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“Whether you think you can, or you think you can’t – you’re right.”
Henry Ford


Jennifer Morehead: To my grandmother Dorothy for inspiring my love of writing. And to my parents Roger and Jan for inspiring my love of entrepreneurship.


Heather Sallee: To my husband for his unwavering support when it comes to my business and who is always ready to listen as I bounce ideas off of him. And to my kids who are a huge reason why I work from home, thanks for putting up with my odd hours.








Introduction

Congratulations on wanting to start or acquire a business that you can run from home. There are massive benefits, including flexibility over your time and an ability to stay in the game on your own terms. By reading this book you are quickly on your way to staying nimble in your field while being close to home, which we would argue is the best way to achieve that elusive balance between work and life outside of it.


There are many reasons that we find ourselves meeting together on these pages. You could be any gender, come from any industry background, and be of any age. You could have worked in the corporate world for 25 years or be fresh out of college. Whatever your reasons, we are happy you are here. Running a business from home isn’t for everyone, but with the right alignment of your motivations, skills, and tools in place, it can work for you.


You aren’t alone in this quest. Approximately 69 percent of businesses now start in the home. After more than three and a half years, nearly 59 percent are still operating from home.1 And don’t let the hoodie-wearing, college drop-out, twenty something fool you about entrepreneurship, as it truly can start at any age. The average age that people start a business is actually 42 years old, and 60 percent of business owners are between the ages of 40 and 60 years old.2 Millennial business owners operate 12 percent of all businesses and the rest are owned by people 60 years and older.3


By way of introduction, Jennifer Morehead has a background in sales and marketing and founded Salesboxer, which offers social media and marketing support to local businesses throughout the country. Heather Sallee’s background is in content creation. She worked as a content creator and an independent contractor for Salesboxer and purchased the business 10 years after its inception. The two of us as coworkers and then one founding CEO to an acquiring CEO have unique perspectives on working together and running a business from home. In addition to her expertise as a founding and selling entrepreneur, Jennifer Morehead is the CEO of Flex HR, a human resources outsourcing company. The strategies developed at Flex HR and within this book help entrepreneurs run their business from an office or from home while effectively managing their largest asset: their people.


We will bring you all of the lessons we have learned, researched, and observed. We will also bring you lessons from CEOs working from home in various industries and in different capacities. There are so many different ways to be a CEO from home.



A Note on COVID

Full disclosure, this book was written during the beginning of the COVID pandemic, where the lines between many types of work were greatly blurred. Beyond the heroic health care and essential workers who continued their work in person, many were forced to work from home. From top-level corporate CEOs to nationally recognized broadcast journalists, to customer service representatives, people quickly transformed their homes into working spaces.


People started to reconsider their own productivity at home as they removed the commute and time at the water cooler at the office. They discovered that in using the connection tools afforded by technology, they could successfully make advances in their field, run a successful team, and grow a business. While video conferencing and ubiquitous email and phone-based office spaces started the push to work and better-managed time from home, the COVID crisis pushed many more in that direction. So if you are a current CEO coming to this book for advice on running your business from home after COVID has brought your team to their individual homes and kept them there indefinitely, we welcome you as well.





What Our Book Has To Offer

As mentioned before, technology has allowed for many blurred lines in our economy, in terms of where you work. Now in a post-COVID world these lines become even more blurred when considering running a business from home. We welcome any and all readers to our pages, however this book will specifically explore starting, acquiring, and running a company from home. You can also pick up some great points about starting a side hustle if that’s your goal.


We are passionate about the benefits of owning your own business. There is a huge difference between earning a paycheck as an employee and owning equity in the work that you are pursuing. After all, you have the ability to pass down the business to a family member or friend, or sell the business with a payout that takes you beyond your bi-weekly checks.


We hear from a lot of people who want to own the work they do, both for financial stability and the ability to design work around their time. We will identify the different ways you can own what you do, through three different CEO types, and we would argue most don’t require 80 hours a week. We will provide the tips, sources, and shortcuts to ensure that you can run your own business very much within the time that you have available. While our advice is fairly evergreen you might find that in time some of the websites we refer to will have come and gone. This happens, so don’t get distracted but follow the very basis of our advice to get going.


We will offer insights for all kinds of CEOs from home, from those who want to start the next technology unicorn to those running a commercial real estate empire, to those dominating the gig economy. There have never been more options. We are going to roll up our sleeves and get started on a journey that will help each of you achieve success and fulfillment through your work at home.





Introduction Key Takeaways

After reading this chapter, what should you understand?



	Start to identify your motivations for being a CEO from home.

	There is a stronger urgency for running a business from home in a post-COVID world.

	A CEO from home can define their work around the time they have available.

	The line can be blurred between a side hustle and a true company and is up to you to define.




Endnotes

1 Anita Campbell. “69 Percent of U.S. Entrepreneurs Start Their Businesses at Home.” Accessed October 7, 2020. https://smallbiztrends.com/2013/07/home-based-businesses-startup.html

2 Dragomir Simovic. “39 Entrepreneur Statistics You Need to Know in 2020.” Accessed October 7, 2020. https://www.smallbizgenius.net/by-the-numbers/entrepreneur-statistics/#gref

3 “2020 Small Business Trends.” Accessed October 7, 2020. https://www.guidantfinancial.com/small-business-trends/












Chapter 1

Find Your CEO Type

Welcome to the start of your journey to becoming a CEO from home. There is so much opportunity in being your own boss and it has never been easier in terms of the technology that allows each of us to do purposeful and interesting work on our own terms, from a home office. You might be coming to these pages wanting to set up a business, to buy a business, or to establish or continue the work of your company with a virtual office set-up. In following our suggestions, you will ensure ownership over your work from home and, in turn, your life. We will give you the right ways to think about which CEO type you are and what business works for you, and then we will take you through the actual steps to get started to effectively run a virtual business.

While becoming your own boss from home is both an art and a science, we will guide you through the more black and white elements, so that you can add the creative side that will make your company and journey unique. We will go through the three different CEO types, the industries that work best for each type, and provide ideas on funding, finding good people, marketing, sales, and growth. We will talk about strategies for developing a good culture in a virtual setting. You can use our book with its sequential chapters, or refer to it as a workbook, referring to sections as you need them. More than anything, we will get you to actually start on your journey, which is the hardest and most important part.

Think of the last proverbial cocktail party you attended, whether it was in person or over Zoom, and ask yourself how you felt coming away from your time with others in terms of what you do professionally. It’s a cliched challenge for a reason, because it creates that impetus for change. If you are looking for that change, and maybe you’ve been looking for some time, congratulations on taking a huge step that will involve starting a new business, side hustle, or running an existing business from home.

Maybe you are just out of college and have dreamed of becoming an entrepreneur. Perhaps you’ve spent too many nights in hotels traveling for a job you don’t like anymore. Or you want to contribute at a higher level in your industry and have ownership in what you do. Maybe you are the CEO of a current business that was sent home for months on end from the COVID pandemic and you want to work virtually from now on. Look no further, as this is a straightforward journey to becoming an effective CEO from home.


What Do You Want From This Experience

Let’s begin identifying your CEO type with a bit of a therapy session. You can pretend you are sprawled on the sofa and speaking with your therapist for the moment. There are four elements that will go into what CEO type you choose and they are somewhat related: time capacity, interests, motivations, and long-term goals.

Before you move forward with a CEO type, you should start by examining your capacity for the work. While your financial capacity is important too, we will address that later. Let’s start with your time capacity. The answer to these questions will help determine what kind of business you want to start and what your goals should be.


	Are you looking to work fewer hours so that you can spend more time with family or friends?

	Do you want to work more hours on a dream business that you want to bring to life?

	How many hours a week do you want to work?

	Do you have a big idea that you’ve been dying to try out in the marketplace, but never had the time?

	Do you want a side hustle that allows you stay engaged while having an incredibly flexible lifestyle?



For example, if you want to work fewer hours than the 50-hour a week desk job with the hour-long commute, you might not want to start a business thinking that you will scale quickly and become a major player in the marketplace. That will lead to working even longer hours than the job you are leaving. Instead, you would want to think differently and perhaps find a niche and make more manageable goals. In this case, bigger might not be better for you.

On the other hand, maybe the job you are in hasn’t challenged you enough. Maybe the reason you’re looking to start your own business from home is that you want to build something of your own, in which you can be proud. If that’s the case, you might not mind longer hours and you may want to think big. Your goals will be loftier, and you’ll need to acquire more resources, capital, and make more hires up front.

Next, you need to examine your interests. You’re starting a business, not a hobby, so it needs to be something you can commit to. What are you knowledgeable about or interested in? If you wouldn’t use or buy the product or service your company is there to solve, your ambition will only get you so far. Eventually, it will feel like you’re back in the grind.

Draw a picture of the ideal life you dream of with your new business.


	What types of business are you interested in running?

	What are your qualifications and experience?

	Would you want to run a business with a product or service?

	Do you want your business to focus on selling to consumers or other businesses?



Take some time to identify what you want. In order for the leap to owning your own business to be worth it, you need to make sure you are aligning your goals according to what you authentically want. You may need to sacrifice some of these wants a little along the way, but ultimately you should be setting yourself up for something sustainable and rewarding.

Third, and this is very much related to your time capacity and interests, let’s look at your motivations for being a CEO from home. Be honest and authentic with yourself about your intentions for wanting this work lifestyle. We have outlined a few motivations that could be behind your desire to run a business from home. Do any of these resonate?





	Motivations For Being a CEO From Home





	Autonomy
	Money



	Flexibility
	Lifestyle



	Time At Home
	Status



	Ability to Follow Passions
	Work/Life Balance



	Skill Mastery
	Lifelong Dream of Entrepreneurship







The motivations above are by no means an exhaustive list, but they get you started in thinking about why it is that you want to take the leap. Identify which motivations might be leading you down this path. You will use these motivations throughout the book to understand what makes you tick and what can lead to the most successful outcome in your journey as a CEO from home.

In terms of what other entrepreneurs say about motivations, 26 percent say their biggest motivation for starting their own business was the idea of being their own boss.1 Gallup has found that 54 percent of office workers would leave their job if they could have one with more flexibility,2 which is a real motivation when starting a business or thinking of taking an existing business to a fully virtual or near-virtual status. Entrepreneur magazine and website offers these top five motivations for people starting their own business: money, flexibility, control, working with people that you choose, and legacy.3

But you also have to think authentically about if you are well suited for running a business from home. Jim Anderson, of LeadDog Consulting, says the first part of starting a home-based business is recognizing what kind of personality you have. If you need someone else to give you that structure, of if you are a procrastinator, a home office is probably not the best thing for you.4

Finally, in addition to your time capacity, interests and motivations, we want you to think about what your work should offer in terms of tangible long-term outcomes. What, beyond the day-to-day grind, do you want from your work? What are your goals, personally and professionally, for the next five years? For the next ten years?

When you can put more meaning behind your work, it becomes easier to excel. Check out some potential long-term goals:


	An expertise to write, teach, or join a board

	A foray into philanthropic work

	An ability to pass along the business to friends or family

	An ability to have an exit and large cash pay-out



You can really dream here. These meaningful and exciting long-term goals won’t happen without you forming some idea of what it is you want to have happen and then breaking it down into smaller goals. We encourage you to look thoroughly into your time capacity, interests, motivations, and long-term goals. It becomes very powerful when you authentically align these elements.





The Three CEO Types


Too much of life is complicated, so we are going to help you get started on your journey with something really simple. You can choose between three different CEO types. There are many shades of gray within these three types, but in the interest of maintaining simplicity, we will present you with our thought process, which will help us categorize different concepts throughout the book. Within each of these three CEO types there is a time commitment spectrum that we refer to as side hustle, absentee owner and active owner.

Someone running a side hustle might work as few as 5-10 hours per week. It’s entirely possible to run a business as a side hustle if you are smart about your time and outsource a lot. The absentee owner might work 20-35 hours per week and is disciplined with their time and good at delegating and working with independent-minded employees and consultants. Make no mistake, the side hustle CEO and absentee owner CEO are both still very much involved in the business, however they are able to divide and delegate to efficiently manage their time. As a society, we are most familiar with an active owner CEO. He or she may operate a business with more weekly hourly needs or the active owner might want to put stronger growth objectives on the business. An active owner CEO is working anywhere from 35 hours per week or more.

Between a time commitment that we have categorized above as side hustle, active and absentee, there are three CEO types:


	
Residual income CEO. The CEO is running multiple residual income streams that add up together to form an annual income. They are buying or creating an asset from which they can passively earn an income.

	
Gig owner CEO. The CEO has a specialty and hires others to work for them within that specialty. In most cases, they are a running a business that offers one to a few services.

	
Traditional owner CEO. The CEO is managing products or services that they have created or acquired. In most cases, they are running a business with a complex set of services or products.



Let’s refer back to the challenge from the beginning of our book when we asked about how you felt in the last cocktail party you attended, talking about what you do. Where do you want to be now on the chart?





	
	
Side Hustle
Working 5-10 hours per week
	
Absentee
Working 20-35 hours per week
	
Active
Working 35 hours+ per week





	
Residual Income CEO
Managing an asset with passive income.
	
	
	



	
Gig Owner CEO
Running a business with one to a few services.
	
	
	



	
Traditional Owner CEO
Running a business with a complex set of services or products.
	
	
	







As with most things in life, there is oftentimes a trade-off between money and time. We realize this isn’t the end-all in working from home as the boss but it provides a simplistic framework.

Let’s give some examples. An online influencer might be considered a residual income CEO. She might be doing it full time as an absentee owner, but she has created her own asset and is now making passive income from it. The influencer might start up a business that offers jewelry or clothes, and in this way moves to an active traditional owner CEO. Another example of an absentee owner residual income CEO is someone who has invested in an apartment complex with 30 units. He has hired a project manager but is also very much involved and looking at the next opportunity.

Perhaps it’s someone who has started an SEO business. You could classify this as a gig owner CEO. She is able to hire five independent contractors and work as an absentee owner creating a brand, strategy, and customer portfolio for her business. Maybe it’s a lawyer who is able to offer a legal service such as real estate law or estate law and he’s able to do it as an absentee or active gig owner CEO.

You might have someone who has worked in human resources for his entire career. He wants more flexibility as he is at retirement age, but he wants to still put his knowledge and skills to use. So he sets up a consulting side hustle business where he can work 5-10 hours per week. He would be considered a side hustle gig owner CEO, as he has made an asset of his specified knowledge and expertise.

Then there is someone who might be running a textile business with multiple product offerings. Or an entrepreneur who is running her own public relations business. Another person might be running a medical billing company with ten employees who all work virtually. All three could be active, traditional owner CEOs or because they have a certain team, could reduce hours over time to be an absentee owner.

Let’s break down some of the jargon we hear about entrepreneurship in the news, such as lifestyle business, small company, or startup. A side hustle or absentee owner could qualify as running what is sometimes called a lifestyle business. This means the side hustle or absentee owner is either able to manage the business with reduced hours per week or they are able to outsource the day-to-day functions of the business and work in a strategic role. An active or absentee owner can run what is referred to as a small business, and it maintains a steady growth trajectory. Finally, a startup is what might be covered in the Wall Street Journal, where an entrepreneur or team created a business and it scaled, or grew, quickly. Sometimes when the startup is extraordinarily successful it’s referred to as a unicorn.

We talked about motivations and long-term goals before and now they start coming into play. You want to think about your life when the business is humming along. A startup is sexy, exciting, usually gets more press, and in its ideal state will grow quickly. It does usually require the extra steps of selling your concept to investors and meeting their expectations on at least a quarterly and annual basis. A small business will ideally allow for expected time and money goals to be met and could help achieve those long-term goals that you identified. A lifestyle business will usually grow more slowly but if you create or buy it correctly, it should be lower in risk and time commitments.

Next, in the interest of time because we know everyone is busy, we are going to give you the key points of this book. These will get you ready for the detail to follow.


	Determine your time capacity, interests, motivations and long-term goals for being a CEO from home.

	Decide which of the three types of CEOs you are: the residual income CEO, the gig owner CEO, or the traditional owner CEO.

	Determine your weekly hourly commitment to work and if you want to be a side hustle owner, absentee owner or active owner.

	Pick the right industry for your CEO type. We advise buying a company that already exists.

	Beware of money traps like expensive web development and legal fees.

	
Find a niche with a following.

	Identify a pain point that you want to solve and roadblocks to getting started.

	Market research is key to understanding how to sell your product or service.

	For product testing, discover ways to get people to interact, such as offering the product for free in the beginning.

	Pick your name and use keywords that make it easier for people to find you.

	Make sure your logo showcases who you are and what you do.

	Your marketing activities will most likely start with paid lead sources, public relations, social media, email marketing, and guerrilla marketing tactics.

	Sell yourself by being relatable, authentic, and a person of integrity. You represent your brand.

	Learn to listen to your customers. Ask for their input and feedback in the selling process and take it to heart.

	Think long-term about building a trusting relationship with your customers when you’re selling.

	You can set up your business on your own without the additional legal fees that so many people think about when they hear a business startup.

	Be as lean as possible during your first two years to ensure your company’s success.

	Be mindful of the complexity and necessity of a good human resources strategy for your business and don’t be afraid to outsource this to experts.

	Identify the type of talent you need based on authenticity to your company and its vision.

	Develop a careful interview and assessment process to make sure a candidate is the right fit.

	Develop a target demographic to attract the most customers.

	
Consider paid advertising only after you have some customers coming in and can afford it.

	Use a daily huddle among your management team to communicate effectively and touch base each day.

	Develop a reliable analytics tool (or two before your official launch to monitor how your business is doing.

	There are outward-focused and inward-focused efficiencies that give your business huge advantages.

	Develop partnerships and strategies with the influencers of your audience.

	Simplify and delegate to make sure that inward-focused operations are running efficiently.

	Think about the three outcomes of your business, which will be to scale, maintain or pivot and be prepared for each outcome.

	Identify the long-term goals of your work and your business so it carries more significance for you.






Executing On Your Idea

The idea for your business is important, but even more critical is how you execute each day. We want you to spend much more time focused on execution, life fit, and talent fit than on coming up with wild ideas for a good business. Remember not to get too caught up in the idea, name, colors of the logo, and other items that are small details in the bigger picture. Execution is everything.

In your business, you will need some combination of operators and strategists. An operator might be more linear in their thinking. They enjoy carefully planning the budgets and making sure everything is consistent and on track. A strategist oftentimes has the big ideas. Their head is in the clouds thinking of the next big thing for the business. There are also hybrid people who are somewhere on the spectrum between operator and strategist.

A successful business has operator and strategist strengths in their management team. More casually, if you are a side hustle or absentee owner, you might want these strengths in a spouse, significant other, or friend. In the beginning, if you know that you fall on one side of the spectrum more than the other, you should think about bringing on a partner, an influential board member, or hiring your first person with complementary strengths. Remembering the dichotomy between operator and strategist is important when considering how you run your business.




Overcoming Obstacles

You will want to be aware of the roadblocks that might stop you before getting started on your journey. The most common roadblock is a lack of funding.5 Money can be a real limitation. Take a good look at your financial situation. Chances are, unless you’ve been saving for your business for a while, you will need some kind of outside funding or you will need to pull from funds you’ve allocated for other areas of your life. If the financial aspect of getting started is the issue you’re facing, read on. We will show you how to get the funding you need for your business.

Maybe the roadblock you’re facing is time. You can’t afford to quit your job and you’re not willing to work overtime to make your business happen. If that’s the case, you’ll need to find an approach that balances flexibility and stability, such as working fewer hours or part time in your main job to give you the time you need.

Another roadblock is not knowing the correct steps to take.6 It can seem intimidating when you don’t know what to do. Keep reading and we will outline all of your necessary next steps to get your business launched.

If the personal roadblock you face is a lack of confidence, then we suggest you get some support. Running a business is difficult and it can be hard to be your own cheerleader at times. Get your spouse or significant other, family, and friends behind you so that when the going gets tough you can keep going. Become more comfortable in sharing details about the business you are planning to run, as anyone can be a potential partner or referral.

Whatever the roadblocks you might face, identify them and figure out a way to overcome them. You can get there, just like countless others before you.




Just Start Already

We encourage you to just get started. Let’s turn to Warren Buffett, the great investor and owner of Berkshire Hathaway, for some advice on what separates the doers from the dreamers. He suggests that incredibly successfully people say no to almost everything. Buffett maintains that you should also invest in your communication skills and make sure both written and verbal skills are top notch. Buffett recommends surrounding yourself with friends who challenge and inspire you. And finally, he says that you should aim to go to bed smarter each day. Reading is crucial to knowing more than your competition.7

Beyond anything we have discussed in this first chapter, the most important thing to remember is just to start. Don’t let perfection be the enemy of done. Here are some very basic tactical tips to getting started:


	Identify your big goal and break it down to smaller steps

	Set up a calendar with a realistic timeline and work backward

	Set up time within your current schedule and make tangible changes in behavior that align with those steps and the larger goal

	Make your goals public, to hold yourself accountable

	
Be honest with yourself



You don’t have to get everything perfect the first time around and trust us, you won’t. Getting each step done is better than making sure everything is done to utter perfection. Your business won’t be able to move forward if your perfectionist tendencies hold it back. Be willing to get a little messy when you start. Become accustomed to breaking through those roadblocks as you figure it out and learn along the way.




Chapter 1 Key Takeaways

After reading this chapter, what should you understand?


	Determine your time capacity, interests, motivations and long-term goals for being a CEO from home.

	Decide which of the three types of CEOs you are: the residual income CEO, the gig owner CEO, or the traditional owner CEO.

	Determine your weekly hourly commitment to work and if you want to be a side hustle owner, absentee owner or active owner.

	Don’t let perfection be the enemy of done.
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Chapter 2

Pick An Industry

You have had a moment to think about your motivations, long-term goals, and preference for CEO type. Now we will expand on the three CEO types to offer ideas of business industries for each one. It is by no accident that we are outlining the business industries and CEO types at the beginning, as making these choices correctly is essential for getting started in the right way and picking the correct business. If you misfire here you will struggle in becoming the successful CEO from home that you want to be. Take some time to really think and envision what is authentically good for you.

Business industry is a catch-all phrase that helps categorize companies related by their primary business activities.1 On Facebook if you are setting up a business page, you need to assign it to a category. If you are putting your business on Google Ads it’s called an industry. It can be called a lot of things, but your company’s industry allows you to understand growth trends, competition, potential lead sources, and more. Here it will allow you to further narrow down your choices to quickly decide on a business to start or to acquire.

You can start brainstorming by finding a website that features industry categories and scrolling through them. This chapter will allow for you to do some stream of consciousness thinking and other brainstorming to get you closer to your ultimate goal. Don’t put the pressure on yourself yet for identifying the exact business that you will run. Instead, give yourself space and time to explore what type of work is right for you.

Again, let’s identify our three CEO types:


	
Residual income CEO. The residual income CEO runs an asset with a passive income stream. You might even start combining multiple passive income streams that add up together to form a healthy annual income.

	
Gig owner CEO. The gig owner CEO has a specialty in one or a few services and hires others to work for them within that specialty.

	
Traditional owner CEO. The traditional owner CEO is managing a more complex set of products and/or services that they have created or acquired.




Choose a Business Industry: Residual Income CEO

Residual, or passive, income is money you make that is not directly tied to your time. Think of the industries that allow you to set up an asset to collect a passive income. They could involve commercial property, transactional website offerings, information products, investing, and more. Large businesses can also grow from the idea of creating multiple assets that collect a passive income, but we can start here with the right industry for a residual income CEO.

Let’s explore the commercial property industry first. You will most likely be purchasing a property if you go this route and it is important here, as it with other business ventures, that you effectively negotiate the purchase price at the onset. We have broken commercial properties into four major subcategories: residential rentals, industrial, office, and retail.

The various types of commercial real estate (sometimes known as CRE) are broken down into three classes: Class A, Class B, and Class C. Every property you evaluate will have its own unique risk and reward, but the class system allows investors to understand their potential return on investment.2 Generally speaking, the higher the class the higher the value. The property classes are based on the following credentials:


	
Property construction year

	Location and access

	Tenant income levels

	Potential or current rental income

	Growth potential

	Amenities

	Appreciation



We have a few tips to decide between the four main commercial property subcategories of residential rentals, industrial, office and retail. Currently, we feel that residential rentals are the safest subcategory of commercial properties. You can invest in apartments, multi-family, and single-family homes within residential rentals. The common thought for rental units is that you can use a property manager if you have 20 or more units. If you are able to efficiently use your time by hiring a property manager and overseeing the work, it becomes a much more time-efficient equation.

Industrial properties will usually be priced at the lowest cost per square foot among these four subcategories of commercial real estate. The companies that come to rent your space might be there for a long time, however it’s very easy for them to find a better deal and move their location, since they aren’t consumer facing.

Retail and office buildings will be priced a bit higher than industrial properties per square foot. Pay particular attention to trends and capitalization rate when comparing different properties. The COVID crisis changed where people could work, which has impacted commercial real estate and rentals. City dwellers moved to zoom towns where they could work and enjoy time outdoors.3 Use trends and your knowledge of the area to inform your decisions.

You can use the property’s cap rate to generalize comparison. The cap rate is the rate of return on a real estate property based on the income that is expected. The cap rate is net operating income divided by the property’s asset value. So an example would be if you purchased a property for $1,000,000 and it has a net income of $100,000, the cap rate is 10 percent.4

Other types of residual income in the commercial property space include farms, RV parks, and parking lots. For any of these commercial properties, you would do an online search for websites that sell these properties and start making calls. We recommend that you do what you know, but if you can’t do that, start calling people who are experts and ask questions. We recommend purchasing an existing commercial property where you can see a profit and loss statement so you have historical data. You will negotiate a purchase contract and will want to make sure there isn’t a lot of deferred maintenance so that you can make money on the investment.

Following the commercial real estate space, you can also look at purchasing or starting a transactional website. There are online marketplaces for these types of websites, such as Flippa. For example, you can purchase an existing website that makes $1,000 or $2,000 per month and add this to your other assets. You will want to do extensive research to make sure you purchase a legitimate website in this space and that it has some established credibility. Look at the historical data and talk with the current owner of the website to ensure you can continue to make the money that is advertised. If you want to start a transactional website, look at the online marketplaces for ideas on what to start and how much money you can expect to make.

Next, you can look at creating an information source as a residual income opportunity. You could be working as a personal trainer and put together a series of workouts that require a subscription fee. You could put together a series of books that allow you to collect passive income. Or you could put together an online class in an area of your specialty. You could select something in your expertise from many different industries to create an information source that allows you to collect residual income.

Investing is another residual income CEO opportunity. You can become knowledgeable in equity and bond investing and work with the assets that you have to more closely run them and make a salary. You could also invest for a small group of friends and family, for a smaller fee than a bank or financial manager would charge.

These opportunities for a residual income CEO are not an exhaustive list, but they are a start. The essence of a residual income CEO is to passively make money on a given asset. Once you choose or develop the asset, own it, and can generate money from it, you can get started.




Choose a Business Industry: Gig owner CEO

With a gig owner CEO business type, you are picking an area where you, or a team that you hire, have expertise. We will use the example of the website and marketplace Upwork. Upwork helps employers find all types of independent contractors such as writers who are experts in social media or people who run search engine optimization for companies. Ideas for industries that cater to being a gig owner CEO include administrative support, accounting, customer service, writing, architectural design, and legal work.

To become a gig owner CEO you can start by signing up on a website like Upwork in the specialty that applies to you. In time, you could create a brand and a company that other employers could turn to for hiring just your type of specialty. This works for an infinite group of specialties such as carpentry, handymen, content creation, advertising help, estate planning, and more. You can find additional ideas for industries by going to the generalist websites and scrolling through the types of specialties they provide.

When you are ready to start your gig owner business, you will want to establish yourself as the expert in your field and create the brand. Next, you hire people directly as independent contractors to your business and find a way to att ract customers who need your specialists. This type of business has a relatively low barrier to entry, with low risks and costs associated with sett ing it up. You can also, as always, acquire an existing business.

The essence of a gig owner CEO is to develop a team that can thrive in a given specialty and develop an expertise. Your pitch to the specialists is that you will do their sales and marketing for them and they don’t have to rely on a website to get their next gig. Your pitch to the customers is that you only specialize in a certain area and so you will get the job done better.
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