Introduction

Hello and welcome. 

My name is <A  Name> and I’m an internet entrepreneur <who has successfully sold products in a number of different markets such as ---------------------- [to name just a few]>

My task today is to give you a no-holds-barred heads up on what the internet business has taught me – the strangleholds, the pitfalls and all of the glorious opportunities it presents to people like you who are willing to see, hear, study and do.

And that’s the thing.

I can tell you everything I know and so can anyone else, but it’s what you do with the information that matters.

Think of it as “The Parable of the Talents” from the Bible. 

Bury the knowledge and it can’t ever grow. 

Save it and it does nothing, but lose value as time erodes it away.

But use it to profit and you are writing your own future. 
And that future is as big, as broad and as brilliant as you choose to make it. 

It’s much as you want, or it’s as little as you need. 

How big or small that future is, well, that is entirely up to you because you do get to choose.

So settle down and get yourself comfortable because over the next couple of hours or so, I’m going to pull back the curtain on 20 things you really do have to know to make the internet business make complete sense.

Hold on tight and please do listen carefully because I can assure you – this is a riveting ride of essential, must-hear information!
This is How To Think Like An Entrepreneur and become one!
How To Think Like An Entrepreneur

and become one!

Where It Begins

Over the many years that I’ve been in marketing, I’ve come to realise that lots of people possess the ability to become entrepreneurs. 
But somehow, they never quite make it. 

Why not?  What stops them from breaking through and becoming the success they perhaps long to be and probably deserve to be?

If you want it – all of those dreams that you’ve cherished for so long – whatever they are … I want to help you to get there. I’d like you to have them all. Every single one of your most private and personal dreams 

In fact, nothing would give me greater pleasure than to help you enjoy the kind of life that I have now. And that’s the freedom to do whatever I choose.

I don’t have to work, unless I want to. I can buy whatever I want, any time I like and not have to worry about it. I can take a vacation wherever I choose and I will still make money – lots of it – even when I’m not sitting at my desk. 

Isn’t that something? To make money and not tie myself to a desk or chain myself to regular office hours to fill my pockets with profit.

Listen to what follows and you’ll probably be able to do it too. Though I make no promises. I am not you and you are not me.

You could easily end up making far more money that I’ve made so far in double quick time and far easier than I’ve done it. I don’t know and nor do you – until you give it a shot. 

By the way, I’m hurtling toward my XX million in less than XX years. That’s why I’m qualified to know what I’m talking about. 

What I’m about to tell you and in some ways reveal to you will shape the rest of your life. But only if you let it. Close your mind to what I have to say and we’re finished before we even get started. We can go no further. 

But open your mind, play with the thoughts and images you’ll hear and we’re on our way. And you’ll be on your way to realising everything you’ve ever dreamed of. 

Wouldn’t that be something? To be the success you always thought you could be. To be the success you always told yourself you were going to be when you were sitting in the classroom all those years ago. 

Well, this is your chance to really do it and I urge you to listen hard and take hold of it. 

Maybe you’ve got the entrepreneurial ability to create vast wealth through your own business. Perhaps you can do it through commissions made on sales. It may be that you are already a business owner and you’re looking for something more.

What follows is what life has taught me about improving your skills at whatever level you find yourself – business owner, employee, executive, manager, director, or new business wannabe. 

You want to stand out. You want to earn recognition. You want to make the right decisions. Most of all, you want to be properly and amply rewarded for the skills you bring to the table. Doesn’t matter whose table it is. You can still make a huge personal fortune while feeding quietly from tables of others – if you know what to do and how to do it. 

Promotions, awards, rewards and accolades still have to be earned and they go to the most deserving people. Usually, but not always.

What do you really want?

But first, before we begin, I’d like you to write down what it is that you haven’t got and most want life to give you. Make a list.

Is it … freedom from debt, a new house, a holiday apartment, long vacations, a bulging bank balance, new cars, the ability to help family and friends, to pay school fees, retire early, learn new skills, take a different direction, profit from new opportunities, settle into a bigger challenge? What is it that you want?

Because these “wants” that you’ve listed are the signposts of your life from this point forward. They are the direction your life is going to take.

These are the possibilities. 
But they are also the rewards that being successful will give you. And whatever level of success you’ve reached in your life already, your list shows you and it tells you that there is still some way to go.

So, take a minute to make your list. And I’ll shut up for exactly one minute.

 [One minute later]

Ready now? Good. Keep that list close by. You’ll need it later on.

A good many people have already succeeded by doing exactly what you may have been doing up to this point now. That’s understandable. But why haven’t you? 

Others have changed course completely, used what they know and the skills they’ve learned and applied to other areas to create success for themselves.
Why haven’t you?

Some have taken massive chances. Others have taken minimal risks. But they landed on their feet and grew wealthy. 
Why haven’t you? 

I ask these questions because, if you are ever going to succeed in all the ways that you wish to, you need to know the answers.

In what follows, I will ask you questions. I will prompt, probe and present scenarios and situations that are designed to make you think – and ask questions of yourself. 

And it’s those answers that will enable you to plot your own route map to success.

When you know the answers the challenge is easy. You probably know the TV programme Who Wants To Be A Millionaire? Or any other TV quiz programme, come to that. When you know the answer, it’s easy. When you don’t the challenge is fraught and incredibly difficult.

I want to make you think. I want to challenge where you are now. Most of all I want to fill you with the determination to make your life work better than it ever has before.

I want to fill you with energy and determination. 

But most of all, I want to give you the knowledge and the know-how that is necessary to succeed.

I want you to be ready and eager to go after every dream that you’ve written down on your list.

But right now, I need you believe in who you are and what you can become.

All that you can achieve and everything you can become depends entirely on you. No one can do it for you. I can take you to the water, but you must choose whether and how much you will drink. 

In other words, I cannot guarantee your success of make you wealthy. Only you can do that. All it can ever do is show you how.

So, forget whatever may have happened for you up until now. 

Maybe you didn’t get the breaks. Maybe others are luckier than you. Maybe no one told you what to do. Maybe no one showed you how to do it.

None of that matters any more. The slate is clean and every hold up, hang up and mess up has been erased. For you, it’s a totally clean start and it starts here.

You have to become a winner!

The fact is – people love winners. They always have. People want to associate with winners. They always have. And when you’re a winner you’ll never be alone. You’ll be surrounded by people who want to be your associates, partners, colleagues and friends. Like you, they want to be winners too. 
Winning is infectious and with its special kind of magnetism it attracts all kinds of opportunity.

But it’s your enthusiasm that is contagious. There are no obstacles, only opportunities and that’s what people want to hear. That should be your new mantra: “There are no obstacles, only opportunities.”

When you’re buzzing, people will be buzzing with you and you’ll find that it is far easier to get things done – however much of a mountain you may have to climb. Remember, it is never about what you can’t do. Only what you can. 

And with an open mind and a willing spirit there is practically nothing that you cannot do, achieve and accomplish. 

Adopt a positive spirit. 

It is never I can’t, I won’t or I shan’t. 

It is I can, I shall, I will. 

That is your very first big step toward infectious and all-consuming success.

Be prepared to work at it

To succeed, if you didn’t already know it, you have to be prepared to work at it. 
Yes, you do – but not to exhaustion. Too many people fail to succeed because they believe, mistakenly, that success is just a matter of throwing more hours at something.

Big mistake. Huge. Success isn’t about working harder and harder. It is about working cleverer and smarter. 

The youngster who has just joined the business didn’t accelerate through the ranks and gain all those promotions and salary increases because he or she worked harder than you. Most likely, they simply worked cleverer than you. 

They used their time better than you did to get more done, more easily which gave them more free time to improve systems and processes elsewhere in the business.  That’s what got them recognised and that’s how they accelerated through the promotion slots and now probably take home more pay than you do. 

It’s not about effort. It’s about the intelligent application of effort. That is what creates entrepreneurial success. 
Sure, there are times when you really do have to work long hours and yes, you’ve got to be prepared to do it. 

But giant efforts of time thrown at something are about the equivalent of trying to save yourself rich. You can’t do it and the rewards will never measure up to the sacrifice you will have made. 

You can’t save yourself rich and you won’t ever get rich simply by working harder.
You need to think smart if you really want to succeed.

Be positive. Think smart. Work hard. Study lots. And you have the basis for lasting success. 

Now you only need the “big idea” and some hungry customers.

Then you’ve got it made. You’re on your way to financial freedom and every good thing that money can buy – that’s time, opportunity and a quality of life that most people will envy. 

But it’s the small steps that create giant leaps

Success in XX years. That was the goal I set myself. 

I didn’t want to work my bones brittle chasing rainbows only to reach retirement as a disillusioned and bitter man. I wanted to be somebody who was successful by the yardstick that I had set for myself. 

And I want you to be that person too. 

Think smart and act intelligently and you can accumulate enormous wealth in just a few years, without killing yourself in the process. No need to toil for fifty years for not very much at the end of it. 

Why would you do that? A pension doesn’t really add up to much after the effort you’ve made during your working life. And, unless it’s a private pension, it’s looking pretty worthless right now.

But you’ll only ever be a victim if you act like a victim. 

Still, you can take it from me that success won’t happen overnight. It does take time as it did for me. You take small steps at first and as your confidence, awareness and knowledge grows, you take bigger and bigger steps that add up to greater and greater success. 

For example, I went from a £XX,000 initial success to, more recently, a £XX,000 success! My new success level that was XX times bigger than the one I started out with – and I was as pleased as punch with my very first success.

Every step counts and every success matters and you should make sure you enjoy – and celebrate – every single one.

You’ve made the first big step by buying and listening to this course on entrepreneurial success. 

But don’t try to run fast before you’ve learned to walk properly. Few successes are built in a day or even a weekend. It does take time, so be prepared to take your time and listen to these lessons over and over again. 
Work with them often to make your success work for you. 

1. Listen to the course, Read it and re-read it. Familiarise yourself with every lesson and try to internalise its contents. Don’t just read it. Make each lesson part of your life and be prepared and get ready to act on the advice, guidance and instruction each lesson gives you. 
2. Work through it all in order. Take it steady and take the time to chew it all over, however long it takes. Study it, reflect on it, absorb it, reject, it, fight with it, disagree and contest it. Do whatever you think is right – for you. But whatever you do – find your own way forward. Find the pathway that suits you from what you’ve heard and been told. There is never only one way. There is only ever your way. 

3. It may be useful to work through this course with someone – your partner, a colleague, an associate or a close friend. They can help to shape your thinking and enable you to make decisions with more certainty and surety. And if you’re not sure and can’t find anyone, there’s always the internet. There are lots of people there with lots of answers and lots of useful items, articles and a business knowledge base that can help to steer you wherever you want to go. Your task is to find them and talk with them.
4. Not everyone will buy into what you are doing and you must expect that. Some people will pooh-pooh it. Don’t they always? Some will claim, “It’ll never work.” Haven’t they always said that, about everything? Ignore them. The doomsayers and the ne’ersayers never change. They are the losers in life because they never do anything for themselves, but they are first in line with advice about telling others what not to do. What are they afraid of? They are terrified that you’ll succeed and that you’ll do what they cannot. You’ll be the success they so want to be, but never ever will be. Then, when you succeed, they’ll want to be your new best friend, telling you that, “They always knew you could do it.” They have my pity, but don’t let them steal your determination to succeed. 

5. This course is a beginning, not an end. Use this information to springboard your search for information everywhere – online, at other courses and seminars, in books, CDs and DVDs. Expand your knowledge wherever and whenever there’s an opportunity. To a successful entrepreneur, every scrap of useful information counts.  

6. Work hard at establishing your expertise and knowledge in whatever area you’ve chosen. Get to know the market well – your competitors and their competition. Find out what is going on which will tell you what you have to do to be a player in that market, whether it is information, collectibles, software, hardware, history, or whatever. 

If you’re already an entrepreneur, this course will give you a treasure trove of new ideas, as well as providing proof and an endorsement, perhaps, that the decisions you’ve made so far have been the right ones. 
Proof then that you have something solid to build on and create even greater success from.  
In an uncertain world that kind of proof and confirmation can be priceless. 

1. Are You An Entrepreneur?

Ordinary people don’t get rich, do they? Ordinary people get ordinary jobs, marry ordinary people and lead ordinary lives. They have ordinary children and the cycle never ends. It just continues in its rut of ordinariness.

Fact is, most people stick at or near the economic level they were born into. If you were poor or deprived, average and economically ordinary, that’s the level at which you pitch your life. Unless you choose to change it. 

You have to decide what your life will be. You cannot allow others to decide or determine it for you. Don’t think like a victim. Not unless you want to become one. 

You know, poor people, or people from deprived backgrounds somehow don’t see the promise. They lack the belief that success can ever come to them. 

That’s because too many people have told them all their lives that it can’t ever be them. Hear it enough and you start to believe it. 

The trouble is that most people from ordinary backgrounds don’t believe in themselves. They never believe they can do it. They think, mistakenly that the only way they can get rich is to win the lottery, sweep the football pools, make it with ERNIE (that’s Premium Bonds), or benefit from a rich, long lost, dead relative. 

It’s all pie in the sky. And all because they have no frame of reference for making their lives add up to something through intelligent hard work or cleverly investing their money.

Ordinary people don’t have a belief system that can take them anywhere other than where they are – which is a reflection of where they’ve come from. They’re stuck before they start. 

Talk to them about entrepreneurship and they will give you average advice. They’ll tell you not to think big and to stick at your job, “‘Cos it’s the only safe way to make money.” 

They don’t have ambitions because they can’t understand ambition. They don’t understand the drive to get better by thinking better and being better than everyone else. 

Thinking that way is not a class privilege. It is the right of every human being who can think!

You want things to get better, Mr and Mrs Ordinary? 

Well, it’s up to you to make them better by thinking better about how you’ll do it. 

Not when. Not if. But how.

Who’s Really To Blame?

So, you haven’t succeeded, yet. But who’s to blame? 

If no one has ever shown you how much better things can be and how you get to them, then I guess you’re not to blame. Not really. 

But if you’ve been shown and failed to listen then, yes, you are to blame. 

But the blame game is not important or relevant here. 

In fact I’m not even interested in who’s to blame.

What is important is that you look, learn listen, act and do from this point forward.

Don’t say, “It’s not for you.” That’s another excuse. 

Don’t say, “I don’t know how.” That’s another excuse.

Don’t say, “I don’t have the time, or the money.” That’s another excuse.

Remember I said to think positive and be positive? 

Get on the front foot and forget I can’t, I won’t, I don’t. 

Dump the excuses and you’ve made a huge step in changing the ordinary into the extraordinary. Your own extraordinary.

You’re about to get a frame of reference that will show you how to succeed and become wealthier than you ever thought possible. 

All I ask from you is a little commitment and a lot of self-belief. 

I can’t take you there. I can only show you how to get there. 

The rest – how much money you’ll make and how successful you’ll become - is entirely down to you. 

But I can tell you that you can have it all – if you want it. 

Yes, everything you cherish and all that you’ve ever dreamed of.

The Network of Know-how

In what follows, you’ll be asked to consider situations and put yourself in the place of people who acted in specific ways. 
Would you have done the same thing and got the same results? Or would you have done it differently, for different results? 
That’s how you decide whether you’re an entrepreneur or not. 
Can you see the possibilities and assess the risks? Or are you going to sit on the fence and let chance, circumstance and others decide for you? 

Wait a minute. Isn’t that what you’ve been doing all along until now? Letting “other things” decide the right way for you. 

If it is and that’s what you’ve been doing so far, then it’s time for change.

And if you’ve had to make crucial decisions as a business owner, then maybe what you’re about to hear, see and read will help you to make those decisions a little better for far better results.

Let’s see. 

This is where the fun begins.

You’re going to shake the tree of knowledge and pick up the apples that you want to eat. 

The most important lesson I can teach you at this point is this: NEVER GIVE UP!

Never think you can’t and never, ever quit.

Far too many people fail to succeed because they never got started. It was always ‘tomorrow’ and when tomorrow came it was always the next day, next week, next year.

For “next” you might as well read “never” because they will never get started. Next is just another excuse. 

Others fail having started because they quit. It got tough. They had no help, or answers. It was all going wrong. So they climbed off the horse and just sat down. They simply gave up and no one came to help. 

No one came to help because they didn’t ask for it and they hadn’t built a “network of know-how”. 

The network of know-how tells you where to look to find information. It gives you contacts that you can call on for help, advice and guidance. 
Instead of just one door, you’ve got plenty of doors to open for help. Your network of know-how gives you all the answers, any time you need to call on it.

And, if you know where to look, there’s never any need to give up. 

Sure you’ll stumble. We all do, at some time or another. 

I’ve been involved with and bought into some real turkeys in my time. But I never gave up and my network of know-how was able to turn the losers into winners, or partial winners. That meant I got success in a small measure where others would probably have failed and just given up. 

If you want to go back to being ordinary – just keep giving up. 

After all, that’s what everybody else does and that’s probably why they’re in debt, unhappy and struggling to survive.

But that’s not you. Not any more. And it is never going to be you. Not ever again. 

Tell yourself that and repeat it to yourself over and over again – I WILL NEVER GIVE UP because I am building a network of know-how.

Give It Your Best Shot

In what follows, you’ll meet all kinds of characters – winners, losers and everyone in between. Even the ordinary and average. 

You’ll make entrepreneurial decisions based on the evidence I put before you. 

All that I ask is that you give it your best shot. Don’t dismiss any of it until you have weighed, sifted and sorted through the evidence. 

You might have done things differently. You probably will, but don’t let that blind you to what the people you’re about to meet did. 

Most of them are real people and they gave it their best shot too. 

If what they did or didn’t do sparks your motivation and gives you new ideas then I will have succeeded in my aim to make you think like an entrepreneur. 

Maybe they just got lucky and you think that’s all it takes. 

Frankly, as I’ve gotten richer, I’ve also gotten luckier. Good, even great things happen for me that never happened when I was also poor and penniless.

Maybe luck has something to do with it, but I believe that you create your own luck and that Lady Luck has little to do with any of it.

That’s my opinion and you are perfectly entitled and encouraged to disagree. 

You must make your own mind up, but I think your position on luck and its effects on your success will probably have changed by the end of this course. 

You may also think that some of what the characters did was plain daft. 

It may seem foolish to you, but the successful entrepreneur is making money while you’re making fun of them. 

Which would you rather be? A successful entrepreneur banking lots of money on a seemingly silly idea, or the person who’s broke but laughing at them? 

No contest, is it? 

Don’t ever think anything is daft. The only daft thing about an idea is whether it worked or not. 

I cherish the daft ideas I come up. And you know what? I always write them down and save them. You just never know when that daft idea that I had might have its day and go on to make me a mint. 
A Mars Ice-cream was once someone’s daft idea. A tea bag didn’t just happen. Velcro changed the world. See what I mean?

Be warned - This Isn’t For Everybody

I didn’t write this course for everybody. And I’m not trying to reach everybody. Sad truth is that some people will never understand what I’m trying to say or do here. It will simply float over their heads.

They’ll hear it and possibly read it, but they’ll never be able to use it. 

Why? Because they’re not entrepreneurs and they’ll never be able to make this work. Not in the ways they would want to.

I can only apologise for that, but I have no mandate to save everyone. That privilege belongs to others who are much saintlier than me.   

My task is to teach, help, lead and guide those who can use this information to make their lives work better than they ever have before. And for me, that is enough.

I cannot guarantee you financial success. Nobody can. 

I can only show you the way to get there.

The rest is up to you. Success can only come from your own plan and only your skills can ever deliver the success you seek. 

Time To Begin

It doesn't matter where your journey starts, but it does matter that you start now. You may be at rock bottom, on a slide, cresting a roll, or shouldering your way to the top. Doesn't matter. 

Maybe you don’t have any qualifications, or even any business expertise, or boardroom experiences. Doesn't matter. 
Maybe you’re broke, you’ve lost your job, you’re disabled, or retired. That doesn't matter either. 

None of these can stop you becoming financially successful.

You simply have to start now. This day, today. 

Here’s how it really works.

Simon the Limousine Owner

Simon is a good guy. One of the best. Well-dressed, polite and charming he provides an excellent service to all of his customers. The men love him because he’s prompt, punctual and quiet. The ladies love him because he takes such extra special care of them and their often raucous children. 

But good as he was. Simon’s life wasn’t working for him. Not in the way he’d always wanted. 

Sure, he was his own boss. He’d taken the leap to become an entrepreneur and was managing his own one one-limousine business.

But it wasn’t enough. All he could earn was the hours he could work. He needed to expand, but how, with out capital and resources? 

As I said, Simon is a good listener and he drove many celebrities and top businesspeople around. Some would engage him in conversation. Many gave him top tips. 

“Simon, you should do this with your money.” 

“Simon, you should give this person a call.” 

“Simon, have you thought about this?”

Simon listened and he listened good and hard. 

He invested shrewdly where knowledgeable people who were his passengers told him that he should.

He chased down every new lead given to him to build the success of his business.

And he taught himself to understand technology. 

Slowly, Simon built up his cash reserves through clever and shrewd financial investment. Always getting out before the bubble burst and the wave lost its power. 

He built his list of customers so that every day he had a job to go to. Often, he had to chauffeur more than two or three clients and was able to outsource the overspill to subcontractors who worked under Simon’s banner and delivered the same high level of professional service.

Finally, he created an online list of all the cab companies, minivan and minibus companies that qualified according to Simon’s exemplary business standards and who paid him a fee to be featured on his list. 

It is a “safe list” of reputable companies that have been vetted to Simon’s high standards. It is a list of companies that parents, businesses and the general public can call on to be sure of the highest standards of safety and service any time that they need to be driven anywhere. 

The companies pay to be listed and Simon gets commission from every booking that is made from his list. 

He is about to roll his success out nationwide. But he is also considering selling the idea for a quite sizeable sum, while retaining a royalty commission. It’s a complex deal designed to keep Simon in the money for as long as he chooses. After all, it was his idea!

And that’s how great things really do happen. Luck had nothing to do with it. 

Simon created all of this from nothing – just as you can – with his own inventiveness, imagination, perseverance and innovation. He listened – and acted. He got good people to endorse him and to work with him. He went looking for answers. He asked for advice, help and guidance.

Simon isn’t minted yet. But he will be. And he’s not even thirty years old.

He has the entrepreneurial spirit and a determination to succeed. He also now has three limousines and an A-Class client list that has celebrities, stars and some of the brightest brains in business on it.

He did what you can do with just a little planning, thought and enterprise.

He never over-stretched himself and carefully considered every possibility before taking the next logical step.

Soon, Simon won’t have to work and the money will continue to roll in because of the systems he has set up. 

He had a plan and it is delivering. And it won’t stop there because he’s ready and eager for more success.

Now, what’s your plan?

Lessons to be learned:

1. Make a plan. 

2. Start out with determination to succeed. 

3. Ignore everyone who says you can’t do this. 

4. Don’t ever believe you’re not special or skilled. You got started and you are!

5. Keep all of your ideas – however daft or dumb they seem!

6. Think about creating your own network of know-how.

7. Always be upbeat and positive. Positives attract – negatives repel!

8. Write out your list of dreams and wants. They are the signposts to your future.

9. Listen, look and learn – assess, act and do.

10. Never ever believe that it can’t be you. Says who and why not?

2. Trust In Yourself

Security is hard to walk away from. It’s easier to stay and always harder to quit. The 9-5, or whenever you finish. The regular income. The all too short holidays. The year-end bonus. All the things you’re used to and familiar with.
But letting go is what you have to do, if you are to really succeed. 

Sure you don’t have to jump right in at the deep end. You can run your own small business quite successfully in parallel with your day job. Lots of people do and do very well at it.

But if you want the real money, you will have to give it your fullest concentration. You will have to let go of the side and swim in the deeper water.

Simon the limousine driver did it because he kept listening. Not only that, he kept doing. He kept acting on what he was told and he kept driving for his dreams. 

Simon never stopped believing and to this day, he never has. That’s what has separated him from everyone else. Simon believes he can do it. 

Do you?

What rings your bells? What do you like to do away from work? What interests, hobbies and enthusiasms do you have? 

Now, can they make you money?

You success starts by feeling good about yourself and by being enthusiastic about what you do. 

If you’re bored to death, so are they. They can hear it in your voice and they’ll read it everything you write. And you’ll never sell anything. 

You need passion to succeed. And that is absolutely essential.

Never do anything purely and solely for the money. Do it because it interests you and because you have a passion about whatever it is. 

Get that right and the money will come.

Are You Good Enough?

Can you do it? Really?

Feeling good about yourself, enthusiastic and determined is the first step. The big hurdle comes when you lay your ideas on the table and tell your family and friends all about it. 

Be ready for criticism, ridicule and scorn.

We’ve all had it. 

Everyone tells you that you can’t, think twice, don’t rush and are you mad?

If I’d listened to everyone that laughed at me nearly XX years ago, I’d still be an occasional cab driver, parking other people’s cars on my days off.

I didn’t listened and I’m well into making my X million in under XX years as I write and think this through.

My advice? If you believe in your ideas, forgot the doomsayers and go for it. You don’t have to bet your shirt and there’s no need to put the Crown Jewels at risk. 

You just make a little investment and put your total commitment and drive behind it. 

No one will be sniggering and laughing when you succeed. 

Quite the opposite, in fact. They’ll all want to join in and be a part of it. 

They’ll also tell you that they always believed in you and they always knew you could do it. Now that should really make you smile!

The point is that people who can’t or won’t will always counsel caution. 
They’ll tell what they tell themselves. That it’s not possible, that you can ever do it, life’s not that easy and so on. 

The sad truth is that they won’t ever do it because they only ever see what can’t be done – never what can.

Great things happen because someone made them happen. 

Someone like you.

Someone who came up with an idea, thought it through, believed they could make it work and went ahead and made it work. 

That happens, every single day. 

You know it took James Dyson, the new master of carpet cleaning, over 5000 attempts before he came up with a cylinder vacuum cleaner that worked. He always believed he could do it and he never gave up. Still only in his 50s, his invention changed the world and has made him enough money to run a small country! His company makes over £100m in profit each year. 

But you have to accept that there will be failures, mistakes and doubts along the way. Those things are there for everybody and that’s okay. You’ll make mistakes and do stupid things. But what is important is how you deal with failure, overcome your doubts and learn from your mistakes. 

Don’t beat yourself up about it. That’s the thing. Things happen and that’s all there is to it. You put it right, push it behind you and move on. 

Dwell on your failures and mistakes and they will defeat and undermine you. 

Instead, you think, “What’s next?” and there is always a next and something to do that’s more important than the failure you’ve just had.

Surround yourself with good contacts. People who can help when times get tough – and sometimes they do. Join business clubs and associations. Post in online discussion groups and forums. Find people who can help you to find a way forward whenever you encounter a problem or difficulty. 

There are plenty of people out there who have been there and done it. For a polite request you’ll find they are often wiling to give up their time to point you in the right direction. 

You’re never alone in business. You can always find some who can help you to sort through the problems, doubts and barriers. You just have to ask. 

Stick At It!

You’ve got to keep trying – no matter what happens because nothing will ever make you an instant millionaire. 

You may strike lucky and hit it big first time. Most people don’t and I didn’t. 

I made a princely £XX,000 profit with my very first business venture – and I was delighted! In fact, was thrilled to bits. It was my money and I was a success. I had proved it to myself and I thought if I can do it once I can do it again and again. 

And I’ve been doing it ever since!

You may never encounter problems, or not for a very long time. Lucky you ands enjoy it. It does happen.

But whatever happens, the important thing is to think it through and look at ways to make it work better.

Success is not about doing one thing better. Consistent success is about doing everything 1% better all of the time.

Take your time to study and think through everything this course tells you. Use the ideas. Weigh them carefully and apply them and, if you do, success will never be far away. 

Don’t listen to people who don’t know. Ever.

That includes your friends and often your family. They probably haven’t been in business, so they aren’t qualified to give you advice of any sort.

Yet people I’ve met still listen to “what their family has to say about it.”

Why? And what good can it possibly do you?

Your friends and family will only ever tell you what they think you want to hear. And while that’s good for your ego, it may not be at all good for your business.

Their advice will sow doubt and confusion in you and that’s the last thing you want or need.

Surround yourself with good people who have a genuinely positive outlook and an understanding of business principles. They are the people who will give you the best advice. You may not like what they say, but it will be reasoned comment based on the evidence, not on personalities.

Trust yourself. And if you’re not sure, get qualified advice.

Just don’t live your life like so many others talking about what could’ve, should’ve and might’ve been.  They get to 90 and they’re still talking about “lost and missed opportunities”.  How sad it that?

Get on with your life. Do it and make it happen. 

Sure you may have to take a little chance or two along the way. But better that than a life that’s lived in regret, don’t you think?

Learn All You Can

Take advice from others, but learn all you can. Everything you need to know is on the internet and I mean everything. 

That’s where you do your research and often where you can find new ideas and business partners.

Go to classes, attend seminars and business conferences. Take online and offline courses. Read, read, read anything and everything that is related to your business interests. 

See how others are doing things. What can you learn from them? Don’t steal any of it though. Just let it simmer and ferment and it will often push you in a new and better direction. 

Study DVDs, videos and read books. Sign onto telecast seminars. Sign up for newsletters and read the blogs of people who are leaders and experts in your industry. 

You can never know too much about anything. Ever.

Failure Is An Impostor 

Give your new business your very best shot. Give it your all. Don’t play at it and don’t pretend. 

If you want success – really want success – then you have to make it happen. And, yes, that means working at it. 

Nothing comes form nothing – nothing ever did. 

It won’t for you and it hasn’t for me either.

But the secret to what you are about to do is this – you do the hard work once and you earn from it forever, or for as long as there is a market for your product and people who are wiling to buy it. 

I am still earning today from things I did almost XX years ago!
I did all the hard work once and it has continued to put money in my pocket ever since.

If you don’t have the skills, then find people who do – bookkeepers, accountants, writers, designers, product creators – whoever you need there is always someone out there who can supply what you need. You just have to find them. 

But don’t try to skinny them. If you want long term relationships based on respect and understanding, pay your people what they are worth. Go cheap and they’ll treat you cheap and you’ll never get the best out of them.

First and foremost, create a business you can feel proud of. A business that does all the right things in all of the right ways. A business that ticks all of your own boxes in all of the ways you’d want it to.

Then you can be proud of your achievements and look forward to great success.

Finding Your Market

Good as it no doubt is, not everyone will want what you’ve got. 

Your task is to find all the people who do. You have to find your niche.

Google your idea and find out who your competitors are. Check what there are selling and how. That will confirm that there is a market for your idea.

You may even want to talk some of your competitors about their experiences. Some will help. Others may give you very short shrift. But take it with a pinch of salt. They’ll be worried about you as competition. 

Look at what your niche market wants and is buying. Then package it up and give it to them. 

That’s how you build your customer list, your database of contacts. These are the people who will continually buy from you - if you treat them right and serve them well. 

And your customer list is the most precious thing your business will ever own. That list really is your Crown Jewel.

Never be afraid to ask your customers for opinions on your service or products. I do it all of the time.

Ask them how you can improve things and serve them better next time. Ask them what else they would like to see from you, or what other products they could use. 

That’s how you show a deep appreciation for your customers. You show them how important it is that you to know what they think and how happy they are with the service you provide. And, trust me, there is no defence against charm. It will get you everywhere!

After all, it is your customers that pay your bills and the more you can offer them, the more they will spend with you - and that makes you rich!  

Treat your customers well and they will always take care of you. 

Things for you think about:

1. Always offer quality products or services and always at a fair price.

2. Appreciate your customers, show it and let them know it.

3. Not all advice is worthwhile or accurate.

4. Successful people concentrate on their customers.

5. Never listen to negative people.

6. Believe in yourself and free yourself from a life of regret.

7. Learn from your mistakes and use them to help you improve.

8. Successful people never stop learning, no matter what.

9. Find your market and make good things happen.

10. Treasure your list of customers. It is the heartbeat of your business.

3. There Is Always An Opportunity

You owe it to yourself to be all you can ever be. That’s not just a law of business. It’s a law of life.

Don’t ever think you can’t. Only ever think you can. The power of positive thinking can take you a long, long way. It takes wheelchair athletes to marathons and enables disabled people to run businesses too.

Ask yourself a few important questions and write down your answers:

1. Do you have an abundance of energy? 

2. Do you like trying new things? 

3. Do you like engaging with and working with other people? 

4. Does your head go down easily?

5. Are you an organised person? 

6. Are you a leader? 

Finished?

Good.

i. Running your own business and being your own boss requires a lot of energy. In the beginning, there’s always a lot to do. As you progress, things get easier and a lot of the initial hard work becomes automatic. 

In other words, you set up your business to run on autopilot.  

Remember I told you I still earn from things I did nearly XX years ago? Well, I haven’t touched those things in years. Honestly. The website and its sales messages are pretty much the same, but the product goes on selling and I don’t have to do anything. Except count the money. 

See. Do the work once, get paid forever. It makes a lot of sense to me!

ii. As an entrepreneur it’s exciting to be involved with and try new things. That’s how you progress and how your business grows. As I said, it’s not about one big success, but lots of small ones. That’s how you get rich and grow rich. You have 10, 15, 20 or as many small profit streams as you can handle and you’re always trying new things, so that when one product fades or starts to dwindle you can replace it with another. 

That’s how simply success can be.

iii. If you like engaging, contacting and working with other people then being an entrepreneur is perfect for you. You have to do that all of the time. Business is a contact process. 

That’s what makes it fun and so exciting. You’re talking to people, engaging with suppliers, dealing with customers, sorting out professionals such as accountants and bank managers. It’s all great fun and a brilliant way to create new opportunities.

You’d be surprised what you can hear and pick up in casual conversations, from customer emails you’ll receive and from nudges that will send you in a new and different direction.

iv. In business, you can’t let your head go down easily. That’s not allowed. Whatever happens, you’ve got to see the best side of it and simply go on trying. You might find yourself in hole. It might even be hole of your own making. But there is always a way out and, sometimes, from adversity comes opportunity. 

I once made a bundle, an absolute bundle, because what I wanted didn’t exist. I thought it did, but I couldn’t find it anywhere that I looked.

So what did I do? I created my own product. It was a simple program that enabled anyone to author, create and upload things to their own website. 

It has sold like hot cakes and is still selling today. It has so far put £XXX in my pocket. All that from one small idea.

Never let your head go down. Think like this – it isn’t a problem, or a barrier – it is an opportunity. Talk to people whenever things go wrong and think your way around the problem. 

There is always a solution, somewhere, waiting for you to uncover and discover it. 

v. Get organised and be organised. If you’re not now, you need to be. Disorganisation is irritating to your customers and costly to your business. You must do what you say you will, by the time you’ve agreed to do it (or before!) and try exceptionally hard never to let anyone down. That includes you!

Untidy and disorganised people make for an untidy and disorganised business.

Run schedules, keep calendars, run an appointments diary, learn how to manage your time. Do whatever you have to do to control your business and do not allow it to control you. 

A sloppy business has sloppy customers and then suddenly, it has no customers at all.

vi. Leaders make good and great things happen. Do you and can you? It’s your business. You are in control. You are master and commander. You are its leader.

You must make good and great things happen. 

Don’t follow. Lead. 

Don’t allow others to lead you. You need to show mettle, steel and determination, especially in your supplier and product negotiations and contract formations.

That’s not to say you should show outright hostility and aggression. There’s not really any place for that in your business. No need for it, either.

You can be tough and strong without being hostile.

You need to be firm and fair, reasonable, rational and well prepared whenever you go into you negotiations and meetings. 

Have in mind before you sit down what you will settle for. What’s the ideal that you want from the deal? 

The rest is careful and skilful negotiation to get you there.

And if you cannot agree, then with gentlemanly or gentlewomanly good humour, walk away with a smile on your face. 

There will always be another day and there will always be another opportunity. 

In business, reputation is everything and you should do everything you can to foster a good name and a good reputation.

Things for you to think about:

1. You owe it to yourself to be all you can ever be. That’s the law of life.
2. There are no limits to what you can achieve – when you set your mind to it. 

3. Attack your business with enthusiasm. Give it everything. Hold nothing back. 

4. Lead. Never follow.

5. Open your mind to every possibility and try new things.

6. Work with people to bring he best out in them and you. 

7. Don’t let your head hang down ever. No matter what happens, see obstacles and barriers as opportunities. Work on the positives.

8. Get organised. Sloppy businesses have no customers and no future.

9. Be prepared for change. Nothing ever lasts forever. Read the signs and move with the times, or you’ll be a dinosaur.

10. Negotiate knowing beforehand what you’ll settle for. If you lose, smile and walk away. Protect your good name and you’ll quickly build your reputation. 

4. Finding Your Niche

First, you need a good idea, or two, or three, or more.

It doesn’t have to be anything amazing, original, or unique. There’s still plenty of room in markets that seem overcrowded for entrepreneurs that do things differently. 

To my way of thinking, no market is ever too full for someone who has a new way to do things.

Take glass milk bottles. They’ve fast been replaced by waxed paper cartons. And that idea properly patented has gone on to make someone a lifetime’s fortune. They are being paid for life for that one simple, single idea and invention. I know because I know the family that came up with the idea! That was way back in the early 60s and they are still being paid today!

Take an idea that’s already out there and make it better. Develop it. Add something new.

Think. What have you used today that didn’t quite do what you wanted it to do? What did you want it to do? Is there an opportunity for you to improve upon that product? Think it through. Play around with your idea. See where it leads.

Working with an idea in something you already know something about will probably make your life a lot easier.
That’s how the mother came up with a better drinks cup for her babies that made her a multimillionaire and turned her idea into a global bestseller.

She didn’t go on to develop the idea herself. She sold it to a big company who now market it for her, using her name as the brand and she makes a fortune in royalties.

Do you know tips, tricks, techniques, skills and other time saving practices that others would want or could use? Write a report and sell it for profit. 

Aeromodellers and engineers are always looking for information and advice, knowledge and know-how that will improve their own skills.
Look at it this way. 

1. Is your idea a franchise idea? 

Could you create a national and international network of franchises using your idea? MacDonalds did! And superfast burger service wasn’t even their own idea. Kentucky Fried Chicken has. Home delivery pizza parlours are everywhere, all over the world.

Remember, you don’t have to think small. If your expertise is big enough and the idea is good enough, the world really is your palette.

2. Could your idea be better sold through the internet? 

Simple. You’ve the idea, you create the product and you build a website. You trawl the internet for customers who come to your website from all over the world and, wherever broadband is, that’s where they are. 

They’re out there, looking for you. You simply have to find them. And when you do, you sell to them in droves, making yourself immensely wealthy in the process.

3. Do you need to work the auction sites? 

Auction sites such as eBay are a great way to make money. I use them from time to time myself and I’ve had considerable success there with all kinds or products.

There are people who have made fortunes on eBay. They still do. They have product lines to sell to interested buyers who don’t have access to shops or don’t want to use high street shops, but who are happy to use eBay suppliers, or Amazon resellers or Play.com resellers. 

One sells shoes and makes herself over £70,000 a year. A retired couple trade antiques and collectibles and make themselves over £100,000 a year. 

A young disabled boy makes a handsome living from trading diving equipment online. It would have been hard for him to get a job any other way. But now he is working toward his dreams and having the time of his life as his own boss, wheeling and dealing in his own business.

4. What about selling other people’s ideas?

There are hundreds of thousands of products that are already out there. Many people that I know have never ever created their own products. They don’t need to. They are making a great living simply trading other people’s ideas. 

You’ve probably heard it referred to as Joint Venturing.

You have a product. We do a deal and I agree to sell your product from my website. I make the sale and the product creator takes a share of the profit according to whatever agreement we’ve reached over how it is all to be sliced up.  

You don’t even need a website to do this. You can do it from direct mail and using small column newspaper adverts. Plenty of people do with weight loss products, sports products, foot care products, stop smoking products and many, many more.

You need the idea and you need to know if it will work. That’s how you find your niche.

Go looking for ideas and find your market because that’s where the money is.

Google your idea to see if it is already out there. If it is, then you know there is a market for your idea. 

If it isn’t on Google then you may need to think again, unless you have an idea as good as James Dyson, or an expandable idea like MacDonalds.

If it isn’t there, you need to take advice first. Don’t bet your shirt on a blind bet. You could end up shirtless, or even penniless if you do.
Things you need to think about:
1. Nothing can ever save a bad business idea. Not hard work. Not money.
2. It's often easier to work with and develop an existing idea than it is to try to invent a new one.

3. Do the research first and do it thoroughly. Sound research will help you to create a business that succeeds and survives.
4. No market is ever too crowded for new ideas and different ways to do things better.

5. Build your business on things you’re interested in or enthusiastic about.

6. Think big as well as small.

7. Never close your eyes to possibilities. Opportunity is everywhere you choose to look.
5. Thirst For Knowledge

They often say that knowledge is power. I’m not sure that I agree with that entirely. All I will say for sure is that knowledge is necessary and you can never know too much about anything.

That’s why you need to learn all that you can, about everything to do with your business and your niche market.

And you’ll never stop learning.
Sadly, knowledge won’t stop you from making mistakes, but it will help you to minimise your mistakes by giving you the tools you need to think your way out of them. And certainly a lot quicker than most others are able to.

Knowing more also means that you can sell better. You can see the pitfalls and the traps. You can counter the customer’s arguments and, through your knowledge, show the customer how your product, solution or service feeds their needs better than anything else that’s out there. 

That’s the real power of knowledge. Being able to counter any arguments or objections by showing a better way to get to the answers.

Through knowledge you provide proof and when the evidence is clearly presented there can be no argument or objection.  Deal done.

Get into the habit of studying and learning. Read the daily papers. Browse the web. Subscribe to magazines. Sign up for RSS that’s Really Simple Syndication feeds. Get newsletters.
Know everything there is to know about your product and its market. Seek out the information from whatever sources are available.
Study the industry websites and those of your competitors.
But above all, make sure you capture the names and addresses of every visitor to your site, if you can. Offer something free in exchange for their email address. Could be a report, or a free piece of downloadable software. Just something you can exchange for their details so you can contact them and keep in contact with them in the future. 

This is very important for the continued success of your business …

… because you can’t save souls in an empty church!

Study your competitors closely. Follow up every lead you’re ever given eagerly. You never know where the next big idea, the new wave and the next big opportunity are going to come from. When it comes to luck, that’s how you create your own. Simply by looking in all of the right places.

Look for the experienced veterans of your business. Find them out and listen to their stories. Take their advice and learn from them. Their knowledge and experience is priceless.

And the more you listen, the more you’ll learn. Sometimes, it’s good not to talk because when you’re not talking you are listening and it’s likely that you are learning too.

Even when you disagree, it’s a wise idea to be polite and respectful. People will respect you more for that and in business your good name and reputation is everything. And it is always worth protecting.

Try to gain hands-on experience throughout your business. If you know how it all works you can answer every question, understand every dilemma and resolve every issue.

Work hard at understanding your customers.

What do they want? What are they looking for? Are they happy with your service? What makes them happy? Are you charging the right price? What offers work best and on what days of the week? 

Should you give more, or less? Are they telling others about you? What are they saying? Will they give you a testimonial that you can use?

What did they think of your last offer? What do they think of your new product? What bugs them about anything? Anything at all. Maybe here is your next big idea!

Know them better and you’ll know your business well because your customers and their good opinion of you is your business.
Things for you to think about:
1. Know your business inside and out.

2. Track down the experts in your field and learn from them.

3. Listen hard. You’ll learn more. 
4. Do the research before you ever spend a penny.

5. Work hard at understanding your customers. They are your business.

6.  Getting Yourself Ready For Success

Every business has its boss. In your business, that’s you and in your business you have to think like a boss, act like one and most importantly – be one!

That means: 

· Punctuality

· Precision

· Delivery

· Total commitment. 

You must answer the phone with a smile in your voice. Your customers and the people you talk to will hear it and respond to it.

You must do what you say you will – even when it isn’t convenient for you.

You made a commitment. Now it’s up to you to keep the promises you made. All of them. No matter how much extra you have to do, or however long it keeps you at the desk – honour and live up to your commitment. That’s every commitment. Or your business will fail.

Try to keep fit and healthy and get yourself into shape. Run, power walk, cycle, swim, jog, hike, join a gym, do spinning classes, play tennis, or squash. Just do something at least once or preferably twice a week that will elevate your heart rate above 100 beats per minute – even if it’s only for a short while.  

Why? 

Heart disease and heart attacks are still the biggest killers in the developed world. Way beyond homicides and murder.

And it’s not difficult to see why.  

You sit at your desk day in and day out. Most of us eat lousy lunches, if we make lunch at all. We eat on the fly and usually it’s all the wrong foods. Fast food tends to contain high levels of saturated fats. They clog up your arteries with cholesterol deposits and the heart has to work harder than ever to keep us alive.

The arteries get narrower and narrower and the heart works harder and harder to force blood through to vital areas and organs. Blood pressure increases. In fact, it shoots off the scale and something has to give.

Eventually, the heart can’t cope and it shuts down. That usually means a bypass, a stent, or death. Take your pick. 

Or you could change your diet and improve your health if you want to live long enough to realise all of those dreams you cherish. 

Eat white meat, fish and vegetables. Cut out the sausages, bacon, fries, eggs and cheese. Go wholemeal and grain bread, not white. Drop the biscuits, crisps, cake, chocolate and cheese. Stop the beer and don’t do wines and spirits to excess. Leave the fizzy drinks alone. Yes, even the diet kind and, if you smoke, stop now and the chances are that you’ll live longer. 

Exercise helps. It gets your weight down and obesity, that big fat tyre that sits around middle, is a killer. 

Exercise also increases your stamina and enables you to work the longer hours whenever you need to. You feel better through exercise. Toned and in touch with newfound sensitivity. Your senses are sharpened and you look better altogether. 

Tired people and overworked people make big mistakes. And mistakes cost money and sometimes bust businesses.

Your health was a gift. Don’t waste it and don’t throw it away either. 

You’ll work better and your business will very likely run better if you make time for yourself. 

Why 100 beats per minute? 

That means you’re trying. You’re breaking sweat with real effort that pushes you to the edge. 

Golf won’t do it for you. Darts won’t do it for you either. 

You need to do something that asks questions and if you’re going to lose weight you need to work relatively hard for at least 15 minutes in your work out session. 

Otherwise, you’ll just stay the same, or very likely your weight will increase because the body starts asking for more fuel to cope with the increased workload.

Yes, exercise comes at a price, but the rewards are always well worth it. 

Things for you to think about: 
1. You are the boss. Act like one, think like one and be one!

2. Always deliver on every promise you ever make. 

3. Be firm with yourself. If you want to succeed in every way you intend, be disciplined, punctual and committed.
4. Take regular exercise. You’ll think clearer, work for longer and be a whole lot happier.
5. Change your diet if you want to enjoy the rewards of your efforts for as long as possible. 
6. Stop smoking. It is a real killer!
7. What Do You Really, Really Want?

It’s a big question and it’s one you must ask yourself: why are you doing this and what do you really want out of it? 
For most people, it’s about money. That’s the real driving force. 
But money alone cannot make you happy and if you believe that it will, you couldn’t be more wrong.
If your intention is simply to make loads of money then I can tell you that you will never, ever, have enough. As a result, you will never be able to stop trying to earn more. Money will become your obsession and much always, always wants more. 

Chase money and you will put yourself on a treadmill that you can’t ever get off.

You will always feel compelled to make more money and, no matter how much money you make and no matter what your bank account says, it will never be enough. 
You’re on a road to nowhere.
Sure, money means you can do things, but don’t fool yourself - it will not guarantee you happiness. 

Not the happiness you seek, which is based on the surety of who you are and pride in what you’ve done. That kind of assurance you just can’t buy. It has no price and you can’t put a figure on it. But its shelf life lasts forever.

Money isn’t an end in itself. It is merely the bridge that helps you to do things and it makes some things possible. But, if money is your ultimate goal, there’s a good chance you’ll end up sad, bitter and twisted and perhaps not liking yourself too much.

Maybe not, but that’s how it is for most people who chase money. They just don’t like who they become and what the pursuit of money does to them.

You should see money as a tool, just like any other business tool.

Sure, it can make you financially secure and distance you from debt. 

But it’s the good and great things that you can do with it. That’s what you should be looking at and concentrating on whenever you think about money. 

You can live comfortably and pay all your bills easily. 

You can make life a whole lot easier for your family. 

You can have the things you cherish and dream of. 

You can afford to do things that are out of reach of people who don’t have money. 

You can build a business and hire staff.

You can take on premises, or make investments.

You can speculate a little perhaps and take a few chances with other business ventures, or work with associates and partners.

And you can do great things for your friends and relations, for charity and worthy causes, for your local environment, your old school, or whatever you want. 

That’s what money can do for you and that’s just what it should be used for.

Money exists to help other people.

That’s really what its purpose should be.

Hoard it and it does no good at all. Use it and it can help you to do some wondrous things.

It circulation, it keeps people in jobs.

If no one spends, nothing needs to be made and there are no jobs. Then chaos rules and despair reigns as unemployment rises, welfare dependency increases and crime shoots off the scale.

But money should not be the sole goal for wanting to be an entrepreneur, or for starting your own business.

You need to think wider than that. 

Being an entrepreneur means:

Putting yourself in control of your own life. 

You have total control over what you’ll do with your life because you call all the shots. The hours, the effort, the industry, the look and feel of your business, the way it works, how it’s conducted – everything down to every staple that’s ever used is absolutely your responsibility.

And the satisfaction you’ll get from success is immense.

Forget about the money. 

Get things right in your business and the money will never stop coming.

Do things properly and the chances are that you’ll have so much money you won’t really know what to do with it all. Then you can do some really great things for yourself and for you community.

That’s when the rewards really do add up to something extra special. 

Things for you to think about:
1. While it may be the bridge to many things, money isn’t everything.
2. Do not make money your most important goal.

3. Use the wealth you create to do great things.
4. However great, however small - be happy with whatever you earn.
5. What 5 things do you want to accomplish through your business skills? Write them down, commit them to memory or carry them with you and cross off each one, as you accomplish it. I’m guessing that enormous amounts of money will not be one of the 5 things on your list of accomplishments! 
8. Challenge Yourself 
Don’t ever kid yourself – being successful will not be easy.  
Truthfully, it isn’t for anyone. 

Apart from landing the Lottery, winning the Pools, or being left a vast inheritance from some long forgotten relative, you will, like everyone else, have to work hard to make it. We all do.

Success takes industry and dedication. 

You can do it, but you have to believe that you’ll succeed. 

You have to believe in yourself. 

You’ll have to make changes and plenty of them. That takes effort and willpower. But you know that it can be done.
After all, you’ve come this far, so I know that you’re ready to step up to the plate and make the next grade.

That’s good and that’s exactly how it should be. 

Doesn't matter whether you are 18 years old or 88 years old, it is never too late to get started and it is never too late to learn. 
Start by being positive about everything – yourself included.

See the good things and don’t dwell on the negative. Practically everything has faults. You do. Learn to live with it and them. 

If you think you deserve more than you've been given and you expect success to be handed to you on plate because you’re bright, intelligent, hardworking and industrious - forget it! It won’t happen. 

Feeling sorry for yourself for what you haven’t got or for what life hasn’t given you won’t help. No one cares and frankly no one ever will.

Challenge yourself. 

Throw everything out if it isn’t working and be prepared to start all over again.

Listen to others and learn from them. 

You don’t know everything. No one does.

They may be younger than you and not have your experience, but there’s an awful lot they can tell and teach you - if you just give them a chance. 

Everything changes and nothing lasts forever. 

You are not the same person now that you were when you were thirteen, or a twenty year old, a graduate, a thirty, or even a forty year old. 

You’re different now. You think differently, dress differently and hopefully you act differently too. At least you should if you’ve made any sort of progress as you’ve made your way through life!

Apply that to business and understand that everything changes, sooner or later and you have to roll with it. 

You have to seize that new wave and ride it. 

Don’t make excuses. 

“I’m too old.” “I don’t understand it.” “It’s to fast for me.”

Work with it. Get to understand it and learn how to use it. 

Your flexibility, versatility and agility will be the difference between success and failure and between longevity and gone in an instant. 

As I’ve said before – think like a dinosaur and you’ll become one. 

You’re not a dinosaur. You’re an entrepreneur. 

Think like one, act like one and learn like one.

Change out and swap what isn’t working for something that it is. That’s now a big part of your day job – to find what works best and work hard to make it work even better. 

Don’t wait for another day. If it can be done today, do it right away. Indecision is your worst enemy. Think too long about anything and you’ll find a string of reasons for never doing it. In fact, you won’t ever do it. 

There is no time like the present and as entrepreneurs, we owe it to ourselves to make the very most of every present we are ever given!

Things you should be thinking about:
1. If you thought success was going to be easy, you need to think again. 

2. There are no free or easy rides. Not now. Not ever.
3. Make the changes that matter if you want to achieve success.
4. Don’t make excuses. Success has no place for them.
5. Learn all you can from everyone you ever meet – young and old.
6. Know your faults and work to eradicate and improve them.

7. Challenge everything to find the things that work and then work hard at making them work even better. 

8. Hesitate and you’re lost. There’s only this day, now, so get on and do it – whatever it is. Let tomorrow take care of itself. 
9. Learn How To Succeed
Believe it or not, success is a learned ability.
Think about it. Success is not something you “simply acquire”. 

It’s something you have to work at and earn. 
To be truly successful, you need to become a skilled observer.

You do that by observing, evaluating, studying and improving what you do in your own business by learning, assessing and evaluating what others have done. 
You take the good and the bad and you pick over even the smallest details.
You become an informed expert. 

You get used to observing things such as store layout, employee dress code, manners and general behaviour. 

You look at leadership style and management strategy. You search for what’s working well and what clearly isn’t. You see where improvement is needed and where there’s room for change.

Look at newspapers and magazines. Clip and save good ads and study what made them special. If they are often repeated then you know for sure that they are working. You just have to work out why and what it is that makes them work so well. What makes them successful?

Watch TV and study the commercials. Which ones are working and which aren’t?

As you work at sharpening your observation skills, you’re also fuelling your own subconscious and creating a hotbed of useful ideas and imagery. 

You’re actually developing the skills of your own success.

Take a look always at what other companies are doing. Especially your competitors. What are they selling and how? Is it working?

Buy from them and see for yourself how well they serve you and look after as a valued customer.

Observation is all about making what you do better than what everyone else is doing – or at the very least every bit as good.

If the opposition and competition are excellent, all you can ever do is hope to equal that. Eventually, you may be able to better it. But let’s learn to walk first, before we try to run fast. 

Here are few things that will help you in your quest to become a better observer.

It will help you to remember them if you write them down. 

1. How did the company and its staff “meet and greet” you?

2. Did you feel comfortable and at ease in their company?

3. Were they indifferent, hostile, or aggressive? 

4. Did they ask the right questions to find out all about you? 

5. Did they answer your needs instantly, eventually, or not at all?

6. Did they thank you for your interest and invite you back?

7. Were you kept waiting?

8. What impressed you the most? 

9. What did you hate?

10. On a scale of 1-10, 10 being excellent, how did you rate them?

11. At what point could they have taken your money?

12. Would you ever go back? 

You can learn a lot simply by learning about others, watching what they do and experiencing their service. 

Not least, you’ll know exactly what not to do!

Things to consider:
1. Evaluate experiences, especially your competitors, at first hand.
2. Learn to watch closely what others are doing.

3. Always keep your eye on the ball. Someone else’s success could so easily provide the next plank for your own. 

4. Keep a swipe file of great ads and study the often.

5. Try to work out why things work and look hard at ways of making them work for you too. 
10. Tackling Stress
Are you good at managing stress? 
As an entrepreneur, you’re going to have to be. Stress will become part of your life and you will need to learn how to handle stress and manage it well.
However good you are. However capable, tireless and industrious, your in-tray will always be full. There will always be something more and something extra to do. 

Meetings to attend, deadlines to sort and customer requests or their complaints to handle. 
You’ll have to deal with unhappy employees, persistently bad timekeepers and those who call in sick. 
Even though it can all get very wearing and wearisome, you’ll still have to run your business.

You’ll have good days and bad. Times when you order too much, or too little. Times when things run out, or when mistakes have been made.

Whatever it is, you need to be on top of it. Or it will get on top of you. 

It needs a level head and a quick thinking brain to resolve all of your dilemmas, without losing any of your cool and none of your composure.
It’s not the time to throw your toys out of the pram!

Instead, it’s time to show your best side as the total master or mistress of control.

When it blows up, or looks like it’s about to, take a moment. 

Give yourself a chance to get hold of the situation and wrestle it back under your control. 

Don’t blow a gasket!

It helps no one, can exacerbate a bad situation and simply makes you look immature and stupid. All the things you’re not.

In your working schedule, make some time for you. 

Even if it’s only 20 to 30 minutes. Leave the desk, get out of the office and do something different. 

Do not take your mobile phone with you, unless it’s turned off and is to be used for emergency calls only.

Read a book. Do the crossword. Try a Su Doku. Sit in the park. Take a walk. Feed the ducks.

Whatever you do, relax and for at least 20 to 30 minutes – take it easy. 

Be kind to yourself and you’ll reap the rewards in your business.

If you do this, you’ll cope better and mange stress more effectively. 

20 to 30 minutes sometime during the day will do the job just fine.
It won’t be easy for you to do this, especially at first.

But persevere and stick with it and you’ll feel a whole lot better for it. That I guarantee.

You need to be at the top of your game to perform well in your business and learning how to manage and cope with everyday stress is one of the most important skills you can ever learn. 

All too often, it’s stress that causes high blood pressure and that leads to heart attacks and an early exit from this wonderful experience we call life. 

It’s way too short as it is. Stress only serves to shorten it even further. 

And it’s up to you not to let it.

Things you need to think about:
1. Entrepreneurship is stressful. You must learn how to handle it. 
2. Give yourself a break every day. It’s vitally important.
3. Things will go wrong. Roll with it, manage it and you’ll always control it.
4. Thinking time preserves your sanity and it can often produce results to help you tackle your issues and problems.

5. Control yourself and you control the issue. Then you can minimise its effects.

11. Networking
As an entrepreneur, you will need to build your own support network.
And that network will be vital to your success. 

In fact, your network will help you to shape and carve your success and it should comprise mentors, the person or people who got you started in the first place and others who provide good, sound, solid, sensible and well-reasoned advice. 
Mentors are experienced people who know about life and business. They know how things work and they are willing to help you stay on the right track with considered advice based on what they know and have often learned at the school of hard knocks.
They’ve been there, done it, seen it and worked with it. They’ve trodden the path you are about to tread and they want to help you to succeed.

They’ll mentor you just as, one day, you will surely mentor someone whose success will be just as important to you. 
Don’t ever be afraid to develop your network of business mentors. They are going to be important to your success and you’ll swap and change them too, over time and as your business unfolds.

However, don’t go looking for them if you’re not prepared to listen!

That’s the thing about mentors. They may not tell you what you want to hear. Often, that’s not a bad thing.

A voice of conscience and clarity can sometimes prevent you from doing something absolutely stupid … like investing in an ostrich farm, or winning a foreign lottery, or freeing money trapped in a dubious African country, or any one of dozens of other scams that have sunk gullible people to the tune of tens and even hundreds of thousands of pounds.

As a rule of thumb, if you ask a mentor the question then have the good grace to listen to the answer. 

It may not be what you want to hear, but it is a different perspective, usually based on experienced evidence or shrewd interpretation.  

Whenever you approach your mentor, be prepared to listen. 

Go prepared and armed with the questions you most want to ask. 

Remember, they are busy people too and will not appreciate you stealing their precious time on something that is either ill prepared or simply not worth their while.

Similarly, if you are harbouring doubts about something in your business, talk it over and chat it through with your personal friends, your partner, or your family. 

Get some wise heads around the table and do nothing in haste – even when there is a deadline looming and it is right in your face. 

Only fools rush in and if you don’t want to be treated like a fool in business, try not to behave like one!

Whatever it is, there is usually time to wait. And if there isn’t do you really want to be involved in a pressure cooker situation? 

I don’t and when I have, I have usually ended up regretting it at the very least, or losing money. Neither of which is palatable or pleasant to me. 

Ask advice always and particularly in the early days, or if you have a big deal going down. 

That said, don’t saturate yourself with opinions, or you’ll never be able to make a well-qualified and rational decision. You’ll just get confused.

And always play your cards close to your chest. An idea idly tossed about can easily be picked up by someone else. Then, all the money you could have made will be made by someone else. That really isn’t nice.

Be careful whom you trust with your innovations and ideas. Trust only those who have proven themselves to be trustworthy, but do listen hard to what they say. 

Good mentors are not trying to spike your guns. They are trying to keep you safe and help you to maximise every opportunity with the best advice they can give you, based on their experience, or their understanding. 

Treat them with respect and your business has an ally and a friend for life. 

Things you need to think about:
1. Talk often and rub shoulders frequently with your mentors.

2. Go prepared and armed with questions whenever you seek your mentors’ advice.
3. Listen closely to their advice and guidance.

4. Respect the people in your support network. They only have your success and best interests at heart. 

5. Trust no one until they have proved themselves to be trustworthy.

6. Don’t jump hastily into any decision until you are absolutely sure that it will bear your weight. Always think it through, even if you miss out on possibilities. 

7. Better to miss out than mess up. There will always be another opportunity, just as sure as there will be another bus coming along in the next few minutes.

12. Starting Your Business Can Cost You Very Little

Yes, I know that franchises can cost a packet. And that sometimes to start a business you need to borrow a lot for premises, stock and staff. 

But with an internet business, you can start with next to nothing!

All you need is a corner of a room, a spare room, or a converted shed and a computer with broadband internet access.

And that is it!

Nothing else is needed. 

No bank managers, no loans, no venture capital and no borrowing from family or friends. No loss of life savings, no skimping or scraping to get by and no stock needed. No staff, no premises, no warehousing. 

Nothing, but you, a corner of a room, or just somewhere to work, a computer and fast internet access.

In fact, you can probably build your business from the money you have in your pocket right now.

That’s how easy it can be. 

I’m not going to talk about how you buy a franchise or borrow a sizeable fortune to start a business.

That’s because: 

a. I don’t know anything about it since I’ve never done it.

b. I think there are easier ways to get started with your own business. 

And the internet business is one of them. 

All you need then is a product and someone to sell to. 

You don’t even need a website, although I think a good website will help you to manage your business, control it properly and grow it cleverly. 

How difficult is it to get started? 

That’s not a question you should be asking. 

What you should be asking is – How easy is it to get started?

The answer is – very easy. Very easy indeed. 

We’ve talked about product creation and coming up with ideas. 

You don’t have to do it yourself. 

You can simply sell someone else’s product. 

Say you trawl the internet and see a product that you like the look of. You think to yourself, “Yes, I could sell that.”

You simply approach the product’s owner and ask if he or she would be interested in working with you on a Joint Venture basis. 

You are going to sell their product and they will take a slice of the profit you make. You don’t even need to keep any stock. You simply receive orders, process them and pass them on to the product creator who will have their own system to fulfil the order. All you’re doing is passing on the order that you have sourced. The product owner does the rest. You get paid and so do they.

Better still, if you’re written a report or piece of research, or if you have an online book that you’ve authored on your hobby, passion or interest, then get it turned into a PDF. That means properly and professionally laid out, with an attractive cover design and there are computer programs out there that will help you to do this.

Then you advertise from your website, run a press, publicity, direct mail, or electronic direct mail campaign, or use Google AdWords to sell your book. Buyers simply download it from your website as a PDF having paid you for the privilege first. All you’ve got to do is count up the money you’ve made from your simple idea. 

Maybe the product is available to you under license. That means you buy a license, which gives you the rights to change certain things that are agreed between you and the product owner or creator within the contract of the license. Things like packaging, marketing, sales tools and so on. Then you can make the product uniquely your own and sell it as your own. 

You do the hard work once in setting up the website and changing the product’s look and feel and it will go on selling for you for years. 

If you’ve created a website then it is easy to be come an affiliate of another product developer. That means you sell other people’s products from your website, or you direct visitors who come to your website on to other people’s websites where they can buy the product you’ve advertised. Then, when they buy, you get a cut of the sale. That’s another easy way to make considerable amounts of money by selling other people’s products.

Yes, there are some costs associated with these start up options, but, believe me, they are nothing like the costs you’ll face with a franchise option, buying into a business as a shareholder, buying a business outright, or starting a company or a high street retail operation from scratch. 

Whatever you do and whatever you are doing, you have to consider the cost to profit ratio carefully, consistently and always. 

What you must do with your business is optimise profit for the least possible outlay. That is a law of any business and it should never be broken. But it seems to be a law that many businesses forget. 

If it costs you more to buy it in than you can sell it for then you are going out of business, very, very fast!

But, if you can buy it in at very low cost and still sell it for a fair, but very high price, then you are going to make some very serious money in a very short time.

That’s the beauty of the internet business. 

You can create genuinely worthwhile and highly attractive products for pennies and sell them for tens if not hundreds of pounds.

It’s all about the product and how you package and market it. 

Over the years, I’ve sold products that cost £1.50 to create for £200 and £300 each. Sometimes even more. A lot more.

And in terms of pricing, the price is what the market is willing to pay. 

But you must test it first. 

If and when you can, create three websites for your product at three different price levels. Run them side by side for at least a few weeks and see which price delivers the most sales. 

Surprisingly enough, I’ve often found that the higher price yields the best results. 

Why sell it at £150 when you can make the same number of sales or even more sales on the same product when it is priced at £650?

Always remember that you are in business to make money, not friends.

Cordiality and friendship with your customers is a welcome by-product of serving them well with products they can use, want and need.

Things you need to consider:
1. Start your first business from home.

2. Don’t spend a penny more than you need to.
3. Don’t borrow, refinance your home, take a loan, or use your life savings – unless you really, really have to. And even then keep the borrowing small.

4. Consider approaching others for your first foothold as a Joint Venture partner, business Affiliate or Licensee of other people’s products.

5. Don’t take on stock, staff or premises until you’re established and your business needs to do that. 

6. Keep everything simple – downloadable products cost little to create, but can carry huge price tags and deliver substantial profits.

7. Test different prices. The results could astonish you!
13. What Sort Of Business Structure Works Best?

It has been my experience that the flatter the structure, the better. 

Often, that means just you, working alone, as a sole proprietor. 

Do you really need a partner, or partners?

Or can you do this alone? 

What will other people’s involvement actually bring to the table? 

These are questions that you have to ask yourself from day one because unless you have to, why would you? 

Friends of mine started out being mentored by other entrepreneurs. The mentors often paid their costs and covered all of their expenses for the first year, until the business was established on its feet. 

Trouble is, that carries a cost. You ask for someone’s help and you are obligated to, at some point, return the favour, or favours.

Some of my closest business colleagues and associates are still in the clutches of their mentors and still, even after many years, remain obligated to them. 

So think before you jump anywhere, with anyone.

And that advice includes mentors and partners.

I have business friends who are also still trying to get rid of their partners. It has taken some many years and much expense and their partners still remain a drain on their businesses. 

What went wrong? The intentions were all good and the relationships certainly didn’t start out by being a problem. 

But things change and, over many years, many things will change. Not least, people.

As we’ve said already, you are not the same person you were at aged 15, or at 25, or the person you will be at 65 and 70. 

We all change and, in changing, we want and expect different things. That is often what makes a business relationship such a fraught and tenuous affair.

We all want different things and, of course our opinion is invariably the right one! Usually, we think, it’s the only one that’s ever worth listening to!

All of that said, sometimes a partnership is inevitable and it works brilliantly. 

I also have friends who have formed brilliant business alliances and, still after many years, remain the very best of friends. They even share holidays together and live in the same street! That has to count as a success.

Good business relationships work well when they complement each other’s skills. Your strengths are well matched by the strengths of your partners in areas where you are weakest.

But if you are going to enter into any sort of partnership arrangement, do it with your eyes open. 

Draw and define a written working agreement that every partner and all partners agree to, sign and work to. Every partner must have a copy of the agreement, duly signed and dated.

Your agreement must cover:
1. What the business is and what it does.

2. The roles, responsibilities and duties of each partner.

3. Who has a say and who is authorised to handle company finances including borrowing money, authorising credit and cheques and accessing cash.
4. Itemised personal expenditure – what is permitted and what is not.
5. The profit split to which each partner is entitled and when payment is due.

6. Escape clauses for every partner and how new partners are to be added.

7. Insurances and survivorship provisions.
It is a contract for co-operation and it must be constructed carefully, knowledgably and, preferably, legally. 

Don’t leave these things to chance, a spit, or a lick and a handshake. 

It’s all far too important for that. And, if things should ever go wrong, the ensuing nightmare can be just too hard to handle. 

Get it tied down. Who’s in, what they put in, what they must do, what they can take out and how things are to be dissolved in the event of terminal disagreement and fractious discord.

You will regret it, if you don’t. 

You could also consider bringing a sleeping partner on board, if that is a better option that works for you. 

Such a partner would put in funding at the start and you could define their privileges and involvement. Again, you would draw up a written contract that specified commitment, privileges and behaviour that is duly signed and dated by every partner. Preferably, it would also have legal input at all stages of its construction.

That way, you gain any funding that you may need, but you also gain experience and the partner’s wisdom, which could be mighty useful if they have previous business experience.

There’s no reason to stop you taking on partners as your business grows and develops.

Sometimes, it just works out that it’s a perfect fit and you get on so well that it all makes perfect sense.

Again, think everything through carefully and, if necessary, take advice.

Better to spend a little upfront to evaluate your own thinking than to end up spending a lot to get rid of a mistake!

For me, I like the idea of sole ownership, or a partnership with your partner, or your husband or wife.

That’s because I like control and the option to build and forge relationships as and when the time is right, or I feel that I need to. 

I like loosely structured relationships such as Joint Ventures, Affiliations and product partnerships that, while they may involve a longterm commitment, don’t involve ceding possession or control of the nub of my own business. 

Such relationships can be terminated instantly and easily if you need to without longterm or lasting damage. That’s probably why I like them so much!

And you know – and you have to trust me on this if you haven’t already been there – divorce can be ugly and very, very messy!

The best businesses are nimble, flexible, versatile and agile. That’s because decisions are easy to make and don’t involve huge amounts of people.

In a world of one you can change direction as often as you like. You can reshape everything as soon as and whenever you want to and nothing stands in your way. 

Even with just one partner instant decisions are never easy. 

And in business, time is often critical.

Just work out what business structure works best for you, get your head down and get on with it. 

Things for you to think about:
1. Think about how you can go it alone.

2. The looser and flatter your business structure is the easier it is to get things done, change direction and make speedy decisions.

3. If you think you need a partner, what sort of partner do you need?

4. Don’t take on a partner without a legally binding contract that is signed and dated.

5. A sleeping partner could be a very practical and useful solution.

6. Remember ... divorce is often ugly, messy and it is almost always very costly!
14. Financing Your Intentions
As we’ve already covered, you don’t need to break the bank to start your own business.

Start small, do it sensibly and you can get started with the money you have in your pocket right now. 

That’s how easy it is.

You don’t need to give up your day job. Not until you’ve made it work in all the ways you want it to and you’re sure that your earnings will continue to support you. 

Most people who start out, start by testing the water.

That makes sense. 

You have a little dabble. You earn a little profit. You keep your job. 

You just work on your own business a little at nights, or at the weekend. 

But never ignore your partner, your husband or wife and/or your children. 

Your business isn’t worth that amount of sacrifice. No business ever is.

As your success grows and your confidence develops you’ll soon find more and more money in your bank. Even though you’ve regularly been using some of it to find each new start. Or you should have been!

Can I counsel you with just a little bit of caution here? 

The problem with most people who start out and get successful is that they forget all about good business practice and sensible behaviour. 

The money turns them momentarily mad!

Flushed with their first successes they go mad for their dreams. 

They pop a few thousand in their bank and buy big, flashy, fast sports cars, or take exotic holidays, commission vast home extensions, buy holiday flats, or simply blow what they’ve made on nonsensical purchases.

In comes that little bit of extra money and up goes the credit, big style.

Frankly, it’s plain daft, especially if you’re just a beginner. 

Be patient. Those things will all come in good time. 

Just don’t go mad. Like I say – don’t try to run really fast until you’ve learned to walk properly. 

So, we’ve been successful. Our first venture has yielded a tidy profit and, if you’re sensible, you’ve still got your day job bringing in the regular wage. 

Use some of your profit to fund your next product and each time you do that you can watch your pile go on growing, as it surely will. 

Then, when you’re confident and sure you can make this all work, you can tell your boss you’re done with the 9 to 5 – and you’re off. 

Do it nicely though. You never know when you may need a favour, or you have to use the bridge to get back. And it’s never a good idea to burn your bridges. Unless you have to.

Soon, you’ll find the bank manager is your new best friend. There’ll be nothing the bank can’t and won’t want to do for you. 

Just tell them you want free banking for your business as long as you remain in credit. They should readily agree to that and that will put even more money in your pocket.

A good bank manager will ring you regularly offering you help, assistance, loans, advice and service. Why not? After all, they’ll be using your money to grow richer every day!

If you’re not good at figures and have trouble managing things then hire someone to do it for you. Or take a course in bookkeeping and simple accounting so that you can learn to do it for yourself. 

It’s really quite simple though. All you’ve got to remember to be successful is:

· How to count accurately 

· That you need more coming in than is going out

· To pay everything off promptly including your credit cards.

Get that right and you can’t really fail. 

Yes, you’ll have to deal with VAT and tax, but you can hire an accountant to sort all that out for you. 

Just don’t go mad, until you’ve got the money to go mad with!

And if you’re sensible and use the money you make wisely, you will be able to build a substantial business in rapid time without ever borrowing a penny from anyone, ever. 

You’ll also be very rich. 

And right throughout the ages, cash is king. Always has been. 

Want a new car? Buy it for cash and you’ll always get a handsome discount. Just remember to ask and haggle for it!

Want office equipment, desks and chairs, phones and computers? Whatever it is, if you’ve got the cash in your pocket you’ll get the best price possible simply by asking politely and negotiating keenly. 

I can’t remember the last time I ever paid the retail price for anything. Honestly, I can’t. 

The Recommended Retail Price, the RRP, is just a guide. It tells you what they want you to pay. I have cash in my pocket and I have a different price in mind. 

So my opening gambit with almost everything is, “Yes, but what’s the cash price?”

You’d be surprised at what you can get away with. Always ask for a discount. It works for me except with John Lewis and Marks & Spencer!

Being a good businessperson is about being sensible. Not flash. Nobody ever likes a Flash Harry and the wealthiest people that I know and that I’ve met would be the very last people to ever tell you how much they’re worth. 

That’s my ideal kind of businessperson. Someone who is quietly worth a fortune, but who chooses not to tell you all about it!

Things to think about:

1. Be sensible and you won’t have to borrow a penny.
2. Start small and fund each new venture with the profits from your recent project.

3. Keep your day job until it’s safe to let go. 
4. Don’t go mad – even when you’re successful.

5. Whenever you pay cash ask for discounts.
6. If you remain in credit, insist on free business banking.
15. The Customer Centric Business

Every business is customer centric. It has to be because that’s what business is all about – serving your customers, right?

Your customers are everything and they always will be. They are the path to your dreams and the road to your riches. 

You cannot ever be successful without taking very great care of them.

That means doing things properly, all of the time.

If they’ve got a problem, respond to it. 

If they’ve got an issue, deal with it. 

If they don’t like something, don’t ignore it.

If they want something, listen to their request.

If they’re unhappy with your service, root out the cause of the problem. 

Stick your head in the sand and you deserve to get your butt kicked. And you will. 

But deal with it – whatever it is – and you will have customers for life. 

Customers that will tell others how you dealt with their problems, how you resolved issues and how you went the extra distance to make sure things were right. 

That’s the kind of marketing you need.

And it’s the kind of advertising you just can’t buy. 

In business, reputation and your good name is everything and you must guard it, protect it and do all that you can to refine and strengthen it with everything you ever do. 

Sounds so simple. But it’s not. 

There are a lot of “invisible customers” out there.

They’re nice people. Very nice people.

They don’t make fuss, don’t make a lot of noise, don’t kick off if things are not right because they’re really nice people. 

And you know what? 

They’re so nice that, when you get it wrong, you’ll never hear from them, ever again!

Nice people can destroy your business. They are your “invisible customers”.

Nice people who aren’t happy with you and the service you provide will tell others what they know about you. They’ll embellish the story here and there with extra juicy and probably untrue details about what you did wrong and how it hurt them. 

It’s their way of getting back at you. 

How many times when you’ve been on the receiving end of bad service, shoddy products, nasty people and unpleasant business experiences and dealings have you wished there was a way you could get back at the person, people, or companies that have let you down? 

How often have you thought about hosting a website damning your bank, the garage, the electricity company, the clamping people, or anyone else who has insulted, offended, or cheated you? 

We’ve all wished that, at some time or another. 

So, what do we do? 

We tell the people we know about crooked companies and nasty people. 

Word soon spreads, especially in the internet business. 

Once, it would have taken you years to get a message around the world that everyone has seen and read. 

Now, thanks to technology, you can do it in less than 14 minutes!

That is the power of communication. It is both awesome and frightening!

Awesome for the good it can do for you business. 

Frightening for the damage unhappy and disgruntled customers can do to you. 

One bad experience will reach 8 to 20 other people who will be advised by the unhappy customer never to buy from you. 

They, in turn, will tell others about you through their friend’s experiences.

See how the snowball starts? And it quickly gathers pace.

But, research has shown that if you deal with problem straightaway, rectify it and put it right in the customer’s favour, there is a 95% chance that the customer will do business with you in the future.

Better yet, the customer whose problem you have resolved will tell others about you and the lengths you went to sort things out for them. 

Again, that’s advertising you just can’t ever buy. 

You won’t get anywhere by being offensive or rude. Even when you may think the situation demands it and the customer is being utterly objectionable and downright unreasonable.

The customer may not always be right, but they will always be the customer and it is your job to serve them right. Yes, even when they’re wrong.

That’s not to say you should ever be a pushover. 

If you have said there is no guarantee with a product and no refunds either because of the sensitive nature of what’s in the box, then you have to stick to your guns in a firm, friendly and positive way. 

If the seal is broken and the contents taken out, they can easily be copied and simply returned for a refund.

Not nice, but believe me, it happens and you have to deal with it.

But think about the psychology at work here.

A customer buys from you because they believe what you say and, having weighed the sales pitch, your product appears to satisfy their wants, needs or desires.

Trust has been established and a deal is on the table.

Provided the product does exactly what it says on the tin, the customer will be happy. 

If it does more than they expected, they will ecstatic.

And if you do a little something extra that totally surprises them, then they will be highly delighted and well satisfied with their purchase. So much so that they will remember you and be looking out for the next offer you send them. 

Perfect. 

You have established the all-important element of trust. They respect you as someone who delivers what they say they will, just as they say they will and what they’ve bought does exactly what you said it would. 

You’ve got a customer for life and that’s where your future sales are coming from. 

They’re happy and they buy. They’re happy and they tell others, or happily recommend you to others within their own circle of trust who may well buy from you.

In turn, they too tell others and the snowball of success keeps on rolling and getting bigger.

Look after your customers and they will always look after you. 

Deal with your disgruntled customers politely, respectfully and quickly.

Talk to your customer base often to make sure they are happy with the service you provide. They will appreciate the care and concern you are showing to them.  And a happy customer is one who buys.

Things for you to think about:
1. Take good care of your customers. They can make you rich.

2. Think like your customers. How would you want to be served?

3. Deal with issues and problems positively and immediately. 

4. Be courteous and polite, but remember you can’t win every battle!

5. Talk to your customers as often as you can. Ask them for help, advice and opinions.

6. Always do what you say you will. That’s all most customers ever want.
16. Building A Winning Team
You team starts with you. You are its captain. 

Right or wrong, you are the person who makes all of the decisions.

The buck, as they say, stops with you. 

But should never blind you to the quality of the team you can build around you.  

Truth is, everybody in business needs somebody, some time. 

I know I have and, at different stages of my business life and in my company’s growth cycle, I’ve had to use and rely on different people. People who have all become part of my team of trusted advisors and, sometimes, my confidantes too.

I don’t know it all. Do you? Perhaps I never will, but like you I shall go on trying to improve my skills, knowledge, know-how and expertise.

And that’s where my team comes in.

They help, advise and guide me and, yes, sometimes they push me around too! Occasionally, I seem to need it. 

You can’t begin your search for good people for your team too early. 

Who do you need in your team to begin with? 

1. A good bank manager who understands you, your business and what you are trying to do.

2. A reliable accountant with a good record of success.

3. Perhaps someone who has trodden the road you’re about to tread. Someone who has been there and done it already. A mentor, coach, or guide. Someone who is prepared to help you to get to where it is that you want to go.

4. A designer, website builder and copywriter.

5. A good reproduction house if you are going to copy licensed DVDs, CDs and videos, or a good printer if you intend to publish books and manuals.

6. A list broker who can find you quality names to mail to.

7. Some reliable housewives who would be happy to work for you stuffing envelopes and putting things into boxes for pin money payment.

And that’s about it, for now, until your business is big enough to need more skills and perhaps greater specialisation.

What about solicitors and lawyers and legal people? 

What about them? I have been in business a very long time and I’ve never had to resort to costly legal advice more than a handful of times. 

Find them when you need them. 

How do you find the right people? 

Ask around in your local area. Ask your business associates, suppliers, colleagues and contact who they use and who they would recommend.

Then check them out.

Put a tight brief together that explains what you are trying to do and what you want from them and then “interview” them. 

You don’t want beginners. You want seasoned and skilled people, not people who will learn at your expense. 

Nor do you want to be at the bottom of the pile with “quality” professionals who can barely give you the time of day. You can bet your life you’ll be the last one on their list of jobs to be done and the service you’ll get will range from the average to the unacceptably lousy. 

In my experience, the big name companies tend to look after big name clients a lot better than they shepherd the small fry. 

Choose wisely and choose carefully. 

You want people who are sympathetic to what you are trying to do and who are prepared to go out on a limb to help you sort things out. 

They’ll be the beneficiaries as soon as your business takes off and succeeds.

But don’t try to be too clever with them.

Offering an accountancy practice 5% of nothing isn’t going to work and don’t expect them to take it. They won’t. 

Pay your way, at first. Then, when you’ve gained some bargaining chips from the success of your business, you can always go back to the negotiating table to batter out a better and more favourable deal.

Similarly with your bank. Don’t expect too much from them. Not at first. They don’t know you and you may well not have a track record of success, so you are effectively asking them to take a chance on you. 

Hardly surprising that they are not biting your hand off at first asking! 

Better if you can command the situation simply by saying that all you want them to do is handle your money. 

You don’t need anything else. No loans, or overdraft facility. You just want them to control the flow of the money your business generates and help you to keep an accurate check of what goes in and what comes out.

Simple as that. 

Then you can ask for free banking, as long as you remain in credit. 

Why not? They are doing no more or less for your business than for any other current account customer.

And if you don’t want anything from them by way of loans or overdraft facilities, you hold all the aces.

For supply personnel, take references. Look at their websites. Check them out and listen hard to what their customers have to say about them.

Better still, go down and have a nosey around their premises. Make sure they’ve got your best interests at heart and you won’t go far wrong with the people you’ll pick.

That said, it took me 4 goes to find accountants that I was finally happy with!

Personally, I run a very strict business regimen. I expect suppliers and outworkers to keep their promises to me.

If we set a deadline they must stick to it, or give me a cast-iron, infallible reason why they might have failed to meet it.

You’ll get the benefit of the doubt once or maybe twice, if the circumstances permit it. But after that, I’m looking for other people.

You see, a business is only ever as good as its people and if they let you down, you are letting your customers down. That is not an acceptable situation and not one that I will tolerate.

Set your standards, be clear about them and insist – don’t expect – actually insist that other people come up to them. Or find someone else.

Too many businesses tolerate far too much. They are slack in their control and lax in the delivery. They are indifferent about dates, days and deadlines.  Their control is weak and everyone takes liberties. 

A sloppy attitude means a sloppy business and, in my experience, sloppy businesses don’t go very far. 

Set your standards in stone. They are inviolable and cannot be breached and your team must know this. You will not accept anything less than the best. 

And we all know about good businesses. They grow and become great businesses.

But the team and how it behaves and performs depends on you, its captain. 

You set the standard and the tone of your business.

There’s no need to be an authoritarian, or an uncompromising dictator about it all. Do that and you’ll quickly build a business that’s hated by everyone who has to deal with it. And that’s definitely not what you want. 

Set standards, but exercise common sense. Make things realistically achievable and treat all the people in your team with respect. Do that and you’ll get much more back than you ever put out.

Leadership is about defining your standards and coaxing others to reach them. Sometimes you have to cajole and bully. Sometimes you have to persuade and entice. 

But you’ll catch a lot more flies with honey than you ever will with vinegar.

Be nice to people and they’ll be nice in return. And that is exactly what you want. 

But if you have to raise the roof, don’t ever shirk the issue. Sleep on it first and give it the overnight sanity test. But if you still feel angry in the morning, or even in the instant, then you have to deal with it, resolve it and move on. 

Often, you’ll find people aren’t trying to be deliberately awkward or confrontational. They genuinely did forget, something ultra important got in the way, or any one of countless unexpected things happened to spike their good intentions.

Exercise the benefit of the doubt and explain that this time it’s okay. However, you won’t accept excuses next time around. Job done.

But you need that team and you need its loyalty. Their skills and expertise will help to steer your business through the choppiest waters. And it is an enormous source of comfort and reassurance when you know that you’ve got great people in your team who you can absolutely rely on.

Things for you to think about:
1. The quality of your business will depend on the quality of your team.

2. You are the captain and the team’s leader. What you say goes.
3. Set clear standards and communicate these to the people you use.
4. Exercise common sense wherever and whenever you can. 
5. Be firm and fair in your dealings. Listen to reasons and then decide.

6. Pick experienced professionals for your team, not beginners.

7. Insist that your team’s players meet your standards.

8. Ask around and check everyone out. Don’t just take anyone’s word over anyone’s value to your team.

9. Always ask for references, testimonials or resumes.

10. Do not tolerate sloppiness. Sloppy businesses don’t succeed.

17. Driven To Succeed
All too often with a new business, great intentions often mean big expenditure.

You want everything to be new and perfect. New offices, new chairs, new computers, new cars and so on. 

Big mistake. Huge. 

That’s why so many start up businesses blow their start up capital on big advertising campaigns to get themselves started.

Another big mistake. Huge.

I cant’ say it enough – start small and start sensibly. 

Think about it. If your product sells for £100, but it costs £101 to get the sale, what was the point in the first place?

Chasing customers with a big advertising spend will drive you crazy and send your business bust.

Do that and you’re just not thinking.

You’ve got to think smart to succeed. And not just in the early days.

You’ll need to think smart all the way through your business life.

Your sole objective is to generate customer interest in your business at the lowest possible cost. 

I’m going to say that again so that it sticks and sinks in. 

Your sole objective is to generate customer interest in your business at the lowest possible cost. 

If you can make that £100 product sale for just £1 of expenditure – or less – then you’re laughing and, what’s more, you always will be. 

So start small and learn to be creative – inventive, if you prefer. 

Use your old office chair or buy something cheap and cheerful that will do the job. Eventually, you’ll be able to spend £500 on an executive chair, but as a start up business, it’s a purchase that doesn’t make any sense. 

Make do with what you’ve got, until the time is right to do something different. That goes for computers too. Don’t lash out needlessly, or in haste.

Just watch the pennies until the pounds begin to take care of themselves.

I mentioned advertising and you may need to do some. But why is that so many people I meet and talk to pay rate card cost? 

I don’t and never have. 

Remember earlier I talked about bartering in the high street? Why pay retail prices unless you have to?

Same thing with advertising. The rate card cost offered by most newspapers, magazines and publications is nothing more than that – a recommended retail price, an RRP. It tells you what they think you should be paying. 

Don’t do it. Tell them what you want to pay and barter and haggle for a price that suits you both. 15 to 20% off rate card cost is the very minimum that I’d ever settle for. Usually, I want more! More like 30 to 40% and even 50% or more!

Also, don’t ever be afraid to walk away from a media deal if it’s not what you want or you can’t get what you want. There will be other days and other opportunities and if you stand firm then you have laid your marker down for the future. 

Resist and walk away and the paper’s advertising space seller knows you’re not a pushover and will treat you with respect and due diligence the next you lock horns. And that puts you back in the driving seat. 

You see, again, it’s all about building a rapport and a relationship with the people in your supply network. You give a little to get a lot in return.

What’s going to work best for you – press advertising, or direct mail? Test it and see. Try both to make the best sense out of your advertising spend. 

Your direct mail envelope holds 60 grams of printed content and it’s unlikely that you’ll use all of it. Can you offer the space that’s left in your envelope to another company as a piggyback offer and make money from the deal to help you cover your mailing costs?

Can you piggyback in someone else’s envelope with a simple flyer, or letter and order form. Again, you’re making creative use of your marketing spend. 

Small can often be beautiful. I was once getting 300 plus hits from a single column, one centimetre advert every time I ran it. It was a simple black and white typographic ad. Nothing fancy. 

I was persuaded by the paper’s space seller to try a quarter page advert making the same offer inside the paper and I got just one measly reply!

Naturally, I reverted straightaway back to the single column centimetre advert that I knew worked and that is still working well today!

If your product is working locally, is there a leaflet drop opportunity that you can piggyback onto at very low cost? You’d be surprised what is working locally. 

What about viral marketing? It’s not difficult to plant real and genuine product endorsements on social websites like Facebook, Twitter and the like. If it’s picked up and people run with it, your sales could shoot of the scale.

The point is that you need to be inventive and imaginative and look for those low cost or free opportunities. They won’t come looking for you, but when you find them you can make big sales at very low cost which means even more profit. 

Explore and investigate every opportunity. Nothing should ever be considered a waste of time until you know for sure that it won’t work. 

Things to think about:
1. Start small and be sensible. Don’t overstretch until you know you can afford whatever it is that you’re after.
2. Think simple. Low cost outlay means maximum sales profit.

3. Explore every opportunity until you’re sure it won’t work.

4. Think low cost. Think free.

5. Never pay rate card cost until you have absolutely no choice.

Work with others to optimise your advertising pound.

18. Actioning Your Ideas
As I’ve already said, nothing comes from nothing.

It’s time to stop thinking and do something. It’s time to take action. 

The day of reckoning is here and the time for waiting is over.

Let’s make a few lists.

First list is all of the people who can help you to realise all of your dreams. 

Write their names down. 

They could be colleagues, associates, business people, accountants, financiers, internet experts, writers, designers – it’s anybody that you are going to approach to help you to get this thing started.

Next list is what you want your business to deliver.

What is that you most want from this great adventure? 

List out all of the things that matter most to you. 

Could be … a better house, a bigger bank balance, an improved standard of living, a new car, a debt-free life – whatever it is that you have set out to achieve. Those are the goals that should be on this list. 

The third list is what are you going to sell? 

Here, I want you to write down everything you can think of that you may be able to sell. Doesn’t matter how wild or wacky it is or appears. Just get it down on your list. Even the wild ideas.

Will it be a book, a report, a DVD, a CD and video, about what and aimed at whom? List as many as you can think of that are personally relevant to you and in which you have some knowledge, experience or expertise.

But if you’re not an astronaut and don’t have any interest in the stars and galaxies, then don’t go off into space.

In other words, keep this list relevant to what you know and can do. 

After all, who is going to buy a book or report on self-help brain surgery?

Okay. I know - there is always going to be one person who will! Somehow, somewhere, there will always be that one person!

But you see what I’m saying? Stick to what you know and what you know you can handle if you want to be really successful.
Keep a notebook, journal or an electronic swipe file of all your ideas. Jot them down, as and when they come to you. If you don’t do it then at that moment, you will have forgotten what the idea was and it will have gone, possibly forever.

I’ve got ideas that go back years. Some I’ve used and developed. Others are waiting until the time is right. But their time will come. 

Some ideas I’ve had are really off the wall and totally out there. Doesn’t matter. How daft can an idea really be? 

Who would’ve thought that one day the phone in your pocket would be a superfast internet connection to the whole world? A phone that carries your entire schedule, all of your music and an entire business presentation featuring video and animation. And all of that fits on your phone, which sits in the palm of your hand. 

Just how small can an MP3 player become? Well, so small you could put 500 songs on it and sit it easily on your tongue!

A wind up LED torch weighs far less than any battery torch and gives a much brighter light in even the darkest places. It folds flat and tucks into your pocket. It’s a simple idea that will probably never let you down. 

And so it goes on. Someone, somewhere, sat down and thought all of this through. Thankfully, someone made these amazing things happen. 

Why not you?

If you can think it, you can always find someone to help you do it, if the idea is commercially worthwhile.

The fourth list is perhaps the biggest list of all. 

This list is all the dates by when you are going to take the plunge and start out on the trail to make big things happen in your life. 

Ready to write this list? 

Okay. I want you to just write one word on that list because there is only one word that matters and it is this: 

TODAY!

Your list of dates by which everything that has to be done is going to be done amounts to just one word. 

And that one word, TODAY, is every day. 
It’s this day and every day thereafter.

You do it, TODAY. 
Not tomorrow, next week or next month. 

Not when you’ve had a little more time to think and prepare. 

Your list of dates is the same list every day. 

It is always TODAY. This day, now. 

The point is that you have to get started sand that is where most businesses fail. They actually fail to get started. They never get out of the blocks.

You’ve got this far. You’ve heard and listened to how it is done. 

If you’re ready to be an entrepreneur then it is time you got started.

All of the things you want. All of your dreams. They won’t ever come to you. They are not out there looking for you. 

They haven’t so far, have they? 

You make them. You create them. 

That is what entrepreneurs do.

And if you can dream it and believe it, you can make it happen. 

But, first, you have to get started.

Look at the four lists you have just made. 

Those are you starting points.

You’re ready to go. 

So, let’s go because your dreams – all of them - are waiting for you to step up to the plate and claim them. 

Things you need to think about:
1. Get yourself started!

2. Treasure all of your ideas and write them all down. However daft, wild, wacky or zany they may seem to be. 

3. Be realistic about the people who can help and get ready to approach them. What’s the worst that can happen? They say no. So?

4. Know what are you going to sell.

5. What do you want your business to give you?

6. Only one day ever matters. This day. Now. TODAY.
19. Reshaping Who You Are
Sounds ominous? It’s not. But it is perhaps necessary if you are to become the successful entrepreneur you long to be.

Mundanity and everyday ordinariness will get you nowhere and not very fast. If you are to succeed properly, you can no longer be the person you are today.

You have to take action, every single day. You have to change your routines and develop habits that will secure your success.

In short, you have to be the person you want to become.

You have to be a self-starter.
You must start every day with an eagerness of spirit, a drive to get things done and an enthusiasm to succeed. 
And excuses are not acceptable.

Forget all about – Don’t feel like it today; Maybe later; I’ll start in just a minute; When I’ve had a coffee I’ll make those calls; I’ll get round to that tomorrow – you’ve done with all of that.

You need to hit the ground running every single day. You need to get things done and shift that workload in every conceivable way. 

Then, when your products are in place and your systems are working, you can take your foot off the gas and relax a little. 

But not for long.

You’ll soon find new ideas flooding in, bringing with them a host of new tasks, new requirements and new things to do.

And the new you will find it all so exciting!

You are the boss and everything you do counts.

And every time you succeed you’ll be left counting the profits, most of which will be all yours, or wholly yours depending on how you’ve structured things and who you are working with.

But you need to see the sunshine every day.

You need to be upbeat and confident and start each day on the front foot. 

That means no negative thinking. No, I can’t, I won’t, I may not be able to – it’s I can, I will and I must.  

Sure things will go wrong, but as we’ve already covered, it isn’t what goes wrong that matters – it is how you cope with it, manage it, deal with and handle it. That’s what matters.

But if you don’t believe in yourself and what you are doing, why should anyone else? Short answer is – they won’t. 

You must never let anyone hear failure or doubt in your voice.

They, the people you are talking to, need to believe in you 100%. 

And that’s what you must give them – pure 100% confidence and belief.

That is your first commitment to the “new you”. 

You must sweep away all doubt. 

You must tell yourself that you are going to succeed and nothing – no set back – is ever going to stand in your way. 

You can deal with it all.

The second commitment is to develop a regular schedule. 

Just because you are your own boss doesn’t mean that you can be sloppy and not set standards.

As we’ve already covered sloppy businesses don’t get very far and most sloppy businesses fail because they develop sloppy habits.

You can’t afford to be sloppy. 

Get to your desk in good time and set yourself a precise time to do this every day. 

Order your tasks. 

Read and reply to your emails.

Check order and production status.

Deal with queries and process refunds.

Write your newsletter and do your blog.

Check your bank transactions.

Contact suppliers and associates.

Get into the discipline of being an entrepreneur and set your own regular schedule of control and management. Write it down and make sure you do it. Don’t shirk. Not if you want to be successful. 

If it sounds regimented, then I’m sorry. 

But you have to understand this one simple fact – there is no shortcut to success. There really isn’t. 

You will succeed because you put systems in place. Systems that will help you to manage and control your business. Systems that will help you to become a successful entrepreneur. 

You will fail, simply because you didn’t put systems in place. 

As I have hammered home repeatedly, success doesn’t just happen. 

It happens because you make it. 

You take the time to do things right and to do the right things.

Get lazy and your business will go bust faster than you built it.

This isn’t easy and don’t for minute think that it is.

Success isn’t something you can’t just pluck off a branch.

You will have to work at it. 

But if you do, then success will come. 

The important thing is never to panic. 

So your first effort wasn’t a raging success. Maybe you’re second one won’t be either. 

But don’t let that blind you to the possibilities.

And, most of all don’t let any set back dent your belief and shatter your self-confidence. 

You started out believing that you could make great things happen. 

You still can – no matter what happens, or gets in the way. 

But you have to go on believing that you will succeed. 

You can’t buy that belief. 

You can only create it. 

And that may mean radically reshaping who you are.

It means: 

1. Treating your business like a business – even if you work from home.

2. A schedule of daily disciplines – you need to check systems and do all of the tasks that enable you to establish order and maintain control. 

3. Careful analysis and constant evaluation – if it didn’t work, why didn’t it work? If it did work, how can you make it work even better?

4. Accepting full responsibility – it it’s wrong do everything in your power to put it right – whatever it is. Shirk nothing and shy away from nothing. But if it worked brilliantly – enjoy it and revel in your success! Celebrate every success - however large, however small.

5. Constantly lighting and relighting the fires of self-belief. You’ll have good days, great days, ordinary days and downright stinkers. That’s life and it’s everyone’s life. But you must keep the faith and hold onto your belief. With a little careful thinking and a bit of tinkering, there is nothing that can’t be solved or resolved. Absolutely nothing.

This is your dream. 

But only you can make all of it happen, in all of the ways you want to.  

Things for you to think about:
1. Wake each day with a determination to succeed. 

2. Celebrate every success, no matter how large or small.

3. Allow nothing to interfere or stand in your way. 

4. There is no barrier that cannot be overcome, dismantled, thought through, or skirted around.

5. Be disciplined and create the methods and systems that will earn you your success.

6. Face everything front on and deal with everything with nothing less than total commitment - however unpleasant the task or chore.

7. It doesn’t matter than it happened. What you need to know is why it happened. 

8. You are now an entrepreneur. Wear that title proudly and make sure you live up to everything that you think it means.

9. Don’t make excuses – take the appropriate action. 

10. Work hard, yes, but make sure you learn how to live a lot!

20. Know Your Options

Whenever I’m faced with a situation, that’s the first thing I say to myself: “What are my options?”
In business, just like life, it is never black and white. Like a cut and polished diamond, there are so many facets, so many options and so many ways of seeing and doing things. 

And each option carries different rewards and, sometimes, different consequences too. 

Maybe that’s why I like this business so much. You simply choose the door that is best suited to your options at that moment in time. You turn the handle, push the door open and walk through.

But you do it without regret. Don’t ever look back and think, “if I’d played it this way”, or, “If I’d done that instead of this.”

Do that and you’ll drive yourself crazy! You’ll go absolutely nuts.

You make your decisions based on the best available evidence or intelligence at the time. And that’s it. Period. End of story. 

The situation plays itself out and you live with the results. 

You live with the results, but you’ve got to make sure that you learn something from the lesson. 

First comes the test, then comes the lesson. 

Or it should if you are to make progress as an entrepreneur.

For example, you wouldn’t send out a direct mailing that is not fully and properly postcoded, would you? I hope you said no!

You wouldn’t buy something in for less than it cost to send it out, would you?

Yes, these are elementary mistakes, but they still happen. Even as I’m talking to you, someone, somewhere, will have done something similarly stupid. 

Say you a bought license to what you thought was a premium-priced product but that you later found was selling for peanuts on eBay?

What are your options then?

If he’s made stacks of money from the product already, is there likely to be any life left in it for you? And if you should invest in the idea, what are your options going to be?

You see, there are always options and there are always going to be consequences that you have to weigh up and assess, evaluate and consider. 

That’s business.

Should you invest £5,000 in this opportunity, or in that option? 

Which is likely to give you the best yield in both the short and the longer term? 

Would you be better off placing £2,500 in each option and covering all bases?

See what I mean? It’s rarely cut and dried, but if you don’t know your options and you don’t consider them fully, you could end up making seriously big mistakes that leave you with egg on your face. 

But you shouldn’t look back. Ever. 

I never have - even when I have made some real clangers.

Those mistakes were my tests, but I always made sure that I learned the lessons. 

For example, I’ve never bought a restricted resale rights license after my American seminar mistake. And I make sure that I now read every contract through thoroughly to ensure that I never get caught out again. 

I quadruple check everything I ever send out to make sure that I’ve got every reply possibility covered and that includes cheque, Postal Order and fax back reply form. Not everyone has a credit card you see and some people still prefer to send you cash as a Postal Order.

What options have you got with your business?

Plenty. 

You can build it to sell it and, if it’s a good enough business, you’ll be able to retire early on the proceeds. 

I certainly intend to. And I hope that day comes soon. 

Build your business properly and soundly and you will have built something worthwhile that has a high price tag. A working list of customers that are buying frequently from you is worth its weight in gold. And that’s what companies are always on the look out to buy – a solid business that works and has the evidence and customers to prove it.

You can always take partners onboard and move to the back of the bus. They take over the running of your business, but you still keep a share in the business. This option allows you to go on earning, even though you may not be contributing very much to the day to day running and management of the business you started.

You can merge your business with another, bigger business that gives you more resources and greater capability. Yes, you may lose your autonomy, depending on how the deal is structured, but you could benefit from economies of scale if they can give you sorting, design, reproduction, printing and postal facilities at lower cost than you’ve so far been paying. 

You can associate with lots of other companies, broadening your entire customer base for not much effort and for very little outlay. Association is such a great option because it expands your business without requiring you to sacrifice total control, or cede any control to anyone else. And you still earn plenty, for doing very little in the way of work.

There are so many options for you to consider as an entrepreneur - so many routeways and pathways - all of which will put even more money in your pocket. 

The important thing is to keep your options open and your mind free to consider all possibilities.

But the bottom line is always the same – what is going to be best for you? 

Your eye should always be on the main prize and that has to be the total realisation of all your dreams. 

When you’ve arrived and all of your dreams are in place and on the table, then it’s time for you to dream some new ones! And I know that you will.

Things for you to think about:

1. Keep your eye on the main prize and that is the total realisation of all your dreams. 

2. Always know your options and consider each one fully. 

3. Build your business with an end game in mind. Know what you want to do with it from the day you begin to build it. 

4. Get past your regrets as quickly as you can. They have no place in your future.

5. Make sure you learn the lesson every time you get tested!

6. There is rarely ever just one way. 

7. Laugh at people who try to tell you they know everything. Trust me - no one does! 

And, in the end…

And that’s it. 

You’ve reached the end and I sincerely hope that what you’ve heard has: 

· Inspired you. 

· Made you think.

· Told you things you didn’t already know. 

· Given you food for thought.

· Made you want to do things better today than you did yesterday. 

And that’s the whole point.

Success isn’t about doing one thing 100% better.

Success is about doing every small thing 1% better every day. 

That way, you create consistency, build your reputation and put in place all of the systems and processes of management and control that will earn you success for many, many years to come.

But for you, that success starts right here, right now. 

It’s here that you create the routeways and pathways that will lead you to your dreams. All of them. 

Here, where you exercise your options and analyse all of the possibilities.

Here, where you say yes to everything that matters and dismiss everything that doesn’t.

Here, where you make those changes that will deliver all of your dreams. 

Because success doesn’t just happen. 

It happens because you make it happen. 

You have the strength, determination and belief to succeed. 

And you need to renew and replenish those three things every single day of your business life.

Too many people come to the table wanting to be spoon-fed. They want it all too easily because someone, somewhere, once told them that success was easy. That everything was easy to achieve.

It’s not and it isn’t. 

Businesses succeed because they are built on rock solid principles.

They succeed because their owners listen, look, watch and learn. They exercise their options, carefully weigh up and evaluate the possibilities, enlist and seek help when they have to and, when they are sure everything is right and favourable, they go for it with all guns blazing. 

And often, and a great deal more often than not, they clean up. 

What do you need to succeed?

1. An unshakable belief in yourself.

2. Great determination. 

3. Passion and commitment. 

Armed with those three things you’ll find the rest will fall into place and you’ll be racing toward the things in life you cherish the most. 

For me, it has been a fascinating journey so far and it is one that I am proud and delighted to have been able to share with you. 

Now, I’m going to raise a glass to your success and hope that, from this point forward, your business life delivers everything that you’ve ever been looking for. 

Be patient. Keep the belief and everything you’ve been dreaming of will be waiting for you, just a little way down the road.

So I say cheers to that in the certainty that your success will taste every bit as sweet. 
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