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Dedicated to the world’s dreamers. You’re more important than you
know and more necessary than you have imagined.
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A

s a business advisor, coach and strategic marketing analyst,
one of the main things clients reveal regularly is that it’s not
just the presence of one main thing that leads to success in
business; it’s many small things that must occur in several categories.
The most successful businesses tend to be ones that excel in several
the most categories and / or are ones that choose to learn to
implement the necessary structures over time, as they slow grow
their business.
At any given time in a business’s lifespan, the business’ needs change
and / or market forces require adjustment inside of a set of everchanging forces that are predictable and unpredictable, such as
search engine algorithm changes, vendor requirements / needs, the
economy, recessions, politics / law changes, supply chain,
competition, and consumer / buyer behavior.
A business owner’s best chance for a consistent future of predictable
growth is to ensure that they have a strong foundation in each of the
7 pillars of their business. Continually assessing themselves, in order
to discover deficiencies, define areas of opportunity, and “to bolster
holes in the proverbial bucket,” as Naomi Cooper 1, former VP of
Marketing for 1-800-Dentist says is necessary. And what is interesting
is most businesses know what they are doing, but they are not as
clear about what they aren’t doing that would move the needle,
create the fastest results and create a new trajectory.
Success in business relies upon a multitude of critical success factors
and the presence of core functions, in seven main areas of your
business. These areas, like pillars which hold up structures, hold up
Naomi Cooper is widely considered to be a lead generation expert
and marketing thought leader, in the dental industry,. I had the
extreme privilege, luck and joy to be able to work with her for five
years ,as a strategic marketing analyst assessing over 152 aspects of a
business’s marketing, sales, financials, and internal team skills.
1
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your businesses success structure and are set on a firm foundation of
planning if not planning and experience. All of these business pillars
can be easily set into place. Everyone starts at negative or zero. So
begin where you knowing you’re in the right place at all times, even if
that place is the “wrong” place. Knowing that it is all just good
information, so being in the right place that is “wrong” will naturally
lead you to take actions and move into a new place.
Consider the following to be guidance for what’s ahead on the road
to success keeping in mind that, while this list may feel like a lot,
you’ll start with planning and simply build naturally over time the
structural components that will cause you to accomplish you version
of success in each of the 7 pillars of your business.
The 7 Pillars are:
People / Human Resources
Marketing /Sales
Operations
Profitability
Accounting
Leadership
The 7 pillars are supported by planning, process, and perspective,
which act as flying buttresses, which are structural elements added to
the outside of buildings to lend extra support to the structure. A great
example is buttressing is Notre Dame cathedral in France. Their
foundation is planning and experience either together or separately.
Planning / Goal setting:
Creating a business plan is a critical success factor for any business.
Businesses with a business plans are “6 times more successful” than
ones without a business pan, according to NxLevel, a company that
provides business planning training. While it will feel counterintuitive, it’s important to begin with the end in mind and work
backwards into your goals. Additionally working through the various
elements necessary to complete a business plan will cause a future
business owner to consider the start-up costs, licensing requirements,
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fixed costs, variable costs, staffing needs, risks, target market, and
more. The time spent here is invaluable.
Though planning and goal setting could easily be their own book, at a
high level, the benefits of business planning offer the opportunity to
make the “mistakes” on paper, in advance of making them in real life,
which is much cheaper and less painful. Also, it allows for changing
the business model / pivoting, before spending a dime.
Beyond helping the business owner become clearer, it will help
prepare the business for lending / loans or leases, or investment from
investors / venture capital. The business plan examines the viability,
feasibility, and desirability of your product / service. As well can be
crafted to be inclusive of your personal values like work-life balance,
family, and relationships.
Having a plan helps guide future decision making by creating bumpers
against which new ideas, distractions will naturally fall away and will
ensure you stay on track. Assessing your progress against the
business plan will also help you change your goals, where necessary.
It also acts as a paper monument for your business.
Goal Setting:
Goals define your actions and your actions define your results.
Create SMART Goals. SMART goals are an acronym for Specific,
Measurable, Achievable / Actionable, Realistic and Time-bound.
Creating goals will help you achieve the goals. However a remarkable
number of people do not make goals and a vast majority do not write
them down. Business planning is goal setting to an nth degree.
Here’s are success tips for creating SMART goals: 2
My book Brain Hacking goes into how the brain processes and
searching in more detail and how to use questions to help you
achieve your goals faster and easier.
2
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Specific – include USD, net vs. gross, the feelings of the experience.
For example, 10,000 USD net a month from 10 new clients, that arrive
as in a joyful, steady way. You’ll think differently about a specific goal
than you will about a general goal, like achieve financial freedom, the
brain simply goes through and thinks of ALL possibilities for financial
freedom, which could be anything from the currently unrealistic to
homelessness.
Measurable: How will you know you have it? Will you see those
numbers on a bank statement in the future? On 10 checks that arrive
from 10 clients each month?
Realistic: “We all have the ability to be and do anything we want, not
everything we want,” to quote cognitive behaviorist Leon Cooper.
Though you can be a millionaire, when you are starting out, it might
make more sense to think big picture and long term goal and set your
yearly goal at a 10% increase and then increase from there. You can
always change the goal.
Actionable: What actions will you take? It’s important to know that
you retain in the unconscious mind everything you have ever learned
and heard, so you have access to more answers than you know.
Time-bound: The goals must be accompanied by a date in time.
Someday is never. One day is also never. Those kinds of no-end date
timelines exist like a carrot on a stick. No matter how much walking
you do, it will always remain just as far away.
Set a firm time by which to achieve your goal. You’ll be happier that
you did. By adding a time-stamp to your goals, it creates a stake in the
ground, so to speak, that will exist somewhere in the future that
naturally connects you to the event’s future occurrence. Imagine
yourself connected to that event by a string that is connected to that
stake in the ground. You will find you way to that stake / moment in
time by following that string no matter the circumstances or how
clear or concise you are or far away from it now.
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If making goals is a means to achieving goals, then what happens
when you do not meet the goal? What then? In an achievement
culture that places an emphasis on success, it can be difficult when
the goal is not achieved, so “if you cannot achieve the goal, change
the goal.” This wisdom is so old that it is attributed to Confucius.
Changing your goals or timelines can create a positive feedback loop
vs. Judging yourself against unchanging and maybe even arbitrary
goals that could leave you feeling that you aren’t good enough. For
new businesses, it is critical that you put in place the ability to view
your progress through a positive lens. Re-defining goals and timelines
will allow you enjoy the progress. Indeed, you really want to measure
and judge yourself against the yardstick of progress. By using this
construct, you can redefine failures as progress and see setback for
their opportunities.
Shift the goals and re-assess what it will take to achieve the new goals.
And finally, make them a part of your process knowing that the
underlying reason they need to exist is because as Naomi Cooper says,
“None of this matters if you don’t know what your goals are.”
Being Clear on Your Values
Being mindful of values when you are planning your business and
establishing goals. Your business plan is in many ways a life plan,
which means that business is personal, so be willing to let your plan
reflect that. It is your plan. You have permission to do plan your
business your way, even if that goes against the norm. Perhaps you
want a shorter schedule and the ability to work from someplace
exotic? Perhaps you want to give back to a charity? Retire early
because you value your vitality and time? Spend more time with
family by not having to work a 9-5 schedule? Have more time for
family? What is important to you can be reflected in your planning.
Being clear about your values and goals will ensure you will know
when to say yes and when to say no, or for you people pleasers out
there how to “Yes…for later!” Knowing what to say yes to and what to
say no to are just as important as the other and are a critical success
factor in your planning, goals, sales and marketing, ad personal life.
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You can always re-address and assess new values and change your
plan to reflect them. The plan is never written in stone and your
values will change, at different times of your life anyway, so start
where you are now and build values into where you want to be/ end
up. To share my past mentor Aaron Ross’s work values, he wanted to
create a business that allowed him the freedom “to do what I want,
where I want, and with whomever I want.” Those reflect his value
system which created two structures declaring what he wanted and
separating out what should never exist: doing something he didn’t
want to do, to never work with people he didn’t want to work with,
and never to work from a place he didn’t want to be. And so he did.
Leadership
Great leadership skills encompasses many different aspects including
people management, in order to maximize on employee skills, long
and short term strategy, communicating and creating the vision for
the organization, inspiration, hiring well, and letting your team shine.
Successful leadership has little to do with being “the boss”, being
bossy, or telling people what to do, like a general. Great leadership
might better be seen as guiding people in the right direction through
clear communication and expectations. By investing time in creating
clear, consistent communication and expectations, the team will be
more self-managed / well run, even without your presence and input
being necessary (aka bottlenecking progress). A well-run team causes
more time freedom to focus on big-picture strategy and product
development, relationship building with key stakeholders.
Establishing a team you trust who trusts in you and trusts in the
process creates consistency throughout the organization which leads
to more success. Undermining your employee’s trust will degrade the
organization and place in a perpetual state of catch-up and
onboarding new employees. The loss of good employees due to poor
morale or stressful work conditions means the loss of their
institutional knowledge and this can be devastating. A seasoned
employee is also a fast employee who can execute faster than a new
person.
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People management: Great leaders have the ability to step aside and
let the team shine. This leads to greater morale. Greater morale is felt
at the client level. Clients can sense when employees are happy in
their jobs and they respond in kind.
Conversely, poor management or being overly controlling and
engaged in every area of the business, will hamper results and
growth. Companies with high-turn over are a red flag indicating
significant management issues / leadership issues. The presence of
long term employees is an indicator of a well-run organization with
satisfied employees. Hiring the right people. “Choose complements
not clones,” as my dating coach, friend, and best selling author Evan
Marc Katz says. A true leader delegates where necessary and possible
by identifying where their own strengths lay inside of the many
responsibilities and roles they must fill. For help in discovery
strengths, consider Gallup Strengths Finder.
Leadership requires strategic thinking: Generally, the leaders of an
organization craft the vision for which direction they want their
business and team to go and when they want to arrive there. They
also review the numbers, in order to make course corrections. This
assumes something is occurring that is vital that the business owner is
spending time in the business and not just on the business.
Leadership is not limited to just the owner. There are many
employees who act as intrapreneurs who will treat your business like
it was their own who willing and joyfully will help with strategic
planning, so can also be something your team does with you or for
you. This is an area where most business could improve. Business
owners often spend more time working in their business than on their
business. Be willing to make the time for future planning. Your future
self will thank you!
Willingness to Learn by Doing / Fail Faster:
May new business owners and even established business owners
confess a sense of imposter syndrome. Start-ups because its new and
the existing businesses, because of self-judgment. Remember
everyone starts at the beginning and no one gets promoted into a job
they have done before. Self-employment is you hiring yourself into a
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job you have never done before. Visit
www.ideafactorypublishing.com for resource guides to help you
discover the value of you, which naturally stops Imposter Syndrome.
Another way to overcome this is to be willing to learn by doing and
fail faster, in order to change trajectory. Playing it safe by waiting
until things are perfect is unrealistic and unnecessary and worse
could cause significant delays in delivery of your product or service.
Know that you are safe always, there are no wrong answers only good
information. Remember, there is someone out there right now
wishing for the very product you have or the service you provide.
Realize that the cost of doing nothing in the form of waiting for
perfection is greater than you may realize. “Real artists ship,” says
Steve Jobs. This quote highlights and creates a stark emphasis for a
key fundamental difference between people who talk about doing
business (wantrepreneurs) and people who do start and run a
business (entrepreneurs). The difference is action, which is where
SMART goals will help.
Communication skills: The ability to communicate with clients, with
staff, with your vendors is essential. Even if your product is food, your
packaging, the food’s taste are all ways that you are communicating
with and to your client base. What message you send is critical;
however there are a surprising few classes that teach how to be more
effective with your communication, which often has more to do with
the meaning you are imparting and your ability to establish rapport. It
is possible to upskill in this area. 3
Morale Management: Staff appreciation, listening to staff, eliciting
their help in problem solving are all hallmarks of a well-run
organization. Turnover can be mitigated and virtually eliminated,
when employees are happy. Saying “Thank You” will never go out of
style. Not everyone comes to work for the job, they also want to have
their social needs met and to feel a sense of belonging. For sales
teams fairness is also important. For the company as a whole,
3
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Inclusion, inclusivity, cultural sensitivity naturally, identity sensitivity
result in happier teams that are more invested in the company.
Everyone in the company is an ambassador and sales person
representing your business. Happy customers also become part of the
sales team and share their joy online.
UpSkill (Even if you are your own employee): Investing time and
energy in to bolstering staff skills, where needed / necessary is also
important. Some small business owners are reluctant to train and
mentor worrying, rightfully, that the well-trained employee might
leave and compete with them. There are ways to mitigate this.
Staff Management: Staff management is a core function of
leadership, so improving leadership and communication will naturally
cause staff management to be a much easier task.
Time-Management: Your Ability to manage time and resources
wisely are significantly important in all areas of your business from
email handling to selling.
To get more time for yourself, analyze what makes you the most
money in the least amount of time. Off-load the least important
things that generate the least amount of money that take the longest.
When everything is urgent, then nothing is urgent, so really
establishing a hierarchy of needs vs. wants.
Being realistic about time and where possible hyper-realistic about
time. Yours and your staff’s. Allow them the flexibility to make
minimal financial decisions up to a certain limit. For example, provide
a petty cash to the team of up to 100.00 to purchase sundry items at
will without approval.
The adage time is money is a popular cliché for a reason. Everything
takes longer than you think or planned for, which means that for
start-ups, things “cost more” initially, because when there are limited
resources, everything seems expensive, even when it’s not. Purchases
start to have relative value. Their value relative to the funds available
changes. Along those lines, for start-ups, Recognize that when you
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have more time than money, you’ll need to learn by doing. When you
have more resources than time, you can offload it to a vendor. When
you have no time and no money, you need a better job, if you are
working currently, or need to analyze your pricing or fixed costs and
be willing to experiment with increasing pricing for your most loyal
and best clients who wouldn’t dream of going elsewhere and then roll
out new pricing to all new clients. Ask yourself, how can I do more
with what I already have? You’ll get some really great answers.
Flexibility / Adaptability: Willingness to be flexible is high on the list
of critical success factors, because there is always going to be a time
where deep flexibility is required.
The ability to be self-directed is another critical factor, since there
isn’t anyone to provide feedback or direction, which is generally why
people who do not get along well in more rigid structures do great
with entrepreneurship.
Marketing and Sales Process and Plan:
Without a marketing and sales process and plan businesses flounder.
Online and offline marketing skills are a critical success factor and a in
internal core function for businesses.
Digital marketing and an online presence are more necessary than
ever before. As an economy and culture the 2020 COVID-19 shelter in
place mandates ushered in the 2nd digital wave of the common era,
whereby consumer behavior and interaction with the internet has hit
new levels of adoption and usage. There’s no going back. If you are
not online, you will risk not be found by clients looking for you and
who are vetting you. You also risk your word of mouth (a.k.a. WOM)
referrals going to a competitor, as a result.
There are many ways to be successful with marketing and sales and
an unlimited level of success inside the various tactics. If you do not
have a sales strategy or marketing plan in place then you’ll need one. 4
4
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Whether you are experienced in marketing / sales or not, here is one
resource that can help. Robert Cialdini in his book Influence the
Psychology of Persuasion defines 6 principles. They are each so
significantly important to sales and marketing efforts, since its first
printing in 1984, that the fingerprints of his teachings can be found in
almost every effective, successful ad campaign and sales effort. To
begin business without reading this book is akin to trying to driving,
without ever learning the rules of the road. The book itself has
influenced buyer behavior to such an extent that the absence of his
principles in a marketing or sales effort cause inaction in customers
who have been conditioned to purchase, when these principles are
presented to them. Which is to say that the presence of his principles
triggers buying actions. Since we want more people to buy more
often, implementing these principles is a critical success factor.
Sales:
Selling is a four letter word for some people, unfortunately and the
faster the business owner can transcend those old, tired perspectives
about “selling” and “sales” meaning that they are a used car sales
person, the sooner they can and will start to do better at sales. With
billions of dollars exchanging hands each day in the United States, it is
important to remember that all those billions are preceded by some
form of sales. Indeed, it could be argued that everything is a sales
interaction.
Sales actions backed up by a consistent process of outreach can and
will create, as Aaron Ross, former VP of Sales for Salesforce.com, CEO
of Predictable Revenue, who created their sales process which yields
them 100M in recurring revenue termed “predictable revenue.”
He tested for and then implemented what are now known as
ColdCalling 2.0 techniques, which fixed three main challenges
common to any sales organization and in doing so fixed all the other
issues businesses have with figuring out how to create sustainable
growth. The first challenge being all sales people aren’t all great at
the same thing(s) and the second challenge being no one who gets a
cold call wants to be interrupted by a cold call. The third challenge
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being there is only so much time for follow up and new outbound
calling / prospecting. As an aside, most sales people are aware of this
issue endemic to their role, but most sales managers are unwilling to
invest the money and time resources to fix this issue to their peril and
future job loss. Many businesses operate on a churn and burn system,
where they expect the sales person to work for free and if they fail at
generating revenue, simply fire and replace them. This churn and
burn system undermines success of the organization at such a
fundamental level it can be difficult to quantify. One clue will be high
number of leads generated by marketing, but low conversions /
results.
His process created hierarchies inside of the sales functions, let the
best people do their best at what they were the best at doing, as well
utilized the software to do the heavy lifting of the sales outreach over
time. As well letting the software provide transparency into the sales
person’s effectiveness. The results speak for themselves and are as
easy to implement as a team of one as it is to conduct with a team of
many. He has two best-selling sales books about this process From
Impossible to Inevitable and Predictable Revenue.
While Predictable Revenue process teaches the most efficient way to
sell, at a minimum, remember that sales is simply connecting and
informing, which the reason the sales role is often referred to as sales
consulting or not referred to at all, as is the case with the Account
Executive role.
Be mindful that some sales interactions are hidden in plain sight. The
media (news or infotainment) is selling you on their ability to deliver
salacious / interesting stories and when they are effective at it, they
maintain your attention long enough to show you advertisements.
Their ability to sell you on continued watching has a greater impact
than people realize. As the lines blur between journalism and
infotainment the consumer must find new sources for information.
Facebook, Google, and Yelp which also operate on the freemium
model are billion dollar companies that are ultimately, also, ad
platforms, which use user generated content to gain your attention in
order to show you advertising. Facebook is selling connection, but we
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get advertisements. Google is selling us on their ability to provide the
most relevant search results. It is possible to sell via your brand
promise. It is possible to make the sales process feel invisible too,
when done right. Your ability to deliver value, which is what is also
occurring with journalism, infotainment, and social media will drive
viewership, paying clients, and raving fans.
Remember, whether you are conducting personal selling, digital
selling with advertisements, brand packaging, your website even, you
are conveying information that should cause the consumer to choose
you, which is why branding consistency and brand promise are also
critical success factors. 5
Profitability:
Measuring profitability means reviewing your revenue from sales
(a.k.a. sales revenue), in order determine where there can be room
for changes in fixed costs or variable costs. Perhaps it’s time for a
price increase? Maybe there’s a new source of materials, which can
create a decrease in your cost of goods sold (a.k.a. COGS)?
Be mindful that marketing and sales efforts directly impact revenue. If
profitability is low, beyond increasing pricing and lowering fixed or
variable costs, consider an improvement in your sales or marketing
process.
Forecasting is also important, because it will help form future
decision making.
Operations:
Not every business will have equipment or a facility, but for the ones
that do, focusing on safety, equipment need, facility and its care and
management, inventory and inventory controls, as well as production
processes are areas of focus.

5
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Accounting:
Having an accounting system in place is critical. This is one area
where business owners must outsource if they are unwilling to
conduct the necessary oversight of their money. Quickbooks training
is a easy and the system is fairly simple.
Reviewing your Quickbooks reports or your excel spreadsheet to track
accounts receivable, accounts payable, monitoring cash flow are
critical. Having a process in place to ensure that there is a timely
sending of invoices, follow up for monies owed helps ensure you have
the cash on hand to run your business. Failures in any of these areas
can prove catastrophic to a business and cause significant chaos and
stress. To avoid this negative experience, be willing to pay someone
and be willing to implement a process of oversight for invoicing and
collections / terms.
Prioritization: There will always be competing priorities, so
prioritization is critical. Business owners who have dedicated time to
work on the business not just in the business are able.
Customer Service / Client Appreciation:
Excellent, consistent customer service. 14% of business fail because
of ignoring their customers according to BlueCorona.com.
Consistency inside of the internal process will and often does make or
break a business.
Creating Raving fans: Establishing a process to inspire raving fans is
another critical success factors. Human connection and
understanding human needs will help a company be well considered
and allow your clients to do your selling for you. Depending on your
industry an average of 50 – 90% of your new clients could or should
be sourced from word of mouth referrals. You will know you are
losing market share when this number dips or when new client
number stagnate.
Market Research / Ensuring the market has a need for the product.
Certainly there are standout and great new inventions. According to
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BlueCorona.com, (Blue Corona, 2021) “42% of businesses fail because
their was no need for a product / market saturation.” What the study
doesn’t disclose is what were contributing factors. If we were to
assess all the businesses in the study would we find they had poor
leadership, untrained staff or worse stressed out sales staff? Did the
leadership lack good organizational management skills? How effective
was their marketing and sales process? How good and consistent was
their client appreciation? Were they online and findable? Did they
have a good online reputation? Success and failure in this area of an
oversaturated market can be mitigated by market research at the
business planning stage, but in an ever changing market place, there
is always opportunity. Remember there is truly no competition,
because when the client values something, price is negligible, and
loyalty to a brand will act as a guiding principle.
Between bolstering your internal process, your team training, great
hires, a systematic approach to sales and marketing that offers up
opportunities for compelling client interactions and raving fans, and
maintaining great leadership in the form of managing to strengths of
great hires, a business’s “failures” and challenges are often mitigated
or even non-existent. “Failures is in quotes to underscore that there is
no such thing, but since it is a word we use in English, for business
let’s re-define it as “Failure is success in motion.”
What is the one thing you MUST have to have a successful small
business?
Perseverance is the most critical thing to have, in order to have a
successful business. Native plants are designed to thrive in a drought
or a deluge, which means it can thrive in a good time or a bad.
Perseverance is that critical element that lives in between those two
opposing sides of feast or famine. Perseverance needs to exist, so
that when there’s a drought there’s a memory that the rain will come
and when there is a deluge, there’s mindfulness that the drought
looms. Thriving is possible during both.
Employing perseverance as a go-to perspective is better than
operating at the level of internal motivation. Motivation is defined by
19

Wikipedia as a “need that requires satisfaction” and “a driving factors
for actions, willingness, and [achieving] goals.”* It can be considered
a positive emotion that causes us to take action, although there are
people motivated by negative things like procrastination and stress.
Still…it’s generally perceived to be a positive emotion that causes
someone to be so happy that they are taking regular action(s). The
challenge is what happens when there’s no motivation / no happy
occurring? Then motivation leaves us and we stop taking action. Let’s
take a look at the 2020 COVID-19 shelter-in-place mandates. Many
people experienced depression and overwhelm and stopped taking
action and saw that experience, as a timeline of disaster: Covid-19
hits and the world crumbled. Or did it? Others saw it as an
opportunity and seized the day. What happens when you see nothing
but losses instead of nothing but opportunities? What happens when
negative thoughts invade and take up residence? The point being that
motivation is different than behavior that causes action whether the
world is crumbling or not.
Perseverance might well be consider the core understructure that
underlies the outer layer of motivation, that like a mycelial network
protects soil by weaving an understructure of threads that act like
Kevlar for the soil, perseverance can be the Kevlar for your emotional
experience of entrepreneurship.
Perspective is a critical success component. A great resource is my
upcoming book Brain Hacking: Perspective Shifting is a Business tool.
As a summary of the topic, asking small questions yields greater
change over the long term and ends overwhelm. Take small steps.
Make small incremental changes. Go small or go home. Still have the
big vision goal, just begin to work at it in small chunks.
Human Resources / People Resources:
Know yours and your staff’s strengths and play to those strengths
versus attempting to get them to do something they won’t like doing
and aren’t good at either.
Employee handbooks are helpful for establishing company
expectations and guidelines. Job descriptions also help employees
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understand their role and the role of others. They can also protect
you and the employee by establishing a base line for expectations
from which to manage goals and priorities.
A business owner should utilize communication, process, and training
so that each client and team member are aware of expectations and
can deliver on them, regardless of personality or interruptions,
market changes, or competing interests.
Utilizing the 7 Pillars in the future:
Running a business isn’t for everyone, but for those who are drawn to
entrepreneurship and the autonomy it provides, the rewards often
outweigh the risks. In life and in business, there are no wrong
answers; there is only feedback and good information with which to
make new decisions. Now, know that the fact that you are reading
this means you are ready to take the necessary small steps toward
starting or improving your business. Some of you will read this and be
inspired to invest more time. Some of you will want to dive more
strategically into how to improve which will take working with an
advisor who can craft a strategic plan for you. At Predictable Results
Now, we offer this as a service.
Each topic raised here could easily be its own book and some topics
are ones you will perfect throughout your career as a business owner.
Success can be defined in many ways and how to be successful can be
accomplished by establishing a process and working through creating
the understructure that will support your business’s success. Be
willing to spend time in your busines not just on your business.
Conversely, after you’ve launched be willing to spend time on your
business, not just in your business.
Everything will take time and the good news is you have time. There
is culturally a trend toward immediacy of results. Texting is a good
example. Internet searches as well. We want things faster and we
want them now! However, there are somethings that cannot be
rushed. For example, we never look at an infant and expect it to be
able to walk. We know it will take time for its brain to mature, motor
functions to strengthen. Adopt that same thinking to your infant
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business. It will grow, it will mature. It will become independent. It
will need things at different times including guidance from others,
just like a person. Similarly, we do not expect to plant a tomato seed
one day and expect ripe tomatoes the next. It takes about 9 months
from seed to harvest for just one tomato to ripen for harvest. We
wouldn’t plant a tomato seed and expect to yield an orange. Be
mindful of your mental seeds.
Be mindful of your time expectations. Everything takes longer than
you think it will, so relax into a process that will reveal to you where
to head next. Be willing to test and then implement new processes.
Be willing to listen to resistance and ease, which is the world’s way of
communicating. Normal economic downturns rarely present a
challenge for a prepared and well-run business with the 7 pillars
firmly set on a strong foundation.
For other books on business and self-development visit
www.ideafactorpublishing.com.
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