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DEDICATION

To my wife Gail. You have been an awesome partner for more than fifty years in business, and the most wonderful, loving wife for forty years and counting. There is simply no way I would have become the success or man I am today without you standing by my side.




INTRODUCTION


If I have seen further, it is because I have stood on the shoulders of giants.

—Isaac Newton




THE STORYTELLER

A large oil painting entitled The Storyteller hangs on a wall in our home. It depicts an older Native American chief sharing his wisdom with the young men of his tribe. If you look closely at each adolescent’s face, the boys appear captivated by the knowledge and insight coming from the elder wise man, as if they’re hanging on his every word. After all, he has seen, heard, and done more in his lifetime than they have collectively.

As I’ve gotten older, I’ve grown to understand this painting more with every passing day. In many ways, I see myself as that elder statesman. I’ve lived a full and prosperous life—and I don’t just mean financially. I’ve been enriched by experiences that I value far more than monetary wealth. The path to success hasn’t always been easy, but that’s what has made it so damned interesting. So, as I look back on the road that led me here, I feel that it’s my calling—my responsibility—to share what I’ve learned throughout my lifetime. If I’ve become an expert at anything, it’s living. And, yes, I’ve become an expert at business too.

In the nearly two hundred thousand or so years human beings have existed in our modern form, it’s only in the past few hundred years that we’ve begun to turn to people other than our local elders for advice and solutions to life’s problems. Anthropologists believe that the accumulated wisdom of older people was an essential part of human survival. The elders taught the next generation how to farm, handle challenges, and care for their children. They were also sources of experience in times of crisis.

It’s a good idea to consult older people, especially those who’ve lived through situations we haven’t. They’ve dealt with financial stress, failure, harassment, war, illness, aging, and loss. It’s these sorts of unthinkable, complex, and challenging experiences that lead to profound insight and great knowledge, and those who’ve lived longer and been through tough times possess a unique perspective that’s incredibly valuable to younger people. It can help shape their view of their own lives and opportunities.

Why wouldn’t we seek the advice of someone who’s lived through much more than ourselves? When you think about it, it’s an easy question to answer. There is no logical reason to pass up such an opportunity. I’ve always enjoyed the company of wiser, more experienced people than myself, whether as business mentors or military commanders. If you listen closely, they reveal so much. And the more experienced they are, the more they want to share. Henry Wadsworth Longfellow said, “A single conversation across the table with a wise man is better than ten years’ mere study of books.” The value of these relationships cannot be overstated.

The harder question is, Why won’t some pay attention, listen, and act upon such advice when they do talk with someone who’s more seasoned? Over the years, I’ve spent numerous hours mentoring people in their careers. I’ve heard their dilemmas, complaints, worries, and ideas too many times to count. I’m very deliberate when it comes time to share my thoughts, solutions, and suggestions. And I’m very attuned: I can always tell when the person I’m sitting with will just nod their head in agreement, get up, leave, and never use the experiences and advice I’ve offered. It happens more often than you might think. And yet there are many people, some of whom I’ll talk about in these pages, who not only heard my words but also heeded my recommendations. What’s the difference between these two types of people?

Action.

The responsive ones know that if you want a different result, you must change how you do things. If you keep making the same mistakes, you’ll get the same results. It’s that simple. But more on this later.

As a young boy, I loved reading Louis L’Amour novels. If you aren’t familiar with L’Amour’s work, he was a great author who wrote dozens of books portraying the lives of American frontiersmen and women so vividly that you could imagine yourself living on the range during that time. Many of his novels became motion pictures, drawing us even further into the power of his wonderful storytelling.

Most of L’Amour’s Westerns start with some kind of tragedy. It might be the orphaning of a young child, the robbing of innocent people by bandits, or a mass killing. The main character is always a misfit too; he’s usually an uneducated kid who doesn’t fit in and has to work his way through life. L’Amour’s writing typically features a good guy who changes as he ages, and by the time you get to the end of the book, the loner has become a successful hero. He might be a prosperous rancher or a respected sheriff. Everything he learns comes to him through life experiences. He doesn’t go to college or have any formal education. I like to think of these characters as having graduated from the College of Hard Knocks, which is a hell of an education. Unfortunately, most people can’t afford the tuition. I contend that the best education comes through the pain of failing, making mistakes, enduring losses, and so on. Someone or something must knock you on your ass once or twice before you can understand the value in each of those experiences.

The College of Hard Knocks will teach you that persistence is incredibly important in any endeavor.

As you read this book and move forward in your career, I hope the importance of this message will stick with you. There’s no doubt that I’ve seen my share of challenges throughout the years, and like Louis L’Amour’s protagonists, I’ve survived them all. If I can do that, you most certainly can too.



CHOICES

Two other authors whose work affected me, in part because they also recognized the value in life experiences and learning from those who’ve gone before us, were Dale Carnegie and Napoleon Hill. Carnegie’s How to Make Friends and Influence People and Hill’s Think and Grow Rich are must-reads for anyone contemplating becoming an entrepreneur. Both books are so inspirational that I believe they should be required reading in every high school across America. Hill once interviewed Carnegie for a magazine article he was writing, and during their three-day discussion, Carnegie challenged Hill to write a book about the philosophy of success. He suggested Hill meet and interview hundreds of Carnegie’s high-achieving friends and colleagues, including people such as Henry Ford, Thomas Edison, Alexander Graham Bell, and John D. Rockefeller. He wanted Hill to pick their brains and learn the secrets of their prosperity in business and in life. The result was Think and Grow Rich.

In 1956, nearly twenty years after Hill’s book was published, a man named Earl Nightingale released a spoken-word recording called The Strangest Secret, which sold more than one million copies and launched the fields of business motivation and audio publishing. He eventually released a forty-four-page book by the same title. Nightingale was motivated to produce The Strangest Secret by the words “We become what we think,” which he read in Hill’s Think and Grow Rich. At the time, Nightingale owned an insurance company where he often gave weekly motivational speeches to his staff. One week he recorded his speech so it could be played in his absence while he was on vacation. That particular speech focused on nonconformity and the power of self-education, presenting the notion that you are now, and you will become, what you think about. Moved by the message of the speech, Nightingale’s employees spread the word, and demand for the recording grew so large that he and his friend Lloyd Conant formed the Nightingale-Conant Corporation to manage the record’s sales. Nightingale went on to become quite well-known for helping people become more successful and for defining success as “the progressive realization of a worthy goal or idea.” In 1956, this was a groundbreaking interpretation.

Over the years, however, the clearest definition of success I’ve ever heard was from Darren Hardy. Hardy is a serial entrepreneur, the former publisher of Success magazine, and a New York Times bestselling author who wrote The Entrepreneur Roller Coaster, Living Your Best Year Ever, and The Compound Effect. He said, “success is doing what you want to do, when you want to do it, where you want to do it, with whom you want to do it, and how you want to do it.” The first time I heard him say this, I remember thinking, He’s correct. That’s the type of freedom every entrepreneur strives for. But it doesn’t come easy or fast. Success is a collection of building blocks, cemented together one at a time.

At my age, with fifty-plus years of experience as an entrepreneur and all that I’ve accomplished in life, I now live by this definition of success. In fact, I’ve made it my mantra. I have wealth, money, and prestige. I have friends, businesses, and hobbies. You could say my life is satisfying and full. When I’m considering whether to give up an hour of my time for someone, the choice comes down to those factors. Am I willing to give up sixty minutes of my life for whatever their cause might be? Often these meetings are essentially requests for money—either loans, investments, or donations—so I know walking in that it could cost me both time and money. When you achieve a certain level of success, you face an overwhelming demand for both, especially from people you don’t necessarily know, let alone care about. But sometimes those meetings can result in a paycheck. So when I heard Darren describe success that way, it hit home. I had an epiphany of sorts. I suddenly had permission to do what I wanted, when I wanted, where I wanted, and with people I wanted to be involved with. If something doesn’t check all those boxes, I’m out. Everyone should live their lives this way, yet most people won’t get to a place where they believe they can.

Today, I’m selective. I say yes to only a few requests because I can’t say yes to fifty, one hundred, or more. There’s great power in saying no. It preserves your value and resources. But there’s actually another reason I’m particular about what I get involved with: You can spend all your time chasing what I call the monkey—that next bright, shiny thing—or you can be hyper-focused on the one or two things that are important to you and your business. It’s easy to run after the next shiny thing, but in the process, most people end up destroying their companies. Steve Jobs once said something I’ll never forget: “We’re famous for what we did, which was executed brilliantly on very few products. What we’re not famous for is how often we turn down a good idea, say no, so we can concentrate on the two or three things we do great.” What you focus on is where you’re going to get the best results. If you’re constantly jumping from one shiny thing to another, focusing on the flavor of the day, you will inevitably lose. Why? That shiny thing is nothing more than a distraction. Of course, everyone is prone to distraction now and then. Think about how often you check your messages or social media platforms in a day. But that’s just a diversion from what you ought to be focused on.

If you’ve never been successful as an entrepreneur, you may argue with my opinion. You may try to persuade me (or others) that this gizmo or that boondoggle will save your company or propel you to great success. But it doesn’t work that way. This book will demonstrate what I believe are the tried-and-true methods that will help you flourish in business and achieve the type of success you desire, and allow you to create an exceptional life.



THE PERFECT 10

When we chose the title for this book, we knew there were multiple associations with the phrase The Perfect 10. To me, a perfect ten is executing something flawlessly and in a way that cannot be imitated. Everyone wants a perfect ten in one way or another. We’re all looking at our lives and trying to figure out, “How can I make more money? How can I make my business work? How can I make my marriage work when I’ve got all these demands at the office? How can I keep my kids from hating me because I work eighteen hours a day?” In some manner, we’re all asking ourselves, What is perfection?

Of course, a very attractive woman (or man) immediately comes to mind. Or maybe you’re aiming for a perfect-ten day, a perfect-ten event, or a perfect-ten life. A perfect ten, by the way, doesn’t mean attaining balance, because there is no perfect balance. But it does ask whether we’re happy with all parts of our life. And if we aren’t, why not? A perfect ten can apply to performance as well—think of achieving a perfect score in sports. When I was in high school, I was a ten-meter platform diver. I remember popping up from under the water countless times after my dives with great anticipation of seeing all 10s on the scorecards. It never happened to me, although I broke my shoulder trying more than once. Receiving a perfect 10 in diving (or any other sport) is rare, but it does happen, and when it does, it’s a beautiful experience. Over the years I’ve realized that the same is true in business—a perfect ten is someone who excels in multiple disciplines such as leadership, management, and marketing, as well as in key areas of personal growth and adaptability. Those, of course, are your A players, and the people I look for whenever I’m hiring or partnering with someone. I want the whole package.

My aim with this book is to help you become a perfect ten. To that end, I’ve divided the book into ten chapters, each addressing a different discipline or area of self-development that helped me achieve success. In each chapter I’ve identified the most significant lessons I’ve learned throughout my career to help you excel in that pursuit. You’ll find that every chapter is chock-full of information, and all of them contain at least one list of ten takeaways that I consider to be the ultimate secrets to success in that discipline. That’s at least one hundred useful tips for becoming a perfect ten in business, particularly as an entrepreneur, franchisor, or franchisee.

Part of my motivation for doing this dates back to 1976 when I read Why S.O.B.’s Succeed and Nice Guys Fail in a Small Business. It wasn’t a big bestseller, but it was a truly amazing book. In fact, there was one paragraph that changed my life. It was so impactful that I had a plaque made with that paragraph inscribed on it. It has been hanging on the wall in my office for fifty years. It reads, “When you have made it up the mountain, reached the pinnacle, you can then do what the rest of those successful entrepreneurs have done before you. You can write a code of ethics, make speeches about morality to business and civic groups, and look down with a cold smile on all the scrambling, scratching little bastards below trying to find their path to the top. You can even do what some of the rest of them have done. Roll rocks down on them just for the hell of it and make the road a little tougher.”

Now, that’s a great quote.

For some time, I was one of those little scrambling bastards trying to make it to the top. To me, the bad guys were all the wealthy and powerful people in real estate who had hundreds of offices and were hell-bent on destroying any newcomers trying to climb the mountain. And then I made it. But here’s why that quote mattered to me so much back then: From the first time I read it, I decided that I would never be a man who rained rocks down on others. Aside from my time in the military when I was given direct orders by my superior officer to act otherwise, I did my best to always help those around me thrive. You see, everyone you meet on your journey will impact you in one way or another. Some will empower you, while others will try to hold you back and get in your way. But I’m certain of one thing: You won’t become successful without navigating the terrain at both the top and the bottom of the mountain, and you’ll never do it alone.

Sometime in the early 1970s, when I was starting RE/MAX, I found another quote that profoundly impacted me. It’s an old Irish blessing that reads, “May the road rise up to meet you. May the wind be always at your back. May the sun shine warm upon your face, the rains fall soft upon your fields, and, until we meet again, may God hold you in the palm of His hand.” In Irish culture, the seanchaí were the traditional keepers of stories. They would travel from one village to another, reciting ancient lore and tales of wisdom. They often spoke of kings and heroes. This blessing was originally an Irish prayer, first written in Gaeilge, the language of Ireland. Like many traditional stories, it lost some of its authenticity when certain words were mistranslated into English.

Although there are many theories about who originally wrote the blessing, most attribute it to either St. Patrick or an unknown author. But whoever it was, most people agree that the prayer’s message is not to worry. It assures us that God has our back and will provide us with a steady path through life with as few challenges as possible. It emphasizes that God is there to give us unwavering support regardless of the difficulties we may face, so we shouldn’t spend a moment stressing about anything. Instead, we should live in peace, knowing that we’re always safe in His hands. This blessing is often given at weddings or before one is about to embark on a journey.

Because I’ve never been a particularly religious man, when I read this blessing for the first time many years ago, I had a slightly different take on it. For me, it was a reminder that if you blaze a trail, you should remember to reach down and give the person behind you a hand up, making their journey somewhat smoother. If you do this, that person might be inspired to do the same for the person behind him. That’s what I’ve always tried to do, and I want you to know that practice has never failed me.

Now, I want to be completely up front with you. I can’t take credit for most of the ideas in this book. These pages are a compilation of what I’ve learned over fifty years of attending thousands of seminars, reading countless books, and listening to speakers and friends whenever they took the time to share their wisdom. I have an insatiable appetite for learning and reading. I still read at least five or six books a week, half for enjoyment and half for business. I always buy hardcover business books because I like to underline meaningful material and take notes. You learn better when you put pen to paper.

In addition to my own hands-on experience, the content comes largely from studying business in many forms and interacting with numerous top business leaders and managers across different markets. People like Darren Hardy, Jack Canfield, Jim Rohn, Zig Ziglar, Napoleon Hill, and many more have influenced how I think, act, and operate in business and in life. If I’m being completely honest, I wouldn’t be where I am today without those influences. I’m a compulsive learner, and in the process, I’ve also been a teacher. So, you might say that there isn’t an original thought in this book, because most of what I’ve learned over the years comes from someone else’s experiences, which they’ve graciously shared along the way.

Another important point I want to make clear is that I, as an individual, did not make RE/MAX or any of the other businesses I’ve been involved with the incredible successes they became. There was always a team behind those accomplishments. We all learned together. Our success derived from the collective efforts of those I worked with and of countless others who influenced us. It truly has been the product of so many people’s input, whether we worked side by side or not.

Several years ago, Phil Harkins and Keith Hollihan came to me wanting to write the story behind RE/MAX. They took five years to research and write their book. They honored me with a business-leadership award for excellence, which was really nice. At the time, I wasn’t ready to tell the full RE/MAX story, but we agreed to cooperate with them, providing access to our archives and granting them interviews with key executives in the company. That book does a wonderful job of telling everything we did right over the years. In reality, of course, there was a lot we did wrong too. We made many mistakes. And so, as much of our story as that book tells, it isn’t the whole story. When I set out to write The Perfect 10, I knew I had to address how to become the entrepreneur you dream of becoming, how to scale a business, how to deal with the inevitable challenges, and how to achieve ultimate success in your career and your life. The RE/MAX story is only as complete as the knowledge I pass along to you from my journey. I’ve done my best to note the original sources of those lessons, and wherever I haven’t, please know that the omission was not intentional. I ask that if you find such an omission, please contact me through my website, daveliniger.com, with the appropriate source so I can give credit where it’s due.

With so much collective wisdom included in this book, I hope that you’ll return to it often, as I did with the many books that inspired me, and that you’ll find something of value in it each time. As you and your business grow, I also hope the trail rises up to meet you—and when you achieve success, you remember to pay it forward.





1 Goal Setting and Planning

I grew up on a farm in Marion, Indiana, where hard work was as natural to me as breathing. My parents had a small business in town, so they leased their land for others to work, keeping ten acres for themselves. It was my responsibility to maintain those ten acres using a gas-powered push mower, which took hours. But I never complained. It was my job, and I took it on like I would everything in life—with fierce determination to do my best.

As a kid, I was a scrappy fighter. I had a chip on my shoulder and wanted to prove that I could kick anyone’s ass. I suppose you could call it small-man syndrome; no matter the name, though, it contributed to my being a bit of a jerk. I used to throw erasers at my teacher and write bad words on the chalkboard. It wasn’t anything so wrong that I deserved a beating, but I got one every time. This was back when teachers could paddle your rear end if you misbehaved. I’d be so bruised I could barely walk. When my parents asked what happened, I would tell them, but they didn’t seem to care much about it. They probably thought I deserved it. And maybe they were right.

For reasons I was unsure of then, some of the bigger kids at school liked to bully the smaller ones. They would come after me all the time. I knew that the only way I could beat them was to focus all my energy on training harder. My goal was to get so strong that one day I would be able to take down the six-foot bullies who made my life a living hell. Eventually the harassment stopped, but those were tough years to get through. As a result, I developed a penchant for protecting the little guy, fighting for what I believed was just and right. And most of all, I learned never to give up.

There’s always a solution waiting to solve any problem.

Fast-forward to adulthood. There’s no doubt that when I went to Vietnam, I walked into the country naïve and stupid, but walked out a different man. When I got home from my tour, I was damn glad to be an American. I was proud to have served my country and appreciated how the military helped me mature. I was also ready to chase the American dream.

I did what most guys did when they returned: I went to work, started a business on the side, got married, had children, eventually divorced, fought through financial difficulties, and, despite it all, went on with my life. I learned early on that you could choose to wallow in self-pity or look inward to examine your flaws. You could point the finger of blame at yourself or point it at others. You could also choose to do destructive things with your life. But guess what? Those things wouldn’t change the world. There were, however, ways you could impact the world for the better, and that’s precisely what I set out to do. No matter what life threw at me, I knew that the only way to win was to put on my big-boy pants and go out and play the game as if my life depended on it. And it did.

As I grew older, I found myself looking back at how foolish and uneducated I had been, especially when I first started in business. No matter how hard I tried to take the straight path to success, the universe always had a different plan. It led me down a road full of twists and turns I didn’t expect and sometimes wasn’t ready to handle. But I learned—often the hard way. There were times when I succeeded, and even more occasions when I failed. And believe me, failure has been my greatest teacher.


LESSONS OF A STREET FIGHTER

Even if you’re someone who grew up as a scrappy fighter like me, there comes a point when you realize that punching people isn’t a great idea, and it’s really not a smart strategy for growing a business. Once I finally matured, I no longer got into physical brawls. Instead, I learned to avoid fighting at all costs.

I began to study Tae Kwan Do, a martial art that involves discipline and conditioning. But because it also involves a lot of kicking, it’s ideal for someone with longer legs. Since I’m a short-legged fellow, I eventually moved on to Kenpō, a Japanese martial art. From there, my study evolved to include Shotokan, a form of karate that proved ideal for my body type.

Of course, most people who take karate strive to become a black belt for the mystique and prestige. The reality is, becoming a black belt won’t really help you in a street fight. You might be able to take an amateur fighter to task, but if you’re up against someone who’s a true street fighter, you’ll be in the fight of your life. When I began studying and practicing martial arts, I was just hoping that if I were ever jumped in an alley or late at night, I’d have learned enough to be able to fight to the bitter end, because the only rule in street fighting is: Do not lose. It’s win or die. Nothing else counts. The military taught me that too. Marital arts classes allowed me to hone my skills in the event such a dreaded death match ever occurred.

As brutal as that sounds, this mentality prepared me for the rough-and-tumble world of business.

A street fighter in business is someone who finds a way to make a profit no matter what the problems are. They don’t always play by the rules. A lot of them are ruthless, though not all of them are. It was Ray Kroc who once said, “If my competitor were drowning, I’d stick a hose in his mouth and turn on the water.” It’s a harsh statement, yet an honest one. As for me? Well, I like to win. In fact, one of my favorite sayings is “Second place is the first loser.” But I like it even more when everybody wins.


4 Lessons Street Fighting Taught Me


	1 There are no rules.

	2 The only acceptable outcome is to win.

	3 If you ever go to a knife fight, make sure you bring a gun.

	4 David can slay Goliath.







ARE YOU PREPARED TO BE RELENTLESS?

Type in relentless.com on your computer or smartphone and see where it takes you. Go ahead. I’ll wait.

Did you get rerouted to the Amazon website?

Interesting, isn’t it?

Jeff Bezos had the idea to name his online bookstore Relentless, so in 1994 he registered that domain, even though the original name of his company was Cadabra—as in abracadabra. His attorney dissuaded him from using Cadabra because he felt it was too obscure a reference for most people to get. It also sounded a lot like cadaver when people said it aloud. Of course, that business ultimately became the retail giant Amazon.com. Amazon, as you know, is also the name of the world’s largest river by volume. And not only is it the largest river in the world but it’s also many times larger than the next-biggest river. The metaphor cannot be overlooked.

There’s no doubt that Bezos has always had drive, purpose, and passion. They’re what helped him stay the course and build one of the most successful businesses in the world. Perhaps you have drive, purpose, and passion too. If you had the chance to pitch me on investing in your business, I’d expect you to walk me through your pitch deck and share all the reasons why you think I should give you startup capital. I might even expect you to have a strong name already picked out, and a logo to match.

But as we neared the end of our time together, I would also expect you to answer the one question that matters above all else: Why are you starting this business?

I would warn you to be very careful about how you respond, because there’s only one answer I’m looking for, and it ought to be the same reason you give.


Before going any further, write your answer here.

The reason I’m starting my business is to
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The answer I’m looking for is simple:

To change the world.

If that wasn’t your answer, you may need some time to reassess where you are.



YOUR ENTREPRENEURIAL CALLING


Find something you love to do so much, you can’t wait for the sun to rise to do it all over again.

—Chris Gardner



Chris Gardner, as some of you may remember, is the homeless-man-turned-successful-stockbroker featured in the film The Pursuit of Happyness. He believes that the most inspiring leaders don’t just work—they follow a calling. If you’re trying to figure out your entrepreneurial calling, there are several factors to consider. First, what is most important to you? Try to look beyond your current priorities, because those are bound to evolve over time. Ask big questions and then really sit with your answers. What change are you trying to make in the world? How can you do that? Talk with lots of different people, especially those who know you well. These are the folks who will be honest with you about your ideas and goals. Speak with people you trust and admire, and ask their opinions too. Seek out successful people who are willing to talk with you about their business journey. How did they get to where they are today? What advice would they offer you? And what would they change about their own trajectories if they could? I always encourage having these conversations with older people—those of us who have been there, done that. Hell, the sole purpose of writing this book is to share fifty-plus years of wisdom with you to give you a jump start and help you potentially avoid the pitfalls I did not. One question I strongly encourage you to ask is, “What do you look back on in your life, personally and professionally, and regret?”

Listen to what they have to say. Think about how it relates to you and your business quest. How do their answers make you feel? The closer you get to understanding what sets your heart aflutter, the closer you’ll get to discovering your purpose. Not your next job. Not your next business. In the grand scheme of things, both of those are easy to figure out. What I’m talking about is looking deeply into your soul and asking a lot of questions, examining your assumptions, calling your bluffs, and reflecting on what you find until you narrow it all down to the clearest answer about who you are, what you believe in, and what you want to create. The late Zig Ziglar, the renowned motivational speaker and author, put it this way: “What you get by achieving your goals is not as important as what you become by achieving your goals.” I love that quote.

Know this: You can have anything, but you can’t have everything. So be selective, be realistic, and honor your priorities. Consider the various roles you play—spouse, parent, friend, sibling, boss, employee, volunteer, and so on. All of these roles will divide your time, which means you’ll have to become adept at saying no a lot. The best leaders in business understand the power of no. You can’t do everything and expect to do it well, so prioritize these areas of your life and consider the choices you’ll have to make to fulfill your goals and live your calling.



WHAT’S YOUR WHY?

The question “What’s your why?” was popularized by Simon Sinek in his book Start with Why. The book was written after Sinek gave a TED Talk that went viral. In his talk he explained that as humans we are compelled to do things for our own reasons. Understanding those reasons—our why—leads to greater motivation and a sense of purpose. Essentially, the why we discover during self-reflection equates with our sense of personal fulfillment, clarity, and life meaning. Our why isn’t about why now so much as why for the long term.

Sinek’s book focuses on creating an organization that puts its values at the center of its business. The idea is straightforward: “Great businesses know why they’re doing what they’re doing, and they use that mission as their guiding principle.”

The book breaks the concept down into three parts:


	Defining your why.

	Understanding how your why affects your company on all levels.

	Making sure you stay focused on your why in the long term.



Your why is all about what motivates you to get up and go to work every day. Your company’s why is the reason you’re in business. Think of it as your mission statement—the vision and motivation behind your company’s existence. This why leads to your how—the various steps you’ll need to take to achieve your why and the goals you must meet along the way. Finally, your what is the product or service that you’re providing. It’s the most tangible part of your business.

For example, if we look at RE/MAX, it can be explained like this:

Our why is to disrupt the real estate industry, putting our agents first.

Our how involves creating a 100 percent commission structure for our agents.

Our what is the real estate we sell.

I’ve spent my entire career chasing my dreams. Whether it was building a real estate company that would rock the industry, constructing a private golf course to be used to raise money for charity, or breeding the world’s most sought-after Arabian horses, I had my why in mind. From day one, we were never in it for the money. Don’t get me wrong—financial freedom was always a goal, but it was never our purpose. And I genuinely love what I do. I get excited by the work. Whenever I found myself bored or uninterested in a business, I knew it was time to sell.

All great entrepreneurs will tell you that if your sole motivation is money or fame, you likely won’t achieve either. First, the odds that you’ll achieve financial success are pretty low. Statistically, the average business owner earns 35 percent less over their first ten years than they would have earned if they had been gainfully employed by someone else. Starting a business is hard. It will challenge you in ways you can’t imagine. These constant curveballs frustrate and discourage most people, preventing them from getting to where they want to go. Many entrepreneurs become so disappointed that they give up. If a paycheck is what you’re after, you’re far better off being on someone else’s payroll. It’s much more of a sure thing.

There’s no shame in wanting to achieve monetary success and notoriety. A hell of a lot of fun comes with that. Just be honest about it, and then ask yourself if that’s truly what you want out of life, or if there could be something more. For myself and many of the great entrepreneurs who’ve inspired me over the years, the allure of building something meaningful has far outweighed the financial rewards that come with success.

Some people seek fame, wanting to become the next Elon Musk or Mark Zuckerberg, without having the necessary ingenuity or drive. Nancy Gross, the operating manager of the MBA program at Stanford Graduate School of Business, has commented that in her previous role at the school’s Center for Entrepreneurial Studies, it wasn’t uncommon for aspiring entrepreneurs to come into the program aiming to become famous and enjoy all the perks of success without a clue as to what they were signing up for. They would often show up without a pen or a piece of paper, wanting to be fed the answers without doing any work. According to Gross, these budding entrepreneurs would never make it.

There have been many times when I’ve witnessed business owners who were solely driven by money make decisions that were bad for their businesses. These were decisions that fed their ego and/or the bottom line. In theory, such decisions feel right in the moment, but they usually end up costing a lot over time. This type of arrogant decision-making can easily drive away partners and employees who would much prefer to thrive in a “we” environment than to serve a boss in a situation with no upside.


The best reason to start an organization is to make meaning—to create a product or service that makes the world a better place.

—Guy Kawasaki, The Art of the Start



As the above quote indicates, most seasoned entrepreneurs and investors are in it to change the world in one way or another. This is the exact motive I look for in the entrepreneurs whose businesses I choose to invest in. I know individuals like this will persevere through the tough times every new company faces. These are the people who are willing to sacrifice whatever they must to make it. They’re the smart risk takers who dare to push limits and challenge norms, and they believe in what they’re doing so much that failure isn’t an option.

Look—turning your ideas into dreams is hard work. RE/MAX was an idea that had been taking shape for years. It was a series of connected observations and discoveries made over time. A well-thought-out dream becomes possible only after the idea has been fully developed.

John Coleman, author of the HBR Guide to Crafting Your Purpose, contends that few of us have thoughtfully considered what success really is before pursuing it. Many people choose a career or a job based on what they’re good at, what they studied in school, or even what someone they admire did before them—following in a family member’s footsteps, for instance. For most people, this tends to overtake the more meaningful aspects of life. Some experts call this a work-life imbalance. Coleman suggests that it’s important to consider how we can pursue success while maintaining joy and purpose too.

Psychologist Martin Seligman believes that when thinking about success, we ought to include positive emotions, engagement, and relationships on the list of the many accomplishments we hope to achieve. Doing this allows us to flourish, have more profound experiences, and live a life rooted in meaning.

In the Disney movie Soul, the main character discovers that life is not only about finding one’s purpose but also about understanding the why within the day-to-day moments we experience. Knowing this early in your career will give you a head start in your pursuit of success. It will enable you to enjoy a life that includes meaningful love, positive relationships, a great career, and service to others. Don’t wait until later in life or when you’re at the top of your game to discover your purpose. Start today. Doing this will guarantee a more meaningful and fulfilling journey.

For me, the ultimate why in business is knowing that I’m doing something that serves others. As a species, we’re hardwired to be of service. Knowing we have something of value to give can connect us in ways no other why does. It provides a sense of belonging, and it feels much better and more fulfilling than just being in something for personal gain. Plus, it connects us more deeply to whatever we’re doing and selling, increasing our resolve to stick it out when times are tough.

Keep in mind that your why—your purpose—may change over time as your business grows and the needs of the market you’re serving change. Staying in touch with your evolving why can help you successfully navigate those changes.



WHAT IS YOUR PASSION?

Okay, so let’s say we’re still in our interview, and I’m considering whether to make an investment in your business. I’m going to ask you another important question: What is your definition of success?


Before going any further, write your answer here.

My definition of success is
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Because we’ve already touched on the dangers of chasing money and fame, and why purpose and making a difference matter, I hope your answer doesn’t suggest that you define success as a measurement of wealth, notoriety, and the accumulation of things such as homes, cars, watches, and so on. In fact, I hope your answer has something to do with following your passion, because those who factor passion into the equation are more likely to have a positive outlook and an easier time overcoming obstacles and challenges as they arise. Those who are passionate about their work also take great pride in themselves and work harder, and thereby increase their odds of success.


Follow your happiness.

—Mark Zuckerberg



Mark Zuckerberg has literally changed the world with his company Meta, formerly known as Facebook. Zuckerberg followed his passion—not money—when launching his unique vision. His philosophy was simple: Even if you don’t end up making a fortune, at least you’ll be doing something you love.


Know what success really means.

—Warren Buffet



If you have any doubt that success equates more with having a passion than having material possessions, consider this: Warren Buffet is one of the greatest investors of all time, but even with all his monetary success, he still lives humbly in Omaha, Nebraska. According to him, it’s critically important to pursue what brings meaning to each day.



INTENSITY OF DESIRE

Howard Schultz, the founder of Starbucks, has often said, “Work should be personal for all of us. Not just for artists and entrepreneurs. Work should have meaning for an accountant, construction worker, technologist, manager, and clerk.” I completely agree. No matter what career path you choose, whether you’re an entrepreneur or an employee, you must find purpose and meaning to be fulfilled.

There’s an old saying that goes, “Choose a job you love, and you will never have to work a day in your life.” I don’t think that’s exactly true. If you find a job you’re passionate about, it will motivate you to work harder, and when you do, you won’t mind, because you’ll be doing things you never thought possible. But if starting a business is something you’re considering, remember that it’s about so much more than that. It’s a mission driven by a vision that is worthy of your time, energy, and intellect.

The term intensity of desire refers to the strength, passion, and fervor with which someone wants or pursues something. It reflects the level of motivation, determination, and dedication that an individual has toward achieving a particular goal or fulfilling a specific desire. When someone has a high intensity of desire, they’re deeply committed to attaining their objective. This intensity can manifest in various ways, including a willingness to persevere through challenges and a drive to go above and beyond to make their dream a reality. A note of caution: It can also manifest as being restless. Patience is indeed a virtue when it comes to achieving goals.

At best, though, the intensity of desire is the fuel that motivates us. It’s the driving force behind our actions and decision-making. Your intensity of desire in business can vary over time and be influenced by factors such as personal goals, values, aspirations, and the perceived importance or significance of the goal. It can be a powerful force that propels you toward success and achievement in pursuing your career ambitions, personal relationships, or personal growth. The Chinese believe that guanxi, or personal connections, are at the center of business. To truly succeed, you have to build a network of trusted and respected people you can reach out to whenever you need them. Guanxi is important and takes time to develop. It’s also a reciprocal proposition. If you ask a favor of someone, be prepared to give one in return as well. Remember, what goes around, comes around.



OPENING NIGHT ELECTRICITY

For me, passion in business is a lot like romance and the thrill of the chase. You may be in a happy marriage or a career you love, but it’s never the same as when you first started dating or working in that job.

You never get over the thrill of the pursuit.

I still go to events for RE/MAX that I find fun, and certainly they’re essential to connect with our teams. But after so many years, the romance—the excitement—has faded.

On the opening night of a Broadway show, there’s such intensity in the air. The anticipation is palpable, especially for the actors and dancers who were chosen for their roles and who’ve spent months practicing for this night. Everyone wants tickets to opening night, and the show is the talk of the town.

As an audience member, you have your ticket in hand, you see celebrities walking the red carpet, and you’re dazzled by the bright lights of the paparazzi and the marquee overhead. Backstage, the performers are excited and ready to go. There’s so much anticipation for the show that you can feel it throughout the building. That’s what I call “opening night electricity.” It’s a true phenomenon. There’s no replacing that feeling, that “Holy cow, this is so cool” excitement. When the curtain comes down, there’s a standing ovation, multiple curtain calls, and everyone is ecstatic.

Three years later, though, the cast has changed several times, the show has been running for a thousand-plus days, and the thrill is gone. It’s a gift when the curtains go up night after night and the cast can still feel some of the magic they did on opening night. Eventually, though, there isn’t any more opening night electricity. And worse, no one expects it, so it eventually goes away. And when it does, it impacts every aspect of the show. That’s when it’s time for a change.

Every time you make a presentation, it can feel like opening night electricity. It’s your chance to shine. Creating opening night electricity is the aim of most businesses. They have to figure out how to re-create the happy, warm embrace of the first time whenever someone walks through their door. The customer expects that opening night sensation. They anticipate adventure, experience, and the debut of something new that’s as good as (if not better than) your last product, service, or offering. If you fail them—if you can’t generate that level of enthusiasm—you’re not pleasing your customer. That type of passion comes from within. It’s really from your heart.

Think about a restaurant where people take pictures of their food and post them on social media for others to see. That too is opening night electricity. What they’re really saying is, “Holy moly. Look at what I’m eating tonight!”

For an entrepreneur, there’s also an opening night electricity. It’s not so much that feeling of walking through the door as it is, “What’s next? What’s my upcoming acquisition going to be? What new business idea will I launch?” For someone like me, it’s a constant chase, and it will be until the day I die. This is my game, my purpose. If you’re not in the game, you’re a bystander. You’re just sitting on the sidelines and watching. You’ve got to be in the game.

I’m a guy who enjoys going to Las Vegas. When I walk into a casino, everyone knows I’m there. I’m what they refer to as a whale—a big-stakes gambler. They comp my stay in a suite that runs $20,000 or $30,000 a night, serve me all the wine I can drink, and dish out all the food I can eat. They close off a private table where I can sit all night. I mostly play blackjack, and when I do, I bet six figures a hand—sometimes playing four or five hands at a time. I could lose, or I might win. It doesn’t really matter. I’m a player who knows the odds favor the house. But you’ve got to play to win, right? I am one of those rare gamblers who has won more than I’ve lost. I claim my winnings with the IRS. And for those few days, I’m the king of that casino. It feels good. My ego is bolstered, and win or lose, I have a hell of a lot of fun. I’ve had big nights and bad nights. I don’t dwell on losses any more than I do windfalls. It’s just the game. It isn’t the way I make my living. Walking into a casino, sitting down, and playing at the five-dollar tables just wouldn’t ring my bell. It would only frustrate me. Why would I do that? It’s all about the excitement—those opening night jitters—and the feeling of knocking one right out of the park.

My point is, we all crave that opening night electricity in our lives and careers. The mega wattage supercharges us for quite a while. Sometimes it wanes. Sometimes it returns, through luck and effort. But if it dies out, it’s definitely time for a reset. A new goal. A new passion.


A goal properly set is halfway reached.

—Zig Ziglar





SETTING YOUR GOALS

James Clear’s Atomic Habits is a book I very much enjoyed reading. It talks about goal setting like this: Athletes who train for the Olympics have the same objective, which is to win gold. Obviously, not everyone will take home the top medal. Some won’t have the skill set; others won’t have trained hard enough; and still others might falter, fall, get hurt, cramp, or just quit. Winning gold requires countless hours of practice and repetition that most people can’t handle. These elite athletes train morning, noon, and night, seven days a week. Why? To meet their goal.

The same is true in business. Goal setting is fundamental to one’s success, and it’s a common theme throughout this book. Starting or running a business requires deliberate planning, and that requires goal setting. Your choice of goals will determine your direction and the steps necessary to get there. I always advise entrepreneurs to dream big. Be overwhelmed with the possibilities of what can become a reality, but don’t get paralyzed by all the choices. Believe that anything is possible, and then figure out how to make that happen. The above quote from Zig Ziglar highlights the fact that setting a goal is a crucial step toward its achievement. When you define your goals clearly, you’ve already taken a significant stride forward.

Having big end goals is important. That being said, be sure to keep your more immediate goals in the realm of reasonable reality. You can adjust them as many times as you need to along the way, raising the bar as you go. The more realistic your immediate goals are, the more likely you are to meet them. Conversely, the more unreasonable your goals are, the more likely it is that you will fail.

What is it you want to do? What is your ultimate goal? And what intermediate goals will get you there?

At RE/MAX, our initial end goal was to become the best real estate network in the world. We were going to accomplish this by recruiting five people a month for five years. When you know what you want to accomplish, it becomes much easier to achieve.



CREATING ABC PRIORITIES

I’ve always loved aviation, whether it’s flying my own plane or attempting to navigate a hot-air balloon around the globe. Several years ago, I read a book called Have You Filed Your Flight Plan? Leadership: Destination and Direction by Erick J. Burton. The premise of the book is that goal setting is a lot like a pilot filing a flight plan before taking off. No commercial airplane pilot can leave the ground without first submitting a plan that includes their destination and direction. The pilot establishes waypoints, meaning the areas they will fly over, and notes them in the plan so their course can easily be plotted and tracked by the FAA.

Many years ago, pilots would use paper maps to chart their courses. Today, it’s all done by computer. Digital preflight planning tools not only generate a map with a graphic of your flight path, they also come with overlays that show terrain, real-time weather conditions, potential obstacles, and the various airports en route to guide you in the cockpit. If you put the plane on autopilot and encounter heavy winds, the system will automatically course correct for you.

Planning your flight, in our case, is a metaphor for planning your goals and staying on course. Unfortunately, most people plan a two-week vacation better than they plan their career. And there’s actually a good reason for that: When you plan a vacation, you understand that there’s a finite amount of time. You know you have only fourteen days to do what you want to do. Once you pick a destination and book a hotel and rental car, your efforts become focused on the sites to see, the places to eat, and the activities to engage in. You have to prioritize so you can do all the things you want to do, because who knows when you might get the chance to return to this destination? When most people come back to the office, they feel as if they have unlimited time. They’re not under a deadline the way they were in their travels. They go to work with no strategy. They have no plan. No goals. They collect a paycheck, and they go home. So the planning process, which includes establishing goals and setting up systems, never gets done by the majority of people in the workforce today.

I’ve spent six decades setting goals for myself and teaching others how to do the same. In the late 1970s, I taught a goal-setting training program for several years that changed a lot of people’s lives. While creating the course, we asked brokers and agents to keep a daily log for seven days. We wanted them to write down every single thing they did from the time they woke up in the morning until they turned out the lights at the end of the day. We thought it was important to know what time they went to the office, how many showings they had, how many listing appointments, and how much time they spent at lunch, at the gym, and running errands—everything. When they turned in these logs, we coded their responses by their income. Whether they were a 100 percent commission agent making $100,000 a year or an agent making $30,000 a year, we sorted their work activities through a system called ABC Priorities. A activities made you money, B activities led you to the money, and C activities were necessary evils. In the case of our real estate agents, activities categorized as As included showing a house or talking to a prospect face-to-face about buying or selling a property. Activities categorized as Bs included doing administrative work, writing an ad, cold-calling, and so on. And, finally, activities categorized as Cs included putting gas in the car, getting it washed, going to the grocery store, picking up the dry cleaning, and the rest of the mundane tasks we do as humans.

What we found was that agents who made less money spent about 20 percent of their time doing A activities, whereas top producers spent 80 percent of their time on those same activities. The top producers didn’t have a spare moment to go to weekly sales meetings. They were too busy showing and selling properties. The ABC principle pointed out that everybody put in an eight-to-ten-hour workday six or seven days a week, but the people who made the most money focused most of their time on doing the things that made them money. When they were doing A activities, they were making an average of $400 an hour. When they were doing C activities, they were making zero. Once we had this information, we taught our agents to create to-do lists at night for the next day. We wanted them to put an A, B, or C in front of the items on their lists so they could prioritize what was important to them. Some people always started with the Cs. Why? They’re easy, and you can quickly tick them off the list. It made them feel as though they were working hard and being productive. But they never got to the As or Bs. The top producers always focused on the As. They would delegate the Cs to someone else if they had to.

Once we started teaching this method, people could see where their time was being spent and what the return on that time was. It taught them how to make the best and most productive use of their day. If you could make $400 an hour selling property, why would you ever stop to mow your lawn? If you were a top producer at that time, you could hire people for six dollars an hour to take measurements, photograph the property, and do the necessary legwork to get it listed on the MLS (Multiple Listings Service) while you spent your time walking people through homes, pointing out all the features, negotiating contracts, closing sales, and bringing home the income.

To further assist agents in making the most of their time, we introduced the “team concept” under the RE/MAX system. The first person added to the teams in the ’70s was an administrative assistant. If you couldn’t afford a full-time assistant, you could form a team and share one with several other agents. Each agent could use the assistant for a specified period of time, and they would all split the cost.

Once we started teaching agents that they were the rainmakers, the team concept really took off. An agent could spend the same amount of time selling an $800,000 home as they did selling a $100,000 home and make a lot more money in commission, so the more experienced agents started focusing on the bigger sales. Because they didn’t want to be bothered with smaller sales, they would pass that business off to other agents in the office, take a referral fee, and focus on their more significant listings. This raised the bar for everyone on the team as each leveled up their game.

In this whole goal-setting process, it’s important not to confuse a goal with a desire. A goal and a desire are two related but distinct concepts: A goal is a specific and measurable objective that you aim to achieve within a set timeframe. It’s a result or outcome that you actively work toward. For example, you may say, “My goal is to lose ten pounds within the next three months by exercising regularly and following a healthy diet.”

Goals are often concrete, actionable, and well-defined. They provide direction and focus, helping you prioritize tasks and make progress toward achieving a particular outcome. Goals are typically based on specific actions, milestones, or accomplishments that you can aim at.

A desire, by contrast, is a strong feeling or wish for something that you’d like to have or experience. It’s a more subjective, emotional longing or aspiration.

Desires are often broader and less specific than goals. They represent your preferences, dreams, and hopes. Desires may not have clear action plans or timelines associated with them. They reflect what you want in a more general sense, without necessarily outlining the specific steps needed to achieve them. An example may be, “I desire to travel the world and explore different cultures and destinations.”

Yet both goals and desires play a role in shaping our ambitions and driving our actions and decisions. A company that’s poised for success will have a clear set of consistently updated goals to help it achieve its objective. For this reason, we’ll talk about goal setting here as a precise description of what your business will achieve within a specific timeframe.

When it comes to effective goal setting, the following are several key pillars that can help guide you toward success.


Ten Pillars of Effective Goal Setting:


	1 Clarity: Set clear and specific objectives, timelines, and measurable targets that allow you to track your progress.

	2 Alignment: Ensure that your goals align with your values, passions, and long-term vision. When your goals are in keeping with your core beliefs and aspirations, you’re more likely to stay motivated and committed.

	3 Realism: Set goals that are challenging yet attainable. Consider your current resources, skills, and constraints. Unrealistic goals can lead to frustration and de-motivation, while achievable goals provide a sense of progress and accomplishment.

	4 Focus: Prioritize your goals and concentrate your efforts on a few key objectives at a time. Avoid spreading yourself too thin by setting too many goals simultaneously. Concentrated focus allows for better allocation of resources and increases your chances of success.

	5 Measurability: Establish clear metrics and milestones to track your progress. Define specific criteria for success and regularly evaluate your performance against these metrics. Measuring progress keeps you accountable and allows for adjustments along the way.

	6 Timeliness: Set deadlines and establish a timeline for achieving your goals. Breaking down long-term goals into shorter-term milestones maintains momentum. Time-bound goals also create a sense of urgency, provide structure, and help you allocate resources effectively.

	7 Accountability: Hold yourself accountable for your goals. Share your goals with others who can support and encourage you. Consider finding an accountability partner or joining a group that shares similar objectives to stay motivated and committed.

	8 Flexibility: Remain adaptable and open to adjustments as you progress toward your goals. Circumstances may change, and unforeseen obstacles may arise. Being flexible allows you to modify your approach, pivot when necessary, and seize new opportunities.

	9 Actionability: Take consistent action toward your goals. Create a plan by breaking those goals down into actionable steps. Proactively work toward your goals to make regular progress, and adjust your strategies as needed.

	10 Reflection and Evaluation: Regularly review and reflect on your goals. Assess your progress, identify what’s working and what needs adjustment, and learn from any setbacks or challenges. Regular evaluation allows for continuous improvement and keeps you aligned with your objectives.



By incorporating these pillars into your goal-setting process, you can increase your chances of success, maintain motivation, and make steady progress toward achieving your desired outcomes.




Unharvested Ideas Are Worthless!

By the way, before something ever becomes a desire or a goal, it’s a seedling of an idea. Harvesting your ideas requires diligence and, like anything worthwhile, a process. I use the following five steps whenever I want to turn a big idea into a dream and ultimately a business.


	1 Write the idea down and get the words right.

	2 Connect the idea to other ideas to expand it to its full capacity.

	3 Test the idea to ensure that it’s viable.

	4 Incubate the idea.

	5 Call it a dream and share it.







CREATING YOUR VISION AND MISSION STATEMENTS

Once you’ve come up with a business idea, it’s time to articulate its purpose by putting it in writing. A vision statement in business is a concise and inspiring declaration that outlines the desired future state or long-term aspirations of the organization. It paints a compelling picture of what the company aims to achieve or become in the future. A well-crafted vision statement serves as a compass for the organization, providing direction and inspiration for ongoing strategic decision-making and goal setting.

For instance, the Walt Disney Company’s vision statement is “To make people happy.” This short yet powerful statement captures the essence of the company’s vision and the emotional impact it aims to create through its entertainment and experiences.

Google’s is “To provide access to the world’s information in one click.”

Tesla’s is “To create the world’s most compelling car company of the twenty-first century by driving the world’s transition to electric vehicles.”

Starbucks’s is “To establish Starbucks as the premier purveyor of the finest coffee in the world, while maintaining our uncompromising principles while we grow.”

And at RE/MAX, our vision statement is “RE/MAX will always be the right place for real estate entrepreneurs who want a combination of independence, support, and unique competitive advantages—and the right choice for customers who understand the benefits of having someone like that working on their behalf.”

An effective vision statement looks forward. It articulates the impact the company wants to make in the long run. It should inspire and motivate employees, stakeholders, and customers; evoke enthusiasm and a sense of purpose; and rally people around a common goal. A vision statement should be easy to understand, memorable, and consistent with the company’s core values and fundamental beliefs.

While specific goals and strategies may change over time, a vision statement typically remains constant. It provides a guiding light for the organization’s journey, even as the business evolves and adapts to new challenges and opportunities.

A mission statement, by contrast, describes the present-day activities and values of the company. It’s a short and powerful declaration that communicates the fundamental reason for the company’s existence. It establishes what the company does, how it does it, and, often, why it does it. It details its target market or audience, articulates its competitive edge, and makes clear its values and goals. It should provide clarity and direction for employees, customers, investors, and other stakeholders, helping them understand the company’s objectives and what it stands for.

Here are examples of mission statements from the companies previously mentioned:

Disney: “To entertain, inform, and inspire people around the globe through the power of unparalleled storytelling, reflecting the iconic brands, creative minds, and innovative technologies that make ours the world’s premier entertainment company.”

Google: “To organize the world’s information and make it universally accessible and useful.”

Tesla: “To accelerate the advent of sustainable transport by bringing compelling mass-market electric cars to market as soon as possible.”

Starbucks: “To inspire and nurture the human spirit—one person, one cup, and one neighborhood at a time.”

RE/MAX: “To be the worldwide real estate leader, achieving our goals by helping others achieve theirs. Everybody wins.”

Once you have clear vision and mission statements, you’re ready to speak about your company in meaningful and effective ways to both existing and prospective stakeholders.



YOUR ELEVATOR PITCH

An elevator pitch is a concise and compelling summary of a product, service, business idea, or individual’s skills and qualifications. It’s called an “elevator pitch” because it should be succinct enough to deliver within the duration of an elevator ride, typically somewhere between thirty seconds and two minutes. The purpose of an elevator pitch is to quickly and effectively communicate the essence of what you or your business offers in a way that captures the listener’s attention and leaves a memorable impression. It’s often used at networking events, business meetings, job interviews, or any situation in which you have a brief opportunity to make a persuasive impact. Think about the people you’ve seen on Shark Tank. When they come out to pitch their business ideas, their description must be clear, concise, and engaging from the word go.

A well-crafted elevator pitch should include an opening that’s strong and engaging enough to grab the listener’s attention. This can be a thought-provoking question, a surprising statistic, or a compelling statement related to your product, service, or expertise. Next, it should succinctly describe the problem or challenge that your product or service addresses, highlighting the pain points or needs of your target audience. Then, it should present your solution or value proposition by explaining how your product, service, or expertise solves the problem. Focus on the unique and compelling way it does so. Detail the benefits and advantages it brings. Differentiate yourself or your business from competitors by highlighting what sets you apart. Emphasize the unique features, qualities, or expertise that make your offering or skills valuable and desirable. End your elevator pitch with a clear and brief call to action. This could be a request for a follow-up meeting, an invitation to visit your website, or a request for their contact information. Make it easy for the listener to take the next step.

It’s crucial to practice your elevator pitch to ensure a confident and smooth delivery. Refine and reiterate your pitch based on feedback and the specific context in which you’ll be using it. Remember, the goal of an elevator pitch is to capture the listener’s interest and make them want to know more. It should be concise, compelling, and tailored to your target audience. By effectively conveying your value proposition and leaving a lasting impression, an elevator pitch can open doors to further conversations, opportunities, and business connections.


EXERCISE:

If you were going to explain your business to me in a couple of sentences, what would you say?
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With an understanding of what constitutes success and how to frame the goals, vision, and mission of your company (or your idea for one), you’re ready for this next step.



WRITING A BUSINESS PLAN

A business plan is a comprehensive document that outlines the goals, strategies, and purposes for a business venture. It serves as a road map for the organization, providing guidance and direction for the company’s operations, growth, and financial success. While the specific content and structure of a business plan may vary depending on the industry, the size of the business, and the intended audience, the overall purpose is to provide a comprehensive and strategic guide for the business’s success. Think of it as your architectural plan for building a house.

A well-crafted business plan communicates the vision, mission, and objectives of the business and demonstrates how it will achieve its goals. The plan helps entrepreneurs and business owners clarify their business concept, identify target markets, and develop strategies to achieve a competitive advantage. It outlines the steps and resources required to turn the business idea into a viable and successful venture.

A business plan is often necessary when seeking funding from investors, lenders, or venture capitalists. It provides potential investors with an overview of the business, its market potential, and its financial projections, helping the investors assess the business’s feasibility and potential return on investment.

A comprehensive business plan also serves as a communication tool within the organization, ensuring that all stakeholders—including management, employees, and partners—have a shared understanding of the business’s goals, strategies, and operational plans. It helps align everyone’s efforts toward a common vision.

And, finally, a business plan provides a benchmark against which the company’s performance can be measured. By setting specific goals, objectives, and key performance indicators (KPIs), the plan enables the business to track progress, evaluate results, and make informed decisions to stay on target. This might include an analysis of potential risks and challenges that the business may face. By identifying these risks, the plan allows the company to develop strategies and contingency plans that effectively respond to or mitigate such challenges.


Key components typically found in a business plan include:


	1 Executive Summary: An overview of the business plan, highlighting key points.

	2 Company Description: Detailed information about the business, its products and services, target market, and unique value proposition.

	3 Market Analysis: Research and analysis of the target market, competitors, and industry trends.

	4 Marketing and Sales Strategy: Plans for promoting and selling the products and services, including pricing, distribution, and promotional activities.

	5 Operations and Management: Detailed information about the organizational structure, key personnel, and operational processes.

	6 Product or Service Line: A detailed description of the company offerings, including features and benefits, and how they address customer needs.

	7 Marketing and Sales Strategy: Plans for marketing and an approach to sales, including target market segments, positioning, pricing strategy, distribution channels, promotional activities, sales forecasts, customer acquisition strategies, and ongoing customer relationship management plans.

	7 Marketing and Sales Strategy: Plans for marketing and an approach to sales, including target market segments, positioning, pricing strategy, distribution channels, promotional activities, sales forecasts, customer acquisition strategies, and ongoing customer relationship management plans.

	8 Funding Request and Financial Projections: A clear statement of the amount you’re seeking if you’re pursuing funding, the purpose of the funds, and how they will be used. Include detailed financial projections, supporting income statements, balance sheets, cash flow statements, and key financial indicators. Also note assumptions and provide a break-even analysis.

	9 Implementation Plan: A timeline and action plan outlining how the business will execute its strategies and achieve its goals.

	10 Risk Analysis: The identification and assessment of potential risks and challenges that could affect your business, including legal, financial, operational, and market risks. Consider strategies for mitigating those risks and how you plan to handle contingencies.





Remember, in addition to being well structured, concise, and tailored to your specific business, your plan should
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