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​Introduction
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Starting your own business is an exhilarating yet daunting journey. When I launched my first business, a party rental company—at the age of 22, I had no prior experience, no guidebook, and no idea what I was doing. All I had was determination and a willingness to figure things out as I went along.

This book is a collection of the hard-earned lessons and insights I’ve gained over the last 20 years of building and running businesses. These are the concepts that other books often gloss over or avoid entirely. They are the things you won’t learn in school, no matter how many business courses you take. Traditional education and many popular business books fail to provide the practical, real-world knowledge you need to thrive in entrepreneurship. Instead, they offer theories that sound good on paper but fall apart when applied to the challenges of running a business in the real world.

When I started my party rental company, I quickly realized I needed to navigate every aspect of the business—marketing, operations, finances, customer service—all while staying afloat. It was trial by fire. Over time, I learned how to run things more efficiently, but not without making plenty of mistakes along the way. Each mistake taught me a valuable lesson, shaping the way I approached not just that business but every venture that followed.

As the party rental company grew, I reinvested my profits to expand. I didn’t know how to reinvest wisely at first, and I made costly errors. But I learned. Eventually, I took the skills and knowledge I’d gained and expanded into other areas, including wedding venues, Airbnb properties, and additional business ventures. Now, at 42, I’ve accumulated two decades of entrepreneurial experience. This book is the culmination of everything I’ve learned during that time.

I’m not here to offer vague motivational advice or generic business tips. This book is about practical, actionable strategies and insights. It’s about understanding the realities of entrepreneurship, the challenges, the pitfalls, and the triumphs. Whether you’re just starting your first business or you’re looking to improve the way you run your current ventures, this book is for you.

Let’s dive in and explore the lessons they don’t teach you in school or other business books. These lessons come from experience—the kind you can only get by rolling up your sleeves, putting in the work, and learning as you go. This is the advice I wish someone had given me when I was starting out. Now, it’s here for you.
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Chapter 1 - Thinking Like An Entrepreneur
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One of the most common questions I get when I’m on podcasts is, “How can someone start to become an entrepreneur? How do you begin the journey, or even start thinking like an entrepreneur?”

At first, I didn’t have a concrete answer because I never had a step-by-step guide to follow—I just did it. But over time, as I’ve reflected on my own experience and answered this question repeatedly, I’ve realized that the way I developed my entrepreneurial mindset was through a mix of curiosity, observation, and constant learning. I wasn’t handed a roadmap. I built it by paying attention to the world around me.

Observing Business Everywhere

When I first started my entrepreneurial journey, I didn’t read a bunch of business books or attend fancy seminars. Instead, I did something much simpler—I started paying attention.

Anytime I was out in the world and saw a business, I paid close attention to how it operated. If I was at a restaurant, I wasn’t just there to eat. I was analyzing their menu. Were they using the same ingredients across multiple dishes to minimize waste and maximize profits? Was their menu large and complicated, or was it streamlined for efficiency? How was the layout designed? Did they maximize seating capacity while keeping it comfortable?

If I met a plumber, I didn’t just make small talk. I asked questions. How did he charge his clients? How did he advertise? Did he run a solo operation, or did he have employees? What were the biggest challenges in his business? These weren’t just casual questions—I was gathering data, piecing together the mechanics of how businesses functioned.

Even when I didn’t have anyone to talk to, I would still try to reverse-engineer things in my head. If I walked into a remodeled storefront, I’d wonder: How much did it cost them to renovate? Did they do it themselves or hire a contractor? Where did they get their supplies? Were they making good money, or was this business struggling?

This habit of constant observation allowed me to evaluate businesses quickly and determine whether something was worth pursuing, if I could apply similar strategies to my own ventures, or if I knew someone else who could benefit from the insights.

Learning from Unexpected Places

Beyond just real-world observations, I started watching a lot of different business models on YouTube. I wasn’t necessarily watching businesses I wanted to get into—I was watching businesses that I found interesting, simply to see how they worked.

For example, I spent a lot of time watching videos from a guy who runs a pressure-washing business. I had no interest in starting a pressure-washing company, but I still learned a ton about marketing for local service businesses. His strategies on customer acquisition, pricing, and handling difficult clients weren’t specific to pressure washing—they applied to almost any service-based business.

That’s the key: You don’t have to be interested in doing a particular business to learn something valuable from it. Marketing, operations, pricing, and customer service strategies are universal.

For some people, books serve this purpose. There are hundreds of business books out there from different authors, each with their own perspectives and experiences. You can pull valuable lessons from all of them and apply what makes sense for you. Personally, I’ve found that I don’t absorb information as well through books—I learn best through direct observation, conversations, and videos.

The Mindset Shift

Thinking like an entrepreneur isn’t something you suddenly wake up with one day. It’s a habit you build by constantly evaluating the world around you. You don’t need to sit in a classroom or have a mentor hand you all the answers. The world is already showing you how business works—you just have to start paying attention.

Entrepreneurs see opportunities where others see ordinary businesses. They analyze, question, and learn from everything around them. The more you do this, the more natural it becomes.

So, if you want to start thinking like an entrepreneur, start today. Pay attention. Ask questions. Watch businesses in action. Seek out knowledge, even in places you wouldn’t expect.

Before long, you’ll start seeing business opportunities everywhere—and that’s when the real magic happens.
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Chapter 2 – Know What Business You Are Actually In
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Most people, when asked what they do for a living, give a straightforward answer. A chiropractor says, “I’m a chiropractor.” A plumber says, “I do plumbing.” If you asked me years ago, I would have told you, “I own a party rental company.”

At face value, those answers seem accurate. But as I gained experience, I realized that entrepreneurs who truly understand their business look beyond the surface. They recognize that what they do every day may not be what they are actually in the business of.

I came to this realization after a conversation with a guy who had previously owned a party rental company. He told me, “We’re not really in the business of parties. We’re in the business of moving things around and setting them up.”

That insight changed how I saw my own company. He was right—our job wasn’t about the party itself. We weren’t there to enjoy the event. Our job was done before the party started and resumed once it ended. What we were actually doing was material handling and logistics.

Once I understood this, I started looking at other businesses through the same lens. What do they actually do? What drives their success? The answer often isn’t what people think.

The Chiropractor Who Became a Marketer

I once spoke to a chiropractor who was struggling to grow his business. Month after month, he saw the same 100 to 150 patients, with little to no growth. He tried advertising, referrals, and promotions, but nothing made a significant impact.

Then, he tried something different—he started making videos for Facebook, YouTube, and TikTok. He showed the chiropractic process, shared success stories, posted informational content, and even threw in some humor. People began watching, engaging, and sharing his content. Soon, more and more people were coming in for appointments.

His business grew to 500 customers per month. But here’s the key insight—he wasn’t spending more time adjusting spines. In fact, he started hiring other chiropractors to handle the actual treatment. His focus had shifted to content creation and marketing, which was the real engine driving new business.

By recognizing that he wasn’t just in the chiropractic business—he was in the customer acquisition business—he was able to scale in a way that wouldn’t have been possible otherwise.

The Music Producer Who Thought He Was Just Making Beats

Another example is a music producer who made rap beats and tracks. He assumed his business was simply creating music. But for years, he struggled to sell anything.

Then, he started making videos showcasing his beats on YouTube and TikTok. He posted clips of artists using his tracks, behind-the-scenes footage of his creative process, and engaging content to draw people in. As his audience grew, more people became interested in purchasing his music.

Just like the chiropractor, he realized that his real business wasn’t just music—it was attention and marketing. The beats were his product, but social media was his actual business engine.

Applying This to My Own Business

Once I understood that my party rental company was really a logistics and efficiency business, I started looking for ways to optimize every part of our process. I realized that if I invested in things that made each step of the job a little bit faster, it would compound over time, making the entire operation run smoother.

That meant buying better dollies, organizing inventory more efficiently, and refining our delivery routes. Each improvement shaved off minutes or hours from our work, allowing us to either go home earlier or take on more jobs in a day. Either way, we became more profitable.

Yes, I still owned a party rental company. But my day-to-day focus wasn’t just on throwing parties—it was on making everything faster, easier, and more efficient.

What Business Are You Actually In?

Whatever business you’re in, take a step back and analyze what you actually do on a daily basis. Are you really just providing a product or service, or is your business centered around something deeper—marketing, logistics, customer acquisition, or efficiency?

Once you recognize the real business you’re in, you can start focusing on the key areas that will drive growth and profitability. That’s what separates entrepreneurs who work in their business from those who build a successful one.
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