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            To my mom and dad, for challenging me to be the best

            To my son and daughter, for motivating me to be a better father

            To my loving wife, Jen, for being my rock and foundation
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            Introduction
My Wife Quit Her Job

         
         “I don’t want to do this anymore,” my wife screamed in frustration as she slumped to the floor, utterly defeated and surrounded
            by a pile of unfulfilled orders. Jen and I had been running our business for three years now, and by all accounts it was a
            huge success.
         

         
         We’d met all of our monetary goals in just a few short years. We’d replaced my wife’s income so that she could stay home with
            the kids, our brand had appeared on national television, and our business was extremely profitable.
         

         
         But that night, we hit a breaking point.

         
         We had gotten into this mess because we’d lost sight of our vision—or rather, I had. I had confused true success with growth
            and dollar signs, and our whole family was suffering because of it. When I saw the tears and anguish in my wife’s eyes that
            night, it all became clear. Something had to change.
         

         
         *  *  *

         My wife cries a lot. I mean, not just when she’s upset but when she’s happy, too. So when I asked her to marry me several
            years before that critical moment, we both knew she’d be crying at the altar. To be fair, if I knew I was going to spend the
            rest of my life with me, I’d be bawling, too. Since we’d already paid an ungodly amount of money for a photographer, we didn’t
            want all our wedding photos to be of my bride carrying around a fist full of crumpled-up tissues. That would’ve ruined the
            whole “happiest day of your life” look we were going for. Her crying was inevitable—we just wanted something a little classier
            than a Kleenex.
         

         
         Thus, the search for the perfect wedding hanky began.

         
         We wanted one hankie for each person in our wedding party, as well as extras for family members. All we could track down,
            though, was a cheap set of overpriced pieces of polyester from a local bridal store for $15. We decided to get creative and
            find our own online, but a web search revealed basically nothing. Keep in mind that this was 2003, so search engines were
            not what they are now, and the Internet was still a fairly new place to buy and sell things. We didn’t give up, though.
         

         
         After some digging, we came across a factory in China that offered much higher-quality products than what we could find in
            the U.S. But the minimum order was two hundred hankies. We couldn’t find any other option, so we ordered all two hundred,
            paying fifteen cents apiece (the shipping ended up costing more than the actual product). We only used about a dozen in the
            wedding, leaving us with 188 extras.
         

         
         Around the same time, I was selling used electronics on eBay to make extra money. It wasn’t a full-fledged business, just
            a side hustle. Still, it gave me an opportunity to learn about business and entrepreneurship, something I’d always been interested
            in but never felt confident enough to pursue full-time. What I would do is go on Craigslist, find people trying to get rid
            of their old computer systems, and buy them; then, I’d disassemble them and sell the parts on eBay. It was my own form of
            arbitrage; and if it worked for electronics, maybe it could work for other products, too. Looking at the boxes of handkerchiefs,
            I thought, “I don’t know if these are going to sell, but I might as well try.”
         

         
         Within a few days, we sold out. We didn’t think much about it at the time, returning to our busy lives and demanding jobs, beginning our life as newlyweds, but this first real foray into business would all come back to haunt us. 

         
         
            Birth of a Business

            A few years later, Jen became pregnant with our first child and wanted to stay home to focus on being a mom. At the time,
               she earned a six-figure salary, and I was working as an engineer in the ridiculously high-priced Bay Area of California, so
               we couldn’t afford for either of us to just quit. We figured the best solution to making some extra money was to start a business,
               so we started brainstorming.
            

            
            The first concept we explored was a meal prep service called Dream Dinners where customers come to your storefront and prepare
               meals for their families. They assemble dinners with the provided recipes, take the food with them, and cook it at home. It’s
               like take-and-bake pizza but with better ingredients and more elaborate meals. This was a franchise model, and the start-up
               costs were more than we wanted to spend, so we continued our search.
            

            
            Next, we considered buying a tutoring center called Kumons, but it was the same as before. Once again, we’d need significant
               capital to invest in a storefront, pay franchise fees, and run the business. All told, we were looking at a minimum of half
               a million dollars just to get started. Not to mention all the overhead and operating expenses after that. Other options included
               a bubble tea shop, as well as a few other brick-and-mortar businesses—all of them dead ends.
            

            
            My wife and I are naturally risk-averse people, so going into debt to gain greater financial freedom just didn’t make sense. We were looking for something with a little more flexibility and security. Granted, starting a business isn’t necessarily a “safe” choice, but we wanted to minimize our downside as much as possible. If we failed at our first attempt, we wanted to live to fight another day so we could try again. We wanted a business that was easy to manage and required minimal start-up costs with as few people as possible to run it. We wanted it to feel right, as well, as subjective as that may sound. We wanted something that worked for us on a lot of levels and gave us the
               independence we were seeking without shackling us to another day job. We considered more than a few ideas, but none fit our
               criteria.
            

            
            That is, until we remembered the hankies.

            
            In this search for the perfect business, it occurred to me how quickly our leftover wedding handkerchiefs sold and how profitable
               they were—much faster than the electronics parts I was flipping on the side. When I thought about this some more, it just
               made sense. We could order another shipment from China, then turn around and sell them at a markup and keep the profits. It
               felt easy. If the results were the same as before and stayed steady while we increased our order amounts, we’d be able to
               replace Jen’s income in no time. “Let’s just see if this handkerchief thing can work,” we essentially said to each other.
            

            
            That’s just what we did; and man, did it ever work.

            
            Getting back in touch with our vendor in China, we were surprised to hear they were still in business, so we placed the minimum
               order to justify another shipment to the States. After that, we got to work, purchasing a domain name and a used computer
               to get started. I downloaded a free ecommerce platform so that we could start selling directly to customers, and we purchased
               a digital camera to take photos of our products and put them on the website. We wanted as little risk as possible, investing
               the absolute minimum amount of money necessary, because we didn’t know if it would work. If the whole thing failed, we wanted
               to be able to recover quickly and try again. All in, we invested $630.
            

            
            That’s how Bumblebee Linens was born.

            
            Once again, we sold out of our initial inventory quickly, but the next time we ordered a lot more, ten times what we had previously
               ordered, taking advantage of bulk shipping rates by sea instead of plane.
            

            
            At first, we were selling on both eBay and our own site, but soon we saw that we were making way more money selling directly to our customers. The eBay crowd was trying to bargain hunt and wanted to haggle on every order, or they wanted to find something to complain about. It wasn’t worth the hassle. 

            
            Selling on our own website, in contrast, allowed us to build a sense of camaraderie with customers and earn their loyalty.
               Not only were our sales stronger when we stopped selling through third parties, but people really appreciated what we were
               doing. They would come to us and say, “Hey, you’re the only place that sells these anywhere . . .” They were beyond grateful,
               and we understood why. Not too long before, we were in a similar situation and astounded that nobody else was doing this.
               Sometimes that’s all a business is: a simple solution to a specific need. To this day, we still get emails from people thanking
               us for what we’re doing and sharing their utter shock that there aren’t more people selling personalized handkerchiefs online.
            

            
            Over time, the business grew, and we invested more of ourselves into it. It came to the point where Jen was, in fact, able
               to quit her job—just as we had planned. After years of running the business and working a day job simultaneously, I was even
               able to join her. These days, we live a life full of freedom in time and money. We spend most of our time with each other
               and have plenty of energy and attention to give our kids. Our life, in many respects, is a dream come true.
            

            
            But before all that, it was hell on earth.

            
         
         
            Too Much Success Can Kill You

            In our first year, we made over $100,000 in profit. Our revenue grew in double and triple digits each year after that for the next few years. In the beginning, we had a lot of fun. A few nights a week, we’d stay up late fulfilling orders, sitting in front of the TV chatting while we printed shipping labels and packed boxes. It was a blast. Every now and then, we’d see a huge spike in sales and drop everything in a mad scramble to meet our deadlines. As orders increased, these spikes occurred more frequently, and we started to bicker because of the stress. Jen didn’t like the unpredictability of the sales, and I kept wanting more. Eventually, every free second we had was consumed by the business. 

            
            Meanwhile, we had an even bigger problem. The bulk of our profits were generated from custom-embroidered products, but my
               wife, who did all the embroidery, was burned out. Embroidery was a huge value-add, our biggest selling point to customers,
               so we had to keep doing it. At the time, I was all ambition and didn’t know how or when to put on the brakes. What did she
               mean she didn’t “feel like it” anymore? This was nonnegotiable; we had to keep going. So I did what any man in my position would do: I learned to embroider.
            

            
            Okay, maybe not every guy would do that. But I was committed to succeeding, and working harder seemed like the only way to
               make it happen. Every night, after working ten hours at my day job and then putting our kids to bed, I’d sit down and embroider
               for a couple of hours. It wasn’t how I envisioned spending my evenings as a young father and husband, but it had to be done.
               I prided myself on my ability to keep pushing us toward success, no matter how hard it got and how miserable we became. My
               ambition blinded me to what was really happening in my family, marriage, and personal life. I ignored all the warning signs.
            

            
            On the outside, everything seemed to be going well. We received compliments from friends and family as well as rave reviews
               from customers. Years of hustle had earned us a gold star in entrepreneurship: the money was coming in, we were starting to
               receive national media attention, and we just kept growing. Everyone assumed we were killing it, and in a way, we were. But
               the problem with killing anything is that eventually something has to die.
            

            
            Our final breaking point came when we were featured on The Today Show. The Today Show, of all places! It was thrilling to get exposure for our business on such a high-profile media outlet, especially at the time.
               But I had no idea what it would do to us. In those days, appearing on The Today Show for our industry was like being on Shark Tank. It was a big deal. Robyn Spizman, who was a regular on the show over the holidays, reached out to us regarding our products. She had found us on Google, liked our products, and asked for samples. We had no idea that we were going to be featured—it was all dumb, weird luck. 

            
            When we were finally told that our products were going to be on television, it was November 2013. We weren’t given many details
               and didn’t know what to expect. The show would air on December 6, so that gave us a few short weeks to prepare for the increase
               in traffic and sales. Although our site was ready for the increase in demand, we were not.
            

            
            I wish I could tell you what it was like to be on this iconic show, bringing national media attention and focus to our business,
               but I can’t. I literally cannot. We were only on for something like twelve seconds. That’s it. A couple of blinks, a few quick blurbs, and they were breaking
               for commercial. It was unbelievably short, and as soon as it had begun, it was over.
            

            
            When the episode aired, our sales increased overnight by sevenfold. The show featured the personalized handkerchief samples
               that we had sent to the hosts. When I first checked our traffic after the appearance, I saw over two hundred people on our
               website. That was unprecedented, but then . . . it kept going. Soon, we were getting hundreds of orders every day, each consisting
               of an average of three handkerchiefs per order, making a total of nine hundred custom embroidered handkerchiefs for us to
               fulfill every single day.
            

            
            This went on for a week. It just wouldn’t stop. After the first week, the show was broadcast in different time zones and redistributed
               on syndicates, so we started seeing new spikes every time it aired.
            

            
            Honestly, as surreal as it sounds, the experience was pretty fun—at least for me it was. It was a ton of work, but I liked
               the challenge. Most entrepreneurs dream of this kind of break, they wait years for it, and here we were, living it! It was exciting to have so many sales in such a short amount of time, forcing us to stretch and grow beyond what we were
               capable of. As the sales kept coming, though, we were pushed beyond the point of just stretching, and things started to break.
            

            
            In business, sudden growth you aren’t ready for is rarely a good thing. If you scale too quickly, you either have to increase your resources to handle the demand or run yourself ragged to keep up. We did the latter. At the end of each day after the Today Show appearance, we had a pile of orders that needed to be fulfilled. Somehow, we pulled it off, but it became more and more tenuous
               to do so. We kept up with the demands of the business, but everything else fell apart. The personal dynamic in our marriage
               became so miserable and toxic during this time that we both knew something had to change.
            

            
            But I wasn’t sure that I wanted to give up what we had worked so hard to get.

            
         
         
            Facing the Music

            Our breaking point, in fact, had come long before all this. In most cases, you burn out months, if not years, before you end
               up hitting a wall. It’s amazing how long you can limp through a way of life that isn’t working because you just don’t know
               any better. So, you keep going. You keep pushing. It takes time for the reality of your situation to catch up, and that’s
               just what happened to us.
            

            
            Long before the Today Show, we would have periods of fast growth with a lot of sales coming in and then scramble to fulfill them. It was uncomfortable
               for a brief time, but then we’d stabilize and get comfortable again. This always made me a little nervous, because I was afraid
               we’d had too much of a good thing, and it was sure to go downhill. So, I’d start pushing again. I’d create a small crisis
               for us to resolve, which felt exciting, but that excitement came with a cost. While my wife was killing herself to fulfill
               the orders, I was riding high on the momentum, setting even crazier goals.
            

            
            That year we appeared on the Today Show, we were on the cusp of hitting seven figures, and I wanted to put the pedal down while things were hot. A million dollars! I could practically taste it. I wanted it more than anything, certainly more than the health of our marriage or family. Even when I saw the writing on the wall, I didn’t know how to stop. At the expense of leaving money on the table, I couldn’t conceive of throwing in the towel. We kept at the business while our relationship atrophied. Jen and I continued to stress each other out, getting less patient with each other, while feeling more trapped in the business we’d built, not knowing how—or if—we could escape. 

            
            That’s when things started to break. Or rather, we did.
            

            
            In the end, my ambition only served to burn us out. That night when Jen finally broke down, she told me, “This isn’t fun anymore.
               I hate coming in. I’m doing the same damn thing every day, and it’s monotonous.” She was packing orders nonstop every day
               and had just had enough. Trying to keep up with my continually increasing goals was running my wife ragged, and I just wouldn’t
               let up. She was the one who had to tell me we had enough and that I could stop striving.
            

            
            “We make enough money,” she told me. “I don’t enjoy being here anymore. Why are you putting these crazy goals on both our
               plates?”
            

            
            I started to see the light. I had put her through hell, and for what? So that I could tell my buddies I had a million-dollar
               business? How stupid was that? I had been believing a lie, and it was time to get honest.
            

            
         
         
            A Better Way of Doing Business

            This is a book about entrepreneurship, but not the kind they tell you about in business school or that you often hear about
               online. I’m talking about the kind of business millions of people start and run every year. The kind where they dream of changing
               lives—and do.
            

            
            You don’t have to kill yourself to succeed. You don’t have to push and strive for more. You can build a great business, run
               it well, and enjoy the freedom it provides. It doesn’t have to burn you out or exhaust you; in fact, the best businesses are
               easy to run, because the founder decides on a very strict set of rules and priorities and sticks to them no matter what.
            

            
            Most of us don’t do this, at least not at first, and we have to learn these lessons the hard way (as I did). Appearing on
               The Today Show happened in our sixth year of business, but as I’ve stated, it hadn’t been smooth sailing up to that point. It took a dramatic wake-up call for me to realize how off-purpose we’d gotten. Since sharing our journey publicly on my blog at MyWifeQuitHerJob.com, I’ve realized I am not alone. 

            
            Most business owners don’t want to become world famous or ridiculously rich. Certainly, they might not say no to those things,
               but when you really ask them what their priorities are, it’s almost always the same. They want a good life and the freedom
               to enjoy it. Sure, there are those rare exceptions who have some grandiose vision about changing the world, but if you have
               kids and a partner, then I’m willing to bet their happiness and the success of your family trumps any personal ambitions you
               may have for success. If that sounds like you, too, then I have good news for you: You’re not alone.
            

            
            If you struggle to balance these two sides of the equation—your own desire to achieve big things while being present to your
               family—you are also not alone. So many entrepreneurs find themselves challenged to make sense of these two conflicting desires.
               I personally know many who deprive themselves of time with their family in hopes of getting some big break later that never
               comes. What often happens, sadly, is their health, relationships, and lives suffer. If you’ve paid any attention to the online
               buzz about entrepreneurship in the past decade or so, this is a story that likely sounds familiar.
            

            
            Wouldn’t it be great if there was another way? There is. It’s called family-first entrepreneurship.

            
         
         
            The Family-First Entrepreneur

            In this book, I’ll share with you an alternative to the hustle-culture nonsense we so often hear about in relation to starting
               a business. You can, in fact, succeed at business without being a stranger to your kids. You can make good money and have
               the freedom to enjoy it. You don’t have to work eighty hours a week and be a slave to your business just to make it all work.
            

            
            In the pages that follow, I’ll share with you exactly how we did this, what it took to turn the ship around, and introduce
               you to others who have made similar shifts in their own entrepreneurial journeys. Whether you are just getting started or
               have been in the game for years, this book will help you create the kind of freedom you suspected was possible but may have
               had difficulty creating.
            

            
            Before we get back to my story and how I had to learn all this the hard way, let me share with you the journey we are about
               to take together—one I see more entrepreneurs undertaking every single day. This book is broken up into two main sections
               with each chapter offering an insight, lesson, or step I believe is essential to creating a family-first business. Let’s zoom
               out for a second and look at these sections and the lessons contained in each:
            

            
            Part I will help you get started, showing you that you have everything you need to begin. We’ll talk about the common traps entrepreneurs
               find themselves in, how to reshape your values and priorities around what truly matters to you, and what it takes to get your
               business off the ground. We’ll also talk about skills, niches, and how to make your first $1,000. It’s all about starting
               the right way or restarting if you’ve gotten off track.
            

            
            Part II will give you the skills you need to sustain a business. Here, we’ll talk about how to grow the right way, what systems and
               tools you need to save yourself a lot of grunt work, and what to do when you feel like giving up. We’ll also talk about time
               management so that you can enjoy your freedom and surround yourself with those who will challenge you to succeed in all the
               ways you want.
            

            
            At the end of Part II, there is a bonus appendix with a short quiz to help decide when to leave your day job and go full-time
               as an entrepreneur.
            

            
            This book will walk you through a better way of building a business, one where you don’t have to strive unceasingly to succeed—whether you’re just starting out or many years in, wondering if all this hustle and grind is really worth it. I believe Family-First Entrepreneurship is the future of business, and it’s never been more accessible to those who want it. 

            
            My wife quit her job and ended up working harder than she ever had only to hate the business we built together. This is our
               story of finding a better way. I hope it inspires you to find your own path to success and happiness.
            

            
         
         
      
   
      
      
      
         
            Part I
Starting

         
         
      
   
      
      
      
         
            Chapter 1
Escaping the Entrepreneur Trap

         
         When I was an engineer, what I liked most about my day job was that it ended. Well, kind of. I’d get home around six, eat
            a quick dinner, play with the kids, then put them to bed. An hour later, I’d have a call with our team in India to discuss
            the latest project we were working on, making sure everyone had everything they needed so they could work while I slept. Then
            I’d go to bed and do it all again the next day, heading off to work while my kids were getting ready for school.
         

         
         As much as possible, I’d try to make myself available for my kids’ activities, but if I left work early, I’d have to make
            up for it later. Usually, this meant working later and sacrificing sleep. It wasn’t an easy life and far from perfect, but
            it had its own boundaries and rules; and I understood them.
         

         
         I went to work, did my job, got to spend a little time with my family, and that was that. It was simple and predictable, albeit
            a bit boring at times. When the job felt tedious or pointless, I’d sometimes catch myself wondering what it would be like
            to work for myself, envisioning all the freedom I’d have to do whatever I wanted. I wouldn’t have to answer to anyone! It
            sounded like a dream.
         

         
         This, it turns out, is not how it works when you run your own business.

         
         Some people say that entrepreneurs work eighty hours a week for themselves so they don’t have to work forty hours for someone
            else, and that’s true for many business owners. They wear their hustle like a badge of honor, pulling late nights and early
            mornings for the sake of some big vision or goal. They brag about putting in the hours and burning the midnight oil, but all
            I hear is a bunch of parents who won’t make it to their kids’ games and who aren’t home in time for dinner.
         

         
         If you’re like me, you’ve read more than a few books and articles telling you this is just the way it is. You’ve listened
            to plenty of podcasts with entrepreneurial success stories telling you that hustle is the cost of admission. But I am here
            to tell you there is another way.
         

         
         Most people, I’ve found, want to do work they love, make good money, and have free time to do what they want. This is not
            only possible, it’s entirely reasonable. Trading your life now for the hope of something better later is stupid, at least
            for a guy like me who wants to see his kids grow up. I want to be there with my wife each morning and take her out to lunch
            as often as I can. I want to see my kids come home and hear how their days went at school. I want to go on family trips and
            stay up late on summer evenings with them, playing outside until sunset. I want my work to make this life possible, not conflict
            with it. But this is not the way most businesses operate.
         

         
         Not to mention that the potential “something better” we sacrifice our time and freedom for rarely comes. Sometimes these bets
            pay off and you win the lottery, but often they don’t. What usually happens is you work yourself to the bone, lose what precious
            time you had to spend with your loved ones, and in the end don’t have much to show for it. When it does pay off, what you sacrificed is often greater than what you received. You never get another shot at a missed moment, and
            many early-stage business owners want to squander the only nonrenewable resource they have: their time.
         

         
         This is what I call the Entrepreneur Trap: the myth that the work you do now will somehow make up for all the experiences you missed along the way. We business owners have this twisted (and unstated) idea that everyone we overlook on our journey to the top will somehow magically understand what we had to do to get there. We silently imagine that, once they see what all this sacrifice helped make possible, they’ll tell us with understanding and empathy that it was worth it. 

         
         And my friend, let me tell you: It is never worth it.

         
         
            The Lies of Hustle

            These days, everyone loves to talk about hustle. The social media gurus, podcasts, and business blogs all tell you to constantly
               do more, push harder, keep growing. They glorify hundred-hour workweeks, calling it “paying your dues” and “doing your time.”
               But for those of us with families, this is crazy. Do you know where you do time? In jail. And that’s exactly what this kind of imbalanced approach to building a business is: a kind of prison. Hustle entrepreneurship
               is a trap, tying you down with more work to do, more money to make, and more time to spend away from family. There’s always something else you can be doing, and it’s never quite enough. There’s always a cost.
            

            
            Growth is the holy grail of hustle entrepreneurship, a prize to be fought for at all costs. Whatever your goal was last year,
               according to this line of thinking, you need to raise it for this year. Flatlining is what hustle fears most. No matter how
               much you’re earning, it’s not enough. You can always give and do and make more. The idea here is that if you do these things—if
               you work hard, sacrifice pieces of yourself along the way, and grow, grow, grow—then the life you seek will be granted to
               you. The approach with this mindset is that your goal is always growing. It’s always located somewhere on the next horizon.
               And the next, and the next, and so on. Success is never here, and so you never stop.
            

            
            This old formula doesn’t work for most business owners, and it certainly didn’t work for my wife and me. It doesn’t work, because most people don’t want to become rock star entrepreneurs. They just want to make good money doing stuff they don’t hate and have enough time and energy to enjoy their lives. In our case, hustle entrepreneurship had led Jen and me right back to where we started: to a life we didn’t want. And this time it was worse, because we couldn’t put in our two weeks’ notice. 

            
            What a lot of entrepreneurship gurus don’t tell you is that a life spent chasing after growth often leads to high revenue but little profit. You end up ultimately making
               less money in the long run, spending even less time with your family, and feeling constantly more stressed and behind the
               ball. Your business becomes a house of cards that can come crashing down at any minute. This is where we ended up: Instead
               of running a small, profitable business, our company was now running us. We had to take back control, no matter what it cost
               us.
            

            
         
         
            The Real Goal of Entrepreneurship

            For most of us, it’s not about the money. It’s about the opportunity to live and work the way we want, to finally call the
               shots. And for those of us with families, building a business is about more than sharing a helpful skill or product with people
               who need it; it’s about spending more time with the people we love, doing the things that we love. At least, that’s what my
               wife and I were hoping for, and it didn’t take long to realize we were getting the opposite.
            

            
            Jen and I wanted to run our own business so that we could spend more time with our kids, coach their teams, and be home when
               they got back from school. We wanted to run our lives our way and not be controlled by the whims of our employers. Several years into the process, our dreams came crashing to the
               ground. My wife had less time than before, even though she’d been able to quit her job and stay home. Having to work late
               into the night when you have young children isn’t ideal. We’d created another job for ourselves, with even more constraints
               than before. It just wasn’t working.
            

            
            To make matters worse, my schedule was beginning to look like my parents’ while I was growing up. To some degree, the busy work lives of my first-generation immigrant parents was what inspired me to strive for something different in the first place. I will always be grateful for everything they did. They worked insane hours for most of their lives so that my brother and I could have a better life. I love them for that and try to emulate their example in many ways, but this kind of work life came with sacrifices. 

            
            I rarely saw my parents during the week and sometimes not even on the weekends. They were up early and went to bed late. We
               had a nanny live with us because my parents needed the help. They ingrained in my brother and me a strong work ethic, but
               I wanted something more than success when it came to a relationship with my kids. I wanted to be with my family, to be present
               for games and homework and everyday life. Starting a business was supposed to give us this freedom, but it was backfiring,
               and we felt helpless to fix it.
            

            
            Most entrepreneurs fall into the exact same trap. They start with a desire to create more freedom for themselves and their
               families, but somewhere along the way they lose the plot. Every entrepreneur I’ve ever met has struggled with the question
               of enough. We are always searching for more, wondering if there is a better way to do things. When harnessed and put to good use, this
               is great. But when we aren’t clear and honest with ourselves about what we want, we lose our way. Ego gets the best of us,
               and we start doubling down on our goals, greedily pursuing more without understanding why. We ask everyone to give to the
               point of breaking—and they do.
            

            
            It took me some time to realize what “enough” looked like for us and how I could succeed at business without having to become
               someone my wife didn’t like. Every day, though, I see all kinds of nonsense about how hard it is to run a business and why
               you shouldn’t expect it to be easy. I appreciate the sentiment. Becoming an entrepreneur is not something one should take
               lightly, but this line of thinking sets us up to believe the myth most entrepreneurs accept without question: that success
               should cost us everything.
            

            
            The truth is a little more optimistic. It is, in fact, possible to run a successful company and have plenty of time for the things you enjoy. It just comes down to how you build it. Don’t
               buy into the trap of working late hours into the night in hopes of sipping mai tais on the beach later. It won’t happen. Hustle
               entrepreneurship does work in the sense that it helps you crush goals and make money, but by the time you are able to enjoy life, you have lost
               all the moments that would have made it meaningful.
            

            
            In spite of its challenges, entrepreneurship is still the best way to give yourself the freedom you want. You just have to
               do it the right way. In my own life and in the lives of others, I’ve seen how building a family-first business can change
               everything for you and your loved ones.
            

            
            Your business should enhance your life, not compete with it. You don’t have to hustle or buy into the propaganda you see on
               social media and hear about in podcasts. You just need to understand how to use a business to create more freedom and stick
               to your principles. If you are like I was not so long ago with a so-called successful business and a spouse who was becoming
               increasingly estranged from me, you’re not alone. It’s not too late. You can still change course and regain control over your
               life and business. This stuff isn’t rocket science, but it takes intentionality to make it happen.
            

            
         
         
            Doing It Differently

            The realization we had succumbed to the trappings of entrepreneurship became clear when my wife and I started making a lot
               of money but couldn’t get out of the business. The first sign of trouble was when we realized we couldn’t go on vacation.
               We couldn’t really do anything, in fact, outside the increasing time demands from the business. When we left for a short while, we didn’t trust the people
               we had on staff to run the company while we were gone, which was obviously a problem. We’d done all this work to create a
               life of freedom and stability, and now we weren’t able to enjoy any of it.
            

            
            Another early indicator we were in trouble was when I was at my kids’ soccer games and couldn’t focus on anything other than the email blasts that needed to go out the next day. During this same season, date nights with my wife became unbearable. I recall one night in particular when we were at a nice restaurant, just the two of us, and all we did was talk about work. Over a very fancy dinner, we were too busy complaining about our factories raising prices and screwing us over that we completely missed our meal. It ended up not really being a date night at all and more like a business meeting. This happened more and more often to the point that it was the norm, not the exception. Sure, we were dressed up and at a fancy restaurant, but it was just more work. Our marriage was in trouble, and we didn’t even know how bad it had gotten. 

            
            Let me put it this way: When you dream of flying to a factory in China in the middle of nowhere where the food and water is
               unsafe and the living conditions are horrible—and you start thinking that’s a couple’s getaway—well, then, you really have a problem. That’s how bad it got.
            

            
            During a particularly stressful period in our relationship, when we were just trying to hit our business goals, I was sitting
               back-to-back with my wife in our office, and we were both feeling incredibly stressed. We were already pretty high-strung
               because of the huge goals we were trying to reach and the challenges we were facing. To make things worse, one day my wife
               (for no reason I am aware of) set a stack of important documents behind my chair and I, without knowing what was behind me,
               immediately rolled back over them, leaving track marks on the paper. She lost it. We started fighting until we could no longer
               think of another thing to say to each other and just stopped, utterly exhausted.
            

            
            This was the point when it became clear that our business was causing us both more stress than it may have been worth. Prior to this season of life and marriage, my wife and I had never really fought like that. We used to get along great, but all of that had changed due to the pressures of entrepreneurship and business ownership. Our work had caused all kinds of tension in our relationship, and we were both constantly on edge. 

            
            What’s interesting about all this is that we already had plenty of money at this point. A few years after we had launched
               the shop, I had started blogging at MyWifeQuitHerJob.com and began selling online courses, sponsorships, and tools to people
               who wanted to repeat what we had done with our ecommerce store. Both businesses were profitable income sources in their own
               right. As each revenue stream grew, though, we made more money every year, and this put more pressure on us. At first, the
               push was exciting, but it eventually became too much. If we were already set, then why were we obsessed with growth? Who was
               really in charge of this operation: us or the business? And why did we think more about our company than we did about our
               own kids—the ones we had supposedly built this business for in the first place?
            

            
            The moment Jen broke down and told me she couldn’t do this anymore, we decided to do things differently. The change didn’t
               happen overnight, and it was far from easy, but finding another way of doing business put us on a very different path from
               how we had done things before. When my wife called me out, it woke me up and helped me see how hard I was pushing and how
               much it was tearing our family apart. This is what hustle gets you. We had to rethink how we were doing everything, and that
               started with going back to the beginning.
            

            
         
         
            Taking Drastic Measures

            At some point, we made a wrong turn, and we had to get back on task. What’s the point of making money and adding value to
               the world if you aren’t able to enjoy it? We began to make some pretty big changes, changes that not only saved our business
               but also our marriage.
            

            
            First, we got rid of all our income goals. They weren’t helping, and they were arbitrary. I wanted to hit a certain number because it felt good, but often the result didn’t change our life one bit. It was just an ego trip for me. The single-minded (read: simpleminded) pursuit of growth was killing our quality of life and burning us both out. It just wasn’t worth the cost. We committed to keeping growth on a slow and steady path and not try to scale too quickly. 

            
            In place of income goals, we created a new one: for my wife to be removed from the day to day of running the business. Once
               we had a clear goal that could easily be measured, one that was connected to the quality of life we both wanted, it was “go”
               time. I am an engineer by trade and a pretty good problem solver, so after setting these new goals I re-evaluated our business
               methodically, ruthlessly watching our priorities, automation, and margins. I didn’t want to end up back there with my wife
               on the floor, crying.
            

            
            Then, we started outsourcing. We re-evaluated the role my wife wanted to play in the business and found a way for her to work
               almost exclusively in her zone of genius. She enjoyed the creative side and didn’t need to fulfill orders or do administrative
               stuff, but that was exactly how she was spending most of her time. We could hire others or create systems for most of that
               and move the office outside of the house to compartmentalize work and home. I knew how to code and could figure out cheap
               ways to automate most of our processes so that everything we did online wasn’t contingent on our making it happen.
            

            
            Slowly, we started to reclaim our lives. At first it was scary, because everything we were doing was flying in the face of
               what we thought was necessary, but we had had enough. It was time for a change, and it was either do this or die. We ditched
               the script of hustle entrepreneurship and found ourselves building a company we were excited to run instead of one we dreaded
               showing up for every morning. We knew there was a chance it could fail—but we wanted to create the kind of business we could
               love.
            

            
            Today, Jen and I own and operate two seven-figure businesses: Bumblebee Linens LLC and MWQHJ (My Wife Quit Her Job) LLC. My wife spends about half her time working on Bumblebee Linens and the other half volunteering at our kids’ schools. Meanwhile, I run the other business. I have time to coach basketball and volleyball for our kids, we haven’t missed a family dinner or bedtime in years, and we grab lunch just the two of us at least once a week. It really is possible to enjoy the fruits of entrepreneurship now—not later. You just have to rethink everything you thought you knew. 

            
            Maybe you’ve hit a breaking point, too. Maybe you’ve set out on an ambitious path to prove something to yourself only to wake
               up one day with your closest loved ones no longer recognizing you. Maybe you’ve believed the lies of hustle entrepreneurship,
               just like I did. If you

            
            
            
            
            
         
         
            Get Out Before It’s Too Late
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