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Before we start: 
 
This booklet is about a journey…. An Entrepreneurs Journey to show you 

how you too can reach substantial goals in devising, creating and 

building a business. As Founder and CEO of a two start-up companies 

that raised more than $23 million in debt and equity; much more for 

many other enterprises, I can personally say to you that what is 

contained here is pure common business sense.  

 

Cutting through all the investment and business jargon, using simple and 

easy to understand language, we try to make is as easy as possible to 

understand what it takes to be an Entrepreneur and to grow a small 

business into a multi-national global enterprise:  

 

This manual is not the be-all and end-all of being a successful 

Entrepreneur. But the methods have worked tremendously well for me 

over the last 20 years. And better still they have worked where many 

thousands of others have failed… 

 

My own system is not infallible either. But if you are reading this to get 

more information on the subject of what it means to realize the dream of 

being a successful Entrepreneur and cannot spend all the time needed, 

to collect all the information – then this is the answer. After you read this 

and decide that starting a business is right for you, go and get the 10 

Lesson Course “How to write a successful Business Plan” from page 3 of 

this book 

 

Gerard Brandon 
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Team work credits: 
 
Throughout these books you will notice the use of the word “We” instead 

of “I”. This is because the manuals and your Business is very much a team 

effort. It reflects the team work that it took to create the manuals. Those 

who helped research, formulate, contribute and edit the manuals and 

provided them in the manner worthy of publication. 

 

The Team includes the many people I have had the pleasure and 

privilege of working with as an Entrepreneur from around the world.  

Taking every opportunity to work with experts who are number one at 

their chosen profession you quickly realize that everyone is a member of 

your team. Each one has played a significant role in the approach on 

how to go about creating a successful business, from Business Plan to 

IPO and ultimately a Profitable Exit. 

“I” is for information and “We” is an accumulation of knowledge. 

Special mention and thanks must go to an extraordinary researcher, 

contributor and editor, Jennifer Gibbs 

 

These books are a European, United States and Asian project and the 

spelling has been localized for the United States and Canada. We do 

not expect too many to be offended as the intention is for the content 

to have value the world over. 
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Introduction: 
 
Businesses are launched around the world everyday. And some of those 

self-same businesses will be extinct within as little as a year’s time. Far too 

few new business owners are able to distinguish which category their 

business will be in before they actually open the doors.  

 

Don’t let yourself make these same mistakes! 

 

Were you aware that 60.4% of all businesses in the United States have 

less than 5 employees?  

 

Or that over 70% of all businesses are sole proprietorships?  

 

However, the most enviable type of new businesses, Limited Liability 

Companies, only make up about 3% of all businesses. Also, the second 

most desirable business entity, the corporation, while comprising only 

about 20% of all United States businesses accounts for nearly 85% of all 

business revenues? 

 

Knowing facts like these can help you make the difference between a 

successful new business venture and a total flop. Throughout the 

chapters that follow, we’ll cover the essentials you need in order to find 

investors that are willing to invest in your vision. 

 

More than simply a “How To Start A Business” title, these books are 

dedicated to the whole aspect of understanding what it is to be an 
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Entrepreneur as much as ensuring that you know how to successfully 

woo investors. 

 

“A thick tree grows from a tiny seed. 
A tall building arises from a mound of earth. 
A journey of a thousand miles starts with one step.” 

 
Laozi (Lao-Tzu) Founder of Taoism 
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Chapter 1: 
 
Reasons Everyone Should Consider Launching 
Their Own Business 
 

Chapter Objective: To know and understand 9 of the key reasons 

that you should overcome your fears and kick start your own personal 

business venture. 

 

When it comes to any aspect of success, – whether financial, personal or 

professional - one of the greatest obstacles that you’ll ever have to 

overcome is the obstacle of fear. You must first face the fear of failure, 

fear of rejections, fear of ridicule, and sometimes, perhaps, even the fear 

of success.  

 

By its very nature, fear is debilitating. It stops us in our tracks, preventing 

us from realizing our full potential. However, as you’ll soon find out, your 

fears can be overcome. In fact, once you’re able to identify your fears, 

you may be surprised at how ridiculous and unfounded they actually 

are. 

 

Before we really dive into this booklet, please take a moment to literally 

write down some of your biggest fears.  

 

What things are keeping you from reaching for your goals?  

What is preventing you from taking that first step to success?  
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As we progress through this booklet - and others still to come - keep your 

list of fears close at hand. The following nine keys should provide you 

with powerful, positive ways in which to answer and negate your fears.  

 

So, let’s roll up our sleeves and delve into the top nine reasons why you 

should stop worrying and start achieving. 

 

Success Key #1: Gaining Experience… 
One of the top reasons that people - both young and old - abandon 

their business goals is the sneaking suspicion that they aren’t qualified for 

the role of the successful, entrepreneurial executive. 

 

However, here’s a little secret: Regardless of your actual level of training 

or education, there is no substitute for real, true to life experience.  

 

Why do you think so many companies specifically emphasize the 

number of years of experience that qualified applicants should have? 

 

When you actually set your hand to the task of running your own 

business, you gain an experience level that exceeds that of those 

individuals who spend days, months and even years reading and 

developing theories about industries and businesses. While theories are 

great things to have and develop, theories aren’t what get things done 

– it’s how you act on the principles of those selfsame theories. 

 

And now it’s time to let you in on another little secret: When a customer 

is ready to buy, it isn’t your education and related training that is going 

to convince them. Instead, they want to know if you have a proven 
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track record of satisfying your customers. They care to make sure that 

you’ll provide them with a high-quality product or service.   

 

These are things can only be delivered through experience. 

 

Success Key #2: There’s Nothing To Lose… 
When you’re able to design your business plan with the knowledge that 

your funding is going to come from somewhere outside of yourself, as 

opposed to your nest egg or life savings, you can really begin to believe 

that you’ve got nothing to lose.  

 

What’s the worst thing that can happen? Even in the event that your 

business doesn’t succeed you’ll have learned valuable lessons and 

principles that will aid you in doing a better job the next time around. 

Rome wasn’t built in a day…Thomas Edison didn’t get the light bulb right 

on his first try. While success cannot be guaranteed – there’s one thing 

that we can guarantee. If you don’t first attempt something, there’s no 

possible way that you can succeed! 

 

However, if you’re working to create a business and a business plan that 

attracts investors, builds on your own credibility, and also offers clear and 

accurate facts, records and figures, you don’t have to worry about 

funding your dreams with every last penny you possess. 

 

Now, in the event of a conceived “failure”, instead of a complete 

failure, you are provided with yet another opportunity to make your 

dreams come true. 
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In the event that you do come to this impasse, it isn’t a failure. Instead, 

it’s a chance for you to seek out either a job or volunteer position that 

will both increase your credibility and your investors’ confidence.  

So, don’t throw your hands up in despair. Instead, take advantage of 

this opportunity to further increase your future profitability and success. 

 

Success Key #3: Entrepreneurs Make up 67% of All Millionaires! 
Yes, you read that right the first time - 67% (or two thirds), of all 

millionaires started out as “just” entrepreneurs. This fact alone should be 

more than you need in order to get started building your own business 

empire.  

 

Sam Walton, founder of Wal-Mart, perhaps one of the greatest business 

people on the entire planet, started his multimillion dollar career by 

peddling milk and other small time necessities door to door. Even this 

economic genius had to start small. In fact, he worked with J.C. Penny’s 

long before he was ever able to start his own retail venture. 

 

Here’s the point we’re trying to get across: There’s nothing to it but to do 

it.  

 

You can’t make your first sale if you don’t first figure out what product or 

service you’re going to sell.  

 

You can’t begin to boost your profits if you never earn that first penny.   

 

The only sure-fire, absolutely positive way that you can fail is to never 

make the effort to try! 
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Success Key #4: Don’t Underestimate the Power and 

Importance of Networking 
As any seasoned pro can tell you, nothing you do will be successful if 

you keep yourself holed up inside of a vacuum. In order for you to gain 

real and lasting success, you need to be able to understand the 

principles of leverage.  

 

Everyone knows that when you rely upon a single individual to 

accomplish all of a businesses goals and objectives, you severely limited 

your capacity for productivity.  

 

However, if you have an entire network of people – including scientists, 

designers, product developers, marketing professionals, receptionists, PR 

people, etc. – you astronomically increase your potential for creativity, 

productivity and (ultimately) success. 

 

When it comes to learning how to network properly, perhaps the most 

powerful way to accomplish your goal is to start a new online business. 

Before long you’ll be visiting web rings, blogs, forums, sites and seminars 

where other, likeminded, individuals spend their free time. Soon, you’ll all 

be working together to strengthen not only your own business, but the 

success of other businesses within your network.  

 

Success can be contagious – help pass it on! 
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Success Key #5: The Early Bird Gets the Worm… 
When you think of batteries, what are some of the first words that come 

to mind? Energizer?  Ever Ready? Duracell?  

 

Now think about blue jeans…Does the phrase instantly bring to mind 

Levi’s, Guess, or Wrangler? If someone mentions Blackberry or Apple do 

you think of fruit… or mobile phones? 

 

These are perfect examples of the incredibly powerful business concept 

known as branding. And, as you probably already know, branding isn’t 

something that develops overnight. It took years and years of promotion, 

advertising and product success before any of the companies we just 

mentioned were able to become household names. 

 

The same is true for you and your business. If you are waiting until just the 

right moment before you can break out into the limelight of your brand-

name competitors, not only are you wasting time, you’re also 

completely out of sync with reality! 

 

All of these companies faced dozens, hundreds and even thousands of 

trials and errors, failures and successes in order to make it to where they 

are today.  However, by starting out early, you increase your chances of 

finding this same level of success. All of your efforts will work toward this 

goal.  

 

You must start somewhere, but certainly – the earlier the better! 
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Success Key #6: Counting the Costs – Working for You or 

Working for “Them”? 
If you’re an entrepreneur at heart, then you’re probably used to being 

ridiculed for your creativity and bravery. You’ve heard the, “Why don’t 

you just get a real job?” argument more times than you even care to 

think about.  

 

While people who only scratch the surface of the entrepreneurial spirit 

think that this sounds like a logical objection to the entrepreneurial spirit, 

this isn’t the case after you dig a little bit deeper.  

 

Look at the trends in unemployment in lay-offs in just the last few 

decades. In growing numbers, corporations and conglomerates are 

down-sizing. More and more often, people who have gone into the 

same office that they’ve worked at for the last twenty or more years are 

finding a redundancy notice waiting for them when they arrive.  

 

And all of this corporate downsizing isn’t just affecting the little guys – 

CEO’s, presidents and plenty of other major players are falling victim to 

the redundancy scenario, too.  

 

But - What are the chances of anyone firing the owner of these 

businesses? Slim to none! 

 

By being the key figure in your business, you provide yourself with the 

stability that comes with knowing that you are the sole and supreme 

decision maker of everything that happens in your own corporate 

environment.  
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When or if the time for redundancy ever comes to your company, your 

ownership is your “Get out of Jail Free” card! 

 

Success Key #7: Know (and Develop) Thyself… 
If you dream of becoming an entrepreneur, then you’d better be 

prepared to face some often tough realities and circumstances. 

 

You’ll be faced with many tough decisions. Your ethics will constantly be 

tried and tested. You’ll have opportunities to learn, to teach and also to 

act as a conduit for both learning and teaching.  

 

All in all, the daily challenges of starting and running your own business 

will not only help you to discover what kind of person you actually are, 

but they will also provide you with the tools and tough answers that you 

need to develop yourself into the person you want to become! 

 

Success Key #8: You’re the Boss! 
How long have you been waiting to hear those words? While not a 

course of action that we’d recommend to beginning entrepreneurs, as 

the owner of a business you DO have to power to call it quits before the 

end of the day. You can refuse clients and contracts that you are 

opposed to or don’t agree with. You set the hours, the holidays and 

break times. You decide how long the shifts run. It’s up to you who will 

come in on what days.  

 

In every aspect of running and developing your business, the final 

authority lies with you – not with someone else. While at first glance this 
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can be incredibly frightening, over time – as you continue to work and 

develop experience and know-how – being in charge will offer you a 

sense of freedom and peace that can be found in no other working 

environment! 

 

Success Key #9: Gain Confidence, Experience & 

Dependability 
As with just about any good thing, making your business a success will 

take blood, sweat, tears, time and effort. However, as you go along, 

you’ll find several opportunities and challenges that will increase your  

 

• Confidence in your skills and abilities 

• Level of experience and dependability, and 

• Talents, skills, training and abilities. 

 

In addition to increasing your business’s success, they will also lead to 

your having an increased success in all of the many areas of your life. 

This success will reach to your family, friends, hobbies and your general 

outlook on life.  

 

After taking the time to really examine the common fears (and their 

corresponding keys to success) do they seem larger or smaller? Silly or 

realistic? Possible or insurmountable? 

 

In the following chapter, we’ll go over a sample profile of an 

entrepreneur in order to see if you have what it takes to make it! 



 
 

I THINK I’M AN ENTREPRENEUR – GET ME OUTTA HERE! 
 

 
17  

Chapter 2:  
 
The Profile of a Successful Entrepreneur 
Have You Got What It Takes To Make It? 
 

Chapter Objective: To evaluate some of the common traits and 

qualities that many successful entrepreneurs possess; to consider and 

answer some hard-hitting questions everyone should address before 

embarking on their own endeavor. 

 

What do you think it means to be a successful entrepreneur?  

 

Be honest with yourself. What do you think it takes? How many hours do 

you think they put in on their first week? Their first month? Their first year? 

What kind of impact do you think that success made on their personal 

and private lives? 

 

If you’re seriously considering striking out on your own and becoming an 

entrepreneur, you may first want to make sure that you have what it 

takes to make it. There’s definitely a reason that so many start-up 

ventures fail. And the primary reason is poor planning and a failure to 

answer some tough, soul-searching questions (either honestly, or at all.) 

 

While there is no magical formula available that will offer you 

guaranteed success, there are some fairly common factors that will 

improve your odds. Let’s see how many of them you already have.  
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Take just a moment to quickly glance over the following check-list. In a 

little while, we’ll elaborate on each of the qualities and what they mean 

for you and your new business idea… 

 

• Do You Have Self-Control?  

• Are you a Self-Starter? 

• Do you have a Strong Self-Confidence? 

• Do you have a Sense of Urgency and/or Persistence? 

• Do you have a Comprehensive Awareness of the World Around 

You? 

• Have you got a firm grasp on “Reality” (Are you a realist)? 

• How’s your Conceptual Ability? 

• What are your Status Requirements? 

• Do you have a No-Nonsense Approach when it comes to Business 

Relationships? 

• Do you possess a Stable Emotional Strength? 

 

Do You Have Self-Control? Are You A Self-Starter? 
Both of these apply, in some degree or another, to just about any 

successful entrepreneur. By their very nature, most budding business 

owners believe that they can do the job better than anyone else can. 

Otherwise, why would they go through all of the trouble? 

 

Because of this, they will strive for maximum responsibility. They also 

possess a strong desire to “call the shots” whenever given the chance.  

 

Add to this the ability to effectively motivate and keep yourself on 

schedule. If you’ve got all or most of these qualities, you’ve already 
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created a foundation firm enough to build even your most impossible 

dreams upon. 

 

How are you in the Self-Confidence Department? 
It goes without saying that in today’s business environment, you need to 

be confident in both yourself and your abilities. You need to have the 

guts to solidly ignore your whispered doubts and fears and the positive 

nature needed to answer them with solid, strong answers.  

 

More importantly, you have to have the courage that, even if you 

should fail (or even should you fail miserably) you’ll be able to pick 

yourself up and do it all over again.  

 

Over time, entrepreneurs get to the point where they are at their best 

when faced with problems and struggles.  

 

If you’re one of those people who seems to blossom under adversity and 

suddenly finds courage when under fire, then there’s a pretty good 

chance that you’ll do well as a small business (or large business) owner. 

 

It’s also worth mentioning that you’ll also have to have confidence in 

other people. As the saying goes, “No man is an island.” Times will come 

when you’ll need to rely on other professionals. Be careful not to be too 

negative or critical of their performance or ideas. Just because it’s your 

business and your dream doesn’t mean that their honest concerns and 

criticisms aren’t accurate. You’ll have to learn to develop the type of 

objectivity needed to discern between well-founded advice, and, well, 

rubbish… 

 



 
 

I THINK I’M AN ENTREPRENEUR – GET ME OUTTA HERE! 
 

 
20  

Do You Possess Urgency & Persistence? 
When it comes to urgency, successful entrepreneurs tend to have an 

indomitable drive and high energy levels. They are typically 

achievement-oriented and are untiring in their efforts to achieve their 

goals.  

 

Alongside of this, men and women who strike out in the effort to build 

their own empires also have the ability to keep up with their work; their 

blood, sweat and tears – even after they don’t feel they can possibly 

make it another step.  

 

Fortunately for those of us that aren’t equipped with these greatly 

coveted characteristics, persistence and urgency can be learned, and 

developed with a little time and a lot of practice! 

 

What Do You Mean, “Comprehensive Awareness?” 
One of the first things a successful entrepreneur must learn to do is to 

flourish under pressure. Put them in a tight spot and suddenly you’ll find 

that they’ve got their problems backed into the corner. They plan, make 

strategic decisions and “multi-task.” No matter what, they get things 

done. 

 

Often, comprehensive awareness is what lies at the heart of successful 

execution. With it, it’s easy to overlook those ideas, topics and tid-bits 

that distract us from meeting our goals and cause us to neglect our 

priorities. 
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require a lot of sacrifices on your part. Consider some of the following 

questions: 

 

• Can you handle working irregular, long hours (and even 

weekends) to make your start a great one? 

• Have you stockpiled enough materials and resources that you can 

support yourself and your business through the start-up phase? 

• Are you passionate about the business you’re thinking of starting? 

Having the passion for your new business idea, more so than any 

other aspect, can mean the difference between success and 

failure. Do you merely like the idea of starting up this new business 

or are you obsessed with it? Does it keep you up at night? Can 

you already imagine yourself in your office, meeting with clients, 

and serving customers? 

• Have you got a mentor, an advisor or some other outside support 

to offer sound business advice and counseling throughout the 

process? This will definitely come in handy when difficult or 

unforeseen situations come up. 

• Have you taken the time to learn more about the demand for 

your business service or calculated the sales potential? These are 

all important aspects that far too many wanna-be entrepreneurs 

overlook. But there’s simply no excuse for it. Prior to seriously 

beginning any new business venture, a smart entrepreneur will 

have taken the time and effort to create a winning, effective 

business plan. 

 



 
 

I THINK I’M AN ENTREPRENEUR – GET ME OUTTA HERE! 
 

 
26  

There’s another major concern that may seem a bit silly at first, but it’s 

important to know right from the very start: Will your business be able to 

turn a profit? Are there really people out there who would be willing to 

pay money for your product or service? What kind of competition do 

you face? Think about some of these things: 

 

• Can you offer customers a reason as to why they should buy from 

you instead of visiting one of your competitors? 

• Do you know how you’re going to reach your potential clients or 

customers? Will you use radio? Print ads? Online marketing? 

• What are other people charging for your type of service or 

product? Will you be a discount provider or a high end provider? 

• Can you find or make the start-up cash (or simply have a perfect 

business plan to quickly turn a profit?) 

• Are you going to be targeting a niche market or a more popular, 

growing market? 

 

Far too many young (and older) entrepreneurs make the mistake of 

thinking it’s easy to launch a new business. Lulled with the lies and 

exaggerations of commercials, far too many have been led to believe 

that anyone with an extra twenty minutes a day can make a fortune.  

 

If you believe that that’s the truth, please stop reading this manual now 

and start talking to real professionals. Business owners that had to take 

out a mortgage on their house, eat beans on toast every night and send 

their kids to school in secondhand clothes to finance their dream 

business. Ask around and see how many of them found lasting success in 

just 20 minutes a day. Don’t be surprised when you hear that many new 
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businesses were being worked about 20 hours a day – and those were 

good days! 

 

However, if you’re aware that building a successful business requires real 

labor – your blood, sweat and tears, come along with me to chapter 

three. 
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Chapter 3:  
 
Dispelling Common Myths about Entrepreneurs 
 
“Get a Realistic View of the Challenges, Risks and 

Stereotypes” 

 

Chapter Objective: To address and answer some of the more 

common assumptions and myths concerning entrepreneurs and starting 

your own business. 

 
One of the most all-encompassing definitions of the word 

“entrepreneur” comes to us from John Sortino, the founder of the 

Vermont Teddy Bear Company. According to John: 

 

“…an entrepreneur is a person with extraordinary energy, 

persistence, and determination, who believes in himself or herself 

enough to follow through on a dream or idea. This person does 

whatever it takes to make the dream a reality and always looks for 

another way when encountering disappointment or failure.”  

 

The dictionary’s definition of an entrepreneur introduces us to a person 

who, by nature, takes business risks. To make dreams a reality, the 

pathway to greatness entails taking several risks, but entrepreneurs are 

often instantly written off as serious risk takers.  

 

However, in reality, that isn’t the case…  
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Entrepreneurs prefer situations in which they can influence the outcome, 

and they like challenges. But they’re only silly enough to enjoy 

challenges if they believe that the odds are in their favour. Rarely do 

they act until they have taken a very close look at all of the possible risks 

and outcomes. In addition, they seem to have an innate ability to make 

sense out of complexity and chaos. It is this practicality (and 

imagination) that enables them take hold of success when it has slipped 

through the hands of so many others. 

 

But this idea of a thrill-seeking risk taker is certainly not the only myth that 

plagues the image of the entrepreneur. Here are some more of the most 

common myths entrepreneurs must struggle to prove (or disprove): 

 

Myth #1: Entrepreneurs are born, not made…  

Far too many people fall for the idea that those people who grow to 

become successful entrepreneurs were born with all of the traits that 

would somehow lead them to their achievements. However, most 

experts agree that the majority of entrepreneurs weren’t “born”, they 

were made. Instead of having the knowledge and skills the moment 

they popped out of the womb, they learned and developed the skills 

and traits that helped them climb (and not fall off of) the ladder of 

success. 
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Myth #2: It was just a get-rich-quick scheme, they got lucky…  

ANY seasoned and successful entrepreneur can tell you that starting a 

business is not a get-rich-quick alternative. Quite often, new businesses 

take anywhere from 1-3 years to even turn a profit! As you first launch 

your enterprise, you’ll be doing well if you even manage to break even. 

In that phase, a lot of simple luxuries are tentative at best. An 

entrepreneur isn’t simply on the lookout for instant gratification; their 

focus is on creating a company that has a financial base strong enough 

to support future growth and expansion. 

 

Myth #3: Entrepreneurs have horrible family lives and personal 

relationships… 

While most entrepreneurs won’t shy away from working sixty- to seventy-

hour weeks, it’s important to understand that those same entrepreneurs 

will do every single thing within their power to preserve their private time 

and use it to focus on their relationships with friends and family. In fact, 

one of the major catalysts that motivates people to strike out on their 

own is the ability to set their own hours and secure their future in order to 

spend more time with the people they love. 
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Myth #4: Entrepreneurs are high-tech “wizards”…  

Well, before we go off and start blaming all of this on Bill Gates, it’s vital 

to note that entrepreneurs are often portrayed this way on television 

and in the movies. However, in truth, many successful entrepreneurs may 

fall below par when it comes to these so-called inherent high-tech 

qualifications. Only a small percentage of today’s new businesses are 

considered to be “high-tech.” They know, like you do now, that it takes a 

high profit margin - not high-tech - to make a new business a success. 

 

 

Myth #5: Successful entrepreneurs are all loners and introverts…  

While successful self starters and entrepreneurs might wind up working 

better alone - working things out in their own minds - the shrewd 

entrepreneur quickly realizes that he or she must draw on the 

experience, expertise and ideas of other people (and other 

professionals) in order to find their own success. Any entrepreneur who is 

a total loner and refuses to seek out support, advice or input from others 

will never be able to start (or maintain) a successful business. 
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Myth #6: Entrepreneurs are just job-hoppers; they’ll get tired of this and 

move on to something else later…  

A recent study of successful entrepreneurs showed that most of them 

had worked for a large business or company for a significant number of 

years prior to starting their own business. In fact, the several years spent 

helping to build and empower someone else’s company is much like 

going to get a masters degree in their area of study. By taking this route, 

you can learn everything you can about the business you hope to build 

well before you call it quits. 

 

Myth #7: All entrepreneurs get where they’re going by relying entirely 

upon venture capitalists…  

Surprise, surprise! It’s time for us to let you in on a little secret…Loans and 

investments from venture capitalists are some of the most expensive 

forms of funding you can find. Savvy entrepreneurs know that it’s 

essential to look elsewhere for the means to their success. Most 

entrepreneurs fund their businesses from their own personal savings or by 

borrowing from friends, family or small institutions like banks. 

 

However, just because it’s expensive (or, more likely, intimidating) to 

seek out funding from venture capitalists, if you’re in it for the long haul, 

and plan on turning your small venture into an empire, you certainly 

shouldn’t stick your nose up at any opportunity to secure the type of 

funding that can take your business venture to the next level. 
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Myth #8: Entrepreneurs are slick, shady, and deceptive individuals with 

no concern other than securing a profit for themselves…  

For some strange reason, a great deal of people who aren’t 

entrepreneurs seem to feel that the only way a business person can 

make it in this world is to rely on deceptive practices or to climb their 

way up the ladder of success by stepping on everyone else along the 

way.  

 

However, if you contemplate this myth a little longer, you’ll reach an 

inevitable conclusion: The truly deceptive entrepreneur will wind up in a 

position where they’re unable to seek help from others or retain suppliers 

or customers - if they have alienated or angered everyone they meet.  

 

Truly deceptive entrepreneurs are sealing their own fate and will 

ultimately be doomed to fail! 

 

Myth #9: Entrepreneurs aren’t dedicated; they are erratic and 

unreliable and will soon move from this on to the next thing…   

This goes hand in hand with Myth #6, and only serves to rob the 

entrepreneur of one of their most essential and successful qualities: 

persistence. Dedication and persistence are perhaps the single most 

important attributes that all successful entrepreneurs share. Think about 

it: you’d have to be dedicated in order to quit your day job, devote 

countless hours of your “personal time” to this new enterprise, and face 

financial struggles from the outset. 

 

How many of these myths have you allowed yourself to fall for over the 

years? How many of them have you used as an excuse for why you 
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haven’t launched your business, or why you haven’t already found 

success? How many of them have your friends or relatives thrown at 

you? How many of them do you believe? 

 

In order to gain success as an entrepreneur, it will require that you dispel 

these myths inside you own head, before you can work to dispel it in the 

minds of others.  

 

Take some time over the next few days to examine the myths in action in 

your own professional life. Did you find a myth in action more or less 

frequently than you expected? How many opportunities did you seize to 

prove the myth a lie? 
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Chapter 4:  
 
Who Are You and What’s Your Motivation? 
 
“Taking a Good Look at Who You Are, What You  

Bring to the Table and the Drive Behind Your Desires” 

 

Chapter Objective: In this chapter, we’re going to take a good hard 

look at some of the common motivators which drive individuals to 

create their own businesses; we’ll also study who you are as an individual 

and how you can translate your skills and traits into lasting business 

success. 

 
One of the major reasons that so many people stay chained to the 

same job for ten (or even twenty) years is that it’s, well, simply easy. It’s 

easy to get up, go in, do your 6-10 hours and come home. Every week 

(or two weeks, or month) you get a salary and if you get sick, it’s your 

boss’s problem, not yours.  

 

So, millions of people go through the daily grind, contented to suffer 

through the drudgery in order to stay well within their comfort zones. But 

for those few brave and daring individuals who decide to take the route 

of an entrepreneur, things aren’t quite so safe. Running your own 

business takes a lot of work, and no one is going to be there to cover for 

you when you’re sick or tired or having pressing duties elsewhere. 
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Now you’re at the point where you’ve decided that you wish to join the 

ranks of the daring and courageous. You’ve contemplated leaving 

behind your life of ease and complacency and embarking upon the 

adventure that is starting your own business. Are you really ready to do 

it? 

 

However, before you answer that question you should take a moment to 

look at some of the primary reasons that people choose to take the 

higher road… 

 

• After careful consideration, they finally decided that they 

wanted to be in control of their own destiny – be the Boss 

• They’ve been overtaken by a creative urge. However, beware: 

this creative urge can be your worst enemy if you wind up 

losing your objectivity along the way. Don’t become too 

consumed with the process, but equally don’t lose sight of 

what you’re searching for in the end result. 

• Many entrepreneurs embark on this wild and crazy adventure 

because they hope to reap substantial financial rewards - to 

become independently wealthy and to secure the financial 

future for both themselves and their loved ones. 

• They’re determined to make their dreams come true. They’re in 

it for the long haul. You won’t hear these men or women say, 

“Oh, if this doesn’t work out I can just go back to my old job.” 

They know that if you set out with this mindset, you’re pretty 

much guaranteed to wind up back at your old job. Failure is 

not an option! 
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Other motivating factors that play a part include a desire to achieve 

power, the underlying need to fulfill an inner drive, the desire to make 

their work enjoyable, and the desire for fame or notoriety.  

 

However, regardless of what your motivating factor is, ask yourself the 

following questions: 

 

• Is your motivator going to be tough enough to keep you 

dedicated to your task - even in the face of major barriers or 

set-backs? 

• Will it carry you through the rough times, and the moments 

when you feel like giving up? 

 

What Are You Bringing to the Table? 
As much as each budding entrepreneur needs to grasp why they are 

setting out to build their dreams and find success, new business owners 

should have a levelheaded idea of what skills and qualities they can 

provide to not only their business, but to potential customers and 

markets as well. 

 

Regardless of whether you’re a university student, a 30-something 

corporate climber or a middle-aged professional, you have acquired 

valuable and distinctive skills, talents and qualities along the way. 

Whether you picked them up in school, on the job, during day-to-day life 

or as you naturally developed your habits and lifetime goals, you have a 

whole host of marketable and sought after skills. 
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However, we have the tendency to undervalue the skills we’ve 

acquired.  

 

Right now, take a brief moment to list all of the various jobs that you’ve 

taken up and what skills you gained/used while performing them. 

 

This isn’t the time to sugar-coat (or shortchange) yourself. This is a time to 

be frank and honest. Make sure to include all volunteer jobs or extra 

activities you may have been involved with back in school or college 

(like debate or drama.) Don’t be surprised if this list grows to be much 

longer than you initially expected.  

 

All of the skills that make their appearance on your list will help you in 

your endeavor to determine exactly what kind of business you will start, 

and – better still – be successful in. 
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What Direction Are You Headed In? 
While this is hardly a newsflash, it’s still important to mention: Most 

“grown-ups” hate their jobs, and most young people hate going to 

school.  

 

People are continually searching for new ways that they can get rich 

without actually having to do any work. Unfortunately, this scenario is 

doomed from the very beginning. As a matter of fact, it’s highly likely 

that you know one or two people that fit the bill of “Get Rich Quick 

Addict.” 

 

So then, the very least that you can do is to make sure that you are in 

the right job. More importantly, you can take charge and start running 

your own business, effectively becoming the master of your own destiny.  

 

J. Paul Getty, once the richest man in America, said:  

 

“There is only one way to make a great deal of money; and that is 

in a business of your own.” 

 

Today, far too many people rush through school and then college with 

the goal of “finding a job.” And while this is understandable (we all have 

to pay bills and keep up with our loans…), why not just jump the gate, 

pass on the job-loathing and start your own business instead? 

 

Yes, you’ve got to feel sure that you can earn enough to pay your bills, 

but at the same time, you can think of new ways in which you can 

come up with (and launch) a more permanent, soul-satisfying career. 
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Where Are You Right Now? 
It’s pretty safe to say that it’s better to be old than to be old AND 

unhappy with your job. Starting a new business isn’t just for the young 

graduate or the older, seasoned 9-5’er. You can start a business or 

venture regardless of how old you are. But, before you take this giant 

step, try to keep a few of these in mind. 

 

• Take the time to get your priorities in order. What is the most 

important thing in your life? How about the second or third? How 

do these priorities tie in with your desire to start your own business? 

• Take a realistic look at the risks that are sure to be involved. Think 

about how much you’ll be investing, what kind of income you’ll 

require each month just to make ends meet. How will your family 

react to your decision? What, exactly, is at stake? 

• Back-up your dreams with factual information and solid research. 

Before you can ever seriously launch a new business, you need to 

take the time to gather all of the information that you’ll need to 

create a business plan – things like market research, a realistic 

comparison between you and the competition, your break-even 

analysis, etc. 

• Start out with a clearly defined, single-minded goal and remain 

dogged in your determination to see it fulfilled.  Don’t worry, if 

you’ve got a very broad dream, simply break it up; make it easier 

to digest; accomplish parts as well as a timeline to get them done. 

 

In closing, here’s an important thought to keep in mind: If Monday 

morning is a nightmare when you’re 15, how in the world can you 

expect to feel any different when you’re 50? As you get older and invest 

http://www.gurumanager.com/en/financial-calculators.html�
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more and more of your time with a job or position that leaves you feeling 

empty or depressed, you’ll only wind up resenting your position more. 

 

It’s never too late to start building the bridge (or bridges) that you’ll 

need to get from where you are to where you want to be in the future! 
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Chapter 5:  
 
It’s a goal, not game over… 
 
A Guide to Setting Your Own Goals 

 

Chapter Objective: To learn (and learn to implement) the vital steps 

needed to turn your dreams into a reality. 

 

What Are Your Goals and Dreams? 
Not to sound trite or anything, but dreams are the building blocks of a 

better future, and goal-setting is the shortest way to get from point A to 

point B. The practice of setting goals and milestones allows you to 

choose exactly where you want to go in life, instead of living in a cycle 

of reactivity. And by knowing exactly what you want to achieve, you 

can also learn what you have to focus on in order to make it happen. 

 

By taking the time to clearly define your goals, you can actually notice 

forward progress in what might previously have seemed to be a long 

and pointless grind. With goals at hand, you will also be able to boost 

your own self-confidence.  

 

The process of realizing your goals and being able to recognize your 

achievements will give you the proper poise in order to be able to 

achieve higher and tougher goals in the future. 

 

If you’ve previously overlooked the importance of setting goals, or have 

struggled with the habit of setting realistic ones, then perhaps it’s time 



 
 

I THINK I’M AN ENTREPRENEUR – GET ME OUTTA HERE! 
 

 
43  

that you take a look at the following guide to setting (and achieving) 

your goals. 

 

Step 1: Start with one goal and do whatever is required to keep 

focused for an absolute minimum of 30 days. At the end of the thirty 

days, if you’re doing well and are close to achieving your goal, then 

(and only then) you can begin to work on a second goal. As you 

choose your consecutive goals, try to focus your attention on the 

most important ones. 

 

Step 2: Intensify your desire to achieve your goal. Basically, this 

translates into learning how to become motivated. Probably one of 

the biggest obstacles to success comes when you lack the necessary 

desire or drive to fuel your efforts. Take a moment to think about the 

goal you’ve set for yourself. How committed are you to achieving this 

goal? Under what conditions would you be willing (or ready) to give 

up on your goal? Before moving on to step 3, make sure your desire is 

strong enough to move you towards success. 

 

Step 3: Develop a strong belief that you can achieve your goal. If you 

constantly doubt your ability to achieve your goals, and focus more 

on the possibility of failure than you do on the certainty of success, 

you’re setting yourself up for just that - failure. In order to fully achieve 

anything, you must first trust that it is possible at the most primitive, 

cellular level. One powerful tool that you can use in order to develop 

this strong belief is a practice known as affirmations. In it, you decide 

upon a mission statement (of sorts) and constantly keep it at the front 

of your mind. Your statement might be something like: “Every single 

day, I am becoming more prepared for success, more courageous 
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and more likely to achieve victory.” Another tool is known as creative 

visualization, where you spend time exercising your imagination to 

the point that, in your brain, you’ve already walked through and 

mentally experienced the full measure of what success is and means. 

 

Step 4: Set a solid, traceable deadline for your goal. You must make 

sure that the deadline you set for achievement is reasonable. Don’t 

set a rushed or vague deadline like “ASAP” or “sometime before I turn 

forty” (unless, of course, you’re at least 35). Deadlines offer powerful 

momentum because they give you the thrust to meet them - they 

force you to take action. After you set a deadline, don’t waste any 

time – move on to the next step. 

 

Step 5: Write your goal down on paper. Don’t scoff at this. It is a tried 

and true practice and will deliver results. Do you understand the 

reason writing your goals down is so important? When you put pen (or 

pencil, or keyboard) to paper, you turn your thoughts (the abstract) 

into something real, something concrete. It goes from being simply an 

idea to being a constant, visible reminder. Now, when you take the 

time (at least daily) to read and re-read that phrase or sentence, the 

impression it makes on your mind becomes stronger and deeper. 

Take a moment to write your goal down (being as specific as 

possible) and proceed on to step 6. 

 

Step 6: Break your ultimate goal down into smaller, manageable mini-

goals. Just as you can’t hope to drive your car from Paris to Rome or 

Los Angeles to New York City without making any stops along the 

way, the same standard applies to setting and achieving your goals. 

Start out by breaking down your big goal into smaller mini-goals. Mini-
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goals let you track your progress more efficiently, are not as 

overwhelming, are easier to achieve, and they allow you to see and 

feel the progress you’ve made (or are making.) Any goal can be 

broken into smaller goals. And these mini-goals should never be too 

difficult or take too long to achieve. 

 

Step 7: The final step is to break down your mini-goals into smaller, 

individual tasks. Don’t be fooled into believing that you’re too big to 

take baby-steps. It’s very important to your chances of success that 

you break down mini-goals into small, easy-to-accomplish tasks. By 

focusing your mind on the easy to accomplish tasks and then 

completing them, you’ll be making vast progress towards your mini-

goals (and your ultimate goal) without finding yourself overwhelmed 

by the pressure. Then, after you’ve defined the tasks of each mini-

goal, once you begin to accomplish them, be sure that you check 

them off. As the number of check marks grow, so too will your 

encouragement, assurance and your talents and abilities. 

 

While you can read all about setting goals, it’ll never do you any good if 

you don’t actually apply and practice this wisdom in your own life. 

 

Before you proceed to the next chapter, take 30 minutes, an hour (or 

however long it takes) to work your way through each of the 7 goal 

setting steps. But, don’t stop there! 

 

Over the next week, hold yourself fully accountable for working your way 

through your individual tasks and mini-goals. Within another two weeks, 

(for a total of twenty-one days) you’ll be well on your way to making the 

tool of goal setting a permanent addition to your business arsenal. 
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Chapter 6:  
 
Learning To Succeed By First Looking To Those 
Who Already Have… 
 
Learning how to find or define those who inspire you 

to greatness. 

 

Chapter Objective: To learn to tap into the power of having mentors 

and role-models while also figuring out whom you consider as your own 

personal mentors. 

 

Understanding What a Role-Model Is… 
Role-model is a word that is tossed around perhaps a little too 

frequently. Sports stars are considered role-models and so are actors, 

actresses and pop-star musicians – whether they deserve to be or not. 

Great leaders are role-models, and politicians and members of the 

legislature. But, the truth is - ANYONE can be a role-model. You don’t 

have to be famous in order to qualify. 

 

Role-models are the people (of any age) that have set good examples 

and are looked up to by others. And don’t forget - the person you 

decide to look to as your role-model or mentor doesn’t have to be 

someone you know first hand - it can be someone you’ve read about, 

seen on TV, or even someone you learned about in school. 

 

Of course, following that same vein, role-models don’t have to be 

famous or well known. They can simply be a familiar person like a 
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relative, a teacher or professor, or someone who heads a local 

community action group or church committee.  

 

If you know what you’re looking for, a quality mentor can be found just 

about anywhere… 

 

Why Having a Role-Model is So Important… 
Role-models serve a vital function in our society. They are the people 

who shine above the others, above circumstances and above past 

obstacles or failures (or successes for that matter!) They are the people 

who inspire us to greatness. They cause us to dream big and to fight on 

regardless.  

 

Role-models are essential to every single community because they are 

the ones who open doors of opportunity by way of showing you that 

your objectives and goals can actually be accomplished – that dreams 

really can be achieved! They provide you with the knowledge that if 

they can do it, then you can too. The inspiration of role models brings 

out leadership skills by developing your faith and igniting the flames of 

personal (and professional) transformation. 

 

Identifying Who Your Role-Models Are… 
Who do you look to when you’re up against a tough decision?  

 

Who has encouraged you to look past the obstacles ahead in order to 

see the ultimate rewards that are waiting at the end? 
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Take some time to carefully consider your role models – both the famous 

and the familiar. List them now according to who they are, what you 

admire about them, and what qualities they possess that make them 

successfully fulfill the responsibilities of a positive role model. 

 

What makes them so special and inspiring? 

And be careful not to overlook some “obvious” choices as you begin 

your quest for mentors. 

 

Take a good look at your list of personal mentors, heroes and role 

models. Or, if you didn’t already create one, take the time to do it 

now – it really is important. 

 

Do you notice any similarities? 

 

Are a lot of your role-models of the same sex as you; the same faith; 

the same background? 

 

Spend a moment looking at each role model to see how 

(a) Similar the two of your are, and 

(b) How different the two of you are. 

 

Do you still see them (or yourself) in the same light? 
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Chapter 7:  
 
Where Do Your Passions Lie? 
 
What Drives You? Consumes You? Captivates You? 

 

Chapter Objective: To identify the factors that give you so much 

pleasure that they’ll fortify your resolve when the going gets tough (and 

the weak eventually get going…) 

 
According to the dictionary, being passionate means that you are 

“influenced or dominated by intense emotion or strong feeling.”  

 

When you are passionate, it means that you are consumed by 

something - it’s what is driving you to succeed (or to the loony-bin!) And, 

when it comes to the world of personal business, if you don’t want to 

travel the route dictated by skills and talents, you can try to take the 

path of passion. This is particularly ideal for those people who know what 

they love to do, but simply don’t have the skills or training necessary to 

do it – yet. 

 

People are passionate about different things. Political activism, 

protecting the environment, ending world hunger, helping orphans find 

homes, helping abandoned pets find shelter…  

 

Make a list of all the things that you are passionate about. And don’t 

worry - it doesn’t have to be something aimed at changing the world. It 

could be a passion for poetry, for managing time, or for increasing 
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productivity – as long as it is something that you love doing with all of 

your heart. 

 

Try to list at least 10 different passions that have really influenced your 

life: 

 

1. _______________ 

2. _______________ 

3. _______________ 

4. _______________ 

5. _______________ 

6. _______________ 

7. _______________ 

8. _______________ 

9. _______________ 

10. _______________ 

 

Now, before moving on to the other pressing business of today, take a 

moment to see if some of the items that made it onto your passions list 

might also match up with items on your talent and/or achievement list.  

 

If this is so, you have reason to celebrate! Within this area, you probably 

have a killer career just waiting for you around the corner! 

 

Passion will serve as a great motivator when the going gets tough. 

 

Think of 10-15 jobs, careers or tasks that you love to do, and would still 

love to be doing thirty years from now. 
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Chapter 8:  
 
You don’t need eyes to see, you need vision… 
 
Creating Ideas and putting them into practice 

 

Chapter Objective: To identify the three main keys to developing 

ideas for your business as well as learning the five essential steps to 

making your business dreams become reality. 

 
For every successful business venture out there you’ll find tens or 

hundreds that failed – and some of them have failed miserably. This can 

leave many would be entrepreneurs scratching their heads.  

 

What makes some businesses succeed while others struggle around 

desperately for survival?  

 

I’m going to let you in on a little secret: The reason some businesses 

experience spectacular sales and profit growth from the beginning isn’t 

due to the fact that they had tons of start-up capital. In fact, many 

business ideas that have had more funding than they needed have still 

met with failure. What causes businesses to thrive, succeed and 

experience rapid growth is simply the fact that they were put together 

the right way – from the very beginning. 

 

It’s important to dream within your means. If you’re on a tight budget, 

be ever mindful that the last thing you’re going to need at start-up is 

overhead. Instead, you’ll have to start small and create a plan that 
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allows you to slowly grow your business as profits and sales allow. So, 

starting out, perhaps your best bet is to find a product to sell - whether 

it’s your own or someone else’s.  

 

There are plenty of people out there who’ve done all the work and 

created a phenomenal product but haven’t got a clue as to what they 

should do when it comes to marketing and sales. Seek out individuals like 

this and offer your expertise. See if you can purchase the rights to the 

product… If you’re broke, look for some investors. Do whatever you can 

to gain and retain control of the product you decide upon. 

 

Also, it’s a good idea not to underestimate the power of your own 

garage, basement, kitchen or workshop. Take the time to come up with 

a new product or improve an existing one. Spend a little money to 

package the product, and all that’s left to do is find a place (or, 

preferably, places) to sell it. There are plenty of options: you can set up 

in a market, go door-to-door or even ask local businesses if they’d be 

willing to sell your product on consignment.  

 

Instead of having to come up with new products and information, 

you’ve just got to figure out fresh and effective ways to get your 

products into the hands of your targeted customers or distributors. Got 

something to sell? Use E-Bay 

 

Another way to improve your likelihood of success is to learn what you’ll 

be able to take care of for yourself. One of the most important (and 

difficult) tasks an entrepreneur faces is learning how to effectively 

delegate authority. However, don’t forget that laying the groundwork 

for a successful enterprise can take a lot of time and effort. Common 

http://ebay.com/�
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jobs that will have to be done, whether by yourself or someone else, 

include: 

• Sourcing products 

• Filing articles of incorporation 

• Printing letterheads 

• Printing business cards 

• Printing brochures and other marketing publications 

• Writing sales copy 

• Finding office space 

• Developing a website 

• Negotiating contracts with suppliers 

• Buying office supplies 

• Purchasing your initial inventory 

• Registering any trademarks 

 

And believe me when I say that this list - as extensive as it seems - is just 

the tip of the iceberg… 
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Developing New Business Ideas… 
While spontaneity and impulsiveness can be integral traits of the 

successful entrepreneur, studies do show that a high percentage of 

people who open new businesses do so simply because they are 

frustrated with their current job and are eager to throw themselves into 

any business venture that comes their way.  

 

Little do they realize that this lack of planning and foresight will more 

than likely lead to just another headache that leaves them feeling 

empty and frustrated This is why about 90% of them will board up the 

doors and windows within the very first year of business. 

 

The 10% who are still standing are there because they were smart 

enough to realize the three fundamental concepts when it comes to 

developing your business’s start-up ideas………….. 
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3 Keys to Developing Your Business Ideas… 

 

1. The first of the keys is creativity, the opposite being rigidity. 

Entrepreneurs simply can’t afford to be rigid in their thinking. They 

have to think outside of the box and be ready to tackle any 

obstacle – no matter how unbelievable or impossible it may at first 

seem. A great way to test your own creative ability is to practice 

finding ways to tie together seemingly unrelated ideas. 

2. Your second key is to understand every problem. If you truly want 

to achieve something, you must first be able to clearly identify the 

obstacles that you’re likely to come up against in your endeavor. 

Better yet, you must be able to break each obstacle down into its 

individual components so that you can plainly see how to 

eliminate it, instead of just attempting to hide it. 

3. The third key is brainstorming. By brainstorming your solution(s) with 

as many qualified people as you can find, you’ll be able to avoid 

judging your own answers too critically. However, you’ll have to 

be prepared to accept modifications that make sense, or even to 

replace your own solution with a totally new and better  

alternative. Whatever you do, you must keep your sense of 

objectivity intact. 

 

But being able to come up with fresh, new and profitable ideas simply 

isn’t enough in itself. There is much more to running a new business than 

just a great idea. There’s also a lot of paperwork and drudgery involved. 

That’s why you have to be practical enough to plan for the five essential 

steps you’ll need in order to take you from business idea to your 

business’s grand opening… 
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The 5 Steps (From Your Ideas to Opening the Doors…) 

 

• Step 1: Business Ideas. In order for you to start a business, you’ll 

need to be able to choose or create a main business idea. And, 

as obvious as this may sound, a lot of people get caught up in the 

passion of entrepreneurship and begin to lose sight of the end 

goal – success. Whether you opt for buying a franchise or an 

existing business, or you’d rather start from scratch - once you’ve 

decided upon the business you wish to start, that’s when the real 

work begins. 

• Step 2: Business Plan.(see page 3 of this book) Writing a business plan is 

your next – and arguably the most important – step, because this is 

the plan you’ll use in order to help other people (people like 

investors, customers, and partners) evaluate the strength and 

staying-power of your business. If there is any chance that you’ll 

be seeking outside funding and you don’t have a business plan, 

you’re setting yourself up for a premature (and quite unnecessary) 

failure. Yet another reason that your business plan will be an 

indispensable part of your new business is that it contains your 

marketing plan. This will serve as your blueprint to your marketing 

strategy - from advertising to promotion to sales. The business plan 

is also essential because by referring to it often, you can analyze 

the success of your business in future years and also (in case you 

decide to sell your business) clearly illustrate the capital needed to 

operate the company in order to break-even. 
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• Step 3: Financing. Once you’ve created a business plan you’re 

better prepared to go out and find investors. Most small businesses 

have four options when it comes to financing:  friends, relatives, 

and/or private investors or banks. Keep in mind that each of these 

options will have different considerations when it comes to 

providing you with money. Friends and family may be easier to 

convince, external investors and banks will rely heavily on your 

past credit history, the soundness of your business plan, and the 

general state of the economy at large before even thinking about 

advancing any funding. 

• Step 4: Getting Started. So, you’ve got your idea, your plan and 

your money - what’s next? Well, it’s time to take care of some of 

the legal formalities. Hopefully by now you’ve decided upon what 

your legal structure will be: sole trader/proprietorship, partnership 

or corporation. Don’t forget that the type of financing you’re using 

will have an effect on the type of legal structure you can choose. 

Most local or national government support facilities are on hand 

to help you. They can assist with what you need to learn about 

licensing, forms, insurance or any other legal requirements you 

need to meet before your business can open its doors. 

• Step 5: Opening the Doors. So now it’s finally time to host your 

grand opening. But before you can do that, you’ve got to answer 

a few questions. Where are you going to run your business? Will 

you opt for a home office, or maybe some prime commercial 

location? Do you need employees or contractors, and if so, how 

many and how much will you need to pay them? What about 

bookkeeping and accounting needs? And one more thing…. 

Aaargh!  Your taxes?  
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Once you’ve answered these questions, and you have a firm grounding 

to build a business upon, you’ve completed the start-up phase of your 

new launch. Congratulations - now you can wait for the joys and 

pressures of managing a small business! 

 

Of all of the bases we’ve covered in this booklet, one of the most 

intimidating you’ll face is the business plan. However, with the advent 

of the Internet, this exercise isn’t nearly as difficult as it once was. Now 

you can turn to free resources like business plan templates and 

guidelines, or even opt for paid resources like hiring a business plan 

writer. 

 

Take the Business Plan Writing Course. It is free. Simply go to the Eplixo 

website and register. It’s free. Then send me your username on Eplixo 

and email address and I will send you the downloaded link to the 

Business Plan Course. 

 

Remember, while you need to have a business plan in order to 

launch your business, it doesn’t have to be 150 pages long. Find out 

what the absolute minimum of information you’ll need is, and work 

with that… 

 
As time and additional revenues come your way, you can always 

add to it. The most important thing is not to let this small step trip up 

your future success. 

http://eplixo.com/�
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Chapter 9:  
 
Developing Your Business Plan 
 
Five Reasons You Should Write a Business Plan… 

 

Chapter Objective: To come to terms with the need for your 

company to create a business plan while also identifying some key 

reasons you shouldn’t skip this vital process. 

 
Far too many people are intimidated by the prospect of having to write 

a business plan. They’ll sweat over it, procrastinate or skip it altogether 

purely because they don’t understand how vital – and how simple - it 

really is. 

 

At its core, your business plan will serve as the blueprint for the life of your 

business. And much the same way that you would never think about 

building a house without first creating plans for it, this approach isn’t any 

wiser when it comes to building a business. 

 

However, unlike a house, your business isn’t a static entity. It will grow, 

adjust and evolve over time and with effort. Simply creating a business 

plan and then leaving it to collect dust at the bottom of a filing cabinet 

means that you’re missing the bigger picture. 

 

It’s a fact: the business plan for any business will change over time, as 

the business grows and develops. Therefore, it may be necessary to 

revise or create new business plans as time goes by. 



 
 

I THINK I’M AN ENTREPRENEUR – GET ME OUTTA HERE! 
 

 
60  

 

Here are five good reasons you (and any other savvy businessperson) 

should have a real, live, written business plan: 

 

1. To test whether or not your business idea will even work. You know 

that saying, “It looked good on paper…”? Well, sometimes, 

business plans don’t even make it past that preliminary stage. 

And, as disappointing as this fact might be, it’s a great deal better 

to discover your business idea will bomb before you actually invest 

your time, effort and money nursing it to death. 

2. To give your new business the best possible chance of success. 

The simple act of writing a business plan will help to ensure that 

you are paying attention to both the broad operational and 

financial objectives. It also helps you to work out planning issues 

that will assuredly affect your budget and marketing efforts. By 

carefully putting together a business plan, you’ll be preparing 

yourself for a smoother start-up period and less of a chance for 

unanticipated obstacles to blockade your path to success. 

3. To secure funding - from banks and financial institutions. If you’re 

going to need operating and start-up money from a source other 

than yourself, your hopes of success are pretty dismal without a 

well-developed business plan. This particularly applies if you’ll be 

looking to private investors, venture capitalists, angel investors or 

banks.  By having already answered their most common questions 

and concerns in your business plan, you’ll have a much healthier 

chance of getting the money you need to start continue, or 

expand your venture. 
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4. To make your business planning manageable and effective. If 

you’ve already been thinking about where you’re going to hide 

your business plan after you’ve gotten established, make sure that 

you read this first. As important as a business plan is when it comes 

to getting started, it’s also an integral part of running an 

established business. When a business is thriving and successful, 

there will be more changes and sustained growth. Your original 

plan will need to be modified to make room for your new goals 

and objectives. In addition, having and reviewing your existing 

business plan can also aid you in grasping how many of your goals 

have already been achieved, what differences you’d like to 

make or whether or not your company’s growth should move in 

another direction (and believe me, that doesn’t always mean 

expansion...) 

5. To attract investors. When you go looking for venture capitalists or 

other investors, we can’t really make it any clearer that you’re 

going to need a thorough business plan. Regardless of the merits 

of your interviews and presentations, when the day is done and 

your potential investors are talking to their bosses or clients, they’re 

going to need to have a well-written document that they can 

review and share with their colleagues before making a solid 

commitment. And be ready - these investors will more than likely 

use the information found inside of your business plan, along with 

extensive background checks and competitive analyses, (due 

diligence) in order to be certain that what you’ve written in your 

business plan is fact and not simply wishful thinking. 
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We understand…There’s a reason people dread creating business plans. 

Writing a business plan is time-consuming, and often challenges our limits 

for number-crunching, estimating and cutting things down to the 

bottom line. But, despite all of that, your business plan is absolutely 

essential for a successful business. 
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Chapter 10:  
 
Developing Your Management Team 
 
Strengthening Your Organization by Delegation 
 

Chapter Objective: To come to terms with the fact that you can’t do 

it all yourself. You need to find the right team to work with you. This step is 

critical in funding and ultimately building your business. 

 

No man (or woman) is an island. And no man or woman in their right 

minds should ever try to become one.  Overworking yourself is a surefire 

way to wind up with a serious case of burn out, and can turn your 

passion into a nightmare. If you try to tackle everything all by yourself, 

you’re guaranteed to limit your business’s ultimate potential and you’re 

setting yourself up for angry customers, angry employees and angry 

investors… 

 

So, what’s the alternative to doing it all yourself? 

 

Learning to delegate and working to develop your management team. 
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What Is Management? 
People have a lot of different ideas about what management actually 

is. There are several definitions you can incorporate: 

 

“The guidance and control of action that is necessary to execute a 
program.” 
 
“The supervising or directing of an enterprise.” 
 
“Using people and resources to get things done.” 

 

Therefore, your management team is the group of individuals that 

you’ve carefully selected in order to bring your business up to full speed 

and meet the unique needs of your new venture. 

 

But having a management team is essentially worthless if you don’t 

understand another very important process: delegation. 

 

What Is Delegation? 
Delegation occurs when one person gives another the authority to 

undertake specific activities or decisions. It means that instead of trying 

to do everything yourself, you find that people you can trust to aid you in 

meeting your business goals and finding success. It means that when 

trouble strikes, instead of only one brain working up a batch of practical 

solutions, you have a team of brains working together (each focusing on 

their unique specialties) to get the absolute best and most effective 

results… 
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Working Together… 
While it’s very important to have a management team to aid you in your 

endeavors, your team will only function well when the members are able 

to relate and interact with one another.  If your CFO and your Human 

Resources director can’t stand to be in the same room together, you 

might encounter a few problems along the way. If none of your 

teammates are able to team up, then you’re in BIG trouble! 

 

If you’ve noticed problems between members of your management 

team, the time to act upon them is now. Prevent any build ups of 

frustration, hurt feelings or bitter rivalry. The rest of this section will aid you 

in this and more. 

 

A Strong Management Team… 
Having a strong management team is essential to your organization if 

you’re planning for your business to grow and develop. As your business 

experiences growth, your management team will spread leadership 

responsibility around liberally. This is especially important in any of the 

three following situations: 

 

• Your business has multiple offices/locations 

• Your business operates in multiple industries, or 

• Your business has multiple cultures (like after a merger or 

acquisition…) 
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Important Skills Your Management Team Bring to the Table… 
There are five major areas where your management team will focus and 

excel. These areas include: 

 

1. Sales & Marketing 

2. Production 

3. Finances 

4. Administration, and 

5. Purchase & Procurement 

 

While not every member of your management team will have the exact 

same skills or skill specialties, it’s important that your management team 

cover each of these five areas, whether you only have a management 

team of 2 or 200. 

 

A business review (for example, reviewing your business plan) can help 

you to identify other essential skills that answer your business’s individual 

needs.  

 

Managing your Overhead and Your Management Team… 
Scared of increased overhead? Worried that you can’t afford to hire all 

of the help you want while also affording all of the help you need? If 

that sounds like your situation, don’t despair. Don’t forget that you have 

two options when it comes time to hire new help: an employee or an 

independent contractor. 

 

While your management team will more than likely be solid employees, 

that doesn’t mean now isn’t the time to think about hiring some 
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contractors. By out-sourcing the less essential, temporary or occasional 

tasks to independent contractors (who don’t require unemployment or 

social taxes, withholding or state taxes, insurance, etc.) you can 

dedicate more of your overhead budget to keeping your key players 

happy and focused! 

 

Your Role in The Management Team… 
Before you can begin to truly develop or review your management 

team, you also need to have a clear understanding of your role and 

responsibilities as their leader. Your goal as the primary leader is to make 

sure that all of the roles and responsibilities of your management team 

are crystal clear as well as making sure that you’ve already established 

a clear and open communications structure. 

 

This structure is made up of two different types: Formal and Informal. 

Formal communications include things like departmental meetings, 

reports, plans, etc. Informal communications include team building 

exercises, general feedback, internal memos, etc. 

 

Once you’ve defined your roles and goals as the ultimate leader in your 

organization, you’re ready to learn the nine different stages of 

developing your management team. 
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The 9 Stages of Developing Your Management Team… 
Developing your management team can be broken down into nine 

essential stages, each of which are outlined below: 

 

1. Review your business’s overall progress and decide upon the 

direction you’d like to head. 

2. Measure yourself against your competition. Pay close attention to 

strengths, weaknesses, opportunities and threats (SWOT analysis). 

Look specifically for gaps between where you are and where it is 

you want to be. 

3. Analyze what skills your business needs and evaluate your own 

relative strengths and weaknesses for each skill. 

4. Learn more about the skills, potential and ambitions of the rest of 

your staff, taking into consideration less definable abilities such as 

leadership qualifications. 

5. Prioritize the skills you’re missing and see who in your existing staff 

can fit the bill. 

6. Decide where and when developing your staff to include new 

skills and training will work. Remember, your aim is to create a 

coherent team – not a dozen deserted islands awaiting rescue. 

7. Re-examine any remaining skills gaps. 

8. Consider your alternative – consultants, outsourcing, contractors, 

etc. Back your considerations with a cost/benefit analysis. 

9. Now, focus on permanent staff recruitment. Remember to plan 

ahead in anticipation of future positions as well as potential skills 

gaps. 
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Training & Development… 
When it comes to training and development, there are plenty of options 

you can take advantage of. Whether you decide to rely on in-house or 

outside training programs and learning sessions, the main idea here is to 

get the training and development achieved.  

 

Never overlook the power of the less formal, internal, on-the-job variety 

of training and development! Training doesn’t mean spending a fortune. 

If you can gain the same benefits at a discount via distance learning 

and continuing education courses at your local community college, 

then don’t turn your nose up at this option. What works, well, works! 

 

More Practical Tips… 
Here are a few more practical ideas for getting the most out of your 

management team: 

 

• Work hard to develop a team spirit. 

• Train your team for diversity and flexibility 

• Offer ongoing training and learning opportunities 

• Offer performance feedback, identify gaps, recommend training, 

outline goals for future improvement 

• Monitor performance on a regular basis. 

• Don’t neglect feedback – meetings, memos, office gossip, etc. 
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Undertaking a Performance Assessment… 
One of the most popular ways that a leader assesses their team is via 

something known as Key Performance Indicators (KPI). Indicators include 

things like sales figures, product output, financial security, etc. 

 

KPIs are further broken down to Targets and Budgets. Targets are what 

you’re aiming at with your business. Budgets are the resources available 

to accomplish the necessary tasks.  

 

You can also quantify the abstract areas of management performance 

by using tools like the “balanced scorecard method.” 

 

This method allows businesses to define goals and put them into action. 

It also allows you to implement a program for ongoing improvement. 

You can learn a bit more about the balanced scorecard method by 

visiting www.balancedscorecard.org/basics/bsc1.html. 

 

In addition to KPIs, you need to offer a formal appraisal system for 

employee evaluations. Your formal appraisal should identify your 

business’s support needs and allow you to judge performance in hard to 

measure areas. 

 

http://www.balancedscorecard.org/basics/bsc1.html�
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It works in four key stages: 

 

1. Set your objectives 

2. Manage performance 

3. Carry out the appraisal 

4. Offer specific rewards or remedies (don’t forget that rewards 

don’t have to be monetary) 

 

There are other methods to evaluate your management team, but the 

last one we’ll mention before moving on to the next chapter is the 360 

Degree Appraisal. This is a unique method where performance 

standards and reviews are sought out from many relevant sources. This 

means when you’re reviewing your Marketing Manager, not only would 

you talk to his immediate bosses, you’d also speak to the rest of his 

management team, his peers, junior staff, etc. 

 

So, now that we’ve learned how to develop your management team, 

it’s now time to move on to learning how to start your business without 

having to rely solely (or at all ) upon your own money… 
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Chapter 11:  
 
Starting Your Business (Without Having to Use 
Your Own Money…) 
 
You can do it by starting small and building big. 

 

Chapter Objective: To discover ways to fund your dreams that vary 

from the incredibly creative to the terribly traditional… 

 

Start Small, Build Big… 
The easiest way to start small (and later to build yourself bigger) is to start 

your business out in your home, garage or extra living space (think cellar, 

attic, or workshop). 

 

We’re going to let you in on another little secret: When you have a 

business that’s operating on a budget (especially a tight one!) you don’t 

want (or need) to pay for office or retail space. As a matter of fact, a 

surprising number of today’s largest companies started out of their own 

homes. Better yet - some of them are still being run from the comfort of a 

home office.  

 

By avoiding a lease or rental payment, you have that much more 

money you can funnel into your business. 

 

Again: You really can start your business by using the things that you 

already have on hand. 
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Have you been thinking about buying a new office chair?  

 

Wait a minute - don’t you have an older version in your office, covered 

with a mile high stack of papers you haven’t read yet?  

 

Unless you’ll be opening a business that requires your clientele to visit you 

(and therefore be impressed by you), save your money and use the 

things you already have to the greatest advantage you possibly can. 

 

Funding Your Dream… 
In case you haven’t noticed, we really can’t stress enough that 

supporting your business financially is incredibly important – absolutely 

vital for success. 

 

What you may not know is that the fulfillment of your dreams might be 

quite a bit closer than you think. 

 

Certainly one of the biggest issues entrepreneurs will face is raising the 

money needed, not only to start a business, but to make it past the initial 

start-up phase. 

 

For some reason, no one seems to think that they can raise these funds. 

Blind and insecure, you think that it’s up to someone else to somehow 

work their magic and make this vital step happen. You might feel that 

you lack the connections and know-how necessary to succeed in this 

aspect.  

 

Here’s yet another secret: Right now, you already have all the resources 

and contacts you need – even if you don’t think so. Don’t believe me? 
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Well, you would be amazed at how many people there are located in 

your very own locality that can, and will, help you. 

 

But, here’s the tough part that trips many people up. In order to get their 

help, you’re going to have to ask for it. And before you go asking, you 

need to have a plan ready for the, detailing: 

 

• What kind of money you need (both in terms of use and in terms of 

quantity) 

• Whether you’re looking for a loan or an investor 

• How, and when, you’ll pay the money back, or keep the money 

others invest secure. 

 

And - in addition to having potential investors at your fingertips - you 

have family, friends and neighbors who can help you connect to people 

that can offer you assistance in other ways. Sure, maybe your parents 

can’t afford to put up the operating costs you need this year, but they 

might know someone who knows someone inside of a company that is 

synergistic with yours, and may just be able to serve as a partner or 

investor. 

 

Don’t forget your current co-workers and colleagues, either. They just 

might be (or know someone who is) in a position to help you now or 

even sometime in the future. Don’t overlook any of these valuable 

sources! Your one-way ticket to success could be held by someone 

who’s right under your nose. 
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You should also be on the look-out for individuals that have a vital 

connection with a venture capital firm. But, as mentioned before, you’d 

better be prepared for some serious scrutiny if you’re hoping to get 

funded by these guys. 

 

Other connections that may prove integral to your success include 

invitations to luncheons or other relevant meetings and social 

gatherings. Here, you’ll find a wonderful opportunity to broaden both 

your connections and your networking strength. 

 

And networking will prove very important as your business begins to grow 

and change. Make it a point to establish connections with everyone you 

possibly can that works or operate within your field or industry. 

 

And, in the event that you do happen upon a potential investor, keep in 

mind that what is most significant in your life right now (namely,  getting 

funded), is probably much lower down on their priority list. So, if 

necessary, you can call to follow up on a prior meeting, but try not to let 

yourself be annoying. Simply stay focused on your primary goals, and 

take what comes with finesse and objectivity. 

 

Even if you don’t feel like you have what it takes, by employing some of 

the strategies mentioned above, you might just shock yourself! Before 

you know it, you can be a fundraiser, salesperson and a successful 

entrepreneur - if you simply insist on believing that you can achieve! 
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The importance of contacts and networking can’t be stressed 

enough when it comes to establishing a new business. 

 

Take a moment to come up with a list of 25 possible contacts (or 

sources of contacts) whether they’re friends, family or colleagues. 

 

Next to each name, decide whether they’ll be a potential financial 

or social contact. Or, better yet, maybe you’ll find some who are 

both! 

 

Now, think of some different ways you can approach these people 

and ask them for their assistance. Be sure to emphasize what’s in it for 

them, as this can make the difference between a “No!” or a “Yes!” 
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Chapter 12:  
 
Finding Someone Who Understands Debt 
 

Avoid the pitfalls of excess debt by gaining a clear 

understanding of debt. 
 

Chapter Objective: To learn the many different ways that you can 

fund your new business as well as how to find the experts who know 

more about debt and debt management than you do. 

 

Despite what you may think or hear, debt doesn’t have to be a 

proverbial “four-letter word”. Truly, debt, when used properly and 

proportionately to investment, can be a fantastic asset to your new 

business. The key is to understand what debt is, how it works, what it’ll be 

used for and when (and how) it will be repaid. 

 

Fools Rush In… 
Far too many people are more concerned with securing a loan or line of 

credit that they forget to take the time for proper planning. They 

leverage their homes, max out their credit cards and make numerous 

personal guarantees. 

 

And while it may at first glance seem ideal to do whatever you can in 

order to make your business dreams a reality, it could very well prove to 

be an absolute nightmare! 
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Overextending yourself in debt can leave you with the nearly impossible 

task of trying to manage operations and the burden of debt. This can 

mean that you lose focus on a very important element of your business – 

SALES! 

 

Don’t let your debts accumulate faster than your business can grow. Use 

careful planning when it comes time to incur new debts: 

 

1. What is the loan to be used for? 

2. What kind of a return can you expect? 

 

Different Types of Funding… 
There are nine main ways that new businesses find the money to open 

their doors. Your business may only use one of them, or it might use them 

all. Here they are, listed according to the ease of acquiring. 

 

1. Self-Funding 

2. Friends & Relatives 

3. A line of credit (from a bank, institution) 

4. Personal loan  

5. Credit cards 

6. Small Business Enterprise Support & Commercial Loans 

7. Grants (not debt!) 

8. Angel Investors, and 

9. Venture Capitalists  

 

Each of these different financial sources will have their own special 

repayment terms and interest and hoops for you to jump through. 
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But, when you take into consideration that 39,201 US businesses 

declared bankruptcy in 2005, you might want to get the expertise and 

know-how that can keep your business from becoming yet another 

statistic. And one of the best ways to do this is to bring someone into 

your company that really understands debt. And whether you opt for 

this to be a permanent position or done on a consultancy, contractual 

basis – the point is that you absolutely must do it! 

 

Looking for Help… 
In Chapter 10, we went over developing your management team. Part 

of the process involved taking the time to evaluate your own strengths 

and weaknesses when it comes to specific skills your business needs. 

When you start seeking out individuals who understand debt, you’ll 

probably want to work under this same frame. 

 

Identify the specific assistance you’re going to need. What type of debt 

will you be relying upon to get your business up and running?  What are 

the terms of repayment? How do you plan to spend the money you 

receive? 

 

Who understands these situations? 
 

Is it an accountant? A banker you know? Your financial advisor? A local 

venture capitalist? Or perhaps it’s another debt professional you’ve met 

or heard of through the grapevine (network)… 
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Whoever you turn to for help, you need to be able to trust them and 

their expertise. You need to be prepared to take their advice and 

implement the changes they recommend. You need to dedicate 

yourself to learning from them, and allowing them to help you elevate 

your business to the next level. 

 

By having at least one financial genius on your team who understands 

debt to its core, you’ll be able to free up your time to focus on your 

specialties, and allow the rest of your management to focus on their 

own.  

 

And together, you’ll be able to make sure that you (and your business) 

are living well within your means… 

 

Take some time now to come up with a list of debt related 

professionals you know or know of. 

 

Now, come up with some important questions you’d like help to 

answer. 

 

Determine if you’re going to need your debt professional as a 

permanent member of your team or whether you can rely on them 

on an as-needed basis. 

 

How do you plan to go about enlisting their help for your new 

business venture? 
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Chapter 13:  
 
Sell the Benefit, Not the Science  
 

Helping your investors answer their most pressing 

question: “What’s in it for me?” 
 

Chapter Objective: When looking at your business plan, your investors 

are already assuming that you’re the expert at what you do. What they 

need to know is who benefits, why, and where they can find the exit. This 

chapter is directed at helping you answer those questions for them. 

 

Don’t fall for the temptation to rely too heavily on facts, figures, numbers 

and statistics in order to get funded. While these are all integral and 

important parts of your business plan and the overall success of your 

business, numbers aren’t the most pressing order of business for your 

investors. And since your business plan is aimed at enticing potential 

investors, you’ve got to be ready to give them the real information 

they’re after:  

 

What’s in it for them? 
So what is in it for them? Why in the world would they even consider 

investing in your new venture? What do you have to offer them? 

Investors aren’t in this for their health; they’re in it for success. And if you 

want success, you’ve got to prove to them that success is a two-way 

street that benefits you both. 
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Features Vs. Benefits… 
When you’re trying to attract investors, it’s important that you do it in the 

right way. Too often, people limit themselves to attracting investors with 

a list of features your business has. Now, don’t misunderstand, features 

are important. Without features, you have no hope of benefits. However, 

when you’re attempting to “sell”, you need more than a list of features. 

   

Why? 
 

Because by offering only the features of your business, you’re making 

them work out the details for themselves. You’re making them answer 

the question, “What’s in it for me?” However, instead of leaving your 

investors to answer those questions themselves, it’s your job to answer 

the questions for them. 

 

Let’s look at this in a regular business sense, where you’re selling benefits 

over features to customers… 

 

An Example… 
Let’s say that your business manufactures and sells self-setting clocks. A 

self-setting clock, in and of itself, is merely a feature. To turn it into a 

benefit, you must ask yourself why your customer would want a self-

setting alarm clock. 

 

Let’s say your answer to what’s in it for the customer is convenience. 

 

That’s a benefit, which is a much more powerful motivator than a simple 

feature. However, you can’t just stop there. 
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While convenience is a benefit, you’ll have an even better sales 

response if you illustrate the results your product or service will offer your 

customers. 

 

In the case of the self-setting alarm clock, the results are various: 

 

• They don’t have to fumble through difficult to read (and 

understand) directions and/or instructions 

• They’ll no longer be stuck looking at the flashing “12:00” when the 

power goes out. 

• By setting itself, the clock prevents the customer from feeling 

stupid because they can’t do it themselves… 

 

So, it’s easy to see that in order to outline the benefits for your customers 

(and also your investors), you’ve got to focus on the results of what the 

features can achieve. 

 

Benefits and Results for Your Investors… 
So, how does all of this apply when it comes to your investors, as 

opposed to your customers? 

 

Let’s focus on your business plan. More than likely it is full of your 

company’s features. It may include some benefits, as well as results 

investors can expect from your business. 

 

You should follow three simple steps in order to successfully attract 

investor attention: 
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1. Know your investors (study them; get as much background 

information on them as possible. Look at their business mission 

statements and previous investments. Get a clear understanding 

of who they are and what they want.) 

2. See things their way. Put yourself in your investors’ shoes. Look for 

gaps in your proposition and questions they’ll want answered. 

Identify what you believe will be their most pressing concerns. 

3. Think in terms of the end result. Before getting too caught up in 

features versus benefits, don’t lose sight of the fact that even more 

important than benefits are results. What positive results can 

investors expect after investing in your company?  

A Profitable EXIT! 

 

Once you’re able to get into the habit of applying these three simple 

steps you’ll be much closer to the positive results you’re seeking from 

your investors – funding.  
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Take some time now to identify your potential investors. Who would 

you like to see invest in your business? 

 

Now, investigate each individual investor to learn what makes them 

tick. Who received some of their previous investments? What trends 

have you noticed? Are they more often attracted to smaller 

businesses or large enterprises?  

 

After you’ve done your research, dedicate yourself to looking at your 

business from their point of view. Use a critical eye. Find gaps. Look for 

unanswered questions and potential obstacles. 

 

Finally, make it a habit to start thinking about things in terms of the 

end results and benefits, instead of merely the features. Results are a 

powerful way to motivate investors to fund your business! 
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Chapter 14:  
 
Marketing & Motivation 
 
Discovering What You Need For a Secure Route to 

Profits and Success… 

 

Chapter Objective: To understand what components go into a sound 

marketing plan and learn to keep yourself motivated through thick and 

thin… 

 

Developing a Marketing Plan 
It’s easy to say you’ll add marketing into your “master to-do list” and 

then allot a few hours each day to focus on these tasks. However, if you 

haven’t organized your tasks according to a master plan for marketing 

success, your efforts won’t get you as far as they might otherwise have. 

 

By getting your marketing plan down in written form, you’ll provide 

yourself with a working guide. This guide will allow you to identify and 

focus on your goals. You’ll also get the chance to organize all of those 

creative ideas that come and go through your brain on a daily basis. 
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Creating Your Marketing Plan… 
What is a marketing plan? Why is it so integral to the success of your 

business?  

 

Well, first of all, firms that have found success in marketing invariably 

started out with a comprehensive marketing plan. Believe it or not, larger 

companies may have plans that cover hundreds of pages. A smaller 

businesses my have one that gets the job done in five or six.  

 

In order to give your marketing plan the respect and attention it 

deserves, it would be wise to keep your marketing plan in a sturdy three-

ring binder. Place it somewhere it’ll be easily accessible and refer back 

to it at least once each quarter ( monthly examinations might prove 

better). Buy or make tabs designed to hold monthly sales and 

manufacturing reports and add them to your plan each month. With 

these reports readily on hand, you’ll have a much easier time when 

you’re required to track performance as your follow through on your 

plan. 

 

Your marketing plan should cover at least a period of 12 months. New 

businesses are pretty volatile. Things change, people quit, markets 

evolve and customers come and go. Later, as your business has 

stabilized a bit more, you can begin a section that addresses the 

medium-term future (usually two to four years down the road.) However, 

even then, the majority of your marketing plan should focus on the next 

12 months of business. 

 

When you’re first creating your marketing plan, don’t rush it. Allow 

yourself at least a few months to get it done – even if yours will only be a 
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few pages long. And while you will face challenges as you strive to 

execute your marketing plan, deciding what you plan to do and how 

you’ll go about making it happen is one of marketing’s greatest 

challenges. 

 

Try to make your marketing plan accessible to as many members of staff 

in your company as will be affected by it. If you’re worried about the 

security of the information contained within, think about creating a 

revised and abridged version that’s aimed specifically for the rest of your 

working team. The same focus and accomplishment it provides you with 

will rub off on them too! 

 

The truth is that you won’t be able to create an effective marketing plan 

without getting other people involved. Regardless of the number of 

employees you have, make sure that you get feedback from all areas of 

your company - from finance right down to supply.  

 

Why?  
 

Because it will take participation from every single area of your 

company in order for your marketing plan to work. You’ll get key input 

(and sometimes unrecognized opportunities) if you call on others for 

their opinions and advice. 

 

While your business plan and your marketing plan might be very similar, 

strive to keep them separate from one another as much as possible. 

Your business plan should show how you plan to support the operation of 

your marketing. Your marketing plan should be a solid collection and 

exhibition of the ideas expressed in your business plan. 
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So, what is the relationship between your marketing plan and 

your business plan?  
 

Your business plan spells out what your business is about (what you will or 

won’t do as well as your ultimate goals). It encompasses a great deal 

more than merely marketing – it includes discussions about location, 

staff, financing, strategic alliances, and so on and so forth. But as 

different as the two of them are, they must be consistent in order for your 

dreams to be achieved. 

 

Your Marketing Budget… 
Whether you do a fantastic job or a dismal one when it comes to 

marketing, it’s going to cost – it just doesn’t have to mean out of pocket 

expense. Therefore, your marketing plan will need to have a section 

where you allocate your budget for each marketing activity you plan. 

Be as objective (or, perhaps realistic would be a better guideline) as you 

can regarding those costs which you can forecast accurately, and for 

those areas in which you have no budgeting experience, always add an 

additional 25% worth of padding to whatever number you first come up 

with. 
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Your budget might look a little something like this: 

 

Gross Sales 142,000 

Annual marketing efforts 7,045 

Yellow Pages 2,600 

Sales letters for prospects 625 

Clerical help for mailing list 125 

Advertising – local business 

magazines 

500 

Advertising – local 

newspaper 

1,200 

Brochure 

design/copywriting 

380 

Brochure printing 315 

Registration for business 

exhibitions 

145 

Sales Training Seminar 930 

New mailing label software 225 

 

 

As your activities progress, you’ll doubtless find the need to adjust your 

timing, budget and/or some individual tasks. When you reach this point, 

you’ll need to decide whether to  

 

• Intensify your efforts,  

• Add more tactical steps in order to pick up the pace, or 

• Scale back on your objectives.  
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However, regardless of what you decide to do, make sure that you do it 

in an organized manner, adjusting each of the dependent tasks so that 

the plan is transformed as a whole. Any time you make a change, make 

sure to update it accordingly in your marketing plan document. All of 

this information will be extremely useful when it comes time to create 

next year’s marketing plan. 

 

While marketing isn’t a science, it is a skill that allows you to make 

steady, incremental improvements. 
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Staying Motivated… 
Getting motivated is usually far easier than staying that way. So, lets take 

a moment to provide you with 6 simple ways that you can stay 

motivated – no matter what: 

 

1. Get motivated every day. Motivation is like just about any other 

emotion. Left on its own, it won’t last long. You have to take the 

time and effort to renew it every single day. Don’t get me wrong - 

this doesn’t make motivation a bad thing, or a wasted effort. It 

simply means you must realize that if you want to stay motivated, 

it’s something you’ll have to continually work at. 

2. Have a vision for your life. The root for motivation is “motive” and 

the definition of motive is “a reason to act.” Your motive is your 

vision - your impetus. Create a clear vision for yourself and a 

strategy for getting you there. 

3. Fuel your passion. A great deal of motivation boils down to your 

emotions. At the same time, your emotions play a major part in 

your actions and your incentives. Set yourself on a course to have 

a consuming desire that fulfills your goal, whatever that goal may 

be. Do whatever you can to arouse your most powerful emotions, 

and then put them to work for you! 

4. Work hard enough that you can get real results. A great way to 

build upon your motivation is to get results. The harder you work 

the more results you’ll get. The more results you get, the more 

you’ll remain motivated to keep at it. It’s one of the few useful 

instances of the “vicious cycle.” 
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5. Continuously “download” good materials into your mind. Listen to 

audio tapes about topics like success, motivation and training. 

Get the materials of great motivational speakers and start 

accumulating success stories. Read good books – the kind that 

teaches you new skills and ways of thinking. Stock up on great 

music and listen to it. Do whatever it takes to stimulate your brain 

to focus on success. 

6. Don’t quit when you’re hot… Sometimes you’ve got it, and 

sometimes you don’t – that’s a plain and simple fact. When you 

don’t “have it”, keep plugging away at it regardless. And when 

you do, pour it on – because momentum will help you get larger 

gains in shorter periods of time with less expended energy. Ride 

the waves of your success for all they’re worth! 

 

Marketing and motivation prove to be great stumbling blocks for a great 

number of new business owners. However, without these two ingredients, 

you’re selling yourself (and your business) short.  

 

Do whatever you can to grab hold of these principals and incorporate 

them into your life. 
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We’ve covered two very important topics in this chapter, and it’s 

important to make sure that you’ve got a firm grasp on the absolute 

essentials on making them happen in the life of your business. Here’s 

a chance to test yourself… 

 

First, take a moment to create a brief synopsis of your marketing plan.  

What are you going to include in it? (Not the specific details, but just 

a generalized definition.) 

 

Next, go through your house right now and gather together any tools 

you can use to motivate you towards success. How about some 

inspirational reading about successful businesses and their owners?  

 

Leave no corner or shelf unturned. Gather together all of the 

resources you’re able to find and start putting them to use. Believe 

me - you’re going to need them! 
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Chapter 15:  
 
Go Global, Stay Local 
 
Preparing your business to make it in today’s global 

economy… 
 

Chapter Objective: In a competitive global market where your 

competitors can be around the corner or around the world in Shanghai, 

it’s essential that you exploit your Unique Advantage to the max! 

 

The global market and global expansion have been getting a lot of 

attention recently. In truth, it’s not a new phenomenon. Look at England 

and India and the Colonies…It’s been going on for centuries (though 

without the use of mobile phones). The difference today is that 

technology and the concept of a global economy have made it much 

easier to make a global transition. Being online also means your 

customers are merely a single click away from your business (or your 

competitors). 

 

Going global may not necessarily mean selling your products or services 

outside of your own local market place either. With competition and 

cost pressures it just might be worth considering out-sourcing some or all 

of your production to a low-cost area such as India, China or Eastern 

Europe.  
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Most people assume this is all quite complex and something that really 

should be left to Fortune 500 companies with thousands of staff and 

money at their disposal to waste if it all goes wrong. Not necessarily!!!! 

 

Just in case you suspect that your products or services might not be 

worth considering take a look at Merino Wool underwear 

http://www.thetinshed.co.nz. Here is a company that was set up with a 

few thousand $NZ dollars in a Tin Shed to exploit a specific type of wool 

found only on a variety of New Zealand sheep and now they export their 

products all over the world. Production is carried out in China with 

multiple marketing partners across 3 Continents. It is a perfect example 

of a commodity product with a unique selling property that make it 

capable of being sold in China, UK, USA, Japan and of course New 

Zealand. 

 

Another example of how to build a global business can be seen from 

Alltracel Pharmaceuticals PLC, (http://www.alltracel.com) a company I 

founded in Ireland in 1996. From the introduction to a group of scientists 

in the Czech Republic with technology that stops bleeding fast, the 

company grew to have sales in excess of US$23 million in 2005. This 

required a management team of experts and total number of 

employees does not exceed 50. Production and marketing partners are 

now in more than 30 countries and products sold from USA, across 

Europe all the way to Australia with everywhere in between. It was sold 

to Hemcon in 2008 for $38m plus $15m in debt. Now I am building Eplixo 

a Smart Phone Video Chat Service for mobile phones using SMS as a 

connection to multiple users. 

 

http://www.thetinshed.co.nz/�
http://www.alltracel.com/�
http://eplixo.com/�
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All of these examples show that with a vision for a simple idea it is 

possible to create a multi-million dollar global business. You just need a 

unique selling proposition and the right partners. 

 

Perhaps your business products or services could easily be sold on a 

global scale. This book is not intended to be a draft or blueprint for your 

global expansion program, but we are going to at least show you how it 

can be done without multi-millions of dollars or euros, depending on 

where you are situated. 

 

The two most important words in any country you will ever need to know 

are “Local Knowledge”. A useful exercise here would be to consider 

looking for a partner in the target market with low cost production 

capability and access to the local market, and you have the technical 

skills and marketing expertise. Together you increase their production for 

your products in your home market and they in turn provide you with 

access to an untapped market for your products and low-cost 

production. Everyone wins. 

 

There are always going to be risks associated with not being 100% in 

control, but building a global enterprise is much the same as building 

your management team. Finding the right people, partners or 

companies you can work with and manage the partnership with mutual 

respect for each others expertise will result in a win-win-win situation.  

You win, they win and your customers win. Don’t ever believe you can 

do it alone by dropping your sales team on foreign territory and expect 

them to deliver… It just won’t happen. 
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Planning Your Global Expansion… 
In order to launch a global business, you need to spend some time 

devoted to understanding why your business would be capable of 

delivering on a global scale. Is your product or service so unique that it 

could not be duplicated in your target country? Is it possible to contract 

out part or all of the production to a contractor? If you find a good 

enough reason then it is a matter of careful planning before you 

consider taking the next step. Make sure that you focus on the following 

three things: 

 

1. Look for a global expansion opportunity that allows you to grow 

your business and increase your shareholders’ values. 

2. Pursue global opportunities that conform to your mission statement 

and primary objectives and goals.   

3. Build a bridge, step-by-step, that connects your current company 

goals and objectives to the opportunities that arise in your external 

target markets. This is either with a low-cost production partner or 

marketing partners with “Local Knowledge” 

 

When it comes to identifying the right opportunities, keep the following in 

mind: 

• Will the opportunity of producing in a low-cost environment deliver 

on your existing company’s goals and objectives? 

• Will the right partner offer the necessary support, sales and 

marketing abilities that are needed to deliver a substantial reason 

for going global?  



 
 

I THINK I’M AN ENTREPRENEUR – GET ME OUTTA HERE! 
 

 
99  

• And ultimately would investing the same amount of time and 

financial resources in your current market provide a greater or 

lesser return than going global? 
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Chapter 16:  
 
I’m an Entrepreneur…. Get me outta here! 
 
Information is transferred. Knowledge is accumulated 
 

Chapter Objective: The goal of this booklet is to try to make you 

realize that the accumulated knowledge you possess is more than 

enough to get you started in your new business, or fired up enough to 

expand it beyond what you ever dreamed possible.  

 

There are so many reasons why you should make the decision to be an 

Entrepreneur and, either start your own business, buy one, or expand 

your existing one. Of course there will always be many reasons why you 

should avoid taking the risks and work within your comfort zone to 

provide a reasonable lifestyle for your family. 

 

There are those who will tell you that you would be better off sticking 

with your present employment or to give up your stupid dreams and get 

a proper job.  

 

This is a personal choice of course and one that can only be made by 

you. We can suggest that you look at it using regret regression. If you 

were 79 and you looked back on your life to a time when you could 

have made a decision to follow your passion, or play it safe….. Would 

you regret not taking the risk?  
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Our accumulated knowledge is imparted information and we hope it 

assists you in making the right choices as an Entrepreneur. 

 

We will leave you with a quote from the 26th President of the United 

States, Theodore Roosevelt from his “The Man in the Arena” speech at 

the Sorbonne, Paris, France (1910). 

 

“It is not the critic who counts; not the man who points out how the 

strong man stumbles, or where the doer of deeds could have done 

them better. The credit belongs to the man who is actually in the 

arena, whose face is marred by dust and sweat and blood; who 

strives valiantly; who errs, who comes short again and again, 

because there is no effort without error and shortcoming; but who 

does actually strive to do the deeds; who knows great enthusiasms, 

the great devotions; who spends himself in a worthy cause; who at 

the best knows in the end the triumph of high achievement, and who 

at the worst, if he fails, at least fails while daring greatly, so that his 

place shall never be with those cold and timid souls who neither 

know victory nor defeat.” 

 

 

I can’t think of a more fitting way to describe what it means to 

participate as an Entrepreneur in something that makes a difference.  

 

Gerard Brandon 

Chief Executive  

Eplixo Video Chat Party Service 
gjbrandon@eplixo.com 

mailto:gjbrandon@eplixo.com�
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ALSO START-UP BUSINESS PLAN COURSE 
Over 100 pages of step-by-step instructions and full example of a  

Business Plan that led to a start-up raising $300,000  
This book is worth $29.95 or you can get it free by: 

 
 

4. Going to http://eplixo.com and register on Eplixo.  
5. Send me your registration username and email address  
6. I will reply to you with the download link for the Business Plan Course 

 
You will also receive 10 free SMS invitations and hours of mobile video 

chat on your Smart Phone, Web or Desktop. 
 

 
Contact Gerard Brandon at gjbrandon@eplixo.com   

I am interested in your feedback and comments 

 
Copyright © 2010 Gerard Brandon 

Every effort has been made to ensure this manual is free from error or problems. Though I have 

worked hard and long to provide accurate information I can’t take any responsibility for loss or 

action to any individual or corporation, or not acting, as a result of the material provided here. 

Some links may change. 

 
All Rights Reserved 

Reproduction or translation of any part of this work by any means, electronic, or mechanical, 

including photocopying, beyond that permitted by copyright law, without permission of the 

publisher is unlawful. 

 
Manuscript Notes: 

This copy is revision 1.3 completed June 2010 

 

Gerard Brandon 
Alltracel House,  

Church Place, Sallynoggin  

Dublin, Ireland 

 

http://eplixo.com/�
mailto:gjbrandon@eplixo.com�
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