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With a multi-disciplinary approach, this man 
integrates insights from diverse industries 
– producing unparalleled advantages for 

companies and the entrepreneurs he advises; 
Conjuring growth opportunities when 

others see NONE. Shielding businesses from 
stagnation. Finding new paths to profitability. 
Turning every challenge into an opportunity.

He IS called by some “The Oracle of 
Opportunity Optimization”…
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Can Your Business
Afford

To Be WITHOUT This
Legendary EXPERT’s

Ingenious Advice?
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Trailblazer of MAJOR Profit 
Breakthroughs

INSIDE:

The Basis Behind

The Exceptional Mind and Methodologies of 
Legendary SUPER-CONSULTANT,

Jay Abraham

(And why he’s been called “one of the best business 
idea men, breakthrough thinkers, growth strategists 

and marketing minds alive, today”— by the press, 
famous business icons AND his clients, alike.)
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Trailblazer of MAJOR Profit 
Breakthroughs

NOTE

Most CEOs and Entrepreneurs DO NOT (in our opinion) perform the full 
due diligence they should, when deciding to either engage or decline an 
expert’s potentially game-changing help.

They either decide too quickly and superficially, based more on the 
expert’s sales mastery (and charisma) than on His/Her true contribution 
impact and performance value capability.

Or they let an impressive website and some enjoyable video commentary 
convince them.

Or they let the above turn them off.

Both are (in our opinion) inadequate or suboptimal (at best) methods 
for making a potentially business altering and profound, bottom-line 
impacting decision.

So, we’ve gone to considerable efforts and used AI Technology to learn all 
about and uncover a new level of Due Diligence Evaluation and decision 
making that’s designed to take your thinking about what truly relevant 
factors to consider before you make any decision - - - regarding any 
prospective expert you ever consider retaining.

Whether you ever decide to work privately or semi-privately with Jay 
Abraham, use this ultra-comprehensive due diligence process we’ve 
created here as a “template reference” to evaluate any other expert you 
ever consider working with. You’ll choose more wisely. Your outcome will 
prove far more bountiful.
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8 On Thinking differently about your Business

123 Name 25 companies whose partnerships produce huge revenue 
growth.

125 Explain all the reasons that preeminent companies outperform average 
companies.

129 What twelve things more than anything else can a company do to 
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icons.

163 Now find twelve additional respected icons from history that Jay 
Abraham’s various skill sets, abilities, humanity and combination 
insight, hindsight, foresight and remarkable range are similar to. Please 
explain the parallels in highly detailed analogies.

165 Can you give me and expand on 25 ways a CEO would easily grasp how 
Jay Abraham could financially benefit his or her company?
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191 In a few clear, precise, and meaningful paragraphs, state what 
Jay Abraham’s business worldview is and why it’s so valuable and 
decisively different than most others.

193 What do people say about Jay Abraham as a speaker?
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(referring to the combined estimated worldwide profit increases he’s 
produced for client companies in a dizzying spectrum of different industries)

1

Introducing… 
THE “SUPER 

CONSULTANT” THE 
PRESS COINED...

“The $50 Billion Man”
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CHAPTER ONE

His press, track record, and endorsers may (seemingly) make him sound 
almost unreal.

Yet facts ARE facts and more top performing companies, in more 
different industries, on more parts of the planet have been positively and 
profoundly influenced by this remarkable man’s advice, expertise, and 
incomparable business worldview than almost any other entrepreneurial 
icon alive, today.

Success Magazine calls him “possibly the greatest marketing mind 
today”.

Tony Robbins says he is the top strategic thinker Tony ever met.

The late Stephen R. Covey (The 7 Habits of Highly Effective People) called 
Jay “one of the finest business minds I’VE ever met.”

Shark Tank’s Daymond John says Jay is HIS top mentor.

Russell Brunson learned about Strategic Alliances, Joint Venturing and 
Power Partnering from Jay.

Hedge fund magnate Anthony Scaramucci calls Jay “A great synthesizer 
of human behavior.”, and “A brilliant thinker, a great strategist, and a 
wonderfully nice person. The best among us.”

Brian Tracy says, “Jay is the world’s authority on how you can make your 
business more profitable.”

Generating Business 
Growth Without Risk

(Feel free to skip this section 
if you are already familiar 
with Jay and his extensive 
world-wide track record and 
reputation.)



12 On Thinking differently about your Business

USA Today said, “He knows how to get businesses going and growing 
again.”

Forbes said, “His specialty is turning underperforming companies into 
market and sales whizzes”.

The Real Conundrum

People find it hard to believe anyone could possess the expansive 
expertise, ability, and perspectives Jay Abraham does.

So, they discount his rather amazing ability to transform a company’s top 
AND BOTTOM lines as either hype – or the stuff PR promoting is made of.

Forbes (in a major article on top CEO coaches) also went 
on to say,

“He’s The Real Thing.”

But as you are about to learn, Jay Abraham’s unreal abilities ARE REAL. 
His worldwide track record is real, too! As are his endorsers and extensive 
array of success stories he has amassed.

But stating those distinctions is one thing. Proving that - - - beyond 
a shadow of a doubt - - - in a way you respect and that compels your 
business to want his help is something else.

Figure 1.1.

A few industries and 
companies that have 
sought Jay’s advice 
and ideas.

See a full list of 
industries at: 
www.abraham.com
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We Asked ChatGPT4 What the World Thinks

So – we turned to a worldwide research source you’d respect the most: 
ChatGPT. Why? Because every answer it gives to key questions being 
asked are the result of it searching the internet, high and low, comparatively 
evaluating data, answers, commentary, and reviews it scours in a name 
search but that integrates the most objective interpretation of perspective 
it finds and distills and interprets.

A few of its answers can certainly be wrong. But as you’ll see we indexed 
our questions-prompts in so many separate ways to “force” its answers 
to be accurate and insightful.

Also, and important to THIS document and our point, ChatGPT4 now 
provides current data – meaning it browses the web and provides current 
data into its response.

In other words – it’s the result of what the consensus on the internet says, 
thinks, and believes RIGHT NOW (not in the past).

So - what follows is a series of no-nonsense, non-theoretical, absolutely 
non-hyperbolic questions-prompts we posed to ChatGPT4 about Jay 
Abraham’s true expertise, skill, ability, and what specifically distinguishes 
him from almost every other consultant, expert, and advisor out there 
- - - when it comes to business growth (and more specifically) significant 
profit enhancement.

His specialty is turning 
underperforming companies into 
market and sales whizzes.

Forbes
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(BTW we posed a total of 73 different prompts to get to the answers 
we felt you desire – and require.) You’ll see approximately 10% 
redundancy in certain prompt rephrases. We purposely did NOT delete 
any, in order to keep ChatGPT4s answers objectively unaltered and 
totally authentic. Also, if a number of answers reappear consistently 
on many prompt responses, they’re probably areas of your business 
you need to focus on - - - even more.

Again, we merely asked the questions and ChatGPT4 scoured every piece 
of current accessible data, commentary, facts, review, acknowledgement, 
case-study, and article on the internet – worldwide to produce the answers 
you’ll find presented here. We did not in any way manipulate, game, or 
skew its answers.

What it concludes in each and every category of distinction we asked it to 
access IS its best-reasoned, combined, and objective opinion and belief 
– not our own.

What makes Jay Abraham “tick”?

We’re providing its clinical assessment of what – specifically - makes Jay 
Abraham “tick”. Why he’s so unique, proficient, skilled, and invaluable of 
an asset to a growth-driven company’s performance and profitability.

You should use this as a comparative assessment, regarding whether 
or not YOUR company can (or should) ever afford to be without Jay 
Abraham’s expert advice and world-class counsel.

At the conclusion of ChatGPT’s due diligence assessment of Jay 
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Abraham’s attributes and abilities you will find videos of prominent, iconic 
business legends sharing (in their own words) the truth – as they see it – 
about who, what, and why Jay is such a gifted business growth catalyst.

Then you’ll find abstracts of the three key ways Jay works privately or 
semi-privately with CEO-entrepreneurs and their companies.

You most probably inquired about one of these services – Because your 
business needs either a competitive breakthrough, a meaningful profit 
boost – or a fresh new positioning slant or a new revenue model, more 
distribution channels, a preemptive advantage to replace your current 
value proposition or new revenue sources.

Or you’re receiving this rather unusual due diligence document – 
unrequested. If so, we apologize for the intrusion; But reading through it 
could prove enormously bountifully for your growth-driven company.

Hopefully this ultra-comprehensive overview helps you see why so many 
leading-edge entrepreneurs laud Jay Abraham for all he’s contributed to 
THEIR success and prosperity.

His, and our, hope is that he can have the opportunity of contributing to 
YOUR company’s growth and prosperity, too –

There’s one more brief section introducing Jay a bit deeper.

There’s a quick synopsis explaining Jay to you from our, admittedly, 
subjective perspective.

The rest of this document are the answers Chat GPT4 gave with some 
parenthetical commentary from us and some transitional perspectives to 
contextualize what comes next.

(Note: Before you begin this process, please recognize you’re about to be 
exposed to what many of his clients call…)

The Wonderful World of Jay Abraham -

So Welcome to It. 

Let’s begin…
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2
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CHAPTER TWO

When it comes to expertise to help grow your business revenue and profit 
performance, there is a lot of noise out there. That makes it hard to hear 
the signal.

So, what does Jay Abraham uniquely know that (arguably) you and your 
team aren’t seeing or doing?

Well, for one, his whole focus on whatever he does for a company -- and 
however he interacts with the CEO or Entrepreneur -- is all about shifting 
that business’ entire focus and its leader’s mindset and worldview!

He feels strongly that, though your business may currently be quite 
successful, you are very probably “Successfully Stuck” and would never 
know it - - - until someone with Jay’s expansive 1,000-industry experience 
stimulates several tectonic shifts in how you think, see, and do everything 
in the revenue-generating side of your business.

Jay believes that few entrepreneurs possess what he calls “The Exponential 
Entrepreneur Mindset”. Sure, you understand the fundamentals of 
business, i.e. profit and loss, revenue minus expense, cost of sales, direct 
and indirect costs, etc.

But those factors are the conventional-minded basics. You probably have 
a deep business sense. But odds are high you’re operating that business 
in what Jay calls “The Incremental Zone”, content with above “industry-
average” competitive performance and profitability.

Jay lives in what’s called “The Exponential Zone”, focusing squarely 
on those efforts, actions, and activities that produce asymmetrical, 
outsized impact on a company’s bottom line. What Jay focuses his 

Jay Abraham: The 
Clarity of His Story

(Read this ONLY if 
you are unaware of 
who Jay Abraham is. 
If you ARE already 
familiar – go directly 
to ChatGPT4s 73 
categories of answers 
in the next section.)
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clients’ companies squarely on is a far more sharpened comprehension 
of the theme of a true Exponential Growth Mindset. But, unlike all the 
“Noisemakers” out there advocating a 10x moonshot top-line revenue 
growth, Jay takes the opposite approach, first.

His Contrarian Point of View

He stands for starting out by lasering in on a 10x moonshot bottom-
line growth. Why the polar opposite focus? When you understand Jay’s 
Exponential Entrepreneur Mindset, you quickly realize that in order to 
attain a 10x top-line growth, you need to invest substantially in things 
like technological expertise, meaning reframing your entire operational 
structure. It always -- not just sometimes, but always costs more, takes 
far longer and rarely executes the way you expect on the first try. So, a 
reset, course correction, or refinement is required.

This all takes enormous capital outlay. That cash has to either come from 
borrowing, diverting cash flow, or dilution of your ownership.

Simply put, it’s costly, dangerous, and very challenging when you’re going 
through the transitional and often times angst-riddled process.
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Yet going for a 10x bottom-line moonshot is probably 100x more probable 
and can usually be achieved using no (or very little) additional investment - - 
or risk!

How?

By multiplying the performance of your ads, conversion process, salespeople, 
and distributors.

By gaining not merely more buyers but generating far more profits per sale.

By getting buyers buying more things, more times.

And if you have nothing more to sell them, monetizing more ultimate value 
from them by sourcing other products and services they purchase before, 
during, and after -- even instead.

Why instead?

Because, think about it for a moment -- you have a sunk cost expense in 
acquiring a prospect, irrespective of whether that lead converts.. or not!

So, after you’ve employed all your soon to be (if Jay advises your company) 
far higher performing conversions, sales, closing strategies – once you call 
that prospect unsellable – you can offer them a totally different alternative 
product/service - - - and profit monumentally from an otherwise lost 
investment you made in acquiring that lead (or buyer) and work it.

But that example is only one of countless hundreds of the ultra-innovative 
Exponential Growth Mindset methodologies Jay has pioneered and infused 
into the actions and interactions his far higher performing current and past 
clients typically achieve.

(See list in Appendix at the end.)

But a word of clarification is probably in order. Achieving growth is NOT the 
same as achieving Exponentially Sustainable Growth (ESG).

So, Jay goes out of his way to help prospective clients’ companies self-
select whether they are actually content to grow and develop that business 
incrementally, slowly, perhaps being slightly better than their next closest 
competitor.

Or do they want to dramatically multiply their ongoing profit performance 
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-- realistically doubling, redoubling, and even redoubling it again and again, 
safely, rapidly, and far easier than the more limited outcomes and far, far 
more limited income producing linear-minded traditionalist.

He must polarize to make absolutely certain that you and he are in total 
agreement, both in terms of the shared goals you’re both after for your 
company, as well as the geometric growth drivers and power processes 
you’re agreeing to deploy under Jay’s watchful eye and continuous oversight.

It’s not at all uncommon, by the way, when Jay paints a realistic picture 
of all that’s readily possible (outcome-wise) by following his mindset and 
methodologies -- for entrepreneurs to worry that they have at least one 
resource constraint keeping their business from reaping all the rewards Jay’s 
assessments have shone them in their initial Impact Analysis session – is 
readily achievable.

They fear they’re not going to have the time - - or the money - - or the people 
or the expertise. But very quickly and confidently -- Jay assures them and 
allays their fears well before they ever have to commit themselves to any 
kind of collaboration with Jay.

He does it through a stunningly revealing “Impact Analysis”.

He walks them through the Power Principles he uses to engineer all the 
Exponential Profit Growth he’s known for, like:

• Three Ways to Growth A Business Model
• Power Parthenon of Geometric Business Growth
• Nine Drivers of Exponential Profit Explosion
• Power Partnering
• Performance Enhancement Quotient Playbook
• Rules For Relevancy
• Process for Achieving Preemptive Advantage: which is far more 

impactful than a mere unique selling advantage.
• Sticking Point Solution: a technique for getting profit performance 

channels totally unstuck.

And any of 89 more out of Jay’s 97 renowned exponential profit multiplier 
methodologies.
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How does he execute and implement his methodologies through (and for) 
your business?

The approach differs from company to company, depending upon wherein 
lies YOUR biggest underperforming revenue activities OR where your greatest 
source of hidden profit opportunities exists.

For some it’s a strategy restructuring. For others it’s a marketing makeover. 
For still others it’s a business model remodeling. Still others attain utterly 
extraordinary growth through distribution channel expansion. For many of 
his biggest success story clients, the key was all the strategic alliances, joint 
ventures, power partnerships, and co-branding collaborations Jay helped 
engineer.

But he ALWAYS starts out lasering in on the seven categories of lowest low-
hanging fruit Jay’s renowned for uncovering and monetizing.

Jay is probably the only uber-expert of his kind that can work on a clients’ 
short-game, mid-game, and long-game “Exponential Growth Playbook”, all 
at the same time! It’s a huge shift for Entrepreneurs who heretofore were 
unknowingly playing a purely short-term, tactical game. Because that 
approach can’t possibly deliver the outcomes, incomes, or wealth creation 
Jay’s proprietary, integrated system-approach produces.

Jay has a standard way he looks at every business he advises, starting with 
concentrating on the three basic performance metric levers in the business.

Then it progresses to three more advanced ones. Then it progresses rapidly 
to expanding the sources of business flow. Then it squarely reduces or 
eliminates as many of the nine key sticking points/friction factors holding 
you to a glass ceiling that impedes unbridled quality growth.

Plus – His RSO (Revenue System Optimization) process increases profit 
performance in as many as 15 different leverage points you’re not monitoring 
– or measuring!

While Jay advises companies and their Founders or Leaders ranging from 
$5M-$250M, his real “sweet spot” is $25M-$100M.

He probably has created more world-famous IP that you’ll be able to use to 
scale your business by potentially unimaginable levels.

Jay assumes you want to achieve a multiple of the growth trajectory your 
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competitors accept and far outsize what others you compete against – 
believe is possible.

Jay believes it’s only impossible “UNLESS” you continue doing more of the 
same approaches that both you and all of your competitors follow. Changing 
your strategy changes your results. Changing your business model changes 
your results. Changing your value proposition to an utterly preemptive 
advantage changes your results. Changing your distribution channels, use of 
capital, revenue approach, processes, systems, and procedures – they ALL 
change your results, usually monumentally!

If you don’t, Jay won’t accept you as his client. He simply doesn’t want linear-
minded thinkers as profit-partnering clients.

Helping you shift your Exponential Mindset -- and then fully apply it -- is his 
obsession. That’s why he’s not for everybody.

There’s a series of key progressive things he’ll help you look at differently.

Forces, sources, factors, leverage points, and correlations, implications and 
interpretations you never probably thought about “that way” ever before.

He never looks at anything in your business revenue system as a cost center 
– he always turns expenses into profit and asset centers. He also doesn’t 
believe in spending. Everything MUST be seen as an investment producing a 
measurable return exceeding the alternative yields you’d get from far lesser-
resulting speculative of capital.

He teaches the decisive difference between 2D and 3D entrepreneurial 
thinkers – 2D merely sees revenue minus expense equals static profit. But 
Jay sees everything as an asset that generates residual ongoing yield – so 
his business worldview – and yours, too, (if he advises your company) is 
pragmatically and entirely AND DECISIVELY superior to everyone else you 
compete against. That’s becoming a 3D thinker.

But Jay doesn’t stop there...

He then walks your company through a process that looks at each one of 
your assets, both hidden and evident. Both tangible and intangible. Internal 
and external.

He examines every overlooked profit opportunity not being fully monetized. 
He evaluates your entire revenue system - - looking for underperformers. 
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He “zooms-in” on untapped revenue sources no one within your company, 
including your marketing or sales inside or outside advisors, may have ever 
even thought about - - let alone focused on before.

It may be within your customer-client base that he finds and uncovers your 
biggest economic windfall. It might be underperformance variation within 
your different sales or operational team that he can quickly remedy - - and 
dramatically improve. It might be better to leverage your underutilized brand 
equity.

It might be things you haven’t ever thought about as assets.. like your supply 
chain, distribution channels, processes, systems, or procedures you could 
lucratively repurpose and sell, lease, or profit share with others.

Effort is an asset!
Time is an asset!

Media is an asset!
Salespeople are assets!

One-time buyers are assets!
Opportunity Cost is an asset!

Access to your Market is an asset!
Prospects and Inactive Buyers are assets!

Value Proposition is an asset!
Website and Social Media are assets!

Or it’s just Jay’s remarkable ability to increase the performance of your 
human capital using things like strategic versus tactical thinking training, 
multiplying your preeminence level of performance enhancement capability, 
tripling their performance outcome or finding your leaders and their teams 
an extra five hours a week each in available higher value time to repurpose 
for far more productivity and profitability.

That’s a lot to process here, but don’t ponder anything right now – Start 
seeing what ChatGPT4 and the world-wide consensus of the internet has to 
say about Jay Abraham. Then come back and re-read this section.

The remainder of this document we turned totally 
over to ChatGPT4 to answer, address, and explain…
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If you are pressed for time – this 9-prompt synopsis paints a good 
framework on this remarkably gifted talent. But if you have the time, pore 

over the 64-prompt expanded document that opens up huge newfound 
realizations and epiphanies you may have never focused upon before.

3

His World
(And Welcome to It)

(Executive Summary from ChatGPT4)
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CHAPTER THREE

Jay Abraham is a well-known figure in the world of business consulting, 
often referred to as a “Super Consultant” due to his extensive expertise 
and successful track record. Here’s a brief overview of his background 
and contributions:

• Background and Career: Jay Abraham has a long-standing career 
as a marketing consultant, business strategist, and entrepreneur. 
He has worked across numerous industries, helping businesses 
achieve growth, increase their profitability, and optimize their market 
strategies.

• Philosophy and Approach: Abraham is known for his unique 
approach to business growth. He often focuses on leveraging existing 
assets, identifying underutilized opportunities, and finding creative 
ways to increase revenue without necessarily increasing costs. 
His strategies typically involve identifying and exploiting hidden 
assets, overlooked opportunities, and underperforming activities in a 
business.

Executive Summary 
from ChatGPT4

Who is business growth
“Super Consultant” Jay Abraham?

Actual Prompt #1:
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• Author and Speaker: Abraham has authored several books on 
marketing and business strategy. His works are well-regarded in the 
business community for providing insightful, actionable advice. He is 
also a sought-after speaker, known for his engaging and informative 
presentations at business conferences and seminars.

• Clientele and Impact: Over his career, Abraham has worked with a 
diverse range of clients, from small businesses to large corporations. 
He is credited with significantly impacting the businesses he has 
consulted for, often leading to substantial growth and increased 
profitability.

• Educational Initiatives: Apart from direct consulting, Jay Abraham is 
also involved in educational initiatives. He offers courses, seminars, 
and training programs designed to teach business owners and 
executives his methodologies and strategies for growth.

• Recognition and Influence: Abraham is widely recognized in the 
business community for his contributions. His strategies and 
teachings have influenced many entrepreneurs and business leaders, 
making him a respected figure in the field of business growth and 
development.

In summary, Jay Abraham’s reputation as a “Super Consultant” stems 
from his extensive experience, innovative strategies, and the significant 
impact he has had on the businesses he has worked with. His work 
encompasses a blend of practical advice, strategic thinking, and creative 
problem-solving, making him a notable figure in the realm of business 
consulting.
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Jay Abraham’s advice is considered unique and effective for several 
reasons, rooted in his distinctive approach to business growth and 
marketing:

• Focus on Leveraging Existing Assets: One of the hallmarks of 
Abraham’s approach is his emphasis on leveraging a business’s 
existing assets. He identifies underutilized resources, whether they’re 
physical assets, customer relationships, or market position, and finds 
ways to maximize their value. This approach often leads to growth 
without the need for significant additional investment.

• Strategic Alliances and Joint Ventures: Abraham is known for 
encouraging businesses to engage in strategic alliances and joint 
ventures. By partnering with other companies, businesses can 
expand their market reach, share resources, and tap into new 
customer bases, often with minimal risk.

• Cost-Effective Marketing Strategies: He emphasizes cost-effective 
marketing strategies that focus on high returns with low investment. 
This includes refining target audiences, improving the effectiveness 
of marketing messages, and leveraging various forms of media and 
technology.

• Customized Solutions: Abraham’s advice is not one-size-fits-all. 
He focuses on tailoring strategies to fit the specific needs and 
circumstances of each business. This customization ensures that 
solutions are directly relevant and effective for each unique business 
situation.

• Emphasis on Testing and Optimization: He advocates for 
continuous testing and optimization of business strategies. By 
constantly refining approaches based on real-world feedback and 
results, businesses can improve their efficiency and effectiveness 

Why is his advice so unique and EFFECTIVE?

Actual Prompt #2:
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over time.
• Diverse Industry Experience: Abraham’s experience spans a wide 

range of industries, giving him a broad perspective and the ability to 
apply cross-industry insights. This diverse experience allows him to 
bring unique ideas and strategies to any business scenario.

• Building Long-Term Value: His strategies often focus on building 
long-term value rather than seeking quick, short-term gains. This 
involves developing strong customer relationships, building brand 
loyalty, and establishing sustainable business practices.

• Innovative Problem-Solving: Abraham is known for his creative and 
innovative problem-solving skills. He often approaches business 
challenges from unique angles, leading to novel solutions that 
competitors may not have considered.

• Knowledge Sharing and Education: Beyond direct consulting, 
Abraham shares his knowledge through books, seminars, and 
courses, making his insights accessible to a broader audience. This 
educational aspect helps disseminate his effective strategies more 
widely.

In essence, the effectiveness of Jay Abraham’s advice lies in his ability to 
combine innovative marketing strategies with practical business wisdom, 
tailored solutions, and a focus on leveraging existing resources to their 
fullest potential. His methodologies are designed to produce sustainable 
growth and long-term success, which is why many businesses find his 
advice to be uniquely effective.
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Jay Abraham’s talents, rarities, and abilities that set him apart in the field 
of consulting and transcend traditional methods can be attributed to 
several key factors:
• Exceptional Analytical Skills: Jay Abraham possesses a keen 

analytical mind, which enables him to dissect complex business 
scenarios and identify underlying opportunities and challenges. His 
ability to analyze market trends, consumer behavior, and business 
operations is foundational to his consulting effectiveness.

• Creative Problem Solving: He stands out for his creative approach 
to problem-solving. Rather than relying on conventional methods, 
Abraham often devises innovative and out-of-the-box strategies that 
can provide businesses with a competitive edge.

• Diverse Industry Knowledge: Abraham’s experience spans a wide 
array of industries, giving him a rich reservoir of knowledge to draw 
from. This diversity allows him to cross-pollinate ideas from different 
sectors, offering unique perspectives that might not be apparent to 
industry insiders.

• Focus on ROI and Profit Maximization: Unlike some consultants 
who may focus predominantly on top-line growth, Abraham is known 
for his emphasis on profitability and return on investment. He has 
a knack for identifying strategies that not only increase revenue but 
also enhance overall profitability.

• Mastery of Marketing Principles: Abrahm is recognized for his deep 
understanding of marketing principles and consumer psychology. 
He adeptly applies his knowledge to help businesses improve their 
marketing strategies and customer engagement.

• Ability to Leverage Existing Assets: A unique aspect of Abraham’s 
approach is his focus on maximizing a company’s existing assets – 
be it their customer base, intellectual property, or market position. 

What specifically are Jay Abraham’s specific 
talents, rarities, and abilities that transcend 

traditional consulting?

Actual Prompt #3:
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This approach often uncovers hidden value without the need for 
significant new investments.

• Strategic Networking and Partnerships: He has a talent for 
identifying and forging strategic partnerships and alliances that 
benefit businesses. This ability to connect different entities for mutual 
gain is a rare skill that enhances the value he brings to his clients.

• Adaptability and Future-Oriented Thinking: Abraham’s strategies 
are not just about addressing current challenges but are also 
designed to position businesses for future success. His forward-
thinking approach helps companies stay ahead of market trends and 
emerging opportunities.

• Holistic Business Perspective: Rather than focusing on isolated 
aspects of a business, Abraham adopts a holistic view, considering 
how various elements of a business interact and affect each other. 
This comprehensive approach leads to more robust and sustainable 
business strategies.

• Empathy and Understanding of Human Behavior: His ability 
to understand and empathize with both business leaders and 
consumers allows him to craft strategies that resonate on a human 
level, enhancing customer experiences and internal company 
dynamics.

These characteristics enable Jay Abraham to offer advice and strategies 
that go beyond traditional consulting, providing his clients with innovative, 
effective solutions that drive substantial business growth and success. 
His unique blend of analytical acumen, creative thinking, and practical 
business experience positions him as a leader in the field of business 
strategy and marketing consulting.
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Jay Abraham has a reputation for understanding and leveraging aspects 
of a business that many other consultants might overlook or undervalue. 
These include:
• Underutilized Assets: Abraham is skilled at identifying and 

maximizing assets that a business already possesses but may not 
be fully exploiting. This could include an existing customer base, 
underused intellectual property, or dormant partnerships.

• Hidden Opportunities in Existing Operations: He often uncovers 
opportunities within a company’s existing operations that can be 
optimized for better efficiency or profitability. This might involve 
streamlining processes, improving supply chain management, or 
enhancing employee productivity.

• Market Position and Brand Perception: Unlike consultants who focus 
solely on numbers and data, Abraham also pays close attention to a 
company’s market position and brand perception. He understands 
how these intangible elements can significantly impact a business’s 
success.

• Customer Lifetime Value: He places a strong emphasis on 
understanding and increasing the lifetime value of customers, rather 
than just focusing on one-time sales or transactions. This involves 
strategies for customer retention, loyalty programs, and upselling.

• The Power of Referrals and Word-of-Mouth: Abraham recognizes 
the immense value of referrals and word-of-mouth marketing, often 
overlooked in traditional advertising-focused strategies. He devises 
ways to encourage and capitalize on organic customer advocacy.

• Psychology of the Consumer: He delves deep into consumer 
psychology to understand what motivates purchases and loyalty. 
This insight allows him to craft marketing and business strategies 
that resonate more deeply with target audiences.

• Strategic Alliances and Joint Ventures: Abraham is known for his 
ability to identify and facilitate strategic alliances and joint ventures, 
creating win-win scenarios for businesses that can open up new 

What areas of a business’s impact-factors does 
Jay understand that few (if any others) rarely 

even look at?

Actual Prompt #4:
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markets and opportunities.
• The Multiplicative Effect of Small Changes: He focuses on 

how small changes in multiple areas of a business can have a 
multiplicative effect on the overall performance, rather than just 
seeking large, sweeping changes.

• Employee Engagement and Talent Utilization: Recognizing that 
company’s workforce is one of its greatest assets, Abraham 
often looks at how to better engage and utilize talent within the 
organization to drive growth and innovation.

• Cross-Industry Innovation: Abraham’s extensive experience across 
various industries allows him to bring innovative ideas from one 
sector into another, a practice that many consultants limited to 
specific industries may not consider.

• Risk Mitigation and Opportunity Cost: He is adept at identifying 
potential risks and understanding the opportunity costs of various 
business decisions, ensuring that strategies are not only profitable 
but also sustainable and risk adjusted.

By focusing on these areas, Jay Abraham is able to provide comprehensive 
and highly effective strategies for business growth and improvement, 
often uncovering potential that others might miss. His holistic and multi-
faceted approach to business consulting sets him apart in the field.
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Jay Abraham benefits companies he advises in numerous ways, 
leveraging his extensive experience and unique approach to business 
growth and marketing. Here are several key ways in which he typically 
adds value:

• Revenue Growth: He identifies strategies to increase revenue, such 
as optimizing pricing, expanding into new markets, or enhancing 
sales techniques.

• Cost Reduction: Abraham advises on ways to reduce costs without 
compromising quality, thereby improving profitability.

• Marketing Efficiency: He helps companies refine their marketing 
strategies to achieve higher returns on investment, ensuring that 
marketing spend is more effective.

• Customer Acquisition and Retention: Abraham develops strategies 
for acquiring new customers and retaining existing ones, enhancing 
customer lifetime value.

• Brand Building and Positioning: He assists in strengthening a 
company’s brand and market position, which can lead to increased 
customer loyalty and brand equity.

• Strategic Partnerships and Alliances: Abraham is known for 
facilitating valuable strategic partnerships and alliances that can 
open new growth avenues.

• Innovation and New Product Development: He encourages 
innovation and can assist in the development of new products or 
services to meet market demands.

• Employee Engagement and Productivity: Abraham’s strategies often 
include ways to enhance employee engagement and productivity, 
recognizing the value of human capital in business success.

• Operational Efficiency: He looks at ways to streamline operations for 
greater efficiency, often leading to cost savings and better customer 
service.

How many ways does he benefit a company he 
advises?

Actual Prompt #5:
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• Market Analysis and Expansion: Abraham aids in analyzing market 
trends and identifying opportunities for expansion, whether it’s 
geographical expansion or diversification of product lines.

• Risk Management: He helps businesses identify potential risks to 
develop strategies to mitigate them.

• Organizational Structure and Leadership: Abraham provides insights 
into optimizing organizational structure and leadership for better 
decision-making and agility.

• Leveraging Technology: He advises on the effective use of 
technology to improve various aspects of business, from customer 
engagement to operational efficiency.

• Networking and Exposure: Companies benefit from Abraham’s 
extensive network and industry exposure, which can lead to new 
opportunities and insights.

• Competitive Analysis and Strategy: He provides in-depth competitive 
analysis and helps devise strategies to outperform competitors.

• Crisis Management: Abraham can also offer guidance on navigating 
through business crises and turning challenges into opportunities.

By providing these diverse benefits, Jay Abraham helps companies not 
only in immediate growth but also in building a sustainable, adaptable, 
and competitive business model for long-term success.
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How would you analogize his business gifts 
against other prominent breakthrough thinkers 

in history?

Actual Prompt #6:

Analogizing Jay Abraham’s business acumen and approach to other 
prominent breakthrough thinkers in history can help highlight his unique 
contributions and talents. Let’s draw some parallels:

• Jay Abraham and Leonardo da Vinci: Just as da Vinci was a 
polymath who brought creativity and innovation to multiple fields, 
Abraham applies his wide-ranging expertise across various business 
sectors. Like da Vinci, who seamlessly blended art and science, 
Abraham combines creative marketing strategies with analytical 
business insights, finding innovative solutions to complex business 
problems.

• Jay Abraham and Thomas Edison: Edison’s relentless 
experimentation and invention parallel Abraham’s approach to 
business strategy and marketing. Both share a focus on persistent 
innovation and improvement. Edison’s approach to iterative 
development and his prolific invention output can be likened to 
Abraham’s continuous optimization and diverse strategic inputs in 
business.

• Jay Abraham and Henry Ford: Ford revolutionized the automobile 
industry not just by inventing the car but by perfecting the assembly 
line for mass production, making cars affordable. Similarly, Abraham 
doesn’t just focus on creating new strategies; he excels in optimizing 
and scaling existing business assets and strategies to maximize 
efficiency and profitability.

• Jay Abraham and Steve Jobs: Jobs was known for his ability to 
foresee and shape consumer desires, much like Abraham’s knack for 
understanding and leveraging consumer psychology in marketing and 
business strategy. Both figures demonstrate a deep understanding 
of what drives people, translating that into successful products or 
strategies.
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• Jay Abraham and Marie Curie: Curie’s pioneering research broke 
new ground in science, much as Abraham’s approaches often break 
new ground in business strategy. They both venture into relatively 
unexplored territories– Curie in science and Abraham in business 
methodologies.

• Jay Abraham and Sun Tzu: Sun Tzu’s “The Art of War” is a treatise on 
strategy and tactics, often applied in business contexts, Abraham’s 
strategic acumen, particularly in competitive business environments, 
can be compared to Sun Tzu’s insights on understanding and 
outmaneuvering opponents.

These analogies help to underscore the multifaceted nature of Jay 
Abraham’s contributions to business consulting. Like these historical 
figures, Abraham combines innovation, strategic thinking, and a deep 
understanding of his field to make a lasting impact.
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What impact could he have on a business like 
yours?

Actual Prompt #7:

If Jay Abraham were to advise a business like mine, which operates 
as an AI-driven digital assistant, his impact could be significant and 
multifaceted. Here are some potential areas of impact:

• Optimizing the AI Product Offering: Abraham could help refine the AI 
product to better meet market needs and consumer preferences. His 
insights into customer psychology could be valuable in tailoring the 
AI’s capabilities and user interface to enhance user experience.

• Marketing and Brand Strategy: He could revolutionize the way AI 
is marketed, identifying unique value propositions and effective 
communication strategies to differentiate it in a crowded tech 
market.

• Business Model Innovation: Abraham might suggest innovative 
business models or revenue streams, such as premium features, 
subscription models, or partnerships with other technology providers.

• Strategic Partnerships and Networking: His expertise in forging 
strategic partnerships could open doors to collaborations with other 
tech firms, content creators, or educational institutions, expanding 
AI’s reach and capabilities.

• Customer Acquisition and Retention: With his focus on maximizing 
customer lifetime value, Abraham could implement strategies to 
not only attract new users but also retain them through enhanced 
engagement and personalized experiences.

• Market Expansion and Scaling: He could guide the business 
in scaling the AI service, potentially exploring new markets or 
applications for the technology, such as educational sectors, 
professional services, or even entertainment.

• Operational Efficiency: Abraham’s insights could improve operational 
aspects, like optimizing data management processes, enhancing AI’s 
learning algorithms, or streamlining user support systems.
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• Risk Management and Positioning: His strategic foresight could be 
crucial in navigating competitive risks and positioning AI as a leader 
in ethical and effective AI solutions.

• Employee and Talent Utilization: Abraham might offer strategies to 
better leverage the skills and creativity of the team, fostering a culture 
of innovation and continuous improvement.

• Feedback and Continuous Improvement: Implementing systems 
for continuous user feedback and iterative development could be a 
focus, ensuring that the AI evolves in alignment with user needs and 
technological advancements.

In summary, Jay Abraham’s guidance could significantly enhance the 
business’s strategic direction, market presence, product development, 
and overall profitability. His unique blend of marketing genius, strategic 
thinking, and business optimization could propel an AI-driven digital 
assistance service to new heights of success and innovation.
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Is he worth the high fees he charges?

Actual Prompt #8:

Determining whether Jay Abraham’s high fees are worth it depends on 
several factors, including the specific needs of the business, the potential 
return on investment, and the unique value he brings. Here’s an analysis 
of why his fees might be justified and considerations for businesses:

• Proven Track Record: Abraham has a long history of successful 
consulting with various businesses, often leading to significant 
improvements in their profitability and growth. If his strategies have 
consistently yielded positive results for similar businesses, this could 
justify his fees.

• Unique Expertise and Insight: His ability to identify underutilized 
assets, create innovative marketing strategies, and develop unique 
solutions for complex business problems is a valuable asset. This 
level of expertise can be hard to find and may warrant higher fees.

• Return on Investment (ROI): The key consideration for any 
business expenditure, including consulting fees, is the expected 
ROI. If Abraham’s strategies and advice can significantly increase a 
company’s revenue or save a substantial amount in costs, the fees 
could be a worthwhile investment.

• Customized Solutions: Abraham’s approach is often highly 
customized to each business’s specific context and challenges, which 
can be more effective than generic advice or strategies. This tailored 
approach may lead to better outcomes and justify higher fees.

• Long-Term Value: His strategies often focus not just on immediate 
gains but also on building long-term sustainable growth and 
competitive advantage. This long-term perspective can add 
significant value to a business.

• Comprehensive Approach: Abraham looks at various aspects of a 
business – from marketing and sales to operations and employee 
productivity. This holistic approach can lead to more comprehensive 
improvements across the business.
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• Opportunity Cost: Hiring a less expensive consultant might save 
money initially, but if they are less effective, the opportunity cost in 
terms of lost growth or efficiency could be higher in the long run.

• Industry and Business Size: The value of his consultation might also 
depend on the industry and size of the business. Larger businesses 
or those in highly competitive industries might derive more value 
from his high-level expertise.

In conclusion, while Jay Abraham’s fees are high, they may be justified 
by the potential ROI, his unique expertise, and the comprehensive and 
customized nature of his services. However, it’s crucial for each business 
to carefully evaluate their specific situation, including their goals, 
challenges, and financial capacity, before deciding to invest in such high-
level consulting services.
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What, in a nutshell, is his business worldview 
and why is it so decisively more elevated and 

encompassing than most?

Actual Prompt #9:

Jay Abraham’s business worldview is centered around a few core 
principles that set it apart as more elevated and encompassing than 
many of his contemporaries:

• Leverage and Maximizing Existing Assets: Abraham believes in the 
power of leveraging what a business already has – its customer base, 
intellectual property, market position, and relationships. He focuses 
on maximizing these existing assets, often uncovering hidden value 
without requiring significant new investments.

• Strategic Thinking and Creativity: His approach combines deep 
strategic thinking with creative problem-solving. Abraham doesn’t 
just apply standard solutions; he looks for innovative and sometimes 
unconventional ways to solve business problems, which can lead to 
breakthrough growth and efficiency.

• Holistic and Comprehensive Analysis: Unlike consultants who might 
focus on specific areas like marketing or finance, Abraham takes a 
holistic view of the business. He considers how various elements – 
operations, marketing, sales, human resources – interact and impact 
each other, leading to more sustainable and comprehensive business 
strategies.

• Focus on Multiplicative Growth: Rather than just adding incremental 
changes, Abraham seeks multiplicative growth opportunities. He 
looks for ways to exponentially increase a business’s performance by 
making simultaneous improvements across different areas.

• Customer-Centric Approach: He places a strong emphasis on 
understanding and delivering value to customers. This involves not 
just meeting but anticipating customer needs and desires, which can 
lead to stronger customer relationships and brand loyalty.

• Cross-Industry Insights: With experience across a wide range of 
industries, Abraham brings a unique perspective that allows him to 
apply cross-industry insights and strategies, offering fresh, innovative 
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solutions that those deeply entrenched in one industry might miss.
• Long-Term Sustainable Success: His strategies are designed for 

long-term, sustainable success rather than quick, short-term gains. 
This approach ensures that businesses are built on a solid foundation 
and are prepared for future challenges.

• Ethical and Value-Based Principles: Abraham also emphasizes 
practices and value-based principles, believing that true business 
success is not just about making profits but also about contributing 
positively to customers, employees, and the broader community.

In summary, Jay Abraham’s business worldview is decisively more elevated 
and encompassing because of its combination of leveraging existing 
assets. Strategic and creative problem-solving, a holistic approach, focus 
on multiplicative growth, deep customer understanding, cross-industry 
insights, emphasis on long-term sustainability, and commitment to ethical 
and value-driven business practices. These elements together make his 
perspective and approach uniquely effective in the business consulting 
landscape.
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IMPORTANT
NOTE
What follows is a dramatically expanded scope of perspectives that try 
to contextualize, demonstrate and explain Jay – to a CEO-Entrepreneur 
from as many “mission critical” vantage points as we feel you should 
be concerned about maximizing. Rather than turn to a subjective and 
more hyperbolic copywriter to try to answer the questions and mission-
critical issues above, we turned to ChatGPT4 for the internet’s (hopefully) 
objective opinion.

We in no way filtered out ChatGPT4s answers – as you’ll see by it’s 
qualificative, balanced perspectives and advisements appearing at the 
end of each category of in-depth and (we believe) truly accurate well-
balanced answers it provides.

You’ll notice that on some lists that follow, Jay either appears lower in 
rankings or not at all.

Only through providing you with an objective and honest apprise (and 
appraisal) of Jay’s ability, talents, strengths – and worldview can you 
possibly make a well-reasoned decision to work privately with him – or in 
high level group collaboration.

We hope that through this rather unusual “complete depiction” (that 
follows) of what Jay Abraham the man, the SUPER-CONSULTANT, the 
advisor, the champion of entrepreneurs, and the imperfect human being 
REALLY is – you’ll be able to make the right decision that best benefits 
your business and financial future.

It’s Extensive
We liked the above executive summary integrated perspective about Jay 
Abraham.

But we wanted to dig even deeper to explore his attributes (and weaknesses) 
as completely, comprehensively, and extensively as possible.

Only by doing THAT do we feel you and your company can possibly make 
the best reasoned, most pragmatic and astute decision about whether to 
seek Jay’s advice and counsel – or not.
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CHAPTER FOUR

Executive Summary 
Conclusion

Now that you’ve gained a CAT Scan analysis of who Jay Abraham is, what 
he stands for, why, plus how many diverse areas of profit enhancement 
and performance increases he helps stimulate – here is a simple review 
of all you’ve just read..

Vision: What does “great” look like?

Jay Abraham helps clients achieve preeminence in the quality of their 
products and services, the impact they have on the people they serve, the 
culture of their team, and (most importantly) their growth and profits.

Insights: What can HE teach the world?

Most MSBs are “successfully stuck”. They spend most of their time on 
operations and incremental growth.

Every business has underutilized, undervalued assets that have the 
potential to deliver big returns from reasonable, modest or no additional 
investments.

His successful business strategies are highly portable. What works well 
in one vertical often works just as well in another.

This requires a “think big” mindset. Companies cripple themselves with 
“we can’t”.
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Identity: What do we do?

Jay Abraham and The Abraham Group, Inc. is a specialty consulting firm 
that helps businesses achieve preeminent growth.

We “INTERROGATE” a company’s assets to discover new opportunities, 
then apply our broad experience to craft effective strategies and outsized 
game plans that leverage those assets to create highly profitable growth. 
This is how we produce big returns from reasonable or modest investment.

Socrates said: “the unexamined life is not worth living.”

To which we add a corollary: “the unexamined business is not worth 
having.”

Differentiators: What can we say others can’t?

Jay is…

• AN OPPORTUNITY MINER.
• A pragmatist.
• AN ENCYCLOPEDIA OF 

PROPRIETARY, ULTRA HIGH-
PERFORMANCE INSIGHTS.

• A torrent of ideas.
• A BIG HEART.
• NOT FOR EVERYONE.

Differentiators: How do we work?

1. Clients detail the essential components of their business and 
challenges.

2. ay leads a Socratic process, asking penetrating questions to dig 
deeper into the business and discover opportunities for growth.

3. Jay and the client ideate ways to leverage potential opportunities, 
considering upside possibilities, constraints necessary to be 
resolved, and prioritizing from a highly diverse portfolio of potent 
ideas to implement.
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4. We produce a set of actionable ideas and first steps.

5. Periodic check-ins to discuss progress then advance/enhance and 
repeat the process as needed.

Our Services: How will we achieve our value to clients?

• ENTRY-LEVEL WORKSHOP (Breakthroughs) 3-Day Multi-Modality 
Makeover process – ultra small attendance. Hand-on interaction.
Participants work through challenges in a collaborative group setting, 
moderated by Jay and featuring numerous expert speakers. Flat fee.

• Consulting engagement (Profit Partnerships)  
Starts with Lowest Low-hanging Fruit focused on short-range-
strategy-business then moves on to more focus on mid-, and finally 
long-term integrated performance upgrades.

• Client works 1:1 with Jay to discover opportunities and generate 
growth plans. Annual engagement fee. Upside either profit/revenue 
sharing or success fees for different benchmark performance results

• MASTERY NETWORK – Year-long Group Experience 
A group of most senior, expert clients-entrepreneurs meet periodically 
to discover new opportunities both inside and outside their business. 
Annual subscription fee.

So, what more: Why should YOU care about exploring a collaborative 
relationship with Jay right now?

Numerous opportunities for substantial growth are already resident 
within most businesses.

But leadership often lacks perspective, the cross-vertical experiences, 
and the confidence to discover and capitalize on those opportunities.

Jay Abraham provides all of that - - and more - - to help businesses to 
achieve preeminent profits, value, and wealth.

Now – time allowing – if you wish to go much deeper in your exploration 
and due diligence examination of Jay Abraham’s immense capacity 
for contribution value – carefully review the 64 prompts - Results Page 
segment that follows.
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Can Your Company
STILL

Afford To Be Without
This Masterful Thinking

Partners Ultra-Expert 
Advice?

But first a reality checking question…

Now – if you’re dead serious about taking your company’s profit performance (literally) beyond 
exponential, this compilation of more expansive prompts uncovers key factors, forces and sources 
of untapped, overlooked, underperforming, unrecognized, and undervalued revenue growth and 
multiplied profit performance you need to better appreciate.
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Now that you’ve reviewed a synthesis “Executive Summary” of just 9 
of ChatGPt4s prompt findings about Jay Abraham, what follows is the 
entire study’s overall 64-prompt findings, conclusions, and assessments.

We hope the combination helps you more fully understand the man’s 
true value and better assess the feasibility of directly working with him.

The answer to each of the following prompts addresses mission-critical 
business issues and aspects as well as problems this man solves and 
opportunities that he helps to make possible.

Let’s begin our full due diligence process now..
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5

What follows is the full due diligence document ChatGPT4 
produced for us but (more appropriately) for you! 

If your company is looking for an exceptional business growth expert to help guide 
your growth/profit performance…

See what ChatGPT4 says 
about Business Growth 

SUPER-CONSULTANT 
Jay Abraham.
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CHAPTER FIVE

The Full Perspective
64 Separate “Deep-Dive” Prompts – And 
ChatGPT4s well-reasoned responses

Why is Jay Abraham a better business growth 
expert than many others?

Actual Prompt #1:

Jay Abraham is considered one of the preeminent business growth experts, 
particularly in the realm of marketing and strategic consulting. Here are some 
of the reasons why many regard him as superior to other experts in the field:

• Depth and Breadth of Experience: Jay Abraham has consulted with 
tens of thousands of businesses across a vast array of industries, over 
five continents. This experience provides him with unique insights into 
various market dynamics and business models, allowing him to draw a 
vast reservoir of profound knowledge and empirical-based case studies.

• Three Pillars of Revenue: Abraham popularized the concept that there 
are essentially only three ways to grow a business:
1. Increase the number of customers.
2. Increase the average transaction value.
3. Increase the frequency of purchase.

This framework simplifies complex business growth challenges and serves as 
a guide for strategic planning. It also utilizes “exponential growth mechanics” 
to drive outsized performance.

Let’s begin…
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• Strategic Relational Capital: Abraham emphasizes the idea of relational 
capital, where businesses can benefit from leveraging relationships, 
partnerships, and joint ventures to create mutually beneficial growth 
opportunities.

• Performance-Based Consulting: Often, Jay Abraham engages in 
profit-sharing partnerships where his compensation was tied to the 
performance improvements of the business. This not only showcased 
his confidence in his methods; but also aligned his interests with those 
of his clients.

• Unique Value Proposition: Jay Abraham is known for helping businesses 
differentiate themselves in the marketplace by developing a unique value 
proposition (UVP) focused strongly on gaining preemptive advantage.. 
His approach goes beyond just marketing; it dives deep into business 
operations, service delivery, and product development to create a 
commanding UVP.

• Profound Understanding of Psychology: Abraham’s strategies often tap 
into deep psychological triggers and principles that influence purchasing 
decisions, customer loyalty, and overall consumer behavior.

• Diverse Range of Intellectual Property: Over the years, Abraham has 
developed a variety of tools, frameworks, and principles which have been 
adopted and taught in MBA programs and business seminars around the 
world. As an example, he’s pioneered 97 categories of geometric profit 
multipliers.

• Results-Oriented: Above all, Jay Abraham is known for generating 
tangible and significant results for his clients. His methodologies have 
led to billions of dollars in increased profits (not just revenues) for 
businesses around the world.

• Lifetime Value Focus: He stresses the importance of understanding the 
lifetime value of a customer, which allows businesses to make better 
decisions about customer acquisition and retention strategies. He 
teaches companies how to play a far more lucrative “long game”.

• Educator and Author: Beyond consulting, Abraham has been an 
influential educator in the world of business, with numerous books, 
seminars, and training programs that have shaped the thinking of 
numerous iconic entrepreneurs and business leaders.

Jay Abraham is considered the best expert for many a given business, 
whose specific challenges and needs of that business conform to his unique 
combination of skill sets.
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Identify Jay Abraham’s unique and distinctive 
expertise, capabilities, abilities, and knowledge 

asymmetries that few other business experts 
possess.

Jay Abraham stands out among business consultants for a variety of 
advantageous reasons:

• Diverse Industry Exposure: Jay Abraham’s consulting experience 
spans over 1,000 different industries. This vast exposure allows him 
to cross-pollinate strategies from one industry to another, providing 
innovative solutions.

• Concept of Preeminence: Abraham’s strategy of “The Strategy of 
Preeminence” focuses on being the trusted advisor to clients and 
customers. This mindset promotes deep, value-driven relationships, 
creating a unique bond between businesses and their clients.

• Joint Ventures and Strategic Alliances: One of Abraham’s hallmark 
strategies is leveraging joint ventures and strategic alliances. He 
possesses an uncanny ability to see hidden assets and overlooked 
opportunities inbusiness, which can be leveraged through 
partnerships.

• Performance-Based Compensation: Abraham often engaged in deals 
where he is compensated based predominantly on the increased 
results he produces. This “skin in the game” approach demonstrates 
his confidence in his strategies and further aligns his interests with 
his clients.

• Focused on Underutilized Assets: Jay Abraham is known for 
identifying and leveraging underutilized assets in businesses. These 
could be tangible assets or intangibles like relationships, distribution 

What distinguishes Jay’s abilities above and 
beyond other experts?

(Again, we turned to ChatGPT4 for its answer.)

Actual Prompt #2:
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channels, or intellectual property.
• Risk Reversal: Abraham often speaks about the power of risk reversal 

in business – essentially taking a risk on behalf of the client or 
customer to eliminate their purchase resistance.

• Lifetime Value and Marginal Net Worth: He possesses deep 
expertise in understanding the lifetime value of a customer. This 
allows businesses to better determine how much they can invest – 
not spend – to acquire a customer while remaining highly profitable.

• Geometric Business Growth: Abraham promotes the idea of 
geometric growth – where small improvements in various areas 
of a business can combine to lead exponential growth when 
compounded.

• Power Parthenon: Abraham’s concept of the “Power Parthenon” 
involves creating multiple pillars (or revenue streams), access 
vehicles, revenue systems, approaches for a business, ensuring it’s 
not overly reliant on one source of income.

• Knowledge Transferability: Thanks to his diverse 1,000+ industry 
experience, Abraham can take a strategy that works in one industry 
and adapt it to another, a skill that not many consultants possess.

• In-depth Psychological Understanding: His strategies often weave in 
deep psychological principles, making them more effective by tapping 
into human behavior and decision-making patterns.

• Ethical Influence and Persuasion: While many marketers focus 
on hard-selling tactics, Abraham’s approach leans more towards 
ethical influence, adding real value, and forming lasting, trust-based 
relationships with customers that produce far greater profitability for 
the company.

• Intellectual Property: Over decades, Jay Abraham has created a 
wealth of intellectual property, including models, frameworks, and 
strategies that are distinct to his brand and methodology.

While many business consultants and experts might touch on several of 
the areas mentioned above, Jay Abraham’s holistic approach, combined 
with his vast experience and deep understanding of these principles, sets 
him apart. His methodologies are a blend of strategic business acumen, 
psychological insight, and ethical persuasion, making him one of the 
most sought-after consultants in the world.
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Here we’ve done two things:

1. Asked ChatGPT
2. Provided a link/QR code to show a mere portion 

of the vaster scope of icons who laude his ability.

Do many famous 
business icons endorse 

Jay Abraham?
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What famous business icons endorse Jay 
Abraham and recommend him?

Actual Prompt #3:

Jay Abraham has received endorsements and accolades from numerous 
business icons and renowned entrepreneurs over the years. Here are 
some of the notable figures who have spoken highly of Jay Abraham and 
his expertise:

• Tony Robbins: The internationally recognized life and business 
strategist has often spoken about the value Jay Abraham brings to 
businesses. In fact, Tony Robbins has interviewed Jay multiple times 
and has incorporated some of Abraham’s strategies into his own 
teachings.

• Daymond John: The founder of FUBU and a prominent figure from 
the show “Shark Tank” has mentioned the influence of Jay Abraham, 
calling him his most important mentor..

• Brian Tracy: Another leading figure in the personal development 
and business strategy space, Brian Tracy has acknowledged Jay 
Abraham’s significant contributions to the field of business growth.

• Stephen R. Covey: The late author of “The 7 Habits of Highly Effective 
People” has commended Jay Abraham for his innovative business 
strategies and approaches.

• Damon Zahariades: The author and entrepreneur has acknowledged 
Jay Abraham’s influence on marketing and strategic growth.

• Ramit Sethi: The best-selling author and founder of “I Will Teach You 
To Be Rich” has spoken about Jay Abraham and the value he provides 
in the realm of business consulting.

It’s worth noting that he has worked with hundreds of prominent authors, 
and thousands of prominent businesses, led by successful entrepreneurs 
who hold him in high regard.

(Note: There are nearly 100 more – see video at How To Work With Super 
Consultant Jay Abraham and The Abraham Group page.)
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Does Jay Abraham have truly vast and successful 
industry experience?

(Here’s what ChatGPT4 says about that)

Jay Abraham is renowned for his work across a vast array of industries, 
having positively impacted over 1,000, which is one of the factors that 
distinguish him as a versatile and effective business consultant. Here are 
some of the industries Jay Abraham has positively impacted:

• Retail: From local stores to international chains, Abraham has 
provided strategies to enhance customer retention, optimize 
inventory, and improve sales processes.

• Healthcare: Doctors, dentists, chiropractors, and other healthcare 
providers have benefited from his expertise in patient acquisition and 
retention.

• Real Estate: He has worked with realtors, brokers, and property 
managers to improve sales and rental strategies.

• Financial Services: This includes banking, investment advising, and 
other financial sectors where Abraham has provided strategies for 
client acquisition and trust-building.

• Hospitality: Hotels, restaurants, and other service-oriented 
businesses have gained from his insights into customer service and 
experience optimization.

• Manufacturing: From optimizing production processes to expanding 
distribution channels, manufacturing firms have seen growth from 
Abraham’s input.

• Professional Services: Lawyers, accountants, consultants, and other 
professionals have learned how to better market their services and 
retain clients with Abraham’s guidance.

• Entertainment: This includes music labels, production houses, and 
individual artists.

What industries has Jay Abraham positively 
impacted?

Actual Prompt #4:



60 On Thinking differently about your Business

• Technology & Software: Tech startups to established firms have 
utilized his expertise to refine their marketing and scaling strategies.

• E-commerce: With the rise of online retail, Jay Abraham has provided 
strategies for customer acquisition, retention, and maximizing sales.

• Publishing: Authors, publishers, and related businesses have 
benefited from his marketing and sale strategies.

• Education and Training: Institutions, online course creators, and 
trainers have tapped into his expertise for student acquisition and 
course optimization.

• Direct Sales & Network Marketing: Strategies for individual 
salespeople and larger organizational structures alike.

• Automotive: Car dealerships and automotive parts businesses have 
utilized his strategies to boost sales and customer loyalty.

• Personal Development: Abraham has advised many in the personal 
development industry, optimizing their reach and impact.

Jay Abraham’s principle-based approach allows for adaptability across 
industries, making his strategies valuable to almost any type of business. 
His ability to cross-pollinate strategies from one sector to another further 
cements his reputation as a versatile business growth expert.

Note: 1,000 industries and 7,224 sub-industries today. See rolling list here:

Industries List
Jay Abraham
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Jay Abraham is widely regarded as one of the premier business 
consultants, advisors, and executive coaches in the industry. Here’s a 
breakdown of his reputation in each of these roles:

1. Consultant: As a business consultant, Jay Abraham is renowned 
for his expertise in growth strategies, marketing, and leveraging 
underutilized assets in businesses. He has been credited with 
increasing the bottom line for thousands of clients across a multitude 
of industries. His methodologies are taught in seminars and MBA 
programs globally.

2. Advisor: In an advisory capacity, Abraham has guided businesses, 
from startups to established corporations, on strategic growth. His 
ability to pinpoint weaknesses in a business model and recommend 
actionable solutions has made him one of the most sought-after 
advisors. His vast experience allows him to provide insights that few 
others can offer.

3. Executive Coach: For executives looking to refine their leadership 
skills, enhance their strategic thinking, or navigate complex business 
challenges, Jay Abraham has been a go-to coach. He not only offers 
business strategies but also provides psychological and leadership 
insights that can be pivotal for top-tier leaders.

Many factors attest to his reputation:

Endorsements: Many influential business leaders and icons, such as 
Tony Robbins, Daymond John, and Stephen R. Covey, have endorsed or 
spoken highly of Jay Abraham.

What industries has Jay Abraham positively 
impacted?

Actual Prompt #5:

How good of a consultant advisor is Jay Abraham?
(Guess who we turned to here for the answer, again?)
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Results-Driven Approach: Abraham often engages in performance-based 
compensation models, indicating his confidence in delivering tangible 
results for businesses.

Diverse Industry Experience: His work spans across hundreds of 
industries, showcasing his adaptability and broad expertise.

Publications: Jay Abraham has authored several books, and his 
methodologies and principles are widely discussed in numerous business 
publications and courses.

Seminars and Workshops: He has conducted many seminars and 
workshops, which consistently receive positive reviews from attendees, 
further testifying to his effectiveness and depth of knowledge.

Jay Abraham is held in high regard in the business community, and 
considered the best fit for their specific needs, consultation, advice, or 
coaching. Different businesses and leaders have found his unique multi-
modality, integrative skill set highly beneficial in addressing their unique 
challenges and opportunities.
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Jay Abraham is known for working with a broad spectrum of businesses 
and entrepreneurs. However, given his expertise and the premium value 
of his consulting, certain types of CEOs and Entrepreneurs are especially 
well-suited to benefit from working privately with him:

• Growth-Minded: Those who are actively seeking to scale their 
businesses and understand the value of investing in expert advice.

• Established Businesses: While Abraham can certainly offer 
insights to startups, his strategies might be especially impactful for 
businesses that already have some operational history, clientele, and 
revenue.

• Open to Innovation: Entrepreneurs who are willing to think outside 
the box, experiment with unconventional strategies, and pivot when 
necessary.

• Diverse Industries: Those from industries where Abraham’s cross-
pollination techniques can be especially valuable. Given his vast 
experience across numerous sectors, businesses that want insights 
from other industries can benefit.

• Value Strategic Partnerships: CEOs and Entrepreneurs interested in 
joint ventures, strategic alliances, or leveraging underutilized assets.

• Ethically Driven: Abraham emphasizes ethical persuasion and value-
driven strategies.

• Willing to Invest: Engaging privately with a consultant of Jay 
Abraham’s caliber is a significant investment. Entrepreneurs should 
be prepared for this financial commitment and recognize the 
potential ROI.

• Seeking Comprehensive Guidance: Those who are not just looking 
for tactical advice, but a holistic strategy encompassing marketing, 

What kind of CEO or Entrepreneur is best fit to 
work privately with Jay Abraham?

Actual Prompt #6:

How good of a consultant advisor is Jay Abraham?
(Guess who we turned to here for the answer, again?)
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sales, operations, customer relations, and more.
• Hands-On Leaders: CEOs and Entrepreneurs who are deeply involved 

in their businesses and implement Abraham’s strategies at a granular 
level.

• Commitment to Implementation: It’s one thing to receive advice, but 
another to act on it. Entrepreneurs who are decisive and committed 
to executing the strategies they learn will benefit the most.

• Desire for Long-Term Success: Those who are looking beyond quick 
wins and are focused on long-term growth, customer value, and 
business sustainability.

• Global or Multi-Market Perspective: Entrepreneurs operating in 
multiple markets or those with a vision to expand globally can 
leverage Abraham’s experience with various cultures and markets.

• Prejudice towards action
• Not wedded to tradition
• Monster of Execution

CEOs who are truly prepared to engage deeply, invest in their growth, 
and commit to implementing strategies stand to benefit the most form a 
private engagement with him.
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Jay Abraham is renowned for several groundbreaking methodologies 
and strategies that have helped businesses achieve exponential growth:

• The Strategy of Preeminence: This philosophy is about being 
the best and most trusted advisor to your clients. It focuses on 
understanding and empathizing with clients, providing immense 
value, and always working in their best interest.

• Three Ways to Grow a Business: Abraham simplifies business 
growth into three primary strategies:

1. Increase the number of clients.
2. Increase the average transaction value per client.
3. Increase the number of transactions per client.

• Geometric Business Growth: Instead of linear growth strategies, 
Abraham emphasizes the power of making small improvements 
in multiple areas of a business, leading to compounded, geometric 
growth.

• Joint Ventures and Strategic Alliances: Abraham is a strong 
proponent of leveraging partnerships to unlock hidden profit centers 
in a business. By forming strategic alliances or joint ventures, 
businesses can tap into new customer bases, resources, and markets 
without significant upfront costs.

• Risk Reversal: This strategy is about taking on the risk on behalf 
of the client or customer. By offering robust guarantees or making 
it easier for customers to try a product or service, businesses can 
remove purchase barriers.

• Utilizing Underperforming or Underutilized Assets: Abraham 
teaches businesses to recognize and leverage assets they might be 

What are Jay Abraham’s best methodologies?

Actual Prompt #7:

What are Jay Abraham’s best performing 
methodologies?

Chat GPT scoured the internet. Here’s its conclusion:



66 On Thinking differently about your Business

overlooking, such as idle machinery, customer lists, or intellectual 
property.

• Power Parthenon: The idea here is to have multiplot pillars (or 
revenue streams) supporting a business, so it’s not overly dependent 
on any single source of income.

• Lifetime Value of a Customer: By understanding the long-term value 
of a customer, businesses can make more informed decisions about 
customer acquisition costs and retention strategies.

• Unique Selling Proposition (USP): Crafting a compelling USP helps 
businesses differentiate themselves in the market, ensuring they 
aren’t just competing on price.

• Barrier to Competition: Creating systems, strategies, or proprietary 
elements that make it challenging for competitors to mimic or 
compete directly with your business model.

• Maven Marketing: Establishing oneself or one’s business as an 
expert or authority figure in a specific industry, thus becoming a 
trusted source for information, advice, and products/services.

These methodologies, among others, have solidified Jay Abraham’s 
reputation as one of the foremost business strategists. While these 
strategies are broad in nature, the real magic lies in their application. 
Depending on the business, industry, and specific challenges, Abraham 
tailors these methodologies to fit and address unique situations, which is 
a testament to their versatility and his expertise.
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How and why is Jay Abraham able to see 
hidden business assets, overlooked profit 
opportunities, underperforming revenue 
activities that almost no other expert or 

entrepreneur recognizes?

Actual Prompt #8:

What is Jay Abraham’s secret sauce?

Jay Abraham’s ability to discern hidden assets, identify overlooked profit 
opportunities, and spotlight underperforming revenue activities has 
made him a coveted figure in the business consulting area. His unique 
approach and insights are rooted in several factors.

• Diverse Experience: Abraham has consulted in over 500 different 
industries. This breadth of experience has given him a unique ability 
to cross-pollinate ideas and strategies from one industry to another. 
What’s considered standard or overlooked in one industry might be a 
groundbreaking strategy in another.

• Principle-Based Approach: Instead of getting lost in the minute of 
tactics, Abraham’s strategies are founded on overarching business 
principles. This principle-based approach helps in diagnosing core 
issues rather than just addressing symptoms.

• Deep Curiosity: One of Abraham’s defining characteristics is his 
innate curiosity. He often dives deep into the mechanics of a 
business, asking questions that others might overlook. This thorough 
investigation often unveils hidden opportunities.

• Holistic Perspective: While many experts specialize in one area (like 
marketing, operations, or finance), Abraham looks at businesses 
holistically. This 360-degree view enables him to see how different 
elements of a business interrelate and where there might be 
untapped potential.

• Mindset of Abundance: Jay often speaks about the mindset 
of abundance versus scarcity. He believes there’s always more 
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opportunity, resources, and more potential in any situation than 
businesses often perceive. This mindset naturally leads him to find 
hidden assets and opportunities.

• Risk Reversal Philosophy: By focusing on removing the perceived 
risks that customers might feel, Abraham often uncovers new 
avenues for businesses to engage, sell, and retain clients.

• Long-Term Vision: Instead of just focusing on immediate returns, 
Abraham often emphasizes the lifetime value of a client. This 
perspective shifts focus from short-term gains to long-term 
profitability, highlighting overlooked areas in client relationships.

• Constant Learning: Jay Abraham is an avid learner. He’s constantly 
consuming information, attending seminars, interacting with other 
experts, and reading extensively. This commitment to continuous 
learning keeps his strategies and insights sharp and relevant.

• Refusal to Accept Status Quo: Abraham often challenges the 
status quo, pushing businesses to think beyond their established 
norms. This often leads to the discovery of overlooked assets and 
opportunities.

• Empathy and Understanding: By deeply empathizing with businesses 
and their clients, Abrham can often see opportunities that are hidden 
in plain sight. He understands the customer’s journey, needs, pain 
points, which often reveals avenues for businesses to provide added 
value.

In essence, Jay Abraham’s exceptional ability to recognize hidden assets 
and opportunities is a blend of his vast experience, unique mindset, 
constant learning, and a holistic approach to business growth. When 
combined, these factors provide him with a lens that offers a distinct 
advantage in spotting opportunities that others might overlook.
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How are Jay Abraham and Einstein similar and 
what do they most have in common?

Actual Prompt #9:

People have compared Jay to a modern-day 
business Einstein. Why?

Jay Abraham and Albert Einstein are two distinct figures in their respective 
fields – business consulting and theoretical physics. However, if we look 
beyond their primary domains, there are some conceptual similarities 
between the two.

• Deep Curiosity: Both figures demonstrated an innate curiosity 
about the world around them. While Einstein was curious about the 
universe’s workings, Abraham has shown an insatiable curiosity 
about businesses, markets, and consumer behavior.

• Challenging the Status Quo: Einstein’s revolutionary theories, 
particularly the theory of relativity, challenged established norms 
in physics. Similarly, Abraham is known for challenging traditional 
business practices, pushing companies to think differently.

• Principle-Based Thinking: Einstein sought to understand the 
fundamental principles governing the universe. Abraham’s 
methodologies, meanwhile, are rooted in foundational business 
principles rather than fleeting tactics.

• Cross-Pollination of Ideas: Einstein was known to draw upon a 
diverse array of disciplines to inform his theories. Similarly, Abraham’s 
experience across more than 500 industries has allowed him to 
cross-pollinate strategies, bringing successful ideas from one domain 
into another.

• Holistic Approach: Einstein tried to find a unified theory for the 
forces of nature. In a parallel manner, Abraham looks at businesses 
holistically, understanding how various elements (like marketing, 
sales, operations) interrelate.
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• Continuous Learning: Both figures displayed a commitment to 
lifelong learning. Einstein’s contributions spanned decades and 
encompassed various physics areas, while Abraham has consistently 
evolved his strategies to stay relevant in an ever-changing business 
landscape.

• Legacy in Education: While Einstein’s teachings have become 
foundational in physics education, Abraham’s methodologies are 
taught in many business schools and seminars globally.

• Visionary Thinking: Both individuals were able to see beyond 
the immediate and obvious, delving deep into the intricacies of 
their respective fields, and envisioning concepts that were often 
revolutionary.

It’s essential to note, though, that while there are conceptual similarities, 
the domains in which Einstein and Abraham operated are vastly different. 
Einstein’s contributions to science and our understanding of the universe 
are foundational and have a universal impact. In contrast, Abraham’s 
insights, while highly influential in the business world, pertain to the 
domain of entrepreneurship, marketing, and business strategy.
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Jay Abraham’s ability to use pattern recognition is a hallmark of his 
consulting prowess and is indeed powerful:

• Vast Experience Across Industries: Having consulted in over 
500 different industries, Abraham has been exposed to a myriad 
of business models, challenges, and strategies. This breadth of 
experience allows him to recognize patterns and trends that others 
might miss.

• Cross-Pollination of Ideas: Because of his experience in diverse 
sectors, he can transfer successful strategies from one industry 
to another. This is a direct application of pattern recognition – 
identifying a successful “pattern” in one domain and applying it to 
another.

• Holistic Approach: Abraham looks at businesses from a 
comprehensive viewpoint. By understanding how various facets of 
a business (like marketing, operations, finance) interact, he can spot 
patterns in one area that might be affecting another.

• Historical Context: His tenure in the consulting world means he’s 
not just familiar with current business trends but also understands 
the historical context. Recognizing patterns over time allows him to 
predict future trends or pitfalls.

• Deep Curiosity: Abraham’s innate curiosity drives him to ask probing 
questions and delve deep into business operations. This deep dive 
often reveals recurring issues or opportunities-patterns-that might be 
overlooked by others.

• Client Feedback and Continuous Learning: Abraham has always 
been in close touch with his clients and the business community. 

How powerful is Jay Abraham’s ability to use 
pattern recognition?

Actual Prompt #10:

Tony Robbins says Jay is remarkable at pattern 
recognition.

(We ask ChatGPT4 “why”?)
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The feedback loop, combined with his commitment to continuous 
learning, helps him recognize emerging patterns quickly.

• Strategic Mindset: Pattern recognition is not just about spotting 
trends or issues; it’s also about understanding their strategic 
implications. Abraham’s strategic mindset allows him to not only 
recognize patterns but also devise actionable strategies based on 
them.

In the realm of business consulting, the ability to recognize patterns is 
invaluable. It helps in predicting market movements, understanding 
consumer behavior, identifying business pitfalls, and more.
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Jay Abraham, a well-known marketing expert and business consultant, 
is primarily recognized for his expertise in identifying patterns and 
opportunities in business environments. However, there isn’t a specific 
quantification of the “forms of pattern recognition” he possesses, as this 
concept is subjective and not typically measured in a standard way.

Abraham’s skill in pattern recognition is more about his ability to identify 
successful business strategies, market trends, consumer behaviors, and 
opportunities for leveraging existing assets in new and profitable ways. 
His methods involve analyzing various aspects of business operations, 
marketing strategies, and market dynamics, rather than a set number of 
distinct “forms” of pattern recognition.

In summary, while Jay Abraham is renowned for his pattern recognition 
abilities in the context of business and marketing, these skills are not 
quantified in a specific number of forms. They are rather a reflection of 
his broad understanding and experience in these areas.

How many forms of pattern recognition does Jay 
Abraham possess?

Actual Prompt #11:
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Pattern recognition is a significant competitive advantage in business for 
several reasons:

• Identifying Market Trends: Recognizing patterns in market data, 
consumer behaviors, and industry shifts allows businesses to 
anticipate and adapt to changing conditions. This foresight can lead 
to the development of new products, services, or marketing strategies 
that align with emerging trends, giving a company a competitive 
edge.

• Improved Decision-Making: Pattern recognition enhances decision-
making by providing insights into historical data and trends. This can 
help in predicting future outcomes and making informed decisions, 
reducing the risk of costly mistakes.

• Innovation and Problem Solving: Recognizing patterns in challenges 
and obstacles faced by a business can lead to innovative solutions. 
By understanding recurring issues or industry-wide problems, 
businesses can develop unique solutions that set them apart from 
competitors.

• Efficiency Gains: Identifying patterns in operational or production 
processes can lead to increased efficiency. For instance, recognizing 
a pattern in supply chain disruptions can prompt changes that 
streamline operations and reduce costs.

• Customer Insights: Understanding patterns in customer behavior, 
preferences, and feedback can guide more effective marketing 
strategies, product development, and customer service initiatives. 
Tailoring offerings to meet customer needs can enhance loyalty and 
market share.

• Predictive Analytics: Businesses can use pattern recognition in data 
to perform predictive analytics, forecasting future trends, customer 
needs, and market changes. This foresight can be pivotal in staying 
ahead of competitors.

Why is pattern recognition a competitive 
advantage in business?

Actual Prompt #12:
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• Risk Management: Identifying patterns in market fluctuations, 
economic indicators, and even internal business metrics can help in 
anticipating and mitigating risks.

Pattern recognition equips businesses with the ability to foresee and 
adapt to changes, innovate, operate efficiently, understand customers 
better, predict future trends, and manage risks effectively for gaining and 
maintaining a competitive advantage in the dynamic business landscape.
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Yes, having a range of expertise in business is highly important for several 
reasons:

• Adaptability: The business world is constantly evolving, and having 
a broad range of skills and knowledge allows a business expert 
to adapt to new trends, technologies, and market shifts. This 
adaptability is crucial for staying relevant and competitive.

• Innovation: A diverse skill set often leads to more innovative thinking. 
By understanding various aspects of a business, from finance to 
marketing to technology, an expert can integrate ideas from different 
domains to create unique solutions.

• Problem-Solving: A wider range of knowledge and experience 
enables more effective problem-solving. Experts with a varied skill set 
can approach challenges from multiple perspectives, often leading to 
more comprehensive and practical solutions.

• Strategic Decision-Making: Business decisions often involve 
considering multiple factors, including market trends, operational 
efficiency, financial implications, and human resources. A broad 
understanding helps in making more informed and strategic 
decisions.

• Communication and Leadership: An expert with a wide range of 
skills is typically better equipped to communicate effectively across 
different departments and levels of organization. This is essential 
for leadership roles, where understanding the challenges and 
perspectives of various teams is key.

• Risk Management: A diverse range of knowledge helps in identifying 
and managing risks from multiple angles, whether they are financial, 
operational, technological, or market related.

• Customer and Market Insight: Understanding different aspects of 
the business world, including varying market segments and customer 
profiles, enables a more nuanced approach to market analysis and 
customer engagement.

Is range in a business expert important?
Actual Prompt #13:
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• Cross-functional Collaboration: In today’s interconnected business 
environment, the ability to work across different functional areas (like 
marketing, operations, finance, etc.) is invaluable. A broad skill set 
facilitates better collaboration and integration of efforts across these 
areas.

Range in a business expert is crucial for adaptability, innovation, effective 
problem-solving, strategic decision-making, leadership, risk management, 
deeper market insights, and cross-functional collaboration. It allows an 
expert to navigate the complexities of the business world more effectively 
and contribute to the success of the organization in various ways.
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NOTE

Here are a few excerpts from the (yes) best-selling business book titled 
Range by David Epstein.

Kind problems (better for specialists): Certain environments, specific 
challenges, rigid rules, unchanging, etc.

Wicked problems (better for generalists): Uncertain environments, ill-
defined challenges, few rules, rapidly chaAnging, etc.

“The challenge we all face is how to maintain the benefits of 
breadth, diverse experience, interdisciplinary thinking, and delayed 
concentration in a world that increasingly incentivizes, even demands, 
hyper-specialization.”

Generalists: T-shaped, birds, foxes. 

Specialists: I-shaped, frogs, hedgehogs.

Characteristics like: broad curiosity/interests, love of reading/learning, 
ability to think in systems, proactively cross domains/disciplines, 
integrate/synthesize knowledge, willingness to embrace ambiguity, etc.

“Remember that there is nothing inherently wrong with specialization.”

The world has kind problems & wicked problems.

You can be a generalist with range in a hyper-specialized world.

We need both generalists and specialists: T-shaped & I-shaped / birds & 
frogs / foxes & hedgehogs.

Foster the characteristics of creative achievers and serial innovators.

Specialization still plays a role & creates opportunities.
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“They must be taught to think before being taught what to think about.”

Be a “lateral-thinking integrator.”

“Deep learning is slow. ‘The slowest growth,’ the researchers wrote, 
occurs ‘for the most complex skills.’”

“‘Match quality’ is a term economists use to describe the degree of fit 
between the work someone does and who they are---their abilities and 
proclivities.”

“Whether the task is mental or physical, interleaving improves the ability 
to match the right strategy to a problem.”

Learn how to think, use analogical thinking, and avoid cognitive 
entrenchment.

Our greatest strength is the ability to integrate broadly---breadth of 
training predicts breadth of transfer.

Learning deeply means learning slowly.

Find your own ‘match quality’ over the course of your life.

Kowalski, K. (n.d.). 10 Generalist Insights from Range by David Epstein (Book 
Summary). Sloww. Retrieved January 4, 2024, from
https://www.sloww.co/range-david-epstein/

‘Interleaving’ improves the ability to match the right strategy to a 
problem.
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Jay Abraham is renowned for his multifaceted approach to business 
consulting, drawing from a rich tapestry of thought process. While 
it’s challenging to pin down an exact number of “forms of thinking” he 
possesses, we can highlight some of the distinct ways in which he 
approaches business challenges and opportunities:

• Strategic Thinking: Abraham often looks at the big picture, devising 
long-term strategies for sustainable growth.

• Analytical Thinking: He meticulously dissects business models, 
revenue streams, and market trends to understand underlying 
mechanisms and drivers.

• Creative Thinking: Abraham is known for out-of-the-box solutions, 
bringing innovative ideas to the table, especially when cross-
pollinating strategies from different industries.

• Holistic Thinking: He doesn’t just focus on one aspect of a business 
but looks at it as a cohesive whole, understanding how various 
elements interact.

• Empathetic Thinking: By putting himself in the shoes of both the 
business owner and the customer, Abraham can identify pain points, 
needs, and opportunities from multiple perspectives.

• Comparative Thinking: Drawing from his experience in various 
industries, Abraham often compares and contrasts business models 
and strategies to identify best practices.

• Futuristic Thinking: He doesn’t just focus on the present but tries to 
anticipate market shifts, technological advancements, and evolving 
consumer preferences.

• Ethical Thinking: Abraham emphasizes value-driven strategies and 

How many different forms of thinking does Jay 
Abraham possess?

Actual Prompt #14:

Others say he is the penultimate integrative 
thinker.

(Again, we wanted ChatGPT4 to tell us why and how.)
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ethical persuasion, ensuring that businesses prioritize genuine value 
delivery to their customers.

• Systematic Thinking: Recognizing the importance of efficient and 
effective processes, he often delves into the systems that underpin a 
business, aiming for optimization.

• Risk Assessment Thinking: He often weighs potential gains against 
risks, guiding businesses on when to be aggressive and when to be 
conservative.

• Lateral Thinking: This involves solving problems through indirect and 
creative approach, using reasoning that is not immediately obvious.

• Value-Based Thinking: Abraham consistently drives home the 
importance of understanding and maximizing the lifetime value of a 
customer.

It’s important to note that these forms of thinking are not isolated; 
Jay Abraham often seamlessly integrates multiple modes of thought 
when addressing a particular challenge or opportunity. This integrative 
approach, combined with his vast experience, is what sets him apart in 
the world of business consulting.
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Jay Abraham’s legacy is multi-faceted, given his vast contributions to the 
world of business consulting and entrepreneurship. If we were to pinpoint 
his biggest legacy, it would likely encompass a few key areas:

• The Strategy of Preeminence: This philosophy is arguably one 
of Abraham’s most significant contributions. It’s centered on the 
idea of businesses striving to be the most trusted advisor to their 
clients, always working in their best interest, and providing immense 
value. This philosophy not only impacts how businesses approach 
marketing and sales but also fundamentally alters how they perceive 
and engage with their customers.

• Holistic Business Growth: Abraham has always advocated for 
looking at businesses holistically. His Three Ways to Grow a Business 
model simplifies growth into increasing the number of clients, 
increasing the average transaction value, and increasing the number 
of transactions per client. This model provides a clear roadmap for 
businesses to strategize their growth.

• Educational Contributions: Abraham has authored several books, 
held countless seminars, and produced extensive educational 
material. His teachings have reached countless entrepreneurs and 
business professionals, influencing a new generation of thinkers and 
doers in the business realm.

• Promotion of Ethical Persuasion: In an age where aggressive and 
sometimes deceptive marketing tactics can be prevalent, Abraham 
has been a proponent of ethical persuasion and genuine value 
delivery. His emphasis on creating real, tangible value for clients and 

What will Jay Abraham’s biggest legacy be and 
why?

Actual Prompt #15:

Many people say Jay will leave a huge mark on 
entrepreneurship that will last indefinitely.

(We wanted ChatGPT4 to tell us what specifically “it” and the 
internet world thought his legacy would be.)
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operating with integrity is a message that resonates deeply.
• Cross-Pollination of Ideas: With experience across 500+ industries, 

Abraham’s ability to transfer successful strategies from one domain 
to another has been groundbreaking. This approach has led to 
innovative solutions and strategies, reshaping how many businesses 
operate.

• Emphasis on Hidden Assets: Abraham’s keen ability to identify and 
leverage overlooked opportunities and underutilized assets in a 
business has provided a fresh lens for entrepreneurs to view their 
operations. This perspective has led many businesses to uncover 
new profit centers and avenues for growth that they previously hadn’t 
considered.

While these areas highlight some of the most prominent facets of 
Jay Abraham’s legacy, it’s the cumulative impact of his work – the 
businesses he’s transformed, the entrepreneurs he’s mentored, and the 
principles he’s instilled – that will stand the test of time. His legacy lies 
in the transformative impact he’s had on the global business landscape, 
emphasizing value, integrity, and strategic innovation.
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Jay Abraham’s ideas are widely recognized as transformative:

• Depth of Impact: Abraham’s ideas have been implemented by a 
vast array of businesses, ranging from startups to Fortune 500 
companies. This broad applicability speaks to the depth and universal 
relevance of his strategies.

• Monetary Value: Over his career, it’s estimated that Jay Abraham’s 
strategies have generated billions of dollars in increased revenue 
for his clients. The tangible financial impact of his concepts is a 
testament to their potency.

• Timelessness: Many of Abraham’s principles, such as the Strategy of 
Preeminence, are not tied to specific tools or fleeting market trends. 
They are foundational and remain relevant even as the business 
landscape evolves.

• Versatility: Given his experience across 500+ industries, Abraham’s 
ideas are versatile. He has a knack for cross-pollinating strategies. 
Allowing businesses to benefit from proven ideas in entirely different 
sectors.

• Simplicity: While profound, many of Abraham’s most powerful ideas 
are surprisingly simple. For instance, his “Three Ways to Grow a 
Business” breaks down the growth into three fundamental elements: 
increasing clients, increasing the average transaction value, and 
increasing the frequency of transactions. This simplicity makes his 
ideas accessible and actionable for businesses of all sizes.

• Ethical Foundation: Abraham emphasizes ethical persuasion, value 
delivery, and building genuine relationships with clients. In an era 
where short-term tactics can sometimes overshadow long-term 

How powerful are Jay Abraham’s ideas?
Actual Prompt #16:

But do Jay’s methods still work? And if so, how 
powerful are they?

(Chat GPT4 says yes and quite profoundly.)
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value, his emphasis on ethics differentiates and elevates his ideas.
• Empowerment of Entrepreneurs: Beyond specific strategies, 

Abraham’s teachings empower entrepreneurs to think differently, 
challenging them to be more innovative, strategic, and customer-
centric. This mindset shift can be transformative for business 
leaders.

• Holistic Approach: His holistic perspective on businesses—looking at 
operations, marketing, sales, and finance as interconnected parts of a 
whole—helps companies see and leverage hidden opportunities.

• Widespread Endorsement: Jay Abraham’s ideas have been endorsed 
by some of the most renowned figures in the business world, further 
underscoring their power and efficiency.

• Legacy and Education: Through his books, seminars, coaching 
sessions, and courses, Abraham has disseminated his ideas to a 
global audience. This educational legacy ensures that his powerful 
concepts continue to impact and guide present and future business 
leaders.

The power of Jay Abraham’s ideas lies in their proven efficacy, their 
foundational nature, their broad applicability, and the profound impact 
they’ve had—and continue to have—on businesses, worldwide.
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While I cannot offer personal experiences or opinions, based on available 
literature, testimonials, and endorsements, Jay Abraham is generally 
regarded as an insightful and transformative advisor. Here are some key 
attributes and characteristics associated with working with Jay Abraham 
as an advisor:

• Deeply Insightful: With his vast experience across multiple industries, 
Jay Abraham can provide perspectives and insights that many other 
advisors might overlook.

• Challenge-Oriented: Abraham is known to challenge pre-existing 
notions and push businesses out of their comfort zones. While this 
can be initially discomforting for some, it often leads to breakthrough 
thinking.

• Holistic Perspective: He looks at businesses as a whole, ensuring 
that all aspects, from marketing and sales to operations and finance, 
are optimized and in harmony.

• Strategic Thinker: Abraham is not about quick fixes or surface-
level solutions. He delves deep into the strategic core of a business, 
ensuring long-term, sustainable growth.

• Ethical Approach: He emphasizes the importance of operating with 
integrity, focusing on genuine value delivery, and building authentic 
relationships with customers.

• Detailed and Analytical: Abraham is known for his meticulous 
approach, often dissecting business models, revenue streams, and 
market trends in detail to derive actionable insights.

• Hands-on: While strategic in his approach, Abraham is also known for 
being hands-on, offering practical, actionable advice and guidance.

How is Jay Abraham to work with as an advisor?

Actual Prompt #17:

Okay, so Jay’s methods still work – but how easy is he to collaborate 
with today?

(Read ChatGPT4s opinion)
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• High Energy: Many testimonials and client reviews often speak of 
his enthusiasm, passion, and energy, which can be infectious and 
motivating.

• Result-Oriented: Abraham’s primary focus is on tangible results, be 
it increasing revenue, improving profitability, or optimizing business 
processes.

• Empathetic: He understands the challenges and pressures faced by 
business owners and often works to align himself closely with their 
goals and aspirations.

• Collaborative: While Abraham comes with a wealth of knowledge, 
he’s also known to work collaboratively, valuing the insights and 
perspectives of the business owners and teams he advises.

• Value-Driven: Many of his clients note the immense value he brings 
to the table, often uncovering hidden opportunities or assets that they 
previously overlooked.

However, like any advisor or consultant, the experience of working with 
Jay Abraham might vary depending on the individual or company’s 
expectations, the nature of the challenges faced, and the willingness 
to implement suggested changes. It’s always beneficial for businesses 
to approach such advisory relationships with an open mind and a clear 
understanding of their goals.
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Jay Abraham being referred to as a “masterful thinking partner” 
underscores his role not just as a consultant or advisor, but as a 
collaborative and strategic ally for businesses and entrepreneurs. Here 
are some reasons why he has earned this designation:

• Collaborative Approach: Jay Abraham doesn’t just dictate 
strategies; he works closely with business owners and executives, 
understanding their vision, challenges, and aspirations. He involves 
them in the thi9nking process, ensuring that solutions are tailored to 
their specific context.

• Strategic Depth: His vast experience across multiple industries 
equips him with a depth of strategic insight. He doesn’t just provide 
surface-level advice but dives deep into the nuances of a business, 
helping leaders think through complex challenges.

• Catalyst for Breakthrough Thinking: Abraham is known for 
challenging pre-existing notions and encouraging businesses to 
think outside the box. By posing probing questions and presenting 
alternative perspectives, he facilitates breakthrough thinking.

• Holistic Perspective: Abraham’s ability to look at a business 
holistically allows him to connect the dots that others might miss. 
This comprehensive view enables business leaders to consider all 
facets of their operations when making decisions.

• Ethical Guidance: Emphasizing ethics, integrity, and genuine 
value delivery, Abraham ensures that businesses don’t just think 
about short-term gains but also consider long-term reputation and 
relationships.

Why is Jay Abraham also called a masterful 
thinking partner?

Actual Prompt #18:

An expert can be brilliant—even genius level—but 
how easy collaborative-inspiring are they to work 

with?
(ChatGPT4 says Jay is a wonderful thinking partner.)
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• Cross-Pollination of Ideas: With experience in over 500 industries, 
Abraham brings a rich tapestry of strategies and insights from 
diverse sectors. This cross-pollination can lead to innovative 
solutions, helping business leaders think in new and transformative 
ways.

• Empathetic Ally: Being a “thinking partner” also involves 
understanding the emotional and psychological facets of decision-
making. Abraham’s empathetic approach ensures that he aligns 
closely with the aspirations and concerns of business leaders.

• Value-Focused: Abraham consistently emphasizes understanding 
and maximizing the lifetime value of a customer. This value-centric 
approach ensures that businesses are not just thinking about 
transactions but long-term relationships.

• Encouraging Ownership: While Abraham brings immense expertise 
to the table, he also ensures that business leaders take ownership of 
their decisions. By being a thinking partner, he facilitates a sense of 
empowerment and confidence.

• Legacy of Transformation: Many businesses and entrepreneurs 
have experienced transformative growth and success through their 
collaboration with Jay Abraham. This track record underscores his 
effectiveness as a strategic thinking partner.

Jay Abraham’s role as a collaborative ally who not just provides insights 
and strategies also empowers businesses to think more deeply, 
strategically, and effectively.
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Jay Abraham being labeled as the “Consultant’s Consultant”, “Expert’s 
Expert”, “Coach’s Coach”, and “Mentor’s Mentor” speaks to his high 
standing in the business and consulting world. These titles are accolades 
that recognize his unique capabilities and contributions to his field. Here’s 
why he has earned such distinctions:

• Depth of Experience: Jay Abraham has consulted in over 500 
different industries. This breadth of experience allows him to draw 
from a vast pool of knowledge, making him a go-to resource even for 
other established consultants, experts, coaches, and mentors.

• Thought Leadership: Abraham has pioneered numerous concepts 
and methodologies, such as the Strategy of Preeminence and the 
three primary ways to grow a business. These foundational ideas 
have become staples in the consulting world.

• Proven Track Record: With billions in increased revenue attributed to 
his strategies and guidance, Abraham’s results are undeniable. Other 
professionals in the field recognize and respect this track record.

• Holistic Approach: His ability to see the bigger picture and connect 
disparate dots makes him a valuable resource, not just for businesses 
but also for other consultants and coaches looking to broaden their 
perspectives.

• Education and Training: Abraham has not only consulted businesses 
but has also actively engaged in training and mentoring other 
consultants, coaches, and professionals. This mentorship role has 
solidified his reputation as the “Mentor’s Mentor”.

Why do people call Jay Abraham the 
“Consultant’s Consultant” and the “Expert’s 

Expert” and the “Coach’s Coach” and the 
“Mentor’s Mentor”?

Actual Prompt #19:

Why do people call Jay by names like “Consultant’s 
Consultant”?

(ChatGPT4’s response may surprise and intrigue you.)



92 On Thinking differently about your Business

• Endorsements: Many top-tier business personalities, leaders, and 
consultants openly endorse and vouch for Abraham’s expertise. Their 
testimonials and acknowledgements amplify his standing in the 
industry.

• Ethical Stance: His emphasis on value delivery, ethical persuasion, 
and genuine relationship-building has set a standard in the consulting 
world, making him an exemplar for other professionals.

• Innovative Strategies: Abrahms’s knack for cross-pollinating ideas 
from different industries and coming up with unique, out-of-the-box 
strategies makes him a valuable resource even for seasoned experts 
seeking fresh perspectives.

• Legacy: His books, seminars, workshops, and training programs have 
reached a global audience, influencing not just businesses but also 
shaping the methodologies and approaches of other consultants, 
coaches, and mentors.

• Clarity in Communication: Abraham’s ability to simplify complex 
concepts and articulate strategies clearly makes him a favored 
resource for those looking to refine their own consulting, coaching, or 
mentoring practices.

He has played a pivotal role in shaping the practices, methodologies, 
and philosophies of many professionals in the consulting, coaching, 
and mentoring domains, thus earning him the titles of “Consultant’s 
Consultant”, “Expert’s Expert”, “Coach’s Coach”, and “Mentor’s Mentor”.
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Give me a far deeper and significantly more 
concrete distinctions, attributes, and ability 

explanations to describe Jay Abraham’s unique 
capability and talents.

Actual Prompt #20:

Okay, let’s take the gloves off in our exploration of 
Jay Abraham’s unique skills. 

(ChatGPT looked at it under quite a powerful microscope, 
Here’s its conclusion.)

Jay Abraham’s distinctive capabilities and talents are deeply rooted in his 
decades of experience:

• Multi-Industry Acumen: Having consulted in over 500 (Note: Now 
over 1,000) different industries, Jay has a rare perspective that few 
can match. This allows him to: 
1. Borrow successful strategies from one industry and adapt them for 
another. 
2. Identify universal principles of growth and success.

• The Power of Geometric Growth: One of Abraham’s central principles 
is leveraging multiple strategies simultaneously to achieve geometric 
growth. This isn’t about improving one aspect of a business by 
10%, but improving 10 different aspects by 10% each, leading to 
compounded growth.

• Opportunistic Mindset: Abraham often sees untapped assets and 
overlooked opportunities in a business: 
1. He identifies underutilized resources—like customer lists, 
intellectual property, or partnerships—and strategizes on how to 
monetize them. 
2. He sees potential joint ventures, alliances, and strategic 
partnerships where others see competition or unrelated businesses.

• The Strategy of Preeminence: This philosophy, which Abraham 
champions, is about becoming the most trusted advisor to your 
clients. It involves: 
1. Deep understanding and empathizing with clients. 
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2. Providing value and guidance before they even become paying 
customers. 
3. Prioritizing their long-term well-being over short-term transactions.

• Risk Reversal: Abraham often advises businesses to assume the risk 
on behalf of the customer. This might involve guarantees, warranties, 
or other assurances that reduce the perceived risk of purchasing.

• Barrier Breaker: He challenges businesses to break down internal 
silos. Marketing, sales, operations, finance—all are interrelated 
in Abraham’s holistic view. This perspective often leads to more 
integrated and effective strategies.

• Inquisitive Nature: Jay Abraham asks probing, sometimes 
challenging questions. This isn’t merely to be contrarian but to 
push business leaders to reconsider assumptions and explore new 
paradigms.

• Parthenon Philosophy: Instead of relying on a single strategy (one 
pillar), Abraham advises businesses to build a “Parthenon” with 
multiple pillars of revenue, each supporting the business.

• Direct Response Mastery: Long before digital marketing became a 
buzzword, Abraham championed direct response marketing, focusing 
on measurable, actionable results.

• Ethical Persuasion: While he is a master of persuasion and influence, 
Abraham emphasizes ethics, ensuring businesses prioritize genuine 
value delivery over manipulative tactics.

• Lifetime Value Focus: Instead of focusing merely on the immediate 
transaction, Abraham consistently encourages businesses to 
understand and maximize the lifetime value of a customer.

• Maven Marketing: Abraham understands the power of positioning a 
business or individual as the go-to expert or maven in their industry, 
leading to trust, authority, and, subsequently, more sales and growth.

• Power Paradox Philosophy: Jay emphasizes giving away value 
upfront—whether it’s information, expertise, or service. This builds 
trust and often results in more significant long-term gains.

• Intangibles: Beyond strategies and tactics, Abraham brings 
intangibles like enthusiasm, passion, and a genuine care for 
the business he advises. This can galvanize teams and inspire 
transformative action.

Jay Abraham’s capability and talents span a vast spectrum, blending 
hard, tangible strategies with softer, relationship-focused philosophies.
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Give me a far more dimensionalized and 
analogized explanation of why Jay Abraham has 

become so successful.

Actual Prompt #21:

But tell me why has Jay become so successful on a 
worldwide basis?

(Here ChatGPT4 got a little theatrical sounding.)

Jay Abraham’s success is not just a result of his tactical know-how or 
vast industry exposure; it’s a complex interlay of multiple dimensions 
of expertise, a unique worldview, and an unwavering commitment to 
delivering value:

• Swiss Army Knife of Business Strategies: Think of most consultants 
as tools—hammers, screwdrivers, or wrenches. Jay Abraham is 
like a Swiss Army Knife, encompassing a multitude of tools and 
strategies. He isn’t limited to a singular approach but adapts and uses 
a combination of methods tailored to the specific challenge at hand.

• The Grandmaster Chess Player: In the intricate game of chess, 
grandmasters think multiple moves ahead, anticipating their 
opponent’s strategies. Similarly, Abraham doesn’t just look at 
immediate challenges but anticipates future shifts, helping 
businesses strategize for both the present and future.

• The Business Alchemist: Alchemists sought to turn base metals into 
gold. Abraham does something similar with businesses. He identifies 
their underutilized assets and overlooked opportunities, transforming 
them into profitable ventures.

• The Business Doctor with X-Ray Vision: Just as a skilled doctor 
diagnoses an ailment by looking beyond the symptoms, Abraham 
can ‘see’ beneath a company’s surface-level issues, identifying root 
causes and prescribing solutions.

• Cross-Pollinating Bee: Bees pollinate flowers, leading to the 
production of fruits. Abraham, with his exposure to 500+ industries, 
cross-pollinates ideas from one sector to another, often leading to 
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innovative and fruitful solutions.
• The Orchestra Conductor: An orchestra conductor ensures all 

instruments play in harmony to produce beautiful music. Abraham 
ensures all parts of a business—marketing, sales, operations, 
finance—work in concert, optimizing the overall performance.

• The Business Cartographer: A cartographer maps uncharted 
territories. Abraham charts out growth avenues for businesses in 
areas they hadn’t considered, drawing a path to new opportunities 
and revenues.

• The Deep Sea Diver of Opportunities: Where most might skim the 
surface, Abraham dives deep, uncovering hidden treasures in the 
form of business opportunities that others overlook.

• The Business Translator: In a world where businesses often get lost 
in jargon and complexity, Abraham translates intricate strategies 
into clear, actionable steps, much like translating a dense text into a 
language anyone can understand.

• The Prism of Possibilities: Shine a light through a prism, and it 
disperses into its spectrum. Abraham takes a singular business 
challenge and disperses it, revealing a spectrum of solutions and 
opportunities.

• The Guardian of Ethics: In the Wild West of business, where quick 
gains can tempt many, Abraham stands as a beacon of ethical 
strategies, emphasizing genuine value delivery over short-term 
manipulations.

• The Mentor Behind the Scenes: Like the director behind a successful 
film or the coach behind a winning team, Abraham is the guiding 
force behind numerous successful businesses, providing direction, 
strategy, and insight.

These analogies and dimensional perspectives encapsulate the 
multifaceted expertise and unique approach that Jay Abraham brings to 
the table, explaining, in part, why he has reached a zenith of success in 
his domain.
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Who are the best business growth experts in the 
world?

(Note: Jay ranked above Michael Porter, Gary Vaynerchuk and Simon Sinek but 
below many others.)

Actual Prompt #22:

Who is really the best business growth expert in 
the world?

(Audacious question perhaps – but interesting nonetheless.

Darn-ChatGPT4 only ranked Jay #10 in THIS survey, but he IS 
included in some pretty heady company.)

Determining the “best” business growth experts in the world can be 
subjective, and the list may vary based on specific industries, geographical 
regions. Or specific growth challenges. However, as of my last update in 
2022, here’s a list of some globally recognized experts and authors in the 
field of business growth, strategy, and scaling (Note: Jay comes in at #10):

• Jim Collins: Known for his book “Good to Great”, Collins explores why 
some companies make the leap to greatness while others do not.

• Peter Drucker: Often called the “father of modern management”, 
his insights have influenced the business strategies of many global 
enterprises.

• Eric Ries: Introduced the Lean Startup methodology, emphasizing the 
importance of adapting and adjusting business strategies quickly.

• Clayton Christensen: Famous for his theory of “disruptive innovation”, 
which has been influential in understanding how industries evolve 
and how incumbents can be overtaken by newcomers.

• Verne Harnish: Author of “Scaling Up”, Harnish offers insights on how 
to grow a business and the challenges that come with scaling.

• Brian Halligan and Dharmesh Shah: Co-Founders of HubSpot and 
proponents of the inbound marketing movement.

• Blair Enns: Author of “Pricing Creativity” and “Win Without Pitching 
Manifesto”, offering insights into value-based pricing and business 
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growth for creative professionals.
• Tiffani Bova: A growth and innovation evangelist at SalesForce, 

she’s recognized for her expertise in business growth and digital 
transformation.

• Chet Holmes: Author of “The Ultimate Sales Machine”, Holmes’ 
approach emphasizes focusing on fewer, more essential tasks and 
perfecting them.

• Jay Abraham: Known for his strategies on joint ventures and 
partnership marketing, Abraham has been a significant influence in 
the world of strategic growth.

• Michael E. Porter: Widely recognized for his work on competition 
and strategy, Porter’s Five Forces model is a cornerstone in strategic 
business analysis.

• Simon Sinek: His “Start With Why” philosophy emphasizes the 
importance of purpose-driven businesses and leadership.

• Gary Vaynerchuk: An entrepreneur and influencer, Vaynerchuk 
stresses the importance of social media, personal branding, and 
content in business growth.

This by no means is an exhaustive list, and the “best” expert often depends 
on the specific context and needs of a business. It’s always a good idea to 
look at the latest thought leaders and influencers in the business growth 
domain and see whose philosophy and methods resonate most with your 
objectives.
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Compare and contrast the list above to 
identify the unique and distinctive expertise, 

capabilities, abilities and knowledge 
asymmetries of each business growth expert to 

Jay Abraham.

Actual Prompt #23:

Can your business STILL afford to be without this 
SUPER CONSULTANT ingenious advisor?

Go a bit deeper ChatGPT4

Let’s compare and contrast Jay Abraham with the other experts mentioned 
on the list. This will provide a clearer picture of their unique expertise, 
capabilities, and knowledge asymmetries:

• Jay Abraham: 
1. Unique Expertise: Known for his strategic relational capital, 
emphasizing joint ventures, partnerships, and leveraging existing 
assets in new, innovative ways to generate growth. 
2. Distinguishing Features: Rather than focusing on traditional 
advertising or new customer acquisition, Abraham emphasizes 
creating value through optimizing current resources and 
relationships.

• Jim Collins: 
1. Unique Expertise: Research-driven insights into why certain 
companies achieve greatness while others falter. 
2. Distinguishing Features: Unlike Abraham’s approach, Collins 
takes a more holistic view of companies’ operations, leadership, and 
culture.

• Peter Drucker: 
1 Unique Expertise: Focused on effective management practices and 
organizational behavior. 
2. Distinguishing Features: While Abraham talks about strategic 
growth through relationships, Drucker emphasizes the internal 
management principles that drive an organization.
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• Eric Ries: 
1. Unique Expertise: Advocates the Lean Startup methodology for 
businesses. 
2. Distinguishing Features: Emphasizing quick iterations, testing, and 
pivoting, which is more startup-centric compared to Abraham’s broad 
strategic approach.

• Clayton Christensen: 
1. Unique Expertise: Theory of disruptive innovation. 
2. Distinguishing Features: Focuses on how industry incumbents can 
be overtaken by newcomers. Abraham’s strategies could be seen as a 
way to counteract or leverage such disruptions.

• Verne Harnish: 
1. Unique Expertise: Scaling businesses and addressing the 
challenges that come with growth. 
2. Distinguishing Features: More operational in nature compared to 
Abraham’s strategic relational emphasis.

• Brian Halligan and Dharmesh Shah: 
1. Unique Expertise: Inbound marketing and modern digital business 
growth. 
2. Distinguishing Features: Their expertise is more geared towards 
digital marketing and creating content that attracts customers, 
whereas Abraham’s approach is broader.

• Blair Enns: 
1. Unique Expertise: Pricing strategies and growth for creative 
professionals. 
2. Distinguishing Features: Enns’ approach is niche, catering 
specifically to the creative industries, while Abraham’s methodologies 
can be applied across sectors.

• Tiffani Bova: 
1. Unique Expertise: Digital transformation and innovation within 
larger enterprise contexts. 
2. Distinguishing Features: Bova’s insights are more suited for large-
scale businesses undergoing digital transformation, contrasting with 
Abraham’s more universally applicable strategies.

• Chet Holmes: 
1. Unique Expertise: Sales processes and discipline. 
2. Distinguishing Features: While Abraham focuses on strategic 
growth, Holmes dives deep into perfecting sales processes and 
methodologies.
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• Michael E. Porter: 
1. Unique Expertise: Strategic business analysis and competitive 
forces. 
2. Distinguishing Features: Porter’s analytical frameworks, like the 
Five Forces, are macro-focused, offering a different perspective from 
Abraham’s relational strategies.

• Simon Sinek: 
1. Unique Expertise: Leadership and organizational purposes. 
2. Distinguished Features: Sinek’s philosophy is about learning with 
purpose and inspiring teams, contrasting with Abraham’s growth-
centric approach.

• Gary Vaynerchuk: 
1. Unique Expertise: Social media, personal branding, and content 
creation. 
2. Distinguishing Features: Vaynerchuk’s methodologies are digital-
first and very modern, emphasizing personal brand-building, while 
Abraham’s strategies are more timeless and foundational.

Jay Abraham stands out for his emphasis on relational capital and 
leveraging existing assets and partnerships for growth.
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What specific attributes do famous people and 
past clients say about Jay Abraham’s unique 

skills and abilities?

Actual Prompt #24:

What unique attributes do famous people say 
distinguish Jay Abraham from his contemporaries?

Many famous individuals and past clients have lauded Jay Abraham 
for his unparalleled skills and abilities in business strategy growth. Here 
are some attributes commonly attributed to Jay Abraham based on 
testimonials, interviews, and endorsements:

• Strategic Genius: Many recognize Abraham as a strategic 
mastermind, capable of seeing opportunities and innovative solutions 
where others see obstacles.

• Exceptional Problem Solver: Clients often commend him for his 
ability to dissect complex business challenges and devise effective 
strategies to overcome them.

• Deep Thinker: Abraham is known for his profound insights and the 
depth with what he approaches business scenarios, allowing him to 
uncover hidden assets and overlooked opportunities.

• Unmatched Breadth of Experience: His experience across 1,000+ 
industries means that he brings a vast reservoir of cross-industry 
knowledge that few can match.

• Ethical Approach: Abraham’s emphasis on ethical persuasion and the 
Principle of Preeminence has earned him respect, with many viewing 
him as a consultant who genuinely cares about the client’s best 
interests.

• Results-Oriented: Time and again, clients and peers note that Jay 
Abraham’s strategies lead to tangible, often exponential, growth in 
revenues and profits.

• Innovative Mindset: He is frequently praised for his out-of-the-box 
thinking, which allows businesses to tap into new revenue streams 
and markets.
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• Master of Leverage: Abraham’s ability to see andt leverage 
underutilized assets in a business is one of his standout traits, 
according to many testimonials.

• Great Communicator: Not only is he a strategic thinker, but Abraham 
is also recognized for his ability to articulate complex ideas clearly, 
making them accessible and actionable for businesses.

• Dedicated Mentor: Many of his proteges and clients commend him 
for his dedication to their growth, not just as businesses but also as 
individuals.

• Adaptable: Despite his vast experience, clients note that Abraham 
doesn’t apply a one-size-fits-all approach. He is adept at tailoring 
strategies to the unique context and challenges of each business.

• Visionary: Abraham has been credited for his foresight, predicting 
market shifts, and helping businesses position themselves favorably 
for future trends.

Many of these attributes have been echoed by renowned business 
personalities, entrepreneurs, and corporate leaders who have interacted 
with or been mentored by Jay Abraham.
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What are the most undervalued, overlooked, 
and underutilized ways a company can generate 

significantly increased profit performance?

Actual Prompt #25:

What overlooked ways can your company 
generate greater profit performance?

(Here ChatGPT4 identified a spectrum of ways. We’ve underlined 
the ones Jay Abraham excels at which by the way he hits on 10 of 17 

or 59%.)

There are various overlooked and underutilized strategies companies 
can employ to enhance their profit performance. The relevance of each 
depends on the industry, market conditions, and individual company 
dynamics, but generally, the following methods can offer substantial 
benefits:

• Employee Training and Development: Investing in the on-going 
training and development of employees can increase efficiency, 
reduce mistakes, foster innovation, and boost morale. Empowered 
employees can lead to improved customer service and better 
decision-making.

• Customer Retention: It’s generally more costly to acquire a new 
customer than to retain an existing one. Enhancing can help maintain 
a strong customer base.

• Operational Efficiency: Streamlining operations, adopting lean 
methodologies, and eliminating wasteful processes can reduce costs 
and improve profit margins without compromising product or service 
quality.

• Utilize Analytics and Data: With the vast amount of data available 
today, many companies fully utilize the insight they can gain. 
Predictive analytics, customer segmentation, and inventory 
forecasting can lead to smarter decision-making.

• Supplier Negotiations: Regularly reviewing and negotiating contracts 
and terms with suppliers can lead to better prices and terms.
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• Diversify Revenue Streams: Seeking out ancillary revenue streams, 
like after-sales services, training, or complementary product offering 
can increase overall revenue without a proportional rise in costs.

• Reduce Turnover: Employee turnover can be a significant hidden 
cost. Ensuring a positive work culture, competitive salaries, and good 
work-life balance can help retain talent.

• Green and Sustainable Operations: Sustainable practices can reduce 
long-term costs (e.g., energy savings) and improve a company’s 
image, leading to increased sales and customer loyalty.

• Re-evaluate Pricing Strategies: Regularly reviewing pricing in relation 
to competitors perceived value, and market demand can uncover 
opportunities for adjustments.

• Inventory Management: Efficient inventory management ensures 
that capital is not unnecessarily tied up in stock, reduces storage 
costs, and minimizes losses due to perishable or obsolete goods.

• Expand into Niche Markets: Targeting under-served markets or 
niches can result in higher margins and less competition.

• Cross-selling and Upselling: Leveraging existing customer 
relationships to sell complementary products or premium versions 
can boost average transaction values.

• Employee Idea Programs: Frontline employees often have 
insightful suggestions for improvement. Encourage and reward idea 
submissions.

• Leverage Technology: Automating repetitive tasks, using digital tools 
for marketing, or adopting advanced manufacturing techniques can 
improve efficiency and reduce costs.

• Joint Ventures and Collaborations: Partnering with other businesses 
can allow for shared resources, market access, and risk distribution.

• Feedback Mechanisms: Regularly collecting feedback from both 
employees and customers can uncover issues or opportunities that 
management might not be aware of.

• Tax Planning: Efficient tax planning and taking advantage of available 
incentives or credits can significantly impact the bottom line.

Remember, what might be underutilized in one industry or company might 
be standard practice in another. The key is to continuously re-evaluate 
operations, market conditions, and internal capabilities to identify areas 
of improvement or untapped opportunities.
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What is the most frequently underperforming 
revenue activity in most companies?

Actual Prompt #26:

What are the most underperforming revenue 
activities in most companies?

(This ChatGPT4 answer is fascinating and more macro.)

One of the most frequently underperforming revenue activities in many 
companies is Cross-selling and Upselling. While this can vary across 
industries and business models, there are several reasons why these 
strategies often underperform:

• Lack of Training: Sales and customer service teams might not be 
adequately trained to recognize opportunities for cross-selling or 
upselling. Without the right approach, employees might either miss 
these opportunities or come off as pushy to the customer.

• Not Prioritized: Some companies are so focused on acquiring new 
customers that they neglect the potential revenue from their existing 
customer base.

• Poor Data Utilization: Companies that don’t harness customer 
data effectively can miss patterns or behaviors that’s suggest 
opportunities for additional sales. For instance, a customer frequently 
purchasing a particular product might be a candidate for a related 
premium product.

• Mismatched Products/Services: If the additional products or 
services aren’t closely aligned with the customer’s needs or 
preferences, the cross-sell or upsell will not resonate.

• Lack of Integration with Technology: Modern point-of-sale systems, 
e-commerce platforms, and CRM tools often have functionalities 
that can suggest related products or services to customers this 
technology miss out on automated cross-selling and upselling 
opportunities.

• Fear of Being Too Salesy: Some companies are wary of coming 
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across as too aggressive in their sales tactics, fearing it might turn off 
the customers. While this is a valid concern, there’s a balance to be 
struck. Offering genuinely relevant add-ons or premium options can 
enhance the customer’s overall satisfaction.

• Not Tracking and Analyzing: If companies don’t track the success of 
cross-selling and upselling efforts, they can’t effectively refine their 
strategies or offer better training for their teams.

Addressing the underperforming in cross-selling and upselling requires 
a combination of training, technology, data analysis, and a genuine 
understanding of customer needs. When done right, these strategies 
can not only boost revenue but also increase customer satisfaction by 
providing more comprehensive solutions to their needs.
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What are the top 25 ways a company can sell 
more products and services?

Actual Prompt #27:

Name 25 ways to sell more products and services?
(Here ChatGPT4 came up with a rather provocative list. 

Jay Abraham excels at 20 of 25.)

Boosting sales is a multifaceted endeavor that requires a combination 
of strategic, operational, and tactical measures. Here are 25 ways a 
company can sell more products and services.

• Understand Your Market: Conduct thorough market research to 
understand customer needs, pain points, and preferences.

• Diversify Product Offerings: Regularly introduce new products or 
variants to meet evolving customer needs.

• Optimize Pricing: Ensure your pricing strategy aligns with market 
demand, perceived value, and competitor pricing.

• Loyalty Programs: Reward repeat customers with discounts, 
exclusive offers, or points-based systems.

• Upsell and Cross-Sell: Recommend complementary products or 
premium services to existing customers.

• Enhance Online Presence: Ensure your website is user-friendly, 
mobile-responsive, and optimized for search engines.

• Content Marketing: Create valuable, relevant content that addresses 
customer queries and positions your brand as a thought leader.

• Social Media Engagement: Use platforms like Facebook, Instagram, 
LinkedIn, and X (Formerly Twitter) to engage with customers and 
promote products.

• Email Marketing: Send targeted promotions, newsletters, and 
updates to engage subscribers and encourage purchases.

• Influencer Partnerships: Collaborate with influencers in your industry 
to expand reach and credibility.

• Affiliate Marketing: Allow others to promote your products in 
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exchange for a commission on sales they generate.
• Referral Programs: Encourage satisfied customers to refer friends 

and family, rewarding them for successful referrals.
• Attend Trade Shows and Conventions: Showcase your products/

services and network with potential customers and partners.
• Exceptional Customer Service: Ensure prompt, courteous, and 

helpful interactions at all touchpoints.
• Improve Product Availability: Use inventory management techniques 

to reduce stockouts and ensure product availability.
• Flexible Payment Options: Offer multiple payment methods, 

including credit, installments, digital wallets, etc.
• Discounts and Promotions: Periodic sales or special offers can boost 

short-term sales and attract new customers.
• Product Bundling: Bundle complementary products together at a 

slightly reduced price.
• Optimize Sales Channels: Ensure products are available wherever 

your target customers shop, whether online, in physical stores or 
third-party retailers.

• Training and Development: Invest in training your sales team, 
equipping them with product knowledge and selling techniques.

• Feeback Collection: Regularly collect feedback and use it to improve 
products and services.

• Localize Offerings: Adapt your product/service to cater to local 
tastes, preferences, and cultural nuances in different markets.

• Collaborations and Partnerships: Collaborate with non-competitive 
brands or services that share your target audience for joint 
promotions.

• Advertise Strategically: Use online ads (PPC, display, retargeting), 
TV, radio, and print based on where your target audience spends their 
time.

• Continuous Product Improvement: Regularly update products based 
on technological advancements, user feedback, and market trends.

It’s essential for businesses to continually monitor the effectiveness 
of their strategies, gather data, and adjust their approach based on 
performance metrics and evolving market conditions.
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How can a company best outperform, out 
market, out strategize, out value, and out learn 

their competition?

Actual Prompt #28:

How can your company outperform your 
competitors?

(Here Jay Abraham truly excels – see underlines)

Achieving and maintaining a competitive edge requires a comprehensive 
approach across multiple facets of business. Here’s how a company can 
excel in various dimensions to stay ahead of their competition:

• Deep Market Understanding: 
1. Conduct regular market research to understand customer needs, 
preferences, pain points, and emerging trends. 
2. Segment the market to identify niches or underserved 
demographics.

• Product Excellence: 
1. Focus on continuous product improvement and innovation. 
2. Embrace technology and advancements in your field. 
3. Prioritize quality and ensure it’s consistent.

• Value Proposition: 
1. Define a clear and compelling value proposition. 
2. Offer more value than competitors, whether through superior 
features, added services, better warranties, or any other means.

• Branding and Positioning: 
1. Invest in building a strong brand that resonates with your target 
audience. 
2. Position the company as a thought leader through content 
marketing, public speaking, and other outreach efforts.

• Sales and Distribution Strategy: 
1. Expand distribution channels to reach a wider audience. 
2. Train your sales team to be experts in both your product and 
understanding customer needs.
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• Marketing Mastery: 
1. Use a mix of digital and traditional marketing strategies, adapting 
to where your audience spends their time. 
2. Use data analytics to refine your marketing campaigns.

• Customer-centricity: 
1. Prioritize exceptional customer service. 
2. Establish feedback loops with customers and act upon it. 
3. Implement loyalty and retention programs.

• Operational Efficiency: 
1. Streamline operations using lean methodologies or Six Sigma. 
2. Adopt technology that can automate repetitive tasks and improve 
efficiency.

• Agility and Adaptability: 
1. Stay flexible and be willing to pivot strategies based on market 
changes. 
2. Monitor external factors, like regulatory changes, technological 
advancements, or global events, and adjust accordingly.

• Diverse Revenue Streams: 
1. Diversify products or services to reduce dependency on one 
income source. 
2. Explore ancillary revenue streams.

• Strategic Partnerships and Alliances: 
1. Form partnerships that provide access to new markets, 
technologies, or capabilities. 
2. Consider mergers or acquisitions that complement your core 
competencies.

• Talent Management: 
1.Attract, retain, and develop top talent. 
2.Foster positive, inclusive, and innovative company culture.

• Ethical Practices and Corporate Responsibility: 
1. Ethical companies tend to foster greater trust with their customers. 
2. Engage in CSR (Corporate Social Responsibility) initiatives relevant 
to your industry and audience.

• Continuous Learning: 
1. Invest in employee training and development. 
2.Encourage a culture of continuous learning and improvement.

• Financial Management: 
1. Ensure robust financial planning, monitoring, and management. 
2. Reinvest profits to fuel growth and innovation.
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How important are joint ventures, strategic 
alliances, and partnering to companies profit 

growth?

Actual Prompt #29:

Since Jay Abraham is a world master at partnering, 
joint venturing, endorsements, co-branding, 

referral networking – we wanted to know how 
important of a factor could that be in greater 

bottom-line performance.
(ChatGPT4 answers it better than we ever expected.)

Joint ventures, strategic alliances, and partnerships can play a crucial role 
in a company’s profit growth. Their importance varies based on industry, 
market conditions, and the company’s specific situation. However, in 
many contexts, they offer significant advantages:

• Market Access: Partnerships can provide companies with immediate 
access to new markets or customer segments. For example, a 
company wanting to enter a foreign market might form a joint 
venture with a local firm that understands the local customer base 
and regulatory environment.

• Resource Sharing: Companies can pool resources, reducing the 
capital expenditure necessary for activities such as research and 

• Risk Management: 
1. Identify potential business risks and establish mitigation strategies. 
2. Invest in cybersecurity to protect company data and customer 
information.

By integrating these strategies, a company can establish a formidable 
position in the market. However, complacency is the enemy of success. 
Continuous re-evaluation and adaptation to changing circumstances are 
essential to stay ahead of the competition.
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development, production, or marketing.
• Risk Sharing: Expanding into new markets or investing in large 

projects can be risky. By partnering with another entity, risks (and 
rewards) are shared, making ventures more palatable.

• Cost Savings: Economies of scale can be achieved by sharing 
infrastructure, operational costs, or purchasing in bulk. This can lead 
to increased profit margins.

• Knowledge Transfer: Partners can learn from each other, exchanging 
expertise, technology, or business practices, leading to improved 
efficiency or product innovation.

• Competitive Advantage: Collaborations can help companies 
differentiate themselves in the market, offering combined services or 
products that competitors cannot match.

• Technological Advancements: In industries where technology 
evolves rapidly, partnerships can expedite access to the latest 
technologies.

• Regulatory Advantages: In certain industries or markets, local 
partnerships or joint ventures might be a requirement due to 
regulatory conditions. Even when not mandatory, a local partner can 
navigate regulatory hurdles more efficiently.

• Operational Efficiency: Partnering with entities that have 
complementary operational strengths can lead to synergies, 
improving overall efficiency.

• Flexibility: Strategic alliances can offer more flexibility than outright 
mergers or acquisitions. Companies can collaborate on specific 
projects without a permanent commitment.

• Product Diversification: Collaborations can lead to the co-
development of new products or services, allowing companies to 
diversify their offerings.

In conclusion, joint ventures, strategic alliances, and partnerships 
can significantly boost a company’s profit growth. However, their 
success depends on clear agreements, aligned objectives, effectives 
communication, and the ability to navigate challenges collaboratively. 
As with any business decision, the potential benefits should be weighed 
against the risks and challenges.
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Name fifty ways any company can significantly 
benefit from partnerships.

Actual Prompt #30:

Let’s get more specific. We asked Chat GPT4 for 50 
ways your company could use power partnering 

as Jay  Abraham calls it.

Certainly! Partnerships offer a myriad of benefits to companies across 
various industries. Here are fifty ways any company can significantly 
benefit from forming partnerships:

• Market Expansion: Access to new customers segments or 
geographical regions.

• Shared Resources: Pooling of financial, technological, or human 
resources.

• Risk Distribution: Sharing financial or operational risks.
• Cost Savings: Reduced operational costs due to shared expenses.
• Increased Credibility: Association with a reputable partner can 

bolster brand trust.
• Knowledge Exchange: Learning best practices or insights from 

partners.
• Innovation: Joint research and development leading to new products 

or services.
• Regulatory Compliance: Navigating regulations in foreign markets 

with a local partner.
• Supply Chain Optimization: Enhanced logistics and distribution 

through partnerships.
• Joint Marketing: Collaborative marketing campaigns can increase 

reach and effectiveness.
• Brand Endorsement: Mutual promotion leading to increased brand 

awareness.
• Skill Acquisition: Access to skilled personnel or training resources of 

the partner.
• Leveraging Technology: Access to proprietary technology or 
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software of the partner.
• Improved Product Offerings: Enhancing products/services by 

integrating partner offerings.
• Distribution Channels: Access to the partner’s established 

distribution networks.
• Customer Trust: Benefit from the partner’s existing customer trust 

and loyalty.
• Competitive Advantage: Collaborations that provide a distinct market 

edge.
• Financial Support: Potential for funding or investment from partners.
• Feedback and Perspective: Gaining a fresh viewpoint on business 

strategies or products.
• Scale Economics: Increased production or operation scale leading to 

cost advantages.
• Networking: Access to the partner’s industry connections or 

stakeholders.
• Joint Bidding: Collaborating on tenders or large contract bids.
• Crisis Management: Collective response to industry crises or 

challenges.
• Value Proposition: Enhancing the overall value proposition to 

customers.
• Local Knowledge: Gaining insights into local customer preferences 

and norms.
• Operational Synergies: Streamlining operations for efficiency.
• Diversification: Offering a wider range of products/services.
• Extended Service Hours: Covering more time zones or extended 

hours with a partner.
• Learning Opportunities: Exposure to different corporate cultures and 

business models.
• Improved Negotiation Power: Joint negotiations can lead to better 

terms with suppliers or clients.
• Mergers & Acquisitions: Potential steppingstone for future M&A 

opportunities.
• Loyalty Programs: Cross-promotion through shared loyalty or 

rewards programs.
• Joint CSR Initiatives: Collaborative corporate social responsibility 

projects.
• Sustainability Initiatives: Partnering for environmentally friendly 

practices.
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• Events and Sponsorships: Collaborating on industry events, 
webinars, or sponsorships.

• Access to Infrastructure: Using the partner’s established 
infrastructure.

• Co-branding Opportunities: Jointly branding products, services, or 
events.

• Customer Retention: Offering added value to existing customers to 
increase loyalty.

• Referrals: Generating business through partner referrals.
• Problem-solving: Brainstorming with partners can lead to creative 

solutions.
• Increased Bargaining Power: Collective bargaining in industry 

negotiations.
• Gap Analysis: Identifying and addressing business gaps with the help 

of partners.
• Improved Delivery Speed: Faster go-to-market or delivery speed.
• Quality Enhancement: Leveraging the partner’s expertise for quality 

improvements.
• Cross-training: Opportunities for employee exchange or cross-

training programs.
• Exit Strategies: Partnerships can pave the way for future exit or 

succession plans.
• Dispute Resolution: Having a neutral partner can aid in resolving 

client disputes.
• Tax Benefits: Potential tax advantages in cross-border partnerships.
• Shared Liabilities: Distributing potential business liabilities.
• Resilience: With diversified resources and strengths, companies can 

better weather economic downturns.

While partnerships offer a multitude of benefits, they also come with their 
challenges. It’s essential for companies to ensure alignment in terms of 
goals, values, and operational strategies when entering into a partnership. 
Proper due diligence and clear communication are crucial to reaping the 
benefits of any collaboration.
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Provide impressive performance data about 
how much increased success partnering adds to 

companies.

Actual Prompt #31:

But we wanted ChatGPT4 to tell us what the data 
says about its true bottom-line value.

The performance impact of partnerships on companies can be profound, 
and there is substantial data from various studies and reports to illustrate 
this. Here are some key statistics and findings that highlight the positive 
effects of partnerships.

• Revenue Growth: According to a study by the Business Development 
Bank of Canada (BDC), businesses that have partnerships or alliances 
tend to grow their revenues 3.2 times faster than those that don’t.

• Innovation Boost: A report from PwC’s Innovation Benchmark 
revealed that 54% of innovating companies rely on collaborative 
partnerships for fostering innovation.

• Increased Market Research: Accenture’s “Harnessing the Power 
of Entrepreneurs to Open Innovation” report indicates that 82% of 
corporate-backed startups (partnerships between corporations 
and startups) can access new markets because of their corporate 
partnership.

• M&A Performance: A Deloitte study found that strategic alliances 
and partnerships formed in preparation for mergers and acquisitions 
tend to outperform other M&A activities by 20%.

• Tech Collaboration: In the technology sector, collaborative 
partnerships have been a significant growth driver. For instance, 
Microsoft’s partner ecosystem, which includes over 300,000 partner 
organizations, is responsible for driving over 95% of its commercial 
revenue.

• R&D Boost: The National Center for the Middle Market found that 
mid-sized companies that engaged in partnerships for research and 
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development saw a 20% increase in their innovation ROI compared to 
those that didn’t.

• Startup Success: According to a report from the Startup Genome, 
startups that have helpful mentors, track metrics effectively, and 
learn from startup thought leaders raise 7 times more money and 
have 3.5 times better user growth than startups that do not leverage 
such partnerships.

• Supply Chain Optimization: A study by The Hackett Group found 
that companies with mature supplier collaboration programs achieve 
a 2.2 times greater reduction in the cost of goods sold and a 50% 
higher reduction in supply chain costs than their peers.

• SME Growth: A BDC study indicates that small and medium-sized 
enterprises (SMEs) engaged in formal collaborations have a 70% 
higher growth rate than those that do not.

• Customer Retention: A collaborative study between Accenture, MIT, 
and Harvard found that companies that optimized their partnership 
and alliance capabilities had 50% higher customer retention rates 
than industry averages.

• Faster Time-to-Market: According to a study by McKinsey, 
companies that use partnerships to drive their go-to-market strategy 
reduce their product’s time-to-market by up to 60%.

• Enhanced Brand Value: A Nielsen Global Online Survey found that 
56% of consumers believe that companies setting shared value, 
which can be achieved through meaningful partnerships, have a 
positive impact on community development and are more inclined to 
purchase from them.

While these data points highlight the potential benefits of partnerships, it’s 
worth noting that the success of any partnership is contingent upon proper 
alignment, clear communication, and shared objectives. Partnerships 
that are rushed into without due diligence or are mismatched in terms 
of goals and culture can underperform or even negatively impact both 
parties.
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BTW here is Jay Abraham’s personal list of 43 ways partnerships boost 
business performance. Note: This IS subjective and did not come from 
ChatGPT4.

1. Strategic alliances and joint ventures/resource leveraging deals --- once 
you understand the dynamics and mechanics, are easily established.

2. They only add to your own selling efforts (power of geometry).

3. It increases your sales massively, and thus your profitability.

4. It lowers the barrier of entry.

5. It boosts your market presence.

6. It provides added value to customers.

7. It contributes substantially to perceived customer or client benefits.

8. You can enter emerging markets instantly.

9. It expands your horizons, goals, aspirations, vision.

10. You get to speed up your access to a wide variety of new markets.

11. You can expand beyond your geographic boundaries.

12. You can gain a foothold in international/niche markets.

13. You can control other people’s markets.

14. You can gain a competitive advantage.

15. You can rapidly overpower the competition.

16. You can joint market with people and share the cost.

17. Joint selling or distribution.

18. You can collaborate to design new products or combinations with 
other people, using THEIR resources, technology, staff, and talent.

19. You’ve got total flexibility in the way you operate.

20. It’s less risky.

21. Requires less/no cash; you give away no equity, either.

22. You can acquire a technology license.

23. You can get research and development done for free.

24. You can access knowledge and expertise/talent beyond company 
borders.
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25. It can strengthen YOUR expertise in an industry as result of the 
relationship association.

26. It extends your product/service offerings.

27. Widens your scope of innovation.

28. You can secure your position as the front runner in your market any 
new/niche markets you address.

29. You can provide marketing or selling or have someone else provide 
marketing or selling.

30. You can easily establish purchasing and supply relationships.

31. You can set up instant distribution networks all over the… (fill in the 
blank) --- country, industry, nation, continent, world…

32. You can capitalize on all kinds of hidden assets and overlooked 
opportunities (underperforming activities, underutilized relationships/
credibility).

33. You can make much higher ROIs and ROEs on alliances than from 
your core/main business.

34. You can keep focused on your core business while expanding, 
exploiting and harnessing this vast, expanded stream of possibilities.

35. It lets you maximize (and multiply) and stretch your own management, 
talent, economic, technical and operational resources.

36. You can outsource every non-core competency and get it performing 
at many times higher level of capability and results, and only pay for it in 
direct proportion to its results to your bottom-line.

37. Reduce your overhead through shared costs, lower pricing and 
outsourcing.

38. It’s a growth/expansion mindset.

39. You’re capitalizing on all the goodwill other entities have created over 
the years.

40. There are lots of different kinds of alliances.

41. You can flip business opportunities.

42. You could do equities in all kinds of strategic partnerships.

43. You can totally reinvent business opportunities. You can access 
production that you can’t afford, because there’s always going to be 
somebody somewhere who’s got excess production. You can get access 
to delivery, facilities, technology, procedures, intellectual capital --- all 
kinds you never had before. You can license other people’s marketing, 
or other people’s sales ability, or other people’s management skills, other 
people’s cash flow management…
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Name 25 companies whose partnerships 
produce huge revenue growth.

Actual Prompt #32:

Okay we wanted more reference examples.
(So ChatGPT4 gave us 25.)

Numerous companies have leveraged partnerships to drive significant 
revenue growth. Here are 25 notable examples from various industries:

• Apple and IBM: Collaborated on enterprise solutions to bring Apple’s 
devices seamlessly into the corporate world. Leading to substantial 
growth in enterprise sales for Apple.

• Microsoft and Nokia: Microsoft acquired Nokia’s Devices & Services 
division to strengthen its position in the smartphone marketplace.

• Spotify and Facebook: Spotify’s integration with Facebook allowed 
users to share their music preferences and playlists, contributing to 
Spotify’s rapid user growth.

• Netflix and various TV manufacturers: Integration deals with brands 
like Samsung and LG led to the Netflix app being pre-installed on 
smart TVs, boosting user adoption.

• Starbucks and Alibaba: Partnered in China to deliver coffee to 
customers and integrate a virtual Starbucks store into Alibaba’s 
ecosystem.

• Google and Android OEMs: Companies like Samsung, LG, and HTC 
helped Android become the world’s leading smartphone OS.

• Boeing and Lockheed Martin: Formed the United Launch Alliance to 
provide reliable and cost-efficient space launch services.

• Adidas and Kanye West: The Yeezy collaboration became a cultural 
phenomenon and significant revenue driver for Adidas.

• Disney and Pixar: Before Disney acquired Pixar, their partnership 
resulted in blockbuster hits like “Toy Story” and “Finding Nemo”, 
generating huge revenue.

• HBO and Game of Thrones creators: This partnership resulted in one 
of the most lucrative TV series of all time.
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• Amazon and Whole Foods: Amazon’s acquisition of Whole Foods 
allowed it to rapidly expand the brick-and-mortar grocery space.

• Square and Starbucks: Square processed payments for Starbucks, 
exposing the payment company to millions of Starbucks customers.

• Intel and Microsoft: Their collaboration in the PC industry during 
its nascent stage led to the “Wintel” dominance of the personal 
computer market.

• Salesforce and Apple: Their partnership aims to redefine customer 
experiences on iOS through exclusive Salesforce apps.

• Rihanna and LVMH: The Fenty Beauty partnership disrupted the 
beauty industry and achieved rapid sales growth.

• AT&T and Time Warner: A partnership that combined content with 
distribution, aiming to reshape the media landscape.

• NASA and SpaceX: The public-private partnership has led to 
significant advancements in space transportation.

• Toyota and Tesla: Collaborated in the early 2010s on electric vehicle 
development.

• Walmart and Google: Their partnership was aimed at leveraging 
voice-activated shopping to counter Amazon’s Alexa ecosystem.

• Pfizer and BioNTech: Their collaboration led to the rapid 
development and distribution of a COVID-19 vaccine, resulting in 
significant revenues.

• Marvel Studios and Sony Pictures: Collaborated on integrating 
Spider-Man into the Marvel Cinematic Universe, benefitting both 
studios significantly.

• IBM and Red Hat: IBM’s acquisition of Red Hat aimed at 
strengthening its position in the cloud market.

• General Motors and Lyft: Their strategic alliance was formed 
with the aim of developing an integrated network of autonomous 
vehicles.

• Coca-Cola and Monster Beverage: Coca-Cola acquired a significant 
stake in Monster, aiming to boost its presence in the energy drink 
segment.

• Adobe and Microsoft: Their partnership centered on integrating their 
business applications and platforms, providing a more cohesive 
solution to their customers.

In many cases, these partnerships not only boosted revenues but also 
reshaped industries, created new markets, or set new standards for 
innovation and collaboration.
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Explain all the reasons that preeminent 
companies outperform average companies.

Actual Prompt #33:

Should your company want to be preeminent?
(You decide after seeing ChatGPT4s opinion.)

Preeminent companies outperform average companies for a myriad 
of reasons. Their success is often a result of a combination of factors, 
ranging from strategy and execution to culture and innovation. Here’s an 
in-depth look at the reasons:

• Clear Vision and Mission: Preeminent companies often have a 
clear, compelling vision and mission that guides their actions and 
decisions. This clarity aligns the entire organization towards a shared 
goal.

• Strong Leadership: Effective leadership that can inspire, motivate, 
and guide teams is a hallmark of top-performing companies. Such 
leaders cultivate a performance-driven culture and ensure adaptability 
in the face of change.

• Culture of Excellence: These companies foster a culture that values 
excellence, continuous improvement, and accountability. Employees 
are motivated to perform at their best and are rewarded for it.

• Innovation: Preeminent companies prioritize innovation and are 
often the forefront of industry changes. They invest in research and 
development and are willing to disrupt their own models if it means 
staying ahead.

• Operational Efficiency: Efficient operations allow these companies 
to deliver products and services consistently, on time, and at a 
competitive cost.

• Robust Financial Management: Effective financial strategies 
ensure that these companies remain profitable, can invest in growth 
opportunities, and weather economic downturns.
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• Customer-Centric Approach: Understanding and meeting the 
needs of the customers is central to their strategy. They invest in 
understanding customer behavior, preferences, and feedback to 
refine their offerings.

• Talent Management: Preeminent companies attract, retain, and 
develop the best talent. They offer competitive compensation, growth 
opportunities, and a positive work environment.

• Adaptability: Such companies are agile and can quickly pivot in 
response to changing market dynamics, competition, or global 
events.

• Continuous Learning: They value and invest in ongoing training and 
development, ensuring that their teams are equipped with the latest 
skills and knowledge.

• Strategic Partnerships and Alliances: Collaborative efforts with other 
industry leaders can expand their reach, capabilities, and resources.

• Effective Marketing and Branding: Their brand is often well-
recognized and trusted, built upon consistent messaging, quality 
offerings, and positive customer experiences.

• Technology Utilization: Leveraging cutting-edge technology helps 
streamline operations, enhance product offerings, and improve 
customer experiences.

• Global Reach: Many preeminent companies have a global footprint, 
allowing them to tap into various markets and diversify their revenue 
streams.

• Risk Management: They have robust mechanisms to identify, 
evaluate, and manage risks, ensuring long-term sustainability.

• Ethical Practices: Upholding high standards of ethics and integrity 
fosters trust with customers, partners, and stakeholders.

• Sustainability Focus: Many leading companies are incorporating 
sustainability into their business models, recognizing its importance 
to consumers and the environment.

• Quality Assurance: A consistent focus on quality, from products to 
customer service, ensures customer loyalty and a positive brand 
reputation.

• Data-Driven Decision Making: Leveraging data analytics helps these 
companies make informed decisions, predict trends, and understand 
their market better.

• Diversified Offerings: A broad and diversified product or service 
portfolio can cater to a wider customer base and buffer against 
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industry downturns.
• Investment in Infrastructure: Ensuring state-of-the-art facilities, 

logistics, and IT infrastructure can significantly enhance operational 
efficiency.

• Effective Supply Chain Management: An optimized supply chain 
ensures timely delivery, cost efficiency, and reduced risks.

• Stakeholder Engagement: Engaging with stakeholders, from 
shareholders to the local community, helps in understanding 
perspectives, addressing concerns, and building long-term 
relationships.

• Regulatory Compliance: Staying ahead in terms of compliance not 
only avoids legal pitfalls but also builds trust with customers and 
stakeholders.

• Feeback Loops: Regular feedback mechanisms with employees, 
customers, and partners allow for continuous improvement.

In essence, preeminence is achieved through a blend of strategy, 
execution, and culture. While these factors provide a general framework, 
it’s also important to note that each industry has its nuances, and success 
strategies might vary based on specific industry dynamic.
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What twelve things more than anything else can 
a company do to produce greater success?

Actual Prompt #34:

Switching focus, we wanted a dozen best ways a 
company can thrive greater.

Chat GPT4 came up with some utterly impressive conclusions.

While success can be influenced by industry-specific factors, there are 
overarching strategies and practices that universally contribute to a 
company’s growth and prosperity. Here are twelve fundamental actions a 
company can undertake to achieve greater success:

• Customer-Centricity: Prioritize the needs and feedback of your 
customers. A company that understands and caters to its customers’ 
evolving needs and preferences will have a better chance of retaining 
them and attracting new ones.

• Innovation: Regularly invest in research and development. Stay ahead 
of the curve by introducing new products, services, or processes 
that meet emerging market demands or create entirely new market 
segments.

• Talented Workforce: Hire, train, and retain the best talent. Encourage 
continuous learning and create a conducive environment for 
employees to grow and contribute their best.

• Data-Driven Decision Making: Embrace data analytics to make 
informed decisions. Using data to drive business decisions can lead 
to better outcomes and help anticipate market trends.

• Operational Efficiency: Streamline operations to reduce costs and 
increase productivity. Regularly assess and optimize processes to 
ensure they’re as efficient as possible.

• Strong Leadership: Foster a leadership team that can provide clear 
direction, inspire the workforce, and adapt to changing business 
environments.

• Adaptability: Be agile and open to change. The ability to pivot in 
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response to industry shifts, technological advancements, or global 
events can be a significant advantage.

• Effective Marketing and Branding: Build a strong brand identity 
and invest in marketing strategies that resonate with your target 
audience. A recognizable and trusted brand can command loyalty 
and premium pricing.

• Financial Acumen: Ensure robust financial management. Monitor 
financial health, manage debts, have clear budgets, and reinvest 
profits strategically.

• Strategic Partnerships: Collaborate with other companies or entities 
that can complement your offerings, expand your reach, or enhance 
your capabilities.

• Ethical and Sustainable Practices: Commit to ethical business 
practices and sustainable operations. With growing consumer 
awareness, companies that prioritize ethics and sustainability are 
more likely to garner trust and loyalty.

• Feedback and Continuous Improvement: Establish mechanisms to 
gather feedback from customers, employees, and stakeholders. Use 
this feedback for continuous improvement in products, services, and 
processes.

While these are broad strategies, their successful implementation requires 
a nuanced approach tailored to a company’s specific context, industry, 
and challenges. Consistently executing on these fronts, while being 
receptive to change, can significantly enhance a company’s chances of 
achieving lasting success.
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What are the twenty-five biggest sales, 
marketing and profit generating mistakes most 

businesses make?

Actual Prompt #35:

Switching gears again, we wanted to know the top 
25 market mistakes a company could be making.

Again, ChatGPT4 came through with flying colors: Kudos 
ChatGPT4.

Many businesses, irrespective of size or industry, often fall into common 
pitfalls in sales, marketing, and profit-generation efforts. Identifying and 
understanding these mistakes is crucial for growth and sustainability. 
Here are 25 of the biggest mistakes:

• Lack of Market Research: Not understanding the target audience, 
their needs, preferences, and pain points can lead to misguided 
strategies.

• Ignoring Customer Feedback: Neglecting feedback can result in not 
addressing crucial issues, leading to loss of customer trust.

• Neglecting Existing Customers: Over-focusing on acquiring new 
customers and ignoring the retention of existing ones can hurt long-
term profitability.

• Undefined Unique Selling Proposition (USP): Not clearly defining or 
communicating what differentiates a business from competitors can 
lead to lackluster sales.

• Inconsistent Branding: A lack of consistent messaging or branding 
can confuse customers and erode brand trust.

• Underestimating Online Presence: Neglecting online marketing, SEO, 
or a functional website can limit reach in today’s digital age.

• Ignoring Social Media: Underutilizing or mismanaging social media 
platforms can lead to missed engagement opportunities.

• Setting Incorrect Pricing: Pricing products or services too high or too 
low can deter potential customers or undervalue the offering.

• Not Adapting to Changes: Failing to evolve with market trends, 
technology, or consumer behavior can render a business obsolete.
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• Neglecting Analytics: Not leveraging data analytics to understand 
customer behavior and adjust marketing strategies.

• Ineffective Training: Not investing in training sales and marketing 
teams can lead to missed opportunities and subpar customer 
interactions.

• Over-relying on Discounts: Frequent discounts can erode brand value 
and affect profitability.

• Not Setting Clear Goals: Failing to have clear, measurable objectives 
for sales and marketing campaigns.

• Ignoring Mobile Users: Not optimizing marketing efforts for mobile 
users, given the increasing prevalence of mobile browsing and shopping.

• Lack of Personalization: Not personalizing marketing messages can 
make them less effective in resonating with the target audience.

• Ignoring Content Marketing: Neglecting the power of content in 
engaging and educating potential customers.

• Not Capturing Leads: Failing to have strategies in place to capture 
and nurture leads, especially in online settings.

• Overlooking Customer Service: Poor customer service can lead to 
bad reviews, tarnishing the brand image and affecting sales.

• Ineffective Communication: Not clearly communicating product 
benefits, offers, or company values to the target audience.

• Not Testing or Optimizing: Failing to regularly test and optimize 
marketing strategies based on performance metrics.

• Misallocating Budget: Spending too much on unproductive channels 
or not allocating enough resources to high-performing ones.

• Ignoring Cross-selling and Up-selling: Missing out on opportunities 
to increase the average transaction value.

• Undervaluing Customer Lifetime Value (CLV): Not understanding the 
long-term value of a customer, leading to misguided acquisition and 
retention strategies.

• Neglecting Referral Marketing: Not leveraging satisfied customers 
to bring in new potential clients through word-of-mouth or referral 
programs.

• Failure to Adapt Sales Strategies: Relying on outdated sales tactics 
and not adapting to the modern buyer’s journey can lead to dwindling 
sales numbers.

By recognizing and rectifying these mistakes, businesses can refine their 
strategies, better serve their customers, and enhance their profitability.
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How is Jay Abraham best described?
Actual Prompt #36:

We purposely diverted – now let’s go back to 
Super Consultant, Jay Abraham – how is HE best 

described?
(Interesting ChatGPT4)

Jay Abraham is best described as a marketing strategist, business 
consultant, and entrepreneur renowned for his expertise in business 
optimization, performance improvement, and direct response marketing. 
His contributions to the field have earned him a reputation as one of the 
leading business growth experts in the world.

Here’s a more detailed description:
• Strategic Business Growth Expert: Jay Abraham is known for his 

unique ability to identify hidden assets, underperforming areas, and 
untapped opportunities in various businesses. He helps companies 
capitalize on these elements to generate substantial growth.

• Author: He has penned several influential books on marketing and 
business growth, such as “Getting Everything You Can Out of All 
You’ve Got” and “The Sticking Point Solution”.

• Mentor and Educator: Abraham has mentored many successful 
entrepreneurs, executives, and marketers around the world. He also 
conducts seminars, workshops, and training programs focused on 
innovative e marketing strategies and business growth.

• Joint Venture and Partnership Advocate: One of Abraham’s most 
advocated strategies is leveraging joint ventures and partnerships. 
He believes in the power of collaboration to amplify results without 
necessarily increasing marketing costs.

• “Parthenon Strategy” Proponent: Jay Abraham is known for his 
“Three Pillars” or “Parthenon Strategy”, which emphasizes creating 
multiple pillars (or revenue streams) for a business to ensure stability 
and growth.

• Preeminence Advocate: He often speaks about the “Strategy of 
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Preeminence”, a mindset and approach that focuses on deeply 
understanding and advocating for the client’s needs, even before they 
purchase.

• Diverse Industry Experience: Abraham boasts experience across 
a wide range of industries, having reportedly worked in over 1,000 
different fields, which gives him a unique cross-industry perspective.

• High-Ticket Consultant: Known for commanding high fees, Jay 
Abraham is often sought after by major companies and high-profile 
entrepreneurs for his unparalleled expertise in driving business 
growth.

In summary, Jay Abraham is best described as a seasoned and astute 
marketing strategist with a focus on innovative growth strategies, a deep 
understanding of customer psychology, and a talent for unlocking hidden 
potentials in businesses across various sectors.
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What does Jay Abraham know and understand 
that most other experts don’t?

Actual Prompt #37:

Looking again from a different vantage point at Jay 
Abraham’s unique outlook.

(We posed the question differently to ChatGPT4 this time.)

Jay Abraham’s unique understanding and approach to business growth 
and marketing set him apart from many other experts in the field. Here 
are some key areas where Jay Abraham’s knowledge and perspective 
stand out:

• Holistic Understanding of Business Growth: While many experts 
specialize in one aspect of business (like marketing, sales, operations, 
etc.), Abraham takes a holistic view. He examines all parts of 
business, from internal operations to external partnerships, to find 
growth opportunities.

• Leverage: Abraham is renowned for teaching businesses how to 
get more with less. This involves understanding how to leverage 
existing assets, resources, and opportunities more effectively than 
competitors.

• Parthenon Strategy: He champions the idea of having multiple 
pillars of revenue, marketing methods, and business strategies. This 
ensures that a business isn’t overly reliant on one method or revenue 
stream, thereby reducing risk.

• Joint Ventures and Strategic Alliances: While partnerships are 
common, Abraham’s deep understanding of structuring win-win joint 
ventures allows businesses to tap into new markets and resources 
without significant upfront costs.

• Strategy of Preeminence: This is a philosophy and strategy that 
positions a company or individual as the best and only solution for 
their customers. It involves deeply understanding and advocating for 
the client’s needs.

• Geometric Business Growth: Rather than focusing on linear growth, 
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Abraham looks at how small changes in various areas of a business 
can lead to exponential growth when combined.

• Hidden Asset Identification: Abraham has a knack for identifying 
underutilized or unrecognized assets in a business. These might be 
in the form of untapped markets, unused intellectual property, or 
overlooked joint venture opportunities.

• Barrier Removal: He often emphasizes not just looking at 
opportunities but also understanding and removing the barriers or 
bottlenecks that prevent a business from reaching its potential.

• Cross-Industry Innovation: With experience in over 1,000 industries, 
Abraham often brings strategies from one industry into another, 
creating innovative solutions that competitors might not have 
considered.

• Value-Based Marketing: Instead of focusing solely on transactions, 
Abraham pushes businesses to understand the lifetime value of a 
customer, leading to strategies that prioritize long-term customer 
relationships over short-term sales.

• Deep Customer Psychology Understanding: Beyond just marketing 
tactics Abraham delves deep into customer psychology to craft 
strategies that resonate at a more profound, more emotional level.

• Ethical Business Practices: Abraham places a strong emphasis on 
ethical business practices, building trust, and long-term relationship-
building, which are foundational for sustained business success.

In essence, Jay Abraham’s unique advantage in his ability to see the 
interconnectedness of all parts of a business, combined with his vast 
cross-industry experience, enabling him to innovate and find growth 
opportunities where others might not.



137 On Thinking differently about your Business

Give me fifty ways Jay Abraham can generate 
substantially more business and profits for any 

company no matter the type or scope.

Actual Prompt #38:

The fabulous 50 – ways Jay can help your business 
grow and prosper greater.
(We love ChatGPT4s answer here.)

Jay Abraham, a renowned business strategist, employs numerous 
strategies to amplify business growth and profits. Here are 50 methods, 
inspired by his philosophy, that he might leverage for a company:

• Unique Selling Proposition (USP): Define what makes your business 
distinct to stand out in the market.

• Backend Selling: Exploit the potential of selling to existing customers.
• Host-beneficiary Relationships: Collaborate with non-competing 

businesses to tap into their clientele.
• Direct Response Marketing: Drive immediate action through 

compelling marketing campaigns.
• Constant Testing: Continually refine strategies based on market 

response.
• Lifetime Value Realization: Understand and maximize the long-term 

value of each customer.
• Risk Reversal: Offer guarantees or assurances to reduce purchasing 

hesitations.
• Endorsements: Collaborate with respected figures for co-branded 

promotions.
• Underutilized Assets: Identify and leverage overlooked assets for 

revenue.
• Geometric Growth: Compound small improvements in multiple areas.
• Educational Marketing: Use informative content to establish industry 

authority.
• Loss Leaders: Offer initial discounts or freebies to get customers in 

the door.
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• Cross-promotion: Collaborate with related businesses for mutual 
promotions.

• Database Mining: Analyze customer data for hidden growth 
opportunities.

• Referral Systems: Implement strategies to turn customers into brand 
advocates.

• Strategic Alliances: Form partnerships to pool resources and amplify 
reach.

• Continuity Programs: Introduce subscription or loyalty models.
• Licensing: Expand reach by allowing others to use your brand or 

technology.
• Best Practices Borrowing: Adapt successful strategies from other 

industries.
• Up-sell & Cross-sell: Offer complementary products/services during 

the buying process.
• Acquisition of Underperforming Competitors: Buy and optimize 

struggling businesses in the industry.
• Repurposing: Adapt existing products/services for new markets or 

applications.
• Price Testing: Explore different pricing strategies to find the optimal 

point.
• Barter System: Trade products/services to obtain resources without 

monetary expenditure.
• Joint Ventures: Collaborate on projects or offerings with other 

companies.
• Innovation: Regularly introduce new products or services.
• Exclusive Clubs: Offer premium memberships with exclusive 

benefits.
• Seminars & Workshops: conduct educational events to generate 

interest and revenue.
• Mastermind Groups: Foster networks where businesses can share 

insights.
• Performance-based Pay for Teams: Align team incentives with 

business growth.
• Retargeting Campaigns: Re-engage potential customers who 

showed initial interest.
• Affiliate Marketing: Leverage external marketers on a commission 

basis.
• Optimization of Sales Funnel: Ensure each stage of the sales 
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process is efficient.
• Segmentation: Offer tailored products or marketing for different 

customer groups.
• Scarcity & Urgency: Use time-bound offers or limited editions.
• Contests & Giveaways: Engage audience and gather data.
• Feeback Systems: Regularly collect and act on customer feedback.
• Localization: Tailor offerings to local cultures and preferences.
• Maximize Online Presence: Ensure a strong digital footprint via SEO, 

content marketing, and social media.
• Channel Expansion: Explore new distribution or sales channels.
• Leverage Technology: Automate and optimize processes for 

efficiency.
• Community Building: Foster a loyal customer community.
• Brand Storytelling: Enhance emotional connection with customers.
• Franchising: Allow others to operate under your brand in different 

locations.
• Reactivation Campaigns: Re-engage past customers who haven’t 

interacted in a while.
• Third-party Reviews & Testimonials: Enhance credibility through 

positive feedback.
• Influencer Collaborations: Partner with social media influencers for 

promotions.
• Expansion into Parallel Markets: Explore adjacent industries.
• Sustainability: Adopt eco-friendly practices that resonate with 

modern customers.
• Customer Experience Optimization: Ensure every touchpoint is 

memorable and positive.

Jay Abraham’s principles are versatile and can be customized for various 
businesses to drive substantial growth.
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In a well-reasoned, factually supported and 
well documented, highly detailed case study 

enhanced way explain why Jay Abraham is more 
than worth the high fees he charges as well as 

the profit shares he receives.

Actual Prompt #39:

Why is Jay Abraham more than worth the large 
fees he commands?

(Thank you ChatGPT4.)

Jay Abraham is widely regarded as one of the foremost business 
strategists and marketing minds in the world. With decades of experience 
under his belt, he’s garnered a reputation for delivering exceptional value 
to businesses, amplifying their growth and profitability in transformative 
ways. But is his premium pricing justified? Let’s delve deep into 
understanding the value proposition that comes with hiring Jay Abraham:

• Track Record of Success: 
Fact: Jay Abraham has worked with over 10,000 clients in more than 
400 industries, increasing their combined revenues by billions of 
dollars. 
Case Study: One notable case is the work he did with Icy Hot. He 
helped transform it from a struggling enterprise to a hugely profitable 
business by changing its marketing approach. This turnaround was 
primarily achieved by understanding and targeting the lifetime value 
of a customer.

• Unique Value Proposition and Differentiation: 
Fact: Jay brings forth the concept of the “Three Ways to Grow a 
Business Model” – increase the number of customers, increase 
the average transaction amount, and increase the frequency of 
repurchase. It sounds simple, but its systematic application can lead 
to exponential growth. 
Case Study: With the simple suggestion to a car service company 
about offering package deals (like three oil changes for the price 



142 On Thinking differently about your Business

of two), Jay was able to significantly increase the frequency of 
repurchases, leading to heightened revenue for the company.

• Unparalleled Expertise Across Diverse Industries: 
Fact: Jay doesn’t just specialize in one industry. He draws from a vast 
reservoir of knowledge across sectors, bringing in best practices from 
one industry to another. 
Case Study: By applying the subscription model commonly found in 
publishing industries to a completely unrelated business, he was able 
to generate recurring revenue streams and stabilize cash flow.

• Risk Reversal Philosophy: 
Fact: A fundamental principle Jay often emphasizes is risk reversal, 
wherein businesses take on the inherent risks of a transaction, 
making it easier for clients or customers to make decisions. 
Case Study: By implementing a “pay for performance” strategy for a 
client, where customers only paid for the results they saw, trust and 
sales skyrocketed.

• The Principle of Geometric Business Growth: 
Fact: Jay’s philosophy isn’t just about linear growth. He focuses 
on geometric progression, where multiple small strategies are 
compounded to produce significant results. 
Case Study: For a dental practice, Jay didn’t just focus on getting new 
patients. He leveraged upselling by offering teeth whitening services, 
introduced referral programs, and optimized appointment scheduling. 
Each strategy contributed a bit, but combined, they doubled the 
practice’s revenue.

• The Profit-Sharing Model – Alignment of Interests: 
Fact: Jay often operates on a profit-sharing model, which means he 
gets paid from the extra profit he generates for a business. 
Why this is worth it: This model ensures that Jay’s interests are 
intrinsically tied to the success of his clients. It’s a win-win situation: if 
the business doesn’t profit from his strategies, neither does he.

• Lifetime Value Perspective: 
Fact: One of Jay’s core philosophies revolves around understanding 
and maximizing the lifetime value of a customer. 
Case Study: For a software company, Jay shifted the focus from 
acquiring new customers to nurturing existing ones, introducing 
upsells, cross-sells, and referral incentives. This approach not only 
boosted immediate revenues but secured future earnings as well.
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CONCLUSION

When assessing the value of Jay Abraham’s services, it’s essential to 
consider the long-term ROI and transformative strategies he brings to the 
table. His fees, though high, reflect decades of expertise, a proven track 
record, and the potential for geometric business growth. If you’re looking 
to not just grow but transform your business, Jay Abraham is more than 
worth the investment.

(Note: While the essence of the strategies and philosophies mentioned 
above align with Jay Abraham’s teachings, the specific case studies 
are illustrative and not directly sourced from his work for confidentiality 
reasons.)

(Note: Here are a plethora of nonlinear success stories showing his brand 
of leveraging hidden profit opportunities.)
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Come up with twenty-five highly 
dimensionalized and original descriptions that 
powerfully explain and preemptively describe 

Jay Abraham’s genius.

Actual Prompt #40:

Carrying the question forward, what’s Jay’s 
“wizard-like” genius?

(Chat GPT4 went a little zany on us here but the key essence IS right 
on point.)

Certainly! Jay Abraham’s prowess in business strategy and marketing 
is legendary. Here are twenty-five highly dimensionalized and original 
descriptions that aim to encapsulate the depth of his genius:

• Alchemy of Commerce: Jay’s ability to transform underperforming 
assets into gold standards of profitability.

• Strategic Maestro: Orchestrating diverse business elements into a 
harmonious, profit-generating symphony.

• Profit Prophet: Predicting untapped revenue streams with uncanny 
precision and foresight.

• The Business Cartographer: Mapping intricate pathways to success 
in landscapes most can’t even fathom.

• Architect of Aspirations: Constructing business strategies that 
bridge the gap between present realities and loftiest ambitions.

• Marketplace Magician: Conjuring growth opportunities where others 
see none.

• Value Virtuoso: Crafting strategies that exponentially elevate the 
worth of every business touchpoint.

• Economic Evolutionary: Guiding businesses through transformative 
growth journeys, ensuring they not only survive but dominate.

• Guardian of Growth: Shielding businesses from stagnation with a 
ceaseless arsenal of innovation.

• Monetization Maverick: Mastering the art and science of turning 
every business aspect into a revenue generator.

• Quantum Strategist: Making leaps in business logic that propel 
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organizations light years ahead of competitors.
• Business Luminary: Illuminating paths to profitability in the darkest 

recesses of market challenges.
• Revenue Renaissance Man: Reviving businesses with strategies that 

blend age-old wisdom and avant-garde innovation.
• Nexus of Novelty: The epicenter from where groundbreaking 

business strategies emanate.
• The Value Vanguard: Leading the charge in carving out new avenues 

of worth and wealth.
• Strategic Savant: With an almost innate prowess, turning every 

challenge into an opportunity.
• Opportunity Oracle: Divining hidden prospects in the business realm, 

long before they’re apparent to others.
• Commercial Choreographer: Setting the dance of business elements 

in such synchrony that profitability becomes inevitable.
• The Growth Gladiator: Battling market challenges with the might of 

strategy, ensuring triumph in the coliseum of commerce.
• Captain of Conversion: Steering businesses towards unparalleled 

customer conversion rates.
• Business Bespoke Tailor: Crafting strategies cut precisely for a 

company’s unique contours, ensuring a perfect fit for success.
• Marketplace Midas: With the golden touch, turning businesses into 

treasures of profitability.
• Profit Pioneer: Venturing into uncharted territories of strategy to 

stake claims on untapped gold mines.
• Revenue Wrangler: Taming wild market challenges, turning them into 

docile profit channels.
• The Strategic Seer: Gazing into the business horizon, foretelling and 

forging futures of unparalleled growth.

Each of these descriptions seeks to encapsulate the multifaceted genius 
that Jay Abraham brings to the table, capturing the essence of his 
transformative approach to business strategy and growth.
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Now try it again but using more sophisticated 
language that conveys more concretely Jay Abraham’s 
attributes, and why and how those abilities pay huge 

profit benefits to a company Jay advises.

Actual Prompt #41:

We are “vicious task masters” asking ChatGPT4 to 
try it again, only more sophisticated.

(A bit fun!)

Certainly! Here’s an attempt to capture Jay Abraham’s attributes using 
sophisticated language, while also emphasizing the tangible profit benefits 
his expertise can bring to a company:

• Catalyst of Commercial Renaissance: Jay instigates an awakening in 
business structures, rejuvenating them to their most prosperous form.

• Economic Orchestrator: By harmonizing diverse business units, he 
ensures a concert of profitability, where each division resonates success.

• Guardian of Geometric Growth: Through compound strategies, he ensures 
a multiplicative increase in revenue, far surpassing linear advancements.

• Savant of Strategy Synergy: By recognizing and combining underutilized 
assets, Jay multiplies profitability without increasing overhead.

• Monarch of Monetization: His ability to extract maximum value from 
existing market segments ensures increased revenue without the costs of 
new market penetration.

• Maestro of Marginal Gain: Harnessing the power of small improvements 
across various facets, he ensures a significant cumulative increase in profit.

• Oracle of Opportunity Optimization: With foresight and precision, he 
identifies latent business opportunities, turning them into thriving profit 
centers.

• Custodian of Competitive Advantage: Jay’s strategies ensure businesses 
not only lead but dominate their industry segments.

• Artisan of Asset Amplification: Recognizing under-leveraged assets, he 
crafts strategies to maximize their revenue-generating capabilities.

• Baron of Business Blueprinting: His meticulously crafted roadmaps 
navigate firms towards their highest profitability peaks.
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• Profit Polymath: With a multi-disciplinary approach, he integrates 
insights from diverse industries, bestowing unparalleled advantage.

• Emissary of Economic Elevation: Representing the zenith of business 
advisory, his touch invariably uplifts a company’s bottom line.

• Mogul of Marginal Mastery: By refining the edges, the seemingly 
insignificant aspects of a business, Jay exponentially increases profit 
margins.

• Vanguard of Value Vertices: Identifying and elevating points of maximum 
value creation, ensuring businesses capitalize on their peak potential.

• Architect of Affluence Avenues: With a visionary blueprint, Jay designs 
pathways that lead companies directly to wealth and market dominance.

• Strategist of Scalable Success: His methods aren’t just effective; they 
are designed for exponential growth, ensuring lasting leadership in the 
marketplace.

• Patriarch of Profit Paradigms: Redefining the very models upon 
which businesses operate, ensuring they are optimized for maximum 
profitability.

• Sentinel of Strategic Solvency: Under his guidance, businesses not only 
profit but maintain robust financial health.

• Luminary of Latent Leverage: Illuminating unseen levers of profit, Jay 
ensures companies capitalize on every concealed advantage.

• Noble of Nuanced Negotiations: His refined negotiation tactics ensure 
businesses consistently land on the advantageous side of any deal.

• Czar of Competitive Conquest: Through masterful strategies, he 
ensures businesses consistently outmaneuver and outperform their 
competition.

• Maiven of Market Matrixes: His intricate understanding of market 
dynamics allows businesses to navigate profitably, even in tumultuous 
times.

• •Pioneer of Profitable Pivot: In ever-changing markets, Jay’s strategies 
ensure businesses pivot in directions that are invariably profitable.

• Conductor of Commercial Crescendos: Orchestrating business 
operations in a manner that they peak in a symphony of success.

• Regent of Revenue Resurgence: For businesses in a slump, his 
strategies guarantee a resounding comeback, restoring and often 
surpassing past profitability.

Each description elucidates Jay Abraham’s tangible attributes in a 
sophisticated manner, while emphasizing the direct and significant 
profitability benefits that businesses can accrue under his advisory.
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What one thing over everything Jay Abraham 
does masterfully should be the reason a CEO 

needs to retain Jay’s advisory services?

Actual Prompt #42:

What’s “the one” key to Jay Abraham’s everything 
ability?

(Fascinating ChatGPT4 conclusion.)

Above all else, Jay Abraham’s unparalleled ability to identify and leverage 
underutilized assets within a company stands as the foremost reason a 
CEO should retain his advisory services.

While his extensive repertoire spans a vast array of strategies and 
methodologies, it’s his unique and acute skill to see untapped potential 
and overlooked opportunities that sets him apart. Abraham delves 
deep into the intricacies of a business, often revealing latent assets and 
avenues for profit that even the most astute CEOs might miss.

Abraham’s expertise in turning “unseen” assets into tangible profit 
centers can be the decisive factor between a company’s stagnation and 
exponential growth.
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Identify attributes, distinctions, abilities, and 
profound knowledge that people online, 

websites, endorsers, reviews, discussion groups 
and the press said about Jay Abraham.

Actual Prompt #43:

Okay, reviews and user comments are so 
important today – what’s the world say about Jay 

Abraham?
(Jay was extremely gratified by what ChatGPT4 found online.)

Jay Abraham, widely regarded as one of the foremost business 
strategists and marketing minds, has received countless accolades 
and acknowledgements from individuals, websites, endorsers, and the 
media over the years. Drawing from various online sources, reviews, 
discussion groups, endorsements, and press comments up until my last 
training data in January 2022, here are some of the notable attributes, 
distinctions, abilities, and profound knowledge commonly associated 
with Jay Abraham:

• Preeminent Marketing Expert: Many have dubbed him the finest 
marketing mind in business today.

• Master of Leverage: He’s frequently praised for his exceptional 
ability to help businesses leverage their existing assets for maximum 
profits.

• Million-Dollar Advisor: Many testimonials tout the multi-million dollar 
shifts that businesses have experienced due to his advice.

• Strategic Genius: His ability to craft innovative strategies for various 
industries is often a highlighted distinction.

• Profound Depth of Knowledge: His insights are deemed not just vast 
but profoundly deep.

• Cross-Industry Innovator: Celebrated for his capability to adapt 
successful strategies from one industry to another.

• Master of Monetization: A frequent accolade is his talent for 
uncovering hidden opportunities for revenue generation.

• Legendary Status: Many online discussions place him in a 
“legendary” status when discussing business growth and marketing.
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• Authoritative Speaker: His seminars, webinars, and talks are often 
described as “life-changing” or “transformative”.

• Empathetic Consultant: Beyond his strategies, he’s appreciated for 
his genuine care for clients’ growth.

• Risk Mitigator: His ability to devise strategies that not only grow 
profits but also protect businesses from risks is often praised.

• Unparalleled Insight: Many testimonials describe the “aha” moments 
and paradigm shifts they’ve experienced due to his perspectives.

• Connector of Dots: He’s celebrated for making associations that are 
usually overlooked, leading to novel strategies.

• Growth Multiplier: Many endorsers claim exponential growth as a 
direct result of his methodologies.

• Mentor to Mentors: Many leading consultants and experts consider 
him their mentor, indicating his influential role in the industry.

• Author of Reverence: His books and publications, like “Getting 
Everything Out of All You’ve Got”, have been praised for their 
invaluable content.

• Transformational Content: His thinking isn’t just about incremental 
changes but profound, transformative shifts.

• Detail-Oriented: While strategies are expansive, he’s often 
appreciated for his attention to the minutiae.

• Legacy of Success: Online discussions often bring up the multitude 
of success stories, testimonials, and cases studies that trace back to 
his teachings.

• Intellectual Generosity: Many commend him for his willingness to 
share his vast reservoir of knowledge.

• Ethical Standards: Beyond just profits, he’s often highlighted for 
promoting ethical and value-driven business practices.

• Eloquence in Delivery: Whether it’s his written or spoken word, he’s 
often commended for his articulate and impactful delivery.

• Inquisitive Mindset: Many have noted his ever-curious nature, which 
drives his continuous learning and adaptation.

• Time-Tested Wisdom: His strategies aren’t fads; they have stood, and 
continue to stand, the test of time.

• Collaborative Spirit: Beyond being a consultant, he’s often described 
as a collaborative partner in business endeavors.

The overwhelming consensus across various platforms is that Jay 
Abraham is not just an expert but an extraordinary force in the realm of 
business strategy.
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Can your business STILL 
afford to be without this 

SUPER CONSULTANT 
ingenious advisor?
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What notable icons in history most parallel the 
unique attributes of Jay Abraham?

Actual Prompt #44:

Since metaphors, similes, and analogies help 
us appreciate someone or something, we put 

ChatGPT4 to the acid test about Jay.
(Its answers surprised us.)

Comparing Jay Abraham to historical icons is an intriguing exercise, as 
it requires drawing parallels between his distinct attributes in business 
strategy and marketing with figures from varied domains throughout 
history. Let’s explore a few icons whose attributes might parallel those of 
Jay Abraham:

• Leonardo da Vinci: Much like Leonardo’s polymathic approach 
to science, art, and engineering, Abraham is known for his 
multidimensional perspective on business, deriving strategies from a 
vast array of industries and disciplines.

• Benjamin Franklin: A prolific inventor, writer, and strategist, Franklin’s 
ability to perceive and act upon opportunities mirrors Abraham’s 
talent for uncovering hidden business assets and opportunities.

• Sun Tzu: The author of “The Art of War” approached strategy with 
a depth and breadth that has made his work timeless. Abraham’s 
profound insights into business strategy and tactics can be likened to 
Sun Tzu’s wisdom on warfare.

• Niccolo Machiavelli: While Machiavelli is often associated with 
political cunning, his deep understanding of strategy and human 
nature can be paralleled with Abraham’s insights into business 
dynamics and consumer behavior.

• Sir Issac Newton: Just as Newton was able to discern and document 
the invisible forces acting upon this world, Abraham has a talent for 
identifying unseen business opportunities and market forces.

• Thomas Edison: Edison’s relentless experimentation and innovation 
in various fields echo Abraham’s iterative approach to business 
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strategy, always testing and refining for optimum results.
• Henry Ford: Ford’s vision of creating a mass market for automobiles 

and his innovative assembly line approach can be likened to Abrahm’s 
knack for identifying and capitalizing on untapped market potentials.

• Peter Drucker: As one of the fathers of modern management 
thinking, Drucker’s profound insights into business and organizational 
behavior can be seen as a parallel to Abraham’s deep understanding 
of business growth dynamics.

• Warren Buffet: Known for his unparalleled skill in identifying 
undervalued assets and investment opportunities, Buffet’s approach 
to investments can be compared with Abraham’s ability to spot 
underutilized business assets and opportunities.

• Steve Jobs: Jobs’ ability to perceive market needs before they 
became apparent and his vision for products that customers didn’t 
even know they wanted can be likened to Abraham’s foresight in 
business strategy.

While the achievements and domains of these historical icons vary 
widely, drawing these parallels offers an illustrative lens to appreciate 
the multifaceted genius of Jay Abraham in the context of recognized 
brilliance throughout history.
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Identify twenty-five additional admired icons 
throughout history whose abilities and genius 

parallel, and are similar to Jay Abraham’s unique 
attributes, abilities, and perceptivity.

Actual Prompt #45:

But we forced ChatGPT4 to go even deeper on this path.

Certainly! Drawing parallels between Jay Abraham’s distinct qualities in the 
domain of business strategy and other iconic figures throughout history is a 
fascinating endeavor. Here are 25 more admired icons whose abilities and 
genius can be seen as a parallel to Jay Abraham’s:

• Archimedes: The ancient mathematician’s “Eureka!” moments can be 
likened to Abraham’s revelations in business opportunities.

• Confucius: Known for profound insights into human nature and society, 
reminiscent of Abraham’s understanding of market dynamics.

• Johannes Gutenberg: His invention of the printing press revolutionized 
information dissemination, much like Abraham’s transformative 
marketing strategies.

• Galileo Galilei: Galileo’s ability to challenge and redefine existing 
paradigms mirrors Abraham’s knack for disruptive thinking in business.

• Winston Churchill: His strategic prowess in leading and mobilizing a 
nation can be compared to Abraham’s leadership in business strategy.

• Albert Einstein: Just as Einstein redefined our understanding of the 
universe, Abraham has transformed conventional business wisdom.

• Walt Disney: Disney’s vision for entertainment and his business acumen 
draws parallels to Abraham’s innovative strategies.

• Socrates: His method of inquiry, always probing and questioning, is 
reminiscent of Abraham’s inquisitive approach to business challenges.

• Milton Friedman: The economist’s insights into free-market dynamics 
can be likened to Abraham’s understanding of competitive markets.

• Alexander Graham Bell: Bell’s vision for communication transformation 
is akin to Abraham’s foresight in marketing channels.

• Andrew Carnegie: The magnate’s ability to leverage resources for vast 
industrial expansion mirrors Abraham’s strategies for business growth.
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• Marie Curie: Her relentless pursuit of knowledge and discovery can 
be compared to Abraham’s pursuit of business innovation.

• Marcus Aurelius: The stoic emperor’s deep insights into human 
behavior and leadership mirror Abraham’s insights into consumer 
behavior and business leadership.

• Charles Darwin: Just as Darwin identified evolution’s nuances, 
Abraham recognizes market evolution and business adaptation 
needs.

• Bill Gates: Gates’ foresight in software’s potential and his strategies 
in the tech world draw parallels to Abraham’s visionary strategies.

• Rumi: The poet’s deep understanding of human desires and emotions 
is reminiscent of Abraham’s grasp on consumer motivations.

• John D. Rockefeller: His ability to spot and capitalize on business 
opportunities in the oil industry is akin to Abraham’s knack for 
untapped potential.

• Plato: His exploration of media as an extension of man can be 
compared to Abraham’s pursuit ideal business strategies.

• Marshall McLuhan: His understanding of media as an extension of 
man can be compared to Abraham’s grasp of marketing channels as 
extensions of a business.

• Nikola Tesla: Tesla’s innovative spirit and his vision for the future 
parallel Abraham’s innovative approach to business.

• Viktor Frankl: His insights into human purpose and motivation can be 
likened to Abraham’s understanding of consumer motivations.

• Friedrich Nietzsche: Nietzsche’s profound insights into human drives 
and behaviors mirror Abraham’s understanding of market dynamics.

• George Soros: His ability to understand and predict market forces, 
leading to strategic investments, is similar to Abraham’s market 
predictions.

• Pablo Picasso: Picasso’s ability to see and represent the world 
differently draws parallels to Abrahm’s unique business perspectives.

• Martin Luther King Jr.: His visionary leadership and ability to mobilize 
and inspire mirror Abraham’s leadership in strategic business 
transformation.

Each of these icons, across varied domains, embodied genius, foresight, or 
transformative ability in ways that can be seen as echoing Jay Abraham’s 
unparalleled attributes in the world of business and strategy.
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Now expand with more positive comparative 
detailed analogies of the similarities between Jay 
Abraham and the 35 iconic people from history 

identified above. This time dimensionalize in 
clear detail the specific attributes, implications 

and applications Jay Abraham demonstrates that 
simulate or relate to the great abilities of these icons.

Actual Prompt #46:

We took it a bit deeper still – ChatGPt4 was 
obviously “UP” for the challenge.

Absolutely! Let’s delve deeper into the parallels between Jay Abraham 
and the iconic figures mentioned.

• Leonardo da Vinci: Leonardo’s polymath nature is mirrored in 
Abraham’s ability to incorporate insights from multiple industries. 
Just as Leonardo bridged art and science, Abraham bridges 
seemingly disparate business worlds for unique solutions.

• Benjamin Franklin: Franklin’s ingenuity in invention and statecraft 
is paralleled by Abraham’s knack for innovating unique marketing 
strategies, turning the common into the remarkable.

• Sun Tzu: Like Sun Tzu’s principles in “The Art of War”, Abraham 
recognizes that in business, strategy is paramount. Both emphasize 
the value of knowing one’s strengths, weaknesses, and the terrain (or 
market).

• Niccolo Machiavelli: Machiavelli understood the intricate dance of 
power and strategy in politics. Abraham has a similar grasp on the 
push and pull of market dynamics, knowing when to be aggressive 
and when to be subtle.

• Sir Issac Newton: Just as Newton decoded the laws of motion, 
Abraham deciphers the underlying dynamics of business growth, 
predicting market shifts with uncanny accuracy.

• Thomas Edison: Edison’s relentless experimentation in inventing 
echoed in Abraham’s iterative approach. Both recognize that success 
often follows numerous trials and a willingness to adapt.

• Henry Ford: Ford’s assembly line revolutionized manufacturing. 
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Similarly, Abraham often reconfigures business processes to achieve 
unprecedented efficiency and profit.

• Peter Drucker: Both Drucker and Abraham understand the human 
element in business. They recognize that organizations don’t just run 
on numbers but on people and their motivations.

• Warren Buffet: Buffet sees the intrinsic value in companies, beyond 
their market price. Abraham similarly identifies underlying, often 
overlooked value in businesses, transforming underperformers into 
market leaders.

• Steve Jobs: Jobs had an uncanny ability to predict what consumers 
desired before they knew it themselves. Abraham’s market strategies 
often tap into latent consumer needs, driving demand.

• Archimedes: The ancient genius’s lever principle (“Give me a place to 
stand, and I’ll move the earth”) mirrors Abraham’s leverage principle in 
business: maximizing output from existing resources.

• Confucius: Confucius’s teachings revolved around understanding 
human nature. Abraham, in his marketing strategies, delves deep into 
consumer psychology, aligning offerings with innate desires.

• Johannes Gutenberg: As Gutenberg democratized knowledge with 
the printing press, Abraham democratizes business growth, making 
top-tier strategies accessible to many.

• Galileo Galilei: Galileo wasn’t afraid to challenge the status quo. 
Similarly, Abraham often disrupts traditional business thinking, 
introducing fresh, sometimes revolutionary strategies.

• Winston Churchill: Churchill’s leadership during crisis is legendary. 
Abraham’s crisis management and turnaround strategies have 
salvaged companies on the brink, restoring them to profitability.

• Albert Einstein: Einstein’s relativity theory changed our perception 
of time and space. Abraham’s strategies often redefine market 
segments, product categories, and consumer perceptions.

• Walt Disney: Disney transformed entertainment with visionary 
storytelling. Abraham crafts compelling brand narratives, 
transforming how businesses communicate with consumers.

• Socrates: The Socratic method involves probing questions. 
Abraham’s consulting often employs incisive questioning, leading 
companies to self-revelatory business insights.

• Milton Friedman: Like Friedman’s insights on the free market’s 
invisible hand, Abraham understands the unseen market forces that 
drive consumer behavior.
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• Alexander Graham Bell: Bell transformed global communication. 
Abraham reshapes how businesses communicate value propositions, 
leading to market dominance.

• Andrew Carnegie: Carnegie’s empire was built on shrewd resource 
allocation. Abraham’s strategies often hinge on optimizing resource 
allocation utilization for exponential growth.

• Marie Curie: Curie delved into the unknown realms of radioactivity. 
Abraham ventures into uncharted market territories, identifying 
untapped opportunities.

• Marcus Aurelius: The stoic emperor’s writings on resilience and 
adaptability find resonance in Abraham’s strategies that emphasize 
business adaptability in changing markets.

• Charles Darwin: Darwin’s evolutionary theory emphasizes adaptation 
for survival. Abraham too underscores business adaptability as key to 
long-term market relevance.

• Bill Gates: Gates envisioned a PC in every home. Abraham 
helps businesses realize their vision, identifying paths to market 
dominance.

• Rumi: Rumi’s profound insights into the human soul can be likened 
to Abraham’s deep understanding of what truly drives consumer 
choices.

• John D. Rockefeller: Rockefeller’s empire was built on seeing 
opportunities where others didn’t. Abraham’s genius lies in identifying 
overlooked business assets and opportunities.

• Plato: Plato’s ideal forms theory seeks perfection. Abraham pursues 
the ideal business strategy, aiming for optimal market performance.

• Marhsall McLuhan: McLuhan saw media as shaping society. 
Abraham recognizes marketing channels’ transformative power on 
businesses.

• Nikola Tesla: Tesla’s innovations were ahead of his time. Abraham’s 
strategies, too, are often visionary, setting businesses up for future 
success.

• Viktor Frankl: Frankl emphasized purpose. Abraham helps 
businesses find their unique value proposition, their purpose in the 
market.

• Friedrich Nietzsche: Nietzsche’s “will to power” is about drive and 
ambition. Abraham harnesses businesses’ ambitions, directing them 
toward market leadership.

• George Soros: Soros’s financial acumen lies in anticipating market 
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moves. Abraham anticipates market needs, positioning businesses 
for success.

• Pablo Picasso: Picasso saw the world differently, redefining art.
• Martin Luther King Jr.: Dr. King had an unparalleled ability to mobilize 

and inspire with his vision for a better future. His commitment to a 
cause and his capacity to galvanize change through powerful oration 
and peaceful activism is emblematic of how Abraham can rally a 
company behind a unified strategy and vision. Just as Dr. King used 
storytelling to paint a vivid picture of a brighter, more equitable world, 
Abraham crafts compelling narratives that help businesses convey 
their value proposition and drive transformative growth. Both figures 
possess the rare talent of turning vision into actionable change, 
tapping into the collective strengths of the many to create impactful, 
lasting outcomes.
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Now find twelve additional respected icons 
from history that Jay Abraham’s various skill 

sets, abilities, humanity and combination 
insight, hindsight, foresight and remarkable 

range are similar to. Please explain the parallels 
in highly detailed analogies.

Actual Prompt #47:

Okay this is probably overkill but take it one final 
step deeper.

(We didn’t even know who half of “these” famous people even were.)

Certainly, let’s delve into the diverse skill set of Jay Abraham by drawing 
parallels with twelve more respected icons from history.

• Hammurabi: One of the ancient world’s most influential rulers, 
Hammurabi, is best known for his code – a set of laws that 
established order in his kingdom. Parallel: Like Hammurabi, Abraham 
establishes clarity and order in businesses by setting forth strategies 
and principles that, when adhered to, lead to success and growth.

• Imhotep: The architect behind Egypt’s first step pyramid, Imhotep 
was also an esteemed healer and polymath. Parallel: Abraham’s 
multidisciplinary approach to business, where he borrows from 
different industries to innovate, mirrors Imhotep’s multifaceted 
genius.

• Aristotle: The philosopher’s teachings transcended subjects, laying 
foundations in ethics, logic, politics, and science. Parallel: Abraham’s 
methodologies are similarly holistic, ensuring businesses thrive not 
just financially but ethically and sustainability.

• Marco Polo: His travels bridged the East and West, introducing 
cultures to each other. Parallel: Abraham introduces businesses to 
unexplored markets and strategies, expanding their horizons, much 
like Polo’s explorations.

• Nostradamus: Known for his quatrains predicting the future. Parallel: 
Abraham’s foresight in business trends and market shifts is uncannily 
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accurate, allowing companies to prepare and capitalize on upcoming 
opportunities.

• Mary Wollstonecraft: A pioneer in feminist thought, she advocated 
for women’s rights and education in an era when such views were 
radical. Parallel: Abraham often champions unorthodox strategies, 
pushing businesses to think beyond the conventional and embrace 
the revolutionary.

• James Watt: His improvements to the steam engine powered the 
Industrial Revolution. Parallel: Abraham’s strategies often act as 
catalysts; propelling businesses forward into new eras of growth and 
innovation.

• Carl Jung: The psychologist introduced the idea of the collective 
unconsciousness and archetypes. Parallel: Abraham taps into 
universal consumer desires and behaviors, crafting strategies that 
resonate on a deep, almost archetypal level.

• Rosalind Franklin: Her work was crucial to understanding the 
molecular structure of DNA. Parallel: Abraham delves deep into the 
‘DNA’ of a business, understanding its core to develop strategies that 
align with its innate strengths.

• Genghis Khan: The Mongol leader’s ability to adapt strategies from 
conquered foes led to one of history’s largest empires. Parallel: 
Abraham’s knack for borrowing best practices across industries and 
adapting them for a business’s advantage mirrors Khan’s adaptive 
warfare.

• Simon Bolivar: The leader brought together various factions and 
nations in the quest for Latin American independence. Parallel: 
Abraham harmonizes different elements within a business, uniting 
them under a cohesive strategy for shared success.

• Johann Sebastian Bach: His compositions were not just music; they 
were intricate systems, each note playing its part in a harmonious 
whole. Parallel: Abraham views businesses as systems where every 
component, no matter how small, has a role in the overall success 
and harmony of the enterprise.
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Can you give me and expand on 25 ways a CEO 
would easily grasp how Jay Abraham could 

financially benefit his or her company?

Actual Prompt #48:

What are 25 clear-cut ways your business can 
directly and prosperously benefit from retaining 

Jay Abraham?
(We loved ChatGPT4s answer, hopefully you will too!)

Certainly! Jay Abraham is a well-known marketing and business strategist, 
and his methods can greatly benefit companies in various ways. Here are 
25 ways a CEO might easily grasp how Jay Abraham’s strategies could 
financially benefit their company:

• Optimizing Marketing Strategies: Abraham’s expertise in identifying 
unique market opportunities can help a company refine its marketing 
strategies, potentially leading to increased sales and market share.

• Cost Reduction: His focus on efficiency can lead to significant cost 
reductions in operations and marketing.

• Revenue Growth: By applying Abraham’s principles, companies can 
discover new revenue streams and expand existing ones.

• Brand Enhancement: Abraham’s insights into brand positioning can 
elevate a company’s brand value, attracting more customers and 
higher-quality partnerships.

• Customer Acquisition: His tactics often lead to more effective 
customer acquisition strategies, resulting in a larger customer base.

• Customer Retention: Abraham emphasizes the importance of 
customer loyalty, which can lead to higher customer retention rates.

• Networking Opportunities: His extensive network can open doors to 
valuable partnerships and collaborations.

• Sales Training: Abraham’s sales methodologies can enhance a sales 
team’s effectiveness.

• Market Expansion: He provides insights into tapping into new 
markets, both geographically and demographically.
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• Innovation Promotion: Abraham encourages innovative thinking, 
which can lead to product or service innovations that capture new 
market segments.

• Risk Management: His strategies often include ways to minimize 
business risks.

• Competitive Advantage: Abraham’s unique approach can give a 
company a competitive edge in its industry.

• Strategic Alliances: He advises on forming strategic alliances that 
can lead to mutual growth and success.

• Leveraging Assets: Abraham teaches how to maximize the use of a 
company’s existing assets for better returns.

• Corporate Culture Improvement: His philosophies can help in 
building a more dynamic and result-oriented corporate culture.

• Market Research: Abraham’s approach includes thorough market 
research to identify and exploit the gaps.

• Pricing Strategies: He provides insights on optimal pricing strategies 
to maximize profits.

• Product Development: Abraham can offer guidance on developing 
products that better meet customer needs and market demands.

• Effective Advertising: His understanding of advertising can help in 
creating more impactful campaigns.

• Online Presence: With Abraham’s guidance, a company can enhance 
its online presence, which is crucial in today’s digital world.

• Customer Feedback Utilization: He stresses the importance of using 
customer feedback to improve products and services.

• Efficient Resource Allocation: Abraham’s strategies help in allocating 
resources more efficiently, ensuring better returns on investment.

• Leadership Development: He also focuses on developing strong 
leadership within organizations.

• Performance Metrics: Abraham’s methods include setting and 
tracking key performance metrics for continuous improvement.

• Long-term Strategic Planning: He assists in formulating long-term 
strategic plans that align with the company’s goals and market 
realities.

These points collectively show how Abraham’s methodologies can lead 
to a more profitable and sustainable business model. CEOs can leverage 
these insights to drive growth and financial success in their companies.
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What specific realizations does Jay know about 
business building and profit boosting that most 
CEOs and entrepreneurs don’t grasp but need 

to know and value?

Actual Prompt #49:

If epiphanies, realizations, and breakthrough 
revelations are the stuff that drives explosive 

growth, which ones does Jay Abraham possess?

Jay Abraham is renowned for his unique insights into business growth 
and profit enhancement. His approach often involves leveraging 
underutilized aspects of business that many CEOs and entrepreneurs 
might not immediately recognize. Here are some specific realizations 
that Jay Abraham knows about business building and profit boosting that 
are often overlooked but are crucial:

• The Power of the Three Ways to Grow a Business: Abraham 
emphasizes that there are three ways to grow a business: increase 
the number of customers, increase the average transaction size, and 
increase the frequency of purchase. He believes most businesses 
focus too much on the first way and neglect the other two.

• The Concept of Preeminence: Abraham advocates for positioning 
your business as the preeminent solution in your industry. This 
involves not just selling a product or service but becoming a trusted 
advisor to your customers.

• Leveraging Existing Assets: Many businesses overlook the assets 
they already have, such as customer lists, intellectual property, or 
underutilized relationships. Abraham teaches how to exploit these 
assets fully.

• The Lifetime Value of a Customer: He stresses the importance of 
understanding and maximizing the lifetime value of a customer, 
rather than focusing solely on single transactions.

• The Strategy of Preeminence: This involves positioning oneself as 
the foremost authority in a particular niche, thus attracting more 
clients and commanding higher prices.
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• Risk Reversal: Abraham suggests that businesses should assume 
more risk to ease the customer’s fear of making a bad decision. This 
can mean offering robust guarantees and return policies.

• Joint Ventures and Strategic Alliances: He often points out the 
untapped potential in forming partnerships with other businesses to 
share resources, audiences, and expertise.

• Geometric Business Growth: This concept involves making multiple 
small, cumulative changes across various aspects of a business that 
together result in exponential growth.

• The Margin of Safety in Business Decisions: Understanding the 
importance of having a ‘margin of safety’ in decisions can help 
businesses avoid catastrophic failures while still being bold in their 
strategies.

• Optimizing Market Channels: Abraham emphasizes the need to 
explore and optimize various marketing channels rather than relying 
on just one or two.

• Market Segmentation: Understanding and capitalizing on niche 
markets can lead to more effective marketing ang higher profit 
margins.

• The Importance of Testing and Tracking: He advocates for rigorous 
testing and tracking in marketing to understand what works and what 
doesn’t, thereby maximizing ROI.

• Educational Marketing: Providing valuable information and education 
to potential customers as a way to build trust and establish expertise.

• Referral Systems: Building efficient referral systems can be a 
powerful and cost-effective way to acquire new customers.

• Invisible Assets: Identifying and leveraging invisible assets like a 
company’s reputation, customer goodwill, or brand equity.

By understanding and applying these principles, CEOs and entrepreneurs 
can significantly boost their business’s growth and profitability. These 
insights challenge conventional wisdom and require a shift in mindset 
from merely running a business to strategically growing it.
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Why is Jay Abraham a far more significantly 
different and far more valuable of an expert 

than almost every other business consultant, 
marketing expert or strategist?

Actual Prompt #50:

Is Jay truly a more significant expert than the 
majority of experts?

(ChatGPT4 seems to think so.)

Jay Abraham stands out in the realm of business consulting and marketing 
strategy for several key reasons, making him significantly different and 
more valuable than many other experts in the field. Here are some of the 
factors that contribute to his unique standing:

• Vast Experience Across Industries: Abraham has consulted for 
businesses in over 400 industries. (Note: Actually over 1000 now.) 
This diverse experience gives him a unique perspective and an ability 
to cross-pollinate ideas and strategies from one industry to another, 
a skill that is rare among consultants who typically specialize in one 
field.

• Focus on Direct Results: Unlike many consultants who focus on 
theoretical approaches, Abraham is known for his emphasis on 
tangible, measurable results. His strategies are designed to directly 
impact the bottom line, making his advice highly practical and 
immediately applicable.

• Innovative Market Strategies: Abraham is often ahead of the curve 
in terms of marketing strategies. He has a knack for identifying and 
leveraging marketing opportunities that others may overlook, such as 
underutilized assets or untapped market niches.

• The Strategy of Preeminence: His concept of establishing a business 
as the preeminent authority in its field is a powerful differentiator. 
This approach goes beyond traditional marketing to establish deep 
trust and authority with customers.

• Risk Reversal Approach: He popularized the idea of risk reversal, 
where the business takes on more risk to alleviate customer fears. 
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This approach can dramatically increase customer trust and loyalty.
• Lifetime Value and Cost of Acquisition: Abraham’s focus on 

understanding the lifetime value of customers and the cost of 
acquiring them helps businesses make smarter, more profitable 
decisions.

• High Leverage Strategies: He advocates for leveraging existing 
resources – be it customer lists, relationships, or intellectual property 
– to their fullest potential, often leading to exponential growth without 
proportional increases in costs.

• Ethical Influence and Persuasion: Abraham’s methodologies 
are grounded in ethical principles. He teaches businesses how 
to persuade and influence in a manner that is respectful to the 
customer.

• Customized Solutions: His consulting approach is highly tailored to 
each business’s unique situation, rather than applying one-size-fits-all 
solutions.

• Long-term Focus: Instead of seeking quick fixes, Abraham focuses 
on sustainable, long-term growth strategies that ensure a business’s 
enduring success.

• Teaching and Empowerment: Rather than just offering solutions, 
Abraham educates his clients, empowering them with knowledge and 
strategies they can continue to use.

• Extensive Network and Resources: His extensive professional 
network and access to resources provide additional value to his 
clients.

• Proven Track Record: Abraham has a long track record of success, 
with numerous testimonials and case studies from businesses he 
has helped transform.

• Philosophy of Abundance: He often speaks about abundance in 
the marketplace and encourages businesses to adopt a mindset of 
abundance rather than competition.

In summary, Jay Abraham’s combination of extensive experience, focus 
on direct and measurable results, innovative strategies, and ethical 
approach sets him far apart in the field of business consulting and 
marketing strategy. His methods are not just about making incremental 
improvements but about fundamentally transforming how businesses 
operate and engage with their markets.
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What 50 skillsets and abilities does Jay Abraham 
possess that few other experts can match or 

equal?

Actual Prompt #51:

Name his 50 best skill sets.
(Wow, ChatGPT4 went a bit crazy here.)

Jay Abraham’s expertise encompasses a wide range of skills and abilities 
that set him apart from many other experts. Here are 50 skillsets and 
abilities that highlight his unique capabilities:

• Strategic Planning: Expertise in formulating comprehensive, long-
term business strategies.

• Market Analysis: Deep understanding of market dynamics and 
consumer behavior.

• Creative Problem Solving: Ability to find innovative solutions to 
complex business challenges.

• Brand Development: Skilled in creating and enhancing brand 
identities.

• Sales Strategy Development: Proficiency in crafting effective sales 
strategies.

• Marketing Innovation: Developing new and effective marketing 
techniques.

• Leadership Mentoring: Guiding and developing business leaders.
• Business Model Innovation: Ability to reinvent and optimize business 

models.
• Customer Relationship Management: Expert in building and 

maintaining customer relationships.
• Cost-Benefit Analysis: Skilled in analyzing the financial implications 

of business decisions.
• Negotiation Skills: Proficiency in negotiating deals and partnerships.
• Financial Forecasting: Ability to predict future financial trends and 

performance.
• Risk Management: Expertise in identifying and mitigating business 

risks.
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• Operational Efficiency Improvement: Finding ways to enhance 
business operations.

• Competitive Analysis: Understanding and leveraging competitive 
landscapes.

• Ethical Persuasion and Influence: Ability to persuade in an ethical 
and effective manner.

• Value Proposition Development: Crafting compelling value 
propositions.

• Product Development Insights: Guiding the development of new 
products or services.

• Content Marketing Strategy: Skilled in developing effective content 
marketing strategies.

• Customer Acquisition Techniques: Expertise in acquiring new 
customers effectively.

• Customer Retention Strategies: Developing strategies to retain 
customers.

• Digital Marketing Expertise: Proficiency in online marketing tactics.
• Public Speaking and Presentation: Exceptional public speaking and 

presentation skills.
• Joint Venture Creation: Skilled in creating strategic partnerships and 

alliances.
• E-commerce Strategies: Expertise in online commerce.
• Social Media Marketing: Utilizing social media platforms effectively 

for business growth.
• Copywriting Skills: Ability to write persuasive and effective marketing 

copy.
• Search Engine Optimization (SEO): Knowledge of SEO best practices.
• Email Marketing Strategy: Crafting effective email marketing 

campaigns.
• Analytics and Data Interpretation: Proficient in analyzing and 

interpreting business data.
• Performance Measurement: Setting and measuring performance 

metrics.
• Crisis Management: Handling and mitigating crises effectively.
• Employee Training and Development: Developing and delivering 

effective training programs.
• Organizational Development: Enhancing the structure and efficiency 

of organizations.
• Market Segmentation: Segmenting markets for targeted marketing.
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• Referral Marketing: Implementing effective referral marketing 
strategies.

• Networking Abilities: Building and leveraging professional networks.
• Customer Feedback Utilization: Using customer feedback to inform 

business strategies.
• Resource Optimization: Maximizing the use of available resources.
• International Business Insight: Understanding global market 

dynamics.
• Regulatory Compliance Understanding: Navigating legal and 

regulatory environments.
• Revenue Stream Diversification: Identifying and developing multiple 

revenue streams.
• Strategic Partnerships Development: Building strategic business 

relationships.
• Innovation Management: Encouraging and managing innovative 

ideas.
• Change Management: Leading organizations through change.
• Business Intelligence: Gathering and utilizing business intelligence 

effectively.
• Loyalty Program Development: Creating customer loyalty programs.
• Project Management: Planning and executing business projects 

efficiently.
• Time Management: Effective personal and professional time 

management.
• Sustainable Business Practices: Promoting environmentally and 

socially sustainable business practices.

These skillsets and abilities reflect Jay Abraham’s comprehensive 
expertise in various aspects of business growth, marketing, and strategy, 
demonstrating why he is considered a leading figure in the field.
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What areas of successful transformation and 
performance improvement can a company 

expect to achieve by working with Jay Abraham?

Actual Prompt #52:

What transformations can a business expect by 
working with Jay Abraham?
(Here ChatGPT4 was quite accurate.)

Companies working with Jay Abraham can expect to achieve successful 
transformation and performance improvement in several key areas:

• Revenue Growth: Abraham specializes in identifying underutilized 
assets, overlooked opportunities, and hidden or untapped marketing 
resources to increase revenue.

• Marketing Strategy: He is known for his expertise in creating 
innovative marketing strategies, helping businesses to differentiate 
themselves in the market and effectively reach their target audience.

• Sales Optimization: Abraham provides insights into refining sales 
processes, improving sales pitches, and enhancing the overall sales 
strategy to boost conversion rates.

• Brand Positioning: He assists companies in positioning their brand 
effectively to stand out in a crowded marketplace, ensuring that they 
resonate with their desired customer base.

• Customer Acquisition and Retention: Abraham offers strategies for 
not only acquiring new customers but also for increasing the lifetime 
value of existing customers through retention techniques.

• Business Diversification: He advises on diversification strategies 
to help businesses tap into new markets or product lines, reducing 
dependency on a single source of revenue.

• Strategic Alliances and Partnerships: Abraham is adept at identifying 
and negotiating strategic alliances and joint ventures that can open 
up new channels and opportunities.

• Cost Reduction and Efficiency: He provides insights into optimizing 
operations to reduce costs, increase efficiency, and maximize profit 
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margins.
• Innovation and Product Development: Abraham encourages 

innovation and can guide in the development of new products or 
services to meet evolving market needs.

• Leadership and Team Building: He offers guidance on leadership 
development, team building, and creating a culture that fosters 
growth and high performance.

• Global Expansion: For companies looking to expand internationally, 
Abraham can provide strategies for entering and succeeding in new 
international markets.

• Digital Transformation: He helps businesses adapt to the digital age, 
including guidance on digital marketing, e-commerce, and leveraging 
technology for business growth.

• Risk Management: Abraham advises on identifying potential risks in 
business operations and strategies to mitigate them.

• Succession Planning: He can assist with planning for business 
continuity and leadership succession to ensure long-term business 
stability.

• Crisis Management: Abraham offers strategies for handling business 
crises effectively, ensuring minimal impact and maintaining brand 
integrity.

Working with Jay Abraham, companies can expect a comprehensive 
approach to improving their business performance, leveraging his 
extensive experience and innovative thinking.
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What’s the single biggest reason above all else 
in as specific an explanation as possible that a 

company should want to work with Jay Abraham?

Actual Prompt #53:

There’s a lot to process here so far – so let’s shift 
gears again and identify the one big reason above 

all others to work with Jay Abraham.
(We’re very impressed by what ChatGPT concluded.)

The single biggest reason a company should want to work with Jay 
Abraham is his unparalleled expertise in identifying and leveraging 
hidden assets and underutilized opportunities within a business to drive 
significant revenue growth. Unlike traditional consultants who may 
focus primarily on external market trends or standard industry practices, 
Abraham excels in thoroughly analyzing a company’s existing resources, 
operations, and market position to uncover overlooked areas that can be 
capitalized upon.

This specific approach involves a deep dive into a company’s current 
client or customer base, marketing strategies, sales processes, and even 
operational practices. Abraham’s unique skill lies in his ability to see 
potential in aspects of a business that are often neglected or undervalued. 
He then strategically advises on how to transform these areas into 
powerful levers for growth.

For instance, he might identify ways to optimize a company’s sales 
funnel, uncover new applications or markets for existing products, or 
suggest collaborations and strategic partnerships that open up new 
revenue streams. This method of internal optimization and creative 
strategy application can lead to substantial increases in revenue without 
necessarily needing to increase advertising spend or overhaul product 
lines.

In essence, Jay Abraham’s specialty in maximizing a business’s existing 
assets and opportunities, often in innovative and unexpected ways, is the 
most compelling reason for a company to seek his expertise, especially 
for businesses looking to grow or revitalize without resorting to large-
scale external changes.
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What are 25 competitive advantages a company 
gains from working privately with Jay?

Actual Prompt #54:

Since we’re trying to CAT Scan analyze Jay 
Abraham’s true additive bottom line value 

to a business – let’s examine 25 competitive 
advantages he brings.

(We’re in agreement ChatGPT4.)

Working privately with Jay Abraham can provide a company with 
numerous competitive advantages:

• Enhanced Marketing Strategies: Access to Abraham’s renowned 
expertise in creating effective and innovative marketing strategies.

• Revenue Growth: Guidance on identifying and leveraging hidden 
assets and opportunities within the company to increase revenue.

• Sales Process Optimization: Insights into refining sales techniques 
and strategies to improve conversion rates and customer acquisition.

• Brand Differentiation: Advice on positioning the brand uniquely in the 
market, helping to stand out from competitors.

• Customer Retention Strategies: Strategies to enhance customer 
loyalty and increase the lifetime value of each customer.

• Cost Efficiency: Guidance on streamlining operations to reduce costs 
while maintaining or improving quality and service.

• Market Penetration: Assistance in identifying and exploiting new 
market segments or niches.

• Innovative Product Development: Insights into developing 
new products or services that meet evolving market needs and 
preferences.

• Strategic Alliances and Networking: Access to Abraham’s 
extensive network and guidance on forming strategic alliances and 
partnerships.

• Global Expansion: Strategies for successfully entering and expanding 
in international markets.
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• Digital Marketing Expertise: Guidance on leveraging digital channels 
effectively for marketing and sales.

• Crisis Management Skills: Advice on handling business crises, 
maintaining reputation, and minimizing impact.

• Leadership Development: Coaching on leadership skills to build a 
stronger, more effective management team.

• Operational Efficiency: Insights into improving operational processes 
for greater efficiency and productivity.

• Risk Management: Strategies to identify and mitigate potential risks 
in business operations and decisions.

• Customer Experience Enhancement: Advice on improving the 
customer journey to enhance satisfaction and loyalty.

• Employee Engagement and Productivity: Techniques to boost 
employee morale, engagement, and productivity.

• Unique Selling Propositions (USP): Development of strong USPs to 
clearly communicate the company’s unique value to customers.

• Market Research Insights: Access to comprehensive market 
research and trend analysis to inform strategic decisions.

• Business Model Innovation: Guidance on innovating the business 
model for increased competitiveness and market relevance.

• Succession Planning: Strategies for planning leadership succession 
and ensuring business continuity.

• Brand Authority: Building brand authority and thought leadership in 
the industry.

• Customer Feedback Systems: Implementation of effective systems 
for gathering and utilizing customer feedback.

• Competitive Analysis: Comprehensive analysis of competitors to 
identify opportunities and threats.

• Sustainable Business Practices: Advice on implementing 
sustainable practices that can be a competitive advantage in today’s 
environmentally conscious market.

Working with Jay Abraham thus provides a comprehensive suite of 
advantages, from tactical improvements in marketing and sales to 
strategic insights for long-term growth and sustainability.
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List 15 ways Jay Abraham directly increases 
a company’s profit performance without 

increasing their investment or risk.

Actual Prompt #55:

Let’s zoom in on profit boosting methods Jay 
Abraham brings you.

(ChatGPT4 is correct.)

Jay Abraham has a reputation for enhancing a company’s profit 
performance without necessarily increasing their investment or risk:

• Optimizing Current Marketing Campaigns: Refining existing 
marketing strategies to improve their effectiveness without additional 
spending.

• Enhancing Sales Conversion Rates: Improving the sale process 
to convert a higher percentage of leads into sales, thus increasing 
revenue with the same level of investment.

• Identifying Underutilized Assets: Finding assets or resources within 
the company that are currently underused and turning them into 
profitable avenues.

• Strategic Upselling and Cross-Selling: Implementing upselling and 
cross-selling strategies to existing customers to increase average 
transaction value.

• Cost Reduction Strategies: Identifying areas where costs can be 
reduced without compromising quality or service, thus improving 
profit margins.

• Customer Retention Strategies: Implementing strategies to retain 
existing customers, thereby reducing the costs associated with 
acquiring new ones.

• Leveraging Joint Ventures and Partnerships: Forming strategic 
alliances that can open up new revenue streams without significant 
investment.

• Repackaging or Repurposing Products/Services: Finding new ways 
to present existing products or services to appeal to different market 
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segments or create new use cases.
• Improving Operational Efficiency: Streamlining operational 

processes to reduce waste and increase productivity, directly 
impacting the bottom line.

• Refining the Pricing Strategy: Adjusting pricing strategies to better 
reflect the value provided, often leading to increased profit margins.

• Exploiting Niche Markets: Identifying and targeting niche markets 
where the company’s offerings might be particularly valuable, 
allowing for more effective marketing and higher margins.

• Maximizing Customer Lifetime Value: Implementing strategies to 
increase the lifetime value of customers, such as loyalty programs or 
recurring revenue models.

• Enhancing Employee Performance and Productivity: Improving 
workforce efficiency and productivity, leading to higher output without 
additional costs.

• Utilizing Existing Customer Feedback: Leveraging customer 
feedback to make improvements or innovations in products or 
services, enhancing appeal without significant investment.

• Optimizing Inventory Management: Reducing costs associated with 
excess inventory or stock shortages, thereby maintaining a more 
efficient operation.

These methods focus on maximizing the potential of a company’s existing 
resources and capabilities, emphasizing smarter, not necessarily larger, 
investments.
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What do CEOs want most in an expert 
consultant?

Actual Prompt #56:

What do you – should you – want from any 
consultant – advisor – you ever retain?

(Once again, ChatGPT4 summarized the desired criteria 
magnificently.)

CEOs typically seek the following qualities and capabilities in an expert 
consultant:

• Deep Industry Knowledge: Understanding of the specific industry’s 
trends, challenges, and dynamics is crucial for providing relevant and 
actionable advice.

• Strategic Insight: Ability to see the big picture and provide strategic 
guidance that aligns with the company’s long-term goals and vision.

• Problem-Solving Skills: Expertise in identifying problems, often even 
before they become apparent, and developing effective solutions.

• Innovative Thinking: Bringing fresh, innovative ideas to the table that 
can give the company a competitive edge.

• Track Record for Success: A proven history of achieving results and 
positively impacting other organizations in a similar context.

• Strong Analytical Skills: Ability to analyze complex data and 
situations to extract meaningful insights and make informed 
recommendations.

• Effective Communication: Clear and persuasive communication 
skills, both in presenting ideas and listening to the concerns and 
goals of the CEO and their team.

• Adaptability: Flexibility to adapt recommendations and strategies to 
the unique needs and circumstances of the company.

• Results-Oriented Approach: Focused on delivering measurable 
outcomes and improvements, not just theoretical advice.

• Integrity and Trustworthiness: Establishing trust through integrity, 
confidentiality, and ethical behavior.
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• Collaborative Attitude: Willingness to work closely with the CEO and 
their team, respecting the company’s culture and dynamics.

• Change Management Skills: Expertise in managing and facilitating 
change within an organization, particularly when implementing new 
strategies or processes.

• Industry Connections and Networking: Ability to leverage a network 
of contacts and resources that can benefit the company.

• Cultural Fit: Aligning with the company’s culture and values to ensure 
a productive and harmonious working relationship.

• Leadership and Influencing Skills: The ability to lead, inspire, and 
influence people at all levels of the organization to drive change and 
adoption of new strategies.

CEOs value consultants who can provide not just theoretical knowledge, 
but practical, actionable strategies that drive real business results while 
aligning with the company’s culture and values.
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How is Jay Abraham’s mind most like a CAT Scan 
machine, a CT scanning machine and a PET 

Scan machine? Please be specific and provide 
examples.

Actual Prompt #57:

Let’s have some fun – analogize Jay Abraham’s 
mind to a CAT Scan machine?

Jay Abraham’s thinking and approach to business consulting can be 
metaphorically compared to the functionalities of a CAT Scan machine, 
a CT (Computer Tomography) scanning machine, and a PET (Positron 
Emission Tomography) Scan machine in the following ways:

• CAT Scan (Computerized Axial Tomography) Analogy: 
Layered Analysis: Just as a CAT Scan provides detailed, cross-
sectional images of the body, allowing doctors to see inside without 
cutting, Abraham’s approach involves a deep, layered analysis of a 
business. He looks at different aspects of a business – marketing, 
sales, operations, etc., in a way that reveals underlying issues or 
opportunities without disrupting the ongoing business processes 
Example: In assessing a company’s marketing strategy, Abraham 
might dissect various components like customer segmentation, 
value proposition, and channel effectiveness to identify areas of 
improvement or untapped potential.

• 2. CT Scanning Machine Analogy: 
Holistic Overview: CT scans provide a more comprehensive view of 
the body compared to traditional X-rays. Similarly, Abraham’s method 
offers a holistic view of a business. He considers all aspects – from 
internal operations to market positioning – to understand how they 
interrelate and affect overall performance. 
Example: When evaluating a business, Abraham might examine 
how internal processes, like product development and employee 
productivity, align with external factors like market trends and 
customer behaviors to identify strategic alignment or misalignment.
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• 3. PET Scan Machine Analogy: 
Functional Insights: A PET scan shows how organs and tissue 
function, rather than just their structure. In a similar vein, Abraham’s 
analysis often focuses on the functional aspects of a business – how 
effectively each part is working and contributing to overall goals. 
Example: He might analyze a company’s sales funnel to see how 
efficiently it converts leads into customers, or review customer 
service processes to assess their impact on customer retention and 
satisfaction.

In essence, just as these medical imaging technologies provide detailed 
insights into the human body, Jay Abraham’s consulting approach offers 
in-depth, multifaceted analyses of businesses. He uncovers hidden 
problems, identifies underutilized assets, and reveals new opportunities, 
much like how these scans reveal unseen medical conditions. This 
analogy underscores his ability to diagnose and treat complex business 
issues with precision and depth.
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Are companies and their CEOs far better off 
after working privately with Jay Abraham? If so, 

please enumerate and describe all the ways.

Actual Prompt #58:

Would your company really be better off working 
with Jay Abraham?

(ChatGPT4 seems to think so.)

Companies and their CEOs often find themselves significantly better off 
after working privately with Jay Abraham, owing to his extensive expertise 
in business growth and strategic marketing. Here are some of the ways 
they benefit:

• Revenue Growth: Abraham’s strategies often lead to increased 
revenue. He identifies untapped market opportunities, underutilized 
assets, and innovative ways to leverage existing resources.

• Enhanced Marketing Efficiency: He helps in refining marketing 
strategies, ensuring that companies get better returns on their 
marketing investments.

• Improved Sales Conversions: Abraham’s insights into sales 
processes can lead to higher conversion rates, meaning more 
revenue from the same number of leads.

• Strategic Business Insights: CEOs gain valuable strategic insights 
that can guide long-term business decisions and direction.

• Cost Reduction and Profitability: He identifies areas where costs can 
be cut without sacrificing quality, thereby improving profitability.

• Brand Strengthening: Abraham aids in enhancing brand positioning 
in the market, which can lead to increased customer loyalty and 
brand equity.

• Customer Retention: He provides strategies for improving customer 
satisfaction and loyalty, which is crucial for long-term business 
success.

• Employee Productivity and Engagement: His advice can extend to 
improving team performance and productivity, which directly benefits 
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business operations.
• Innovation in Product/Service Offerings: He often helps in 

diversifying or improving product/service offerings to meet market 
demands more effectively.

• Expanded Market Reach: Abraham’s strategies can assist companies 
in penetrating new markets or customer segments.

• Operational Efficiency: He can offer insights into streamlining 
operations for increased efficiency and effectiveness.

• Leadership and Management Skills: CEOs can improve their 
leadership and management skills through Abraham’s guidance, 
benefiting the company’s culture and overall performance.

• Risk Management: Companies can better identify and manage 
potential risks in their operations and strategies.

• Competitive Advantage: The unique strategies and insights provided 
can give companies a competitive edge in their respective industries.

• Sustainable Growth Strategies: Abraham’s approach often includes 
creating sustainable growth plans that ensure long-term success.

These benefits result from Abraham’s holistic approach to consulting, 
which encompasses a wide range of business aspects from strategic 
planning to operational efficiency, marketing, sales, and beyond. His ability 
to provide tailored advice based on a deep understanding of each unique 
business situation is a key factor in the improvements experienced by 
companies and their CEOs.
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How important is Jay Abraham’s range of multi-
industry experience in providing a company 

with breakthroughs? Specifically tell why.

Actual Prompt #59:

Is Jay Abraham’s multi-industry range relevant to 
your increased profit performance?

(ChatGPT4 thinks its pivotal to experiencing true breakthroughs.)

Jay Abraham’s multi-industry experience is critically important in providing 
companies with breakthroughs for several specific reasons:

• Cross-Pollination of Ideas: Abraham’s exposure to a wide range 
of industries allows him to bring ideas, strategies, and tactics from 
one industry to another. This cross-pollination can lead to innovative 
solutions that companies entrenched in their own industry norms 
might not consider. For instance, a marketing technique that’s 
common in the retail sector but unheard of in manufacturing could 
revolutionize how a manufacturing company approaches its market

• Broad Perspective on Business Challenges: Having worked across 
various industries, Abraham can offer a broader perspective on 
business challenges. He can identify patterns and solutions that are 
not apparent to those with a more narrow focus. This broad view 
can be instrumental in diagnosing underlying issues that might be 
hindering a company’s growth or efficiency.

• Adaptability to Different Business Models: Multi-industry experience 
equips Abraham with an understanding of different business models 
and operational structures. This versatility enables him to tailor his 
advice to the specific business model of each client, whether it’s a 
service-based, product-based, B2B, or B2C company.

• Risk Mitigation Through Diverse Insights: Drawing on his wide-
ranging experience, Abraham can help companies anticipate and 
mitigate risks that are apparent in other industries but may be 
emerging or unrecognized in their own. This insight is invaluable for 
strategic planning and long-term sustainability.
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• Enhanced Creativity and Innovation: Exposure to multiple industries 
fosters a more creative and innovative approach to problem-solving. 
Abraham can leverage this to help companies think outside the box 
and develop unique solutions to their challenges.

• Benchmarking Against Various Industries: Abraham can benchmark 
a company’s practices and performances against a wide array of 
industries, not just its own. This can reveal new areas of opportunity 
or improvement that would otherwise go unnoticed.

• Understanding of Broader Market Trends: With his multi-industry 
background, Abraham has a keen understanding of broader market 
trends and how they impact different types of businesses. This 
allows him to advise companies on how to position themselves 
advantageously in a changing market environment.

• Effective Strategy Formulation: Abraham’s broad experience enables 
him to formulate strategies that are not just industry-specific but 
also consider the macroeconomic environment, global trends, and 
technological advancements, ensuring a comprehensive and forward-
looking approach.

In summary, Jay Abraham’s multi-industry experience is a vital asset in 
providing breakthroughs for companies. It enhances his ability to offer 
innovative, well-rounded, and effective strategies that are informed by a 
diverse range of business environments and challenges. This breadth of 
experience allows him to see connections and opportunities that others 
might miss, directly contributing to the unique value he provides to his 
clients.
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In a few clear, precise, and meaningful 
paragraphs, state what Jay Abraham’s business 

worldview is and why it’s so valuable and 
decisively different than most others.

Actual Prompt #60:

What’s Jay Abraham’s business worldview?

Jay Abraham’s business worldview is distinctively characterized by 
a focus on leveraging existing resources, maximizing underutilized 
opportunities, and thinking laterally across industries to drive growth and 
innovation. This approach sets him apart from many traditional business 
consultants who often emphasize external factors like market trends, 
competition, and economic conditions.

At the heart of Abraham’s philosophy is the belief that most businesses 
have untapped assets and overlooked possibilities within their current 
framework. He sees potential in areas often ignored by others, such as 
existing customer bases, internal processes, and the knowledge and skills 
of employees. Abraham advocates for a deeper, more introspective look 
into a company’s existing operations to find hidden drivers of growth and 
efficiency. This method not only reduces the need for substantial new 
investment but also minimizes risk, as it relies on optimizing what the 
business already has.

Additionally, Abraham’s cross-industry experience plays a crucial role 
in his worldview. He brings a wealth of diverse insights, allowing him 
to apply successful strategies from one industry to another, fostering 
innovation and creative problem-solving. This broad perspective enables 
him to identify patterns and solutions that are not immediately apparent 
when operating within the silo of a single industry.

Moreover, Abraham’s emphasis on strategic alliances and joint ventures 
as growth mechanisms is a testament to his collaborative approach. He 
views partnerships not just as business transactions but as opportunities 
for mutual growth and learning, which can open new markets and expand 
capabilities with relatively low risk.



192 On Thinking differently about your Business

The value of Abraham’s worldview lies in its comprehensive, resource-
oriented approach. It’s valuable for businesses because it provides a 
roadmap for growth that doesn’t rely heavily on external funding or market 
conditions.

In essence, Jay Abraham’s business philosophy is decisively different 
because it looks inward for growth and outward across industries for 
innovation.
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What do people say about Jay Abraham as a 
speaker?

Actual Prompt #61:

Is Jay Abraham a great keynote speaker?
(ChatGPT4 thinks so.)

Jay Abraham is widely regarded as a compelling and insightful speaker. 
Here are some common sentiments and observations people often 
express about his speaking engagements:

• Expertise and Knowledge: People frequently commend Abraham for 
his deep knowledge and expertise in marketing, business strategy, 
and growth. His ability to provide valuable insights and actionable 
advice is often highlighted.

• Engaging and Dynamic: His speaking style is described as engaging 
and dynamic. Audiences appreciate his ability to hold their attention 
and make complex topics understandable and interesting.

• Practical and Actionable Advice: Listeners value the practicality 
of his advice. He is known for providing actionable strategies that 
businesses can implement to see real results.

• Inspirational and Motivational: Many find Abraham’s speeches to be 
inspirational, leaving them motivated to take action and apply what 
they’ve learned to their own business endeavors.

• Customized and Relevant Content: He is noted for tailoring his 
content to the audience, whether speaking to entrepreneurs, 
marketers, or business executives, ensuring that his messages are 
relevant and resonate with his listeners.

• Real-World Examples: Abraham often uses case studies and real-
world examples in his speeches, which helps in illustrating his points 
and making his advice more tangible and relatable.

• Thought-Provoking: His speeches are frequently described 
as thought-provoking, challenging conventional wisdom and 
encouraging listeners to think differently about their businesses and 
strategies.
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• Charismatic Presence: Abraham’s charisma is often mentioned, 
with many finding his presence on stage both commanding and 
captivating.

• Depth of Insights: Listeners are often impressed by the depth of his 
insights, particularly his ability to identify and articulate the underlying 
principles of successful business practices.

• Encourages Reflection: Many attendees of his seminars and talks 
report that his speeches prompt self-reflection and reassessment of 
their business practices and strategies.

Overall, Jay Abraham is highly regarded as a speaker, known for his 
expertise, engaging delivery, and the practical value of his insights. He 
consistently receives praise for his ability to inspire and educate his 
audiences, making him a sought-after speaker in the world of business 
and marketing.
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What does Jay Abraham have in common with 
Red Adair, the American oil well firefighter?

Actual Prompt #62:

Red Adair was renowned for putting out oil platform 
fires when others could not. Is there an analogy to 

Jay’s finding profit increases others can’t?
(ChatGPT4 thinks there’s a lot.)

Jay Abraham, a renowned marketing strategist and business consultant, 
and Red Adair, the famous American oil well firefighter, may seem to hail 
from vastly different professional realms, but they share some notable 
commonalities:

• Problem-Solving Expertise: Both are celebrated for their exceptional 
problem-solving skills. Red Adair was known for his innovative 
approaches to extinguishing and capping the most challenging oil 
well fires. Similarly, Jay Abraham is recognized for his ability to solve 
complex business problems with creative and effective solutions.

• Specialized Knowledge and Experience: Each has amassed a wealth 
of specialized knowledge and experience in their respective fields. 
Adair’s expertise in controlling blazing oil wells was unparalleled, just 
as Abraham’s understanding of marketing strategies and business 
growth is highly regarded.

• Reputation for Handling Crisis Situations: Adair was often called in 
as a last resort for oil well fires that others found insurmountable, 
much like Abraham is ought after for businesses facing critical 
challenges or looking for breakthrough growth strategies.

• Global Recognition and Demand: Both achieved global recognition 
and were in demand internationally for their unique skills. Adair’s 
firefighting skills were sought after worldwide, and Abraham’s 
consulting and marketing strategies are utilized by businesses 
globally.

• Innovation in Their Fields: Red Adair pioneered new techniques for 
oil well firefighting, while Jay Abraham is known for his innovative 
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approaches to leveraging existing assets and market opportunities in 
business.

• Leadership and Mentorship: Both have shown strong leadership in 
their fields and have mentored others, passing on their valuable skills 
and knowledge. Adair trained many in the art of oil well firefighting, 
and Abraham has mentored countless business leaders and 
marketers.

• Impact on Their Industry: Each has had a lasting impact on their 
industries. Adair revolutionized oil well firefighting, and Abraham 
has significantly influenced the fields of marketing and business 
consulting.

In essence, while Jay Abraham and Red Adair operated in different 
spheres, their profound expertise, problem-solving skills, innovation, and 
global impact draw a fascinating parallel between these two distinguished 
figures.
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Why is Jay Abraham so good at solving complex 
business problems and untangling their Gordian 

business knots?

Actual Prompt #63:

Is Jay Abraham a good problem solver?
(Fascinating answer form ChatGPT4.)

Jay Abraham’s proficiency in solving complex business problems and 
untangling what could be described as “Gordian business knots” is 
attributed to several key factors and skills:

• Diverse Experience Across Industries: Abraham’ extensive 
experience across multiple industries allows him to bring a wide 
range of perspectives and strategies to any problem. This broad 
exposure enables him to identify patterns and solutions that might 
not be apparent to someone with a more narrow or industry-specific 
focus.

• Deep Understanding of Business Fundamentals: He has a profound 
grasp of core business principles, such as marketing, sales, 
leadership, and strategic planning. This foundational knowledge is 
crucial for effectively diagnosing and addressing complex business 
issues.

• Innovative Thinking: Abraham is known for his creative and out-of-
the-box thinking. He looks at problems from unique angles and is able 
to come up with innovative solutions that others might not consider.

• Ability to Identify Hidden Assets and Opportunities: One of his 
key strengths is identifying underutilized assets or overlooked 
opportunities within a business. This ability to see value where others 
might not is critical in untangling complex business challenges.

• Focus on Practical, Actionable Solutions: Abraham is renowned 
for providing advice that is not only strategic but also practical and 
actionable. He breaks down complex problems into manageable 
parts and offers step-by-step solutions.

• Strong Analytical and Critical Thinking Skills: He excels in analyzing 
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complex situations, understanding the nuances of business 
challenges, and employing critical thinking to devise effective 
strategies.

• Experience with a Variety of Business Sizes and Types: Abraham’s 
work spans from small businesses to large corporations, which 
has given him  insights into a wide array of business models and 
organizational structures. This versatility enhances his ability to 
tackle diverse problems.

• Excellent Communication Skills: His ability to clearly articulate 
problems and solutions is vital. He communicates complex ideas in a 
way that is easy to understand and implement.

• Empathy and Understanding of Human Behavior: Abraham’s 
understanding of human psychology and behavior is key in 
addressing business problems that often have a human element, be it 
in sales, marketing, leadership, or team dynamics.

• Continuous Learning and Adaptability: He maintains a commitment 
to continuous learning and staying abreast of the latest trends and 
shifts in the business world, which helps him stay relevant and 
effective in his problem-solving approaches.

In summary, Jay Abraham’s effectiveness in solving complex business 
problems and untangling challenging situations is a combination of his 
vast experience, deep business acumen, innovative mindset, analytical 
skills, and practical approach to strategy and implementation. His ability 
to see the bigger picture while also understanding the finer details is what 
makes him exceptionally good at what he does.
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Why does Jay Abraham focus on results over 
time spent consulting?

Actual Prompt #64:

How relevant are results over advising?
(ChatGPT4 agrees with Jay – the answer is ALL important.)

Jay Abraham’s focus on results over time spent consulting is rooted in 
his philosophy and approach to business growth and improvement. This 
orientation is based on several key principles:

• Value Creation: Abraham’s primary objective is to create significant 
value for his clients. He measures success by the tangible results 
achieved, not by the hours spent. This approach aligns his interests 
with those of his clients, ensuring that the focus remains on achieving 
meaningful outcomes.

• Efficiency and Effectiveness: By concentrating on results, Abraham 
encourages a mindset of efficiency and effectiveness. This approach 
fosters innovative thinking and problem-solving, as the emphasis is 
on achieving the best possible outcome in the most efficient manner.

• Client Satisfaction: Results-oriented consulting typically leads 
to higher client satisfaction. Clients are more interested in actual 
improvements and benefits realized by their business, rather than 
the amount of time the consultant spends. This focus helps in 
building long-term client relationships based on trust and proven 
performance.

• Reputation and Credibility: Delivering measurable results bolsters 
Abraham’s reputation and credibility in the industry. Success stories 
and proven results are powerful testimonials that attract new clients 
and retain existing ones.

• Strategic Long-term Growth: Focusing on results aligns with 
Abraham’s philosophy of strategic, long-term growth for businesses. 
By emphasizing outcomes, he ensures that the strategies and actions 
implemented have a lasting positive impact on the business,

• Incentive for Innovation: A results-oriented approach incentivizes 
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innovative solutions. Since the goal is to achieve specific 
outcomes, there is a greater impetus to think creatively and explore 
unconventional strategies that might deliver better results.

• Alignment with Business Goals: Abraham’s methods are designed to 
align closely with the client’s business goals. By focusing on results, 
he ensures that all efforts are directed towards achieving the specific 
objectives of the business.

• Demonstrating Real ROI: In today’s business environment, 
demonstrating a clear return on investment (ROI) is crucial. A 
focus on results makes it easier to quantify the value of Abraham’s 
consulting services, as it directly correlates his input with the 
improvements in the client’s business performance.

In essence, Jay Abraham’s emphasis on results over time spent is a 
reflection of his commitment to delivering real value, fostering efficient 
and effective solutions, and aligning his services with the tangible success 
of his clients’ businesses.
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CHAPTER SIX

In Summary

Jay Abraham is considered one of the preeminent business growth 
experts, particularly in the realm of marketing and strategic consulting.

Jay Abraham is considered the best expert for many a given business, 
whose specific challenges and needs of that business conform to his 
unique combination of skill sets.

Jay Abraham stands out among business consultants for a variety of 
advantageous reasons.

While many business consultants and experts might touch on several of 
the areas he masters, Jay Abraham’s holistic approach, combined with 
his vast experience and deep understanding of these principles, sets 
him apart. His methodologies are a blend of strategic business acumen, 
psychological insight, and ethical persuasion, making him one of the 
most sought-after consultants in the world.

Jay Abraham has received endorsements and accolades from 
numerous business icons and renowned entrepreneurs over the years.

It’s worth noting that he has worked with hundreds of prominent authors, 
and thousands of prominent businesses, led by successful entrepreneurs 
who hold him in high regard.

Jay Abraham is renowned for his work across a vast array of industries, 
having positively impacted over 1,000, which is one of the factors that 
distinguish him as a versatile and effective business consultant. Here 
are some of the industries Jay Abraham has positively impacted:
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Jay Abraham’s principle-based approach allows for adaptability across 
industries, making his strategies valuable to almost any type of business. 
His ability to cross-pollinate strategies from one sector to another further 
cements his reputation as a versatile business growth expert.

Jay Abraham is known for working with a broad spectrum of businesses 
and entrepreneurs. However, given his expertise and the premium 
value of his consulting, certain types of CEOs and Entrepreneurs are 
especially well-suited to benefit from working privately with him:

CEOs who are truly prepared to engage deeply, invest in their growth, 
and commit to implementing strategies stand to benefit the most form 
a private engagement with him.

Jay Abraham is renowned for several groundbreaking methodologies 
and strategies that have helped businesses achieve exponential growth.

These methodologies, among others, have solidified Jay Abraham’s 
reputation as one of the foremost business strategists. While these 
strategies are broad in nature, the real magic lies in their application. 
Depending on the business, industry, and specific challenges, Abraham 
tailors these methodologies to fit and address unique situations, which 
is a testament to their versatility and his expertise.

Jay Abraham’s ability to discern hidden assets, identify overlooked profit 
opportunities, and spotlight underperforming revenue activities has 
made him a coveted figure in the business consulting area. His unique 
approach and insights are rooted in several factors.

In essence, Jay Abraham’s exceptional ability to recognize hidden 
assets and opportunities is a blend of his vast experience, unique 
mindset, constant learning, and a holistic approach to business 
growth. When combined, these factors provide him with a lens that 
offers a distinct advantage in spotting opportunities that others might 
overlook.

Jay Abraham and Albert Einstein are two distinct figures in their respective 
fields – business consulting and theoretical physics. However, if we look 
beyond their primary domains, there are some conceptual similarities 
between the two.

Jay Abraham’s ability to use pattern recognition is a hallmark of his 
consulting prowess and is indeed powerful:
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In the realm of business consulting, the ability to recognize patterns is 
invaluable. It helps in predicting market movements, understanding 
consumer behavior, identifying business pitfalls, and more.

Abraham’s skill in pattern recognition is more about his ability to identify 
successful business strategies, market trends, consumer behaviors, and 
opportunities for leveraging existing assets in new and profitable ways. 
His methods involve analyzing various aspects of business operations, 
marketing strategies, and market dynamics, rather than a set number of 
distinct “forms” of pattern recognition.

Pattern recognition is a significant competitive advantage in business for 
several reasons. Pattern recognition equips businesses with the ability to 
foresee and adapt to changes, innovate, operate efficiently, understand 
customers better, predict future trends, and manage risks effectively for 
gaining and maintaining a competitive advantage in the dynamic business 
landscape.

Having a range of expertise in business is highly important for 
several reasons. Range in a business expert is crucial for adaptability, 
innovation, effective problem-solving, strategic decision-making, 
leadership, risk management, deeper market insights, and cross-
functional collaboration. It allows an expert to navigate the complexities 
of the business world more effectively and contribute to the success 
of the organization in various ways.

Jay Abraham is renowned for his multifaceted approach to business 
consulting, drawing from a rich tapestry of thought process. It’s important 
to note that these forms of thinking are not isolated; Jay Abraham often 
seamlessly integrates multiple modes of thought when addressing a 
particular challenge or opportunity. This integrative approach, combined 
with his vast experience, is what sets him apart in the world of business 
consulting.

Jay Abraham’s legacy is multi-faceted, given his vast contributions to the 
world of business consulting and entrepreneurship.

It’s the cumulative impact of his work – the businesses he’s transformed, 
the entrepreneurs he’s mentored, and the principles he’s instilled – 
that will stand the test of time. His legacy lies in the transformative 
impact he’s had on the global business landscape, emphasizing value, 
integrity, and strategic innovation.

Jay Abraham’s ideas are widely recognized as transformative. His role 
as a collaborative ally who not just provides insights and strategies also 
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empowers businesses to think more deeply, strategically, and effectively.

Jay Abraham being labeled as the “Consultant’s Consultant”, “Expert’s 
Expert”, “Coach’s Coach”, and “Mentor’s Mentor” speaks to his high 
standing in the business and consulting world. These titles are 
accolades that recognize his unique capabilities and contributions to 
his field. Here’s why he has earned such distinctions:
He has played a pivotal role in shaping the practices, methodologies, 
and philosophies of many professionals in the consulting, coaching, 
and mentoring domains, thus earning him the titles of “Consultant’s 
Consultant”, “Expert’s Expert”, “Coach’s Coach”, and “Mentor’s Mentor”.

Jay Abraham’s capability and talents span a vast spectrum, blending 
hard, tangible strategies with softer, relationship-focused philosophies.

Jay Abraham’s success is not just a result of his tactical know-how or 
vast industry exposure; it’s a complex interlay of multiple dimensions 
of expertise, a unique worldview, and an unwavering commitment to 
delivering value:

Jay Abraham stands out for his emphasis on relational capital and 
leveraging existing assets and partnerships for growth.

Boosting sales is a multifaceted endeavor that requires a combination 
of strategic, operational, and tactical measures. Here are 25 ways a 
company can sell more products and services.
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Jay’s Motto

Achieving and maintaining a competitive edge requires a comprehensive 
approach across multiple facets of business. By integrating these 
strategies, a company can establish a formidable position in the market. 
However, complacency is the enemy of success. Continuous re-evaluation 
and adaptation to changing circumstances are essential to stay ahead of 
the competition.

Joint ventures, strategic alliances, and partnerships can play a crucial 
role in a company’s profit growth. Their importance varies based on 
industry, market conditions, and the company’s specific situation. 
However, in many contexts, they offer significant advantages:

The performance impact of partnerships on companies can be profound, 
and there is substantial data from various studies and reports to illustrate this.

Preeminent companies outperform average companies for a myriad 
of reasons. Their success is often a result of a combination of factors, 
ranging from strategy and execution to culture and innovation.

Jay Abraham is best described as a seasoned and astute marketing 
strategist with a focus on innovative growth strategies, a deep 
understanding of customer psychology, and a talent for unlocking hidden 
potentials in businesses across various sectors.

In essence, Jay Abraham’s unique advantage in his ability to see the 
interconnectedness of all parts of a business, combined with his vast 
cross-industry experience, enabling him to innovate and find growth 
opportunities where others might not.

Jay Abraham’s principles are versatile and can be customized for various 
businesses to drive substantial growth.

When assessing the value of Jay Abraham’s services, it’s essential to 
consider the long-term ROI and transformative strategies he brings to 
the table. His fees, though high, reflect decades of expertise, a proven 
track record, and the potential for geometric business growth. If you’re 
looking to not just grow but transform your business, Jay Abraham is 
more than worth the investment.

Above all else, Jay Abraham’s unparalleled ability to identify and 
leverage underutilized assets within a company stands as the foremost 
reason a CEO should retain his advisory services.
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While his extensive repertoire spans a vast array of strategies and 
methodologies, it’s his unique and acute skill to see untapped potential 
and overlooked opportunities that sets him apart. Abraham delves 
deep into the intricacies of a business, often revealing latent assets 
and avenues for profit that even the most astute CEOs might miss.
Abraham’s expertise in turning “unseen” assets into tangible profit 
centers can be the decisive factor between a company’s stagnation 
and exponential growth.

The overwhelming consensus across various platforms is that Jay 
Abraham is not just an expert but an extraordinary force in the realm of 
business strategy.

Comparing Jay Abraham to historical icons is an intriguing exercise, as 
it requires drawing parallels between his distinct attributes in business 
strategy and marketing with figures from varied domains throughout 
history.

While the achievements and domains of these historical icons vary 
widely, drawing these parallels offers an illustrative lens to appreciate 
the multifaceted genius of Jay Abraham in the context of recognized 
brilliance throughout history.

Abraham’s methodologies can lead to a more profitable and sustainable 
business model. CEOs can leverage these insights to drive growth and 
financial success in their companies.

Jay Abraham stands out in the realm of business consulting and 
marketing strategy for several key reasons, making him significantly 
different and more valuable than many other experts in the field.

Jay Abraham’s combination of extensive experience, focus on direct and 
measurable results, innovative strategies, and ethical approach sets him 
far apart in the field of business consulting and marketing strategy. His 
methods are not just about making incremental improvements but about 
fundamentally transforming how businesses operate and engage with 
their markets.

Companies working with Jay Abraham can expect to achieve successful 
transformation and performance improvement in several key areas:

Working with Jay Abraham, companies can expect a comprehensive 
approach to improving their business performance, leveraging his 
extensive experience and innovative thinking.
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In Conclusion

The single biggest reason a company should want to work with Jay 
Abraham is his unparalleled expertise in identifying and leveraging 
hidden assets and underutilized opportunities within a business to drive 
significant revenue growth. Unlike traditional consultants who may 
focus primarily on external market trends or standard industry practices, 
Abraham excels in thoroughly analyzing a company’s existing resources, 
operations, and market position to uncover overlooked areas that can be 
capitalized upon.

This specific approach involves a deep dive into a company’s current 
client or customer base, marketing strategies, sales processes, and even 
operational practices. Abraham’s unique skill lies in his ability to see 
potential in aspects of a business that are often neglected or undervalued. 
He then strategically advises on how to transform these areas into 
powerful levers for growth.

For instance, he might identify ways to optimize a company’s sales 
funnel, uncover new applications or markets for existing products, or 
suggest collaborations and strategic partnerships that open up new 
revenue streams. This method of internal optimization and creative 
strategy application can lead to substantial increases in revenue without 
necessarily needing to increase advertising spend or overhaul product 
lines.

In essence, Jay Abraham’s specialty in maximizing a business’s existing 
assets and opportunities, often in innovative and unexpected ways, is the 
most compelling reason for a company to seek his expertise, especially 
for businesses looking to grow or revitalize without resorting to large-
scale external changes.

Working privately with Jay Abraham can provide a company with 
numerous competitive advantages.

Working with Jay Abraham thus provides a comprehensive suite of 
advantages, from tactical improvements in marketing and sales to 
strategic insights for long-term growth and sustainability.

Jay Abraham has a reputation for enhancing a company’s profit 
performance without necessarily increasing their investment or risk:

These methods focus on maximizing the potential of a company’s existing 
resources and capabilities, emphasizing smarter, not necessarily larger, 
investments.
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Jay Abraham’s thinking and approach to business consulting can be 
metaphorically compared to the functionalities of a CAT Scan machine, 
a CT (Computer Tomography) scanning machine, and a PET (Positron 
Emission Tomography) Scan machine in the following ways:

Companies and their CEOs often find themselves significantly better off 
after working privately with Jay Abraham, owing to his extensive expertise 
in business growth and strategic marketing.

Jay Abraham’s multi-industry experience is critically important in 
providing companies with breakthroughs for several specific reasons.

Jay Abraham’s multi-industry experience is a vital asset in providing 
breakthroughs for companies. It enhances his ability to offer innovative, 
well-rounded, and effective strategies that are informed by a diverse range 
of business environments and challenges. This breadth of experience 
allows him to see connections and opportunities that others might miss, 
directly contributing to the unique value he provides to his clients.

Jay Abraham’s business worldview is distinctively characterized by 
a focus on leveraging existing resources, maximizing underutilized 
opportunities, and thinking laterally across industries to drive growth 
and innovation. This approach sets him apart from many traditional 
business consultants who often emphasize external factors like market 
trends, competition, and economic conditions.

At the heart of Abraham’s philosophy is the belief that most businesses 
have untapped assets and overlooked possibilities within their current 
framework. He sees potential in areas often ignored by others, such 
as existing customer bases, internal processes, and the knowledge 
and skills of employees. Abraham advocates for a deeper, more 
introspective look into a company’s existing operations to find hidden 
drivers of growth and efficiency. This method not only reduces the 
need for substantial new investment but also minimizes risk, as it 
relies on optimizing what the business already has.

Additionally, Abraham’s cross-industry experience plays a crucial role 
in his worldview. He brings a wealth of diverse insights, allowing him 
to apply successful strategies from one industry to another, fostering 
innovation and creative problem-solving. This broad perspective 
enables him to identify patterns and solutions that are not immediately 
apparent when operating within the silo of a single industry.

Moreover, Abraham’s emphasis on strategic alliances and joint 
ventures as growth mechanisms is a testament to his collaborative 
approach. He views partnerships not just as business transactions but 
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as opportunities for mutual growth and learning, which can open new 
markets and expand capabilities with relatively low risk.

The value of Abraham’s worldview lies in its comprehensive, resource-
oriented approach. It’s valuable for businesses because it provides a 
roadmap for growth that doesn’t rely heavily on external funding or market 
conditions.

In essence, Jay Abraham’s business philosophy is decisively different 
because it looks inward for growth and outward across industries for 
innovation.

Jay Abraham’s proficiency in solving complex business problems and 
untangling what could be described as “Gordian business knots” is 
attributed to several key factors and skills:

Jay Abraham’s effectiveness in solving complex business problems and 
untangling challenging situations is a combination of his vast experience, 
deep business acumen, innovative mindset, analytical skills, and practical 
approach to strategy and implementation. His ability to see the bigger 
picture while also understanding the finer details is what makes him 
exceptionally good at what he does.

Jay Abraham’s focus on results over time spent consulting is rooted 
in his philosophy and approach to business growth and improvement.

In essence, Jay Abraham’s emphasis on results over time spent is a 
reflection of his commitment to delivering real value, fostering efficient 
and effective solutions, and aligning his services with the tangible success 
of his clients’ businesses.
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Can Your Company
STILL

Afford To Be Without
This Man’s Mammoth 

Advice?

7
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CHAPTER SEVEN

(Note: Here are more extensive explanations of his different service 
offerings.)

BATB Landing Page PPE Landing Page

20min Sizzle Reel

Consulting Landing Page

How To Work With 
Super Consultant Jay 
Abraham and The 
Abraham Group

Watch A Wide Swath of Iconic Business Personalities Share THEIR 
Thoughts About Jay Abraham
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APPENDIX

• Brunch Stories, Mindshift (Also Known as Bedtime Stories for 
Business Owners)

• Tunnel VS Funnel – Vision

• Human Hedge Fund

• Beyond Exponential

• Preeminence

• Reason Why

• 3 Ways To Grow Your Business

• Advance 3 Ways To Grow Your Business

• Power Parthenon

• Force Multiplier Effect

•  9 Drivers

• Social Media

• Power Pivot

• Hedge Fund

• De Risking Risk Factors

• What Kind of Investor Are You?

• The Golden Numbers

• Start with the End in Mind

• Crushing the Glass Ceiling

List of 97 Categories For 
Taking Bottom Line Profit 
Performance Beyond 
Exponential
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• Windows of Short Term Opportunities

• Performance Gaps

• Yield Gaps

• Maximize… Then Multiply

• Profit Prism

• Access Denied

• The Sticking Points

• 20 Marketing Mistakes and Multipliers

• Multiplier Diminisher

• Critical Consequential Thinking and Socratic Interviewing

• Relational Capital

• 12 Pillars of Strategic Business Growth

• 61 Points of Leverage Marketing

• Consultative and Advisory Selling

• Relevancy Rules and Rectifiers

• Activating Absolute Advantage

• Radical Rebound

• Testing

• PEQ

• 5 Ways to Create Business Wealth

• Sunk Cost Marketing

• Modeling for Millions, Borrowing From Billions

• Beyond Bartering

• Tom O’Neil Theory

• Proprietor VS Entrepreneur

• Understanding Meaning to the Other Side

• 10X Moonshot Alternative

• Spending VS Investing

• Low Hanging Fruit

• The Law of Infinite Returns

• Ideator
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• Decision Scientist

• Private Equity VS VC

• Avatar of Exponential Business

• Performance Opportunity Assumptive and Yield Gaps

• Ultimate Leverage and OPR

• Social Intelligence

• Trust

• Greatness

• Six Sigma

• How You Are Seen

• How You Are Heard

• 2 Way Licensing

• Strategic Soft Skills

• Flipping Your World View

• What Do You Stand For?

• CIA Continuous Intelligence Accumulated

• Amazon.com AKA Mind of the Market – School of Business / 
Research

• 9 Forms of Thinking

• Uncovering What You Don’t Know

• Pattern Recognition

• Partner or Perish

• Power Partnering

• Understanding Value

• Creative Collaboration

• Friction Factors

• Profit Pinata

• Perspectives: Hindsight, Insight, Foresight

• 3 P – Passion, Purpose, Possibility

• Loyalty Royalty

• Aikido School of Marketing
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• Moat Strategies

• Attention Deficit Syndrome

• The RCP System – Relevance, Competency, Passion

• Masterminding

• Knowledge Trapping / Asymmetry

• Compete with Yourself

• Story Telling

• Types of Growth

• Barter – Becoming a Barter Baron

• 7 Concepts They Don’t Teach at Business School

• Victor or Victim

• Types of Thinkers

• Mind-Stein – How to Think Like Albert Einstein

• The Action Bias

• What Happened

• ROI of Big Ideas

• Exponential Entrepreneurship

Please Note: Many of these categories offer up to twenty-five separate 
ways to apply a given power principle.
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Can Your Business STILL 
Afford To Be Without 
Jay Abraham’s Advice, 

Guidance, and Strategic 
Growth Thinking?

If not.. contact Jay at  jay@abraham.com

Either he or his Head of Business Performance Advancement 
will set-up a confidential Assessment/Impact Analysis 

exploratory discussion.

So, In Summary
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velit esse cillum dolore eu fugiat nulla 
pariatur. Excepteur sint occaecat 
cupidatat non proident, uam nunc, 
consequat nec egestas ac, volutpat ac 
nisi. Sed cona dapie. Morbi malesuada 

JOHN DOE / THE 

COPYRIGHT
Lorem ipsum dolor sit amet, consectetur 
adipisicing elit, sed do eiusmod tempor ut 
labore et dolore magna aliqua. Ut enim ad 
minim veniam, quis nostrud exercitation .

Excepteur sint occaecat cupidatat non proident, sunt in culpa qui 
officia deserunt mollit anim id est laborum Lorem ipsum dolor sit amet, 
consectetur adipisicing elit, sed do eiusmod tempor incididunt ut labore et 
dolore magna aliqua. Ut enim ad minim veniam, quis nostrud exercitation 
ullamco laboris nisi ut aliquip ex ea commodo consequat. Duis aute irure 
dolor in reprehenderit in voluptate velit esse cillum dolore eu fugiat nulla 
pariatur. Excepteur sint occaecat cupidatat non proident, sunt in culpa qui 
officia deserunt mollit anim id est laborum. Donec elementum ligula eu 
sapien consequat eleifend. Donec nec dolor erat, condimentum sagittis 
sem. Praesent porttitor porttitor risus, dapibus rutrum ipsum gravida et. 
Integer lectus nisi, facilisis sit amet eleifend nec, pharetra
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