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Welcom e

Readers!

Welcom e t o t he  second edit ion of   ProAct ive Edge Success Magazine for  
Holist ic Pract it ioners.

My nam e is Ron Brough, Visionary & Edit or -in-Chief  of  ProAct ive Edge. I 
have 30 plus years exper ience in bot h t he Corporat e and Ent repreneur ial 
Wor lds and I am  a Mast er  Life Coach t rained in NLP, Tim eline Therapy and 
a Board-Cer t if ied Hypnot herapist .

What  I have found while work ing w it h cl ient s is t hat  alt hough m any 
pract it ioners /  business owners have t he sk il ls t o provide t he services 
t hey are t rained in, m any st ruggle t o build a sust ainable, prof it  generat ing 
business. One t hat  m eet s t heir  work  /  l i fe balance, provides for  
t hem selves and t heir  fam il ies and suppor t s t heir  social im pact  on t he 
wor ld.

I creat ed t h is m agazine t o share t he w isdom  and know ledge it  t akes t o build t he business of  your  dream s while 
fol low ing your  hear t  and conscience. 

We w il l  show you how t o elim inat e blocks holding you back  f rom  True Success and Abundance. 

We w il l  guide you as you grow  yourself  and your  pract ice.

Whet her  you are just  st ar t ing out  or  are a vet eran in t he indust ry, t here is som et hing for  everyone. It  is a space 
for  pract it ioners t o learn about  leading edge pract ices and t rends in t he Indust ry.  

Ron Brough, MNLP, MTLT, TCHt  

Edit or -in-Chief  

ron@proact iveedge.ca

Josephina Lee
Enagic Independent  

Dist r ibut or
(647) 284 - 1668

wat er l iving121@gm ail.com

warr ior12.kangendem o.com

Kangen Water: Change Your Water, Change Your Life
For Clean, Healthy Living

http://waterliving121.gmail.com/
http://waterliving121.gmail.com/
http://waterliving121.gmail.com/
http://warrior12.kangendemo.com/
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Coret t e Mil ler

416) 473-5034 info@newinitiativeshr.com  
www.newinitiativeshr.com  

If finding and keeping employees was simple, companies such as mine 
wouldn?t exist. The reality is that it?s not. From the initial job posting to 
resignation or termination, there are many opportunities for things to go 
wrong. Here are the top six do?s and don?t?s of the employee life cycle. 

The job post ing 

When you start to create your job posting, remember that a litt le forethought 
goes a long way.  

DO?S 

Do describe your ideal candidate. You will also want to make the posting 
attractive to potential candidates. What are the perks of working with your 
organization? Once the post is written, get it out onto social media. 

DON?T?S 

At the same time, you will want to avoid mixing jobs and using words and 
descriptions that are against the human rights code.  

Int erview ing your  prospect ive em ployee 

The interview stage can be a challenging one. There is a lot of preparation 
and planning involved. 

DO?S 

When the interviewee comes in, do make them comfortable. Offer them 
some water and explain how the interview will go. Be consistent and delve 
deeper when needed, and provide them with the opportunity to ask 
questions. Let them know the next steps and thank them for coming in.  

DON?T?S 

Don?t be late. Arrive on time for the interview and be fully present by limiting 
distractions. Don?t ask any questions that are against the law. If you are 
unsure of what?s allowed or what?s not allowed, double-check with us before 
interviewing candidates. 

Offer ing t he job and em ployee agreem ent s  

Once you have found the right person for the job, you will want to send them 
an employee agreement. 

DO?S  

Always put an agreement in writing. It is necessary from a legal standpoint 
and allows you the opportunity to set expectations of their employment 
before they begin working with you. 

DON?T?s 

Never accept a verbal agreement only. While an employee may accept an 
offer over the phone, it is not enough. They must read, review and sign a 
contract with you before it?s official. 

The f irst  n inet y days of  em ploym ent  

At this point, the initial stages of hiring are complete but that doesn?t mean 
you are off the hook yet.  

DO?S 

Be sure you have organized your new employee?s training schedule for the 
first week. The first day is especially important. Assign them a buddy so they 
can get used to their position. 

DON?T?S 

Never leave them on their own to ?sink or swim.? Remember, you can?t 
terminate your new employee for no reason; there must be evidence to 
support their firing.  

Check ing in dur ing t he process 

Did you know that 31% of employees quit within the first six months? That is 
why check-ins are so critical.  

DO?S 

Be sure to check in with them frequently. See how their first week went and 
make it an ongoing conversation. 

DON?T?S 

The first week or two is usually a blur. Never assume just because they 
received training that they are good to go. Ask them if they have any 
questions. 

Depar t ures ? Resignat ion or  t erm inat ion  

If things don?t go as well as you planned, or someone is resigning, you will 
want to be sure you follow a specific procedure 

DO?S 

Set up a private location to minimize the stress of everyone involved and 
make sure you have your paperwork done, and are prepared for their 
departure. 

DON?T?s 

Never terminate an employee on a Thursday or a Friday, on a special 
occasion, or engage in a conversion. Be prepared for emotions to run high.  

If you find the hiring process overwhelming or have questions about the employee 
life cycle, be sure to get in touch with us today! 

Curious whether your business is legally compliant or in need of HR services? 
Contact us today at (416) 473-5034 or info@newinitiativeshr.com or visit our 
website at www.newinitiativeshr.com for more information. 

 

 

 

THE TOP 6 DO'S AND 
DON'TS OF THE 
EMPLOYEE LIFE CYCLE

http://www.newinitiativeshr.com
https://www.newinitiativeshr.com/
https://www.newinitiativeshr.com/
https://www.newinitiativeshr.com/
https://www.newinitiativeshr.com/
https://www.newinitiativeshr.com/
https://www.newinitiativeshr.com/
http://www.newinitiativeshr.com
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M ast er  T h i s 1 Sk i l l  t o 
h av e a B r eak t h r ou gh  
2 0 2 0

Starting a new year is usually filled with excitement, 
optimism and even a few new year resolutions. On 
the business side, there are goals, projects and 
expectations of a stronger and better year.  

Typically, by mid-January or February most people 
will have dismissed memory-fading resolutions as 
we get absorbed by our day-to-day activities and the 
daily grind to get things done.  

We all heard and have read people state ?time is 
money?. No matter how great a person becomes, 
there is one fact nobody can change: Time is a finite 
resource. Every day has 24 hours, 1440 minutes. You 
can do the math, we can find ways to get more 
money, but there is no way to get more time.  

Let?s run a thought exercise to visualize the impact of 
time in our lives and how much difference it can do if 
we master the skill to manage time effectively. 

Picture Yourself on December 31st, 2020, how did 
the year go? Did you accomplish your goals? Did you 
make progress in the business and personal sides? 

Set  t he st age t o m anage your  t im e 

The first thing we need to do is set the stage, let?s 
identify a set of business and personal goals you 
want to achieve in 2020, next are some examples:  

Let?s take a moment to do an exercise, write down 
from 3 to 5 business and personal goals you want to 
accomplish in 2020, and try to make the goals 
SMART (Specific, Measurable, Attainable, Relevant, 
Time-based). 

Next are some goals you can use as an example to 
create yours if you haven?t done so: 

Business Goals 

Increase annual earnings by 50%  

Generate revenue of $75,000 per month per store 

Reduce waste by 70% on the manufacturing lane and 
increase uptime to 90%  

Increase the number of recurring clients by 40% on a year 
to year basis 

Personal Goals 

My blood pressure is under 120/80 on a consistent basis 
through exercising 5 times a week and integrating the 
Dash diet as the foundation of my way of life 

Live a higher quality relationship with my spouse by having 
a weekly date night where we are both offline  

Improve the relationship with my mom by calling her once 
a week for 45 minutes giving her my undivided attention 
and visit her every two months for 4 days 

The next steps are to prioritize the goals and draft a plan 
to accomplish each goal. Once you have a plan in theory 
you just follow the plan and you will eventually achieve the 
goal. Simple right?  

 

Well, if it was that simple, we all would be completing all 
our goals and resolutions. But life has a way to get in the 
way. We play multiple roles (father, mother, brother, sister, 
son, daughter, manager, worker, consultant, coach, 
teacher, cooker, cleaner, fix-it-all, etc.)  

Be Int ent ional on where you Invest  your  t im e 

We also have endless distractions, from Social Media to 
binge watching shows among many other time-wasting 
activities. It is critical to understand that each of us 
consciously and intentionally make the decision to invest 
our limited time in each activity we pursue.  

When we go watch a movie to the theater, we are 
intentionally deciding to invest 2-3 hours watching it. 
When we read 30 minutes a day, we intentionally choose 
to learn something new or read a story someone else 

Jorge Gam boa LMI Canada |  Execut ive Coaching |  Managem ent  and 
Leadership Developm ent  Facil i t at ion

ht t ps:/ /www.lm icanada.ca/ lm icanada/m em ber / jorgegam boa 

https://www.lmicanada.ca/lmicanada/member/jorgegamboa
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wrote. When we play with our kids or go on a date with our significant other, we are intentionally building a stronger 
bond and nurturing a relationship we treasure.  

Just as well, we fill our day doing endless mundane tasks that absorb our time without giving us much in return, 
activities that don?t add anything to our values or goals we want to achieve.  

Let?s assume you assign an hourly rate to your time. For the sake of the argument, let?s say each hour during the day is 
worth $100. What is important is to put a price tag on your time. 

Buy yourself  out  of  non-high pay of f  act ivit ies 

Now, look at how you are investing the time in your day. Cleaning the house, doing the dishes, mowing the lawn, doing 
manual activities in the office that you could very well delegate. Ask yourself the following question:  

?Wouldn?t it be great to buy yourself out of non-high pay off activities??  

Pay somebody $30, $50 or even $75 to enable you to be productive and generate hundreds or even thousands of 
dollars in those hours. 

Take some time over the next week and track how you are spending your time and at the end of week count how many 
hours were used in a productive way and how many hours were used in non-productive tasks. Now, imagine if you 
could turn a percentage of those non-productive hours to advance your business or personal goals. Can you see the 
potential?  

We at LMI Canada not only practice what we preach, but we have a program (Effective Personal Productivity) that helps 
winners, win more. Learn tips and techniques, permanently change behaviours and integrate all of this in your 
day-to-day activities.  

Make a Decision t o Mast er  where and how you invest  your  t im e 

Be in control of your Productivity and how you communicate, how you delegate and lead the people you interact with. 
Make the decision to own your time and focus on high pay off activities and let this be the best decade of your life!   
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Tracy Cam pbell, RRC CFP Financial Consult ant  
t racy.cam pbell@invest orsgroup.com  

ADDING AN ADULT 
CHILD AS A JOINT 
OWNER ...

 Are you thinking of adding your adult child as a joint owner to any of 
your properties? If so, you should be familiar with the legal and tax 
consequences of joint ownership. 

1. If you?re a Canadian living outside Québec and are 
considering sharing ownership of an asset with a child 
during your lifetime, be careful. 

2. There are two distinct forms of joint ownership. You?ll need 
to specify which type you?re choosing, but also be very clear 
about when your child will receive both
legal and beneficial ownership. If you?re not careful, 
unintended tax
burdens, estate complications, and family conflicts can 
result. 

Joint  t enancy vs. t enancy in com m on 

The common law, which applies in all Canadian provinces except 
Québec, recognizes the following two forms of joint ownership: 

?Joint tenancy,? sometimes also referred to as ?joint tenancy with a 
right of survivorship,? whereby each owner has an equal and identical 
interest to each other owner. When one of the owners dies, his or her 
interest is transferred by an automatic right of survivorship to the 
surviving joint owners. 

?Tenancy in common,? whereby the interests of each owner do not 
need to be identical. When one of the owners dies, his or her interest 
is transferred to his or her estate, from which it is distributed in 
accordance with his or her will. If there is no will, then it is distributed 
in accordance with the intestate succession laws of the deceased 
owner?s province or territory. 

This article only addresses the ?joint tenancy? form of ownership with 
a right of survivorship. 

Legal ownership vs. benef icial ownership 

The common law also distinguishes between ?legal ownership? and 
?beneficial ownership.? If an individual is the legal owner but holds 
the property for the benefit of another person, then the individual is 
acting as trustee and holding the property in trust for the other 
person who is the beneficial owner (sometimes called the 
?beneficiary?). The legal owner gives instructions with respect to the 
property, but may not personally benefit from the property unless the 
legal owner is also a beneficial owner. 

Presum pt ion of  result ing t rust  

In 2007, the Supreme Court of Canada ruled that when a parent 

gratuitously adds an adult child 

as a joint tenant to an asset, it will be presumed that the parent did not 
intend true joint tenancy, but rather that the child holds his or her 
interest on a ?resulting trust? for the benefit of the parent and the 
parent?s estate, and that the child does not receive a ?beneficial?

interest in the property at the time that he or she was added ? only a 
?legal? interest. If this presumption holds true, then: 

There is no change in beneficial ownership when the parent adds the 
adult child, so no capital gains or losses are realized. 

During the parent?s lifetime, the parent must report all the future 
income and capital gains from the property. 

During the parent?s lifetime, the child will not have any rights to any 
part of the asset, and neither will the child?s creditors. 

If the parent dies first, 

The parent will realize all the accrued capital gains on his or her tax 
return in the year of death. 

The asset will be considered part of the deceased parent?s estate. 

The child should transfer the asset to the parent?s executor, to be 
distributed in accordance with the parent?s will ? i.e. the child will not 
necessarily be the only one who will enjoy the asset. 

If the deceased parent?s executor is required 

to apply for probate, and the application for probate requires full 
disclosure of all estate assets, then the executor should include the 
value of the jointly held asset. This may mean that probate fees may be 
payable in respect of the asset. 

Rebut t ing t he presum pt ion  

of  result ing t rust  w it h evidence of  gif t  

The presumption of resulting trust can be rebutted with evidence of the 
parent?s intent to ?gift? an interest to the child. For example, when 
dealing with a bank account or an investment account, the child would 
have to prove that either: 

The parent intended to gift the right to withdraw funds from the 
account(s) to the child during the parent?s lifetime (whether or not the 
child exercised) those rights), and also to gift the balance of the account 
to the child alone on the parent?s death through survivorship, with no 
expectation that the child would share with other estate beneficiaries. 
(This would generally be considered a ?true joint tenancy? 
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arrangement.) or, 

The parent intended to retain exclusive beneficial ownership of the 
account until his or her death, but allow the child to take the balance of 
the account through survivorship, with no expectation that the child 
would share with other estate beneficiaries. 

If  evidence of  gif t  is produced, t hen: 

There is a change in beneficial ownership when 

the parent adds the adult child, potentially resulting in a partial 
disposition of the asset. If there is an unrealized capital gain accrued 
within the investment, part of this gain would have to be reported at 
the time the joint owner is added, potentially resulting in a tax liability 
for the parent. 

During the parent?s lifetime, the parent and children should report an 
equal share in the future income and capital gains on the asset. 

During the parent?s lifetime, the child will be a part owner of the assets, 
meaning that the child?s interest could be exposed to claims made by 
the child?s creditors (including the child?s spouse). 

If the parent dies first, 

The parent will realize the accrued capital gains with respect to his or 
her remaining share in the asset on his or her tax return in the year of 
death. 

The asset will not be considered part of the deceased parent?s estate. 

The child will inherit by right of survivorship, free and clear of any 
claims made by other estate beneficiaries. 

Probate fees will not apply to the asset. 

When does joint  ownership m ost  of t en becom e a problem ? 

Usually the battle begins when the parent has died, and the child who 
was added as joint owner wants to retain the property while the other 
beneficiaries 

of the deceased parent?s estate or the creditors of the parent?s estate 
want access to (or a share of) the asset. 

What  is appropr iat e ?evidence of  t he parent ?s int ent  t o gif t ?? 

The wording of the application for a joint account with a financial 
institution, or the wording used with the land titles or land registry 
office is generally insufficient to settle the matter. In the absence of a 
clearly written contract (ideally prepared by a lawyer at the time that 
the joint ownership arrangement 

is established), the courts will have to infer what the parent?s intentions 
were by studying the circumstances. It is difficult to predict what a court 
might rule in a given factual situation, as the courts have given different 
weight to similar facts in different cases. 

Which end result  do you want  t o apply ? a result ing t rust , 

or  t rue joint  t enancy? 

If you hold an asset in joint ownership with an adult child, what end 
result do you want? Do you want that child to have to share the asset 
with the other beneficiaries in your will (i.e. your other children 

and relatives, friends, or favourite charities)? Or do you want your child 
to inherit the asset free and clear upon your death, with no obligation 
to share with the other beneficiaries of your estate? 

EXAMPLE: 

Julia has three adult children, Finnegan, Hazel, and Henry. During her 
lifetime, Julia subsidized 

Finnegan?s medical education, and made the down payment on 
Hazel?s house. Julia has never made any similar gifts to Henry, who 
has always been able to meet his own expenses. However, Julia did 
add Henry as joint owner to a substantial investment account that 
Julia controlled during her lifetime. 

In the absence of a clearly worded contract or trust agreement 
between you and your child, the end result may well be that your 
child and your other estate beneficiaries will spend all their time and 
money fighting about your intentions, and very few of the assets will 
remain to be enjoyed. 

At the time of Julia?s death, the investment account is worth $95,000 
and after all her debts and taxes are paid, her estate assets, 
excluding the investment account, are worth $600,000. Julia?s will 
divides her estate into three equal shares between Finnegan, Hazel, 
and Henry. 

How m uch should each child receive? 

The courts will presume that when Julia added Henry as joint owner, 
she intended to create a resulting trust, meaning that Henry will 
have to split the investment account in equal shares with Finnegan 
and Hazel, 

in addition to splitting the rest of Julia?s estate. Thus, each of 
Finnegan, Hazel, and Henry will receive one third of $695,000, or 
$231,667. 

However, if Henry can prove that Julia intended a gift when she 
added Henry as joint owner, then Finnegan and Hazel will each 
receive $200,000, and Henry will receive $295,000. 

If Julia wanted to be certain upon her death that either Henry would 
have to share the funds in the investment account with his siblings 
or that he would receive the funds outright as a gift, then Julia 
should have signed a contract with Henry that stated what her 
intentions were, and they should have behaved consistently from an 
income tax perspective with respect to the contract thereafter. 

Conclusions 

Before adding a child as a joint owner, consider first going to a 
lawyer to write a contract in which you clearly explain your 
intentions and expectations and your child agrees to them. If you 
have already added an adult child as joint owner to an asset, 
consider going to a lawyer to document your expectations today. 

The contract will hopefully prevent possible fights after your death. 

Lastly, if you are contemplating joint ownership with an adult child 
but want your child to share the asset with other beneficiaries, be 
aware that the asset may still be subject to probate and probate 
fees, making this form of joint ownership a strategy with arguably 
litt le value. In many cases, the reason for adding a joint owner to an 
asset may be a concern about who will manage the asset in the 
event of incapacity. If that is your concern, speak to a lawyer or 
notary about signing a power of attorney. 

 



10

I am a member of Abundance Digital, a community of tech and business 
influencers launched by Peter Diamandis, who was named one of the "World?s 50 
Greatest Leaders" by Fortune Magazine.

As an active member, I have the opportunity to refer top influencers in my 
community to this exclusive network. Here are the top three reasons why I love 
this community:

1. It s a Global com m unit y t hat  gives:  

 

- Exclusive Access to Peter Diamandis and other abundance-minded people 
from around the world.
 

- Feedback on your boldest ideas ? your Massively Transformative Purpose 
(MTP) and your Moonshot(s) ?  from an experienced, supportive 
community.
 

2. Access t o Courses t hat  prepare m e for  t he fut ure:
 

- Through Peter Diamandis? companies, founding 18+ space and technology 
companies ?  including Singularity University and the XPRIZE Foundation - 
you?ll get the tools, central concepts and mindsets from Diamandis? work 
and research in four different course modules as part of your onboarding 
experience.

 

Abundance Digit al
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3. Access t o LIVE CONTENT:
 

- Livestream Abundance 360 (3 Days of Nonstop Content: Jan 19 - 22, 2020: 
Peter 's annual Abundance 360 Executive Summit (normally priced at 
$15,000) will provide you with powerful tools to transform your business 
by leveraging exponential technologies.

- Exponential Webinar Series (Live Monthly): Peter invites an incredible CEO 
or CTO and interviews them live. Topics include AI, Robotics, Human 
Longevity, Crowdfunding, Stem Cells and Brain-Computer Interfaces. You?ll 
also have access to 100+ hours of archived webinars accessible only to 
Abundance Digital members, plus an additional two monthly webinars 
from his stellar team.
 

If this sounds like a platform you would enjoy, 
please join me.

As a member of my community you can take advantage of my referral discount 
code, which grants 10% off the first year of membership: 

The deadline is May 1st and with a limited number of seats. Sign up today at 
diamandis.com/abundance-digital.

I hope to welcome you to the family! 

 

Abundant ly yours, 

Ron Brough

905-431-8276

Call Ron direct  at  
1-905-431-8276 for

m ore det ails & your  
10% Discount

($1,495 USD)

http://diamandis.com/abundance-digital
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 I feel it?s important to you, the reader that I provide you with 
the insights and guidance that?s really going to help you on 
your journey to becoming a Person of Influence.

So, who am I? And what gives me the right to speak to your 
life in this area? I?d like to think it?s a combination of life 
experience and earned credentials along with a passion for 
helping others that create a foundation worthy of your 
attention. So, let?s get to it.

It?s been said that Influence is both an Art and a Science.

There are several types and levels of influence and your goal 
is to pull people to you. You want to determine if the types of 
influence you are employing are enough to impact your 
family, your friends, your team, your community and the 
World. Whether or not you can get people to invest in you, 
believe in you, buy from you, and follow you. Whether you 
can start movements or not. Learning how to motivate and 
enable others to change their actions may be the most 
important skill you?ll ever acquire.

Your goal should be to get to an elevated level of influence 
very quickly, so you can think like negotiators, marketers and 
persuaders and speakers. Without Influence no dream is 
possible and with it, nothing is impossible.

Most of the challenges we have don?t call for additional 
technology, theory, philosophy or data; instead the problems 
call for the ability to change what people do. And the demand 
for this skill set far exceeds the supply at this time in our 
history.

You want to fast track your ability to have Influence in key 
areas in your life and business, whether it?s promoting your 
book to be a bestseller, promoting online courses, webinars 
and podcasts, or merely influencing your kids to want to do 
their chores. This level of influence is key to building your 
brand(s) in a fast efficient and effective way.

The question you want to ask yourself is what type of 
influence do you want to have and for what purpose? If it is 
just to make money, you may be successful, but likely not very 
satisfied and will most probably give up when the going gets 
hard. If you want to become a Person of Influence to make a 
difference and by extension, make money, then I applaud you 
and know you will be very successful. The key here is it takes 
an elevated level of passion and excitement to be truly 

influential.

Let?s also talk about positive and negative influence. Can you be 
a Person of Negative Influence? Of course you can, think a 
Mafia Don. Better to be a Person of Positive Influence I suspect. 
Additionally, we all know about Celebrity Influence which 
advertisers exploit to no end. What we?re seeing now is that it is 
becoming less effective as people want authenticity in the 
people they listen to. Am I saying celebrities aren?t authentic? 
The truth is, some are, and some aren?t. And it?s getting hard to 
tell which is which. This leaves a bit of a void in the market place 
and the market hates a vacuum. This is an opportunity for you 
as Influencer to create a following, nurture them into a Tribe 
which corporate Sponsors will want to advertise to. This is just 
one of the many opportunities presenting themselves in this 
fast-moving landscape and why I am a big proponent of swift 
action as you move towards becoming a Person of Influence. 
More on actions you can take later.

Let?s look at some of the World?s greatest Influencers right now. 
Think Elon Musk in his quest to get humans to Mars as well as 
move the electrification of transportation to a mass market. 
How about Richard Branson, Tony Robbins, T. Harv Eker, Oprah 
and others. These are people who have influence on a massive 
scale and I encourage you to reach that high. I think most 
Influencers are rule breakers by nature and usually on the 
leading edge of the curve in whatever area or niche they are in. 
They are also very good at focusing, determining what is 
important, and having perseverance. Influencers are not willing 
to settle for mediocrity.
You can start small and grow over time if you have what is 
called a Massively Transformative Purpose. This is something 
that you are so passionate about and people want to get 
behind you and support your outcomes. This concept comes 
from one of my mentors and an amazing person of influence; 
Dr. Peter Diamondis. Peter is an international pioneer in the 
fields of Longevity, Incentive Competitions and Commercial 
Space. He also talks about creating Moonshots much like JFK 
did at the beginning of the 1960?s to get America to the moon 
by the end of that decade. By creating your own personal 
moonshot (objective) and sharing it with others, you create a 
level of accountability as well as influencing your peers to 
support your endeavour. Another key area is Collaboration of 
Influencers - to create synergies and propels you in ways you 
couldn?t even have imagined prior to getting together. This 
book is an example of collaboration. Attaching your star to 

Become a Per son

of  Inf luence
 
Ron Brough, MNLP, MTLT, TCHt    ht t ps:/ / proact iveedge.ca  

https://proactiveedge.ca
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someone already there or on their way up is never a bad idea, so 
long as you have something to bring to the party as well.

There?s a massive shift in global consciousness going on. The 
changes are happening at every level, from broad-reaching 
international initiatives to local communities, to changes within a 
single organization. To facilitate these changes, people want to 
be led by someone who inspires them, who is out for the good of 
the many, who will step up and into their own influence for the 
good of the group, and the good of the planet. What will be your 
role in this massive shift of global consciousness? You can either 
be a leader in that change or you can be a follower. To be 
influential you must be willing to become a leader.

Let?s look at a notable example of Influence. One Healthcare 
company did the seemingly impossible. The organization got 
over 90 percent of its doctors to use a new computerized 
prescription ordering system within a matter of days after the 
system went ?live.? One of the keys to this remarkable behaviour 
change was enlisting physician leaders in making phone calls to 
every doctor who had not completed the mandatory training in 
the new system. Previously, the norm had been respecting 
others? ?professional prerogatives.? When physicians did not 
comply with the new standards, their noncompliance was 
?undiscussable.? The Healthcare company changed this norm by 
engaging influential doctors to communicate expectations. The 
message was clear, and the response was dramatic. New system 
adoption was almost immediate ? translating into saved lives 
and safer patients as avoidable medication errors were 
substantially reduced.

To achieve an elevated level of influence you must learn about 
and understand what drives human behaviour. As a Leader and 
Person of Influence you must learn:

- How to make people think
- How to challenge people
- How to be a role model
- How to create powerful connections with people
- How to uplift people and inspire them
- How to use praise to move and empower people
- How to start a movement through mass influence, articulate a 

mission and incite action

I recently held an online Summit for up and coming Influencers 
to learn from successful Influencers. I enlisted the help of 21 
persons of Influence and interviewed them over 20 ? 30 minutes 
asking three very specific questions:

- How did they become a person of Influence
- What secrets, tips and strategies were they using to stay on top
- How were they using their Influencer status to make a 

difference?

Here are some of the take-aways (nuggets) from those sessions. 
Influence is Leadership and you must use your thoughts, feelings 
and emotions with integrity and authenticity. You must start with 
yourself and have ownership of your position. You must be able 
to shift your psychological and emotional state when presented 
with a challenge. You must determine the dance between what 
your audience desires most and what they fear most. Flexibility 
is critical, as is patience, understanding and humility. Also, you 
can?t teach what you don?t know, and you can?t lead where you 
do not go.

Six areas where influence most often fails is due to lack of the 
following:

- General Awareness of other people, their needs and 
the context we find ourselves in.Do we really know 
what the wants and needs are of the people we are 
trying to influence? Influencers are Hyper-aware of 
these things

- Presence ? being in the moment is everything and 
people know if you?re paying attention or not. You 
must have a bold, enthusiastic, buoyant presence.

- Generosity ? you must be generous with your time 
and understanding of others

- Value ? and not providing enough of the right value at 
the right time. Value must be significant, unique, 
distinct and in alignment

- Character - character is key, it?s who you are over the 
long term.Trust and respect come from 
demonstrations of character. Your word needs to be 
your bond; you need to understand who you are in 
the world.We all mess up at times and we need to own 
it ? that is, admit it, apologize for it and act to correct it

- Consistency ? How often have you implemented the 
above five characteristics? People pay attention to 
what you do more than what you say when it comes 
to influence. When you are consistent in 
demonstrating all the right characteristics, you will 
have so much more influence. Influence is like 
compound interest and the more you demonstrate 
these types of behaviours the more it stacks up and 
over time you will gain greater influence. Ask yourself, 
?How can I demonstrate more consistent 
communication and caring with each individual??

Here are 10 Actions you can do right now to grow as a Person of 
Influence:

- Attend local networking events and meet real people ? don?t 
go to sell anything. Show up to make 2 or 3 really great 
relationships with people you feel can help you

- Attend local online events ? same concept. Get to know 2 or 3 
people whom you feel are Influencers in your area or an area 
that will benefit you

- Get invited to speak on Podcasts/Summits ? This is not as 
difficult as it sounds. You are an expert at something I?m sure; 
figure out what that is and develop some talking points that 
will be of interest to an audience and pitch it to someone 
doing podcasts/summits for your target market

- Create your own Podcasts/Summits ? again, not as difficult as 
you may think.

- Create a Facebook Group (There are trainings for this)
- Create a LinkedIn Group (There are trainings for this)
- Do Facebook Live events (There are trainings for this)
- Create short videos you can use on all your Social Media 

channels
- Create long videos (these are having a comeback) and use 

them selectively to promote yourself
- Do volunteer work with organizations that deal with the same 

or similar target populations as you

To wrap up my chapter on Influence and bring it full circle I 
would just like to say the following:

- Be Authentic
- Be Real
- Start Now
- Use Conventional Offline Marketing and Networking
- Use Social Media Marketing
- Build a Following, a.k.a. a Tribe
- Build an online Hub

Become a Person of Influence for a Better World!
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Fruit  and Veget able Nut r it ion 

for  a Healt hy Diet  - Juice Plus+

Ron Brough

https://brough.canada.juiceplus.com/

Tips for  Planning 
Your  Fir st  Ret r eat
Kr ist a Hannesen - Edit or -in-Chief  of  A Beaut ifu l Life Magazine, Aut hor , 
Life Coach, Execut ive Producer  of  LifeCon (TM) & The Everyt hing 
Rom ance Show (TM). ht t ps:/ /www.abeaut ifu l l i fem agazine.com /

1. Def ine and Nam e your  Ret reat
2. Build a l ist  of  ideal cl ient s
3. Decide how m any people you want  at  t he ret reat
4. Decide on t he dat e (s) you   want
5. Choose your  locat ion
6. Pr ice your   Ret reat
7. Creat e a f ram ework  t hat  w il l  guide t he f low  or  your  day ( each day)
8. Prom ot e Prom ot e Prom ot e your  Ret reat

It  can be scary t o of fer  your  f ir st  ret reat  ? but  com m it m ent  and decisions are half  t he 
bat t le. Choose a dat e. Do over  book  your  act ivit ies, al low   your  guest s som e down 
t im e. And st ar t  m arket ing! 

https://brough.canada.juiceplus.com/
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As mentioned in the 1st issue I will be writing four articles, 
and each will have a different viewpoint on hypnosis as 
follows: 

- Hypnosis to assist clients to heal faster; 
- Hypnosis for personal growth and development; 
- Hypnosis for abundance; and 
- Hypnosis for growing your 

practice. 

In this, the 2nd installment, I will 
discuss Personal Growth and 
Development. Please refer to issue 
No. 1 on my website at 
https://proacctiveedge.ca if you 
missed the article on Hypnosis to 
Assist Clients to Heal Faster.   

Now the question is, ?How do I use 
Hypnosis for my own personal 
growth and development??.   

Let?s remember that all hypnosis is 
self hypnosis and so long as you are 
open to the positive suggestions 
contained therein, you will experience the anticipated 
benefits. 

One of the big things we teach you to do is let go of the 
negative and embrace the positive. This all sounds very nice 
in theory and we show you how to put it into practise with 
scripts we can teach you to use yourself. Once you?ve been 
through a positive hypnosis experience and can appreciate 
its full benefits; you?ll be eager to try it for yourself. 

Another important aspect is to remove the barriers to 
enhanced growth. For some reason, many of us want to 
hold onto the things in our past that hold us back. We push 
them down and supress them; to protect us we think. And 
sometimes, depending on the severity of the thing we are 
suppressing, it does protect us for a time. Here?s the thing, 

Hypnosis and the 
Pr oAct ive Healthcar e 
Pr act i t ioner  

Ron Brough, MNLP, MTLT, TCHt    ht t ps:/ / proact iveedge.ca  

the subconscious keeps pushing them back up so that 
you can deal with them. The important thing to know is 
to deal with them when you are ready and that is a 
lifelong process by the way. The question here is, ?How 
will I know when I am ready to deal with a particular 
issue??. You won?t, your subconscious will. We teach you 

the techniques to get those 
breakthroughs, release the 
blocks and install powerful 
triggers for a much easier 
path forward. 

And speaking of a path 
forward, we use hypnosis to 
help you get crystal clear on 
that path. We show you how 
to set S.M.A.R.T. goals and 
utilize hypnosis to stay laser 
focused and on track to 
embrace abundance which is 
what we will be discussing in 
our next issue; till then?  

Ron Brough, MNLP, MTLT, 
TCHt 905-431-8276 

Master Life & Business Coach; Board Certified 
Hypnotherapist 

International Tax & Financial Specialist 

'Where Spirit and Business Meet ' 

"Helping Holistic & Alternative Health Care Practitioners 
Embrace Abundance, Grow Their Business, and Make a 
Difference in The World" 

https://proactiveedge.ca 
https://www.theinfluencerconference.com/ 

https://www.qdempowerment.com/ 
https://yourbottomline.ca/ 

https://proacctiveedge.ca
https://proactiveedge.ca
https://proactiveedge.ca
https://www.theinfluencerconference.com/
https://www.qdempowerment.com/
https://yourbottomline.ca/
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Let me take of my coaching hat for a moment and 
put on my Tax Specialist hat. I want to talk 
compliance with all your tax filings with the 
Government ? Personal, Business, Corporate, HST, 
WSIB and so on and why it?s critical to you and 
your business to always be compliant.  

Let?s start by talking about what happens when 
you?re not compliant and you file late. The 
Government will assess a late file penalty; usually 
5% of any amount owing. They will also charge 
you interest at a rate much higher than you?d like 
and it is compounded daily; thus, it can get very 
expense very fast! 

Additionally, they will notionally asses you when 
you do not file for a period of time. In other 

Why You Want  to Always Be 
Compliant  with Your  
Gover nment  Fi l ings
 
Ron Brough, MNLP, MTLT, TCHt    ht t ps:/ / proact iveedge.ca  

words, estimate what they think you owe often based 
on what they feel your income is likely to be without 
regard for any expense deductions. They do this to get 
your attention. And if you still ignore them, the 
collection calls start coming and / or the freezing of 
bank accounts and liens on assets; no fun at all and 
very difficult to operate your business this way. 

It may also trigger a CRA Review or Audit and a CRA 
Agent shows up on your doorstep. Now, is that a 
problem, do you have anything to hide? I hope not 
and what a waste of your time and resources dealing 
with and managing an Audit from the CRA. 

The morale of the story, file on time every time ? be 
and stay compliant! 

https://proactiveedge.ca
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Many sm all business owners st ruggle 

t o pay t heir  bi l ls, at t ract  f resh eyes 

or  t o m ake a social im pact . But  if  

t hey opened t heir  m inds and look  t o 

t heir  own websit es, t hey would see 

t he answers t o addit ional revenue, 

increased audience and social im pact  

was in f ront  of  t hem  all along - an 

appreciat ing 

asset  w it h 

LOW 

overhead, in 

a grow ing 

t ech wor ld, 

addressing 

t he largest  

grow t h areas t oday: inf luencer  

m arket ing, collaborat ive m arket ing 

and social im pact .

They would see t hat  w it h som e 

st rat egic t weak ing t hey can t urn 

t heir  ordinary websit e, t hat  only 

at t ract s visit ors w it h int erest  in t heir  

specif ic service or  product , int o a 

Com m unit y Engagem ent  Plat form ? , 

t hat  br ings 1000?s of  f resh eyes each 

m ont h and opens doors t o m ult iple 

passive incom e st ream s. 

Media Hubs at t ract  an audience, 

which builds a COMMUNITY and 

w it h t hat  com m unit y t hey can 

gain af f i l iat e com m ission sales, 

sponsors and adver t isers t o 

creat e passive incom e st ream s 

and can creat e social awareness, 

inspirat ion and change.

By adding int erest ing cont ent  

and visual aspect s, rat her  t han 

t he st andard self -cent red 

adver t or ial, t hey can engage a 

com m unit y. This becom es a 

m uch m ore product ive 

m arket ing m odel. In ot her  

words, t hey not  only add m ore 

revenue st ream s by at t ract ing 

paying sponsors, m em bers. et c., 

t hey would also increase t heir  

own product  /  service 

awareness, t hereby increasing 

t heir  sales. A 1 - 2 punch of  

revenue generat ion and service 

t o t heir  com m unit y!

AND, if  t he above wasn't  enough 

reason t o evolve t heir  websit e, 

here is a f inal one - i f  t hey 

st rat egically t weak t heir  

websit e, t hey creat e equit y in 

t he form  of  audience, m em bers, 

sponsors et c., so now t heir  Hub 

can be SOLD 

for  a prof it , 

as som eone 

else can 

t ake over  

t heir  Hub ( 

Exam ple: 

AOL bought  

The Huf f ingt on Post  for  300 

m il l ion dollars!) not  unlike Real 

est at e.

Yeah? ..it  can be t hat  good!

I have creat ed m edia hubs and 

generat ed sponsors dollars, 

at t ract ed m em bers, et c. f rom  m y 

m edia hubs, cover ing a var iet y of  

t opics and services. I have sold a 

few  hubs as well, so I speak  f rom  

personal exper ience, not  just  

t heory.

Turn your Brochure 
Website into a Media Hub 
& Community 
Engagement Platform?
Ronnie Swais www.abeaut ifu l l i fecanada.com  
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Tik  Tok  ? Great  for :

- Gen Z, younger 
Millennial audience

- Showing off 
products to music 
and with special 
effects

- People getting to 
know you as a 
person

- Behind the scene 
videos

- Short videos

W h i c h  V i d e o  
P l a t f o r m  i s  
B e t t e r  f o r  y o u r  
B u s i n e s s ?
Kr ist a Hannesen - Edit or -in-Chief  of  A Beaut ifu l Life Magazine, Aut hor , 
Life Coach, Execut ive Producer  of  LifeCon (TM) & The Everyt hing 
Rom ance Show (TM). ht t ps:/ /www.abeaut ifu l l i fem agazine.com /

Inst agram  St or ies ? 
Great  for :

- Millennials, Gen X
- Showing off 

products
- Great for showing 

behind the scene 
pictures, videos

- Writing stories, 
product 
descriptions, or 
explaining 
something with your 
picture/video

YouTube- Great  for :

- Gen X, Millennials, 
Gen Z

- Great for longer 
videos

- Product reviews
- Videos talking 

about a 
specialized topic - 
for example - 
explain why 
orgonite is 
needed in the 
home
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 HAVE YOU GOTTEN TO 
THE EDGE AND ABOUT 

TO FALL OFF? 

? t hen you need The 
ProAct ive Solut ion?  

f rom  ProAct iveEdge.ca 

? The Leader  in 
Personal 

Transform at ion! 

GET THE UNFAIR 
ADVANTAGE OF THE 

PROACTIVE EDGE 
SOLUTION?  

proact iveedge.ca

https://proactiveedge.ca/
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No Longer  Do You Need To Feel Alone In 
Building Your  Holist ic Pract it ioner  

Business!

ProAct ive Edge Magazine 
is here! Creat or  & 

Visionary Ron Brough is 
launching a Magazine 
designed t o Advise & 

Guide Holist ic 
Pract it ioners t o Success!

Ar t icles in t he Magazine 
w il l  cover  Market ing, 

Money & Tim e 
Managem ent , Client  

Relat ions, Invest m ent  
Opt ions and m ore!

Par t ner  Colum nist s Want ed
Are you a Business Coach, Market ing Exper t , Social Media Agent , 

Financial Adviser , Of f ice Designer , Mor t gage Broker , Im age Consult ant ,  
Teacher  /  Trainer , Workshop Facil i t at or , Speaker  or  Coach?

Let  's par t ner  in creat ing a br i l l iant   publicat ion t o help ot hers f ind 
success and expand our  Reach and Inf luence. Cont act  m e at  

Ron Brough  ron@proact iveedge.ca 905-431-8276 

www.proactiveedge.ca
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