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Part 1: Exponential Times



Where were you 30 years ago?
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The Power of Zero 



The Impact Meter



Wealth 
Dynamics

Your 
natural  

path to your  
personal 

flow









Gerd Leonhard 
“The Digital Transfromation 

of Business and Society”

The Digital Decade: 2020 - 2030









Part 2: The Impact Meter
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The Power of Zero 



We've moved from the industrial age where it was all 
about the product and productization to the 
technological age where it's all about the customer 
and customization. 

Instead of focusing at product development and 
production lines (which we learned about and were 
a part of at school), focus at customer experiences 
and customization lines.

Your business doesn't start when you have a 
product. It starts when you have a customer. So who 
is your perfect customer? Start from there and ask 
yourself (and them):

Problem - What's the problem they need solved?
Promise - What's the benefit you deliver to them?
Product - How will you solve it better than others?
Proof - Why should they trust you?



The Impact Meter



Level 1 Enterprise: 1 customer

Leadership Product Customer Service Systems
DO DO

DON’T DON’T DON’T

DO DO

DON’T

DO

DON’T

Team up with others in 
flow, where you are 

directly in contact with 
your customer.

Try and do it all on your 
own, spending time 

‘building the next big 
thing’ with no contact 
with your customer.

Focus at solving your 
customers problem in a 
way that puts money in 

their pocket.

Focus at trying to sell 
your product or do 

anything that isn’t 100% 
focused at solving your 

customer’s problem.

Begin with someone who 
trusts you and who you 

see as your ideal 
customer

Begin by building 
websites, brochures and 
fancy material with the 
expectation that if you 

“build it they will come”.

Build a relationship 
through the service you 
provide with the goal to 

create a customer for life

Rush on to a second 
customer once you have 
your first, expecting to 

be able to find customers 
faster than they leave.

Leverage on the sytems 
of others, with the time 

and effort you put in kept 
to a minimum

Distract yourself with 
time and money being 

put into systems before 
you know what is of real 
value that you can and 

should replicate.



Level 2 Enterprise: 10 customers

Leadership Product Customer Service Systems
DO DO

DON’T DON’T DON’T

DO DO

DON’T

DO

DON’T

Build a contract team 
around delivering to your 
followers and community 
while you focus on your 

prospects and customers 

Hire too many too early, 
try and manage 

everything yourself, or 
delegate the customer 

co-creation to early.

Focus at finding out what 
is and isn’t replicable in 

the solutions your 
customers find most 

value in.

Get caught up in 
delivering results without 

turning your replicable 
value into a product, or 
productizing too early.

Grow your customer 
base from people who 

trust you to people who 
trust them.

Trying to scale to 
strangers who don’t 

know or trust you too 
early, or staying with too 

few customers.

Deliver a service that 
results in repeat 

purchases and referrals 
from your user group.

Abdicate service before 
you know what it takes to 

grow life time value 
through repeat 

purchases and referrals.

Implement basic systems 
to track and serve your 
followers, community, 

prospects and 
customers.

Get carried away with too 
many systems you don’t 
need yet, or spend too 

much time in any one of 
the four lanes of your 

impact highway.





Level 3 Enterprise: 100 customers

Leadership Product Customer Service Systems
DO DO

DON’T DON’T DON’T

DO DO

DON’T

DO

DON’T

Build a full-time team to 
ignite your strengths and 
to provide a consistent 

high value experience to 
all four lanes of your 

impact highway.  

Rely too heavily on 
contract partners for 

value delivery, or recruit 
too quickly at the expense 

of profit or quality.

Focus at combining your 
value with market 

leaders, to extend trust 
and flow across all four 

lanes.

Assume you can extend 
trust from people who 

know you to people who 
don’t by simply repeating 

your Level 2 formula.

Link your customer 
pathway from new 

followers through to 
new customers in a 

predictable and 
replicable way.

Get caught up at the 
Level 2 plateau where 

you keep having to rely 
on word-of-mouth for 

new business.

Create a consistent 
service model that leads 

to predictable and 
replicable repeat 

business and referrals.

Lose sight of service as 
your greatest source of 

revenue as you grow the 
front end of your 

business.

Expand your systems to 
ensure you have strong 
customer and financial 
tracking, and that your 
team are all trained to 

work the system.

Forget to upgrade your 
systems and keep it all in 

your head, with the 
danger that you end up 

becoming the bottleneck.



The Impact Highway

“Controlled time     
is true wealth”
~ Buckminster Fuller



The Impact Meter



Impact Metrics





Level 4 Enterprise: 1,000 customers

Leadership Product Customer Service Systems
DO DO

DON’T DON’T DON’T

DO DO

DON’T

DO

DON’T

Build a Board to support 
you strategically, and 

attract operational 
leadership to manage 

each area of flow.

Continue to try and 
manage the company on 
your own, or to become 

detached from the 
customer flow.

Focus at partnerships to 
enable your products to 
be offered by others in 
your market, including 

your customers.

Over-leverage your 
product range without 

enough variety or 
novelty, or lose sight of 

the path your best 
customers are taking.

Extend your customers 
beyond your own 

pathway to partner 
pathways, and vice 

versa.

Rely on your existing 
customer base to expand 

on your own in 
competition with the rest 

of the market.

Extend your service to be 
customer-focused 

whether your customers 
buy from you or your 

partners.

Try and hold on to your 
customers in a way that 

cannot scale, leading to a 
churn regardless of the 
value of your products.

Upgrade your systems to 
ensure you can manage 
your business remotely 
with daily data steering 

your company.

Have any part of your 
company still relying on 
manual processes when 
they can be automated or 

outsourced.



Level 5 Enterprise: 10,000 customers

Leadership Product Customer Service Systems
DO DO

DON’T DON’T DON’T

DO DO

DON’T

DO

DON’T

Shift your focus to 
attracting resources in 

money and talent as your 
team grows the 

business.

Get caught up in the 
business without being 
able to get perspective 

from the outside, or 
strangling the business 

through lack of 
resources.

Ensure a full product 
range to serve your 

market now and in the 
future, with at least a 

three year product plan 
in place.

Becoming too near-
sighted in delivering 

what works today 
without anticipating what 

your customers will 
be needing three years 

from now.

Grow those you are 
customizing for from 

your customers to your 
partners, investors, team 

and community.

Expect to keep a 
leadership position by 

simply scaling your 
earlier success with the 

customers and team 
you have.

Grow your service to 
become a guardian for 
your community, with 
advocates and leaders 

rising from within.

Try and keep a division 
between your value 
delivery and your 
customer’s value 

consumption, with the 
inevitable loss of trust.

Invest in world class 
systems to provide fully 
seamless and scalable 

growth, with your culture 
being at the heart.

Become overly process 
driven, overly controlling 

or overly chaotic. Or 
have any systems that 
don’t put the customer 

first.





Thank you

The cost of missing your impact

Living a life of hard work 
Loss in quality of life 

High stress and anxiety 
Broken relationships 

Lost opportunity 
Inability to keep current



Thank you

The joy of following your impact

Living a life in flow 
Quality of life 

Race with grace 
Igniting genius of others 
Attracting opportunity 

Stepping into the future



Part 3: Wealth Dynamics



Wealth 
Dynamics

Your 
natural  

path to your  
personal 

flow



Wealth 
= 

Value 
x 

Leverage





Examples of Creators



Examples of Stars



Examples of Supporters



Examples of Deal Makers



Examples of Traders



Examples of Accumulators



Examples of Lords



Examples of Mechanics









The Five Frequencies

Earth
When?

Fire
Who?

Wood
What?

Water
Why?

Metal
How?









Part 4: Action Steps



Thank you
You don’t need to know every step 

You just need to know 

right now
the right step





Our Edtech Platform

Entrepreneur 
 Level

PassionsTalents

Entrepreneur 
 Profile

Purpose

Genie, GeniusU’s A.I. virtual assistant, gives each student and faculty member personalized recommendations on what 
courses to take, how to upskill, who to meet and where to go based on their step in the curriculum, their stage of business 
growth, global location and interests, together with their personal values, vision, passions, talents, and purpose.

Our GeniusU Edtech platform includes assessments algorithms which provide us with 
intelligent data on each student’s interests, entrepreneur level and social connections.



Our Learning Experience
Our Students join as free students and then progress to course and diploma students,

with their A.I. Genie guiding them on their personalized path.

Register on 
GeniusU

Take assessments 
to personalize 
your journey

Join a free 
event or course Follow a personalized learning path

Build your 
GeniusU profile  



Our C.L.E.A.R. Philosophy
Our Students earn Genius Entrepreneur Merits (GEMs) for each step they take to

Connect, Learn, Earn, Act and Review, gamifying their learning experience.



Create a Daily C.L.E.A.R. Habit
Take these daily five steps to grow your genius:

Connect, Learn, Earn, Act and Review, while igniting the genius of others.



Earth
When?

Fire
Who?

Wood
What?

Water
Why?

Metal
How?

The Five Rhythms



The Five Rhythms

Earth
When?

Fire
Who?

Wood
What?

Water
Why?

Metal
How?

Reflection 
& Renewal

Details & 
Financials

Service & 
Schedule

Meeting & 
Connecting

Creation & 
Planning



Genius Story: Sandi Herrera

Sandi’s Genius Journey
2015:   Joined GeniusU after taking the Genius Test
2015:   Attended the Global Entrepreneur Summit
2015:   Became certified on GeniusU as a Performance Consultant
2016:   Joined 12 Month Crystal Circle Mentoring Program
2017:   Joined Genius School team and launched Educator Dynamics
2018:   Launched Genius School US with first Genius Camps
2019:   Brought former employer Zappos in as a main sponsor
2020:   Pivoted during pandemic with mentoring: $15,000 to $200,000
2021:   Representing Genius Group at GSV EdTech Summit in San Diego

After working at Zappos in Las Vegas, Sandi left the company with an ambition of ‘delivering happiness’ to schools. 
She joined GeniusU in 2015, first as a student and then as a mentor. She has since grown Genius School in the US
as well as her own teacher training company, Educator Dynamics, with Zappos now sponsoring her Genius Camps.

“The key to growing as an educator is to keep company  
with others who uplift you, whose presence inspires you,  
and whose dedication drives you.” 

- Sandi Herrera, Genius Partner since 2018  
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