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To my Pop, Charles K. McBrearty, thank you for being my hero and the embodiment of the person I aspire to be. I continue to work in your shadow, and I always will. You’re the only unconditional friend I have ever had.


To my Pop, James McCabe, thank you for showing me that it’s okay to work hard and define your own love and happiness, ignoring all others, even family. Thank you for showing me freedom.


To my mother and father, I haven’t made it where I wanted to yet, but I will, and it’s all because of the work ethic you taught me and your other four sons—a relentless drive for greatness. You have five successful sons, an accomplishment most could not achieve.


I have to thank my amazing, hard-working wife, Alexis McCabe. From reading and editing my early drafts to giving me advice on the cover, she was as important to this book getting done as I was. She did it all while working full time and wrapping up her Master as a Nurse practitioner. I would not have done it without her push! Thank you and I Love you!










INTRODUCTION


Maintain your gear is a military saying that defines a way of life. It is the practice of owning everything in your world to an extreme degree. It means you are solely responsible for everything that has the potential to affect whether or not your mission is successful. This concept can be daunting at first but is ultimately empowering; once you accept that everything that happens does so because of you, you have the ultimate control. For example, one of the most common excuses for being late is traffic, but is that true? Was it the traffic itself, or did you not leave your last location with enough time to allow for traffic? No one cares that you’re late because your alarm didn’t go off; the world kept moving, and you missed out.


No matter if you’re starting a company, growing a company, working in sales, or trying to reach goals that seem unattainable, you have to start by maintaining your gear. In the military, not having your magazines loaded, contact drills practiced, or personal fitness at top levels can lead to loss of life and even mass casualties. The team counts on you to maintain your gear at a baseline level so the unit can operate efficiently. All jobs are mission critical. No matter how seemingly small, they impact the overall outcome. The same principle of maintaining your gear can be applied in the foundation of all successful businesses.


My generation is completely fucked by the instant gratification and carpe diem mentality delivered by social media and well-meaning friends and family. The best tip I can give anyone is that if you would not trade places with the person giving you advice, don’t take it. People don’t realize this mentality is poison. I also would want to delay working and prioritize having fun if I knew that once I started working, I was guaranteed to be stuck with a car payment, a mortgage, and a nine-to-five existence for the next forty years and only a meager 401(k) to show for it. And that’s if you’re lucky. They call it the “American Dream,” but I call it the middle-class trap. However, you don’t need to stay stuck in that trap if you’re in it right now. You are equally responsible for falling into this trap as you are for getting out of it.


The first thing you have to do to get out of the trap is accept that you are in total control of both positive and negative outcomes. Next, identify your goals and everything standing in your way of accomplishing them. Want to lose weight? Cake and cookies are in your way. Everything standing in the way of your goals should be eliminated. Then make a list of everything you need to accomplish your goals and get to work. It’s that simple.


If you are working toward a goal, the odds are stacked against you; 78 percent of small businesses fail in the first year.1 Friends will get in your way, your family will try to pull you away, and ultimately time will become your enemy. So be prepared to make sacrifices and have conversations with yourself and those close to you to make sure that everyone is on the same page. Execution of the goal, whatever it is, is THE top priority. Anyone or anything not helping you advance toward your dreams is a hindrance. When done right, business is chaos; ensure that you thrive in it by maintaining stability in your home and personal life. Prioritize organization, routine, health, and relationships.


Chaos is created when action potential is maximized. In my everyday life, I ensure chaos by executing immediately. As soon as I get an idea, I write it down or text it to myself. Before I go to bed, I address everything I wrote down and then set my calendar for the next day. I always finish every task on my agenda. This technique of executing immediately on most ideas maximizes action potential and the likelihood of positive outcomes. Positive outcomes for me include partnerships, deals, cashflow, and ultimately freedom. I have more deals in the pipeline than I can count on two hands at any given time.


This is the chaos I thrive in and precisely why I emphasize calmness and order in my home life. There is no time to look for missing socks or clean sheets because I’m constantly executing. I create stability with an unwavering routine. I wake up at 7:30 a.m. every morning, go to Starbucks for a black iced coffee, and immediately get to work. After I have checked off all my tasks at the end of the day, I reward myself by hitting the gym and maintaining my health. I make time for my family in the evenings and on the weekends, and I vacation a few times a year. I work hard every day because I have created a system that works for me.


Maintaining your gear as a leader is crucial because it motivates the team and sets the standard. The leader’s job is to ensure everyone has their gear before leaving for a mission. It is never the team’s job to make sure you have what you need; as the leader, it’s your job to have what you need so the team can function. Take full responsibility and ownership of life and anything that has the potential to affect it.


This book is for leaders, salespeople, employees, students, soldiers, and anyone who wants to own their shit. If you can’t figure out what is holding you back, this book will help you realize that you are holding yourself back. There are no secrets, gimmicks, or tricks in this book, nor is there a hidden agenda. The only thing I have to sell to you is success.


Fair warning, though: I don’t believe in work-life balance. You will have to be ready to prioritize winning over balance, hard work over rest, and most importantly, yourself over the bullshit excuses you’ve been fed your whole life.


In this book, you will understand that everything you want to achieve needs to be earned and that no one owes you anything. You will learn that the American Dream, middle-class mindset is the wrong target and is, in fact, a trap. In sales, no never means no; it just creates an opportunity for another point of contact. There is no shortage of money; you either don’t know where to find the money, haven’t discovered how to sell, or your pipeline isn’t big enough. You will learn that customer acquisition is paramount to customer service and that, of course, the best-known product will always beat the best product on the market. The best tip I can give anyone is that if you would not trade places with the person giving you advice, don’t take it.


WHO AM I?


I’m an entrepreneur from Philadelphia, Pennsylvania, and I own The Surefire Group (SFG), a multistate and multimillion-dollar operation that spans multiple industries. SFG currently operates multiple real estate offices, Home Front Mortgage, Keystone State Abstract LLC (parent to nine other title agencies), and a portfolio of over eighty properties. In 2021, I further expanded by acquiring multiple homecare agencies with more than $10 million nationwide gross revenue. I was recently appointed co-chair of the Rising Leaders Committee of R360 and a founding partner, an ultra-high-net-worth club—and the world’s most exclusive club—that was recently featured in Bloomberg Businessweek.


I find my life today a far cry from my middle-class upbringing. My cop father and teacher mother raised five boys in a northeast Philly row house. I watched my parents work every chance they got, even when my mom got colon cancer. My grandfather eventually moved in with us, which made tight quarters even tighter: eight people in four bedrooms. Although I never lacked anything I needed growing up, I knew from the beginning that I always wanted more. I knew I could do more of everything with money. I could give back, help my family, impact lives, and have freedom.


My family taught me the importance of hard work. They never received any handouts. They never stopped working, and, most importantly, in a house full of eight mouths to feed, if I wanted something that was not necessary to my survival, I had to get it myself. This is by no means a cliché underdog story or an attempt to make you think I had it hard; business is always complicated, no matter where you start. But most people use their upbringing as an excuse to hold them back instead of propel themselves forward. I chose the latter.


My grandfather, James McCabe, passed away in 2019, which got me thinking of all the pearls he had passed along to me. When I was in seventh grade, I went on the trip of a lifetime. My grandfather had moved to Mammoth Spring, Arkansas, onto a twelve-plus-acre farm—a big change from his previous life as a Philly cop, Inquirer delivery man, and Marine. Talk about the sticks—I thought we would be gun-slinging and billygoat wrestling for the entire trip. He had other ideas! The place was huge, and my grandfather took advantage of the extra help, which meant I had a working trip. I remember him asking what took me so long to complete a farm task he had given me. I began to answer, and he firmly said, “Stop! I don’t care what your excuse is, just get it done,” then walked away.


I’ll never forget that moment or that principle. Results are the only thing people want to see; your sob story has no place in a world fueled only by results. I was lucky enough to be one of the last people to see my grandfather before he passed. When I saw him, I made sure to tell him I was sure God wouldn’t hold it against him for being a Marine and not a soldier!


I have the honor of being a part of a family of fighters, people who put themselves on the line to protect their communities, families, and country. In 2013, I followed the lead of my other grandfather, Charles McBrearty—a Bronze Star recipient from the Korean War—and enlisted in the United States Army. He was my best friend, and even though he had passed away by the time I joined, I wanted him to know that he had raised a fighter. I attribute much of who I am today to the old-school mentality he ingrained in me.


People say my grandfather McBrearty and I were pretty much twins, considering that not only did we look alike, but I also act like him. I really had no friends other than my grandfather, who was in his late seventies and early eighties, for most of my childhood. I would spend hours with him almost every day until he passed away when I was in my mid-teens. One of the best things he taught me was loyalty and trust. He had been in the military and relied on his Army brothers to protect him with their lives, just as they expected him to do the same. He taught me the values of a soldier at a young age.


Now that I am in business, I realize how much that kind of trust speeds up the process in this field as well. I go all-in on trusting people. Life is a sprint; don’t be fooled by the “enjoy the journey” people—RUN! If I partner with someone, I trust them 100 percent. And if they fuck me over, that’s what an operating agreement is for. You cannot prevent or plan for everything. I will always do what is in the best interest of growing the business, and all involved parties should be on the same page. Worrying about people taking advantage of you only steals your focus.


In 2015, after coming home from Army Basic Training and graduating from Cabrini College with a bachelor’s in psychology that I never used, I started selling real estate. This is back when I wanted to be a police officer. I had completed the application process for the Philadelphia Police Department and already had a start date for the academy. By this point, I had been selling real estate for a year and had made about $75,000. It was the most money I had ever made, as my working history up until this point had consisted of minimum-wage retail jobs. I quickly realized that I enjoyed fully controlling my own time and money. I discovered leveraging money and taking full advantage of human capital.


I decided to cancel my application with the Philly PD and purchased my first RE/MAX franchise in 2016. I knew nothing about owning a business or being a real estate broker. I didn’t even qualify to take the broker’s exam because I had not been in real estate long enough (Pennsylvania requires three years of real estate sales experience to take the exam). None of this stopped me. I never made excuses about not having the right information or not knowing what to do. Instead, I started studying every entrepreneur I could find online. The truth is, all the information you need to be successful is free and easily found on Google or YouTube. You can literally leverage the Internet to learn anything you want for free. If you don’t know something, you have chosen not to act and do your own personal research, which, in this day and age, is free to all who have access to the Internet. No one is preventing you from achieving greatness.


When I first opened my RE/MAX franchise, I was a part-time owner. I sold real estate, recruited, cut commission checks, took out the trash, and usually just broke even. I would race the clock every single day, and eventually, I just burned out. The point of beginning this journey had been to achieve freedom, and instead, I was working tirelessly around the clock for minuscule returns.


As fate would have it, I found Grant Cardone on YouTube and immediately signed up for his 10X Growth Conference in Las Vegas and read his book, The 10X Rule. Grant’s 10X mindset—which says the path to greatness lies in setting goals that are ten times bigger than what you think is possible to achieve and taking ten times the action you feel is needed to accomplish these huge goals—completely changed my outlook on business and life. His content was the mindset shift I needed. It came when I was facing a massive dilemma in my business, as playing jack-of-all-trades was not paying off the way I thought it would, even though it was necessary at the time.


I decided to apply the 10X rule in all aspects of my life, and I never looked back. I stopped selling real estate entirely and gave all my leads to my agents, focusing on recruiting and scaling my office. I would send four thousand emails and text messages every day, offering 95 percent commission to agents. The responses ranged from no response to “fuck you.” None of that mattered because I went from five to seventy-five real estate agents in three months! I missed two mortgage payments in the process, but I couldn’t have done it any other way. I wanted my business to win, and I was willing to lose everything in return. I realized if I was going to be the CEO, I had to act like one. It was time to go all-in. I now have four locations and over 220 real estate agents, many of whom are top producers, closing over $10 million in sales volume yearly. I have been wholly focused on asset stacking and taking massive action from that point on.


When COVID-19 hit and crippled many lives and businesses, I took it as an opportunity to grow and scale. Many people have used the pandemic to excuse their lack of achievement—as I write this, they still are—but I did the complete opposite by adopting one of my newer mentalities: expand while they contract. Since March 2020, I have closed on four homecare agencies, two RE/MAX offices, fifteen investment properties, and multiple title joint ventures, doing more business and making more money than ever before. I even got married in May of 2021, taking advantage of COVID cancellations and last-minute deals.


Every day, I choose not to let anything get in my way. Over the past two years, my wife and I have traveled to more places and acquired more assets than ever before. We traveled to the Maldives twice, Dubai, Puerto Rico, Necker Island, the Bahamas, Aerial Island, Ireland, and St. Thomas. Think of all the people you know who have put their lives on pause over the past two years. I’m not talking about people with severe medical conditions; I’m talking about competent and fully able-bodied people who just hit pause because the government told them to, acting entirely out of fear. But life goes on, so make sure you keep up and always have control of the reins, as no one else will take you where you want to go.
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