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      Introduction


      Are you an entrepreneur? Then this book may be the next critical step towards the success you want and deserve. While that

         statement may seem presumptuous, it should resonate with the entrepreneur in you. And even if this book isn’t the missing

         ingredient, the innovative business owner and manager in you may still come to treasure it and continually refer back to it.

         We wrote this book for those free thinkers who constantly look for the edge that creates the success.

      


      Why do entrepreneurs keep trying, and why do more keep cropping up – over half a million in 2001 – with small businesses making

         up 99% of the work force. The answer is both simple and complex. The simple answer is that The Great Entrepreneur is at the core of the American Dream. Who doesn’t want to be the next Horatio Alger rags-to-riches story? Who doesn’t think

         about the possibility of being the next Steve Jobs, Ben and Jerry, Michael Dell, Sam Walton, or Ray Kroc? The complex answer

         is that many people strive to emulate those entrepreneurs and look for their characteristics within themselves.

      


      Someplace between your initial impetus to start your own “thing” and your decision to retire, you have to discover how to

         control and set free your business idea in just the right measures so as to allow it to succeed. Here are some of the traits

         that we know entrepreneurs possess or strive for as they pull off this balancing act.

      


      Wikipedia, giving credit to John G. Burch (Business Horizons, September 1986), lists traits typical of entrepreneurs:

      


       

      •   A desire to achieve: The push to conquer problems, and give birth to a successful venture.

      


       

      •   Hard work: It is often suggested that many entrepreneurs are workaholics.

     


       

      •   Desire to work for themselves: Entrepreneurs like to work for themselves rather than working for an organization or any other individual. They may work

         for someone to gain the knowledge of product or service that they may want to produce.

     


       

      •   Nurturing quality: Willing to take charge of, and watch over a venture until it can stand alone.

     


       

      •   Acceptance of responsibility: Are morally, legally, and mentally accountable for their ventures. Some entrepreneurs may be driven more by altruism than

         by self-interest.

     


       

      •   Reward orientation: Desire to achieve, work hard, and take responsibility, but also with a commensurate desire to be rewarded handsomely for

         their efforts; rewards can be in forms other than money, such as recognition and respect.

     


      

      •   Optimism: Live by the philosophy that this is the best of times, and that anything is possible.

     


       

      •   Orientation to excellence: Often desire to achieve something outstanding that they can be proud of.

     


       

      •   Organization: Are good at bringing together the components (including people) of a venture.

     


       

      •   Profit orientation: Want to make a profit; but the profit serves primarily as a meter to gauge their success and achievement.

     


     

      Amar Bhide in his Harvard Business Review article, The Questions Every Entrepreneur Must Answer, said, “…no two ventures take the same path. Thus entrepreneurs can’t look to formulas to navigate the myriad choices arising as

            their enterprise evolves. A decision that’s right for one venture may prove disastrous for another.”


      We propose that no two successful entrepreneurs ever take the same exact path. What works in terms of temperament and personality

         with one company in a particular industry may prove disastrous in another venture within a different industry. You just can’t

         fit the distinctions of a successful entrepreneur into one single definition.

      


      When it comes to the various dimensions of entrepreneurship, there is never a one size fits all.


    


      If only we could write the book with the answers to make you wildly successful. As coaches we know that asking the right questions is just as important

         as anything else we do. You have the answers. Learn to ask the right questions and you will earn the success you deserve.

      


   

      Chapter One: Understanding Yourself (the Entrepreneur) and This Book


      This is a manual to help you take better advantage of what you do well and get past what you don’t. We crafted the book to

         be full of tools, strategies and self-coaching exercises. Our intention is that you use this book more like a toolkit than

         a cover-to-cover read. In a toolbox there are a variety of tools. You don’t always need all the tools – every type of job requires a different

         set of tools. Grab a specific tool or a handful Use this book like that. You can better understand the way these tools are

         mapped out in the User’s Guide section of this chapter.

      


      This first short chapter is designed to give you an overview of our approach, tools and strategies addressed in this toolkit.

      


      Do you have the required characteristics to make a successful entrepreneur? Answer the questions in the next section. Every

         check is a cloverleaf on your entrepreneurial badge of honor. Success comes to those who refuse to be told what to do with their time and talent.


      Are You One of “Them?”


      Many people mistakenly equate the term “entrepreneur” with all small business people or the C.E.O.s of successful start-up

            ventures.


      _____ One of my obvious attributes is persistence. I am determined to move forward.


      _____ I like to work in my business and I can’t work that hard for someone else.


      _____ I am willing to assume the risks of my own business in exchange for control of my destiny. I like the idea of turning

         a profit from my own hands and ideas.

      


      _____ If I can sell enough people on my vision, I can only succeed.


      _____ I like to have as much control over my professional and my personal life as possible.


      _____ I have an inherent drive to create, build, explore and discover.


      _____ I have more ideas than I have time.


      _____ I live by the code “failure is not an option.”

      


      _____ I want to have an undying passion for how I earn a living.


      _____ I often wonder if entrepreneurship is the best way to meet my goals and dreams.


      _____ I want to create an income generating business.


      Did you see yourself reflected in some of these questions? Do you want to appear in your professional life more like the list

         described? If you answered yes to these two questions, it is more than likely you are the “who” who will use this book.

      


      We ourselves are entrepreneurs. We are also certified coaches who work with entrepreneurs, and have heard a huge variety of

         concerns, triumphs, sorrows and every imaginable scenario from our entrepreneurial clients.

      


      While there are many things we do not know, one thing we know for sure is that being an entrepreneur can simultaneously be

               the most exhilarating and frightening experience of your life.


      The Owner’s Guide to Using this Book


      Very few entrepreneurs have time to sit and search through the chapters of a book when they have to find answers to their

            questions.


      When you use this book like a toolkit you’ll want to quickly discover which chapters or exercises offer the relevant information

         you are seeking. We deliver our content in a “just-in-time” format outlined as follows.

      


      First, you’ll encounter the section Should I Read this Chapter?


      Don’t waste your time. Use the checklist as a guide to determine if you need this chapter, a portion of the chapter or none

         of the chapter’s content.

      


      

      Should I Read This Chapter?


      Answer each of these questions with a yes or no.


      ________ 1)  I like to read User Manuals before I use toolkits and appliances.

      


      ________ 2)  I want to understand how to self-coach myself through these materials.


      ________ 3)  I enjoy learning how to maximize my experiences.


      ________ 4)  I don’t know enough about coaching.


      ________ 5)  I need to better understand the “self” in self-coaching.


      ________ 6)  Manuals? I don’t need no stinkin’ manual!


      ________ 7)  I like to plunge into things and then reach for the manual if I get over my head.


      ________ 8)   I never use a map and never ask for directions.


    


      Next you’ll encounter Coach in a Corner of the chapter. It quickly tells you the “gist” of the chapter.

      


      This is a sample from Chapter Four on “Marketing the Hell Out of Your Product”.


      

      Coach in a Corner


      Ask yourself these questions in a journal conversation, or ask a peer to run you through the list. Notice what the questions

            evoke. Do you really know what is stopping you? Are you ready to give this headache up?


      What is my greatest fear when I have to talk about my products with a stranger?


      What would I have to do to sell my product to my best friend? Is my solution a good decision for them?


      If I was going to hire and train people to sell my products, what would they need to know about the products?


      What type of person would be my ideal customer?


      What is the one thing that I can do today that would make me more comfortable in my sales role?


      Most of us know our products inside and out, too well in fact. What we fail to do is see our products through the eyes of

            a consumer. Understanding a simple five step sales plan will help you to see your goods through their eyes.


          


      Right after the Coach in a Corner, you’ll encounter The Big Idea.


      Some readers use the questions to generate a strategic plan wherein they enlist the help of an accountability partner to take

         on a project-like package of work. Others simply use this section to take a few specific steps to get moving on an idea. These

         parts of the book will raise your awareness and call you to action.

      


      

      The Big Idea


      You can have the best product, the hottest commodity, and the greatest customer service in town. However, if you can’t market

         yourself, nobody will know. You won’t be in business for very long.

      


      Marketing, or the ability to market, is an entrepreneur’s single most important skill.


      Now for the best news about your marketing capability – you can learn how to do it. Just about everything you need to know

         is packed inside this chapter. The most effective business marketing strategy to be developed in the past 200 years is introduced

         to you within the next few pages. To make things even sweeter, in most cases you won’t have to spend a dime to implement this

         marketing strategy.

      


     

      The concept is called Customer Evangelism and it works in today’s economy with today’s new ways of doing business. It is the only strategy you’ll need in order to

         hit that tipping point where clients are coming to you…en mass.

      


    


      The main thrust of the chapter is delivered in the Strategies section. These sections offer you topic specific strategies from the best thinking we could muster and the best ideas of

         our peers. We deliver these through the use of exercises, models and activities. Here is one of the strategies from Chapter

         10 on “Feasibility and Viability.”

      


      If we tell you how, you might “get it.” If we challenge you to walk through the application process so you show yourself how,

            what you take from that experience can belong to you forever.


     

      Strategies


      Determining “Need”


      There are many quick ways to determine the depth of “need” of an idea or the priority of “need” that a company expresses toward

         a particular idea. Here are two very quick and simple, yet effective ways to determine degrees of need.

      


      Exploring Your Gut Reaction


      A common scenario for almost every entrepreneur is to find yourself confronted by a choice between two options that appear

         equally attractive. Sometimes the decisions are about dollars and cents, but often they are more than that and you want to

         be able to justify the decision, at least to yourself. Here is a quick exercise to help you apply more specific criteria to

         better evaluate the options. Create three columns as outlined below. In the left hand column, list important criteria for

         you to make a decision. These might be things like initial cost, ease of implementation, stakeholder satisfaction, and long

         term desirability. In the second and third columns, put a number from 1 to 5 on each of the criteria. A number 1 means “terrible,”

         and a number 5 means “undeniably great.” When you get all done, add up each column and the higher number wins. NOTE: Pay attention

         to your thoughts as you are deciding on the numbers. As you circle around and around your choices, you will find your thoughts

         fleshing out the skeleton of your initial gut reaction. You will finish with a decision that you like and will also discover

         some solid reasons for that decision.

      


       


      

         

            	Criteria

            	Choice A

            	Choice B

         


         

            	 

            	 

            	 

         


         

            	 

            	 

         


         

            	 

            	 

            	 

         


         

            	 

            	 

         


         

            	 

            	 

            	 

         


         

            	 

            	 

         


         

            	 

            	 

            	 

         


         

            	 

            	 

         


         

            	 

            	 

            	 

         


         

            	 

           	 

         


      


      Conclusion:


    


      These final sections of each chapter are the references. You’ll find then under the heading Bibliography and Additional Resources. Here is part of what you find at the end of this chapter.

      


      

      Bibliography and Additional Resources


      Michael Gerber, 

            The E-Myth, Ballinger Publishing, 1986.

      


      SBA research is cited in SBA, Small Business Advocate, June 2002, p. 5

      


      Natural-Born Entrepreneur by Dan Bricklin, Harvard Business Review, Reprint R0108B, September 2001

      


      

            The Questions Every Entrepreneur Must Answer by Amar Bhide, Harvard Business Review OnPoint Article

      


    


      We set you free now to explore the next chapter which will prepare you to self-coach yourself through what we have created

         and that you deem as relevant to your own needs and purpose.

      


      Good luck!


      “The ability to effectively coach yourself hinges on your having enough space to positively influence yourself, to openly

            communicate with yourself, to carefully monitor yourself, and to regularly chat with yourself. This mindful and ultimately

            courageous way of being requires that you get some distance from yourself, becoming a witness to your own life, birthing someone

            who compassionately but unflinchingly notices your antics and your defensive maneuvers and who, from the vantage point of

            an observer who has a little cultivated distance, motivates you, congratulates you, chides you when you need chiding, and

            loves you when you need loving.”


      Eric Maisel, Coaching the Artist Within: Advice for Writers, Actors, Visual Artists, and Musicians from America's Foremost

            Creativity Coach, 2005, pg. 3.


      Bibliography and Additional Resources


      Michael Gerber, 

            The E-Myth, Ballinger Publishing, 1986.

      


      SBA research is cited in SBA, Small Business Advocate, June 2002, p. 5

      


      Natural-Born Entrepreneur by Dan Bricklin, Harvard Business Review, Reprint R0108B, September 2001

      


      

            The Questions Every Entrepreneur Must Answer by Amar Bhide, Harvard Business Review OnPoint Article

      


      

            Getting Entrepreneurial! Creating and GrowingYour Own Business in the 21st Century

             by Larry C. Farrell, Wiley, 2003

      


      Eric Maisel, 

            Coaching the Artist Within: Advice for Writers, Actors, Visual Artists, and Musicians from America's Foremost Creativity Coach, 2005, pg. 3.

      


   

      Chapter Two: Self-Coaching: How to Benefit from this Manual


      Are you one of the entrepreneurial types who plunges ahead or the kind that reaches for the instruction guide?


      

      Should I Read This Chapter?


      Answer each of these questions with a yes or no.


      ________ 1) I like to read User Manuals before I use toolkits and appliances.

      


      ________ 2) I want to understand how to self-coach myself through these materials.


      ________ 3) I enjoy learning how to maximize my experiences.


      ________ 4) I don’t know enough about coaching.


      ________ 5) I need to better understand the “self” in self-coaching.


      ________ 6) Manuals? I don’t need no stinkin’ manual!


      ________ 7) I like to plunge into things and then reach for the manual if I get over my head.


      ________ 8) I never use a map and never ask for directions.


      If you answered yes to any of questions 1 to 5, then you want to read this chapter.

      


    


      This book serves as a manual for entrepreneurs willing to apply a self-coaching methodology to live life on their terms. Before

         you can answer, let’s define the concept of “coaching.” Then you can begin working through the exercises and strategies offered

         in this book as the next step.

      


      Coaching has been described as the "missing link in self-help", which is a nice one line claim, but doesn't really explain

         what coaching is, what it is not, and how to implement the particular method we call “self-coaching.” This chapter in particular

         will better explain, clarify and help you implement the three main coaching strategies we recommend to the “self-coaching”

         entrepreneur. It concludes with suggestions of how to maximize your experience with this book so you get the most out of its

         offerings.

      


      What Coaching is NOT


      The word “coaching” gets used in numerous ways. At the core, most coaching strategies are similar. To better understand what

         coaching is, start by understanding what it is not.

      


      Coaching is not:


      •  TRAINING. Training has a fixed goal to educate the client on a particular subject. It is very defined and ends when the

         client understands the subject matter. Coaching helps design the process to help the client educate themselves.

      


       


      •  MANAGEMENT CONSULTING. Management consulting focuses on providing solutions while coaching asks questions and evokes answers

         from the client’s own wisdom bank.

      


       


      •  THERAPY. Therapy heals or repairs something from the past while coaching is pro-active motion for the now and forward into

         the future.

      


       


      •  COUNSELING. Counseling tries to ameliorate deficits while coaching emphasizes strengths and achievements.


      


      •  MENTORING. Mentoring is usually career focused; creating future behaviors based on the wisdom and expertise of someone else,

         while coaching supports the experiences and current wisdom of the client in all aspects (personal and professional) only making

         adjustments as necessary.

      


       


      This is not a self-help book. “Self-help” often borders on the edges of psychology, social work, and self-reflection. It doesn’t

         necessarily require you to take specific action. While it would be nice if you did something with the information delivered

         by self-help books, you are not required to do so.

      


      “Coaching” is an action oriented process of implementing ideas toward a specific goal. It uses your strengths to drive you

         forward. If you decide to self-coach yourself through the exercises and strategies designed for you here, expect to be taking

         results-oriented action. If you aren’t ready to do something different, then coaching is not for you.

      


      The Big Idea


      “Coaching is unlocking a person’s potential to maximize their own performance. It is helping them to learn rather than teaching

            them.” Sir John Whitmore, Coaching for Performance, quoting Timothy Gallwey, p.8.


      Self-coaching, as we deliver it, is a positive, empowering process to leverage and maximize the strength and capacity of every

         individual. There is an overarching outcome expected of good coaching regardless of whether you hire a coach or engage in

         a do-it-yourself engagement. You can expect to gain increased clarity and awareness. And, by so doing, you empower yourself

         to take more purposeful, focused and useful action than you would have taken without coaching.
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      Self-Coaching, for our purposes, is a version of coaching that depends on the interested entrepreneur to utilize the following

         three strategies as you progress through the various chapters of the book: Awareness in the Middle of It All, Dialogue with Yourself and Be Accountable.


      Awareness in the Middle of It All: Step outside your immediate actions to observe. You have to be willing and cognizant of what you are experiencing when you

         are in the middle of things. Push the edges of your awareness.

      


      Dialogue with Yourself: Hold an honest and open dialogue with yourself. You will need to be willing to ask hard questions and you must have the courage

         and honesty to then find your answers. This is by far the most difficult of the three. Self-deception is a lot easier than

         courageous honesty. A coach should push you through this step. If you are not ready to hire a coach and are concerned about

         your own ability, then find a peer who will work with you. Whichever method you choose, you must have an open and completely

         honest dialogue or your actions and results will not be what you truly want.

      


      Be Accountable: Be willing to get results. The buck stops with us. We must be willing to make decisions and keep commitments. We need to

         have the confidence to listen to and heed our own best counsel. When we are accountable, we embrace powerful thinking and

         eliminate powerless thinking.

      


      Strategies for Self Coaching


      The following exercises will help you succeed at self-coaching. Even if you don’t implement any other section of this book,

         the ability to self-coach will help you become more productive and aware at your work. It will positively influence your ability

         to increase profits and enhance your satisfaction.

      


      Awareness in the Middle of It All


      Entrepreneurship doesn’t occur in a vacuum. In fact, when it comes to owning and running your own business, there is no such

         thing as a vacuum. Everything is dynamic, constantly changing and in flux. You must build your company and work in the middle

         of a zillion tasks. Your focus competes with fear, worry and every other manner of mental, emotional, physiological, and physical

         distraction. Because all these factors compete for your attention, you must be able to stop and coach yourself into awareness

         while a myriad of things are going on. Here are two ways to focus and work in the middle of it all—the Needs and Wants Strategy and the 12 Square Activity.


      Needs and Wants Strategy


      A “need” puts bread and butter in your tummy to quiet down the hunger, whereas a “want” looks for the steak and perfectly

         cooked rosemary potatoes.
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      Maslow’s Hierarchy of Needs


      One of the best strategies we can offer is what we call the “Needs and Wants” strategy from SoulSalt Inc.’s coaching modules.

         Ponder this: Every business has needs just as every human does. Note Maslow’s Hierarchy of Needs:

      


      Sometimes we’re scrounging around in the bottom of this pyramid. It feels like survival here and we want the freedom that

         comes from moving up. We need to hire more people and we don’t have the funds yet. We need to find warehouse space. We need

         business cards, a phone line, and a license. The lower you are, the less negotiable the needs are. When these needs manifest,

         you are prevented from going higher. You have to meet your most basic needs NOW. Entrepreneurs are impatient when they are

         working on these base needs. Unfortunately, you really can’t move up the hierarchy until those needs are met. You want to

         determine your needs, meet them fast, and move up the hierarchy. However, it’s advisable to get a “want” met as well.

      


      Needs feed and grow your business. Wants feed and inspire the entrepreneur.

      


      It is good to understand the distinction between a Need and a Want.


      •  Needs must be met. Your lawn for example needs water, trimming, sunshine, and occasional fertilizer or it will die. You could go out and negotiate with your lawn. However,

         if the needs of the lawn don't get met, you eventually face a consequence. Needs that go unmet produce tangible, sometimes immediate,

         consequences. Needs are to be met, not negotiated. Can you think of a few loose ends you have around your business and office?

         Well, those are probably needs that are calling out for you to meet them. Take care of the needs as immediately as possible.

         This action will open up room for you to ask the next question and get in touch with what you really want.

      


      •  Wants are our visions of grandeur. They are our dreams. These ideas send us grabbing onto the tails of comets. They are the big

         hairy audacious goals that Jim Collins mentions in his book, Good to Great. These are the very things that lead us to live out our own passion and purpose. When we do proclaim them and pursue our

         wants with persistence, we find ourselves going places we've never been before. Wants are extremely important to the entrepreneur;

         they feed the inspired part of our souls. Without the end goals, it would be very hard to continue meeting the ‘needs’.

      


      We often use an exercise of asking open ended questions to learn what it is entrepreneurs are seeking when they forge out

         on their own. Here are samples of a couple of those conversations:

      


      Q: So your bread and butter is…


      A: Income from copywriting, editing, that sort of thing.


      Q: Other than money, you’re doing this in order to…


      A: I help start-ups strategize either how to get a product to market or to get an investor.


      Q: And eventually this will lead you to…


      A: My dream, what keeps me going, even though working for someone else would be far more reliable, is to build a company of

            managers that can be outsourced to start-ups who can’t afford experienced management…that’s the dream that keeps me going.


      Or:


      Q: You have opened your third business because…


      A: I could see an obvious need that wasn’t getting met.


      Q: You are meeting an obvious need so that…


      A: I can expand my ability to offer people jobs.


      Q: When you offer people jobs then…


      A: I am able to give people a chance to improve their lives and reach their own dreams.


       


      

    

      Here’s how the Needs and Wants Strategy works:

      


      Step 1 – Since a need is not negotiable, it must be met. To focus on your needs, ask yourself a relevant “need” question such as

         one of the following:

      


      “What does my company need most at this time?”


      “What is the single most important thing that has to happen this week?”


      “What is the one thing that can’t be left undone today?”


      “What, if I don’t do it now, will create consequences that I’m not willing to pay?”


      


      Step 2 – List all those things that need to be done. Prioritize the needs list from most to least critical. From this triage-like

         activity, narrow down to the most critical and focus only on that one need if possible.

      


      Step 3 – Determine how much time this particular need will require to be met. Using your planning system (more on this in Chapter

         Six), schedule time each day or as needed to get the need met.

      


      Step 4 – Report to your accountability partner (more to come in this chapter on how to pick and use an accountability partner) and

         celebrate your accomplishments and/or commit to additional action as needed.

      


      Step 5 – Remember that a “Want” is not necessary. It is icing on the cake. It is a piece of inspiration. It is something for which

         you reach but don’t need to have for basic life and sustenance. Think about something you “want” for your business.

      


      Step 6 – Be sure that the want is clearly stated and is broken down into tangible terms so you’ll know better how to reach for it.

      


      Step 7 – Begin to reach for it, to touch it. If it is a long-term goal that requires much action, time and thought, be persistent

         to feed the dream.

      


      Step 8 – Celebrate! Enjoy the incremental steps you take toward the bigger vision you gain from meeting needs and reaching for wants.

      


      

      Step 9 – Repeat the process as often as you possibly can. This is a constant way to keep yourself focused and on track. As you read

         through the chapters of this book, you’ll find topics in each one that this strategy is readily applied to. Use it. “Needs

         and Wants” conversations on every topic of this book can keep you navigating right-side-up.

      


      Focusing on needs and wants can move you like a bullet into action and accountability. As you honestly list and weigh the

         alternatives, you will soon cover the needs and work on the wants. Here is an example to help illustrate this process.

      


      An importer of foreign furniture found herself at mid-month concerned about paying next month’s rent on her small showroom.

         She looked over all the items she had floating around in her head and in her planner, things she thought needed to be completed

         before the month’s end:

      


      

      	 Write up the core ideology documents for the company.


      	 Finish the copy for the website


      	 Enroll her two children into summer camp


      	 Meet a potential new client


      	 Finish four jobs and pick up checks from each close-out


      	 Stay at home and write up her business plan


      	 Sketch for a brilliant new idea for a line extension.


    


      All of these items had an equal draw on her time and attention until she put them through the filter of the Need and Want

         strategy. Here’s how it played out in her mind as she captured her thinking on a yellow legal pad of paper.

      


      “I really want to stay home and write up the core ideology and my new business sketch. I love being in the strategic mind-set.

         I hate sales; I don’t like to be in the trenches with clients. However, until I get a sales force, I need to get money from

         these four clients this week and finish their projects. I want to get the kids enrolled in summer camp but it is January and

         the cut-off date is the first of March, so that can wait another week. I want to meet with Julie, my new client, but next

         week would be better for us both. My website isn’t going to generate money this week even if the copy is finished, so that

         can go until the first of February.”

      


      Once the notes were taken it was clear to her what she needed to do versus what she wanted to do. Just looking through her

         notes above, the importer could see where she used the word “need” and the word “want.” Her need for rent money was the key.

         Her honesty, awareness and observation convinced her to chart out the following plan for the week.

      


      Monday – connect with Jan and collect all the extra accessories she will not be using. Hang the large tapestry, deliver the

         pool table, deliver an additional copy of the final invoice and ask for payment. Call Judith to confirm the meeting on Friday

         morning and tell her that you’ll have her final invoice and will be expecting her check at that time.

      


      Tuesday – work with Millie. Deliver the two new couches, hang the drapery for the west wing. Deliver an additional copy of

         the invoice, clean up and ask for payment.

      


      Thursday – work with Anne and hang the paintings she purchased. Return the extra paintings she did not choose. Deliver the

         four rugs. Help arrange her furniture in the basement apartment. Deliver the final invoice and ask for payment

      


      Friday – Meet Judith for coffee. Hand over the keys to her finished condo. Deliver the invoice and ask for payment.


      What might seem obvious to an outside reader is less obvious to the emotionally attached, financially vested, self-coaching

         entrepreneur in the heat of the moment. Our importer needed to take her emotion and “wants” out of the equation in order to

         fully be aware of what her focus had to be this week—her needs. Without the money from the clients, there would be no office, and the wants would be much farther away.

      


      

      She went on to give herself a quiet Friday night evening to work on her “wants.” She spent two hours Friday night in the quiet

         of her own home sitting by a fireplace and sketching out both her core ideology documents (more on this in Chapter Three)

         and a new idea for a future line extension.

      


      You must be able to create your entrepreneurial venture in the middle of things or else you will not create it all. The world

               will not stop; the Red Sea will not push itself aside while you build your dream. You have to stop your own world long enough

               to become aware.


      The 12 Square Activity


      Awareness and observation in the middle of it all often means that one becomes conscious, alert and therefore able to interpret

         well. Awareness opens up the possibility of dialogue and action. The following grid is based on the premise of John Whitmore’s

         book Coaching for Performance and is a good tool to raise awareness and hold yourself responsible for where you direct your awareness. Complete the 12

         Square Activity to practice your awareness and observation skills.
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