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Why do people who do meditation and mindfulness practices come up with big ideas?  

The answer is simple.  When we clean up the inside, it makes the work on the outside that much 
easier.  But turning big ideas into action and results requires a different skill set, and that is the 
reason for giving you this short booklet.  

In just a few pages, it condenses practical leadership skills that have helped improve the lives of 
countless thousands who have read it in previous versions, especially in programs for developing 
young leaders.  Just as it has for others, I hope it can be like strapping jet engines onto your 
projects.  
 
A funny thing happens when we begin to practice mindfulness.  

A lot of unnecessary diversions in our lives that had been a big waste of time and energy, start to 
fall by the wayside.  As it does, we grow closer to our core and connect more and more deeply to 
our purpose.  Our spirit becomes more caring and compassionate, and we begin to notice the ways 
both simple and profound we can connect and make a positive difference in others’ lives.  Our 
talents and creativity blossom before our eyes.  This is the place where big ideas are born.
 
Travelling the world and meeting the best and brightest in the mindfulness field, I hear so often 
the frustrating reality check how high-intentioned ideas to better the world are not rising to their 
potential. I know entering that conversation that I can help.  

It is that zone when I feel there are no accidents or wasted experiences in life.  It is paying-it-
forward time to all the mentors and teachers who recognized something in me and shared with me 
the tools to turn big ideas into action and most importantly, results!  

Without them, my half-century’s work of creating national public service programs for 8 U.S. 
Presidents would have never happened. More specifically, it was responsible for creating 10 million 
jobs for low-income Americans.  It’s no exaggeration that it helped turn an initial $2,500 investment 
in revitalizing the waterfront of Wilmington, Delaware into $2 billion in redevelopment.

I may be a late bloomer in the world of meditation and mindfulness, but I bring to the table 
something else: a simple fail-safe formula to kick-start great ideas and make things happen. 

I hope it will be a godsend to all of those who work in this field for a more peaceful, healthier and 
happier world. It is not some secret, new fangled approach but a refresher course based on age-old 
know-how and common sense. 

I hope you will find at least one good idea in these pages that can be a difference maker.  

These materials are based on what I learned working with the eight U.S. Presidents.

They are simple concepts – mostly not taught in schools. 

Introduction
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They include vital tools to build your self-confidence, trust in yourself and make you a 
GlobeChanger. 

Believe in yourself. THINK BIG. 

Attitude: YES,I CAN!. 

Create a simple action plan. 

GET STARTED. 

These are followed by day-to-day skills that will help you turn your BIG IDEA TO CHANGE THE 
WORLD into reality. 

How to: Make an Elevator Speech. 
Write a Power Letter. 
Fundraise with Confidence. 
Telephone with Power. 
Effective Public Speaking. 
Write a Proposal to the President of Any Country. Among others. 

Over a ten-year period, these materials have been used and proven working with more than 20,000 
students in the United states. 

Good luck!
 

Sam Beard
June 2017
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Imagine that YouTube is offering $5 million to anyone with the best BIG IDEA TO CHANGE THE 
WORLD. What would your idea be?

Start with your passion. What do you care about? What excites your imagination? A member of your 
family might have autism, and you want to help. You have seen the tragedy of a veteran suffering 
with PTSD or other war related trauma. You see bullying in school. A nursing home is treating their 
senior residents shamelessly. And you want to help.

One inspiring example of two teenagers with big vision is Robbie and Brittany Bergquist. In the 
early 2000’s, they had family friends and relatives who were serving in the American Armed Forces 
in Iraq. When they saw a soldier on television that had built up a $7,000 cellphone bill calling home 
and couldn’t pay it, they swung into action. They started car washes and paid off the bill. Eight years 
later, Cellphones for Soldiers had a partnership with AT&T and General Motors, and the Bergquists 
were responsible for 150 million free minutes of soldiers calling home. 

There are thousands of ideas and possibilities. The starting point is to search your inner core. 

What is your BIG IDEA TO CHANGE THE WORLD?

BIGTHINK

BIG
THINK
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Too many people talk, and never get started. Some lack the courage to trust their intuition. Believe 
in yourself. 

IF YOU THINK YOU CAN, YOU CAN. 

A positive attitude throughout your life opens so many doors and creates opportunity after 
opportunity.

ATTITUDE YES, I CAN!
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We agreed. To attract 10,000 people, we settled on five essential elements for success. They were:
   
Research                    Study other water festivals. 
Review other successful waterfront revitalization efforts.
   Become an expert.
 
Food                       A festival needs food.  

Entertainment      A festival needs music.

Water Games        You can’t have a water festival without water games.

Marketing              You need a system to attract the 10,000 folks.

We followed these simple steps, and 10,000 people showed up the first year, and then the festival 
grew to 20,000. As promised, businesses started moving to the waterfront.

CREATE YOUR SIMPLE ACTION PLAN
YOUR ROADMAP TO SUCCESS

Take your BIG IDEA and divide it into four, no 
more than five, simple, powerful and doable 
Action Steps. Then, under each, identify the one 
to four sub-steps necessary to succeed. 

The magic of this training is to limit your plan to 
four to five ideas.

Ask yourself, “What four or five major things are 
necessary to succeed?” Start thinking at a high 
level. Don’t get into the weeds. 

Divide your BIG IDEA into simple, doable steps.

As an example, to revitalize the waterfront 
in Wilmington, Delaware, the experts agreed 
that we should start with a water festival. The 
experts said, “People are naturally attracted to 
waterfronts.  Organize a water festival and the 
economic development will follow.”
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Many people talk and talk, and nothing gets done. Start by THINKING BIG. Have the attitude, YES, I 
CAN! Create your simple action plan. Then: GET STARTED. 

Once you commit to action, your project will take off.

GET STARTED

8



The “Elevator Speech” is a 30- to 60- second oral presentation 
to motivate and enlist team members, participating organizations 
and funders. The elevator speech is a tried-and-true technique 
you can use to impress someone. Imagine that you are riding in 
an elevator with a movie star, a professional athlete, or a multi-
millionaire. 

As the elevator goes from the tenth floor to the first floor, you 
have just 60 seconds to explain who you are, what your plan is, 
and to get this person to help you. 

Choose powerful words to present your idea in a concise and 
compelling way. 

Learning how to write, practice and deliver a one-minute elevator 
speech is one of the most valuable tools that we hope to deliver. 

The elevator speech is an essential marketing tool to build your 
team and raise the money to implement your project or business.

The

Elevator
Speech
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The Statement of Purpose is one to two pages – maximum. 

This sets out your vision and answers all the basic questions about your project. The What? The 
Who? The How? The When? 

The Statement of Purpose is as important as the elevator speech. In one or two pages, you’ll 
answer people’s questions. 

People want to know that you have an important BIG IDEA and a clear plan. People are attracted to 
SUCCESS. 

If they think that you are scatterbrained, or if they think that you are just talking and not serious, 
they won’t help. 

Statement Of Purpose 

Statement Of Purpose
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A properly designed flyer will invite people to leap out of their chairs and help you. 

The basic elements of a successful flyer are:

 • A headline that presents your powerful message
 • Visuals that capture the viewer’s attention  
 • Words that generate excitement
 • Basic information about your project and your team 

Your flyer should be easy to read, simple and uncluttered.

Statement Of Purpose Create A Motivating Flyer 
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There are many different ways to write a power letter, but they all employ the same tried-and-true techniques. 

 • Be certain that you start with your BIG IDEA. 
 • Grab your reader’s attention in the first paragraph. 
 • Describe your project succinctly. What two or three main points do you want to communicate?
 • Make the ask. Tell the reader what you want early on.
 • Include all the details your reader will need. What? When? How? Where?
 • Wherever possible, include the names of key people who are participating.
 • End with a thank you, and list the next steps you’d like your reader to take.

WRITE A POWERFUL LETTER
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Almost everyone hates fundraising. People feel embarrassed about asking for money. They are 
afraid of rejection.  

And yet every non-profit and every for-profit business requires resources and money.  

Gaining the self-confidence and courage to fundraise is an invaluable lifelong skill.
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Everything starts with your powerful idea. 

Your idea needs to be compelling so that donors will want to help you. 

Examples of powerful ideas are:

 • Fulfill the wishes of children dying with cancer 
  (The Make A Wish Foundation)
 • Build homes for low-income families (Habitat for Humanity)
 • Protect our environment and save clean water 
  (The Sierra Club)
 • Your passion. What excites you?

Your BIG

IDEA
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Polls show that most people fear public speaking more than dying. However, the ability 
to organize your thoughts and present them in front of others in a convincing way is an 
essential skill in almost any career. 

For the most part, to achieve your dreams, you will greatly benefit by practicing to 
become a convincing speaker. 

The good news is that you are in the same starting position as everyone who came 
before you. Speak at every chance you get. 

The more you speak, the more comfortable and better you get at it. If you are passionate 
and well versed speaking, you will be authentic and convincing.      

Passion and power 

A recurrent theme in every message is to THINK BIG. Believe in the Power of Your Idea. 

A good speech starts with having something important to say. Your passion will inspire 
your listeners.

Become an expert 

If you care about your topic, you will research your idea thoroughly. 

There is no real substitute for knowing what you are talking about. Internet can be 
invaluable to research almost any topic and identify the main points/concepts and 
supporting facts for each. 

Simplify by asking what are the three major concepts that define your idea? 

What are the compelling facts that back up your viewpoint? 

What are the three major arguments against your idea? 

What facts best support the opposition? Researching the arguments against your 
viewpoint helps to strengthen your presentation.

Everything starts with your powerful idea. 

Your idea needs to be compelling so that donors will want to help you. 

Examples of powerful ideas are:

 • Fulfill the wishes of children dying with cancer 
  (The Make A Wish Foundation)
 • Build homes for low-income families (Habitat for Humanity)
 • Protect our environment and save clean water 
  (The Sierra Club)
 • Your passion. What excites you?

Effective Public Speaking 

IDEA
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The art of powerful telephoning is learned over the years by doing it. 

In calling a corporate president/CEO, or any individual, there are three keys to success.

 • People respond to a powerful idea well presented:
  No ers or ums. Energy. Excitement. Positive Attitude. Practice being powerful and   
  short.

 • Consider that the telephone call is an athletic event. 
  The winning shot requires laser-like focus and speed. 
  In sports, you win or lose in the last 30 seconds. 

 • Be very pleasant and endearing to the president’s/CEO’s assistant. He/she is the gate 
  keeper. If the gatekeeper likes you, you get in. 

KEY ELEMENTS

THE ASK  Exactly what do you want? Write it down.

THE GOAL             What are your two to three key objectives.
                                    Choose powerful words. Be succinct about what you want to happen.

ATTITUDE  Ramp up your energy and intensity. 
                                    Sit up and sit on the edge of your chair. 
                                    Practice your presentation out loud.
    No ums or ers. Talk with energy and excitement.

PERSONALIZE Research each person you meet beforehand. Use Internet. Include something 
personal about the CEO or donor.
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Sam Beard took 30 years to learn that the best way to involve other people is to listen. 

The best way to their heart and mind is to show sincere interest in their name, their family, their 
dreams, their ideas and their interests.

Billionaire John Rollins loved saying, “God gave you two ears and one mouth on purpose.”

Dale Carnegie and Brooke Astor

Dale Carnegie published How To Make Friends and Influence People in 1936.  His practical advice 
is as powerful today as it was more than 70 years ago. When Carnegie dined with Brooke Astor, 
one of New York’s leading ladies and influencers, he never said a word about himself. 

All evening he asked her to tell stories about herself. For weeks afterwards Mrs. Astor told everyone 
that Dale Carnegie was one of the most interesting people she had ever met.

If you can remember this simple anecdote, you will be measurably more liked and successful.   
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Many people have big ideas. Only one in ten gets started. 

Then many projects falter because they are poorly managed, or because participants fail to follow 
through on their commitments. 

A key ingredient to a successful project or business is managing your way to results. 

Effective management involves:

 • Setting an agenda
 • Running a tight meeting
 • Involving the team
 • Delegating
 • Following Up
 • Encouraging people. Thanking them. Engaging them.

There is no surefire method, but listening to every member, giving every member specific tasks, and 
then managing to assure that each member completes the expected action - are all essential.

Manage To Results 
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When Sam Beard wrote his first proposal for President Richard Nixon in 1969, he developed a simple 
formula for proposal writing. This format has worked for almost 50 years and has led to presidential 
programs for the last eight presidents. 

There are many approaches to proposal writing. Others will have different formats. But, with minor 
variations, the basic elements will be the same. 

YES, I CAN!
Sam Beard was a hard-working C + average. Sam is no genius. 
If Sam can enlist the presidents, so can YOU. IF YOU THINK YOU CAN, you too can write a proposal 
to any President anywhere in the world.

THE BASIC ELEMENTS
The basic elements in the propsal are:
 • The Cover Page
 • Table of Contents
 • Statement of Purpose
 • The Ask – What Do You Want From Me?
 • The Picture/Chart
 • Advisory Board/Board of Directors of Prominent Endorsers 
 • The Implementation Plan: Step-By-Step 
 • The Timeline: Step-By-Step
 • The Budget
 • Bibliography and Supporting Letters

Manage To Results 
How To Write A Proposal 
 To The President Of The United States – Or Anyone Else
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Where To For More Help

If you like this information,  join us at

w w w . s a m b e a r d g i f t . o r g
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