


[image: cover]








Praise for Scale Passion


“When I think of Rob Craven, the words ‘scale’ and ‘passion’ resonate like a Jimi Hendrix guitar solo. Businesses run well by passionate teams are the only true hope for this world. In Scale Passion, Rob explains how to live your purpose, love your life, and save the world.”


—Patrick Sullivan Jr., CEO & Cofounder, Jigsaw Health


“You can make money with any business, but the reason behind the business will determine the impact it has for you, your employees, your customers, and the world we all share. Your purpose determines your daily experience at work. Scale Passion teaches entrepreneurs to infuse purpose in everything we do to drive the outcomes we want. You’re much more likely to get where you want to go if you have a clear map with the destination identified. This is a must-read for business owners who give a shit.”


—Andrew Brandeis, ND, Cofounder & CEO, OK Capsule


“Rob worked with our leadership team at CLG for several years doing exactly what he shares with you in this book. Rob was masterful and the principles he both taught and modeled transformed us and our organization. He knows his stuff, walks his talk, and has maps to show all of us the way.”


—Jim Dethmer, Coauthor, 15 Commitments of Conscious Leadership, and Cofounder, Conscious Leadership Group


“Rob Craven is a longtime friend who exudes a passion for empowering business leaders that is rarely seen. He has an uncanny ability to jump into your business and offer vision and insights as if it’s his own. Scale Passion is a user-friendly guide to take your company from a business to a true platform that can benefit and bless everyone involved from employees to vendors to customers. If you want to scale your passion and run your business on purpose, you found the right resource.”


—Jordan Rubin, Founder, Garden of Life, Beyond Organic, Ancient Nutrition, and New York Times Bestselling Author, The Maker’s Diet


“Robert Craven’s Scale Passion has been a transformative force for Total Fire Protection. He doesn’t just offer advice; he equips leaders with the tools to foster a culture of passion and excellence within their organizations. If you’re serious about taking your business to the next level, Scale Passion is a must-read, and Craven’s coaching is an experience that will resonate long after you’ve turned the final page.”


—Joseph Capone, Chief Executive Officer & Cofounder, Total Fire Protection


“Being able to tap into one’s personal passion creates an unrivaled source of energy, spirit, and business charisma that propels leaders forward. In Scale Passion, Robert has identified not just the sauce, but a “secret jet fuel” in a way that’s both accessible and inspirational! I’ve seen these concepts in-place in my own businesses over dozens of years, and I can attest that these concepts greatly increase odds of success—and make the journey a lot more fun!”


—Rod Harl, Chairman, Alene Candles


“I’ve been a passionate social entrepreneur for over two decades. Scale Passion is the first business book I’ve read that helped me pave the path forward to realizing my purpose with impact-driven business ventures. The practical steps are spot on and there is incredible wisdom in these pages. I wish I found this book earlier on my journey to help avoid common pitfalls that cost time, money, heartache, and failure. Highly recommended!”


Jamie Bianchini, Cofounder & CEO, Purpose In Expenses


“Scale Passion by Rob Craven is a game-changer in the world of leadership. The way Rob dives into the concept of harnessing energy is both inspiring and practical. His insights have shown me how to channel my energy into a focused, purpose-driven strategy, leading to personal growth, becoming a stronger leader, and cultivating a thriving business culture.”


Jeff Byers, CEO & Cofounder of Momentous


“I have benefited firsthand from Rob Craven’s powerful model for clarifying and scaling passion. Having Rob and his strategic wisdom on your team or on your bookshelf is like having a superpower for growing your business and understanding why you do what you do.”


—Doug Abrams, CEO, Idea Architects Book and Media Agency, and New York Times Bestselling Coauthor, The Book of Joy and The Book of Hope


“The information in this book is not theory but born out of decades of experience by a lifelong learner who is passionate about seeing others reach their full potential and live with meaning. Rob’s real-world examples are both inspiring and practical. I highly recommend Scale Passion for anyone looking to scale their business while staying true to their values.”


—Aaron E. Bartz, Chief Strategy Officer and former President, Ortho Molecular Products


“I love Rob Craven’s book. What a gift this is to everyone working on their personal success story. I have been in the nutritional products field as a business founder and innovator for more than 40 years. This book does a better job in the creation of a road map to success—not only in business but life—than any I have ever read over these four decades. It is infused in passion, and delivers a powerful recipe for success. It is a book that I will continue to read for years to come as inspiration.”


—Jeffrey Bland, PhD, former President, Metagenics; Founder, Institute for Functional Medicine; and Founder, Big Bold Health


“As entrepreneurs, most of us ultimately want to build a company that not only delivers exceptional products or services but also makes a real difference in the world. Scale Passion provides the blueprint for doing just that. Rob’s Scale Passion Method, pulled from his own incredible achievements in business, is a practical guide for integrating your particular passion with a practical business strategy. Packed with real-world examples, Scale Passions hows you how to build a company where purpose drives profit and every decision contributes to a larger goal. Ultimately, how to build a company that actually matters.”


—Tom Blue, Healthcare Entrepreneur
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This book is designed to provide accurate and authoritative information about entrepreneurship. Neither the author nor the publisher is engaged in rendering legal, accounting, or other professional services by publishing this book. If any such assistance is required, the services of qualified professionals should be sought. The author and publisher will not be responsible for any liability, loss, or risk incurred as a result of the use and application of any information contained in this book.
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A note on lexicon: Whether you are a founder, entrepreneur, business owner, CEO, or executive, you will benefit from this book. However, for clarity and concision, I will refer to all of you as the change-the-world business owner, or business owner, because I want you to adopt the change-the-world owner mindset. The owner mindset is passionate, purposeful, adaptive, resilient, and always all in. The greatest compliment I can give you professionally is saying, “You think like an owner.” So whether you’re a solopreneur, team lead, nonprofit director, or the CEO of a $6 billion company, welcome.









Introduction


Make a Difference. Be Bold. Do It Right.


Sometimes it takes a little inspiration to light a fire. So who inspires you? Who’s your hero? My hero is easy to name: my dad, Lew Craven. And he inspired me at a young age. My parents married in their late teens, and in 1973 at the age of 25, my dad went to work at an up-and-coming company called Eastern Airlines, where he worked his way from the cleaning crew to ramp rat (loading baggage into the plane’s belly) and other positions.


He moved around a lot, but my mom and I stayed put, flying to visit him from time to time, which was always exciting. When I was growing up, my dad always took the lead carving pumpkins at Halloween. One year, we didn’t have a pumpkin, so he carved one from his post in Washington, DC, and, enlisting his ramp rat buddies, shipped it all the way to Charlotte, North Carolina, where we picked it up. That was cool, but it wasn’t the stuff of real heroism.


But this is: When I was six years old, my dad’s cancer reached a stage where he was given only a few years to live. So he decided, right then and there, that he had 27 years of wisdom to pour into his only child in a short time. He taught me practical skills like shaving (albeit without a blade!), and he taught me how to conduct myself, which included three maxims to live by. The first maxim was to always make a difference in whatever you do. Make an impact. The second was to be bold as hell, although I think I added the “as hell” part over the years. And the third maxim was to always do it right. Don’t go through the motions or do the bare minimum.


When he passed his lifetime’s accumulated wisdom on to me, I was too young to fully register its meaning, much less live my life in accordance with it. But as I grew older and went out into the world, the maxims served me every step of the way and shaped who I have become. After graduating from the University of Florida with a business degree, I began to forge a career at some top companies, such as Procter & Gamble and Boston Scientific. These organizations were renowned for their training programs, and I learned a lot about sales, marketing, and business strategy working in them.


But I also learned what I didn’t care for in certain kinds of businesses. They were too buttoned-down, to risk averse, and above all, too shareholder focused for a young buck who still had his father’s encouragements to make a difference ringing in his ears. I went to work as the vice president of sales and marketing at e-Builder, one of the first online B2B companies, early in the dot-com explosion. I learned some important lessons there, not least of all about failed ownership equity promises. So, I made a momentous decision, one that felt especially bold given I was a newlywed, and went into business with a partner as a consultant, a role in which I advised companies as big as Kmart and Clorox and brought category management to retailers that had little to no category data. My partner and I helped them capture data in new ways. We sold this firm, and I went to work for the Hackett Group, which is where I learned business best practices in a deep way by interviewing the top leaders at places like IBM and Textron.


At the same time, not being a golfer while living in the golf mecca of Palm Beach Gardens, Florida, I spent my spare time helping entrepreneurs get their businesses off the ground. One of those entrepreneurs was Jordan Rubin, the founder of the whole-food supplement maker Garden of Life. There, as an early friend and eventually as CEO, I partnered with Jordan to lead the company by setting bold and difference-making goals and objectives. We’ll talk more about my work with Jordan in a later chapter, but my experience at Garden of Life led to my working at another consumer-packaged goods (CPG) company called MegaFood, a true innovator with a deep history, based in New Hampshire. More importantly, MegaFood had a deep commitment to farming, nutrition, and manufacturing supplements out of whole foods grown from the earth. If Garden of Life put me firmly on the road to living out my dad’s advice to be bold, make a difference, and do it right, MegaFood was where I learned just how far such a road might lead.


While at MegaFood, I experienced two things that proved transformative in my development as an impact-focused leader. The first was being chosen from many applicants to attend a course at Harvard Business School on creating shared value, taught by the well-respected business school professor Michael Porter. The course included participants from over 30 countries, and some of the companies represented in the room were BP, the Bill & Melinda Gates Foundation, Amgen, Mitsubishi, Toyota, and Nike. The chairman of Nestlé even flew in from Switzerland to participate in one of our case studies.


The experience was transformative for me, and I remain convinced that the future of business lies in applying the shared value principles in practice. So, what is creating shared value? Let me share a passage from the original 2011 Harvard Business Review article “Creating Shared Value,” in which Michael E. Porter and Mark R. Kramer advance the idea:


Companies must take the lead and bring business and society back together. The solution lies in the principle of shared value, which involves creating economic value in a way that also creates value for society by addressing its needs and challenges . . . Shared value is not social responsibility, philanthropy, or even sustainability, but a new way to achieve economic success.


The authors go on to offer hypothetical examples of how shared value would work in the real world, including one in the fair-trade movement. Fair trade, say the authors, “aims to increase the proportion of revenue that goes to poor farmers by paying them higher prices for the same crops.” The authors contrast this practice with a shared value perspective focus “on strengthening the local cluster of supporting suppliers and other institutions in order to increase farmers’ efficiency, yields, product quality, and sustainability. This leads to a bigger pie of revenue and profits that benefits both farmers and the companies that buy from them.”


At the individual company level, I understand this to mean that how you operate, who you buy from and sell to, who you hire and promote, and how responsive you are to your community’s needs can create shared value. Creating shared value in your community doesn’t cut into your profits because you need a strong community around to be a strong company. In fact, if you are protecting a premium position, this approach will help because everybody is making more money.


At MegaFood, we had already begun applying the principles of shared value in our practices by paying a living wage, earning recognition as a Best Place to Work multiple times, and becoming an indispensable partner to family farms across the country. On a personal level, I won conscious leadership awards and became a featured speaker in my industry known for being a leader in growth, transparency, and building award-winning cultures, all while making a difference in the world and building a fast-growing company that went on to sell to a larger company for the highest multiple of EBITDA in our segment at the time.


In partnership with Ben & Jerry’s and Patagonia, we raised more than the 30 thousand signatures needed to get a law passed to get the carcinogen glyphosate banned as a desiccant on oats. Closer to home, we planted community gardens with local immigrant populations in the city of Manchester, New Hampshire, where MegaFood is based. And while we grew the company fivefold during my tenure, we also successfully applied for B Corp status, thus affirming our commitment to profitable growth and social impact.


Were our initiatives perfectly executed in every instance? Of course not. But you can’t make a difference and do things right if you aren’t bold. And you can’t be bold if you don’t court a setback or failure or two along the way that you can learn from. But our successes far outweighed our setbacks, and by the time I left MegaFood to create my own companies, the business was a highly visible and impactful presence in the Granite State and the entire natural products industry.


The second transformative experience was reading Peter Diamandis’s 2012 bestseller, Abundance: The Future Is Better Than You Think. In it, Diamandis argues that exponential technological growth in computing, energy, medicine, and many other areas will soon enable an unprecedented abundance that today seems impossible. Billions of people around the world will enjoy greater access to food, clean water, health care, education, and many other things that will improve their lives. The book offers plenty of examples of recent breakthroughs, so it wasn’t an exercise in futurism but rather a report from the cutting edge of innovation.


I attended Diamandis’s Abundance360 Summit and heard directly from the inventors, thinkers, entrepreneurs, and technology visionaries who were calling for “moonshot” solutions to the world’s problems. Within this model, aiming for the moon replaces traditional incremental measures of progress—say, 10% annually—with exponential measures of progress more like 10 times!


At first glance, this kind of transformative change can seem audacious and even hubristic, but the word that most aptly describes it is probably urgent. A moonshot is something you launch with your whole soul. At MegaFood, our mission of ending nutritional poverty was a bona fide moonshot. We just hadn’t known it—at least not as such.


I can honestly say that when I left MegaFood at the end of 2018 after 11 amazing years, I got a glimpse of what it means to build a company that is making an impact in the world. This is where I learned to tap into my energy and purpose and support others in doing the same to become not only empowered but also responsible to our mission and our purpose. Since that time, I have seen this energy emanate from individuals both in small and profound ways: a teammate who discovered her passion and zone of genius and moved on to prominent positions in other companies, the farmers and retailers we partnered with, and the communities we touched through our effort to limit glyphosate.


This experience of our moonshot stayed with me and profoundly influenced the missions of my next companies, Findaway Adventures, which I founded along with my partners, Brian and Chris, and now ScalePassion. It also informs the narrative structure of the book you are now reading.


Leadership Begins with Your Purpose


One of the key tenets of this book is that before you can build and scale a change-the-world company, you must become a great leader of others, and before you do that, you must first harness your personal purpose and learn to lead yourself. I felt sure I was meant to lead others as far back as my days at P&G, but the kind of leader I wanted to be took longer for me to discover—about as long as it took me to really tap into my personal purpose.


Early in my tenure with MegaFood, I began working with the Conscious Leadership Group and became committed to the 15 Commitments of Conscious Leadership. Through the group’s emphasis on deep self-knowledge and a commitment to integrity, I realized that I am at my best when I am teaching, coaching, aligning, and inspiring. That’s my superpower, and my current passion is to help impact-minded business owners scale their personal impact while using their companies to create even broader impact.


This was the mission of the third company I cofounded, Findaway Adventures, an investment incubator, and my current business, ScalePassion, a consulting firm dedicated to helping business owners who want to scale their impact.


What does it mean to scale impact? Well, think about the idea of scaling a business. In general, it refers to our ability to grow and expand a company while maintaining efficiency and profitability. A company that scales its sales capacity might be able to increase revenues without significantly increasing its costs or workforce. My passion in life is to help business owners bake social impact into their companies from the very beginning so that as their businesses grow and flourish, so does their impact. And if enough business owners in organizations large, medium, and small can learn how to scale their impact, we can effect a tipping point in the current practice of capitalism.


Evolving Capitalism


I am neither an advocate of socialism—not by a long shot—nor an advocate for greater government control of business or investment in more nongovernmental organizations. But I am suggesting, emphatically, that capitalism has reached a point where it needs to evolve, and the best place to do so is at its source: the business owners who collectively wield enormous power and unlimited potential to put the resources of good business to better use for all the people who share our planet.


Capitalism has had a long and world-shaping career since its earliest days in 16th-century mercantilism and the rise of colonialism. From these beginnings to the industrial age of the 18th and 19th centuries to the rise of finance capitalism in the 20th century, the growing influence of banks, stock markets, monopolies, and trusts created enormous wealth that, while not shared equally among people and places, nonetheless improved the lives of billions of people worldwide.


Regardless of which one of these phases or stages of capitalism prevailed, all proceeded from the belief that the sole purpose of business creation was creating private wealth. In 1970, the economist Milton Friedman codified this belief in an essay for the New York Times called “A Friedman Doctrine: The Social Responsibility of Business Is to Increase Its Profits.” In the article, he argued that a company and its executives have no social responsibility to the public or society, only to their shareholders: “In a free-enterprise, private-property system, a corporate executive is an employee of the owners of the business. He has direct responsibility to his employers. That responsibility is to conduct the business in accordance with their desires . . . the key point is that, in his capacity as a corporate executive, the manager is the agent of the individuals who own the corporation . . . and his primary responsibility is to them.”


Every dollar of profit redirected toward social causes, wrote Friedman, was a dollar taken from a shareholder, and every price increase intended to pay for the cost associated with social action was a dollar taken from customers.


By the later decades of the 20th century to the present day, however, capitalism in its various permutations—influenced by globalism, technology, and the expanding power of financial institutions—has raised questions about the next phase of capitalism and whether Friedman’s single-stakeholder model needs to be challenged. Not with socialism and central control, but with a wider embrace of new stakeholders whose well-being is critical to business success in the long term. Today, many business owners are concerned about the lack of progress our country has made on important issues, such as human health and wellness, environmental changes, and economic justice. With politics mired in partisanship, the business community is looking inward to explore ways to create change. Many business owners are already making headway; their stories of using business to improve lives as well as make a profit are truly inspirational.


The problems are not unknown and have been the subject of many books, scholarly articles, podcasts, and business biographies that have explored the troubling aspect of this age of so-called late capitalism: business’s focus on shareholder returns supersedes every other consideration, including the prosperity of businesses’ own employees, the economic health of the communities in which businesses operate, and the health of the natural environment that sustains all of us.


It doesn’t have to be this way. In fact, it cannot long continue to be this way. So, our challenge is to begin to set the table for capitalism to evolve into something more sustainable for all people in all places.


From Output to Impact


Not long ago, I listened to a presentation by UBS Chief Economist Paul Donovan in which he spoke of an economic shift taking place in the past few years, marked by the shift from a focus on satisfying needs and desires through the output of goods and services to one that increasingly focuses on social and environmental impact as well as basic needs. In many ways, the impact economy has emerged as a corrective to the excesses and short-term thinking of the output economy.


There is a growing body of work addressing this shift toward purpose or corporate social responsibility. The phrase purpose driven has popped up everywhere in books and corporate branding materials to connote a business’s commitment to something deeper than its bottom line, no matter how shallow that commitment may be. Often, when people think of impact, they think of health food stores and billionaires buying up vast tracts of land or pouring resources into pet projects or philanthropies.


The problem is that while those examples of impact can produce real, great, practical, and inspirational value, they represent only a fraction of businesses trying to make a difference in the world. These are the many small to medium companies that quietly and earnestly use or seek to use business to make an impact with their products and services. They are usually operating below the radar.


How do I know this? I work with them every day. They number in the hundreds of thousands. You haven’t heard of most of them. They produce hardware, software, home construction components, vitamin subscription services, applesauce, bodywash. You name it! You’ll meet some of them in this book. (Their stories are real, but the names and details have been changed unless we received specific permission to share them.)


I’ve witnessed the most common mistakes they make and helped them develop the necessary strategic and leadership platforms to surmount their setbacks and create successful, growing, impact-focused companies. As a founder, investor, consultant, and CEO many times over, I’ve learned to connect the dots between product and purpose, so to speak, and have created a methodology—the Scale Passion Method—that can be applied regardless of your size, industry, or experience to grow your impact as you grow your company.


A Focus on the How


This book outlines why you should and how you can use your business for good, especially in the early stages, when so much can derail you from realizing your purpose. Through real-life examples of well-known and little-known businesses, the chapters ahead point out the most common mistakes business owners make and offer proven methods for becoming a successful change-the-world business owner and building an impact-minded organization.


That’s right. This is a how-to book that offers practical, tactical advice, illustrations, examples, and links to tools you can use to ensure that your purpose continues to grow as your business grows. And if enough of us can adopt the Scale Passion Method to sufficient degrees, we can effect a tipping point that will produce real, systemic, and lasting improvement in our capitalistic society.


So, where do you start?


Don’t Read This Book. Use It.


If you’re a founder or CEO, you’ve already learned that it’s lonely at the top. You’re a peer of no one at your company, forced to swallow your fear and frustration and doubt and soldier on to keep your team soldiering on because as the business owner goes, so goes the business!


The good news is you don’t have to soldier on alone. I encourage you to view this book as a field manual shared with you by a companion who has walked in your shoes and looked across the conference table at the same (choose one: uncomprehending, bored, resistant, resentful) faces of (employees, investors, customers, suppliers) staring back at you. One who knows your pain but also knows how you should and shouldn’t react to that pain to achieve long-term success.


I wrote this book for three groups of business leaders: founders or entrepreneurs, CEOs, and leaders of teams. That may seem like a large group to gather under a single tent, but its members share a common leadership trajectory that I model on the flight of a rocket ship. (Although I’ve never been an astronaut, I have launched companies into orbit, so I believe the analogy works!) To see what I mean and where you may be at this point in your leadership trajectory, here are the three stages of flight that form the structure of this book:




	
Stage 1: Elevate your personal leadership and strategy from the core by leveraging your very personal purpose, passion, and power. Discover the four superpowers of leadership and your zone of genius and energy source, learning how to channel them toward building a strategic platform that is clear, purpose driven, and universally inspiring.


	
Stage 2: Scale your purpose and passion by building a team and leading others in executing your strategy. Your passion as a business owner is infectious because your team looks to you for direction and inspiration. This stage shows how you can develop a community of responsible business owners and operational standards that will enable your team to execute your strategy and purpose with increasing independence.


	
Stage 3: Inspire an ever-widening circle of customers, investors, community members, and other stakeholders. A business owner’s energy is difficult to maintain throughout the lifespan of a company. This stage shows you how to (re)capture and articulate your passion and purpose for others to run with, whether you continue to lead the company or have moved on to a new project. This stage is all about developing an impact culture in your business that can survive (and thrive) independently from you.





Where do you stand in terms of developing your purpose-driven, high-impact leadership? Do any of these stages sound familiar to you right now? The fastest way to gauge where you are is to take our online assessment at www.areyoureadytoscale.com.


We have written the chapters so that they may either be read sequentially as a full six-quarter trip to Jupiter or serve as stand-alone reference points for any of the dozens of steps, challenges, and milestones you’ll encounter during the scaling process.
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If you’re already a master or maven of the Scale Passion mindset, use the book as a training tool for members of your team. I did this at the companies I led, cascading these principles out to my senior leaders, then to the broader leadership team, and finally, to the entire company.


As you read the stories and apply the lessons in this book, remember that industry research is sending us an unequivocal message about becoming bolder with our impact. For example:




	
Social impact is a differentiator with consumers: If all things are equal, or even if your product might be priced a little higher, industry data suggests that consumers are more likely to pick a company that’s doing good in the world over one that isn’t. Nielson research (See “2015 Nielson Global Sustainability Report”) found that “66 percent of global respondents say they’re willing to pay more for products and services that come from companies that are committed to positive social and environmental impact.”


	
Social impact is an employee engagement powerhouse: In the “2018 Deloitte Global Human Capital Trends” report, Deloitte found that employees who experienced a sense of purpose and meaning in their work and felt it aligned with a broader mission or purpose were more likely to be passionate about their jobs, go the extra mile, and stay at the company. Leading with purpose also attracted more talented employees.


	
Social impact is a prized asset for investors: The Global Sustainable Investment Alliance (GSIA) publishes a biennial report titled “Global Sustainable Investment Review” that has consistently shown a rising trend in sustainable investing, indicating that companies focusing on social impact are more valuable to investors or big strategic firms.





So, what do you think? Are you ready to make a difference, be bold, and do it right? Are you ready for liftoff?


Author’s Note


You might be wondering why we named the book Scale Passion when it’s really all about purpose. Here is the answer: passion is a strong and barely controllable emotion. I define purpose as a clear and compelling reason for being that drives you to make a meaningful impact in the world, aligning your values, passions, and actions toward a significant goal. To me, a business owner needs to plug into their purpose with the same energy they would feel passion.




Lew’s Tips & Resources


Remember, my dad Lew’s first maxim was to always make a difference in whatever you do. Don’t go through the motions or do the minimum. Make an impact. The second was to be bold as hell. And the third maxim was to do it right. With this in mind, I will be recommending some resources at the end of each chapter that are designed to inspire you in a way that would make Lew proud.


At this point in our time together, it is important that you are inspired to move forward. Gathering evidence around how other inspired business owners have paved the way will increase your confidence to be bold and intent on making a difference! More on doing it right follows in the coming chapters.


Maxim 1: Make a Difference


Don’t just go through the motions or settle for the minimum. Strive to have an impact in whatever you do.


Maxim 2: Be Bold


Take risks and push the boundaries. Don’t be afraid to step outside of your comfort zone to achieve your goals.


Maxim 3: Do It Right


Focus on quality and integrity in everything you do. Take the time to ensure that your actions align with your values and make a positive contribution to the world.


I stand on the shoulders of many authors, mentors, and thought leaders who made me the man and leader that I am. At the end of each chapter, I will recommend resources that inspired me and might allow you to take your learning to a new level. You can always find a simple list of these resources at www.scalepassion.com/resources.


Further Reading




	“Creating Shared Value” by Michael Porter and Mark Kramer


	
Conscious Capitalism by John Mackey and Raj Sisodia


	
Abundance by Peter Diamandis and Steven Kotler


	
10x Is Easier Than 2x by Dan Sullivan and Dr. Benjamin Hardy





Scale Passion Resources




	“Are You Ready to Scale?” assessment: a simple, online survey that will help you map your gaps to scaling purpose


	“A Scorecard for the Change-the-World Leader”: map your personal leadership journey of scaling purpose
















Stage 1


HARNESS YOUR PURPOSE AND LEAD YOURSELF
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Chapter 1


Impact Is Your Decision to Make. What’s Holding You Back?


Long before Forbes designated Ethan Holmes as one of its 30 Under 30 business leaders and innovators and long before Bloomberg, PBS, Fox, and Black Enterprise started covering his company, Ethan was a kid who loved eating his grandfather’s applesauce.


Ethan knew from an early age that he wanted to be an entrepreneur. In 2005, at the age of 15, he launched his first venture from the family kitchen: Holmes Made Foods. He made candy bars and told people he was going to be “the next Willy Wonka of Cleveland.” When he realized he couldn’t make candy bars that would drive the local Oompa Loompas wild, he pivoted by tapping into a cherished childhood memory—his grandfather’s culinary skills—and his entrepreneurial spirit.


“He lived with us and made a lot of great food from scratch,” Ethan said of his grandfather Elmer Buford, whose many culinary specialties included homemade applesauce. In 2008, Holmes asked Mr. Buford to teach him the recipe.


Ethan found inspiration in a deeply personal memory that fueled his entrepreneurial interests. I first met Ethan when he was in a pitch slam, and I was one of the investor-judges. Ethan’s pitch was rather conventional. He followed all the norms an entrepreneur is supposed to follow, which included market potential, his product’s uniqueness, and the rest. But he didn’t talk at all about himself. Like so many entrepreneurs, Ethan was too humble about the passion that drove him and the larger purpose he wanted to fulfill. So, he embraced sameness rather than uniqueness.


At one point, I asked him to tell us about himself, and that’s when he told us the story of his grandfather and how he wanted to use his business to help other entrepreneurs in underserved communities.


I told Ethan we’d invest in him, but only if he put his story and purpose on his packaging and all his messaging. We made the investment, and I worked with Ethan when he was rebranding his company in 2020 and learning the ropes of taking his business from Greater Cleveland to a national audience. Yes, Ethan poured himself into learning about fund-raising, and he raised several hundred thousand dollars to finance his expansion. And, yes, he learned how to increase his profit by reducing his expenses in his supply chains and packaging. But all the while he sharpened his professional tool kit, he kept his purpose in the front of his mind.


And what was that purpose? Introducing the Holmes Entrepreneur Initiative.


The initiative connects Ethan’s company with nonprofit partners to teach young aspiring business owners like Ethan entrepreneurial principles. Ethan constantly visits schools and community centers to inspire the next generation of entrepreneurs in underserved communities to raise their gaze to what is possible. “I was a young entrepreneur, and it was so hard for me to get started,” Ethan said. “I’m very active in working with entrepreneurs in general because I know how hard it is. And I feel like I’ve had a lot of opportunities that I can now just give to people. You can’t be scared to tell your story, take risks, and be unapologetically you.”
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