exact repetition builds your intellectual property.
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Chapter 13:  Distribution Channels

"If I shoot at the sun I may hit a star."
~P.T. Barnum

We must not overlook the last item on our Love Story Board. Hopefully you 
have read the books I have mentioned in this eBook. And your goal may be 
getting rich and you may be using love to do that. You understand our 
Reasons to Believe and have your list of Verbatim Love Vitamins. But none 
of that matters if you don’t deliver something to your customer. 

That’s the final step in the Love Story Board. And it’s absolutely vital. 
Interestingly, however, it’s pretty easy to understand.

Whatever you produce or sell or promise or give – make sure you deliver it. 
Find the means to do that. I used my own examples to give you an idea of 
how I do it. I have five listed here, but there is no need at all to stop there. 

Treat your customers with all the love and respect you want them to have for 
you and that means providing what they want. 

Here are just five ways I distribute my products:

1. My main website, www.mrfire.com  There, people can find my books,  
articles, CDs, all manner of my stuff. Some is free, some is for sale. It 
works for me every day.

2. Joint Ventures – I share my expertise with others, they share theirs 
with me and we share the money. How hard is that?

3. Nightingale-Conant – over the years, they have helped me make some 
great money in producing and delivering great audio products. 

4. Teleseminars – This can be a great way to show your love for your 
customers. Set up a free teleseminar and discuss topics of interest. 
This cements relationships with your customers, makes new ones to 
prospects, creates value, promotes your brand and therefore brings in 
sales on the back-end.

5. PPC or Pay Per Click – this is a marketing technique for advertising 
on the internet. This can get pretty technical, so we will save that for 

http://www.mrfire.com
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another day. The point of mentioning it here is that it works and it 
may be something you haven’t really thought about. 

So use PPC as a source of inspiration to get creative and think about how 
many ways you can distribute your product. Or could you improve the way 
you do it now? 

Ask your customers. Survey them. See what they think – after all, who 
would know better than they if you are living up to your promise to deliver?

So there is the Love Story Board – a big piece of the Awakened Branding
process.
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Chapter 14:  Your Common Thread

"Engage in one kind of business only, and stick to it faithfully until you 
succeed, or until your experience shows that you should abandon it."
~P.T. Barnum

Branding is simpler than most people think. 

You simply need to boil down what you say to consistently make the same 
major points.

Your Love Story Board uses the threads we braid to weave the tapestry of 
love we call your business.

You want to change lives for the better. Your heart and soul want to live 
happily. You are self-confident and self-expressed, enrolling many around 
you into your business when you can. You are the best salesperson for your 
business. You know your product is what your prospect should be buying.

You end each parable with an example of a Glory Story your customer can 
see and feel.
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Chapter 15:  The Love Test

“The better part of valor is discretion.”
-William Shakespeare
King Henry IV, Part 1 

Be honest here. Are you demonstrating the love you have for your customer? 

Does this eBook demonstrate my love for you?

Do you feel the love in my email when I thank you for promoting love and 
radiating light? You can feel it, right? My emails communicate and validate 
the power of love.

Take a look at all your communications and ask yourself in what ways you 
might better demonstrate your appreciation for your prospects and 
customers.

You should feel like you can read their mind. As you do this, trust me, you 
will begin to read minds for real as you start building your following and 
developing rapport with your audience.

Ask yourself if you demonstrate love.

Do you? Read and reread everything you send out. Let the power of love 
show in your writing, in your products and services and let your brand 
reflect that power. 

Do you have your pen handy? Use it to list a few ways you might use the 
power of love to demonstrate your caring and respect for your customers and 
prospects.
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Chapter 16:  Start with Marketing to Yourself

"Unless a man enters upon the vocation intended for him by nature, and best 
suited to his peculiar genius, he cannot succeed." ~ P.T. Barnum

As I wrap up this work of love, Awakened Branding, I thought it might be 
appropriate to make a few comments about blending business and love and 
branding.

You are your first true believer. When your faith waivers, so does your 
entire business enterprise.

I'm happier and happier the more I live my words, and P.T. Barnum gave me 
words that celebrate our role as workers who spread wonder. In what ways 
might you master making a sale? Can you sell wonder? I ask this because 
that’s business my friends and I are in, a wonderful business selling wonder.

By that, I mean that I don’t manufacture and sell oilfield drilling equipment 
or cars or teddy bears. But I do sell the distillation of my years of experience 
in selling ideas on how to sell such things, of marketing such things, of 
realizing dreams. These are wonderful things. Seeing others succeed as a 
result of my work is the biggest thrill of my life. I love it. 

I know you can tell that Phineas Taylor Barnum has been an inspiration to 
me. Let’s read a few more of his words:

"Childhood wonder is the first step in human wisdom. To best please a child 
is the highest triumph of philosophy. A happy child is most likely to make 
an honest man. To stimulate wholesome curiosity in the mind of a child is to 
plant golden seed. 

I would rather be called the children's friend, than the world's king.

Amusement to children, is like rain to flowers. He that makes useful 
knowledge most attractive to the young, is the king of the sages.

Childish laughter is the echo of heavenly music.
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The noblest art is that of making others happy. Wholesome recreation 
conquers evil thoughts. Innocent amusement transforms tears into rainbows. 

The author of harmless mirth is a public benefactor.

I say, as the poet said of its ballads, if I might provide the amusements of the 
nation, I would not care who made its laws." 
~P.T. Barnum
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Chapter 17:  Be Happy Now, Ask Me How...

“Whatever you do, do it with all your might. Work at it, early and late, in 
season and out of season, not leaving a stone unturned, and never deferring 
for a single hour that which can be done just as well now.”
~P. T. Barnum

Let me finish with giving you seven ways to make you happy and your 
business life easy:

1) Do what you say you will do – every time…
Disappointments are never easy. If you don’t do what you say, you’re disappointing 
somebody.

2) Explain clearly what you are doing or selling…
Use explicit, direct labeling. You are being difficult if a customer can’t find what they are 
looking for. Be clear.

3) Be consistent…
It’s easier to go with what you already know. Consistency builds familiarity. In a world 
of too many choices, we know what we like because we like what we already know.
Tone, topics, precepts and graphic standards are all part of the branding process that 
needs to be consistent and credible.

4) Map your process…
Making things easy for your customer requires focused planning on your part. Mapping, 
or tracking, how you do this keeps you consistently on point.

5) Give ‘em more of what they want…
Don’t make your customer work to find what they are looking for. Figure out what they 
want and create your products and services around what they want instead of what you 
happen to have. Listen to them and show that you’re listening to them. And then deliver it 
to them.

6) Anticipate their concerns and questions…
By addressing their concerns and questions, customers and prospects can be assured you 
have their best interests at heart.

7) Awaken Yourself First…
Use the power of love to inspire not only yourself, but your prospects and your 
customers. The more you use it, the easier things become for everyone.
Wake up and feel and smell and taste the love.
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It’s out there. 

Go get it.
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Afterword
by Craig Perrine

http://AttractMiracles.com

Why ‘August Rush’ Is Just What You Need To SUSTAIN Your 
Inspirational ATTRACTION…

So many folks today are coming from a place of desperation around money and making 
their business goals come true. It’s a catch 22 - you may in fact be in a tough spot right 
now financially, maybe the walls feel like they are closing in. You need support to keep 
your head in a prosperous place.

Some feel consumed by dread when what you are doing right now doesn’t work 
immediately, you may feel like you might just not make it at all. I’d like you not to feel 
this way. I’d like you to feel better. Both Joe and I LOVE you.

So you may be up late at night, basking in the LCD glow from your monitor, searching 
for the breakthrough you need to finally get where you want so badly to be.

Or maybe, you’re past that point… after one too many disappointments you’ve drifted 
toward the rocky shore of depression and have lost your way too far to feel like trying 
again.

I’ve been there… and I think most entrepreneurs have at one point or another in their 
journey from day job to living their dreams.

Wherever you find yourself right now, know that if you are reading this you are alive and 
still in the game.

Even if you are chugging along in your business or job and just wanting more… the path 
of Inspired Marketing is about tapping into something beyond desperation.

Be it hope, passion, a commitment to serving others, or determination to make a 
difference and love what you do… it’s all there waiting for you (believe it or not, right 
now).

All too often in our day to day lives we are encouraged to ‘numb up’ and ‘dumb down’ to 
get along and go along.

What I discovered completely without warning when I watched ‘August Rush’ last 
weekend was the single largest doses of hope, inspiration, and connection that I’ve 
probably ever had from a movie.

http://AttractMiracles.com
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It’s no surprise when you see who is in the cast… Robin Williams (Remember ‘Dead 
Poet’s Society’, ‘Good Will Hunting’?), Keri Russell (in what I believe was her last 
film), Johnathan Rhys Meyer, Terrence Howard, and the young gem, Freddie 
Highmore… I can’t imagine a better collection of actors to play out this story.

It seems every decade or so a movie just captures the human experience at its best and 
just hits one out of the park so far as to leave the atmosphere of earth altogether (think 
‘Field of Dreams’)… and this is just such a masterpiece.

Yes, in business and marketing, knowing ‘what’ to do eventually ends up being essential 
- but feeling what you are doing is beyond just making the bottom line and racking up 
sales is indespensible to keep you going through the inevitable challenges and 
heartbreaks along the way.

There are as many ways to find your path as there are people and markets… I’m 
recommending ‘August Rush’ to help you tap into a dose of pure inspiration, hope, love, 
and good feelings that should go a long way to tap you into the best you have to give.

Go rent it… or buy it… and take a couple hours by yourself or with like-minded/hearted 
spirits and watch it… you’ll understand, and feel, what I’m talking about.

If the media and those around you are dead-set on fretting about how and when the sky 
will fall at any moment, you have to tap into something greater, something brighter, to 
guide you.

You get what you focus on, after all!

                                                          -- Craig

Introducing...

THE ATTRACT MIRACLES COMMUNITY

If you haven't already, go to the members area and read the 'Welcome - Get 
Started' page to see all that the Community has to offer you.

* Ask for a Miracle
* Post your gratitude for a miracle received
* Relax and listen to the daily guided meditation
* Check out my Awakening Course
* Watch a video on Attracting Miracles
* Discover how to attract a new car (or anything else!)
* Ask me a question
* Ask Joe Vitale a question here http://AttractMiracles.com

http://AttractMiracles.com

