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How To Make Big Money In Your
Own Small Business

The Big Idea

Today, more than 25 million Americans own small
businesses and many more dream of running one.
Author Jeffrey Fox uses his own experience to
share to readers the secrets to having a profitable
and successful small business.

There Is a Lot New Under the Sun

New ideas pop up in the market on a daily basis.
You can always think of new products to sell,
new marketing and sales strategies to use, or new
ways to make a customer happy. Ignore people
who rain on your parade by telling you that your
idea has been done before.

One Difference Between Yes and No

If you are looking for new business ideas, seek
out the ideas that big corporations have dismissed.
Often, corporations will throw out innovative
ideas at the slightest critical comment because
corporate executives are afraid to take risks.

Sources of New Business Ideas

Still looking for a new business idea? You might
try looking:

1. Within yourself (what do you do well?).

2. Within your family (family business).

3. Within your current company.

You can also consider:

1. Providing ethnic products.
2. Healthcare services.

3. Buying a franchise.

The Small Business Owner’s Success
Blueprint

1. Write down why your business will succeed.

2. Be aware that you have (or will have)
customers.

3. Calculate your breakevens and the size of
your market.

4. Know why you can generate enough
revenue.

5. Find out how you can attract and maintain
customers.

6. Know how much money you need to start and
maintain operations.

7. Find out where to get the money and why the
funding source should give it to you.
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8. Know the value of your product and service.
9. Know what kind of people you should hire.

10. Know where your business should be
located.

11. Have come up with a good business name.

12. You must become your own company’s
rainmaker (see below).

13. Start selling.

Do What Comes Easy to You, but Is Hard for
Others

Remember that if you can easily do something
that others find hard to do, you will be able to
make money as long as there is a need for that
skill. People who find it hard to do what you can
do with ease become your customers.

However, being good at something is only the
starting point. You must then work hard and
practice hard. You must be willing to promote
what you can do and sell what you can do.

It’s Okay to Pick Fleas Off a Dog

Do not look down on business opportunities that
may seem beneath you. As long as it’s a decent,
ethical and moral business, it doesn’t matter if it
may seem unglamorous.

First: Have a Customer

If you don’t have customers, your business idea
will surely fail. You have to be certain that people
will buy your products or avail of your services.

To determine whether or not you have a market
for your business, you can use market research
or your own instincts. Remember though that it
does not end with having customers. You also
have to get and keep customers!

Small Business Owner’s Business Priorities

A business owner must be able to prioritize and
allocate both time and funds. These priorities
include keeping a tremendous focus on marketing
and sales; keeping and growing existing
businesses; starting new businesses; doing
pricing, billing, and collections; having enough
cash; meeting payroll; having excellent people
and training them; setting goals; and completing
administrative tasks.

Small Business Owner -- “The Rainmaker”

What is a rainmaker? A rainmaker:

1. Brings in new customers.

2. Brings in revenue from new and existing
customers.

3. Keeps customers.
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You must spend a large portion of your time
getting and keeping customers. Remember, the
only reason your company exists is to provide
products and services to customers.

Selling Is Job 1

Even with a fantastic business idea, you will have
nothing if you don’t bring in revenues from sales.
Hence, you must be willing to sell and/or hire
people to sell your product or service.

Find ways to attract customers. Advertise and
promote both through conventional methods
and word-of-mouth. Get leads, referrals and
appointments.

Hire a Salesperson First

Ifyou are not a fantastic salesperson, the first think
you must do is to hire someone to sell for you. In
fact, it is right to prioritize hiring someone who
can sell the product; rather than hiring someone
who can create the product.

In your small business, make sure that both you
and your staff know that everyone’s main priority
is to get and keep revenue-paying customers.

Pay Steak and Eat Hotdogs

Don’t hesitate to pay top dollar for the best
talent. If you need people with special skills or
solid experience, be prepared to pay them what
they are worth. If need be, pay them more than
you pay yourself. After all, when your business
succeeds, you will reap far greater rewards.

Pick Up Paper Clips...but Overspend on
Customers

Save money by cutting down on your expenses
whenever you can. Make sure, however, that
the money you cut is not the money that is spent
getting and keeping your customers.

Practice the 60-30-10 Rules

Spend your day allocating your time to blocks
of 60, 30 and 10. For example: when running
a business, spend 60% of your time marketing
and selling, 30% on making and providing
the products, and 10% on management and
administration.

When you waste time, you waste money. So
know how to spend your time wisely.

Fame or Fortune? Pick Fortune

When given the choice between fame and fortune,
always choose the latter. Do not seek personal
fame. Seek fame for your company, products and
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services. Never waste time or money on things
not related to getting and keeping customers.

Always Price to Value

There are three words you must remember when
you start deciding on how much to price your
product or service: price to value.

When you price to value, you set your price
by the value your product or service gives to
customers. Of course, to enable to do this, you
must first evaluate the value of what you offer.

Doing this enables you to stop charging by the
hour. Instead, you can now find out how the
outcome of your service or product is worth to
the customer and use that figure to base your
price on.

Sell Money, Not Products

Remember that there are only two reasons why
customers buy or avail of a product of service:

1. Customers want to solve a problem.
2. Customers want to feel good.

You must therefore dollarize the outcome that
your product gives. Remember, you are selling
the outcome and not your product itself.

If you are selling floodlights, you might tell a
grocery owner that the lights will serve to attract
customers who wish to shop at night. These extra
customers generate extra income for the grocery
owner.

Always Take the Business

How many times have you turned down the
opportunity to do business with someone because
you lack the capability, the employees, the money,
etc? You must refine your way of thinking. You
must learn to say yes. You must never turn down
a good business opportunity!

If need be, you can always hire personnel with
specialized skills or outsource other tasks.
Whatever it must take, you must always get the
customer!

Use the Leverage Levers

Remember, in a perfect world, a small business

would devote its entire time to the following

tasks:

1. Activities that get and keep customers.

2. Activities that give the customers what they
want and when they want it.

[5]



http://www.japanvital.com/abbcafe.html

BEF L LU KEGDLBROEEICEREE TRILF—D
REDZEEDZTNILESBTEVDT, HhEfcld. BEREIC
REIRDMODHEEZT BTcddlic. AZEDGEITNEE S
LY

BT (TT) %=fFR

1. ANEEBTEAEEN,

2. AE

3. AVHIVEV M EREZ,

4. TIVINA b EREZ,

5. €1VA—VERZ,

6. 5LRLTzEiEL. BRREZEZ.
BEFEEA

BIRY HDIE. BEDRE, HiETcBEHIE. BEZER.
MR I DDICKEP D DEEZEPT DT, BEADEELFZ

S DHEERHLE NGV - RESE. BEIECTHENT 5455
i BT ST

BEEFHAUVNIE, BOFRTEHEI XA ERETS T EDHEEIC
55, EREEaEE>T. EE%&DEL/\ AEHELEBTEDT
T, TN, BEFHONIE, BEEDOHITRRED AN

I$E %, BERESYL V2H—DXZHWETBHREHEZL
DT, RVWETENK. #EF. $&EHNTESHLELNE

LY
[FTD] DFh
FTD &i&.  [Financially(BfE#YIC) Transmitted(IGT %)

Disease(f@R) | DEEFEC, cnlE. HEZNHAWL L SFEL
TWBEWSES LT EEZRH#LIRDD &, KKREEDLD
NPTk o Fall

EEED M EDERIBRZBA(E IR ITH o e 5.
FTD ISR T BN DD, FHREHS. FIDIE, ®Hofc
ICEIET 5 LIFBWLDT, KIBEDIHFE, HE—DRRIE,
FIDITAD DR EIFRNIRIET 5T ETH B, TOLE

TR, 2RERED. BETEHE LA,

RLCHREEFEVRLT

WOTHHERIC, RHDREEE2y BREME T 2DICESIR
TEMFI S L EWNAEETHD, TELfcF v v
2178 RET BHICE. SHOREFTERBEZ N
BT L ORI NIER 570N, *ib‘\‘ﬁ%%@b\%fc L7c
5, MFHDEEEY 5 LHEZRINGWVIREICGS I L%
SNTREWFIRL,

55, R3€. Ov Y

INEEDST AT T ZBIH BOPBLDICLTLES EVSE
IRADEET B, EH5E. FEFPENSEDIE. BoTL

In the real world, there are a lot of administrative
tasks. Since a business owner must devote much
time and energy to the above core activities, you
must then hire other people to do other tasks that
are still essential to running a business.

Use the leverage levers:

Learn to delegate.

Outsource.

Hire consultants.

Hire temporary workers.

Hire interns.

Hire retired grandfathers or retirees.

N £ g= B9 I =

Get a Personal Driver

Driving can be a waste of time. Since you will be
spending most of your time getting and keeping
customers, it might be advantageous to hire a
personal driver — particularly if you spend long
periods traveling by car.

A driver will allow you to continue to conduct
business while inside a car. You can now use
your mobile phone freely to talk to customers and
take notes. Furthermore, a driver will reduce the
stress that driving causes. It might even save you
money in the long run as you will now no longer
have to pay for parking fees and rental cars.

Inoculate Against FTD

FTD is an acronym for “financially transmitted
disease.” More often than not, this disease infects
employees when they start speculating on who
makes more money than them.

When an employee accidentally (or deliberately)
finds out confidential financial information, he
can be infected with FTD. Unfortunately, FTD
can rarely be cured and more often than not,
the only solution to this problem is to terminate
employees with FTD. If you do not do it, your
entire workforce can be contaminated.

Never Run Out of Cash

It is very important to ensure that there is enough
cash on hand to sustain your company’s expenses
for two months. To ensure a steady cash flow,
you must efficiently keep track of accounts and
your company expenses. Remember, if your
company runs out of cash, you will be left with
no recourse but to borrow cash on interest.

Patent, Protect and Lock

Some businesses exist to steal ideas from small
businesses and make them their own. Therefore,
it is important that you patent what you can. If
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a patent is not possible, then learn to keep it a
secret. Remember, if it is valuable to you, it is
also valuable to your competitors.

The Business Owner Is Not the Boss

You are not the boss in your own business. In
fact, you have several bosses and they might not
even know that they are above you.

The customer is your very first boss. As a small
business owner, you work for the customer. It is
your job to keep them happy and satisfied.

You also work for your employees. It is your job
to make their careers and their lives richer and
better. You also work for your lenders, investors
and partners.

Always Take Contemporaneous Notes

Contemporaneous notes are those notes that you
take on a fly during phone calls, or meetings with
both customers and employees.  You might not
be aware that these notes can be accepted as legal
evidence.

Do not wunderestimate the power of
contemporaneous notes. Remember, if it is not
written down, it doesn’t exist. File the handwritten
notes, store important e-mails, and use a tape
recorder during meetings.

You Are Working When You Are Not Working

As the owner of your own business, you should
be aware that how other people see you personally
can affect how they view your company’s name
and image. When you go around your daily
routines outside of work, you must realize that
all the people you meet are potential customers or
people who can influence potential customers.

Be on guard with how you act. Remember that
you are selling your company’s name and image
even if you do not wish to. Learn to lead by
example. Make friends and not enemies.

Never Let Anyone Outwork You

Not only should you work, you should work hard.
If you work hard enough, you can do better than
anyone else in the organization. Remember that
good things will happen only when you work hard
on things that can impact your business.

Practice good work ethics and never slack off.
Always do more than what is expected of you.
Hard work pays off more than you know it.
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Strike Out Often

Do not be afraid to make mistakes. Remember
that no one will care about the number of sales
calls you failed to close. People will care more
about that one successful sales call you made.

If you don’t try, you will never succeed. Even if
you fail in your endeavor, give yourself a pat on
the back because you tried to do something that
would help the business. Keep attempting. Don’t
stop. Sooner or later, you will hit that homerun.

Stay Off Boards and Committees

As a small business owner, people in your
community will look up to you. You will be asked
to head committees for non-profit organizations
or chair boards. Remember that the only thing
these people want from you is your money.

Remember that you do not have the time to spare
to attend meetings. Unless membership on the
board will directly lead to new business for your
company, turn the offer down. You might also
consider joining if you are passionate about their
cause. Otherwise, learn to say no.

Always Keep the C’s Top of Mind

Always remember the following C’s:
Customer

Cash

Collection

Credit

Costs

Closing (orders or sales)
Confidence

Calm

Commitment
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Get Today’s Technology, but Wait Until
Tomorrow

Sooner or later, you must invest in technology
that may save you time, reduce your costs or
increase productivity. However, do not be the
first to invest in these new products. Wait for
the other corporations to buy and test the new
systems; then figure out what exactly you need.

Sign 500 Holiday Cards

Take advantage of the holidays. Buy Christmas
cards and send them to all of your customers
and prospects. Send cards that are memorable
and distinctive. Sign all of them personally.
Remember, these cards are not just warm wishes
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for your customers’ health and happiness. These
cards can be effective marketing tools.

Small Business Owner’s Daily To-Do
List

Here are some of the tasks a small business owner
is expected to do on a daily basis:

* Exercise.

» Reach out to new customers.
» Contact existing customers.
* Sell to existing customers.

e Do one important task.

* Train an employee.

* Inspect product quality.

* Return all calls.
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