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Context

Multiplying the giving in business

1. Technology is making education even more 
creative, affordable and scalable each day.

2. Educating those that we do business with, 
increases the value of our products and services 
while making us more likable and trustworthy.

3. The more likable and trustworthy we are, the 
more people open up to the value we give in our 
creative forms of education.

4. The more people open up to our giving, the more 
they reciprocate back by buying our products and 
services.

The 6 D's of Exponentials (Peter Diamandis)

Digitized
ie Spotify vs Music CDs

Digitizing part or the whole of a business multiples value

Deceptive

a period during which exponential growth goes mostly unnoticed. 

this is the period where you keep working, creating value and usually will not receive much 
recognition.

Disruptive

We live in an exponential era. “Either disrupt yourself or be disrupted by someone else.

Uber, Cryptocurrency, Airbnb

business that run monopolies and charge a high fee not affordable by most will start to become 
marginalized

Demonitized
less expensive because technology makes things cheaper 

removing money out of the equation

Dematerialized
Devices that would have probably cost hundreds of thousands of dollars; to day they come free 
or as apps on a smartphone

Democratization
It is what happens when physical objects are turned into bits and then hosted on a digital 
platform in such high volume that their price approaches zero.

The 5 Laws

The Law of Value

Your true worth is determined by how much more you give in value
than you take in payment.

All things being equal— people will do business with and refer business to those
people they know, like and trust

Its goal is to provide a higher quality of product or service than any amount of money could 
possibly pay for

You give, give, give. Why? Because you love to. It’s not a strategy, it’s a way of life

The first question should be, ‘Does it serve? Does it add value to others?’ If the answer to that
question is yes, then you can go ahead and ask, ‘Does it make money?’ ”

 The Law of Compensation

Your income is determined by how many people you
serve and how well you serve them.

The First Law determines how valuable you are. In other words, your
potential success, how much you could earn. But it’s the Second Law that determines how much
you actually do earn.

And there are two amazing things about this. First, it means that you
get to determine your level of compensation—it’s under your control. If you want more success, 
find a way to serve more people. It’s that simple.

It also means there are no limitations on what you can earn, because you can always find more
people to serve

The Law of Influence

Your influence is determined by how abundantly you place
other people’s interests first.

In any business—you also need to know how to develop a network

Now, by a network I don’t necessarily mean your customers or clients. I mean a
network of people who know you, like you and trust you. They might never buy a thing from
you, but they’ve always got you in the backs of their minds.

When you’ve got your own army of personal walking ambassadors, you’ll have referrals
coming your way faster than you can handle them

The Law of Authenticity
The most valuable gift you have to offer is yourself.

If You want people skills, then practice being a person.

 The Law of Receptivity

The key to effective giving is to stay open to receiving.

It’s not better to give than to receive. It’s insane to try to give and not receive. Trying not to 
receive is not only foolish, it’s arrogant. When someone gives you a gift, what gives you the 
right to refuse it or to deny their right to give? Receiving is the natural result of giving.

Every giving can happen only because it is also a receiving.


