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To Sophia and Fleur
I hope you know the world is your oyster and you can soar
to unimaginable heights … if you just believe you will and
work damn hard.









Introduction


I’ve been obsessed with being in business for as long as I can remember. But not just being in business – running a business.


You might say I came by it naturally. In 1980, ten years before I was born, my mother won the title Miss Australia. Immediately upon winning, she opened her own real estate agency. Some beauty queens at the time went into full-time modelling or acting or charity work – my mother went into business. My dad, a championship surfer, works as a private investigator and owns his own company too. They split up when I was five years old, but I grew up watching both of them run their own small businesses and create their own success, and I knew from an early age that I wanted to do the same.


Back then, I would go to my mother’s office most days after school and sit at the reception desk, stamping and stapling documents and shuffling papers around just to feel like I was a part of things. I felt so important! To me that’s what being an entrepreneur was all about. Getting things done and earning a sense of independence and success – even back then I felt like I was in my purpose when I was ‘doing business’. There was a charged energy that ran through me as I sat behind that front desk. As far as I was concerned there was nothing cooler, and nothing more fun, than being a Business Woman. It was the ultimate dream.


I never had any illusions about how much effort it would take to one day find the success I craved. My mom worked six days a week, my dad worked all hours of the day – I was exposed early to what it takes to make it as an entrepreneur, and I was ready.


No big surprise, then, that the moment I could try to sell something, I was out there hustling. I was the six-year-old selling rocks to neighbours; the ten-year-old making custom Christmas cards that had a single scribble across the front and selling them to family friends for $20 a pop (very pricey cards). In high school, I loved taking art class and eventually started making large-scale paintings, some of which I sold for $1,000! (Consider that my first lesson in knowing your worth and charging accordingly.)


Between primary and high school, I went to nine different schools, because my family moved around a lot due to my parents’ jobs. Some people might have hated that – it certainly made it hard to get too settled in – but it was a huge lesson for me in adaptability and weathering change. In high school, I was a pretty good student. From the very beginning I excelled and topped my year in the subjects I cared about (business, art, English) but those I didn’t (maths, science) were a totally different story. From a young age, passion was what drove my achievement.


In Australia, you have to be fourteen years and nine months to get a job, and the moment I was of age, I was tracking down work. My first proper employment was in a bakery, and while making bread and serving pastries wasn’t my destiny, I loved that job because it was my first taste of financial freedom and independence. I relished having the ability to do what I wanted to do and buy what I wanted to buy without having to rely on anyone else. My mom always talked up the importance of independence and the value of being able to rely on yourself, and I took her message seriously. I took one job after another – the bakery was first, but I also worked at a printing company, Bang-On T-Shirts, and in basically every retail position at our local Westfield mall. I was a Red Bull girl at one point, and at many times I held two jobs simultaneously. But no matter what job I was in, I had the same goal: kill the game. I wasn’t trying to bide my time and cash a cheque, I was trying to be the best. If there was any sort of commission – or any kind of information on who had the best sales, even if it didn’t come with a financial incentive – I was checking those rankings every hour. I wanted to be the best at whatever I was doing. That’s not because I felt like I was in a competition or wanted to ‘beat’ anyone (other than myself) but because if I’m spending my time on something, I commit. I work hard and want to keep improving. I’m ambitious, and I don’t feel like myself if I’m not pouring myself into a project. So I didn’t care what the assignment was, or if I loved it or hated it. It didn’t matter if I was selling T-shirts or serving drinks. If it was my job, I was going to excel.


As I grew up and moved around and tried to figure out what my life should look like as an adult, the one constant was that work ethic. But it wasn’t just that I was a hard worker or honoured my commitments, I actually really loved putting in my time and earning my keep and learning how to navigate different businesses and different roles. I strongly believe that there is no job that you’re too good for, and no work that won’t teach you something. Working in retail, I learned the psychology of making a sale, kept a close eye on how my managers operated, and observed how HQ managed payroll and scheduling. Hostessing in restaurants was on-the-job training in thinking on my feet and interacting with customers. After high school I briefly worked reception at a commercial real estate agency. There I learned the fundamentals of working in an office, stuff like how to write a proper email and how to liaise with a client. It was basic, but I was eighteen, and I needed to learn somehow.


I did that reception job for about a year. I took it with the intention of taking a short break before going to university, but earlier that year I’d gone on a vacation to Hawaii with a girlfriend for my high school graduation trip. All the money I saved from my various jobs allowed me to travel and do things I loved at a young age, and I loved Hawaii. In fact, I liked it so much that I decided to move there instead of going back to school. Everything about Hawaii appealed to me – the laid-back vibe, the emphasis on nature, the very optimistic American attitude of everyone around me. Australians are great in a lot of ways – we are go-getters and super direct – but Americans have a borderline-delusional optimism that I found (and still find) so refreshing. Australia is small and shut off from the rest of the world, and can be really competitive as a result. We even have something called ‘tall poppy syndrome’, the idea being that you want to cut down anyone who is succeeding and standing out from the crowd. There’s competition everywhere, of course, but in Maui there seemed to be a ‘come one, come all’ attitude that I wanted more of.


One of my first interactions with the US optimism I was so enamoured of came when I was a kid and moved away from my family in Australia for a few years to live in Miami, Florida, with my mother and stepfather. This also meant that I already had a US green card, which made it much easier to move to Hawaii when I wanted to – something I later realised was a huge privilege.


In many ways, making the move to Hawaii changed everything for me. In high school, my boyfriend’s mom, Sonya, was a video producer, and back when her son and I were dating she hired me to help her out with wedding videography. I learned to film and edit and do production, and I loved it. While I’d worked my ass off at every job I was hired for, video production was the first one that made me think I might have found my calling. So when I moved to Maui, I got two paying jobs – one as a ‘lei girl’ (the girls who walk around putting flower necklaces on tourists) and another as a restaurant hostess – and I put every dollar I earned towards cameras and MacBooks and editing software. In the hope of setting up my own video production company, I started reaching out to every single hotel, fitness company, nightclub and restaurant on the island, offering to create videos for them. I did it for free initially – I’d wear my giant backpack that carried my different cameras and then edit together promotional videos they could use for marketing purposes. Basically I was making Reels before they were a thing.


At the same time as I was building my videography career, there was another life-changing development taking place. In 2009, I met Devin Brugman over Facebook and we quickly become close friends. Devin lived in LA, but she was from Maui. To this day, I can’t remember exactly what we started chatting about – but it would be an understatement to say that the friendship has changed my life. We hit it off so well, and immediately became best friends, calling each other over ‘Facebook-Skype’ from across the world. When I left Hawaii after two years, I moved to LA and stayed with Devin in her tiny one-bedroom apartment. It was 2011, and I was a twenty-one-year-old trying to build my own video company in the film capital of the world. It was an ambitious plan, I admit, but all those years of hustling paid off. I set up my MacBook in Devin’s living room and every day I sent emails to brand after brand, explaining why video was important – that it evoked an emotion you can’t get from a simple photo – and trying to convince them it could enhance their marketing. Also, of course, I explained why I was the person they should hire to do it. Keep in mind this was before Instagram Reels or TikTok. Back then Instagram was a place where people posted their cappuccino cups with a Kelvin filter and that old-school white border. (If you know, you know!)


I ended up getting a good amount of work with swimwear companies, and Devin would come to the shoots as my assistant. We were two young women running around with piles of equipment, trying to be professional, but each time the people running the shoots would say, ‘Oh, you girls should be the one in the swimsuits! You should be in front of the camera!’ (Meanwhile, we were also going to modelling agencies and trying to get signed, and we were both met with rejection left, right and centre.) We would laugh it off in an effort to be taken seriously, but the truth was that we both loved swimwear. When we weren’t working, we were at the beach, baking in the sun. We wore bikinis every single day, and eventually we started posting them on Instagram. That may not sound revolutionary today, but no one was posting lifestyle shots back then. It was all scenic stuff and the aforementioned coffee cups.


And honestly? Some of our friends would poke fun at us for it. They thought we were crazy for posting our bikinis and travel pictures on social media. We even had some friends who’d message us – only half-joking – saying: ‘All you ever post is bikinis!’ But Devin was from Maui, I was from Sydney. We grew up in swimwear, and we were young twenty-somethings living the California life. True beach girls. And I should point out that the more we posted these photos, the more followers we got. We built our personal audiences to about fifteen thousand followers, which was a lot back in those days. So one night, while we were lying around in the tiny apartment we shared, we started laughing about how some people were hating on our bikini photos, and rather than shy away from them, we decided to lean in. Screw the haters. ‘You know what we should do?’ I said. ‘We should start a blog and just post a new bikini every single day.’


The next morning, we went to the beach, shot each other in every bikini we owned, and started a new Instagram account: A Bikini A Day. We uploaded one photo every single day, and I started reaching out to every swimwear brand I could think of, offering to ‘feature’ their swimsuits for $100 a post. Those hustler vibes really came in handy.


Virtually overnight, A Bikini A Day became a hit. The quality of the images was great because we had good production equipment, and there really weren’t any accounts out there like it. Women were inspired by the swimwear, our friendship and our body positivity! I’ll share more about how we grew the company throughout the chapters of this book – bartering services when we couldn’t fund the company, building our blog, growing our audience – but over time we became pretty much the biggest online platform for swimwear in existence. We would go to Swim Week in Miami, which is the largest swimwear trade show in the world, and we were treated like total VIPs. Influencers weren’t what they are today and, frankly, we were ahead of the game!


In 2013, just under two years after starting A Bikini A Day, a manufacturer we had been working with during Swim Week approached me with an idea: what if Devin and I created a swimwear line of our own? It felt like the natural next step, and after wearing nearly a thousand swimsuits between the two of us in those twenty-four months, we had a strong sense of what was missing in the market, what we liked and what we didn’t. We wanted to create supportive suits to fit larger cup sizes (Devin was always frustrated that the suits we tried didn’t fit her chest the way she would like), where the material felt good and looked good on camera, and made other women feel as confident in their bodies as we did.


This manufacturing company offered to partner with us – we would design the suits, it would make them and sell them exclusively through its online retailer. In the end, the partnership didn’t work out. In fact, it blew up in spectacular fashion in a meeting that I’ll tell you more about later, but it ended with Devin and me walking out on what until then was the biggest deal of our careers, and telling our so-called partner to shove it.


Yet out of that meeting came the business that Devin and I still run to this day. Monday Swimwear is our baby – it’s an extension and offshoot of A Bikini A Day (which we eventually retired in order to build Monday), and a company that we built from nothing into a multi-million-dollar business. And everything we learned, we learned in the trenches. I didn’t go to business school. I didn’t even go to university. I learned by doing – sometimes that meant figuring it out as I went along, sometimes that meant asking anyone and everyone who would give me time or answers, sometimes it meant doing something the wrong way first, since every ‘failure’ is just an opportunity to do it right the next time. I wished there was a book that could teach me the ins and outs of launching and running and growing a business back then – all the details I needed to consider about financing and marketing and building an audience and pricing my products – but that book just didn’t exist. Until now.


As I write this book, Monday is a ten-year-old resort fashion brand with a loyal customer base, a direct-to-consumer sales model and new collections launching weekly. Devin and I built the company with no outside investors – it’s entirely self-funded – and today we have a team of twenty-five employees, most of whom work out of our LA office. But none of it happened overnight or by accident – Monday has been a labour of love and hustle and late nights and, yes, excessive obsession. That last bit really is the key ingredient, because as exciting as it is to run your own company it can also be exhausting and defeating and frustrating, and if you don’t absolutely love what you’re doing, if you’re not excessively obsessed with your idea, you could easily start to hate it before it ever gets off the ground.


When I say ‘excessively obsessed’, I don’t mean that you need to be doing something ‘cool’ or ‘glamorous’. If you own a pest-control company, you might not be obsessed with bugs (though it doesn’t hurt, and more power to you if you are), but you might be totally excited by the business model you’ve created, one that you believe is more efficient than that of anyone else working in that space. Or you might really believe in sustainability and green products, and the pesticides you use are what differentiate you. It’s also quite likely that what you’re excessively obsessed with is calling the shots and managing a big group of people and helping your clients in a way that is both lucrative for you and makes them feel a little more at ease in their clean and now pest-free space.


The point is, being excessively obsessed doesn’t mean you have to be an influencer or travel to far-off places or have a job that other people covet. None of that is what makes a successful business, and I promise you it’s not always as sexy as it seems. The obsession I’m talking about is when you are thinking about this company all the time – not because you’re stressed and burned out and can’t get a break (I don’t advocate for this, and an entire section of this book is about how to maintain balance and avoid this fate) but because it energises you and gives you that feeling.


The truth is, entrepreneurism isn’t for everyone. That’s more than OK! But for some of us, it’s basically in our blood. Seeped into our veins. I would start fifty companies if I could! You might be thinking, Sure, Tash can do this, I bet she was well-off or She had connections, and while I wasn’t raised especially wealthy, I won’t deny that I’ve been lucky to have certain privileges working in my favour. I had entrepreneurial parents who could give me business advice; I went to good schools as a kid; I grew up in a privileged country. Because I’d lived in Miami for a few years as a child, moving to the US in my twenties was easier than it would be for most non-US citizens. Each of these pieces contributed to a leg-up that not everyone will have, and they helped me get started as an entrepreneur. Any connection or access to capital you have in the earliest stages of building a business helps, and for me to pretend otherwise would do any reader a disservice. But privilege takes you only so far. It will help you get your business off the ground, but to stay in business, and stick with your company through the ups and downs, takes something deeper. I truly love the rush of building something from nothing and sending something you believe in out into the world. For me, that feeling of being nervous is what it is to be alive. When I don’t have the excited and anxious energy that accompanies doing something I’m not totally comfortable with, that’s how I know I’m not pushing myself and I need to try something new. Which is probably why, in 2020, once Monday had established itself and was getting closer and closer to being a well-oiled machine, I co-founded my next business, this time with my Pilates trainer, Jacqui Kingswell.


In March 2020, like everyone else in the world, I was on lockdown, stuck at home but wanting to stay fit and also maintain my sanity. Jacqui and I had been training in person for about a year, and at the same time that I was going stir crazy stuck inside, she was out of work due to studio shutdowns, and trying to get creative by offering classes through Instagram Live. I wasn’t particularly excited to do remote Pilates – I had never really enjoyed doing virtual workouts – but it was that or nothing, so I gave it a try. And, honestly, Jacqui was incredible. Her on-screen presence was so powerful I felt like she was in the room with me. After one class, I knew we had to make the most of her talent, and I pitched her the idea of bringing her business online and taking it global. I had previously dabbled in the fitness space when I helped launch another successful fitness brand, Body by Gilles, for my ex-boyfriend (more to come later on the other companies I’ve helped start over the years), so I had the ideas and experience, and she had the training expertise and talent. We started The Pilates Class (TPC), an online fitness platform that offers Jacqui’s unique Pilates method, combining traditional Pilates with HIIT, strength and barre classes ranging in length from five to sixty minutes. Our goal is to help our members finally find a workout they’re excited to do, which makes them more inclined to be consistent and see serious results – just like I did! Whereas Monday was a product-based retail company, TPC was a service-based, digital company with a subscription model. Two very different companies and offerings and financial models, but by the end of our first year of business TPC had more than fifty thousand subscribers and millions in revenue.


Jacqui and I ended up having such a fruitful partnership that in 2023 we decided to team up on another business (I told you I would never stop!). When Jacqui got pregnant, she saw a huge gap in the prenatal and pregnancy category. All the birthing programmes she was doing with her husband were dull and uninspiring, but then she worked with a doula – a trained professional who served as an emotional, physical and informational guide through pregnancy and delivery – who transformed her perspective on birth and made her genuinely excited for her delivery rather than overcome by fear. Doulas can cost thousands of dollars, which of course means that, until now, only a small, privileged segment of the population could benefit from them. Jacqui and I decided to create a platform that made the doula experience accessible, so we launched The Birthing Class, an app that offers subscribers the option to choose from multiple doulas: one from the US, one from Australia and one from the UK. That way, subscribers can choose which doula’s energy they resonate with the most and experience this unique feeling of empowerment that all women should have access to. Somehow, we ended up developing the world’s first non-judgemental and user-friendly birthing-class app, with multiple doulas and birthing experts. How is it possible that this didn’t already exist? Giving birth is one of the most monumental and spiritual experiences in a woman’s life and in Western countries that’s barely spoken of. Instead, it’s treated as a medical emergency of sorts. At The Birthing Class we also have nutritionists and fitness experts on our platform, to help create a holistic and healthy birthing experience for all our users.


Now, my story is somewhat unique – I’ve started multiple businesses and may even launch many more. The experience comes in handy for this book, and you’ll see that moments from my various companies will serve as case studies throughout these pages. But it’s an unusual approach, and it’s certainly not a path most entrepreneurs will aspire to … or even one that I was aspiring to, for that matter. Starting a single business is an incredible feat, and something anyone should be seriously proud of and satisfied with. Launching a business you’re passionate about, one that you can make a career of and a living wage from, and nurturing that company as it grows, is what this book is all about.


As different as all my companies are, they share at least one thing: I’m passionate about leading them in a way that feels good for me and my co-founders, respects the employees that work for us and builds a loyal customer base. And I’m not just the face of these brands, I’m in the weeds every day, looking at sales models or marketing calendars or user data or budget numbers. Almost every job at the company, I have done myself at some point. So have my co-founders. The truth is, I could talk about these companies all day – and, pretty much, I do. Just ask my husband or my dad or anyone who spends any time with me. And if you want to start your own company, that’s the first requirement. My friends and followers constantly tell me they want to start businesses. Sometimes they say they have an idea they can’t stop thinking about, but other times they just want to make their own schedules or get free stuff or simply escape their current day job and try something new. And while there’s nothing inherently wrong with any of those reasons, at the end of the day they won’t be enough if this isn’t a product or service or offering that wakes you up in the night because you just can’t stop thinking about it. You need to be excessively obsessed with what you do in order to survive the day-to-day struggles that your fledgling business will throw at you.


This book is for anyone considering diving into the world of entrepreneurship, no matter what your business idea. You don’t need to be in a ‘glamorous’ field to get something out of these pages – they’re for anyone who believes in what they want to build. I’ll share everything I’ve learned since those early days at A Bikini A Day, from what you need to think about before you even begin, to how to keep your company running smoothly when you’re growing at a rapid rate. It’s a practical and how-to business guide for the new world, where customer bases are built on Instagram or TikTok, and all the glamour of #hustleculture is showcased online yet the many risks are still kept largely hush-hush. I’ll offer advice on executing a successful business, building it from nothing (this book isn’t about raising capital, although if that’s your goal there’s still plenty to learn here) and marketing your offering in today’s digital world. We’ll cover the ins and outs of generating a huge brand following, including how to come up with your company name, when to take a salary, how to be a good manager and the psychology of marketing. We’ll discuss how to take a calculated risk, how to stay true to your core brand values and how to pick yourself up again in the face of the inevitable setbacks. And I’ll reveal how I got it done each step of the way, and what I’ve learned works – and what absolutely doesn’t.


Once you’re sufficiently inspired to get out there and hustle, we’ll focus on the most important piece of all: how to take care of yourself and slow down when your career adrenaline is telling you to pick up the pace. Because, I promise, nothing will take your business out faster than a burned-out leader who can no longer steer the ship. Working around the clock with no breaks or balance is not a recipe for longevity. Just the opposite. It can be detrimental to your physical and mental health, and your business should be a point of pride and joy, not a source of misery or strain. If you are truly excessively obsessed, perhaps the hardest thing I will ask of you in this whole book is to slow down, breathe and take a moment for yourself. It is also the most important.


When you close this book, you’ll either feel excited and ready to take a leap of faith, or exhausted and turned off at the mere thought of being a CEO or business owner. Both feelings are completely valid! In fact, they’re equally important to pay attention to, because running a business is not for everyone. There is absolutely nothing wrong with realising that your purpose is actually to be a great team player, give your all to your role and clock out at the end of the day. Hell, I would be nowhere without the teams that work on Monday and TPC. But no matter who you are, my hope is that you will learn something in this book about work, passion and the importance of being intentional about your career. I hope you’ll take away something that you can apply to whatever it is that you’re passionate about, whether that’s today or ten years from now.


The truth is, my life’s purpose is not to get the world to wear bathing suits or take Pilates classes. It’s to help people feel confident. And nothing will make you feel more confident than pursuing a passion that is truly your calling, and doing so armed with more knowledge and less fear. So let’s get started – your career is waiting.









PART 1


Before we begin









1


What’s the big idea?




There’s no shortage of remarkable ideas, what’s missing is the will to execute them.


SETH GODIN





Building a company is a labour of love. And there’s a lot you have to love: your business idea, hopefully, but also being a leader and making decisions, and ultimately being responsible for the success, or failure, of whatever your venture. It’s not quite that simple, of course. No single person can take the credit for a company’s success, and no one is entirely responsible if it goes under, but if you are the owner and CEO of a small business, the business’s future ultimately falls to you. It might sound flippant to say you need to feel excessively obsessed, but it’s the truth, because on top of the sheer workload necessary to get a business up and running, if you’re not passionate about your mission and your offering how can you expect your staff or your customers to be?


Before even starting A Bikini A Day, I lived and breathed swimwear. I grew up in Sydney and Miami, spent two years in Maui, and then moved to LA – beach culture was a part of my very being. But it wasn’t just that I wore a lot of bathing suits, I knew them. I knew which fabrics looked luxurious and which looked cheap. Which styles flattered and which dug in and made a woman feel uncomfortable. And yet, when I woke up in the middle of the night to jot down notes about how we could grow, or new content we could create, it wasn’t because of how much I adored swimsuits. It was because I felt confident that I understood this demographic of women who were just like Devin and me – beach girls who never really cared about bags or shoes but who coveted bikinis – better than anyone else. I knew what they were interested in, what turned them off, what they were inspired by. I knew that the calibre of our content, in terms of high-quality photography and beautiful locations, would resonate more than catalogue-type shots, and that if our followers were going to engage with more content from us, they’d want to see similar luxe beach beauty and fitness and travel content. Armed with all that knowledge, I was also entirely sure that I was on to something, and that with enough hard work I could turn this idea into something huge.


That feeling – the inkling of ‘holy shit this could be big’ that reverberated through my whole body – is what woke me up in the middle of night. I didn’t want to miss this opportunity that I could so clearly see the potential in. There was also the slight satisfaction of proving all the naysayers wrong. Despite all those haters who said ‘stop posting in bikinis’, here we were, wearing bikinis all day every day and getting paid for it! At one point I spoke to a family friend, a very successful businessman, about A Bikini A Day and the ways in which we planned to grow it into a profitable endeavour, and his response was: ‘Respectfully, I think your time would be better spent in college.’


Plus, there was the rush I got from building something out of nothing – here was an idea Devin and I had come up with, all on our own, and we were creating a major career for ourselves (and one we absolutely loved) thanks mostly to our work ethic and the sheer amount of time and energy we’d put into working a million jobs and learning to hustle.


Here for the wrong reasons


I spend a lot, and I mean a lot, of time talking to people who want to be entrepreneurs and giving them advice. During these conversations, one of the first questions I ask is ‘Why do you want to do this?’ I’ll tell you, there are some very common answers that are clear signs entrepreneurism isn’t the right path forward …


Reason 1: ‘I hate my job’


There are a lot of questions to ask yourself if you hate your job. Is it the line of work you’re in? Do you actually like the work you do, but your company treats its employees like shit and morale is in the toilet? Are you simply bored and need a new challenge? Do you want a pay rise or a promotion? Feeling undervalued and underpaid are good reasons to leave the job you’re in, but they don’t necessarily warrant starting your own business. Maybe what you really need is to find a different company that sees your true value, or to make yourself irreplaceable at your current workplace so you have more bargaining power. You don’t want to be running away from something, you want to be running towards … towards your passion or towards financial independence or towards other specific goals you have set for yourself.


Also, if you’re just trying to escape having to answer to someone or getting a shitty pay cheque … well, first of all, there’s always someone to answer to. If you take on investors, they will have constant questions about business performance and strategy decisions, and you will always have to report in to them. I purposely haven’t taken on investors in either of my companies – between my influencer earnings and a couple of small personal loans (and some cost-saving decisions I’ll tell you about soon) I was able to fund Monday myself. I didn’t want the additional oversight of investors or a board. But I have a business partner and, most importantly, I have customers. Today’s customers hold business owners more accountable than ever. That’s a good thing, really, but this idea that you can quit your job and launch a business and do whatever you want, unchecked, is a myth. And we’ll get into the nitty-gritty of finances shortly, but the idea that you’re going to get a bigger and better pay cheque from your fledgling small business is very likely to be misguided. The truth is that you probably won’t make real money or take home a good salary for a while. When Devin and I started Monday, every dollar we made went back into the business, and that was true for a few years.


Reason 2: ‘Being an entrepreneur looks so glamorous’


There’s another variation of this answer I hear a lot too, which is something along the lines of ‘I want what you have – to be able to do whatever I want and buy whatever I want.’ I’m guessing you already know, deep down, that there’s more to running a business than what you see on social media or read about in articles. Entrepreneurs rarely share the boring parts – the meetings and the days spent poring over spreadsheets – because who wants to look at that? What you’re seeing in people’s social media feeds are the very best, most fabulous moments because it’s part of that business owner’s branding and marketing strategy. But it’s also because if you are a good leader, you want to be inspirational and positive. You don’t want to focus on the negative. Not to mention the fact that I don’t have time to document it all – I’m too busy working.


And, listen, I’m not going to deny that my life, particularly owning a swimwear company and being an influencer, is a real dream sometimes – I do travel to stunning locations and work with incredible people – however, not only did I work really hard for it but also a lot of people would truly hate it. I travelled nine months of the year and was away from my family and friends for eight years in a row. Devin and I would go on month-long trips and by the end we’d be so sick of taking photos of ourselves that we could have given up right then and there. And this is not a ‘poor me’ moment, because I love what I do and feel so lucky to do it, but for anyone in business – hell, for anyone in the world – what you see on social is not the whole story, and if you start your business expecting all of that and none of the exceedingly unglamorous but necessary work of, say, securing URLs or filing business paperwork or looking at sales data, then you’ll be sorely disappointed, and probably over your job before it ever really starts.


Reason 3: ‘I feel like I’m meant for something more’


OK, sure, that might be true … but what are you meant for? Putting your intention into the universe is great, but it needs to be aligned with introspection. You need to have a concept you can actually explain, and that you believe in. ‘I know there’s more out there’ is a pretty easy thing to say when you’re feeling uninspired at your job, but there needs to be some action behind it. What is your passion? I mean, of course there’s more out there – there’s a whole word of stuff that isn’t your particular day job – but that doesn’t mean it’s meant for you. If you want to be an entrepreneur because you feel called to it, consider that a whisper. It’s a first step. Next you have to figure out what you actually want to do and how you will turn what you do into a business. Or, don’t! Maybe the ‘more’ you’re meant for is to take up a hobby, or to carve out more time for your family. Not everything needs to be a business, so now’s the time to lock into your particular purpose. It won’t be the same for everyone.


Reason 4: ‘I want more freedom’


I guess it depends here how you define freedom. If you mean you want to be your own boss then, yes, that will happen. But if you mean you want more time for yourself, to be with friends or watch TV or take a bath … well, you know already what I’m going to say. Starting a business is like running on a hamster wheel, and the time off is minimal, maybe even non-existent. Luckily, that old cliché is true, that when you love what you do you don’t feel like you’ve worked a day in your life, but it will take time away from a lot of the things you love, like family and friends and hobbies and sleep. You might do it and realise that, to you, freedom is being able to clock in and clock out, and then have your evenings and weekends offline. I am never offline. No matter what time of day it is, I am literally always available. It’s a choice, but it’s not everyone’s version of freedom.


Finally, if you hire employees, then you have people whose livelihoods depend on you, which is a massive responsibility. Starting a business does not feel like a huge weight has been lifted off your shoulders – in fact, it can feel more like the weight of the world if you don’t go in with a clear plan and passion, and if you don’t get real fulfilment out of running the show.


There are other reasons for starting a business, of course, and I hear those too. Maybe there’s a service someone really needs that doesn’t exist, so they want to create it. Maybe they’ve learned a lot in their field of work – so much so that they have an idea that could disrupt the market, and they want to create a company around that. Maybe there’s a product they make at home that everyone in their life adores and they think they can sell it. What I tell people in all of these conversations is to start with some reasonable goal: I want to make X amount of money and be my own boss and love what I do and be happy. That alone is a pretty great life. Everything else after that is a bonus.


It’s not for everyone


I absolutely love what I do. I wouldn’t want to do anything different. Despite all the hours I put into my different jobs as a teenager, I seriously couldn’t imagine myself working for a company that wasn’t mine and I wasn’t wholly invested in. Owning your own business is thrilling, rewarding and emotional; it makes you feel half dead and at the same time more alive than you’ve ever felt. But ultimately you need to be prepared to sacrifice a lot to maybe, just maybe, make it big and be rich – but more likely to experience something that pushes you out of your comfort zone and puts you in your purpose.


Having said all that, I don’t want to talk anyone out of pursuing their dream. If you have an idea that you can’t shake and you want to give it a go, or you’re curious if your nugget of an idea has the potential for something bigger, this is the book for you. There’s so much opportunity out there, and you’ve already taken the first step by choosing to learn more! I hope to provide actionable advice so that you can read in these pages all the lessons I’ve learned the hard way over the last decade. I hope it saves you time and allows you to pursue your passion without all the hiccups (though there will always be hiccups, that’s just part of the adventure). And, frankly, the world needs more passionate and purpose-driven business owners. But if reading about the workload and the sacrifice makes you want to take to your bed, then entrepreneurism may not be for you, and that’s OK too. In fact, it’s a really good thing to know. Social media and hustle culture glorify being a boss and a business owner, but it is just as noble to be a person who works Monday to Friday, nine to five, and simply does good work at the job they’ve been hired for. Our world needs to do a better job of celebrating both paths equally.


Understanding your business idea


Now let’s get down to, well, business. Before you can actually start anything, it’s critical to get really clear on what you are creating and offering. This book is generally about running a small business, so I’m not focusing on how to build a media empire or a logistics company (which, if you’re not sure what that means, might be a shipping company or a warehouse). The small business you create might grow and scale and no longer qualify as ‘small’ – that may or may not be your goal – but these lessons will continue to come in handy.


The first thing you need to ask yourself is, what industry, at a high level, do you want to be in? Goods or services? Once you know that, it’s time to get even more granular. Is it a physical product, like clothing or jewellery or stationery? Or is it an online service, like a ride-share or fitness or a community platform? You might also be thinking about an in-person service, like the pest-control company, or a physical service space like a restaurant or spa. My experience is largely in selling a physical product online (Monday Swimwear) and an online service (The Pilates Class), so I’ll focus mostly on those two, though if your dream is to, say, open a restaurant, these lessons are largely transferable.


There are pros and cons to every business structure. Or, if they aren’t cons necessarily, they are definitely additional considerations that can be tricky to navigate. One is not better or smarter or more lucrative than another, but there are definitely factors to consider that are specific to each category, and it’s best to know that going in. The lists below are certainly not exhaustive, and each individual business will have its own considerations based on what you’re selling, but here are some initial elements to keep in mind as you begin to think through your idea …


Product-based business


I’ll admit, all else being equal, I really love having a physical product. Interacting with it and, in my case, wearing it – there’s a real rush to holding something in your hand that you created. To see it come to life is just so amazing.


Product pros




• You can hold it in your hand! The physicality of having a product that you can engage with is really special – there’s nothing like looking at a physical item that was conceived entirely in your head.


• If you are launching new styles of your product regularly, you consistently have something new to talk about and to get your customer excited for, which makes marketing a lot easier.


• Showcasing your product to the customer is easy. First of all, everyone knows what a swimsuit or a jacket or a table is; you don’t have to explain how it works or what it does. But even if you’re selling a high-end coffee maker that does necessitate describing the different fancy things it does, this is an item you can photograph and show on your website, or post a video of someone using.


• Pricing is easier, because people are more willing to pay for things they can touch or feel. Just think about it: you are probably totally willing to spend $60 on a new pair of yoga pants, but you might hesitate to spend $4 a month on an app.


• If you can create an amazing product and build a loyal customer base, you can build a very steady, reliable business. You do one specific thing, and do it well.





Drawbacks and potential challenges




• There are a lot of logistics to sort through in terms of creating and storing the physical product. Will you be doing that in your home when you first start out? Or will you get a storage facility? Will you do it yourself or hire a team? Do you need a manufacturer?


• Supply chain issues are real. Since we have a manufacturer who makes our Monday suits and sends them to us, we’re susceptible to any issues that arise along the way – if we don’t have a product then we can’t sell a product. A shipping container might go missing, and that’s entirely out of our control, but it can still screw things up pretty royally. At Monday we once had an entire shipment of suits where the dye was running, so we couldn’t sell any of them and had no money coming in for months.


• Overheads are high. You’re likely to need a large upfront investment in order to create the product itself, and you’ll need it long before you have anything to sell.


• Redundant inventory. This is any inventory that you don’t need any more, maybe because it didn’t sell or because you’ve updated your product. At A Bikini A Day we once created swimsuit calendars, and we ordered five thousand but only sold two thousand. That was a (relatively) cheap lesson for us in avoiding redundant inventory and not over-ordering. And this isn’t just an issue of losing money. Redundant inventory can contribute to wastefulness in your industry, so figuring out how to purchase generally accurate quantities and then properly ‘dispose’ of any leftover stock can be its own mess. (This is one of the reasons some new industries, like fast fashion, are so despised – they order huge amounts of inventory, which most of the time is not manufactured ethically, to keep up with demand, and this results in them being extremely wasteful. This allows them to grow but throws any environmental or social responsibility out the window.) At Monday, we place our inventory orders to sell out and only have sales twice a year. We believe in manufacturing a premium product and ordering only what we need to avoid adding wasteful stock to the world.


• Growth goes at a slower pace. Since you now know that you want to be smart about not over-ordering your product, you need to scale in a thoughtful way. If the demand is high, fulfilment can take time. Each product needs to get made, and, when you have smaller quantities of product as well as fewer employees, supply doesn’t always match demand.


• Returns. You can’t sell a physical product without deciding how you will handle returns. For example, some of the garments that are returned to Monday need to be dry cleaned, and all returned products need to be repackaged so that they’re as good as new for the next customer. That won’t be the case, specifically, if you’re not selling clothing, but in this day and age, people expect to be able to return what they buy, so you need to account for that.


• Shipping. If you’re selling your product in a retail store this won’t be as much of an issue, but since Monday is online and direct to consumer (as are an increasing number of businesses), we have costs associated with that, and the reality is that shipping costs are at an all-time high and only going up. If you have, say, a candle company, that’s an important thing to consider, because candles are heavy and cost a lot to ship.





Service-based businesses


Service pros




• You can capitalise on your expertise. The Pilates Class came into being because Jacqui is an incredible instructor – we didn’t need to create something out of nothing, because she was already offering the exact same product but on a smaller scale. Service businesses largely rely on people who are already experts in their field, whether we’re talking about a masseuse or an exterminator or anything in between.


• Overhead costs are low. If you don’t need to create inventory or ship goods, you’ll have far fewer costs associated with selling your product once you’re up and running, and nothing to get rid of if you don’t ‘sell out’.


• If people love what you offer, you can grow at a rapid rate. The ability to serve your customers doesn’t rely on the supply chain or the production and shipping of goods, which means you can scale exponentially faster and literally grow while you sleep.


• If it’s an online service, you can go global. Shipping a swimsuit internationally is pricey, which is why you might see companies that can’t or won’t ship out of their own country or to certain areas. Going online is the great equaliser – at The Pilates Class, we have users in more than 120 countries.


• The rapid development of easy-to-learn online platforms and tools like Shopify, Vimeo, Mailchimp and more (see the full list of my most-used tools on page 132) means you can start an online service company all by yourself. You don’t need to rely on someone else to, say, sew up a swimsuit for you.


• If you do well online, with low overhead costs and a high profit, you create the potential to fund new revenue streams for your company that require investments you may not have had initially. After the initial success of TPC online, we were able to open pop-up studios so that some customers could have a more tactile experience with our brand.





Drawbacks and potential challenges




• Educating your consumer about what it is you do, exactly, can be hard. Think of something like Uber – when it first started, a lot of effort went into explaining the concept because ride-shares were new and different and, for some users, totally confusing. People generally underestimate how difficult it is to explain what your business is in only a few words, and with a service you don’t have something you can photograph or show off to help with that understanding. As a result, you might need to pay relatively high marketing costs.


• If you are launching a tailored online service that needs brand new or very specific features, you’ll need to spend quite a bit upfront to launch the app or website.


• Pricing can be tricky. As I mentioned earlier, if people don’t have something that appeals to one of their five senses it can be a harder sell. I’ll get into the psychology of pricing on page 126, but convincing consumers to spend when they won’t get something physical in return can be an uphill battle.
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