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 DEDICATION  

This book is dedicated with respect and gratitude to 

Arnold Kopelson, the father of a friend. Arnold allowed 

me to participate in experiences I never thought I’d have, 

experiences that allowed me to learn important lessons 

that have only increased in value over the years. Arnold 

was successful in a way that opened up a whole new world 

to me. He inspired me, he taught me by example, and he 

will be greatly missed.  
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1.  
THE GREATEST CELEBRITY ENTREPRENEUR  

OF ALL TIME  

Arnold Kopelson grew up in Brooklyn, a child of The Great 

Depression, the son of a piano teacher.  

After graduating New York Law School, through the vagaries of life 

he became an attorney for film distribution companies, then 

evolved into a visionary pioneer in the international film 

distribution business.  

His ability to “pre-sell” movies by carving up worldwide rights 

into different territories was innovative and profitable, and brought 

him to his life’s true calling as a film producer.  

The first film he produced that I remember seeing was a comedy 
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called Porky’s, a poplar movie when I was in high school. It 

became the 5th highest grossing theatrical release of 1982. 

Johnny Carson partnered with Kopelson in a bank, with Arnold as 

its President.  

Think about how promising the prospects of that bank must have 

been. If someone offered you the opportunity to be partners in a 

Hollywood bank with Johnny Carson in the 1970’s and early 80’s, 

you’d jump at it. Anybody would. 

When that bank went bust and saddled Arnold with millions in 
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debt, he scrambled to resuscitate his career and put his financial 

house back in order.  

That’s when I intersected his world, in 1983, via his middle child, 

Evan, who had become my fraternity brother and roommate at the 

University of Pennsylvania, in “The Castle.” 

Although Ev hailed from the famous 90210 ZIP Code and 

graduated from Beverly Hills High School, he confided to me that 

he never really had any money in those days because his dad was 

so deep in the hole from the bank collapse. 

“Why don’t you apply for financial aid?” I asked, astonished at his 
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worries about how much our college tuition was costing his 

parents. “I get 50% financial aid.” 

He shook his head.  “Can’t do it. Wouldn’t look good.” 

I didn’t understand that whole concept of “looking good.” There 

was a lot about life I didn’t understand back then.  

During summer vacation after our sophomore year of college, I 

went out to visit Ev in Beverly Hills.  

I'll never forget that first 24 hours in California. It was an unfair 

thing to do to an impressionable young kid. I don't think anybody 

meant me any harm or planned to hijack the course of my life. It 

just kind of happened.  

Ev picked me up curbside at the L.A.X. Arrivals area in his BMW 

convertible. Right there in the airport, as we were pulling away 

from the curb, he handed me a lit joint.  

“How do you have a BMW if your dad is millions of dollars in 

debt?” 
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He shrugged.  “We have to look good.” 

He drove us up onto the horse-shoe driveway in front of Villa 

Appassionata, and my eyes soaked in the sight of the most 

incredible house I had ever been to in my life.   

It was a rambling 9,000 square foot Spanish style mansion with a 

curved stairway sweeping down from a rotunda into the entrance 

hall, and huge vaulted ceilings in the formal living room, formal 

dining room, and gigantic kitchen. It also had a huge back yard 

with pool, and the impressive list of features goes on and on. 
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The Filipino houseman, Lee, met us at the front door in a black and 

white uniform — he was basically their indentured servant. 

Carrying my suitcase up the stairs with a big happy smile, Lee 

announced: “Young people must go Disneyland!”  

Installed in Ev’s suite, we stretched out on his gigantic couch — 

which was much bigger than the one in my parents’ living room — 

to watch MTV and smoke “the kindliest kind buds” late into the 

night. 

The next morning I awoke on the couch, feeling like I had a loaf of 
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bread over my head. Ev was sleeping in his California Kingsize 

bed, so I wandered out to the second floor hallway, down the 

curved stairway to the ground floor, and out into the backyard, 

where I found his father by the pool. 

Arnold Kopelson was wearing a two inch thick terrycloth bathrobe, 

skimming the still surface of the crystal clear blue water with a 10-

foot long aluminum pool net.  

He was lost in thought and didn’t see me, so I said, ”Good 

morning." 

Arnold looked at me, and with his distinctive, heavy Brooklyn 

accent said, "Good morning!” 

"What are you doing?" 

"They just painted the pool deck, and I gotta skim the paint 

splatters off the surface of the water so it won't stick to the tiles." 

I watched him in silence a while. "This is my first day in California."  

"You've never been to California before? Welcome to paradise! 
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Sure, you gotta go to New York three-four times a year. You gotta 

go to Europe a couple times a year… London… But there's no 

better place in the world to live."  

A Mexican maid toiled quietly in the kitchen in a formal black and 

white uniform. I had never seen a refrigerator like theirs before. In 

the New York City apartment where I grew up, we had a normal 

apartment-size white Whirlpool refrigerator. Their gigantic Viking 

stainless steel double-door behemoth was stocked with all kinds of 

healthy fresh foods which were a revelation to me.  
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There were freshly grilled giant red onions and sliced zucchini, 

roasted red and yellow peppers, roasted cherry tomatoes, and big 

beautiful bowls of angel-hair pasta with basil and pomodoro sauce. 

A grilled eggplant Parmigiana looked nothing like what my aunt in 

Brooklyn cooked for her Italian husband. This was California 

cuisine. We didn’t have food like that on the east coast. It was 

entirely new to me. I ate it up. 

For the better part of a week I smoked bong hits and indulged in 

the lifestyle of  paradise that was every day at Villa Appassionata. 
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One afternoon, Evan said "Hey man, we gotta dress up nice and go 

to a screening of my dad’s new movie. The reviewer from Time 

magazine is supposed to be there." 

I knew Evan's father had been involved in the movie business, but 

I had no idea how, or what this holiday would lead to. 

I had no idea that my life was about to change.  

I had seen Porky's as a kid. I went to movies occasionally, like all 

kids did back in the 1980’s. And during the time Evan and I lived 

together in The Castle, I had earned fifty bucks when Ev’s father 

asked me to “do coverage” on one of his company's scripts, giving 
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him my opinion of it.  

The script I covered was a comedy (that never got made) called 

Totally Gross, and as compensation for my 1-page report on what I 

thought of the script, I received a check in the mail from Inter-

Ocean Film Sales in the amount of fifty dollars, along with a note 

from Ev’s dad thanking me. Easy money!  

Nothing could have prepared me for  

the impact of that screening in Century City 

The movie we saw that day was Platoon, written & directed by 

Oliver Stone, starring Charlie Sheen, Willem Dafoe, and Tom 

Berenger as the soldier with scars all over his face. 

Platoon was the exact opposite of Porky’s and Totally Gross: it was 

deep, moving, scary, intense, and triumphant! 

After the screening I congratulated Arnold on how amazing the 

movie was. I had always loved Army movies, and Platoon was the 

freshest — and greatest — army movie of all time. 
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A few months later, Platoon was on the cover of Time Magazine — 

and that was back when it was really a huge honor to be on the 

cover of Time. 

Imagine the impression it made on an impressionable teenager's 

life — suddenly going from a lower middle-class upbringing to 

hanging out in a mansion, attending Hollywood screenings, and 

driving around with my friend in his BMW convertible in Beverly 

Hills… 
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Being with Ev and his dad that summer completely re-shaped my 

life, my hopes, and literally my dreams, for decades.  

I don't remember ever watching the Academy Awards before that 

year, 1987. I was just a regular kid from New York City, aware of 

movies, sure, but certainly not caught up in the whole Hollywood 

celebrity obsession and lifestyle.  

I watched that TV broadcast and saw my friend’s dad on television 

in his tuxedo, and then heard them call Arnold’s name as the 

winner of the Academy Award® for Best Picture. 
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All the movie stars were standing and applauding the same guy I 

had been hanging out with by his pool. 

Then he was thanking the Academy. 

The Oscar® winning producer of 1986’s Best Picture was a person 

who I personally knew, had hung out with, and had stayed in his 

house. And he had personally welcomed me to “Paradise.” 

The glamour and glitz unexpectedly continued when, at Ev’s 

suggestion, he and I enrolled in Penn Abroad summer school 

classes in Florence, Italy.  
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One of his parents' friends hooked us up with a two bedroom 

apartment for the summer. We flew over to Italy, bought mopeds,  

and I completed my last few credits needed to qualify for 

graduation from Wharton by taking Italian 101 and Art History.  

P l a t o o n c e l e b r a t i o n s 

continued that summer 

when his parents invited us 

to join them in Rome, where 

Arnold was scheduled to 

accept the Ciak D’Oro 

Award for Best Foreign 

Film, which is roughly the 

equivalent of winning an 

Oscar in Italy. 

Ev and I took a train down 

to Rome for the festivities that weekend. We slept in the living 

room of his parents’ giant suite in The Grand Hotel, and went 

everywhere with them, including to the Awards Banquet where I 

sat next to Academy Award® winning actress Marlee Matlin.  
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Ev’s mom, Ann, arranged for the us to go on a special VIP tour of 

the Vatican — which Arnold prepared me for by saying: “You’ve 

never been to the Vatican berfore? It’s the biggest fucking thing 

you ever saw.” 

On our last day together in Rome we went shopping, and I bought 

a Hermes tie for $80. It was the most expensive article of clothing 

I’d ever bought myself, but I was feeling rich.  

The Kopelsons had a Mercedes limo and driver at their disposal in 

Rome. That same afternoon he sped us out into the Italian 
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countryside for a lunch meeting with a woman who was described 

as “the top film distributor in Italy.” 

Arnold said to me,  

 “I've got a lot of respect for that woman.  

 She starts off every day of her life  

 with a two-hour massage.”   

As we walked into the lavish beige and white villa, she greeted us 

all warmly, and as she air kissed both my cheeks Arnold said, 

“He’s my new Vice President.” 

We drank bottle after bottle of delicious, brisk Ferrari champagne 
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during lunch at the Italian film distributor’s villa. 

At the end of the afternoon we poured ourselves back into the 

limo, and as we sped through the Roman countryside, I realized 

something terrible. "I forgot my tie!”  

The summer afternoon had gotten very warm with all the alcohol I 

had drunk, and I had absentmindedly taken my tie off and put it 

down. 

Evan's mother said, in her distinctive and heavy New York accent: 

"It's gone now. You'll have to buy another one." 

That was another part of learning to look good in their upper class, 

Hollywood lifestyle. 

That's the way it all began for me — like a dream. In retrospect, I 

didn’t stand a chance.  

Over the next decades, Arnold Kopelson evolved into one of the 

greatest Celebrity Entrepreneurs of all time.  

He became a veritable King of Hollywood, producing some of the 
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biggest, most star-studded, most successful box-office smash hit 

studio feature films of all time. 

Yet you probably didn’t know his name, and you certainly couldn’t 

have picked him out of a lineup before reading about him in this 

book.  

 Virtual Anonymity is One of the Magnificent  

  Aspects of Celebrity Entrepreneurship  

Despite the fact that I call this marketing technique “Celebrity 

Entrepreneurship,” you have to understand that this is not about 

being famous, or well known, or even popular.  

It’s just a marketing strategy you use to make yourself appear to be 

a Celebrity, and/or a Celebrity Expert in the eyes of customers and 

prospects. You deliberately, methodically, systematically employ 

Celebrity Marketing Assets as tools in your personal branding and 

marketing. 

While Arnold Kopelson’s reign in Hollywood is the most extreme 
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example of Celebrity Entrepreneurship that I know, in this book I 

will break this all down so you clearly see how any entrepreneur 

can use this marketing strategy to transform their career in a huge 

way. 

You don’t have to be super-famous,  
 like Kanye West or Kim Kardashian,  

to have a huge impact on your industry.  

You just need to employ the tools that Arnold used to dominate the 

Hollywood Film Industry so that you can dominate your industry. 

Throughout the 1980’s, 90’s and into the 21st century Arnold 

Kopelson used Celebrity Entrepreneurship to become Producer of 

more than a dozen “A” studio feature films, including The Fugitive 
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starring Harrison Ford, Falling Down starring Michael Douglas, The 

Devil’s Advocate starring Keanu Reeves and Al Pacino, Eraser 

starring Arnold Schwarzenegger, and Se7en starring Brad Pitt. 

I could have been on that ride with Arnold had I played my cards 

right, but I was a clueless lower middle-class kid from New York 

City, an innocent babe in big bad Tinseltown.  

Despite graduating from The Wharton Business School with a 4.0 

GPA in my Entrepreneurial Management business concentration, I 

didn’t understand anything about status, Hollywood, or  

entrepreneurship.  

I did not have an inkling of an idea about  

how to play that game. 

And certainly not on that level. They don’t teach you anything 

about that stuff in Wharton — or at ANY university or business 

school.  

In fact, when I spoke about this as a Guest Lecturer at USC’s Lloyd 
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Grief Entrepreneurial Department, I asked the professor if any 

other Guest Lecturer — or anyone — had ever spoken about this at 

USC. She said, “Never.” 

They especially don’t teach you (if they even know about) the most 

important rule of making Big Money as an Entrepreneur, especially 

if you are targeting high net-worth clientele… 

 Who You Are  

 Is More Important Than  

 What You Actually Do 

Graduating from Wharton, I was supposed to become some 

version of an investment banker, or marketing manager for Proctor 

& Gamble or Omaha Steaks, like everyone else coming out of 

business schools in the late 80’s.  

But the hooks were in, and my life got derailed from my original 

visions of a straight, narrow career path. The "get a good job and 

make a lot of money on Wall Street” scenario, or becoming “a 

successful Wharton man” seemed too small.  
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Knowing Arnold Kopelson the way I did made the Hollywood 

Dream seem entirely achievable.  

Especially after I got involved with Ev’s sister, a beautiful, intense 

young artist. We were an instant fireball of passion together. 
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The next thing I knew I got a call from the production office inviting 

me to work on Arnold’s latest film.  

Off I went to work on my first job in the movie business, on-set 

Production Assistant for Fire Birds, starring Nicholas Cage, Tommy 

Lee Jones, and Sean Young. We filmed for more than four months 

on location in Texas and Tucson, Arizona, and it was a thrilling 

experience to be on a real movie set with major movie stars. 

While visiting the production one day, Arnold said to me, “You’re 

even better looking than Nicolas Cage.” 

“So how come I’m not the star of this movie?”  

That’s how little I knew about anything.  

You don’t get to be a movie star because you’re good looking.  

A movie star’s Personal Brand value  

determines their salary, because  

they attract people to see the movie.   
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The production was going to shut down for Christmas break, and 

in late November I got paged over the walkie talkies to go into the 

office for a call from Ann Kopelson. She invited me to go with 

Stephanie and the whole family on vacation to Acapulco.  She gave 

me Stephanie’s itinerary, and told me I just had to cover my own 

airfare.  

Stephanie and I shared a private bedroom, and smoked endless 

joints out by the pool with Ev and Arnold. That vacation was like a 

dream honeymoon would have been for most people.  

One morning Arnold and I were up before everyone else, drinking 

coffee by the pool. He winked and motioned for me to follow him. 
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We climbed inside a Jeep, and he revved the engine. “You gotta 

meet this guy — he knows everybody.” 

Arnold sped the Jeep up to the top of Las Brisas, a gated private 
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hillside neighborhood high above Acapulco Bay, and after a long 

trek up the winding roads, pulled inside a huge gated compound 

where we were greeted by Victor Hugo.  

We shook hands all around, then went into the giant house to 

smoke a joint and look at photos in Victor Hugo’s giant photo 

albums. The pictures were even more impressive than the view of 

Acapulco Bay, which was stupendous. This guy really did know 

everyone! I snapped a few pics of his photos with my Kodak pocket 

camera. 

Back in Tucson, the production of Fire Birds resumed in the new 

year. One day Arnold’s partner on the film, Keith Barish, came up 

to me and clapped me on the back. “I understand congratulations 

are in order!” 

“Why’s that, Keith?” 

“I hear you’re marrying Stephanie Kopelson.”  

That totally freaked me out!  
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I was just a kid in my early 20’s, and marriage could not have been 

further from my mind. 

Stephanie was still in college at Bennington, and our long distance 

relationship fizzled while I dove into writing screenplays and 

trying to figure out how to manifest my new dream of becoming a 

hot young independent film maker.  

This was the era of Sex, Lies & Videotape, and Spike Lee’s She’s 

Gotta Have It! 

In my fantasy, I was going to be like Spike Lee, the writer, director, 

and star of my own movies, and win an Academy Award, just like 

Arnold.  

That was the plan. 

I didn’t need Arnold’s or anybody else’s help. I was going to make 

it on my own, and do it all by myself. That was my Hollywood 

Dream. 

My reality was very, very different. 
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I invested thirteen years of heartache, tears, dashed hopes and 

repeated disappointments in lusting after the Hollywood dream, 

which had initially seemed so easy and attainable from the shotgun 

seat of that Mercedes limo in Rome. 

I tried everything you could imagine in order to become 

successful.  

Believe me.  
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Everything.  

Twice.  

Three times! 

It was just not meant to be for me.  

Whatever chance I may have had was ruined by my secret 

addiction to marijuana. It impaired my ability to perform the 

Herculean tasks of a triple-threat (writer, director, producer). 

Where were you on December 31st, 1999? 

Getting Y2K Cash out of an ATM? 

Partying with Family & Friends? 

On New Year’s Eve of The Millenium I was in my 6th year of 

driving a taxi. 

At the age of fourteen I had decided that I was going to go to the 

best business school in the world, and that graduating from 

Wharton would make me someone “special.” 
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Instead,  I became “The Wharton Taxi Driver” 

On that fateful New Year’s Eve, in the back seat of Yellow Cab 

#6087, two MBA Interns at Goldman Sachs gossiped about a high 

level executive at the firm. 
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“Did you hear about mister Carrera? They made him the last 

partner right before the IPO, and he cashed out a gazillion dollars.” 

I turned my head around to speak directly at them through the air 

holes in the bullet-prof glass partition. “You guys talking about 

Chris Carrera?” 

Their eyes widened in shock. “How do you know mister Carrera?” 

Chris Carrera had been a pledge in my fraternity!   

When Ev and I were the Pledge Masters, we used to make those 

little punks dance around the living room of the house with their 

tighty-whities on top of their heads — and now Chris Carrera was a 

partner at Goldman Sachs, and a gazillionaire … while I earned 

$513 on New Year’s Eve of The Millenium — driving a cab. 

*** 

For many years, even as a married man in my 40’s, I had dreams 

about Arnold Kopelson. They were recurring dreams, and  

happened so frequent that my wife referred to them as “another 
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Arnold Kopelson Dream.” Over the course of our 17 years together, 

I’ve probably had 15 of those Arnold Kopelson Dreams.  

Arnold Kopelson had lodged himself into my subconscious. And 

what did I see in my dreams? 

Dustin Hoffman announcing: “The Best Picture of 1986 is… Platoon, 

Arnold Kopelson, Producer.”  

Arnold in a tuxedo, on national TV, kisses his beautiful wife while the 

whole audience gives them a standing ovation… 

At the podium he accepts his Academy Award Oscar statuette from 

Dustin Hoffman.  

In an auditorium full of movie stars and celebrities in black tie, he 

accepts the award, saying “Thank you” to a bunch of famous and rich 

people, and to The Academy of Motion Picture Arts and Sciences. 

I was with him in luxury hotel suites, at a black tie banquet, in Italian 

villas and limousines…   

I vacationed with him and his family in a private villa in Acapulco. 
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I had picked up his Oscar for Best Picture from the mantle of his 

mansion in Beverly Hills, and marveled at its heavy weight in my own 

two hands. It was a piece of film history!  

Arnold Kopelson was larger than life, the biggest person I had 

ever met, but he was also real. He talked to me, and smoked joints 

with me, and treated me like a grown-up. 

He was a successful business man. He had even owned a bank 

with Johnny Carson!  

I loved him and idolized him. 

When I was 25 years old, my father had a heart attack and was 

recovering in NYU hospital, a few blocks from where I grew up in 

midtown Manhattan.  

Stephanie Kopelson and I had gone separate ways by then, but I 

knew that Arnold had gone through a heart attack himself a few 

years earlier, so I called his office and asked him if he would call 

my dad and give him some words of encouragement.  
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“Your friend Kopelson’s father called me on the phone today,” dad  

said brightly when I visited his hospital room on First Avenue. 

“Wow! What did he say?” 

He was smiling, impressed, flattered. “He said, ‘Dan, I know it feels 

like an elephant just sat on your chest, but it’s gonna get better, 

and you’re gonna be okay.”  

Months later, out of the woods and well on his way to recovery, I 

asked my dad to call Arnold Kopelson to thank him.  

"I can’t.” 

"Why not?" 

“Who do you think I am?  I can't call HIM!” 

"Dad, it would really mean a lot to me if you would just call and say 

Thank You. He called you when you were in the hospital.”  

“I don’t know who you think I am —  I’m not Kopelson!” 

“Please, Dad!”  
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He just shook his head. 

My dad was so intimidated by who Arnold Kopelson was that he 

couldn’t even call to say Thank You to a man who had called him in 

the hospital. 

*** 

What I have just recounted are some extreme examples of the 

impact that Celebrity Entrepreneurship can have on the way one 

person views another person.  

Arnold Kopelson presents the ultimate case of how one man was 

able to harness the power of Celebrity Entrepreneurship to Impact 

and Influence people, both Personally and Professionally. 

From the late 1980’s to the 2000’s the movie business was the 

hottest and “most happening” industry on earth. Everyone wanted 

to be part of Hollywood movies, either in front of or behind the 

cameras, or in the studios as executives. 

Arnold Kopelson was without question one of the very top players 
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at the very top of that world. He had offices on the Warner Brothers 

lot in Burbank, on the 20th Century Fox lot near Beverly Hills, and 

at Paramount Studios in Hollywood. He produced films which have 

been collectively responsible for 17 Academy Award nominations 

and taken in over $3 billion worldwide. 

Arnold was honored with an  Academy Award for Best Picture, 

a Golden Globe Award, and an Independent Spirit Award, all for his 

production of Platoon. He received a Best Picture Academy Award 

nomination for his production of The Fugitive, with Harrison Ford. 

He was named Producer of the Year by The National Association of 

Theatre Owners, was honored with a Lifetime Achievement in 

Filmmaking Award from  Cinema Expo International, received the 

Motion Picture Showmanship Award from the Publicist Guild of 

America, and was inducted into Variety's Show Biz Expo Hall of 

Fame. He has also received other awards for his productions 

of  Outbreak,  Seven, and  The Devil's Advocate, including the 

Deauville Film Festival’s highest award for his significant 

contribution to the entertainment industry. In 1998, he received the 

New York Law School Distinguished Alumnus Award for Lifetime 
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Achievement. 

 Awards are a key part of  
 Celebrity Entrepreneurship 
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For Paramount Pictures, Arnold produced Twisted, starring Samuel 

L. Jackson, Andy García and Ashley Judd; and with 20th Century 
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Fox,  Don't Say a Word, starring  Michael Douglas, and  Joe 

Somebody, starring Tim Allen. 

He also produced  A Perfect Murder, starring Michael Douglas 

and  Gwyneth Paltrow,  U.S. Marshals, starring  Tommy Lee Jones, 

and Mad City, starring Dustin Hoffman and John Travolta. 

H i s o t h e r fi l m s i n c l u d e d  E r a s e r , s t a r r i n g  A r n o l d 

Schwarzenegger;  Falling Down, starring Michael Douglas 

and Robert Duvall; Out for Justice, starring Steven Seagal; Triumph 

of the Spirit, starring  Willem Dafoe; and  Murder at 1600, 

starring Wesley Snipes and Diane Lane. 

“Bestselling” Products are a key part of  

 Celebrity Entrepreneurship 

He gave  lectures on filmmaking at  Harvard Business 

School, American Film Institute, Tisch School of the Arts  at New 

York University, New York Law School, the  Writers Guild of 

America, the Independent Feature Project West, The University of 

Southern California, and University of California at Los Angeles. 
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Celeb rity Entrepreneurship

 Being a VIP Speaker is a key part of  

 Celebrity Entrepreneurship  

 (And being VIP is NOT what you think it is.)  

Arnold was also a member of the Board of Directors of  CBS 

Corporation from March 2007 until September 9, 2018. Think about 

what a high-level player a person must be to accomplish 

something like that. 

This is Celebrity Entrepreneurship at its finest. Yet you, and most 

people on Earth, did not know who this man was! And that’s 
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CLINT ARTHUR

exactly the point. Celebrity Entrepreneurship is completely 

different than the common understanding or beliefs about being a 

“Celebrity.” 

As a Celebrity Entrepreneur your job is to build up various 

Marketing Assets and deploy them on your Customers and 

Prospects, just like Arnold Kopelson deployed his marketing assets 

on his very tiny universe of customers and prospects: Hollywood 

Studio Bosses and Movie Stars. 

He did everything he did, including winning the most prestigious 

awards in the world, and lecturing at the most prestigious 

institutions in the world, just so that he could influence 100 people: 

maybe 20 studio honchos, and a few dozen key movie stars (and 

their representatives. Those are all the people who matter in the 

film business — his business. 

Men and Women On The Street had no idea who Arnold Kopelson 

was. The Paparazzi were not following him around. Nobody was 

asking for his autographs or interrupting him at dinner asking to 

take selfies. 
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He was just a businessman, using the tools of Celebrity 

Entrepreneurship to rule Hollywood — and have a massive Impact 

on Popular Culture around the world.  

Naturally, this created considerable Wealth for him, his family, and 

everyone associated with him. 

 What Celebrity Entrepreneurship  

 Can Do For You 

I hope you are beginning to appreciate the potential of what is 

possible for YOU as a Celebrity Entrepreneur. 

Even if you do not aspire to impact popular culture, intelligent use 

of Celebrity Entrepreneurship can add many zeroes to your annual 

income and your bank balance.  

As a Celebrity Entrepreneur you will separate yourself from your 

competition as they fight over the crumbs. Instead, you will help 

yourself to vast, heaping portions of pie, even entire pies — 

because as a Celebrity Entrepreneur you will operate in a 
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“Category of One” and make yourself immune to the price 

suppressing impact of competition.  

 Celebrity Entrepreneurship will Make YOU  

 Impervious to Competition 

It bestows nearly infinite price elasticity to your services and 

products.  

And Celebrity Entrepreneurship is really the most important factor 

when targeting Affluent Clients who already know exactly what 

they want and need. The only thing they have to figure out before 

signing high-ticket contracts is “who is going to be the person I 

pick for the job …” 

For example, my great mentor Dan Kennedy explained to an 

audience of 500 people at his seminar, “My wife broke her wrist. I 

knew I needed an operation.  What I didn’t know was, Who was 

gonna be the guy? 

As a Celebrity Entrepreneur, it’s going to be YOU. 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 2. 
 COCA-COLA vs. “COLA” 

I had a problem:  my product was essentially the same as  —  and 

competing directly against — a product being sold by a “major 

celebrity.”  

Why would anybody buy my product when they could have the 

celebrity product for the same price? Even I couldn’t come up with 

an answer for that question! 

Basically, I had three possible courses of action:  

1) I could lower my price. The Wharton School of Business taught 

me not to compete on price. The Mercedes-Benzes of the world are 

the big winners in business, not the Hyundais.  
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2) I could raise the quality of my product. This is really a variation 

on price competition.  

The trouble with this strategy, though, is that when you are 

competing with the top celebrities and experts in your field, they 

are very to be likely delivering the highest quality product 

available in the marketplace.  

But let's assume that it was possible to deliver a higher quality than 

the celebrity version of my product. That would essentially cost me 

more money and reduce my profits, so really it was just a different 

version of option number one.   

The only logical solution was Option 3) 

 “Celebritize”  Yourself or DIE 

I’m not joking when I say that you must become a celebrity or your 

career as an entrepreneur will most likely die. It could be either a 

vicious death complete with heartache, sleepless nights, massive 

credit card debt, divorce, a foreclosed house, and you driving for 

Uber… 
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Or possibly the worse fate of a slow, painful, eking out your 

existence, surviving on crumbs until you close up shop and slink 

away dejected in defeat, having given it the “good old college try.” 

This led me to begin a 1000 mile journey of figuring out how to 

accomplish Option 3 and turn myself into a “Celebrity."  

The main difference between my product and my 

celebrity competitor's product was the fact that 

my competitor was a celebrity.  

His Celebrity made him "better" than me.  

His fame added a unique value to his product that no one could 

take away or replace.  

For example, if you want to walk on fire with Tony Robbins, 

walking on fire with even the “greatest” Native American shaman 

would not completely replace the experience of doing it with Tony 

Robbins.  

In an inspired moment of clarity, I decided there really was no 
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other option than to make myself into a celebrity so I could 

compete against my celebrity competition — and one day, 

hopefully, win. 

 HOW I BECAME A CELEBRITY 

In 2010 I hired a publicist and started paying her a lot of money to 

book me to do interviews on TV news and talk shows.  

Surprised at how nervous I felt in the hours before my very first 

few TV appearances, it was a lot scarier to be an expert guest on 

TV than I thought it would be. But I pushed through the fear and 

did it anyway.  

A year later, twelve television appearances under my belt, I was 

talking with one of my friends about a new product I was getting 

ready to offer, which would again compete directly against my 

celebrity competitor.  

My friend asked, "Why would they pick you? Because of your 

celebrity?"  

He was being sarcastic, because after a year of hard work, 
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traveling all around the country and paying the publicist lots of 

money, I had only appeared on twelve TV shows and interviews, 

which paled in comparison to the fame of my celebrity competitor.  

 Thank God I Did Not Allow  

 My Friend’s Cynicism  

 To Hold Me Down Or Stop Me! 

Now, in 2019, I will soon make my 103rd network television 

appearance. I’ve been on The Today Show, CNN, HLN, BBC News, 

SkyNews, Fox Business, and many other national, international, 
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and Local Network TV news and talk shows in New York, Los 

Angeles, Chicago, Boston, Washington D.C., Houston, Dallas, San 

Francisco, Miami, San Diego, Sacramento, Las Vegas, Phoenix, etc. 

Essentially, I've been on every TV station in every major city in 

America.  

I have had the privilege of sharing this exact message of how to 

win as an entrepreneur by becoming a celebrity at multiple events 

sponsored by the Entrepreneurship Club of Harvard Business 

School, where I shared the stage with Suzanne Somers and the Dos 

Equis "Most Interesting Man In The World."   
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When I spoke at West Point Military Academy I shared the stage 

with Apollo 11 astronaut Buzz Aldrin. 

I’ve also shared this message at great corporations, including 

Coca-Cola, Microsoft, and at the Nasdaq market site in Times 

Square.  

More than 1,500 authors, speakers, coaches, entrepreneurs, 

advisers, consultants, and experts have privileged me with the 

opportunity to mentor them in this exact system, changing many 

lives and careers in the process. 
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Developing this strategy of competing against celebrities by 

becoming one — and the impact this has had on my life — has 

truly been a blessing — and full of surprises!  

On The Today Show, Brooke Shields and Willie Geist said my 

recommendations sounded "scary." On national television, without 

even thinking about it, I replied what I truly believe:  

 "When it's scary is when it's good.”  
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The next day, as I sat in my hotel room, looking out at Central Park 

and the skyline of New York City, I thought to myself, What if I had 

a heart attack right now and died?  

A strange sense of calm came over me as I marveled on how just a 

day earlier I had achieved my great ambition of appearing on The 

Today Show and sharing my unique message with the largest TV 

audience in the world. I had made my unique difference, my 

unique contribution, my special impact.  
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Achieving that massive goal had taken three years of hard work 

and concerted effort, but the payoff was profound. If you look at the  

diagram depicting Maslow's Hierarchy of Needs (below) you will 

understand:  

Abraham Maslow’s “Hierarchy of Needs” (1943) 

A 6-Minute TV Appearance Catapulted Me  

To The Peak of Maslow’s Pyramid 

It changed me, and changed my life forever, in surprising ways. 

I suddenly, inexplicably felt no further desire to drink alcohol. I 

have been sober since the very next day after my Today Show 
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debut, five years ago.  

That national television appearance and the many others that have 

come in its wake have transformed me into a best-selling author, 

allowed me to earn an income and enjoy a lifestyle that most 

people would lust after for themselves, and has empowered a 

thriving business that continues to give me opportunities to serve 

and enhance the lives of leaders in many fields, many of whom go 

on to achieve fame, fortune, and become my good friends.  

But the most important thing accomplished by my experience of 

creating celebrity status for myself has been my personal 

transformation. That is something I could not have predicted.  

It's Not The Millions I've Earned, But Rather  

Who And What I've Become As A Result Of This 

Process That Is The True Value Of Becoming A 

"Celebrity" To My Customers & Prospects 

In 2013 I started teaching Celebrity Launchpad transformation 
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“seminars.” By 2017 I was in the back seat of an Uber, on my way to 

the 33rd edition of my event, the 20th at CNN Center in Atlanta.  

During the drive downtown from the airport I spoke to a friend on 

my iPhone X, and when the call ended my driver eyed me in his 

rear view mirror. “Sir,” he said with a furtive glance. “Do you mind 

if I ask — the way you talk, it sounds like you must be somebody — 

are you famous?” 

I chuckled. “I’m probably the most famous person in the world 

that nobody’s ever heard of. I go on TV all the time, and my 

clients think I’m really famous. But nobody else knows who I am.” 

He craned his neck to look at me eyeball to eyeball. "The big 

celebrities complain about paparazzi and how they can't go out in 

public. Sounds like you’ve got what everyone wants! All the 

benefits of fame, without paying the price of losing your 

anonymity." 

My personal motto and the guiding vision for my career as an 

entrepreneur consists of three words:  
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  Freedom, Power, Adventure  

Celebrity Entrepreneurship has given me the freedom to live my 

life exactly how I want to, allowing in only the people I choose to 

include in my world.  

It lets me control my schedule, my work flow, my projects, and 

especially where I choose to spend my time. For example, I am 

writing this book during my annual two-month residence in my 

favorite Royal Hawaiian Hotel suite, where my wife, my dog, and I 

vacation each year, because it's our favorite thing to do in the 

summer.  

Celebrity Entrepreneurship has provided me with the power to 
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accomplish anything and everything I’ve set my mind to.  

What good is life without adventure? Adventure has been and 

continues to be the spice of my life.  

Nothing turns me on as much as going off on an adventure with a 

definite beginning, middle, and end, and with a major goal in 

mind, knowing that I will be challenged, and that I will have the 

opportunity to win big or lose big.  

These adventures often take the shape of media and speaking 

tours that I organize myself, lasting anywhere from ten days to as 

much as eight weeks on the road. 

Adventure is not easy, but adventures produce 

growth — and most importantly, transformation.  

I’m a transformation junkie.  

Constantly in pursuit of transformations to propel me, my life, my 

potential, my resources, and my world to ever higher evolutions.  
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My Desire For and Study of Transformation  

Has Led Me Around The Globe  

And Fueled My Mentorship At The Feet of 

 Every Guru and Expert Known To Man 

I have walked on fire with Tony Robbins standing right next to me.  

I have studied Toltec wisdom with Don Miguel Ruiz himself.  
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I've done men's power ceremonies and participated in the men's 

self-help movement for years. And I rose up to become a leader 

among men before expanding my efforts to include both men and 

women seeking transformation.  

My Mentors Include Everyone Who is “Anyone”  

in the Self-Help, Marketing, Speaking, 

 and Personal Transformation Fields   
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They include: Wayne Dyer, Ram Dass, Yogananda, Deepak 

Chopra, Robert Kiyosaki, Brian Tracy, Zig Ziglar, Jim Rhone, Robert 

Allen, Dan Kennedy (whose reigning Info-Marketer of the Year I still 

am), Joe Polish, Lisa Sasevich, James Malinchak, Roy H. Williams, 

Harvey Mackay, Michael Port, Amy Port, Joel Osteen, Joel Weldon, 

Joel Bauer, Diana Booher, Mikki Williams, Sean Stephenson, 

Jonathan Sprinkles, Justin Sterling, Carlos Carrera, Tony Robbins, 

and many others — especially America's founding father, 

Benjamin Franklin, whose autobiography I have studied and at 

whose university I earned my Bachelor’s Degree as an undergrad 

�61



CLINT ARTHUR

at the Wharton School.  

This book contains the distilled power and wisdom of one million-

dollars in cash investments…  

52 years of doggedly determined dedication… 

And 19 years of entrepreneurial perspective, brought to bear with 

laser focus on the topic of how YOU can compete against 

celebrities (and “nobodies”) and win big in business as an 

entrepreneur by becoming a celebrity yourself.  

I'm doing it. My hundreds of students are doing it.  
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The Top Entrepreneurs In The World Are Using 

This Exact Strategy 

Donald Trump… Gordon Ramsay… Martha Stewart… Richard 

Branson… George Foreman… Kim Kardashian… Kanye West…  

Tim Ferriss… Gary Vaynerchuk… Elon Musk… Jack Dorsey… 

Barbara Corcoran… Jack Ma… Mr. Wonderful… Marc Cuban…  
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They are all going on TV to differentiate themselves from 

competition, and more importantly, to create Celebrity luster and 

higher status.  

Like it or not, today,  

the highest status in the world is Celebrity. 

And an essential element of Celebrity Entrepreneurship can only 

be attained by going on TV.  

Congratulations on your extremely wise decision to invest your 

time, efforts, thoughts, and money in this book. This is literally the 

roadmap to entrepreneurial success. Unlimited freedom, power, 

and adventure are now yours for the taking, if you follow this map! 

My hope is that you are VERY THIRSTY, and that one day, when 

you are enjoying life-saving benefits of what this roadmap spells 

out for you, that you will remember to thank the man who dug the 

well. 

I’m looking forward to hearing from you and reading your stories.  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 3. 
 VIP SPEAKING 

Jerry Seinfeld famously joked that 75% of the population would 

rather be in the coffin than giving the eulogy at a funeral.   

That should give you some indication of how powerful it is to be a 

speaker.  
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Think how much more powerful it is to be a 

speaker at Harvard, sharing the stage with 

Caitlyn Jenner, as compared to speaking at some 

rinky-dink internet marketing event with a bunch 

of “Nobodies” in a backwoods Holiday Inn outside 

of Nowheresville! 

This begins our examination of the topic I call "VIP Speaking."  

The first time I was ever influenced by VIP Speaking as a 

marketing strategy was on a teleconference I attended back in 

2009. The speaker was so skilled at using this technique — even 

though I had never heard of him before — by the end of the call I 

eagerly paid $2,000 for a ticket to his live event. 

It turned out that I already had a previous engagement to be with 

my men's team for our special overnight event (and could not be 

in two places at once, although I really wanted to,) so I sent my 

wife to the seminar in my place, and made her give me a full report 
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on everything the guy said.  

I’m serious. At the end of that weekend we literally sat down at our 

dining room table with her 3-ring binder from the seminar, and she 

talked me through all her notes on all the most important points the 

guy had taught. 

I got NOTHING out of it. 

 It’s very hard to learn a piece of specialized  

 knowledge secondhand. You need to be there, 

 in the room yourself, to soak up the nuances. 

About a year later I finally got to see that VIP Speaker live and in 

person for myself. I paid another $2,000 for a ticket to a different 

one of his live events, then upgraded to VIP for an extra $995, 

which got me a seat in the second row, 10 feet away from the guy 

on the stage. Exciting!  

I watched every move he made, and soaked up every word he 

said.  
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I remember the profound impact he made on me when I heard him 

say, "I've had the great privilege of sharing my message on the 

same stage as Sir Richard Branson and the Dalai Lama, and at great 

corporations like G.E., Accenture, and Amazon."  

I thought to myself, Richard Branson! The Dalai Lama! That guy is so 

successful — I could never even get on the same stage as him, let 

alone Branson or the Dalai Lama!  

Then I thought: This guy speaks at Amazon! He must be super smart, 

making tons of money as a speaker and consultant if he is getting 

hired by companies like G.E. and Amazon.   

I didn’t know what Accenture was, but years later I saw on his 

LinkedIn profile that he had been a consultant there for four years. 

Was that how he got to share his message there? 

I figured:  He must be getting paid at least $50,000  

every time he gets hired to speak at Amazon!  

That’s what I actually thought. Prospects will make up all kinds of 
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things in their minds as they are impacted by a VIP Speaker’s 

marketing assets.  

 It’s not your job to correct your prospects’  

 fantasies about how great you are.  

 It’s your job to make them fantasize!  

By comparison, it felt really good to be sitting in the audience, 

having paid only $2,000 for the seminar ticket plus $995 for the VIP 

upgrade.  

Oh, how I wished I could sign up for the $5,000 event he up-sold 

the room into at the end of that event!  

That next $5,000 event sounded like it would be really great — but 

I didn’t feel like it would be prudent for me to come home from a 

$4,500 boondoggle ($2,000 + $995 + Hotel + Travel) having 

popped for another $5,000 ticket! 

Six months later I was at another one of his seminars, and this time  

I enrolled in his $10,000 Empire Group mastermind program. I was 
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one of 109 people who joined that weekend, at $10,000 apiece. 

There were another 36 people who each paid $26,000 for his 

higher-level mastermind called the “Inner Circle.” 

And there was another $10,000 up-sell if you were in the Inner 

Circle and wanted to go on a one week vacation with him to an 

island in the Caribbean. 

That is just one tiny example of how  

VIP Speaking Methods Deliver Big Money   

My most important mentor, Dan Kennedy, truly opened my eyes to 

the power of VIP Speaking and the deployment of what I call a 

“Million Dollar Positioning Statement,” (which I’ve found virtually 

all seven-figure speakers employ as part of their presentations. 

Every single time.) 

I’ve heard Dan Kennedy speak dozens and dozens of times, in 

many circumstances: in person at large events with hundreds of 

people in the audience, at tiny mastermind groups where I was 
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invited to attend because I won his Info Marketer of the Year award, 

in recordings that are provided as part of his products, on 

teleconferences, and other interviews he has done, or that I have 

done with him.  

"When I was speaking in the arenas for the Peter Lowe Success 

Seminars with Colin Powell, General Schwarzkopf, George Bush, 

Barbara Bush, and Donald Trump..." is Dan Kennedy’s Million 

Dollar Positioning Statement — and he uses it every single time he 

speaks in front of an audience. For more than 20 years! 

His Million Dollar Positioning Statement has inspired me and 

guided me in the creation of my own positioning statement. 

Earlier in this book, I used that marketing asset on you when I said, 
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"I've had the privilege of sharing this message at Entrepreneurship 

Club of Harvard Business School events, with Suzanne Somers and 

the Dos Equis "Most Interesting Man in the World" right next to me 

on the stage… At West Point with Apollo astronaut Buzz Aldrin, and 

at great corporations including Coca-Cola, Microsoft, and Nasdaq.”  

That Million Dollar Positioning Statement did not instantly or easily 

materialize for me. It came as the result of years of hard work, 

concentrated effort, massive risks and huge expenses. 

Calculate the impact that my  

Million Dollar Positioning Statement had on YOU 
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If you are reading this sentence, I would be amazed if you have not 

Googled me or visited my website. That’s another indication of its 

power and value.  

I frequently speak at events — sometimes for as 

little as 5 minutes — and often walk away with six 

figures in signed order forms from new clients as 

a result of deploying these marketing assets on 

good audiences. 

Go to www.CelebrityEntrepreneurship.com to see NSA Hall of Fame & Founding Member Joel Weldon  
proclaim me a member of the Top 1% of National Speakers Association Money-Earners 
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This is by no means the only component of a VIP speaker being 

able to earn seven figures a year, but it is a key part of the arsenal 

I’ve used to catapult me to the top 1% of all money-earners in the 

National Speakers Association.  

One of my earliest and most favorite mentors in my speaking 

career was a young man named Jonathan Sprinkles. I took my mom 

to a seminar where we saw Jonathan make an offer of two tickets to 

his own speaker training event in Houston for only $1,000 dollars.  

My mom wanted to go, and I did too, so I bought us a pair of 

tickets.  

At Jonathan’s event, he offered the audience an opportunity to 

continue our education with him as members of his Platinum 

coaching program — which included a full day of private coaching 

with him — for only ten thousand dollars.  

In the industry, this is called an “up-sell.” 

My mom whispered in my ear, “Maybe Jonathan will let us split a 

Platinum Membership and we could share the private coaching 
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day? This way it’s only five thousand each! I could take the money 

out of my IRA. That guy is a great speaker, and he could really 

help us!”  

It was great to see my mom so excited — and there’s a lot of smart 

stuff in what my mom said.  

First off, he is a great speaker, and if you want to accelerate your 

speaking career — or any career — you need a mentor who has 

done (and, ideally, is still doing) what you want to be doing. 

Otherwise you are grasping around in the dark, and the trial and 

error will probably derail your ambitions. 

Next, if you want to be a great speaker you need 

to learn from other great speakers.  

   I sincerely believe great  

 speakers are not born,  

 they are developed through  

 study, coaching and   

 experience. 

�75



CLINT ARTHUR

That’s why people who only go to their local Toastmasters clubs 

can’t break through to become great speakers — because local 

Toastmasters clubs usually don’t have any truly great speakers in 

their meetings, giving great advice. Toastmasters is good, just not 

enough. 

Third, splitting that day with Jonathan really was enough for us.   

Most people can’t take in as much coaching as a 

high level coach can give them in a full day.  

Most coaching clients are beginners, and they can get just as much 

— if not more — out of a shared VIP Day with a high level coach. 

Many times you learn more when you are NOT the one in the hot-

seat. 

And lastly, (a seriously important lesson here  

is that) very often, as long as something makes 

good sense emotionally and logically, 

 “People Will Buy What’s In Front Of Them”   
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This is the true power that drives VIP Speaking:  If you can get in 

front of an audience with enough VIP Positioning and generate 

enough Perceived Status in their eyes, you can sell them just about 

anything. But ONLY While They Are Right There In The Room. 

Once they leave the room they will very rarely, if ever, buy.  

Once prospects leave the room, the essential 

EMOTIONAL component that drives a sale 

evaporates:  the lust & passion,  

wanting to incorporate “a piece” of  

that Celebrity into their own life. 

VIP Speaking is MAGIC that way!  

This little skinny guy named Jonathan Sprinkles, who we didn’t 

know at all two months earlier, ascended us up from a cold start 

into $10,000 clients by getting us IN THAT ROOM.  

I graduated from the Wharton Business School, he went to some 

nothing college in Texas — yet I paid him $10,000 to coach me for 
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a single DAY! 

In that room we decided it was worth it to pay him $10,000 for 1 

day of his time — If he would let us! If we could get him!  

 That’s great marketing: creating a desire and/or  

 predisposition to buy something or someone  

 IF you can get them to LET YOU buy!  

I went over to Jonathan at the next break to speak confidentially: 

“Hey Jonathan, my mom and I were wondering if we could split a 

Platinum Membership and share the VIP coaching day?” 

He smiled: “Clint, I ain’t in the business of saying No to people who 

want to give me ten thousand dollars!”  

Naturally, my mom ended up not coming through with all of her 

share of the money! I’m pretty sure she paid me $1,500 — bless her 

heart. I didn’t want to force her to pull that much money out of her 

retirement accounts — and I’m sure she was counting on that 

sentiment when she suggested the entire scheme. 
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Jonathan let me break up our investment into twelve monthly 

installments of $800 — which at that time was a little bit of a stretch 

for me. 

Boy, was I happy when those $800 hits on my Amex were over! But 

I DID get a lot out of that 1-day of coaching with Jonathan. It really 

unleashed me as a speaker and as a storyteller. 

  Signature Stories  

About a month later, my Mom and I are back in Houston for our VIP 

Day with Jonathan Sprinkles. He has us meet him in the community 

room of his sleek, sexy 35-story condo tower. 

“Clint, tell me, where do you speak?" Jonathan asked. 

"Mostly I speak on TV," I answered unenthusiastically. 

"TV is a great place to speak, Clint." 

"Yeah, Jonathan, but I want to get on stages and be able to sell from 

the stage, like I see all these speakers doing at the seminars."  
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“Well, Clint, first of all, you've got to get your hands out of your 

pockets when you're speaking."  

One of the first “big-money speakers” I had seen was a guy named 

Jeff Walker. Like me, he wore a business suit on stage, and the 

whole time he was speaking he had his hands in his suit pants 

pockets. If that big-money speaker did that, then I should do that too! 

“Get your hands up and use them when you speak," Jonathan said, 

"and start telling your story."  

"What story?" 

"Your story! Tell us, right now: what was the big turning point of 

your life." 

"I was at a men's self-help campfire on the beach near L.A.X. 

Airport." 

"What does that look like?" Jonathan interjected. 

"That means there's 18 naked guys dancing around a campfire, and 

I’m one of them!  
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“I was looking up at the stars, and suddenly a guy jumps OVER the 

campfire — and I noticed he was really hairy!  

“Then, across the yellow and orange crackling flames, the shaman 

is pointing a crooked, trembling finger at me.  

"In a raspy, pot-scarred voice, he croaks:  

 ‘You don't know it yet, but you're already dead!’ 

"I shouted back, ‘What are you talking about, man? I'm the most 
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successful guy on this team! Eight years ago I was driving a taxi —   

now I'm a millionaire! I was living on a little boat — now I live in a 

mansion!’ 

“The shaman was not impressed. ‘You're already dead — you just 

don't know it!’ 

"For months I could not stop thinking about the 

words of the shaman, even though I did not 

understand what he meant.  

“I’d wake up out of a sound sleep in the middle of the night, 

petrified, screaming: ‘I'm already dead! What does he mean?’  

“It came to be New Year's Day, 2009, I woke up, poured myself a 

mimosa, got a pen and paper to write my list of goals for the year, 

as I had become accustomed to doing once I became successful as 

a businessman and stopped trying to be a writer.  

"Inspired by the shaman, that year I asked myself the question that 

changed my life forever: If this was going to be the last year of my 
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life, what would I want to accomplish?  

"I was as surprised as anything when the first thing I wrote down 

was: Write my book about the wisdom I learned at the Wharton 

that empowered me to become a successful entrepreneur.  

“If I did die, I wanted that knowledge to be preserved for the 

benefit of my daughter, who was 13 at that time — and who could 

not care less about what her old man had to say about business.  

“This was surprising to me, because I had not written a word in 

more than eight years, since I swore my oath to quit writing and 

did all the transformation work to get out of being a starving actor 

and screenwriter struggling to pay my bills as a taxi driver.  

"That year, living as if I was going to die, 

 broke me free of all the fear, doubt, and 

procrastination which had been holding me back.  

“That was the year I became the leader of my men’s team.  

“That was the year I created "The Last Year of Your Life" 
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transformation experience.  

“And that was the year I wrote my book, What They Teach You at the 

Wharton Business School, which propelled me onto television.  
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 “Living as if it was the Last Year of My Life was  

 how I stopped being afraid to pursue my dreams  

 — and started going for it again.  

"I had given up. Thirteen years of pain, trying to make it as a movie 

star and screen writer, smashing my head against the brick wall of 

the Hollywood Dream… Embarrassed by not being able to achieve 

success, ashamed of myself, terrified of not being able to turn my 

life around. 

“From 2000 to 2009 

I only focused on 

making money by 

b u i l d i n g r e a l 

estate and selling 

butter. I got fat and 

h a p p y — 

ballooning up to 

pounds, becoming 

obese.  
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“By 2009 my marriage was on the rocks — and so was my life. 

"Living as if it was going to be the last year of my life made me 

confront the issue: if this was going to be last year my life, would I 

want my marriage to break up? Hell no! That gave me the courage to 

get us into counseling and work it out.   

“Living like it was the last year of my life came out of the men's 

team meeting at that campfire that night, on the beach, and the 

words of the shaman. You’re already dead, you just don’t know it. 

“Is that what you mean, Jonathan?” 

"That's exactly what I mean, Clint. That’s your story.”  

“I’m really supposed to talk about that?"  

“You have to talk about that! It’s your story.  

You earned the right to talk about it.  

You paid the price. And you've got to talk about it. 

Your career as a Speaker is about your story."  
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That was one hell of a crazy transformational day in Houston with 

my mom and Jonathan Sprinkles.  

That was the day I developed what I now understand to be my first 

“Signature Story.”  

I’ve studied with many great speakers over the years. Recently, 

one of the all-time greats popped up on my Facebook feed, and I 

watched his “hospital gown video,” a 30-minute talk he gave on 

Facebook Live from a hospital room in the Cleveland Clinic, just 

prior to a procedure on his spine that might render him mute. 

“I asked the doctors, After the procedure, will I be able to speak? 

They said, Perhaps. I said, Perhaps — what do you mean perhaps?” 

That speaker is Les Brown. If you’ve never seen his hospital gown 

video, which went viral, you must find it and study it for clues 

about how you can be a better speaker. 

Great speakers tell the same “signature stories”  

 over and over, the same way a rock band will 

 play their greatest hits at every concert. 
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VIP speakers need an arsenal of Signature Stories they can weave 

in and out of their presentations as Parables, to train and teach.  

The Hospital Gown video was the first time I ever saw Les Brown 

speak. He literally moved me to tears with the stories of his life. 

"I was born on the kitchen floor of a small house in North Miami 

Beach,” said Les Brown. “My seven brothers and sisters and I were all 

adopted by a woman who worked as a maid in the rich houses along 

the beach. She brought home their leftover scraps of food to feed us. 

I bought her a house. And then I lost it to foreclosure." 

I cannot do justice to the genius stories and storytelling abilities of 

Les Brown. As your coach, in this book, I will tell you that you must 

s t u d y t h a t v i d e o ( y o u c a n w a t c h i t f o r f r e e a t 

www.CelebrityEntrepreneurship.com). Then go see Les Brown 

speak anywhere, at any time, to any audience. Take note of the fact 

that he tells those same exact stories every time he speaks.  

 Great Speakers tell their signature stories —  

  the same stories — over and over.  
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I truly believe that as a speaker it is your main job to create and 

develop five to seven powerful Signature Stories. If you can do that 

and tell your stories well enough, you will have an excellent — if 

not major — career as a speaker.  
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But that's not how you get to be a VIP Speaker. You could have five 

to seven great stories and still not have VIP Speaker positioning in 

the eyes of Customers and Prospects. 

Signature stories are a an essential element of 

being a 7-Figure VIP Speaker, but they are not the 

tools that position you as a VIP Speaker. 

In May of 2010, one of my one of my "Last Year of Your Life” 

coaching Members invited me to be her guest at a seminar in Las 

Vegas hosted by "Big Money Speaker” James Malinchak. It was 

called, "Big Money Speaker Secrets Revealed."  

That guy Malinchak knew every trick in the book about how to 

create a well-oiled selling environment inside his seminar room — 

which was usually the grand ballroom of a big hotel. 

He's very skilled at selling high priced coaching 

and consulting on the back of his carefully 

manufactured VIP Speaker positioning.  
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He is also another one of Dan Kennedy's very successful proteges.  

At the first event of his which I attended, he sold a $2,000 training 

course on the topic of Celebrity Attachment — which I wisely 
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invested in. It was a one-day seminar at his massive home on a hill 

overlooking Las Vegas, where he taught twelve of us several 

methods of how to do Celebrity Attachment.  

He also provided each of us with a photo with him, and another 

photo with Christie Frank (a finalist in Season 1 of Donald Trump’s 

hit TV show, The Apprentice.) 

That seminar really opened my eyes to the power of Celebrity 

Attachment. It is my absolute favorite type of Marketing. VIP 

�92



Celeb rity Entrepreneurship

Speakers get to speak with “Very Important People.” 

VIP Speakers also share the stage with famous people when they 

tell their stories. When you speak with a famous person it allows 

you to ATTACH to their celebrity.  Some of their stardom rubs off on 

you!   

Good names to speak with are people like Sir Richard Branson, the 

Dalai Lama, Colin Powell, George Bush, Barbara Bush, Donald 

Trump, Buzz Aldrin, Suzanne Somers, and most recently for me, 

Caitlyn Jenner. (Yes, that Caitlyn.) 

Once you have your Signature Stories, you need to tell them in 

front of audiences. Real Speakers speak in front of audiences. 

VIP Speakers Create Positioning with  

Photos & Videos of Them Speaking  

Either in front of LARGE audiences  

or in front of audiences at Important Places 

High Status is most easily created by speaking in a “Very Important 
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PLACE.” It is much easier to get a speaking gig at a famous place 

than it is to get a gig in front of a very large audience. 

Places with high status include Famous Places like Harvard, West 

Point, USC Business School, etc., or famous “pop-culture” 

corporations along the lines of Amazon, Coca-Cola, Microsoft, 

Nasdaq, etc.  

Speaking at famous places AND with famous 

people allows you to construct your  

Million Dollar Positioning Statement 

Smart speakers who are smart marketers are smart enough to get 
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great photos and videos of themselves speaking in those famous 

places with those famous people.  

I have many clients who have spoken in front of 

large audiences or with very famous people and 

have no photos of themselves doing that.  

Or the photos that they do have are simply close-ups of their face 

against a curtain, without showing any audience (which provides a 

lot of status) or any identifying markings to indicate that they were 

speaking at Harvard, or the Pentagon, or some other high-status  

place.  

Unfortunately, I actually have several clients who have spoken in 

ARENAS but either have no photos or poor photos of themselves 

doing it.  

What a HUGE waste of a GIGANTIC marketing opportunity. 

In addition to any sales or business you may get from being a 

speaker in an Arena or ANY Prestigious place, you should also get 
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the IMAGES of you ON STAGE IN FRONT OF A HUGE AUDIENCE 

for your MARKETING. 
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The most comical and pathetic examples of 

speakers who really don't know what they're 

doing in this marketing realm known as VIP 

Speaking are the ones who show themselves 

speaking at a podium that has a impressive logo 

on it — but with no audience in the photo!  

The first questions anyone viewing a photo like that asks 

themselves:  

 "Was there no audience?”  

 “Were they speaking to an empty room?”  

 “Is this just a (weak) staged photo of a person standing at a 

podium in an otherwise empty room — to try to trick me into 

believing they were actually a speaker at that prestigious venue?”  

Those are all fair questions. You will probably ask them yourself 

when you see lame photos of speakers. 

For example, is the “Harvard” photo (below) a picture of a guy 
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actually speaking at a Harvard event, or did he just snap a picture 

with a mic in his hand when the event was over? IF there even 

WAS an “event!” 

No audience is problematic.  
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Sparing no detail, I will point out what I think should be obvious 

but is often overlooked by wannabe VIP Speakers hiding their 

heads in the sand and thinking they can get away with some cheap 

imitation:  

VIP Speakers have Great Videos  

Shot in HD, using 3 Cameras,  

Professionally Edited 

Those high quality pro videos need to be easy to find on YouTube 

and on the speaker's website.  

Testimonials are another key asset every VIP Speaker must have.  

True VIP Speakers understand that they need testimonials from 

Celebrities.  

When you see a Celebrity giving a person a testimonial, it 

suddenly becomes MUCH MORE REAL. You know who that person 

is, AND they are famous (which means they are BETTER than you, 

and higher status, and probably make more money, etc.,) so if that 
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famous person says someone is great, you will believe that they 

truly are great. 

Any testimonial is better than none, but no 

testimonial is as good as a “celebrity testimonial” 

from a famous person who people recognize.  

At the end of this year's storytelling conference at the Harvard 

Club of Boston, I asked Caitlyn Jenner, "What did you think of it?” 

She replied, "I had a lot of fun!” You should watch that video right 

now at www.CelebrityEntrepreneurship.com 
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But how do you get testimonials from Celebrities? That really goes 

to the question of “How do you get Celebrity Clients?” Ah, that is a 

good question — Alas, far beyond the scope of this book! 

But if there is anything you need to understand from reading this 

book it’s THIS: just being in the right kind of photo with a celebrity 

is ALMOST as good as a Testimonial from that celebrity. 

Especially with creative captioning. For many years I have used 

this picture with Simon and the caption “America’s toughest judges 

love Five Star Butter” to promote my gourmet food company. 
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Finally, I would like to address a key element of VIP Speaking that 

most people do not understand: 

SPEAKING FEES 

As a person who produces events and hires actual Celebrity 

Speakers to speak at my events, I can tell you this:  

 Most speakers in the marketplace who are 

asking for $25,000 as a speaking fee are complete 

“Nobodies!”  

So-called $25,000 speakers are usually people that nobody has 

ever heard of.  

Perhaps thy are or were CEO of a big company… 

They might have a New York Times best-selling book… 

Or they are a “frequent contributor” on CNN or other Cable News 

shows… 
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Or perhaps they used to be a high level government bureaucrat 

under President Obama…  

But really, most speakers asking for a fee of $25,000 are complete 

nobodies! 

Wharton Business School taught me that pricing is a key element of 

marketing.  

 You cannot be a VIP Speaker with a  

 $6,000 Speaking Fee 

And I highly doubt you can be a 7-Figure Speaker with a $6,000 

Speaking fee.  

An improperly low fee actually works against you — and 

undermines your positioning as  "somebody special."   

VIP Speakers must quote a minimum speaking fee of $25,000. 

If your “quote” is less than $25,000, that “cheap price” immediately 

gives away any VIP Positioning you may have earned from your 
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other uses of my strategies for creating this VIP Speaker status. 

People who hire speakers know that if your fee is $2,500 to $9,000 

you are not a speaker who is “anybody special.” You may be a 

great speaker, but you’re a “nobody.” 

They may want to hire a nobody to fill a slot or cover a topic for an 

event, but collecting a $10,000 check for a one hour gig is not the 

kind of money I’m looking to make. You shouldn’t be either. It’s 

chump change compared to what VIP Speaking is about. 

VIP Speaking is really NOT about collecting a 

$10,000 check for a 1-hour lecture. 

It is very rare to be a speaker who scores a six figure payday just 

for showing up and giving a 60-minute lecture.  

If I get an hour on stage I will frequently do six figures in sales off 

the back of that presentation, usually that same day. 

Very few speakers in the world can earn six figures for giving a 15 

minute presentation.  
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But I have gone home MANY TIMES with signed contracts totaling 

over $100,000 when I get up in front of an audience and SELL my 

coaching as part of packages of products and services. 

There are very few people who can do that either — but I have 

taken this entire VIP Speaking approach to that level of success, far 

beyond what most speakers could even dream of, and now I am 

training my students/proteges to follow in my footsteps. 

Interestingly, people RARELY buy just the products themselves. 

 People Want to Buy a Piece of  YOU,  

 the Coach, the Guru, the Mentor, the VIP Speaker  

I have a lot of products which I include with packages that I sell. 

You have to have them, and you have to include them to create a 

perception of massive VALUE to what you are selling for $5,000 or 

$7,500 or $10,000 

Without proprietary products bundled together with your 

coaching, it’s a lot harder to sell the coaching alone, especially in 
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just 15 minutes! (I actually don’t know anybody else who can do it 

besides me and my proteges.) 

 VIP Speaking is about being able to ask for  

 — and get —  

 big money as a coach or consultant.  

That's where all the money is.  

VIP Speaking is really a positioning tool that Celebrity 

Entrepreneurs use in order to extract high dollar fees from 

coaching and consulting clients.  

Thus, VIP Speaking is not usually an end in itself.  

It's only one arrow in the quiver of Celebrity Entrepreneurship.  

A big fat 50-calibre arrow. 

But nonetheless, just one of many tools. 

When people ask me what I do, I don’t usually identify myself as a 
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“speaker,” despite the fact that I’m one of the most successful 

money-earning speakers in the world. 

I usually say: 

 “I’m a Celebrity Entrepreneur & Mentor to 

Authors, Speakers, Coaches, Consultants, 

Advisors, Experts and Entrepreneurs who want to 

stand out in crowded marketplaces —  

so they can have more Impact, Influence, and 

Income — and make their dreams  

become their reality.” 

VIP Speaking is about building a compelling story and image 

around YOU being a really smart, fascinating, respected, worldly 

person who is “a somebody” who other “somebody’s” look to for 

leadership, guidance, and advice. 

Creating this “Big Picture” around myself and my clients is one of 

the reasons we have encouraged international participation in our 

Harvard and Nasdaq storytelling events. 

�1 0 7



CLINT ARTHUR

We have had people from around the world come to join us and 

share their stories at these events, including leaders and 

entrepreneurs from Australia, England, Grand Cayman, Norway, 

Switzerland, Singapore, Canada, and even Mexican TV superstar 

Maurico Islas, and the Tony Robbins of Mexico, Carlos Carrera.  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 4.  

 JOHN TRAVOLTA, MICK JAGGER  

 & BROOKE SHIELDS   

A client recently asked me, "In all the work you do, what's your 

favorite thing?" 
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I love going on TV! It's such a thrill to be live on the air, having 

people asking me my opinion, and delivering rehearsed materials 

so that I look really good.  

TV has helped me to become better looking (and many of my 

clients become better looking too.)  

Being on TV has helped me to become a better speaker, more 

poised and polished.  

And I love the excitement of being totally present in the moment, 

acting in real time, and feeling so alive. All my clients and I love 

going on TV because of how alive it makes us feel. 

However, I also love speaking on stages in front of audiences 

because connecting with that many people at one time is almost an 

orgiastic experience.  

I also love how much impact and influence I have, which directly 

leads to more income.  

However… 
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My favorite, most fun work activity, 

 which excites and thrills me, is the deliberate, 

orchestrated work of Celebrity Attachment    

Last summer I was on vacation in Waikiki, relaxing on a lounge 

chair by the pool at the Royal Hawaiian Hotel, surfing the internet 
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on my iPhone X, when I stumbled upon a chance to meet the 

Rolling Stones and get a photo with the band. All you had to do was 

donate a small fortune to a charity, and you were in!  

You got 2 VIP Front Row tickets to the Rolling Stones concert in a 

small city near Amsterdam in the Netherlands, VIP passes to pre-

show parties, you’d get to meet Mick, Keith, Ron, and Charlie 

before the concert, plus a professional photo of you and a guest 

with the band as a keepsake.  

The donation required was steep. How much? You could easily buy 

most any model car, pick up truck or SUV for this kinda money — 

believe me. 

But it’s the Rolling Stones!  

Think about the celebrity recognition attached to 

Mick Jagger.  

Everybody knows who he is —  

certainly everybody in my target market,  

entrepreneurs 35 years of age and up.  
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Personally, I love the Rolling Stones and have loved their music all 

my life. My wife feels the same way. We’ve both been to several 

Rolling Stones concerts. The Rolling Stones is my favorite band of 
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all time. 

I showed her the writeup of the offer, and she read it with great 

interest. When she finally scrolled down to the price her eyes went 

wide: "That's crazy!" 

She was right. It was a lot of money. And a very long trip from 

Hawaii to Arnhem, Netherlands! 

But when would I ever have another opportunity 
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to meet Mick Jagger and Keith Richards and be 

in a photo with the Rolling Stones?  

When would I ever get to be in the front row as a VIP at a Rolling 

Stones concert in an Arena?  

It seemed like a once in a lifetime opportunity.  

 What Good Is Having Lots of Money  

 If  You Don’t Grab  

 “Once In A Lifetime” Opportunities?   

I could not stop thinking about it.  

The next day, almost on a whim, kinda just to see what would 

happen, I clicked the "Buy Now" button on the Rolling Stones VIP 

Charity Donation Package. Next thing I knew, a GIGANTIC charge 

appears on my Amex.  

This opened up an entire adventure for me and Ali. 

Eight weeks later, I wrapped up one of my Extreme VIP Speaker 
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Training classes in New York, bundled Ali and our Tumi luggage 

into an Uber, crawled through rush hour traffic out to JFK Airport, 

and hopped on a plane to London.  

We had never been to London together, and I had put together a 

deluxe itinerary for us with the help of my SPG Ambassador, Jude.   

Jude is a private travel concierge Starwood provides me as an 

extra bonus amenity because I stay so many nights in their hotels 
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every year, and have attained the highest VIP level in Starwood’s 

Preferred Guest program. We’ve become friends over the years, 

and I really appreciate her first class service and friendship. 

Jude arranged a one bedroom suite for us high up in a posh hotel 

tower near Harrods. Walking into our suite, Ali gushed: “This is the 

nicest suite I’ve ever seen in London.”  

It’s always great to impress your wife, but especially since Ali had 

worked in London on a big budget production of one of her Mortal 
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Kombat movies, and with Oliver Stone on Alexander, and on 

Highlander 4, so she’s been in a lot of great London hotels, and 

considering my history with the movie biz, I always love out-doing 

Hollywood. 

The plan was for us to spend a few days shopping and sightseeing 

so we could get acclimated to the change in time zone.  

I was excited to shop in London because I needed a “costume” that 

would be appropriate to wear in the photo with the Stones. I had 
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already found a cool pair of black jeans and a pewter colored 

leather jacket, but I still needed a shirt that would make me POP in 

the photos.  

We scoured every inch of Harrods and found nothing. It’s an 

amazingly posh and gigantic store, and I mad a fun video on the 

“ E g y p t i a n E s c a l a t o r s ” y o u c a n w a t c h f o r f re e o n 

www.CelebrityEntrepreneurship.com — but my sweater was not 

there. 

Up and down the main shopping street in front of Harrods, we went 

in every shop that had men’s stuff — but nothing I saw had the 

right color to give me the star-presence I was looking for.  

We went all over London, and ultimately found a red sweater for 

less than 20 pounds ($27USD) that helped me to stand out in our 

picture with the legendary superstars of rock n roll. The sweater 

actually turned out to be a woman’s sweater! 

Of course, we did also great sightseeing: at Buckingham Palace, a 

minute after we arrived, we watched the famous Changing of the 

Guards. See my video of it at www.CelebrityEntrepreneurship.com 
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And we enjoyed third row Orchestra seats for a performance of 

The Magic Flute at the Royal Opera House.  

I never liked opera until I became a Celebrity.   

Growing up in New York City, my mom was always dragging us to 

the Opera and the Ballet when we were little kids. I always hated it. 

But once I started going on TV, purely on a whim, I bought myself 

an Orchestra ticket to a performance of Tosca at the Metropolitan 
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Opera House in New York City, and I got hooked by the drama, the 

music, the spectacle, and the great people watching. Everyone is 

dressed up and being all fancy — I love it!  

Great seats makes a huge difference too. My mom always had us in 

the nosebleed section when we were kids, and that’s not the best 

way to get a kid to enjoy a cultural experience. When I asked 

Snoop my favorite question, What’s the most important thing you 

ever learned? he said, “Life’s too short to smoke cheap weed.” 

That’s a great metaphor to live by. 
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O n S a t u r d a y  

afternoon we took 

an Uber out to 

H e a t h ro w a n d 

hopped on a jet to 

Amsterdam.  

T h a t n i g h t w e 

walked around 

the quaintest city 

in Europe, and ate 

dinner in a little 

b i s t r o a r o u n d 

midnight. 

On the big day we boarded a First Class train to Arnhem for the 

concert.  

The VIP Party was supposed to start at 6:30 PM, and I didn’t want to 

take any chances of missing it, so I reserved tickets on a train that 

got us into the city at 3:30, allowing plenty of time to find our way 
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from the train station to the arena and figure out where to be. 

The instructions gave NO specifics about where to go, and they 

said: 

• If we come to collect you and you are not there, you will miss 
your opportunity. 

• There is no other time in the band’s pre-show schedule to 
make it up.  

• You must be in the location specified below at the appointed 
time.  

We get into Arnhem easy enough, then shared a Caesar salad and 

a large Pellegrino at a restaurant in an open air plaza near the 

station. It’s fun to be in Europe, eating lunch outside on a lovely 

warm afternoon. 

But it’s becoming more and more high pressure, nerve-wracking, 

and intense because we have no details from the charity or the 

organizers other than “RSVIP Arrival at 6:30PM (30 Before)” — 

Whatever that means! 

That’s all we really know about where we’re supposed to go, or 
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when to show up. 

There’s also a 424 Area Code phone number for a local contact 

person with the band named Cheryl. 

A taxi whisks us out to the stadium around 5:30PM and we wade 

into the crowd around the WILL CALL window. A huge line. I’m not 

even sure if that’s even the right place to be, so I call the 

“Emergency Contact Number” for Cheryl.  

She answers the phone and a huge amount of noise blasts out of 

my speakerphone. “Cheryl, this is Clint Arthur, I’m calling 

because I’m not sure where I’m supposed to be going.” 

She shouts over the noise on her end: “Hello — what do you 

want?!” 

“This is Clint Arthur….” 

Click! She hangs up on me.  

Ali’s getting really nervous, because the long line at WILL CALL is 

hardly budging, and the pressure’s building. We CAN’T miss our 
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photos with the Rolling Stones! 

I put on a headset and re-dial Cheryl’s 424 phone number. She 

answers on the 2nd ring:  “Who the fuck is this and why do you keep 

calling me!” 

“This is Clint Arthur. I’m a VIP Guest of the 

Rolling Stones.  I’m at WILL CALL,  

and I don’t know where I’m supposed to go.” 

“Where are you? WILL CALL? OK, tell them you’re here for the 

RSVIP.  Then when they give you the passes, you have to get to the 

RSVIP.” 

“Where is that?” 

“I don’t know. You just have to get to the RSVIP.”   

Then CLICK — the line goes dead again. 

Ali looks at me expectantly: “What did she say?” 
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“She said we have to get to the RSVIP.” 

“Where’s that?” 

“She doesn’t know.” 

“Shit! All that money and we’re gonna miss this fucking thing!” I 

love how Ali is so authentic, un-calculated, and really living in 

each moment. 

“We’re not gonna miss it.” 

“Well you better do something, because this line is not moving!” 

The line inches slowly toward the WILL CALL window. 

After what seems like eternity, I’m two people back from the 

window when I see someone in a Rolling Stones “Crew” t-shirt 

come in from a side door and hand the clerk behind the glass an 

envelope with my name written on it in black sharpie marker. 

“That’s my name!” I shout at the glass. 

The clerk holds up his hand and motions for me to chill my jets. 
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Another three minutes passes, then I slide my brand new blue 

United States Passport under the glass. The clerk checks my name, 

reaches into a drawer, pulls out the envelope with my name on it, 

and slides them both under the slot to me. 

The outside of the envelope says “Arthur, Clint RSVIP” 

Inside the envelope are two tickets to the show marked “NO 

FILTER PIT, ARTIST COMP,” two round yellow stickers printed with 
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big Rolling Stones lips, and a piece of paper with a map of the 

arena designating the location of the “RSVIP.” 

Eventually it dawns on me that RSVIP means “Rolling Stones VIP 

Party.”  

Nobody working at the arena knows where the RSVIP is, so it takes 

about 20 minutes to stumble around and bumble our way into this 

“VIP Party” — which is a bunch of drunk Dutchmen in a cafeteria, 

with dishes of chocolates and cookies on tables, and an open bar 

serving beer and wine. 

Scanning the room, I spot what looks like a well-to-do American 

couple sitting at one of the tables against the back wall, so we walk 

over to the guy in the expensive-looking shirt, and his expensive-

looking blonde wife. 

“Can we join you?”  He motions for us to sit. 

I extend my hand to shake: “I’m Clint Arthur.” 

He shakes my hand: “Richard Siegel.” 
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They had also donated the monstrous amount of money to the 

charity in order to get this super VIP experience.  

“You look really familiar.” 

He says, "Did you ever see the documentary, The Queen of 

Versailles?" 

“Yes! You’re the guy's son!" 
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"Yeah, that's my dad and my stepmom. She is something else!" 

If you haven't seen this movie on Netflix, it’s about a super rich guy 

and his wife who build the biggest house in America, just prior to 

the financial collapse of 2008-2010. Richard is the oldest son of the 

rich guy, and was in the documentary as a supporting character. 

“I love this kinda stuff, meeting celebrities,” he says. “My wife and 

I both thought this was a lot of money, but it’s The Stones! It’s like 

once in a lifetime!” 

His wife says, “Look how cool they’re dressed! I told you we should 

have worn special clothes.” 

She was on the right track — but we weren’t wearing clothes… 

We were wearing Rock n Roll “costumes” 

appropriate for photos with Living Legends 

They’re drinking champagne, Ali’s having a glass of wine, and I’m 

sipping Pellegrino and nibbling on chocolates from the big dish in 

the center of our table for about an hour before a young woman in 
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a No Filter Tour T-shirt with ALL-ACCESS lanyards around her neck 

comes over to ask if we are the Americans who donated to the 

charity. We tell her we are, and she says, “Follow me please.” 

The highlight of meeting the band was asking Mick Jagger my 

favorite question: "Mick, what's the most important thing you've 

ever learned?"   

"You can't always get what you want," said Mick 

with a smile. "But if you try some time, you just 

might find, you get what you need." 

�1 3 2



Celeb rity Entrepreneurship

My wife Ali is a relative newcomer to being in front of the camera,  

but she’s worked on movies as a VFX Producer and Supervisor 

with the biggest actors and directors, including Stephen Spielberg, 

James Cameron, Francis Ford Coppola, Oliver Stone, Arnold 

Schwarzenegger, Anthony Hopkins, Keanu Reeves, Ed Harris, 

Winona Ryder, Colin Farrell, Angelina Jolie, Jared Leto, Rosario 

Dawson, Linda Hamilton, and on and on — so I was quite surprised 

at how nervous even she was in this high pressure celebrity photo 

shoot.  

I can’t fault her. This type of work is not easy. 

Celebrity Photo Shoots can be Intense.  

You want to look Great — 

But it's tough to look Great if you’re Nervous!  

The camera will see it and capture your nervousness.   

That's why it's so important to practice taking selfies with everyone 

and anyone you can, and especially with anybody who is 

"somebody" — CEOs of companies, local politicians, beauty 

�1 3 3



CLINT ARTHUR

queens, authors, speakers, seminar leaders, military officers, and 

people you meet in the green room when you're at TV stations — 

news anchors and the hosts of TV shows, no matter how small or 

large the show.  

You've got to get used to taking pictures with people, and asking 

for their permission — and making it happen with your own camera, 

without needing anybody to take the photo for you.  

 You Can’t Become a Diamond  

 Without Pressure!   
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This is one of the things that I teach in my "Selfie Mastery” training, 

which goes into extensive detail about how to make money using 

your smartphone and your computer, and doing stuff yourSELF.  

Being skilled at taking selfies is a key element of being able to 

capture powerful Celebrity Attachment opportunities when they 

pop up out of nowhere — which they can, and will, if you embrace, 

develop, and pursue Celebrity Entrepreneurship.  

After our photo shoot with the band we still had hours before the 

concert started. Richard and his wife went off to get stuff from the 

stands selling expensive junk food. Ali followed me and I walked 
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us right into a Super-VIP deluxe dinner with an open bar in one of 

the luxury suites. This turned out to be a perk for a group of high-

level executives of the official No Filter Tour Corporate Sponsor,  

Jeep®. 

To wrap up the Rolling Stones story: we were able to shoehorn that 

entire European adventure into one week in between Extreme VIP 

Speaker Training in New York City and another one of my 

scheduled speaking appearances at the Million Dollar Round Table 

conference in Palos Verdes, California.  
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This meant we had to get from Amsterdam to Palos Verdes, 

California by Wednesday, so that I’d be on time and able to speak 

to Financial Advisors on Thursday.  

I had made the charitable contribution without arranging flights, 

relying on my memory that Amsterdam was an inexpensive airport 

to fly in and out of — which, evidently, it used to be. 

 I pulled the trigger on this Rolling Stones 

adventure without knowing any of the logistics of 

how it would all happen.  

I just knew it would be great for my celebrity positioning, and that I 

wanted to grab what seemed like a “once in a lifetime 

opportunity.” 

This is actually part of my entrepreneurial Modus Operandi:  

 I don’t need to know all the details  

 before I commit to taking action.  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 I trust myself & believe in myself enough to know    

 I will be able to figure out the details. 

As I started piecing together the itinerary and the travel plans, I 

came up against the hard fact that 2 one-way COACH tickets from 

Amsterdam to Los Angeles was going to cost us $5,000 USD.  

Blowing five grand on one-way Flights did not sound at all like 

something I wanted to do. This is where creativity comes into play. 

It’s a big wide world. There are many ways to get from one place to 

another — if you can be creative! 

Scouring all the possible flights on Expedia, I spotted an Aeroflot 

itinerary with a stopover in Moscow for only $550 per person —  

that looked interesting, so I investigated all the options on Aeroflot. 

It turned out there were three possibilities to get a $550 fare on 

Aeroflot, and one included an 18-hour layover in Moscow.  

Let’s go sightseeing in Moscow — an extra “once in a lifetime” part 

of this "once in a lifetime experience” — Fun!  
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CLICK — I buy a pair of those Aeroflot tickets, and open up a whole 

new rabbit hole. My client Jeff Peoples, who does lots of business 

in Russia and the Ukraine, tells me that in order for us to leave the 

airport in Moscow, we need a Russian Tourist Visa. 

So I start the figuring out how to get Russian Tourist Visas. Luckily, 

I am very detail oriented.  

In my investigations of the Visa process I notice one of the 

requirements for a Russian Tourist Visa is “Your passport must be 

valid for six months after date of entry in Russia." 

My passport expires five months and five days after our scheduled 

entry into Moscow airport. I need a new passport in order to get 

the Russian Tourist Visa, and we only have three weeks to get the 

passport and the Visas and make the whole thing happen.   

Celebrity Entrepreneurship will  

Develop Unexpected Skills and Abilities  

That You Never Knew Were Possible 
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Including the resourcefulness to get a new passport and a Russian 

Visa in less than three weeks, so you can visit Red Square and that 

crazy church with the multi-color mushroom caps on top of it, and 

the Kremlin with the red star on top of its highest spire… 

Where you can take a selfie with your spouse in front of the Bolshoi 

wearing her brand new white fur Russian hat that costs $3,000 in 

the USA but only $130 in Moscow.  

We got to enjoy grand Old World charm of a Starwood Luxury 
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Collection hotel facing the Kremlin, a window table at the best 

seafood restaurant in Moscow with a heaping spoonful of Beluga 

caviar, panoramic views onto Red Square, and genuine Russian 

gangsters drinking vodka and laughing at loud Russian jokes in  

their corner banquette.  

This Rolling Stones adventure really did turn out to be one of our 

best and favorite trips. And our favorite part was the one night in 

Moscow. It’s the un-expected little mini-adventures that often turn 

out to be the most fun parts of travel and business. 

And the Celebrity Attachment adventures provide such great 

material for marketing because the people involved in the stories 

are of interest to so 

many prospects. 

John Travolta, Donald 

T r u m p , H i l l a r y 

Clinton, Bill Clinton, 

Brooke Shields, Mike 

Tyson, Chris Rock, 
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Ringo Starr, Caitlyn Jenner, Suzanne Somers, the Winklevoss 

twins, Keith Urban, Simon Cowell, Snoop, Tony Bennett — every 

celebrity photo that I appear in has a great story behind it that can 

be used in speaking, on TV, or in books.   

I asked Eli Manning “My Favorite Question: "Eli, what's the most 

important thing you ever learned?”   
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He said, “Be nice to people.” 

I asked Mike Tyson the same question.  

He said, "Stay humble.” 

Interestingly, this year at our Harvard Club event in Boston I asked 

Caitlyn Jenner the same question, and she also said, "Stay 

humble.” 
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Staying humble is so important. A lot of people think Celebrity is 

about Ego. Nothing could be further from the truth. It’s just a 

marketing strategy. 

If you start letting your ego get the best of you, if you start 

believing you’re better than anybody else because of the 

experiences or the exposure that comes with this unique, powerful 
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marketing strategy, you are doomed to a whole bunch of trouble. 

Mike Tyson went to prison because nobody told him to stay 

humble. Nobody told Mike Tyson he still had to put his pants on 

one leg at a time, like everyone else. Nobody told the Champ that 

Celebrities are governed by the same exact laws and court 

systems as everyone else. 

He forgot that. Or never knew it. And he paid the ultimate price — 

losing his liberty for many years.  

You are probably reading this section with amusement but 

doubting this as a business strategy.   

Notice, though, that you are reading it all with total attention and 

interest.  That should be proof, but for most people it won’t be.  

You won’t understand the power of Celebrity Attachment until you 

start accumulating and deploying Celebrity Attachment assets 

yourself.  

Then you will be amazed. 
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Bill, Hilary, and Ali  
Metropolitan Opera House  

New Year’s Eve 2017 

(One of the many reasons we love going to the  
Metropolitan Opera in New York City — The People!) 

I was sooooo proud of her for getting this selfie! 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 5.  
RICH DAD, POOR DAD  

& ANGELA’S ASHES  

My parents hired a tutor for me when I was twelve years old, 

because it was essential that I get accepted into New York City’s 

top public high school, Stuyvesant. If I didn’t get into Stuyvesant 
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High School it was going to be big trouble. Just to make sure I was 

properly motivated, my dad loaded me into his Chrysler one day 

when I was in seventh grade, and drove me up the FDR Drive to 

Harlem. 

He pulled off the highway at 126th Street. Then he drove us 

through the scariest neighborhood I’d ever been in and rolled 

slowly past a giant public school building and playground where 

hundreds of big black guys were playing basketball.   

“You see that school there? If you don’t get into Stuyvesant High 

School, I’m going to have you bussed up to that school right there, 

and you’re going to be the only little white kid in the whole school, 

and they’re gonna beat the shit out of you every day.”  

I got the message, and got accepted to Stuy High, where my 

favorite teacher was an Irish guy from Brooklyn named Mr. 

McCourt. Every day of my Junior and Senior years I eagerly 

attended his class.  

Everybody loved Frank McCourt’s class. He told us stories about 

his impoverished childhood growing up in Ireland. Entertaining 
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rants about how he had cut his face shaving with a dull razor 

blade, and how he had hacked at his stubborn stubble to scrape it 

away, bloodying up his neck so that he could come into Manhattan 

and be “teacher man" for us ungrateful, sniveling, snotty-nosed 

little teens. 

Frank told us to write what we knew — to write about our lives — 

and that’s when I started journaling. Everywhere I went I carried 

notebooks with me that I filled with handwritten scrawls about the 

minutia of my young life. I was a writer.  

I loved reading, and thanks to Frank McCourt  

I loved writing — and felt entitled to  

write about my life. 

*** 

When I was 13 years old, my mom gave me a Science Fiction/

Fantasy book to read called Gor. The author of this book created an 

entire fantasy world on the other side of the sun on a planet called 

Gor. Roughly the same size as Earth, Gor was inhabited by people 

�1 4 9



CLINT ARTHUR

who were pretty much identical to human beings, except there 

were a couple of differences that made this place and this series of 

novels — of which I ultimately read fourteen in a year — 

fascinating.  

�1 5 0



Celeb rity Entrepreneurship

The gravity on Gor was slightly less than on Earth, so the people 

were stronger, which led to a very warrior-like society.  

There were also amazing, large, eagle-like birds called Tarns that 

the people flew around on,  kind of like a flying horse.  These giant 

birds had powerful claws and talons, and they could also fight with 

you in battle, in addition to flying you anywhere you wanted to go.  

Weapons development on planet Gor was primitive, so they fought 

with swords, crossbows, shields and armor. There were no guns or 

bombs or lasers.  

One more thing was special about planet Gor: 

most of the women on the planet were slaves.   

And, of course, the prettiest ones were "pleasure slaves.”  These 

gorgeous sexy pleasure slave women were frequently described 

as wearing “diaphanous veils.” 

In the process of devouring fourteen of these books about the 

protagonist, who was taken from Earth to Gor and became a 
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fabulous fighting hero and wealthy warrior, and all the multitudes 

of stories about his conquests of beautiful, sexy pleasure slaves he 

bedded in his many adventures, I must have read the words 

"diaphanous veils" a thousand times without understanding the 

meaning of the word “diaphanous.”  

I finally said to myself, "You better look up the word diaphanous or 

it's going to be on your SAT questions, and you'll be pissed off at 

not knowing it." 

In the spring of my junior year it was time to take 

my SATs, and as I opened the test book for the 

English vocabulary section, the first question of 

the entire Vocabulary test was:  "Which of the 

following words is most like the meaning of the 

word diaphanous?" 

It only took me a microsecond to color in the circle next to the 

correct answer — see-through — then I punched the sky with both 

fists, triumphantly, knowing I was going to ace my SAT’s.  
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Acing my SAT’s was a big factor in the Wharton Business School 

offering me an “Early Decision” acceptance, which in turn was a 

big factor in my being able to create the great life that I enjoy 

today. Attending Wharton also gave me material for my first 

bestseller, What They Teach You at The Wharton Business School.  

All of this is to say that — coming from a writer who has been a 

writer all his life, who has studied writing with one of the greatest 

authors and memoirists of the modern era — if you don't know 

Frank McCourt, and if you have not read his Pulitzer Prize winning 

memoir, Angela's Ashes, you are truly missing out on perhaps the 

greatest piece of prose in the English language. You sincerely owe 

it to yourself as an intelligent, educated person, to read and enjoy 

especially that piece of his writing. 

Back in high school, on 15th Street between First and Second 

Avenues in New York City, twenty-four years before his book was 

published by Scrivener, catapulting him to such international 

celebrity that even my dad knew who he was — (“You mean that 

Irish guy on TV all the time?!) — we all loved Frank McCourt and 

his creative writing class. It was an elective, and I signed up for it 
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all four times that it was available to me. 

Back then we all thought that Mr. McCourt had what the Irish call 

"the gift," — that is, he could tell enchanting stories. He would 

would hold us spellbound with his stories about Ireland and about 

fascinating characters who intersected his life and had an impact 

on him.  

He and his brother, Malachy McCourt, a soap opera actor of some 

considerable success, performed their stories in their off-

Broadway show, A Couple of Blackguards.  

Today, I'm 100% sure that all of Frank's talent and 

skill was NOT merely because he had a gift.  

I believe that he honed his craft and developed his storytelling 

abilities over many, many years of work, trial and error, and 

continuous development as a storyteller. 

Telling great stories is a Craft that can be nurtured, a skill to be 

honed, over time, with love, attention, practice, coaching, failure, 
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pain, and joy all parts of the process. 

When you apply to go to college you pick out the schools that you 

want to go to based on ideas you have about what your experience 

will be like as a college student.  

You may want to study a certain subject. For example, I wanted to 

learn about business, so I went to Wharton.  

My daughter wanted to learn about film, so she went to the USC 

Film School.  

You may select a college because you like the location or the 

environment. Many people go to the University of Arizona because 

it has great weather and it's a renowned party school. Or you may 

go to the University of Michigan because you're into football.  

But what nobody ever tells you is that the schools 

you attend will have an impact on your life that 

can very likely last for your entire life. 

The schools you attend could very well have profound impacts on 
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your future decisions about the direction of your life, and even 

your ultimate destiny.  

In the last few years I've become increasingly involved in alumni 

activities as part of the Wharton Business School Alumni 

Association, and especially with the Alumni of my fraternity, Psi 

Upsilon, because of the social and networking opportunities they 

provide.  

Being an Alumnus of any school is like being a 

member of a big club for as long as you live.  

As a graduate of the Wharton Business School and the University of 

Pennsylvania, I have a natural affinity with anyone else I meet who 

can say either of those things.  

To a lesser extent that also applies to being a graduate of 

Stuyvesant High School.  

But to a much bigger extent it applies to the impact that Frank 

McCourt had on my life.  
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Shortly after graduating from the Wharton Business School I went 

home to visit my parents and get the accolades, the "attaboys."  But 

instead of it being a love fest inspired by my success, as usual, 

they erupted into a gigantic argument.  

This one was the biggest argument of all time.  

My dad literally stormed out of the house and slammed the door.  

Sitting on the couch in the living room  

of the apartment I'd grown up in,  

I turned to my mom and said, "You know, Mom,  

the way he resents you all these years,  

have you been cheating on dad?"  

As I sat there on the living room couch like I had done hundreds of 

times while growing up in that apartment, I thought to myself, What 

kind of a rude and cocky little bastard have you become, asking your 

mother a rude, impolite question like that?  

And then I thought, Why isn't she answering the question?  
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I studied her face for clues and saw a vein on the side of her neck 

pulse with blood four times.  

"He's not your real father. Your real father  

was a doctor at the fertility clinic we went to  

for six years so we could have you. 

 And you look just like him." 

Imagine how you would feel — if suddenly everything you thought 

you knew about who you were — in a second, just went POOF! 

I didn't know who I was anymore.  

And I sure as heck didn’t know what I wanted to be when I grew up 

anymore!  

I called up the vice president of the investment bank on the 87th 

floor of #1 World Trade Center — the guy who had offered me a 

job after college — and I said, "No thanks. I don't want to be an 

investment banker anymore. I need to go figure some things out."  
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I threw away the job I’d been working toward since I was fourteen. 

Naturally, the next thing I did was I moved out to Hollywood, 

started writing screenplays, going to acting auditions, trying to 

hustle my way into becoming somebody on the Hollywood scene.  

I wasn't entirely without success, but I felt like a total loser 

compared to everyone I knew from college. Most of my fraternity 

brothers had been smart and went the Wall Street / Investment 

Banking / Consulting / Straight & Narrow path and had seemingly 

gotten rich during the gogo years of the Bill Clinton presidency.  

But not me. 

Remember December 31, 1999?  

That was the peak of my taxi driving career. 

In the back seat of my cab that night were two guys who were MBA 

interns at Goldman Sachs, gossiping about a high level Goldman  

Sachs executive:  

"Did you hear about Mr. Carrera?  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They made him the last partner before the IPO, 

and he cashed out a gazillion dollars!" 

I turned and choked out over my shoulder, through the bulletproof 

glass separating the driver's compartment from the back seat of 

my cab, "You guys talking about Chris Carrera?”    

Their eyes went wide in shock staring at me, their taxi driver: 

”How do you know Mr. Carrera?" 

Chris Carrera was a pledge in my fraternity. Now this kid had just 

cashed out a gazillion dollars in the Goldman Sachs IPO — while I 

was busting my ass scraping up the last of the New Year's Eve 

flotsam and pouring them through their front doors.  

Just before 6 AM I drove back to Marina Del Rey, parked my cab 

near the gangway to my dock, climbed inside my little boat, and 

crawled up into my bunk in the V-berth. 

It was freezing cold on the water, with no heat or electricity on the 

boat, so I kept all my clothes on and pulled my down comforter 
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around my shivering body.  

My wad of cash was thick inside its hiding place in my sock. I 

pulled it out to count the ones, fives, tens and twenties, by the light 

of a flashlight.  

With my breath condensing in the dim flashlight beam, my mind 

wandered and fantasized about Chris Carrera.  
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Where was Chris Carrera tonight? Partying at the Rainbow Room? It's 

New Year's Eve of the new millennium, I’m bringing home $513 and 

he's got gazillions. I went to Wharton, the greatest business school in 

the world, I was supposed to be somebody special! I can't keep 

throwing my life away like this. All my fraternity brothers are making 

millions on Wall Street except me — I’m “the Wharton taxi driver!" 

The waterworks was intense,  

soaking my pillow.  
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Crying myself to sleep, I swore an oath: "I've written 30 screenplays, 

10 books — and where has it gotten me? To hell with writing! I am 

never going to write again! Chasing this dream — at this price, 

throwing away my youth and my golden opportunities out of Wharton 

— This is NOT worth it! I can’t destroy my entire life chasing 

some crazy, stupid Hollywood Dream!”  

That afternoon, before starting out on another adventure of driving 

my taxi, I took all my screenplays and all the manuscripts of books 

I had written over the previous thirteen years… 

Threw them into a trash dumpster, and set them on fire.  
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I consumed myself into an intense period of personal 

transformation and development.  

Walking on fire with Tony Robbins… 

Toltec wisdom with Don Miguel Ruiz…  

Screaming and crying in Men’s Power circles and ceremonies…. 

I did everything I could possibly do to change who I was and how I 

was showing up in this  world.  
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Sure enough, as I began to change on the inside  

the outer circumstances of my life  

began to change.  

I got out of driving a taxi and got into selling butter. 

Once I focused on making money and becoming a businessman 

instead of trying to be a writer and movie star, it did not take long 

before I had lots and lots of checks showing up in my mailbox at 
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the Post Office in Marina del Rey. 

I remember calling up my friend Charles one night. He had been 

the one who suggested that I get into driving a taxi in the first 

place, because I had maxed out all my credit cards. I had a new 

baby, a fiancé, and bills to pay. I needed money, and his logic was, 

"It's not glamorous driving a cab, but it will put cash in your pocket 

every single day."  

And it did, for many years. It provided me with my survival, 

subsistence level income, while I played the role of a starving 

artist.  

But in the summer of 2001 I was really surprised when I said to my 

old friend, "Charles, I went to my PO Box today, and there was 

almost twelve thousand dollars in checks!" 

"That's fantastic!" he said. "What's going on?" 

"I've got stuff I'm selling online. I'm selling my butter to the raw 

food community and to a chef in Chicago. I've got all this money 

coming in. It's about $12,000 every month!" 
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One of the many seminars I took around that time was through the 

Learning Annex: Robert Kiyosaki’s Cash Flow game. I went to an 

event and played the Cash Flow game in the spring of 2001, and I 

was the first person to "get out of the rat race" in the game, and 

therefore the winner that night.  

With $12,000 a month of "mailbox money" I had indeed extricated 

myself from the rat race, for real. 

Once I started making money, naturally I met a beautiful woman. 

Her name was Ali, and lucky for me she really loved me for me, 

and who I was, not just for my money. 

Throughout the 2000’s, living with and then getting married to Ali, 

I got quite fat and happy selling stuff online, selling butter to the 

raw community in Los Angeles, building my Five Star Butter 

Company, and building houses in Los Angeles during the great 

real estate boom.  

Ali and I had an amazing life. I got fatter and fatter, but not really 

happier, until my weight peaked at 236 pounds. That prompted my 

intense participation in men's self-help events, my experience with 
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the shaman, and my decision to ask myself, "If this was going to be 

the last year of my life, what would I want to accomplish?" 

I was really surprised when the first thing I wrote down that 

morning — after a sip of my Mimosa — was "Write a book about 

what I learned at Wharton that has enabled me to be successful as 

a business man."  

It's hard to predict what you'll write down when you ask yourself 

that question. You need to ask yourself that question when you're 

in a peak state, on New Year's Eve or New Year's Day, and find out 

for yourself what your own answer will be. 

It was such a surprise to me because I had not written a word in 

over eight years, and I truly never thought I would write again.   

It took me all of eight days to write that book, What They Teach You 

at the Wharton Business School. Then I self-published it on Amazon 

Create Space and waited for the sales to roll in. Boy, did they ever! 

In 2009, all eight of those sales rolled in! 

In 2010 I started attending seminars, and was lucky enough to 
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come face to face with one of the co-authors of Chicken Soup for the 

Soul, Jack Canfield. 

"Jack, how do you sell half a billion books?" 

"You must get famous. You have to go on TV. 

People buy books from famous people on TV." 

That mentorship (on the very day this photo was taken) was 
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exactly what started me on my odyssey with television.  

I remember sitting at my desk in my home office in the Spanish 

style villa Ali and I built in the Hollywood Hills, looking at a 

paperback copy of my book about the wisdom of the Wharton 

Business School, just lying flat on a shelf, collecting dust.  

It was December, and, thank God, I had inadvertently quit 

smoking pot and freed myself from an addiction to marijuana that I 
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wasn't even aware of at that time.  

When I looked at the book collecting dust, I said to myself, How 

can it be that a book about the wisdom of Wharton Business School is 

not selling? It's the best and most important book about business in 

the history of the world. I have to make it happen! 

One of the biggest challenges for EVERY Expert  

 is not believing in their own worthiness, quality, 

and value. I call this problem “Who Am I?” 

Who am I to think that my book is good? 

Who am I to think that I should be on TV? 

Who am I to think that what I have to say is of value — and people 

should pay me money for my ideas? 

All these Who Am I? questions are holding back the vast majority 

of authors, speakers, coaches, and entrepreneurs. Self-doubt, 

insecurity, lack of vision and a plan for how to make your Expert 

Dreams come true have killed more careers than anything else. 
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Which is why it was so lucky for me that I had quit smoking pot and 

eliminated all those doubts and fears which had held me back for 

years. I had literally said these words out loud: “I don’t want to be 

anyone special. I just want to be a regular ordinary business man.”  

That’s what led me to become obese. 

That’s what made me give up writing for 8 years. 

That’s part of why my marriage was on the rocks, inches away from 

disaster.  

Free from my addiction to marijuana, I was able to muster enough 

courage that day to call up a publicist and tell her to “Get me on 

The TODAY Show!”  The rest is history.  

Looking back, I truly thank God that I was able to begin my 

process of sobering up, first by quitting marijuana. Four years later 

I quit drinking alcohol. By quitting marijuana, I quickly freed 

myself from much of the fear, procrastination, insecurity and doubt 

which were my reactions to the drug, and which had been holding 

me back.  
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I gained enough confidence to invest the money up front to get my 

first few TV appearances, and then to start figuring out how to 

book myself on TV. That has resulted in my 102 TV appearances 

thus far, and my students using my mathematical formula for how 

to book yourself on TV any time you want for free to book 

themselves on more than 3,849 appearances on network TV news 

and talk shows (that I'm aware of) so far. 

All that came as a result of the book What They Teach You at the 

Wharton Business School. That book was the vehicle that allowed 

me to get on TV. 

A big company like Goodyear Tire Centers has Presidents Day 

sales, and 4th of July sales, and Thanksgiving Extravaganza sales.  

As an entrepreneur, you need to be more clever than that with 

your marketing. Books are the easiest way to create a valid excuse 

to contact a prospect or customer and engage in a marketing 

conversation with them.  

Celebrity fitness entrepreneur Jorge Cruz comes out with a new 

best-selling book every single year as a way for him to have 
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continuous appearances on television, and to fuel his speaking 

tours and seminars — because he always has something "new." 

Another celebrity entrepreneur who I really admire is Robert 

Kiyosaki, author of Rich Dad Poor Dad, who says "I'm not the best 

writing author, but I am the best-selling author."  

Being a best-selling author of a book gives you instant credibility 

as a true expert on that topic. That credibility works to get you 

interviewed by the media, on radio, on podcasts, in the New York 

Times, and on ABC, NBC, CBS, Fox News and talk shows.  

TV producers love to have best-selling authors as guests. It makes 

the person seem like a very credible expert and extra-relevant if 

their book happens to be a best-selling book at that moment.  

That is why I encourage my students to show up at Celebrity 

Launchpad with a new book, or a recent best-selling book, as 

ammunition for us to use to get them booked by my TV producer 

friends. 

Veronica Grey came to Celebrity Launchpad but was not invited to 
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go on NBC Chicago until a few months later, when she made her 

book a best-seller on Amazon. She informed the Chicago producer 

that her book was a current best-seller, and was invited on NBC 

Chicago that very weekend. 

Having recently hosted my fourth big storytelling conference this 

year, at the Harvard Club of Boston, I really tuned in to the power 

of best-selling authorship when I was crafting the introductions for 

each of the speakers in this year's event.   

When you introduce a person as "the best-selling author of How to 

Make Money with Widgets, Joe Smith," what more do you really 

need to say about that person to make them seem interesting, 

relevant and credible as a speaker? 

Being a bestselling author truly is magic for creating credibility, 

authority, positioning, relevance and excitement.  

I'm completely aware that being a bestselling author ain't what it 

used to be — especially in the realm that I operate in: I'm talking 

about people being best-selling authors in a category on 

Amazon.com. But it's still surprisingly powerful.  
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Search on YouTube for videos of me introducing my students at the 

Harvard Club of Boston. You will see how powerful those brief 

introductions are when they include the words "the best-selling 

author of…."  You will be amazed at how much mileage you can get 

out of a little easily written Amazon best-seller. 

Frank McCourt was a #1 New York Times best-selling author 

several times, beginning with Angela's Ashes and continuing with 

his follow-up books Teacher Man, and 'Tis. His example of creating 

fame and fortune in his life by writing his stories — the guy whose 

classroom I sat in for an hour every single day for two solid years 

�1 76



Celeb rity Entrepreneurship

— transformed his life from being just a regular person into being 

so famous that even my dad knew him and knew who he was. That 

had a profound impact on my life.  

I lived on that little boat for six years during my odyssey of chasing 
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the Hollywood dream. On many a night I would come home and 

press "Play" on my boom box to start Jewel's self-titled CD, and 

then climb into my bunk.  By the light of a flashlight I would read 

any random page in Frank McCourt's Angela's Ashes. He was my 

inspiration, fueling my fire and desire to want be a #1 New York 

Times best-selling author.  

And I'm not alone. I know lots of writers from my years at 

Stuyvesant High School who were also influenced by Frank 

McCourt and his stellar example. 

As a writer, I was not completely without success. A book I wrote 

with a high school friend was actually acquired by Penguin USA 

and became their “#1 big book” of the summer in 1995. That book 

has sold more than 90,000 copies, and is still selling today — but I 

started driving a taxi in 1995 because you don't make money as a 

writer.  

Not usually.  

You should not have the expectation that your book sales are going 

to put money in your pocket, even if you're a New York Times best-
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selling author.  

One afternoon in 2011, I came home from doing an errand and 

parked my car in front of our Spanish-style villa in the Hollywood 

Hills. The mailbox was stuffed that day with two thick envelopes I 

was not expecting, and they seemed odd.  

Each of them contained a copy of the same paperback book, 

published by one of my mentors, in whose $10,000 Mastermind 

program I had invested.  

I did not order those books, but I started to read one of them. I got 

about a paragraph and a half into the book and it was so bad that I 

put it down and never picked it up again.  

The next day there were three more copies of that book in my 

mailbox.  

The day after that, a sixth and seventh copy of that same book 

showed up in my mailbox.  

Shortly after that, my mentor started sending out gushing e-mails 
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to everyone on his email list about how humbled and grateful he 

was that “we” had “helped him” become a #1 New York Times best-

selling author. (To this day, every email he sends includes the 

words “#1 New York Times Bestselling Author” as part of his email 

signature.) 

That “bestseller strategy” was quite the opposite of making money 

by selling books. He was buying the books himself! Now you 

understand why many New York Times best-selling books actually 

cost their authors a lot of money to manufacture their best-seller 

status.  

There are many, many reasons why you should 

write a book and make it a best-seller:  

 • Writing a book will make you better at discussing your topic 

of expertise.  

 • Writing the book gives you instant positioning as an expert 

on that topic. I don't have to say I'm a graduate of the Wharton 

Business School; I just have someone introduce me as the number 
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one best-selling author of What They Teach You at the Wharton 

Business School.  

 • A book is an ideal excuse to launch marketing initiatives, to 

directly reach out to customers & prospects. "My new book is 

coming out, and I'm excited to offer anyone who buys the book on 

Amazon TODAY a bonus two-hour tele-seminar on how you can 

implement the teachings of the book, plus a live Q&A session." 

 • Books also provide a perfect excuse for you to contact the 

media, with credibility, that you are an expert on the topic that you 

want to speak about in the media.  

 • Best-selling books create "heat" that can help you get on TV 

and other major media.  

 • Best-selling books are a cheap, easy first purchase for a 

person who wants to check you out, before they plunk down major 

ducats on a coaching or consulting contract with you. 

Those are some of the ways you can get real power from a book. 
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I was at one of Dan Kennedy's seminars, in Cleveland, and went 

out to dinner with three men I met at the event. You could say that 

those three guys were all prospects for what I sell. 

No sales were made at the dinner table, but in the morning I got a 

text message from one of the guys inviting me to join him for 

brunch in the cafe downstairs at the hotel.  

When I walked into the 

cafe he had an iPad in his 

hands and was reading a 

Kindle book. He looked up 

and said, "Hey, I'm reading 

your book about how to 

break through your upper 

limits on TV!”  

Thirty minutes later I had a 

signed contract for him to 

b e my c o a c h i n g a n d 

consulting client, to the 
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tune of $1500 per month. He continued in that program for two 

years. He also paid another $20,000 dollars to attend two of my 

speaking events, one at Harvard and the other at West Point.  

That's how you make money with books.  

Break Through Your Upper Limits on TV has sold a tiny fraction of 

the number of copies that my book published by Penguin USA has 

sold. But that one client example in the paragraphs above has 

made me more money than all those 90,000-plus sales of my 

Penguin book put together.  

Being a best-selling author is about the exact same thing as being 

a celebrity entrepreneur: high priced coaching and consulting 

clients.  

All of this stuff — going on TV, being a VIP Speaker, being in 

photographs with major celebrities, being a best-selling author, 

winning awards — all of it is designed to position you as a person 

who can justifiably earn big dollars from coaching and consulting 

clients.  
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Study this photo of Arnold Kopelson’s mantle in his Beverly Hills 

screening room. This is the ultimate embodiment of a Celebrity 

Entrepreneur deploying all the marketing assets I have taught you 

to use in this book. From left to right… 

1, 2 & 3: Celebrity Attachment with Arnold Schwarzenegger, Jay 

Leno, Bill Clinton.  4: VIP Speaking at the Academy Awards, while 

he was on TV.  5: The Award for his “Bestselling” box office hit 

movie, Platoon.  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6.  
 “AND THE WINNER IS…”  

 YOU!  

 
 “Award-Winning Speaker…”  Doesn’t that sound good? 

That should be part of YOUR Bio, Introduction, and “About Me.” 

That one little line right there will do more for your career than you 

could believe — because it will transform who you are and your 

entire destiny in ways that you could never imagine. 

*** 

Stroll down Hollywood Boulevard and you will see hundreds of 

stars on the Hollywood Walk of Fame. Each one of those stars has 

been bought and paid for by the recipient (or by a company that 

paid for it on behalf of the recipient) in order to promote, publicize, 

or help market a TV Show, Movie, Album, or some other kind of  
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entertainment product. 

You can be sure that if somebody is getting a star on the Walk of 

Fame, they have “something” (a product) “coming out” soon, and 

they want you to buy a copy of it, or tickets to it. 

People don't realize: a lot of awards cost a lot of money.  

A Star on the Hollywood Walk of Fame costs 

$40,000 
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They don't just give you a star for free! You have to pay for it. 

Which is why, despite the resolution passed by the West 

Hollywood City Council, they could not take away Donald Trump’s 

star on the Walk of Fame. Somebody paid a small fortune for that 

star! If they took Donald Trump’s star off The Walk Of Fame they 

would have to refund all that money! And everybody knows that 

once a buyer hands over money, nobody wants to give it back.  

But Hollywood is not the only place to win awards. And smart 

entrepreneurs advertise their awards wherever they can.  

Inc. Magazine publishes a list of the five thousand fastest growing 

companies in America. That's called the Inc. 5000 Award. People 

apply to get their companies on that list, and it costs $175 just to 

apply.  
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Let’s do the math: 5,000 X $175 represents $875,000 worth of 

revenue for the owners of the Inc. 5000 Awards — and that's 

assuming only 5,000 companies apply. It’s likely that many 

companies apply and don't get on or accepted for the Inc. 5000 

Award, so it's quite possible that the Inc. 5000 Award contributes 

more than $1,000,000 worth of annual revenues for Inc. Magazine.  

That’s a nice piece of change! 

My own personal experience with awards has been influenced by 

one of my coaches, Jonathan Sprinkles. He said, “When you win an 

award, you should make a nice graphic to use on your website and 

in your marketing to let people know that you’re a winner.” 

This is one of the images he used in his marketing to take full 

advantage of his award from HCCC, whatever HCCC is: 
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The images he created look like laurels that film producers use to 

promote movies when they get selected for film festivals, or when 

they win film festivals. All his award artwork is consistent, which 

makes him appear to be a successful multi-award winning 

entrepreneur — which he is. That’s effective, powerful, marketing. 

I employ the same technique with my award from Dan Kennedy's 

GKIC organization. When I won Info-marketer Of The Year, I 

received an all-expenses paid trip to Disney World to participate 

in a weekend mastermind with Dan Kennedy and his other award 

winners. But it did not include any kind of graphic imagery.  

It was up to me to create the graphic imagery, which I have done in 
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several different incarnations, and which I use quite powerfully in 

my marketing.  

  Awards Are Primarily a Tool For Marketing.   

  There Is Rarely Any Intrinsic Value or Prize.  

Very few awards these days include any actual cash. The award 

itself  —  the honor of winning the award — is the prize. That’s it.  

And when you win an award, the real result is a whole new 

marketing opportunity, to promote yourself as an “Award-Winning 

Speaker” or “Award-Winning Entrepreneur” — and variations 

thereof.  

When I look back on my career, winning Dan’s award for Info-

Marketer of the Year was a huge milestone, immediately creating 

massive DISTINCTION for me in the marketplace. But mostly in the 

eyes of my prospects who are fans of Dan Kennedy. 

That’s why getting an award with a powerful “Brand Name” 

attached to it is so impactful — the power of that Brand adds value 
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to you through your award.  

As I was getting ready for my first conference at the Harvard 

Faculty Club, one of my clients initiated a fascinating conversation 

about awards.  

He said, “Clint, my mission is to eliminate all cords from window 

blinds. Every year 600 children around the world die from 

strangulation as a result of accidents involving window blind 

cords. Mike Tyson’s daughter died in a cord strangulation 

accident. When I come to speak at your Harvard event, I was 

hoping you could give me an award which would help me with my 

humanitarian mission to save children's lives by eliminating 

corded window blinds. My company only sells cordless window 

blinds, and if I got an award recognizing the humanitarian work 

that I do it would help me to get the message out there for people 

to only use cordless window blinds, to save kids lives.” 

At first blush I thought to myself  

Asking for an Award —  That’s a very cocky request!  
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But then I thought about it and realized that the guy was absolutely 

right! If we could save the life of even one child by giving him an 

award, that would be a huge win! And what would be the downside 

of giving my client an award for his efforts to eliminate window 

blind cords? How would that be any skin off my apple? 

“Sure!” I said. “I think it's a great idea to give you an award. 

Hopefully we can help you save children's lives from needless 
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tragedy.”  

That opened my mind to the possibility of providing awards to 

many of my clients — to boost their ability to have more impact 

and influence on the world.  

 Awards Are All About Having More  

 Impact & Influence   

That's what all of my work is about as a Mentor for Celebrity 

Entrepreneurs — helping passionate Experts to have more impact 

and more influence. And in addition to having more impact and 

influence, entrepreneurs who are more successful generally make 

more money, too. They get their message out in a bigger way, and 

they feel that impact in their growing bank accounts. 

I often bestow really cool awards on my clients in order to help 

them.  

We spend a lot of money on the actual awards themselves, and I 

design the title of the award to amplify their ability to be a change 
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agent. Our clients are really happy about the awards we give 

them, and rightfully so.  

I’ve been to other people’s events where they’ve given their 

clients awards that looked like trinkets you would get from 

bubblegum machine or in a box of Cracker Jacks — cheap little 

plastic doo-dads you’d be more likely to see in a kid’s bedroom, in 

a drawer full of knickknacks, rather than on an executive's 

credenza. 

 One of the things that really helps me and my  

 wife to stand out — and above — our competition  

 is that we are never cheap about anything we do  

 with, or for, our clients. 

We understand that, being in the status business, everything we 

do must be of the highest quality and can never, ever look cheap. 

Another, more selfish strategy I use is to bestow an award on my 

client in order to attach to their credibility, authority, and 

�1 94



Celeb rity Entrepreneurship

positioning. For example, my client Alex Mandossian referred 

several people into my first Harvard event back in 2015, and I 

honored him with the award for being my top referral partner.  

Here's a great picture of Alex with his award looking thrilled — and 

justifiably so. Not only did he get the award that day, but I also 

handed him a giant check to pay him for referring clients to me.  

The real reason I gave him the award was because I wanted 

prospective referral partners to see that the prestigious internet 

marketing superstar Alex Mandossian had been recognized as my 
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top referrer. If they have any questions, hopefully they’ll ask Alex 

about his experience with me, about the award he won, about 

getting the award, about the referral commissions we paid him, 

and the overall experience of working with us. I expect he’ll give 

them a glowing report on all counts.  

More likely, they’ll just see the picture and think to themselves, If 

Clint is reputable enough for Alex, he’s probably reputable enough 

for me too. 

This is a high-level marketing strategy I’ve never heard anyone 

else talk about before: provide awards to your clients as a way of 

gaining credibility, positioning, authority, and other value from 

attaching your brand to your prestigious clientele.  

 Give Your Prestigious Clients An Award  

 So Everyone Will Know They’re Your Client 

If you have a big corporation or Celebrity or Influencer as a client, 

I suggest you recognize them as being worthy of an award that can 

be used to promote the fact that they are your client.   
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Every time we hire a big celebrity for one of our events we try to 

recognize them with an appropriate award.  

When Suzanne Somers spoke at my 2017 conference at Harvard 

Faculty Club, I presented her with a gorgeous cut-glass trophy, our 

Celebrity Entrepreneurs Guild Lifetime Achievement Award. She 

was thrilled to receive it, and I was thrilled to give it to her.  

Unexpectedly honoring her like that created a lot of goodwill on 

her part. She gave us a great interview, and was a really great 

sport about participating in the rest of our event.  
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The same thing happened 

with Caitlyn Jenner when she 

appeared at our 2018 event at 

the Harvard Club in Boston. 

We gave her the Inspiration 

Award from the Celebrity 

Entrepreneurs Guild. Caitlyn 

Jenner's inspiration has truly 

been tremendous on my 

career.  

I bought the “Call me Caitlyn” issue of Vanity Fair 

magazine just to be able to frame  

the most incredible publicity piece of All Time  

In the days leading up to our 2018 Harvard event, the situation with 

Caitlyn Jenner started to get a little nerve wracking.  

We were receiving diva-like demands through her agent about 

what she was and wasn't willing to do, restrictions on how much 
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time was going to be allowed, etc., all of which was in direct 

conflict with the specifics of our contract.  
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But once we gave her the award she really transformed into a team 

player.  

It was like a switch flipped. She became very agreeable, 

cooperative, and everybody felt that Caitlyn was really a great 

sport about participating in our entire event. She actually held up 

people's books and products for their photos with her! Everybody 

had a great time interacting with Caitlin, and we all felt that it was a 

valuable experience.  

I attribute a lot of that to the goodwill we created by giving her the 

Celebrity Entrepreneurs Guild Inspiration Award.  

On the most basic level, I recommend to every client that you find 

a way to get recognized by “somebody” with some kind of award. 

Winning an award will make it much easier for any Expert or 

Entrepreneur to convey the value they bring to their clients and 

prospects. 
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7. 

 PUTTING IT ALL TOGETHER  
 TO MAKE YOU MONEY  

 24/7/365 

One of my VIP speaker clients said a super-smart thing:  

Never talk to anyone  

until they know you are “Someone"  

Those are smart words to work by.  

That client used the video of his Harvard speech to catapult his 

career from “struggling” to earning his way in the company's 

Presidents Club. You should watch the interview I did with him on 

the Case Studies page of my celebrity positioning website, 

www.ClintArthur.TV 
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I would be amazed if you have not already been there to check me 

out.  

Today, you can talk to a person on the phone and be Googling 

them at the same time to see what they're all about or if they are 

"anybody" worth dealing with.  

While you are at www.ClintArthur.TV, be sure to follow 

instructions on the front page and get my Celebrity Positioning 

Website Guide. The rest of this chapter will be explaining exactly 

how to use it to build a website that maximizes your celebrity 

status in the eyes of customers and prospects.  

Your celebrity positioning website pulls together 

all the pieces of Celebrity Entrepreneurship as an 

electronic “brochure” working for you 24/7/365 

to have more Impact, Influence, and Income 

It took me a long time before I bought the ClintArthur.com domain. 

It was unclaimed for several years before I had enough personal 
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self-worth and understanding of personal branding to realize I 

need to buy that domain name. 

 Anybody who is “Anybody”  

 owns their own domain name.  

If you don't have a website called YourName.com you are at an 

extreme disadvantage in trying to position yourself as a Celebrity 

Entrepreneur in the eyes of your customers and prospects. Try 

hard to get that domain name for yourself. Make it happen.   

I have ClintArthur.TV because I sell TV training, so that .TV 

domain makes sense for me. But I advise my clients to get their 

DotCom if at all possible. 

I also have ClintArthur.com, and that URL is set up to forward to my 

.TV website. There may come a time when I focus on 

ClintArthur.com. But for right now the ClintArthur.TV website is 

getting great results.  

If you can't get a domain name called YourName.com you may 
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want to explore getting YourName.CO or YourName.MX if you're 

in Mexico, or YourName.IT if you’re a computer person, or some 

other domain name that makes sense and includes your name. 

Some of my clients have been lucky enough to be 

able to get their Firstname.com 

That is a huge advantage — if you have an unusual first name and 

you can get your Firstname.com as your website URL, you are 

insane if you don't jump on that. If I could have Clint.com and use 

Clint@Clint.com as my email address, I would probably pay 

$20,000 for the Clint.com domain name.  

That takes us to your email address. Do you think that Dr. Oz has a 

Gmail account for his business email? Do you think that Dr. Phil has 

Phil94287@gmail.com as his email address? Anybody who is 

anybody has an email address that makes them look like they are 

somebody.  

My email address is Clint@ClintArthur.TV 
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I’ve been dropping wisdom bombs throughout this book using 

stories, but here's some very high level, powerful, easy to 

implement coaching for you, which I am inserting at this late point 
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in the book because if you've read this far you deserve this nugget 

of wisdom.  

 If you can't get your name.com,  

 try getting YourTopicEpert.com 

For example, I coached one of my clients into getting 

ACLExpert.com — think about the powerful positioning of that for 

a doctor who repairs and rehabilitates torn ACL’s! 

One of my early clients, Sandi Masori, catapulted onto The Today 

Show in only three months. She did it as a result of acting on my 

suggestion to build a celebrity positioning website on her domain 

BalloonExpert.com 

Continuing to work down the Celebrity Positioning Website Guide, 

the next item every celebrity entrepreneur needs to obtain is a 

great head shot. You need a powerful tip of the spear in your 

marketing assaults on prospects’ skepticism, and your headshot 

will frequently be your first point of contact.  
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I encourage you to smile in the headshot, to wear an appropriate 

costume, and to be in an appropriate context if at all possible.  

Here’s a great headshot I took for a client recently:  

�2 0 7



CLINT ARTHUR

If the viewer cannot see your teeth,  

you are not smiling.  

Unless you are a sex symbol celebrity like Pamela Anderson, or 

Loni Anderson, or Raquel Welch, or the like, a headshot should be 

about your head. Not your body. 

On the top of ClintArthur.TV you will see my sizzle reel. This 

establishes why I am a "somebody" in under two minutes by 

including quick clips from my TV appearances, shots of me 

speaking in front of audiences, client testimonials, celebrity 

attachment photos and videos, and interesting costumes to add 

variety and entertainment value to the Sizzle.  

Throughout my website you will see me in photographs with 

famous people you recognize.  

When I began this whole adventure, I actually took a seminar on 

the topic of celebrity attachment from one of my early mentors, 

James Malinchak, who really went to town exploiting his 

participation in the ABC hit series Secret Millionaire, and continues 
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to include celebrity attachments in his many live seminar events.  

As you can imagine, in the beginning I was featuring the photos of 

me with James and Kristie Frank alongside photos of other 

Celebrity Entrepreneurs in the seminar world, including Jack 

Canfield, Brian Tracy, and T. Harv Eker.   

But as I have continued to pursue celebrity attachment as one of 

my favorite marketing strategies, you will notice that those people 

don't even appear on my website anymore.  

That's how this whole game works.  

You keep building the assets  

and improving what you have in your marketing.  
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You keep working your way up until you are hanging out with the 

biggest celebrities in the world, at which time you will seem to be 

"somebody."  Amazingly enough, if you are faithful enough to this 

strategy, you will actually become somebody.  

Marketing is a game of CANI —  

Constant And Never-ending Improvement  

Your books should be featured prominently on your website to 

give you credibility, authority, positioning, and an easy way for 

people to find out about your areas of expertise without having to 

spend $1,000 or $2,000 on a ticket to one of your seminars.  

Events are a great way to provide the opportunity for clients to 

ascend into expensive experiences with you. My events are 

generally $10,000 — and you can only enroll after meeting me in 

person or speaking with me over the phone. There are no BUY 

NOW buttons on my website. 

Generally, you want your prospects “to ascend up your value 

ladder,” from buying a book, up to some sort of product that's a few 
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hundred or a few thousand dollars.  

Then you want them to come to an event where they pay between 

$2,000 and $10,000 to attend.  

If you don't have a high-ticket live event yet, don't worry about it. 

But as with all of this, you want to try to flesh out your total 

positioning as a Celebrity Entrepreneur with as many of these 

categories and pages as possible on your website.   

Testimonials are essential.  

You need satisfied clients, and if you don't have 

them you've got to get them however you can.  

It's your job to collect testimonial videos of 

satisfied clients.  

Ideally, you will have testimonials from celebrities. These can be 

celebrities in your industry, or actual celebrities. I have 

testimonials from Caitlyn Jenner, and "The Most Interesting Man In 

The World," both of whom have been speakers at my events.  
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Your media page is the most important page  

 on your website. This is where people go  

 to see if you are actually "somebody." 

TV clips on your media page will allow your customers and 

prospects to evaluate you and make a decision about whether they 

want you to save their marriage and give you $30,000 of their 

money over the next few years, like what happened with me and 

my wife and our marriage counselor. That’s another story. 

Your media page is also where Producers and Reporters will go to 

check you out and see if they want to give you opportunities to 
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have big breaks on their big media outlets.  

Speaker pages should feature photos and videos 

 of you speaking in prestigious places  

 in front of large audiences.  

 The videos should be professionally edited and 

 shot with three cameras in high definition (HD) 

 broadcast quality video. 

All the videos on your speaker page will first be posted onto 

Youtube, and then embedded onto your website, posted on 

Facebook, Twitter, Instagram, etc.  

You can list the best topics from your speeches on the page. You 

can have videos of you speaking at big conferences or prestigious 

conferences or at prestigious places. But remember, the primary 

function of your Speaking page of your website is to position you 

as a credible and exciting high-priced coach and consultant.  

If you have all those tools and you can assemble them on a mobile 
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friendly website, congratulations! You have everything you need 

to be seen as a Celebrity Entrepreneur in the eyes of your 

customers and prospects.  

If you don't have any of these Tools,  

you need to get them.  

Seriously. 

You Need This Stuff If You Want $$$ 

�2 1 4



Celeb rity Entrepreneurship

Ali and I cherish our business. It allows us to serve hundreds of 

authors, speakers, coaches, entrepreneurs, advisers, experts,  

consultants  and messengers of every kind who want and need our 

help in acquiring all the essential tools you need in your tool kit if 

you want to successfully rule the world with Celebrity 

Entrepreneurship.  

Celebrity Launchpad guarantees that you will go from zero to hero 

on TV in as little as 90 days.  

And we guarantee that you will book yourself on at least three TV 

appearances on ABC, NBC, CBS, and FOX News and talk shows 

across America during our implementation event or we will gladly 

refund all your money plus $1,000.  

For information and to apply to attend Celebrity Launchpad please 

go to www.GuaranteedCelebrity.com 

If you need VIP speaking assets or training, we offer unique 

opportunities for our clients to speak at Very Important Places, and 

to do it with power so you look amazing in the videos we create for 

you at the famous places and with major celebrities. 
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My Extreme VIP Speaker Training is a small group event with 

classroom training and in-the-field-experiences and adventures.  

Extreme VIP Speaker Training empowers you to speak to anyone at 

any time about anything, anywhere, and look like you really know 

what you're doing.  

My prestige speaking opportunities and conferences are available 

by application only, and you must begin your process at 
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www.ClintArthur.TV by clicking on the EVENTS page and 

following through to the APPLY page.  

To get started with VIP Speaking, your first step should be to come 

speak at one of our Harvard events or at our Nasdaq event. Both 

are amazing, and will rocket your career to heights you’ve never 
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imagined possible. Seriously. 

Ali and I have a basic philosophy that a rising tide lifts all boats, 

and the more famous and successful our clients become, the more 

successful we will become. 

Add to that the fact that we frequently become great friends with 

our clients, and want our friends to succeed, and you should not be 

surprised to hear from me right now that we both sincerely hope 

w e w i l l s o o n b e 

serving YOU, and 

empowering YOU to 

have more impact, 

influence and income 

a s a C e l e b r i t y 

Entrepreneur! 

Sincerely,  

Clint Arthur
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