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			Book Abstract

			MAIN IDEA

			There’s really no point doing the same thing as everyone else when it comes to business. If you’re looking for a bit of exhilaration and a genuine adrenaline rush, consider becoming a business renegade instead. Step outside the cookie-cutter mold and inject more of your own personality and values into what you’re trying to achieve in your career. There’s money to be made in business if you become a renegade whether you strike out and become an entrepreneur or remain an intrapreneur in someone else’s company.

			Renegades bring to their careers a level of passion and commitment which is awe inspiring. Renegades also cut through the rules which stop everyone else from getting things done and build something great. They have fun while at the same time do some very impressive things. If you genuinely want to get ahead of the pack, don’t try and fit in. Stand out. Do things that resonate with your desire to achieve awesome things rather than ticking the boxes and waiting patiently until you retire before you give yourself permission to enjoy life.

			In short, rock your career by embracing the way of the renegade. If all else fails, at least you’ll have a lot more fun.

			About the Author

			CHRISTINE COMAFORD-LYNCH is founder and CEO of Mighty Ventures, her own business accelerator firm. She is a serial entrepreneur having started and led five successful businesses (First Professional Bank, Kuvera Associates, Corporate Computing, planetU and Artemis Ventures) all of which were either acquired or taken public. In addition to having 20 years’ experience in operational high-tech positions with Microsoft, Lotus, Adobe and Apple, Ms. Comaford-Lynch has published more than 300 articles and given over 400 speeches including keynotes. She is quoted regularly as an industry speaker and pundit in The Wall Street Journal, Fortune, Forbes and other business publications. Ms. Comaford-Lynch has no high school diploma and has never attended any college or university. She has, however, secured over $250 million in venture financing, IPOs, and acquisitions over the past four years and has a personal track record of over 700% gains on the startups she founded, ran, and invested in. She has also consulted with the White House on tech and small business strategies.

			The Web site for this book is at www.RulesForRenegades.com.

			Important Note About This Ebook

			This is a summary and not a critique or a review of the book. It does not offer judgment or opinion on the content of the book. This summary may not be organized chapter-wise but is an overview of the main ideas, viewpoints and arguments from the book as a whole. This means that the organization of this summary is not a representation of the book.

			Summary of Rules For Renegades
(Christine Comaford-Lynch)

			1. Since everything’s an illusion anyway, why not pick one that’s empowering?

			Since reality is actually just an illusion you create in your own mind, develop a reality which is positive and upbeat rather than one which is timid and weak. Renegades take charge and create great realities for themselves and for their companies.

			“Reality is merely an illusion, albeit a very persistent one.”

			– Albert Einstein

			As Albert Einstein has succinctly pointed out, your live and your career are actually the result of the decisions you alone make rather than being imposed by some external power. Since this is the case, you really should make a deliberate decision to create happy and progressive illusions which empower rather than limiting your thinking.

			There are generally three different components involved in creating an illusion which is empowering and far-reaching:

			[image: ]

			
					Your sense of self-worth – whether or not you feel like you deserve the success you’re enjoying. If you’ve put in the hard work required to develop the skills you need, then you’ll generally good about what you’re achieving. If there’s a nagging doubt in the background that you’re just faking it and eventually others are going to realize that, then it becomes very difficult to be relaxed about the success you’re enjoying.

					The deliberate choices you make – the career paths and business opportunities you choose to follow through on. Everyone has options and many of the choices which get made are wrenching and difficult because they involve sacrificing one thing of value to go after something of even more value. These choices contribute to your self-identity.

					Your own doubts and fears – which may be likened to having an inner critic who lives inside your head. This inner critic is always quick to remind you of your shortcomings when things don’t go to plan. If you pay too much attention to your inner critic, you can become paralyzed by fear and by external events you have no control over.

			

			The good news is that all three of the components which contribute to your self-identity are illusions in and of themselves. If you don’t like your current set of illusions, you’re perfectly free to choose some different and better illusions. As you upgrade your sense of self-worth, the deliberate choices you make and how you address your doubts and fears, your self-identity will also automatically evolve into something better and more powerful.

			The most common and accessible way to change your illusions and reinforce a new self-identity is by setting and achieving goals. Goals are nothing more than a means by which you can manifest your dreams.

			To set effective goals:

			
					Try to set between one and three goals in these categories:	Financial / Wealth

	Career / Business

	Free Time / Fun

	Health / Appearance

	Relationships

	Personal Development / Learning

	Community / Charity




					Buy some index cards and write one goal per card. Write your goals in the present tense and give it a due date. If you set three goals in each area, you’ll have a deck of 21 cards.

					Go through your goal deck at least twice a day and visualize yourself achieving your goals.

					Each morning, write down three things you can do that day to help achieve your number one goal.

					Write down any ideas which come to you on how to achieve your other goals throughout the day.

					Create some visual aids – dream boards which have pictures of what you want to achieve, become or get.

					Mark time out of your schedule where you will focus on personal development. Look for some seminars you can attend or other self-improvement activities which tie in with what you’re wanting to do. These can be great ways to boost your progress. There are some incredible training programs available which not only will help you move forward but which will also be refreshing and fun.

					Make it a habit to keep your ears and eyes open for opportunities to do new things which will help you achieve your goals.“Imagination is everything – it is the preview of life’s coming attractions.”
– Albert Einstein
“A phrase I hear a lot is ‘fake it until you make it’. I prefer, ‘Act it until you ARE it’. Act as if you know how to be a CEO, act as if you’ve already received the promotion when you pitch your boss for it; it’ll help transcend the fear and self-doubt inherent in taking a career leap. Act as if your company is substantial and important when pitching your product to a key executive of a huge multinational corporation; you’ll transmit your confidence and belief in your business.”
– Christine Comaford-Lynch
“We create illusions every minute of every day at every stage of our lives. These illusions can be positive or negative, growth inducing or destructive. Only when we recognize our propensity to create our own reality can we do it consciously, fostering happy, progressive illusions instead of unhappy ones that hold us back.”
– Christine Comaford-Lynch
“A pessimist sees the difficulty in every opportunity; an optimist sees the opportunity in every difficulty.”
– Winston Churchill
“Nothing external to you has any power over you.”
– Ralph Waldo Emerson


			

			2. An MBA is optional but it’s essential you have a GSD – Get Stuff Done.

			Renegades know business is a meritocracy where results count far more than credentials. They realize business success has more to do with delivering consistent high-quality results than it does with collecting the right pieces of paper from colleges.

			A good education will build your skill set, boost your credibility and get you a foot in the door but ultimately it will be your real-world results which dictate just how successful you become. The trick, however, is to become ambitious but not obnoxious.

			To generate a solid track record of success, you’ll need other people to help so you don’t want to be overly pushy. A good litmus test for whether you’re being too pushy is to ask yourself how often you use these four important phrases:

			
					“Please”

					“Thank you”

					“I’m sorry”

					“I don’t know”

			

			In purely practical terms, a GSD means you maximize your forward motion while at the same time minimizing your drag. To do that in practical terms:

			
					Take 100% responsibility for your results – and forget about blaming others or complaining.

					Get visual – put up pictures where you’ll see them all the time. Actively visualize yourself being highly successful and then keep track of how you are progressing.

					Build a great support network – perhaps by having a good friend who helps you be accountable and a mastermind circle of like-minded individuals who work as a group.

					Eliminate any and all toxic people from your life – those who would hold you back or tell you it can’t be done.

					Always talk in positive terms – whenever you have an inner dialogue concerning your goals. Focus on your strengths, not your shortcomings. Be comfortable about having areas of your life where you have no interest in improving and immerse yourself in positive energy.

					Live the Law of Attraction – which states: “What you focus on, you become”. Focus on your goals tenaciously and consistently and you’ll very soon find yourself doing the work required to make your dreams come true.

					Be prepared to persevere – because you’re going to have plenty of failures along the way. Look at each failure as a “learning adventure” and hang in there.

					Pay attention – to the various opportunities which arise each day to move forward. By all means focus on your goals but keep scanning your surroundings for unexploited opportunities and other important stuff.

					Be continuously correcting your course – recognize your mistakes, clean them up and move forward. Don’t keep beating yourself up over what you did in the past. That just increases your drag.

					Celebrate your successes along the way – do things which are fun and motivational as a reward for the risks you have taken and the hard work you’ve done. The better the celebrations you have, the more motivation you’ll be providing yourself. Do cool stuff.

			

			3. Welcome really painful problems – they get people to open their wallets.

			Pay attention whenever someone describes a problem they’re having. Renegades know this is the most fertile breeding ground for new companies which offer robust solutions. People will always open their wallets to get pain removed.

			Entrepreneurs and business renegades live by the credo:
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			If you can accurately diagnose the business pain people are feeling and offer them solutions which work, you’ll find customers will actually open their wallets and buy. This really comes down to three very basic steps:

			
					Pay attention – and always be on the lookout for opportunities. If you’re focused on looking, you’ll probably notice plenty of problems.

					Put aside any feelings of inadequacy – and act confidently and boldly. You can always scramble in the background to make things happen or outsource anything you’re not good at, so feel confident you can deliver.

					When an opportunity comes to your attention, go for it – act immediately whether you’re fully ready or not. Perhaps you’ll get rejected, perhaps you’ll be wildly successful. Which it is won’t be clear until you give things a go. If you start small, your risks are low so even if your idea bombs, you actually haven’t lost anything very substantial.

			

			You’ll most likely need to launch a new business to provide the solution you have come up with. Again, this shouldn’t be a complex process. Instead, you need to figure out your first three steps and the rest can be worked out as you go along.

			The first three steps in launching a new business are always to find the answers to three key questions:

			
					How will we actually create our product or service?

					How will we secure our initial customers?

					What will then have to happen if we are to grow our business and take it farther?

			

			If you’re planning on funding your new business yourself, there’s probably no solid reason why you would need to write a business plan. After all, most people shoot from the hip rather than sticking to what’s written in their plan. If, on the other hand, you’re planning on attracting outside investors, it’s pretty much compulsory to have a solid business plan in place.

			To genuinely shine and have any chance at all of standing out from the crowd, your business plan needs to be created with the three C’s in mind:
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					Concise – your plan must provide a simple explanation for why your business is a great idea and how you’ll execute everything that is needed to deliver your products or services.

					Compelling – the reader of your plan must be left with the conclusion you have the right product for the right niche with great market timing and a management team with the right blend of skills and experience.

					Complete – which simply means you address all the issues a potential investor is likely to raise. You need to tick all the boxes before anybody will seriously consider backing you.

			

			Bear in mind anyone reading your business plan will actually be working their way through the key questions any potential financier worries about:

			
					Have you hired the right people to make this work?

					Can you actually build and then deliver what you are planning to sell?

					Is your target market big enough and can you realistically reach that market cost-effectively?

					How much will it cost?

					Who are your current and potential competitors?

			

			If you want people to read your business plan, keep it to around 20 pages or less. Come up with an executive summary which is about two pages long and which highlights what your plan is all about. Make this solid and factual because your executive summary will be the basis for your financing pitch, your marketing materials, your Web site and more.

			Include in your business plan details about:

			
					The painful problem you plan on solving for your future customers.

					The product or service solution you propose to offer along with details of any follow-on or add-ons you also plan to develop and offer in the future.

					Five year’s worth of financial projections (quarterly for the first three years) and how you plan to cover your growth capital needs and capital expenses.

					Your marketing and sales strategy including pricing, positioning, promotions and the like.

					Your team.

					Your plan for overcoming foreseeable obstacles.

					The key metrics you will track to stay on top of how your new business is performing.

			

			It’s a good idea to put only the information necessary to support the claims you’ve made in your executive summary in the business plan itself. All the supporting information can go in appendixes – resumes of key executives, press coverage, white papers and so forth. Remember, your goal is to create a business plan that gets read rather than something which just sits on an investor’s desk.

			“Failure gives us the opportunity to begin again more intelligently.”

			– Henry Ford

			“Your business plan isn’t cast in stone; it’s more like wobbling in Jell-O. Write it to clarify your thoughts, then be willing to modify it, sometimes radically, or even toss it. Here’s the secret: everyone is making it up as they go along. The point is to be flexible with all your plans.”

			– Christine Comaford-Lynch

			“Opportunities are all around you: pay attention! Learn to listen to someone who is in ‘business pain’. Problems + pain = profit.”

			– Christine Comaford-Lynch

			4. Build your own power and prestige – rather than borrowing someone else’s.

			Renegades don’t define themselves by their job titles or by comparison with others. Instead, you need to build power every day by stretching to become a better person. If you become the best you can be, that will generate genuine staying power.

			People who are inexperienced in business generally start out by drawing power from their job titles or the company which has hired them. That’s all well and good, but if you’re planning on going far, you actually need to start drawing power from your innate sense of self-worth rather than borrowing reflected power from other people and entities.

			Power in business is directly proportional to the degree of self-confidence you possess. If you’re bringing value to the table in any transaction, you have some power. The challenge is to ensure the value you bring is greater than that contributed by others. To increase your chances and opportunities for developing power:

			
					Look for areas in your personal life and career where you have supreme confidence in your ability to deliver results. What can you be doing right now to further enhance that confidence?

					Do you get ruffled when people attack you or do you see this as an opportunity to calmly and efficiently execute your strategy? What kind of self-image could you forge which would help you keep your cool in the face of intense battles?

					What are your genuine internal assets? What skills and abilities do you have – perhaps in the areas of perseverance, problem solving or efficiency. How can you further enhance these skills and develop new ones?

					Whether you know it or not, you’re already a brand in the eyes of other people. What three adjectives come to mind when people talk about you? Is your personal brand saying what you’d like, and if not, what are you going to change in order to enhance your brand?

					What is your personal creed? What beliefs and values do you live by? Do you need a stronger and more impressive creed?

					Do you like being you? Are you happy with the kind of person you are and if not, describe who you’d like to be in the future. Meditate, pray or do whatever resonates with your personal belief system to get to know yourself better. Invest the time required to do that.“I’ve seen so many people date or borrow power instead of creating it for themselves. Maybe we don’t know how, don’t think we can, or we let ourselves get shut down by society or people in our workplace. But this is the quest – to find our own power and keep it and grow it. I did it through my career; others did it through raising their families or their role in the community. Either way, start where it feels easiest, and then expand your personal power to the other realms of your life. It took me decades to find peace and power in my life. Whenever I got wobbly I’d get in trouble because I’d start looking for power outside instead of within. You’ve got to look inside alone. That’s where you find yourself. And that kind of power no one can ever take away.”
– Christine Comaford-Lynch
“We can’t rock in business or in life until we claim our power, and start creating with it.”
– Christine Comaford-Lynch


			

			5. Get good at handling failure – because you’re going to get lots of practice.

			Renegades realize when they grab for opportunities, sometimes they will fail big. That’s all part of the risk-reward relationship. If you genuinely want to achieve, you have to play to win, not merely play to avoid losing.

			Failure is part and parcel of doing anything new. The real key is to fail forwards rather than backwards. In other words, make very certain the lessons you extract from each failure are taken on board and applied the next time around so you don’t get into a cycle of doing the same things wrong over and over.

			To be a successful renegade or entrepreneur, you’re going to have to grab for new opportunities. You have to risk your time, some money and lots of effort. Things will go wrong and instead of generating the solid and tangible results you hoped for, all you’ll end up with is experience, knowledge, some new contacts and some new and better ideas. Actually, that’s not a bad return when you stop and think about it.

			To finesse your failures and turn them into stepping stones towards future success:

			
					Take a brief time-out – where you reflect on what went wrong and more importantly what you’ve learned. Make sure you then get back into action but a bit of time to pause and reflect is good and worthwhile.

					Develop your own inventory list – a list of what’s great about you. Solicit some input from your friends. Try reading your list to yourself a couple of times each day until you start feeling upbeat and ready to try new things again.

					Don’t take failure personally – but realize short term setbacks will ultimately help you become stronger at what you’re actually good at. Extract your lessons and move forward onto bigger and better things. Remind yourself it’s all an illusion anyway so move on.

					Throw a rejection party – where you get your friends together and celebrate your hard-earned lessons. Desensitize yourself to criticism and have some fun with it all. Let people know you still have a sense of humor and some perspective.

					Give yourself a pep talk – make a list of your most awesome qualities and personality traits. Go through this and remind yourself you can still make a huge difference in the world, so it’s time to get back into the saddle.

					Change your look – to get the respect you deserve. Start looking more professional and people will automatically respond in kind.

					Start visualizing the things you want to come into your life again – so the law of attraction can kick in. Remind yourself over and over the game ain’t over yet and something incredible could be just around the corner waiting for you to get there.

					Reconnect with your own personal vision of what you want to accomplish in life – and take 100% responsibility for whatever happens. Remind yourself you’re not a victim of circumstances beyond your control. Instead, you’re in the driver’s seat. You’ve gone down a side road which ended up being a dead-end but now you’re back on the highway again.

					Do something to help others – volunteer to help people who have way more problems than you.

			

			6. Learn how to network – so you can create some great joint ventures.

			Renegades love networking because this is the ideal way to build relationships. In the end, it’s those relationships which end up making your career and your life interesting and worthwhile. Find people to work with and then look for tangible ways to contribute.

			Business talks a lot about how to create synergy in which a combined result is greater than its various constituent parts. Networking is very much like that. The formula is:
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			Counterintuitively, the key to networking effectively is not to focus on what you get out

			
			
			
					Equalize yourself with everyone else – don’t think someone is better than you because they’re famous and you’re not.

					Build momentum – by getting into the habit of talking with the people you meet while waiting in lines, sitting on airplanes and so forth. Try and find something which is admirable about everyone you meet.

					Check in now and then – with the people in your Rolodex. Call them up and see how they’re doing.

					Send brief notes of appreciation every day – to people you’ve worked with in the past or would like to work with in the future.

					Every day, pick your own teacher – and think about what you’ve learned. Keep those lessons fresh in your mind rather than filed away in your memory bank.

					Join a service group – like Rotary or Kiwanis clubs. These are great ways to learn the basics of networking while doing some worthwhile things.

					Find some mentors – and set up monthly lunchtime meetings where you can share ideas.

					Form your own mastermind group – with some people you want to work with in the future.

					Go to parties, conventions and group meetings – with the intention of finding one person you can help in some meaningful way. Pick someone you resonate with and find out what they do for a living and where they want to head in the future. Then follow through with helping them achieve their goals. Do that and good things will follow.

			

			
			
			
			
			
			
			
			
					CEOs are realistic – they understand results can coexist with compassionate leadership. To be a great leader, you don’t have to be a pushover but neither should you be a dictator either. You have to hit the right balance between pushing for results and allowing people to be themselves.

					CEOs understand that true leaders always elevate the status of their people – rather than seeking self-aggrandizement. To be a leader, find workable ways to raise the status of your entire team. Genuinely great CEOs build people rather than stroke their own egos.

					CEOs have great timing – they understand it’s almost impossible to have it all immediately. With this in mind, you need to become very good at adjusting your own expectations so you allow others to grow into their roles. If you’re impatient, you can end up doing things that later turn out to be highly problematic.

					CEOs make the best decisions they can with the information at hand – and are then willing to make ongoing course corrections as required. You have to be willing to gently guide people back on track whenever they wander off onto side issues. Let’s face it – you’re going to make some bad decisions and mistakes so you likewise need to cut some slack when others do the same.

					CEOs foster collaboration – they see everyone as potential joint venture partners. That means people who are problematic one day might end up becoming your very best allies the next so make certain you don’t give up on them too quickly. Collaboration may be external or internal so you effectively need to outlaw traditional us-versus-them thinking or confrontation. Make it easy for people to work with you and before you realize it there will be a large and active group helping propel you forward.

					CEOs get mentors and sounding boards – and then actually listen to what they say. If you really want to get ahead, study in fine detail what other successful leaders do. That will provide you with some great detail about the benefits of seeking and then applying good advice. Get alongside some industry heavyweights and figure out some new ideas and interesting things can and will happen.

					CEOs hire people who are smarter than they are – and then work hard to protect their team. If you want to get things done, you’ll need to find and retain visionaries, middle managers, implementers and infrastructure builders. All will be important to your future so choose your team wisely and then back them to the hilt. Look for people who are:	The smartest you can find in their specialties.

	Good at getting the right things done.

	Committed because you’ve built emotional equity.

	Great at playing with others on the team.




					CEOs have strong people skills – they understand people will have personal problems from time to time which will affect their performance. Do everything you can to help people get through these rough spots which we all have.

					CEOs are focused on the long-term – and they don’t sacrifice themselves to a cause. Make sure you’re paid well and get the respect you deserve. Have a personal life which is separate and distinct from your professional accomplishments.

					CEOs have very thick skins – they are highly adept at being criticized. If you always try and do what is right, then criticism won’t mean much in the larger scheme of things. Deal with it. Make certain you can look at your face in the mirror and like what you see.

			

			
			
			
			
			
			
			
			
			
			
			
			
			
					How much money do we actually need?

					When do we need more capital?

					From whom do we want money?

					What compromises are we prepared to accept?	Rule 1: Don’t be greedy.

	Rule 2: Don’t get taken advantage of either.




			

			
			
			
			
			
					Customers fund your growth – where you find new and creative ways to sell more and channel those revenues back into your operational budget. Obviously there is more than one way to do this. You may, for example, approach a customer and invite them to fund one of your product development projects in exchange for exclusive rights to the product for a set time period. Or the customer may be willing to fund the development project in its entirety and license the finished product back to you on an annual basis. There are all kinds of ways to structure these sorts of deals.

					You offer consulting services to others – in order to raise more funding for operations or development projects. In any industry, knowledge and know-how can be valuable commodities. You might be able to fund many different parts of your business by providing that know-how to companies in different industries which are working through comparable challenges. This can be a great way to fund a start-up.

					You find new and creative ways to cut your own costs – freeing up operating capital and reducing or eliminating the need for more working capital injections. How you do this will vary. Perhaps you can outsource support functions like customer support or order fulfillment. Or you may be able to replace full-time employees with part-timers or hourly contractors. Or you may be able to use contract salespeople paid on commission to save money. Cutting costs can be a great way to fund growth.

			

			
			
					Bank or Small Business Administration loans – which are good because they are debt only but they are hard to get and the paperwork involved is quite excessive.

					Government grants – which are fine except you then get entangled in government red tape and bureaucracy.

					Personal loans – which are typically easy to get but tend to carry high interest rates and personal credit risks.

					Equipment leasing – which are often quite dangerous because the value of your equipment will always depreciate faster than you pay off the loans.

					Venture capital – which is alright except you then have an equity partner who is constantly working to fire you if they don’t like the way things are going.

					Angel investors – who often like some hands-on involvement which can be good or bad.

			

			
			
			
			
			
					Is my career working?

					Is my personal life working?

					Am I aware I’m the only genuine problem I’ll ever have to deal with – and the solution to all my problems as well?

					Do I accept people exactly as they are rather than trying to change them all the time?

					Am I being patient enough?

					Am I achieving my goals?

					Am I connected to all the important aspects of my life?

			

			
			
			
			
			
			
			
			
			
			
			
			
			
					Commit to spending one hour each week volunteering to a charity that resonates with your personal values. If you’re not aware of any immediate opportunities to do this, go to www.volunteermatch.com or Google some causes which seem worthy of your time and attention. The options are endless – civil rights, abused kids, homelessness, women’s refuges, meal delivery programs or AIDS to name just a few.

					If for some reason you can’t physically spend an hour volunteering one week, donate an hour’s worth of salary.

					Schedule your public service time just as you would any important business meeting. Set the time aside or else other things will intrude and you’ll never get around to it.

					Don’t just give your time. See what else you can do to help your cause move forward. Perhaps you can donate your professional expertise or let them use your office periodically. Dig deep and find ways you can make a genuine difference.

					Talk with your friends and get them to do the same. If possible, set up a program where your company matches any donations which your staff members make individually up to some specified limit. Not only will this be good for everyone but it will be an incredible boost to morale.
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