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You’ve probably heard of him as “The Wolf of Wall Street.”

He would be a great name to have.

A movie was made about him starring Leonardo DiCaprio. He’s written 
two New York Times bestsellers (one called “The Wolf of Wall Street”). 

He made hundred of millions of dollars, often doing things the courts 
deemed illegal. He spent time in jail. Now he’s out of jail trying to teach 
people how to “sell.” 

I figured, OK, I have a lot of questions for him. Like, why build a business 
no matter the cost to your soul? Why not quit while you were ahead? 
Why not try to actually help people with the skills you developed?

My feeling is he had such talents for business and sales he would have 
succeeded no matter what. But he took a shortcut. Shortcuts that harm 
people don’t work. 

I wanted to know what it was like in jail. How he got by. How he’s now 
created an entire media career out of this. 

Again, with those skills, success was almost guaranteed. He has an 
enormous talent for getting attention. And he worked on that talent to 
achieve enormous amounts of skill, and then money. 

We scheduled him for 12:30 last Monday. 

That morning, his team wanted to know the list of questions I would ask. 

It reminded me of how the heads of Soviet Russia would hold press 
conferences. Everyone had to submit questions in advance. 

Jordan Belfort wanted
to come on my podcast. I Spent Two Years  
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“I’m not a tape recorder,” I said. “If he wants to be 
interviewed by a tape recorder he can just go into the 
studio, hit ‘play,’ answer the questions and leave.” 

“He wants the questions in advance.” 

“I interrupt, I riff, I ask whatever makes me 
curious. Whatever comes to mind. We’re going to 
go down a path neither of us expects. I can’t give 
the questions in advance.” 

“He wants the questions in advance.” 

Well…screw him. Because my questions involve 
why he felt the need to take a criminal path with 
his talents. Why he couldn’t help people with those 
talents he clearly was born with.

I don’t give out my questions in advance. Ever.  
To ANYONE. 

But we had the studio booked. 

I asked Steve who else was in town. He told me 
Mike Posner, singer / songwriter / creator of the 
songs, “Cooler Than Me,” “I Took a Pill in Ibiza” 
and many other top 10 hits. His latest hit has 
almost a billion views on YouTube. 

He has a talent and skill he developed and made 
successful. I wanted to find out how he honed his 
skill to be among the best in the world. 

He then had to reinvent himself completely when 
he found that superfluous fame was fleeting and 
often depressing. He had to find out what was 
authentic to himself so he could write songs again. 
The results were even bigger hits than he’d ever 
had before. 

And so I wanted to know: how do you find out who 
your authentic self is? How do you then use that 
knowledge to create success? To achieve greatness 
in a field you love? 

I spent two hours with Mike. We had a great time. 
I took another step on what it is to speak the 
language of learning, the language of performance.

What does this have to do with this month’s 
newsletter? 

Only everything. It doesn’t matter what you do 
in life. But if you take the path that speaks inside 
of you, you’ll go through ups and downs and 
hardships, but find pleasures so unique to you that 
it makes it all worth it. 

This I know. 

And fuck Jordan Belfort. 

http://www.thealtucherreport.com
http://www.thealtucherreport.com
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“You learn in your 20s, and you earn in your 30s.”

That was certainly my story when I was younger. 
I perpetually accepted jobs that were interesting, 
but not very lucrative: newspaper reporter 
($28,000/year), political campaign spokesperson 
($36,000/year), nonprofit executive director 
($45,000/year), and the like. 

But when I hit my 30s, I realized, it was time to 
kick things into gear. Within a year of starting my 
marketing strategy consulting business in 2006, 
I was earning a good six-figure income. But over 
time, I saw friends who had somehow learned to 
build truly substantial wealth, with multimillion-
dollar incomes. When I started to consult for a 
billionaire client in Silicon Valley, I thought to 
myself, ‘Come on, Dorie—figure it out.’

So I spent the past two years researching and 
writing my new book, “Entrepreneurial You.” I 
interviewed more than 50 successful six-, seven-, 
and eight-figure entrepreneurs about how, exactly, 
they make their money.

In our culture, there’s a strange dichotomy when it 
comes to money. 

On one hand, there’s plenty of “wealth porn,” with 
people flaunting their fancy cars and vacations 
on Instagram. But on the other, there’s an almost 
pathological secrecy—a hesitancy to discuss the 
mechanics of moneymaking, like it’s somehow 
improper or dirty. 

I wanted to break through all that and learn 
exactly what their revenue models looked like, 
and what worked and what didn’t. James often 
mentions that the average millionaire has seven 
different income streams, and there’s a good 
reason: diversification brings you a powerful hedge 
against uncertainty. 

In fact, over the past few years, I’ve cultivated 
seven income streams in my own business, as well, 
and now earn money from writing books, keynote 
speaking, consulting, executive coaching, business 
school teaching, online courses, and affiliate 
promotions. 

I conducted the interviews for “Entrepreneurial 
You” in January and February of 2016, and 
then I set out to implement what I’d learned. I 
wanted to make myself the first guinea pig, and 
see if the strategies I’d discovered could really 
work. (I actually wrote about one of my earliest 
experiments, launching the pilot for an online 
course, in the July 2016 issue of The Altucher 
Report.)

The verdict? In 2016, I earned an additional 
$193,753.57over what I brought in the year prior. 
That was entirely the result of putting into practice 
what I learned in my research, primarily in the 
form of launching an online course, doubling 
down on affiliate promotions, and (to a lesser 
extent) organizing a live workshop. 

I Spent Two Years Writing a Book 
About How to Make Money, and  
Here’s What I Learned 
( It Earned Me an Extra $193,000 Last Year )

By Dorie Clark

http://www.thealtucherreport.com
http://www.thealtucherreport.com
http://dorieclark.com/entrepreneurialyou
http://dorieclark.com/entrepreneurialyou
http://dorieclark.com/entrepreneurialyou
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We all know way too many talented people who 
are great at what they do, but can’t seem to make 
a living at it. My goal for “Entrepreneurial You” 
was to lay out the real strategies that work, and 
demystify the process of creating multiple income 
streams. Here are some of the most important 
things I learned:

Step 1: Building trust with your audience 

The reason that some people view online 
entrepreneurship as “scammy” is the get-rich-
quick techniques that some outliers tout. Of 
course, we all know you can’t instantly set up a 
website and start raking in cash. But it’s important 
to be precise: what makes an audience willing to 
pay you is the level of trust they have in you. 

This is true if you’re selling something on Amazon 
or eBay (people are much more reluctant to do 
business with you if you don’t already have a lot of 
positive reviews), and it’s even more true if you’re 
selling a service or something related to your 
ideas. The reason James was able to launch The 
Altucher Report so successfully is the large fanbase 
he’d built up with his free blogging over the years, 
his weekly Twitter chats, and readers’ direct 
experience of his long-form writing, like “Choose 
Yourself” and his many other books.  

So play the long game, and start building trust 
with your audience right now. If you can share 
ideas or provide value in some way, do it. Start 
blogging, or answering questions on Quora like 
James often does, or (an early Gary Vaynerchuk 
strategy) scan Twitter for people asking questions 
about your field. 

Just search for relevant hashtags, and if you 
have useful information, chime in. Over time, 
you’ll start to get noticed and connect with your 
audience. 

With that in place, it’s time to build your online 
empire, right? Not so fast. 

Step 2: Before you scale, go deep

Many people can’t wait to scale up an online 
enterprise, because the economics are just so good. 
It is a great way to make money, but you can also 
waste a ton if you haven’t done your research. 

As you’re sharing your ideas and building trust, you 
should simultaneously be looking for opportunities 
to go deep with your target audience. Let’s say your 
ultimate goal is to create an online blog and store 
serving the needs of a certain population (example: 
dads trying to get fit). That’s great, and it may well 
be a lucrative market. 

But before you try to reach 10,000 or 100,000 
dads, try reaching 10. Take on some coaching 
clients, or do intensive focus groups, so you can 
learn what their goals are, what obstacles they’ve 
faced in getting fit in the past, what language 
resonates with them, what help they’d be most 
receptive to (nutrition advice and recipes? 
Workout tips? Livestream fitness classes?), 
and more. This process enables you to be sure 
your ideas and processes actually work, before 
attempting to scale. 

http://www.thealtucherreport.com
http://www.thealtucherreport.com
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Step 3: Test and iterate

The truth is, it’s incredibly rare for entrepreneurs 
to get it right the first time (Twitter actually 
emerged from the shell of a failed podcasting 
startup). The secret is doing small tests—so-
called “little bets”—that can establish demand, 
and give you a better sense of where to focus. 
In “Entrepreneurial You,” I profile Danny Iny, 
a Canadian entrepreneur who inadvertently 
pioneered a brilliant way to do this. His very first 
online course sold only one copy—a total disaster. 
So for his next one, he decided to test things first. 

He offered 50 participants a chance to participate 
in a pilot offering, which would be much cheaper 
and would offer more direct access to him, in 
exchange for providing detailed feedback as he 
shaped the course.

“In hindsight, this actually is really brilliant 
marketing, but it’s not because I was cooking up a 
brilliant idea,” Iny says. “It was just trying to hedge 
my bets, so if nobody bought, I could walk away 
from it.”

It was a win-win: the customers loved the cheaper 
price and more access to him, and he got early 
validation about demand for the course, and 
feedback so he could create something customers 
really wanted. 

Too often, we get precious about our ideas. We 
just know they’re right! That was the case with 
Bozi Dar, whom I also profiled. He’s a life sciences 
executive by day, and runs a lucrative side venture 
in his spare time: an online course about how to 
win promotions at work. But like Iny, his success 
came with his second venture. His first one, an 
app that he blew $45,000 developing, failed 
completely. Why? 

Says Dar, “I started my app not really testing 
whether there is a problem [that customers wanted 
solved], not testing what is my audience, not testing 
whether anyone was even searching for a solution. I 
just fell in love with my idea, started putting money 
and time into it, and it never worked.”

This is probably the most important principle of 
all: don’t risk too much on any idea until it’s been 
tested and validated. Otherwise, the risks can be 
too high. 

Step 4: Master one channel at a time

It’s easy to get overwhelmed with all the ways 
you could be marketing your product or service. 
Facebook ads. Search engine marketing. Webinars. 
Direct mail. Influencer campaigns.

Take a deep breath. 

Dar, who now has the successful online course, is a 
strong believer in mastering one channel at a time, 
so you can get really good at it, and then building 
from there. In his case, he has one online course 
(about winning promotions), which he markets 
through one channel (webinars), and he identifies 
those webinar opportunities one way (affiliate 
partnerships). That focus “is the only way that 
you can build a solid base and then conquer other 
traffic channels or other products,” he says.

Through my research, I’ve learned that Dar is 
right. In “Entrepreneurial You,” I talked about a 
myriad of ways to monetize: podcasting, blogging, 
coaching, online courses, running mastermind 
groups, organizing live events, building online 
communities, consulting, and more. 

But not one person whom I profiled that does all  
of these. A good plan is to pick one or two areas 
you’d like to develop, and then go deep with them. 
Once you’ve mastered the principles, then you can 
add others. 

For instance, I began my consulting business in 
2006, and for a number of years, that was all I 
did. In 2010, though, I made a concerted effort to 
break into business school teaching. And in 2013, 
I published my first book, “Reinventing You,” 
and as a result, I began to get invitations for paid 
speaking. That’s four income streams. 

http://www.thealtucherreport.com
http://www.thealtucherreport.com
http://dorieclark.com/reinventingyou
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Because my books are aimed at individuals, I 
began to get inquiries about executive coaching, 
so I started offering that in 2014. That same year, 
I recorded an online course with an external 
company, and then launched my own course 
(Recognized Expert) in 2016. And in 2015, as I 
made a concerted effort to grow my email list, I 
also started to experiment with affiliate marketing. 

So that’s seven income streams – but built up over 
a period of 11 years, and often with initial testing 
(such as my first online course in 2014), followed by 
doubling down (creating my own in 2016, when I 
realized that was an avenue I wanted to focus on). 

Similarly, you can pick one or two areas to focus 
your energy over the next year, and then build 
upon them. If you’d like to think further about 
how to develop multiple income streams in 
your own business, you can also download the 
free 88-question “Entrepreneurial You” self-
assessment workbook.

When I was 22 years old, I got laid off from my 
first job as a newspaper reporter—with one week’s 
severance pay. I vowed to never let myself be that 
financially vulnerable again, so I’m a firm believer 
in the importance of continuing to develop new 
revenue streams, and optimize existing ones. 

To that end, my goal for early 2018, once I’m 
through the launch of my new book, is to immerse 
myself in learning about Facebook ads and 
lead funnels (i.e., how to attract and cultivate 
customers through online advertising). To 
date, I’ve only promoted my Recognized Expert 
course to my own readers, who were drawn in by 
content I created, or with affiliate partners. Paid 
advertising is something I’ve never explored. 

But I know from talking with colleagues that it can 
dramatically increase your reach and the speed 
with which you’re able to attract new customers. 
So I’m looking forward to giving it a try. 

It’s not a new revenue stream, but it’s something 
equally important – a way to optimize one that’s 
already working well, and bringing in six figures  
a year. 

Developing multiple revenue streams can be a 
powerful way to transform your business and your 
life. Choosing one or two to focus on in the coming 
year may be one of the most important decisions 
you make. 

Dorie Clark is the author of the new book “Entrepreneurial You.” 
Her past books include “Reinventing You” and “Stand Out,” which 
was named the #1 Leadership Book of 2015 by Inc. magazine. 
A former presidential campaign spokeswoman, she teaches for 
Duke University’s Fuqua School of Business and writes frequently 
for the Harvard Business Review. You can download her free 
“Entrepreneurial You” self-assessment workbook. 

http://www.thealtucherreport.com
http://www.thealtucherreport.com
http://learn.dorieclark.com/courses/expert
http://dorieclark.com/entrepreneur
http://dorieclark.com/entrepreneur
http://learn.dorieclark.com/courses/expert
http://dorieclark.com/entrepreneurialyou
http://dorieclark.com/entrepreneur
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How I Make $20K+
a Month With a 

Junk Removal Business

In my book “A Dark Path To Light,” I talk about 
how I started off being a depressed insecure child 
at 9 years old, when my father was locked up for 10 
years for kidnapping a man.

By my teens, I was a failed business owner 
multiple times, and was also overweight. At one 
point, I weighed 280 pounds. That’s when shit 
really hit the fan.

I failed at my Internet startup. I lost all of my 
savings as well as my mom’s house. We threw my 
dad out for good. My friend Jon passed away. Then 
my little brother took off and quit talking to us for 
several years.

I found myself delivering pizzas and cleaning 
houses with my mom, with many odd jobs in-
between (factory worker, balloon maker, etc.)

My life has been a roller coaster. 

It got so bad, I found myself sitting in a bathtub for 
close to 11 hours one day. 

Shortly after, late one lonely night, I went into the 
woods with a rope in my hand, ready to end it all.

But then I noticed something in the sky. A light...

One day after my night in the woods, I was talking 
to a random guy on Facebook after reading a 
business blog post. Little did I know, this guy was a 
tech entrepreneur that lived in the Hollywood Hills.

After I told him about the deep depression I went 
through, and he invited me to his place.

That’s how Kurt Braget of PopStand.com became 
my mentor.

When I got back home to Illinois, I started a 
random business by accident, thanks to my 
mother, who has a house-cleaning business. 

I started removing junk from people’s homes.

What started off earning me $200-$500 a month 
turned into as much as $500 / hour. Some 
months, I was earning $20K+. My record day was 
$8,200 gross profit in an eight-hour span cleaning 
out a warehouse.

Here are my top 10 ways to make $20K a month 
with a junk removal business:

1. Leverage your current customers

Think about it. EVERYONE is on social media 
these days. What you want to do before or after 
a junk job is complete is to have your customers 
get on their phones and post something about 
you. Anything. (Hopefully good.) Suggest to 
them, “Take a photo of our truck/trailer as we are 
working, post it on your Facebook, and we will 
knock $20 off your bill.” Make sure they tag your 
business name to the post.

By Alex Broches

http://www.thealtucherreport.com
http://www.thealtucherreport.com
https://www.amazon.com/Dark-Path-Light-Alex-Broches-ebook/dp/B074ZP75SD/ref=sr_1_1?s=books&ie=UTF8&qid=1503545392&sr=1-1&keywords=a+dark+path+to+light
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2. Contact the media.

As I mention in detail in my book, look up the 
contact info of people who work for the TV 
networks. You may notice a pattern in their email 
addresses.  JDoe@********.com

Google the president or CEO, and take a guess as 
to what their email could be. Keep trying different 
variations until the email goes through. I used 
this trick several times in the past, before my junk 
removal business. This is how I connected with 
the personal assistants of the Chicago Blackhawks 
owner and Colorado Avalanche owner, who 
wanted the domains/sites we pre-built for them. 
They were nice enough to give me an autographed 
Jonathan Toews jersey and two Colorado 
Avalanche jerseys.

3. Play Offense

If you’re driving by and see a person in their 
garage with a ton of crap, approach them. Give 
them a card, flyer, or show them the reviews of 
your junk removal business on your phone.  Show 
them before and after pictures. I’ve done this so 
many times, which is weird because I used to be 
really shy and insecure growing up. But I taught 
myself to play offense.

Go after the money. Reach your hand out and get 
it.  Start getting comfortable being uncomfortable. 
This is how you grow not only as a businessperson, 
but as a person in general.

4. Network, network, network.

Go to every real estate office in your town. Bring 
them your materials and offer them incentives 
on why they should use you. In the beginning, 
don’t be afraid to offer 10% bonuses to these 
realtors. Tell them, “If you refer me to a $5K job, I 
will personally give you $500.”

Make them want to get you business.  Not only do 
they want you for your service, which is to remove 
clutter, they also want that cash. It’s a win-win.

5. Craigslist ads

Post your website URL everywhere. Tell people to 
go to YOUR SITE to get pricing rates, etc. Get as 
much traffic as you can to your website to boost 
your online visibility

Also, tell your customers they can text you. It’s 
2017—everyone and their grandma texts now. The 
times are changing and so are the customers. Text!

I do this all the time and it works wonders. 
Customers feel more at ease, instead of feeling 
pressured to answer YES OR NO on the phone. 
Texting is more laid back and easier for the 
customer, I’ve learned. 

6. Get viral

Leverage the items you find in the homes you 
clean out (with your customers permission 
first of course). Coffins, jars of pickles from the 
1970s, antique dolls, love letters from the 1920s etc.

Don’t only be a junk removal company; become 
a source of entertainment by leveraging social 
media. Tell your fans what you find and what 
towns you’re going to.  Think of your junk removal 
company as an ongoing story.

7. Google Adwords and Facebook ads.

Spend but spend wisely! When I first started 
advertising, I didn’t know what I was doing. I 
realized I spent $16K on advertising at one point 
and didn’t target my ads to the cities I wanted. 
Rookie mistake!

8. Flyers

After you’re done with a job at a customer’s home, 
put up flyers around the nearby houses. Mention 
on the flyer, “We just did a junk removal job near 
your home. Want to see what was inside? Go to 
our Facebook page!”

http://www.thealtucherreport.com
http://www.thealtucherreport.com
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Again, I can’t stress this enough: Ask for 
permission from your customers FIRST, before 
taking photos of the junk they have inside! If they 
say yes, you’re good to go.

9. Smile, Be Happy, Talk, Repeat.

I love what I do. Junk removal is my life. I’m the 
owner, but I actually go to and do the jobs with 
my workers. I like to get my hands dirty. I like to 
lift things. Because I love what I do, I love talking 
to my customers as well.  Anyone can do junk 
removal, but what makes people want to call back? 
Customer service! You have to genuinely love what 
you do. It makes it easier to communicate with 
your customers. 

Remember, your customers are give you their hard 
earned money. They have trust in you. Make the 
junk removal process not only an easy experience 
for them, but also a memorable one.

10. Give Back

This 10th rule might not necessarily tell you how 
to make money with junk removal, but at the end 
of the day, it’s not always about money.

Whether it’s donating the items you find to 
charitable organizations, or having your workers 
donate blood with you, or spending time at Feed 
My Starving Children—give back. 

Now that I am financially doing better than I 
was in my early 20s, I use my time more wisely 
and efficiently. That includes giving back to the 
community and giving it to those that could use 
the help. It feels good to give back.

Alex Broches a 29 year old Greek-American entrepreneur and 
author. He is the owner of the Junk Removal Dudes LLC in 
Northern Illinois, and Author of “A Dark Path To Light.” 

Join over 18,000 of his fans on Facebook.

“Whether it’s donating the items you find to 
charitable organizations, or having your workers 
donate blood with you, or spending time at Feed 

My Starving Children—give back.”

http://www.thealtucherreport.com
http://www.thealtucherreport.com
https://adarkpathtolight.com/
https://www.facebook.com/AlexCBroches/
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CRYPTO CORNER
the “b” word

ALTUCHER’S

One of the questions I’m often asked about 
cryptocurrency is “Is bitcoin in a bubble?” 

It’s an interesting question that I’ve touched on 
in the past but would like to take some time to 
further address since the answer is not super 
intuitive. 

Since the dot-com bubble and the 2008 recession, 
calling bubbles has become a favorite pastime 
for some people. With bitcoin, people have been 
calling it a bubble basically since the beginning. 
For bitcoin bears, their predictions might look 
something like this:

•	 Bitcoin @$4: “Bitcoin is overpriced, this 
is a bubble.”

•	 Bitcoin @$40: “Total insanity, everyone 
will lose their shirts.”

•	 Bitcoin @$400: “I can’t believe anyone is 
stupid enough to buy this.”

•	 Bitcoin @$4,000: “This is a fad, it’s just 
like tulips.”

There isn’t a week that goes by that some 
extremely bright finance professional doesn’t 
weigh in on why they think cryptocurrency must 
be a bubble. 

In March 2014, Warren Buffett went on CNBC and 
told viewers to stay away from bitcoin; viewers 
persuaded by the Oracle of Omaha missed out on a 
620% run-up in the past 3½ years. 

In the past month, both Jamie Dimon (CEO of 
JPMorgan Chase) and Ray Dalio (chairman of 
Bridgewater Associates, the largest hedge fund 
in the world) went on record saying they believe 
bitcoin is in a bubble. 

I don’t need to tell you that these guys are 
incredibly sharp. And in a lot of cases, they are 
right. So how is it that they can be so incredibly 
wrong about digital currency?

For one thing, cryptocurrency stands to disrupt 
their business (more on this later). 

Additionally, valuation of currency is difficult. 
Unlike real estate or stocks or bonds, currency 
doesn’t intrinsically produce an income stream—
dollars stuffed under a mattress won’t increase 
in value over time by themselves, although 
ownership of a stock might. 

This difference is important because existing 
financial models depend on income streams in 
order to determine a fair price. Because currencies 
do not produce income, the price is driven by 
supply and demand, making long-term price 
projections almost impossible.

http://www.thealtucherreport.com
http://www.thealtucherreport.com
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Additionally, currencies are different from other 
assets in that their value is determined by the 
number of people willing to place their faith in 
them and accept them. Case in point: 

•	 U.S. dollar: Near universal acceptance, 
currency of choice for approximately 323 
million Americans (and billions more 
worldwide), very valuable.

•	 Haitian gourde: Accepted by roughly 11 
million Haitians, lost half its value since 
2013, turns out Haitians prefer the U.S. 
dollar as well (go figure).

Economists call this a network effect. The most 
easily observable network effect is the telephone. 
If I’m the only person in the world that has a 
telephone, it’s not very useful. If my friend gets 
one too, it becomes more useful. If everyone in 
town has a telephone, it’s even more useful. In 
economic terms, the value of my telephone grows 
with each new person that gets one. 

Currencies benefit from the same phenomenon. 
If I’m the only person in the world that accepts a 
currency, it’s not very useful. However, as more 
people are willing to accept a currency, the utility 
of the currency actually grows. 

This is essentially what makes cryptocurrency 
fundamentally different from other investments. 
When you buy stock in a company, it doesn’t 
impact the cash flow of the company, so the value 
of the company is the same whether you buy it or 
not. However, as we discussed with currency, as 
more people accept it, the more value it has. 

For many people (including Dimon and Dalio), 
the idea of a currency that is not backed by a 
government is hard to absorb. However, it wasn’t 
too long ago that trust in the government wasn’t 
enough and all currencies were backed by gold. As 
I’ve discussed in the past, the movement to digital 
currency represents a natural progression toward 
reliance on data to solve our problems.

Before Uber became commonplace, the idea of 
getting into a stranger’s car seemed borderline 
insane. Taxi companies would have you believe that 
the minute you stepped into a stranger’s car, you 
were going to get stabbed (best-case scenario). Now 
it seems that they were on the wrong side of history. 
New York City taxi drivers who were unlucky 
enough to buy a medallion in 2013 for $1 million 
would’ve found that same medallion was now worth 
$186,000 at this month’s medallion auction. 

It doesn’t take a stretch of the imagination to 
understand why financiers like Dimon, Dalio and 
Buffett are pessimistic about the future of digital 
currency. Existing financial systems greatly benefit 
from the limited access to capital to members of 
their boys’ club. JP Morgan’s ability to profit is 
dependent on customers depositing funds in a 
bank. However, cryptocurrency negates the need 
for a bank to safely store funds.

In fact, Dimon has even expressed his concerns 
regarding cryptocurrency in the past. In a letter 
to shareholders in 2015, Dimon stated that 
“Payments are a critical business for us... But 
there is much for us to learn in terms of real-
time systems, better encryption techniques and 
reduction of costs and ‘pain points’ for customers.”

For years, executives at Blockbuster Video 
dismissed the very real changes happening to 
their business model while Netflix ate their lunch. 
In fact, Blockbuster had the opportunity to buy 
Netflix for $50 million in the early 2000s but 
refused because the price was too high (Netflix 
has recently been trading at a market cap of $80 
billion). 

When people ask whether I think cryptocurrency 
is in a bubble, the best response I can give is which 
side of history do you want to be on?
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Overstock.com (Nasdaq: OSTK)

One of the companies I often get asked about with 
regards to cryptocurrency is Overstock.com. 

Overstock, founded in 1999, is an online retailer 
primarily focused on home goods. In addition 
to the company’s core business, the company 
also operates a subsidiary, Medici Ventures, 
which invests in emerging opportunities in the 
cryptocurrency space.

Led by libertarian founder Patrick Byrne, Overstock’s 
interest in digital currency began well before this past 
year’s rally in cryptocurrency markets. The company 
announced in 2014 that it would become the first 
major online retailer to accept payment in bitcoin. In 
2015, the company offered its employees the option 
to be paid in bitcoin.

Although the company was originally converting 
bitcoin payments into U.S. dollars, the company 
recently announced plans to hold 50% of 
bitcoins accumulated from sales made in bitcoin. 
Additionally, the company announced in August 
that it would begin accepting payments in ethereum 
and many other altcoins such as litecoin, dash and 
monero. The company currently receives about 
$50,000 a week in payments in the form of bitcoin.

In December 2016, the company became the first 
publicly traded company to issue stock on the 
blockchain. The offering of preferred shares was 
made using technology developed in-house by a 
subsidiary called tØ. The company has plans to 
further monetize the technology by becoming the 
system of record for securities lending. 

Although Overstock’s investment in blockchain 
and cryptocurrency is encouraging, it currently 
represents a small and speculative part of the 
business. In the most recent quarter, revenue 
from nonretail operations represented just under 
1% of total revenue and 1.26% of gross profit. The 
company reported $5.9 million in net income 
losses for the quarter.

The company’s ecommerce operations have 
struggled with weak sales growth caused by 
competition from larger competitor Wayfair and 
changes to Google’s search algorithm. 
However, despite the challenges Overstock has 
faced, the company actually has value. In the most 
recent quarter, the company generated almost 
90% as much traffic as its larger competitor, 
Wayfair. The company’s recent investments in 
digital marketing will help it further increase 
traffic and customer conversion.

Finally, from a strategic perspective, Overstock 
may be a suitable acquisition target. On the most 
recent earnings call, Byrne suggested that he 
would be open to taking the company private or 
entering into a strategic partnership with a brick-
and-mortar retailer. 

Given the growth opportunity for the underlying 
ecommerce business as well as the potential 
opportunities with blockchain and cryptocurrency, 
I’m largely bullish on Overstock. However, given 
the recent rise in share price over the past month 
(about 25%), I’d advise investors to wait for a dip 
before buying this stock. 
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how to make a fortune
from this controversial trend

Al Capone had nothing on Joseph Kennedy. 

Most folks consider Capone the most successful 
gangster of the 20th century. 

He made a fortune during the prohibition era of the 
1920s. Capone ran his bootlegging empire like a 
corporation. He built a massive distribution network 
to transport illegal liquor. And he kept detailed 
records of the politicians and police on his payroll. 

But when he walked out of Alcatraz prison in 
1939, his empire had crumbled. Capone was still 
wealthy—he spent his final years in an upscale 
mansion in Palm Beach, Florida—but the massive 
fortune he had built was gone. 

As the Feds were bringing down Capone, Kennedy 
began building his own empire. By the early 1930s, 
he noticed that public and political views toward 
prohibition were starting to shift. 

Kennedy purchased “medicinal” whiskey licenses 
and set up import contracts with distilleries in the 
United Kingdom. He amassed a huge stockpile of 
liquor imports. 

By the time prohibition was repealed in 1933, 
Kennedy was making a fortune. His businesses 
raked in millions of dollars once alcohol became 
legal. By the 1950s, he was one of the 15 richest 
people in America. 

His fortune helped launch America’s best-known 
political family. It’s a stark contrast to the fate of 
Al Capone. 

Most folks would never compare these two men. 

But the fact is, Kennedy built a dynasty by selling 
the exact same product as Capone. 

The difference between Kennedy and Capone is 
surprisingly simple. It was all a matter of timing.

Kennedy got into the liquor business just as 
alcohol was becoming legal. 

He recognized the “special moment” that happens 
when a product gets legalized. It’s a super rare 
period when investors can reap massive financial 
rewards by getting in early.

The same situation is happening again now in the 
U.S.—this time with marijuana. 

Public opinion toward marijuana is shifting 
rapidly. In 1969, just 12% of Americans said 
marijuana should be legal. Today, over 60% of 
people believe it should be legal, according to 
public research giant Gallup. 

In 2014, Colorado and Washington legalized 
marijuana for recreational use. Since then, 
six more states (Alaska, California, Maine, 
Massachusetts, Nevada and Oregon) legalized 
marijuana for recreational use. 

Sure, there are naysayers.

Some people believe marijuana is a gateway to 
harder drugs. Easier availability could create new 
consumers who would have never tried marijuana 
otherwise. Plus, people tend to do stupid things 
on drugs, which could be harmful for people other 
than the user.
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There are tons of ethical questions that come along 
with the legalization of pot.

But there’s no denying that marijuana is about to 
become the next multibillion-dollar industry.

Marijuana is the third most popular recreational 
drug in America, after alcohol and tobacco. 
Alcohol is a $200 billion-a-year market. Tobacco is 
an $80 billion-a-year industry.

Early estimates suggest marijuana could become an 
$50 billion-a-year industry in less than 10 years.

As you’ll see later on, these numbers are super 
conservative, considering the tax revenue 
marijuana is already generating for early-adopting 
states like Colorado and Washington.

This will open the door to almost every state 
eventually approving marijuana for recreational 
use in the years ahead. And for investors, it creates 
a huge opportunity.

However, this industry is ripe with small-cap 
companies that will likely be bankrupt in a few 
years. In fact, some decided to add the word 
“cannabis” to their name just to profit from the 
growing popularity of this trend.

This doesn’t mean the entire industry should 
be avoided. It means that if we pick the 
right company, we’ll be getting into the next 
multibillion-dollar industry at a super early stage. 

A Massive Shift That’s Still in Its Early Stages

Last August, Dr. Sanjay Gupta, a neurosurgeon 
who became famous as CNN’s chief medical 
correspondent, announced he was changing his 
stance on medical marijuana.

“We have been terribly and systematically misled 
for nearly 70 years in the United States, and I 
apologize for my own role in that,” he said.

Four years earlier, he wrote a piece for Time 
Magazine titled, “Why I Would Vote No on Pot.”
Gupta’s recent statement flew in the face of the 
longstanding anti-pot views of the mainstream media.

He apologized for believing the arguments of 
organizations like the Drug Enforcement Agency 
(DEA) and the Food and Drug Administration 
(FDA), which list marijuana as a “Schedule 1” 
controlled substance.

Schedule 1 is the worst category of drugs. It’s 
reserved for substances with a high potential for 
abuse and no accepted medical use, like heroin and 
the date-rape drug GHB. To put this in perspective, 
the DEA and FDA put cocaine and phencyclidine 
(PCP) in the lower “Schedule 2” category.

Dr. Gupta’s change of opinion echoes an important 
shift in the public’s view on marijuana. People 
aren’t buying the longstanding argument that pot 
is a dangerous drug with no benefits.

Today, more than six in 10 people favor legalization.

We’ve reached a tipping point with respect to 
public opinion. But there’s a long way to go before 
the U.S. has an established, mature business 
environment for marijuana.

Over 35 states have legalized the medical use of 
marijuana, but it’s still illegal at the federal level. 
The government said it’s taking a “hands off” 
approach. If a state makes recreational marijuana 
legal, the feds will stay out of the way. The 
government won’t interfere with businesses that 
keep their operations in the states where pot is legal.

That’s because there’s a huge payoff waiting for the 
government when it happens.

Why Governments Will Love Pot

“Smoking causes lung cancer, heart disease, 
emphysema, and may complicate pregnancy.”

This should sound familiar to anyone who smokes 
cigarettes in America. It’s the Surgeon General’s 
warning found on the side of the box.

Smoking is bad for you. You know it. The 
government knows it. There are numerous 
studies linking tobacco to millions of deaths. Yet, 
cigarettes are still being sold in local stores.
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Why?

Because the government makes a huge amount of 
money from cigarette sales.

In 2016, Americans spent more than $110 billion 
on cigarettes, according to industry experts. 
And according to research website Statista, the 
government generated over $14 billion in taxes 
from this revenue. (This does not include the tens 
of billions of dollars in settlement payments the 
government also receives from tobacco companies 
every year). 

It’s a similar story with alcohol. Alcohol has also 
led to millions of deaths every year. But experts 
say our government brings in roughly $8 billion to 
$9 billion in revenue from taxing the stuff.

Federal and state governments let cigarette and 
alcohol companies keep selling their harmful 
products as long as they share the profits.

We are not saying that smoking a few cigarettes or 
having a few beers with friends will kill you. Nor 
are we saying you will die from smoking a joint 
with your neighbors.

We are simply pointing out that our government 
loves tax revenue. And marijuana is the next drug 
that will generate billions of dollars in revenue for 
the government every year.

This trend is starting already.

In Colorado and Washington (first two states 
to legalize marijuana for recreational use), tax 
revenues from marijuana last year totaled more 
than $220 million in 2016—much higher than 
most experts were expecting. 

I expect officials in other states to take notice of 
Colorado and Washington’s windfall. Even the 
most stubborn, socially conservative politicians 
will likely reconsider their anti-marijuana stance 
once they see the potential for $100 million-plus in 
new tax revenues every year.

Ultimately, the marijuana industry could become a 
$50 billion market. Assuming a conservative 25% 
tax rate, the government stands to collect more 
than $12 billion in annual revenues without lifting 
a finger. (This number does not include surtaxes 
or extra federal taxes that our government places 
on other drug markets including tobacco and 
alcohol).

As long as marijuana businesses pay their taxes, 
we expect the U.S. government will fall in love with 
its brand-new “cash crop.”

The Science of Pot as a Medical Miracle Drug

The benefits of legalizing marijuana extend beyond 
more money for the government. Scientists 
have also found that many of the chemicals in 
marijuana have distinct medical benefits.

Most folks think of marijuana as a purely 
recreational drug. They don’t realize that cannabis 
contains more than 70 chemical compounds 
that affect the brain in different ways. These are 
collectively known as “cannabinoids.”

Only one of these chemicals gets people high—
tetrahydrocannabinol (known as THC). It’s the 
only cannabinoid known to have psychoactive 
effects on the brain.

There are dozens of other compounds with 
their own properties. Some of these chemicals 
amplify the high. Others tone it down. Some act 
as antioxidants. Many professionals believe foods 
high in antioxidants reduce the risks of heart 
attacks and neurological diseases like Alzheimer’s.

Scientists are just starting to dig into the potential 
of the many non-THC compounds in marijuana.

For example, cannabidiol (CBD) has beneficial 
effects on the neurons that make up our central 
nervous system. Tests have shown that CBD 
reduces the psychoactive properties of marijuana. 
It also reduces the short-term memory loss that’s a 
common side effect of the THC in pot.
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Based on the early research, CBD has the potential to treat nervous-system problems like epilepsy, 
schizophrenia, and Parkinson’s disease.

Keep in mind, we’re not talking about smoking pot to treat diseases. We’re talking about analyzing the 
medical properties of the chemical compounds found in marijuana. 

As scientists learn more, there’s the potential for creating drugs that could become part of the standard 
treatment for conditions like epilepsy.

I’m talking about the kinds of drugs that generate billions of dollars in sales each year.

CBD is just one of over 70 chemicals in marijuana that could have major medical benefits. Some of 
these chemicals are known to have anti-inflammatory effects on neurons—a clear beneficial effect with 
applications in everything from mental disorders to age-related memory loss. 

Researchers are most interested in the stabilizing effects that these compounds have on the nervous 
system. If scientists can isolate the compounds and their effects, there’s massive potential for treating a 
wide range of conditions like anxiety and depression. 

Put simply, we’re only starting to understand the medical potential of marijuana. As public opinion of pot 
keeps trending upward, we’ll see greater acceptance for drugs derived from the plant. 

More important, it’s opening up avenues for creating new FDA-approved drugs—the kind responsible for 
building multibillion-dollar giants like Pfizer and Merck.   

And right now, there’s one company with a clear lead in the field.

The Best Marijuana Company in the World  

In 1998, the founders of GW Pharmaceuticals (Nasdaq: GWPH) secured a license from the U.K. 
government to grow marijuana plants.

Their goal was to study the medicinal uses of marijuana and potentially turn it into a “respectable” drug. 

Their research yielded a drug called Sativex. Sativex is an oral spray that delivers a combination of THC 
and CBD. The main use is for treating “spasticity” resulting from multiple sclerosis (MS). Spasticity is a 
common problem for MS patients. It involves uncontrolled muscle spasms and feelings of stiffness. 

There’s no cure for spasticity. MS patients try to reduce the severity through exercise and drugs—usually 
muscle relaxers.  

Sativex has been approved for the treatment of spasticity in 30 countries. GW Pharmaceuticals has 
partnerships with pharmaceutical giants including Bayer and Novartis to distribute the drug. 
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By itself, Sativex isn’t a major part of the story 
here. Despite being approved in 30 countries, 
Sativex sales were just $6.7 million last year. In the 
world of Big Pharma, that’s nothing. 

The important part is this:

GW Pharmaceuticals is the only company with 
experience commercializing a marijuana-based 
drug. It takes a massive amount of money, 
effort and experience to research, develop, test, 
manufacture and eventually distribute an FDA-
approved drug. 

In a world where marijuana-derived drugs will be 
hitting the mainstream over the next decade, no 
one is in better position than GW Pharmaceuticals.

In fact, the company is just months away from 
bringing its next drug to market.

Epidiolex is a cannabidiol-based treatment for 
epilepsy. After 10 years of research and development, 
the drug has shown effectiveness in reducing the 
debilitating seizures that define the disorder. 

GW Pharmaceuticals’ strategy is to enter the 
market by targeting some of the toughest cases of 
epilepsy in children. The first, Dravet syndrome, is a 
devastating condition affecting infants. The second, 
Lennox-Gastaut syndrome (LGS) typically develops 
in children around the ages of three to five. 

Dravet syndrome affects about 10,000 children 
in the U.S. LGS is more common, affecting about 
30,000 children and adults. Put simply, they’re 
both rare, severe forms of epilepsy that involve 
frequent seizures. 

At the annual meeting of the American Epilepsy 
Society last December, the company revealed 
positive Phase 3 data from clinical trials of 
Epidiolex in both Dravet syndrome and LGS. 

In short, Epidiolex reduces seizures by more 
than 50% in patients with Dravet syndrome. It’s 
also shown strong results in non-Dravet epilepsy 
patients, reducing seizures by more than 40% after 
eight weeks on the drug. 

GW expects to complete the NDA (new drug 
application) submission process by the end of 
October. They will complete a similar process for 
European approval by the end of this year.
 
If all goes as planned, commercial sales of 
Epidiolex will begin in 2018.

How big will sales of Epidiolex be? 

That will depend on a lot of variables. For one, 
pricing. Current expectations are for the price to 
be anywhere from $2,500 to $5,000 per month 
($30,000 to $60,000 annually). 

“Awareness” is another major factor in drug sales. 
That’s why there are so many drug commercials 
on U.S. television. GW plans to build a 60-person 
sales team to help market Epidiolex to thousands 
of doctors in the U.S.  

Market size is another huge variable. Besides 
Dravet syndrome and LGS, the company is 
working to get Epidiolex approved as a treatment 
for tuberous sclerosis and infantile spasms. 
The biggest opportunity is from patients whose 
epilepsy is resistant to current treatments. 
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Ultimately, the market for Epidiolex should be around 500,000 adults and children. That’s less than a 
quarter of the 2.2 million epilepsy patients in the U.S. 

At the low estimate of $30,000 per year, it would take only a fraction of that market for the drug’s sales to 
hit the $1 billion mark. 

However, the real potential is in the long-term.

The successful launch of Epidiolex could be the first step in securing the GW Pharmaceutical’s place as the 
go-to pharmaceutical company for marijuana-derived treatments. 

Source: GW Pharma Presentation

Ideally, Epidiolex will be the first of a number of drugs developed using GW’s “cannabinoid platform.” 

This platform could be a major source of new product candidates derived from the cannabis plant. 
As mentioned earlier, there are a host of neurological conditions that could be targeted, including 
schizophrenia and autism.
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In fact, GW Pharma has at least two other drug candidates that are in clinical testing for these conditions 
right now… 

Source: GW Pharma Presentation

GWP42006 is currently in a 162-person Phase 2 trial for the treatment of epilepsy. GW is also researching 
its effects on autism and Rett syndrome, another rare neurological condition that affects children.

Cancer treatment is the biggest market on GW Pharmaceuticals’ radar. The company tried to get FDA 
approval for Sativex as a treatment for pain in cancer patients. Unfortunately, the clinical trial results 
showed no significant benefit.

GW continues to research the effects of cannabinoids on cancer cells. It’s all pre-clinical stuff that is years 
away from being proven viable, but there’s a lot of exciting potential.

Keep in mind, it takes years to bring a drug from the preclinical stage to the commercial stage. The 
scientists at GW Pharma have spent years studying the beneficial effects of cannabinoids. However, the 
largest gains in biotech stocks usually come after a company receives Phase 2 or Phase 3 approval. 

GW Pharma is a great play on the legalization of marijuana. Today, there are over 35 states where 
marijuana is legal for medicinal purposes. I’m sure within a few years, nearly every state will legalize 
marijuana for medical use as data continues to improve.   

Also, there are just too many tax dollars at stake for these states to bypass. This will open up a huge market 
for GW Pharma, which is the clear leader in the medicinal marijuana field. 
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GW Pharma has massive upside potential. The company could generate over $1 billion in sales annually. 
Plus, GW will have patent exclusivity on Epidiolex for 7.5 years in the America. But new versions of this 
drug (made in liquid and solid form) could extend its patent out for at least another 10 years. 

In other words, GW will have the exclusive rights (no generics) to market Epidiolex for a very long time. 
That’s over $1 billion in potential annual sales for 15-plus years. And this only includes one platform, as its 
CBDV portfolio also has enormous potential!  

Turning to the fundamentals, GW is sitting on over $350 million in net cash. That’s a huge number 
considering GW’s market cap is just $2.7 billion. This cash will be used to aggressively fund future studies 
and bring its key drugs to the market.

GW has a top-class platform that’s showing the amazing medical benefits of marijuana. This is just the tip of 
the iceberg as marijuana for medical uses is being widely adopted not just in America but around the world.    

Based on my estimates, GW Pharma has over 100% upside potential. 

Position Size: 3%
Buy-Up-To Price: $103

Fair Value: $150—but if the company reports positive test results, the stock will surge above $200 a 
share (over 100% upside potential) 

Risks:
•	 Epidiolex fails to gain FDA approval
•	 Epidiolex fails to achieve commercial success
•	 Epidiolex fails to extend market exclusivity 

Any of these could result in the stock falling sharply from current levels. 

company ticker recommend date buy-up-to price price at recommend

Facebook Nasdaq: FB    01/01/2017 $125 $171.97
Natural Grocers Nasdaq: NGVC 0 2/01/2017 $16 $5.62
AeroVironment Nasdaq: AVAV 0 3/01/2017 $29 $49.02
Cypress Semiconductor Nasdaq: CY 0 4/01/2017 $ 16 $13.69
SM Energy NYSE: SM 0 5/01/2017 $ 25 $13.36
AT&T NYSE: T 06/01/2017 $40.50 $37.46
Delphi NYSE: DLPH 07/01/2017 $120 $96.40
Granite Construction NYSE: GVA 08/01/2017 $53 $55.23
Activision Blizzard NYSE: ATVI 09/01/2017 $75 $65.56
GW Pharmaceuticals  Nasdaq: GWPH 10/01/2017 $103 $97.67
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