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The Ten Golden Rules

I truly believe that anyone has it within them to become a successful entrepreneur. In order to take the first step, however, you need to have some key building blocks in place. These are the critical success factors for entrepreneurial brilliance. I call them my Ten Golden Rules. They form a vital part in creating a Tycoon Mindset and I know they are a winning formula for business success.
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RULE 1:   Have a vision.

RULE 2:   Use your influence.

RULE 3:   Build your confidence.

RULE 4:   Make a commitment.

RULE 5:   Take action.

RULE 6:   Aim for results. 

RULE 7:   Get your timing right.

RULE 8:   Persevere.

RULE 9:   Be caring.

RULE 10:  Use your intuition.
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RULE 1: Have a Vision

All entrepreneurs, myself included, love to dream – and we love to dream big. In our dreams, we visualise what we want to see happening for real and we imagine what it feels like to have succeeded already, as if that vision has already come true. Then we set our goals and objectives, and employ strategies to get the results we see in our dreams. Those goals and objectives will be different for different entrepreneurs, but what unites us is that we all have an engaging vision of where we want to get to, and we all take action to get there.

   I believe that in order to achieve success, you need a clear and compelling vision of what success means to you. It’s far easier to be and remain passionate about the future if you can visualise where you want to go and how to get there. Your vision is your destination. You’ll need a map to help you reach that destination, which will be made up of goals and results. The vision is the vital part, otherwise you won’t know where you are heading and your goals will be irrelevant.

   To create a Tycoon Mindset for yourself, you need to:


1. Dream big!

2. Visualise your success as if you’ve already achieved it.

3. Set objectives and results-oriented goals that build to those objectives.


True entrepreneurs are driven by the pursuit of success. It is what defines them. That success might be measured in terms of greater monetary gain and the freedom to choose a certain lifestyle, or in terms of a sense of personal achievement, respect from peers or simple contentment. There are many ways of defining success, but a typical Tycoon will always be harbouring another vision of some sort, a vision beyond the vision he or she is currently focused on – a bigger picture.


TYCOON TIP: Aim high, think positive and make your vision long-sighted. Go as far as you can see, and when you get there, you will always be able to see further.


In fact, as entrepreneurs move closer to their goals, something very odd happens. As we perpetually visualise new and expanding opportunities, our goals shift too. Literally, as one horizon is reached, a new horizon is revealed. The truth is that success is like an exciting, addictive, adrenaline-fuelled drug. As one vision becomes real and the success visualised is actually achieved, the next idea takes root, the next vision takes shape, and the adrenaline continues to pump. The initial ‘hit’ of success becomes a driver towards the next ‘hit’. Tycoons are highly driven, highly motivated, success-oriented people. If a Tycoon’s vision is the destination, having set objectives, achieving success and reaching goals are the fuel that helps them get there.

   So be warned: pursuing a vision of success is not a path for the faint-hearted, lazy or unimaginative. It will involve effort and sacrifice. It will involve effort because if you do not try, you cannot succeed, and it will involve sacrifice because realising a vision will mean something has to give. It’s not easy. You don’t tend to see entrepreneurs going on holiday very often in the early stages. However, as someone who has been there and done that – and who is still there – I can promise you that no day will ever be dull and the rewards on every level will be immense. These days, I take more holidays than I used to, but I still put 100 per cent effort into everything I do to make my vision happen.


TYCOON TIP: Focus on your dream achievements. Think. What makes you tick? What is it that you’d choose to be successful doing?


Tycoon Tale: Walt Disney   The world’s media were invited to be present on the first day that Disneyworld, in Orlando, Florida, was opened to the public. Partway through the day, a reporter said to one of the Disneyland executives, ‘Isn’t it a shame that Walt isn’t here to see this?’ to which the executive replied, ‘The great thing is that Walt has seen all this; he saw it before anyone else  . . . He created it in his mind before he decided to have it built.’


My Mindset



I created my business vision when I was just seven. After two years at state school, my parents, who, like all parents, wanted the best for me, had sent me to private school, even though they couldn’t really afford it. However, from the minute I arrived I felt like a fish out of water. Consequently, I would frequently play truant and walk two miles into Windsor, where my dad worked.

    I loved going to his office because it was the only place I could play my absolute favourite game. I played it every time I went there, which was often. I used to sit in his large swivel chair, push his papers around his desk (which probably infuriated him at the time), pick up his green 1960s telephone and pretend to be in charge of this big company. I would issue instructions down the phone to imaginary business people and pretend to send telexes (the fax in those days), handing papers over to a make-believe secretary. I would imagine this scenario so vividly, using all the props at my disposal, that it would seem real.

    This was a serious game. I wanted to run my own business. I dreamed about it all the time. I visualised as a child that I would some day be a millionaire. I believed I could make it happen at seven, I really did. This was my vision!

    Later, I would go on to set objectives and goals, and employ strategies to reach those goals and make that vivid vision real. But it is the importance I placed on the overall vision, on the bigger picture, that I believe has helped me to achieve success. It’s the number-one rule in any Tycoon’s rulebook – to visualise the possible, whilst believing in the impossible.


What did you dream about when you were seven? What do you dream about now? Being an entrepreneur is about taking those dreams and ideas, the seedlings of reality, and making them happen. It’s about making imagined visions become fact, forging ideas into a real and tangible business. Whether it’s moving abroad to run a business in the sun, setting up a lifestyle business around your favourite hobby or creating an empire, by having a clear vision you have put the key in the ignition and started the journey towards making it happen for real.

   Do you have the Mindset of a Tycoon? Put yourself to the test. Visualise winning. Do it now.

Tycoon Tips for Success

How to Visualise Effectively

1. Find somewhere quiet where you can relax and visualise in your mind’s eye what you want from your life and business. Think big. Be far-sighted. Reach for the sky.

2. Imagine that this success has already happened  . . . There you are, in your mind’s eye, enjoying your success. Visualise it. Picture what you’re wearing, who you are with, what you are doing, what you are saying.

3. Visualise yourself telling someone the story of your success, of what you have achieved. Make it real in your mind’s eye. Now you are imagining what it feels like to have already succeeded in your chosen endeavours. You are painting a picture of your dream life and business.

4. Focus on all of this for a few minutes. Crystallise your vision.


Now you have a vision to work towards, a destination to plan a route to. Reach for the stars and achieve your full potential. Strive to be the best you can be. Commit to it. In doing so, your vision is closer than you may think.

RULE 2: Use Your Influence

Many unsuccessful entrepreneurs cajole and push others to reach heights they themselves are unable to reach, often with an overt stick-as-opposed-to-carrot approach. When you have an individual who runs their business with this forceful attitude, there is no staff empowerment whatsoever. This means the individual team member will never act on their own initiative because they’re too frightened to make a mistake. The staff and boss become head-buriers and a blame culture arises. That is devastating for a company.

   Bosses who lead by example are the most successful individuals. They’re demonstrating exactly how to do it, why they’re doing it, which encourages people to come with them and do their job well. The hard-line-boss strategy is very poor for the growth of the company; it’s stifling.

   Other unsuccessful business people take the view that ‘If you want a job done properly, you have to do it yourself.’ They assume there’s no point in relying on others, as nobody will do as good a job as they’ll do themselves. Well, a job is always worth doing properly (what other way is there to do anything?), but that job doesn’t always have to be done by you. Delegation, learning from others and appreciating the key skills and qualities in others are all vital ingredients in the recipe for success. Perfectionism is a worthy quality, but it can be reached by using your influence wisely and harnessing the strengths others have alongside your own.

   Tycoons know the importance of filling the gaps and weaknesses in their own skill set or business idea by finding the parts of the jigsaw puzzle to create the best chance of success.


TYCOON TIP: Don’t be so self-absorbed that you ignore the needs of those people around you or ignore opportunities to learn, share and grow.


Successful entrepreneurs realise that there is great wisdom in having individuals around them who they can rely on and trust to perform tasks better than they can. The reasons why are:



	Delegating key tasks frees the entrepreneur’s time to do what they do best – namely to get on with creating more success by developing the business, building relationships and achieving goals.

	Sharing your vision inspires and influences people to do what is needed to make that vision become real. Transparency with those around you is vital in business. How can you expect to influence and drive your team in the right direction if you are not straight with them or do not let them in to share your vision?

	All successful businesses need business partners to move forward and grow.




 ‘Our success has really been based on partnerships from the very beginning’

 Bill Gates


Despite what the media would have us believe, successful entrepreneurs are very rarely one-man bands. Yes, we may have started out working on our own at the kitchen table, but, unless we are able to build a strong support group around us to help us on the way up, it is unlikely we will ever reach the top. The truth is, the ability to share your vision with the people who work for you and advise you is critical to achieving true success with any longevity. You ultimately need to get ‘buy-in’ to your vision from your team.

   Many people who run businesses on their own don’t surround themselves with other people. They spend ten hours a day cooped up in the office and think they have to dedicate every minute of the day to getting their company right. I think this is a mistake, because they end up being very narrowly focused. Even worse, they could be repeating mistakes by doing the same thing day in, day out. Instead, they should be talking about their experiences to other people in similar situations and discussing how to take the business forward. The learning opportunities from doing this are immense because networking gives you access to resources you didn’t know you had.

   To fledging and existing businesses alike, getting out there to network, share and learn is one of the most useful tools at your disposal. By networking, you have far more chance of using your influence to find out interesting market information, source contacts, skills and suppliers, and generate referrals and new business than if you keep yourself and your business hidden away. You will also get a lot more networking done if you delegate or outsource tasks effectively. People create opportunities and give you the chance to make connections. People provide links in the chain.

   I used to network with like-minded individuals on the golf course, and would often play golf with some of the representatives and account managers from the mobile-phone networks we dealt with. This was a great way to build relationships and find out how we could help each other out in a relaxed and enjoyable setting. These days, I might be sitting round a table with some of the industry’s best-known people at an entrepreneurs’ dinner, with the chairman of the CBI (Confederation of British Industry), sitting opposite Gordon Brown, talking to Margaret Booth from the Department of Trade and Industry or, on the TV side, spending an evening with Simon Cowell, Paul McKenna or Gordon Ramsay. It’s interesting, the kind of networking events and dinners you get invited to as your influence grows.

   Certainly, getting an audience with people is much easier now. If I’d tried to phone the chairman of Asda three years ago, I’d probably have been pushed around their various departments. Whereas now, I could pick up the phone to Richard Branson, billionaire businessman Philip Green or Gordon Brown and speak to them – a great privilege. As your business grows, so does your network and so does your influence. You can help others to achieve their goals and have easier access to those who have the resources, contacts and knowledge to help you to achieve yours. Networking helps you to find partners, get advice, give advice, get contacts and supply contacts. In business, Tycoons use their influence to network.

   Incidentally, it is important to make the distinction between ‘influence’ and ‘manipulate’. Influence is about making sure that the people who work for you benefit from helping you to succeed. Manipulation, on the other hand, is all about ‘me, me, me’ and is never a wise idea. No one likes to feel manipulated or bullied into doing things. Taking time to understand others and their needs, then tapping into their values and motivators is a vastly underrated quality. Influence makes up a focal part in a Tycoon’s Mindset. We understand the value in others, in our team and our network of business partners. It’s important.

   There is another important part of influence, and this can be put into practice as you build your network of business contacts and partners. The more contacts you have, the more you will be able to use your influence to help others achieve their objectives, by matching skills, knowledge and contacts with those in your network who are looking for skills, knowledge or contacts. By using your influence to help others, you will find favours returned, as you are provided with more knowledge and contacts in return.

   A good example of this use of influence would be the opportunity I saw on the BBC show Dragons’ Den to invest in Levi Roots and his marvellous Reggae Reggae Sauce. I saw the marketability of Levi as he’s such a great character, a likeable guy with a huge personality. His product also tasted great. Where influence came into my decision to invest, however, was when I considered the contacts I have in my network. I’m friends with a couple of CEOs at major supermarkets. Knowing this made me believe I could help Levi bring his dream of having his sauce stocked on major supermarket shelves to fruition.

   I was right. Levi had been trying for many years but couldn’t get the doors to open. Like many entrepreneurs, he couldn’t even get a meeting with the major supermarkets. The morning after the episode of Dragons’ Den featuring Levi and his Reggae Reggae Sauce went out, I called the CEO of Sainsbury’s. That same day, both Levi and I had a meeting, and, a week later, a contract was signed.

   From that moment, my team and Levi together have moved mountains to get the product ready for launch across the stores and on the shelves in just three weeks. It’s on the shelves now. Without influence, motivation, a great product and personality behind it, this result would have taken months, if not years to achieve, and may not have even happened. But we (and Levi) are hugely pleased it has. It’s a prime example of what can happen by using your own influence, or using the influence of your investors, partners and contacts. The sauce sold hundreds of thousands of bottles (and still continues to do so). An amazing success, outselling many leading brands.


TYCOON TIP: Recognise that no matter how much self-belief you have, there are times when every entrepreneur needs others. As soon as you think you know it all, you’ll realise you didn’t know as much as you thought you did. Embrace influence.


Tycoon Fable   I mentioned the counterproductive result of having a forceful attitude earlier in this chapter. Well, here is one of my favourite fables. It illustrates the strength in using the gentle approach to achieve objectives. It’s the story of the sun and the wind.

    The sun and the wind decided to have a competition to see which was the more powerful. They would do this by seeing which of them was more successful at getting a man to take off his coat. The wind boasted that with his strength, he would simply create such blustery conditions it would blow the coat off the man. He started blowing an enormous gale, but, to his dismay, his blustery storm actually had the opposite effect because the man simply buttoned his coat and clutched it tighter to him. Eventually, the wind stepped aside and invited the sun to have a go. The sun simply shone brightly and soon it was so warm that the man unbuttoned his coat and took it off. The moral of the story is that sometimes the gentle approach can work wonders.


My Mindset



I started my first business when I was 17. It was a tennis academy. My main motivation for starting that business was because I wanted to buy a car. I was also intent on controlling my own destiny. So how did I manage to create a business at 17? Well, I first started earning money when I was just 11, by helping my English teacher during the school holidays. He was a qualified tennis coach and ran one of the most successful tennis camps in Berkshire. I would collect tennis balls for him, practise with his pupils and demonstrate shots. It was good for him and invaluable for me. I learned how to teach, motivate and encourage other people, and I had a little money in my pocket. I would spend weeks during the summer months being his assistant coach. (Well, that’s what I called myself - he probably thought differently.) Having this experience at such a young age gave me confidence, and a real motivation to do it for myself one day. I’d been bitten by the proverbial business bug.

    The youngest you could be to apply to become an official LTA (Lawn Tennis Association) coach was 16, and no sooner had that day arrived I was on the instructor’s course. Because I had been coaching tennis for years, I passed the course with flying colours. In fact, I was confident that I would pass the minute I arrived simply because I had proved to myself through putting what I’d learned into action that I could do it.

    That same summer, I started my own tennis academy, where I would provide tennis lessons to tennis-club members. Firstly, I negotiated the use of the courts at my local tennis club at weekends and holidays. I then created a flyer, including a tear-off slip for people to complete and return with payment to join the academy, and mailed it to every member at the club. Only £40 went on flyers because I printed and designed them myself, and £150 went on spare balls, equipment and rackets. I didn’t really know the market that well, except as a tennis player, but I had a personal target of trying to get in 20 people to each lesson.

    I was incredibly excited! About to start my A levels, I was running a small business, earning the money I always wanted to have, buying a car when most of my friends had bikes, and I remember that feeling of true independence. I was on my way!

    As the academy became more popular, I had my first experience of using influence to pursue a goal when I asked one of the younger club team members if they wanted to earn pocket money by helping me. The value of this was enormous. I could coach far more people and earn more money. The value of bringing people into my business, teaching them and motivating them to be an integral part of the academy was something I learned at a very young age.

    The Tycoon Mindset involves never standing still. It requires forward-thinking and moving forward constantly, onward and upwards. As such, the Tycoon knows they need others to build their vision.


Tycoon Tips for Success

How to Use Your Influence

1. Use your skills to seize opportunities that create win-win relationships and situations.

2. Make the most of those opportunities. Be influenced to take action.

3. Learn. Never stop learning. Soak up knowledge, skills and contacts.

4. Put what you’ve learned into practice.

5. Use your influence. Motivate, persuade and impress others and get them on board.

6. Delegate tasks that are not the best use of your time. Use your influence to move others to take action with you.

RULE 3: Build Your Confidence

In business, we know it’s vital to have a trustworthy and loyal team of advisors, but Tycoons also know the importance of what they themselves bring to the table. You and your people are your greatest allies, so you need a certain amount of confidence and self-belief to start a business and to keep going under pressure.

   The bottom line is, if you don’t believe in yourself or your idea, why should anyone else?

   Tycoons often have a huge amount of self-confidence. This can manifest itself in several ways. For a start, it can mean that they will evaluate risk very differently to others. Their innate confidence gives them the ability to evaluate and test ideas extremely quickly in a way that often looks hasty to outsiders.

   This confidence extends to all other areas too. If you succeed at something, it confirms that you were right – and the more this happens, the more your confidence grows. This is the reason why many hugely successful people have self-confidence in abundance. We’ve proved ourselves right. This success helps develop self-belief and the results can be very powerful. Some people think, ‘I’ll never be able to do that,’ or, ‘I can’t do it,’ and their lack of self-belief becomes a self-fulfilling prophecy and they’ll prove themselves right, but Tycoons are different. If you believe you can achieve your goals and there’s no reason why you can’t succeed, you’ll end up proving yourself right by making things happen. This will, in turn, perpetuate your belief in yourself and help you to keep on achieving.

   It is, of course, important to get the right balance between self-belief and caution. It is crucial not to become overconfident, as this can lead to complacency and arrogance. Contrary to popular belief, the Tycoon is not an arrogant specimen. Quite the opposite. Confident, yes, but all Tycoons feel they are still learning. Arrogance means you think you know it all and act accordingly. The Tycoon knows they don’t and is hungry to learn, always. Furthermore, Tycoons are flexible in their approach. Having the courage of your convictions and self-belief is neither arrogant nor complacent, but critical to success.

   Don’t race forward with blind arrogance; be prepared by minimising risks and learning all you can to maximise your confidence and your chances of achieving the desired result.


TYCOON TIP: Break down challenges and obstacles to overcome each hurdle one by one.


So how do you boost your own self-confidence when you are just starting out on the road to becoming a Tycoon? Here are the ways I have boosted my own confidence. It basically comes down to two things:


1. Gain experience, skills and knowledge. If you are someone who doesn’t have that natural in-built confidence and self-belief, then you can still acquire it. The first way of doing this is by gaining experience and learning different skills. Work for other people and become confident in a particular role – and then as many different roles as possible. Your goal should be to end up with a broad spectrum of understanding and skills, so you can feel confident about taking on any task.

2. Change your perception of failure. This is even more straightforward. Just don’t acknowledge the existence of the word ‘failure’. Personally, I avoid using ‘failure’ and prefer to use the word ‘feedback’ instead. In fact, I really believe that there are no failures in this world, only events that give you feedback. I see every outcome as having value, and if I do not get the result I set out to get, I take a look at the result I did get and explore what it is telling me. I focus on what I did right and assess and alter what I didn’t. This means I am better equipped to have another go; it also means I have learned something really valuable from a so-called failure that will help me in the future.


Failure equals feedback. To fail is to learn. In learning, we grow, we equip ourselves more effectively and go on to excel and succeed. This realisation is an instant confidence-booster to anyone who has made a mistake and learned from it. We all have. And if you know that you cannot fail, regardless of the outcome, you give yourself the freedom to have confidence, take the plunge and pursue success. Believing in yourself and your business and having the courage of your convictions equips you with confidence. Achieving your goals boosts that confidence and takes you on a journey on which you will conquer goals and achieve great success.

   Learning is a business survival tool, an essential one. To paraphrase Darwin, ‘Listen. Learn. Adapt. Survive.’ There is no such thing as success without learning. Mistakes and failures (feedback from now on!) help you learn what not to do so you are better equipped to know what to do from that moment onwards.

   Frankly, it is far better to try and get feedback (or ‘fail’) than not to bother trying and always wonder, ‘What if  . . . ?’ With that realisation, you can make big things happen and learn an incredible amount on your journey toward your vision.


 TYCOON TIP: Remove the word ‘failure’ from your vocabulary and substitute it with ‘feedback’.


If you want to be successful, you need the courage of your convictions, but you also need the courage to risk failing. Doing nothing at all means you’ll certainly avoid failure, but it will also mean you’ll avoid success.

   As soon as you replace the word ‘failure’ with ‘feedback’ in your vocabulary, the things you say to yourself to boost your self-confidence immediately become much more positive and forward-focused. Confidence grows when it is nurtured and reinforced – remember how children thrive on it? Well, we adults are no different. When our confidence gets a boost, it enables us to shine.

   The most important aspect about nurturing self-confidence is that confidence and self-belief are there for you, not just when things are going well, but also when things are going badly. It’s important not to let obstacles, challenges or even the occasional mistake knock your confidence. Everybody makes mistakes. We are all human. As long as you learn from them, you use feedback to create a positive outcome. If you focus on what you’ve done right and change what you did wrong, you’re further down the road towards succeeding and you will be better equipped with more specifics, more knowledge, enabling you to make more informed decisions. So do you still see failure as a bad thing now?

   Ultimately, believing in yourself and your business and having the courage of your convictions equip you with more confidence. And if you know you cannot fail, regardless of the outcome (because it’s all useful feedback), you can instantly feel more confident that you can succeed. Success will become your main focus. If you believe you’ll achieve something, you are more than likely to do so.

   Self-belief is a sustaining force. It acts as an anchor, validating your idea, proving its viability and gives you the self-belief to make it happen.


TYCOON TIP: Learn from mistakes and failures. Use them as feedback to know what not to do next time.


Tycoon Tale: Thomas Edison   Thomas Edison had literally thousands of attempts at inventing the first ever light bulb. When asked if he was tired of repeatedly failing in his attempts, he replied, ‘On the contrary, I have successfully discovered over a thousand ways not to invent the light bulb.’ You can be sure that he took each ‘failure’ as valuable feedback about what not to do next time, until he finally had it – the revolutionary light bulb. That was, quite literally, his ‘light-bulb moment’. What will yours be?


My Mindset



After setting up my tennis academy, I went to work for a small software company because I believed computers were the future. I set up a limited company when I was 19. However, I believed that in order to use my skills to seize opportunities for a second time, I needed to learn about computers and business before really launching forth with that company.

    So, after six months working for a software company when I was just 20, I went to work for a company that built computers. I earned less from working nine till six every day during the week than I did when I was coaching tennis just at weekends, but I knew I needed to gain experience of computers and how to run a business in order to succeed in that industry. I learned fast, and, as it was a small company, I was given the responsibility of running the office. I learned about sales, marketing, how to build a computer, how to fix a computer. In fact, I learned as much as I could about everything. I call it being a ‘sponge’ – absorbing as much information as quickly as possible. Learning, soaking up skills and knowledge are, as I’ve said before, paramount to succeeding in life and in business.

    This learning experience soon enabled me to create my own business, building, maintaining and supporting computers. Once again, I was putting what I had learned into practice. By the time I’d reached my 21st birthday, it had become a very successful business, thanks to me targeting corporate customers and one great account we won was one of Britain’s most successful PR companies, Lowe Bell Communications, owned by Sir Tim Bell.

    I really focused on giving them the optimum service, rather than trying to give a service to hundreds of other companies. We sold to other companies, but I concentrated on working with this company and that paid dividends. I ended up taking over all of their work. If they ordered a computer or needed any maintenance, they used me. I developed a great rapport with the main buyer, Bob Davison, and, although he and the business had very high expectations, we developed a strong working relationship. In fact, I really enjoyed working with him and we always did all that we could to keep our service levels high and our response to his requirements fast, often working weekends to deliver a solution. In just a few years, my business gave me the trappings of wealth: a nice house, a Porsche and a BMW, plus money in the bank.

    I was only in my mid-20s, but I had secured exactly what I wanted. My vision had materialised. It had become real. When I was 22, I married my first girlfriend, whom I’d met at 17, and we had a beautiful daughter and son together. I was on top of the world. I had a business that was successful, a family and money, or so I thought . . .

    When I was 26 years old, my whole business collapsed. I’d made many stupid mistakes. I’d been doing so well that I’d failed to protect the business. I hadn’t bothered doing credit checks or insuring the business adequately. While I was living the life of a yuppie, swanning around in my Porsche with my portable mobile phone (hardly portable, more like carrying a phonebox), some of the companies we supplied went bust owing us lots of money. The final straw came when a large courier company who owed us a small fortune went out of business.

    Consequently, we had to close the doors. My dream stopped dead in its tracks, and, a couple of years later, my marriage failed. I had it all and lost it all almost as fast as I had got it. I felt like somebody had just turned the light off to my world.

    My saving grace was that I owned a small industrial office on a trading estate. I ended up living in a 12-foot-square office with nothing but a desk and a bed in it. I had no money, no car and, perhaps even worse, no hot water. Every day for six months I had to wash in cold water. I also spent a few weeks living back with my parents – it was a tough time. But even then, when I was right at the bottom, because I’d learned from my mistakes, I still had enough confidence and self-belief to give me the strength and the ability to turn the situation round. I’d created a successful business once: I could do it again. Tycoons never make the same mistake twice and I didn’t intend to. I knew I had to commit to doing whatever was necessary to make success happen, equipped with more knowledge than I’d previously had.


Tycoon Tips for Success

Confidence – How to Get the Balance Right

The lessons I learned from the failure of that business were crucial to the success of my subsequent businesses, and I will share them with you now. Even if you seize opportunities, make the most of them and learn as much as you can in the process, these are not the only pieces in the jigsaw that make a successful business. I learned that to sustain a successful business, it is also crucial to:


1. Avoid complacency. Markets change; business can be volatile. Confidence is paramount, but overconfidence can be counterproductive. The difference between natural and worthy confidence (a positive characteristic) and arrogance, complacency or overconfidence (negative characteristics) is that confident people know they don’t know it all and have an openness to learning that arrogant, overconfident people do not have. Confident people aren’t afraid to ask questions; arrogant people are.

2. Learn from your own mistakes and those made by others. Learn from my mistakes: protect your business. Get insurance and credit checks on customers, always. And don’t put all your eggs in one basket. Spread your business income over a range of clients to limit potential damage to your own business.

3. Evaluate feedback continuously. Don’t get so caught up in the day-to-day running of your business that you have no time to step back and check key areas, or are so busy that you forget to evaluate the risks.

4. Don’t let overconfidence lead to over-indulgence. Don’t spend money you haven’t got by buying flash cars. Make money first. Watch what you spend money on. Keep costs to a minimum.

5. Feel your confidence flourish as you gain more feedback and equip yourself with more knowledge. Whether that’s through failing or succeeding, feel confident that you are better equipped.

RULE 4: Make a Commitment

Tycoons know that you can’t get away with doing anything half-heartedly if you run your own business. The truth is, becoming a successful entrepreneur requires huge commitment, both to yourself and to your vision of where you are going. You need to be aware of your responsibilities, be organised and driven. Commitment to succeeding is vital.

   Remember, if you are your own boss, you will:



	 Still be working when everyone else has gone home or, at the very least, still be thinking about work and the business after you’ve left the office.

	 Not be paid when you go on holiday or are ill, at least not in the formative years.

	 Need to optimise your time consistently.

	 Need the ability to handle adversity and keep going against the odds.

	 Not be able to blame others for any misfortune – the buck stops with you. Take action.




This doesn’t mean you can never take time out to go on holiday, but it does mean that you will need to plan ahead and make sure your absence does not have a detrimental effect on your business. With commitment comes responsibility, not just to yourself, but to your staff, your customers and your suppliers. If you take time off from your business, you need to have the appropriate cover to deliver your promises in your absence.

   I often hear entrepreneurs saying that they can never switch off. While this is undoubtedly true, the secret is to find something you believe in passionately and that you enjoy because then thinking or talking about new ideas, deals or other work-related topics after-hours won’t bother you. That said, it is also important to find some work-life balance. This means you will need to make time to switch off, see family and friends, exercise and so on. You can be a committed Tycoon and still have a life. But you need to be prepared for some incredibly hard graft. Commitment requires good organisation and communication skills, so work on these areas.


TYCOON TIP: Be prepared to work hard, take fewer holidays and struggle to switch off. Plan accordingly so you can make time for life as well as work. Set goals, even for a family holiday, and enjoy it when you achieve them.


The good news is that making a commitment can be incredibly empowering. My personal experience is that once someone has committed to do something, the simple act of making that commitment seems to create a momentum all of its own. True commitment starts at the point at which you are true to yourself and builds pace from there.

   Vidal Sassoon once said, ‘The only place where success comes before work is in the dictionary.’ Indeed, Tycoons are in it for the long haul.


TYCOON TIP: Committing to follow through once a decision is made is an invaluable ally on your road to success. That in itself will create momentum towards your ultimate destination.


Tycoon Tale: Dame Anita Roddick   Dame Anita Roddick is the founder of the Body Shop, one of the world’s most successful retailers of cosmetics and related products. When she brought the Body Shop into existence in the 1970s, she decided to create cosmetics out of ingredients that she stored in her garage or had brought back from her travels. She opened her first shop in Brighton, England, with only 15 products and was able to finance it using the hotel she ran with her husband as collateral. Her products contained ingredients that women used in cleansing rituals that she had witnessed in her travels. She describes a woman’s body as a canvas on which to paint stories. She was totally committed to social responsibility and wanted to create products that supported her beliefs. Customers wanted to sell the products, and in 1984 the company went public and spread franchises all over England. Then Dame Anita empowered women across the world even further by creating the Body Shop @ Home to enable mums and women everywhere to sell Body Shop products at parties in the home. Today, the Body Shop has over 1,980 stores and more than 77 million customers in 50 different markets, serving customers in over 25 different languages. Its success has put Dame Anita’s net worth at more than $200 million. She committed to a purpose and an ethos and was committed to change

























































































	Funding: we needed to make sure we had the right funding in place.

	The product set: we focused on my ‘single-brand distribution’ concept (all efforts concentrated on distributing one brand instead of multiple brands) and making sure that concept was put in place effectively.

	Operational infrastructure and systems: a complete solution that would deliver end to end from processing an order to customer receipt.

	Effective sales and marketing plans with all our suppliers.

	Focused market research: we looked at targeting specific customers and uncovering who bought what, why and where.

	Recruiting the right people to do specific jobs: we focused on employing the specific people that we wanted from day one – from someone to look after our finance, marketing or sales, all of those areas were pre-planned.

















































	Anticipating the changing needs of partners, of the market, of your people and your customers.

	Entering or retreating from markets at the right time to maximise benefit.

	Focusing on core areas of business at a time when other industry players are not.

	Understanding your responsibilities and commitments and prioritising the things you must do effectively.

	Being realistic about circumstances, sacrifices and support. A budding entrepreneur needs to consider the life stage they are in as they start their business, and their additional priorities or considerations, such as family or health. Potential sacrifices incurred by entrepreneurial commitment must also be considered when planning the right time to start up.

	Considering effort and dedication. The amount of time devoted to core business areas needs consideration.























































































































































About the Author: Peter Jones





Peter Jones is a Tycoon and is one of the leading lights of his generation in the world of modern business.

   He is a man with many missions, but there are two causes that have become priorities in recent years. Firstly, he has led a revolution to change the way the world of business is perceived by the masses. Some years ago, in a comment article he authored for the BBC, he described business as the new rock ’n’ roll, claiming that being an entrepreneur was just as sexy and alluring now as being a pop star has been for decades. Teenagers in particular, he argued, are just as likely to pick up a laptop and a business guidebook as they are a guitar to set them on the path to riches, fame and glory. The increase in the number of television shows in primetime entertainment slots with a business slant is also testament to the fact that there is a growing appetite to understand the mechanics of setting up and running a company.

   Secondly, Peter wants to make business accessible to the many, rather than the few. His own television shows are a key driver in encouraging a broader range of people to try their own hand at becoming entrepreneurs, but he is also working hard at establishing Britain’s first Tycoon academy, where people can get the skills and confidence needed to make their own business dreams a reality.

   His own business journey started early. Peter’s ambition of running a multi-million-pound company can be traced back to his early childhood, dreaming of entrepreneurial success while sitting in his father’s executive leather chair.

   At the age of 16, he completed the Lawn Tennis Association’s coaching examinations, and at 17 he set up his first company, a successful tennis academy at a local club. He started his first major business at just 19, providing computers and services to corporate clients. He went on to make that dream a reality, building a £200 million business by the age of 35. He is owner, chairman and chief executive officer of a large portfolio of businesses, ranging from telecoms and leisure to publishing, media, recruitment and property.

   Beyond the business community, Peter has become a regular face on television and is now one of the foremost business personalities in the UK and abroad.

   His television career began in 2005, when he appeared as an investor on BBC2’s groundbreaking business television show Dragons’ Den, which is now in its fourth series and has become one of the most watched shows in its genre and has ratings that continue to grow.

   In 2006, Peter launched his own TV media company, Peter Jones TV, and its first commission, American Inventor, became an instant hit for America’s largest TV network, ABC. When the show aired on 16 March 2006, it was ABC’s biggest success for years on a Thursday night. The show has been recommissioned for another series in 2007 and has now been sold to many other countries around the world, including France and Russia. It will soon be seen in the UK.

   The same year, Peter signed a multi-million-pound deal with ITV to produce and star in business-style TV programmes over the next two years. The first of these, Tycoon, airs in the summer of 2007 and sees Peter searching the UK for the next big business success story.
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