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Learn To Embrace Pain To Avoid Suffering
by Brian K Wright

Brian W:  Welcome, Brian! Did you 
envision way back when that you 
would be where you are today?

Brian B:  Absolutely not. There are 
elements of my life that have been 
a complete surprise, and other 
portions that haven’t. It’s been a 
really interesting journey, and I’m 
looking forward to digging in with 
you.

Brian W: Absolutely. It started 
when you were a lot younger. You 
had something pretty traumatic 
happen to you. Tell us about that.

Brian B:  Imagine walking out of a 
store and as you’re walking to your 
car, you turn your head and see a 
truck barreling across the parking 
lot toward you at 40 miles per hour 

with no time to react. That’s where 
this portion of my story begins.

I went to Walmart with my mom 
and my brother to get a one-inch 
paint brush. We were leaving the 
store and heading back to the car. 
I was a few feet ahead of them and 
got to the car first, and waited for 
Mom to catch up to me and unlock 
the door.

While this was happening, a truck 
pulled up in front of Walmart. The 
driver and the middle passenger 
got out, and the passenger all 
the way to the right felt the truck 
moving backwards. So, he did what 
any one of us would do, and he 
moved over to put his foot on the 
brake, but instead he hit the gas. 
A combination of shock and force 

threw him up onto the dashboard 
and before you know it, he was 
traveling 40 miles an hour across 
the parking lot right at me.

We were parked in an end spot. 
He went up and over the tree in 
the median, and hit our car. I was 
holding onto the handle of our car, 
waiting for my mom to unlock the 
door. It threw  me to the ground. 
The truck ran over me diagonally, 
tore my spleen, left a tire track scar 
on my stomach, and continued on 
to sever my left arm completely 
from my body.

I was lying there on a 115-degree 
day, August 10th in Phoenix, with 
the asphalt adding another 10 to 
15 degrees, and my arm was now 
15 feet away from me sitting in the 
middle of the parking lot.

I had the honor of interviewing Brian Bogert recently, and we talked about a lot of great 
topics, including the horrific accident that happened when he was a child, selling his share 
of a partnership, embracing pain to avoid suffering, his coaching and speaking career, and 
much more.
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My guardian angel walked out 
of the Walmart right when this 
happened. I didn’t know her, but 
it was a nurse and she recognized 
the life and limb scenario that was 
in front of her. She rushed over and 
immediately stopped the bleeding 
on my arm to save my life. She 
simultaneously instructed some 
innocent bystanders to run into the 
store and grab a cooler. She got my 
arm on ice within minutes to give 
me a fighting chance of also having 
my arm reattached.

I was fortunate and blessed to 
have a surgeon that understood 
this wasn’t going to be a one or 
two surgery ordeal, but would be 
probably 15-25 surgeries.

He went through a really strong 
process with awareness and 
intentionality to start to rebuild my 
arm.

In all the time that I’ve been 
speaking and coaching, what I’ve 
realized is it’s important that we 
pause and recognize the lessons 
we can extract from our stories, 
and then become intentional with 
how we apply those in our lives.
 
I’ll share with you two primary 
lessons that I learned through this 
experience.

One, I learned not to get stuck by 
what had happened to me, but 
to get moved by what I could do 
with it. And the second wasn’t one 
that I realized until far later when 
I reflected back at the countless 
hours of sacrifice that my parents 
made to strengthen me, to save my 
life, and to save my arm.

During those unrelenting medical 
treatments and years of physical 
therapy, what they were doing, 
whether intentional or not, was 
ingraining in me a habit and a 
way of living. They taught me to 
embrace pain to avoid suffering in 
my life.

And it’s that same concept that 
I’ve used to not only overcome 
this very unique injury, but also 
how my business partners and 
I built our last business from a 
quarter million of revenue to over 
$15 million of revenue within the 
span of a decade. And how I’ve 
helped hundreds of individuals 
and businesses be able to become 
more aware, more intentional and 
who they already are their most 
authentic selves.

Brian W:   I can’t imagine everything 
that you went through. You have 
had a very long successful career in 
your business, and you mentioned 
that you have been in a partnership 
for the last decade. Tell us a little bit 
about that and what motivated you 
to sell it.

Brian B: I’ve been in the risk 
management employee benefits 
consulting space for about 15 
years. For the last 10, I’ve been with 
the largest privately held insurance 
brokerage in the world, which is a 
series of LLCs.

I was one of the partners in our 
Phoenix office, and I had an 
opportunity to join when we had no 
presence. Until I left on June 1, 2020, 
I was the longest standing person 
in the office. When I joined, there 
were two of us and a quarter million 
dollars of revenue. Fortunately, we 
were able to bring in some other 

strong business partners and a 
lot of really smart people—frankly 
most way smarter than me.

A team, we just busted through a 
whole bunch of walls, embraced 
the pain that was necessary on a 
daily basis to grow this business, 
and grew it to over $15 million of 
revenue in a span of 10 years.

Regarding my sale, there is a 
predetermined sales price back 
to the company that is outlined 
in our member agreement. So, 
unlike many processes in selling a 
business, I knew that it was going to 
be simple calculation on my book 
of business, growth, and trajectory.

I reached a point in my life that it 
wasn’t so much about timing of 
selling the business to maximize 
my exit. It was actually much more 
about me maximizing my own 
potential in life.

About a year ago, my wife and I had 
a really meaningful conversation, 
and it was one of the best weekends 
we’ve ever had. She pointed out to 
me a number of things that I was 
blind to. She outlined for me that 
although I’ve had my coaching 
and speaking business for the last 
five years, that it really hasn’t had 
the space to breathe. And she was 
very clear that the most joy and 
fulfillment I get is out of the work 
that I do in that business.
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She said, “If you stay on the same 
trajectory, you’re not going to hit 
the potential that you want in your 
life. You’ll be doing things that are 
counterproductive to the way that 
you teach others to live their life. 
Whether you see it or not, I feel like 
you’re bored and that you’re ready 
for a new challenge. We took a big 
risk on you once, let’s take another 
one.”

Then, we started the process of 
really evaluating what that looks 
like for our lives. Last fall (2019), I 
sat down with my CEO and COO 
because we were in the middle 
of our fiscal year and I gave them 
nine months’ notice to say, “I’ve 
made these commitments to you 
and my partners, from a financial 
perspective. I’ve got a budget, I’ve 
got growth, I’ve got targets, and 
there are some things I want to 
accomplish in this business before 
I leave.”

They looked at me cross eyed and 
said, “Why are you giving us so long? 
Why didn’t you just give us 30 days’ 
notice like most people would do?” 
And I said, “Because I want to leave 
on a high point. I have standards 
with how I want to leave. I want 

to hit certain personal revenue 
goals and ensure the security of 
my clients because the people are 
what matter most to me. I want to 
lead and influence our associates in 
the time I have left.”

So that’s what I’ve been doing 
for the last eight or nine months, 
is working through a thoughtful 
transition while I’m building a 
business that I’ve had for a while, 
but putting more attention to it and 
wrapping up the last decade of my 
life, which I couldn’t be more proud 
of. I’m not running away from 
something, I’m running towards 
something very clearly.

The great part is that the sale of 
my business was much easier 
than a lot of entrepreneurs have 
because it was a partnership with 
a predetermined sales price and 
a member agreement. So, there 
wasn’t a whole lot of haggling. I 
didn’t have to go off to find a buyer. 
But we did have to be thoughtful 
and intentional the whole way 
throughout, to make sure that 
we’re securing as much revenue 
and as many client accounts as 
possible.

And now, I’m going to build 
something new with 100% 
dedicated focus on impacting 
lives and helping people break 
boundaries in their lives.

Brian W:  Will you be staying behind 
at any capacity to consult them for a 
period of time while this transition 
is happening?

Brian B:  Yes. Actually, we’re already 
working through that. I’m coaching 
a few of my business partners 
already. And we’ve had some high-
level discussions around some 
ways that I can be engaged with the 
organization moving forward. So, 
the answer is yes.

And truthfully, I’m leaving on the 
best terms that anybody could 
ever leave an organization with. 
I’ve got an open-door policy. All of 
my clients were notified that I won’t 
be with the business any longer, 
but my cell phone is still here. 
I’m still going to have the ability 
to influence outcomes for them 
because I’m very deeply ingrained 
in the organization. I’ve been given 
nothing but support in my exit, 
which is also a beautiful thing.

Brian W: I love something you 
said a little bit earlier — you were 
running towards something instead 
of running away from something. I 
think if more people made decisions 
based on that criteria, things would 
be so much easier for a lot of us, 
wouldn’t it?

Brian B:  I couldn’t agree more. Just 
because you’re running towards 
something doesn’t mean it’s an 
easy decision or that there’s no 
fear or risk involved. But I am a big 
believer that if we get really clear 
on what’s important to us and we 
take actions to support what that 
is, even if it’s painful, we avoid 
suffering in our lives.

We’ll unpack this concept of      
“embrace pain, avoid suffering” 
throughout our discussion. 
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But in this particular case, I’m 
embracing the pain of walking 
away from a known entity, with 
good income, security, and an 
established business that’s only 
continuing to grow, to avoid the 
suffering of not ever knowing what 
I would be capable of in another 
world.

Brian W:  Right. And if your agenda 
is to run away from something, 
there’s a very good chance you’re 
not dealing with some things that 
you need to deal with. Because 
wherever you go, you are still there.

Brian B: That’s exactly right. And 
by the way, that’s not actually 
embracing pain. That’s just opening 
yourself up for suffering.

Brian W:  You’ve been transitioning 
into a full-time role into your 
coaching business. You coach 
specifically on human development 
and behavior. Tell us about that.

Brian B: I love working with high 
performers. I think the more 
success I’ve had in my life, the more 
people that I’m surrounding myself 
with who are high performers, 
multiple six-figure incomes, and 
just crushing it in a lot of areas of 
life.

I also started to realize that 
there are a lot of individuals who 
operate in that space that looked 
like everything is good from the 
outside, but really are feeling stuck 
and stymied. They’re not chasing 
their potential. They may have the 
financial success externally, but 
they’re also miserable on a daily 
basis.

With the one-to-one work that I do, 
I help people become more aware, 
more intentional, and more of 
who they already are. I walk them 
through a systematic approach of 
going deep inside, doing intrinsic 
evaluation, getting very clear on 
what’s important, and then creating 
a life of alignment that becomes 
self-regulating over time.

I do believe holistically that if we 
raise our level of awareness, if we 
raise our level of intentionality in 
everything we do, then we start 
to remove the limits that keep us 
confined in our life. This allows us 
to live a life that’s full of freedom, 
joy, and fulfillment.

Helping clients embrace pain to 
avoid suffering is foundational 
to my work. A lot of people have 
been very isolated and focused, 
but they’ve neglected other areas 
of their life. As an example of this 
paradigm, people can embrace 
the pain of hitting the gym to stay 
physically fit, which allows them 
to avoid the suffering of the aches 
and pains of a sedentary lifestyle.

They can embrace the pain of 
making a difficult decision or career 
transition to avoid the suffering 
of not knowing what they could 
become, or feeling that joy and 
fulfillment. They can embrace the 
pain of a difficult discussion with a 
spouse to avoid a loveless marriage 
or ultimately ending in divorce. 
Or the flip side of that, they can 
embrace the pain of actually going 
through divorce because they’re 
miserable because this isn’t the 
right partner for them, to avoid 
the suffering of remaining in the 
confined loveless marriage.

When you look at this across the 
board, I help clients to gain ultimate 
clarity and realize that everything 
else becomes noise.

Brian W: What do you think is the 
difference between what you do 
and life coaching? 

Brian B: I laugh when you say that 
because sometimes I get bucketed 
in that description of life coach. I 
don’t identify as a life coach. And by 
the way, to anyone out there who 
is a life coach, I mean zero offense 
because this is simplistically my 
lens and my view.

When I work with individuals, I 
work with them on their behavior 
and on their performance. I work 
with them to understand their 
intellectual and emotional state, to 
be able to unpack those things that 
are either holding them back or 
driving them towards success.

I am not a big believer in work/life 
balance. I’m a very big believer in 
work/life integration. It’s one life, 
and we’ve got to maximize and 
capitalize on all of the things that 
are important to us.

I don’t view myself as a counselor or 
an encourager with the exception 
of places where I can do it. I’m not 
even one of the types that likes to 
identify myself as pure motivator 
because motivation isn’t actually 
empowering people to take action 
on themselves. It’s falsified energy.

Life coaching has a very broad 
umbrella, and it can be anything 
from counseling to therapy to even 
individuals who do certain things 
that I do. I have a very specific 
focus, and it’s to help people unlock 
their potential and get to the next 
level in their lives. I’m not here to 
just have conversations and make 
people feel better.
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I’m here to have those difficult 
conversations, a hug when they 
need it to be lifted up and pulled 
along, but also a kick in the ass 
when they need to take action, to 
do the things that are important. 
I hold clients accountable, and 
to challenge them on their 
perspective.

Brian W:  Tell us about a successful 
client that you’ve worked with.

Brian B: I’ll give you two different 
examples because I think these are 
interesting.

One of them was not with somebody 
that I would have traditionally 
described as a high performer, 
though he was a high-level leader 
in a hospitality industry. This 
individual hired me because he was 
miserable professionally and really 
trying to align his life.

But he was dealing with self-worth 
issues and feeling like he needed to 
fit a certain role—in essence, trying 
to live his life based on the terms 
that he thought he should be living.

What was interesting is I worked 
with this individual for five months, 
and what we ultimately discovered 
is that this guy had no desire to be 
in hospitality. He desired to be in 
service and actually saving people’s 
lives, so he restructured his life and 
got his EMT. Now he is a firefighter 
working in that capacity.

His situation was a little bit less 
traditional. What he was chasing 
wasn’t more money or more 
business success. He was chasing 
fulfillment and he was struggling to 
find the way to get there. He was 
looking for someone, frankly, to 
give him permission to take that 
path.

But I consider that a huge success 
story because this guy has way 
more joy and fulfillment in his life 
than he ever had before.

There’s another individual that 
I worked with in the mortgage 
industry who had some very 
specific financial goals. He had 
some strong financial success, but 
he really wanted to up his game 
and get to another level.

We worked through a very 
systematic approach to look at 
why, how, and what this was going 
to do for his life.

He wanted to earn $42,000 a 
month. For many people, that’s 
a lot of money. And at the time, 
he wasn’t anywhere near that. He 
was at probably a fifth of that on 
an ongoing basis. Next, we went 
through a process of getting really 
clear on the why behind it, the 
steps that he needed to take, and 
the strategic objectives he needs to 
outline. He needed to identify who 
he needed to be to fulfill that.

We also used the power of “I am” 
statements to allow him to identify 
and believe that he could do that. 
So, he started telling himself every 
single day, “I am someone who can 
earn $42,000 a month.” And then it 
shifted to not just “can earn,” but “I 
am someone who earns $42,000 a 
month.”

He wrote himself a check for 
$42,000 and he carried it in his 
wallet for 18 months. And 18 
months later, he sent me a picture 
of his first check for $42,000 next to 
the check he wrote for himself for 
$42,000.

Brian W: That’s an amazing story.

Brian B: He literally had to 
embrace the power of his will, his 
understanding, his clarity, and he’d 
gotten so clear on his purpose. 
The purpose overtook the daily 
pains that he needed to really drive 
towards that success.

Those are two examples of many. 
What I love about this work, frankly, 
is that my wins are actually other 
people’s wins.

Brian W: That’s fantastic. You also 
speak to groups and organizations. 
What do you like to talk about?

Brian B: One of the big topics that I 
would call my signature talk is how 
to embrace pain to avoid suffering, 
and really allow that to drive 
towards success in all areas of our 
lives.

That’s a topic I have gotten a lot of 
traction with because it’s a concept 
that challenges the perspective. The 
world tells us to reduce, eliminate, 
or avoid pain—but I’m telling you 
the world is wrong. We’ve got to 
start using pain to our advantage. 
And it’s not about just putting 
ourselves in unnecessary pain. It’s 
about choosing the right kinds of 
pain to drive towards what we want 
in our life. 
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I also have done a lot of work around 
self-awareness and cultivating 
meaningful relationships. I’ve done 
a lot of sales-type approaches on 
how to bring the human element 
into everything we do.

One of my other favorite topics is 
no limits thinking. I’ve created a 
coaching philosophy that’s built 
around this concept with the “No 
Limits” Playbook.” It’s about helping 
people remove limitations placed 
on them by families, life, society, 
and their own selves to be able to 
start thinking bigger, acting bigger, 
and accomplishing more in their 
lives.

Brian W: That’s fantastic. You have 
a free offer for us, don’t you?

Brian B: I do. A lot of people hear 
this concept and they ask, “How 
do I start getting clear on what’s 
important to me, and how do I 
really implement this in my life?”

It’s why I’ve created this free value 
because it’s a quick little snapshot 
from the tail end of my playbook. 
Go to www.nolimitsprelude.com 
and get your free download there. 
This will get you on your path to 
really getting clear in your life.

Whether you have absolute clarity 
on where you’re headed, whether 
you’re stuck and have no idea where 
to begin, or you’re somewhere in 
the middle, this offer is for you and 
I know I will add value in your life.

Brian W: That’s fantastic, Brian. 
Thank you for that. Where can we 
connect with you and contact you 
in case we’d like to reach out?

Brian B: Absolutely. The best place 
is my website. It’s www.brianbogert.
com.

All my social media handles are on 
there,and my contact information 
is on there. My YouTube feed for 
Bogert’s Bullets as well as articles 

that get published are all in that 
spot. So, it’s one of the best places 
for people to get the whole picture 
of who I am and the work I do.

Brian W: Absolutely. Any final 
thoughts as we close it out?

Brian B: For the readers, I really 
want you to start acknowledging 
the suffering you wish to avoid. Get 
really clear on the things that are 
important to you, which is how you 
do that. Identify the pains that we 
tend to avoid, and learn to embrace 
them and integrate this as a habit. 
Because I can tell you definitively, 
if we choose to embrace pain, we 
are going to avoid suffering. I’m a 
believer that we either choose our 
pain or our suffering chooses us.

When you look across your life in 
every capacity, I really want you 
to look at “What are the pains that 
I’m avoiding that might bubble 
into suffering, and how do I start 
getting that integrated into my 
life?” Because I guarantee you, it 
will be painful up front, but it will 
pay dividends beyond measure.

Brian W:  Thank you so much for 
being here, Brian. It was terrific.

Brian Bogert is a human behavior 
and performance coach, speaker 
and author who teaches clients to 
raise their level of awareness and 
intentionality to become who they 

already are: their most authentic 
selves. Brian helps growth-minded 
individuals learn this transformative 
approach that cultivates perspective, 

motivation, and direction to help them 
align their life with their true desires 
and defy their own expectations.

Brian has continued to develop 
mindful and actionable tools 
for growth in his personal and 
professional endeavors. Before 
coaching full time, he helped lead 
and grow the Phoenix location of 
global insurance brokerage firm 
Lockton Companies, where in just a 
decade they expanded the revenue 
from $250,000 to $15 million. Before 
that, he was a top earner as a sales 
professional and mentored new 
producers nationwide. His driving 
principle, “if and how I can help” 
led him to be a founding member 
of the Society of St. Vincent de Paul’s 
professional advisory board, the 
Vinnies, and he holds positions on 
various other advisory boards and 
committees.

Brian is a proud Phoenix native and 
even prouder father of two children 
with his beautiful wife. He holds 
a Bachelor of Science in Business 
Administration and a Bachelor of Arts 
in Psychology from the University of 
Redlands.

http://www.nolimitsprelude.com
http://www.brianbogert.com.
http://www.brianbogert.com.
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