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“Remember always that you not only have the right to be an individual,  

you have an obligation to be one.” - Eleanor Roosevelt 

Let me begin by sharing the story of how Individual Advantages (IA) became what it is 

today. Individual Advantages has been the name of my company since 1996. My inspiration for 

the name has escaped many people through the years, including my wife, René. In fact, she 

recently told me that for the first twenty-one-plus years of our company’s existence she 

misunderstood the name. This revelation came during one of our morning coffee conversations 

while we were discussing the title of this book.  

While I have always understood the meaning behind the name Individual Advantages, we 

have often struggled to have a solid identity because of this name. Countless people have said to 



me, “Can you not create a better brand than ‘Individual Advantages’?” Even more frustrating 

was the confusion on people’s faces when I explained what Individual Advantages was: a 

company that helped other companies understand the correlation of people, process, and 

technology, and the advantages each of these individually has within the workplace. This was 

how I explained the name in the early years. Looking back on this explanation, it still makes 

sense to me, though now I understand why people would look at me with confusion in their eyes. 

In the early years, I found it difficult to create our best public image while still keeping 

the true meaning of IA. For me, Individual Advantages was never about a name but about my 

belief in what actually makes companies viable: the individual. Through the years, I played 

around with names and logos that I hoped would help our clients and potential clients realize 

who we are and what we do. While doing this, we as a company (Individually) continued to 

apply our tried-and-true approach to solving business problems posed to us by clients; creating 

advantages for them continued to be the end result. 

The other names we tried never captured the true message of IA; in fact, I felt those 

names lost a certain amount of who we were as an organization. In the mid-2000s, we tried 

Business Efficiency Group. While that name said, in part, who we are and that we help 

businesses, it did not express our beliefs. In 2009, we again tried a new brand: YourBizDr.Com. 

This brand did get quite a bit of hype, and its success has paved the way for this book to be 

written and for me to share the true value of who we have always been: one of many Individual 

Advantages for our clients. 

The name YourBizDr.Com came from my close friend Kevin, who called me the “Biz 

Doctor” and suggested that we could apply our practices via virtual services to more people. And 

so we did. From 2009 to 2014 we helped over eighteen thousand business owners, managers, and 



employees realize their individual advantages all through virtual services. However, each time I 

found our company falling back to our foundation: Individual Advantages. In 2014, when we had 

the opportunity to sell our virtual consultancy, I was relieved. It’s hard to consult to such a large 

group of clients and affect viable change over the Internet. Working shoulder to shoulder and 

helping our clients understand their individual advantages and that of their department, division, 

or company is the way I prefer that IA functions.  

In 2017, I listened to my team and we changed the name of our consulting operations 

group to IA Business Advisors. Still, this is only a DBA of Individual Advantages, LLC. For 

years, our clients referred to us as IA, and I appreciate the simplicity it offers our team and our 

clients. As I write this book in early 2018, individual advantages have been created for well over 

eighteen thousand clients in all fifty states and more than thirty-two foreign countries. While I 

have remained true to my philosophies of consulting, our organization has grown to a family of 

forty-two sister companies, all using the IA way, and all are viable and profitable. 

Individual Advantages, as you can see, has been a journey for me, my family, and the 

people who have worked with me these past twenty-two years. Defining your individual 

advantages truly will be a journey for you. My goal is that you will take away from this book a 

plethora of individual advantages, the most important being that you are the single most 

important individual advantage in this world. It is through you that other individual advantages 

are created and realized by other individuals.   

What Are Individual Advantages? 

Well, each of us is individually a part of something that is itself, also, Individual. 

(Remember earlier when I discussed the use of lowercase i and capital I “individual”?) For 

example, a group of individuals create one Individual family; a group of individuals create one 



Individual country; a group of individuals create one Individual world. One individual is part of 

multiple Individuals; a child is part of one Individual family, but that child is also part of one 

Individual class at school. 

As individuals, we each have our own, personal advantages, and through our own action 

we also create advantages for other individuals. Advantages are created by our influence over all 

that we interface with. Those we influence and those we are influenced by all create advantages 

for one another. When we work with other people, we become an Individual working toward 

achieving a singular goal. Each day is made up of interactions between and among many 

individuals and Individuals, and it is this choreographed task of communication and decision that 

creates the individual advantages that propel us in life. We are about to identify, in this book, 

how to better understand your own individual advantages, in every variation, and how those 

advantages create their own unique set of opportunities and advantages for other individuals. 

Advantages are the result of who we are; our actions and what we say have influence over all our 

interactions. 

So, if advantages are born out of us, either individually or collectively as an Individual, 

what are they? Are advantages something we can use physically? Yes. Like being tall or strong. 

Are advantages something we can trade? Yes. You can barter, in a way, your own advantages to 

receive advantages that others have in return. If you are very tall and someone shorter than you 

needs help reaching something, you are able to use your height advantage to help that person. 

This act of kindness may propel the other individual to share their own advantages with you or 

with others. Kindness is an individual advantage; being kind to others can help build other 

advantages for the individual giving and receiving the act of kindness.  



Are advantages an emotion, verb, or noun? Failure can be an advantage. Failure is 

something we learn from, and it teaches us lessons about whatever caused the failure and what 

comes next. Failure creates opportunities, which are advantages to be “taken advantage of.” 

Happiness is an advantage over sadness. Action is an advantage over inaction. Decision to act on 

something is an advantage over being indecisive. The advantages we create are all these things 

and more. Advantages have the ability to propel us forward in life, but they also have the ability 

to hold us back when we do not choose to act upon them when they are presented to us as 

opportunities.  

Think of advantages as capital to be used with other individuals. Some people are born 

into money; their advantage is that they do not worry about how to pay for things like education 

or material items. These individuals may appear to have more advantages than a child who is 

born into a poor family. However, the lives of these seemingly advantaged and disadvantaged 

people are not necessarily defined by the advantage of money. Money can be an advantage just 

as lack of money can be an advantage; however, not all advantages are identified by a monetary 

value.  

Affluent children may face challenges such as drugs or envy. They may grow up to be 

pretentious or sheltered from certain things that would give them more advantages or take away 

from their advantage. They may feel the need to keep their affluence and make decisions that 

will destroy them emotionally or, at some point, physically. Poor children, while lacking money, 

may have the advantages of a family or community that teaches children the values that brought 

them into this world. They may learn how to be more resourceful because of this lack of money. 

They may also learn how to need, through hunger or other physical challenges. These challenges 

will create advantages for them, such as the inspiration and drive to become something more. 



They may yearn for an education, instead of taking it for granted. That yearning is their 

advantage, and it is the advantage they will pass on to those they influence. Most advantages—

empathy, patience, friendship, opportunity, education, and maturity, to name a few—come from 

within and are far more valuable than money. 

We are going to explore your own individual advantages and how you can use them in 

the most positive way possible to hold influence in your own life and in the lives of others. Quite 

literally, everything we say, do, create, think, feel, and pass on to others becomes an advantage 

for you and those you influence.  

We will begin this process through self-reflection—being honest with oneself. 

Identification of the individual we have total control over will lead us to understand our ability to 

influence our collective Individuals that we interact with daily. The influence we have will 

determine our ability to be successful within the areas where we choose to be active. This book 

will help you define your individual advantages, the influence you have over other Individuals, 

and the advantages you bring to them. 

Opportunities vs. Advantages 

How many times have we looked back at our life an hour, week, month, or even years 

later and said to ourselves, “I shoulda, coulda, woulda . . . .” First of all, if you didn’t do it then, 

it was not time for you, and had you done it, most, if not all, of the great things in your current 

life may not exist today. For example, I believe I could have played professional baseball. I am 

certain that had I applied myself, I too, like a classmate, would have been drafted to the MLB to 

play baseball. Sounds great, but then I would not have learned the lessons I did, and this book 

would not be written in the context it is today. I would not have my three amazing children or my 

loving wife, René. Wishing that you did something in the past is destructive thinking. Life is a 



journey of many roads and many seasons; opportunities are life’s way of giving us the lessons 

we need to reach the places we were intended to be at a certain moment in time. How often have 

you been presented with an opportunity that repeats itself, but you took it days, weeks, or months 

later? The lessons and goals you reached were a sort of destiny. 

Opportunities confront us almost every day. An opportunity is really a chance to do 

something. To best describe what opportunity is, let’s use the sales analogy. Pretend you are a 

car salesperson, and a couple walks in ready to buy a car; that couple offers you an opportunity 

to sell them a car. Another analogy: When you enroll in school and you read the list of classes 

that you can choose from; you have an opportunity to choose your educational path. 

Opportunities can become advantages; opportunities are advantages that should be “taken 

advantage of.” Advantages, by themselves, are created by our influence over all that we interact 

with. I once had an opportunity to make a presentation to a very large hospital in Denver, 

Colorado. My company was competing for a large Medical Information Systems integration 

project that would require a lot of technical and organizational change scope work. The chief 

information officer (CIO) of the hospital decided it would be a good idea to interview the four 

remaining competing companies as a group.  

We all knew that we were going to be having this group interview, but we did not know 

who we would be competing against. My company had been working with this hospital for a 

couple of years, but our involvement was limited to single issues that were reactive, not 

proactive. This project was a long-term strategic initiative that would require resources and even 

more technical and organizational skill than our currently provided reactive consulting services. 



When I walked into the hospital, I immediately knew I was the underdog. My firm was 

by far the smallest of the group, one-third to one-tenth the size of the companies we were 

competing against. I knew each one of them very well. 

The opportunity of the interview changed when I was afforded the advantage of going 

last. The advantage of going last is what turned this opportunity into an advantage. We all had a 

stellar record of achievement when it came to the scope of work we were being asked to perform. 

As I sat there listening, I knew that at the end of the meeting I would need to make myself an 

orange in a basket full of apples; I needed to use my advantage of going last. 

My opportunity to present my company began with the same background discussion 

everyone else used. I could see the eyes of the client’s team begin to glaze over as I droned on 

about why my company should be chosen. At that point, one of the client’s team members came 

right out and said to me, “Brian, your company is smaller than the operating divisions of your 

competitors. Why should we choose your team over theirs?” 

Advantage is a funny thing, and using your advantages properly is often an opportunity in 

and of itself. That one question from the client established how to use my advantage of going last 

effectively. I looked at the questioner and then at my competitors, all of whom I had met and 

competed against time and time again, and answered, “Because my team has trained every 

person on their team how to do this project. So do you want the students, or do you want the 

teachers?” 

You see, we had a training center that trained consultants from around the world. We had 

a tag line at the time: Our Trainers Consult and Our Consultants Train. To work for our company 

as a consultant meant that you also worked for us as a trainer, and we literally trained a good 

segment of the market in the services needed by this client.  



The journey within this book will show you how to create individual opportunities, how 

to turn those opportunities into viable results for you and those you influence, and why having a 

complete understanding of the individual advantages that influence your life will help you and 

others to be better now and in the future. 

We will identify how to realize the importance of the individual you influence or who 

influences you. Realization that, in all success, there is more than I. There is nobody on this earth 

who can claim that they are successful on their own, although we each play a key role in our own 

success. Some people call this being humble. I prefer to call it realization that in our own 

importance, that importance was created by other individuals with similar importance. There are 

still leaders and followers, primary roles and supporting roles. But each is important, and 

forgetting about those who got us to where we are in our journey devalues our individual 

advantage to ourselves and others. 

Individual Advantages, as you will see, is about self. It is about image. It is about others. 

It is about influence. It is about prosperity. It is about acceptance. It is about structure. It is about 

accountability, and it is about teamwork. This book is the foundation of what I have been 

applying and teaching people for over twenty-two years. I have raised a family on these 

principles, a family secure in who they are and where they are in life. I have shared this way of 

life with my wife, René, for almost twenty-eight years. I have built more than fifty additional 

companies I personally owned and helped thousands of others with my original company, 

Individual Advantages.  
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