
THINGS TURN OUT BEST FOR THE PEOPLE WHO MAKE THE BEST OF 
THE WAY THINGS TURN OUT.

—TY BOYD

15
BEHOLD, A SOWER

WENT FORTH TO SOW

1. __________________________________________________________________________
A great advertising man once remarked that only 50 percent of his advertising budget was
effective. He just didn’t know which half. So he spent 100 percent of his budget anyway. Had
to keep sowing those seeds. No sow, no grow.

“And when he sowed, some seeds fell by the way side, and the fowls came and devoured
them up…”

A greater speaker once stated to an audience that over half of them would never achieve
their total potential of success for one simple reason: Someone would talk them out of it.

“...some fell upon stony places, where they had not much earth: and forthwith they
sprung up, because they had no deepness of earth: And when the sun was up, they were
scorched; and because they had no root, they withered away…”

A great thinker once said that a new idea is delicate. It can be killed by a sneer or a
yawn; it can be stabbed to death by a quip and worried to death by a frown on the right man’s
brow.
“…and some fell among thorns; and the thorns sprung up, and choked them...”    
You never can tell when a casual comment—a seed cast out—will fall on fertile ground. Most
of them fall on deaf ears. But every once in while…
“...others fell into good ground, and brought forth fruit, some an hundredfold, some sixtyfold,
some thirtyfold…”  

One Sunday, after church, Steve stopped to talk to a young girl in his Sunday school
class. He had heard that her parents were moving and that they might need to sell their house.
She knew some of the details, the most important of which was that her parents needed a large
down payment. Steve shrugged. Obviously, he couldn’t afford that! But, out of curiosity, he
asked, “Are there any houses on your block that are vacant?”

To his surprise, she described a home in her neighborhood that looked abandoned. A few
days later, Steve drove through her neighborhood to see if he could find the house. And sure

171



enough, there it was! The grass was a foot tall, and the property had the appearance of having
been forgotten. He checked with the next-door neighbor, an older woman, who informed him
that the couple who owned the house hadn’t occupied the property for six months. Rumor had
it that they were getting a divorce. She was happy to tell Steve all she knew about the former
occupants. He sped home to place a call to the husband’s place of employment, but he no
longer worked there. So Steve went to the post office and paid a dollar to get the forwarding
address. Armed with this lead, Steve and Mary sent a letter to the owners offering to buy the
house.

“About four or five days later the phone rang,” Steve later recalled. “It was the owner.
He had gotten our letter and was interested in selling. I made an appointment to meet him at
the property the next Saturday at ten o’clock. I waited an hour, but when he didn’t show up I
went back home and called him. He was still in bed and I woke him up. When the seller
finally showed up, he brought two blue letters from the bank. He said to us, ‘You open these
up. I think I know what they are already.’ Just as he thought, the letter stated that he was six
months behind in his payments and within the next week, the property would go into
foreclosure.”

Mary joined in the story. “He was a motivated seller. He had the court, the bank,
everybody on his back. I reminded him of the damage a foreclosure can do to a credit rating.
He said, ‘If you’ll just get these people off my back, I’ll be glad to sell to you.’ So we got to
work right away. We checked the neighborhood and found out that the other houses on the
block were going for thirty-two to thirty-four thousand. The seller’s loan balance was just
over nineteen thousand. We figured his back payments would amount to about fifteen hundred
dollars. That’s when we started to see that this one was glittering pretty good.”

“That’s when we called you to help us write up an offer,” Mary continued. “We offered
to make up his back payments and assume the existing financing. This would preserve his and
his wife’s credit rating and keep them out of court. They both realized the predicament they
were in and signed the offer. When we checked with the bank we learned that the back
payments were around twenty-one hundred dollars. The existing financing was an FHA fixed-
rate assumable loan, 9.75 percent interest. The bank agreed to stall the foreclosure for a few
more days.”

“Then we hit our first snag. Although he’d already signed the offer to sell, the seller
called a few days later to say, ‘My lawyer seems to think I ought to get some money out of
this deal.’ It was a point of indecision for me. I took a deep breath and said, ‘We only have
enough money to make up your back payments and take over your loan. If you want more
than that, then I guess you’ll have to find another buyer.’ I thought, ‘If he turns it down, he
turns it down. That’s just the name of the game.’ And he said, ‘Well, OK, that’s fine.’ I think
he was just pushing to see if he could get some extra cash.”

Because of the experience of two previous failures, Mary stuck to her guns. Her words
had a ring of truth about them. The seller knew that she couldn’t go any higher.

So Steve and Mary had finally found an opportunity. Step one complete. The next step
was to fund that opportunity. Where were they going to get the money to complete this
transaction? They certainly didn’t have it. Mary approached her parents, who initially agreed
but a few days later called to back out. Although she was disappointed, Mary knew they were
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having some financial struggles and understood. After several calls they finally located a
relative who agreed to share profits with them. The necessary cash was deposited at a title
company in readiness for the impending closing. 

Mary continued, “The bank agreed to hold off the foreclosure till Friday, but the first title
company we called told us it would take a minimum of two weeks. That’s wasn’t fast enough.
We were discouraged, thinking that we had lost it. But we decided to call some other title
companies and finally located one that promised to close by the end of the week.

“Every day was like sitting on pins and needles—just like being on a roller coaster. I was
a nervous wreck running papers back and forth between the bank and the title company to
make sure we could meet the deadline. [Can you see her Blue-Vase attitude shining through?]
All week it was on again, off again, on again, off again! Then, Friday, in spite of all my
running around, the title officer told me, ‘There is just no way we can have it by today.’ So I
had to call the bank and buy a little more time. I said, ‘Please, I promise you we’re going to
assume this. We have an investor to put up the money for the back payments. Please, can you
hold off one more day?’ And she said, ‘We’ll hold it off until Monday.’”

Monday came and went. The closing was tentatively set for Tuesday morning.
“I called both the husband and the wife Monday night and told them to prepare for

closing the next day. While I was chatting with the husband, he asked me nonchalantly, ‘Say,
what is my wife’s new phone number? I need to talk to her about the kids.’ So I gave it to
him. The second I told him, I knew I’d made a terrible mistake. It wasn’t until the next day
that I found out the extent of the damage.

“The next morning the title company called to tell me that the closing was set for one
o’clock in the afternoon. I figured it was in the bag! We had it! I immediately tried to reach
the husband, but he didn’t answer his phone. I had the operator check to see if the number was
working. Still no answer. I was scared to death. I sent Steve over to his apartment. In the
meantime, I tried to reach the wife. Her father answered the phone and refused to let me talk
to her. He blamed me for giving the new number to the husband. It had caused all sorts of
problems. According to the father, the husband had called her and threatened to kill her. So
she had gone into hiding. Here it was the day of the closing, and both sellers had disappeared!
I was in a panic.
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EIGHT WAYS TO FUND A PROPERTY

There are eight potential sources of money to fund a real estate purchase. Each one
of these sources must be considered whenever you are short of money to buy.

1. The seller: The seller may agree to lend you part of the down payment in
exchange for higher monthly payments or interest rates, increased security or
collateral, a higher price or a balloon payment in the future.

2. The buyer: As a buyer you may have sources of cash you may not have
considered, such as borrowing against the cash value of your insurance policy,
your own savings and inheritances, your ability to trade your talents and/or skills
for a credit against the down payment, your ability to assume some of the seller’s
debts instead of paying cash or using some of your “dead equities” (cars, boats,
stereos, recreational land) in exchange for part or all of the required down
payment.

3. The Realtor: Sometimes the Realtor involved may consider lending you all or
part of his commission to make a deal.

4. The renters: As a part of a purchase of rental property, the owner receives the
rent and deposits of the current tenants. In some states, a buyer can use these
funds as a credit toward his down payment to buy the property.

5. The property: In some instances, the furniture, fixtures, assets or excess land in a
real estate transaction can be split off and sold for enough to come up with a
down payment to buy the remaining property.

6. Hard-money lenders: Banks and other lending institutions can provide all or part
of the cash required by a seller.

7. The holders of underlying mortgages: In some rare instances, it can be in the best
interests of underlying private mortgage holders (and even future mortgage
holders) to cooperate with the buyer of a property in providing, funds to purchase
the property.

8. Partners: If you don’t have it, somebody does! You can always find a partner to
lend you cash, credit or a financial statement in exchange for a share of the
profits if the deal is right.

“Finally, Steve called the father and reasoned with him. A few minutes later, the wife
called and agreed to sign if we would drive her to the closing. We called the title company and
told them we were bringing in the wife but that we couldn’t find the husband. The lady at the
title company said, ‘Oh, he’s already been by; he already signed it.’ I was about to scream! We
jumped into the car and ran over to get the lady and take her to the title company. I really
apologized to her for my mistake. I felt so dumb.

“Up until 1:05 that afternoon when everyone finally signed all the papers and the title
company lady closed her little manila folder and said, ‘Well, where do you want the deed of
trust sent to?’ I was bracing myself for more bad news. Then I realized that the house was
ours! I couldn’t believe it!”
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“The first thing I thought was, ‘Gee, now we’ve got to get over there, clean that thing
out; we’ve got to paint it; we’ve got a lot of work still to do and a lot of decisions still to
make. What are we going to do with it? How are we going to turn it? Are we going to rent it?’
You know, all these questions raced through my head. Even the little things like, ‘Do I call the
utility company this afternoon?’ All the little specifics of ownership. Before, it was just an
idea! Now it was a reality. We actually had the property! Time to get down to the nitty-gritty.
Time to get in there and get some work done.”

Steve recalled his feelings after the closing. “I really felt what we did was very up front.
We told the sellers right from the start that we didn’t have much money to give them. Each
one of them was worried that we were giving the other one some money. They found out at
the closing that we only had ten dollars earnest money.”

Mary agreed. “The seller’s husband seemed glad to get it over with. He said, ‘Does this
mean the bank is finally off my back?’ The wife would have liked to keep the house, but she
couldn’t afford the payments. She also said that, although she was sad about losing the house,
part of her life was over and now she could start her life all over again.”

On the thirty-seventh day of the ninety-day Challenge, Steve and Mary sat in their living
room holding the closing documents to a home they had just bought a few hours earlier. It was
July 15. They had found and funded a potential opportunity.

Why do I say ‘potential’? Because the third step in the process still lay ahead of them—
farming it.

And that is always easier said than done.

2. __________________________________________________________________________
During this time, Nora was also busy casting out seeds. Mostly, they landed on barren ground.
With my help she drafted a letter to send to a seller who showed don’t-wanter tendencies.

Dear Sir:
I am a real estate investor. You are a builder with a property to sell. Since

you are in the real estate business and obviously understand the game, I
thought that rather than making a formal offer to purchase your property, it
would be more productive to write you a letter and show you some alternative
ways of selling your property. If one of these alternatives appeals to you, I
would be more than happy to sit down with you to put it into writing. Of
course, since I am an investor, I need to invest my money into properties that
have below-market prices and below-market terms. I am a businessper-son
and, like you, need to see a way to make a reasonable profit from my efforts.

I am a problem solver. If I understand your situation correctly, you have
three problems that need solving:

1. You have property for which you would like to find a buyer.
2. You would like to obtain a down payment of at least $15,000 and would

consider carrying the balance.
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3. You have recently repossessed this property from a previous buyer and
would like to assure yourself that the next buyer is not a flake.

I believe that at least one of the following four solutions will solve these
problems if you are flexible.

Solution no. 1. Purchase price to be $65,000 with $15,000 down and
balance to be paid at $416.66 per month for 120 months at zero percent
interest.

Solution no. 2. Purchase price to be $60,000. Seller to obtain new first
mortgage of $25,000 and share $5,000 of proceeds with buyer. Buyer to
assume payments on new first mortgage and to execute a new second
mortgage to seller for the balance of seller’s equity, with payments to be
negotiated. Buyer to give additional collateral on another property which has
at least $5,000 equity.

Solution no. 3. Purchase price to be $55,000. Seller to obtain a new first
mortgage on property for $15,000. Buyer to buy property on a land sales
contract with nothing down with monthly payments of $478.68 for thirty
years bearing 10 percent interest with a balloon payment in fifteen years.

Solution no. 4. Purchase price to be $45,000, all cash, within sixty days.
There are perhaps other alternatives which you might think of. Feel free to

call me and discuss them with me. I am presently looking at several properties
to invest in, and my investment funds are limited. Please call me as soon as
possible if you are at all interested in pursuing this further.

Thank you for your time. 
Sincerely, 
Nora Jean Boles

The seller didn’t like any of the alternatives.
Nora’s seed withered and died in the sun.

3. __________________________________________________________________________
A few days later Mary called me to brainstorm about what to do with her new acquisition.*
She was still excited, but the thrill was wearing off fast.

“I’m so glad that you made it through the first wall of fear,” I said. “But you’re not into
the clear yet. When is your first payment due?”

“In two weeks, the first of August.”
“Including the customary fourteen-day grace period, you’ll have thirty days to find a

renter. Is Steve there?”
“No, he had an emergency. One of our church members is dying in the hospital.” There

was a pause. Then Mary confided a problem she was having.
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“Steve is hung up on security. He’s a bit frightened. We both are. But I think I’m more
willing to take chances. He understands the benefits of keeping more than he does of selling
it. I lean toward selling it and getting some cash to continue our investing. So that’s why I’m
calling, to get your opinion.”

I walked her through a possible scenario for her property. The first step would be to clean
the property up in preparation for a new formal appraisal. Then she would contact several
lenders to determine the possibility of obtaining a new second mortgage using the property as
collateral. On a value of $32,000 and an 80 percent loan-to-value ratio, she could obtain a
maximum loan of $25,600. Since her underlying first mortgage was only $19,650, she should
be able to pull $6,000 out of the property through a refinance (25,600 less the current loan of
19,600=6,000). The payments on the second mortgage wouldn’t be more than $100 per month.

“That would give us $6,000 cash, but what would we do with the property?” Mary
wondered.

“You could either keep it or sell it. Let’s suppose that you decide to keep it. What would
a house like that rent for?”

“I’ve already done some checking and the range is between $275 and $375 per month.”
“Your first mortgage payment is $250 including taxes and insurance. Add to that the

payments on the second mortgage of one hundred dollars. You’d have to gross at least $350 to
break even. You could probably do this by offering a lease option or an equity-sharing
situation.”

“How would that work?” Mary asked.
“You could advertise to sell half ownership in your home for nothing down if the new tenants

would just make both mortgage payments and pay any maintenance costs. In that way, you’d
eliminate negative cash flow entirely. Or you could do the same thing with a renter by offering
him the right to buy your property. How do your partners feel about selling or keeping?”

“They don’t care, really. They’re willing to let us keep rolling with it.”
“You could give them a thousand dollars of the refinance money as a return on their

investment—to make them feel better—and use the rest to buy more property.”
Mary understood immediately.
“So you’d have five thousand in the bank and half-ownership in a rental house. And what

other benefits would you have?”
“I’d get a tax write-off.”
“Did you pay any taxes last year?” I asked.
“No, we ended with a five-thousand-dollar tax credit. But,” she added optimistically,

“we’re going to make so much money next year that I know I’ll need some tax breaks, right?”
She laughed happily.

“Now, suppose you decide to sell the property; bow would you do it?” I asked, anxious
to see if she could tell me the answer.

“I suppose,” she said, “that we could just discount the price real low and advertise like a
don’t-wanter, and try to attract an all-cash buyer.”

“Good. You’d run an ad in the paper like this:

Appraisal $32,000. You can steal it for $27,000 with only $1,500
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down. Will carry. Take trade for down. Hurry!!”

“Why fifteen hundred dollars?” Mary asked.
“You could give it to your partners to keep them happy. Of course, another alternative

would be to exchange your equity for anything of value. After all, you would have already
pulled out your cash. The key is to get more lines in the water. But instead of finding sellers,
you’re looking for buyers.”

“I see,” Mary said. “It’s like I’m fishing in two lakes. In one lake, I’m fishing for trout.
And when I catch one I put it in another lake and hope someone else catches it.”

“Right!”
“I’m not in first grade anymore. I’ve graduated. I’m in fourth grade now.”
“Have you called Philip and Nora to tell them about your success yet?”
“Yes,” she replied, lowering her voice. “That was really kind of hard. Nora’s real down. I

spent a long time this morning trying to pick her up. Philip’s doing great, though. I was pretty
worried about him last week, but he’s pulling out of it and charging full speed ahead. He’s
found an investor who wants Philip to show him thirty properties a week. So he’s really
busting the pavement.”

“Great! Listen, I appreciate all the help you’re giving the other two. I’ve been reading a
book lately called Love Is Letting Go of Fear in which a central teaching is this: ‘All that I
give is given to myself.’ In other words, to give is to receive. And not to give is not to receive.
What you’re doing to help the others will come right back to you.”

“I believe that,” Mary said. “Thanks a lot for all your help, Bob. And I’ll be getting back
to you as soon as we have a nibble.”

I didn’t hear from her again for more than a week. The next call came on July 24.
“Bob, this is Steve Bonenberger. Mary is on the other line. We have to talk to you.”
There was a note of worry in his voice. “What’s the problem?” I asked, trying to conceal

my concern.
“We’ve got some real problems with the property we just bought,” Steve explained. “I

think we made a serious mistake. We’ve got to dump it fast before it eats us alive.”
I listened as Steve poured out a host of problems. Mary did not talk as much as her

husband. Whenever she did, it was in more positive terms. She still felt all right about the
prospects but was obviously being overruled by her husband. When I pressed him for
specifics, there were two major sore points.

“The place is a dog, Bob! I mean, when the city inspector went through the property
before we bought it, he overlooked a host of problems. We were so excited to buy it that we
didn’t look close enough. The basement was a pigsty. I’ve been over there every night for the
last week cleaning out the garbage, I mean, it’s awful.”

Mary broke in. “So Steve finished the last of the cleanup late last night and sacked all the
garbage in bags and set it out on the lawn for the garbage collectors to pick up in the morning.
And this morning, when he went over there, he found that scavengers—dogs, cats,
whatever—had torn into the sacks and dragged the garbage all over the neighborhood. It was
like the last straw.”
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“Bob,” Steve explained, “it was really discouraging. All that work for nothing. I’m not a
fixup kind of person. I hate that kind of stuff. I mean, I really detest it. I don’t care if I ever
see that house again.”

“What about you, Mary?” I asked.
“I still think it has potential. But it’s going to take more money than we thought to fix it up.

We can’t rent it until we get a city permit. And we can’t get a permit until the work is done.”
Steve took up the thread, panic in his voice. “And the mortgage payment is due in seven

days. That’s $256. We don’t have that kind of money! And if we miss the payment, our hard-
earned credit rating goes down the drain.”

I smiled inwardly. Buyer’s remorse. That was it. I had felt the same way, myself, on
many occasions. It’s natural to have second thoughts after a major purchase. But there was
more to this than just buyer’s remorse. Steve was rubbing up against the frontier of his
comfort zone, and it was destroying his peace of mind. Like a farmer, he had sown his seed in
fruitful ground. But along with the wheat came many weeds. And he was tired of weeding.

In short, he had become a don’t-wanter!
I tried to explain this to both of them. “Remember what you’re feeling right now,” I said.

“Savor it. Learn from it. You’re suffering from a bad case of don’t-wanteritis.”
“Yeah,” Steve agreed, “I’d do anything if someone would come along and take this

monster off my hands. I mean, anything!”
“So Mary is right,” I thought to myself. “Steve really does panic easily.” I recalled a

telephone conversation Mary and I had a few days earlier in which she revealed only the tip
of a silent iceberg of frustration.

“Steve is still not as comfortable taking risks as I am,” she had confided to me. “He’s
still confusing good debt and bad debt. And he’s reluctant to take chances. But we are both
working toward a comfortable balance. When we first started the ninety-day Challenge I
thought that financial independence would eliminate about 80 percent of our arguments,
which all seemed to stem from lack of money. But then I realized that it wasn’t the lack of
money we were arguing about but our different philosophies on risk. Before, a thousand
dollars was a lot of money to us. But as I got into the Challenge, I’d hear myself saying, ‘We
only need a couple of thousand to get into this great property I just found.’ All of a sudden,
instead of talking hundreds, I was talking thousands. I wasn’t afraid any longer of the bigger
numbers. I’d moved up to the next level. I don’t even know exactly when it took place. I
began to see that we would be able to do things that we never even dreamed possible. But
Steve couldn’t see it. I’d want to forge ahead; Steve would want to hold back. I was so
frustrated. Maybe I’m too impatient, but I don’t know how to pull him or push him to the next
plateau. He still just worries about everything.”

I wondered if some of the friction between them was the result of Steve’s uneasy
realization that Mary was a butterfly about to launch into a newfound freedom. Steve had
been raised in a traditional home. Now the modern world was presenting his wife with
different options. Was he just giving lip service to his wife’s opportunity for growth while
unconsciously trying to sabotage her efforts? If so, he wouldn’t be the first modern man to
wrestle with the problem. Things that in other generations were taken for granted now have to
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be negotiated—parental responsibilities, dishes, house-cleaning chores. It would only be
natural to have mixed feelings.

I had seen it happen so many times before. Mary was more of a positive thinker. Steve
was more of a negative thinker. She was an optimist. He was a pessimist. Who is to say which
is better? Perhaps an ideal mix lies exactly in the middle. Nothing wrong with some healthy
skepticism. And optimism, tempered with a grasp of reality, can take a person far.

HOW TO RAISE YOUR THRESHOLD OF RISK

What is a risk threshold? It is the level of risk that you can tolerate and still
sleep at night. Some people can handle enormous amounts of risk and uncertainty
and sleep soundly, confident in their ability to cope with their problems in the
morning. Others toss and turn all night long. Obviously, some people handle risk
better than others. If you are serious about improving your situation, you have to
learn to live with increasing levels of risk.

The most important step you can take toward gradually increasing your risk
threshold as to understand what risk is.

Risk is a scary word until you understand it. Most people spend their lives
running from risk. They assume that if they could be perfectly secure (without
risk), they would be perfectly happy.

Little wonder they are so frustrated! Because there is no way to be perfectly
secure in a free-market society. Our economic system is based on individual
freedom. But you can’t have freedom without risk. And in a free-market society,
those who risk the most are also free to reap the greatest rewards. Contrast this
with the Communist economic system, in which everyone’s security is
guaranteed (or where everyone is forced to be secure.) One system has lines of
people waiting to get in. The other system has lines of people waiting to get out.
Is there any doubt which system you would rather live under? You’ll be a lot
happier once you stop trying to be secure and start being thankful for the
opportunity to risk.

Ask any successful person why they are so successful, and they will answer in
two words: good decisions.

But how do you learn to make good decisions? One word: experience.
But how do you get experience? Two words: bad decisions.
Question: Are you willing to risk making enough bad decisions so that you can

gain the experience necessary to be able to make good ones?

A negative thinker sees something suspicious on the horizon, immediately imagines the
worst and follows things to their logical negative conclusion. Something goes wrong, an
unexpected bill, and before you can say “whoops” he is preparing for bankruptcy. No wonder
a negative thinker never makes any success happen. He’s always too busy battening down the
hatches because he thinks the sky is falling down. On the other hand, the optimistic thinker al-
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ways tries to see things in a positive light—to follow things to their illogical positive
conclusion. When he sees a problem on the horizon, he immediately starts trying to find
something good with it. If you look hard enough, you know, you can always find something
good. No wonder positive thinkers are always smiling.

I ended my telephone conversation with Steve and Mary that July 24 with an exhortation
to “let it simmer for a few days”—which was the equivalent of “take two aspirin and call me
in the morning.”

I knew—or, at least, hoped—that they could work out their problems with time.

4. __________________________________________________________________________
Sixty days into the Challenge, Mary and Steve had found their opportunity—but didn’t know
what to do with it. And both Nora and Philip had yet to find their opportunities. I felt they all
needed a morale boost, so I sent each of them a different mailgram, which they were
instructed to share with one another. This is the letter I sent Nora:

Dear Nora:

Someone once said that if you throw enough spaghetti against a wall some of
it is bound to stick. In other words, if you constantly have five lines in the
water, sooner or later you’re bound to find a don’t-wanter. It’s a numbers
game. It’s not a matter of “if. “It is only a matter of “when.” As long as you
keep searching—blue-vasing—you cannot fail. Quitting now would be like
dying of thirst just inches from the water fountain. I would never have asked
you to do this if I didn’t know that you could be successful. Ponder this and
then call the others and relate this message to them in your own words.

Here is the letter I sent Mary:

Dear Mary:

Have you experienced fear today? Have you been afraid to seize an
opportunity because of the fear of failure, rejection, or the possibility of
appearing not to know what you’re doing? Here’s how to lose your fear.
Whenever you approach someone about buying their property, maintain as
your primary attitude the desire to understand and help the seller with his
problem. You always win when you help someone. If the seller doesn’t wish
to reveal his problem, don’t be discouraged. He just didn’t have a problem he
needed to have you help solve. It is not rejection when you try to help
someone. Forget about the $5,000 and just concentrate on finding and solving
problems and the money will flow to you. Money always flows to a great
idea. And helping people to solve their problems is the greatest idea of all.
Ponder this and then phone Nora and Philip and share this with them.
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This is the letter I sent Philip:

Dear Philip:

I know you’re frustrated. You’re discovering it’s harder than you thought. But
how hard is it? Is it any harder here in the new world than in the old world
you left behind? Both worlds have their rejections and frustrations. But
compare the rewards for success in the two worlds. If you put up with enough
rejection in the old world you might be successful and end up with a
minimum-wage, dead-end job. Compare that to the rewards for success in the
new world where with the same rejection you could end up with thousands of
dollars in the bank after a few short months and the ability to be free at last.
Isn’t that worth the price you pay? Yes! Do you want to go back to an old
world where rewards are so small? No! Do you really want to spend your
whole life working at a job you hate? Of course not!

So the next time you start thinking how hard it is in the new world,
compare that to life in the old world. I never said it was easy to be financially
free. But neither is it easy to be in financial bondage.

As I dictated the last letter to Philip, I realized that time was running out. All my positive
thoughts still didn’t change the fact that the Challenge team was heading into the final period
with no points on the board.
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