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HELPING MILITARY & VETERAN
FAMILIES REALIZE THE

AMERICAN DREAML,

WHO WE ARE

2,600 +
VETERANS

EDUCATED ABOUT HOMEOWNERSHIP

1,500 +
FAMILIES

WERE HELPED THROUGH VAREP CARES

750 VETERANS

PLACED IN HOMES THROUGH
OUR PROGRAMS

119 HOUSING
SUMMITS

T0 EMPOWER
VETERAN HOMEOWNERSHIP

WHO CAN JOIN?
Any individual
regardless if you have
served or not. VAREP
and its members
represent and work
within all sectors of the
real estate, housing
and financial services
industries...

WE WANT YOU!
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18 ASSO -~
i Cy
5

Established in 2011, the USA Homeownership Foundation, Inc. DBA
Veterans Association of Real Estate Professionals (VAREP), is a non-
profit 501(c)(3) organization dedicated to increasing sustainable
homeownership, financial-literacy education, VA loan awareness, and
economic opportunity for the active-military and veteran communities.

% “Widhk ok

OUR FIVE POINT PLAN

0 Homeownership Advocacy - Advocate nationally to develop programs that reduce
barriers to homeownership in the military and veteran communities.

@ Community Outreach - Foster responsible homeownership in the military and
veteran communities by providing housing education and counseling services.

@ Professional Membership - Provide a place where real estate and financial
service professionals can share ideas, get educated, and be empowered to better serve
the real estate needs of service members, veterans, and their families.

@ Veteran Job Creation - Provide employment opportunities through posting on our
military and veteran job board. We are also working on creating awareness among
companies to include veteran-owned businesses in their supplier diversity program.

@ Affordable Housing - Provide affordable home buying opportunities for veterans
and service members who have gone through VAREP’s homeownership education
counseling services.

info@VAREP.net | www.VAREP.net | 951-444-7363

VAREP IS A 501.C.3 NON-PROFIT ORGANIZATION AND YOUR CONTRIBUTION IS TAX DEDUCTIBLE.
USA HOMEOWNERSHIP DBA VETERANS ASSOCIATION OF REAL ESTATE PROFESSIONALS TAX ID: 45-2458485
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COVER STORY

Kathy May-Martin

Executive Agent of the Month

Recognized globally as one of the Top 100
People in Real Estate and ranked among the
top 1% of 95,000 Coldwell Banker agents
nationwide, Kathy May-Martin is a
Realtor® of superlative quality.
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360 Pawnook Farm Rd. 236 High Pointe

Lenoir City, TN Village Way,
$1,950,000 Kingston, TN
$1,275,000

115 Highland 1031 Waterford Place,

Reserve Way, Kingston, TN

Kingston, TN $250,000
$850,000
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Can You Afford to
Take a Break?

s the summer heats up, vacations become
more frequent for clients, prospects, and you.

/ \I’r becomes easy to fall into a complacent

attitude toward work.

But when you feel the pull of the beach or the golf
course on a day you know you should work, here are
a few ways to get back on track.

Review your goals for the year.

If you've noticed that you've been making days
off too much of a habit lately, you might need to
evaluate how in step you've been with your sales
goals lately. Can you really afford to take the
day. off today? In other words, have you earned
the right by your previous actions up until today
through disciplined effort to take the day off?

Have you reached your goal for the year? Are
you tracking toward your goal? Have you taken
the number of listings you need for the year? Do
you have the number of transactions pendmg and
closed that you need?

When | am coaching a client, 'm most concerned
about the number of listings compared to the goal,
as well as the quality of the listing in terms of
pricing and the pipeline of pendings the client has
currently. If the client is a little behind in production
but the pending pipeline is strong, as well as the
pipeline of inventory, I'm confident they will catch
up to their goal.

So ask yourself: Where are you at right now?

Consider how consistent you ‘ve been in your
prospecting, lead followup, ;and lead generation
calls in the last 30 days.

If you've been consistent in hitting the phones
and making face-to-face appointments in the last
30 days, you won't be slowed in your momentum or
break your established habit with one day away.

However, if you've been erratic in these efforts,

-

you might want to rethink that day off. One day off
may only add to the problem that already exists:
inconsistent effort and results.

You might think that one more day won't hurt, but
that's exactly why you are where you are currently.
The most important moment is now; the moment to
change the outcome is now.

You can't afford to add to the problem so, sorry,
you can't afford the day off.

Accept that a day off to recharge is sometimes
needed.

We all need time off, and we all deserve time
off. As real estate pros, we tend to make ourselves
available to our clients and prospects 24-7. But
we can burn out quickly if we don't take time off
regularly. Sometimes we need to let ourselves take
that day off.

But make it count. When was the last time you
took a whole day off where you shut off your cell
phone and didn't answer it? When were you not “on
call” or interrupted when you were with your family?

Maybe today needs to be that day.

For most real estate professionals, we have too
many of what | call “half days.” These are days
where we are half in and half out of the game. We
are half at work and half at home. | think we kid
ourselves when we do this, and actually spend most
of the time in the land of neither.

The secret to success is to be all in at all times. If
you decide to be at work, be all there. If you decide
to take the day off, be all there as well.

So if the beach is calling and you've earned it, go
enjoy what you earned without guilt!

-by Dirk Zeller

Execurive AGeENT Macazine 7
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The Importance of Having a

Sense of Purpose

all hustle in order to make a living. But research has
shown stopping to smell the roses—by focusing on our
side passions, practicing self-care, and spending time
with loved ones—is a crucial element of living a long life.

I n this day and age, we work hard. Really hard. We

There's significant research indicating that these
so-called “soft” sciences have an effect on our body
and behavior. For example, research has shown
those who are optimistic and have good overall
mental health are less likely to smoke and more
likely to both exercise and eat a healthy diet.

Other research has shown exercising with a buddy
makes you more likely to lose weight than if you were
to go at it alone. Another study showed people who
received a daily hug were 32 percent less likely to get
sick. If that's not a reason to go hug your loved ones
right now, we don't know what is!

Although it's important to keep our brains young
through work and intellectual stimulation, it's just as
important to have fulfilling relationships and a sense
of purpose. Ask yourself about the quality of your rela-
tionships, career path and connections. Do you have a

o —purpose?.Do you.lexe? Are you loved in return?

'

L
%‘ d‘ “. = - L d -
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Related: The Most Important Part of Success Is
Connection

Assess where you are and what you need to do in
order to make improvements. These issues can be deep
and complicated, and certainly aren’t easy to solve with
one tip or trick. But we do believe you can take small
steps to both find your purpose (say by exploring a side
passion) and foster connections (like joining a meetup
group in your area).

Another thing you can do is practice mindfulness—the
skill of being present and engaged. It takes work, but
it's worth it. Schedule time into your life to nurture your
connections and do the things you love. Whether this
means weekly FaceTime calls with your best friend or
visiting the local art museum once a month, make sure
you schedule time to stop and smell the roses.

When we think about longevity, it can be tempting
to ponder things like bionic body parts and hearts that
beat with infinite power. But it's also important to realize
that one of the best ways to ensure we live long, fulfilling
lives is to have a sense of purpose and surround our-
selves with those we love.

-by Mehmet Oz =
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</ & ~/ 8T7-TERMITE.COM

CELEBRATING 25 YEARS IN BUSINESS

GENERAL PEST CONTROL & RODENT EXCLUSION
MONTHLY & BI-MONTHLY PEST CONTROL CONTRACTS
SHORT NOTICE & NEXT DAY INSPECTIONS AVAILABLE

*PEST CONTROL SERVICES ARE ONLY AVAILABLE IN ORANGE COUNTY, CA

24-HR REPORT ESCROW TRANSACTIONS IN-HOUSE
TURNAROUND SPECIALIST WARRANTY ON FUMIGATION WOOD REPAIR CREWS

BR. 2 & 3 LIC #PR5121 B GENERAL CONTRACTOR & C-39 ROOFING 8 WATERPROOFING LIC#771813
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ABOUT EXECUTIVE AGENT MAGAZINE

WHY
EXECUTIVE
AGENT MAGAZINE

About Executive Agent Magazine
It's not about marketing yourself..It's about HOW!

Executive Agent Magazine began in Southern California to serve the needs of real estate agents
looking for a new and innovative way to promote themselves and services to the local luxury
homeowner marketplace. Executive Agent Magazine's unique design, exceptional photography of
incredible homes and targeted distribution methods quickly established the publication as the
advertising method of choice for top producing agents.

This Internet exposure through ExecutiveAgentMagazine.com
as well as other leading internet portals gives your advertising
worldwide exposure. Direct mail distribution and client contact
services put Executive Agent Magazine advertisers in front of
specifically targeted consumers and real estate professionals.

EXECUTIVE

AGENT MAGAZINE

PRINT | ONLINE | DIRECT MAIL | MOBILE

EAECULIVE

AGENT MAGAZINE

Adrienne -

OBrandes &



http://www.executiveagentmagazine.com

e .\"l—‘

16 Execurive AGENT MAGAZINE




Why You Need to Stop
Worrying About Failing

o you know what “icing the kicker” means?
In football, when a kicker is preparing to
make a potential game-winning field goal,
opposing coach will often call a timeout right
ore the ball is snapped.

P

inking behind this strategy is that a
econd timeout will distract the kicker and
upt his rhythm. The problem is, it doesn't
ally work. According to the sports research book
Scorecasting by economist Tobias Moskowitz and
Sports lllustrated writer L. Jon Wertheim, an iced
NFL kicker makes the field goal 77.5 percent of the
time in the last 15 seconds of the half or overtime.
If the opponent does not call a timeout, the field
goal is made only 75.4 percent of the time. Icing the
kicker only increases his chances of scoring!

So why do coaches do it? Because they feel that
doing something is better than doing nothing at
all. This is an example of how the fear of making
a mistake can distort our decision-making and lead
to an even worse mistake. Whether you're lining up
a 55-yard field goal, starting a new business or pre-

paring to pivot in your life or career, it's natural to
be afraid of failure. The key is to ensure that your
fear of failure is in proportion with the odds of the
worst-case scenario actually happening.

Our worries should be directly proportional to the
possibility of the event. If there's a .00001 chance
of a stock market crash today, | won't spend 99 per-
cent of my time worrying about it. Whenever | find
myself stressed about negative prophecies, | stop
and ask two questions:

1. How often has this negative event happened
to me before?

2. How often does this negative event happen to
people in my situation?

By simply reminding myself of the unlikelihood of
what | fear actually happening, my brain focuses on
preparing for success.

By Shawn Achor

Execurive AGEnT Macazine 17
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Know of a REALTOR® doing amazing things?
NOMINATE them to be our next
Executive Agent of the Month
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Written by H. K. Wilson

ecognized globally as one of the Top 100 People ~ As the broker/owner of Coldwell Banker, Jim Henry
in Real Estate and ranked among the top 1% of & Associates in Kingston, she is fostering a 50-year
95,000 Coldwell Banker agents nationwide, legacy of real estate excellence that will serve

Tennessee families for generations to come.

Kathy May-Martin is a Realtor® of superlative quality.

Execurive AGENT MaGAzINE
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After a first career in hospitality management,
Kathy settled in Kingston to raise a family. She
channeled her high energy and extraordinary
customer service skills into real estate, and quickly
discovered that she had found her calling. “When
| moved here, | asked people about real estate
companies, and they gave me the name Jim Henry,”
she says. ‘I didn't know Jim Henry, but | think it
was fate that | walked into his office and am here
today. | thoroughly enjoy what | do, and that's the
true definition of success in my book.”

Kathy managed the brokerage for many years
before acquiring ownership in 2020. The brand
has thrived under her leadership and has adapted
to changing markets with specialized services in
property management, vacation rentals and com-

mercial real estate. “| believe the key is being able
to welcome change,” she says. “I'm very resourceful
in terms of finding opportunities other companies
and agents might have overlooked.”

Kathy's upbeat personality and entrepreneurial
spirit animate her team and inspire the confidence
of clients. “Something | love about this business is
helping others cultivate their careers. I've been
here over 30 years, and in that time we've had
very little turnover with agents, even in down
markets. Our attrition rate is low, particularly
because of how we hire. We have an abundance
of repeat business at this office. This is a small
town, and we've been established here for many
years treating people right. We are all invested in
the communities where we live and work.”

- .
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Experience, reputation a%efhic _ /"
are all key co’%ions in hi new (o A/
agents. ‘| look for people with a strong i
work ethic and balance in life,” Kathy =8
says. “If someone is new, they need

to have the ability to grow a \3

business with the understanding -

that it will not be an overnight =

success. A willingness to learn '

is something | look for. | don't

hire just anyone who walks' .-

through the door. | look for

the right combinatio /

traits that | know they

will need to make "

cessful”
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Kathy's own success comes from her ability to con-
nect with people from all walks of life. Whatever
the price point, Kathy excels at communicating and
negotiating terms that lead to win-win deals. “It's
important in this business to be able to overcome
obstacles and keep emotions in check through the
buying or selling process. | also try to keep it simple
and look for ways to give people choices on how
to overcome issues that arise before they get to
the closing table. The main thing is communicating
with people during the entire process, from onset to
close, so they always know what to expect.”

Kathy's clients affirm the power of her approach
to real estate. A person who sold five different
properties with her said: “all sales were seamless.
Kathy has the experience, professionalism and
positive attitude to sell your property in a timely
manner. | highly recommend Kathy May-Martin to
you! She is the best!”

Another said: “Kathy was our Realtor® when we
sold our home, and we would not have wanted to
navigate the process without her. She was always
available, she was always patient with us, and she
was always correct. When we needed a contractor
and other workers for new carpeting and painting
and repairs, she steered us towards responsive
professionals we were very happy with. Kathy is a
smart, dedicated and professional Realtor® — she’s
one of the really good ones.”

In addition to her worldwide acclaim as a top-pro-
ducing agent, Kathy is also an Amazon best-selling
author of The Essential Guide to Buying and Selling
Homes: Insights from America's Top Agents and
Loan Officers. She is currently co-authoring a second
book that is slated for release in 2023, The Keys to
Success When Buying Your Home.

According to Kathy, one of the joys of working in
real estate is the opportunity to remain immersed in
the community she loves. She enjoys living lakeside
and spending time outdoors boating, hiking and
golfing. Quality time with her family and friends
is always high on her priority list. "We have a mild
climate here with all four seasons, and we're located
right off two major interstates, the I-75 and 1-40,

making it a great location for people who don't
want to live in the city but can easily commute. This
is also a beautiful area with mountains, lakes and
farms. It's a great place to live, work, raise a family
or retire. We have a great quality of life that is also
affordable. When | travel, I'm always glad to come
home.”

At this stage in her career, Kathy's focus is on
making a difference for the people she works with,
whether they are clients or associates. | love what
| do, and this is my opportunity to pay it forward,”
she says. “It's very gratifying to get to this point in
your career, and | plan on being here to take care
of people for a good while.”

Execurive AGENT MaGazINE
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May-Martin
Coldwell im Henry & Associates
' Kingston, TN 37763
03.7230
kathy-may.com
/maymartin.com
# 950474




‘nahrep

Growth, mentorship and culture matter, and
NAHREP has allowed me to be a voice in my
community while still succeeding in the industry.
No other organization provides you with a

platform to excel in your professional or
personal life as NAHREP does.”

—OLIVIA CHAVEZ, SAN FERNANDO CHAPTER

KEY PLATINUM BENEFITS UPGRADE TO
UNIVERSAL MEMBERSHIP PLATINUM FOR
Entrance to any NAHREP national, regional or chapter events at ONLY $ 199
the discounted member ratfe, particularly popular with members nahrep.org/join

in concentrated markets. .
platinum@nahrep.org

EXCLUSIVE REFERRALS
Access to the NAHREP Platinum Referral Group, a special

referral network for the best-connected people in Hispanic
real estate.

NAHREP 10 ONLINE COURSE

Complimentary access to the 3-part NAHREP 10 online
course, covering the wealth disciplines, principles of financial
management, and public speaking skills.

ACCESS TO THE LEADERSHIP ACADEMY
Eligibility to register and attend NAHREP's exclusive leadership
training, and become a part of an elite group of professionals.
INDUSTRY-DISRUPTING CONTENT

Key workshops, educational sessions, and webinars

presented by industry leaders.



http://nahrep.org/join

KATHY MAY-MARTIN Lic. # 250474
Broker/Owner

Coldwell Banker-Jim Henry & Associates

410 N Kentucky St.

Kingston, TN 37763

Tel: 865.603.7230

sold@kathy-may.com

kathymaymartin.com
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Waterfront Equestrian Estate

360 Pawnook Farm Road, Lenoir City, TN 37771

Magnificent Offeringlll Private waterfront equestrian estate on 13 acres, with 9 stall barn, hay storage, tack
room, fenced pastures, round pen & pond. Outdoor Oasis perfect for any lifestyle. Spacious 5,732 sq. ft.
residence creates an elegant two story entry to gathering room with stone fireplace. Kitchen features granite
with spacious island & gourmet appliances that adjoin an amazing sun porch & screened porch to enjoy
abundant wildlife. Main level bedroom with adjacent full bath, office/study, walk-in pantry & 2 car garage.
Upper level offers Main bedroom with spacious bath, Jacuzzi tub, walk in closet, bonus room, 2 additional
bedrooms with shared bath. Lower level offers rec. room, fireplace, pool table, bar/kitchenette & guest room,
with full bath. Enjoy the spacious patio & heated in ground Gunite pool, with hot tub/waterfall & Amazing
Lake & Mountain Views. Offered at $1,950,000

Execurive AGENT Macazine 29
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KATHY MAY-MARTIN

Broker/Owner

Coldwell Banker-Jim Henry & Associates
Tel: 865.603.7230
sold@kathy-may.com
kathymaymartin.com

o B

AUTHOR

Lakefront Estate
236 High Pointe Village Way, Kingston, TN

Spectacular lakefront home situated in Kingston on a level
lot with year round water. Great location & superb quality.
This amazing home boasts soaring ceilings with lots of
windows to capture spectacular lake views from most every
room. Enjoy living in this well thought-out open floor plan with
beautiful built-ins & fireplace, Spacious Master on the main
with 2 separate baths & private screened porch. Kitchen offers
abundance of cabinetry & counter space sure to accommodate
any Chef, 3 bdrms or office space. Entertain your guest in the
family room with custom built bar coffered ceilings, fireplace/
insert. Includes a 4 car garage & 3 phase electric in workshop/
storm shelter. Choice lakefront lot with dock & lift with new
roof, serene courtyard areq, lots of decking & patio area to

enjoy “Life At The Lake". Offered at $1,275,000
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Broker/Owner

Coldwell Banker-Jim Henry & Associates
410 N Kentucky St.

Kingston, TN 37763

Tel: 865.603.7230

sold@kathy-may.com
kathymaymartin.com
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Spectacular Sunrises & Sunsets
115 Highland Reserve Way, Kingston, TN 37763

Experience Spectacular Sunrises & Sunsets in this stunning Custom Built Home. Situated on 2.12-acres with
remarkable Lake & Mountain Views from almost every room. Reflections of good taste & superior quality
will be enjoyed inside & out. Designed with a well thought-out floor plan to enjoy comfort & entertaining.
Inside boasts an open floor plan with beautiful stone fireplace, formal dining, kitchen with lots of cabinetry
& beautiful granite throughout. Second kitchen/wet bar, family room, 4 bedrooms/offices & an abundance of
storage. Beautiful Gated Community offering Pool & Lake Access. CALL TODAY!

Offered at $850,000
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Beautiful Views on Covered Veranda
1031 Waterford Pl, Kingston, TN 37763
Great 2BD/2BA unit offers beautiful views on the covered outdoor veranda. Well designed floor plan,

conveniently located. Enjoy pool, clubhouse, workout facility & nature trails. Must see, call today!
Price: $250,000
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KATHY MAY-MARTIN

Lic. # 250474

Broker/Owner

Coldwell Banker-Jim Henry & Associates
Tel: 865.603.7230

sold@kathy-may.com
kathymaymartin.com
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HOW TO BECOME AN
INSPIRATION

‘ne of the Ioes’r ways to becomé an msplrohon‘
is by achieving your own goqls How many

times have you watched o show or read
about someone’s life, their struggles and- triumph,
and became inspired by the person they've become?

There's something about watching that fighting
spirit within someone that brings out or awakens this
feeling inside of us that we can achieve anything we
set our mind to. It's this sort of inspiration that has
produced such great accomplishments throughout
history.

Time and time again we hear stories of Olymplcms .
who were inspired by an athlete: fhey saw winning.

on television that caused them to set’and achieve
their own Olympic dreams. It's amazing wha’r an
inspired individual can do.

What I'd like to challenge you to do is to take
whatever .goal you-have and commit to making it
a reality. You see, when you achieve your goals, it
doesn’t just affect you, it also affects the people
around you. Every one of us wants to desperately
believe that we put here to do something incred-
ible. The challenge is that many of us has seen our
dreams get shattered over and over again and
have come to believe that dreams are reserved for
the lucky and gifted people.

When you achieve your own dreams, you give
hope to the people around you that they can
achieve theirs. The reason is because since they
know you, it's more real to them. How often have we
seen someone successful on TV and thought they
must have been born into a wealthy family or they
must have been born with great talents and gifts?
We tend to come up with these excuses as to why
those people are able to achieve their dreams while
we are not.

36 Execurive AGENT MaGAzINE

When you persona”y know someone who achleves: '
the goals they set out for themselves, it makes a
huge difference because it's more real to you.

| have dreams of my own. that | want to. achieve

~and my own reasonsfor achieving them and one big

reason is that | want to inspire the people: around
me. | know that when'| achieve my dreams, those
close to me will not attribute it to luck or talent of
any sort. They will realize that it's because | never
gave up on my dreams that | was able to achieve it
and because of that, they will have greater belief in
themselves and their ability to achieve ’rhelr dreams
as well. :

The cool thing is that it doesn’t stop there. When
the people around:-me get inspired, they will:start
to take action and those around them who don'-
know me will get inspired as well. It's a chain reac-
tion that.can spread through countless amounts of
people.

So if you have dreams that you have a hard time
believing that it will become a reality, start by
learning about individuals who overcame obstacles
far greater than yours to become inspired and
create more belief in yourself. From there, use
that inspiration to take massive action towards
your goals. By becoming absolutely committed to
your goals, those around you will notice and being

inspired by your efforts and because of this, they - -

will have greater belief in themselves and work
toward their goals with greater confidence.

If you truly want to become an inspiration, you
must never give up. Literally thousands of people

could be counting on you. Don't let them down.

By Kevin Ngo
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Many of life’s failures are peo
close they were to success

-Thomas A. Edison

did not realize how
ave up.
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3 Ways to Focus on Less

DOING and More BEING

writing and advice about finding your purpose
gives you so many things to do: complete this
exercise, make this list, seek this project.

P urpose has become a loaded word. A lot of the

What I've discovered is that people are just
exhausted from doing more things and not getting
the results. When it comes to finding—and more
importantly living into—your purpose, you'll need to
focus on less DOING, more BEING.

It's easy to start with do. In the world we live in
today, there's no shortage of tasks, committees and
projects to choose from. On top of that, there are
so many books, articles and podcasts out there (like
this one), pulling us in different directions of doing.
We think if we do all of these things now, we can
be something else later.

| am finding that is not the case. More and more
adults are reaching the ages of 60 and 70 years
of age, and they're realizing: | never became the
person | thought | would be after doing all of those

things.
=
I've had to learn this lesson myself. As a father,
I've realized my success as a parent is just as much
about me being with my children as it is doing
things for them. Being present in a conversation,
for example, will lead to more purposeful parenting
than reaching into my pockets.

The same is true in business. If you want to build
a meaningful career that will stretch far into the

future, you'll need to flip the script and look inward
before you turn outward.

Start with be. It starts with getting quiet and
assessing: Who am | as a being? What does it feel
like to be me in the micro moments of life? What
is left when you strip away the titles and social
constructs that define my understanding of myself?

Be together. Embed yourself in a circle of friends
and family who get you, celebrate you and honor
your journey. So often, we fail to stop and acknowl-
edge the sweetness of simply being with others who
lift us up and enrich our lives. Who you decide to
be with on a regular basis will shape you to your
core, so seek other beings who want to be more,
and do less.

Be open. When it comes to living with purpose,
you need a surround sound of feedback. It's not
all about meditation and collaboration. You'll also
want to find "no” people who will push against
the grain, go the opposite way and stretch your
thinking. Be open to the feedback that doesn’t
mdake you Teel good, but it will make you better.

Fulfilling your purpose isn't about crafting the
perfect sentence that reflects your values or goals.
It's about getting connected to what is truly mean-
ingful to you and letting that guide everything you
do.

-by Simon T. Bailey

- Simon T. Bailey
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3 Ways to Turn Nothing
Into Something

got to start with ideas and imagination. Ideas

that become so powerful in your mind and in
your consciousness that they seem real to you even
before they become tangible. Imagination that is so
strong, you can actually see it.

I n order to turn nothing into something, you've

Make those ideas tangible with these three steps:
1. Imagine all the possibilities.

One of the reasons for seminars, sermons, lyrics from
songs and testimonials of others is to give us an idea
of the possibilities, to help us imagine and see the
potential.

2. You must believe that what you imagine is possible
for you.

Others’ testimonials, such as, “If | can do it, you can do
it,” “If | can turn it all around, you can turn it all around”
or “If | can change, you can change” often become a
support to our belief. And we start believing. First we
imagine it's possible. Second we start to believe that

what's possible is possible for us. We might also believe
because of our own testimonial. Your testimonial might
say, “If | did it once, | can do it again” or “If it happened
for me before, it could very well happen again.”

So those two things together are very powerful. Now,
we do not have actual substance yet. But it is very close.

3. Go to work to make it real.

You go to work to make start a business. You go
to work to make it an association. You go to work to
make it a good marriage. You go to work to make it
a movement.

You make it tangible. You make it viable. You
breathe life into it and then you construct it. That is
such a unique and powerful ability for all of us human
beings. Put this to work and start the miracle process
today!

-by Jim Rohn
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Our bone marrow transplant reunion
is now standing room only.

Each year, City of Hope invites bone marrow transplant
recipients and their families to attend the “Celebration of

Life” event. It's a joyous time during which survivors of

blood cancers such as lymphoma, leukemia and myeloma
embrace their health, their life and each other. It began

more than 35 years ago when City of Hope created what

is now one of the largest and most successful bone CA N C E R

marrow transplant programs in the world. In fact, we've ]

completed over 11,000 transplants and, according to

national reports, our outcomes are among the best in the o X o C . t f

nation. The goal of curing cancer isn't just something m l yo
Hope.

Science saving lives.

we work at. It's what we live for.

If you have cancer, make us your first call. Or ask
your doctor for a referral. We accept most insurance.
800-826-HOPE cityofhope.org/bmt
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