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PRAISE


“Dan and Stacey are absolutely freaking marketing geniuses!”


— MIKE KIM, WSJ Best-selling Author, You Are The Brand


“Look, an ‘About Us’ video isn’t going to make people care. But real stories? That’s where the magic lies. Share One helped us reveal who we truly are—through the voices of those we’ve supported. And guess what? It worked. Unfakeable clearly explains why testimonials are more impactful than any corporate fluff. If you want people to believe in your business, this book will guide you on how to do it.”


— STACEY BALLARD, President Eadeah Enterprises


“In a world where people are more skeptical than ever, trust is everything. Unfakeable lays out exactly how to use real stories to build credibility and connection. Working with Share One made it easy for us to share our patients’ experiences in a way that truly resonates. If you want a down-to-earth, effective way to turn engagement into action, this book is for you.”


— AMBER RATCLIFFE, Founder and CEO of Arbor Health


“When a parent is desperate for answers, they don’t need marketing—they need proof that hope is real. Unfakeable is the book every purpose-driven business needs to understand how to capture and share the stories that truly matter. If you’re on a mission to change lives, this is your guide to ensuring the world knows it.


— DANA KAY, Board-Certified Health and Nutrition Practitioner


“Heart-centered entrepreneurs, listen up: if you’ve ever struggled to ‘sell yourself,’ this book shows you how to let others do it for you-with integrity and impact.”


— LISA SASEVICH, Queen of Sales Conversion, Author of Meant for More


“In today’s digital landscape, trust is currency, and the fastest way to build it is through authentic, well-crafted testimonials. Unfakeable should be on every marketing team’s bookshelf—it’s not just a guide, it’s a blueprint for how to turn customers into brand advocates. This book is a must-have for any growing company looking to scale with credibility and human connection.”


— KRISTEN NOLAN, Dir of Customer Success at Coaching.com


“I’ve spent over two decades helping women get pregnant—naturally, against all odds, and sometimes against all logic. Do you know what’s just as powerful as the right protocol? Hope. And hope spreads through stories. This book shows why sharing real, unscripted stories isn’t just good marketing—it’s the key to building trust, changing lives, and making an impact that lasts.”


— DR. SUSAN FOX, Founder, Health YOUniversity


“We used to totally overthink testimonials, what if people said they were too busy or didn’t remember the exact impact we made? But here’s what we’ve learned: asking for feedback isn’t about perfection, it’s about connection. When clients share their experiences, it’s not just kind words, it’s proof that your work matters. This book helped us reframe testimonials as an act of service, not self-promotion. If you’re building a brand based on trust and impact, Unfakeable is a must-read.”


— GRETCHEN CAWTHON AND TRINA FISHER, Owners of Left Right Labs


“Unfakeable provides a powerful playbook for leveraging real stories to boost conversions and lower marketing costs. Share One made it incredibly easy for us to collect and integrate testimonials into our sales funnel; the results speak for themselves. If you’re looking for a smarter way to turn engagement into action, this book is a must-read.”


— GREG PLATZ, Chief Operations Officer at Modern Holistic Health


“Social proof is one of the most powerful tools in business, and Unfakable reveals how to harness it effectively. Share One transformed how we capture and use testimonials, turning our successful clients into our best salespeople. Their seamless process helped us collect powerful stories and reshaped how we communicate our value. If you want to build trust and credibility effortlessly, this book is your guide.”


— DR. JORDAN ROBERTSON, CEO, The Confident Clinician


“If you’re hosting live events or selling a high ticket offer and want to boost conversions without a hard sell, Unfakeable is essential reading. Share One made it easy to gather and incorporate testimonials in a way that built trust, inspired action, and transformed warm leads into loyal and committed clients. This book explains how to leverage authentic stories to create seamless sales and foster deeper connections without high-pressure selling.”


— SACHIN PATEL, FOUNDER, CEO of Perfect Practice


“Credibility trust is everything, and Unfakeable brilliantly outlines how to leverage testimonials to build trust at scale. Share One made it effortless to collect expert endorsements that reinforced my authority in the industry. If you want to position yourself as a leader in your field, this book is your playbook for turning trust into influence.”


— HARRY MASSEY, Chairman & Founder of NES Health, Chairman of XPO Health


“When you’ve spent your life helping people with something as complex as Parkinson’s, you learn quickly that the most powerful proof isn’t a sales pitch— it’s a story. At Energy4Life Centers, we don’t ‘ask’ for testimonials; we create a space where transformation speaks for itself. The team at Share One understands that trust isn’t something you tell people to have—it’s something they feel. Their approach to storytelling is exactly what the world needs more of right now.”


— DR. GREG ECKEL, Founder, Energy4Life Center


“Trust and connection are everything in business, and Unfakeable brilliantly lays out how to harness the power of authentic storytelling to build both. Share One transformed how we use testimonials in our community, turning powerful patient stories into one of our most effective marketing tools. This book is a must-read if you want to engage, inspire, and convert your audience effortlessly.”


— DR. AMIE HORNAMAN, “The Thyroid-Fixer”, is host to the top-rated podcast in medicine and alternative health: The Thyroid Fixer™,


“The single most valuable marketing asset is an authentic testimonial. Unfakable is the system to capture proof, fast!”


— MIKE KOENIGS, The Superpower Accelerator + Ai Expert


“There’s no one doing it like Unfakeable Marketing when it comes to real, powerful video testimonials.”


— JJ VIRGIN, Celebrity Nutrition Expert + Fitness Hall of Famer


“Unfakeable Marketing shows exactly how we turned client stories into our most powerful sales tool—without the cost, complexity, or delay of traditional video production.”


— RICH WALKER, CEO OF QUIK!


“The most valuable currency of the future is trust. It’s also what will be challenged the most through the AI revolution. In this book, Dan and Stacey do a fantastic job of decoding how to build lasting trust in your marketing through sharing the power of your customers’ voices. This is a must-read for every business owner who wants to stay relevant.”


— JENNIFER HUDYE, Founder Vision Driven
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FOREWORD


IF YOU’VE BEEN IN business for any amount of time, you know a lot has changed in the last several years. We moved from the industrial economy to the knowledge economy, then to the creator economy, and finally to the attention economy. In each stage, businesses found different ways to stand out.


In the industrial economy, you made stuff people needed. In the knowledge economy, you share what you know. In the creator economy, you shared your knowledge in multiple mediums in creative ways, at scale. In the attention economy, going viral on social media became the goal, to the point where a million views doesn’t seem like much anymore.


But where do we go from here? How will people make decisions, both now and in the years to come, about where they spend their money and how they choose businesses?


We’re moving into what I call the meaning economy, and we’re moving there because trust is collapsing.


We don’t have to look far for examples of this. Long-standing brands have broken trust with their customers and clients. Cracker Barrel’s logo fiasco comes to mind, as does Bud Light’s influencer controversy. This isn’t about political stances. The heart of the matter is about trust and what those brands meant to their customers. When that trust broke, it shifted what those brands represented, sometimes to the tune of millions of dollars in lost revenue. Those are big mistakes.


Sure, the public generally forgets with time, and brands with billion-dollar valuations can often ride out the storm. But if you’re a small business, a private practice, or a multilocation service business, that kind of mistake is difficult to overcome.


So how do we build trust when people are more skeptical than ever?


I believe we’re returning to an older pattern. When someone moves to a new city and they need a primary care doctor, an attorney, or a hairstylist, what do they do? They ask people they trust. They join smaller social circles—a sports league after work, other parents through their kids’ activities, or join some other community like a church. Then they ask for referrals from people they know.


We’re going back to that, even in how we choose businesses online. If you’re providing services that are personal and an investment, trust and meaning are the real currency.


In an age of AI, your clients have taste whether you realize it or not. They have a sixth sense for what’s real and what’s not. They sense something is off, even if they can’t articulate why. If you’ve ever explained to a parent or grandparent that a video they’re watching online is fake, you know what I mean.


People can tell when something feels manufactured, when a story doesn’t ring true, when polish is covering up emptiness.


But here’s the other side: you need taste too. Not just to avoid being fake, but to know which real stories to tell and how to tell them.


One final example. Think about Rick Rubin, one of the most iconic music producers of our time. He doesn’t play an instrument or run a soundboard, yet he’s produced some of the greatest artists in history. His genius is listening and knowing what not to do. He sat with Johnny Cash and recognized the man’s weathered voice needed minimal production. He heard a Red Hot Chili Peppers jam and knew which guitar riffs to keep and which to cut. He listened to rough demos and sensed the one line that would make people stop.


AI can analyze thousands of hit songs and recommend chord progressions. But it can’t feel the moment when an artist discovers something true in the studio. It doesn’t know why one image lingers in the mind and another scrolls past. It hasn’t lived, failed, obsessed, or fallen in love with great work.


But you have. You’re an expert at what you do.


You might not proverbially play an instrument or run a soundboard either. Good news, that’s what Dan and Stacey do. In this book, they’ll help you develop an ear for which stories matter and how to tell them. If you work with them directly, they’ll man the actual soundboard and turn the dials for you. I can’t recommend them enough.


Dan and Stacey aren’t theorizing about trust. They’re going to show you, step by step, exactly how to build it through real client stories. Stories that don’t just build credibility but earn you the kind of trust that creates referrals and repeat business. Stories that make you unfakeable.


The tools are in the pages ahead. Use them.


Mike Kim


Wall St. Journal and USA Today
Bestselling Author of You Are the Brand









DEAR READER


WE HAVE SPENT MORE than four years shaping this book. We wrestled with the title, the flow, and how to bring together hundreds of pages of drafts, ideas, and lived experiences into something clear and helpful. Along the way, we used AI as part of our writing process, and we want to be transparent about it. It was like having an editor who reads at the speed of light, remembers everything, and never loses track of a single thought. Every story, insight, and intention you find here is ours, developed over the years. AI simply helped us refine, clarify, and organize what we had already created. We share this because the world you now market in is the same world we wrote in, a world where technology can accelerate creativity but cannot replace humanity.


And that brings us to why you are here.


You don’t just want attention for your business—you want trust, connection, and for people to see, feel, and understand what you do, not because you told them, but because they realized it themselves.


But let’s be honest: When you read testimonials, do they inspire confidence? Do they stir something genuine inside you? Or do they feel tired, stiff, and scripted? For too long, testimonials have been generic, faceless, and neatly packaged. Perfectly polished. And, to be frank, they’re often questionable. Who wrote them? Who collected them? Were they edited, filtered, or fabricated?


Because trust is not built on words, it is built on people. And that is the power of authentic video. When someone sits in front of a camera and opens their heart, not just about their result but about their journey, that is what moves people. That is not just a testimonial; that is a human story.


A written review might say:


“This product changed my life.”


But a video shows a mother, eyes welling with tears, recalling the moment her child spoke for the first time.


Which one do you believe?


Stories are not about selling. They are about meaning. They remind us why we do what we do. They make us feel something real in a world drowning in artificiality. If we could, we would abandon the term “testimonial” altogether. But we know people still want to understand what others say about a product. That is the language they recognize.


So let’s redefine it. When we say “video testimonial,” we mean a shared story. A moment of truth that builds trust, inspires action, and makes the invisible impact of your work undeniably real.


But before we go further, we need to acknowledge the shift underway around us.


Artificial intelligence is reshaping every industry. It is fast, inexpensive, and accessible to everyone. Anything AI can produce, anyone can produce. Your competitors can produce it. A teenager in a basement can produce it. This changes everything.


The real question is no longer how much content you can create or how polished your marketing looks. The real question is what can your business do that AI cannot?


When AI can generate 10,000 blog posts by sunrise, volume is no longer a strategy.


When AI can create flawless graphics, cloned voices, and perfectly polished messaging, polish is no longer a strategy. Soon, the internet will be an ocean of content with no weight, no depth, and no soul.


We are not against AI. It is a powerful tool that accelerates what you already do. But it cannot feel. It cannot experience transformation. It cannot look another human being in the eye and speak the truth of what happened to them.


It cannot tell your story. It cannot tell your client’s story. It cannot build trust. And trust is the one thing every business needs more of, especially now. The companies that rise in this next era will be the ones that lean in to what machines cannot imitate: real human experiences, authentic voices, and actual impact. Not manufactured narratives but lived ones.


Yes, AI can generate fake reviews, but the FTC has already declared such reviews illegal, and more importantly, they violate the very foundation of credibility. When technology can copy almost everything, integrity becomes your most significant differentiator.


This is why human stories matter more now than ever. This is why video testimonials are not just helpful, they are essential. Because in a world overflowing with artificial content, the rarest and most valuable asset is what is real. We want that for you. We want your business to be felt. We want people to see your impact, not through slick marketing, but through the undeniable truth of human connection.


If you believe in the power of authentic stories, then let’s go deeper together. Let’s step into the minds of your clients, the ones navigating a world flooded with AI-generated content, polished ads, and influencer deals that feel more scripted than sincere. Your clients are not just searching for a product. They are searching for something real. A voice they can trust in the noise. A story that feels like their own. Trust is not just important in a digital society that moves at lightning speed; it is everything.


So let’s get to work. Let’s uncover what your clients are truly feeling, what needs to be said, and—most importantly—who needs to say it. That is more than a belief. It is a practice. It is Unfakeable Marketing.


Will yours be one of the brands that rises above?


Dan and Stacey Lievens









INTRODUCTION


HERE’S TO THE STORYTELLERS —the misfits of marketing. The ones who refuse to accept that trust can be bought with ads, that loyalty is built with gimmicks, and that human connection is another metric. Steve Jobs once said, “The most powerful person in the world is the storyteller.”1 He knew that great brands don’t just sell products—they ignite movements. They inspire belief. They challenge the status quo. That’s what we set out to do. Not just to market but to revolutionize the way trust is built in business.


Because marketing today is broken, noisy, artificial, and designed to manipulate, coerce, and sell—not inspire. But what if marketing wasn’t about selling? What if it was about sharing? What if we flipped the script and made trust our most significant currency?


Enter Share One—a radical departure from traditional marketing. A movement that strips away the noise and returns to the one thing that has always mattered: real human experiences. Because people don’t buy products, they buy stories. They buy meaning. They buy into something greater than themselves.


Speaker and consultant Cavett Robert explains, “People are persuaded more by the actions of others than by any proof we can offer.”2 Influence is the foundation of social proof—people don’t follow brands; they follow people. They trust testimonials, shared experiences, and word-of-mouth over polished advertising. Roberts’s research highlights that movements thrive not because of a charismatic leader but because of a devoted base of followers who validate the message through their actions and stories.


We are not here to build another marketing company. We are here to change the game.


STACEY’S PERSPECTIVE:


The Spark: A Late-Night Vision


It all came to a head at a Vivid Vision retreat with Jennifer Hudye and Alex Moscow, a weekend designed to stretch the boundaries of what we believed was possible. We weren’t just mapping out revenue targets and business goals but designing a life—a future where our business didn’t just sustain us—it fueled the kind of impact we dreamed of making.


We were surrounded by powerhouse entrepreneurs—seven-, eight-, and nine-figure business owners—each crafting their next-level vision. The energy was electric, a mix of exhilaration and exhaustion as we pushed the limits of what we thought we could create.


Dan and I built AmplifyX, a business that felt like the perfect culmination of our skills and passions at the time. I was a master photographer and branding expert, and Dan was an entrepreneur with a deep understanding of marketing, storytelling, and technology. Together, we wanted to help entrepreneurs amplify their message in the digital space.


Amplify X started as a video production company but quickly became more than just filming and editing. We didn’t simply press record and deliver footage—we worked closely with business owners to help them define and refine their brand voice through strategic video content. Our expertise went beyond production; we specialized in online course creation, sales funnels, and webinars, ensuring that every video served a clear purpose in helping entrepreneurs build credibility, connect authentically with their audience, and turn viewers into loyal customers.


That first night, completely drained, I collapsed into bed, more than ready to shut my brain off. Dan, on the other hand, was just getting started.


While I slept, he was in his zone: whiteboarding, sketching, mapping out systems—chasing down the vision as if it were right there, waiting to be captured. And then, at 2 a.m., he shook me awake.


“Baby,” he said, eyes wide, brimming with urgency. “I think I found it!”


I groggily sat up. “What is it?”


“I want to buy a domain name,” he said. “It’s six grand.”


I squinted at him. “F%$K No! Go to sleep. We’ll talk in the morning.”


The Moment It All Clicked


The following day, as the sunlight filtered through the curtains, I stretched, feeling the lingering haze of deep sleep. And then I saw Dan, already awake, eyes bright with excitement.


“Okay, so hear me out,” he said, leaning in.


And that’s when it hit me—I hadn’t been dreaming. My husband wanted to buy a domain for $6,000.


We often purchase domains, but they’re typically $0.99 specials— impulse buys, not significant investments. This time was different. It was a considerable purchase—a bold move. And I could see it all over Dan’s face in the morning light—he wasn’t second-guessing. He had that glint in his eye, the one I’d seen before when he knew he had struck gold.


The following day at the Vivid Vision retreat, over coffee, he laid it out for everyone.


“What if every single human being had the opportunity to share just one positive story about an experience they received?


What if we flooded the world with these positive stories?”


The room went silent for a beat. And then, it erupted.


People leaned in. Heads nodded. Eyes lit up.


“Yes.”


“This is huge.”


“I would use that right now.”


That was the moment—the click—the confirmation that this wasn’t just a cool idea—it wasn’t just a “nice to have”—it was a “need to have.”


Before we even left the retreat, something extraordinary was happening. People weren’t just intrigued by the idea—we were witnessing real momentum forming in real time. Attendees kept approaching us, asking how they could help, be involved, and—most importantly—be the first to share their stories on this new platform that was coming to life right before our eyes.


That spark turned into a rallying cry: What if sharing positive experiences could rewrite the marketing playbook—shifting from noise to authenticity? What if there were a space where authentic voices, real stories, and actual experiences become the heartbeat of business growth? We imagined a world where people authentically support brands and products that resonate with them.


As we brainstormed, it became clear: this wasn’t just a different marketing approach but a complete industry disruption. If we could create a system that made it effortless for businesses to collect and share authentic video testimonials, we could turn their customers into their greatest advocates.


Dr. Robert Cialdini’s research showed that social proof is the most potent trust builder. People don’t just trust brands; they trust each other. The more stories we could gather, the more our movement would take root, growing not from polished pitches but from real, lived experiences. In doing so, we could counteract the skepticism that permeates the marketplace.


The question was no longer: How do we sell? But instead, how do we connect? The key was making sharing effortless. What if telling your story—sharing your experience—was as easy as clicking a button? What if businesses didn’t have to beg for testimonials, but instead, customers were eager to contribute?


By the time we headed home from that retreat, we knew we had more than just an idea—we had a mission and a movement and were ready to bring it to life.


Building a movement wouldn’t be easy. Every significant shift comes with resistance, but we were fueled by the unwavering belief that we could redefine how businesses build trust.


That moment wasn’t just the birth of Share One—it was the beginning of a revolution. We weren’t just storytellers anymore—we became architects of a new paradigm.


And yes, Dan got his way. He bought the domain www.share.one. I later discovered he purchased it before waking me up at 2 a.m.


A New Era of Marketing


That was the beginning of Share One, not just another marketing company but a movement built on a simple yet revolutionary truth: Real human experiences are the most valuable asset any brand can have.


Marketing is no longer about pushing products but pulling people into a story. The old playbook of aggressive sales tactics, exaggerated claims, and flashy ads has lost its grip. Consumers are skeptical. They crave authenticity, trust, and proof that what they’re buying matters.


Today, we’ve entered an economy where the most successful brands don’t just sell, they share. They invite customers to become a part of something bigger, something meaningful. Instead of relying on polished marketing, they leverage real stories, experiences, and human emotions.


No company has mastered this shift better than Apple.


Before Apple changed that, buying a computer was all about technical specs—how much RAM it had, the type of graphics card, or the processor’s speed. Consumers had to decipher complex details to make a decision. But Apple flipped the script with a simple yet powerful vision that was basically: ‘We’re not just selling computers. We’re selling a way to care for your technology so you don’t have to’.


Early adopters embraced this shift, and over time, Apple built a level of trust that made specs almost irrelevant to the average consumer. Today, most people don’t scrutinize the fine print—they upgrade to the latest MacBook or iPhone, knowing Apple has already optimized it for speed, stability, and seamless everyday use. The focus moved from features to experience, creating a loyal movement around the brand.


When the Apple Watch first launched in 2015, it was sleek and packed with features. But despite its innovation, it struggled to sell. But when Apple began highlighting the product’s potentially life-saving features, that’s when everything changed for the Apple Watch.


Apple stopped talking about technology and started telling real stories of ordinary people who found an unexpected hero strapped to their wrists in their most terrifying, life-altering moments.


One of the most unforgettable moments came from a father whose 13-year-old son received an alert on his Apple Watch. A warning that his heart rate was dangerously high. He wasn’t running; he wasn’t exerting himself. Something was wrong. The alert pushed them to the emergency room, where doctors quickly discovered a condition that, left untreated, could have taken his life.


In the video, the father tries to recount that moment, but his voice falters. His breath catches. Tears well up as he fights to hold them back, his hands trembling as he relives the sheer panic of nearly losing his child. But his emotion shifts from fear to gratitude as he speaks of the watch—the simple, unobtrusive device that sent them racing to the hospital in time. His son is alive because of a watch.


And suddenly, it’s no longer about technology. It’s about something far more powerful.


Apple didn’t need to list off specs. They didn’t need to push features. Instead, they collected these stories—raw, gut-wrenching, deeply human experiences that resonated with every parent, every spouse, every person who ever feared for a loved one’s safety. They didn’t sell the Apple Watch. They let people feel what it meant to have one—to experience that moment of warning, intervention, and salvation.


The world took notice – then doubled down.


By 2020, Apple Watch sales had climbed to nearly 34 million units. Just a year later, that number soared past 46 million, and by 2022, Apple had shipped an estimated 50 million watches worldwide.3 Apple had tapped into something far more potent than marketing: trust. A wristwatch had become a lifeline.


This Apple campaign was more than a strategy shift. It was proof of something bigger: People don’t just buy products. They buy stories. They buy the feeling of safety, connection, and knowing that technology might save the person they love most in a split second.


That’s not just clever marketing. That’s movement marketing.


By shifting from features to feelings, Apple has built trust in a way no traditional ad campaign could. They don’t say, “The Apple Watch has life-saving technology.” Instead, they let real people say, “The Apple Watch may have saved my life.” 


People don’t want another sales pitch. They want proof, emotion, and the opportunity to see themselves in the story. This story is the future of marketing.


The Beacon That Guides Your Business: Defining the Vision That “Fuels” You


Every successful business has something more profound than a revenue goal—it has a beacon. A guiding light. A mission that outlasts profits, outshines obstacles, and fuels resilience even in the most challenging times.


Your business needs an underlying beacon—a vision beyond just making money. It keeps you grounded when the market shifts, when challenges arise, and when you question whether it’s all worth it. A beacon is more significant than a brand—it’s a belief.


Our mission is simple: spread positivity in the world. But our vision is even more profound—we aim to create a global platform for truth and authenticity, where real stories build trust and connection. We want to shift marketing so that businesses grow not through manipulation but by sharing genuine experiences that make a difference.


One day, we envision a world where people everywhere ask, “Did you Share One?”—because honesty, transparency, and human connection will define how businesses grow.


That’s what keeps us going. That’s our beacon. So ask yourself: What’s yours? Because in this new marketing era, it’s not about how loud you are— it’s about how real you are.


What to Expect from This Book


Each chapter follows a chronological journey, showing how we came to understand the power of storytelling in marketing. Within each chapter, we alternate voices—Stacey brings artistic, emotional, and storytelling insights, and Dan focuses on business, strategy, and execution.


By the Time You Finish This Book, You Will:


[image: ] Master storytelling as the ultimate tool for building trust.


[image: ] Learn how to capture and share testimonials that convert customers.


[image: ] Understand the psychology of trust in marketing and how to utilize it.


[image: ] Create a seamless system for collecting and sharing genuine human experiences.


[image: ] Build a movement around your brand that attracts clients effortlessly.


[image: ] Humanize your business with authentic, relatable content that resonates and cultivates lasting trust.


We have also included a Trust Toolkit that teaches you how to put this knowledge into action with practical, real-world strategies for starting to collect testimonials today—even if you’ve never done it before.


Your Story Begins Now


By the time you turn the last page of this book, you won’t just understand the power of storytelling—you’ll know how to wield it. You’ll have the tools to transform customer experiences into compelling narratives, the framework to build trust at scale, and the vision to create a movement around your brand.


But knowing isn’t enough.


The businesses that succeed in today’s marketing world aren’t the ones with the fanciest sales pages, the biggest ad budgets, or the loudest social media voices. They are the ones who prioritize trust, let their customers speak for them, and focus on sharing instead of just selling. You already have everything you need—the proof, the passion, and the people who believe in your mission. This book is your guide to making sure the world sees it, too.


And when you do, something incredible happens.


Your business stops being a best-kept secret, your audience stops needing to be convinced, and your marketing stops feeling like marketing and starts feeling like proof. You stop chasing clients. They come to you.


When you build trust, lead with truth, and let your clients become your biggest advocates, you don’t just grow a business—you start a movement.


Let’s get started.


____________


1 Tommy Blackrose, reply to “What are the best stories about people randomly (or non-randomly) meeting Steve Jobs?,” Quora, last updated July 1, 2013, quora.com/what-are-the-best-stories-about-people-randomly-or-non-randomlymeeting-Steve-Jobs.


2 Cavett Robert, “Six Steps for Successful Selling,” disc 6, audio recording, Cavett Robert Communications, accessed July 3, 2025, http://www.cavettrobert.org/downloads.html.


3 “Strategy Analytics: Apple Watch Outsells the Entire Swiss Watch Industry in 2019,” BusinessWire, February 5, 2020, https://www.businesswire.com/news/home/20200205005756/en/Strategy-Analytics-Apple-Watch-Outsells-theEntire-Swiss-Watch-Industry-in-2019.
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