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      DO YOU HAVE A SPECIAL TALENT…A FABULOUS CRAFT…A SUREFIRE IDEA FOR A MAIL-ORDER BUSINESS…OR WORK IN A BUSINESS THAT YOU COULD RUN(AND RUN IT BETTER)?

      THE ENTERPRISING WOMAN CAN HELP YOU SUCCEED AT A BUSINESS OF YOUR OWN.
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      “With women starting new businesses at twice the rate of men, THE ENTERPRISING WOMAN is a critical tool for them to ‘hit the
         deck running’—in the right direction.”
      

      —D.A. Benton, author of How to Think Like a CEO
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      “Gives women the courage, inspiration, and practical advice needed to run a successful business. An invaluable tool for women
         entrepreneurs. Don’t leave home without it!”
      

      —Connie Glaser, coauthor of Swim with the Dolphins:

      How Women Can Succeed in Corporate America on Their Own Terms
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      “This book is chock-full of practical knowledge for the woman interested in starting her own business.”

      —Kate Cheney Chappell, cofounder and vice president of Tom’s of Maine
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      “The complete guide for starting a business for any woman who has been thinking…or dreaming…about being her own boss. I would
         have loved to have had a copy when I started my speaking business seventeen years ago. It would have saved me time, money
         and headaches.”
      

      —Susan Roane, professional speaker and author of How to Work a Room and What Do I Say Next?
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      “A must-read for any woman who wants to be inspired to turn her dreams into reality through a successful business, and for
         any man who wants a new perspective on the achievements of
      

      women.”

      —Kathleen R. Allen, Ph.D., associate professor of Entrepreneurship, University of Southern California, and author of Launching New Ventures
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         A portion of the proceeds from this book will be donated to the American Woman’s Economic Development (AWED) Corporation and
            An Income of Her Own (AIOHO).
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      by Debbi Fields

      When I picked up The Enterprising Woman, I discovered that this book is truly in a class by itself. It is a business book that addresses the unique challenges and
         opportunities that women entrepreneurs face. It’s the kind of book / could have used twenty years ago, when I was embarking
         on my own business venture.
      

      There has never been a more exciting time for women entrepreneurs than right now. In the two decades since I built my own
         business on little more than a recipe and a dream, the climate for entrepreneurs has changed dramatically. Back then it was
         uncommon for a woman to walk into a bank and seek financing for her business venture without collateral. While many entrepreneurs
         today still face obstacles in obtaining financing, more and more are successfully starting and running the businesses of their
         dreams.
      

      I was barely into my twenties when I decided I wanted to sell my cookies to the public. I had no formal business background,
         no track record, and no start-up money, but I had conviction, drive, and a dream. I knew that I made the best cookie out there—and
         I believed that the worst failure would be not to try. Every one—my family, my friends, the bankers, even my husband—thought
         that the idea of starting a store to sell chocolate chip cookies was ridiculous. But I’m not very good when someone tells
         me “No” or “You can’t.” Just hearing those words gives me enough encouragement to believe in possibilities. Eventually I found
         a financial institution that was willing to give me a chance, and Mrs. Fields Cookies was born.
      

      From there, it was hardly a smooth ride to my company’s success. I encountered many hurdles, and for the most part, the three
         most significant challenges women face in the marketplace today are much the same as the ones I had to tackle.
      

      Although financing represents the biggest challenge for anyone in business, financial institutions know the importance of investing in small businesses. Banks are more receptive to loan
         requests from start-up entrepreneurs today, yet many people are intimidated by the process and don’t know what to do to acquire
         the financial backing they need—and deserve—to get their fledgling ventures up and running.
      

      The second major challenge for women in business is learning to effectively manage the responsibilities of business and family.
         Here too, societal attitudes continue to evolve to make women’s jobs easier. Yet to be truly successful, I believe that women
         must set clear priorities from the outset. I’ve always felt that if I take care of my family, I’m in a good place to take
         care of my business.
      

      One of the top hurdles facing businesswomen is self-doubt. You must cultivate the ability to shut out all of the voices of
         doubt, including your own, and channel the power of a positive attitude. In my work with women entrepreneurs, I’m overwhelmed
         by the immense talent that is out there—the combination of ideas and passion they bring to their business ventures. Where
         I see many women come up short, however, is in maintaining a strong belief in their goals and abilities in the face of the
         myriad frustrations and logistical challenges that are connected to any new (or continuing) business venture.
      

      I have a favorite saying: “Whether you think you can or you can’t, you’re right.” Creativity and ingenuity are critical to
         the success of any business. In the course of realizing a dream, everyone is going to hit the wall, so to speak. There are
         going to be barriers—barriers to entry, barriers to taking your business to its next level. When you hit the wall, the goal
         is to come up with the one thing that works, and often it’s not the first (or second or third) thing you’ll consider. I hit
         a wall on the first day my cookie store was open to the public: No one bought a single cookie! I looked around the shop and
         realized how much money and effort I’d put into my venture. In desperation, I got the idea to walk outside and offer free
         samples to people passing by. Slowly, the skeptics became believers, and that moment represents a crucial turning point for
         my business: It was the moment I realized I would do anything within my power to climb over any wall that stood between me
         and the success of my business. It’s just one example of the many risks taken by entrepreneurs and the innovative strategies
         they employ in order to keep their businesses afloat.
      

      When Mrs. Fields Cookies began, there were far fewer women entrepreneurs, and certainly very few visible ones. I didn’t have
         the benefit of learning from the experiences—both positive and negative—of other women business owners. Women today are far
         more fortunate, and I think that many may still underestimate how much networking can enhance their lives, both personally
         and professionally. Women can be so busy caring for business and family that they may lose sight of the importance of taking
         care of their hearts, minds, and souls by connecting with others in similar positions. It’s unbelievable what can be accomplished
         by sharing both the successes and the failings we’ve all experienced in building a career out of what we love.
      

      As every entrepreneur knows, there is no magic recipe for success, but there are several key ingredients in any business.
         It may seem obvious, but your product or service must be the very best. If you don’t take it to the top, you can be sure someone
         else will. Personal conviction in what your business provides is what sells. It not only gives you the power to believe in
         yourself; it makes other people believe in you.
      

      When Mrs. Fields was getting off the ground, I had to talk to myself every morning. I’d get out of bed and say “I’m not giving
         up! ‘No’ is an unacceptable answer. It doesn’t matter how many people are not taking me seriously—I know there’s someone out
         there who wants to say ‘Yes,’ especially when it comes to financing.” Sending positive messages to yourself is incredibly
         important, because it’s too easy to put yourself down, become discouraged, and give up.
      

      The Enterprising Woman offers dozens of positive messages in the form of profiles of women entrepreneurs across the country. It’s a wonderful book
         for every entrepreneurial woman—from sole proprietors to Fortune 500 CEOs—because it thoughtfully presents the nuts and bolts
         of what it takes to run a business side by side with the personal stories of those who have done it well. The happiest entrepreneurs
         know that business and life can’t be compartmentalized; that to find fulfillment in both takes a full-time commitment to your
         dream. The Enterprising Woman recognizes this, and in so doing it presents us with an honest, complete, and balanced business guidebook. I know you’ll enjoy
         reading it, and I hope it will be a valuable resource for your business.
      

      All the best to you.

   
      INTRODUCTION
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      To love what you do and feel that it matters—how could anything be more fun?

      —Katharine Graham

      When browsing through the male-oriented offerings in the business section of the bookstore, I often wonder, who buys these
         books? And about as frequently, I study the shelves, looking for books I wish someone had written—something I want or need
         to learn. It was this compulsion and this void that inspired the compilation and writing of this book.
      

      As the owner of a small business myself, I searched for what is in this book. It’s certainly easy to find books on business
         planning, accounting, and how to create a Web site. The shelves are full of them. Yet I—and other women in similar situations—were
         looking for a book that would address the obstacles women uniquely face, offer guidance, and provide mentors to get where
         we need to go.
      

      Why are we women turning toward self-employment? A 1996 study by Catalyst, a nonprofit group that reports regularly on women
         in the workplace, indicated that while we are making gains, still only one out of every fifty of the nation’s top paid executives—the
         Fortune 500—is a woman.
      

      Conversely, a recent article in The Wall Street Journal cited a recent trend of women leaving lucrative corporate jobs to
         start their own businesses. The reasons many enterprising women cite for starting their own business include to expand upon
         an avocation, to gain financial independence, and to meet a challenge. Additionally, women entrepreneurs point to the benefits
         of psychological well-being and the opportunity to enrich their lives.
      

      Today, women-owned companies currently account for one-third of all businesses in the United States and are projected to total
         half of all businesses by the year 2000. Women-owned enterprises also presently employ over eleven million workers—more than
         all the Fortune 500 companies combined worldwide. Additionally, recent studies have indicated that it is safer to work for
         a woman-owned business since these companies fail at smaller percentages.
      

      Some women want to take their corporate successes and mirror them out on their own. Others want simply to cover their expenses,
         save for a comfortable retirement, and live a life they love. And there’s nothing wrong with saying, “I just want to make
         a good living for myself; I don’t want to be Bill Gates or Oprah.” Entrepreneurship allows you the opportunity to decide the
         what, when, where, why, and how of your life. Rosalind Paaswell, former president of American Woman’s Economic Development
         (AWED) Corporation, a nonprofit agency that advocates for women’s financial empowerment, suggests, “Don’t accept limits from
         other people, but don’t be afraid to set limits for yourself.”
      

      The Changing Face of American Entrepreneurship

      Joline Godfrey, founder of the nonprofit group An Income of Her Own (AIOHO), has made a commitment to speaking up for the
         young women who, without education and opportunities, face a bleak future. Why make this statement if women-owned businesses
         are on the rise? Despite these encouraging statistics, of the 75 percent of all women who work outside the home, 40 percent
         work within the poverty level.
      

      The facts are simple, says Godfrey: “If you don’t own a piece of the system, you’ll be owned by it.” Through AIOHO, young
         women learn the language of business and learn to claim ownership of their ideas and their future. Once these girls learn
         that they have options, it affects their planning and their educational decisions. “I advocate ownership, not only of a business,
         but of stocks, real estate, ideas, patents, anything that will help you gain control,” says Godfrey.
      

      While women still dominate the retail and service industries, these areas no longer command start-up in the record numbers
         they did a decade ago. In short, women are diversifying: branching out into uncharted territory. As such, new opportunities
         in areas such as health care, finance, politics, and the arts are inspiring women to reconsider their goals and dreams.
      

      Women who are entering nontraditional industries for women, such as manufacturing and technology, face great challenges. Not
         only are we handicapped by our girlhood conditioning toward avoiding these areas, but we also find resistance from men who
         are either threatened by or undereducated about women entering into their realm. Again, strides are being made, but there
         is work still left to be done.
      

      What’s in This Book?

      This book aims to address the challenges we face in the market-place, while also celebrating the many opportunities available
         for the tenacious entrepreneurial spirit. While obstacles you’ll face are less oppressive than even a few years ago, they
         do still exist and they will impact your success. For example, a married woman thinking of taking her home-based business
         to the next level today may not have considered applying for credit in her own name a decade prior—a consideration that could
         affect her ability to get funding for her burgeoning company.
      

      Yet history books are full of pioneering women who brought creative minds into formidable situations. This book is no different.
         Through real-life examples, the women featured in The Enterprising Woman showcase their successes and illustrate how they have hurdled the obstacles. The chapters in this book have been organized
         by industry and are listed alphabetically. Also, the basic tenets of running a business have been sprinkled throughout the
         book.
      

      Having the courage to break out of the mold does not come without sacrifice. It is increasingly harder to balance work, family,
         and personal obligations in today’s world without giving up a measurable amount of sanity. Combined with that, today’s entrepreneurs
         have few visible role models.
      

      Positive role models do exist: women who are forming corporations, opening restaurants, and developing software are showing
         other women that applying creativity and innovation to business is not only probable, it’s an integral part of doing business
         in the 1990s.
      

      The Enterprising Woman celebrates successful businesses and the women who run them, and helps you develop your own blueprint for success. By reading
         some of these entrepreneurs’ stories, you may find one or more women whose journey you can identify with. Many of the women
         in this book have traditional business backgrounds and simply made a lateral move into self-employment. Others have little
         or no work experience at all and jumped, feet first, into entrepreneurship.
      

      These women, the majority of whom started their businesses from scratch, introduce you to a wide network of women-owned organizations.
         The profiles in each chapters, “Woman on the Way” and “Tricks of the Trade,” offer opportunities to “see inside” the workings
         of these women’s businesses—and minds—and pick up some sound business advice from those who have preceded you. In these pages
         you’ll see, again and again, how successful women reengineered their careers by turning their passions into viable businesses.
      

      In each of the ten chapters, you can explore the trends of that particular industry while picking up important business concepts
         that will help you to start up and run your business.
      

      Arts and Entertainment faces down the difficult question of how to be taken seriously as an artistic businessperson. It also show cases the basic
         needs you’ll face in starting up your business, such as how much money you will need and where you will find that money.
      

      The Environment introduces you to one of the most popular entrepreneurial avenues today and examines why environmental companies are around
         to stay. It also shows you, step by step, how to create a winning business plan.
      

      Finance and Consulting takes you into a world that women are beginning to conquer. Also discussed are the tenets of bank financing.
      

      Health Care discusses why women are being drawn to this field and the special opportunities that entrepreneurs are taking advantage of.
         It also discusses the importance of preparing for retirement and how to create benefits packages for yourself and your employees.
      

      Labor and Manufacturing delves into the little-discussed world of nontraditional industries and their vast opportunities for women. This chapter
         also discusses basic manufacturing concerns, such as how to get your product made, and touches on the importance of ethics
         in business.
      

      Media and Public Opinion explores the vast and powerful world of the media. In this chapter you will learn how to navigate through various fields
         of public persuasion, including the dynamic world of politics.
      

      Nonprofit and Socially Responsible Business considers new models for doing business and looks at ways to organize and raise money.
      

      Retail talks about the radical changes occurring in the retail arena. It also deals with the very important subject of hiring and
         retaining quality employees.
      

      Science and Technology discusses the difficulties women face in these fields and offers tips for combating prejudice. Also covered are issues such
         as computerizing your office, setting up Web sites, and protecting your intellectual property.
      

      Service investigates why the service industry tends to be dominated by women. This chapter also discusses the pros and cons of buying
         an existing business, such as a franchise, and how to prepare your business for sale.
      

      For any woman considering entering the exciting world of entrepreneurialism, there are many questions to address—both on a
         personal and a professional level. This book will give you a great start, and a lot to think about, before you take the plunge.
         And if you are already in the midst of running a business, this book gives you the information you need to support or grow
         your business—and lets you know that as an enterprising woman, you are in very good company.
      

   
      1
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      Arts and Entertainment

      Ever since the first settlers landed on Plymouth Rock, women have played a vital role in shaping the American arts scene. From
         Little Deer to Louisa May Alcott, from Mary Cassatt to Anne Rice, women have expressed themselves through literature, sculpture,
         painting, pottery, music, performance, and craft work. And while self-expression may have been the driving force behind women’s
         art, few were able to consider it a livelihood. Yet they forged ahead. World-renowned potter Beatrice Wood, who has taken
         her second century of life by storm, adds, “I think the great painters were never thinking of an exhibition; they painted
         because they couldn’t not paint.”
      

      The women in this chapter represent a broad diversity within the arts. For some, their artistic passions were the springboard
         for yet another career path. Within this group are musicians, performance artists, choreographers, designers, and sculptors—but
         most of all, women who have learned to color outside the lines in order to create a viable extension of their passion. Many
         of these women have found celebrity and success, but, as in past societies and generations, their work is often underappreciated
         and relegated to “hobby” status. By no small expenditure of energy on the part of these tenacious individuals, those times
         are changing rapidly.
      

      While history may not pay proper tribute to the women behind the scenes, in today’s art world women have attained distinction
         as painters, composers, choreographers, and directors. By bringing a feminine mind-set to a field friendly to new thinking,
         the visionaries of this new art age find few boundaries and are creating a network that will carry them to greater successes.
         Many twentieth-century women have been able to move confidently back and forth between high and popular art—singing opera
         and the blues, playing Greek tragedy and Hollywood comedy, dancing classical ballet and modern jazz, writing novels and poetry
         and philosophical treatises. Their own creative flexibility, combined with the burgeoning opportunities opened to them by
         the popular media and the interest many communities and large cities show in supporting art galleries, museums, dance performances,
         and concert series, have made the past few decades exciting ones for women in the arts.
      

      Today’s women are building their own business ventures in pursuit of greater flexibility and freedom. Armed with the desire
         for autonomy and control, coupled with creativity, increasing numbers of women are looking to the arts to fulfill emotional
         as well as financial needs. Not only are these women creating art, but they advocate for themselves and other women as gallery
         directors, producers, and publishers. As in other fields, these women fight daily battles to defy stereotypes and to be taken
         seriously in a male-dominated workplace.
      

      Nowhere is this more evident than in the United States, which has given an enthusiastic welcome to all art forms and to women
         artists from all over the world. Artists who work in this country and are struggling to establish themselves as rightful members
         of a serious profession at this particular time in history have enjoyed a level of audience interest and support never before
         afforded them in modern history.
      

      As the women profiled in this chapter exemplify, talent, mixed with a passion for work and the tenacity to see it through,
         makes for a heady combination. And with the right woman behind it, a successful business is one that is not only personally
         fulfilling, but profitable as well.
      

      Marketing Your Passion: Taking Creativity to the Bank

      Glamorous success stories abound about women whose passion drove them to Broadway careers and The New York Times best-seller list. These fictional-sounding accounts are certainly appealing to the creative personality but are not always
         realistic. In today’s world, where women are often the second, if not the first, breadwinner in the household, passion seems
         to be a luxury few can afford.
      

      Passion alone may not be enough to start a business or keep it going. But for the entrepreneurial art lover who can bank on
         working up to ninety hours a week, it certainly helps. Passion is also a quality in work that appears to appeal to women more
         than men, according to author Marsha Sinetar (Do What You Love, the Money Will Follow), which is why a large percentage of women elect to work in careers that they love or are passionate about.
      

      Webster’s Dictionary defines passion as an “intense, driving, or overmastering feeling … the state or capacity of being acted on by external agents
         or forces.” Others define it as overwhelming emotions that sweep the breath away, of surrender rather than control, reactivity
         rather than passivity. Ironically, all these definitions are in direct opposition to what society tells us is proper business
         practice—logic and control.
      

      Although passion can be the driving element in a business, it’s not enough to keep it running efficiently. According to Jane
         Applegate, Working Woman’s “Small Business Solutions” columnist, “If a creative vision is only anchored in blind passion, that is not a strong enough
         foundation; the anchor is sand. It’s like relationships based on lust alone; they probably won’t last.” This is why many businesses,
         based on great ideas and limitless potential, ultimately fail.
      

      Creating a Purpose for Your Passion

      If mixing passion with business is problematic, there is a solution: create a purpose for your work. Purpose implies forethought
         and reason and, unlike passion, is a framework that extends beyond one person. For example, if you love sculpture and have
         studied extensively, your passion for the art form meets your own personal needs. If you add purpose to your passion—by forming
         an educational center for children or becoming a curator of sculpture—your purpose then is to share your knowledge and passion
         and infect others with the love that makes your heart beat. If you can clearly define a purpose, the framework of a business
         can then fall into place.
      

      A purpose is simply a goal or set of goals that takes you from point A, your love for what you do, to point B, the creation
         of a business that utilizes your passion. For example, if you are a classically trained pianist, goals you may explore might
         be opening a musical academy for talented youngsters. Or you may be interested in setting up a Web site that offers to locate
         hard-to-find musical scores.
      

      Judith Anne Timmons took her talent for making elegant wreaths and teamed up with a local florist to create a floral and gift
         store that specializes in hand-crafted items made from nature. Timmons had been making wreaths for her local garden club for
         many years, using the natural foliage around her Missoula, Montana-area home—and giving them away to family and friends. When
         some of the more upscale gardening catalogs began offering furnishings for the home, Timmons noticed the overwhelming trend
         toward year-round wreaths and the high prices they were charging. “In some cases, a wreath simply made of bound lavender was
         costing almost $50.
      

      “I approached a local florist who had been looking for ways to expand her business into gifts and home decor and offered her
         an idea: helping her add a floral gift section to her store. I would display my wreaths and we would hunt down other nature-oriented
         products and display them as well.” With this clever solution, Timmons found an outlet for her product and, by acting as the
         buyer for this section of the shop, received a commission on all gift sales—all without investing any start-up costs outside
         of the materials for her wreaths.
      

      As she continued to expand the shop’s gift offerings by soliciting new and unique craftspeople, Timmons’s contacts, in both
         the floral and the gift arenas, grew as well. Quickly she was placing her wreaths outside the Missoula area and then outside
         Montana. The network of people Timmons has met by being a retailer has widened the market for her handiwork, which is now
         sold in over fifty stores in the western states.
      

      Whatever your purpose, it is imperative to determine who will buy your product or hire your service. And for those artists
         who are shy of jumping in with both feet forward, a part-time approach such as Timmons’s can be a good way to test the waters.
      

      Is Your Purpose Viable?

      What if the elements are in place—you have the passion and the purpose? Does this mean your business will be a success? Not
         necessarily. For many artists exploring the business waters, there are few places to get your feet wet and truly see how your
         work will be received. In spite of all your passion, purpose, and best intentions, there are still many variables to running
         a successful business over which you may not have ultimate control.
      

      For graphic designer Amy Inouye, her labor of love has become a cottage industry, but not necessarily a financial boon. Her
         products, based on a twenty-two-foot-tall fiberglass figure she affectionately named “Chicken Boy,” began as a labor of love.
         The quirky, 1950s-style mascot for a fried chicken restaurant was about to be destroyed when the building was set for demolition,
         and Inouye saved the statue of a boy with a chicken’s head “as more of an attempt to save a piece of postwar Los Angeles history
         than as the motivation for a new business.
      

      “These are the images that made L.A. famous, so when it seemed we would lose another one, I felt that I really needed to do
         what I could. So I saved the statue of Chicken Boy. He became a mascot of sorts,” she muses, “a surrogate for the pressure
         I was feeling running my own typesetting and graphic design studio.… I started the business unknowingly by creating Chicken
         Boy lapel pins for my friends one Christmas and then giving away a Chicken Boy T-shirt occasionally at birthday parties or
         client events.
      

      “Any time someone saw the shirt,” she says, “they would ask where to buy one. On a lark, I began selling silk-screened T-shirts
         of him at arts and crafts festivals and would literally sell out by noon.” After some success, Inouye attempted to catch the
         wave of momentum by opening up a small storefront off her design studio and branching out into a small mail-order company.
         “I planted Chicken Boy’s head right smack in the middle of my studio, and sold my original artwork, T-shirts, mugs, anything
         to take advantage of his popularity. I was able very easily to start a mail-order catalog because, as a graphic designer,
         I could create it myself. Then I bartered with a printer friend to print the catalog. The money to cover the postage for the
         first mailing came from my savings account.”
      

      The Chicken Boy catalog now reaches twenty-five thousand potential customers once a year. The oversize chicken connected Inouye
         with the Los Angeles Conservancy, a local preservation society, and many people are now looking to her for guidance on 1950s-era
         preservation. “Ultimately, I only wanted to find Chicken Boy a home,” she says, “and didn’t realize that he’d become an industry
         and his spin-off potential for involving me in other areas was so great. There is definitely an audience and an appreciation
         for Chicken Boy as sculpture, pop art, and a postwar artifact. Actually, this whole venture has been an uncategorizable mixture
         of the commercial (my mail-order catalog), the artistic (seeking a permanent home for Chicken Boy in a public space), and
         the conceptual (Chicken Boy as a metaphor for people’s ideas of themselves and as a symbol for the city, even).”
      

      The Chicken Boy catalog, however popular, does not generate enough income to warrant a full-time commitment of Inouye’s time.
         Although the image has certainly opened her up to other options, she continues to run her graphic design studio as her main
         income generator. “Although I would like to run the Chicken Boy business full-time,” says Inouye, “I understand that his appeal
         is mostly as a cult figure, and that he has limitations within the market. I’ve learned how to recognize a product’s limitations
         as well as potential and try to keep a balanced eye on the validity of how much time I can devote to his success.”
      

      For many others like Inouye, moderate off-the-cuff success doesn’t come easily, and many would-be entrepreneurs can relate
         to her experience of bumping up against a plateau. As in any business, the key to success in the arts is planning. Find out
         what your market will bear. What is your competition? How do you plan to support yourself during start-up? By asking yourself
         these and other basic questions, you can test the waters and see if your passion and purpose can team together to equal profits
         (see “Starting Up,” page 21).
      

      First Steps for Putting Your Passion to Work

      Certainly you can’t dream to paint a freeway mural and then just go out and do it. You need to plan. The following steps provide
         a framework for coupling your passion with a viable, creative career:
      

      Write Down a Creative Strategy

      What do you love, and how can you make a living doing it? If you’re a collage artist trying to get gallery representation,
         try supplementing your income with craft or gift ideas such as greeting cards.
      

      An enterprising art dealer can set up a gallery without big-money backers and great connections. Look into the vast public
         and private financial support provided through grants and low-interest loans to women entrepreneurs. Create a name for yourself
         and your space by promoting shows with a topical theme or politically active cause. The media loves these types of shows and
         promotes them regularly.
      

      Amy Inouye opens her studio space to up-and-coming artists once a month. She provides the outlet, the artists provide the
         work, and together they work to promote the opening. “At the last show, a major gallery owner responded to our invitation
         and was very interested in representing the artist,” she says.
      

      Find Professional Support

      Seek out women’s associations or groups in your field. These women can provide valuable tips on upcoming shows, literary publications,
         open houses, and workshops. Many of these women have converted their passions into viable careers and provide not only moral
         support, but invaluable guidance for your business and a sounding board for your projects.
      

      A host of women’s organizations exist—from the Coalition of Women’s Art Organizations to entrepreneurial support groups such
         as Women Inc.—and they provide a variety of services. Often, you will find, these types of associations offer support in many
         areas, such as education, networking, finance, databases, and resources. A good way to start getting active in an arts organization
         is to speak with other women colleagues and find out which women’s organizations they are affiliated with and find helpful.
         The Whole Arts Directory lists supply houses, alternative spaces, cooperative galleries, and special exhibits for women in the arts. This publication
         also includes financial information and data about artists’ colonies, retreats, and study centers.
      

      Think of Your Passion as Your Life’s Work, Not Only Your Hobby

      Establish working hours for yourself. If you’re a composer, you must sit behind the piano during your “office hours” and try
         to play, whether or not you feel inspired. By doing so, you condition yourself to be creative within the confines of your
         established workday. This doesn’t mean, however, that you must work a typical nine-to-five workday. If your hours are ten
         to four, make the most of them. If you thrive on a night owl’s schedule, work during those times.
      

      Michele Lanci-Altomare, creator of imagik Design Studio, a full-service graphic design/photography company that services the
         book and entertainment industries, believes there’s no such thing as standard work hours or missing deadlines. “I take my
         work very seriously,” says Lanci-Altomare, “and the commitment to bring projects in on time and in excellent condition are
         traits my clients continue to hire me for. I learned early on that there’s a certain level of professionalism you need to
         bring to your work, and it starts with your word. Clients catch on quickly if you promise one thing and deliver another,”
         she says. Another important asset for working artists, Lanci-Altomare considers, is your portfolio: presentation examples
         of your work that you are proud to have your name attached to. “In addition to expressing our creativity and uniqueness, it’s
         essential for artists to cultivate professionalism—especially since the market is so competitive.” Lanci-Altomare’s philosophy
         has brought her many rewards—personal freedom, independence to pursue other artistic endeavors, and a strong sense of accomplishment.
         In fact, last year imagik Design Studio expanded its services by 60 percent and added several new clients to the roster.
      

      Set Short-Term Goals and Meet Them

      The advantages of making lists have been long lauded by organizational experts, and for good reason: accomplishing tasks boosts
         self-esteem. For the creative mind, achievements may be more difficult to track. By setting short-term goals, such as “I will
         contact four gallery owners by the end of the month,” you can make progress toward your goal without immersing yourself in
         the less exciting aspects of doing business. By creating and achieving simple goals, you put yourself, step by step, closer
         to achieving personal and financial success.
      

      
         Putting Your Passion to Work

         
            
            	Write down a creative strategy

            	Find professional support.

            	Think of your passion as your life’s work, not only your hobby.

            	Set short-term goals and meet them.

         

      

      Letting Go of Perceived Notions on Money and Watching Your Passion Prosper

      The subject of money has a powerful emotional charge and brings up different emotions in different women. Yet it’s usually
         talked about like the weather—in general economic terms. Artists often say they feel funny charging for something that comes
         naturally or attaching a price tag to the work they would do anyway.
      

      Many entrepreneurial women don’t want to talk about money— even though it’s their livelihood. They feel squeamish about asking
         for money due to them and about establishing a fair price for work or services. But they’re not alone—many people are uneasy
         when they must receive, ask for, and speak of money.
      

      As a songwriter and lead singer for the band Blue by Nature, Karen Lawrence finds that the negotiation of money is the most
         difficult part of doing business. “Although I know my worth, sometimes it’s hard for me to blend the creative and business
         sides of myself. I can sell myself, and my music, but how do you stick to a price with a club booker who’s thinking only of
         his overhead?
      

      “You always have to give something away at the beginning, to show your value—so they’ll take a chance on you. You don’t have
         a name. You don’t have a reputation.” But she finds it hard to give away her experience and the energy she brings to a situation
         for a small amount. “If I do some background vocals for a band, I know what my bottom price has got to be. That’s it. But
         I know plenty of singers who will do it for a third of that amount. But they don’t bring my history and focus to the gig.”
      

      Today Lawrence’s success allows her to defer the talk of money to her manager. “I found that it helped to bring along a friend
         or band member who was good at the biz side to play the ‘tough guy.’ And I mean ‘guy.’ It’s amazing how many men don’t want
         to negotiate with women over money, or think it’s ‘cute’ that you’re doing your own deals.” While part of her rebels over
         not being taken seriously as a negotiator, a larger part welcomes input from a respected friend or colleague who can lock
         in the price she believes she’s worth.
      

      Another issue that can arise is the perceived dichotomy between the “creative” and the “business” sides of the entrepreneur.
         In some circumstances a woman may feel completely at ease negotiating her own deals. In others, it’s a distraction. “Performers
         are treated like objects—like a talking dog or a cute little Shirley Temple,” says Lawrence. “I don’t think it works if Shirley
         Temple’s cute one moment and then sucking a cigar the next, saying, ‘It’s $75,000 or we walk.’ “
      

      The concept of having money usually rides in tandem with opportunities for independence, leisure, privacy, and freedom from
         responsibilities and time constraints. A lack of money translates into the negative backside of this. As a result, the average
         woman ends up both desiring and fearing money—a vicious cycle that can sabotage a business and undermine self-esteem.
      

      The self-esteem and money issue is further confused by the rather shaky image of what having that green stuff means. Although
         everyone wants more money, the idea of having wealth is tainted. On one side of the coin, money is thought to be highly desirable;
         on the other side, it is considered bad and almost dirty.
      

      The basis for understanding and being comfortable with money is essential for the entrepreneur. Studies of women in business
         have shown that one of the factors by which they judge themselves and others is money—how much is made, how it is made, and
         how it is spent. Unconsciously, this constitutes part of our market value.To many of us, then, speaking of income is really
         speaking of our value in society.
      

      For this reason, women in artistic fields have to battle with the internal demons that put a price tag on their work and continue
         to harass them about what their art is worth in relation to how much money they’re making. Letting go of the preconceived
         notions of money and value can allow you the emotional and intellectual freedom to explore possibilities for expressing your
         art and turning your passion into a profitable venture.
      

      The Element of Luck

      Elmer Letterman once said, “Luck is what happens when preparation meets opportunity.” Indeed, some entrepreneurs seem to springboard
         from relative obscurity one moment into legendary success the next. For many struggling on their own paths, these people illustrate
         what can materialize if luck facilitates being seen by just the right person or by being at the right place at the right time.
      

      Luck is not just having the perfect opportunity arise, it is seizing the moment and turning the situation into something you
         can benefit from. In this regard, women experience luck on many levels. It is the availability to open up to it that sets
         the successful entrepreneur apart from the rest.
      

      Photographer Beth Herzhaft’s career took an unexpected turn when she photographed a friend’s wedding as a gift. Herzhaft,
         whose photographs are shot in a black-and-white documentary style, had already created a fulfilling career doing album covers
         and work for magazines. Soon after, the bride began showing others the album from her wedding.
      

      Before Herzhaft realized that she had fallen into a niche, the word of mouth on her photography was giving her more work than
         she could handle alone. “Within months, I was actually turning down jobs,” she said. Recognizing a good thing, Herzhaft set
         aside her negative preconceptions about being “a cheesy wedding photographer in a bad tuxedo” and realized that weddings could
         be an element of her art, in addition to photography of celebrities and musicians.
      

      When the opportunity originally arose for Herzhaft to photograph a wedding, she could have felt that it was beneath her and
         turned down the job. But because she came to view the opportunity as more than merely a day’s work, she was able to transform
         “a medium that is usually visually banal into an artistic, meaningful narrative.” In Beth Herzhaft’s case, the marriage of
         luck and vision became a vehicle for greater career possibilities.
      

      Woman on the Way
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      Ruth Price

      President and Artistic Director: The Jazz Bakery, Los

      Angeles, California Business Philosophy: Tailor the environment to enhance the artist first

       Greatest Achievement: Growing a successful business from the ground up

      Jazz chanteuse Ruth Price may not appear to be the stereotypical entrepreneur. She wasn’t looking for a way to improve her
         career, she was living her life in a full world. With an impressive vocal career that placed her alongside Carmen McRae, Dizzy
         Gillespie, and Miles Davis, Price could have written her own ticket, a truth few singers could boast. In fact, her gutsy,
         straight-ahead vocal approach found her an abundance of bookings, even during the 1970s and 1980s, when the jazz beat began
         to flounder. With this legacy under her belt, Price would have seemed an unlikely candidate to open up her own place, the
         state-of-the-art jazz theater known as the Jazz Bakery.
      

      Price modestly attempts to make the success of her venture sound like luck, a circumstance of being at the right place at
         the right time. Yet it was her passion for aural stimulation, coupled with the innovative concept—to take jazz out of the
         smoky dens of nightclubs and bars—that made her say yes to the impressive warehouse space that was formerly home to Los Angeles’
         historic Helms Bakery. This courage, along with the knack for booking exceptional talent, has made Price a two-time legend
         within the musical community and quite a successful entrepreneur.
      

      Fellow artists have a heady respect for what Price set out to do. Jazz bandleader Cecelia Coleman cites the Jazz Bakery as
         her ideal venue—to both perform at and attend. “With the Bakery, Ruth has reelevated jazz to an art form. It’s not background
         music or a dimly lit dive full of guys trying to impress their dates/’ she says. ‘The Bakery is for real jazz lovers, people
         who appreciate the artistry of the music and its performance. And the space is definitely the most impressive I’ve ever worked
         in.”
      

      Price laughs this aside. “Really, it’s less about the space than the music. I love this music, and it’s enveloped my life.
         I just wanted to share that love with others, even kids. The one rule is ‘no age restriction, but if you interrupt the artist
         or cry too loudly, you have to leave (that goes for adults too).’ “ Price has even tailored Saturday and Sunday afternoon
         jazz workshops just for youth with a musical yen. And in addition to its being a very successful club, the Jazz Bakery is
         a nonprofit organization that benefits local artists and youth.
      

      This humanitarian love for helping others some-times gets in the way of Price’s business priorities. “There are two ways to
         run a club if you’re a singer. One is to have what every singer dreams about—a little place where you can sing a few songs
         every night. The other way is to do what I’m doing—to book major talent and discover you don’t know where to put yourself.
         You keep getting the opportunity to book these wonderful people, so you put yourself off. Sometimes I’ll go for months and
         forget to book myself. Or I’ll book myself and then move myself out of the date because there is somebody else I can get.
         Somebody coming through town who’s great.”
      

      Although Price is constantly struggling to keep her stellar space full—in a town where patrons are fickle and driving crosstown
         after a two-hour commute just doesn’t cut it—she’s found success by forging her own territory. “The key is to do what you
         love, and then put 200 percent of yourself into it,” says Price. “You may get frustrated, and tired, but if you’re doing what
         you enjoy, the scales will tip in your favor.”
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      Taking Your Right Brain to Work: Balancing Business with Ingenuity

      Whether your art is performance or graphic, keep in mind that balance is the key element of success. By taking your work seriously
         and invoking some simple, proven concepts, you can turn your artistic talent into a thriving business. These tenets, of course,
         hold true for all businesses.
      

      Not every woman has the talent—or desire—to grow her art into a multimillion-dollar business. But for those who do, perseverance
         is the key to success. The ability to maintain consistently good work, even in the face of adversity, is what separates the
         women from the girls. An up-and-coming entrepreneur needs to sustain her efforts, while never letting go of her dreams.
      

      Even with all the start-up elements safely in place, it may take a long time to get going. Dedication is a close relative
         of perseverance, and the two are never far apart. While an employee working at a large company is able to enjoy a guilt-free
         long weekend at the beach, the dedicated entrepreneur may work all weekend to satisfy a deadline. The willingness to put in
         the extra three hours a day or a few nights a week will ultimately help you succeed where others would have failed. An informal
         poll revealed that the women pro-filed in this book work between fifty and eighty hours a week.
      

      “You have to make your own niche,” says Judith Jamison, artistic director of the Alvin Ailey American Dance Theater, who stepped
         in for Ailey after his death. No stranger to perseverance and dedication, Jamison herself had worked with the Ailey troupe
         since 1965, when Ailey singled her out for stardom. Their relationship together enabled her to give remarkable performances
         in Cry, Ailey’s homage to black women, and in Revelations, a brilliant series of dances set to spirituals, both of which are considered landmarks of twentieth-century dance.
      

      Jamison says, “If the door isn’t open, you have to make your own door. You can have doors slammed in your face only so many
         times and then you get tired of having doors slammed in your face and it’s up to you—as a vital, unique human being—to find
         another way of doing what you have to do.”
      

      
      Tricks of the Trade
Katy Meyer of Distinct Designs, on roads to success:

    

         
	
The saying “Do what you love, the money will follow” is true if you add a bit of common sense to the mix.
         

         	
Remember that half the work is in selling yourself Regard less of your product or service, people like to work with people they like. Get along.
         

         	
Don’t be discouraged. Not everyone will be enthusiastic about what you’re doing.
         

         	
Learn to accept rejection. The good comes right along with the bad.
         

         	
Be polite and courteous. Send thank-you notes when people do things for you. Respect is never out of style.
         

         	
Stay focused. No one else can help you keep your dreams in sight.
         

         	
Find a mentor and use her. “My mom is mine.”
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      Teen entrepreneur Katy Meyer, owner of Distinct Designs, which specializes in handmade silk scarves and paintings, has faced
         her obstacles head-on—with kindness and calm professionalism. While Meyer found her niche somewhat unwittingly by selling
         the work she was already creating, she also found that not everyone is receptive of her work. For an adult entrepreneur, who
         may already be used to rejection in the marketplace, this is difficult enough. But Meyer’s much publicized career, which started
         at age fourteen, made the grim reality of occasional failure even harder to handle. “It’s been fun to be the only ‘kid’ at
         some of the craft shows, and in a lot of ways it’s helped my business,” says Meyer. “Yet it’s sometimes hard for people to
         see beyond the fact that I’m a teenager. So I keep moving forward and hope that my work becomes just as important to others
         as it is to me.”
      

      The Artist versus the Businesswoman: Combining the Best of Both Worlds

      To be successful as an artist in business, you must liberate your more thoughtful, organized, and logical-minded abilities.
         In this competitive time there is little room for the finicky artist who doesn’t return phone calls, misses appointments,
         or forgets to return contracts. Not unless she is independently wealthy, that is. Self-discipline is mandatory to successful
         entrepreneurship. And while your creative juices might constantly be flowing, you must also give time to the day-to-day realities
         of running your business.
      

      Finding balance is not easy. It requires identifying weaknesses and giving more attention to those areas. It means knowing
         your strengths and using them to your advantage—and understanding that artists often perceive the world differently from their
         executive counterparts.
      

      Generally, entrepreneurs should be driven, optimistic visionaries who are highly motivated, well-organized, independent thinkers,
         strong leaders, able to handle pressure, and blessed with both a good sense of timing and luck—not to mention a good sense
         of humor. Not every successful entrepreneur meets all these criteria. In most cases it’s hard to separate the natural personality
         from the learned characteristics. Women add a sensitivity, passion, and nurturing touch to their styles that allows them to
         combine creativity with compassion and approach business from a different perspective from that of men.
      

      Smashing Stereotypes: Creating Your Business Persona

      One of the greatest obstacles artists have to face is the image problem—not the problem of the image on canvas, but the creator’s
         image. For Sue Scott, president and founder of Primal Lite, Inc., the $5 million novelty light company that has placed strings
         of chili pepper and Holstein cow lights into the consciousness of the American public, it was an uphill battle not only to
         realize her potential, but to be taken seriously as a businessperson.
      

      With a fine-art and sculpture background that gave her a clear, concise vision of the type of product she wanted to produce,
         Scott set forth to make it happen. “First, I couldn’t get funding,” she says. “Perhaps if I’d had an MBA from Stanford, the
         banks would have had some faith in me.” After maxing out her credit cards to the tune of $25,000, she was up and running.
         But there was still the nuts-and-bolts issue of making the lights.
      

      “Women learn, from childhood, that they’re operating at a disadvantage,” she offers. “You can either be angry about it or
         learn to maneuver around it.” Scott realized that in order to level the playing field in the male-dominated plastics and manufacturing
         world, she needed to learn as much as she could about the production process. Her research paid off.
      

      “From the start, I spoke their language. I used the right terminology and asked the appropriate questions. If they didn’t
         respect me as a woman, they sure learned to as a client. Once, I was working with a plastics guy who said, ‘We can’t make
         that color.’ I told him, ‘Of course you can, I’ll show you,’ and proceeded to mix it myself.” It was that measure of tenacity
         and research that enabled Scott to keep her highly successful lights in production, with rapid growth annually.
      

      Scott believes that the image problem does not belong to women just in the arts. “Not just women with an art background, but
         women from a variety of fields get cubbyholed into having ‘hobbies’ and not taken seriously. Most women are coming from a
         cottage industry. If they get caught into that hobby environment, it’s very hard to break out of it.”
      

      So how does the savvy entrepreneur break those barriers? “You just keep on going. There is no magic formula. You just keep
         moving forward and hopefully become more successful. Finally people start to pay attention, when you have the successes—whether
         that be financial or simply an acquired respect from the industry. And always take yourself and your business seriously. Never
         think of it as anything less than a business,” says Scott.
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