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      Most careers follow a timeline.

      Peter Ricciardi’s didn’t.

      He graduated cum laude with a Wharton courseload from the University of Pennsylvania at age nineteen.

      Then he returned to his former high school and taught economic history to seniors before turning twenty.

      That is not normal. It is also not accidental.

      By twenty-five, Peter became the youngest Burger King franchisee in company history.

      Before thirty, he was invited into the prestigious New England Regional Business Council.

      Then he did what he has always done best. He went where the profit was leaking. And fixed it.

      In his thirties, Peter launched his consulting career by transforming food and beverage operations at what still today is the most successful day-and-night ski area in the country. The results were so clear, he was invited twice to speak at the National Ski Convention, addressing dozens of operators from well-known resorts on improving food and beverage profitability.

      The ski area quickly saw more than numbers. They saw judgment. So they expanded his role into marketing and branding strategy.

      Next came sports.

      Peter spearheaded the highly successful launch and operation of pro hockey in a city where pro sports franchises had previously gone to die. After helping to bring on another AHL team, he was hand-selected to serve as Team President of one of only 8 NBA-owned G League teams at the time.

      But here is the part that matters most.

      He came back to the work that actually moves businesses forward: Helping small and mid-sized companies operate more profitably, more intentionally, and more sustainably.

      No hype. Just discipline.

      No gimmicks. Just counterintuitive thinking.

      Over time, his impact expanded well beyond hospitality and professional sports. He has advised leaders across technology, software, ecosolutions, beverage, franchise, digital marketing, and recreational vehicles.

      He has been invited to lecture on marketing and profitability at colleges and universities.

      Today, Peter consults selectively.

      He works with leaders who are willing to challenge assumptions, confront reality, and rethink how they run their businesses.

      Because the old way is not just outdated. It is expensive.

      This book is a broader platform to share the lessons, missteps, and insights he earned along the way.

      Peter sincerely hopes you are one of those business leaders willing to rethink what’s possible. Because lifting profit comes from thinking differently, not doing more.
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      To Ben and Summer, for always being there in countless ways.

      To George, for seamlessly joining our journey.

      And to my dearest Kathleen, for your unwavering support, patience, and belief, as the all-in spouse of a lifelong entrepreneur.

    

  


  
    
      
        
          
          

          
            A NOTE FROM THE AUTHOR

          

        

      

    

    
      I didn’t write Mind Shift. Profit Lift. to impress you.

      Not with complicated theories. Not with business jargon. Not with academic frameworks.

      And I’m not claiming to have all the answers.

      What I do have, earned over years working alongside entrepreneurs and business leaders, is a deep respect for the questions most people never think to ask…or choose to ignore.

      Usually because the answers feel wrong at first. Because they run against what we’ve been taught. What feels safe. What “everyone else” is doing.

      But those are the questions that matter most.

      This book is not for you if you want hacks, shortcuts, or a list of tactics you can try for a week and forget. It will be of little value if what you really want is validation instead of responsibility.

      Because this book is built around counterintuitive insights and real-world stories that challenge conventional thinking about business, profitability, and success.

      They are designed to make you pause. To rethink what you have assumed. To see your opportunities and obstacles through a sharper lens.

      Many of you will want to push back. To challenge what feels like a new way of approaching business principles you’ve long held dear. That is to be expected. But it is also the first step in the process I hope you engage in after reading this book.

      I am certain that whether you have owned a family business for decades, took the entrepreneurial leap a few years ago, or are still deciding if you are ready, these ideas will meet you where you are.

      My goal is simple.

      I want this to feel less like a lecture and more like a conversation over coffee with someone who has been in the trenches. Approachable. Worth your time. Useful from page one.

      So let’s start here.

      How do I define an entrepreneur?

      Entrepreneur (n.): Someone who takes responsibility for initiating and/or improving a product, service, system, business, experience, or outcome.

      

      Entrepreneurship is not a title. It is not a business card. It is not even ownership.

      It is a mindset.

      If you make decisions that affect customers, revenue, people, or performance, you are already practicing entrepreneurship.

      If you solve problems, challenge assumptions, take initiative, and look for better ways to create value, you will recognize yourself in the pages ahead.

      Parts of this book speak directly to business owners. But I did not write it only for them.

      If you take ownership of your impact, feel accountable for outcomes (not just tasks), and care about doing things better tomorrow than you did today, this book was written for you, too.

      Now let’s get started, OK?
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          Think Like a Highly Profitable Entrepreneur.

        

      

    

    
    

  


  
    
      
        
          
          

          
            #1 GET UNSTUCK.

          

        

      

    

    
      
        
        “Profit is the applause you get for taking care of your customers and creating value.” —Ken Blanchard

      

      

      This book isn’t about starting a business.

      It’s about making the one you already have work the way it should.

      It’s written for owners and business leaders who are doing most things “right,” working hard, staying busy, staying committed, and yet still feeling like something isn’t adding up.

      Revenue may be growing. Effort is undeniable. Yet profit, clarity, or control stubbornly lag behind.

      If you believe hard work alone guarantees success, this book will challenge you.

      If you suspect that pricing, positioning, discipline, and decision-making, not effort, are determining your results, then this book was written for you.

      But before you revisit pricing, costs, margins, or growth, you must fix the way you think about business.

      That is a great deal more challenging than changing tactics. It requires opening your mind and embracing ideas that may feel uncomfortable, even counterintuitive.

      Because we entrepreneurs are a fascinating group. Driven. Independent. Confident. Convinced we can figure out almost anything. Most of us don’t want a boss. And many of us believe, sometimes to a fault, that we already know exactly how to make our businesses highly profitable.

      If that sounds like you, good. You’re in the right place.

      As powerful as that confidence can be, it often comes with blind spots big enough to cap your growth or choke your bottom line. And those blind spots can show up at any point in your journey.

      So why are these blind spots so common?

      Simple. Too many of us have bought into long-accepted business “truisms,” many of which aren’t so true. Many of which are actually moving you further away from your goals.

      The mind shift I’m encouraging starts with what you believe your business is actually about. So let’s get this out of the way early.

      Rule #1: Your business is not about you. Not even a little.

      It’s not about your opinions, your assumptions, your tastes, your preferences, your family, your partners, or your investors.

      It’s about them.

      The people who choose to buy from you. Or choose not to.

      It’s about their needs. Their expectations. Their frustrations. Their wants. And their version of “better.” Not yours.

      If you do not consistently meet or exceed those expectations, your chances of long-term success are essentially zero.

      And yet every day, business owners who swear they “get” the importance of the customer make decisions that ignore the customer entirely.

      Still not buying it?

      Then how do we explain blind spots like these:

      
        
        ●	Customer service treated as a nice-to-have instead of the core differentiator

        ●	Energy poured into chasing new customers while loyal customers get ignored

        ●	Pricing determined by what something costs instead of the value the customer perceives

        ●	Strategies built around an accountant’s logic instead of the market’s reality

        ●	Few, if any, real ways for customers to provide honest feedback

        ●	Intentionally deceiving product descriptions and sneaky auto-renewals

        ●	Hidden fees designed to trick the consumer or client

      

      

      And the most dangerous blind spot of all?

      Thinking the primary purpose of your business is to make a profit.

      It’s not. That’s the result.

      The purpose is to meet and exceed the expectations of the people who give you the privilege of serving them.

      Done well, profit follows. Done exceptionally well, profit lifts off.

      Done poorly, there is always room on the scrap heap for one more failed business. And it’s a pretty big heap, already, without your business joining it.

      If any of this is starting to hit home, good.

      If you’ve always believed this all-important mindset was second nature to you, great. Your feedback is welcomed.

      You’ll discover quickly that this book is not an exercise in business theory. Rather, it is a collection of real strategies, real insights, real stories, and real evidence drawn from decades of working in and with businesses of every size.

      If you’re ready to rethink what you sell, why you sell it, how you price it, how you deliver it, and even the very business you think you’re in, then turn the page.

      All you’ve got to lose is yesterday’s baggage. And in today’s world, your baggage certainly doesn’t fly free anymore.

      
        
        S2L (Shift to Lift): You cannot lift results with a closed mind. If your assumptions stay the same, your outcomes will, too. This book will only be impactful after you commit to thinking differently.

      

      

    

  


  
    
      
        
          
          

          
            #2 ACKNOWLEDGE WHO COMES NEXT.

          

        

      

    

    
      
        
        “If you want loyal customers, start by creating loyal employees.” —Mac Anderson

      

      

      If you still believe your business exists to serve you, this chapter will challenge you. It may even frustrate you.

      Not only do you not come first, neither do your partners or investors. After your customers come your employees.

      I am not spouting philosophy. I am simply sharing operational reality. Customers are the reason your business exists.

      And your employees are the reason your customers stay.

      When employees are trained, motivated, empowered, and supported, customer experience lifts naturally. When they are ignored, undervalued, or merely tolerated, it drags or collapses just as predictably.

      This is often why businesses with similar products, prices, and markets perform so differently. You might think the difference is strategy. It’s not.

      It’s how seriously leadership treats the people who show up every day to represent the business when no one, including you, is watching.

      So why do so many business owners treat employees like a necessary evil?

      Why would any entrepreneur believe customers will be delighted if the staff is simply surviving, not thriving?

      It’s ironic, isn’t it? As entrepreneurs, we proudly call these “our businesses,” yet success has everything to do with others.

      Those we serve. Those we hire. Those we keep. Those we coach.

      And especially those who represent us when we’re not in the room.

      Your employees are not an expense to manage. They are the engine that either amplifies or suffocates the customer experience you claim to care about.

      When you invest in your team, they invest in your customers. When you ignore them, they ignore your customers.

      It’s that simple. And that costly.

      
        
        S2L: Customer loyalty is a direct byproduct of employee loyalty. If your people are disengaged, unsupported, or merely surviving, your customers will feel it. And your margins will pay for it. Treat employees like an expense, and watch your customers treat you like a commodity.
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