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The 5-Minute Freedom Plan: Free Up 5-10 Hours of Your Week
Hosted by: Jack and Michelle Bosch
Intro:

Are you ready to transform your financial future? Here's your chance to see
inside the mindset of self-made millionaires, Jack and Michelle Bosch as they pull
back the curtain on secrets that can make you rich. Discover how everyday
people are breaking the norms and building empires from the ground up, using a
little known yet proven and time-tested wealth building real estate strategies.
It's my pleasure to welcome you to the ForeverCash.com podcast, and introduce
you to our hosts, serial entrepreneurs, investors, educators, and best-selling
authors, Jack and Michelle Bosch. Strap yourself in for the ride of your life.

Michelle:

Hello everyone. This is Michelle Bosch.

Jack:

And Jack Bosch. And welcome to the Forever Cash Real Estate Investing Podcast.
I am very excited or we are very excited to have you here. And the first podcast
of 2016.

Michelle:

Is it?

Jack:

Yeah.

Michelle:

Oh, my God, it’s already 2016.

Jack:

It’s already 2016, very exciting. Michelle, as always, what are we going to talk
about today?

Michelle:

Well, what I want to talk about since we are starting 2016 and we all probably
have already started with our New Year’s resolutions and doing some goal
setting for what 2016 will be, I want to basically go through what we call the fiveminute freedom plan which is basically an exercise, a small exercise or a small
tool for you to prepare for all of those 2016 goals. Before you even go after

those goals, there will be things that you will need to stop doing. So and this
small exercise will basically help you figure out what are the things that you are
going to have to say no or stop doing so that you can say yes to those goals and
you probably have already committed on your vision board or whatever it is or
whatever process it is that you follow.
Jack:

All right, so at the same time, I want to just quickly throw in something. This
exercise that we are going to give you right now is particularly useful if you
already have a business because it is a…

Michelle:

Or if you are an individualist and want to do everything yourself and find yourself
not being able to do a lot or not being able to do what it takes to accomplish
your goals because you are stuck and ‘I want to do everything myself’ kind of
mode…

Jack:

Right, and in that case, it obviously works too. And you can also take the
principles we talk about, then perhaps translate it into your personal life if you
are like stressed then, and in your personal life you are doing a thousand
different things and you are over-committing and you are constantly stressed.
You can apply the same kind of exercise too but in its pure form we designed a
five minute freedom plan for our business mastermind of peer advisory of sevenfigure plus business owners called the UltimateBoardRoom.com or
UltimateBoardRoom.com and we are going to adjust a little bit for even the
solopreneur right now.
Before I say that, as always, I want to make sure that you know that the meeting
notes or the podcast notes are on ForeverCash.com/Podcast. Also, you can get
access to several free thank you courses and a seven day trial of things under
ForeverCashClub.com. You can go there or ForeverCash.com/Freedom and all
these links are listed on the podcast notes so if you don’t have time right now to
write it down, don’t write while you are driving. Just make sure that you go to
ForeverCash.com/Podcast later on and download the transcript, download some
of the Twitter blogs and go to the links that are listed there. Right, so let’s get
started.

Michelle:

Okay, so then let’s get going with this five-minute freedom planning and so we
are going to explain a little bit how what this is and how you are going to go
about completing the exercise that in all reality it should take you about five
minutes. So no matter what business you are in or if you are a solopreneur, we
probably know you. You are already making money, you already have success,
you are what they call an entrepreneur and people admire you, you might even
drive a fancy car, you live in a nice house, you have made it from the looks, from
the outside in, you have it done.
You are like the super hero and yet at the same time you find yourself frustrated
with not having much time in your life and it seems that every moment that you
are awake, you are either working or thinking about work and you are wearing
all hats in your company. Whether you are a solopreneur or you have a team,
your team is just not doing what they are supposed to be doing and you are
having to constantly put out fires and fix stuff because they are not as
accountable, they are not taking ownership, they are non-empowered etc.. You
are not sure you can keep up with the space for much longer and so this is
what’s going through your mind. This is actually what is happening in your life
and so I am daring to ask, “Are we very far off?” and in that description and…

Jack:

Probably not. Even if you translate that from a business environment into a
personal environment or if you are the mother of five children and you are
running around like crazy or…

Michelle:

Of just one or two and you work full-time.

Jack:

...Or just one or two, you work full-time and so on and so forth because there is
still stuff that doesn’t get on… stuff that constant fires that need to be put out.

Michelle:

Or you are constantly falling behind.

Jack:

And you are constantly falling behind so it really translates into your personal
life, into your business life as a solopreneur as well into a bigger environment

that was designed for when you have a staff around you and you are still
stretched and still constantly pulling out fires.
Michelle:

But this is more than what will be going through your head. What I described
earlier, what will be going through your head and the feeling of overwhelming
that you are going to be having and that is because everyone of us thinks that
our lives are different, specific, unique that our businesses are whatever
investing businesses we are on is unique. But at the end of the day, our problems
are not necessarily special. If we are talking about business, business is business
is business is business… and they will be the same, the same fundamental, things
will go wrong regardless that it is understood that you are young.

Jack:

But Michelle, you don’t understand, my business is different.

Michelle:

I am going to basically… I am going to say no. I understand the need to be special
and to feel special but the business fundamentals of your business whether it be
a service, you are a service provider, a real estate investor, an attorney, a doctor,
whatever it is that you do, they will all be the same…

Jack:

Brake and motor manufacturing company.

Michelle:

...Brake and motor. Yeah, anything. No matter what business you are in, all of
these businesses are going to need more leads, more clients or more buyers,
more revenue and more profits.

Jack:

Right. And they also have the same departments. They have a sales department,
they have a marketing department, they have an advertising department, they
have an accounting department, they have an HR department, they have
financial department like a controller and a controller and customer service,
production in some shape or form. Even if you’re not necessarily in business
production, if you are in market or if you are in trade, you have inventory
though, and so everything has the same features and the key here is that...

Michelle:

Here, you will have pieces of land or homes that you are trying to flip.

Jack:

Right, exactly, and the keys is that whether or not you are aware of it, manage
with the leadership tools exist that actually help you coordinate all these moving
pieces but if you don’t use them, if you don’t know they are there and if you
don’t have them, then understandably that leads to frustration and you are
working longer hours and ever and ever longer and dealing with more stuff like
people issues and Michelle just mentioned and sales or stuff falling through the
cracks, processes, procedures, customers, vendors and so on and the larger your
business is, the more of these stuff of these things happen. Right. There is no
difference no matter what business you are.

Michelle:

Yeah, because if you have chaos right now, if you only grow and basically in leads
and prospects and clients and revenue and if there is nothing fundamentally that
changes to sustain the growth, basically that chaos will only be bigger.

Jack:

Exactly, we go from small chaos to big chaos and we don’t want that right and
that’s why we put this together because this is a small tool but it is really useful
to help you get your kind of like your head out of above water and just see like,
“Oh, that is why this is happening,” so therefore the great news here is that
there is a better way and we want to talk about that right now.

Michelle:

The exercise and we will basically walk you step-by-step but basically would you
be able to identify all the following, you are going to be able to identify where
you are spending your time, where you should be spending your time and what
changes you have to make immediately in order to create more freedom while
getting more done in your company and in your private life yeah.

Jack:

And again, if you realize if you are one-person company, it will mean that you
realize you are doing everything but perhaps it is time to not to do everything
any more if you want to grow. If you apply that even in your private life, if you
still do everything it is time to not do everything anymore and instead get either
drop stuff or get other people in a proper way to do those things for you. So...

Michelle:

So take a piece of paper right now and a pencil or a pen and I want you to
basically have your 8½ x 11 sheet in front of you and I want you to basically

divide the piece of paper from top to bottom into four sections and that means
you going to have to write you know four columns and you are going to have to
do three lines in a one line to three lines you know across so that you can have
four columns in total and so once you have that I want you to go column A and I
want you to write under column A, I want you to have different rows so the first
row will be sales, the second row will be marketing, the third row will be
advertising, the fourth row will be production.
Jack:

Basically put down all the different departments that you can come up with that
exist in your business, if you don’t do production then production is not
necessary.

Michelle:

Yeah, not necessary. Another one would be customer service, another one
would be accounting, another one would be HR issues, another one...

Jack:

If you fix and flip, one would be rehabs...

Michelle:

Yeah, absolutely.

Jack:

...Which is kind of the production part of your business in that case.

Michelle:

And if you are doing rehabs is it the management of the crew or you or you
actually doing the rehab so you need to specify. And so once you have that
under column A, what we want you to do is on column B and you want to go
across each of these areas that we just mentioned for your business, we want
you to go ahead and on a scale from 0 to 10, basically rate yourself as to how
much are you personally involved in each of these areas so 0 being your never
involved and 10 meaning you are always involved.

Jack:

Always meaning like literally on a daily basis or whenever that part is being done,
you are involved in it, right, so that’s 10. So anytime there is a rehab to do, you
are doing it, that would be a 10. If you don’t touch the rehabs at all you don’t
even see the houses and you just get a report about them, then it would be a 0.
If you are identifying new markets and you are the one doing that, you want to

definitely do a 10, if somebody else or your partner is doing that or you are
sharing that, maybe that is a 5 you know.
Jack:

Exactly so with that basically go down the list and look at it, so how much are
you involved in sales in your company, are you involved in a daily basis, are you
involved all the time or are you just getting a report or you are just doing a
monthly meeting, just basically put it on a scale from 0 to 10 with 0 being you
are never involved and 10 being you are all the time constantly involved in that
area of your business. And go down the list of all the different departments like
sales to be mentioned, marketing, advertising, production, customer serving,
accounting, HR, hiring…

Michelle:

And for us real estate investors you know the marketing is not just the marketing
when you are selling, but marketing when you are trying to acquire new
properties as well.

Jack:

Right, exactly. Financial reporting, accounting, I mean I already mentioned
accounting I believe so all these different things, put them down there and then
put the number next to it, all right. So once you have done that, look at those
numbers, chances are that if you like 90% of all entrepreneurs, you probably
have a number of above 5 in more areas than you know you should be really
active in right. Above 5 really means that you are on and ongoing bases involved
in that perhaps not all the time, but that you are actively involved in it. Below 5
means that you are kind of like only occasionally involved in it and obviously on
the fringes 0-1 means that you are not involved in it at all, you might just get a
report and a 10 means you are basically doing it right.
So look at that and if you are like as I said let me repeat it, if you are like 90% or
more of entrepreneurs you probably have a high number in more areas than you
know you should be active in. So chances are usually that is like at least in 4-5
areas you got that high number in it. Now if that’s the case for you or you are
still wondering why you are stressed out right because there is nobody in this
world who can run effectively a large business or let me ask you are you still
wondering why you are not growing because there is nobody in this world that

can run affectively a larger business say high 6 or 7 or even 8 figure business
while being in charge of that many areas of their business.
Michelle:

Absolutely.

Jack:

So it just doesn’t happen so therefore what you want to do now is you now look
at it again and you just sit back for a moment and go to column number B and
column C which is the middle one or the third one and the third one what you
now put in is the ideal picture, here you put in ideally how much should you be
involved in each of these areas and you know the answer to that and again you
do it on a scale from 0 to 10 with 0 being never and 10 being all the time. All
right. So also make sure that if you put in 0 somewhere there, really challenge
that 0 is not always good because there are certain areas that you need to be
involved in for example financials, you as the business owners you should
receive your financials at least on a monthly basis. So if you currently are at 0…

Michelle:

But on a monthly basis if that is a positive number you can have a drink and if
that is a negative you are going to have two drinks.

Jack:

You are going to have two drinks exactly, but the thing is you should look at your
financials at least once a month, many entrepreneurs I know that have their
company under control they actually look at their numbers once a day, now
obviously I understand you might not get to, fill out column number C then look
at it again and my understanding is that there will be a gap in there, let’s leave it
at that point in a moment, so there will be a gap.
You might have a 0 and you realize, “Oh man, I really need to be a little bit more
involved in that,” and you might have a 10 there and you realize that should be a
2 right and you might have some 6s that should be 5s and so on and so forth so
go through that and put that together and then look at it, now compare and
chances are that there is quite a few areas where you should be less involved
and there is probably only one or two where you should be more involved but
chances are there are several areas we should be less involved.

Michelle:

Especially because at the end of the day there is maybe one or two things at
most that we all excel and that we all basically have a superior ability yeah and
you have passion for, there is maybe one or two things and everything else really
they are not part of what we call you genius on and you shouldn’t be in that area
anyways because it doesn’t energize you, it doesn’t bring your business forward
and it is definitely not going to help you accomplish the goals that you have for
2016 and we hope that you have big reachable goals for this year.

Jack:

Right, so when looking at that you identify exactly that gap and where you are
little or lot involved in areas or where you want to be less involved and these are
typically exactly as Michelle the areas where you actually don’t even add much
value, I am fully aware that there is parts of our company where I add negative
value.

Michelle:

Yeah, absolutely. You screw things up.

Jack:

Thank you very much. I am glad I said that first and you just confirmed it, but yes
there are areas in our business that I know I screw up to say that in Michelle’s
words and so I want to stay out of these areas as much as I can yet get reports
about what is going on right, so I know, you probably have the same thing. Then
there are also areas like Michelle said that you don’t might probably not enjoy
working in even if you are good at them because when you don’t enjoy
something you still got to do it, even if you are good at it, chances are you
perceive it as stress.

Michelle:

Yeah. It definitely doesn’t energize you.

Jack:

Doesn’t energize you, drains you and at the end you come home thinking man I
can’t stand this stuff even though you are very good at it. As a matter of fact
that’s one of the biggest downfalls of corporations that business owners that
they work and even employees that their work is something that they are good
at and they think because they are good at they should continue doing it for the
rest of their lives even though they really can’t stand it. You are the business
owner, you have the choice of working there and if it doesn’t energize, you don’t

like it, get out of that part of the business and have somebody else take care of it
and so on and so forth but Michelle...
Michelle:

And another thing that I want to mention is you probably also recognize when
you go through this and you compare column B to C is that maybe what is
happening is that there is absolutely 0 process that you have no procedure, no
process and that maybe one of the reasons why things are constantly falling
through the crack basically there is no good flow and you have not identified you
know what happens for example if you are flipping a property one needs to have
happen from A to B on the front part of that transaction and from you know C to
F on the selling side of that transaction and so on and so forth. So sometimes it is
an issue of process and that’s what makes you be super, super involved because
you are the process.

Jack:

Right, and you might already also see the last one here, you might already also
see that the reason why or the solution is no matter whether you start seeing
those gaps and see like, well, the reason why there is a gap, why you have to
spend so much time in that area is because you have nobody in charge that you
can actually give that stuff too.

Michelle:

Yeah, nobody that you can pass the baton on and that basically will follow
through on the things that you may be amazing and initiating yeah, or
monitoring or you know managing but there is nobody else to help you basically
finish that relay race.

Jack:

Exactly right. So but looking at it from a 10,000-foot level, what I want to say is
that if you want to have a large business and at the same time still have some
freedom in your life, freedom of time, freedom of purpose, freedom of being
able to whatever you want to do then your goal should be to be close to 0 or to
at least have a very low number in the majority of these areas and ultimately if
your goal is to have a business that is really truly doesn’t need you then
effectively your goal will be to be ultimately at the 0 in all of these areas
completely and that’s the other part.

So then the third step you want to talk about is now you want to… based on
what you are seeing right now, based on where you are, where you want to be,
you want to now go to column D and column D is you want to list for each of
these areas, just one action step, particularly not for each of these 10 or 12
areas, for each of the areas that you know, you need to move where there is a
big gap, the bigger the gap the higher the urgency of doing something about it.
So if you have a 9 somewhere and you really would like to be the 4 that’s a big
gap right, so you want to jump into that and literally go and come up with one or
two action steps to get to the goal number.
Michelle:

Basically and those action steps will go along the lines of who of who needs to
take care of it or who can I delegate this to, who can I hire, or it could be also a
question of like, “Is this even needed to… Is it bringing really the profitability that
I need it to bring or is it just a distraction or another shiny penny?” Yeah, and so
basically you want to identify some action stuffs and they are usually of who or
of process.

Jack:

Right exactly. So the process is the one that I want to jump in because
particularly for the solopreneur right now if you have a team already it is fairly
easy that you basically decide who is going to be in charge of it, but typically
deciding who the person is not enough because you probably did that already.
You probably always, you have a team around you, you probably already asked
somebody to be in charge of it yet they are not doing the job that you wanted
them to do and if that is the case, it is our experience that it is mostly not that
they don’t want to do the job properly, mostly it is that they don’t have enough
guidance to do the job properly, they don’t have a process laid out that they
need to follow. They don’t have authorization levels that they know that within a
certain limit of dollars or leeway that they have a certain fixed leeway that up to
a certain amount of units, up to a certain amount of volume, up to a certain
amount of dollars.

Michelle:

They are empowered basically.

Jack:

...They empowered to make a decision but not only that but that they then still
report their decision back to you on a daily or weekly basis so you are informed
about what decisions are made and you can actually steer that person from
those decisions and make sure that that if they made a mistake at least they only
made a mistake on a small item, you can correct that and over time you can give
a more and more and more leeway meaning that they can decide more and
more on their own without having to bother you all the time, without having to
come or ask you and without having to involve you, nothing bothering.
But over time it becomes sometimes a bother because you get mad at them
because you are like, “Man, I told you how to do this, why are you not doing it?”
Well, usually it is not that you told them. It is not enough to tell them. It needs to
be done such that you tell them what needs to be happened, what happens in
which exception case, what limits of authorization they can have and then let
them run with it, let them report back to you and so on and so forth. So there
are some simple ways that you can work with that but the very first step is to
identify one or two things that you need to do, is it that there is no person in
charge whatsoever, now you got to find somebody perhaps that is an
outsourcing opportunity.

Michelle:

And it could be an area where you know you will move the needle the most and
make a tremendous windfall either in terms of leads or either in terms of you
know freedom of time because you won’t be doing this, you know and you won’t
be as involved in it, won’t be absorbing 80% of your time, etc., it could be.

Jack:

Right, so filling out this little form and doing this little exercise really doesn’t take
more than five minutes.

Michelle:

It is a thinking tool, yeah.

Jack:

It is a thinking tool, right. It is a five-minute exercise that you realize that you
organize your thoughts and realize why you are so stressed out, where you are
spending your time, on which parts of your business are bombing you down on a
daily basis and weekly basis and number 2 where you want your involvement to

be in that business and number 3 develop a couple of action steps that you can
take to make sure that these things are taken care of. So for the number 1 and
that perhaps to wrap it up, the number 1 action step that we discovered that
was that our team did not have enough authority given by us to actually decide
for themselves so no wonder they would come to us all the time.
They had the process laid out but the process would not account for all the
eventualities which really no process in the world really can so, therefore, every
time they came across something that would not fit the exact standard operating
process, they would come to us and ask and after a while it drove me crazy, so
Michelle who is the more structured of the two of us and the more organized of
the two of us, basically developed together with me, I want to take a little credit
of it, but you get the majority and developed basically a simple tool that we say
now that every time something as we being asked the same question or the
same issue arises more than like a couple of times, we basically sit down, we
select what’s the issue, how did it come up and how can we push it down the
structure of our team closest to the first line of the fence so that they can make
those decisions and then at the same time how do we still get the report, how
do we still know what the decision was on a regular basis.
Right so for example, we have refunds, it’s quality control, we have refunds
happening, where we used to be asked for every single refund should we grant it
or should we not grant it and you know what my answer was always what if it is
within 30 days, yes, no questions asked so therefore I gave them the authority to
do that. The next thing came in; some people came after 32 days, should they
still get the refund. Now this moment you can play hard ball and say sorry it is
after 30 days but in today’s world everyone is a media company and everyone
can go out there and start bashing you for just without any reason just because
they are mad, because they missed the deadline.
So I made consistently the decision to always say, I end it up always saying yes to
that too, so after a while I made a new rule, passed it down to my team and said
passed it over to my team and said, “You know what? From now on, if it is within

a leeway of x days. You can still decide, you can look at their record, you can look
at their history, if they are returning multiple products and so on, perhaps at
some point in time to say no more or if it’s the first time and it’s a good
customer then of course say yes.
So basically give them the leeway up to a certain dollar amount and literally that
entire issue went away and I am not being asked to step in those items other
than for high ticket items where I want to take charge of it anyway. So in that
example you just, and if you look at a lot of your areas of your business you can
find many areas where you probably involved in similar ways where the answers
always the same, and that is just one simple way that you can ease out, I
guarantee you at least 10% of your time that you are spending right now if not
more than probably.
Michelle:

Absolutely, I was going to say you can probably free up anywhere from 5 to 10
hours a week just.

Jack:

Right, you get 5 to 10 hours a week. Well, that is about 12 to 22% of your week
by just not having to deal with these kinds of things. So just take the 5-minute
freedom plan, our implementation of it takes a little longer, but it will make the
difference in your life.

Michelle:

And I think that is what we have for you all today and I hope that this helps you,
you know, with creating a stop-doing list of the things that you basically should
definitely outsource, have help with that are not part of your genius own and
that do not energize you and do not give you the growth that you are looking to
get in 2016.

Jack:

Exactly and the pieces that you do decide to do even those focus on put in some
rules and some leeway for the people around you. Right, so with that, thank you
very much. Again ForeverCash.com/Podcast is where you find all the notes and
all the links and all the things we mentioned.

Michelle:

Please rate us.

Jack:

Please rate us and again if you want to hear more about the ultimate boardroom
then just head over to UltimateBoardRoom.com to check it out. Thank you very
much, bye, bye.

Michelle:

Bye, bye.

Outro:

Thanks for listening to the Forever Cash Freedom podcast. Subscribe now for
future content packed episodes on how to push the ejector seat on your
financial hamster wheel. And discover our radical way to freedom and wealth
through cutting edge real estate investing strategies. To learn more about living
the forever cash lifestyle, investing smartly, and becoming financially free, visit
www.ForeverCashFreedom.com to claim your free forever cash starter kit today.

