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Colosi’s 13 Laws 
Of Success 

 
 
Greg Colosi: Hi, everybody.  It’s Greg Colosi.  We do this three times a month, 

for those of you first time on the call – not always three in a row, 
sometimes four in a row, sometimes five, then we skip a few, but, 
anyway, we skipped last week.  I was in St. Andrews, Scotland, 
where it was very cold.  The warmest it was was 52, and, 
fortunately, it was sunny that day, while the other days we – I 
played on a day where it was 43 and raining all day long.   

 
So, I guess ya really gotta love the game, and it didn’t bother me 
too much.  As long as you dress properly – as long as you prepare 
properly, you can face any obstacle that comes in your way, and 
today we are gonna talk about Colosi’s 13 Laws of Success.  Now, 
these are not all original laws.  Some I have borrowed from others.  
I’m sure they’ve borrowed ‘em from others.  But these are ones 
that have guided me throughout my rocky career.   
 
And just to give you all a little background – some of you have 
heard my story before, but for those of you that have not, I am 55 
years old.  I live in Rochester, New York – a suburb of Rochester, 
Pittsford, New York, with my lovely wife Andrea and our dog 
Max.  I have two children from my first marriage.  Courtney’s 29.  
She lives in Charlotte, North Carolina, and I am happy to say that 
my daughter, at age 29 – I coached her through a little job change.  
They wanted her bad, and she was negotiating to get her salary 
plus bonuses, and I’m happy to say my daughter makes six figures 
at age 29.   
 
Well, I did a little bit before that, but, anyway, it went away.  I’ve 
started – stopped counting at 33 businesses that I have started.  
Most of them did not make it.  Notice I did not say the word 
“failed”, and we’ll talk about language today.  Most of them did 
not, but the ones that I learned the most from are the ones that did 
not make it.  The ones I learned the least from are the ones that did.   
 
So, I can tell you probably about 25 ways that certain parts of 
businesses won’t work with 25 different companies that didn’t 
make it.  I probably have more that made it.  I have never really 
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added ‘em up.  Some of ‘em were I got an idea; I went out and sold 
it; and if it didn’t sell, I didn’t even incorporate.  Sometimes I 
didn’t even get a checking account.  I just put the product together 
– sometimes didn’t even put the whole product together, but got 
the idea and got a presentation together, and went out and sold it, 
and if it didn’t sell, I stopped it, so, those are part of the 33.   
 
So, I have done everything from dry cleaning to joke machines.  
Yes, that’s right.  I had – after I made a bunch of money – well, I 
was 27.  I made a couple hundred thousand dollars from a 
company that I sold, and when I was 27 – that was – gosh – almost 
30 years ago – that was a lot of money and a lot of money to put in 
a young person’s hands.  It went away pretty quickly.  But, 
anyway, one of the things I did back then was I bought these X-
rated joke machines.  You put a quarter in, and you get an X-rated 
joke.  So, that’s probably the weirdest thing that I’ve done, and that 
failed miserably.   
 
I did payphones when they – if you remember payphones went 
independent back in the ‘80s.  I had a bunch of those up also.  
Those didn’t work out because they kept getting vandalized and 
vandalized and vandalized.  But, anyway, I’ve – some other 
businesses – I had a long distance telephone service.  That 
company I started in the second bedroom of my apartment in 1980.   
 
That company, through – that’s the one I sold out and got a measly 
– you’re gonna think – now you’re gonna think it’s measly – a 
measly $200,000.00 for.  Looking back, of course, you can come 
up with different scenarios, but I sold all my stock.  I should’ve 
kept half of it, and I probably – I know I could’ve got the same 
$200,000.00 for half of it and kept the other half as a lottery ticket, 
but I didn’t seek any counsel.  I was young.  I thought I was – 
knew it all, and, looking back, we all know – and pardon me if 
you’re in your twenties listening to this – you’re basically stupid.   
 
We are all basically stupid in our twenties.  Women are smarter in 
their twenties than men are.  Men are stupid in their twenties, so I 
was stupid.  That company, three years later, went public, and my 
stock would’ve been worth $20 million.  Now, it gets even better.  
Three years after that, they sold it for AT&T for $1.1 billion – 
billion with a B.  Okay?   
 
This is back in – let me see – ’87 – like, ’91 or ’92.  Got sold for 
$1.1 billion.  My stock, if I kept it all, would’ve been worth $120 
million.  Half of it would’ve been worth $60 million.  Even half of 
that – a quarter of it would’ve been worth 30 million bucks, but I 
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didn’t follow through correctly.  And all of us have had 
opportunities, but that one was really close since I started it in the 
second bedroom of my apartment.   
 
My secretary was much smarter than I, had much less stock than I, 
and her shares, oh, in the middle ‘90s, were worth $7 million or $8 
million, and she gave a million bucks – she must’ve did really well 
with it even after that.  She gave a million bucks to some charity.  
This was about five or six years ago.  If you hang around Greg 
Colosi – I know of 17 or 18 people that have become millionaires 
because they were involved in my businesses or copied my 
businesses and took it.  So, the good news is you’re not Greg 
Colosi.  The good news is – the bad – or – whatever – the good 
news is if you hang around me enough, you too, if you’re not 
already, will get millions of dollars, but I’m a little bit smarter now 
at age 55.   
 
I’m happy to say I’m doing okay, as you all know by my travels.  I 
live in a – not a big house.  It’s only 2,200 square foot, done 
nicely.  I got my little man cave that I live in.  I don’t go after 
quantity of material things.  I go in for quality and quality of life.   
 
Lifestyle is my big thing now – my big mantra.  So, if I talk a lot 
about lifestyle – and I know a bunch of you understand that, and 
that is doing what you want when you want to.  Okay?  For the 
most part, I have my life arranged that somebody can call me in the 
morning, unless it’s a Tuesday, and I can play golf within a couple 
of hours.  That’s how my life is set up.  Or I can meet somebody 
for lunch, or I can drive an hour to Buffalo and do something.   
 
It’s all about lifestyle.  I wake up when I want to.  I wake up when 
I get up, and sometimes you get e-mails from me – individual – not 
the robotic ones.  They just get sent out, but it’s not unusual that 
you’ll get an e-mail from me or a text message at 3:00, 4:00 in the 
morning ‘cause I’m up.  That’s the time that I enjoy.  I go to bed 
when I’m tired.  I really have no schedule.   
 
Somebody asked me today – I saw ‘em at Wegmans, which is our 
local supermarket chain.  I saw ‘em there later this morning after 
yoga – I go to yoga most every day – and they said, “Do you come 
at this time every day?”  And I said, “No.  I don’t have a 
schedule.”  I’m kinda like a mobster, where they never keep a 
schedule because they don’t want people to know where they are.  
I don’t do it because of that.  It’s just that – I guess, just the way 
that I am.  My schedule is no schedule.   
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So, the laws that I’m gonna get into with you today helped me 
achieve this kind of a lifestyle.  I take – and I want you to take 
from this what you think will work for you.  Okay?  And then, 
bring in other things that you’ve already used in your life that work 
for you now, but I’d like you to go ahead and write these down.  If 
you’ve got a pencil, if you’re at a desk somewhere, I want you to 
take some notes.   
 
We are recording this, and I’m gonna get this one transcribed also.  
So, the recording will go up tomorrow.  The transcription will be 
done probably in a week or so.  So, you could check back at 
Member Central there and pick it up.   
 
So, with that in mind, let’s get started.  Okay?  Colosi’s 13 Laws of 
Success.  Number #1:  Find a Mentor and/or Mastermind 
Group – both is better – a mastermind group.  I was fortunate in 
my early career to go – to learn this, and I learned this from several 
sources.  I did, and I still do, read a bunch of books – at least two a 
month right now – in the self-help or psychology – that you would 
get from the psychology section or psychology books every single 
month.  You cannot get enough of this stuff.  Okay?   
 
And I was fortunate enough – at age 18, I got involved with the 
Amway business, sucked at it, did horrible at it, didn’t make any 
money at it, but the silver lining in that is that I learned a lot.  
Okay?  And one of the books they suggested to read was called 
The Magic of Thinking Big by David Schwartz, and David said – 
he didn’t talk about masterminds.  But he said, “You will become 
like the people that you hang around with – that you associate 
yourself with.  If you associate yourself with successful people, 
you will become successful.  If you associate yourself with 
unsuccessful, negative people, you will become unsuccessful and 
negative.”   
 
It makes sense.  Do you think that you could go live on the street 
with a half a dozen or a dozen homeless people and raise all of 
their self-esteem, or do ya think yours will get knocked down?  I 
don’t care how positive and optimistic you are.  You’re gonna get 
knocked down just by hanging around those kinds of people, and I 
only pick that example as an extreme.  Okay?  It’s nothing against 
those folks.  Okay?  Obviously, they’re there because their self-
esteem is not high, or they wouldn’t be there.   
 
So, if you hang around – and how can you hang around the right 
people is you can find people.  You can find a mentor or several 
mentors or a mastermind group – those of likeminded – people that 
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think like you do, whether it’s in your industry, whether it’s not.  I 
would suggest business owners.  We are a different breed.  Okay?  
To be successful, we must get up and ready for it every single day.  
Okay?   
 
We have to do that.  We have to put on a positive, smiling aura and 
face about us when we walk into our businesses every day, or we 
will not succeed.  So, you need these mentors.  You need this 
mastermind group in your life to help you go ahead and do that.  
Okay?  Let me tell ya about a couple of my mentors.   
 
Gene Polisseni was actually the first.  He was referred to me by a 
billionaire, which I didn’t return his calls later on, and I’ll tell ya 
why ‘cause he pissed me off.  So, that’s one of my things.  I don’t 
– I didn’t – I – one of my things I can say.  I didn’t return a – he 
called me twice, and I didn’t return his calls just because I don’t 
like him anymore, but, anyway, he referred me to Gene Polisseni, 
who was wonderful.   
 
The name of the company was – is Paychex.  They might – they’re 
in your town.  They’re a check processing or a check – payroll 
company.  Gene was a sales guy extraordinaire – did all the 
training, initially, of all the salespeople – and at least once a 
month, I would meet with him.  I’d buy him lunch just to pick his 
brain.  Okay? 
 
So, if you got somebody like that, you can just pick their brain, buy 
‘em lunch, and they will help you.  If they won’t help you, they’re 
an asshole.  Okay?  And their advice probably stinks.  So, find 
somebody that will take the time, spend the time with you.  If you 
– just don’t call ‘em outta the blue.  You gotta work ‘em a little bit.  
You gotta meet ‘em.  You gotta meet ‘em through somebody else 
and form kind of a bond, and then, just ask ‘em.  Okay?   
 
The next one I had was Clifford Wallace.  Now, Cliff, at age 90, I 
met him at my tailor’s.  He was picking up a new suit he just made.  
So, we chatted for a while.  Age 90, and he said to me as I walked 
out the door, “Greg, it’s been a dividend knowing you.”  I walked 
out.  I walked about 50 yards, and I said, “Ya know what?  This 
guy is just too good to pass up.”   
 
So, I turned around, walked back in, and I said, “Cliff, can I buy ya 
lunch tomorrow?”  It was Friday.  He says, “I’d love it, Greg.  Can 
ya pick me up?”  I said, “Yep.  I’ll pick ya up.”  Gave me his 
address, and that lasted for five years until he passed it – passed 
away.  Once a month, on a Friday, I would pick him up for lunch, 
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and I’d spend the whole afternoon with him – the whole afternoon.  
Take him to lunch; then we’d go home.   
 
And I learned a – he took Dale Carnegie courses back in the 1920s.  
Okay?  Still played golf; still drove; he was never overweight.  I 
said, “Why were you never overweight?”  He said, “Gee, I met 
with my doctor.  He said I should weigh between 159 and 165, and 
that’s what I did.”  He said, “I did everything, but I did it in 
moderation.  I drank, but I didn’t get drunk.  I ate, but I didn’t get 
full.  I had fun, but I didn’t get stupid about it” – some of the key 
things that I learned from Cliff Wallace.   
 
I’ve got a local mastermind group.  This one, all of us make our 
living with the internet as a key component to it.  So, I meet with 
these guys and learn a lot from them – things that – from their 
industry that I could use in mine.  It’s a great way to do that too.  
So, find a mentor and/or a mastermind group.   
 
Get around likeminded people.  Get rid of those negative ones in 
your life.  You can tell who they are.  If they’re energy vampires – 
if they suck your energy – get rid of ‘em.  Run from them like you 
would run from a burning house.   
 
Number #2:  of Colosi’s Laws of Success:  Never Stop 
Learning.  Never stop learning.  I still go to conferences.  Like I 
said, I read at least two of those self-help books, and then, I read 
another two of other kinds of books.  Okay?  And you can learn 
from everybody.  Okay?  Cliff Wallace told me that he would learn 
from a delivery boy.  He would learn from the elevator man.  
That’s how many years ago that he lived.   
 
You can learn from everybody.  You can also learn – somebody 
gives you advice that you don’t like, you know to go in the 
opposite direction.  So, you can learn from them also.  When 
you’re ready to learn something, I believe that the person, the 
circumstance, the opportunity will present itself to help you learn 
whatever it is.  Okay?  And here is a really – here is the best way to 
learn:  start teaching what you would like to learn.   
 
I have this great opportunity, with all of you as part of this group, 
to teach, and when I teach, I learn.  There are a lotta things that I 
forgot that I bring back or things that I’ve – I haven’t done in 30 
years that I can bring back and start doing it again, or I gotta do my 
research and find out these things.  I gotta call people, find out.  It 
gives me that opportunity.  So, never stop learning, and if you 
really wanna learn, go teach whatever you’d like to learn. 
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Number #3:  Take All The Blame & Share All The Success.  
Let me say that again.  Take all the blame, but share all the 
success.  You really gotta get your ego outta the way.  This means 
that you can’t make any excuses.  Okay?   
 
If an employee screwed up, obviously, two things happened here.  
Number 1, you didn’t have the right system in place for them.  I 
mean screwed up bad.  Okay?  I’m not talkin’ about little screw-
ups.  Those aren’t – those don’t matter, but I’m talkin’ about a big 
screw-up.  Okay?  It’s either the systems were not in place – you 
didn’t have that in place properly – or you hired the wrong person 
– you didn’t do your job in the hiring process.  Okay?   
 
That’s a part of taking all the blame.  So, when an employee of 
yours screws up really bad, say, “What can I do to make sure that 
this doesn’t happen again?”  Look at it as it’s your fault, not their 
fault.  Now, of course, you’ve gotta talk to them as it is their fault, 
but the bottom line in your gut is – your heart is it’s your fault.  
What can you do next time to make that? 
 
You are totally responsible for everything that happens in your life 
and in your business.  The buck stops with you, period – no 
excuses.  Do not make excuses.  Only the weak make excuses, and 
you should also, with your employees, with your family, do not let 
them get away with making excuses, and it starts without you – 
without you making.   
 
So, suck it up, man up, woman up – what all you got – whatever 
you gotta do.  And the most important part of this – or the second 
most important part is share all the success.  Okay?  Give people 
the credit.  Share their success in public, and if you’ve gotta 
reprimand them, do that in private, but share that success.  Let ‘em 
know that you know that it’s successful because of them.  Okay?   
 
Number #4:  (and I learned this from Jack Welsh  He was a CEO 
of General Electric.)  Jack said, “Face Reality As It Is, Not As It 
Was Or You Wish It To Be.”  Okay?  Some of you, the economy 
in your area is bad.  It sucks.  It’s just horrible.  Okay?  But what 
do ya do?  Do ya roll up in a ball and just let everybody beat on ya, 
or do you open up like a – an attack dog and just go after it?  
Okay?   
 
You go after it.  That’s the way it is.  You don’t look back and say, 
“Gee, it was sunny.  It was great.  It’s gonna be better in the 
future.”  No.  It’s the way it is right now.  Face it, and make it 
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happen.  Okay?  And it goes back to you gotta take total 
responsibility. 
 
Dry cleaners are goin’ outta business now.  Are you gonna be one 
of ‘em or not?  Okay?  You decide.  You can make it happen.  
Okay?  You have within your power your business to be as 
successful as you want it to be.  Okay?  I’m here to help ya, but 
you gotta decide.  If you decide, you can make it happen.   
 
Gone are the days when you build your stores and they come.  
Okay?  Those days are gone.  Because ya know what?  
Everybody’s sellin’ these dry cleaning franchises.  Everybody 
thinks they can just open up a store and people will arrive.   
 
Well, ya know what?  If there’s a store on every corner, they will 
get a portion of it to walk in, but to be successful, you cannot rely 
on that.  We all know that they just don’t show up on our route.  
We go out, and we get ‘em, and with your store, you gotta go out 
and get ‘em.  Okay?  Again, face reality as it is, not as it was or 
you wish it to be.   
 
Number #5:  Be Candid With Everyone.  Now, I’ve been told 
that I am very candid.  In fact, from – a business associate of mine, 
Tom Gerstner, who I thought was very blunt said to me – he said, 
“Greg, you are the most blunt businessperson I have ever met.”  I 
might have to tone it down a little bit, but I like to net it out.  And I 
tell everybody before, if they’re gonna work with me, that I can be 
this way.   
 
This is the way that I am.  I don’t accept excuses.  You just get it 
done.  Figure it out.  Okay?  And ya know what?  You don’t wanna 
sugarcoat anything with your employees.  You can be blunt with 
being easier than I am, but ya want to tell it like it is.  Okay?   
 
I just had a very blunt conversation with my son, and – who works 
for me, and I just had to lay it out hard – harder than I would for an 
employee because I wanted to make sure he got it.  Okay?  With 
my son, if he doesn’t get this stuff, he’s not gonna be successful in 
life.  He’s got to get it, so I was tougher than I am with my 
employees.  So, be candid with everyone.  Tell ‘em like it is.  
We’re business owners.  We have to be.  Okay? 
 
Number #6:  Don't Manage. Lead.  Lead by example.  “Do as I 
say, not as I do,” won’t cut it in business.  Okay?  You gotta be 
willing to get down in the trenches.  Last summer, I went out and 
knocked on doors.  I trained some people to knock on doors.  I 
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wanted to get some scripts for knockin’ on doors again.  The last 
time I did it before that was probably six - seven years ago.   
 
I’ve got a very successful business, very successful consulting with 
all of you, but I went out there and knocked on doors.  Okay?  And 
if somebody was to challenge me – knock on my office here and 
say, “Let’s go out – let’s go knock on doors” – in fact, I’m – if my 
nephew wants to do it, I’m gonna show him how to knock on doors 
for his detailing business in the next couple of weeks.  I threw it 
out at him.  We’ll see if he comes back, but I’ll go out with him for 
a night and knock on doors.  So, be willing to get down in the 
trenches with your people.  Get down in those trenches, and do it.  
So, don’t manage; lead.  Lead by example.   
 
Number #7:  (and this is a big one) Change Before You Have 
To.  Okay?  Our industry is changing – changing rapidly.  I get a 
lotta calls from people in the business that say, “Greg, you’re my 
last chance,” and it just – it – I get so sad when they say that.  They 
just – they say, “Gee, I’ve been gettin’ your e-mails for three years.  
My business is in such a bad shape now, I’ve got nowhere else to 
go.  You are my last chance.”  Okay?   
 
And there are some of them that I – depending upon the questions 
that I ask ‘em, I tell them, “My system’s not gonna help.  You’re 
too far gone.  Just – here’s how you bankrupt it.  Here’s how ya 
protect yourself.  You’re just not gonna make it.  You’re just not 
gonna make it.”  And some of those, I do that lightly to see what 
they’re gonna come back at, and if they kinda buy it, then I just let 
‘em go because they don’t have the constitution to get it back 
they’re so far gone.  Okay?   
 
In the down times, like we have had recently, you’ve gotta buckle 
down and push harder.  You just gotta – you just gotta crank it up – 
just gotta say, “I’m gonna make it no matter what.  I’m gonna do 
whatever it takes.  I know that I – the buck stops with me.  I know 
that nobody’s gonna come down in a parachute to bail me out.  I 
will make it happen no matter what.”  Okay?   
 
Now, when you do that, opportunities will present themselves.  
Dry cleaners will go outta business, and you will buy them very 
cheaply.  Routes will come for sale, and you’ll be able to buy them 
very inexpensively because people don’t know what you are.  You 
changed before ya had to, and it’s constantly.  You’re constantly 
evolving, constantly changing, constantly trying new ideas.  
Change before ya have to.   
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Number #8:  If You Don’t Have A Competitive 
Advantage, Don’t Compete.  We know how to get 
customers for our routes.  We know that. Most of our competitors 
do not.  Most of our competitors have Mickey Mouse routes.  If 
they don’t knock on doors and they don’t have our system, they 
don’t know how to get route customers.   
 
It’s that simple.  You’ve got somethin’ your competitors don’t 
have, and your area is protected, so nobody else can come in and 
do that.  Okay?  You’ve got newsletters – a newsletter every month 
that you edit and – for your customers.  Most of – 99.9 percent of 
dry cleaners don’t do that.  Okay?  Now, I’m assuming your 
quality is good, and if it’s not, make it good.  Make it the best of 
any cleaner in your town.  Okay?   
 
Number #9:  Control Your Own Destiny Of Someone 
Else Will.  Don’t let your competitors; the economy, or your 
customers control your destiny.  Okay?  Now, here are some things 
you can do in your business to control your destiny.  If you haven’t 
raised your prices in the last year, at the worst – okay – raise them.  
Your customers really don’t look at it as closely – they don’t look 
at it – t hey – I know they don’t look at it as close as you do.   
 
We had a member that was doin’ four million bucks a year; didn’t 
raise his prices in three years.  He was netting 12 percent – so, 
making 480 grand.  Nice, but he was stressed out – stressed out to 
the max.  So, I explained to him that, “If you raise your prices by 
10 percent and you lose half your business, you’re still gonna make 
about the same as you make now ‘cause your expenses will be 
lower.  You’ll still make – probably make $450,000.00 if you lost 
half your customers.  Do you think you would lose half your 
customers if you raised your prices by 10 percent?  I don’t think 
so.” 
 
I talked to him – now, this guy, obviously, is successful.  In a 13-
year period, he built it up from nothing to over $4 million in sales.  
He did it that very weekend after it made sense to him.  I said, “Do 
you think you’re gonna lose half your customers?”  He said, “Hell 
no.”  He said, “If I lose 10 percent, that’ll be a lot.”  
 
I talked to him three months later, didn’t think he lost a single 
customer.  Now, maybe he lost a couple of dozen, but who cares?  
Okay?  He added $400,000.00 a year, or about $35,000.00 a month 
right in his pocket – went right to the bottom-line.  First thing he 
did was hire an assistant for like 30 grand a year and made his life 
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so much easier.  Okay?  Control your own destiny, or someone else 
will.   
 
Number #10:  of 13 Laws of Success is  Focusability.  Now, 
I have a challenge with this one.  I think I’ve got ADD – attention 
– adult attention deficit disorder – like some of you might have.  A 
lot of business owners do because we’re always thinking of things 
we wanna change and do and all of that, but I’ve become better at 
it.  Even though I had a time management training company – 
you’d think I’d be really good at it, but I still have a challenge with 
it.   
 
Your ability to focus on one thing at a time will greatly increase 
the amount of projects and work that you accomplish.  Here is one 
very simple thing – might not be – might be difficult to accomplish 
when you first think of it, but we have members that have done 
this.  I even did it a little bit – to an extent because I wasn’t getting 
the focus that I wanted, and that is change the physical location of 
your office out of your plants – out of where all your employees 
are.  Now, to start that, here’s what I suggest.  Either your first two 
- three hours of every day, stay home in your home office, get all 
that marketing stuff done, and then, go in.   
 
If you wait till the end of the day, it will never happen.  So, do 
what you’ve gotta do.  If you’re crankin’ up the boiler first thing in 
the morning, get somebody else to crank up the boiler first thing in 
the morning.  I know ya like the smell of all the chemicals goin’ in, 
and nobody’s around, and it’s kinda cool.  If you can turn on the 
boilers and get two hours of uninterrupted time, do that.  If you 
can’t, don’t turn on the boilers.  Just don’t go in till 9:00, 10:00, or 
11:00 in the morning or noon.  Just don’t go in until then.  You 
don’t need to be there to greet every customer.  Okay?   
 
Now, if you can’t do this because you’re doing all the work, then 
you’ve gotta get up an hour earlier or leave an hour during the day 
or something to get that because if you do not get that 
uninterrupted time – by the way, one hour of uninterrupted time, 
according to Peter Drucker, who was one of those famous business 
consultants – Peter Drucker says that one hour of uninterrupted 
time is equivalent to eight hours of interrupted time, especially if 
you have a hard time focusing, like I do, and which most of you 
probably do.  You’re workin’ on somethin’ intensely for 10 
minutes.  You get interrupted.  It takes you 5 - 10 minutes to get 
back to what you were doing.   
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And the next thing ya need to do is set goals.  Okay?  Set goals.  If 
you’ve got a goal – and I like goals with penalties and rewards.  
We’ve talked about that before.  If you don’t accomplish by a 
certain date, you pay some money, and if you do accomplish, you 
give yourself something – okay – like a new suit, a sport coat, a 
day off to do nothing – something – okay – something you can go 
towards.  But the biggest thing you can do with focus ability is be 
alone, and I know, like I said, for some of you, this might seem 
impossible.  But we all started in that same exact position – all of 
us – and those of us that are able to focus now because we have 
physically located our office somewhere else, we started where 
you did.   
 
I had a home – I had an office in my home, and my wife has an 
office in our home also.  She’s gone half the day with our 
housecleaning business, and then, she’s home around noon most 
days.  Well, at – when she got home, the shit hit the fan, and I 
couldn’t get anything done.  So, we added a separate building on 
our property, and I turned it into my office man cave.  And now 
it’s – she’s in the house right now workin’ or nappin’ or doin’ 
somethin’ – probably nappin’ by now or watchin’ – doin’ 
something because she’s done for the day.   
 
But I’m out here with my dog, Max.  I’ve got my sliding glass 
doors open.  I hear a little traffic.  Normally, I’ve got some soft 
music on, and I’m able to get my work done.  So, I just changed 
within the last year or so because it wasn’t right for me.  So, 
change.  Get a physical office somewhere else.   
 
Number #11:  – this one’s pretty deep – okay – pretty deep to 
get your mind around it.  It’s positive, but it’s gonna sound 
negative. That is Maintenance Of A Positive Mental 
Attitude Through The Assumption Of A Negative 
Result.  Now, let me explain this with something that I do all the 
time for you guys.  Okay?  Let me read this again:  maintenance of 
a positive mental attitude through the assumption of a negative 
result.  Okay? 
 
When I test mailings for you guys, when I first tested bag drop, I 
knew that I would get a bunch of negative results, but I knew that 
those negative results were feedback that would eventually get me 
the positive results that I’m looking for.  Okay?  Let me read this 
again:  maintenance of a positive mental attitude through the 
assumption of a negative result.  You know things will go wrong.  
Okay?  But you maintain your positive attitude, knowing that 
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things are gonna go wrong before you achieve that end result you 
want.  It’s just a part of business, and it’s a part of life.   
 
If you know that you’re gonna get a bunch of negative crap before 
you get the positive result, just knowing that, you will not give up.  
If you don’t know that, the first couple of – two, three negatives, 
you’re gonna give up and say it didn’t work.  Okay?  People say 
direct mail doesn’t work.  Okay?  I have figured out how it works.  
People say that ya gotta knock on doors or you can’t build a route.  
I figured out how to get customers without knocking on doors, but 
it took all those negative setbacks – those negative results – to 
finally get the positive result.   
 
I’m gonna read it one more time, and this came from Robert 
Ringer in his book called, “Winning Through Intimidation”.  
 
Number #12:   – and this one I got from Winston Churchill – 
his quote that said, “Never, Never, Ever, Give Up!”  
“Never, never, ever give up.”  Most of my 33 businesses went out 
of business.  I’ve had a personal bankruptcy.  I’m on my third wife.  
I’ve had a bunch of businesses go outta business.  I’ve been sued.  
I’ve been served.  I’ve had two or three cars repossessed, but I 
never, ever, never gave up.   
 
You can’t give up.  What else is there?  What do you do if you 
give up?  Roll up in a ball and just go get a job – a J-O-B?  Okay?  
We are not employable, everybody.  Okay?  Nobody’s gonna hire 
us ‘cause the minute we get in there, we’re gonna come up with all 
these ideas and try to change things or do that.  They don’t like 
that.  Okay?   
 
You cannot ever, ever, ever give up.  I don’t care what your 
circumstances are.  Now, that does not mean that you can close a 
business and start another one.  You’re still not – you’re not – just 
don’t give up on yourself.  Okay?  Never, ever – I guess that’s the 
way I’ve gotta say it.  Just don’t give up on yourself.  Always 
push.   
 
Know there’s always light at the end of the tunnel.  And here’s 
how I look at it:  whatever time it was for me and whatever 
circumstances I were in, how bad I thought I had it, I knew there 
was someone in a much more difficult circumstance than I was that 
pushed through all of it and became successful.  There are 
biographies.  Go read ‘em.  If you’re always reading this positive 
mental stuff, you will always move forward, and you won’t give 
up.   



Greg Colosi – 13 Laws of Success  Page 14 of 16 
 

 
And this one we have touched on before, but I’m gonna talk about 
it right now.   
 
Number #13:  There Are No Excuses.  It’s your fault.  
Success is your fault.  Failure is your fault.  Take full responsibility 
for your business.  Take full responsibility for your life.  There are 
no excuses.  Those are my 13 Laws, everybody.  Let’s see.  David, 
are you on the call today?   

 
David Whitehurst: Yes, I am. 
 
Greg Colosi: Any thoughts on any of these, or you got anything that you kinda 

stick to that you like that you go through when things get tough or 
different laws or concepts that you live by? 

 
David Whitehurst: An awful lot of these things are certainly my feelings.  The thing 

that I will say that you hit on squarely about if it’s tough in your 
market, persevere, because if you can get through any problems – 
and I’m truthfully tired of hearin’ about problems in the market.  
But if you get through, you will come out stronger than – because 
you’re gonna lose competition.  It’s happened in my market.  I – 
one of my plants, I’ve had eight consecutive months or record 
sales.  We’re doin’ some things right – that helps – and we’re – 
we’ve lost some competition.   

 
So, doesn’t mean competition might not come back, but it’s your 
opportunity to get stronger and to make an even more – maybe 
impenetrable is what you really wanna do – a business that is 
tougher for others to compete with.  And so, that’s one thing that I 
– when you were talking, that really struck home with me is that – 
I have lived that.  I am an example of someone who got through.  
Yeah, we didn’t do – we were down sales, but we’ve come out 
now, and we’re just setting all kinda records so – I mean personal 
records.  So, I – that – that’s there for everybody if you’re in a – 
you’re in a tough economy.   

 
Greg Colosi: My business is up also.  In the last three years, I’ve – I’m probably 

up 40 percent.  Just – I didn’t do anything special.  I just kept doin’ 
bag drops – that’s all.  Ya know? 

 
David Whitehurst: Yeah. 
 
Greg Colosi: I just kept doin’ that.  Just keep doin’ it; keep doin’ it; keep doin’ it 

no matter what.  I take one week off between Christmas and New 
Year’s.  Yeah, David.  Thank you.  David is a living example.  I 
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went down to visit David several months ago.  And is your next 
venture up and running yet or soon to be? 

 
David Whitehurst: It is up now, yeah.   
 
Greg Colosi: Oh, it is. 
 
David Whitehurst: We opened – yeah.  Up and running.  All I gotta do is generate a 

little business for it, but I have the pieces in place that I needed, 
and it will work.  It – a lotta circumstances came together to make 
things almost a can’t miss kinda business opportunity.  So, they’re 
out there.  I – over the last, I guess, year and a half, I’ve – or – 
yeah – year and a half, I bought a plant that was failing, took it 
from $4,000.00 a week to – we’ve hit over $9,000.00 a week at 
that location, and that’s just doin’ the same stuff we do 
everywhere.  I bought a route that I got at a reasonable price, and it 
led me to a goldmine of about a hundred high-end accounts that I 
wasn’t pursuing previously because it was sort of a little further 
outta my way.  So, there’s – they’re just all – there’s opportunities 
out there all over the place.  Sometimes they have to hit you 
between the eyes for you to see ‘em, but they’re out there.   

 
Greg Colosi: Ya know, David, while you’re saying this, there’s actually a 14th 

law that – and I don’t know what order – and I don’t know if any 
of those were in any – I tried to put ‘em in some kind of an order 
for myself, but – and one thing that you do very well, and that is 
you take calculated risks.  Can you talk a little bit about that?  I 
mean, you’re buyin’ buildings and businesses, and you’re not 
afraid to do that. 

 
David Whitehurst: No.  My either curse or burden is I’m a financial guy to start with, 

and I don’t mind playin’ with the numbers, and one of the things 
that I know is I can make numbers say just about anything I want 
to.  So, ya have to teach yourself not to do that, but to look at 
things in a logical, maybe most likely, or at least reasonable, 
outcome that could be expected, and if you do that, you’ll end up 
with some hits and some misses.  But at this point, I have learned, 
well, easy enough, how to look at a dry cleaning business and very 
quickly size it up and know if there’s opportunity there or not.  
And – yeah – I met – last week, I took another opportunity.   

 
When I bought the plant I bought from a guy in late 2010, I paid 
some cash for it, but I financed it with his money and agreed to pay 
him over – $1,000.00 a month for 50 months for the final 
$50,000.00 of the deal, which was really to let me have a backstop, 
so to speak, if something went wrong and it fell onto my shoulders 
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that I had the right to go back to them and have – be reimbursed 
for it.  Well, I got to the conclusion that that wasn’t going to 
happen anymore.  So, I’m sittin’ there lookin’ – “Okay.  I got some 
cash in my bank account.  What’s a good way – how can I put it to 
use?”   
 
And there are different things – you’re always wanting to reinvest 
your cash, and I keep pourin’ it back into the business.  And, 
anyway, I offered to pay that remaining $32,000.00 I owed the guy 
for $27,000.00, and it produced a return.  He didn’t accept it at 
first, and I said, “Well, okay.  That’s fine.  I got somethin’ else I 
can use my cash for.”  And, as it turned out, he came back and 
said, “No.  We’ll accept,” and that’s 13 percent.  Where else can 
you make 13 percent on your money today?  So, you look for 
opportunities like that, and they’re out there.  Hidden under rocks 
sometimes, but they’re out there. 

 
Greg Colosi: Wonderful.  Okay. I guess that’s it.  I guess we’ve covered 

everything.  Well, I think we’re into it almost an hour or so.  
Terrific.  Okay, everybody.  That’s it.  I will talk to you all next 
week again.  Hope you enjoyed today.  I’m gonna get this baby 
transcribed so we will have it.   

 
 


