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			“It had long since come to my attention that people of accomplishment rarely sat back and let things happen to them. They went out and happened to things.” 
– Leonardo da Vinci

			Welcome, my friend, to the unseen world of small business ownership. A place where entrepreneurial dreams meet the gritty realities of daily operations. The journey of an entrepreneur is often romanticized, but as someone who has walked that path, I can tell you that it’s a lot more challenging and less glamorous than it appears at first.

			Running a small business isn’t just about turning a profit; it’s more about leading a team, navigating complex problems, and constantly adapting to an ever-changing marketplace. Yet, despite these challenges, it’s one of the most rewarding endeavors one would ever undertake.

			Did you know that small businesses make up 99.9% of all businesses in the United States? They’re the lifeblood of our economy, as they are creating two-thirds of all new jobs. That’s the power of small businesses, and that’s the power you hold as a business owner.

			This isn’t just a playbook; it’s a guide, a friend, and a mentor, which will help you navigate the complexities of running a small business. I’ve been where you are, faced the struggles you’re facing, and came out successfully. I’ve learned a lot along the way, and I want to share these insights with you.

			I’ve served as the CEO and COO of multiple businesses, managing revenues of up to $100 million and more annually, but I’ve also been the guy working late into the night, trying to figure out the budget for the next quarter. I’ve celebrated big wins, and I’ve also faced crushing defeats. I’ve hired some really brilliant people, and I have also been burned by some of those closest to me. Through it all, I’ve learned valuable lessons that I believe can help you on your journey.

			So, whether you’re a seasoned business owner or just starting out, I invite you to join me on this journey. Let’s explore the owner’s path together, from startup to success, and uncover the practical strategies, insights, and tools you’ll need to take your business to the next level.

		


		
			​Chapter 1: 
From Vision to Reality
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			“Good business leaders create a vision, articulate the vision, passionately own the vision, and relentlessly drive it to completion.”
– Jack Welch

			​1.1 Crafting a Compelling Vision

			The first step to successful small business leadership is crafting a compelling vision. It’s the North Star that guides you, the beacon that keeps you on track when the seas of business get stormy. It’s not a mission statement you tack on your website or an elevator pitch you rehearse for your in-laws. Your vision is the bedrock upon which your business is built, the guiding principle that informs every decision you make. 

			I like to think of your vision as a roadmap to success. You get to decide the direction your company is headed. For some people, that can be incredibly daunting and for others, it can be the coolest part of being a business owner. Close your eyes for a moment (unless you’re driving or running on the treadmill) and envision the last time you were on a flight. Do you see the plots of land, the mountains, and the forests? That should be your viewpoint of your business while crafting the vision. You should be able to see everything in totality.  

			With the ability to see your business as a whole, it will be exponentially easier to craft your company’s vision. Think of it like this: where do I want to go? That means understanding the end goal of this thing you’ve created. Do you want to grow into a worldwide powerhouse? A regional juggernaut? Or are you simply satisfied with running a business that will allow you to do what you love and get paid for it? The ultimate question when visioning is, “why am I doing what I am doing?” Answer that and you’ll have your vision.

			​Identifying Core Values

			Embarking on the journey of identifying your core values is a fundamental step in defining the character and ethos of your business. These are the non-negotiable principles that form the foundation of your business operations, the values you unwaveringly adhere to. Whether it be unwavering integrity, relentless innovation, or exceptional customer service, these core values differ from one business to another. Yet, they are uniformly recognized and deeply ingrained in the hearts of successful business owners.

			To effectively determine your core values, consider the qualities you would seek in an ideal employee. Think about the characteristics that are essential for someone representing your company. Would you value their ability to follow directions meticulously, their genuine care for team dynamics, their prioritization of others, or their capacity to lead with empathy? These reflections are a mirror to your core values.

			However, identifying your core values transcends merely listing admirable traits. It involves an introspective and sometimes challenging process of understanding not just what you stand for, but also what you unequivocally reject. It’s about drawing a definitive line in the sand, and declaring unequivocally, “This is who we are, and just as importantly, this is who we are not.” This clarity guides every decision, every hire, and every strategic direction your business takes.

			Establishing your core values is akin to setting a moral compass for your business. It is about making tough decisions and maintaining those standards, especially when faced with situations that tempt compromise. In essence, your core values are more than just words; they are a commitment to a set of principles that define every aspect of how your business operates and interacts with the world. They are the guiding lights that illuminate your path in the business world, ensuring that every step taken aligns with the essence of what your business truly represents.

			​Defining Business Purpose

			After establishing your core values, the next pivotal step is to define your business purpose. This goes beyond the mere mechanics of what your business does; it delves into the why. Why does your business exist? What unique problem are you solving? How are you enriching the lives of your customers? Your business purpose is not about the products or services you offer; it’s about the reasons and motivations behind them.

			Understanding your business purpose can range from straightforward goals like “supporting the local community” to more specific objectives like “providing advanced x-ray machines to hospitals in northwest Minnesota.” The essence of identifying your purpose is to maintain a clear focus. It helps to steer your team away from the distractions of fleeting opportunities or those ‘shiny objects’ that do not align with your core mission.

			Consider a local coffee shop owner as an example. Her business purpose transcends the mere selling of coffee. Instead, it’s about creating a space that fosters community connections and conversations. In this case, the coffee shop becomes a conduit for achieving a higher goal - a hub for communal interaction and warmth. The coffee, while integral, is a means to an end, not the end itself.

			In other words, defining your business purpose is about uncovering the deeper impact and value your business brings to its customers and community. It’s the underlying force that drives every decision, shapes your brand, and differentiates you in the market. This clarity in purpose not only guides your business strategy but also resonates with your customers, employees, and stakeholders, hence, creating a more meaningful and connected business experience.

			​Visualizing Future Success

			Next is to visualize your future success. This isn’t about daydreaming about your business on the cover of Forbes or fantasizing about that beach house you’ll buy when you retire. It’s about clearly picturing what success looks like for your business.

			Think about where you want your business to be in one year, five years, ten years, etc. What products or services are you offering? What kind of customers are you serving? How many employees do you have? What kind of culture does your company have?

			Make this visualization as detailed as possible. Write it down, draw it, create a vision board. The more vivid your visualization is, the more powerful it will be in guiding your business decisions.

			​Aligning Vision with Market Reality

			Finally, align your vision with market reality. This isn’t about diluting your vision to fit the market; it’s about finding the intersection of your vision and the market need.

			You may have a vision of creating the world’s first zero-gravity coffee shop, but if the market for zero-gravity coffee is non-existent, you’ll need to adjust your vision. Conversely, if you see a gap in the market for eco-friendly coffee shops, you might adjust your vision to fill that gap.

			Remember, your vision is a guiding principle, not a fixed destination. It should be flexible enough to adapt to changing market conditions, but strong enough to keep you grounded in your core values and business purpose.

			So often people get bogged down trying to turn their dreams into a business. Sadly, if your dreams have little-to-no demand, then you need to continue looking. I would recommend getting your business profitable first and then using your additional resources on your passion. 

			Take the time to craft a compelling vision, as it’s an investment in your business’s future success, and one of the most important steps you can take as a business owner. Your vision will guide you, inspire you, and keep you focused on the road ahead. It’s the first step in turning your entrepreneurial dreams into reality, and it all starts with you.

			​1.2 Translating Vision into Strategy

			Setting Strategic Objectives

			With your vision now clearly defined and firmly anchored in your mind, the next crucial step is to transform this vision into a tangible and actionable strategy. This transformation begins with the setting of strategic objectives. These objectives are specific, measurable, and time-bound goals that are in direct alignment with your vision, serving as the catalysts that drive your business forward.

			Consider your vision as the destination in a journey, and your strategic objectives as the crucial steps or milestones along the path to that destination. They are the concrete actions and targets that provide direction and momentum as you work towards realizing your vision. For instance, if your vision is to become the leading eco-friendly coffee shop in your community, a strategic objective could be to source 100% of your coffee beans from sustainable farms within a specific timeframe, say the next two years.

			These objectives are more than just lofty aspirations; they are actionable commitments that lay out a clear roadmap for your business. They help break down the grand vision into achievable chunks, hence, making the journey towards your ultimate goal less daunting and more structured. By setting these strategic objectives, you not only provide your team with clear direction but also establish benchmarks to measure progress and success.

			In essence, setting strategic objectives is about creating a bridge between your current position and the future you envision for your business. It involves thoughtful planning, realistic goal-setting, and a commitment to tracking and adjusting these goals as necessary. This process ensures that every step taken brings you closer to realizing your vision, keeping your business on a steady and purposeful course towards success.

			​Analyzing Market Trends

			As you’re setting your strategic objectives, it’s crucial to analyze market trends. What’s happening in your industry? What are your competitors doing? What are your customers demanding? What are the emerging trends that could affect your business?

			For our coffee shop owner, she might notice a growing demand for plant-based milk alternatives or a rising trend of remote workers seeking co-working spaces. These trends could inform her strategic objectives and shape her business strategy.

			Keep in mind that market trends are dynamic; they change and evolve. Therefore, it’s essential to stay informed and regularly update your market analysis. 

			Your best option is to follow groups on social media, get involved with masterminds, and just ask questions from people in the industry. I’ve found that people are typically very generous with information if you could just ask. This will give you the confidence that you’re heading in the right direction.

			​Identifying Competitive Advantage

			Next, identify your competitive advantage. What sets you apart from your competitors? Why should customers choose you over others? The answer to these questions form your competitive advantage. I frequently refer to your competitive advantage as the differentiators that you need to focus on to set you apart from the crowd.

			You might offer a
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