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Meet the author


I have always had a passion for business and since childhood have wanted to set up on my own. I grew up on RAF camps, and later went to boarding school. I eventually got through my English ‘O’ Level with help from a private tutor, and went on to achieve a degree in Business and a Masters in Management.


Driven by the desire to set up my own business, as well as to help other people, I joined the recruitment industry. Being a natural salesperson and a quick learner, I was soon in a position to start my own venture. I quickly made a small fortune – only to lose it later. So I started all over again, this time my natural sales inclination and desire to help others leading me to try teaching.


Having qualified as a teacher I authored my first book. It was my love of learning and my fascination with the power of language that then led me to qualify as a NLP trainer. With my newly acquired language skills, and practical knowledge of being an entrepreneur, I was commissioned to write more books.


I then packaged my passion for entrepreneurship, learning and teaching together to form Club Entrepreneur and the £100K Club (see ‘Taking it further’ at the back of this book for more information).


I live with my wife and three children in Sussex and spend my spare time on sport, eating Indian food and reading avidly – my favourite author is Lee Child.


Alex McMillan





1: Only got a minute?



Read a quote by a champion each day, think about it and extract the experience that led to it. Be inspired and live it just for one day.


‘I never get the accountants in before I start up a business. It’s done on gut feeling, especially if I can see that they are taking the mickey out of the consumer.’ Sir Richard Branson


‘A lot of people have ideas, but there are few who decide to do something about them now. Not tomorrow. Not next week. But today. The true entrepreneur is a doer, not a dreamer.’ Nolan Bushnell


‘I went to the brink many times. A couple of times I thought, “I’m gone. This is it.” But then you would just keep working and put twice as much effort into everything you should come through.’ Gerry Harvey


‘If you do build a great experience, customers tell each other about that. Word of mouth is very powerful.’ Jeff Bezos


‘The cover-your-butt mentality of the workplace will get you only so far. The follow-your-gut mentality of the entrepreneur has the potential to take you anywhere you want to go or run you right out of business – but it’s a whole lot more fun, don’t you think?’ Bill Rancic


‘A business that makes nothing but money is a poor business.’ Henry Ford


‘Effort only fully releases its reward after a person refuses to quit.’ Napoleon Hill


‘Hell, there are no rules here – we’re trying to accomplish something.’ Thomas A. Edison


‘You can’t just ask customers what they want and then try to give that to them. By the time you get it built, they’ll want something new.’ Steve Jobs


‘It is not from the benevolence of the butcher, the brewer, or the baker that we expect our dinner, but from their regard to their own interest.’ Adam Smith


‘If you don’t sell, it’s not the product that’s wrong, it’s you.’ Estée Lauder


‘A revolution is an idea which has found its bayonets.’ Napoleon Bonaparte


‘A real decision is measured by the fact that you’ve taken a new action. If there’s no action, you haven’t truly decided.’ Tony Robbins


‘Change will not come if we wait for some other person or some other time. We are the ones we’ve been waiting for. We are the change that we seek.’ Barack Obama


‘If you can dream it, then you can achieve it. You will get all you want in life if you help enough other people get what they want.’ Zig Ziglar


‘Obstacles are those frightful things you see when you take your eyes off your goal.’ Henry Ford


‘Profit in business comes from repeat customers, customers that boast about your project or service, and that bring friends with them.’ W. Edwards Deming


‘Get a good idea and stay with it. Do it, and work at it until it’s done right.’ Walt Disney


‘If you work just for money, you’ll never make it, but if you love what you’re doing and you always put the customer first, success will be yours.’ Ray Kroc


‘There’s no genius behind it. It’s persistence and listening to people.’ Craig Newmark





5: Only got five minutes?



Five key golden messages





1 ‘Don’t get it right, get it going.’ Michael Bloomberg


Your top priority is to get cash in through sales, as soon as possible. Business is a race where you don’t have the time and resources to do everything perfectly, because competitors will take your market whilst you are preparing.


Too many entrepreneurs are failing by focusing on ‘getting it right’. They want to get their business plan right, their offer right, their price, their product, their everything right. They work hard, with their thirst for excellence never being quite satisfied. For many this stage never comes to an end. Everyday the losses grow. When they eventually launch on the market they often get a rude awakening of just how wrong they were. Their competitors will probably be on their fifth version and have a lead in the market. It took Microsoft two decades of customer feedback to get their operating system polished. They used paying customers to fund their market research and product development.


Products and services are not designed by entrepreneurs, they are designed by consumers. Entrepreneurs just have to listen and take action to create the desired design. Focus your research on analysing market response, where money talks and tells the truth. It also means you will be receiving income, which is essential for business survival and prosperity. That early cash in could mean you do not have to raise any capital to launch the enterprise.


Entrepreneurs ‘getting it right’ are also vulnerable to wishful thinking. Most distort reality to fit into what they believe and what they want it to be. They hear what they want to hear.


Customers will complete your market research questionnaire. You can do an online survey of your database and get quick responses. However, in my experience customers don’t often know what they want. They will tell you what they think they want.


There is only one true answer. Money talks. People parting with money is the only true measure of the market. It bypasses all the complexities of understanding consumer behaviour. If someone will buy it, then someone else like them will also buy it. That is why I only invest in start-ups after they have made their first sale. Then they can continually improve. So, don’t get it right, get it going.


2 ‘We can’t solve problems by using the same kind of thinking we used when we created them.’ Albert Einstein


As an entrepreneur you have to learn, if you don’t already, to think differently. You need to see things that others miss. It is not about intelligence, just a new perspective. To an entrepreneur problems are created all the time in the business world. Needs, technology, economic conditions etc. all constantly change. The thinking that produced the products and services around you now, not just the things themselves, is not appropriate for tomorrow.


We are surrounded by obsolescence, things that made sense when they were created. You need to ask a lot of ‘why’ questions. Why do we still need telephone boxes, cheque books, keys, tickets, booklet passports, newspapers, radios and so on? Ask these questions specifically in your marketplace.


You are in danger because you have bought into the way your industry works. I look at the recruitment industry and am amazed how little it has developed with all the change going on around it. The industry has not adapted and many companies are failing. New start-ups with fresh ideas are taking their place. I have started one myself structured entirely around new needs in a new era. There is an abundance of entrepreneur opportunity right now, where you are.


That new perspective is easier for an outsider. This you may see, rightly, as high risk, but it does give you that ignorance to start asking your ‘why’ questions with a blank sheet. You have not bought into the previous ways of doing things and this is a great advantage.


In fact, there is so much change going on, the way we do many things is under threat. We need to move on. We are all experts in yesterday’s market, which is the wrong expertise. That is why so many successful entrepreneurs are young – they are focused on today and tomorrow. While we try to fit the Internet into what we already know and do, they look at it in terms of what they want it to do.


So, I advocate the power of ignorance. Ask ‘Why?’ of everything you see, feel, hear, smell and taste. Then, get excited as you turn it into a new business opportunity.


3 ‘If you don’t sell, it’s not the product that’s wrong, it’s you.’ Estée Lauder


I have met many servicemen about to go to war. I also have met many entrepreneurs about to go into business. It would appear that the fledgling entrepreneur is more scared of selling than the soldier is of fighting. How on earth can the fear of rejection be greater than that of bullets and bombs? Possibly because the soldier obeys orders and is disciplined, tough, dedicated and professionally trained and managed. The entrepreneur is usually none of these things – but he or she needs to be all of them.


We choose what we want to do. We know what we need to do is sell, but often, even though we make the effort our lack of discipline means we give up quickly. Lack of training can mean we are ineffective. Lack of toughness and dedication mean that if we do not enjoy it, we avoid it.


If that sounds like you, I suggest you either join the army, or find some other way to get your act together fast. To be a professional entrepreneur you must first of all recognize that you need to sell personally. If you can do at least this, then everything else will follow. Otherwise you will continue to ‘tread water’ and your business will not reach its great potential.


Selling is great fun. It is even more enjoyable if you are selling something you passionately believe in. Ring people, and first listen and see if you can help them in their goals and lives. Make lots of calls and you will reach your market and potential. Do not hide behind brochures, websites and advertisements. They will help but are not a substitute for selling. At some point you have to go sell, so start right now.


4 ‘Most people give up when they are about to achieve success.’ Ross Perot


What is going to happen tomorrow? Well, we know that the sun will rise, but really what tomorrow will bring is largely unpredictable. It could all change for the better tomorrow. We need to have daily goals that let us know we are on track. We can feel good looking back at each staging post and forward to how near the next achievement lies.


We all at some point are tempted to give up. Often we just need to be fired up, take a break, refresh and get back our focus. We ask ourselves questions like: ‘Have I got it wrong? Is this leading nowhere? Shall I stop?’ Sticking rigidly to something that is failing makes no sense. Sometimes we have to put our energies into a new project.


We need to tweak or even fundamentally change our offering in light of feedback on a daily basis. Change is the only constant, not only in terms of marketing, product, price, promotion and place, but also in terms of all of our operations and the business model itself.


I set up a sales recruitment business, called Success Moves, that has evolved so much that it now bears no relationship to my original concept. The world shaped it, the credit crunch opened up a substantial opportunity and I re-invented the business accordingly. It proved very lucrative, when the recruitment industry as a whole was declining fast.


So if something is not working as well as you would want it to, don’t give up, adapt it until it is working well. Re-invent your business as a constant process. Keep going. Imagine you are a yachtsman at sea navigating from Portsmouth to the Falkland Islands. Whatever your original plan, with data on weather and tidal charts it will change constantly. You have to adapt constantly to the new reality. You cannot give up because that would mean you may perish. Sir Francis Chichester sailed around the world single handedly in his late seventies. Giving up at any point was not an option. Being flexible and changing tactics was.


Instead of asking yourself if you should stop, ask: ‘What change can I make right now that will closer match what my business offers to the market?’


5 ‘If you do build a great experience, customers tell each other about that. Word of mouth is very powerful.’ Jeff Bezos (Amazon founder)


Amazon was the first real Internet brand, it led the way. It still pioneers a great deal of Internet marketing. I find it very interesting that its founder is so sold on the old-fashioned idea of ‘word of mouth’.


There is a real danger that you will waste time trying to learn how to use the Internet and other marketing tools. You have not got the time. Your best marketing will be done through leveraging customers so that they have a great experience. Many people tell me that they have a top listing on Google, but when I ask what their sales results are, the answer is not so impressive.


While there are lots of opportunities on the Internet, there are also some good old-fashioned principles that are as true today as they ever were. Many companies destroy their reputation by giving an abysmal customer experience – they just want our money. We are all tired of voicemail jail, excessive and unreasonable charges, premium rate telephone numbers for customer service. These things happen when companies are focused on short-term profits.


The advent of networking online and the rise of offline groups have leveraged word-of-mouth marketing. It is the best form of marketing. It is how Amazon got to where it is today. I was told about its great service and I have told others about its great service – the grapevine has enhanced the company’s position.


How do you turn up the volume? First give a great experience, but don’t just wait, encourage people to spread the word. Ask them to tell their friends, ask them for testimonials for your website and then thank them when they have done so.


Do it now, business success is easier than you think.





10: Only got ten minutes? 



40 actions for retirement within one year


The following is an action plan that will take you all the way from starting up a business through to selling it – all you need to know to get going on the fast track to success. Just do it!


ACTION 1: ESTABLISH WHAT TYPE OF ENTREPRENEUR YOU ARE


Do you:


 




	aspire to be the next Richard Branson?


	want to work your hobby?


	fancy a franchise?


	desire to be creative and launch a start-up?


	dream of being the leader of an international enterprise?


	want to set up your own consultancy?


	want to buy an existing business and take it to the next level?


	want to make as much money as possible?





What are your goals, motivations and skills? Write a clear statement now, in your own words, of the type of entrepreneur you want to be and are most appropriate for.


See our online Entrepreneur Profile Test.


ACTION 2: ESTABLISH APPROPRIATE OPPORTUNITIES


Ever been frustrated by something you really want just not being available? What does not exist out there that many wish it did and fits your entrepreneur type? Can you see a gap in the market that you could fill? If you ask the above questions to enough people, you will get answers. Then, guess what? When the same thing is repeated you have the makings of a new product or service that already has a market. Don’t do the thinking yourself. You don’t know what your customers really want, but they will tell you.


ACTION 3: SPOT A SPECIFIC OPPORTUNITY YOU CAN EXPLOIT


Know the type of entrepreneur you are AND the type of opportunity you are looking for. All that is left is finding one. That will be easier than you think. Now that you are focused all the other noise will be cut out.


The signs will be there – follow them. Do not try to fit the world to what you want to provide. People pay for what they want, that is the lead. A strong market will mean you can swim with the tide when it comes to marketing.


ACTION 4 : CREATE A SPECIFIC PRODUCT FOR THAT OPPORTUNITY


Tailor something to that identified opportunity and you will have plenty of sales. Ask people for exactly how they want it and by answering you they are providing orders!


ACTION 5: MAKE SURE SOMETHING IS SPECIAL ABOUT YOUR OFFER


If there are ten products in the marketplace that are much the same, on average you will get one tenth of the market. If your product, or the way you deliver it, market it or produce it has something special then you can take the lion’s share. So make sure there is something clearly and uniquely better than competing products. What is the point of providing something that is not better in either quality or economy?


ACTION 6: SET A LONG-TERM GOAL


Set yourself an absolutely compelling business goal. Just thinking about achieving that goal must make you drool.


Anything less than this and you will soon be distracted.


ACTION 7: CHECK YOU HAVE A GREAT PASSION AND BELIEF IN YOUR GOAL


Why is passion so important?


Passion for an entrepreneur means that our business is something that we want to do constantly. We just don’t want to be pulled away from it. We never have to seek motivation to keep going.


Sir Richard Branson, Bill Gates, Anita Roddick, Walt Disney all had burning passions that lasted well beyond achieving riches.


So, make sure you have a passion to the level of obsession, and you will become a money magnet.


ACTION 8: FIND SOME FREE TIME


Warren Buffet has two rules for success. The first is never lose money. The second, just as important rule, is never forget rule number one.


This means that for us, pushing out investment, remortgaging the house and taking huge financial risks is not the way.


We need to use our entrepreneurial skills to keep all of our bills paid whilst we build the business. That means you cannot give up paid time.


Whatever your situation, find a way and obey both above rules.



ACTION 9: SET ALL THE SHORT GOALS THAT LEAD TO THE END GOAL


Success is easy and achievable when broken down into small steps. To do this you need to have absolute clarity on where you want to finish up and work it back to today into quarterly, then monthly, then weekly, then daily targets. Do it now.


ACTION 10: WORK TO YOUR DAILY GOAL


Start each day with what the business needs you to achieve before you go to bed. Keep on it until achieved, as you don’t want to be playing catch up. Make a disciplined decision to do this and your success is inevitable.


ACTION 11: GET THREE PEOPLE TO COMMIT TO BUYING BEFORE YOU START


Start selling before you are ready! Talk to people that have indicated to you that they have a need for your product. Get them to tell you exactly what they want and finish with the following question. ‘If I had the product you describe on offer right now, would you buy from me right now?’ Keep working until you have three commitments.


ACTION 12: LET PROSPECTS TELL YOU HOW TO SELL TO THEM


If you are working hard at selling, you are doing it wrong. People come out with their wallets and spend money for something THEY WANT. Your business, goals and life plans don’t interest them. You don’t interest them. So all you need to do is ask: ‘For you to buy something from me what would I have to do, say or offer?’


ACTION 13: THINK OF A WAY TO GET FAST-PAYING CUSTOMERS


Forget raising equity and taking out loans. Find a way to get fast-paying customers. How about offering a special price for paying right now? Take advance payments, deposits and offer special terms for payment up front. That is how entrepreneurs finance their business (whilst keeping their costs to a minimum).


ACTION 14: THINK INTERNET, THINK WORLD, THINK CASH


Most entrepreneurs that talk to me see their market as within an hour of where they live. There are 300 countries and 7 billion people in the world and you can reach everywhere through the Internet 24/7 from a PC in your home. So think global, think Internet and think about all the cash these people have that might go towards your profit.


ACTION 15: WRITE A MARKETING PLAN


Having a market is not the same as reaching that market. You need to decide your product design, the price at which you sell, where is best to sell, and the most effective way to promote. Don’t spend ages on it, but you need to produce a marketing plan that answers these fundamental questions.


ACTION 16: WRITE A FINANCE AND LEGAL PLAN


Open a PayPal and a bank account. Form a Limited Company and be very thrifty. Make money first, then spend it. That is your plan finished. Use your time to consider potential customers rather than doing unnecessary tasks. Spend all the time you would have spent writing a plan looking for more customers.


ACTION 17: GO BACK TO THE THREE INITIAL PROSPECTS AND TAKE PAYMENT


Take their money from them and deliver exceptional quality of service. Then ask them for a testimonial to use when talking to other prospective customers. Your first three customers are essential as they will be the foundation on which you build.



ACTION 18: DRAW AN INCREASING MONTHLY SALARY


It is essential that you draw a salary from day one. The purpose of the business is to make money for you, so start as you mean to continue. The idea of heroic entrepreneurs living on nothing whilst they work all hours is not a very clever one. By making this decision, it will force you to run the business more efficiently. It lets you realize that your time is money and provides a reality check. When you come to sell, a buyer will deduct a realistic management salary before considering profitability.


ACTION 19: GET A QUICK AND CHEAP WEBSITE


There are services that will offer you a website for free with simple DIY software to put you online within half an hour. You can find other services that put you online with quality template services for a small monthly fee. These give you direct access to update content. Allocate two hours to get a website up that will start you off. You can improve it as time goes by. For now, get it up and running.


ACTION 20: PROSPECT FOR CUSTOMERS


Look everywhere all the time for new prospects. Make it a secondary habit. You are never off duty as an entrepreneur. Make time specifically for selling, because you need the cash, the testimonials, the feedback. You need to get the ball rolling before you can afford specialists and other resources.


ACTION 21: GET A QUICK AND CHEAP NEWSLETTER SERVICE


As you gather contacts you need a cheap and efficient way to leverage your time to keep in touch with them. Newsletter services abound (for example, www.attainresponse.com) to do just that. You must ask people for permission, to confirm they want this service. Send out emails that are of value to the recipient, with news or special promotions, new products, tips etc. Make sure there is something of definite value in there, to ensure that they are read.



ACTION 22: FOCUS ON ONLY ONE THING


You have ten seconds to count how many visual/picture words are in the following paragraph?


 


The well-dressed presenter in a grey suit described a beautiful picture of what it would be like to own a luxury yacht. The audience looked largely disinterested. The sound of a man asking to buy was heard. The presenter walked around the stage and made a smart PowerPoint display. The audience was losing more interest. The pictures looked good but the price was too expensive. The recession was gathering pace and luxury goods just did not look attractive. The audience appeared more and more disinterested.


There were 12.


But did you notice the man trying to buy?


Focus means concentrating on just one thing, cutting everything else out. You need to make sure you focus on the most important thing.


ACTION 23: LOOK FOR LEVERAGE OF THAT ONE THING


Look for what I call ‘sales whilst you sleep’! How can you make sales without your direct involvement, by utilizing resources around you? Keep looking.


ACTION 24: WORK THE MARKET


The closer you get to what people really want, the more sales you will win and the safer your business will be. What people want changes? You have to keep your ‘ear to the ground’ permanently. The advantage of being small is that you can change relatively easily. As soon as you start going to market with what you have, you are on dangerous ground. Let what you have be made for a clear market.



ACTION 25: GET PAID FOR ADVERTISING


By this I mean find a way for people to pay you to carry your advertisements. Sounds ridiculous, but finding ways to do this is at the heart of entrepreneurship. This is how entrepreneurs launch companies and build them up without debt. For example, this book is a showcase for me. Okay, you may not be an author, but there are no end of possibilities to apply the same principle. Find some.


ACTIONS 26: GET FREE ADVERTISING


Why pay for advertising when there are so many free opportunities. The Internet is full of sites offering free listings. I launched a sales recruitment company on free recruitment sites. Your local council and the central government have various free resources also available to you – use them. Yellow Pages will start you off with one line in your local directory. I once won a five-figure contract from such a listing.


ACTION 27: MASTER THE SALES PROCESS


Write down all the features of the product/service that you offer. On the right-hand side list the benefits to a customer of what each feature offers. What ‘needs’ or ‘wants’ do they satisfy? For example, this book has online resources included at the end (a feature), which means that you can get the latest information (a benefit).


You then establish the specific needs for each prospective customer.


Then simply tell them about the benefits (not features) of your product or service that match their needs. You will then have a sale. If you cannot match them, move on.


ACTION 28: LEARN TO LOVE PROSPECTING


First ask yourself some questions that will get your enthusiasm fired up: ‘I wonder how much benefit I could give to the people I call?’


‘How sizeable an order could I get today if I made 100 calls?’


On top of this fester a few ‘opinions’. Feedback is valuable to any business and is usually free. It gives you the information you need to keep in tune with your market. I virtually ask someone every day, ‘What could I do to make it better for you?’


Make images in your mind of the caller as follows:


 




	colourful and smiling


	lower down than you


	about four metres away


	smaller than life.





Add some internal sound effects:


 




	soft pleasant voice


	saying things like, ‘Sounds really interesting!’





You are now in the right frame of mind for prospecting. Good luck and enjoy!


ACTION 29: DEVELOP A FOLLOW-UP SYSTEM


Launching a business is about sales. Building a business is about establishing efficient procedures and processes. You need a follow-up system for all customers and sales leads. This can be straightforward, or you can delegate. For online follow-up, you can use ‘drip-feed’ marketing software systems.


ACTION 30: EMPLOY COST-EFFECTIVE STAFF


Employing staff in most established companies represents a very high cost and employees need paying quickly. This should be offset with a performance-related formula or other incentive, such as share options. You can also employ 24/7 Virtual Assistants via the Internet for a cost-effective solution.



ACTION 31: BUILD A BUSINESS MODEL


A business is a money-making machine. It is a system of interacting parts. How they interact is called your business model. How efficiently and appropriately you build this for your market will determine your success. If it is not your skill, find someone you know and can rely on.


So often I have seen businesses change the way they offer what they do and their profits shoot up. Often just a minor change has a powerful effect.


ACTION 32: NETWORK TO WIN MORE BUSINESS


Communicating through a personal network using warm contacts has more chance of producing success than making new contacts. As your personal contact list will be limited, networking will give you potentially infinite leverage. Join ecademy and LinkedIn online (see ‘Taking it further’ at the back of this book) and also attend offline groups. Spread the word, be visible, be known. Help others and they will be more inclined to help you.


ACTION 33: BUILD, BUILD, BUILD


I often compare building a business to building a house. It happens brick by brick and you need a good foundation to start. The builder envisions his dream home, has a written down plan to work by and sees gradual progression. The good builder keeps working until success comes. Even the Empire State Building was made from individual bricks.


A house with five bricks does not impress or even look like a house, but it is an important start.


ACTION 34: ASK FOR REFERRALS


Whenever you achieve a happy customer, ask them for their friends. Contact them yourself.



ACTION 35: CONSTANTLY IMPROVE YOUR CUSTOMER EXCELLENCE


Ring the first ten people that bought from you and ask them to rate your service from 0 to 10. Alternatively, you can do this with a survey you send them.


How many scores of 10 do you expect?


Anyone who gave you 10 is what we call a ‘Raving Fan’. They will now promote your business, tell their friends and be of greater value to you than any advert in any media.


Delight your customers and money will find you!


ACTION 36: WHEN SOMETHING COMES ALONG, LOOK FOR AND TAKE ADVANTAGE


If a big lorry was driving towards you what would you do? Right, just get out of the way. You would not just stand there talking to your friend saying, ‘Oh do you think that lorry is going to hit us?’


Yet that is exactly what people often do when something negative, like a recession for example, is on the horizon.


I would move to the side, flag it down and ask the driver if he minds taking me and my products to sell in the next town.


Always take positive action.


ACTION 37: REFLECT AND IMPROVE


Constantly look to improve every aspect of your business. Ask challenging questions, never be satisfied. However good or efficient something is, it can always be better in some way. Constantly making enhancements secures your business and keeps you ahead. Now that the business is profitable, it is time to make it as good as it can be.



ACTION 38: APPROACH A BUSINESS BROKER


When you have the business in profit, you will have something that can be sold for a capital gain. This is far easier as a Limited Company, as it just means a share ownership transfer. Go and see a broker and they will give you an idea of the market and tax situation and various other advice.


ACTION 39: SELL THE BUSINESS


If most of your personal assets are the business it makes sense to sell. Invest at least half the proceeds in somewhere relatively safe. Consider the remainder for your next venture. You can sell out for a clear sum, or one where you work in the business for a while keeping a minority shareholding.


ACTION 40: START AGAIN


Depending on your motivations and what entrepreneur type you are, you can now look at your next venture. If money is your main motive, buying an existing business is probably the best option. Increasing profitability in an established business is easier than launching something from scratch. In the former, every £1,000 of increased profit will be multiplied in terms of added realizable value. In the latter, it does not really have much value until you have passed break-even point. If, however, you have got the idea for the next Google or Facebook, go for it!


Good luck. Progress and prosper!
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What if your entrepreneurial dream happened?


In this chapter you will learn:




	what exactly an entrepreneur is


	how employees and entrepreneurs think differently


	how to be successful in your own business


	what can stop you from becoming an entrepreneur


	the importance of being happy and successful





 


‘Every time something happens, positive or negative, I ask myself, where is the opportunity here?’


Richard Lowden, founder of Green Motion Car Rental


 


‘Business opportunities are like buses, there’s always another one coming.’


Richard Branson, founder of Virgin


A few years from now


You made it. You finally escaped the rat race – built yourself a business to become financially free. You now have the choice to continue and grow or sell out and take a capital gain, enough to retire on.


Imagine now going to estate agents to choose your ideal house with all of the facilities and features you always dreamed about. You tell the agent the location you had in mind: perhaps in this country, perhaps abroad, you know the one. You have waited a while for it to be ready and you are going to pick up the keys now and pay for it in cash. As you walk up the front drive, you feel absolutely fabulous on what you see as the first day of how you always wanted to live with everything you have always wanted. The house is just the material reward; the personal satisfaction of having built a successful business gives you a buzz. You remember all those people who warned you of the risks, told you that you had a good, well-paid, secure job.


The house looks marvelous, you cannot wait to go in. You step in; yes, it looks good, feels good, it even smells good, of newness and quality. It is a beautiful day and the sun is shining. You cannot wait to take a swim in the luxury pool. As each moment passes you can feel your excitement growing.


From your favourite music selection you choose something upbeat and positive that suggests success. The feeling of excitement grows as you switch on the music. Your mind fills with images of your new villa with its breathtaking view over the sea from the hot tub. Designed to your specific requirements it is literally perfect. As you continue to enjoy your day more and more, you notice the office workers hurrying back from lunch. Not for you ever again; you are a successful entrepreneur, you are free. Your mind wanders as you take in the expected luxuries and total freedom of the weeks and months ahead.


Feeling like a million pounds, you hope secretly to pass by certain people you know, those who said you would never do it, who never gave you support when asked. You call a few close family members and friends, and invite them around for the house warming. You order chilled champagne and lie back in the pool with a big SMILE on your face. You toy over all the things you are going to indulge in over the next couple of weeks, months, years. An occasional thought wanders back to those you have left on the 7:32 to Waterloo that morning.


The most pleasant feeling though, is that of success, coupled with the rise in self-esteem and pride. It has not been easy, but you have made it. You think back to your moments of doubt and hesitation, thankful that you did not give up or chicken out. You think back over the obstacles you overcame and feel very proud of your success. You also think of those you love the most and what you are now able to do for them.


Americans call the above ‘dreambuilding’. Write down what you would want when you have achieved success, then go out and taste it now. By doing this your mind sets up the future you are working towards. Involve all your senses to achieve a real sensation. Go out and visit your dream house, test drive your dream car, look at brochures for your holiday of a lifetime. The taster gives firm images of what motivates you, making them real: a sort of future memory. Research has found that this simple idea is not only pleasant, it does increase motivation and focus and keeps you on track to achieve the future you desire.





Insight


Your personal dream may be entirely different. It may be at a higher level of personal satisfaction or knowing what you have created is adding value. It must be specific and fill you with passion and drive. It will be the focus that sees you through to success.





 





Progress now


Write down what you would do on becoming financially free in your own business.





You will never have to work again, although you probably will want to, as you love your work. What you have worked for has turned from a dream to reality. For the next week at least you are going to soak up the reality on the beach, in the finest restaurants, with someone special to you. You are going to spend and spend: fashionable designer clothes, made to measure, parties, sports. You ponder a while on what you want to buy, knowing that money is no object now. Those months of focusing your money on investments ensure that your ‘pot of gold’ is constantly refilled and you can now afford to indulge yourself and still grow your wealth.


Back to the present. If the above appeals buy, read, re-read, live and breathe the book that is currently in your hands. Work, study, do the exercises, visit the online resources, make the commitments and decisions. It is the answer, the guide book, you have been looking for. Get this thing called entrepreneurship done. Stop thinking, procrastinating, and go for it. This book is the route map that will guide you through. Everyone reading this book can become a successful entrepreneur. The only thing that can stop you is if you give up along the way.





Insight


Your entrepreneur success is a decision. One that you make alone. You need to make that decision emphatically with a real determination, commitment and a ‘no going back’ attitude.





What is an entrepreneur?


People have different understandings of the term ‘entrepreneur’. The motives of an entrepreneur are numerous: some are purely focused on making money; some are totally focused on developing their innovations, and money is just the mechanism that allows it to happen, or even a side effect of success. Most entrepreneurs are after both. So when is an entrepreneur successful? Does making more money make an entrepreneur more successful? What do you think? Part of being an entrepreneur is doing your own thinking, making your own decisions!


There are two distinct aspects of an entrepreneur.


 




	Someone, who through creativity, innovation, foresight and discovery, can identify commercial opportunities around him or her.


	Someone practical who sees and exploits opportunities for making money successfully.





This includes the self-employed, small business owners, those embarking on setting up their own business, investors, artists, software writers, inventors, authors and songwriters.


In many successful enterprises these two elements are often found in two people. This is not surprising as practicality and creativity can, but certainly not necessarily, be opposites. In both cases, practicality and creativity are skills you can acquire from these pages. I will show you how to set yourself up to recognize opportunities that you are currently missing. Then comes the practical steps you must go through to turn these ideas into profit.


You have an entrepreneurial dream and wish to progress to the next level. You may not have even started in sales terms, but the idea is there or perhaps just the determination or desire. This means you have the spirit of an entrepreneur and that flame of enterprise needs to be nurtured and grown to a glowing furnace of fun and success.


Who wants to be an entrepreneur?


Back in the 1990s, working in my own recruitment business, I was requested by my staff to produce a list of questions to ask new candidates. One of them gave us an interesting and unexpected result.


The question was:


‘If we could get you any job in the world, and put on your CV any necessary qualifications, skills and experience, as if by magic, what job would you want?’


The interesting and unexpected result was:


Out of the first 1,000 people we asked, 912 of them said that their dream job was to run their own business.


Hence the reason and target for this book. Many people want to be entrepreneurs, the economy wants more entrepreneurs to secure the future, and yet most people who want to do it never do. So my question is, and the answers in this book focus on the question: ‘How can you become a successful entrepreneur?’





Insight


Are you more creative or more practically inclined? To be a great entrepreneur you need an element of both. If you are strong on one side you should consider a partner with the opposite attribute.





Explore this book and follow its treasure trail of tips: they have worked before and can help you achieve your dreams. Find answers to questions like:


 




	How do successful entrepreneurs think about money?


	How do successful entrepreneurs make decisions?


	How do successful entrepreneurs motivate themselves?


	How do successful entrepreneurs recover from setbacks?


	What is it that they do, and you can do too, that gives them their success?





Who will benefit from this book?


This book is aimed at those that want to start or have started their own enterprise and wish to create personal wealth from it. It covers entry routes, finance, venture capital, marketing, personnel, training, exit routes, etc. I will cover these aspects from a practical ‘how to’ and a ‘what you should do now’ perspective of techniques which have been proven to work. We will take lessons from both some of the most famous entrepreneurs and many who I know personally.


 




	Is this you?


	Want to escape the rat race?


	Want to be independent and financially free?


	Have a great idea you are sure would work?


	Spotted a gap in the market?


	Want to start your own business, but don’t know what?


	Running a business but don’t know how to get it to the next stage?


	Have an idea but don’t know how to turn it into a business?


	You want to be rich?


	Have an overpowering desire to work for yourself?


	Tired of working to build up somebody else’s business?


	Realize that while you are paid just for your time you will never make any real money?


	Want to do something on your own but are scared of the risks?





This book will provide you with all that you need to teach yourself.


Read and grow rich


This book can be your transition from dream to reality. This book is the spur that moves you forward with confidence.





Progress now


The book is full of ‘hows’ in addition to the ‘whats’. So often with our goals, like a diet for example, we know what to do (e.g. eat less, exercise more), but how to achieve them can be more elusive.


If you do all the exercises in this book you will not only be on the road to your personal entrepreneurial success, you will be thinking success as you sleep. Yes, even while you sleep your unconscious mind will be reviewing and improving your habits and behaviour, to be more in line with your goals. By doing the exercises all your senses will be involved, and you will be conditioning yourself for success in the same way an athlete works out in a gym to programme his or her body to peak performance.


Right from the start I want you to read this book with a clear purpose. So now think what your dream is. I know you have one because you are reading this book! If you are browsing these words in the bookshop, make a decision now and take it to the cash till. What exactly does the word entrepreneur mean to you? How successful do you want to be? Think of your dream now. The following list of goals will help you formulate your dream:


 




	financial freedom (not having to work for a living)


	independence/being your own boss


	creative outlet


	fame


	chance to make serious wealth.





Ask yourself, what would happen if buying this book helped to realize your dreams of being an entrepreneur. If it released all of your skills, ideas and ambitions focused towards your goals.





Reading this book repeatedly will bring about the desired results. This is done through a variety of advanced linguistic techniques. The main messages of the book are directed at your unconscious, where the habits that determine your destiny lie. Knowledge about what to do, even how to do it, is not enough to achieve success. Your behaviour has to be changed to react automatically, taking you towards your goal. You cannot achieve your goal if you have to take conscious control all the time, you will just talk positive but behave in your old way.


Suggestions are therefore made at various levels, directly, indirectly, through metaphor and a large variety of linguistic instruments. They have been constructed with considerable care and checked meticulously by a panel of experts. However, you need not concern yourself with that. They are all in an easy-to-read plain English style, that has been designed for simplicity, practicality and fun. Above all, follow the advice; it works and will work for you.


There are practical exercises that you can try throughout the book. These, as you will have noticed already, are shown in ‘Progress now’ boxes making reference back to them easy. At the end of each chapter I give three tips and two tasks for you to carry out. These are followed by ten key things to remember, as a reference. Make your own notes and keep them with this book.


While you are pursuing your personal entrepreneurial goals you can also revisit this book, reading a chapter or a paragraph or the guides at the front, to recharge your energy, positive thought and attitude. It is like going into a service station for more petrol: there’s nothing wrong with the car, but we all need a boost of energy now and again.


You know you will have to make some changes or give up old habits and attitudes. Not making changes is usually the most comfortable option in the short run. We like to remain with the familiar; it gives us the feeling of security. This safe feeling can be our greatest enemy or our greatest ally. The vast majority of people go through their careers on a conveyor belt until they receive their pension. They work for money, not being particularly greedy, just wanting to be financially safe and secure. They have what I call a 45-year plan to be financially and professionally free. This book is not targeted at those people. They will probably be watching television, thinking of the equity in their house or working out how long it is until they collect their pension.


If, on the other hand, you hold the view like me, that life is a precious gift and you want to make a real difference, excel, create, achieve, grow, learn, develop, produce, win and accumulate wealth, then read on. This book will save you making a lot of mistakes. Learning from mine and other people’s is a far better and faster way than learning by experience.


If you truly want to succeed passionately at something in your career, all you have to do is make the decision to achieve it. None of this trying your best stuff; commit to doing it and cut off all other directions. Burn your bridges and make success the only option, otherwise you will always wonder what you could have become, could have achieved. The rest is detail and technique, of which you will find all that you need in this series. Every day is unique, so don’t waste it, you can never get it back. Make sure that you are planting seeds that grow to make your future days happier.


Read this book, do the exercises and together we’ll transform the quality of your enterprises immediately and forever. This book is a collection of small interactive modules for growth. Each chapter stands alone, and yet still there is a real synergy in reading the whole. To gain real benefit, you should read the book three times. Each time it will appear to be a quite different book. Thoughts will be triggered and inspirations gained on each new read. Many language techniques are used, designed to aid and accelerate your learning. Single words can change lives, so be assured that I have used them with care. Things you have learnt will be turned from knowledge of something good to good habits, things that you do without having to pay conscious attention to them.


Remember, you can email any comments, questions and challenges to me on alex@clubentrepreneur.eu. There is also a selection of useful websites at the back of this book. You can and must visit the online resources, especially the Entrepreneur Type Profile Questionnaire.
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