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WELCOME TO THE READER

Welcome.

I'm going to talk to you straight from page one: this book isn't theory.
| didn't write it from an air-conditioned office or copy it from other
books. | wrote it from real life — the life of someone who gets up early,
works with his hands, and dreams of something bigger.

Look at this photo.

Fernando as a boy, by the railroad tracks —where it all began.

That boy by the railroad tracks is me. That's where it al started. No
money, no connections, no advantages. Just hunger to get ahead and a
family that taught me honest work gives you dignity.



My cousin'sbicycle

I went to school on my cousin Salvador Alexander's bicycle. That's how
the day started: pedaling, holding on to a bicycle that wasn't mine, riding
toward a school that was my opportunity. Until one day | received my
own bicycle.

It sounds like a small detail. It isn't. When something isn't yours and
you take care of it likeit is, you're learning responsibility. Y ou're learning
to treat other people's things well, which is the foundation of all trust.
And when you finally receive your own, you learn the value of waiting
and working for something. That bicycle taught me both things.

My whole life I've treated other people's businesses like they were
mine, and mine like | earned them with blood. That bicycle was the first
lesson. It taught me stewardship before | knew the word: what passes
through your hands, you honor — whether it's yours or not.

My cousin's name is Salvador Alexander. Today he is the owner and
creator of Alexander Glass in El Salvador — and he was the one who
took me to work.

Hunger asmy first boss

| was six years old when | started to work. My first job wasn't about
getting rich. It was about surviving. | wasn't building wealth. | was
earning my food: breakfast, lunch, and dinner.

When your boss is hunger, you learn fast. There are no excuses.
There's no "I'll do it tomorrow."” You eat today or you don't eat. That
pressure, which for many would be a tragedy, was the best business
teacher | ever had. Because when you understand that work means eating,
you'll never be afraid of work again for the rest of your life.

A lot of people are afraid of hard work. I'm not, because hard work
and | have known each other since we were kids. Work fed me when
nobody else was going to feed me. How am | going to fear something
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that saved my life?

That's the difference between someone who works for fun and
someone who works out of necessity turned into purpose. | started out of
necessity. But along the way | discovered that work also dignifies, also
teaches, also opens doors. Hunger forced me to start. The pride of what |
achieved with my hands taught me never to stop.

| was born in 1992 in El Salvador. | grew up near the railroad. |
trained as an electrician in 2009. And one day | made the hardest decision
of my life: to emigrate to the United States, leaving my family behind. |
arrived with nothing and rebuilt my life in Virginia, until 1 founded my
own construction company, GMPS Construction.

I'm not telling you this to brag. I'm telling you so you understand one
thing: if | could do it, you can too. Not because I'm special, but because
the path you're about to walk through these pages works for anyone
willing to walk it.

What you'll find here
This book has 10 chapters. Each oneis a stretch of the path:

1. The Definition of Success — because you can't get where you don't
know you're going. 2. Building a Positive Mindset — because your head
can be your best aly or your worst enemy. 3. The Importance of Planning
— because if you don't plan, you plan to fail. 4. Time Management —
because time is the one thing you can't get back. 5. Learning from Failure
— because you're going to fall; what matters is what you do when you
fall. 6. Building a Support Network — because nobody wins aone. 7.
Staying Motivated — because motivation runs out; discipline holds you
up. 8. Effective Communication Skills — because if you can't
communicate, you can't lead. 9. Adaptability and Flexibility — because
the plan changes, whoever adapts, survives. 10. Sustainable Success —
because getting there is good, but staying there is the real triumph.



How to use this book

Don't read it like anovel. Read it like awork manual.

Every chapter ends with two things: an "Apply this week" section
with concrete actions, and a "Chapter exercise" for you to write down
your answers. Get a notebook or write directly on these pages. What
doesn't get written down gets forgotten. What doesn't get applied is
useless.

I recommend reading one chapter a week. Ten weeks. In ten weeks
you can change the direction of your lifeif you do the work.

Onelast thing before we start

It doesn't matter where you are today. You might be broke, tired,
undocumented, without English, without anyone who believes in you.
I've been there. The path doesn't ask you to arrive perfect. It only asks
you to take the first step.

My family is my why. Find yours as you read. Because when the road
gets hard — and it's going to get hard — your why is the only thing that
will keep you walking.

I'll see you at the end of the path.

— Fernando Guzman

Chapter 1 - The Definition of Success

A wish isnot a goal

I'm going to talk to you straight from the start.

Almost everybody says they want to "get ahead." They want more
money. They want their own business. They want a better life for their
family. That sounds nice, but it's uselessif it stays there.
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A wishiswhat you feel when you're tired after a twelve-hour shift and
you think "I hope this changes someday." A wish floats around in your
head. It has no date, no steps, no commitment. It's smoke.

A goal is something else. A goal is awish you gave structure to. You
gaveit adate. You gave it numbers. You gaveit alist of steps. A goal isa
dream with work included.

Look at the difference. "l want to earn more money" is a wish. "I'm
going to earn 500 dollars more a month within six months, learning to
install electrical panels on weekends' is a goal. See the difference? The
second one tells you what to do tomorrow morning when you get up.

Most people never get past the wish. Not because they're lazy, but
because nobody taught them the difference. Nobody sat down with them
and said: "Look, what you've got in your head is awish, and as it stands,
nothing is going to happen. Let's turn it into something real."

That's what we're going to do in this chapter.

You don't need to be a genius. You don't need a college degree. You
need honesty with yourself and a piece of paper to write on. That's al it
takes to start.

If you don't know whereyou're going, any road leaves you
in the same place

Think about this. You get in a car and the driver asks you: "Where are we
going?' And you say: "I don't know, just drive." What's going to happen?
You'll drivein circles. You'll burn gas. You'll waste time. And in the end
you'll be in the same place, just more tired.

That's how most people live their lives. They work hard, they get up
early, they break their backs, but they have no clear destination. So they
work and work and a year later they're exactly the same. Two years later,
the same. Five years later, the same, just older and more tired.



Having a clear goa is like putting the address in the GPS. The GPS
doesn't drive for you. You still have to drive, you still have to put gasin,
you dtill have to sit through traffic. But at least you know where you're
headed. And when you take the wrong exit, the GPS tells you:
"recalculating," and puts you back on the road.

With no clear destination, there's no way to know if you're doing well
or doing badly. Everything feels the same. The days go by. The paycheck
comes and goes. And one day you look in the mirror and ask yourself:
"Where did the last three years go?'

The answer hurts: they went into working with no direction.

Thisisn't alecture. It'samirror. Because |I've been there too. | came to
this country with nothing, leaving my family behind in El Salvador, and
there was atime when | just worked to survive the day. Work, pay, sleep,
repeat. Until | understood that surviving isn't the same as moving
forward. Surviving keeps you aive. A goal moves you forward.

So, first mental task: ask yourself with brutal honesty what you really
want. Not what your cousin wants. Not what you see on socia media
Not what your boss says you should want. What Y OU want.

Do you want your own company? Do you want to stop working for
someone else? Do you want to buy a house? Do you want your kids to
have what you didn't have? Do you want to get out of debt? Do you want
to learn anew trade?

There's no right answer. The only wrong answer is the one that isn't
yours.

Your "why" isyour fuel
Here's the part most people skip, and that's why most people quit.

Knowing WHAT you want isn't enough. Y ou have to know WHY you
want it. And the "why" has to be strong enough to get you out of bed on
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the days when everything goes wrong.

Because | guarantee you: there will be bad days. Days when you lose
a client. Days when the expensive tool breaks. Days when the paycheck
doesn't stretch. Days when someone tells you that you can't. On those
days, the pretty goal on paper won't move you. What moves you is the
"why."

The "why" is emotional. It's not logical. It's your kids faces when you
picture giving them a better life. It's your mom or your dad on the other
end of the phone. It's the promise you made yourself the day you arrived
in this country with empty hands. It's the pride of saying "I built this."

For me, my family is my ultimate why. Everything | build — GMPS
Construction, every project, every early morning — has their names
written on it, even if nobody else can see them. When I'm tired and | want
to stop, | think of them and | keep going. That's not poetry. That's
strategy. It's having a full tank before you hit the road.

Find your why. Write it down. And when you have it, ask yourself: "Is
this why strong enough to survive a bad year?' If the answer is yes,
you've got fuel for the trip. If the answer is no, keep looking, because
you're going to need more than a pretty wish when things get hard.

| know a man who wanted his own construction company. His why
wasn't money. His why was that his dad worked for others his whole life
and died without ever being his own boss. He didn't want to repeat that
story. Every time he wanted to quit, he thought of his dad. Today he has
his company. The why held him up when the what didn't exist yet.
(IMustrative composite — atypical story, not a specific person.)

Y our why doesn't have to impress anyone. It has to move you. That's
all.

Ambitiousyes, crazy no
Now let'stalk about something delicate: the size of your goals.
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There are two common mistakes. The first is setting goals so small
they don't excite you. "I'm going to save 20 dollars a month." That's not
going to get you out of bed with fire in you. That's maintenance, not a
goal.

The second mistake is worse; setting goals so big and so far away that
they parayze you. "I'm going to be a millionaire in a year" when today
you don't even have a savings account. That's not ambition, that's fantasy.
And fantasy frustrates, because the year passes, you're not a millionaire,
and you conclude that "this goal-setting stuff doesn't work." No. What
didn't work was the badly set goal.

A good goal stretches you. It pulls you out of your comfort zone. It
forces you to grow, to learn, to do things you don't know how to do
today. But it has to be reachable with real effort, planning, and time. It
has to live in that exact spot between "this excites me" and "this scares
mealittle.”

Think of an electrician's helper who earns by the hour. A bad small
goal: "I'm going to show up on time all week." That's fine as a habit, but
it doesn't change his life. A bad giant goal: "in six months I'm going to
have a company with twenty employees.” That will frustrate him. A good
stretched-but-real goa: "in twelve months I'm going to earn my
electrician certification and land my first three clients of my own on
weekends." That excites him and scares him just the right amount. And
it'spossible. | trained as an electrician in 2009 in El Salvador, and I'll tell
you from experience: a trade in your hands is a ladder. Every rung
counts.

Be honest with yourself about where you stand today. How much do
you earn? How much do you owe? What do you know how to do? How
many real free hours do you have aweek? A goa built on sweet littlelies
fals apart in the first month. A goal built on your redlity, even if your
reality is hard today, can be met step by step.
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Honesty isn't meant to discourage you. It's meant to give you a redl
starting point. You can't map a route if you lie about where you're
standing.

SMART, explained theright way

You've probably heard of the SMART method. Most books explain it
with complicated words and office examples that have nothing to do with
your life. I'm going to explain it the right way: with simple words and
examples from people who work with their hands.

SMART is five rules. A goa has to be al five things, not three, not
four. All five.

S — Specific. It has to say exactly what you're going to achieve. None
of this "l want to improve my finances." What does that mean? Nothing.
Specificis: "I'm going to pay off the credit card that owes 2,000 dollars."
Specific is: "I'm going to get my contractor license." When your goal is
specific, your brain knows exactly what to work on. When it's vague,
your brain does nothing, because it doesn't know where to start.

M — Measurable. It has to have a number. If it has no number, you
can't know if you're moving forward. "I'm going to save money" can't be
measured. "1'm going to save 3,000 dollars" can. Every month you look at
your account and you know: I'm at 800, I'm 2,200 short. The number tells
you the truth even if you don't like it. And the truth, even when it hurts, is
what lets you correct course.

A — Achievable. We aready talked about this. It has to be possible
with real effort. Not easy — possible. This is where your honesty about
your current situation comes in: your time, your money, your skills. An
achievable goal for afather working 60 hours a week isn't the same as for
someone with free time. And that's fine. Y our goal hasto fit YOUR life,
not someone else's.
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R — Relevant. It hasto truly matter to you. It has to connect with your
why. If your why is giving your family stability, arelevant goal is getting
out of debt or earning a better income. An irrelevant goal would be
something you do to impress others. A lot of people chase goals they
don't care about because they saw them on social media. That's running a
race that isn't yours, in shoes that aren't your size.

T — Time-bound. Every goal needs a date. Without a date, it's awish
in disguise. "Someday I'm going to start my business' is a wish. "I'm
going to register my business before December 31st of this year" is a
goal. The date creates healthy urgency. It forces you to move today, not
"someday."

Look at what a goal that meets al five looks like. Wish: "I want to do
better at work." SMART goa: "In the next 6 months I'm going to
complete my certification in residential electrical installations, so | can
ask for araise or look for a better position before the year ends." Specific:
certification in residentia installations. Measurable; certificate earned,
raise requested. Achievable: six months studying at night. Relevant:
better income for my family. Time-bound: six months, before year end.

Another example. Wish: "l want to get out of debt."” SMART goal:
"I'm going to pay off the 4,500 dollars on my two cards in 12 months,
paying 375 dollars a month starting this month, cutting back on eating
out." See? Now you know exactly how much, when, and how.

Do this mental exercise with every goal in your head right now. Run it
through the five letters. If it fails on one, fix it. Most people's goasfail on
the S and the T: they're not specific and they have no date. Fix those two
and you're already ahead of 90% of people.
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Break your big goal into small pieces

A big goal is scary. "I'm going to save 20,000 dollars for a house down
payment in two years' sounds impossible when you have 200 in the
account today. But "I'm going to save 850 dollars this month" sounds
possible. And next month, another 850. And so on.

Big gods are conquered in small pieces. This isn't a motivational
trick, it's math and psychology. Every piece you complete gives you a
win. And wins, even small ones, build something more valuable than
money: they build the belief that YOU can keep what you promise
yourself.

That belief has a fancy name, but I'll tell you straight: when you do
what you say you're going to do, you start trusting yourself. And a person
who trusts themselves acts different. They dare to ask for the raise. They
dare to offer their services. They dare to charge what they're worth.

So take your big goal and ask yourself: "What's the first piece? What
can | do thisweek that gets me 1% closer?' Not 100%. One percent. This
week: open the savings account. Next week: make the first deposit. The
week after: look for extra work on Saturdays. Piece by piece, the
mountain becomes a staircase.

I know a man who picked up scrap metal for free on weekends with
his pickup truck. His big goal was to own a debris removal company. The
first piece wasn't buying a truck. It was printing 100 business cards at a
copy shop. The second piece was handing them out in his neighborhood.
The third piece was his first paying client. Three years later he had his
company. He didn't start with the company. He started with 100 cards.

Your first piece is dways smaller than you think. And it's always
available today.
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Measure your progressor you'reflying blind

Here's an uncomfortable truth: what doesnt get measured doesn't
improve. Y ou can have the best goal in the world, but if you don't check
how you're doing, it's like driving with your eyes closed hoping you'll
arrivefine.

You need a simple system to measure. Y ou don't need an expensive
app or a complicated spreadsheet. Y ou need a notebook, or the notes on
your phone, and five minutes a week.

The system isthis: every Sunday night, or whatever day you prefer, sit
down for five minutes and answer three questions. One: what did | move
forward this week toward my goa? Two: what held me back? Three:
what am | going to do different next week?

That's it. Five minutes. But those five minutes are the difference
between someone who "has goals’ and someone who meets them.
Because the weekly review forces you to face the truth head-on. If you
moved forward, you celebrate it and keep going. If you didn't move
forward, you don't lie to yourself: you identify what happened and you
fix it.

Put checkpoints on your calendar. If your goa is six months out,
check each month where you should be. "By month two | should have X
saved." If you're behind, don't panic: adjust. Work an extra hour, cut an
expense, ask for help. Checkpoints aren't there to punish you, they're
there to correct you in time, like the GPS recal culating when you go off
route.

And keep count of your wins. Write down every small goal you meet.
When the bad days come — and they will — you're going to need proof
that you can get things done. Your list of winsis your evidence. Nobody
can take it from you.
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Writeit down or it doesn't exist

I'm going to tell you something that sounds exaggerated but it's true: a
goal that only livesin your head doesn't exist. It exists when you write it
down.

There's something powerful about writing with your own hand — or
typing on your phone — exactly what you want to achieve. When you
write it, it stops being a thought that comes and goes. It becomes a
commitment. Your brain takesit serioudly in a different way.

Write your goals somewhere you'll see them every day. On the
refrigerator door. On the bathroom mirror. As your phone wallpaper. Not
so others see it, but so YOU see it. Every morning, before the day drags
you along, you look at your goal and remember why you get up.

If it helps, make a board with pictures: the house you want, the truck
you need for your business, the photo of your family in the place where
they want to be. It's not magic. It's a reminder. It's keeping your
destination visible when routine tries to erase it.

And write your why too, right next to the goal. "I want my own
electrical company SO THAT my kids don't have to start from zero like |
did." The god tells you what to do. The why tells you why it's worth
doing.

Reread what you wrote every week in your five-minute review. If
something doesn't move you anymore, change it. Written goals aren't
blood contracts. They're maps. And maps get updated when the terrain
changes.

Your success doesn't haveto look like anyone else's
This part isimportant, so hear me out.

We live in a time when everybody shows off their success on socia
media. The new car, the big house, the trip, the business. And it's easy to
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fall into the trap of thinking success has only one shape, and that if your
life doesn't look like that, you're failing.

Lie.

Success is personal. For one man it can be having his own company
with ten employees. For another it can be a steady job that lets him be
home at five to have dinner with his kids. For a mother it can be paying
off her debts and sleeping in peace. For a young man it can be learning a
trade and depending on nobody.

None of those versions is better than the other. The only bad version
of success is the one that isn't yours: the one you copied from someone
else, the one you chase so others will applaud you, the one that leaves
you empty even when you get it.

Ask yourself: if nobody ever found out what you achieved, would you
gtill want to achieve it? If the answer is yes, that goal is authentically
yours. If the answer is no, that goal isfor the audience, not for your life.

| grew up near the railroad tracks in El Salvador. | wasn't born with
advantages. Nobody gave me anything. When | got to Virginia | had to
rebuild my life from zero, piece by piece. My definition of success didn't
come from a magazine. | built it with my hands, with my mistakes, and
with my sleepless nights. Yours has to be built by you too, not rented
from someone else.
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As atoddler.
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As atoddler.

My faith was born before my ambition. In El Salvador | grew up
inside the church: | studied at Escuela Catdlica Complejo San Francisco
and attended Iglesia San Francisco, under Monsefior Gregorio Rosa
Chévez — today a Cardinal. Later | attended Liceo Cristiano. Faith was
never a footnote in my story: it was my first school, the one that taught
me there is something bigger than me and that life is worth living with
purpose.
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My ‘Tiburones’ swimming diploma.
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First Communion day, with my mother.

Stop comparing yourself. Comparison steals your energy and hands
you other people's goals. Focus on your lane, your speed, your
destination. The only person worth comparing yourself to is who you
were ayear ago.

Goals get adjusted, not abandoned

Something nobody tells you: you're going to have to change your goas
along the way. And that's not failing. That's being smart.
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Life changes. You lose a job. A child is born. You get sick. The
economy shifts. A rigid goal that can't move breaks at the first hit. A
flexible goal bends and keeps going.

Adjusting isn't quitting. Quitting is throwing away the map. Adjusting
is changing the route because there's traffic. The destination stays the
same, or becomes a better one you discovered along the way.

Say your goal was to save 500 a month, but they cut your hours at
work. Quitting would be saying "I can't anymore, I'm done." Adjusting
would be saying "now | save 200 a month and | look for Saturday work
to make up for it." See the difference? One gives up. The other
recalculates.

Review your goals every three months and ask yourself: "Is this till
what | want? | s the date still realistic? Do | need to change the strategy?"
If the answer is that something has to change, change it without guilt.
Guiltisfor quitters. You're adjusting, which is what winners do.

The only thing that's non-negotiable is the general direction: forward.
Moving ahead, even if it's slow. One small step in the right direction is
worth more than ayear running with no course.

Let me tell you how | learned this the hard way. In 2018 | started
working at AutoZone and over the years | made it to parts manager. It
was agood job, steady, and for awhile my goal wasto grow insideit. But
every so often I'd sit down — like this chapter asks you to — and ask
myself: "Is this still what | want?' And the honest answer was that my
direction had always been another one: having my own thing, working
for my family, building something with my name on it.
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‘AZQ — AutoZone Qualified,” February 2019.

So | adjusted. In 2024 | moved to Eagle Rock as a maintenance
specialist: closer to my trade, closer to what | knew how to do with my
hands. And in April of 2026 | made the next adjustment: | left the job to
dedicate myself full-time to my businesses — GMPS Construction, SG
Junk Removal, G Metals, and my handyman service. The numbers
changed, the dates changed, the road changed three times. The only thing
that never changed was the direction: forward toward my own.

| adjusted the goal every time life asked me for answers. | didn't
abandon it a single time. That's the difference between the one who quits
and the one who adjusts: the first one changes the direction, the second
one changes the strategy.

(Story reconstructed from verified facts — Fernando, correct me
where I'm wrong.)
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Apply thisweek

We've talked enough. Now it's time to act. Here are five concrete actions.
Do them in the next seven days. Not next week, not "when | have time."
Thisweek.

1. Write your definition of success in one sentence. Take a piece of
paper and write: "For me, successis ." One sentence, in your
own words, without copying anyone. Stick it where you'll see it every
morning. If you can't define it in one sentence, you don't have it clear yet,
and that's fine: write it anyway and improve it as the days go by.

2. Turn one wish into a SMART goal. Pick ONE wish in your head
right now — just one — and run it through the five letters. Write it out
complete: specific, with a number, achievable, relevant to your why, and
with a deadline. One well-written goal is worth more than ten floating
wishes.

3. Write your why and put it next to your goal. On the same paper,
write why you want to achieve it and for whom. Be specific: names,
faces, moments. When you have a bad day, that paper is going to be your
fuel.

4. Define your first piece. Look at your goal and ask yourself: "What's
the smallest action | can take this week to get closer?' Do it before three
days pass. Open the account, make the call, look up the course, print the
cards. Small, concrete, this week.

5. Schedule your weekly review. Set an alarm on your phone for
Sunday night: "5-minute review.” When it goes off, answer the three
questions. what did I move forward?, what held me back?, what do |
change next week? Do it even if the answer to the first question is
"nothing." Weekly honesty is what separates the dreamers from the
achievers.

Five actions. Seven days. Start today.
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Chapter exercise

Grab a pencil. This isn't for reading, it's for doing. Write your answers
honestly. Nobody €else is going to read this. It's between you and your
future.

1. My persona definition of successis:

2. Thewish I'm going to turn into agoal is.

3. My goa written in SMART format:

Specific (what exactly am | going to achieve?):

Measurable (what number tells me I'm moving forward?):

Achievable (why isit possible for me, with my current situation?):

Relevant (how does it connect to what truly matters to me?):
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Time-bound (by when am | going to achieveit?):

My complete goal, in one sentence:

4. My "why" — the emotional reason that's going to hold me up on
hard days:

Who am | doing this for? (names):

5. Where am | standing today? (be brutally honest)

What [ earn a month:

What owe in total:

My three strongest skills: 1. 2.
3.

Real free hours | have each week:
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6. My goal broken into pieces: the first three small steps

Step 1 (this week):

Step 2 (next two weeks):

Step 3 (this month):

7. How am | going to measure my progress? (what am | going to
review, and how often?)

8. What am | going to do when things change and | have to adjust my
plan?

9. Complete the sentence: "If nobody ever found out what | achieved,
I'd still want to achieve it because..."

Save these pages. Come back to them every month. When you meet
this goal, you're going to want to read what you wrote today and see how
far you've come. That day, write a new goal. And keep walking. The path
doesn't end: it widens with every step.

Chapter 2 - Building a Positive Mindset
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Your mind: the most powerful tool in the shop

Look at your toolbox.

You've got the drill, the saw, the level. Every tool has a job. But
there's one tool you use more than all the rest, one you can't put in the
box or leave in the pickup truck: your mind.

And here's the truth nobody tells you when you're working hard under
the sun, paying bills, and trying to get ahead: that tool can build your
entire life... or tear it down piece by piece. It all depends on how you use
it.

Let metalk to you straight, like I'd talk to someone on the job site.

If you show up to ajob and the first thing out of your mouth is"thisis
going to go wrong, this is too hard, I'm no good at this,” what do you
think is going to happen? Y ou already lost before you started. Y our hands
get clumsy. Your patience runs out fast. And at the first problem, you
say: "see, | told you."

But if you show up saying "this is a challenge, let's solve it step by
step,” something changes. Y our body works different. Your head looks
for solutions instead of excuses. And when the problem shows up —
because it always shows up — you don't fall apart. Y ou face it head-on.

That's not magic. That's mindset.

In the last chapter we talked about why you need to start your path.
This chapter teaches you the vehicle that's going to take you there: amind
trained for triumph instead of programmed for defeat.

Hear this well: resilience is not a gift you're born with. It's not that
some people are "strong" and others are "weak." Resilience is a muscle.
And like every muscle, it trains. It gets stronger with reps, with conscious
effort, with daily practice. Every time you choose a thought that lifts you
instead of one that sinks you, you're doing arep.
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This chapter is going to give you the complete training program.

Thoughts ar e seeds. what you plant, you harvest
Everything you seein your life today started as a thought.

The man who has his own business first thought: "I can do it." The
man who's still in the same place after ten years first thought: "thisis al
thereisfor me."

Thoughts are seeds. Plant a seed of doubt, and you harvest paraysis.
Plant a seed of "I'm going to try," and you harvest movement. This isn't
pretty philosophy: it's the law of cause and effect applied to your head.

Your brain has an incredible feature, proven by science: it can be
rewired. Every time you repeat a thought, you're strengthening a path in
your brain. It's like walking the same trail through the woods every day:
at first there's tall grass, but over time the trail becomes clear and easy to
follow.

The problem is that most people have walked the same negative trail
for years. "I'm not capable." "This isn't for people like me." "I'm too old
to start." "People who succeed just got lucky." That trail is well paved.
Y our feet know it by heart.

But here's the good news. you can cut a new trail. Every time you
catch a negative thought and replace it with a constructive one, you're
cutting the grass on the new trail. At first it's hard. It feels strange, even
fake. But repeat it a hundred times, a thousand times, and the new trail
becomes the natural road.

That's called a growth mindset: the firm belief that you're not finished,
that you can learn, improve, and change. It doesn't matter where you
started. What matters is where you decide to go.
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Catch thethief: recognizing your limiting thoughts

Before you change a thought, you have to catch it.

Most of your negative thoughts don't come in yelling. They come
disguised as "realism." They tell you things like:

- "Beredligtic, Fernando, a guy like you can't have his own company.”
- "Why would | study that if at my age it's aready too late?' -
"Everybody else has connections. | don't have anyone." - "Better not to
try, that way | won't be disappointed.”

Sounds like common sense, right? But it's not. It's sabotage dressed up
asaresponsible adult.

| grew up near the train line in El Salvador. | started from zero more
than once. In 2009 | trained as an electrician. Then | emigrated to the
United States leaving my family behind. | arrived in Virginia with
nothing guaranteed. If | had listened to every thought that told me "you're
not going to make it," GMPS Construction wouldn't exist today.

Listen to this carefully: you are not your thoughts. You are the one
who watches them.

There's a huge difference between thinking "I'm a failure" and
realizing you're having the thought "I'm afailure." Thefirst is a sentence.
The second is an observation. And what can be observed can be changed.

The first exercise of this chapter is simple: for three days, carry a
small notebook with you or use the notes on your phone. Every time you
catch yourself thinking something negative about yourself or your future,
write it down. Without judging yourself. Just write it down.

You're going to be surprised. Most people discover they have the
same handful of toxic thoughts on repeat, like a bad song they can't get
out of their head. But once you see them written on paper, they lose
power. They're no longer "the truth." They're just sentences. And
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sentences can be rewritten.

Thethree-question rule

When you catch a negative thought, don't accept it. Question it. Like a
good foreman who checks the work before approving it, check your
thoughts before believing them.

Ask yourself these three questions:
1. What real evidence do | have that thisis true?
Not feelings. Not fears. Evidence. Facts.

Thought: "I'm never going to be able to start my business." Question:
What real evidence do | have? Did | ever really try, with a plan and with
consistency? Or did | just think about it and quit before starting?

Most of the time you'll discover the "evidence" is air. It's fear dressed
up aslogic.

2. Isthisafact or isit my interpretation?

Fact: "I lost that client." Interpretation: "I lost that client because I'm
no good at business."

See the difference? The fact is neutral. The interpretation is what sinks
you. And you always choose the interpretation, even if you don't realize
it.

3. What would | tell afriend who told me this?

If your best friend told you: "I'm a complete failure, | should just
quit,” would you say "you're right, quit"? Of course not. You'd say:
"brother, you had a bad day, but look at everything you've achieved, get
up and keep going.”

So why do you talk to yourself with a cruelty you'd never use on
anyone else?
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These three questions are your filter. Run every negative thought
through that filter before letting it into your mental house. Some will get
through — because sometimes criticism is valid and something needs
fixing — but most will stay outside, where they belong.

Talk to yourself likea mentor, not like an enemy

There's a technique psychologists use that I'm going to teach you in
worker's language: reframing. It's grabbing the rotten thought and
swapping it for one that serves you.

This isn't about lying to yourself. It's not about saying "everything is
perfect” when it's not. It's about telling the truth in a way that gives you
power instead of taking it away.

Look at these real examples, from aworking man's life:

Situation: Y ou messed up an installation and the client complained. -
Old thought: "I'm a complete failure, I'm no good at thisjob." - Reframed
thought: "I made a mistake on this job. I'm going to fix it, I'm going to
learn what went wrong, and next time I'll do it better. One mistake doesn't
define my career."

Situation: Y ou've been wanting to start your business for months and
you don't dare. - Old thought: "Who am | to have a company? That's for
other people." - Reframed thought: "I'm learning what | need to start.
Every day | work for others I'm gaining experience I'm going to use in
my own company. My moment is being built."

Situation: Y ou see someone your age who already "made it" and you
feel envy and shame. - Old thought: "It's too late for me, he started
earlier, | missed my chance.”" - Reframed thought: "His road isn't mine. |
started somewhere else and under different circumstances. My story is
barely on chapter 2. There's till alot of book left to write."

Situation: The money doesn't stretch this month. - Old thought: "I'm
always going to be broke, this is never going to change." - Reframed
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thought: "This month is tight. I'm going to review my spending, ook for
extra income this weekend, and keep building. The situation is
temporary; my decision to get ahead is permanent.”

Notice the pattern? The old thought is absolute: always, never, | am,
I'm no good. The new thought is specific, temporary, and action-oriented:
this time, this month, I'm going to, I'm learning.

Your inner dialogue is the longest conversation of your life. You have
it with yourself from the moment you wake up until you sleep. Make sure
that voice is your aly, not your executioner.

Start today: every time you catch yourself with an "l can't," add one
word: "l can't yet." That single word changes everything. "I don't know
how to do it... yet." "I don't have the money... yet." The "yet" is the open
door of growth.

Gratitude: the muscle that changes everything

I'm going to tell you something that sounds simple and that most people
dismiss for being simple: gratitude changes your brain.

I'm not talking about cheesy greeting-card gratitude. I'm talking about
adaily, deliberate exercise of training your attention to see what you DO
have instead of obsessing over what you're missing.

Think of it this way: your attention is like a spotlight in the dark.
Where you point it, that's what you see. If you point it at your debts, your
problems, what you're missing, your life looks dark. But you control the
spotlight. Y ou can turn it toward what's working.

Do this exercise every night, before bed. Take your notebook and
write three things you're grateful for today. Three. They can be small:

- "Today | had work. Many don't." - "My son hugged me when | got
home." - "I learned something new at work today." - "I'm healthy enough
to get up tomorrow and keep fighting."
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At first it's going to be hard. Y our negativity-trained mind is going to
say "grateful for what?' Insist. After twenty-one days, you're going to
notice something: you start looking for good things during the day
because you know at night you have to write them down. Y our spotlight
starts turning on its own.

This isn't denying your problems. Your problems are real and you're
going to face them. Gratitude isn't closing your eyes; it's opening them
wide to see the complete picture. The man who only sees problems
freezes. The man who sees problems AND resources acts.

| know a man who lost his job right in the middle of high-bill season.
Instead of sinking into "everything islost," every night he wrote his three
gratitudes: he had his hands, his experience, and a friend with a pickup
truck. Two weeks later, that friend and he were doing property cleanout
jobs on weekends. Six months later, they had more work than they could
handle. Gratitude didn't pay his bills. But it kept his mind clear enough to
see the opportunity that panic would have hidden from him. (lllustrative
composite — atypical story, not a specific person.)

Visualization: rehearsethetriumph beforeit arrives

Elite athletes don't just train the body. They train the mind. Before a
competition, they sit down, close their eyes, and picture themselves
executing every move perfectly. And science confirms the brain registers
that mental practice almost asif it werereal.

Y ou can use the same technique for your life.

Every morning, spend five minutes visualizing your day. Not a vague
fantasy of "l want to be rich." Something concrete and specific:

- Picture yourself arriving at work cam and focused. - Picture
yourself handling a tough conversation with a client well. - Picture
yourself ending the day feeling proud of your effort. - Picture yourself a
year from now: where are you? What are you doing? How do you feel?
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Add details; what clothes you're wearing, what it smells like, who's with
you.

And do it in the present tense, as if it were aready happening: "I'm
signing the contract for my first big project. | feel the pen in my hand. |
see the client's smile.”

Why does it work? Because your brain doesn't distinguish well
between an experience intensely lived in the imagination and a read
experience. Every visualization is paving the new trail we talked about
earlier. When the real moment arrives, your mind will have already "been
there." It's no longer unknown territory. It's familiar. And the familiar is
faced with confidence.

One honest warning: visualization without action is fantasy. It's not
enough to picture the business; you have to cal the first client.
Visualization prepares the mind, but the hands do the work. Use it as the
warm-up before the game, not as the game.

Take care of the machine: body and mind are one team

Let metalk to you worker to worker: you can't have a strong mindset in a
destroyed body.

If you sleep four hours, eat pure junk food, don't move all day except
at work, and live stressed, your mind is going to be foggy, irritable, and
negative. That's not lack of character. That's biology. A tired, poorly fed
brain produces tired, negative thoughts.

Y ou don't need to become an athlete. Y ou need the basics, done with
consistency:

Sleep. Slegp isn't laziness, it's maintenance. A man who sleeps well
makes better decisions, controls his emotions better, and has more energy
for his goals. Turn off the phone an hour before bed. Your mind will
thank you.
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Move. I'm not just talking about physical work — which is already
plenty — I'm talking about intentional movement: walking 20 minutes,
stretching, playing with your kids. Exercise burns stress the way the sun
burns off morning fog.

Eat with intention. You don't have to diet perfectly. Just cut back on
what steals your energy and add more of what gives it to you. Water
instead of the third soda. A piece of fruit instead of just bread. Small
changes, every day, add up to atransformation.

Breathe. When stress tightens your chest — the difficult client, the bill
that doesn't add up, the argument at home — stop for 60 seconds. Breathe
in deep through your nose counting to four. Hold four seconds. Breathe
out through your mouth counting to six. Repeat three times. It's simple
and it works: it tells your nervous system there's no emergency, and your
clear mind comes back.

Self-care isn't selfishness. It's maintenance of your main tool. A
contractor doesn't work with a dull saw. Don't work your life with an
unrested mind.

Surround your self with people who lift you up

Tell me who you hang out with and I'll tell you where you're going. My
grandmother used to say that and science confirms it: you become the
average of the people you spend the most time with.

Take an honest inventory of your circle:

- Who encourages you when you talk about your goals? - Who mocks
you or tells you to "get off that cloud"? - Who do you leave feeling
energized by, and who do you leave fegling drained by?

I'm not telling you to abandon your family or your lifelong friends. I'm
telling you to be intentional. Spend more time with those who lift you up.
Set healthy boundaries with those who drag you down.
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And actively look for your growth circle: a mentor who's already
where you want to be, a friend who's also building something, a group of
people with similar goals. It can be in person or online. What mattersis
having people who speak your new language: the language of growth.

Watch out for the "experts on your failure": those people who've never
built anything but have opinions about everything you try. "That's not
going to work." "'l know someone who tried it and it went bad for them."”
Listen once out of courtesy, and then keep walking your road. Their fear
is not your destiny.

And you be that person for others too. When you see someone trying
to get ahead, encourage them. What you give comes back multiplied. A
support network isn't just people holding you up; it's you holding up
others too.

Let me tell you something | learned far from home: nobody builds
anything big alone.

My aunt Blanca's house

When | arrived, | went to my aunt Blanca's house. Her husband — my
uncle Walter — was the one who took me to work.

| stayed there a few months. And then | left. That's how everything
started over here. The beginning.

My father's house

| also lived afew months at my father's house, with his wife and my older
brother Hugo. | miss my older brothers and sisters.

Then | left everybody and started walking on my own. To this day.

When | got to this country in 2009, my uncle Walter opened the door
of his business to me: complete house flips, inside and out, in places like
Baltimore, Maryland. That was my first real school in the United States.
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There | learned the trade with my hands: tile, drywall, painting, roofs.
After that | worked for amaster electrician who had his own company.

Gut renovation —framing work.

In 2018, a manager named Ricky gave me the opportunity at
AutoZone. | started from the bottom and over the years | became Parts
Manager. With Frank, a mechanic from Honduras, we flipped countless
cars: we'd buy them cheap, fix them up, and sell them. And today my

wife Carmen helps me with the schedule and with restructuring the
business.
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Look at the pattern: every big leap in my life came with someone who
reached out a hand to me. That's why this chapter insists on the same
thing: surround yourself with people who lift you up, and let go of
whoever drags you down. | didn't get here alone. Nobody does.

(Story reconstructed from verified facts — Fernando, correct me
where I'm wrong.)

The eternal student: turn every hit into a lesson

Here's the difference between people who move forward and people who
get stuck: the ones who move forward don't have fewer problems. They
have a better relationship with problems.

The fixed mindset says: "If | fail, it means I'm no good." The growth
mindset says: "If | fail, it means I'm learning."

Every mistake in your life is tuition paid at the university of
experience. The question is whether you're going to attend class or throw
the receipt in the trash.

I'll give you a simple method to turn failures into fuel. After every
setback — big or small — sit down with your notebook and answer these
four questions:

1. What exactly happened? (Just facts, no drama.)) 2. What part was
my responsibility? (Without blaming others, without over-blaming
yourself.) 3. What did | learn that | didn't know before? (There's always
something.) 4. What am | going to do different next time? (One concrete
action.)

Do this consistently and you're going to become a dangerous person
— in the good sense: someone whom hits make stronger instead of more
fearful.

Think of learning as investing. Every book you read, every
educational video you watch instead of wasting an hour on nonsense,
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every new skill you practice, is money deposited in your mental account.
And that account pays interest for life. Nobody can steal what you
learned. They can take your job, your car, even the business. But what
you know and who you are — that travels with you wherever you go.

| trained as an electrician in 2009 in El Salvador. That knowledge
crossed the border with me. Nobody could take it from me aong the way.
When | got to Virginia and had to rebuild my life from zero, that trade
was my starting point. Your knowledge is the only luggage that never
getslost.

Thefive-minutejournal: your daily meeting with your self

Great leaders have advisors. You've got yourself. And the best way to
advise yourself isto write.

You don't need to write pages. Five minutes a day is enough. Every
night, answer in your notebook:

- What did | do well today? - What could | have done better? - What
did I learn today? - What's most important for tomorrow?

That'sit. Four questions, five minutes.

Why does it work? Because what doesn't get reviewed doesn't
improve. A contractor reviews his work before delivering. An athlete
reviews the game film. You review your day. Over time, this journa
becomes a map of your growth: you can go back and see exactly where
you were three months ago and how far you've come. On dark days,
when you feel like you're not progressing, that journal will be your proof
that you are.

Writing also defuses the emotional bomb. Those thoughts spinning in
your head at 3 in the morning lose half their power when you put them on
paper. Outside your head, they look smaller and more manageable.
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Treat yourself likeyou'd treat afriend

I'm going to close the teaching with something many of us working men
struggle with: self-compassion.

I'm not talking about pity. I'm talking about treating yourself with the
same decency you'd treat a good friend with.

If your friend makes a mistake, do you yell a him "you're useless!"?
No. You say: "Relax, it happens to everyone, how do we fix it?' So why,
when YOU make a mistake, do you tak to yourself like your worst
enemy?

Brutal self-criticism doesn't make you stronger. It makes you more
fearful. The one who punishes himself for every mistake stops trying new
things, because trying hurts. And without trying, there's no growth.

The formula is simple: discipline with compassion. Demand high of
yourself — that's discipline — but when you fail, get up with dignity —
that's compassion. "I did it wrong. | admit it. | forgive mysdlf. | fix it. |
keep going." Five sentences. That'sit.

Remember: you're building, not demolishing. A good builder doesn't
swing the hammer against his own work every time a board comes out
crooked. He straightens it and keeps going. Do the same with yourself.

Apply thisweek

Theory without action is entertainment. Here are five concrete actions.
Do them al in the next seven days:

1. The thought hunt (days 1 through 3). Carry a notebook or use your
phone. Write down every negative thought you catch about yourself or
your future. Minimum five a day. On the third day, read them al and
mark them: how many had real evidence? Y ou're going to laugh at how
many were pure smoke.
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2. The three gratitudes (every night). Before bed, write three things
you're grateful for. Do it seven nights in a row, without fail. Put the
notebook by your bed so you don't forget.

3. The "yet" (every day). Every time you catch yourself saying "I
can't" or "l don't know," add "yet" out loud. "I don't know how to get
clients... yet." Do it at least three times a day. Feel how the sentence
changes.

4. The five-minute visualization (every morning). Before heading out
to work, sit five minutes, close your eyes, and picture your day going
well and your one-year goal as if it were aready real. Add details:
images, sounds, feelings.

5. One growth conversation (before Sunday). Talk to one person who
inspires you — amentor, a friend who's moving forward, someone who's
aready achieved something you want. Ask them how they think when
things get hard. Listen. Take notes. That conversation is worth more than
ten motivational videos.

Chapter exercise

Grab your notebook. Answer with brutal honesty. Nobody's going to read
this but you, so there's no reason to lie to yourself.

1. What are the three negative thoughts that repeat most in your head?
Write them exactly as they sound.

a)

b)




2. Take the strongest of the three and run it through the three
guestions. - What real evidence do | have that it's true?

-Isit a

fact or is it my interpretation?

- What would | tell afriend who

told me this?

3. Reframe that thought. Write it again in a way that gives you power
instead of taking it away:

Before:

Now:

4. Write three things you're grateful for today:

a)

b)

0)

5. Describe in detail what your life looks like a year from now if you
keep a growth mindset. Where are you? What are you doing? How do
you feel?
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6. Who are the three people who most influence how you think today?
Do they lift you up or drag you down?

a) — Does this person lift me
up or drag me down?

b) — Doesthis person lift me
up or drag me down?

C) — Doesthis person lift me
up or drag me down?

7. Think of your most recent failure. Apply the four questions to it: -
What exactly happened?

- What part was my responsibility?

- What did | learn that | didn't know before?

- What am |

going to do different next time?

8. Weekly commitment: which of the five "Apply this week" actions
are you starting today, and at what time?

Signature; Date:

Your mind is your most important work. Build it every day, thought
by thought, until triumph isyour natural state.
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Home exer cise: the nightly five minutes

This chapter taught you two tools we never assigned you by name.
Tonight they become yours.

1. Start the nightly five-minute journal. Y ou don't need pages — five
minutes, every night, four questions (the ones from this chapter):

What did I do well today?
What could have done better?
What did learn today?
What's most important for tomorrow?

Do it seven nightsin arow. Then keep doing it. This journal becomes
the map of your growth — on dark days it will be your proof that you
ARE moving forward.

2. The weekly body check-in. You can't have a strong mindset in a
destroyed body — this chapter said it plainly. Every Sunday, before your
weekly review, answer honestly:

Hours | slept on average this week:

Intentional movement | did (walks, stretching, playing with the kids):

What | ate that stole my energy: What gave it to me:

Times | stopped to breathe when stress hit (the 4-4-6, three rounds):
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One fix for next week (small, specific):

3. Write your self-compassion sentence. Discipline with compassion
— demand high of yourself, but when you fail, get up with dignity. Write
it here and read it the next time you fall:

"I did it wrong. | admit it. | forgive myself. | fix it. | keep going."

My own version, in my words:

Signature; Date:

Chapter 3 - The Importance of Planning

The map that separatesthe dreamer from the builder

Let me tell you something direct, no beating around the bush: everybody
has dreams. The guy working construction next to you, the one running
the corner store, your cousin, your neighbor. Everybody wants a better
life. But very few get it. Why? Because most people stay stuck in the
wish. And the wish, by itself, builds nothing.

On the journey to success, planning is the map that guides your steps
and steers your actions. Without a map, even the hardest worker walks in
circles. With amap, even the hardest road becomes walkable.

Look, a lot of people confuse planning with something rigid and
complicated. They picture executives in suits, offices, documents full of
words nobody understands. And they're wrong. Planning isn't that. It's a
living, dynamic, flexible tool that lets you turn your dreams into concrete
realities.

Before emigrating to this country in 2009 | did something that today |
understand was planning, though back then | just called it "getting
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ready." | signed up for the 96-hour "Fourth-Category Electrician
Training" course at the Instituto Técnico Ricaldone in San Salvador. It
was weeks of study and practice until, on June 15, 2009, | received my
certificate: that certificate — my INSAFORP-backed record of 96 hours
of fourth-category electrician training in El Salvador.

telinsatarp

El Instituto Salvadoreiio de Formacion Pr

Hace constar que:
Fernando Josué Pérez

Ha finalizado con éxito el curso de

Formacion para Electricista de Cuarta Categoria

Con una duracién de 96 horas, impartido en la ciudad de San Salvadc
por el Instituto Técnico Ricaldone

en el marco del Programa Habil Técnico Permanente.

San Salvador, a los 1’5 dias de e Junio de 2009

Lic-Joel Antonio Moran Olmos
Director Ejecutivo del INSAFORP

The 96-hour certificate — Instituto Técnico Ricaldone, San Salvador, June 2009.

Why am | telling you thisin a planning chapter? Because | knew | was
leaving the country, and instead of running off on an adventure, | decided
to arrive with a trade in my hands. | didn't have the complete map —
nobody does — but | had a plan: not to arrive empty-handed. That
decision, made months before | got on the plane, saved me more than
oncein my first years here.

| left the country at Christmas 2009. | believe it was the day before
Christmas.

49



Planning isn't having all the answers. It's doing today what your future
self is going to thank you for. | couldn't control what was waiting for me
in this country, but | could control what | arrived with. | arrived with a
certificate, with atrade, and with direction. That, my friend, isaplan.

(Story reconstructed from verified facts — Fernando, correct me
where I'm wrong.)

Before leaving, | aso walked through other churches: Tabernaculo
Biblico Amigos Bautistas de Israel, with Pastor Toby — today led by his
son Toby Jr. — and Iglesia Misién Centroamericana Maranata. And it
was at Maranata where the most important thing in my life happened:
Daniel Menjivar and his wife Daisy were the first to guide me to confess
and accept Jesus Christ as my only true Savior. That day didn't change
my passport. It changed my eternity.

Think about this: when | emigrated to this country, | didn't have the
complete map. Nobody does when they start. But | had something that
saved me: the decision to plan every step, to not leave my lifeto chance. |
came with empty hands, but not with an empty mind. And every small
goal | met brought me one step closer. That's planning: not knowing the
whole road, but walking with direction.

Nobody plans perfectly at first. What matters is starting to plan, even
if it's with a cheap notebook and a pencil.

Why effort iswasted without a plan

L et me give you an example you're going to recognize right away. | know
a man who works twelve hours a day, Monday through Saturday. He's
strong, he's honest, he's a hard worker. But every end of the month he's
the same: no savings, in debt, and frustrated. Why? Because he works
hard, but he doesn't work with direction. His effort is real, but his plan
doesn't exist. It'slike running at full speed... in the wrong direction.
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Effort without planning is like pouring water into a broken bucket. No
matter how much you pour, it never fills.

Now think of the other case. | know a man who works the same
twelve hours, but every night, before bed, he writes down what he's going
to do tomorrow. Every week he reviews his spending. Every month he
sets a clear goal. In two years, that man went from renting a room to
renting an apartment, from having no savings to having an emergency
fund, and he started his own small business. Did he work harder than the
first one? No. He worked with a plan.

The difference wasn't talent. It wasn't luck. It was planning.
(INustrative composite — atypical story, not a specific person.)

A plan doesn't take away your freedom. It gives it to you. Because
when you have a plan, you stop reacting to everything that happens and
start deciding what happensin your life.

Clear goals. the vague never getsdone

Here's one of the biggest mistakes we make: we set vague goals. We say
"I want to be successful," "I want to earn more money," "I want to change
my life." Listen well: those aren't goals. They're wishes in disguise.

The vague never gets done. Because the vague has no date, no
measure, no way of knowing whether you got there or not.

A fundamenta principle for building plans that work is specificity.
Compare yourself:

- Vague: "I want to earn more money." - Specific: "I'm going to
increase my monthly income by 20% in the next six months, offering
weekend jobs on my own."

- Vague: "I want to save." - Specific: "I'm going to save 200 dollars a
month for a year, opening a separate savings account where | deposit the

money every payday Friday."
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See the difference? The second example tells you exactly what to do,
how much, when, and how. The first one leaves you dreaming on the
couch.

Theres a method experts cal SMART: Specific, Measurable,
Achievable, Relevant, and Time-bound. Y ou don't need to memorize the
word. You just need to ask yourself these questions every time you set a
godl:

1. What exactly do | want? (Specific — no vagueness) 2. How will |
know | achieved it? (Measurable — a number, a date, a visible result) 3.
Is it redigtic for me right now? (Achievable — challenging yes,
impossible no) 4. Does this bring me closer to the life | want? (Relevant
— if it doesn't add up, don't put it on your list) 5. By when? (Time-bound
— agoal without adate is just a dream with good intentions)

Ask yourself these five questions. If your goal passes al five, you
have areal goal. If not, keep working it until it passes.

Let me give you a rea-life example. A worker | know wanted to
"learn English." Two years went by and he was still at the same level:
basic greetings and little more. One day he changed the goal: "I'm going
to study English 30 minutes every night, Monday through Friday, using
an app, and in six months I'm going to be able to hold a basic
conversation with a client." Guess what happened. At six months he was
talking to clients without anyone's help. The goal didn't change topics. It
changed shape. And that changed everything.

Cut the elephant into pieces: divide the biginto small

When you have a big dream — buying your house, opening your
business, getting out of debt — the size of the dream can paralyze you.
You look at it and think: "that's impossible for someone like me." And
you stand dill. That paralysis is the number one enemy of working
people with big dreams.
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The solution is simple: divide the big into small. Cut the elephant into
pi eces.

Imagine your dream is to launch your own company. If you look at it
whole, it overwhelms you: you need money, clients, permits, tools,
advertising, a name, a logo... it's too much. But if you divide it into
stages, each stage becomes a step you CAN take:

- Stage 1: Research what service isin demand in my area. - Stage 2:
Define exactly what 1I'm going to offer and at what price. - Stage 3: Land
my first three clients among people | know. - Stage 4: Formalize the
business: name, registration, bank account. - Stage 5: Reinvest the profits
to grow.

Each of these stages is a micro-goal. You can take on each one
camly. And every time you complete one, something powerful happens
in your mind: you gain confidence. Small wins feed your belief that you
can achieve the big thing. It's like climbing stairs: you don't jump from
floor one to floor ten. Y ou climb one step at atime.

Let me give you an example with money, because money is where it
hurts us most. Say you owe 6,000 dollars on credit cards and you want
out of that debt in ayear. Six thousand sounds enormous. But divided up
it's 500 a month. And 500 a month is 125 a week. See? We went from
"impossible" to "125 dollars aweek." It's still hard, but now it's a number
you can attack. You can say: "this week | don't eat out, | cancel that
subscription | don't use, and | grab extra work on Saturday." The plan
makes the big fit into your week.

The same applies to your business. When | founded GMPS
Construction, | didn't start with abig company. | started with one service,
one client, one job well done. Then another. And another. Each job was a
piece of the elephant. Today | ook back and | see the company was built
one piece at atime, never in asingle blow.
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Your plan hasto breathe: flexibility is not weakness

Now listen to this carefully, because here's where many go wrong: a plan
isnot a straitjacket. If your planissorigid it breaks at the first problem, it
wasn't aplan, it was afantasy.

Real life — your real life — is constantly moving. A child gets sick.
The car breaks down. You lose a client. Rent goes up. The boss changes.
If your plan doesn't allow for adjustments, the first surprise destroys it
and you end up saying "planning doesn't work," when what didn't work
was therigidity.

Flexibility is part of the plan, not its enemy. A good plan says. "I'm
going this way, but if the road closes, | have an aternate route." That's
real strategy.

Let me give you an example. Say your plan was to save 200 a month,
but this month the car needed repairs and you could only save 50. The
rigid plan says: "I failed, this doesn't work," and you abandon everything.
The flexible plan says. "this month it was 50, next month | make it up
with 250, and I'm still on track." Which of the two gets you to the goal?
The flexible one, always.

That's why you review your plan often. Don't write it once in January
and forget it. Planning is a dynamic process, not a static document filed
away in adrawer.

Know your self before you plan

Here's an uncomfortable truth: you can't make a plan that works if you
don't know yourself. You have to be honest with yourself about your
strengths and your weaknesses.

What are you good at? What are you a disaster at? It's not to feel bad.
It'sto be strategic.
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If you're good working with your hands but bad with numbers, your
plan should include help with numbers. a simple notebook, an app, or
asking someone you trust to help you with the books. If you're disciplined
in the morning but a disaster at night, don't put your most important tasks
at ten at night. Put them in the morning.

It's not about being perfect. It's about being strategic. The one who
knows himself organizes better. The one who lies to himself makes plans
he'll never keep.

Ask yourself with brutal honesty:

- What time of day do | perform best? - What distracts me and steals
my time? - What do | spend money on without realizing? - What task
have | been putting off for months? - Who in my life helps me move
forward and who holds me back?

The answers to those questions are worth more than any productivity
app. Because the best system in the world is useless if it was designed for
someone else.

The part nobody tellsyou: your emotions get planned too

Almost nobody talks about this, so I'm going to say it straight: your
emotions affect your plan. Your mood, your motivation, your energy
level directly influence your ability to execute what you planned.

You can have the best plan in the world, but if you're exhausted,
stressed, or unmotivated, you're not going to execute it. That's why a
smart plan includes rest, self-care, and celebrating wins.

Yes, you read that right: rest is part of the plan. You're not a machine.
If you work six days straight without stopping, on the seventh day your
body hands you the hill. Better to plan your rest like you plan your work:
"Sunday is for my family and for recharging." That's not laziness. That's

strategy.
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And celebrate your progress. When you meet a small goal, recognize
yourself. Don't wait until you reach the big goal to feel proud. Every step
counts. That celebration keeps your motivation alive for the next step.

Also plan for the bad days. They're coming. Days when you don't feel
like doing anything. Have a"minimum plan” for those days. the smallest
version of your routine that still keeps you moving. Can't study 30
minutes? Study 10. Can't run? Walk. What matters is not breaking the
chain. A bad day with a minimum plan is till a day of progress. A bad
day without aplanisalost day... and then come two, and then a week.

Writeit down: what isn't written getsforgotten

Let me give you a golden rule: if it isn't written, it doesn't exist. Your
mind is good at having ideas and bad at keeping them. How many times
have you thought "l have to do this" and two hours later you aready
forgot? It happensto al of us.

Writing your goals, your strategies, and your dates isn't an office
luxury. It's a serious person's tool. When you write your plan, three
powerful things happen:

1. You clarify it. As you write it, you redlize whether the idea was
clear or wasjust acloud in your head. 2. Y ou commit to it. What's written
weighs more than what's thought. It's a contract with yourself. 3. You can
review it. You can come back, see your progress, and feel the pride of
crossing off what's done.

Y ou don't need anything fancy. A dollar-store notebook works. A note
on your phone works. What mattersisthat it exists outside your head.

Write your goals for the month. Write your expenses. Write the
business ideas that come to you at work. That notebook is going to
become the map of your life, and in ayear, when you read it, you're going
to see how far you've come.
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Review your plan: the one who doesn't review getslost

The last critical component is periodic review. Set fixed moments to
evaluate your plan: every week a quick review, every three months a
deep review.

In your weekly review — | recommend 30 minutes every Sunday —
ask yourself:

1. What did | get done this week? 2. What was |eft pending, and why?
3. What's most important for next week? 4. What obstacle do | see
coming, and how do | faceit? 5. Are my goals still realistic?

In your quarterly review, look at the big picture: am | headed in the
right direction? Do | need to adjust the strategy? Did | learn something
new about myself that should change my plan?

The review isn't to punish yourself for what you didn't do. It's to
recalibrate, like the GPS recalculating the route when you take a detour.
The destination stays the same. Only the road changes.

An effective action plan is, at its core, a bridge between your current
dreams and the reality you want to build. It takes discipline, creativity,
flexibility, and above all a genuine commitment to your growth.

Your day gets planned too: time blocks

We already talked about the big plan. Now let's talk about the everyday
plan. Because success isn't built once a year when you write your goals.
It's built every day, in how you use your hours.

Every person has a unique rhythm. There's no universal method. But
there's one principle that works for almost everyone: time blocks.

The technique is simple: divide your day into segments dedicated to a
single thing. No multitasking. Multitasking is a lie they sold us: when
you do three things at once, all three come out wrong. But when you give
each activity its block, your focus multiplies.
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Let me give you an example of what a day can look like for a worker
who wants to move forward:

- Early-morning block (5:30 - 6:30 AM): Getting up before the world.
Exercise, amoment of calm, and planning the day in your notebook. This
hour, before anyone needs you, is pure gold. - Main work block (7:00
AM - 4:00 PM): Your workday. Here you give your best because you
arrived with a clear mind. - Growth block (5:00 - 6:00 PM): One hour for
you: studying English, learning a new trade, working on your business,
reading this book. Just one hour. But every day. - Family block (6:00 -
8:30 PM): Dinner, your kids, your partner. Truly present, not with the
phone in your hand. - Closing block (8:30 - 9:00 PM): Reviewing the
day, jotting down tomorrow's to-dos, giving thanks. Early to bed.

See the growth block? One hour aday is 365 hours ayear. That equals
nine full workweeks dedicated to your future. In a year, with one hour a
day, you can learn a trade, master conversational English, or launch your
business. People underestimate what they can do in ayear with an hour a
day... and overestimate what they can do in one motivated weekend.

Adapt the blocks to your redlity. If you work nights, your blocks will
be different. If you have small kids, your growth block will be shorter. It
doesn't matter. What matters is that every day has intention, not that it's
perfect.

Thetools: the means, never the end

Today there are tools we didn't have before. Apps like Trello, Asana,
Notion, or Google Caendar let you organize tasks, projects, and
appointments with a precision that used to be impossible. If you like
digital, use them. Trello lets you see your tasks in columns. to-do, in
progress, done. Watching a card move to "done" is a satisfaction that
pushes you to keep going.

If you're a paper person, the bullet journal — a notebook where you
combine task lists, calendar, and notes — is still a powerful tool. There's
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something about writing by hand that commits you more.

But listen well: tools are a means, never the end. |'ve seen people who
spend more time organizing their organizing system than doing the work.
Don't be that person. The best tool is the one you actually use. If you
download five apps and don't open any of them, you don't have a system:
you have a distraction.

Start simple. One notebook or one single app. Master it. Then, if you
need more, add it. True organization is born from your awareness, your
clear priorities, and your defined purpose. Everything elseis support.

Plan your week: 30 minutesthat change everything

If you're only going to adopt one habit from this chapter, make it this one:
dedicate 30 minutes every Sunday to planning your week.

Sit down with your notebook or your phone, review the week that
passed, and design the one coming. In those 30 minutes:

1. Evaluate what you did and didn't get done last week — without
judging yourself, just observing. 2. Identify the pending tasks dragging
along. 3. Prioritize the three most important things for next week. Just
three. If everything is a priority, nothing is a priority. 4. Anticipate
obstacles: what could go wrong, and how are you going to handle it? 5.
Set realistic goals for the next seven days.

Those 30 minutes save you hours of chaos during the week. It's the
difference between starting Monday reacting to everything... or starting
Monday executing your plan.

And manage your energy, not just your time. It's not about doing more
things, it's about doing the right thing at the right moment. If you're a
morning person, put your hardest tasks in the morning. If you perform
better in the afternoon, organize your day that way. Working against your
nature is fighting a battle you don't need to fight.
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Remember: organizing your life doesn't mean filling every minute. It
means creating spaces for productivity and also for rest. The goal isn't to
turn you into a work machine. It's to live more consciously, more
balanced, and more directed toward what you really want.

The family plan: becausethey arethe why

This whole chapter talks about goals, money, and business. But let me
remind you of something: my family is my ultimate why. And I'm sure
yours is yours too. So your plan has to include them, not just as
motivation, but as part of the plan.

Plan time with your family with the same seriousness you plan work.
If there's room in your schedule for a meeting, there has to be room for
dinner with your kids. If you keep your work appointments, keep your
appointments with your family.

Plan their future too: what do you want for your kids in five years?
What example are you setting for them today? Every time you sit down
to plan your week and you include them, you're teaching them — without
words — that family gets planned, cared for, and prioritized.

And if, as an immigrant like me, you left family behind, your plan
includes them too: the calls, the visits, the support you send them. Don't
let it be "when | can." Make it "every Sunday at 7 PM." What gets
planned gets done. What gets left to "when | can" getslost.

Apply thisweek

You adready read the theory. Now the action. This isn't optiona:
knowledge without action is entertainment. Pick these actions and do
them in the next 7 days.

1. Write your three goals with the five-question method. Grab a
notebook or your phone and write three goals: one for money, one for
personal growth, and one for family. Apply the five questions to each:
what exactly?, how will | know | achieved it?, isit realistic?, doesit bring
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me closer to the life | want?, by when? Rewrite each goal until it passes
all five. Deadline: tomorrow night.

2. Break your biggest goal into five pieces. Take the biggest of the
three goals and divide it into five stages or micro-goals, from easiest to
hardest. Next to each stage, write one concrete action you can take this
very week to move forward on the first stage. Just the first one. Start
there.

3. Do your first 30-minute Sunday planning. This Sunday, sit down
for 30 minutes — set an alarm if you need to — and plan your week:
review what's pending, pick your three priorities, anticipate one obstacle,
and write your goals for the next seven days. If today is already Sunday,
do it today. If not, set the alarm right now.

4. Create your daily growth block. Decide what your growth hour is
going to be — or half an hour if an hour is impossible — and protect it
like a work appointment that can't be canceled. Write in your notebook
what you're going to do in that block over the next 7 days: study, practice,
build, read. Be specific.

5. Open your "plan notebook." Get a notebook dedicated only to your
planning — it can be the cheapest one at the store — or create a note on
your phone caled "My Plan." Starting today, every goal, every idea,
every important expense, and every bit of progress gets written there.
Nothing lives only in your head. Review that notebook every night before
bed, even if it's just two minutes.

Chapter exercise

Find a quiet place. Grab your plan notebook. Answer with brutal honesty
— nobody's going to read this except you. Write the first thing that
comes to mind, without filtering it.

1. What's the most important goal in your life right now? Write it first
the way you'd say it today, then rewrite it running it through the five
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questions (specific, measurable, achievable, relevant, time-bound).

My goal today:

My rewritten goal:

2. Divide that goa into five stages or micro-goals. Write them in
order, first to last.

Stage 1:

Stage 2

Stage 3.

Stage 4.

Stage 5:

3. What did you do last week without planning that stole your time or
money? Be specific.

4. What time of day do you perform best? What distraction steals the
most time from you each day? What are you going to do about it this
week?

I perform best at:
My biggest distraction:
My action this week:
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5. Sketch your time blocks for a normal day in your life. Where does
your growth block fit?

6. What obstacle do you see coming in the next 30 days that could
derail your plan? What's your aternate route?

Obstacle:

Alternate route:

7. Write the names of the people you're doing al thisfor. What part of
your plan thisweek isdirectly for them?

For them:

This week, for them I'm going to:

Save these answers. In three months, come back to this exercise and
read them. Y ou're going to be surprised at how far you've come... if you
started planning for real. Y ou already have the map. Now walk.

Home exer cise: my minimum plan for bad days

This chapter told you the truth: bad days are coming, and a rigid plan
bresks at the first hit. So write your safety net now, while you're
clear-headed.

1. My full growth routineis:

(Example: 60 minutes of study + 20-minute walk + nightly journal)
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2. My minimum plan — the smallest version that still keeps the chain
dive:

(Example: 10 minutes of study + 5-minute walk + 3 gratitudes)

3. I'll switch to the minimum plan when: (Example: work went past 8
PM / I'm sick / afamily emergency ate the day)

4. My rule: "Never let two bad days pile up. One bad day happens to
anyone. The next day | come back — no guilt, no drama." Write it in
your own words:

Keep this page where you can seeit. The minimum plan is not quitting
— it'sthe river bending around the rock and still reaching the sea.

Chapter 4 - Time Management

I'm going to tell you a truth that's going to sting a little, but you need to
hear it: your problem isn't lack of time. Your problem is what you do
with the time you have.

The day has 24 hours for the laborer raising walls and for the
company owner who pays him. Twenty-four hours for you and for me.
Not one more, not one less. Nobody owes you extra hours. Nobody's
going to give you a 30-hour day because you're fighting to get ahead.
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Thisiswhat we've got, and thisiswhat we play with.

The money you lose today, you can earn back tomorrow. The time
you lost today never comes back.

Hear me well: it never comes back.

Every minute that leaves is a minute you won't get back with all the
money in the world. And yet we treat time like it's infinite. We give it
away. We waste it. We hand it over to distraction, to the phone, to people
who have nothing to do with our dreams.

In this chapter I'm not going to teach you to do more things. I'm going
to teach you to do the right things. Because working twelve hours doesn't
make you successful. What makes you successful is knowing what you
put those hours into.

Theresourcethat doesn't come back

| was born in 1992 in El Salvador, | grew up near the railroad, and in
2009 | trained as an eectrician. Then | emigrated to the United States
leaving my family behind. | had to rebuild my life from zero in Virginia,
until | founded GMPS Construction. Nobody gave me time. Nobody told
me: "take ayear to think." | had to learn on the go, between work, family,
and dreams.

And something | learned on that road, the hard way, isthis: timeisthe
only resource you can't negotiate.

When | got here, | worked for others. | sold my hours. And |
discovered something brutal: every hour | gave to someone else was an
hour | didn't give to my family or my future. It's not that working for
others is wrong — we al start that way — but while those hours go by,
your dreams wait. And dreams don't wait forever.

That's why you have to treat your time like the most expensive thing
you own. Becauseitis.
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Think of your day as a pocket full of coins. Every morning you wake
up and you have 1,440 coins. Every minute that passes, one coin gets
spent, whether you spend it well or badly. At the end of the day, the
pocket is empty again. The only question is. what did you spend your
coinson?

Most people drop them on the ground without realizing. Three hours
on the phone. Two hours in a conversation that went nowhere. One hour
on atask someone else could have done. At the end of the day, the pocket
is empty and they have nothing to show.

The winner isn't the one with the most coins. It's the one who spends
each one with intention.

Urgent isnot the same asimportant

Here's the biggest trap working people fal into: confusing the urgent
with the important.

The urgent screams. The important whispers.

Your boss calls because he needs something now: that's urgent. But
does it get you closer to your goa? Your phone buzzes with a
notification: urgent. But important? Y our buddy asks you for afavor that
eats your whole afternoon: seems urgent. But does it build your future?

There's a simple tool | use and | recommend to you: the Eisenhower
matrix. Sounds fancy, but it's real simple. Take al your tasks and put
them in four boxes:

Box 1: Urgent and important. Real crises. The angry client. The hill
due today. The family problem that can't wait. This gets done now.

Box 2: Important but not urgent. Here's the gold. Studying. Planning
your business. Exercising. Quality time with your family. Saving.
Nobody's yelling at you for this. Nobody's pressuring you. And that's
why amost nobody does it. But everything in this box is what really
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changes your life long-term.

Box 3: Urgent but not important. Interruptions. Useless meetings.
Favors that steal your afternoon. Messages that can wait. This has to be
reduced, delegated, or eliminated.

Box 4: Neither urgent nor important. Hours on social media. Gossip.
Shows you watch to kill time. This has to be cut at the root.

Listen to this carefully: people who win live in Box 2. People who get
stuck livein Box 1 and Box 3, putting out fires all day.

The laborer who studies two hours after work to earn his contractor
license is in Box 2. Nobody's asking him to do it. It's not urgent. But in
two years, that man no longer works for others. he works for himself.

The mother who gets up an hour early to organize her day and breathe
easy isin Box 2. It's not urgent. It's important. And it changes everything.

Ask yourself every morning: what am | putting in Box 2 today? If
your day has nothing from Box 2, you're surviving, not moving forward.

Your energy hasa schedule

Not all hours are equal. You don't perform the same at 6 in the morning
as at 3 in the afternoon after lunch.

Some people are morning people: they wake up with a clear mind and
do their best work early. Others are night owls: they take off in the
afternoon or at night. Neither is wrong. The mistake is not knowing
yourself.

| learned to identify my strong hours and protect them like gold. In
those hours | put the hardest stuff: what needs focus, decisions, creativity.
In the weak hours | put the mechanical stuff: answering messages,
organizing, running errands.

Here'swhat thislooks like in aworking man'sreal life:
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You leave a 5 in the morning for work. You get home at 6 in the
evening tired. You sit down, turn on the TV "for a bit,"” and when you
realizeitit's 10 at night. Day lost. Again.

What if it were different? Y ou get home at 6. Dinner with your family
— that's sacred, non-negotiable. At 7:30, instead of the TV, you give 90
minutes to your project: studying, planning the business, learning a new
skill. At 9, you rest. Repeat that five days aweek and in ayear you'll have
built something you can't even imagine today.

Ninety minutes a day. That's al. You don't need to wake up at 4 if
you're not amorning person. Y ou need to know your rhythm and useit.

One technique that works well is the Pomodoro: you work 25 minutes
focused, rest 5. Four rounds and you take a longer break. Sounds simple
because it is simple. But it forces you to do something almost nobody
does: focus on one single thing for 25 straight minutes, no phone, no
interruptions.

Try this: put the phone in another room, set a 25-minute timer, and
work on one single task. When it rings, rest 5. You're going to be
surprised at how much you get done.

Learntosay no

This is the lesson that cost me the most. And I'll tell you straight: if you
don't learn to say no, your time will never be yours.

There's something | call the people-pleaser syndrome: that need to say
yes to everybody to look good. Your buddy asking for help moving on a
Saturday. Your cousin wanting to borrow your pickup truck. Work
loading you with other peopl€e's tasks because "you're the one who can.”
The extended family calling you to solve problemsthat aren't yours.

Every yes you give to something that isn't aligned with your goalsis a
no you're giving to your dreams.
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I'm not saying be selfish. I'm saying be strategic. There's a huge
difference.

When you say no to what doesn't matter, you say yes to what does
matter. Every time you turn down a distraction, you're voting for your
future.

The problem is that saying no feels bad. Y ou feel guilty. You feel like
a bad person. You're afraid they'll get mad. And so you say yes, and you
end up exhausted, frustrated, and resentful, with no time for your own
stuff.

L ook at the signs you need to learn to say no:

- You end the day exhausted and feel like you didn't move forward at
all. - You say "yes" and then regret it. - You have no time for your goals
because you're busy with other people's goals. - You can't sleep thinking
about everything you have pending. - You feel like others control your
life.

If you identified with two or more, thisis your chapter. Read it twice.
Saying no isan art you practice. Here are therules | use:

Be direct and clear. Don't beat around the bush. "I can't thistime" isa
compl ete sentence. Y ou don't need a speech.

Say thanks. "Thanks for thinking of me" costs nothing and softens the
no.

Offer an aternative if you can. "I can't Saturday, but | can help you
find someone" or "l can't today, but next week yes." Not always, only
when you truly want to help.

Don't over-justify. The more explanations you give, the more your no
gets debated. One short reason is enough. Or none.
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Keep a good attitude. Saying no isn't fighting. It's smiling, standing
firm, and getting on with your day.

| know a man who worked construction Monday through Saturday.
Every Sunday, someone from the extended family called him for afavor:
fix something, drive someone somewhere, lend tools. He always said yes.
One day he did the math: in ayear he had given away 40 Sundays. Forty
dayswith hisfamily, lost. Forty days he could have used to study, rest, or
move his business forward. When he started saying "some Sundays |
can't,” nobody died. And he got hislife back. (Illustrative composite — a
typical story, not a specific person.)

You're not anybody's emergency service. Your immediate family —
your wife, your kids, your why — that's sacred. Everything else is
negotiable.

Thetimethieves

There are thieves who break into your house at night. And there are
thieves who walk into your day in broad daylight, with your permission,
and steal your hours without you naticing.

Thief number one: the phone.

Don't get me wrong, the phone is a powerful tool. | use it for my
business, for learning, for connecting. But for most people it's a
time-wasting machine. You check "one message" and come out half an
hour later, not knowing how you got there.

Do this experiment: check how much time you spend a day on the
phone. Most phones show you. If it's three or four hours, multiply that by
365 days. That's more than 1,000 hours ayear. A thousand hours. Do you
know what you can build with a thousand hours? A business. A new
career. A healthy body. Fluency in another language.

I'm not asking you to throw away the phone. I'm asking you to put it in
its place. Set hours to check it. Notifications off — all the ones that aren't
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work or family. Phone out of the bedroom when you sleep. Phone in
another room when you work on your project.

Thief number two: interruptions.

At work they interrupt you. At home they interrupt you. And every
interruption costs you: studies say that after an interruption it takes you
more than 20 minutes to truly focus again. Three interruptions in the
morning and you lost the morning.

Create focus blocks. Tell your family: "from 7:30 to 9 I'm working on
my project, only interrupt me if it's an emergency.” At work, if you can,
group questions and messages at certain times instead of handling
everything instantly.

Thief number three: disorganization.

How much time do you lose looking for tools, papers, keys,
documents? The worker who can't find his drill loses half an hour. The
one who doesn't know where he left the contract loses a day.
Disorganization is atax you pay every day.

A placefor everything. A list for every day. Five minutes at the end of
the day to tidy up and plan tomorrow saves you an hour of chaos.

Thief number four: meetings and commitments with no purpose.

If a meeting has no clear agenda, it's time theft. If a socid
commitment leaves you empty and tired every time, it's time theft. You
don't have to show up to everything. Choose.

Busy isnot the same as productive

There'samyth we have to kill in this chapter: the myth of the busy man.

You know the type whao's aways running. Arrives running, leaves
running, eats running, talks running. If you ask him how he is, he says:
"super busy, brother, | don't stop!" And you look at him with admiration,
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like being busy were a medal.

Let me tell you something: being busy means nothing. An ant is busy
al day. What matters isn't how much you move, it's where you're moving
toward.

There are people who work 12 hours and move forward less than
someone who works 6 with focus. Why? Because the first one fills his
hours with noise: unnecessary trips, long conversations, repeated tasks,
"emergencies’ he created himself by not planning. The second one knows
exactly what he hasto do, does it, and goes home.

Look at the difference in a construction example: two workers have to
install the electrical system of a house. The first one shows up without
having reviewed the plans, forgets materials and makes three trips to the
hardware store, gets distracted by the phone every half hour, and ends the
day stressed saying "the day wasn't enough for me." The second one
reviewed the plans the night before, prepared his materials list, put the
phone on silent, and worked in focused blocks. By 3 in the afternoon he
was done. Who worked more? The first one. Who produced more? The
second one.

Being busy is the refuge of the one who doesn't want to think. It's
easier to be "busy” than to sit 10 minutes and plan. It's easier to run than
to aim. But running with no direction only tires you out.

Ask yourself this question at the end of each day: "what did | move
forward today toward my goals?' Not "what did | do today?' — doing,
anybody does. Moving forward. If the answer is "nothing,” it doesn't
matter how busy you were: the day was lost.

And be careful about bragging about your exhaustion. "I'm dead, |
worked 14 hours' is not atrophy if those 14 hours didn't bring you closer
to anything. Exhaustion without progress is the saddest way to lose time,
because it also leaves you with no energy for what does matter.
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Work smart. Plan. Focus. And when you finish what's important, rest
without guilt. The one who truly produces doesn't need to prove he's

busy.

Procrastination: the silent enemy

Procrastination is leaving for tomorrow what you should do today. And
we al suffer fromit. You're not lazy. Y ou're human. But you have to beat
it because it's not going to beat itself.

Why do we procrastinate? Sometimes out of fear: fear of failing, fear
it won't come out perfect. Sometimes out of comfort: the bed feels good,
the couch is cozy. Sometimes because the task |ooks so big we don't even
know where to start.

Here are the weapons that work:

The two-minute rule. If something takes less than two minutes, do it
now. Answer that message. File that paper. Make that short call. Small
tasks piled up become a mountain. Small tasks done on the spot

disappear.

Break the big into pieces. "Get my contractor license' sounds
impossible. "Today I'm going to look up the requirements online" sounds
easy. "Write my business plan” sounds enormous. "Today | write one
page about my services' is manageable. Everything big gets eaten in
small bites.

Start ugly. Don't wait until you feel like it. Don't wait for the perfect
moment. The perfect moment doesn't exist. Start bad, start messy, but
start. Movement creates motivation, not the other way around.

Commit publicly. Tell someone what you're going to do this week.
When someone el se knows your goal, it's harder to abandon it.

Reward yourself. Finished your 90 minutes of work on your project?
Treat yourself. The brain learns: effort brings reward.
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Look at this real example: a worker wants to learn English. He's been
saying "I have to learn English” for three years. Three years. Do you
know what changed when he finally did it? He stopped saying "l have to
learn English" and started saying "today | study 20 minutes." Twenty
minutes. A day. In ayear, he was speaking. It wasn't talent. It was daily
consistency in small pieces.

Resting isworking too

Here's something that sounds contradictory: to perform more, you haveto
rest more.

Productivity isn't working nonstop. That's not productivity, that's the
road to the hospital. Productivity is performing at your peak in the hours
you work, and that only happensif you rest well.

Sleep isn't optional. Sleeping 4 or 5 hours and bragging about it
doesn't make you strong, it makes you slow. Your brain needs sleep to
make good decisions, to learn, to have patience with your family. A tired
man makes bad decisions. A rested man thinks clearly.

Schedule your rest like you schedule your work. Bedtime. Rest day.
Vacations, even short ones. Time with your family without the phone.

Your family is your ultimate why. What's the use of building an
empireif your kids grow up without seeing you? What's the money for if
your wife feels alone? Time with them isn't wasted time. It's the
best-invested time.

Il tell you straight: my family is my why. Everything | build is for
them. And if work takes my family from me, then I'm building on sand.

Rest also includes taking care of yourself: moving, eating better,
breathing. You don't need an expensive gym. Walk. Exercise at home.
Your body is the machine that runs all your plans. If the machine breaks
down, the plans stop.
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And give yourself permission to do nothing sometimes. Sit on the
porch. Drink a quiet coffee. Look at the sky. That's not wasting time.
That's recharging.

Beflexible, not rigid

You're going to plan your week. Y ou're going to organize your day. And
lifeis going to send you a surprise. Always.

The kid gets sick. The car breaks down. The client cancels. The boss
changes your shift. That's real life, especially aworking man's life.

Rigidity breaks you. If your plan is so strict that one surprise destroys
everything, the plan is badly designed.

Flexibility isn't an excuse not to plan. It's planning with intelligence:
leave open spaces in your schedule. Have a plan B. If you couldn't do
your study hour in the morning, do it a night. If today was impossible,
tomorrow you make it up. What matters is not abandoning the week over
one bad day.

Think of your plan like ariver, not like atrain track. The river adapts
to the rocks and keeps flowing to the sea. The train leaves the track and
crashes. Be ariver.

One golden rule: never let two bad days pile up. One bad day happens
to anyone. Two in a row become a habit. If you failed yesterday, today
it's mandatory to come back. No guilt, no drama. You come back and

keep going.
Your daily system: ssimple and brutal

I'm going to give you a system. It's not complicated. It works if you do it.

The night before (10 minutes): Write the 3 most important tasks for
tomorrow. Just three. Not ten. Three. Those three are your Box 1 and Box
2 for the day. If you do those three, the day was a success, no matter
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what.

The morning (5 minutes): Review your three tasks. Visualize the day.
Decide what time you're going to do each one, based on your energy.

During the day: Work in blocks. One task at a time. Phone far away.
When you finish one, crossit off. Crossing off atask feels good. Useiit.

The night (5 minutes): Review what you did. Don't punish yourself for
what was missing. Write down what you learned. Prepare tomorrow's
three.

That's it. Twenty minutes of planning a day gives you back hours of
execution.

And once aweek — Sunday night works well — do a weekly review:
what did | move forward this week toward my goals? What stole my
time? What do | adjust next week? Thirty minutes. This weekly review is
what separates the dreamers from the ones moving forward.

There were years when the day wasn't enough for me, and I'm talking
about real years: | worked full-time — first at AutoZone, then at Eagle
Rock — and at the same time | was building my businesses. GMPS
Construction, SG Junk Removal, G Metals... dl of that was built in hours
| had to defend like you defend your house.

What saved me was stopping managing time in my head and putting it
on area schedule. My wife Carmen helps me with the schedule and with
restructuring the business: she sees what | don't see when I'm buried in
work. We learned to sit down every week, review what moved forward,
what stole my time, and what gets adjusted next week. Thirty minutes
that give us back hours.

And there's something non-negotiable: time with my family. Being
present for them isn't "free time": it's the reason for everything else. So
my blocks are clear: work pays the bills, the business builds the future,
and family isthe why. In that order of protection, not of importance.
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The system is simple and brutal, like this chapter says: the important
stuff first, in writing, and reviewed every week. Not because I'm
disciplined by nature, but because life taught me that without a system,
the day gets eaten by others.

(Story reconstructed from verified facts — Fernando, correct me
where I'm wrong.)

Apply thisweek
Don't read this chapter and file it away. Do thisin the next 7 days:

1. Do your time audit. For three days, write down what you spend
each hour on. No cheating, no makeup. Just the truth. On the third day,
look at the list and mark in red everything that was Box 3 and Box 4.
That's how much of your life you're giving away. It hurts to seeiit. It has
to hurt. Pain moves you.

2. Write your 3 daily tasks. Every night, before bed, write the 3 most
important things for tomorrow. Do it 7 nightsin arow. At the end of the
week, count how many days you did your three. If it was 5 or more,
you're on the right track.

3. Say one "no" this week. Identify one commitment, favor, or activity
that steals your time and doesn't bring you closer to your goals. And say
no to it. With respect, with a good attitude, but say no. Feel how
uncomfortableit is. And then feel how freeit feels after.

4. Create your sacred block. Set aside 60 to 90 minutes a day — at the
hour when your energy is best — for your most important project:
studying, your business, your health. Protect it like an appointment with
the most important client in the world. Because that client is you.

5. Turn off notifications. Today, turn off every notification on your
phone except calls, family messages, and work essentials. No socia
media, no news, no games. Do it today. It's free and it gives you back
hours.
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Chapter exercise

Take 30 minutes. No phone. Just you, this exercise, and the truth.

1. Where does your time really go? Write the 5 activities where you
lose the most hours each week (be honest: phone, TV, favors,
disorganization...).

2. Sort your week with the Eisenhower matrix. Write 3 tasks you did
this week in each box:

Urgent and important:

Important but not urgent:
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Urgent but not important:

Neither urgent nor important:

3. What do you need to say "no" to? Write 3 commitments, favors, or
habits you're going to say no (or less) to from now on.

4. What are your strong hours? At what time of day do you perform
best? What important task are you going to move to those hours?
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5. Your sacred block. What project are you going to work on in your
daily 60-to-90-minute block? At what time will it be? Write it as a
commitment to yourself.

My project:

My schedule:

My commitment: "For the next 30 days, I'm going to dedicate this
block to my project, no matter what. If | fail one day, the next day | come
back with no excuses.”

Signature: Date:

6. One final question to think about: If ayear from now your life were
exactly the same as today — same lost hours, same habits — how would
you feel? And what are you going to change this week so that doesn't
happen?
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Time waits for nobody. But the one who learns to manage it stops
running behind life and starts leading it. You decide: are you going to
keep giving away your hours, or are you going to start investing them?

Your 1,440 coins for tomorrow are already on the way. Spend them
like someone who knows what they're worth.

Chapter 5- Learning from Failure

Failureisnot theend: it'sthe most honest teacher

Hear me well: everybody talks to you about success. About the awards,
the pretty pictures, the car, the house. But almost nobody tells you the
complete truth.

The truth is that nobody reaches success without getting beat up first.
Nobody.

The problem isn't that you fail. The problem is what they told you
failure means. Since you were akid they taught you that making mistakes
is bad. That if you get a bad grade, you're dumb. That if you lose your
job, you're a failure. That if your business goes under, better not to try

again.
Lie. All of that isalie.

Failureis not the period at the end. It's a semicolon. The story goes on
after it.

Those who truly win understand something most people don't want to
accept: every fal is a lesson life gives you for free. And the most
valuable lessons aren't learned in good times. They're learned in bad
ones. In the night you can't leep because the bills don't add up. In the day
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they tell you "no" for the tenth time. In the moment a project collapses
and you have to decide: do | stay lying on the ground, or do | get up?

This chapter is about that. About getting up. About turning every
stumble into a trampoline.

Edison and the 10,000 ways that don't work

Thomas Edison tried thousands of times before he got the electric light
bulb to work. Thousands.

A journalist asked him one day, amost mocking: "How does it feel to
have failed so many times?'

Edison answered with a legendary phrase: "I have not failed. I've just
found 10,000 ways that won't work."

Think about that. The man didn't see failures. He saw information.
Every failed attempt told him: "not this way, try another."

That's the difference between the one who quits and the one who wins,
The one who quits counts the falls. The one who wins counts what he
learned.

If you're one of those who's been working hard for years and feels like
he's not moving forward, ask yourself: are you piling up failures, or are
you piling up lessons? The difference isn't in what happened to you. It's
in how you look at it.

Your failureisnot you

Here's an idea that will change your life if you truly understand it: your
failureis not you.

Listen again: YOUR FAILURE ISNOT YOU.

If ajob came out wrong, that doesn't mean you're a bad worker. If a
business didn't work, that doesn't mean you're a bad businessman. If you
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made a bad money decision, that doesn't mean you're afool.

It means you did something wrong. Nothing more. The mistake is an
event. It's not your identity.

Most people mix the two together. They fail once and label
themselves forever: "I'm no good at this," "businessisn't for me," "things
always go bad for me." Those labels are chains. And you put them on
yourself.

Separate them. Failure is something that HAPPENED to you. It's not
something you ARE.

An electrician who leaves a circuit wired wrong isn't a bad electrician
forever. He's an electrician who learned to check twice. A bricklayer who
miscal culated the materials isn't aloser. He's a man who'll measure better
next time.

Every mistakeisinformation. Useit.

The growth mindset: the muscle that trains

Psychologists talk about two types of mindset. One is the fixed mindset:
the person believes he's smart or he's not smart, he's capable or he's not,
period. If hefails, it confirms hisworst fear: "see, I'm no good.”

The other is the growth mindset: the person believes he can learn,
improve, develop skills with effort and practice. If he fails, he thinks: "I
haven't mastered it yet, but I'm going to learn.”

Guess who goes further? Always the second one.

The good news. mindset isn't something you're born with. It's a
muscle. It trains.

How does it train? With the words you say to yourself. Change "I
can't" to "l can't yet." Change "it always goeswrong for me" to "thistime
it went wrong, next time I'll do it different.” Sounds simple, but your
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inner dialogue runs your life more than any boss.

| was born in 1992 in El Salvador, | grew up near the railroad, and at
seventeen | trained as an electrician. Then | emigrated to the United
States leaving my family behind, and | had to rebuild my life from zero in
Virginia. Let me tell you something: nobody gave me anything. There
were hard jobs, there were closed doors, there were moments of
wondering if the sacrifice had been worth it. If | had had a fixed mindset,
I'd have stayed where | was. But every hit taught me something, and |
kept going. Today | run GMPS Construction. | didn't get there dodging
failures. | got there learning them.

Fear of failure: theinvisible prison

Fear of failure is the most silent enemy thereis. It doesn't yell. It doesn't
hit you. It just whispers: "better not to try."

And you listen to it. You stay in the safe job even though it doesn't
stretch. Y ou don't start the business even though you've dreamed about it
for years. You don't ask for the raise. You don't talk to that person who
could change your life. You don't send the message. You don't post the
video.

Fear of failure keeps you in the comfort zone. And the comfort zone
has a problem: nothing grows there.

Managing fear doesn't mean eliminating it. Fear will always be there.
Managing it means recognizing it, looking it in the face, and acting
anyway.

Ask yourself: what's the worst that can happen if | try and fail? Redlly,
write it down. Most of the time you redlize the worst isn't that terrible.

And ask yourself too: what happens if | DON'T try? That IS terrible:
staying forever with the doubt of what could have been.

Fear of failure kills more dreams than failure itsaelf. Burn that in.
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Steve Jobs: fired from his own company

Steve Jobs founded Apple. And in 1985, the board of HIS own company
fired him.

Imagine that. Building something from zero and getting kicked out of
your own house.

Anyone would have sunk. Jobs didn't. He used that hit as a reset. He
founded another company, NeXT, and bought a small animation studio
called Pixar. Years later, Apple caled him back. He returned with a
renewed vision and turned Apple into one of the biggest companies on
the planet.

Getting fired wasn't the end of Jobs. It was the chapter that prepared
him for the next level.

Have you been fired? Have they told you you're no good? Welcome to
the club of the greats. What mattersisn't the hit. It's what you do after the
hit.

Walt Disney: " no imagination"

Before he was Walt Disney, he was an employee fired from a newspaper
for "lack of imagination and creativity." Read it again: the creator of
Mickey Mouse got fired for having no imagination.

Then he founded his first animation company. It went bankrupt. He
was left in ruins.

But every failure sharpened him. He learned, adjusted, kept drawing.
And he ended up building an empire that changed world entertainment.

If they've told you that you have no talent, that you're no good at
something, remember Disney. Other peopl€e's opinion of you is not your
destiny. It's just their opinion.
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J.K. Rowling: reected over and over

J.K. Rowling wrote Harry Potter as a single mother, living in poverty, in
coffee shops, while her baby dept. Twelve publishers told her no.
Twelve.

Most would have filed the manuscript in a drawer. She kept going. A
small publisher finally said yes. Today she's one of the most successful
writersin history.

How many times have they told you no? Three? Five? Rowling took
twelve. "No" number thirteen could be your yes. But only if you keep
knocking on doors.

Elon Musk: threerockets exploded

Elon Musk founded SpaceX to take rockets to space. The first three
launches exploded. Three failures in a row. The money was running out.
The company was on the edge of bankruptcy.

He had enough left for one more try. Just one.

The fourth rocket launched fine. And that success changed the
aerospace industry forever.

Sometimes your fourth try is the one that changes everything. But
you'll never know if you quit on the third.

Oprah: "not fit for television”

Oprah Winfrey grew up in poverty, suffered abuse asagirl, and got fired
from her first job as a reporter because they considered her "unfit for
television.”

Today she's one of the most influential women in the world.

She used every criticism as fuel. Every "you're no good" she turned
into "watch me now."
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Jack Ma: rgected 30 times

Jack Ma, the founder of Alibaba, applied to more than 30 jobs and got
rejected from all of them. They even rejected him at McDonald's. They
rejected him from college three times.

Thirty rejections. And he kept going. Until he founded one of the
biggest companiesin China.

If you've got five rgjections and you aready want to throw in the
towel, go back and read that paragraph.

Failurein real life: work, family, money
Enough celebrities. Let's talk about you.

Because failure doesn't just happen in Silicon Valley. It happens on
the job site, at home, in the bank account.

At work: You quoted a remodeling job and miscalculated. Materials
came out more expensive, the hours stretched, and you ended up losing
money instead of making it. It hurts. But now you know: next time you
measure twice, you ask for the deposit up front, and you put everything in
writing. That lesson is going to save you thousands of dollars in the
future. The lost job was expensive. The lesson was cheap.

With money: You got a credit card, you got into debt, the interest ate
you alive. Or you invested in something a cousin recommended and you
lost. The mistake wasn't the lost money. The mistake would be not
learning: now you know that before signing anything, you read, you ask,
and you understand. Now you know expensive debt is atrap.

With family: You yelled at home because of work stress. Or you
promised to be at your son's game and didn't make it because you stayed
late. That hurts more than losing money. But family failure teachestoo: it
teaches you that work can wait, but your kids grow up only once. My
family is my ultimate why, what gets me up every morning. If | lose sight
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of that, nothing else is worth anything.

In business: You opened your little business, you put your savings
into it, and at six months you had to close. That doesn't make you a
failure. It makes you someone who already knows what 90% of people
don't know: how you open a business, what it feels like, where the
mistakes are. The second time you don't start from zero. You start with
experience.

| know a man who lost his first work truck because he didn't separate
the business finances from the personal ones. He spent from the same
account for everything. When the truck needed a big repair, there was
nothing saved. He lost it. Today he has three trucks, and each one hasits
own account and its own emergency fund. The first truck wasn't aloss. It
was his education tuition.

Let me be honest with you: I've invested thousands of dollars in
trainings and courses over the years. And not all of them paid off the next
day. There were expensive coursesthat at the time felt like money thrown
away: I'd leave the training motivated, two weeks would pass, and
everything was still the same. That hurts, because it wasn't money | had
to spare.

It all started in 2018, when | went to my first business and personal
development seminar: a Rich Dad seminar, by Robert Kiyosaki, right
here in Northern Virginia. That was my door into the world of financial
education and the success mindset — and since then | haven't stopped
investing in my head.

After that seminar came more: trading seminars, online and in-person
trainings, and a mountain of books. Those were yearsinvesting in myself.
| studied the greats — how they did it, what their moves were — and
with what | learned | built my own system. Everything | build today
comes from there: | learned from the best, | figured out how they did it,
and | put together my own.
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I'll give you names. T.D. Jakes, Les Brown — all the big ones in the
industry. I'd listen to them, follow them online, and take the best from
each one. And books like "Think and Grow Rich," by Napoleon Hill,
marked me forever. | also followed Bobadilla, and many more. | didn't
invent the wheel: | learned how it turned, and then | built my own.

But here's the autopsy this chapter taught me: when | analyzed those
"failures’ camly, | discovered the problem wasn't the training, it was me.
| was collecting information instead of applying it. So | changed the rule:
from every training — expensive or cheap — | take ONE tool and | apply
it that same week. Just one. But applied for real.

Today | can tell you the puzzle is coming together: pieces | paid for
years ago are clicking into place now in my businesses and in this book.
The money that looked lost wasn't aloss: it was tuition. The lesson cost
me thousands, so I'm giving it to you free: don't pay to learn if you're not
going to pay the highest price, which is applying.

(Story reconstructed from verified facts — Fernando, correct me
where I'm wrong.)

The failure autopsy: how to analyze what went wrong

Here's the practical part. Because saying "learn from your failures' is
uselessif you don't know HOW.

When something goes wrong, ask yourself these five questions. Write
them down. On paper, not in your head:

1. What exactly happened? Describe the facts, no drama. Not
"everything went wrong." Be specific: "l quoted $3,000, materials cost
$2,200 and labor $1,500."

2. What part was my responsibility? Be honest. Without blaming the
client, the helper, luck. What did you do, or fail to do, that contributed?
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3. What part was NOT my fault? That matters too. Not everything is
your fault. Sometimes the client changed his mind mid-job. Sometimes it
rained for aweek. Recognize it so you don't punish yourself too much.

4. What am | going to do different next time? One concrete action.
Not "I'm going to be more careful." That doesn't work. Something like:
"I'm going to ask for a 50% deposit before starting” or "I'm going to
check the circuit with the multimeter before closing the wall."

5. What did | learn that serves me forever? The big lesson. The one
you take with you even if you change jobs, cities, businesses.

Do this every time something goes wrong and in a year you'll have a
wisdom manual written from your own experience. Nobody can take it
from you.

Normalize mistakes: big companies already do it

The most innovative companies in the world already figured this out.
They celebrate the learning that comes out of mistakes. They know that if
you punish every slip-up, people stop trying new things. And without
trying new things, there's no innovation.

Apply that to your life. Stop punishing yourself for every mistake.
Treat yourself like agood boss would treat you: "what did we learn? How
do wefix it? Let's move forward."

And if you have helpers, employees, or kids, teach them the same. The
one who's afraid of making mistakes doesnt grow. Create an
environment where making mistakes is allowed, but repeating the same
mistake isn't.

Vulnerability: the power of saying" | waswrong"

There's something almost nobody does that changes everything:
admitting the mistake out loud.
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"I waswrong. It was my fault. Here's how I'm going to fix it."

That doesn't make you weak. It makes you trustworthy. The client
respects the contractor who says "l screwed up, and I'm going to fix it at
no cost" more than the one who makes excuses. A wife respects the man
who says "sorry, | was wrong" more than the one who never admits
anything.

Vulnerability connects. When you share your failures with others, you
give them permission to be human too. And sometimes your story of
falling is exactly what someone el se needs to hear to get up.

L earn from other people' sfailures. cheap wisdom

There's a way to learn from failures without paying full price: learning
from other people'sfailures.

Every mistake someone else made is afreelesson for you, if your eyes
are open. The contractor who went broke for not collecting deposits
teaches you without you losing a dollar. The friend who got into credit
card debt teaches you without you paying the interest. The coworker who
lost a good client by showing up late teaches you without you losing
yours.

That's why you ask. Talk to people who've walked more road than
you. Ask them: "what was your most expensive mistake?' Most will
gladly tell you, because people like their pain to serve for something.

Read biographies. Listen to those who already went through where
you're going. Every story of someone else's fall is a shortcut: it saves you
the hit and leaves you the lesson.

But careful: learning from someone else's mistake doesn't replace
trying it yourself. It prepares you, it doesn't exempt you. In the end, your
own falls are going to teach you things no book can give you.
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When to persist and when to let go: the difference few
under stand

Here's a truth almost nobody tells you: sometimes the wisest thing is
NOT to keep trying. Sometimes the wisest thing is to let go.

Insisting on something that doesn't work, the same way, over and
over, isn't perseverance. It's stubbornness. Edison didn't try the same light
bulb 10,000 times. he tried 10,000 DIFFERENT ways. That's the
difference.

How do you know whether to keep going or let go? Ask yourself these
guestions:

Am | learning something new with each try, or am | repeating the
same thing? If each try gives you new information, keep going. If you've
been doing exactly the same thing for months expecting a different resuilt,
stop. That's not perseverance, that's madness with good intentions.

Is the goal till worth it? Sometimes you started something for the
right reasons, but life changed. The business you wanted at 25 may not be
what you need at 35. Letting go of an old goal to chase a better one isn't
failing. It's maturing.

Is it costing me more than it can give me? If a project is taking your
health, your family, or your peace, and there are no signs of
improvement, letting go is intelligence, not cowardice. Your family is
your ultimate why: no business is worth more than that.

Letting go isn't quitting. Quitting is stopping fighting for your future.
Letting go is stopping fighting a lost battle to go win the war. The greats
know when to pivot: Jobs let go of Apple to build NeXT and Pixar, and
that brought him back stronger. Disney let go of his first bankrupt
company to start over with a better vision.

The rule is simple: never let go of the DREAM. But be willing to let
go of the PLAN when the plan doesn't work. The dream is fixed. The
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planisflexible.

Resilience: getting up faster every time

Resilience is a fancy word for something very simple: the ability to get
up.

It's not about not falling. You're going to fall. It's about how long it
takes you to get up. The first time it takes you a month. The second, a
week. The third, a day. Until the moment comes when you fal in the
morning and by the afternoon you're aready standing, with the plan
corrected.

How do you build resilience? With three things:

Take care of your body. Sounds obvious, but the one who sleeps
badly, eats badly, and doesn't move gives up faster. Y our physical energy
is the foundation of your mental strength. The worker who gets home
exhausted has no patience for family and no head for planning the future.
Resting isn't laziness: it's maintenance of your most important tool, which
isyou.

Take care of your circle. Surround yourself with people who lift you
up, not people who step on you when you're on the ground. If your
"friends’ mock your failures, you need other friends. Find the one who
aready went through what you're going through. A mentor, a fellow
tradesman, a group of people building something. Y ou don't get far alone.

Take care of your why. When you know WHY you're fighting, the
HOW can be endured. My family is my why. When a day goes wrong, |
think of them and | get up. Find your why and write it where you see it
every day: on the bathroom mirror, on the truck dashboard, on the phone
screen. Let it look you in the face when you want to throw in the towel.
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Failureaspart of theplan

| want you to change one idea at the root: failure is not the opposite of
success. It's part of success.

Think of a child learning to walk. He falls a hundred times. Does
anyone tell him "just quit, walking isn't your thing"? No. Everybody
understands that falling IS part of learning to walk.

Same with your life. Every fall is part of the learning. The only true
failure is stopping trying.

The road to success is never a straight line. It's a path with curves,
rocks, climbs, and dips. Every stumble makes you wiser. Every scar
makes you stronger. Every "no" brings you closer to the "yes."

Apply thisweek
Don't leave this chapter as theory. Thisweek, do these five things:

1. Do the autopsy on a recent failure. Grab paper and pencil. Pick
something that went wrong in the last few months: a job, a money
decision, an argument. Apply the five autopsy questions to it. Write it all
down. It'll take you 20 minutes and give you more clarity than months of
turning it over in your head.

2. Have an honest conversation. Call or sit down with someone you
owe an apology or an explanation for a mistake of yours: a client, your
partner, a business partner, a friend. Say: "l was wrong about this, and |
want to fix it." No excuses. Watch how the relationship changes.

3. Try something where you could fail. On purpose. Quote that big job
that scares you. Send that proposal. Talk to that person. Sign up for that
course. The goal isn't guaranteed success: the goal is training the muscle
of trying. If it goes wrong, you apply the autopsy. If it goes well, you
celebrate.
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4. Change one sentence in your inner dialogue. Spot one negative
sentence you repeat to yourself ("I'm no good with numbers," "things
always go wrong for me," "I'm too old for that") and rewrite it in growth
version ("I'm still learning numbers," "this time it went wrong, next time
will be different,” "it's never too late to start"). Repeat it every morning
this week.

5. Share a lesson with someone. Tell a friend, a son, a coworker
something you learned from one of your mistakes. Not to complain: to
teach. Turning your failure into a lesson for someone else is the highest
way to make use of it.

Chapter exercise

Grab a pencil. This isn't optional: writing by hand makes ideas stick.
Answer honestly. Nobody's going to read this but you.

1. What's been your biggest failure so far? Describe it with facts, no
drama.

2. What part of that failure was your responsibility? Be brutally
honest.

3. What did you learn from that experience that makes you stronger or
wiser today?
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4. What would you do different if you lived that situation again? Write
onhe concrete action.

5. What fear of failure is holding you back today? Name it: what is it
you don't dareto try?

6. What's the WORST that can happen if you try and fail? And what
happensif you never try?

7. Write your growth-mindset sentence: how are you going to talk to
yourself from today on when something goes wrong?
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8. Who is your "why"? For whom or for what do you get up every
timeyou fal?

Failure doesn't define you. It shapes you. Every fall you analyze,
every mistake you admit, every time you get up turns you into a stronger
version of yourself.

Look back at your life and count how many times you thought you
weren't going to make it out of one. And here you are. Reading this book.
Wanting more. That's already proof of your resilience.

Don't be afraid of failing. Be afraid of not trying.

See you in the next chapter. Keep walking the path.

Home exercise: persist or let go

This chapter taught you the difference few understand: adapting is not
quitting. Now use it on something real. Name ONE thing you've been
pushing for months that isn't working — the plan you're not sure about
anymore:

The thing I'm stuck on:

Run it through the three questions from this chapter:

1. Am | learning something new with each try, or am | repeating the
same thing?

(If each try gives you new information, keep going. If you've done
exactly the same thing for months expecting a different result, stop.)
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My honest answer:

2. Isthe goal still worth it? (Life changes. Letting go of an old goal to
chase a better one isn't failing — it's maturing.)

My honest answer:

3. Isit costing me more than it can give me? (Health, family, peace —
your family isyour ultimate why; no business is worth more than that.)

My honest answer:

My decision (circle one): KEEP GOING - ADJUST THE PLAN -
LETIT GO

Remember the rule: never let go of the DREAM. Be willing to let go
of the PLAN when the plan doesn't work. The dream isfixed. The planis
flexible.

My one next action based on this  decision:

Chapter 6 - Building a Support Networ k

Nobody wins alone. Nobody.
Read it again: nobody wins alone.

You can be the best worker on the site. You can be the fastest
electrician, the finest painter, the one who never misses and never
complains. You can have the talent, the discipline, and the drive.

But if you don't have people by your side — people who push you,
teach you, open doors for you, and hold you up when you fall — your
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road will be ten times harder and ten times slower.
On this journey nobody is an island.

A lot of people believe successis an individual race. That the one who
gets to the top did it because he was special, because he alone put in the
effort. That's a lie. Behind every person who achieves something big
there's a network: someone who taught him, someone who gave him his
first opportunity, someone who told him "I've got your back,” someone
who warned him before he made an expensive mistake.

Y our connections are capital. That ssimple.

You aready know what capital is: it's what lets you build. With
money you buy materials and tools. With your contacts you get what
money can't buy: the right advice at the right moment, the call that
recommends you for the big job, the warning not to sign that contract, the
hand that lifts you when the business falls.

Every rea relationship you build is a bridge to a place you couldn't
reach alone. And every bridge you cross leaves you stronger, wiser, and
better connected for the next one.

But careful. Here I'm not talking about piling up contacts like
someone collecting cards.

Building a support network isn't handing out your number at every
event or having five hundred "friends' on the phone who never answer
you. That's not a network. That's alist.

A real network is built with intention. With authenticity. And with a
rule that never fails: first you give, then you receive.

Let's talk about this straight, no sugarcoating, the way things get
talked about on the job site.
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Your social capital: thetool that doesn't fit in the box

A worker understands tools. Y ou know that without the right tool, the job
gets complicated. With the right tool, the hard becomes easy.

Your network of contacts is the invisible tool. It doesn't weigh
anything, it doesn't rust, it doesn't get lost — but it opens doors no other
tool opens.

Think of it this way: knowledge gets you the job. Relationships get
you the better jobs. Knowledge puts you to work. Relationships put you
on the path to growth.

| know a man who was excellent at his trade. He worked hard, he
delivered, he charged cheap. Hed been at the same thing for years,
earning the same, with the same clients. One day, at work, he helped an
inspector with a problem that wasn't his responsibility. Without asking
for anything in return. That inspector started recommending him. Then an
architect recommended him. Then abig contractor. Three years | ater, that
man no longer looked for work: work looked for him.

His talent didn't change. His network changed. (Illustrative composite
— atypical story, not a specific person.)

The quality of your connections determines the quality of your
opportunities. A man with a solid, diverse network has access to
knowledge, advice, referrals, and doors that multiply his potential. It's not
luck. It's construction.

And building that network isn't a matter of luck or born charisma. It's
askill. And like every skill, it's learned and trained.

Thefive kinds of people you need in your life

Not all the people in your network serve the same function. You need
five types. Review them and ask yourself: who do | have, and who am |
missing?
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1. The mentor. It's someone who aready walked the road you want to
walk. He doesn't have to be famous or rich. He can be the contractor who
started as a helper and today has his own company. The mentor saves you
years. One piece of his advice — "don't sign that," "collect for materials
up front," "that client doesn't pay" — saves you from mistakes that cost
thousands of dollars and months of setbacks. A good mentor can speed
up your development by whole years, because he hands you experience
that cost him hitsto learn.

2. The peer. It's someone at your same level, fighting your same fight.
Another worker who also wants more. With the peer you share what you
learn, you vent without shame, and you push each other. When one
falters, the other lifts him. Peers are the daily fuel.

3. The apprentice. Yes: you need someone Y OU teach. It can be the
new helper, the nephew who wants to learn the trade, the neighbor who
asks you how you did something. Teaching forces you to organize what
you know, gives you clarity, and reminds you where you came from.
Besides, the one who teaches from the heart always ends up learning
more. And you never know: today's apprentice can be your partner or
your best contact tomorrow.

4. The connector. It's that person who knows everybody. The one who
at every gathering introduces you to three people. The one who hears
what you need and says. "l know someone who can help you."
Connectors multiply your network without you doing the one-by-one
effort. Take care of your connectors like gold, and pay them back in the
same coin: connect them too.

5. Your inner circle. Your family, your two or three true friends. The
ones who know you without a mask. The ones who tell you the truth even
when it hurts. The ones who are there when the money runs out and the
phone stops ringing. Thisis your foundation. Without a solid foundation,
everything else wobbles.
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Look at your life today. Write the names. Do you have al five kinds?
Most people have the inner circle and the peers, but they're missing the
mentor and the connector. This chapter exists so you go out and find
them.

First you give, then you receive
Here's the golden rule of support networks. Burn it in:

The best relationships aren't built from "what do you give me?' but
from "what can | give you?'

People smell self-interest from miles away. When someone comes up
to you only because they want something — afavor, a contact, ajob — it
shows. And the door closes.

But when you arrive with a genuine desire to contribute, the doors
open on their own.

Giving doesn't mean giving away your work or letting people take
advantage of you. Giving means. being willing to help, sharing what you
know, making an introduction between two people who can benefit,
giving honest advice, celebrating an achievement, showing up in a hard
moment. Without calculating "and what do | get?"

Let me give you a concrete example. You arrive at a new job. There's
a coworker who's been there for years and knows all the tricks of the
place. Most new people arrive asking: "teach me this, help me with that."
You arrive different: you help him carry, you hand him the tool before he
asks for it, you ask about his family, you tell him "thanks for yesterday's
advice, it helped me." In two weeks that man is teaching you things that
take others two years to learn. Why? Because you gave first.

Thisworks at every level. Want to get close to a big contractor? Don't
ask him for work on day one. Offer him something: a lead, a referral,
help with something small. Want a mentor? Don't ask for an hour of his
time right away. Show him you applied something he said, or share
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something useful with him. The one who gives first aways wins later.
Always.

And there's something deeper: giving changes you. It turns you into a
valuable person, not a needy person. And people want to be near valuable
people.

Quality over quantity: don't collect cards

Let's destroy a myth: having a lot of contacts is useless if none of them
really know you.

Rea networking isn't handing out cards at an event or adding people
on social mediato pump up the number. That's noise. A real network isa
handful of deep relationships, built on trust, mutual respect, and the
willingness to contribute to each other's growth.

Prefer ten real relationships over a hundred shallow ones. Ten people
who answer your call, who recommend you with their eyes closed, who
warn you of a danger, are worth more than a thousand contacts who
barely remember your face.

How do you build depth? With time, with consistency, and with truth.

Trust isn't asked for: it's earned. It's earned by keeping what you
promise, even if it's something small. It's earned by showing up on time.
It's earned by doing the job well when nobody's watching. It's earned by
being honest when it would be easier to lie. Every time you deliver, you
lay abrick on the bridge. Every time you fail, you take two off.

And authenticity can't be faked. Don't try to impress. Don't invent
achievements. Don't pretend to be someone you're not. People connect
with real people, not with characters. Show genuine interest in the other
person: their projects, their challenges, their aspirations. Ask and truly
listen. That's rarer — and more valuable — than you think.
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Remember: every contact is a seed. You decide whether to water it
with authenticity and generosity, or let it dry out. The richness of your
network will be exactly proportional to the care you put into it.

L ook for people different from you

Here's where almost everybody makes a mistake: they only hang out with
people just like them. Same trade, same neighborhood, same story, same
opinions.

That's comfortable. And it's atrap.

If everyonein your circle thinks just like you, nobody's going to teach
you anything new. You're going to hear the same ideas, the same limits,
the same excuses. To grow you need different perspectives.

Actively look for people from other trades, other generations, other
backgrounds. The plumber learns from the electrician. The young man
learns from the veteran, and the veteran learns from the young man who
handles technology. The one born here teaches you how the system
works; the one who arrived from outside teaches you hunger and
creativity.

Every different connection expands how you see the world. It exposes
you to ideas that would never have occurred to you. It shows you
opportunities that don't even exist in your usual circle.

Let me give you a case. A construction worker only hung out with
job-site people. One day, by chance, he struck up a conversation with the
owner of a small materials store. That man taught him how supplier
credit worked, how to negotiate volume prices, how a business was run
from behind the counter. Two years later, that worker opened his own
company and hisfirst supplier — with credit and good prices — was that
storekeeper. That door didn't exist in his previous world.

Get out of your bubble. On purpose. Every month, have a red
conversation with someone outside your usual circle. Your network —
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and your mind — are going to expand.

L et go of whoever subtracts from you

This part hurts, but it hasto be said.

Just as you need to surround yourself with the right people, you need
to let go of the ones who subtract from you. And this isn't cruelty: it's
survival.

There are people who only look for you to complain. People who
mock you when you say you want more. "Who do you think you are
now?', "that's not for people like us', "better stay quiet." People who
invite you to waste time, money, and focus. People who silently celebrate
your failures.

Hear me well: you don't have to fight anybody. Y ou don't have to cut
anyone off suddenly or make drama. But you do have to take distance.
Less time with them, less ear for their opinions, less space in your week.

Your energy is limited. Every hour you spend with someone who
subtracts from you is an hour you don't spend building with someone
who adds to you.

And don' feel guilty. Growing isn't betraying anyone. The one who
truly loves you celebrates your growth, even if he doesn't understand it.
The one who gets bothered by your growth was never your support: he
was your anchor.

Surround yourself with people who talk about ideas, plans, the future.
People who, when you tell them a dream, ask you "how are you going to
do it?" instead of telling you "that's impossible." Your environment
shapes you more than you think. Choose your environment on purpose.

"I don't know anybody important.” That sentence ran through my head
more times than | want to admit. | had no pull, no contacts, no
businessman uncle to open doors for me. What | did have was hunger to
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learn, and that was enough to get me mentors.

My first mentors didn't know my name. In 2014 | got into the Fairfax
County workshops:. electrical, plumbing, HVAC, drywall and painting,
locks. They were workshops, not licenses — let that be clear — but every
instructor who stood up front was a mentor who talked to me for hoursin
exchange for my attention. I'd sit in the front row, ask what others didn't
dareto ask, and walk out with my hands full of notes.

Then came the trainings | invested thousands of dollars in: more
mentors who didn't know me, but whose lessons | applied as if they'd
given them to me privately. That's the truth this chapter wants to burn
into you: the mentor doesn't have to have coffee with you. He has to
know something you need, and you have to be willing to learn it. Money
helps, but the humility to sit in the front row costs nothing.

(Story reconstructed from verified facts — Fernando, correct me
where I'm wrong.)

How to get a mentor even with no money and no pull
"I don't know anybody important." "Wha's going to want to teach me?"
If that runs through your head, keep reading, because thisisfor you.

First: a mentor doesn't have to be a millionaire or a celebrity. He has
to be someone who's two or three steps ahead of you in what you want to
achieve. If you want your own construction company, your ideal mentor
is the contractor who aready has one, even if it's small. If you want to
handle your money better, it's the coworker who always has his books in
order.

Second: you don't buy mentors. Y ou earn them.

Nobody with experience hands their time to someone who only wants
to receive. But amost everyone is willing to help someone who shows
real hunger. How do you show it?
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Step one: identify. Look around a work, at church, in the
neighborhood, at trade events. Who has what you want? Who lives like
you want to live? Make alist of two or three names.

Step two: approach giving, not asking. Don't show up with "will you
teach me?' Show up with respect and something to offer: help,
punctuality, good attitude, genuine interest. Ask about his story. People
like telling how they made it, and in telling it he's teaching you for free.

Step three: apply what he tells you and tell him about it. This is the
secret almost nobody uses. If a mentor gives you advice and you apply it,
and then you come back and tell him "I did what you told me and it
worked," you just earned his respect forever. Mentorsinvest in those who
execute, not in those who only listen.

Step four: be consistent without being a pest. A message now and
then. One specific question, not twenty. Respect his time like it's gold,
becauseitis.

Let me tell you something | see a lot: the helper who arrives early,
who asks with humility, who does his part well, and who now and then
tells the master "can you teach me how you did that?' That helper,
without asking for it, ends up with three mentors on top of him teaching
him everything. Why? Because his attitude makes him worthy. Humility
with hunger opens more doors than money.

And if today you don't have access to an in-person mentor, use it
digitally: follow people who teach your trade on video, study how they
work, apply what they show. It's not the same as a flesh-and-blood
mentor, but it's a start that already puts you ahead of the one who does
nothing.

The right mentor can save you years of mistakes. Years. That's
priceless.
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Theart of connecting: what to say and how to stay in
touch

A lot of people don't network because they're embarrassed. Their voice
shakes, they don't know what to say, they feel like they're bothering. If
that's you, thisis going to help.

To start a conversation, you don't need a speech. You need three
things: a greeting, a genuine question, and ears.

- "How long have you been in thistrade?" - "What's the hardest part of
your job?" - "How did you get started in this?"

Simple questions. People love talking about their story. And while
they talk, you learn.

Active listening means listening to understand, not to reply. Don't
interrupt. Don't look at the phone. Ask follow-up questions: "and then
what happened?’, "how did you solve it?" The one who truly listens
becomes unforgettable, because amost nobody doesiit.

Body language: look people in the eye, smile, open posture. Y ou don't
have to be the chattiest person in the room. You have to be the most
present.

After the first contact comes the most important part: follow-up. This
is where ninety percent of relationships die. They meet someone,
exchange numbers, and never speak again.

Don't be that guy. Follow up within 48 hours: one short message.
"Great meeting you yesterday. What you told me about [topic] stuck with
me. Thanks." Short. Genuine. That puts you in the five percent who do
follow up, and that five percent gets all the opportunities.

And then, keep the flame alive. Y ou don't need to talk every day. You
need to be consistent:
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- Celebrate wins. Did he open his business? Did his son graduate? A
congratul ations message is worth gold. - Remember details. If hetold you
his mom was sick, ask him how she's doing. That doesn't get forgotten. -
Share useful things. Did you see a video, a course, an opportunity that
helps him? Send it to him. "I thought of you when | saw this." Five
seconds for you, a world for him. - Show up in hard moments. When
someone loses ajob or goes through a rough time, most peopl e disappear.
If you show up, that relationship becomes steel. - Offer help without
being asked, when you see the need.

Relationships are like plants: it's not enough to plant them. Y ou have
to water them. A little, but often.

Technology: useit asa bridge, not asthe destination

Digital tools changed the game. Today you can connect with someone
across the country, learn from experts for free, join communities of your
trade, show your work and have clients find you. All from the phone.

Useit. Build your professional profile. Share what you know: a photo
of awell-finished job, a short tip, a before-and-after. Join groups of your
trade. Comment with respect and with value, not just "nice work." Digital
consistency builds reputation too.

But don't forget: technology is the means, not the end. A text message
doesn't replace a coffee. A "like" doesn't replace acall. Use digital to start
and maintain, but build the deep stuff in person whenever you can.

And one warning: don't use socia media to show off or to fight.
Everything you post speaks about you. Let your digital presence say:
"this is a serious, hardworking, trustworthy man." That's networking too,
even if it doesn't look likeit.

Your family: the network you already have

Before going out to look outside, look inside.
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Y our family is your first support network and the most important one.
They're the ones who know you without a mask, the ones who are there
when everything falls apart, the ones who believe in you even when you
doubt yourself.

Don't neglect them chasing success. What's the use of building an
empire of contacts if at home they don't know you anymore? Success
without family to share it with is an empty triumph.

Invest in your home like you invest in your business. quality time, rea
presence (not body present and mind on the phone), words of
encouragement, and example. Your kids learn more from what they see
than from what you tell them. If they see you building healthy
relationships, working honestly, and treating people well, you're passing
down the best network: your example.

And when things get hard — because they're going to get hard — your
family isthe refuge. Take care of them first. Everything else gets built on
that foundation.

My family is my ultimate why. Everything | build, | build thinking of
them. When my why is clear, the how becomes easier to find. And the
right people arrive when your purpose is clear, because people join
someone who knows where he's going.

Apply thisweek

Theory without action is useless. Here are five concrete actions. Do them
in the next seven days. Not next week. This one.

1. Make your network map. Take a sheet and write the names of the
key people in your life today. Label them: who's a mentor, peer,
apprentice, connector, inner circle? Identify which kind you're missing.
That's your mission this month: find it.

2. Follow up with three contacts. Think of three people you met and
never spoke to again: a former coworker, someone from an event, an old
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client. Send them a short message this week. Without asking for
anything. Just reconnecting: "Hey, | thought of you. How's everything
going?' Three messages. Takes you ten minutes.

3. Help someone without being asked. Find a real opportunity:
introduce two people who can benefit, share a useful tip, lend a coworker
a hand with something. Do it expecting nothing in return. Write down
what you did and how you felt after.

4. Have one conversation outside your bubble. Talk for real — not in
passing — with someone outside your usual circle: another trade, another
generation, another background. Ask about their story and listen. One
conversation. Fifteen minutes. It'll open your head.

5. ldentify your potential mentor. Write the name of one person who's
where you want to be. This week, approach: a respectful greeting, a
genuine question, a show of good attitude. Don't ask him for anything
yet. Just make yourself visible the right way: with humility and with
hunger.

Five actions. Seven days. If you do them al, your network already
started growing. If you do even one, you're already ahead of the one who
just read the chapter and did nothing.

Chapter exercise

Grab pencil and paper — or write right here. Answer honestly. Nobody's
going to read this but you, so don't lie to yourself.

1. The five kinds of people. Write at least one name for each kind. If
oneisleft empty, write that down too: that's your work area.

- My mentor (or who could be one):

- My peers

(who fight my same fight):
- My

apprentice (who teach):
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- My

connectors (who know everybody):
- My inner
circle (family and true friends):

2. Which kind are you missing, and what are you going to do to find
it?

3. Think of the last time someone helped you without being asked.
Who was it? What did they do? How can you return that gesture to
someone el se this week?

4. |s there someone in your life who subtracts more than they add?
Without writing their name if you don't want to — describe them
honestly. What healthy distance can you take this week?

5. Write three concrete ways you can GIVE value to your network this
week (help, advice, introduction, support). Be specific: to whom, and
what?

1

112



6. Your commitment. Complete this sentence and sign it with today's
date:

"This week I'm going to strengthen my network by
and I'm going to

follow up on

Signature; Date:

Remember: every contact is a seed of potential. Y our ability to grow it
with authenticity, respect, and generosity will determine the richness of
your support network.

Nobody wins alone. Go out and build your people. And when you get
there, bring others with you.

Chapter 7 - Staying Motivated

Motivation isthe fuel that starts the engine. But hear me well: no car goes
far on asingle full tank.

You started with fire. | know that. We all start with fire. The first day
of a new business, the first day of a diet, the first day you say "this year
yes." You leave the house feeling invincible. But what happens on day
thirty? Day ninety? The gray Tuesday, with rain, when work is heavy, the
bank account is thin, and nobody's applauding you?

When | arrived in the United States, the church remained my anchor:
Getsemani, with Pastor Gerson Zelaya. Let me tell you something I've
learned over the years. motivation runs out, but faith is renewed.
Motivation is a fuel tank; faith is the well. That's why I'm still standing
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after every blow — because what holds me up doesn't depend on how |
feel on aMonday morning.

That's where it's decided who makes it and who stays behind.

This chapter isn't for the day you're motivated. This chapter is for the
days you're NOT motivated. Because those days are coming. | guarantee
it. And if your plan depends on "fedling like it," you already lost before
you started.

Motivation isn't a permanent state. It's a muscle. And muscles don't
stay strong by thinking about them: they stay strong with constant
training, day after day, even when you don't fed like it.

Theuncomfortable truth: motivation runs out

I'm going to tell you something almost nobody tells you: motivation is
treacherous. It comes when it wants and leaves when it wants.

Monday you're inspired because you watched a video. By Wednesday
it'sgone. By Friday you don't even remember why you started.

That's not your weakness. That's human. The difference between the
one who achieves and the one who quits isn't who feels more motivation.
It's who acts even when he doesn't fed it.

Think of it like a campfire: if you light it and walk away, it goes out.
Y ou have to come back, throw on wood, blow air on it. Motivation works
the same: it needs daily maintenance.

Motivation startsyou, discipline carriesyou

Here's the formulathat changed my life:

Motivation is what gets you out of bed on day one. Discipline is what
gets you up on day four hundred.
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Motivation is emotion. And emotions change. Discipline is decision.
And decisions get kept.

Let me give you an example. | know a man who works construction.
He got up at five in the morning, rain or snow, cold or heat. | asked him
one day: "Do you aways fedl like it?' He laughed. He told me: "I almost
never feel likeit. But | have a commitment.”

See the difference? He didn't wait to feel likeit. He had decided ahead
of time. The decision gets made once, in a moment of clarity. Discipline
is honoring that decision every day, especially on gray days.

This doesn't mean rigidity or punishing yourself. Discipline is
conscious commitment: "I said | was going to do this, and my word is
worth something."

Y our word to yourself is the most important word you have.

Build the system, don't depend on the mood
Winners don't depend on how they feel. They depend on systems.

A system is a routine so simple you can do it half aseep: the road
aready laid out for your feet to follow without thinking.

For example: if your goal isto save money, the system isn't "I'm going
to try to spend less." That's awish. The system is. "every Friday, when |
get paid, | transfer a hundred dollars to the savings account before
spending a single cent." Automatic. No debate. No waiting to feel like
saving.

If your goal is to learn something new, the system isn't "I'm going to
study when | have time." Time never shows up onits own. The systemis:
"from eight to eight-thirty at night, after dinner, | study. Period.”

The system removes the decision from the moment. And when you
remove the decision from the moment, lack of desire can't stop you
anymore. Because you don't need desire. Y ou need to follow the system.
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Ask yourself today: in what area of your life are you depending on
mood instead of a system? Write it down. That's your first repair.

The power of small habits

People overestimate what they can do in amonth and underestimate what
they can do in ayear with small habits.

You don't need to change your life all at once. You need to change
one small thing and repeat it until it's automatic.

A habit is something you do without fighting yourself. Brushing your
teeth is a habit: you don't need motivation to do it. That's how your
growth actions should be.

Start ridiculously small. So small it'simpossible to fail:

- Want to read? Read five pages a day. Not fifty. Five. - Want to
exercise? Do ten minutes. Not an hour. Ten. - Want to save? Put away
twenty dollars a week. Not two hundred. Twenty. - Want to learn
English? Study fifteen minutes aday. Not two hours. Fifteen.

"That's too little," you'll say. Exactly. That's why it works. Because
you're going to do it. And what gets done every day, even if it's little,
beats what gets done once a month even if it'salot.

After thirty days, five pages become ten without effort. First you build
the habit; then the habit builds you.

Break the mountain into stones

One of the biggest reasons people lose motivation is that they look at the
complete goal and get scared.

"I want my own business." That sounds enormous. Impossible. And
when something feels impossible, the brain shuts down. Why start if I'm
not going to make it?
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But look: nobody climbs a mountain in one jump. Y ou climb it step by
step. Your job isn't to climb the mountain today. It's to take today's step.

Break your big goal into small goals, so small each one can be donein
aweek or less:

- Big goal: "Open my electrical business." - Stone 1: "This week |
research what license | need." - Stone 2: "Next week | call to ask about
the requirements." - Stone 3: "The week after | gather the documents.”

Every stone you move gives you awin, and every win gives you fuel
for the next one. That's how you climb: stone by stone.

When the final goal feels overwhelming, short stages give you back
control. You're no longer "far from the goal": you're "one stone away
from the next win."

Celebrate the small wins (serioudly)

Let metell you something that changed how | work.

I'm one of those who always look ahead. | finish something and I'm
already thinking about the next thing. | never stopped to celebrate. |
thought celebrating was wasting time.

| was wrong.

Celebrating intermediate wins isn't self-indulgence: it's strategy.
When you recognize your progress, your brain releases dopamine and
serotonin, and that makes you want to keep going. It's a cycle: action,
win, celebration, more action.

If you ignore your wins, your brain learns that effort brings no reward.
And abrain that sees no reward stops trying. That ssimple.

Don't wait for the big achievement to feel proud.
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- Did you save your first five hundred dollars? Celebrate it. Tell your
wife. Give yourself that small treat you promised yourself. - Did you
finish your first course? Celebrate it. Take the afternoon off. - Did you
land your first client for your business? Celebrate it like it were a
hundred. Because the first oneis the hardest.

Keep awins journal. Every night, write three things you did well that
day, no matter how small. "l arrived early." "I saved twenty dollars." "I
studied my fifteen minutes." " didn't quit.”

On bad days, open that journal. There's the proof that you ARE
moving forward.

And share your wins with people who love you. Not to brag: positive
feedback multiplies motivation.

But careful: celebrate without losing course. The traveler stopsto rest,
to drink water, to look at how far he's walked. But he doesn't stay to live
in the resting place. Celebrate the step and keep climbing the staircase.
The summit is still the summit.

L ook at yourself in the mirror every week: self-reflection

There's a tool almost nobody uses that's worth gold: sitting down with
yourself to review how you're doing.

I'm not talking about punishing yourself. I'm talking about looking
with honesty. Once aweek, fifteen minutes, ask yourself:

- What did | do well this week? - Where did | fail, and why? - What
am | going to adjust next week?

That's it. Fifteen minutes. But those fifteen minutes save you months
of going in the wrong direction.

Most people live on autopilot: they work, arrive tired, fall aseep,
repeat. They never stop to ask if the road is the one they want. Don't be
that person. The one who reviews himself corrects himself. The one who
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corrects himself moves forward.

Let me give you a concrete example. A worker wants to stop living
paycheck to paycheck, sets out to save, and in three weeks he hasn't
saved anything. Without self-reflection, he tells himself "I'm no good at
saving" and quits. With self-reflection, he discovers. "l spend on eating
out every day." He cooks at home, problem solved, goal alive.

Self-reflection turns failures into information. And information is
power.

Surround your self well: your circleliftsyou or sinksyou

Listen to this carefully, because it's one of the most important things in
the chapter:

Y ou are the average of the five people you spend the most time with.

If you surround yourself with people who complain, who quit, who
mock your dreams, your motivation is going to die. No matter how strong
you are. The environment always winsin the long run.

If you surround yourself with people who work, who grow, who push
you, your motivation multiplies. They lift you on the days you can't.

This is hard to hear, but necessary: there are friendships costing you
your future. The buddy who every Friday tells you "drop that, come have
adrink," the relative who laughs when you talk about your business, the
group where everybody talks about how bad everything is and nobody
does anything. Those people aren't bad. But they're not going where
you're going.

You don't have to fight anybody. Just choose where you put your
time: less with those who pull you down, more with those who pull you

up.

And if you don't know anyone like that? Find them: workshops,
courses, trade events, groups of people building something.
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And most important; have at least one person you answer to. When
you know someone's going to ask you, you deliver more.

My family is my ultimate why. Everything | build is for them. When
I'm tired, | think of them and the strength shows up. Find your why and
put it in the center. For yourself alone sometimes it's not enough. For
them, it alwaysis.

Gray days are normal (and how to get out of them)

I'm going to be honest with you: there are going to be days when you
don't fed like doing anything. Days when you wonder why you started.
Days when everything goes wrong: the car breaks down, the client
doesn't pay, the boss yells at you, you get home exhausted.

That's not failure. That's life. And it's part of the process.

The mistake is believing that feeling unmotivated means something's
wrong with you. No: it means you're human and the road is real. Those
who quit aren't the ones who feel unmotivated; they're the ones who
believe feding it isasignal to quit.

When the gray day comes, do this:

First, don't make big decisions on abad day. Never quit your goal on a
rainy Tuesday at eleven at night. Big decisions get made on clear days,
not cloudy ones. Give yourself twenty-four hours. Almost always, the
next day, things look different.

Second, lower the demand but don't stop. The gray day isn't for
breaking records. It's for keeping the streak. Can't study an hour? Study
ten minutes. Can't do the full workout? Walk ten minutes. What matters
isn't the amount; it's not breaking the chain. A ten-minute day keeps the
habit alive. A zero day startskilling it.

Third, remember your why. Go back to the reason you started. The
why isthe anchor in the storm.
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Fourth, talk to someone. Don't stay alone with the discouragement. A
ten-minute conversation can change the whole day.

Resilience isn't not falling. It's getting up every time. Every time you
come out of agray day without quitting, you get stronger.

Visualize: program your mind for success

Your brain doesn't distinguish well between what you imagine strongly
and what you live. Professional athletes know it: before competing, they
visualize every move. And it works.

Do the same with your goals. Every day, spend five minutes picturing
your goal achieved. But not vaguely. With detail. With all five senses.

If your goal is having your own business, imagine: what does your
office or shop look like? What do you hear? The sound of your tools, the
phone ringing with clients? How do you feel at the end of the day
knowing it's yours? Who do you hug first to tell them?

If your goa is buying your house, picture the key in your hand. The
smell of new paint. Your kids running through the yard. Dinner at your
own table.

Feel the emotion asif it were already real. That emotion is pure fuel.
Program your brain to recognize the opportunities that bring you closer to
that picture. Because when your mind knows where it's going, your eyes
start seeing roads you didn't see before.

This isn't magic. It's focus. What you visualize with clarity and
emotion, your mind turnsinto a priority. And what is a priority gets acted
on.

| emigrated to this country leaving my family behind and started from
zero in Virginia. There were moments when the only thing | had was the
clear picture of the life | wanted to build. That picture held me up. Don't
underestimate the power of seeing your future before it exists.
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Demanding with your self, kind with your self

Here's a balance few achieve that changes everything.

On one hand, be demanding with your goals. Don't settle for less than
you know you can give. Set the bar high. The one who settles for little
receiveslittle.

On the other hand, be kind with yourself in the process. Y ou're going
to fail days. You're going to make mistakes. You're going to have bad
weeks. That doesn't make you afailure. It makes you alearner.

Destructive self-criticism sounds like this: "I'm a disaster, I'm never
going to achieve anything, why do | eventry."

Healthy self-demand sounds like this: "I failed today. Tomorrow | do
it better. My goal still stands.”

See the difference? One destroys you. The other corrects you and lifts
youl.

Treat yourself like you'd treat a good friend who's struggling. The
voice you tak to yourself with inside is the one you hear most in your
life. Let it be avoicethat lifts you, not one that sinks you.

Be tough on the standard and gentle with the person. The standard
isn't negotiable. But the person walking toward the standard — especially
when it's you — deserves respect and patience.

Review and renew your goals

Goals aren't made of stone. They're made of paper. They can be rewritten.

What motivated you two years ago may not move you today. And
that's fine. People grow, circumstances change, new opportunities appear.
An old goal that no longer inspires you isn't going to motivate you no
matter how much you repeat it.
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That'swhy, every three months, sit down to review your goals and ask
yourself:

- Does this goal still matter to me? - Does it still excite me? - Does it
need adjusting to my reality today?

Sometimes the answer is yes, and you renew it with more strength.
Sometimes it's no, and you change it without guilt. Changing a goal isn't
quitting. Quitting is keep chasing something you no longer want out of
pride.

Also renew how you look at your goals. If you've been chasing the
same thing for months and the spark went out, ask yourself if you can see
it from another angle. The same goal, told another way, can light you up

again.
Example: "I have to save for the house down payment” sounds like an

obligation. But "every dollar | saveisabrick in my kids house" sounds
like amission. Same goal. Different energy.

Feed your self stories and knowledge

Motivation also gets fed from the outside. Don't wait to fedl like it to look
for inspiration. Look for it like someone looks for food: because you need
it.

Read. Even if it's ten pages a day. Read biographies of people who

started from zero. Read books on growth, business, finance. Every book
is a conversation with someone who already walked the road.

Listen to podcasts while you drive or work. Those hours can become
your free university.

Go to workshops and events. One afternoon at a good workshop can
give you the idea or the push that changes your year.

And consume stories of overcoming. When you see someone who
started with less than you and got far, your brain registers: "if he could, |
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can.

Simple rule: for every hour of motivational content you consume,
dedicate at least five hours to action. Inspiration is the spark, not the
work.

Gratitude: the fuel nobody expects

Let me tell you about the most underestimated secret for staying
motivated: gratitude.

Sounds soft. Sounds like a greeting-card phrase. But it's a brutal tool.

When you're unmotivated, your mind focuses on what you're missing:
the money you don't have, the business that won't take off, the time that
doesn't stretch. That scarcity mindset drains you. It makes you feel like
you're losing.

Gratitude flips that. It forces you to look at what you ALREADY
have, what you ALREADY achieved, what you ALREADY moved
forward.

Do this exercise every morning, before grabbing the phone: say out
loud three things you're grateful for. Thirty seconds that change the lens
you look at the day through.

Look at your road honestly. If you're reading this book, you've already
moved forward more than most: most people don't even start. You
started. That deserves recognition. Thank the road, not just the
destination, and from that gratitude keep walking.

Real-life stories

Let me put this in scenarios you know, because theory without examples
is useless.

Money. A man earned well but lived day to day; in five years he
hadn't saved anything. He built a system: on payday, he'd separate afixed
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amount before spending. He started small, but every month he watched
the number grow, and that number was his celebration. In two years he
had his emergency fund; in four, his house down payment. He didn't win
the lottery. He stopped depending on desire and started depending on the
system.

Family. A mother who cleaned houses wanted to finish her GED. She
studied from nine to nine-thirty at night, when the kids slept. There were
nights she cried from exhaustion, but her kids saw her with the books and
started doing their homework without being told. She graduated and
taught them that dreams get worked on. Her motivation wasn't a diploma:
it was the example.

Business. An electrician — trained in his country, certificate in hand
— arrived in a new country where nobody knew his name. He started
with small jobs for acquaintances. He had no money for advertising, so
his advertising was his reputation: punctual, honest, good work. He
saved, he formalized, and over the years he built his own construction
company. The secret? He never stopped moving. In the good years and
the bad ones. With motivation and without motivation. Every day, one
action that brought the business closer to the goal.

That electrician could be you. In fact, in many ways, that story aready
started. The question is whether you're going to finish it.

Thefiregetstended every day

Motivation isn't a destination you arrive at. It's a fire you tend, like the
campfire at the start: you have to come back, throw on wood, protect it.
Y ou are the guardian of your own fire.

Y our daily maintenance routine can be this simple:

- Morning: three gratitudes and five minutes of visuaization. (10
minutes) - During the day: run your system, no negotiating with the
mood. - Night: write your three wins of the day in the journal. (5 minutes)
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- Sunday: fifteen minutes of weekly self-reflection. Review, adjust,
renew.

Twenty minutes a day plus fifteen on Sunday. That's al it costs to
keep thefire alive. Lesstime than you spend looking at the phone without
realizing.

And when the fire drops — because it's going to drop — don't panic.
It's normal. Go back to basics: your why, your system, your people, your
small wins. The fire can always be rekindled. The only thing that truly
killsit is quitting.

Don't quit. Adjust, rest if you need to, ask for help, change the
strategy. But don't quit.

You started this road for a reason. That reason is still aive. Keep it
alive too.

Apply thisweek

Nothing you read works if you don't apply it. So here are five concrete
actions. Do them in the next seven days. No excuses.

1. Write your why on a card. On a card or a piece of paper, write in
one or two sentences WHY you're fighting for your goals. Be specific:
names, the life you want, what you want to change. Put that card where
you see it every day: on the bathroom mirror, on the car visor, in your
wallet. When the gray day comes, read it.

2. Create a system, not a goal. Pick ONE goal and turn it into an
automatic system: scheduled transfer on payday, thirty minutes of study
with an alarm, workout clothes laid out the night before. Write it here:
My systemis

3. Start your wins journal. Buy a cheap notebook or use your phone
notes. Every night before bed, write three things you did well that day, no
matter how small. Do it seven nights in a row. At the end of the week,
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read it all. You're going to be surprised at how far you've come.

4. Pick your accountability person. Call or text today one trusted
person — your partner, a friend, a mentor — and tell them: "I'm working
on these goals and | want to report to you every week on how I'm doing.
Will you help me?' Schedule afixed day with them to check in. The first
conversation, this week.

5. Do your first self-reflection session. On Sunday, sit fifteen minutes
with your journal and answer: What did | do well this week? Where did |
fail, and why? What do | adjust next week? Put the date and time on your
calendar right now so you don't forget.

Five actions. Seven days. If you do them al, in one week you'll have
built more motivational structure than most people in ayear.

Chapter exercise

Take thirty minutes with a pencil. Answer honestly. Nobody's going to
read this but you, so don't lie to yourself.

1. What's your deepest why? For whom or for what are you willing to
keep going even on gray days? (Write it in detail: names, situations, the
life you want to build.)

2. Think of your most important goal today. What "small stones" can
you break it into? Write the next three stones, each doable in a week or
less.

Stone 1:

Stone 2:

Stone 3:

127



3. What system are you going to install so you don't depend on desire?
Describe the automatic action, the day, and the time.

My system:

Day and time:

4. Make alist of the five people you spend the most time with. Next to
each name, write whether they pull you up (1) or down (). What
adjustment are you going to make with your time?

1. (1 / 1) 2.
(r/1)3.
(r 1/ ) 4 (/1 1) b
(r71)

My adjustment:

5. Who will be your accountability person, and what day of the week
are you going to report to them?

Person: Day:

6. Describe your visualization: close your eyes and picture your goal
achieved. What do you see, what do you hear, what do you feel, who's
with you?

7. Write three things you're grateful for today.
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8. What was your last "small win" you didn't celebrate? How are you
going to celebrate it this week?

Win:

Celebration:

9. Think of your last gray day. What did you do? What will you do
different next time, using what you learned in this chapter?

10. Final commitment: write one sentence you're going to tell yourself
on the days without desire. Make it short, yours, and uplifting.

Save this exercise. Come back and read it in thirty days. | promise
you're going to see how far you walked. And when you see it, celebrate.
You earned it.

Chapter 8 - Effective Communication
Skills

There are people who work twice as hard as you and earn half.

They're not smarter. They're not stronger. They don't wake up earlier.
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They just know how to communicate.

Let me tell you a truth nobody tells you at work: your paycheck isn't
decided only by what you know how to do with your hands. It's decided
by what you know how to say with your mouth. A man who knows how
toinstall an electrical panel perfectly, but doesn't know how to explain to
the client why his work is worth what it costs, ends up giving his work
away. A man who knows so-so, but knows how to talk, ask, negotiate,
and listen, ends up charging more and landing more clients.

Communication isn't a luxury. It's not "something nice to have." It'sa
work tool, just like your drill. And like every tool, if you don't use it
right, it getsin your way.

This chapter is about that: how to talk straight, how to truly listen,
how to ask for what you deserve without fighting, and how to use your
words to build, not to destroy.

Your mouth isyour most expensive tool

Think about this. Everything you want in life — a better paycheck, a
client who recommends you, a family at peace, your own business —
passes through someone's mouth. Or through yours.

The boss who gives you the raise does it because you knew how to ask
for it. The client who hires you does it because you knew how to explain
the job to him. Y our wife understands you because you knew how to tell
her what you feel. Y our son respects you because you knew how to listen
to him.

And the other way around too. How many problems have you had
over something you said wrong? How many misunderstandings at work
over an order that wasn't clear? How many fights at home over something
that "wasn't what you meant to say"?

Most problems between people aren't money problems or work
problems. They're communication problems. Someone didn't say what he
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thought. Someone said something the wrong way. Someone didn't listen.

Here you're going to learn not to be that someone.

Assertiveness: saying what you think without fighting

The word is strange: assertiveness. Forget it if you want. Keep this:
talking straight, with respect, without fear and without attacking.

There are three ways to communicate. Only one works.

The passive. It's the one who says nothing. The boss piles on more
work and he's silent. The client haggles the price and he accepts. His wife
asks him what's wrong and he says "nothing." Inside he's boiling, but
outside he's smiling. Result: they use him, they step on him, and one day
he explodes over something stupid.

The aggressive. It's the one who yélls, insults, threatens. He wants to
impose himself by force. At work he yells at the helpers. At home he
yells at the kids. He thinks that's how you earn respect. Lie. That's how
you earn fear, and fear isn't respect. The day they can, people leave him.

The assertive. It's the exact point in the middle. He says what he
thinks. He says what he feels. He says what he needs. But he saysit with
respect, camly, looking people in the eye. He doesn't let himself get
stepped on, but he doesn't step on anyone either.

That's the one we're going to practice here.

Being assertive isn't being rude. It's not "telling it like it is' to hurt.
Being assertive is defending your rights without taking away the other's
rights. It's saying "I don't agree with this" without yelling. It's saying "no"
without guilt. It's saying "I need this' without begging. And it's also
knowing how to receive a "no" without falling apart: if you ask for
something and they tell you no, it's not the end of the world. Ask what
you'd need for it to be ayes, and keep going.
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Theres a phrase that's going to serve you your whole life: "I
understand your point, and | need you to understand mine." With that
phrase you can negotiate with a difficult client, calm an argument with
your partner, or stand firm in front of an unfair boss, without raising your
voice asingletime.

Look at the difference with areal-life example:

Y our bosstellsyou on aFriday at four in the afternoon: "I need you to
stay until eight to finish this."

Passive answer: "Okay." (And inside cursing, arriving late to dinner
with the family, with rage piling up.)

Aggressive answer: "Always the same thing! I'm not your slave!"
(And on Monday they're looking for your replacement.)

Assertive answer: "Boss, | understand it's urgent. | can't stay today
because | have a family commitment | can't move. I'll come in an hour
early tomorrow and finish it, or if you want, Monday first thing it's ready.
Which do you prefer?”

See? He didn't say no out of spite. He explained, he proposed
solutions, he left the decision in the boss's hands. That's assertiveness.
Firm and respectful.

Activelistening: the one who listens, wins
Here's the part almost nobody does: truly listening.

Hearing is easy. Y our ears work on their own. Listening is something
else. Listening is turning off your head for a moment and getting inside
the other person's head.

Most people don't listen. They wait their turn to talk. While the other
person talks, they're already thinking about what they're going to say
back, what advice they're going to give, how they're going to argue.
That's not listening. That's standing in line to talk.
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Truly listening is one of the most powerful skills there is. I'm telling
you serioudly: the one who knows how to listen, wins. He wins clients,
because the client feels understood. He wins employees, because the
worker feels respected. He wins at home, because the family fedls like
they matter.

How do you truly listen? With these practices:

Put the phone aside. If you're with someone and you look at the
phone, your message is clear: "what you're telling meisn't asimportant as
what's on this screen.” Nothing kills a conversation faster. When
someone talks to you, put the phone away. Look them in the eye.

Don't interrupt. Let them finish. Even if you think you already know
what they're going to say. Even if you have the perfect solution. Let them
finish. Interrupting says: "mine is more important than yours." Nobody
wants to talk to someone like that.

Repeat back in your own words what you understood. This is called
paraphrasing and it's pure gold. After someone explains something to
you, tell them: "Let me see if | understood right. What you're telling me
isthat..." And repeat it in your own words. This does two things: it makes
sure you understood right, and it shows the other person you truly
listened to them. People melt when they feel understood.

Ask open questions. Don't ask things that get answered with yes or no.
"Are you okay?' gets answered "yes' and the conversation's over. Ask:
"How do you feel about this?' "What's worrying you most?' "Tell me
more." Open questions invite talking. Closed ones shut the door.

Respect the silences. When someone goes quiet in the middle of a
conversation, don't rush to fill the gap. Silence isn't awkward: it's the
person thinking, organizing what they feel. Give them that space. The
one who can hold silence shows patience and respect.

Control your face. If someone tells you a problem and you make a
bored face, an angry face, or an "l already knew" face, you killed it. Y our
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face has to say: "I care about what you're telling me." Nod. Keep eye
contact. Lean in alittle toward the person. Y our body listens too.

Your body talks before your mouth does

Let me tell you something that changes everything: people believe you
more by how you look than by what you say.

You can say "I'm a serious professional” with your back hunched,
your eyes on the floor, and your hands in your pockets, and nobody's
going to believe you. Y our body is saying something else.

Nonverbal communication — your posture, your gaze, your tone of
voice, your gestures — speaks louder than your words. If the words say
one thing and the body says another, people believe the body. Always.

This matters hugely in your practical life:

When you ask for work or talk to a client: walk in straight, shoulders
back, steady gaze, firm handshake. Not arrogant: confident. There's an
enormous difference. The arrogant one wants to prove he's better. The
confident one simply knows what he's worth.

When you talk to your boss: look him in the eye. Speak with a firm
voice, neither yelling nor whispering. Hands till, not playing with the
phone or crossed like you're on the defensive. Your body says. "I'm a
serious man, listen to me."

When you talk to your family: lower your guard. A tense body at
home creates war. Sit with them, look at them, touch your son's shoulder
when he talks to you. Physical contact says "I'm here’ more than a
thousand words.

Tone of voice. You can say "it'sfine" ten different ways and mean ten
different things. Record yourself talking one day and listen to yourself. A
lot of people don't know they sound angry when they think they sound
normal. Your tone can open doors or close them before you finish the
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first sentence.

At work: where money getswon or |ost

Let's get practical. Work is where communication turns into money, or
into problems.

With the boss. Y our boss doesn't read your mind. If you want araise,
you have to ask for it. If you have a problem, you have to say it. If you
don't understand an order, you have to ask. The one who stays quiet
waiting for them to "notice" waits hiswhole life.

To ask your boss for something, use this formula: fact + need +
proposal.

"Fact": describe the situation without drama. "Boss, |'ve been with the
company two years."

"Need": say what you need, clearly. "l need usto review my pay."

"Proposal": offer something in return or a solution. "I'm willing to
take more responsibility on the big projects.”

Without begging. Without threatening. Clear and direct. The worst
result is he tells you no, and even then you came out winning: now he
knows that you know what you're worth.

With the client. The client doesn't buy your work from you: he buys
trust from you. And trust gets built by talking straight.

When you get to a house to give an estimate, explain what you're
going to do in simple words. No technical jargon to impress. The client
doesn't know about electricity or plumbing: that's why he called you. Tell
him: "Look, the problem is this. I'm going to fix it like this. It's going to
take this long. It's going to cost this much." Clear. Direct. No beating
around the bush.
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And when the client haggles with you — because he will haggle —
don't get defensive or drop the price out of fear. Explain your value
calmly: "I understand you're looking for the best price. My work includes
this, this, and this, and | give you awritten warranty. If you find someone
who offers you the same for less, go ahead. But this is what my work is
worth." The one who explains his value with confidence charges what
he'sworth.

With your crew or your helpers. If one day you have people working
for you — and if you follow this book, you will — how you talk to them
decides whether they stay or leave.

Give clear orders. Don't say "fix that thing over there" Say: "I need
you to change that outlet before three. Here are the materials." Specific.
With adeadline. No yelling.

Correct in private, praise in public. If a helper does something wrong,
don't humiliate him in front of everyone. Cal him aside: "Look, this
came out wrong because of this. Do it like this" And when he does
something well, say it in front of the others: "Good work, that's how it's
done." People work for money, but they stay for respect.

Never badmouth a client or a coworker behind their back. In
construction, everything gets known. Everything. What you say about
someone today, tomorrow that person hears it. And your reputation —
which is the most valuable thing you have in this business — hits the
floor.

At home: where peace getswon or lost

Work gives you money. Home gives you peace. And peace gets built by
talking too.

With your partner, the golden rule is this: talk about the problem, not
the person.
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Don't say: "You never listen to me, you're selfish." That's an attack.
The other person defends herself and the conversation turnsinto war.

Say: "When | tell you something about work and you look at the
phone, | feel ignored. | need you to listen to me for afew minutes." That's
talking about what you feel and what you need. Without attacking. The
differenceis enormous.

Another key: don't stockpile. The most common mistake in couplesis
saving things up. "l didn't say anything to avoid a fight." And you save
one, you save another, you save another... until one day you explode over
something small and your partner doesn't understand anything. Talk
about things when they're small. It's easier to fix adrip than a flood.

With your kids, listen before you lecture. When your son tells you
something, your first impulse is to give him advice or a scolding. Hold
yourself. First listen. Ask him how he feels. Many times your son doesn't
need your solution: he needs to know his dad listens to him. The advice
comes after, and it lands better when your son feels you understood him
first.

And something worth gold: apologize when you're wrong. Many
fathers believe apologizing to a son takes away their authority. It's the
opposite. When you tell your son "I was wrong, forgive me," you teach
him the biggest lesson: that real men own their mistakes. That doesn't
make you weak. It makes you big in his eyes.

By message and by phone: digital communication

Today almost everything gets negotiated by message: with the client,
with the boss, with suppliers. And messages are treacherous, because
they have no tone of voice or face. A message you wrote normally, the
other person can read angrily.

Rules for not screwing up by message:
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Never negotiate prices or argue by text. Text is for coordinating: "I'll
be there at 9," "the materials cost this much,” "does Tuesday work for
you?' For negotiating, for complaints, or for delicate topics, cal or talk in
person. The delicate needs a voice.

Reread before sending. Sounds obvious, but amost nobody does it.
Read your message like you were receiving it. Does it sound clear? Does
it sound respectful ? Can it be misread? If you have doubt, changeit.

Don't write angry. If a client writes you something that bothers you,
don't answer in that moment. Wait. Breathe. Answer when you're calm. A
message written in rage lives forever on the other person's screen.

Be specific in writing. "I'll send you the estimate tomorrow" is vague.
"I'll send you the estimate tomorrow before noon" is clear. In business by
message, vagueness creates problems. Put dates, times, amounts.
Everything in writing. What gets agreed by message stays as proof: use it
in your favor by being clear.

With family, the message doesn't replace the conversation. Don't just
tell her "I love you" by text if you can tell her looking her in the eyes.
Don't scold your son by message. The important stuff gets said in person.

Careful with work WhatsApp groups. Gossip flies in groups. What
you write there can be read by the boss, the client, or the coworker you
talked about. Simple rule: don't write in a group anything you wouldn't
say in front of that person. And if there's areal problem with someone at
work, don't air it in the group: call him or talk it out in person like a man.

What blocksyou: fear, habit, and the voiceinside

If al this sounds good but you feel like "that's not me," don't worry.
Nobody's born knowing how to communicate. And there are three blocks
almost al of us carry:

Fear of rejection. "If | say what | think, they'll get mad.” "If | ask for
theraise, they'll tell me no." "If | tell my wife what | feel, shell think I'm
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weak." That fear keeps you quiet. But think: what's worse, the "no" you
imagine or the life you have from not asking? The "no" lasts a second.
The regret of not having spoken lasts years.

Low self-esteem. If inside you believe you're not worth much, outside
you talk like someone who's not worth much: quietly, with doubt, asking
permission to exist. Self-esteem isn't bought: it's built with actions. Every
time you talk straight and the world doesn't end, your self-esteem rises a
little. Every time you ask for what you deserve and get it, it rises more.
Start with small things and work up.

Learned patterns. Maybe in your house nobody talked about feelings.
Maybe your dad yelled and you learned to yell, or you learned to stay
quiet to survive. That was your childhood. Thisisyour adult life. Patterns
can be changed, but you have to do it on purpose, practicing, every day.
It's not overnight. It's like a muscle: it hurts at first, it gets stronger with
use.

Here's a truth to burn in: nobody's going to give you permission to
speak. You give yourself the permission. The day you decide your voice
is worth something, your life starts changing.

Public speaking: the fear that hides money

Let me talk to you about something almost nobody mentions: talking in
front of agroup.

Maybe you don't need it today. But if you want to grow — have your
business, lead a crew, give atraining, sell your service to a big company
— one day you're going to have to stand in front of several people and
talk.

And it's going to scare you. It scares everyone. It scared me too. Fear
of public speaking is the most common fear in the world, more than fear
of heights.
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But here's the secret: the one who dares to speak in public separates
himself from the pack. In a work meeting, the one who raises his hand
and talks straight is the one the boss remembers. In a meeting with
clients, the one who presents with confidence is the one who lands the
contract.

How do you start? By talking. Small. Raise your hand at the next
meeting and say something, even if it's short. Present your work to the
client looking him in the eye instead of sending the estimate by text.
Every time you talk in front of others, the fear drops alittle. It's not about
not being afraid: it's about talking afraid until the fear getstired of you.

Theleader's communication: influencing without
imposing

If you're going to build something big — your business, your team, your
name — you need one more level: communicating like aleader.

The leader isn't the one who yells the most. The leader is the one who
best communicates the vision. He's the one who gets people to WANT to
do things, not to do them out of obligation.

A leader communicates three things, over and over:

The why. People don't get motivated by orders, they get motivated by
reasons. Don't say "do it because | say so." Say: "We need to finish this
today because the client recommended us to his neighbor, and that
neighbor can give us work for a month." When people understand the
why, they work with drive.

What's next. People get lost when they don't know where they're
going. The leader repeats the goa until everybody knows it by heart:
"Thisweek we finish the three houses. That's the goal." Constant clarity.

Recognition. The leader says "thank you" and means it. He recognizes
effort in public. People who feel valued give more. It costs nothing and
it'sworth everything.
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| founded GMPS Construction from zero in Virginia, far from my
homeland, without knowing anyone. | can tell you something: no client
hired me for my accent or my papers. They hired me because | knew how
to communicate trust to them. Because | knew how to listen to what they
needed and explain clearly what | could do. Communication was my first
capital, before the tools.

And let me tell you something amost nobody knows:. people see the
business up there, GMPS Construction Inc, but in reality nobody knows.
They see logos, different logos, on different businesses. But the real one
isjust awhite flash with the letters: GMPS. G is God, M is Maximum, P
is Power, Sis Supply: "God is the maximum power supply. Dios es €
maximo suplemento de poder." The name came to me in a dream, in the
early morning hours. I'll tell you the full story at the end of this book.

Apply thisweek

Don't leave this as theory. Communication gets learned by talking, not
reading. Thisweek, do these five things:

1. Have one hard conversation you've been putting off. That one
you've been avoiding for weeks. asking for the raise, telling the client the
price went up, talking to your partner about that thing that bothers you.
Prepare it with the formula: fact + need + proposal. Have it thisweek. No
matter how it turns out: the simple fact of having it changes you.

2. Practice paraphrasing once a day. In one conversation — with a
coworker, with your wife, with a client — repeat back in your own words
what they told you: "Let me seeif | understood right..." Do it once a day
for seven days. You're going to notice people start talking to you more
and trusting you more.

3. Put the phone away in one important conversation. Pick one
conversation a day — dinner with the family, a call with a client — and
put the phone face down, away from your hand. Listen with your whole
body. Notice the difference.
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4. Ask for something you deserve. A better price for your work. A day
off. To be paid what they owe you. Something concrete. Ask clearly,
calmly, looking them in the eye or with a firm voice on the phone. No
begging, no fighting. Just ask.

5. Write a thank-you message. To a client who gave you work. To a
coworker who helped you. To your wife, to your son. One short, specific
message: "Thank you for [this concrete thing]." Expressed gratitude
builds bridges money can't buy.

Chapter exercise

Sit down with a pencil. No rush. This isn't a test: it's a mirror. Answer
yourself with brutal honesty. Nobody's going to read this but you.

1. Which of the three ways of communicating do you use most:
passive, aggressive, or assertive? Give a recent example of each one
you've used.

2. Think of the last fight or misunderstanding you had (at work or at
home). What did you say exactly, and what would you have said if you
were assertive? Write it both ways.

What | said:

What I would have said being assertive:
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3. Who are you not truly listening to lately? What's stopping you from
listening to them: the phone, your rushing, your judgments?

4. What hard conversation have you been putting off? Write it here
using the fact + need + proposal formula.

Fact:

Need:

Proposal:

5. What blocks you most when communicating: fear of rejection, low
self-esteem, or learned patterns? Where do you think it comes from?

6. Think of your body when you talk: what's your posture, your gaze,
your tone of voice like? What does your body say about you before you
open your mouth? What do you want to change?
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7. If you had to explain to a client why your work is worth what you
charge, what would you tell him in three clear sentences? Write them.

1

8. Weekly commitment: write ONE communication action you're
going to take in the next 7 days, with the date and the person's name.

I'm going to
with
on
Signature; Date:

Remember: your family is your why. Every word you learn to say
better is one more tool for building the life they deserve. Talk straight.
Truly listen. And never, never stay quiet when your futureis on theline.

Home exer cise: one small public-speaking rep this week

This chapter told you straight: the one who dares to speak in public
separates himself from the pack — and it's not about not being afraid, it's
about talking afraid until the fear gets tired of you. Here's your rep. Pick
ONE:

m Raise my hand and say something (even short) at the next work
meeting.

m Present my work to a client looking them in the eye instead of
sending the estimate by text.
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m Record a 60-second video explaining what | do and why my work is
worth what | charge.

m Ask agenuine question of someone who's where | want to be.

My rep: [ will
with
on (day) a (place)

What I'll say (two sentences, written beforehand — the leader
prepares):

After: How did it fed before? After?

The fear drops alittle every time. That's the muscle growing.

Chapter 9 - Adaptability and Flexibility

Let me tell you something nobody taught you in school: the plan almost
never turns out the way you drew it.

Look at it closely. Almost never.

Y ou can have the clearest goal in the world, the perfect schedule, the
exact budget, the list of steps written in your notebook. And till, lifeis
going to arrive with a change that wasn't on thelist. A client who cancels.
A job that ends. Aninjury. A crisis nobody saw coming. An opportunity
that shows up dressed as a problem.

This is where those who move forward separate from those who stay
crying over the old plan.
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Because listen to me: the strongest doesn't win. The smartest doesn't
win. The one who adapts best wins.

Look at nature. The most rigid tree is the first one to break when the
hurricane arrives. The bamboo bends until it touches the ground... and
when the storm passes, it rises again. Intact. That's adaptability: bending
without breaking.

Lifeisariver in constant motion. The one who grabs onto a rock and
refuses to let go ends up tired, beaten, and in the same place. The one
who learns to flow — to move with the current, to dodge the rocks, to
switch banks when needed — doesn't just survive: hethrives.

This chapter is about that. About how to become a person who isn't
scared by change. Who, when everything moves, moves better.

1. Rigidity isthe silent enemy
Most people don't fail from lack of talent. They fail from mental rigidity.

Rigidity is saying: "l've always done it this way." It's clinging to an
old ideawhen reality already showed you it doesn't work. It's staying in a
job that's killing you because you're afraid to learn something new. It's
repeating the same strategy that already failed you three times, hoping the
fourth is different.

Let me tell you straight: that's not loyalty. That's not perseverance.
That's stubbornness, and stubbornnessis expensive.

The rigid mind sees change as an enemy. The flexible mind sees it as
information. Notice the difference: the rigid one asks "why is this
happening to me?' The flexible one asks "what is this teaching me and
what am | going to do with what | learned?"

The first question leaves you on the ground. The second one gets you
on your feet.
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Y our comfort zone is the most dangerous place there is. Not because
resting is bad — resting is necessary — but because comfort puts you to
sleep. It makes you believe what works today is going to work forever.
And that's a lie. Everything changes: the economy, technology, clients,
the rules of the game.

The one who falls aslegp in his comfort zone wakes up one day and
discovers the world changed without asking his permission. And he's
already late.

So the first lesson of this chapter is this: question your routines.
Challenge your own ideas. Ask yourself every so often: "If | had to start
from zero today, would | do this the same way?" If the answer is no, then
you already know something has to change.

2. Adaptingisn't quitting

Let's get something crystal clear from the start, because there's a
confusion here that costs alot of people dearly.

Adapting is NOT quitting. Changing the plan is NOT failing. Pivoting
isNOT being inconsistent.

Adapting is intelligence in action. It's looking redlity straight in the
face, without lies, and saying: "Okay, this changed. I'm going to change
withit."

Think of a sailor in the middle of the ocean. He leaves port with a
marked route. But halfway there the wind changes, a storm appears, the
currents shift. What does a good sailor do? Does he stand till crying
because the map no longer works? Does he sail straight into the storm out
of pride? No. He adjusts the sails. He changes course. He looks for
another route. And he keeps moving toward the destination.

The destination didn't change. The path changed.
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That's exactly what you have to do. Your goal is still the same: giving
your family a better life, building your business, getting ahead. But the
road to get there is going to change more than once. And that's okay.
That's normal. That's life.

The one who understands this stops suffering every time something
goes wrong. He stops taking changes as personal attacks. He starts seeing
them for what they are: life moving the pieces, and you moving yours
with more intelligence.

Now, watch out: adaptability isn't changing for the sake of changing.
It's not jumping from idea to idea every week without finishing anything.
That's not flexibility, that's lack of direction. True adaptability is
strategic. It means.

First, looking at the new reality honestly. Without dramatizing,
without minimizing. The facts asthey are.

Second, taking inventory of what you have: your skills, your contacts,
your money, your time, your tools. Most people underestimate what they
have.

Third, designing a new plan that's flexible from the start. A plan that
aready comes with room for adjustments. Because if your new plan is as
rigid as the old one, you're going to be back herein six months.

3. Learn, unlearn, and relearn

Let me tell you a secret of those who truly move ahead: they never stop
being students.

The adaptable person is curious by nature. He's not embarrassed to
ask. He's not afraid to look like a beginner. He understands something the
proud one doesn't understand: every new thing you learn is one more tool
in your box. And when life closes a door on you, the one with more tools
finds another way out.
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Look around you. The world of work is changing at a speed we've
never seen. A few years ago nobody talked about quoting by WhatsApp,
ordering materials through an app, landing clients through social media.
Today the one who doesn't use his phone as a work tool keeps losing
clients to the one who does.

And it's not about becoming a technology expert overnight. It's about
not closing yourself off. About saying "I'm going to learn this' instead of
"that's not for me."

Unlearning is just as important. Unlearning means letting go of ideas
that no longer work. For example: "to earn well you have to have one
single steady job." That idea was true for your grandfather. Today, a lot
of people who earn well have a main job plus a weekend business plus
extraincome online. If you cling to the old idea, you close yourself off to
the new opportunities.

Or this other one: "I'm no good at selling." Who told you that? Selling
is communicating the value of what you do. If you know how to do good
work with your hands, you already have half. The other half gets learned:
how to talk to the client, how to quote, how to follow up. Nobody's born
knowing. It gets learned.

And relearning: starting over at something from zero without being
embarrassed. The one who adapts doesn't say "l already know." He says
"teach me."

Mistakes are part of this process. Burn this in: the one who never
makes a mistake is because he never tries anything new. Every mistake
leaves you a lesson no course can give you. The difference between the
one who moves ahead and the one who doesn't isn't that one doesn't make
mistakes. It's that one learns from the mistake and the other repeatsiit.
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4. When the plan falls apart: what to do step by step

Talking about adapting is all very nice. But what do you do the day the
plan really falls apart? The day you lose your job, the big contract fals
through, the business doesn't take off, you get injured and can't work with
your hands for awhile.

I'll give you a process. Step by step. So you don't freeze up.
Step one: breathe and name what you fedl.

Fear of change is natural. Frustration is natural. Anger is natural.
What's not natural — what destroys you — is staying living there.
Recognize the emotion: "I'm scared,” "I'm frustrated." Name it. When
you name what you feel, you take away its power. When you hide it, it
controls you.

Give yourself a short time to fedl it. A day, an afternoon. But put an
expiration date on the mourning. Mourning without an expiration date
becomes your new home.

Step two: separate the facts from the stories.

Your head is going to start telling you stories. "everything's over
now," "I'm never getting out of this," "this always happensto me." Those
are stories, not facts.

Write the facts on paper. Only facts: "l lost the contract with that
client,” "I have thismuch in savings," "l have these skills." When you see
the facts in black and white, the problem is amost always smaller than
the story you were telling yourself.

Step three: divide what you control from what you don't control.

There are things you don't control: the economy, what the government
does, what a client decides, an illness. Fighting what you don't control is
like fighting the rain: you get wet and you get tired.
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There are things you do control: what time you get up, what you learn
today, who you call, how you spend your money, your attitude. Put all
your energy there. All of it. Adaptable people don't waste time crying
over the uncontrollable; they focus like alaser on the controllable.

Step four: take inventory of your resources.

Sit down and write everything you have: skills (even the ones you
think "don't count™), tools, contacts, savings, available time, your phone,
your car. You're going to be surprised. Most people in crisis believe they
have nothing, and when they make the list they discover they have more
than they thought.

Y our manua work skills are worth gold, even if the market changes.
Hands that know how to build, repair, install are aways going to be in
demand. What changes is how you offer that, who you offer it to, and
how you present yourself. The trade is the foundation; adaptability is the
building you construct on top.

Step five: design three paths, not one.

Here's the trick of those who adapt well: they never bet everything on
asingle plan. They design plan A, plan B, and plan C.

Plan A: the ideal, what you want to happen. Plan B: a solid alternative
if A doesn't work. Plan C: the survival plan, the minimum to stay afloat
while you recover.

When you have three paths, an obstacle stops being the end of the
world. It's simply the signal to switch paths. The one who only has plan A
livesin fear. The one who has A, B, and C lives with confidence.

Step six: act fast and adjust on the move.

Don't wait until you have the perfect plan. The perfect plan doesn't
exist. Take the first step with what you have and adjust along the way.
Adaptability gets trained by acting, not thinking. Think enough not to act
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crazy, and act enough not to stay thinking forever.

5. Stories of people who adapted and won

Theory sounds good, but what truly teaches are stories. Look at these
cases. Some are famous, others are ordinary people like you and me.
They all have the same lesson.

Steve Jobs: fired from his own company.

He founded Apple. He grew it. And the board of directors fired him.
Imagine that: getting kicked out of the company you created. Most would
have sunk into bitterness forever.

Jobs didn't. He used that blow to reinvent himself. He founded another
company, NeXT, bought a small animation studio called Pixar, and
learned new things. Years later he returned to Apple and took it to
become one of the biggest companies in the world. The firing wasn't his
ending. It was hisredirection.

The lesson: the worst moment of your career can be the best moment
of your life, if you know how to adapt.

Maria: the entrepreneur who switched markets.

Maria developed an app for students. She put a whole year of work,
money, and sleepless nights into it. When she launched it, the market
didn't respond. Silence. Almost nobody downloaded it.

She had two options: cling to her original idea out of pride ("l aready
invested so much, | have to keep going") or accept reaity. She chose
reality. She researched deeply, talked to real users, discovered there was
another group of people with asimilar but unmet need. She redirected her
product toward that niche. That adjustment — swallowing her pride and
changing — iswhat saved her business.

The lesson: don't marry your first idea. Marry the result. If the market
tellsyou to change, change.
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Carlos: from layoff to his own consulting firm.

Carlos worked at a corporation. Good years, good pay, safe routine.
One day: layoffs. Out. In hisforties, with billsto pay and fear in his body.

Instead of spending months sending résumés and waiting for someone
to do him the favor of hiring him, he took inventory of what he knew how
to do. He had years of experience that were worth money. He trained in
what he was missing, put together his own consulting firm, and started
offering his services on his own. At first it was hard. After, he earned
more than before and he was his own boss.

The lesson: a layoff can be the push you needed to stop renting out
your talent and start selling it yourself.

| know aman who lived off gardening.

He had his steady clients, his routine, his good season from spring to
fall. Winter arrived and he was | eft without work for three months. Every
year the same: spending his savings in winter and starting from zero in

spring.

One winter he got tired of the cycle. Instead of complaining, he
learned to offer snow and ice clearing. He bought a good shovel, then a
small machine, printed some cards, and knocked on doors in his own
neighborhood: "want me to keep your driveway clean al winter?' He
landed steady contracts. That winter he earned more than in spring.

The lesson: your bad season can be your best season if you change
what you offer.

| know another one who hurt his back.

Construction worker, strong, one of those who carries whatever. One
bad fall and the doctor told him: no lifting weight for several months. For
aman who lives off his body, that sounds like a death sentence.
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But this man knew how to read blueprints and knew how to quote jobs
— things he'd learned watching others, without giving them importance.
While he recovered, he started offering estimates and supervision of
small projects. He discovered there were clients who paid well for
someone who knew how to organize the work even if he didn't carry a
single block. When he recovered, he didn't go back to being just the one
who carries: he came back as the one who organizes, quotes, and directs.

The lesson: the skills you learn "in passing” can save you when your
main skill fails. Learn everything, even if you think you won't need it.
(INustrative composite — atypical story, not a specific person.)

The man in this chapter's story — the one who knew how to read
blueprints and quote, and reinvented himself when his body failed him —
could be me, because my life has been a chain of adaptations.

In 2009 | completed my 96-hour fourth-category electrician training
(INSAFORRP, Instituto Técnico Ricaldone) in El Salvador and emigrated
to the United States that same year. The plan was to work in my trade, but
life had other plans: from 2018 to 2024 | was a parts manager at
AutoZone. Electricity? No. Car parts, customers, inventory, systems. And
instead of complaining, | learned: | learned to deal with customers, to
manage inventory, to lead a team. "In passing” skills that today | use in
my businesses every day.

In 2024 | adapted again: | moved to Eagle Rock as a maintenance
specialist, closer to my trade. And in April 2026, ancther adaptation: my
own full-time businesses — GMPS Construction as general contractor,
SG Junk Removal, G Metals with its free scrap pickup in Alexandria,
Woodbridge, and Springfield, and my handyman service.

Look at the G Metals strategy, because it's pure adaptability: the free
pickup is the door-opener. | show up at the client's house, | meet him, |
hand him my card, and | offer him my other services. A service that
doesn't charge becomes the one that opens the door to the ones that do.
That wasn't in any original plan: it was born from adapting to what the
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market was asking me for.

The F-550 dump truck.

Rigidity would have left me waiting for the "perfect" electrician job.
Adaptability gave me four businesses. Learn everything, even if you
think you won't need it: someday you will.

(Story reconstructed from verified facts — Fernando, correct me
where I'm wrong.)

6. Adaptability getstrained at hometoo

Many think adapting is only a work thing. Wrong. Where you need
flexibility most is at home, with your family.

Your kids grow and change. What worked when they were five
doesn't work when they're fifteen. The rigid father says "in my day" and
loses the connection. The flexible father learns his kids' world without
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losing his values. Vaues don't change; the ways do.

Your partner changes too. Life plans adjust: a pregnancy you didn't
expect, a forced move, a sick relative who needs help. The family that
survives changes isn't the one that avoids arguing — it's the one that
knows how to renegotiate. Sitting down and saying: "this changed, how
do we adjust together?"

And hear me well on this: adapting at home doesn't mean losing your
essence or letting people walk al over you. It means the same as at work:
keeping the destination clear — a united family, kids with afuture — and
being flexible with the path.

The man who's flexible in the street but rigid in his house is building a
company outside and a battlefield inside. Doesn't work. Adaptability
starts at home.

7. Flexibility with money: the wallet adaptstoo
Thisiswhererigidity hurts fastest: in money.

A lot of people handle their money with a single mode: "when things
are going well" mode. They spend based on the best month they had, not
the real average. And when the bad month arrives — because it always
arrives — they don't know how to adjust. They keep spending the same,
they go into debt, and the hole gets bigger.

The adaptable person has two wallet modes: normal mode and
adjustment mode. And he knows how to switch between them without
drama and without shame.

Adjustment mode means:. | cut what's not essential, | cook at home, |
pause subscriptions, | say no to spending that can wait. It's not forever.
It's until things stabilize. The proud one doesn't do this because "what
will they say." The smart one does it because he knows it's temporary and
strategic.
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Another money lesson: don't depend on a single source of income if
you can avoid it. The one with asingle income lives with asingle point of
failure. If that income fals, everything falls. The adaptable one builds a
second source little by little: a small weekend job, a service he offers on
his own, something he sells, an extra skill he chargesfor.

It doesn't have to be big at first. It has to exist. A small second source
gives you something money can't buy: options. And options are the
foundation of adaptability.

And finally: save in the good times as if the bad ones were coming
tomorrow. Because they're coming. It's not pessimism, it's realism.
Savings are your cushion for adapting without panic. The one with three
months of expenses saved can make smart decisions when everything
changes. The one with nothing makes desperate decisions. The difference
between adapting and sinking is often simply having a cushion.

8. Flexibility getstrained like a muscle

Nobody's born adaptable. It gets trained. Like a muscle: with repetition,
with conscious effort, with consistency. Here are the practices that truly
work:

Train your curiosity every day. Ask how things work. Watch a video
about a new tool. Talk with someone who does something different from
yours. Curiosity is the gym of the flexible mind. A curious mind doesn't
get scared by what's new; it investigatesit.

Leave your comfort zone on purpose, in small doses. You don't have
to quit your job tomorrow. Start small: take a different route to work, try
anew food, talk to a stranger, offer a service you've never offered. Every
small voluntary discomfort makes you stronger for the involuntary
discomforts lifeis going to send you for free.

Keep a reflection journal. It doesn't have to be fancy. A cheap
notebook works. Every week write: what changed this week?, how did |

157



react?, what did | learn?, what would | do differently? This habit turns
you into your own coach. Over time you're going to see patterns: you're
going to discover where you're flexible and where you get stubborn. And
what gets measured gets improved.

Review your goals every three months. Sit down with your notebook
and ask yourself: do | still want the same thing? I's the plan still working?
What changed in my environment? This isn't lack of commitment; it's
maintenance. The car needs a checkup every so often; your life plan does
too.

Surround yourself with flexible people. If all your friends complain
about change but nobody changes anything, you're going to catch it.
Look for people who adapt, who learn, who try new things. You don't
need many: two or three are enough. Adaptability is contagious, just like
rigidity.

Have mentors, even from a distance. A mentor is someone who
already went through changes and can save you mistakes. It can be aboss
you admire, a business owner in your community, or even an author
whose books you read. When you face a big change, ask yourself: "what
would this person do in my place?' That single question gets you out of
your head and gives you perspective.

Take care of your body. Sounds off-topic, but it's not. A tired mind,
poorly slept and poorly fed, turns rigid. Stress makes you react instead of
respond. Sleep, move, eat decently. Mental flexibility needs a body to
hold it up.

Apply thisweek

Enough theory. This is what you're going to do in the next 7 days. Not
next week. This one.

1. Make your resource list. Sit down 30 minutes with paper and pencil
and write everything you know how to do, al your tools, al your
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contacts who could help you in an emergency. Save it. That list is your
safety net, and most people don't even know they haveit.

2. Design your plan B and your plan C. Take your main goal for this
year and write: if plan A fails, what's my plan B? And my survival plan
C? It doesn't have to be perfect. It has to exist. When you finish, you're
going to sleep calmer.

3. Learn one new thing related to your work. Just one. It can be: how
to make a more professional gquote, how to use an app to keep your
books, how to take better photos of your jobs to land clients, a new
technique in your trade. Give it one hour this week. Just one.

4. Do something uncomfortable on purpose. Something small but that
takes you out of your routine: talk to a potential client you're embarrassed
to approach, ask at your work how an area that's not yours works, offer a
service you've never offered. Write down how you felt before and after.
Y ou're going to discover the fear was bigger than the thing.

5. Turn on your money adjustment mode. Review your spending from
the last week and mark three expenses that weren't necessary. Don't
punish yourself; just observe them. Then decide: how much could you
save a month if you cut those three? That number is the start of your
cushion.

Five actions. Seven days. None of them cost you money. All of them
make you more adaptable. Start today.

Chapter exercise

Grab your notebook or write right here. Answer with brutal honesty.
Nobody's going to read this but you, so don't lie to yourself.

1. What change are you living through right now that's hard for you to
accept? Describe it in your own words.
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2. What are you clinging to out of comfort, even though you know it
no longer works? It can be a habit, an idea, ajob, away of spending.

3. What new skill do you need to learn so you don't fall behind in your
work? Be specific: not “technology,” but what exactly.

4. Think of the last time a plan fell apart on you and you managed to
adjust. What did you do well? That's your proof you aready know how to
adapt. Own it.

5. Write your plan B and your plan C for your most important goal
thisyear. Plan B (solid alternative):
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Plan C (survival while you recover):

6. What emotion holds you back most when things change: fear,
anger, frustration, sadness? And what are you going to do with it the next
time it shows up, instead of letting it paralyze you?

7. Name three flexible people you admire. What do they do differently
from the rest? What can you learn from them?

8. This week's commitment: which of the 5 "Apply this week" actions
are you going to do first, and on what day? Write it as a promise.

Remember this when you close the chapter: life isn't linear, and
neither is success. The road is going to twist. Plans are going to fall apart.
Storms are going to arrive.

The question was never whether you're going to face changes. The
guestion is who you're going to be when they arrive: the rigid tree that
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breaks, or the bamboo that bends and rises.

You choose. And now you aready know how to train yourself to
choose well.

See you in chapter 10.

Chapter 10 - Sustainable Success

Successisn't reached. Successis maintained.
There'salie amost everyone believes: that success is a destination.

They tell you to work hard, to fight, to sacrifice, and that one day
you're going to arrive. Y ou're going to open the door and there it's going
to be waiting for you: success. Ready. Forever.

Lie.

Success isn't adoor. Successisagarden. You can plant it and watch it
grow, but if you stop watering it, it dies. Success that isn't maintained
becomes a pretty story from the past. Something that "once was."

How many people do you know who at one point had it all and afew
years later nothing's left? It wasn't bad luck. It was neglect. They stopped
doing what got them there.

That's why this chapter isn't about how to get there. It's about how to
stay. How to keep what you built without losing it to carelessness, to
exhaustion, or to the biggest trap of all: comfort.

Look, arriving is hard. But staying is harder. Because when your bills
are paid and people respect you, a silent enemy appears. complacency.
You no longer get up with the same urgency. You no longer learn with
the same hunger.

And there, right there, everything starts falling apart.
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Sustainable success isn't having alot. It's having a system that lets you
keep it, protect it, and grow it without destroying yourself in the process.
Without losing your health. Without losing your family. Without losing
your peace.

This is the most important chapter in the book. Because it's useless to
triumph if you don't know how to sustain it.

Stagnation: the enemy you can't see

Stagnation doesn't arrive with noise. It doesn't warn you.

It's not that one day you wake up and say "I'm stagnant." It's slower.
It's when you stop asking questions. When you start saying "l've always
done it this way" instead of "how can | do it better?' When you've gone
months without learning anything new.

Let me give you the truth: stagnation isn't standing still. It's moving
backward without realizing it. Because the world doesn't stop. If you
don't change with it, every day you're a little further behind, even though
you feel like you're in the same place.

Think of the worker who learned his trade twenty years ago and never
trained again. Twenty years ago he was one of the good ones. Today
clients ask for different things, different materials, different tools. And
he's still doing the same, charging the same, complaining that "there's no
work like before." The work isthere. He was the one who fell behind.

Or the business owner who grew the first years and then settled in. He
stopped looking for new clients. He stopped reviewing his numbers. The
symptoms are invisible at first: one less client, a slow month that "will
bounce back.” Until one day the business is dying and he doesn't know
when it started.

Stagnation isn't a sign you failed. It's a sign you need to adjust. The
successful ones aren't the ones who never stagnate. They're the ones who
detect it early and do something about it.
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How do you detect it? Ask yourself every so often: what did | learn
new in the last three months? Are my earnings growing or shrinking? Am
| till excited about what | do, or do | only do it out of inertia? Is my
health better or worse than ayear ago?

If the answers make you uncomfortable, be glad. You just found the
problem before it got serious.

Self-awar eness: look in the mirror without lies

Nobody can sustain success without knowing who he is and what he's
doing wrong.

Self-awareness sounds fancy, but it's something simple: looking in the
mirror and being honest with yourself. No excuses. No stories.

Most people live on autopilot. They work, get paid, spend, repeat.
And when something goes wrong, it's the government's fault, the boss's
fault, the economy's fault. Everybody's fault but theirs.

You can't be like that. You have to give yourself periodic checkups.
Like a car: if you don't change the oil or check the brakes, one day it
leaves you stranded. Y ou're the same. Y ou need maintenance.

Once a month, sit down with a notebook and answer yourself three
things:

1. What am | doing right? Recognize your strengths. If you're
punctual, if you keep your word, if you sell well — write it down. You
need to know what you're strong in so you can lean on it.

2. What am | doing wrong? This is where most people fail. Do you
spend more than you earn? Do you neglect your health? Do you treat
your clients badly? Write it down. It hurts, but it heals. If you don't name
your mistakes, you can't correct them.

3. What am | going to adjust this month? Not ten things. One or two.
Small and concrete. "I'm going to save 10% of every payment.” Small

164



adjustments, made consistently, change lives.

A captain who checks his compass every hour isn't insecure — he's
smart. The one who never checksit is the one who ends up lost.

Diversify your skills: don't put all your eggsin one basket

What feeds you today can disappear tomorrow. Not because you're bad,
but because the market moved.

That's why, a golden rule of sustainable success. never depend on a
single skill, asingle client, or asingle source of income.

Look at the electrician who aso learns basic plumbing, installing
security cameras, and handling social media to land clients. That man is
no longer just an electrician. He's a solutions provider. And that's worth
more, charges more, and gets more work.

Ask yoursalf: what skill, if | learned it this year, would make me
worth double? What additional service could | offer the clients | aready
have?

Diversification isn't doing everything crazy. It's building skills that
complement each other. Every new skill is a new door. And the more
doors you have open, the less it affects you when one closes.

There are skills every worker and every business owner should
develop, no matter their trade: communication (knowing how to explain
and negotiate), basic money management (knowing how much comes in
and how much goes out), basic technology (that phone in your pocket isa
business tool), and customer service (the difference between having work
once and having clientsfor life).

None requires a college degree. One hour a week learning something
new putsyou, in ayear, far above where you are today.
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Goalsthat renew: the ladder has no end

There are people who hit a goal and stop. They bought the house. They
opened the business. And after... nothing. They sit down to enjoy. And
little by little, without realizing it, they start going down.

Because goals aren't destinations. They're rungs. And the ladder has
no end.

This doesn't mean not resting or celebrating. Celebrate every
achievement. But then ask yourself: what's next? Every time you reach an
objective a new door opens. That's not empty ambition — we're made to
grow.

Listen well: your goals can't only be about money. The one who only
chases money ends up empty, even if he gets it. Every year define goas
in five areas:

Money and work. How much you want to earn, what you want to
build. With specific numbers.

Health. Your body is your main tool — take care of it like you take
care of your work tools.

Family and relationships. Quality time with your kids, with your
partner. Success that takes you away from your family isn't success, it'sa
gilded cage.

Learning. What you're going to learn this year. A course, a book a
month, a new skill.

Contribution. Who you're going to help. What you're going to teach.
Thisiswhat gives meaning to everything else.

When your goals cover your whole life, your success becomes
complete. That's sustainable. That lasts.
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Get out of your comfort zone: nothing growsthere

Your comfort zone is your enemy. Not because resting is bad, but
because prolonged comfort puts you to sleep. It convinces you that you're
finelike this, that taking risksisfor others.

The comfort zone tells you: "Stay in this job even if they don't pay
you what you're worth, at least it's safe." It tells you: "Don't learn that
new thing, you'retoo old for that." All of that sounds reasonable. And al
of that is slow poison.

Leaving the comfort zone doesn't mean doing crazy things. It means
doing it strategically. If you always worked for others, quote a small job
on your own and learn to put a price on your work. If your business only
gets clients by referral, learn to advertise on social media. One step at a
time.

Every time you do something that makes you a little uncomfortable,
your comfort zone expands. What used to scare you becomes normal.
And you look for the next challenge. That's how you grow.

I know a man who for years was an employee. Good worker, but
afraid to go independent. One day he dared to do a small job on his own
one weekend. It came out well. Then another. Two years later he had his
own company with three employees. It wasn't overnight. It was one
uncomfortable step at atime.

Thefirst step is always scary. The second is already easier.

Surround your self well: nobody triumphs alone

Tell me who you hang around with and I'll tell you where you're going.
It's not a pretty saying — it'salaw of life.

If you surround yourself with people who complain and criticize those
who move ahead, sooner or later you're going to think like them. If you
surround yourself with people who work and dream hig, you're going to
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raise your level.
Look for three things:

A mentor. Someone who's already where you want to be. Approach
with humility. Ask. Listen. Most successful people teach if they see you
truly want to learn.

Fellow travelers. People at your level, fighting for the same thing.
With them you share ideas and celebrate progress. Don't underestimate
the power of not feeling alone in the fight.

People you help. Teaching is the best way to learn. And helping keeps
you connected to your purpose. Success that isn't shared becomes empty.

And do some cleaning. Step away — with respect, without fights —
from the one who mocks your goals and wants you to stay the same
because your growth reminds him of his stagnation. Y our circle is your
ceiling or your push. Y ou choose.

Take care of your mind: success gets played inside too

You can have the best plan and the best opportunities. But if your mind
isn't well, nothing works.

Those who sustain success aren't the ones who never have problems
— they're the ones who know how to handle pressure without breaking.
Stress is always going to be there. If you don't manage it, it bills you in
your health, your family, and your business.

Real practices, no mysticism:

Move. For me, thirty minutes of walking or exercise does more for my
stress than any pill ever did.

Sleep. Sleeping little doesn't make you a harder worker. It makes you
clumsier and more irritable. The one who sleeps well decides better.
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Disconnect. Put limits on your phone. An hour before bed, put it
down. The world doesn't end because you didn't answer a message in two
hours.

Tak. Don't keep everything in. What doesn't get said piles up, and
what piles up explodes at the worst moment.

Celebrate your progress. Motivation feeds on small recognized
victories, not only on big distant triumphs.

And understand this. there are going to be bad days, days of doubt.
That's not failing — that's being human. Resilience isn't not falling, it's
getting up every time. The hardest moments are the ones that teach most.
Don't avoid them. Go through them.

Your health isyour true capital

It's useless to have money if you don't have the health to enjoy it.

I've seen men who worked like beasts for twenty years without taking
care of themselves: eating badly, sleeping little, ignoring the pains. They
raised houses and saved money. And at fifty the body handed them the
bill: the back destroyed, high blood pressure, sugar through the roof. All
that money went to doctors.

Self-care isn't a luxury. It's the most profitable investment you can
make. Your body is your main work tool. Without it, there's no work, no
business, no nothing.

Three simple pillars:

Food. Eat real food, on an orderly schedule, and cut back on what you
know harms you. Start by reducing, not by eliminating everything at
once.

Movement. If your work is at a desk, move on purpose. If your work
isphysical, stretch and truly rest.
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Checkups. Go to the doctor even if you feel fine. Prevention is cheap;
the emergency is extremely expensive.

And don't forget mental health. Burnout — that tiredness that doesn't
go away with sleep — is real. If you've gone months without energy or
drive, it's not laziness. It'sa signal. Pay attention to it.

Sustainable success includes being alive and healthy to enjoy it.

Money: earn it, take care of it, multiply it

Generating income is only half the equation. The other half is managing
it.

There are people who earn very well and live day to day. They earn
more, they spend more. And when work slows down, they have nothing.
They earned like rich people and lived like disguised poor people.

Four habits for sustainable financial success:

1. Spend less than you earn. Of every dollar that comesin, one part is
for expenses, one part for saving, and one part for investing in your
growth. If it all goesto expenses, you run on a hamster whesel.

2. Have an emergency fund. The car breaks down, you get sick, work
slows down. Without a cushion, every emergency becomes debt. Start
with athousand dollars. Then one month of expenses. Then three.

3. Invest in yourself first. A course, a certification, a tool that makes
you more productive. Nobody can take away what you learn.

4. Create multiple sources of income. An extra job, an additiona
service, asmall investment. It doesn't have to be big. It hasto exist. When
one source dries up, the other holds you up.

And take care of your financial reputation. Pay your debts. Keep your
word with money. Your financial history is part of your reputation. And
your reputation is part of your success.
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Integrity: your nameisyour brand

In the long run, your reputation is worth more than your bank account.

You can lose money and recover it. But if people stop trusting you,
recovering it costs years.

Integrity is consistency: what you say and what you do being the
same. Keeping your word even when it costs. Charging fairly. Doing the
work right even when nobody sees you. Admitting a mistake instead of
hiding it.

The worker who shows up on time, does his work well, and charges

what was agreed never runs out of work. Clients recommend him. His
reputation works for him 24 hours a day.

Threerules:

Keep what you promise. If you said Friday, finish Friday. If you cant,
warn before, not after.

Be transparent with money. Clear estimates, no hidden charges. The
client who understands what he pays for comes back.

Treat everyone well. The big client and the small one. How you treat
those who can't give you anything says who you truly are.

Your name is your brand. Take care of it like your most valuable
asset. Becauseit is.

Think in decades, not days

Most people think about the weekend. Few think about ten years from
now. There's the difference between the one who survives and the one
who builds something lasting.

Short-term thinking makes you decide what feels good today but costs
you tomorrow: spending instead of saving, resting instead of learning.
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Long-term thinking makes you sacrifice a little today to win big
tomorrow. It's less exciting. But it's what builds fortunes and solid
businesses.

Two men earn the same. One spends everything and lives day to day.
The other saves and invests 15% for twenty years. At twenty years, oneis
still the same and the other has assets that work for him. The difference
wasn't talent. It was the time horizon.

Apply this to everything. In your business: do you decide to win this
week or so your company stays strong in ten years? In your health: do
you live to feel good today or to be strong at sixty? In your family: are
you present today so your kids remember you tomorrow?

Enjoy the present, but don't mortgage the future. Both can be done.

Thelegacy: what areyou going to leave when you're
gone?

The question ailmost hobody asks. And the most important.

Sustainable success, at its deepest level, isn't how much you
accumulate. It'swhat you leave. What changes because you existed.

Your legacy doesn't have to be a million-dollar company. It can be
kids who watched their father work with dignity. A business that gives
jobs and treats its people well. Someone you taught your trade to and who
today lives off it.

All the material stuff stays here when you leave. The only thing you
truly leave iswhat you planted in people.

| was born in 1992 in El Salvador, | grew up near the train line, |
trained as an electrician in 2009, and one day | had to leave my family
behind to look for a future in the United States. | rebuilt my life in
Virginia from zero and founded GMPS Construction. If something that
road taught me is this; nobody arrives alone. There was always someone

172



who opened adoor for me or taught me something. My family is my final
why — everything | build is for them and because of them. And success
that isn't shared and isn't passed on isn't complete.

Don't wait to "have success' to start leaving your mark. The mark gets
left along the way, not at the end.

Balance: ambition without destroying your self

Y ou can achieve everything you set out to and still feel empty.

The man who works 16 hours a day for years, builds an empire, and
one day discovers his kids grew up without him. People who "made it"
and silently ask themselves: was it worth it?

Success without balance isn't sustainable. It's a race you finish
winning but destroyed.

Picture a table with four legs: work, health, family, and personal
growth. If one leg breaks, the table falls. You can have the work leg
enormous, but if the health or family leg is broken, everything comes
crashing down.

How do you keep the balance? Put your life on a schedule, not just
your work: schedule time with your family like an unmissable
appointment. Learn to say no: every yesto what doesn't move you toward
your goals is a no to what does. Disconnect to reconnect: turn off the
phone at dinner and be present. And review your balance every month:
what area am | neglecting? Balance isn't a permanent state — it's a
constant adjustment.

Ambition takes you far. Balance lets you arrive whole. Y ou need both.

Reinvention: dareto start over

There's a moment when every successful person has to do something
terrifying: reinvent himself.
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Reinventing yourself isn't throwing away what you built. It's using
what you learned to build your next version. The eectrician who
becomes a contractor. The employee who becomes an owner.

Why is it necessary? Because what brought you here won't take you
there. The skills that served you to start aren't the ones you need to grow.

Signs it's time to reinvent yourself: what you do no longer challenges
you; the market changed and your way of working no longer fits; you hit
aceiling you can't break being who you are today.

Reinventing yourself is scary because it means being a beginner again.
But the expert who refuses to be a beginner again becomes obsolete. The
one who dares to start over stays relevant.

Do it small: learn the new skill while keeping the current one. Smart
reinvention isn't a leap into the void — it's building the next floor while
you keep living in the current one.

And remember: you aready did it before. Every big change —
changing countries, changing jobs, starting a business — was a
reinvention. Y ou survived them al. Y ou can handle the next one.

Listen well to this: | never jumped into the void. Every big reinvention
in my life | did by building the next floor while | kept living in the
current one.

When | worked full-time at AutoZone, | started building my
businesses without letting go of the paycheck that paid for the house.
When | moved to Eagle Rock in 2024, | kept building. And when in April
2026 | dedicated myself full-time to GMPS Construction, SG Junk
Removal, G Metals, and the handyman work, it wasn't a leap of faith: it
was moving into a floor 1'd already spent years building, brick by brick,
in the hours others used for resting.

Changing countries in 2009 was a reinvention. Changing jobs was
another. Starting each business was another. In all of them | survived, and
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in al of them | applied the same rule from this chapter: learn the new
skill while keeping the current one. The reckless ambitious one quits on
Monday and prays on Tuesday. The smart builder plants at night and
harvests by day.

Today the puzzle is coming together: the electrician trained in El
Salvador, the parts manager, the maintenance specialist, and the business
owner are the same person, in the same building. | didn't have to
demolish anything. | just kept building upward. You can do the same:
don't abandon your current floor until the next one has a roof.

(Story reconstructed from verified facts — Fernando, correct me
where I'm wrong.)

Apply thisweek

Sustainable success gets built with actions, not intentions. This week, do
these five things:

1. Do your first self-review (30 minutes). Sit down with a notebook:
what do | do well? What do | do wrong? What do | adjust this month? Put
adate on your next monthly review.

2. Pick one new skill. What skill would make you worth double in a
year? Find a course, avideo, or a person to teach it to you. Take the first
step this week.

3. Review your numbers. Add up how much you earned and spent | ast
month. If you spent more than you earned, you aready found your first
problem. Decide what percentage you're going to save each month.

4. Schedule what's important. Block this week: two 30-minute slots to
move, one phone-free dinner with your family, and one hour to learn
something new. What's not scheduled doesn't exist.

5. Tak to someone you admire. Invite a person who's already where
you want to be for coffee. Ask him: what do you wish you'd known when
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you were where | am? One conversation like that saves you years of
mistakes.

Five actions. Seven days. Start today.

Chapter exercise

Find a quiet place and answer in writing, honestly. This is your map for
the next twelve months. Save it and review it every three months.

1. In what area of your life do you fed stagnation? What signs
confirm it?

2. Write three strengths you must leverage and three weaknesses you
must correct. Strengths:

Weaknesses:

3. What new skill would make you worth double this year? What's
your first step?

4. Write one goa for this year in each areac money/work, health,
family, learning, and contribution.

5. Name a possible mentor, two fellow travelers, and one person you
could help. Which relationship do you need to step away from?

6. Do you spend less than you earn? Do you have an emergency fund?
How many sources of income do you have? What are you going to
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improve?

7. Where do you want to be in ten years? Describe your work, your
health, your family, and your assets.

8. What legacy do you want to leave? What are you going to start
doing this month to build it?

9. What area of your life is out of balance today? What concrete
adjustment will you make this week?

10. What new version of yourself is trying to be born? What's the first
small step?

Save these answers. Success isn't measured by what you achieve once,
but by what you're able to sustain your whole life. Come back to this
chapter every year and check how much you've grown.

The path doesn't end here. The path gets walked every day.

CONCLUSION

Y ou reached the end of the path. Or better said: you reached the end of
this book, because the path goes on.
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Let's go over what we walked together. Y ou defined your success with
clarity. You trained your mind to play in your favor. You learned to plan
like a professional. You took control of your time. You turned your
failures into teachers. You built your support network. You lit a
motivation that doesn't depend on the day's mood. You sharpened your
communication. Y ou became flexible like water and firm like rock. And
you understood that the true triumph isn't arriving once, but staying your
whole life.

Ten stretches. One single path. And now the map isin your hands.

But let me tell you something you may not want to hear: reading this
book didn't change you. What's going to change you is what you do
starting tomorrow morning. Knowledge without action is entertainment.
And you didn't buy this book to be entertained.

So here's my final chalenge: go back to chapter 1. Reread your
definition of success. Look at your exercises. And ask yourself with
brutal honesty: what did | do this week with what | learned? If the answer
is "nothing," it doesn't matter. Start today. The best day to start was ten
years ago. The second best day is today.

CLOSING

Dear reader:

You've traveled a fascinating road through these pages. Together we
unraveled the principles that separate those who dream from those who
achieve.

Remember that success isn't afinal destination, but aroad of constant
evolution. What you learned here has no expiration date, but it does have
one condition: you haveto liveit.
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It doesn't matter where you are on your journey right now. Whether
you're starting from zero, rebuilding after afall, or climbing toward your
next level — the path is the same and the rules don't change.

| want you to take in something fundamental: you are the protagonist
of your own story. Nobody else can walk it for you. Nobody else can
want it for you.

Maybe right now you feel a mix of emotions. Excitement about what
you learned, but also some fear about what's coming. That's normal.
Moments of doubt are part of the process. The important thing isn't not
being afraid; the important thing is to keep walking, afraid and all.

Build genuine connections. Grow a growth mindset. Keep your
curiosity intact. Take care of your health, your family, and your word.
And never, never stop dreaming.

| invite you to make this book not a finish line, but a starting point.
May every chapter become a habit. May every exercise become a
decision.

Let me confess something to you. This book didn't come out of
nowhere. Behind these pages there are thousands of dollars invested in
my own head: courses, trainings, programs, mentors. Y ears learning from
those who already walked this path before me. It was intense — nights
studying after twelve-hour workdays, money that hurt to let go,
information that sometimes overloaded my mind. But every dollar was a
seed.

Why am | telling you this? Because | want you to understand
something: nobody gave me this map. | built it piece by piece, with every
course, every mistake, every early morning. And now, finally, I'm putting
together the complete puzzle. All those loose pieces — the mindset, the
planning, the discipline, the resilience — are fitting into a single picture.
And that pictureis this book.
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Y ou don't have to spend what | spent or take as long as | took. That's
the advantage you hold in your hands: I'm handing you the puzzle aready
assembled. Y our job now isn't finding the pieces. Y our job is using them.

That kid in the photo, next to the train track, didn't know anything
about the future. But he knew one thing: he wasn't going to stay where he
was. Today | tell you the same: don't stay where you are.

Believe in yourself. Trust your potential. Work with passion. And
above dl, never stop dreaming. Your path to triumph starts — or
continues — today.

And now let me confess the crown jewel of it all. GMPS s not just my
company's name: it is my ministry. The name came to me in a dream, in
the early morning hours, after praying and asking God for direction — to
put my skills, my knowledge, everything | am, under a single name. And
| told Him: if Y ou are with me, | won't need nobody.

And let me reveal something else, something big: people see the
business up there, GMPS Construction Inc, but in reality nobody knows.
They seelogos, different logos, on different businesses or companies. But
the real one is just a white flash with the letters; GMPS. That is the real
mark.

| made a covenant: never ask people for money. Through contracts |
can provide for myself, for my family, and for anyone who needs food,
shelter, and clothes. Most people come for money, for business, for
things. But what | really do is draw the knowledge out of them and
"squeeze their brains."

If they want to fly, | make them fly. If they think that's the end, that's
the end. There's no turning back. Everyone who crosses my path gets to
the end. Either here or there. It's their choice. No excuses.

That is my ministry. That ismy mission. And this book is part of it.
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And before | close, | leave you with the doctrine that holds all of this
up. The Doctrine of the Fire:

To get to that point, people got to understand — only the ones that
wake isgoing to realize that it's not just to be a part of something or make
you part of something or bring you in something. Y ou gotta become, you
gotta do something. It's not just on the surface. Y ou gotta come out, out
of you. Right. That'swhat it is. Ready to come out of you.

They gotta be baptized in their soul and their spirit. Spirit. And walk
in the fire — with the fire, through the fire, on the fire. But not that one
day... day. Hurts. Or kill. It's gonna be the one that burns and stays on.
The real Fire of God.

With all my confidence and admiration,

The Author Fernando Guzman
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Family.

Trandator's Note

"Salir adelante” - "get ahead.” Literally "to come out ahead / move
forward." "Get ahead" keeps the working-man's sense of steady progress
instead of the flat "move on."

"Partir el elefante en pedazos' — "cut the elephant into pieces." Kept
the vivid image on purpose rather than swapping in the plainer "break it
down" — the picture is the lesson.

"Laregué' - "I screwed up." Blunt, colloquia self-blame. "I made a
mistake" would have sounded like a corporate apology; the book’ s voice
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ownsit out loud.

"Palancas’ - "pull." Asin "no pull, no contacts’ — the everyday
word for who-you-know leverage, not the mechanical lever.

"Troca' — "pickup truck." Regiona dlang for pickup; rendered in
plain American English so no reader trips on it.

THE PATH TO TRIUMPH —
WORKBOOK

From The Ferguz Success Sequence, Book 6

Ten chapters gave you the path. This workbook keeps you walking it.
Work it with a pencil, in order, one worksheet at a time — then keep the
tracker pages on your nightstand and come back every week, every
month, every quarter.

W-1- My LifeBlueprint (Chapters1 & 3)

Fernando's story started with a boy by the railroad tracks who knew one
thing: he wasn't going to stay where he was. Thisis your starting line —
writeit down so it exists.

1. My definition of success, in one sentence:

"For me, success is

2. My why — the fuel for bad days (be specific: names, faces,
moments):

183



For them (names):

3. My three SMART goals (one for money, one for persona growth,
one for family):

4. My first three small pieces (the first one doable this week):

1. Thisweek:

2. Next two weeks:

3. This month:

5. My weekly review — day: time: alarm
set?m

My three review questions: (1) What did | move forward? (2) What
held me back? (3) What do | change next week?

6. My honesty baseline (a goa built on sweet little lies falls apart in
month one):

| earn/month: - | owe in totd: - My 3
strongest skills: / / - Real free
hours/week:

W-2 - My Faith & ValuesInventory (the memoir thread)

Faith was Fernando's first school before it was ever his strategy —
Escuela Catdlica Complejo San Francisco and Iglesia San Francisco as a
boy, Liceo Cristiano, the conversion at Iglesia Mision Centroamericana
Maranata with Daniel Menjivar and Daisy guiding him to confess Christ
as his only true Savior, and later Getsemani with Pastor Gerson Zelaya
keeping him anchored after every blow. Faith didn't erase his hard days;
it renewed him when motivation ran out.
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1. My faith anchors (where, with whom — the places and people that
hold me up):

2. My values — circle your top 5, then rank them 1-5:

Faith - Family - Honesty - Hard work - Discipline - Generosity -
Humility - Loyalty - Courage - Service - Integrity - Perseverance -
Gratitude - Compassion

1 2. 3. 4.
5.

3. My persona creed (one sentence that says who | am and what |
stand for — like Fernando's covenant to never ask people for money,
written after his dream in the early morning hours):

4. Thisweek, my faith shows up in my work by:

(Example: refusing a dishonest shortcut, treating a hel per with dignity,
giving thanks before the day starts.)
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W-3 - My Work-History Audit (Chapters5 & 9)

Fernando's trail: completed 96-hour fourth-category electrician training
in El Salvador (2009), emigrated at Christmas 2009, uncle Walter's house
flips in Batimore, a master eectrician's company, AutoZone parts
manager (2018-2024), Eagle Rock maintenance specialist (2024-April
2026), then his own floor: GMPS Construction, SG Junk Removal, G
Metals (free scrap pickup), handyman service — every reinvention built
while keeping the current floor. Y our knowledge is the only luggage that
never getslost.

List every job, trade, and gig you've ever done. For each one: what did
it teach you that you still use?

My "in-passing” skills (things | learned watching others that could
save me someday — like the man who learned to read blueprints and
guote while recovering from a bad back):

Right now I'm keeping my current floor AND learning:

(Example: "working my job while learning to quote jobs on
weekends.")

W-4 - Mindset Self-Assessment (Chapters2 & 7)

Rate yourself 1 (never) to 5 (always). No one reads this but you.

Score: 80-100 — You're tending the fire daily. 6079 - Solid base;
pick your 3 lowest and fix them this month. 40-59 — Your mindset
needs reps — start with the nightly journal and the "yet." Under 40 -
Start over at Chapter 2 and do every exercise for real thistime.
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My 3 lowest (fix these first): / /

W-5-Time & Energy Week Planner (Chapter 4)

You get 1,440 coins a day. Spend them like someone who knows what
they're worth.

1. My 3-day time audit (write what each hour went to — no makeup,
just truth):

2. My Eisenhower sort — 3 tasks from this week per box:

Box 1 (urgent + important):

Box 2 (important, not urgent — MY  GOLD):

Box 3 (urgent, not important):

Box 4 (neither):

What am putting in Box 2 tomorrow?

3. My energy schedule: My strong hours are . My weak
hours are

One important task I'm moving to my strong hours:

4. My time-thief list (phone / interruptions / disorganization /
purposel ess meetings):

1 - My fix:

2. - My fix:
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3. - My fix:

5. My sacred block: project , time . My
commitment: "For the next 30 days | dedicate this block to my project, no
matter what. If | fail one day, the next day | come back with no excuses."

Signature: Date:

6. My weekly review (30 min, Sunday): What did | move forward? /
What stole my time?/ What do | adjust next week?

W-6 - The Failure Autopsy Master Sheet (Chapter 5—
reusable)

Photocopy this page. Use it every time something goes wrong. A year's
worth of autopsies becomes a wisdom manual nobody can take from you.

Date: The failure:

1 What exactly happened? (facts, no drama):

2. What part was my responsibility?

3. What part was NOT my fault? (name it so you don't over-punish
yourself):

4. What will | do different next time? (one concrete action, not "be
more careful™):

5. What did I len that serves me  forever?

Persist or let go?m Keep going - m Adjust theplan - m Let it go

(Am | learning something new each try? Is the goal still worth it? Isit
costing me more than it can give me?)
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My lessons ledger (one line per fall — your tuition receipts):

Remember: failure is not you. It's something that HAPPENED to you.
Separate them.

W-7 - My Support Network Map (Chapter 6)

Nobody wins alone. Fernando didn't: a cousin who took him to work at
six, an uncle who opened his business's door, a brother at his father's
house, the instructors at the 2014 Fairfax County workshops, mentors he
never met whose trainings he applied like they were given to him
privately. Map yours.

The 5 kinds of people (write names — if one is empty, that's your
mission this month):

My givefirst tracker (first you give, then you receive — log 4 per
week):

My 48-hour follow-up log (relationships die when you never speak
again — message within 48 hours):

One conversation outside my bubble this month: with
(different trade/generation/background). What |

learned:
Hedlthy distance: who subtracts from me? My
respectful, drama-free step:

W-8 - The Motivation Fire Sheet (Chapter 7)

Motivation runs out. The fire gets tended every day — 20 minutes a day
plus 15 on Sunday.

My daily fire routine:
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m Morning (10 min): 3 gratitudes + 5-minute visualization of my goal
achieved (details, sounds, feelings, who's with me).

m During the day: run my system — no negotiating with the mood.
m Night (5 min): write my 3 wins of the day in the journal.

m Sunday (15 min): self-reflection — what did | do well / where did |
fail and why / what do | adjust next week.

My system card (automatic, no decision in the moment):

My  goa: - My  system:
on (day/time)

My why card (copy of the one on my mirror/wallet/visor):

My wins journal — 30 small wins (proof | move forward; open it on
bad days):

My gray-day protocol (from this chapter — do not make big decisions
on abad day):

1. Giveit 24 hours. 2. Lower the demand, don't stop (minimum plan).
3. Read my why card. 4. Talk to someone for 10 minutes.

My accountability person: Check-in day:

My one sentence for the days without desire
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W-9 - My Adaptability Drill Card (Chapter 9)

The plan almost never turns out the way you drew it. The one who adapts
best wins — like the bamboo, not therigid tree.

My plan A / B/ C (for my most important goal this year):
When the plan falls apart — my 6-step checklist:

1. m Breathe. Name what | feel. Put an expiration date on the
mourning.

2. m Separate facts from stories. Write the facts on paper.

3. m Divide what | control (my hours, my learning, my spending, my
attitude) from what | don't.

4, | Take inventory of my resources:

5. m SwitchtoplanB or C.
6. m Act fast. Adjust on the move.

My resource list (skills — even "in passing® — tools, contacts,
savings, time, phone, vehicle):

My money adjustment mode (3 non-essential expenses | cut when the
bad month comes):

1 2. 3. - Monthly cushion
thisbuilds: $

My second income source (it doesn't have to be big — it has to exist):
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This week | leave my comfort zone on purpose by:

W-10 - The 30-Day Triumph Tracker

Onerow aday. Check what you did. Never two bad daysin arow.

W-11 - The 12-Month Sustainability Check (Chapter 10)
Success isn't reached. Success is maintained — like a garden, not a door.
My five-area goals this year:

My four-leg table (score each leg 1-10 today — the weak leg is my
work areathis quarter):

My integrity rules (your name is your brand — keep what you
promise, be transparent with money, treat everyone well):

1 2. 3.

Where do | want to be in 10 years? (work, hedlth, family, assets):

My legacy sentence (what changes because | existed):

start building it this month by:

My next reinvention (the new floor while | keep living in the current
one):

First small step:

Quarterly review dates (book them now): Q1 Q2
Q3 Q4
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W-12 - My Path to Triumph — the memoir bridge

Thisis the book's final exercise. Fernando's path is in these pages — the
boy by the railroad tracks, his cousin Salvador Alexander's bicycle,
hunger as his first boss at six, the electrician certificate in 2009, leaving
at Christmas 2009, his aunt Blanca's house and uncle Walter's work door,
his father's house and brother Hugo, walking on his own, AutoZone,
Eagle Rock, the four businesses, the faith that never left. Now write
Y OURS. Nobody else can walk it for you.

1. My railroad-tracks photo — where | started (no money, no
connections — be honest):

2. My hunger years — what taught me to work, and what it taught me:

3. The people who reached a hand out — who opened a door, taught
me, believed in me when | had nothing:

4. My turning points — the certificate, the move, the leap (my own
versions):

5. Where | am  today (the  honest baseline):

6. Where I'm going (my destination, from W-1):
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7. My covenant — Fernando's was. never ask people for money;
provide through contracts for myself, my family, and anyone who needs
food, shelter, and clothes. Write yours — what you will never
compromise, and who you serve:

"l covenant:

for

8. My Doctrine of the Fire — the fire that burns and stays on, in MY
words: the belief that holds al of this up for me:

Signature; Date:

The path doesn't end here. The path gets walked every day.
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CONTINUE THE SEQUENCE

Completethecircle—read THE CATALYST again -

Join the Ferguz reader s community on WhatsApp:

WHATSAPP_INVITE_LINK
(invite link coming soon)

Ready to go deeper ? The 8-week Multiplication Cohort:
https:.//fernandoguzman.org


https://fernandoguzman.org

