
 

Audrey Cannata: 
Absolutely nothing that other people do or say to you is about you. It is a projec9on of their own reality. 
We're all living in our own worlds, in our own percep9ons, with our own truths. 

James Robert Lay: 
Gree9ngs and hello. I am James Robert Lay and welcome to episode 230 of the Banking on Digital 
Growth Podcast. Today's episode is part of the Behind the Cover Series, where today we are going to be 
taking you, the dear listener, behind the cover of The Four Agreements by Don Miguel Ruiz. Joining me 
for today's conversa9on is Audrey Cannata, opera9ons lead here at the Digital Growth Ins9tute and 
fellow reader who will be providing some perspec9ve around why The Four Agreements is such an 
important read, both personally as well as professionally. And this is a book, The Four Agreements, it is a 
book we oQen recommend to individuals as well as the teams who are on a journey to level up their 
future digital growth poten9al at their financial brand or FinTech. Welcome to the show, Audrey. It is 
always, always good to share 9me with you and go behind the cover together. 

Audrey Cannata: 
Thank you so much, James Robert. I am really excited for this episode today. 

James Robert Lay: 
It is going to be a good conversa9on. I know it's one that we are both passionate about, it as a book that 
we're passionate about. And before we get into talking with The Four Agreements, what's going well for 
you right now? What's good in your world? Personally or professionally, it's your pick to get started on a 
posi9ve note. 

Audrey Cannata: 
Well, I just finished reading Personality isn't Permanent by Dr. Benjamin Hardy. He talks about seVng 
goals and crea9ng habits. one of his recommenda9ons, believe it or not, is to wake up two hours earlier, 
start your day two hours earlier. And then end, go to sleep one hour earlier. I'm not going to lie. At first I 
thought it was quite a challenge. But once I gave it a try and got into the rou9ne, it has goXen easier and 
easier. I don't feel like I'm chasing the day anymore. I'm sort of addicted now to that sense of 
accomplishment and that pride for doing this. And so, yeah, I'm really grateful for that book. Definitely 
check it out. It's a great read. 

James Robert Lay: 
I think there's so much truth. And I think when we get into today's conversa9on, it's this idea of ancient 
wisdom and applying ancient wisdom in the age of AI, because these are truths that have... They've 
stood the test of 9me. And when you think of sleep cycles and circadian rhythm, and I am horrible at this 
so I'm just going to go ahead and put my confession out there for everyone to hear, I am a night owl. My 
brain finally turns on about 10 o'clock at night. It's when I do some of my best deep thinking and my 
wri9ng. I can easily push un9l 2, 3, 4 o'clock in the morning. And then I'll sleep for six hours, but it's just I 
have a different cycle. Although I'm curious how much of that is being driven by digital technologies, 
because if we disconnect from technology and we reconnect back with nature and we follow the natural 
paXerns of circadian rhythm, how much more produc9ve might we all be? So it's just a philosophical 
ques9on that I have right now, but maybe what's your take on that? 



 

Audrey Cannata: 
Absolutely. I think back, I used to teach history and we talked a lot about farming and ranching. Their day 
started when the sun came up and their day ended when the sun went down. And so if you think about 
how we operate now, the sun goes down and the night is s9ll young for many people. 

James Robert Lay: 
Yeah. And that could be taking a toll on just... I think geVng into another conversa9on that we've been 
having a lot around is flow state and almost how you need to be in tune. You need to be in touch with 
more of the natural cycles of rhythm. We'll call them the seasons of life. And seasons can be on a macro 
level. You have spring, summer, fall winter, but it also can be on a micro level to where you have sunrise 
and you have sunset. The more that we can, I say, tap into ancient wisdom and how ancient wisdom can 
be applied in the age of AI, this is how we maximize our exponen9al growth poten9al where we are 
con9nuously growing personally as well as professionally. And that's why today we're going to go behind 
the cover of The Four Agreements, which is a prac9cal guide to personal freedom by Don Miguel Ruiz. 

As I men9oned before, we're very passionate about this book. We oQen recommend it to individuals. We 
recommend it to teams who are on a journey to level up their future digital growth poten9al. You were 
the one who introduced me to this book. I don't think I've ever asked you this. How did you come across 
The Four Agreements? Because I always feel like there's an interes9ng story of connec9on. And there 
was that story of connec9on that you made too with this book of someone else online. So what's the 
story here of how this... Because it's like a giQ. I mean, it is like a treasure to be hold and it's already sold 
6 million copies. It's not a new book, but I mean, it's definitely out there for sure. 

Audrey Cannata: 
It truly is a treasure. So I was introduced to this book about a year or so ago during a Colby Workshop. I 
was geVng my Colby cer9fica9on and just talking about mindsets and how we operate. It just naturally 
came up. I think someone had it on their desk and just said, 'oh, this is a great book. You should check 
out." I looked into it. Immediately, I was drawn into it just by reading the blurb. Ordered it right away and 
just, I fell in love with it. And then not too long ago, I shared a post on LinkedIn. One of the ladies, she 
commented and said she's been thinking about reading it. Saw the post, decided to go ahead and read it. 
She ended up bringing the book on vaca9on. She's siVng by the pool, reading the book, the waitress 
walks by, no9ces the book and says, "Oh my gosh, that's my mom's favorite book. She's in geVng me, 
asking me to read it, telling me I should read it. I just haven't got a chance to, but you know what? I think 
I will now." 

James Robert Lay: 
Yes. Those small stories, they make connec9ons. They make connec9ons at a deeper level. Some call 
them synchronici9es. I think the more that we can look for those synchronici9es, those connec9ons in 
our life, that's where we find, I say, the true magic of everything. Because as I wrote about in Banking on 
Digital Growth, digital growth comes from connec9ons. It comes from rela9onship. It comes from 
communica9on. And before we break down each one of these four agreements and how they can 
empower teams to connect, to communicate even beXer and move beyond a lot of the conflict and the 
chaos that holds them back, that goes back to their early almost environments, why? Why take the 9me 
to read this book? And I would say specifically for this book, why take the 9me to not just read it, but 
think about it? Write through your thinking and then have some really good dialogue, discussion and 
discourse with others on your team into how what you're reading can be applied to maximize your 
exponen9al growth poten9al both where you're growing personally and professionally. 



 

Audrey Cannata: 
I think a lot of 9mes when we read a book, we close it, we finish it. We think we're done. We get it. Let's 
move on. But every 9me you revisit a book, whether it's through your wri9ng, through sharing it with 
others and having conversa9ons, new insights are gained that you didn't have before, especially when 
you're hearing the perspec9ves of others. That's my favorite thing is to talk about, "Oh, that's what you 
took from that? Well, that's the way I interpreted it." And it really opens up so many more opportuni9es 
for learning and understanding and growing. 

James Robert Lay: 
And that idea of the dialogue discussion, once again, if we're going to stay on this theme of applying 
ancient wisdom in the age of AI, that dialogue discussion, that's rooted in the Socra9c method 
developed by Socrates, to where you're not just reading something and puVng it away. You're learning 
more through the dialogue discussion and discourse with others. 
And it's what Napoleon Hill has wriXen about and I've talked about on this podcast, the idea of the 
mastermind to where you're bringing more than one mind, two minds, three minds, five minds together 
and you get an exponen9al factor of idea9on. And it's that idea9on where you're seeing things just a 
liXle bit differently than how you saw them before. Because if you think about what leads to 
transforma9on, what leads to future growth, is it is a very defined process that we have codified here to 
where you see different, you think different, you feel different, then and only then will you then act 
different going forward. Because when you see things differently, you're transforming your beliefs. Your 
beliefs then drive your thoughts. Your thoughts then influence your feelings. Your feelings then get 
transformed into reality through your behaviors and ac9ons. And then your ac9ons when repeated, well, 
that just becomes the predictable future. 

I think it's interes9ng to me when I read The Four Agreements was that the insights were rooted in the 
long tradi9on of the Toltecs. They were an ancient indigenous people of Mexico. I do find it interes9ng 
because when thinking about all of the ancient wisdom and applying it through the lens of the modern 
period that were in in the age of AI, what's your take on this? You're a big history buff. Why study? Why 
learn from the wri9ngs of the past to compliment what we're doing in the present moment? 

Audrey Cannata: 
Well, any9me you have historical evidence around something, it just makes that concept that much 
more credible. I think it comes down to iden9fying paXerns from the past, connec9ng them with the 
present. And when it comes to mindset, especially many of the ideas and concepts that we learned 
today really aren't anything new. Especially when we're talking with others or sharing or teaching others 
who might be a liXle bit resistant, we can say, "Hey, look, this has been around for centuries. This is not a 
new idea, a new concept." So I think it's a liXle bit easier to adopt having that past that we can pull and 
connect from. 

James Robert Lay: 
You're right. A lot of the wri9ngs of the past, they're not new when reading them in the present. But are 
we forgeVng or are we missing something? Because I know a lot of 9mes when we have some of these 
more, I would call them philosophical conversa9ons with financial brands in the Digital Growth 
University, they're like, "Ah, you helped me remember or you're helping me see something different." 
And they're like, "I already knew this, but I forgot." Why do you think that we might forget these basic 
truths, these basic principles that have such a profound impact on our future exponen9al growth? 



 

Audrey Cannata: 
Well, I think it comes down to a very simple old teacher saying, "If you don't use it, you lose it." It goes 
back to our conversa9on or your ques9on just a minute ago about once you read, you don't just put it 
down and you stop and set it away. Don't sit it and forget it. Keep it top of mind. Keep revisi9ng it. 
Otherwise, you're not going to be consistently living those ideas and those values because something 
else is going to come up and distract you and take away your mental energy. So the more you can revisit, 
get reminders, surround yourself with people who will hold you accountable, who share this common 
language to keep these conversa9ons and ideas going, I think that's where you're going to find the 
success. 

James Robert Lay: 
That's a great point. And you're coming back to the... You men9oned paXern matching before. I think 
when you start studying the past, history, whether it be actual linear history, which to be honest I'm not 
that much of a fan of, although I'll grin and bear it to get the paXern matching. I found that very helpful 
when thinking about the COVID experience and what we could probably expect and maybe even predict. 
I'll grin and bear it. I'm very intrigued by the humanity of history. There's the old proverbial ancient 
wisdom, "There's nothing new under the sun." It's like we have these paXerns and these cycles. We were 
talking about this yesterday in a 3D workshop for a financial brand in the Digital Growth University. I 
shared the perspec9ve around data. What is data? I think we forget. It's easy to think data's like 1s and 
0s, but no data is there's people, like that's- 

Audrey Cannata: 
What's behind those 1s and 0s? 

James Robert Lay: 
That's their digital fingerprint. That's their digital footprint, if you will. When you can look at data like 
that through an empathe9c lens thinking that that's an actual person or that is a group of people and 
you can begin to iden9fy the common paXerns that are causing common people pain, they're causing 
common people problems, look for that because that is the whole essence of applying the ancient 
wisdom through the age of AI. Because it's really, if you think about the ancient wisdom whether it 
comes from the Greeks, the Romans, the Toltecs as we're talking about here today with The Four 
Agreements, it's all rooted in human behavior, right? 

Audrey Cannata: 
Absolutely. It's paXern matching. And human behavior when you think about it over a macro level, 
there's a lot of paXerns. It hasn't changed over 9me. We s9ll operate the same. Of course our 
environment has changed. But our behaviors, these are things that have been around for a while. 

James Robert Lay: 
Let's keep this idea of just the environment and the impact the environment can have on each and every 
one of us, par9cularly around our rela9onship with money as we progress through this conversa9on. 
Because what I want to do is I want to break down each one of The Four Agreements for the dear 
listener for context and how these agreements can be applied as individuals, as teams, as organiza9ons, 
and maybe even externally through what we'll call a culture of coaching at financial brands and FinTech. 
And so The Four Agreements shared in the book are number one, be impeccable with your word. 
Number two, don't take anything personally. Number three, don't make assump9ons. And then number 
four, always do your best. So let's start off with the first agreement, be impeccable with your word. Break 
this down, Audrey. Why is this important to think about, to reflect on for a moment? 



 

Audrey Cannata: 
Okay. So my English teacher is going to come out here, but the word impeccable by defini9on means 
without sin. A sin is anything that goes against yourself or others. And when you think about the word, 
our word is our most powerful tool that we have as a human. There is no other being or animal on the 
planet that can speak, that can talk about their thoughts. So I think this one is really probably the most 
difficult to honor because in order to be impeccable with your word, you must first be impeccable with 
your thoughts, because your thoughts, the way Don Miguel Ruiz says, your thoughts, your intent 
manifests through the word. What you dream, what you feel and what you really are will all be 
manifested through the word. So your word can really be a double edged sword. It can create the most 
beau9ful dream or it can destroy everything around you. 

James Robert Lay: 
Yeah. There's two thoughts on that. One is another... It's not as I would say as ancient as the wisdom of 
what is being shared in The Four Agreements, but this book was wriXen almost 100 years ago in 1928. 
The book 9tle is Your Word Is Your Wand by Florence Scovel Shinn. I think how we talk, and this is idea to 
connect it back to what I was sharing before about digital growth, this is communica9on. How we talk, 
how we communicate, the words that we use either to ourselves, our self talk, or how we communicate 
with others will either build up, create, growth will be the result of that, or they can tear down and 
destroy. 

And when you think about the importance of being impeccable with your word, I think a lot of that 
comes from what we call is the three Ts for transforma9on. The very first one is telling the truth. Telling 
the truth to yourself about where you as an individual have been, you as a team have been, you as an 
organiza9on have been, where you're at today in the present moment and then where you want to go 
next. Because I think it's so easy to lie to ourselves and to lie to each other if we're not truthful at first 
and foremost with ourself. 

And when we lie, and I understand a lot of us tell a lot of liXle white lies here and there, but I heard a 
great analogy about telling a white lie. Don't think of it as a white lie. Think of it as just a splotch of mud, 
and you have rela9onships in your life personally and professionally. And when you tell just a liXle white 
lie, it's not a white lie, it's just a splotch of mud. You're just puVng a liXle splotch of mud on a glass, on a 
piece of glass between you and someone else. And over 9me, those liXle white lies, they begin to add 
up. So you can no longer see through the glass. Or if that glass is an actual mirror, you can no longer see 
your true self. And so being impeccable with your word, how do we prac9cally apply this in our day to 
day as an individual, maybe even as a team, as an organiza9on who is on a journey to level up their 
digital growth poten9al and maybe their exponen9al growth poten9al where they're growing personally 
and professionally. 

Audrey Cannata: 
Yeah. So like you said, being impeccable with your word is all about telling the truth, speaking with 
integrity. When you do that, you're able to create a trus9ng, a safe place, a safe environment, a 
respecjul environment where we can have conversa9ons. We can share ideas without feeling judged, 
without feeling insecure. So I think it's really all about crea9ng this safe place where people have the 
freedom to express themselves, again, respecjully. 



 

I think one of the areas that we talk a lot about in our coaching is giving yourself the freedom to say no. 
And that is a big concept for I think a lot of us to understand because many of us by nature, we're team 
players, we want to come in and be the hero. We want to help everybody out. But I think not saying no 
and taking on more than we can because we want to please others, that is not being impeccable with 
your word. That is not telling the truth to yourself what are you truly and honestly capable of. And it's 
not being honest to those that you're saying yes to. So I think remembering that it's okay to say no to 
certain tasks, to certain responsibili9es and just keeping that top of mind. 

James Robert Lay: 
Yeah. I also think about... And this is more of a modern philosophical perspec9ve of this, but now we're 
connec9ng the past with the present, it's Ray Dalio who runs the Bridgewater hedge fund. And he's had 
such a unique past few years through him sharing more of his... He's a very private man, but he wrote 
the book Principles and he's sharing more about his philosophy. One of his philosophies or his principles, 
if you will, is around radical transparency. It's around radical honesty. That can create some 
confronta9on, that can create some conflict. But when you approach it saying, "Hey, this is how we're 
going to get beXer together," that's what Ray is talking about, about crea9ng an idea meritocracy. to 
create an idea meritocracy, you have to be impeccable with your word. You have to tell the truth, but 
you're doing it from a place of kindness. You're doing it from how we end every podcast, by wishing 
people well. You're doing it from even a place of love. As St. Thomas Aquinas has wriXen, "Love is to will 
the good of another person." 

I was not always this way. I was not a truth teller. I'm s9ll learning how to tell the truth to myself 
probably more than anyone else now at this stage in my own life. But I am so grateful and fortunate that 
I live with a truth teller, and as you know, lean in. And it was so funny that we were talking before we hit 
record, John Crane, who will be the episode aQer this, he has a new book out. The reason he has a new 
book out is because he called me up one day. We're in an execu9ve coaching group together over at 
strategic coach with Dan Sullivan. He called me up one day and he said, "Hey, I'm thinking about wri9ng 
a book. I need to get your take on it." I was like, "Ah, I'm working on my second one" if that's that's a 
good enough answer. 

My wife literally took the phone out of my hand, has never spoken to this guy once before, but she knew 
the context of the conversa9on. She goes, "You think you want to write a book, huh?" And he said, 
"Yeah." And I cannot say what her answer was to keep this PG friendly, to keep this family friendly, but it 
was a bit of a harsh truth. I think it caught him off guard. But he sent me a message last week and he 
said, "This is what happens when your wife says this to me." And it inspired ac9on. And so I think, yeah, 
it takes prac9ce to become a truth teller for sure and it requires a group who is willing and open to tell 
the truth together, right? 

Audrey Cannata: 
Absolutely. I think we're all trying to be impeccable with our word, but all we can do is just keep 
reminding ourselves, keep it top of mind, just keep trying to improve day in and day out. But it is 
probably the hardest to control. Controlling your thoughts which then inform your words, it's a big 
challenge. 

James Robert Lay: 
This is how agreement number two comes into play. Don't take anything personally, because when you 
are impeccable with your word, when you do commit to tell the truth and you're open to others telling 



 

you the truth, agreement number two is perfect. Don't take anything personally, which once again if 
we're going to tell the truth here, this is the agreement that I probably have to work on the most in my 
own life. More so in my personal rela9onships than I would say professional. A lot of this comes back to 
just my environment, my upbringing, and how that shaped rela9onships or perceived rela9onships in my 
life. Why must we be mindful here with agreement number two, don't take anything personally? 

Audrey Cannata: 
So this agreement probably reached me more than any of the other agreements. It's something that I 
really, really took to heart and thought and reflected a lot about over the last year or so. It really has the 
power to transform your mindset, your rela9onships, and the amount of freedom, personal freedom you 
can experience if you really try to prac9ce this agreement. It can be a challenge because it requires you 
to be really self-aware, really know who you are, what your truth is and stop seeking valida9on and 
acceptance from others. There's a really powerful statement that Ruiz makes and it has stuck with me 
since the first moment I read it. He says nothing, absolutely nothing that other people do or say to you is 
about you. It is a projec9on of their own reality. We're all living in our own worlds, in our own 
percep9ons, with our own truths. 

James Robert Lay: 
Oh that is the hard part for me, more so personally once again, because I take on a lot of what people 
say about me. I think a lot of it is it's how it's said. It's the you statement. And then you have the 
indefinite of, "Well, you always do this" or, "You never do that." And for whatever reason, I get hyper 
triggered and I move into a defensive reac9ve posture instead of pausing, thinking, breathing, and then 
responding the other way around. So yeah, like I said, this is an area that I'm con9nuously working and 
growing in myself. 

Audrey Cannata: 
Yeah. Because when you take things personally, you're essen9ally agreeing with whatever that person 
has said. And so your natural response is to defend your beliefs, prove yourself, which then creates 
conflict, which then some9mes spirals into some unnecessary situa9on because you feel the need to 
make yourself right, make them wrong. But I think really trying to be immune to the opinions and ac9ons 
of others, it's a challenge, but it is very rewarding. I think too it's important to note that this isn't just 
true with nega9ve comments, even posi9ve ones too. If someone tells you you're the greatest in the 
en9re world, if you don't believe it, it's not true. 

James Robert Lay: 
Or if someone tells you that your greatest in the en9re world and you take that to heart, that can totally 
inflate the ego. 

Audrey Cannata: 
Exactly. 

James Robert Lay: 
And then you get high on yourself. And then that creates its own... And this is why I'm such a big believer 
in, I would say student and prac9ce the Stoic philosophies, because it's about essen9ally detachment. 
Probably for the last decade I've had this loop in my head and it gets louder some9mes and then it gets 
quieter other 9mes. AXached to nothing, detached from everything. AXached to nothing, detached from 
everything. Because when you can detach yourself from what one says to you of you and you don't 
aXach to it, you don't own that, because like you said that's their perspec9ve, that's their belief. And if 



 

you do agree with it, then you're valida9ng the perspec9ve. That leads us to number three here, 
agreement number three, don't make assump9ons. I'm not going to get too meta here, but I don't want 
to make an assump9on about what don't make assump9ons really means for the dear listeners. So I'm 
going to let you share what agreement number three is. Don't make assump9ons. Why is this important? 

Audrey Cannata: 
So this one's difficult because our assump9ons happen so quickly. Subconsciously. I mean the process of 
guessing is just this part of our unconscious part of our brain. Like a conversa9on that you just had on 
the podcast with Nancy talks about how our brains are trying to take a shortcut to process informa9on. 

James Robert Lay: 
Shortcuts. Yeah. 

Audrey Cannata: 
We crave answers. We feel uncomfortable when we don't know why something is the way it is or why 
something is happening or the reasons behind something. So our brain is going to move an overdrive to 
try to find a solu9on, find an answer whether or not it's valid, whether or not it's true, but we want to 
draw those quick conclusions to make ourselves more comfortable. But as we know by doing that, we 
can cause ourselves some really unnecessary stress and anxiety because we've decided something 
without knowing, without seeing it through, without asking ques9ons and clarifying, and then we let 
ourselves react to it. So then we're physically, mentally, emo9onally reac9ng to something that may or 
may not be true. 

James Robert Lay: 
I think there's also some major prac9cality here as to why we con9nuously conduct digital secret 
shopping studies for financial brands quarter aQer quarter aQer quarter and then in some cases we'll 
repeat a study annually, because somewhere along the line, someone made an assump9on about 
something when it came to a, we'll just call a digital consumer journey, or some copy on a landing page 
or an email or whatever. All of the different micro moments that maXer most within that journey, 
someone made an assump9on somewhere. And it wasn't with ill intent. It's just back to your point, the 
conversa9on with Nancy Harhut, our mind will create shortcuts. And so if we are approaching something 
as a subject maXer expert, we might err on a shortcut that it makes sense in our own mind. 

And I think this is where Colby comes back into play too. Because when we think about the idea of quick 
star9ng versus follow through, I'm being a three fact finder, two follow through, nine quick start, I'm 
naturally going to find ways to shortcut things. And that can create conflict with others, which is where I 
think coming back to being impeccable with your word, trying to communicate as clearly as possible to 
bridge the shortcuts because otherwise we're going to bridge those shortcuts with our own perspec9ve, 
our own experience. And this is like, if you tell someone half a story, they're going to finish the story 
within their own mind versus you have to take them from start to finish. 

Audrey Cannata: 
Yeah, I think just thinking about especially with rela9onships, whether it's personal or professional, we 
oQen9mes assume that other people know what we think or what we want. "Oh, they should know this. 
They should understand that. Why are they not doing this?" So I think it's important to also not assume 
that other people know what we're thinking, what we're wan9ng. I think it's important to note that a lot 
of 9mes we make assump9ons about ourselves, "Oh, I can't do that. Oh, I'm not good at that. I'm not 



 

good at money. I can't do this task.' So before we've even tried something or aXempted it, and I know 
I'm guilty of this 100% as I'll assume ahead of 9me that I'll not be good at something or I'll fail at 
something. And so that I won't even give myself the chance because I've already boxed myself into this 
behavior and then I'm believing it. And that goes back to not being impeccable with your word. 

James Robert Lay: 
Yeah. It's that idea of if you can create space to just pause and reflect and review the situa9on and the 
environment of the present moment, you have every possibility and every capability to posi9on or to 
pivot in a new path, in a new direc9on. And that brings us to agreement number four, which is to always 
do your best. Where's the opportunity to apply this agreement personally, professionally, as an 
individual, as a team, as an organiza9on? 

Audrey Cannata: 
So I love that this is number four because doing your best is going to really take those other three 
agreements that we talked about and really help make those deeply ingrained habits. Doing your best, 
for me, it's commit to being a lifelong learner. Set goals. I love the point that he makes and hear Ruiz 
about your best is going to change from moment to moment. Your best is going to be different on a day 
that you're sick or on a day that you're feeling healthy. I think it's important for a lot of us out there, and 
for me especially, I'm a liXle bit of a perfec9onist, if I don't hit a certain goal or I don't do something 
perfectly, one day I get down on myself and I get frustrated. We don't consider the environment and the 
context of our situa9on. 

Now I'm not saying this is an excuse to slack off, but just remember the situa9on that you're in and what 
your best is realis9cally at that 9me. When you're constantly doing your best, you don't have to... You 
can avoid that self judgment, that regret, that self abuse, which also puts us... That affects our mindset. 

James Robert Lay: 
And when you commit to do your best, and like you said, your best is going to be different at different 
points at different stages, I think of myself right now and had to do some work on this because I've been 
dealing with this shoulder issue for the past two months. That has impacted my ability to work out to 
where I was like, "Okay, I'm just not going to work out." And I'm like, "No, you can go do other things 
instead of liQing." And so it's like I had to reset what my best is right now based upon the present 
moment and be okay with that and con9nue to make progress against what this new best situa9on is. 

I want to come back to how we started this conversa9on as we start to wrap up here and really invite the 
dear listener to just stay with us a bit longer because we've been talking about The Four Agreements 
through the lens of being an individual of a team or working together as a team or as teams coming 
together as an organiza9on to be even beXer than what we were before so that we can achieve our 
exponen9al growth poten9al. But let's look at The Four Agreements as a tool for financial brands to 
coach and guide people beyond financial stress to get to a bigger, beXer brighter future. 

That's because I think one of the key lessons when reading through The Four Agreements comes back to 
what we've talked about a couple 9mes in our conversa9on, the role of the environment and how the 
environment around us in the present moment, but really more importantly, our environment of the 
past, how those environments influence us in the present moment. They influence our beliefs. They 
influence our thoughts, our feelings, our emo9ons, which then lead and then manifest themselves 
physically through our word, through the ac9ons that we take, our behaviors, our habits. 



 

We know when thinking about habit... And we've had some really good conversa9ons on the podcast, 
Audrey. I mean, this has been a big area focus I think in just our own studies here. We just talked about 
9ny habits in our previous conversa9on. We know when it comes to money, people's money habits that 
they have, their rela9onship with money in the present moment are deeply influenced by their 
environments of the past growing up. 

I'll be the first one to tell my story about that. I've shared this before on the podcast. And more oQen 
than that, unless we have a tool, I would say a framework, or maybe even more importantly, a helpful 
and empathe9c guide to see things differently than how we saw things before, we tend to live a preXy 
unreflected life. Knowing what you know now through your studies on just a habit in human behavior, 
where might The Four Agreements open up coaching opportuni9es for financial brands and FinTechs 
when thinking about the environment of our past and how those past environments greatly influence 
our behaviors, our ac9ons, our habits in the present moment around money? 

Audrey Cannata: 
Well, I think first and foremost, just the book alone, the thinking, it gives people the freedom and the 
outlet to start over. To blaze a new path, shiQ your mindset. It's never too late to take control of your 
situa9on, your financial situa9on, and flip things around. Dr. Benjamin Hardy talks about not leVng your 
past dictate your future. And that can be a big challenge because that's a lot of learned behaviors, 
behaviors that have been so ingrained in you that you've come to believe that it's just who you are. And 
thinking back on the last agreement, part of being the best is holding yourself accountable. That's also 
being impeccable with your word. But we know that holding ourselves accountable can be a true 
challenge. There is no one easier to lie to, in my opinion, than yourself. 

And someone like myself, who I don't have a spouse that I share money with or have these conversa9ons 
with to kind of be the voice in my ear or looking over my shoulder, it is solely me and I am responsible. 
There is nobody watching me when I swipe my card, what I'm spending it on frivolous or not. And so this 
accountability piece is huge for a lot of people. I don't even know that people are aware yet that they 
might be their own roadblock. And it could be as simple as financial coaching having that person to be... 
And not breathing down your neck, but be that support, be that check-in, hold you accountable. Have 
those conversa9ons so you don't feel like you're in it alone, you don't feel like you're lost and there's no 
one there to support you. So I think there's a huge opportunity around financial coaching. 

James Robert Lay: 
And as I hear that word, I think we need to be very careful with the word financial coaching, because I 
almost feel like that is too limi9ng of a growth opportunity for financial brands and for FinTechs to 
consider. And what I mean by that is so much of the conversa9on over the last decade or so has been 
around financial educa9on and financial literacy. I'm going to say like, what good has that done in 
reality? How has that transformed people's behaviors? How has that transformed people's, even deeper, 
their habits? How has that transformed people's beliefs around money? And back to your point about 
freedom, I think about the sub9tle of The Four Agreements. It is a prac9cal guide to personal freedom. It 
would be very interes9ng to see a prac9cal guide to financial freedom wriXen through the lens of The 
Four Agreements. And you're right, it's the accountability piece. 

I think the more that we can share openly and honestly, being impeccable with your word, what it is that 
we want and be okay wan9ng what you want because it's what you want. I think some9mes we want 
things and then we shut things down because of our environment, because we have something, 



 

someone from our past in our head saying, "No, you can't do that. No, you can't be that." And it's like, if 
we want it, we're going to have to make some transforma9ons of our habits, our ac9ons, our behaviors, 
our feelings, our thoughts, and ul9mately our beliefs. Everything comes back to that central theme and 
thesis of beliefs. Yeah, you can transform one's beliefs through doing some type of training, but the real 
transforma9on, as I think we've both have experienced and have seen with financial brands in the Digital 
Growth University, it's the training plus the coaching. That's where the real big transforma9ons happen. 
Why is that? Why can't it not just be training alone? But we have to add another component, another 
layer to transforma9on. 

Audrey Cannata: 
What's that quote? Knowledge isn't power, it's applied knowledge that's power? 

James Robert Lay: 
Yep. 

Audrey Cannata: 
You can know everything. You can learn it all. "Hey, I know a lot about finances. I know a lot about 
budge9ng. Does that mean I'm going to apply it in my personal life? My personal situa9on?" Not 
necessarily. I think there is a misconcep9on. "Oh, let's teach, teach, teach, but then what do we do aQer 
that?" I felt that way in the classroom. You could teach all day, well then when they sit down and take 
the test, that it's up to them to apply those skills and that thinking and that learning. There's not anyone 
to sit there and hold your hand whenever you're making these purchases. So the training and the 
educa9on piece is huge, but so is the accountability piece, or else you're just not going to do anything 
with it. 

James Robert Lay: 
Yeah, I think one more sobering thought to end on here is coming back to The Four Agreements of the 
book. And I say sobering, because it's what Don Miguel writes, "The ini9a9on of the dead creates 
profound clarity." Put another way, we got to live each day like it's our last day. I really connected with 
this because it compliments my own personal belief and prac9ce around memento mori, which in La9n 
means, remember your death. And that's rooted back to ancient Stoic wisdom. 

I get the idea that remembering, thinking about, reflec9ng on one's death might sound a bit morbid to in 
today's conversa9on, but I can't help but heed the words of William Wallace in the movie Braveheart, 
where he shares, "Every man dies," and I'll update this for modern 9mes, "Every man, every woman dies. 
Not every man or every woman truly lives.' Why thinking about The Four Agreements and the idea of 
transforma9on, whether that be personal, whether that be professional or as we're kind of shiQing the 
conversa9on wrapping up, whether that even be financial, why is it important to reflect on our future 
death in the present moment? And how could that be inspira9on to transform our behaviors, ac9ons, 
and habits? 

Audrey Cannata: 
I think it's so easy to get consumed and caught up in the day. I think about being a parent, my oldest is 
seven. I know it's cliche, but it feels like just yesterday, she was born. Time passes quicker than we tend 
to realize. And if we don't take the 9me to be inten9onal and to reflect and really appreciate the present 
moment, prac9ce gra9tude, set goals, try to find happiness and even the most mundane ac9vi9es, we're 
going to meet that 9me. James Robert, we're going to meet that death and have wasted 9me for lack of 



 

beXer words, not really lived our lives to the fullest. And again, I know this sounds cliche, but it is so 
powerful to take the 9me to think about these agreements and prac9ce them day in and day out and 
truly live a fulfilling, happy life. 

James Robert Lay: 
Yeah. And that's the whole essence of the four environments, the four seasons for exponen9al growth. 
We must create 9me to learn. We must create 9me to think. Of course we must create 9me to do. But 
when we get stuck in that rote, repeatable doing of whatever that is in life, whether that be personal or 
professional, 9me passes by. And that's why we must, probably most importantly, create 9me to just 
simply pause, review, reflect because it's through that review and reflec9on we can learn, we can think 
about what we have learned and then do even beXer going forward. 

Let's wrap this up. Let's get real prac9cal here. When you think about The Four Agreements, what is one 
small thing that the dear listener can do next to apply this thinking either for themselves, for their team, 
for their organiza9on, or maybe even for people in the communi9es that their financial brand or FinTech 
is crea9ng value for? 

Audrey Cannata: 
Pick one agreement that either you feel speaks to you, whether it's because it might be the hardest or 
you might think that achieving this might be the most rewarding. Just pick one agreement and really be 
inten9onal. Be inten9onal with it and think about it, write about it. Write it down every day for months. 
Do this for months un9l it becomes this more of a habit and more of a consistent way of thinking. But 
s9ck with just one. And then possibly move on to the next. I did this with don't take things personally. I 
didn't remember the other three agreements for the longest 9me because I just focused on this one. 
And then I got really good at it for a while. And so then I stopped and I said, "You know what? I'm going 
to move on to number three" and spend some 9me really being inten9onal with that one. 

James Robert Lay: 
Yeah, that's fantas9c. Just pick one, focus on it. And I recommend the book. It's an easy read. It is a super 
easy read. And it's one that you probably can come back and read at least once a year, because I think as 
you journey through your own life, whether they'd be personal or professional, you're going to be at a 
different place. You're going to be at a different stage. And when you come back and read it a second 
9me or a third 9me, because it is so easy and then you do some reflec9ve wri9ng, you do some dialogue 
discussion discourse with others on your team, I think you'll con9nuously unlock the magic and the 
treasure that is to be found within this book because that magic, that treasure, is ul9mately within 
yourself. 

Audrey, this has been a great conversa9on as always. I'm looking forward to the next one for sure. But 
un9l then, what's the best way for someone to reach out, say hello, connect with you and con9nue the 
conversa9on we've started here today/ 

Audrey Cannata: 
You could reach out to me on LinkedIn, Audrey Cannata. Love to connect, love to talk books. Feel free to 
share me what you're reading, your favorite books, and maybe we'll have a conversa9on on another 
episode. 



 

James Robert Lay: 
Absolutely. Connect with Audrey. Learn with Audrey. Read with Audrey. Ul9mately, grow with Audrey as 
well. What's the next book we're discussing? Do we know? 

Audrey Cannata: 
We are going to be discussing a book that you got me, Eat that Frog. 

James Robert Lay: 
It's a great book, easy read, super prac9cal about overcoming procras9na9on, another baXle of mine. 
I'm looking forward to that. Un9l then, and as always, be well, do good, make your bed. 


