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Dedication

First, I would like to dedicate this book to my wife of over fifty years. We met and got married at university with less than $1,000 between us. No pre-nup! Through all these years, she has supported my entrepreneurial efforts -even the failed ones. I have outlined some of these in this book. I have also omitted several more, like buying a building lot in Fort McMurray with my partner posing for a picture in a boat floating on our underwater property. I had to sell it to buy our first house.

I also got caught up buying farmland in Alliston, about 45 minutes north of Toronto, that was zoned for housing. Just as we were about to come to market, the Saudis nationalized their oil industry, and gas went from 19 to 57 cents a liter overnight. The builders we had lined up just disappeared.

To my three children: Jay, Jeff, and Kristy, who were also understanding when I was not present for some of their events. I had tried and failed to impress my bosses by working overtime hours. And to our seven grandchildren who may want to listen to the audiobook instead, to better understand their grandfather. The lesson is that family counts most, and how you provide for and protect is the delicate balance we sometimes fail at.

As I said in the book, I never had a mentor. I realized later in life that I was a good employer but a challenging employee. However, there were a number of people who worked with me over my journey. My best partner was Roy St. John. We went on so many adventures for various companies and travelled across the country to even the smallest places – like Greenwood, Nova Scotia. Where I lacked in some people skills, Roy more than made up for my shortcomings.

John Erickson was my boss at Canada Permanent Trust. He was the street-smart person for me. He made me sit beside him at many corporate acquisitions to learn his negotiating skills. Let the other party open with the price.

Sue Sutcliffe started as my Marketing Manager at Family Realty. She introduced me to the Internet in 1993. We should have been rich by now. She continues to educate me as an entrepreneur on websites, SEO, and social media.

At RE/MAX, I need to thank Yasna Santoro, who always kept me onside with our Franchisor and our agents. She worked tirelessly with integrity and loyalty and was a great right-hand person.

To all the agents and staff that I have interacted with over the years, thank you for enriching my life’s experiences, and I hope you gained a little something from me in return.
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Author’s Note

This book was born from experience—the kind that comes when your career suddenly stops. Like many executives, I spent years building a reputation, a team, and a sense of security, only to realize that job security is an illusion. When the corporate ladder disappeared, I had to find another way.

That’s when I discovered the power of buying an existing business — one with customers, cash flow, and the opportunity to grow it bigger. It wasn’t easy, but it was life-changing.  It was also the key to accumulating wealth to provide a fulfilling retirement.

‘Own Your Next Job’ is written for every professional who’s been sidelined, downsized, or simply tired of waiting for someone else to define their future. Inside, you’ll find a blueprint for taking control—finding, buying, and running a business that fits your lifestyle.

This isn’t theory. It’s real-world, tested experience. Many people dream of entrepreneurship but are afraid to try because they don’t know how. My goal is simple: to help you turn a setback into ownership and uncertainty into opportunity.

My learning is self-taught, and I am solely responsible for the writing of this book. I received lots of suggestions. I would like to acknowledge the help of a good friend, Robert Treasure, for the book cover design. Sue Sutcliffe was key in our social media promotion.

—Jamie L. Johnston
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Prologue

I’m not writing this book to go on a speaking tour, light a fire under stadium crowds, or chase the spotlight. I’m happily retired, and those days are behind me, if they were ever really in front of me, to begin with. This book is for education and information. But more than that, it’s for people like me, people who’ve worked hard, played by the rules, and still found themselves with not enough savings.

I left home at 18 with barely enough money for that first year of university. Thankfully, I got a little help. After that, it was all me. I worked, I studied, and I earned every step of my education. I earned three degrees in six years: a bachelor’s, a master’s in economics, and another master’s in business. While I was doing all that, I also played five years of university football at the highest level in Canada. If you know Canadian football, it’s not quite the same as U.S. Division I; it was demanding, physically and mentally, but I managed to do both. I’ve always been the type to roll up my sleeves and get it done.

Back in the '80s, I was living the so-called dream. I was a vice president at a major trust company, pulling in $300,000 a year, had a private office, a secretary, and kids in private school. Life looked good.

Then, one day, my boss pulled me in and said, “We’ve got a problem. You’re making more money than any other VP in the company.”

I said, “Isn’t that because I’m performing better?”

That didn’t matter. The system wasn’t designed for outliers. I refused to take a pay cut, and I was fired.

I figured that with my resume and results, I’d be snapped up in no time. I was wrong.

I started consulting. I helped two companies right out of the gate, built their strategies, and wrote their plans. They paid me well for a year, but neither wanted to hire me. That’s when it hit me: If I didn’t do this for myself, no one was going to hand me the chance. One of those companies even asked me to execute the plan I wrote. I told them, “Better than that, sell me the company.” And they did. It seemed like the right move at the time, but I made a classic mistake: I brought in partners. Let me tell you something: Partnerships rarely work. Someone always ends up doing more, and over time, interests drift. It’s not personal; it’s just reality.

What I’ve learned is this: People don’t like hiring someone who might outshine them, especially not when you're in your forties or fifties. Sure, sometimes it’s performance. But more often, it’s dollars and cents, your salary, your benefits, your age. Add in company politics, culture clashes, and fear of insecure managers, and you're out.


Companies don’t talk about this. There’s no clear statistic on how many talented people get pushed out before they’re ready. But in 2020, AARP (American Association of Retired Persons) found that 56% of workers over 50 were forced out of their jobs before they were ready to retire.[1] And worse? Fewer than 10% of them ever earn as much again.


So, why am I writing this now? Because I’ve lived it, and I know the truth that too many find out too late: If you want stability, control, and dignity in your later years, the answer is not to chase another job. The answer is to build something of your own.

This book is for anyone who still wants to work, earn, and live with purpose but doesn’t know how to start a business or is afraid to try. It's not too late. And you're not alone.

Now, let’s get to work.
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Chapter 01

What Should Be Your First Steps After Being Fired Or Nicely Let Go

Losing your job, whether you saw it coming or it blindsided you, almost always triggers the same routine. You pull out your resume, polish it up, and start applying for jobs. You go on job boards, update your LinkedIn profile, and maybe even start calling up friends to network. Everyone does it because we’ve all been taught that’s the responsible thing to do. Sometimes, sure, it works.

If you've recently been let go, there's a good chance you're still processing what happened. It might have come wrapped in polite corporate language like, "We’re making some changes," or "Your position has been restructured." Or maybe it was more direct: "We’re downsizing. Today’s your last day."

No matter how it's delivered, it's a punch to the gut. Even if you anticipated the decision, hearing it out loud turns theory into reality. If it blindsided you, the emotional fallout is even more intense: shock, disbelief, anger, embarrassment, maybe even fear.

So, what do we do?

Most of us react with routine. We retreat into the comfort of structure, even if that structure is no longer serving us. We begin the process of reintegration into the same system that just pushed us out. The resume gets a facelift. The job boards become our morning ritual. We tell ourselves that it's just a matter of time before we bounce back. This is the script society handed us. You lose a job. You get another one. That’s the responsible path.

Responsibility, though, can sometimes be a trap. Doing what you’ve always done might make you feel productive, but is it actually moving you forward? The truth is that many professionals, high-performing, talented individuals, end up jumping right back into the same grind, not because it's right for them, but because it feels safe. And more than that, because they’ve never been shown another way.

But here's the thing: following that same script, especially in today’s world, may only set you up to repeat the same cycle. You get the job, work hard, rise through the ranks, and then one day find yourself on the wrong end of a cost-cutting decision again. The economy shifts, leadership changes, or your role becomes obsolete. It’s not personal. It’s just business. But that doesn’t make it any less frustrating, especially when you realize how little control you had the whole time.

The traditional job hunt is not wrong. It still works, especially if you're in an industry with healthy demand and transferable skills. It might even be necessary for you, depending on your immediate financial situation. But it should never be your only default. Job boards and applications should not be the only lens through which you view your future.

What if you paused for a moment before diving back into the sea of cover letters and corporate jargon? What if, instead of reacting automatically, you used this moment as a catalyst, a fork in the road that could lead to something more meaningful and more aligned with who you really are?

But what if there’s another option? What if, instead of jumping back into the same world that just pushed you out, you took a moment to really think about who you are and what you can do? What if you looked at your skill set, counted up your resources, and asked yourself, not “Where can I get hired?” but “What can I own?”

This is the question that separates people who bounce back into employment from those who reinvent their lives. The idea might sound radical, even intimidating, but it’s not. It’s a reframing. A mental shift from asking, "Who will choose me?" to "What do I choose for myself?"

When was the last time you audited your capabilities without trying to fit them into someone else's job description? Most professionals build their careers by adapting themselves to fit the mold of what companies want. You learn to speak their language. You learn to align your strengths with their objectives. That’s useful, but what if you flipped the perspective? What if you took everything you’ve learned, every skill you’ve sharpened, every experience you’ve gathered, and asked: What could I create with this?

Ownership doesn’t always mean inventing the next big tech startup. It doesn’t mean you need to have a million-dollar idea. Sometimes, ownership starts with something much more grounded: buying a small business, acquiring a local operation that already has customers and revenue, and putting your skills to work, making it stronger. That’s not fantasy. That’s a strategy. For many professionals, it’s a better fit than starting from scratch or waiting for a recruiter to call.

But before you get there, you need space to think. That’s why this step is so important. Taking a pause after losing your job is not a sign of weakness or indecision. It’s the beginning of intention. It’s the moment when you stop running on autopilot and start asking deeper questions.

Who am I… outside of my title?

What do I love about the work I’ve done?

What parts of my job did I tolerate, and what parts did I truly excel at?

If no one could ever fire me again, what would I choose to do with my time?

This isn’t about romanticizing entrepreneurship or suggesting that everyone should immediately start a business. It’s about recognizing that there is a powerful alternative to the job search treadmill. One that starts with self-awareness and leads to self-ownership.

When you start asking, "What can I own?" you begin to reclaim agency. You take your power back from a system that often treats people as interchangeable parts. You stop waiting to be selected and begin deciding for yourself. And the best part is, you already have more tools than you think.

If you've spent years in corporate roles, you've learned how to solve problems, manage people, navigate politics, read markets, and drive results. Those are transferable, valuable skills. They are the exact skills that make business ownership possible. The only difference is how you apply them.

Of course, the idea of buying or building something of your own raises its own set of fears.

What if I fail?

What if I run out of money?

What if I don’t have what it takes?

These questions are real. But guess what? So are the risks of staying where you are. Companies fail. Industries evolve. Layoffs happen. Job security is no longer guaranteed, even for the most loyal employees. The only real security is knowing that you can create opportunities for yourself.

Choosing ownership doesn’t mean going it alone, either. There are advisors, coaches, communities, and funding options out there. But none of them can help you if you never stop long enough to ask a better question.

So, as you sit with the news of your layoff or dismissal, take this as a moment to reflect, not react. Yes, fix your resume if you need to. Yes, talk to your network. But don’t stop there. Give yourself permission to think bigger. You have more choices than you’ve been led to believe. And one of those choices, one that just might change your life, is ownership.

Ask yourself: What can I own?

Not just financially, but intellectually.

Not just operationally but emotionally.

What can I build, shape, improve, and control?

That question could be the first step toward a path where you no longer need to fear being let go because you’ve already taken the reins.

From Job Seeker to Business Owner:

Reframing the Transition

Here’s the truth: Buying a small company and becoming your own boss is not as different from job hunting as it might seem at first.

The process shares several key steps with the traditional career path. You still start by scanning for opportunities. You still study the details, check the landscape, and evaluate the potential.

You still sit down for interviews, but this time, you are not the one being evaluated. You are the one leading the conversation, asking the questions that matter to you, and deciding if the opportunity fits your goals. In many ways, the tools you use in your career are the same ones you’ll use to become an owner. The difference is where you direct those tools.

What sets business ownership apart is not just the mechanics. It is the shift in mindset. Moving from employee to owner requires you to step into a new identity. As an employee, your job is to follow directions, execute tasks, and align your contributions with someone else’s vision. As an owner, you are the one responsible for the vision. You make the decisions. You set the tone. You bear the weight of success or failure, and you shape the culture for everyone involved.

This is why self-reflection is not optional. It is the starting line. Before you put in an offer or look at cash flow statements, you need to sit down and ask yourself one of the most important questions of your life: Am I the kind of person who should be in charge? Not in a title-only sense but in the real, day-in and day-out reality of leadership. Can I handle the pressure? Can I make decisions that affect other people’s lives? Can I keep going when things are uncertain, messy, or downright hard?

For many professionals, this question is intimidating because we have been trained to look for structure. We are used to clearly defined roles, reporting lines, key performance indicators, and regular feedback. In entrepreneurship, much of that disappears. You become the person creating the structure. You set the expectations. You are the one people turn to when something breaks.

And yet, this challenge is what makes it so powerful. Ownership is not for everyone, but for the right person, it is a deeply rewarding path. It gives you the freedom to shape your future, to build something with your own hands, and to create value in ways that a traditional job often cannot offer.

So, how do you know if you are ready? How can you determine if you have what it takes to lead, to build, and to own?


There are a few tools out there that can help you start answering that question. One popular tool is the DISC[2] profile.


DISC stands for Drive, Influence, Support, and Clarity.

DISC helps you understand your natural behavioral tendencies and how they show up in your work and relationships. For example, someone high in Drive is goal-oriented, assertive, and enjoys challenges.

Someone high in Influence enjoys collaboration, motivates others easily, and thrives on interpersonal engagement.

Support types are dependable, loyal, and focused on harmony.

Clarity types value structure, rules, and data.


Understanding your DISC[3] profile can give you clarity about how you lead, how you respond under pressure, and where your strengths and blind spots lie.


I’m a D and a C. That means I’m highly driven, and I like to build systems. I value efficiency and structure. Knowing that helped me not only lead better but also identify the kinds of people I needed to surround myself with to balance my style.

There are many versions of the DISC assessment available. Some are free and can be taken online in less than fifteen minutes. Others are more comprehensive and offer deep insights into team dynamics and leadership potential for a small fee. It is worth the time and cost to understand how you operate.


Another valuable tool is the Entrepreneurial Mindset Profile[4]. This assessment dives into the specific traits and behaviors that correlate with entrepreneurial success. It looks at factors like resilience, creativity, self-confidence, and tolerance for ambiguity.


Unlike DISC, which focuses more on general behavioral styles, the Entrepreneurial Mindset Profile digs into how you think and act when navigating uncharted territory. It helps you evaluate whether you naturally lean toward opportunity-seeking or risk-aversion, whether you act with boldness or caution, and whether you tend to persist in the face of setbacks or look for a safer path.


Then there’s Gallup’s Born to Build assessment[5]. This tool is based on extensive research into what makes people natural builders of businesses, teams, systems, or ideas. It identifies your dominant builder talents and gives you a framework for understanding how you create value. Some people are Rainmakers. They generate energy, ideas, and revenue. Others are Conductors. They manage complexity, systems, and operations. Still others are Experts. They master their craft and use their deep knowledge to build trust and deliver excellence.


The insight you gain from these tools is not about labeling yourself. It is about developing awareness. It is about understanding the role you are best suited to play in the business you want to own. Maybe you are a visionary but not a great executor. Maybe you are a systems thinker who needs help with customer-facing roles. Maybe you are great at building relationships, but need structure to stay organized. All of that is okay. The point is not to be perfect. The point is to be honest and to use that honesty to guide your next steps.

But assessments are only part of the picture. You can get even further by asking yourself a few direct, personal questions.

Start with this: When your boss gives you a task, how do you respond? Do you accept it and walk away, or do you clarify expectations, ask for resources, and create a plan? That kind of thinking shows whether you are already wired to seek structure and clarity, key traits in any successful business owner.

Next, think about how you respond to inefficiency. Do you tolerate it, or do you instinctively look for ways to improve the process? Entrepreneurs are constantly refining and optimizing. That drive to do things better, faster, or smarter is one of the clearest signs that you are already thinking like an owner.

Then ask yourself: Can I handle tough love? Can I take feedback without collapsing or getting defensive? Can I stay steady when someone challenges my ideas? Ownership will test your ego. It will stretch your patience. It will demand that you listen, adjust, and grow. If you can receive hard truths and still stay focused on your mission, you are well on your way.

And finally, when things go wrong, do you look for someone to blame, or do you take responsibility and look for a solution? That instinct is crucial. Business is filled with unexpected problems. Some will be your fault. Some will come out of nowhere. Either way, it is your job to respond, not react, not point fingers, and not run away. But respond.

These are not hypothetical questions. They are the filters through which real-life entrepreneurs see the world. They separate those who want the title from those who are ready for the task.

Owning a business is one of the most demanding and fulfilling journeys you can take. It asks you to dig deep, to own your strengths, to face your flaws, and to commit to constant growth. It is not about being perfect. It is about being ready.

And readiness starts with honesty.

The Inner Questions That Matter Most

At some point in your life, someone has probably asked you if you see yourself as a leader. That’s a common question in interviews, performance reviews, and career coaching sessions, but it is often asked in a way that feels abstract or theoretical. When you are thinking about owning a business, you need to go deeper. You need to start asking practical, revealing questions that show how you truly operate when faced with responsibility, pressure, or change.

Let’s begin with something simple.

Imagine your boss gives you a task. How do you respond? Do you say, "Sure, no problem," and walk away without asking for clarification?

Or do you take a moment to understand when it is due, what the deliverables are, and which resources are available to help you complete it?

That behavior speaks volumes. People who instinctively seek structure and clarity tend to be better equipped to run businesses. They do not assume. They verify. They map out timelines. They manage inputs. More importantly, they know that loose ends can lead to real problems down the line. If your habit is to ask good questions and define your working environment clearly, you are already showing traits that business owners rely on every day.

Next, consider your relationship with improvement. Are you the type of person who always looks for better ways to do things, even when no one is watching? Do you spot inefficiencies and feel compelled to fix them?

That drive to improve is not just a nice-to-have. It is one of the defining features of a successful entrepreneur. Businesses evolve, markets shift, customers change their minds, and competitors emerge out of nowhere. If you are content with "how it’s always been done," you will get left behind. But if you constantly ask, "How can this be better?" you are already thinking like someone who owns the outcome. That mindset will carry you through challenges that others would avoid.
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