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This book is dedicated to strong women. We are the rock and the glue; beautiful on the inside and outside, and often just trying to hold it together. Motherhood is hard. Work is hard. Nothing good comes easy, so we work endlessly on our careers, families, homes, friendships, relationships, and sometimes, last but not least, on ourselves.


We are fierce. We muster strength when we really think we have no more to give. We try to do good in the world and in our personal lives while attempting to look decent, exercise, be intimate, get a good night’s sleep, and find spiritual meaning in our lives.


I have learned about relationships, parenting, sex, miscarriages, philanthropy, politics, entertainment, family, and the right thing to do from women. We have been on this mission together and we have a good part of this crazy journey left.


I celebrate women and our ability to come from a place of yes, and simply keep going under any and all circumstances. We are the ultimate multitaskers.


Thank you for giving me the inspiration to write this book. I write for myself, for you, for my precious, beautiful daughter, and for all the wonderful women in the world.


XO – B
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INTRODUCTION



Dive In, Strive, Thrive, Repeat


WELCOME TO MY WORLD.


You’re holding in your hands a business book, but it’s not typical for the genre. It doesn’t look back in reflection after a storied career has ended. I’m at a critical juncture and evolutionary moment in my working life, and I’m not done yet, not by a long shot. I’m an idea hamster, addicted to innovation. It’s in my DNA. It’s not always easy being a person who is constantly thinking, but it’s the way I activate myself.


Business is Personal is about how I got to be where I am right now, which is a good and hard-earned place. However, the journey has not been without challenges. Even today, I continue to look for ways to work smarter, leaner, and more streamlined. I struggle with balance, a word you’ll see a lot in this book. I can find myself in a constant battle with the weeds, and admittedly, I do sweat the small stuff. Many people define themselves by how crowded their calendars are, but that’s not for me. I want to be unshackled so I can use my time wisely to create and give back in ways that are meaningful to me.


I’m the get-it-done, don’t-complain-or-explain type, but I also think about existential questions like what is the meaning of life, and what path should I travel now that my fiftieth birthday is in the rearview mirror?


I’ve come far enough in my professional trajectory—I’ve written and published ten books (all on my smartphone); hit the cover of Forbes in 2011; and developed several successful product lines, cementing my credibility as a bona fide business person—to have valuable insights to offer about how to succeed as an entrepreneur and as an independent person in a crazy, unpredictable world. Many of my businesses were hits, but others weren’t. Early in my career, my healthy baking business, BethennyBakes, had challenges getting off the ground. A company called Princess Pashmina, which sold affordably priced luxury shawls, was successful until it wasn’t. I am also the founder and CEO of Skinnygirl, a global lifestyle empire, featuring products for women that offer practical and stylish solutions to everyday problems. My product portfolio includes several food and drink products including coffee, popcorn, and preserves; apparel; shapewear; supplements; and cookware. I have also created Bethenny, an elevated brand that includes products like sunglasses. My charitable organization, the B Strong Initiative, provides aid in the time of crisis in the United States and across the globe. I have learned many lessons from all of these efforts, and I’ve evolved from young, single, and broke to a mature businesswoman and philanthropist.


I truly believe that success is achievable for anyone who wants to put in old-school effort and hard work. Business is Personal gives you tools that are applicable to so many life situations, and as the title says, business is personal. Work, love, life: it’s all intertwined. By my sharing my mistakes and victories I hope you come away with a renewed feeling of pride for what you’ve done, and for what you can do to take advantage of your assets and talents. I use many examples in this book that come from my life as an entrepreneur, philanthropist, and businesswoman.


I don’t want you to feel that because you have not achieved a certain level in your career or size in your business that these examples don’t apply to you, because they do. I began where so many people start: from scratch, with nothing, and building a business brick by brick. I was in my late thirties and still could not afford a taxi in Manhattan. I would bounce checks and see “insufficient funds” notices at the ATM. I’m a late bloomer, so I know for a fact that you can start succeeding anytime. The tools and stories in this book will help you do this.


Business is Personal is also filled with insights from a wide variety of business moguls and game-changers whom I’ve had the privilege to talk to, including Facebook CEO Sheryl Sandberg; actor Matthew McConaughey; entrepreneur Mark Cuban; former senator and presidential candidate Hillary Clinton; journalist and novelist Candace Bushnell; tech journalist Kara Swisher; shoe designer Steve Madden; Panera Bread CEO Niren Chaudhary; finance expert and TV host Jim Cramer; actress, author, and entrepreneur Suzanne Somers, and others. Their advice and insights alone are worth the price of admission!


In the stories I share, I reveal what it takes to be successful in business while balancing the rest of your life. Whether it’s spending time with my daughter; scheduling her day and our time together; planning a trip with my fiancé, Paul; or just making room for a personal recharge, balance requires deliberate thought. I’m a perfectionist to a fault, and I like a neat and tidy environment. I accept this aspect of myself and have built a life that supports it. Someone else might be super successful and work extremely hard but they probably have a junk drawer in their kitchen. I don’t have a junk drawer in my kitchen, and I don’t have a junk drawer in my business or life. Admittedly, it’s hard to keep up with me, if I’m being totally transparent. But that’s okay. It works for me. You must find what works for you.


Business is Personal is written in the voice you’ve come to know and trust: transparent, honest, sometimes profane, often funny, and never boring. I’m not modest about my accomplishments; I’m proud of them. When you’re done reading, I want you to understand your own strengths and go out and use them.


A story is not worth telling unless you’re going to lay it all out from top to bottom so people can learn from it. I share how the Skinnygirl sale to Beam happened, including what I considered when we were putting the deal together before I had even made one penny from the brand and didn’t even know I had something to sell. I talk about how my podcast evolved from a small venture into a multi-million-dollar program; why I left The Real Housewives of New York City (and walked away from a lot of money); and how I solved serious product problems before they became major catastrophes.


My decisions and actions are strategic. I’m not saying they’re a win every time. Mistakes get made, especially when you’re just one person who can’t keep her eye on every single ball. Having a great team is important too. However, the products I develop and the deals I make all have a method and plan behind them. It’s frustrating because the press can sometimes present every success as if it happened overnight, like magic, without showing all of the time and energy behind it on my part. It can seem as if these successes happened to me instead of being orchestrated and led by me. The seeds I plant that no one but me sees do grow into trees and eventually into forests—people see a forest without considering that it started out as an empty field of soil. That’s the kind of gardening I explain in this book, so that you understand how the growth happened. It’s always been the result of care and feeding in the form of a series of granular, meticulous, detailed, intentional, and strategic decisions that I make every single day.


Trust me, everything that I’ve done was and is done with intention. As someone who sits in the bull’s-eye of the demographic that I want my brands to reach, I have a personal and practical sense of what women want and need, and I put that knowledge to work every day, even on products that may not hit the shelf for several years. One chess move I make today could come to fruition five years from now, and it will have been worth the wait.


Why did I write Business is Personal now? I want to inspire you the way you’ve inspired me. So many of you have evolved with me over time; you’ve stayed on the ride since the beginning. I am so grateful to all of my fans who have supported me. Every day you make me want to be better than I was the day before. I also believe that it’s a great time to start a business. The playing field has been leveled in so many ways. We have lived through a world-shifting event, a pandemic, during which many of us stayed home and had a chance to reevaluate why we were going into an office every day to collect a paycheck, and whether that was satisfying or not. Technology also makes a lot of things possible for entrepreneurs that didn’t exist even ten years ago, like digital meetings, on-demand manufacturing capabilities, and fingertip access to more people and ideas.


In a world where the snow globe has been shaken, and everything is upside down, you can find tremendous opportunities. Economic uncertainty and financial downturn can be an ideal time to launch a new business, place bold bets, and build enduring brands. Instead of panicking and jumping on the complaining or blaming bandwagon, I collect myself, assess the situation, and decide where I can be effective and productive. You have to think about difficult or unusual times and circumstances in this way—another philosophy you will find in this book.


You have to be honest with yourself. Not everybody is cut out for every kind of business. You can’t exclusively rely on a good idea or a relentless work ethic to launch you out of the entrepreneurial starting gate—you need to learn strategic thinking. But for sure, you need to get on the goddamn road, pick a lane, and keep moving forward, past and around roadblocks, detours, and bad weather. You may get a flat tire or run out of gas, but you have to get back in the car, which will take you to another road. Don’t stay stuck and stunted in some fictitious dead end, one-way street business plan that you may never finish or even start.


Remember, nobody, not even the so-called experts, knows what the hell they’re doing all the time. No one has all the answers, not me, not anyone. That means you need to raise your personal antennae. If something feels wrong, it’s wrong; if something feels right, it’s right. Even if you’re wrong you can fix it, and solving problems becomes part of learning and making better, more informed decisions the next time. I always want to be in solution mode. Of course, you can and should ask other people for their opinions. Most of the time, I am decisive and know what to do and what not to do.


Sometimes, especially if I am venturing into an area that is new to me, I like to crowdsource or ask questions of experts and those with unique experience in certain fields. I take everything into consideration, and then I go with my gut. Experts are often used to doing things in a certain way. Many are geniuses and quite brilliant, but some don’t like to go outside of what works for them. But that may not work for me, and it may not work for you. Listen and learn, but make your own decisions. Build your own success tool kit by cherry-picking from all the good advice you find or receive, including what you find in this book. It’s why I wrote this book, and why I developed my podcast, Just B—to share advice from successful people who represent all walks of life, upbringing, backgrounds, and so on.


The ability to discern between good deals and bad ones, honest people and those who are less than transparent, is based on understanding, seeing the big picture, looking at the details, and asking questions—but a lot of it comes from your gut, from pulling back and thinking. Ask questions, seek answers, reach out, but at the end of the day, figure out what is right for you. Create your own road map.


The same qualities people used in the 1950s to become successful are the same traits you need today: confidence, drive, passion, persistence, and stick-to-itiveness. Despite what it may seem, no one TikTok dances themselves into genuine, sustainable success. You can think that it is working, but it’s fool’s gold. The truth is, you have to be willing to get past the finish line and then go the extra mile, figure out solutions to dilemmas, and solve your own problems from what I call a place of yes. Starting from no is a dead-end proposition.


The Skinnygirl cocktail is celebrated today because it succeeded by creating a new category, and the first for a woman in the industry. Every restaurant or bar you go into has a “skinny” cocktail or some version of it, and that is entirely because of me. Every skinny latte, syrup, and pizza are because of that one idea I had for a low-calorie but delicious margarita. But it almost didn’t succeed. My original partner wouldn’t spend money ahead of the brand. We couldn’t keep up with demand, even though a consumer should be able to buy a thirteen-dollar product easily. We faced everything from a glass shortage to an agave shortage. It was a nightmare. More on that later; my point is you push through it. If you keep hitting a wall, you step back and you just find another way through. Saying yes means continuing to come at problems in different ways, and stop doing what’s not working.


The thirteen chapters in this book are based around what some of my team members call “Bethenny-isms”—the tools I use when it comes to making good choices, building a brand, staying five steps ahead of the game, and maintaining my sanity in a fast-paced and always changing business environment. B SMART boxes in each chapter highlight tips and insights you can apply today, right now, in your own efforts at continual improvement. The case studies I share are from my real-life dealings as I continue to build my brands, services, and products. Some of the stories I tell are yet to have an ending, so stay tuned!


If you make an investment of time and money in this book, I want you to get value from it. That could be a new perspective on your own business, or inspiration to try something new, take a risk, and live to your full potential. I’m not the touchy-feely type, but it would give me a feeling of satisfaction to know that I helped you spread your wings. What matters are your attitude, your passion, your drive, your determination, and your willingness to work hard. These qualities are alive in this book, and they are the message I most want you to come away with. That’s what I want Business is Personal to inspire in you. If you know you’ve got what it takes, don’t spare anything—just go get what’s yours.
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You’ve Got to Be in It to Win It


THE BEGINNING OF ANYTHING IS THE HARDEST PART OF STARTING anything new. Where do I begin Business is Personal? In the same way I start anything: by going in feet first. Nike said it best: just do it. Get in the game.


I have heard more than my fair share of business advice and tips over the years, from small-business people, fellow entrepreneurs, and seasoned CEOs. But there is one piece of advice that a few people have offered that I reject. That is the idea that you need a perfect, well-thought-out business plan to begin working on an idea. It’s not true. If you wait for a perfect plan, you never begin. You can often end up procrastinating and getting stuck. The perfectly organized closet might exist, the perfect beach might be out there in the Caribbean somewhere. But the perfect business plan? It doesn’t exist. Most of the ideas and plans you write down won’t happen anyway. Besides, when you make a plan, fate laughs. How about instead of planning, just get in the car, get on the road, and start driving, mapping your route as you go. Here’s a piece of advice that has never let me down: you have to be in it to win it.


I talked to journalist and creator of the iconic Sex and the City franchise Candace Bushnell for my podcast, Just B, about the idea of starting from where you are. While her personal and professional stories are different from mine in many respects, they are also similar in some relevant ways, especially when it comes to full participation in these things we call life and work. Like me, she left home as a young woman. At nineteen years old, she ran away from her Texas college and moved to New York City to pursue her passion: writing. After selling a children’s book to Simon & Schuster for a thousand dollars (it was never published), she juggled waitressing work with freelance writing gigs. She wanted to be a writer, which meant writing. It didn’t necessarily mean going to college. Why wait?


Like me, she struggled for several years just to make ends meet. One job led to another, and just as I did, Candace built her professional network one person and one job at a time. Then, in 1993, she landed a gig writing for the New York Observer. There, she started a column about the single life in Manhattan that eventually became the mega-hit television and movie series Sex and the City. Candace’s novels have all achieved bestseller status. Her success as a writer is cemented.


It didn’t happen overnight. Candace was in it to win it. She was committed, tenacious, and always upping her game, honing her craft, looking for the next opportunity.


“I am successful because I worked hard, but you have to love doing it. I wrote for a long time without making any money. I still write a lot of stuff I do not get paid for and even today I think about whether I have enough money to write for the next two or five years. Sometimes you are riding on the wave and it works, but the wave can change direction, and then you are not successful,” she says. But you can’t let that stop you. Like all successful people, Candace didn’t quit when writing didn’t pay off immediately. She did the work, and she kept at it because she loved it and had a passion for the writing world.


I didn’t dream of being a writer when I was a little girl, nor did I imagine that I would become a food, beverage, and fashion mogul. However, I relate to Candace’s early decision to go out on her own. We both knew we wanted to create something and be the captains of our own ships.


Develop an Independent Mindset


Every successful entrepreneur or self-made person comes to the realization at some point in their careers that success is up to them. Even as a child, I knew that if I was going to make it on my own, I had to be the main participant in my own destiny. No one was going to step in on my behalf. It was me or no one. For me, it was a logical and necessary assumption, because I didn’t have a strong emotional family life. This was a motivating factor for me that had nothing to do with money. We weren’t poor in a financial sense, but there was a poverty of normalcy in my house, a lack of stability. This was obvious to me when I looked at friends whom I knew were financially poor, but they had the wealth of strong emotional family safety nets. In that way, they were far richer than I. The good news is, everyone has struggles, and no one’s life is perfect.


When some people are broke, fall on hard times, or hit a glitch in their personal or professional lives, they can be secure in the knowledge that family is there for them. That was not the case for me when I was growing up or as I strived to make a career for myself as a young woman in Manhattan. When I was in high school I remember having a high fever and a bubble on my belly. I didn’t know what was wrong, so I called my friend Alyssa, because my mom was not available. Alyssa’s mother took me to the hospital, and I was so grateful for that. It was chicken pox. Even though I recovered, the pain of not having my family there to comfort me was embarrassing. The chicken pox went away, but not having my family there was an emotional wound that never quite healed.


A similar scenario took place when I was a young woman living in the city. I was sick with pneumonia. I remember dragging myself to the corner bodega to buy some medicine, and I actually fainted right there in the store. The guy behind the deli counter picked me up off the floor and made sure I got home. I was visiting Florida once, and I became extremely ill with food poisoning. I remember crawling through the lobby of the St. Regis Hotel by myself to get to an urgent care facility. My friend at the time was able to meet me at urgent care, and that was reassuring, but it’s not the same as having your mother take care of you. In Aspen, I almost died of anaphylactic shock, and another friend helped me, which not only saved my life, it also made me feel loved and taken care of. I absolutely have a network of friends who are there for me. What was missing was the powerful emotional safety net that a strong family unit provides.


Some people can move back in with mom and dad if they have to, or at a minimum, crash on their aunt or sister’s couch until they get their shit together. That provides a cushion. That was never a possibility for me. I don’t begrudge people who have those kinds of families at all—how fortunate! I just wasn’t one of those people. No one was standing there ready to hand me a parachute if I started to free fall. The practice of being proactive has been extremely helpful to me as I developed as an entrepreneur. As Beyoncé said, shoes on my feet, I bought them—I depend on me. I always knew that if I ran into trouble, I might have to sleep in my crappy car with the broken windshield. It never happened, thankfully, but the possibility was always in the background.


When you’re in that kind of life situation, it becomes clear much faster than it might for people who have stronger emotional backup that in order to be something, do something, or create something you cannot stand on the sidelines and wait for someone to come along and save you. You have to help yourself. This is especially true when it comes to making a living. I’ve never wanted to be shackled or tied down in any way. My pursuit of entrepreneurial interests and financial stability is a search for autonomy; freedom and autonomy. That’s my main motivating factor.


I relate to Candace Bushnell in her realization that she had no option other than to make a life for herself. Her father, Calvin, who was a genius and one of the inventors of the air-cooled, hydrogen-air fuel cell that was used in the Apollo space missions in the 1960s, was also a strict pragmatist when it came to his three daughters. “There was pressure to do something with our lives, but no instructions on how to do it, or the offer of any help,” she says. “He always told me that when I turned eighteen I’d be cut off.” She took quite seriously the message that her family was not going to bankroll her once she became an adult, which is why she ditched college for New York and started doing what she wanted to do without waiting for permission.


It’s not necessary to be in a situation that forces you to fend for yourself to develop an independent mindset. You can develop the fierceness and passion and drive to succeed by finding what you’re passionate about, and making a commitment to doing whatever it takes to pursue that passion. You have to trust and believe that you and you alone are driving the car, because at the end of the day, you are.



Do the Work


If I am going to attempt something, if I am going to be in something—a job, a relationship, product development, motherhood—I have to make my best effort, or it is not worth doing. Good enough isn’t good enough. Either do it well or don’t do it at all. Failure was and always is a possibility, but at least I know that I gave it my best shot and participated fully, that I can rest easy knowing I gave it my best effort no matter what happens. Winning is much more of an option under those circumstances.


Billionaire entrepreneur, television personality, and media innovator Mark Cuban actually used the expression do the work when I talked to him about what success means. He told me, “People ask me, Mark, what business should I start? And I say, if you don’t know, I can’t tell you. But what I can tell you is that you have to do the work. You have to learn. One of the greatest assets you have is excitement about learning. It is the only constant in this life. Especially with all the changes we’re going through right now. There are new things to come and you can’t be ignorant to it. If you want to be successful you have to put in the time to learn.”


While he conceded that the pandemic has been a terrible time in many ways—unemployment numbers grew high and many people felt upside down in their lives—we agreed there have also been opportunities. If you happen to have an online education program that you were working on, you were crushing it during the shutdown. If you happen to own commercial real estate, you were fucked. Despite uncertainty, there’s always an opportunity for an individual to do the work and learn about how they can thrive in a unique circumstance. “Typically, when you start a company you’re competing with a bunch of big companies that have a huge advantage financially, in experience, and in an existing customer base,” Mark said. “Because of COVID, and everything that’s happened, large companies were trying to figure out how to stay in business and deal with the social change. But if you are small and started from scratch you don’t have those legacy problems. It’s fascinating. The big companies are like cruise ships trying to move; they’re just trying to stay on the water. Small companies and start-ups are nimble. They are sports cars; they can reverse course more easily. They don’t have capital, they don’t have anything, but they do have piss and vinegar and hard work. They can start small and just take off,” he said.


We talked about looking back at 2020–2021 twenty years forward, and seeing the companies and entrepreneurs that were created during that time who succeeded because they did the work and had a vision for the future. “We’re going to look back and see that the business reset in 2020 resulted in people saying ‘I have a better idea, now let’s go and work,’” he said.


I think that’s true, but sometimes being ahead of the curve can be challenging. It can be hard to make people understand the benefits of something outside their comfort zone. In 2003, I started BethennyBakes, a natural and healthy baked goods business in New York, before wheat-, fat-, and dairy-free foods became as ubiquitous as they are today. It was way ahead of its time. People were not as attuned to this concept as they are now. Still, I persevered. I found a way to sell and distribute my goodies, and I built a small but loyal following. When I appeared as a contestant on The Apprentice: Martha Stewart, in 2005, there was nothing legal I wouldn’t have done to win that show, because I believed that it could be the important first step in helping build BethennyBakes into a bigger, widely recognized company. More on that later—but I feel like some of the determination displayed by so many successful people, myself included, is missing in people today. Why show up if you’re not going to participate at your highest level?


Don’t be the person who wants a promotion or a raise just for showing up. That’s entitlement. No one is giving you anything; go get it. Earn the elevation by working harder and smarter than everyone else. It doesn’t matter what level you’re at: if you are working to succeed you can’t rest on your laurels. I see how the approach to work plays out in some of the assistants I’ve had. I have had competent, excellent people working for me, and they’re writing their own tickets through hard work. However, some of the assistants I’ve hired didn’t want to work on weekends, or if they did, they wanted to know about overtime pay. They hadn’t wanted to work past five or six o’clock; they didn’t want to do any heavy lifting in terms of the effort it takes to execute a job—any job—at a high level.


Today I have a strong team, which I have worked diligently to curate, like an art collection. One of my assistants in particular will be a success as she moves through her career, because her work ethic is so strong. She will say to me, I want you to feel supported, I will travel with you. What else can I do? How can I make this easier? That means everything to me. Because she approaches the job with such vigor, loyalty, and enthusiasm, I’m careful about not letting her burn herself out. But I also see a lot of me in her, and I know that if she sustains this attitude toward work, she will be a success as she goes forward.


If people are inspired by me and what I’ve accomplished, that’s thrilling. It’s icing on the cake—I am not in the game, in business, to prove anything other than that I can create quality products that solve problems and inspire others. I want to be the best I can be and a success, because I don’t want to waste my time on being anything less. If you can show enthusiasm and willingness to work hard, you immediately differentiate yourself from the competition. When Candace Bushnell landed an entry-level job at Ladies’ Home Journal, she explained that “the first thing I had to do every morning was sharpen pencils and my boss said I was the best pencil sharpener that they had ever had!” I think that’s great—if you are going to do something, no matter how trivial it seems, do the best you possibly can. It will pay off. It will get you noticed. That’s what you should focus on!


People today often don’t seem to have the same hunger to be the best pencil sharpener. We need to get that ambition back. In a world where everybody receives a medal for showing up, or complains about the fact that their identity holds them back, you can be a standout by showing up and working harder and smarter than everyone else. The bottom line is, there are no shortcuts if you want to succeed. There is no trick to being successful; it’s hard work. That’s rather comforting, because it means you don’t have to come from a certain background, you just have to do the work and forget about everything else.


Let Your Work Speak for You


I never thought about being a woman in a man’s world until a reporter asked me a question about it. People ask me about being a woman in a man’s world, or what it’s like to be a female entrepreneur. I don’t look at the world that way. I think about being strong and pushing through. Maybe it’s because I was brought up at the racetrack, maybe I was just born tough, I don’t know. Coming in second by a nose doesn’t count (which is interesting, because I came in second by a nose on The Apprentice). For instance, had I thought about the fact that I was a woman in a business that is dominated by men, where men are the power behind and in front of the brands, maybe I wouldn’t have gone into the spirits industry with my Skinnygirl margarita. It never occurred to me that some doors might be closed to me because I’m female.


Whatever I’ve wanted to do, I have just gone in and fought to do it. I’ve fought to be better than the men, better than the women, to just be better than. I am not interested in terms like “girlboss” and “bad bitch” because I am not in it to win it as a symbol for women or to prove something about my personality or identity. They’re turnoffs and just not me. I have entered into more than one male-driven business and pushed through—the spirits business; even media has been largely male-dominated. I do female empowerment by showing it, not talking about it. I get that there is inequity. Gordon Gekko is a thing of the 1980s and Miranda Priestly is a thing of the 2000s. Anna Wintour is the biggest Head Bitch in Charge, or HBIC, the world has ever seen. She knows how to work eighteen hours a day without asking about her lunch break. That’s how you get in to win. So many women exemplify this same philosophy—they don’t screw around. If you want to get something done, ask a busy woman to do it.


When I am doing something, I am focused on the task at hand. I’m not self-conscious. I believe that is the best way to reach goals. Thinking of yourself in terms of your identity can hold you back. It can lead you to make assumptions about what other people may be thinking about you, like “he doesn’t want to work with me because I’m a woman”—but it’s generally not the case. Even if it is the case, focusing on that is not going to be helpful to you or your aspirations. That thinking is coming from a place of no, rather than from a place of yes. You can find a way around the naysayers by finding a way to do what you want to do and then being good at what you’re doing. Jumping on an identity bandwagon that talks about “all men are garbage,” or they have more privileges than women, or they always make more money and hold more power, or whatever, is not helpful, and it’s also not always true. If you’re in it to win it (and again, why bother if you’re not?), any kind of thinking that puts you in a negative or defensive space pulls you down.


I could have allowed preconceived notions about women in the spirits industry to hold me back from entering the business, which is dominated by men. I didn’t even think about what the industry would think of me because I was a woman. That said, spirits is the most competitive business ever. It’s run by men, it’s marketed to men, so you have to have a strong personality in order to deal with men and get your ideas through. You can’t worry about sexism or barriers to women—you just have to go in and meet people where they are standing. By doing that, I changed the industry.


I had a fresh idea, one that no one had had before, when I created the Skinnygirl margarita, and that helped me get through what is a very competitive market. I cracked the code with a product that would appeal to women. Every liquor store is crowded with every idea. You can’t get caught up in worries around what people will think of you. I basically pushed my idea through like I’ve never seen anybody else do, and turned the drink into a recognizable brand in less than two years, and then sold the business for millions of dollars in that short period of time.


My big-picture philosophy for being in it to win it is don’t get caught up in “no” thinking—that’s exactly what you’re doing if you think you can’t be in the game because you are too this or not enough that. Forget it! You’re you, and you have to work on making yourself better every single day. Look for the yes.



Make the Call


Understanding you’re on your own in your efforts doesn’t mean you can do it all alone. I’m not contradicting myself here. I’ve never been shy about finding experts, asking questions, and getting my ideas to the right people. In it to win it is being proactive. Introduce yourself. Pick up the phone. Write the email. Today, there may be people who come to me wanting to partner. But many times, I still make the effort to reach out to them. No one is too small to introduce themselves to someone in a position to help or advise… or too big to stop trying. Be willing to ask questions and seek knowledge. I’ve called Gary Janetti, a writer from the television show Family Guy, and Food Network’s Bobby Flay to ask a question. There are so many others I’ve called, and I’m always surprised at how gracious people are with their time—if you don’t waste theirs.


So now you might be thinking, But I’m a nobody. No one will take my call. I don’t know anyone powerful and I have no clout. Good news: So what? None of that matters. I made calls when I was a nobody, and I got through to people because I was smart and prepared. People are much more accessible than you imagine them to be. I will cold call anyone, and you would be surprised how many people will take my call. Yes, I understand that at this point in my career more people will take my calls than perhaps they would have in the past. You might be surprised at how many people would call me back when I made the effort to connect, yes, even when Bethenny Frankel was not a recognized name. You have to be brave. Courage is a big part of being in it to win it.


It’s easier than you think to reach influential people. Years ago, when I was working on my BethennyBakes business, I would watch Food Network shows and wait for the credits to roll at the end of the show. I’d take down the names of production companies and producers, then I’d call information and get the phone numbers of those companies, and call and ask for email addresses of the producers. Generally the receptionist would be more than happy to provide the right contact information. I’d bake cookies, pack them up, and send them to the producers and executives at their offices along with a personal handwritten note. I’d follow up with a phone call, and oftentimes, I’d get a meeting with them. It didn’t result in a cooking show, but I was building contacts, connecting with people, and becoming known. It was groundwork.


I was a hostess at the Los Angeles restaurant La Scala, where the chopped salad was invented. There I met and connected with many different people, which is how I became an assistant for Kathy Hilton, entrepreneur, philanthropist, and mother to Paris and Nicky Hilton, and film and television producer Jerry Bruckheimer. I introduced myself, exchanged contact information, and made myself available to these people when they needed an assistant. At a bar in New York called JG Melon, I met a man who helped me get a job as the actor, writer, and comedian Denis Leary’s chef when he was doing his acclaimed television series Rescue Me. That was an interesting job—I cooked in a trailer every day for all the actor firefighters on the set. The bottom line is, I made all of these things happen before I appeared on The Real Housewives of New York City, before anyone knew who I was, because I was proactive about talking to people, not because I wanted to make friends or have an exciting social life (I’m a homebody), but because I wanted to develop and grow as an independent person and entrepreneur.


At its inception, my goal for the Just B podcast was to express myself and to have unique conversations with important people who could help listeners create their own tool boxes for success in their own ways. I focused on people who had done something to change their field or industry, who were breakthrough business people, entrepreneurs, or public servants. There are thousands of podcasts competing for great guests, so there had to be an art to our ask. When my staff sent out podcast requests in the beginning of my program, they were basic, blanket emails requesting guests. That strategy has evolved over time. As we recorded more shows, and booked more high-profile guests, in the process we built our confidence about who else we could ask. When we send an email request today, we make sure to give many specifics about the program, making sure to explain who we have had on the show so that future guests know they are in good company.


I originally booked Mark Cuban, whom I knew, and built on that. I had met Mark when I did a stint on Shark Tank, but I didn’t know him personally. Still, I called him and asked for some business advice, which he graciously offered. As we talked, I mentioned my podcast, and he agreed to be a guest. It’s not that I’m telling you to call Mark Cuban. There is more than one way to reach people. Most of us have social media accounts, and most well-known business people have them and read them—especially, in my experience, Instagram messages. You can message just about anyone on Instagram. Or find the person who works with or for the person you want to reach, and see if you can talk to them. The point is, organize yourself, prepare, and get yourself noticed. Find a way in. There is always a way.


After Mark Cuban, I booked Paris Hilton, whom I also knew—I was a nanny for her and her sister Nicky when they were just schoolgirls! Those two guests, Mark and Paris, helped get my podcast off the ground. After I had an exchange on Twitter with Hillary Clinton, she agreed to be on the show! My team and I kept chipping away at booking interesting guests, and we continue to do so today. We reached out to Facebook’s Sheryl Sandberg and asked her to be on my podcast, and she said yes. The more people who said yes, the more willing other people were to come on. Eventually we made it into the top five podcasts, and we built on that achievement to book more high-quality guests. If you don’t ask, you don’t get.


Set yourself up for success by having your pitch ready, and know what questions you want to ask. Lay the groundwork. Do your homework. Then when you call whoever it is that you need to call, you will sound like someone worth listening to. Show you know what you’re talking about. Make it personal. We make sure to tell prospective guests that we are not political, we are not Republican or Democrat. Our only goal is to have interesting conversations with fascinating guests from across all social and political spectrums and share those discussions with our listeners. We also want to make sure our guests feel that they’re walking into a room with good people.


Setting myself up for success was crucial to eventually getting cast on The Apprentice: Martha Stewart in 2005. This was preceded by an earlier attempt to get cast on the original Apprentice with Donald Trump. At the time, I didn’t know how to use a video camera, let alone appear coherent on film. I didn’t even understand what the show was about. Plus, I thought there would be hundreds of thousands of people vying for the same opportunity and that my chances would be slim to none. I did it anyway. I got hold of a simple video camera, taught myself how to use it, did my own hair and makeup, practiced what I was going to say and how I would say it, and recorded myself. I sent in the video, and the process started. I could have just sat around and talked about doing it, but instead, I got up off the couch, taught myself what I needed to know about putting together an entry package, did it, and sent in the application. I did the work required to the best of my ability. If I hadn’t, as I’ll explain later, my stint on Martha’s version would never have happened.


If I am going to get into a new business or a new marketing space and I want to be successful, especially if I am going to be the face of the product, I want it to be the best it can be. Due diligence is crucial.


Not that long ago, I worked up the nerve to call film producer and media mogul Jeffrey Katzenberg to talk to him about a business in which he was an investor and I also had an interest, the travel points business. The Jeffrey Katzenberg call started with my obsession with travel miles and points you earn various ways, through credit cards usually, and the fear of dying with unused points. It’s a forgotten currency that few understand. Points might be seen as the ultimate in stacking, earning credits for more travel each time you get on a plane, buy something with your credit card, or stay at a hotel. At any rate, there are many people who have so many points from credit cards and other rewards programs who don’t exploit them when you should be in it to win it with your points. I asked smart people about how they used their travel points, and it turns out that many of them don’t know how to use them well either.


In general, many people find points too much trouble to figure out, or they forget they have them, or they don’t know how to use them to maximize their value. For instance, if you book with one card or through a certain website you might earn $1.80 from your points, and if you book in another way, you’ll get only a dollar for your points. Does your head hurt yet? Points can be complicated to figure out. There are so many different deals and bonuses you can get from so many different points. Yet there is no one place that aggregates information about what points are worth and the best ways to use them. As a consequence, there are probably billions of unused points out there, just languishing. That is a problem I could solve. Somehow, without knowing anything about it, I wanted to be in the points business.


The first thing I did was to look up points online, just to see if there was a travel agent or anyone who specialized in point accumulation and strategic use. There are people in the travel space who are famous for points, but they don’t make the information about it that digestible.


I did some digging and found somebody who was written up in Condé Nast Traveler who seemed to be an expert on the points business. I was interested in talking to this man about booking a European trip, but I also wanted to understand his business. I reached out to him on Instagram, where he had few followers, and we talked. He explained how he runs his points business. At a certain point during our conversation, I brought in my fiancé, Paul, and a friend of mine who is a good business person and something of a point savant. After the conversation ended, my friend told me she was not impressed with the point expert. She didn’t come from a place of yes. I don’t think it’s a good idea to be too quick to judge, especially when all the information necessary to make a fair judgment is not available. I wanted to give him the benefit of the doubt and kept pushing through. I wanted to be in the points business.


The points person had a company that needed investors in order to complete seed funding, or the first official funding stage of a business. While Paul, my friend, and I were on the call with the points person, he mentioned Jeffrey Katzenberg and said that Katzenberg had been one of his initial investors. That was interesting, because I’m always thinking about marketing. If I was to be the face of a company, and also invest money in it, adding Jeffrey Katzenberg to the mix would give the project a little more sizzle. We could also use my existing Bethenny marketplace to build out the business, in addition to whatever site had already been built by the founder.


I actually didn’t feel that I needed to call Jeffrey Katzenberg to do a deal for this points business. I did see it as a great reason to call a powerful and fairly inaccessible person and see where he stood in the business. In fact, I was teed up. First I wrote Jeffrey an introductory email. It was friendly and casual but still professional, and it had a hook. I told him I was interested in investing in a business that I had heard he was involved in. I introduced myself and told him what I was thinking about the points business and established that I had spoken to the same person he had been in touch with. I introduced the idea that we might be partners in the venture, and if he had a few minutes I’d like to chat about it. I wanted to vet the idea with him. I didn’t go into too much detail in the email, because if I did, he might have felt no need to respond. I wanted to write enough to indicate I was serious but not so much that he didn’t need to talk to me about it. I wanted to pique his interest. He replied instantly.


Later I told this story to Sheryl Sandberg, COO of the social media platform Facebook. I told her I couldn’t believe that I had cold-called Jeffrey and that he had called me back. “Of course he would,” she replied. “Why wouldn’t he call you back? If you were a man, you would not be surprised or impressed that he called you back, you’d just expect it, being as successful as you are,” she said. Sheryl felt that the fact that I’m a woman accounted for my surprise that a powerful man gave me the time of day. But I don’t think that’s it. I still think it’s pretty amazing he called me back. I still think of myself as the girl living in a studio apartment. I didn’t think Jeffrey would think I was important enough to reply to. So you see, I have my moments of insecurity even today. But that does not stop me from trying. I’m relentless. I want to get the ball into the end zone.


Jeffrey and I set a call for the same day. He confirmed that he was indeed interested in the business. “Of course, it’s a startup and who knows what’s going to happen,” he told me, but he had indeed also invested in it. He closed by saying welcome aboard and that I could call him anytime for anything. Wow! I don’t know where that phone call and connection will lead me in the future, but the possibilities might be endless.




B SMART


Stack It to Win It


When I talked to Jeffrey Katzenberg about a potential business partnership, in the back of my mind I was thinking, I have to book him as a podcast guest. What a fantastic conversation that would make! When you’ve had people like Sheryl Sandberg and Hillary Clinton on a podcast, booking Jeffrey Katzenberg doesn’t seem like such a long shot. There I was on the phone with one of the most iconic, powerful people in media, entertainment, and movie-making. I didn’t know when I would talk to him again, but I had him on the phone. Why waste an opportunity? There is always time for one more question. In it to win it means never letting an opportunity staring you in the face get away. It’s exactly how I feel about being on reality television; it’s something I intrinsically understand. What is the point of being on television if you’re not marketing something or monetizing it in some way beyond what you’re getting paid to appear on the show? Being in it to win it means stacking. You always have to think about the potential extensions of the opportunities you come across. Every idea can hold ten more ideas on top of it—what are they? Successful people are efficient people and squeeze every drop out of the sponge.






Maintain Your Enthusiasm


TV producer, host, journalist, and friend Andy Cohen embodies enthusiasm. I think it’s one of his secret ingredients of success. He still wants to do the work, make the call, stack the decks, and have fun while working a million miles a minute. His dream was to be in television news, perhaps as a host. When he finished college he moved to New York with that dream and had an opportunity to be an intern at CBS. “You know what,” he told me, “I’m going to wait tables until I can get a job at CBS. Something has to open up.” He worked his tail off as an intern and something did open up. “Weirdly, a nighttime desk assistant left the CBS morning show shortly after I moved to New York, and I got that job.” He loved it. “I was working seventy hours a week but I didn’t care. I worked so hard and I felt so successful because I was getting [pay]checks that said CBS on them. I just thought I was the shit. I thought I was amazing.”


Andy still feels lucky, and he brings that same attitude and enthusiasm to his work today. He is in it to win it. “I’ve had so many jobs. I worked at a pushcart in Faneuil Hall in Boston selling Mexican blankets. I was a waiter. I worked at a radio station. And I always worked it. I showed up.” He also invested the time in his interests. “It’s such simple advice, but I always say to people, if you are passionate about something you should be able to succeed because the passion will drive you.” That’s great advice—to be in it to win it, you have to be motivated by a passion for what you want to do.


As you continue on this journey with me, remember that I started in the same place everyone else does: at the beginning. Every time I begin a new venture, I start at the beginning, with a phone call, an email, a proactive approach. This message underpins all the other lessons in the book. Doing what it takes to make things happen is the most important tool in your box.
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