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Dedication



The lessons in this book come not only as the result of starting and operating businesses of my own, but also as one of the many benefits of my marriage.

A marriage is, in part, a small business. Every married couple must create a legal partnership, locate a facility in which to set up shop, and manage cash flow, payables, and investments to maximize return.

As children join the firm, there are personnel issues to resolve and facilities-expansion matters to evaluate.

Ultimately, the disposition of the company's assets enters into consideration.

I am fortunate to have a first-rate marriage partner, Karla Styer Gottry, to whom I dedicate this book. Knowing that writing this was important to me, she packed me up and sent me alone on trips to quiet destinations where I could work long hours with few interruptions. She even let me spend time in beautiful, inspiring Sedona, Arizona, without her. Thats sacrifice! And, hopefully, it was a sound business decision, too.

Without my wifes support, patience, and understanding, this book would never have been anything more than an idea churning around somewhere in the back of my mind. Thank you, Karla!
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Foreword


By Ken Blanchard, Ph.D., 
coauthor of The One Minute Manager, Raving Fans, 
Gung Ho!, and The On-Time, On-Target Manager





How many times have you heard the phrase Thats what its all about? Those five words are as overused as any in the English languageand can refer to anything from sinking a thirty-foot putt to seeing a newborn baby for the first time.

You are about to come face-to-face with the essence of those words once again. Because if you own a small business or plan to begin a new venture in the future, this book is what small business is all about!

Common Sense Business is an energizing, inspiring, provocative personal letter to you from my friend and coauthor of The On-Time, On-Target Manager, Steve Gottry. In fact, until now, I had never seen so much solid business advice dispensed in a single book.

Steve will carefully guide you through the six stages of the small business life cyclefrom the Dreaming Stage, through the Growth Stage, all the way to the Selling/Divesting Stage.

Next, he will teach you how to build a successful, ongoing organization by taking advantage of your strengthsbeginning with your own personal skills and goals, then capitalizing on your employees as well as on your customers and vendors. You will be able to construct solid, lasting people-oriented relationships by discovering how to avoid the pitfalls that have led to disaster for countless entrepreneurs.

Finally, Steve will reveal the secrets that will help you conquer the natural enemies of any business venture. As I read this section of the book, I realized that my company has faced many of these challenges, and we have had to overpower them in order to survive the many ups and downs of our economy.

The bottom line is, this stuff goes far beyond mere theory. There are no maybes in this book. Follow Steves sound advice, and your business will be successful. Ignore it, and your hopes and dreams could become rubble at your feet.

But, as they say, theres more! There is another dimension of this book that caught me completely off guardand thats the intensely personal, candid nature of Steves story.

Steve lost a very successful small businessone that he built from scratch with nothing more than a dream, a strong desire, and a handful of cash. He lost it because, somewhere along the line, he lost sight of his primary focus. He got taken up with the evidence of success, rather than the elements of success. He freely admits to that in this book, so Im not betraying his trust in any way.

The result of his decisionsas well as the impact of some other unfortunate factors that he will share with youled to the failure of his business.

Please notice that I used the word failure instead of bankruptcy.

Despite the advice of many of his business advisers, Steve made the decision to pay off all of his debts through a combination of cash payments and the bartering of his creative work. It took him eight years to settle all of his debts1993 to 2001but he did it!

How does he feel about that accomplishment? Its the only decision that I could have made, he told me. Ive been stuck for tens of thousands of dollars by a number of my clients in the past, so I knew how it felt. I didnt want to do that to anyone else.

How do Steves past creditors feel about what he accomplished? Heres an excerpt from a letter he received from one vendor after Steve sent in his final payment on his old debt: I consider myself fortunate to have known a man of your integrity. I have dealt with thousands of people since 1965 and I can honestly say, I dont think any one of them would have paid a bill six years after leaving the state. You have restored my faith in humanity and you stand head and shoulders above anyone I have ever done business with. If you ever come back to the Twin Cities area, please give me a call and I would be honored to take you to lunch.

Throughout this book, Steve will share both his greatest failures and his most significant achievements in a sincere desire to help you become as successful as you can be.

As I read about his many triumphs and setbacks, something remarkable occurred to me. Steve Gottrys biggest failure is also his greatest success. This may seem to be a paradox, but its absolutely true. It became clear that Steve indeed possesses two enviable qualities that would empower any businessperson who aspired to succeed. They are tenacity and integrity.

This book is about both. Clearly, confidently, and completely.

Helen Keller, who overcame the handicap of being born both blind and deaf, once said, Character cannot be developed in ease and quiet. Only through experience of trial and suffering can the soul be strengthened, ambition inspired, and success achieved.

That quotation is framed and has a permanent home on Steves desknot only because he truly knows what it means, but also because he believes it applies in his own life in a highly personal way.

My challenge to you is, read this book! Read every page. Contemplate every word. Learn from every sentence. Find a nugget of truth and success in every chapter. Common Sense Business is Steves heartfelt gift to you. Accept it with gratitude!

Ken Blanchard
Escondido, California
June 2005









Preface


In the business sense, I believe there are just four basic types of people:


	Those who have started their own businesses. These are people who have acted on their dreams. They have an entrepreneurial spirit and the desire to be their own bosses. They want to exercise a measure of control over their own destinies.

	Those who want to own a business and become their own bosses. Their ambitions, however, are limited by something that seems to them to be insurmountable. Perhaps they believe they dont have access to the necessary financial resources. Perhaps they are secure and comfortable in their jobs and feel they cant afford to take the risk. Maybe their dreams arent backed by sufficient drive. Maybe theyre stalled by fear.

	Those who have started companies sometime in the past but have watched them fail. The death of a business is, in my opinion, one of the most painful things an owner can ever witness. I know. Ive been there.

	Those who dont have a clue of what Im even talking about. They want the perceived security and stability (at least in good economic times) of working for someone else. They cant imagine the joys and joyous tribulations that accompany business ownership. They are limited because their dreams are limited.


Youve probably already realized that this book is written for the first group of people. But its also written for the second group, to help them explore the possibilities of business ownership as seen from the perspective of someone who has been there.

In addition, its written for the third group, because, if they still possess the entrepreneurial spirit, they may be considering a second start-up or a new businessand this book will help them take more of the necessary basics into account.

The fourth group probably wont see this bookor even hear about it. They dont hang out in the business sections of bookstores, nor do they care about the subject matter. But if they were to read it, they would gain a new insight into the struggles their employers face. They would realize that their bosses arent necessarily in the enviable positions they thought they were.

Sadly, theres another group who may never see this book. They are the current MBA students as well as the recent recipients of MBA degreesthe brilliant people who may not yet fully understand the blood-drenched battleground of small business. They will likely seek careers in corporate America and never glimpse the world of the entrepreneur. But I hope they give Common Sense Business the opportunity to heighten their understanding of what we noncorporate types go through.

This book is clearly written from the perspective of a typical small business owner. I have made enough mistakes to see one businessan ad agency that was successful for twenty-two yearsfail. Ive also learned enough about small business to regroup, reapply my knowledge and skills, and redesign my future.

Whats in it for you? If youre planning a business start-up, Part One, The Small Business Life Cycle, will guide you through all of the stages of starting, operating, growing, and even closing down a business. Already own a business? Begin reading at the point that best describes where your business is at right now. But give some thought to reviewing the earlier stages, just to make sure that youre not missing out on some vital conceptthe FANAFI Principle or the pro forma, for example.

Part Two, Building on Your Assets, will help you understand your own role as well as the roles of your employees, customers, and vendors, and how all of this comes together to form a successful business. You will find valuable ideas that will help you gain more from your employees and cement your relationships with your customers and vendors. There are solid, proven techniques for managing your capital, and Ill even offer some reasons why your community is one of your assetsand why you will want to do your part to make it a better place. (If it sounds as though Ive climbed onto a soapbox, Im sorry.)

Part Three, Conquering Your Natural Enemies, will help you ward off those threats that could eat away at your resources and peace of mind. You will discover the keys to gain control of busy-ness, busybodies, sloppiness, debt, addiction, and other likely challenges.

If there is but one nugget of wisdom in this book that helps your businessor your future businessprosper, I will feel that I have accomplished something of purpose.










Introduction


If I had the power to turn back time, I guarantee you that I wouldnt. I most certainly wouldnt want to relive 1993, even if I could change virtually everything about it.

It was pure purgatory. My personal Dantes Inferno. Murphys Law was fully in force in every area of my life. If there was even the slightest chance things could go wrong, they did. Not just a little wrong, either. A lot wrong.

The year 1993 was so awful that in early December, my wife walked by a Hallmark store and spotted a holiday ornament that immediately captured her attention. It was a small skunk holding the number 93. That fits, she thought, because 93 sure stunk! She bought the ornament and brought it home. (Today we can laugh about it, but it was bitterly ironic at the time.)

As I unfold my story for you, parts of it may sound boastful. Thats not my intention at alland as the story progresses, you will come to understand that a new, improved Steve Gottry is writing these words.

You see, I had invested twenty-two years building a successful advertising agency and video production subsidiary in Bloomington, Minnesota, a suburb of Minneapolis. I had ten employees who generated an amazing amount of quality creative work for such clients as Warner Bros. Distribution, HarperSanFrancisco, Prudential Realty Group, NewTek, Inc., United Properties, and Standard Publishing.

My team and I created special markets campaigns for more than twenty-two motion pictures, including Chariots of Fire, Pale Rider, The Hiding Place, The Prodigal, and Joni. We helped create national best sellers for authors such as Zig Ziglar, Dr. Denis Waitley, Madeleine LEngle, and Dr. Robert Schuller.

We won numerous prestigious local and national advertising competitions, including two awards from the International Advertising Festival of New York. The Bloomington Chamber of Commerce named us Small Company of the Year in 1991. This honor was bestowed upon us at a luncheon attended by hundreds of business leaders and was accompanied by a proclamation signed by the governor of Minnesota.

Yep, readers, we were successful by every commonly accepted measure. And, trust me, I was enjoying our success in every way possible.

Naturally, I decided to invest a significant portion of our profits in the luxuries I had always wanted.

Cars always seem to surface to the top of the list of status goodies, so I eagerly got into that game. In 1993, I owned five automobilesan Italian convertible sports car, a minivan for video production gigs, a front-wheel-drive German car for use on snowy winter days, and, of course, the obligatory S-Class Mercedes sedan with heated leather seats, alloy wheels, a great audio system, power everything, and even a special gold-plated Mercedes three-pointed star on the hood.

Thats four. So what about the fifth car? Well, to entertain clients properly, I would phone the livery service that managed my Cadillac Sedan DeVille stretch limousine, and Id book italong with a chauffeur dressed in a tuxedo. As we headed toward one of the better restaurants or clubs in town, wed watch a video on the color TV, listen to the stereo, or make phone calls to those fine restaurants and clubs to confirm our reservations. Or maybe wed just buzz the chauffeur on the intercom to chat. (I hope you know that Im poking fun at myself here, but, well, yes, at that time my head was major swelled.)

If youre guessing that it didnt stop there, youre right. Sadly, youre 100 percent correct.

A boat would be fun, I thought. So I bought one. Actually, I bought four. No lowly aluminum fishing boats, either. I started out with a 15-footer with a 75-horsepower outboard motor. I quickly moved up to a 22-foot inboard/outboard. Then a 26-foot cruiser with a complete galley (kitchen, for you nonboaters), two cabins, and a bathroom (head, for you boaters) with a shower. Next came the 30-footer with dual steering stations, twin engines, and a flybridge that offered panoramic views of my domainbeautiful Lake Minnetonka. Every few years, I traded for bigger and better.

I entertained existing clients at any one of several wonderful waterfront restaurants and took them on leisurely starlit cruises. The positive side of this activity was that, by entertaining prospective clients on the boat, I was able to generate several million dollars in cumulative new business.

Can you guess what came next on this list? You got it! Airplanes! For a number of years, Id been interested in flying. Finally, I had enough money to take flying lessons. I learned how to fly in my own airplane. I earned my instrument rating in my second airplanea high-performance little hummer with retractable gear that had all the bells and whistles Id always wanted, from (forgive me, nonpilots) digital VOR and VHF communications radios, to Loran-C navigation (the predecessor to GPS), autopilot, and thunderstorm-detection and distance measuring equipmentthe stuff of an aviators dreams. As I traveled to my business destinations, I listened to music on CD, played through my special Bose noise-canceling headset connected to my stereo intercom system.

What a great life, I thought, never realizing how temporary it could all be.

On and on it went.

If I wanted a new television, Id choose one with a 50-inch screen. Or a video projector that displayed a 100-inch picture on a movie screen that could be lowered from the ceiling with the touch of a button. A new stereo had to be an exotic Danish modela Bang & Olufsen. When I went shopping for a new sofafor office or homeit was covered in Italian top-grain leather. All of my computer cases and travel bags were made by Hartmann, Zero Halliburton, or Tumi. My pens were Montblanc or Waterman. Every new camera I purchased was a Hasselblad, a top-of-the-line Nikon, or the best, most-current camcorder Sony or Canon had on the market.

I spent my vacations with my wife and children in Hawaii, Mexico, Aruba, and the Bahamas and at Disneyland. Karla and I cruised the Caribbean on five different cruise ships. I golfed with high-powered executives at exclusive country clubs and dined with senators, members of congress, and mayors.

Great life, right?

Not really.

I had become so downright materialistic in my approach to business, success, and living in general that nothing else mattered. The things Ive told you only serve to underscore one simple fact: I had lost sight of all the real priorities in life.

Then, beginning in 1992 and culminating in 1993, it all crashed down around me. The noise of unexpected failure was deafening.

A chain of seemingly irreversible events began to take placeand I watched my businessand my lifeunravel right in front of me.

Our nation was in the midst of a recession, so most of our clients had slashed their advertising budgets drastically.

Several clients decided to take advantage of the revolution in graphic design offered by the newest Macintosh computers and the software developed by Quark, Adobe, and (at that time) Aldus. They decided to do their ads and literature in-house, thereby cutting us out of the picture.

One of our clients in the medical field was suddenly notified by the FDA that their primary product was to be immediately banned from the marketplace. With no product, there would be no need for advertising.

Two of my employees surreptitiously concocted a plan to start their own competing ad agency. Armed with my complete contact lists, proprietary information about my pricing structure, and fresh new letterheads designed on my computers after business hours, they easily managed to walk off with several key accounts with whom they had been working to establish relationships. All this in blatant violation of the noncompete nondisclosure contracts that they (and every other employee of the company) had willingly signed.

Because my overhead was quite highthanks to a fairly luxurious office, my many fancy cars, a sizable boat, a fast airplane, and the best business equipment a company of our size could desireand because the loss of business was quite significant, it wasnt long before I was losing in excess of $50,000 a month. The losses began in April 1992 and continued at that level or higher through July 1993. Ouch!

I wish I could tell you that all of the disasters in my life at that time were confined to my business life.

But wait! Theres more.

Things werent going much better in my personal life.

Our house was struck by lightning. No, Im not kidding. A small fire started in some electrical wiring, but, thankfully, it went out on its own. Still, the wall had to be ripped out and the wiring replaced. Cost? A few hundred bucks.

Next, our house was attacked by giant carpenter ants. Not kidding again. The damage? Over $7,000.

Our very young daughter, Kalla, paid a visit to my office, tripped and fell into a sharp corner, and broke her tailbone. Cost? Lots of pain, lots of tears, lots of medical bills, plus $30 for a blow-up plastic doughnut that she had to sit on for weeks.

July 1993. The accident. Karla and Kalla were caught driving in a violent thunderstorm accompanied by torrential rains, when another driver swerved into their car, forcing them off the freeway and into a ditch filled with three feet of rainwater. Cost? Well, the car was totaled and my wife and daughter could easily have been killed. Fortunately, they both survived. The emergency room attendants were able to remove the chunks of shattered glass from their bodies with a special vacuum cleaner, and our daughter sustained no major injuries.

But Im sure you can imagine how bad I felt when, two weeks after the accident, Karla was riding around my office in a wheelchairher broken leg in a splintattaching price tags to all of the furniture and equipment we were forced to sell (most of it for less than what we owed on it) in order to help pay off our massive debt.

The worst news of all surfaced shortly thereafter. My dad, who had always done his utmost to avoid doctors, was diagnosed with colon cancer in its late stages. I closed down what was left of my ad agency and took a job as a marketing director for a former client of mine, so that I could work just two miles away from the hospital where my dad underwent four major surgeries. That way, I could visit him every day. And be there for him and my mom when he died.

Funny how unimportant toys, cars, gadgets, money, power, and prestige become when ones spouse and child are threatened by a near fatal accident and ones parent is facing a life-ending illness. No, not funny. More of a reality check. An awakening.


Whats the point of all of this? Very simply, the point is this book. My goal is to help you start the business of your dreams, nurture it to success, avoid poor choices, maximize your assets, minimize your risks, and assure your long-term success. And have your priorities straight throughout the entire process.

I want to pass along the commonsense things Ive learned the hard wayso that you dont have to learn them on your own.

Ive learned the hard way that serving customers is more important than serving myself.

Ive learned the hard way that it is easier to lose customers than it is to retain themor to find new ones, and that Id better focus on their needs rather than on boats, planes, and automobiles.

Ive learned that by empowering the members of my team, I empower my business.

Ive learned that there are certain irrefutable laws observed by successful businesspeopleand that Id better know and understand them.

Ive learned that its important to put together a solid support group well before I need it.

Ive learned that meaningful, loving relationships with family and friends offer more satisfaction than the smell of the leather interior of a new car, the high-definition picture on a 64-inch TV, or the luxurious stateroom on a 78-foot yacht. Things aint where its at.

Ive learned that faith, by whatever name you call itself-esteem, a belief system, hope, drive, aspirations, the dreamis absolutely essential if you expect to have any chance of confronting challenging times and surviving.

I am pleased that you are giving me the opportunity to share what Ive learned, so that you can add it to all of your personal experiences and knowledge in order to achieve your dreams.

Im also pleased to report thatas bad as 93 stunklife is better, Karla and I have healed, and we have a positive outlook for the future! In fact, were living that brighter future right now!













PART ONE

The Small Business Life Cycle




New Realities

We live in an economic era unlike any our nationor our worldhas ever seen. The term that describes it is global economy. Manufacturing jobs once solidly ensconced in the United States have been steadily moving overseas. Long-standing, holdout American brands, such as Levi Strauss jeans, have even caved in and joined the migration. Clothing, electronics, toys, and printed books bear foreign labels in increasing numbers. American companies still design and engineer their share of innovative products, but those products are built elsewhere. The resulting job losses have become a daunting challenge for so many of our workerseven for the very best of them.

Many of us who long ago realized and accepted the fact that offshore manufacturing had simply become a way of life never thought wed see the day when customer support, technical service, and inbound/outbound telemarketing activities for American companies would be handled in such places as India, the Philippines, and Thailand. More jobs lost to cheap labor.

Monetary systems are in flux, too. The core nations of Europe have standardized their own joint currency, the Euro, to compete more effectively with the American dollar. More changes in currency are likely in the future. The ebb and flow of foreign stock and commodities exchanges creates waves that are felt with increasing impact in the United States.

Governments try to control the economy by controlling the flow of their natural resourcesoil, steel, and coffee among themor by assessing tariffs to reduce competition and limit imports. At the same time, they engage in unbridled deficit spending, adding more risk to the future of their citizens.

While major companies are off-shoring their manufacturing and customer support to such countries as India in order to gain an economic advantage, there are countless small businesses in the United States who cant afford even a round-trip ticket to India to begin to explore the possibilities.

As Im sure you realize, this is just a brief glimpse of the economic environment in which you currently operate your small businessor hope to do so one day.

The good news is, theres a place in this world for your business venture, and you can succeed!

My objective, throughout the pages of this book, is to give you reasons to dream, to hope, to apply basic commonsense smarts to every aspect of your business, and to overcome the threats and challenges that you will most certainly face.

Ive heard small business described as a roller coaster. If it is, it must operate in amusement park hell. Sometimes its outrageous fun, but other times its undeniably terrifying.

I invite you to follow me through the various stages of the business life cycle. Learn from the good decisions Ive made, as well as from my many mistakes. Become stronger, more focused, more successful. Discover how to achieve victory no matter what changes the global economy forces upon you.

Begin with me where we all begin in businessat square one.













1 
The Dreaming Stage




Everyone has dreamsperhaps without knowing it, we are even born with them.

They begin at age fiveperhaps earliersometimes later.

When I was a child, most boys my age wanted to become a Roy Rogers cowboy, a fireman, or a policeman. Most girls dreamed of becoming nurses, school-teachers, secretaries, beauticians, or housewives. (Cmon, give me a break herethis was the 1950swe had no clue that girls could become astronauts, bioengineers, news anchors, or senators. It was nurse, teacher, secretary, beautician, or housewife. Period.)

At age eleven, my dream was Annette Funicellothe effervescent brunette with the killer smile on The Mickey Mouse Club who stirred the hearts of nearly every prepubescent boy in America.

At fourteen, my dreams turned to radio broadcasting. So my friend Jack and I started our very own illegal AM radio station in our small Minnesota hometown. Things were going quite well until the federal governmentspecifically the FCCcaught word of our operation and traveled the 135 miles from St. Paul to Mountain Lake to pull our plug. Literally. Physically. Completely. Forever.

Undaunted, I decided to study hard and take the test to earn a real FCC radio operators license and get a job at a real, legitimate radio station. So I did, and I got a DJ job at the local radio station at age sixteen.

As part of my job, I had to write commercials for a variety of sponsors, which sparked a new interest and a new dream. At age eighteen, I decided to attend the University of Minnesota and take a double major in advertising and radio-television production.

While attending college, I devised a personal goala new dream. I decided I wanted to be rich.

There was just one catch. Because I had grown up in a modest home in a small farming town in southwestern Minnesota, I had never seen wealth, let alone experienced it. Still, I thought it might be worth a try.

As a caring, giving personthanks to my upbringingI knew that I didnt want money just for myself and my own selfish goals. No, not I! I wanted it for the other people for whom I could create a better life. My family. Worthy charities. The starving people in Third World countries that my mother brought up every time I didnt want to clean my plate. The nearest Mercedes dealer. Fortunately, I had learned something crucial from watching my father, my grandfathers, and the employed fathers and mothers of my high school friends. Most people do not get rich as the result of working for others.

After considerable thought about the matter, I concluded that there were only eight ways to gain great wealth:


	Win some form of contest or lotteryone of those multistate Powerball-type lotteries would be perfect!

	Develop an idea that can be widely franchised. Another McDonalds would be the ticket!

	Invent something that everyone needs, preferably on a regular basis. (Ive heard that the person who invented those little plastic whatevers on the ends of shoelaces retired in utter opulence.)

	Become a movie, television, recording, or professional sports star.

	Invest in stocks, bonds, buildings, and landbut only when such investments are absolutely guaranteed to increase in value.

	Inherit big bucks.

	Create and own intellectual property (books, music, stage plays, film, television programming) and earn royalties and residuals in perpetuity. (Neil Simon makes money every time actors in any theater in the world step onstage to perform The Odd Couple or any of his other plays.)

	Start a business, devote a tremendous amount of energy to it, and make it prosper and grow.


Great ideas, one and all. But upon further thought, I ruled out the first six of the eight methods.

The statistical odds against winning some form of contest or lottery are astronomical, in spite of the widely held belief that Someone has to win it; might as well be me.


As to the others?

Im no Ray Kroc of McDonalds, and besides, the world probably doesnt need another fast-food chain. (Although if there were a drive-through sushi bar in my neighborhood, Id be a regular!)

I dont have a mechanical mind, so inventing something new would be a pointless pursuit on my part.

I cant act, sing, or dance, and I was always chosen last for every sport or game. (I remember the fights between the team captains. You take Gottry. No, you take him; I had him last time. It doesnt do much for a seventh graders self-esteem.)

I thought stocks could be the answer, but those investments have not worked out as well as othersreal estate, for example. Some of the companies in which I have invested are out of business. (Ever hear of Finger-matrix or New World Computer? I didnt think so!)

Inheritance sounds like a plan, but I dont have any wealthy relatives or friends. (I know a fellow about my age who, for years, has actually befriended wealthy elderly people in the hope that they will put him in their wills. Thats unbelievably tacky, but Im pleased to report that it hasnt worked for himyet.)

As to intellectual property, well, Ive written two stage plays, and neither one has been produced. If you buy a copy of this book, and everyone you know buys a copy, and everyone they know buys a copy (and so on), maybe the royalty thing could work.

It then seems that the best option for most of us hardworking, highly motivated people is to start a business and nurture it to growth and profitability.

For many years, when my wife, Karla, and I would talk at the end of a long day at the office or on the road, she would ask jokingly, Are we rich yet?

Todays answer, of course, would be No. Not in terms of material goodies, at least. But Karla and I are a long way from where we started more than thirty years ago. Im a long way from the small house with linoleum floors and asbestos siding in the small farming town where I grew up. Im a long way from the late-night hours of pumping gas and doing oil changes and grease jobs to earn money for college. I still pump gas, but I only pump it into my carat several times the price it was back then. Indeed, I have many blessings to count!

These daysvery honestlythe accumulation of money is not my primary goal. Any money I do make is simply the result of providing a viable service at a fair priceor writing a helpful book that gets into the hands of readers who will benefitand being in demand as a result.

The good news is that there will always be a placein virtually any economyfor well-run businesses that provide meaningful and necessary products or services at competitive prices. And they will always provide jobs for others.

Your businessexisting now or in your future planscould be among them. But only if you play the game smart. You must know what to do in both good times and bad. You must be prepared to make tough but logical decisions. You must understand where you are in the business life cycle and use that knowledge to your advantage.

YOUR BUSINESS BEGINS WITH A DREAM

You may dream about starting a business, but perhaps you seek some guidance on how to transform that dream into reality. You may be concerned that you need more money than you have, or that you have less experience than you need. Thats why Im scattering my personal story throughout this book. The thoughts and processes that worked for meeven through the failure of my business and the start-up of a new onemay well work for you.

My company began as a dream in high school, when my senior-year social studies teacher assigned a term-paper project on the subject of personal career choices. I knew exactly what I was going to write. I wanted to start my own advertising/public relations business. That was my dream. And now, years later, that term paper is still filed in the lower-right-hand drawer of my desk. (Yes, I did receive an A on the paper.)

From my first day at the University of Minnesota, I knew what my majors were going to be. I worked my way through collegewith as much help as my parents could give me (only about $40 a month for food)as a hospital orderly, as













 



	If you have a good idea, you will be copied. Even if you are able to patent or trademark your innovation, others will attempt to compete. But I have a patent/trademark, you argue. That may be true, but the reality is that it costs an enormous amount of money to defend your patent or trademark. These days, some companies dont even bother to file for patents, because by not doing so, proprietary information is kept out of the hands of competitors for a longer period of timeenough time to make enough money to move on to the next big idea.

	Technology changes so rapidly that your earthshaking idea of today may be worthless tomorrow.


	If the barrier to entry in your field is high, you will buy yourself some time to establish your brand and build a loyal share of the market. But if the barrier to entry is just a few thousand dollars, competitors will crop up quickly.
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