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This book is full of practical resources and information to help you build the successful 

business you want. “be your own boss” will help you to discover the skills needed to 

transform and build your business idea.  
 
Packed with strategies to prepare you for each stage of developing your business, the book 
is complete with questions and tasks to help you to take action in building the successful 
business you want.  
 

Elaine Davis 
 

 

 

 
 

Turn your dreams into a 

reality 
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Preface 
s the global marketplace becomes more challenging, the stock market being in a 

temperamental state, oil prices having soared, GDP growth is slowing and 

capital spending far from robust, we find ourselves  in one of the most 

unpleasant financial situations of our generation.  

 

Every day the news changes, one day the market is up only to plummet again the 

following day. With bankers being held accountable and blamed, and the threat of a 

sharp slowdown in the housing market, questions of the economy are at the forefront of 

media and political discussion.   

 

We are now faced with a shift in our economic infrastructure, and an unwinding 

complexity in the way we do things such as changes to our work patterns, increasing 

global competition, complex funding mechanisms and the growing strain on our 

economic resources to employment opportunities. 

 

In the mist of all this, you have to have a moderation in the rate of decline before you 

can have a recovery. As our economy falters, more of us are finding ourselves among the 

ever changing challenges to our lifestyle and the way we work. More and more people 

are looking at how we can create additional income, a new way of working, and not get 

caught up in the growing ranks of the unemployed. Some of us have the desire to 

become our own boss and believe that the work that we do can be transformed into our 

own business. The challenge is how do you actually step out and become your own 

boss.   

 

There are many people who are experts in their field and know how to carry out their 

work, but do not know much about starting their own practice or manifesting a 

business idea.  Some of us who are planning and dreaming about how we can take steps 

to become our own boss, but do we really know what the stages are to make that dream 

become a reality? 

 

Unfortunately some of the greatest ideas stay as a dream just because we do not know 

how to take them further. ‘Be your own "ÏÓÓȭ has been put together in order to guide 

you through the steps in starting your own business.  The guidelines included in this 

book are to help you get started, creating a business plan and address some of the 

marketing and sales issues that we sometimes over look when we are working towards, 

our ultimately goal.  

In such a time as this a book such as this is important as it will help you to get started 

and turn your dreams into reality.  The aim of ‘"Å ÙÏÕÒ Ï×Î "ÏÓÓȭ is to provide tools, 

strategies and information to help you begin and thrive in your business. 

A 

http://www.smartmoney.com/investing/economy/whats-happening-to-the-economy-17396/##
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With over five billion people on the earth, only a small percentage of us will experience 

a portion of our true potential. As we go through life, we may notice abilities and talents 

we have because of challenges we have had to deal with. Our challenges stretch us to 

overcome a problem and solve a situation.  Challenges drive us, and it is interesting to 

note how we work harder, get determined to fight for a cause or investigate how to win 

and achieve our goals in challenging times. 

 

This can force us to recognise deep down that we do have something to offer to make a 

difference to others. Unfortunately sometimes we allow ourselves to get caught up with 

other things and have limited belief in what we can do. There may have been many 

times that the power of persuasion and excuses limit us from moving forward. We also 

have to face the fact that there are times we really do not know how, so we go into auto 

pilot and give up instead of looking for different ways of getting to where we really want 

to get to. 

 

We dream of being successful, becoming that millionaire with the ideal home, car and 

lifestyle. We get fired up every time we go to that “success conference”, and the 

enthusiasm may last all the way home. The excitement may even last for the next few 

days and then for some reason or the other, we slip back into the same routine, making 

the same choices and listening to the same sound bites.   

 

Some of us however, are fortunate to work in the job we love, some of us are happy with 

the steady income, some of us struggle to the next pay cheque and some of us just keep 

on struggling dreaming for an opportunity but everything may seem too big and 

overwhelming.  

 

Did you get stopped by the realisation that you didn't know "how" you were going to 

accomplish the big dream or reach the big goal that is potentially inside of you waiting 

to be unearthed? 

 

be your own boss would like you to take a second look at your talents and abilities. 

Like preparing to cook a meal, I would like you to break down the ingredients of what 

you have to offer and look at what you would need to actually start that business. When 

you place them into more manageable components, each area seems achievable. 

This book is specifically aimed at beginners or those who have some understanding of 

business start ups, but have not got around to doing it, perhaps because they need all 

the information in front of them and it seems an enormous task.  

 

The book is not age bound; you can be at any stage of your lifecycle. Let’s say for 

Ȱ!ÎÄ ÌÅÔ ÔÈÅ ÂÅÁÕÔÙ ÁÎÄ ÄÅÌÉÇÈÔÆÕÌÎÅÓÓ ÁÎÄ ÆÁÖÏÕÒ ÏÆ ÔÈÅ ,ÏÒÄ ÏÕÒ 'ÏÄ ÂÅ 
upon us, confirm and establish the work of our hands -yes, the work of our 

ÈÁÎÄÓȟ ÃÏÎÆÉÒÍ ÁÎÄ ÅÓÔÁÂÌÉÓÈÅÄ ÉÔȱ 
Psalm 90:17 Amp 
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example, that you are already an entrepreneur, who wants to take a second look of how 

you can improve yourself or your staff, or an absolute beginner needing some support 

to get started. The bottom line here is that, if you want to be successful, it can be 

achieved and the challenge will be about how much you really want it and if you are 

willing to work for it. 

 

This book will ask you questions, in order for you to take a practical approach to 

working towards the business you want. I suppose my aim of creating this book is to put 

together a range of tools in order for you to identify the steps to get started and achieve 

your personal and professional goals. 
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Introduction 

f you have brought this book, it is because you want to begin your business or 

improve your skills to developing the business further.  Before we get started I 

would like you to consider for a moment, what your ideal business would look like?  

Take a look at you and see yourself from a client’s prospective or the customer, and how 

you would like them to respond to your product or service that you have to offer. 

 

Imagine, what your product or service aims to solve, and how it would benefit the 

customer. The reason I ask you to do this is because there are many businesses out 

there and for you to survive in the marketplace, it is important to look at who you are 

and what you have to offer.  Do you value, what you have to offer? Would you like it for 

yourself? 

 

As part of this process, it is useful to look at your short term and longer term goals for 

going into business.  One of the areas that you will need to consider as part of this 

process is your business ethics or personal ethic.  This is an important aspect of how 

you value yourself and your customer when going into business.  An example of this is if 

you look at the field of coaching, and in the recent years it has grown very quickly.  It 

provides help for people and focuses on specific outcomes to stay on track.  Coaching 

has many ways to develop the business such as becoming a writing specialist. You will 

need to look at how you apply your talents in the marketplace with values and the 

ethics required to build positive relationships with your customer or client. 

 
 
 

 
Who is this book for? 
I wrote this book for: 

¶ People who are just beginning, or want to start their own business and actively 

looking for ways to accomplish this 

¶ Those who want to put the business plan together.  

¶ People who are working and want to look at how they can use their skills 

differently. 

¶ Those who want to give value to their community, or their neighbourhood. 

¶ To those who are looking for the right kind of information in one place. 

¶ Those ready to take the next step to make difference in the market place and 

achieve much more. 

 

I 
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If you are not really thinking of starting a business, this book may not be for you.  Please 

feel free to pass it on.  However, if you are serious about starting a business and you 

need some tools, tips and ideas on how to achieve your goal, you are in the right place so 

let us get started. 

 
 

Why should you read this book? 

It is an uncomfortable fact of four out of five business start-ups end in failure.  

With the economic downturn making things even tougher for new firms, how can you 

avoid the pitfalls that trap so many businesses?  First of all, remember that given how 

many start-ups fail following the most well known paths is not necessarily the best 

guiding principle. It is better to understand why they fail and make sure you don't make 

the same mistakes.  Although businesses fail for a multitude of reasons, the underlying 

issues are surprisingly common. I will try to explain some of the challenges that stop 

you from achieving your goal in business 

 

I would think that one of the main reasons stopping people from starting their own 

business is their mindset.  Some people believe it takes a huge sum of money to start 

their own business.  They will only take the plunge to start a business when they have 

enough capital even if they realised that they do not have the skill set required. 

Some people do not realise that the skills to start a business are very different from the 

skills that are learnt in most jobs. Including myself when I first began in business I was 

really a “technicians”, passionate about my craft and talent.  Being a “business person”, 

both require quite a different set of skill sets.  

The opposite side to this is some of us are starting out in business, spending hundreds 

of pounds and launching into creative intervention with visions of making lots of money 

by doing something they really love to do.   

The challenge in starting up is about finding the clients, making the contacts and doing 

enough business so that you can make a living from it.  In some cases, there can be large 

expectations, guided by unrealistic dreams and desires without the infrastructure in 

place to reach their goals.  

Many of us are in a place where we are ready for someone to show us what works and 

what is the best way forward, not just based on theory but by practical experience. 

You should read this book if you are committed to building your business. If you 

understand that it will take time and resources to make it a success.  And when I say 
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resources, I do not necessarily mean money. In some cases and resources could be 

people, time or skills.   

You should read this book if you are committed to making a change, implement the 

plans and processes and understanding the fundamental of operating a company.  What 

I have learnt over the years is to have a successful business is to understand and apply 

the principles, strategies and techniques that will be shared in this book.   

In order to decide whether this book is for you take a few minutes to answer the 

following questions.  Once you have done this, if you feel that you have answered all the 

questions confidently, and there is no need to go any further then please pass this book 

on to someone else.  But if you don't feel as confident in the way you have answered the 

questions take the time to work your way through the book.   

The questions below are not a test. They are merely designed to give you a prospective 

of where you are right now.  These include areas such as, what starting point are you at, 

how are you doing with the concept planning?  How do you feel about marketing?  

These are some of the questions that we will answer further on in the book.  The 

questions are also to identify your path and to help you to decide where you are going 

and then take the steps to look at how you are going to get there.  Therefore, it is really 

important that you are true to yourself and answer the questions as openly and 

honestly as you can. 

 

 

 

1. What are the most important things that you must have in order to officially 

launch your business?  

2. What are the four biggest challenges you face when trying to market your 

products or services? 

3. What are the differences between products and services? 

4. Approximately how much money do you think you need to invest to set up or 

start your business? 

5. What is the most important part of a successful business? 

6. How much money do you anticipate you need to invest for the first five years of 

your business and what are the first seven things, you will spend it on? 

7. Name the top 10 industries that use your service or product. 

8. Name three marketing strategies you would use to approach them.   

Q 
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9. What would you say, if a client asked you to name the benefits of using your 

service or product? 

Well done and thank you for answering the questions, and it's good to take a look at 

your responses in a clear and concise manner.  It is also important to identify which of 

the questions you found difficult and which ones that would have an impact on the way 

you approach your business. The bottom line with regards to your approach towards 

the questions is to think about your next steps. What are you going to do about your 

findings? What did they really reveal to you at this stage and how are you going to 

approach each one of the questions in order to start and build a successful business.   

You have options  

1. Address some of the issues that came up, using the guidelines of the book. 

2. Ignore the truth of what you found and go back to the old way of doing things. 

3. Take the steps in the book and begin to work on each area in order to achieve 

your goal. 

Let us look at some of the options 

Option 1 

If you already have a business that you are working on and you only want support in a 
specific area.  Go directly to the relevant chapter in the book and use the information to 
help you. 

Option2 

You can choose to ignore and receive the same results or you can choose to take the 
steps to support you to achieve.  The information in this book are guidelines and 
improvement strategies to help you to get started 

Option 3 

Begin to use the guidelines and work through the book, step by step to create and build 

the successful business you want. The fact that you have picked up this book already 

gives me an idea that you definitely do not want option 2.  On reflection, only you have 

the choice to decide which way you would like to go.  If you have decided to use this 

book as a guide to support you on your journey into business, I would love to hear how 

you are working your way through it and also share your developments and challenges. 

Please feel free to e-mail me on my personal e-mail; elaine@unearthyourpotential.com  

mailto:elaine@unearthyourpotential.com
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Chapter   

1 
You 

can also find me in 

the quarterly e-newsletter I produce on more insights of the world of business and 

more. For further information, please go to www.unearthyourpotential.com  

 What is Your Business? 

ou have made the decision to start and go into business, because of your 

enthusiasm with the subject area; and you believe you have something to offer.  

There are occasions, where sometimes we feel we can do it ourselves much 

better without all the politics of the work environment around us.  So we launch out and 

begin a business without actually knowing what we want to achieve. Yes, we have the 

talent, but what kind of business are we preparing for and what do we know about the 

business environment in our subject area. 

 

Part of the preparation process is to decide what kind of business we want. An ideal 

question to ask yourself is what kind of business are you going to offer, is it a service or 

a product?  In both of these areas, you have to decide as it will open up the options of 

which way to go in developing your business structure.   

 

This does not mean that you only have one choice or you have to stay to one method of 

provision only. The emphasis here is to get you to a starting point. The reason I mention 

this is because sometimes we have so many ideas and abilities and we can do so many 

things; but it is because of this; why sometimes we are unable to get started. Too many 

choices may hinder our starting point. I was talking to a friend, who is a talented 

creative artist and teacher.  She was sharing with me, her frustration of when she went 

to see a business advisor about starting her business.  She said that she told the 

business advisor that she had many craft ideas that she could turn into business.  The 

advisor stated that she had to choose one first.  But this was a difficult task for her as 

she wanted to do them all at the same time.  She was disappointed with the business 

advisor because she felt he restricted her development. Unfortunately, she has still not 

started on any area of her business ideas. She believes that one cannot start without the 

other. 

 

This may be the case for her, but it is one of the biggest mistakes we make in getting 

started.  The business advisor was right when he said that she had to choose one.  By 

choosing one means that you have actually began to take action and be pro active in 

putting a plan together to begin to be active in the market place. One of the first things 

Y 

 

What Type of Business  

Should You Start?  

http://www.unearthyourpotential.com/
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you need to define right up front is what your business is going to be. For example, are 

you going to sell custom plumbing parts, be a plumber or consult on the plumbing 

mistakes of others? There are some fundamental decisions you need to make before you 

even set out to define exactly what your business is and what you will sell.  

Defining Your Business  
Perhaps the single greatest mistake a new entrepreneur can make when they start a 

business is to not have a place to go. "Without vision you will perish.” This may be a 

rather extreme statement, but as any smart business owner will tell you, it is true. 

You may survive in the short term, but in order to achieve, you need to have something 

to work towards, if you do not you may get to a point when you start asking yourself 

"now what” or “what do I do now?"  

 

Failing to Plan is Planning to Fail 
Much of the information contained in this book may not seem to be exciting.  It may be 

deemed on the border seeming of quite dry, dreary and boring. The reason I have put 

this book together, is that I am constantly asked the same questions again and again on 

how to set up a business.  As I teach the subject, I realise the need to establish some 

guidelines to support individuals in going through the process of beginning to develop a 

business they want. Although the information may be dry and boring, it is important, if 

nothing else, to lay a foundation that most people outside of your business will never 

see in how to prepare and plan for a framework of success in your business 

development. What I have learnt is with a solid foundation and some detailed planning 

at the preparation stage, you will be in a good position to make the right decisions about 

the future of your business. The decisions and outlines you put together at the 

beginning stages will be what carry you through to each level of success. 
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Chapter 

2 

 

 

he business world will always contain plenty of ideas, competition, and talent. There 

will almost always be some other company doing exactly what you do. They may do 

things better or worse. So what can we do to differentiate ourselves from our 

competitors? Well there is always one thing that is available to you and that is passion! 

 

There is one major difference between owning a small business and just working for 

someone else. The small business owner cannot change jobs as and when he feels to. If 

the employee does not like where they work or what they do for a living, they have the 

option of finding another job. The small business owner does not have that option. So it 

becomes even more important to do something that you have a real passion for. 

I am inspired that a person can take an idea and develop it into a money making 

enterprise. A small business owner can then use that money making enterprise to help 

others by offering better wages and benefits to employees. Those customers can be 

helped by giving better service, and products. A business owner can give back to its 

community more effectively than just one person. 

 
 

 

 

 

 

 

 

T 

What does it take?  
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Passion 
 

¶ What is the most beautiful and sacred thing to you? 

¶ What would you feel incomplete without? 

¶ What is that one desire that you have inside of you that you want to see come 

alive? 

 

When you have identified that which brings you complete joy, peace and your own 

unquenchable desire to achieve that goal, then that will become your passion. Passion 

for what you do increases your will power to get things done, the inner desire that turns 

your dreams into a true reality. Running your business should not become an 

unpleasant task, it needs to be enjoyable.  How else 

can you expect to survive doing what you do 

everyday? If you consider running your business as 

a chore then you might as well stop now and find a 

job. At least then, you will have less responsibility. 

 

With passion comes the energy you need to get the 

job done. As business owners we need all the energy we can get. Coffee and energy 

drinks can only get you so far. You have to want to get things done. Knowing that what 

you are doing will make a difference to someone, should help give you that energy. Your 

company can be contracted or hired because your client has a need and you are the 

solution to it. You are the driving force.  

 

In business, passion can be the difference maker. If you don't love what you do, how can 

you inspire others to put forward your best effort? If you show them you are truly 

passionate about what you do then they know you are giving your best effort and that 

may inspire them to give theirs. So remember that having passion in business of any 

size is a necessity.  I suppose you could call it that extra edge. 

 

Passion inspires others. Your employees want to believe that what they do makes a 

difference to your business and your customers. They want to believe that what they do 

will make a difference to them in the future. Seeing that you are passionate about your 

Ȱ$ÅÌÉÇÈÔ ÙÏÕÒÓÅÌÆ ÁÌÓÏ 
in the Lord, and he will 
give you the desires 
and secret petitions of 
ÙÏÕÒ ÈÅÁÒÔȢȱ 

Psalm 36:4 
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business, the future will inspire them. Your passion can even inspire your customers 

because passion shows.  

If they see how passionate you are about your business and your relationship with 

them, they may also feel inspired to put their faith in you and buy business from you. 

 

Small Businesses can have a great deal of impact on a great many people if you wish it 

to. If you are passionate about an idea, you will have the drive to carry it through to 

perfection or as near as any of us can make it. No matter which company you may 

choose, your passion has to be in the business. 

The drive behind your actions will determine 

how successful you will be. 

When talking to any successful professional, 

you recognise the energy, they admire their 

company, they want to participate in the industry, they want to share their experiences, 

and they are willing to go over-the-board to succeed. Now that is passion. It is exactly 

why passionate entrepreneurs experience the smallest attrition rates in the industry. 

When you have found your passion, the business of passion follows your every action. 

You can call it aura, or energy, but everywhere you go, whoever you talk to, the passion 

that exists within inspires those around you. 

One of the lessons I learned during my personal discovery, is that you should always 

bring your best self to the table. When driven by the passion to succeed, knowing that in 

your success you will be helping others recognise the passion in their lives, only your 

best self has room to exist. 

The reasons to be passionate about your business may be related to: 

¶ Your whole business is devoted to improve another person's life  

¶ The entire community is available to offer support, training, advice, and a caring 

shoulder.  

¶ You are the ultimate beneficiary for your accomplishments  

¶ You have experienced astonishing growth through the products, the community, 

and now you have remarkable relationships and income 

Succeeding is only 
possible when your efforts 
will produce a reward 
greatly appreciated 
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Success can mean different things to different people; it is not just about money. Within 

the drive for passion, you may also find other similar traits which are incorporated in 

the purpose for your success. With passion there is vision, preparation, courage, faith, 

creativity, perseverance, innovation and integrity. All these areas with passion and 

more enable you to advance and achieve more. Passion enables you to go beyond the 

just o.k. and stretch outside your capacity.  

 
Knowledge 
Your next consideration, after passion, is your area of 

expertise. If you know nothing about a given industry, 

but have passion, you either need to get knowledge and 

expertise, or consider exploring another market. To 

know or have knowledge about a thing does not 

necessary mean that you understand. You may know 

about something but without experience, you may not 

understand to the level or degree of true wisdom, 

understanding and information. This is the kind of knowledge a business person needs 

to have to drive their business forward and to be able to claim their space in the market 

place. 

 

To know is to recognise and to pay attention to like an intellectual awareness.  The 

Greek meaning of the word is ‘Yada’ to know, by observing, reflecting, and thinking by 

experiencing. This can also be demonstrated by a form of investigation and approving, 

by reflection and consideration.  The term knowing can also be represented as a verb 

which one learns and give back.  There are many different ways to look at knowledge, 

and the concepts of what it means in order for you to develop your business.  The 

concept here, to focus on is the full knowledge, discernment, recognition that will 

support you to strengthen your participation and be in a more powerful influential 

position to support your product or service. 

 

 

‘Give me now wisdom 
and knowledge to go 
out and come in before 
this people, for who can 
rule this, your people 
who are so great?’ 

 2 Chronicles 1:10  
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Make a Decision 
You already know that there is a world of 

possibilities out there for anyone who wants to start 

a business. How can you possibly scale them down 

to find the type of business that's right for you? If 

you are at the stage where there are lots of things 

that you can do, but unsure where to begin, make a 

list of all the things that you would like to do and 

prioritise them. Identify the one you feel passionate 

about and score each one, giving the higher point to 

the one that you feel most passionate about.  If you feel that you are passionate about all 

of them, take a moment to decide where your strengths and weaknesses are in each one.  

This will help you to prioritise what comes first. 

Character  

In the fast paced world of starting and growing a business we often have to make snap 

decisions and act quickly to take care of a parade of challenges and crisis’ that seem to 

endlessly pass by. We can lose site of the consequences of these acts and decisions. It 

can happen so often and so quickly that it is easy to disconnect our daily decisions and 

actions from our core values of what we believe in our heart are really right and wrong. 

Character in Business 
The character of a business reflects the character of its leader. The business leader must 

be honest and honourable for the company to succeed. Part of this is to assure that the 

company displays good character in dealing with its customers. An honourable business 

will gain respect and loyalty from its customers. An honourable business leader will 

gain respect from customers and loyalty from employees. Every effort should be made 

to maintain honourable traits. 

  

            

 

ȰFor each tree is 
known and identified 
by its own fruit, for 
figs are not gathered 
from thorn bushes, no 
more is a cluster of 
grapes picked from a 
bramble bush.   

ȱÌÕËÅϊȡψψ!ÍÐ 
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¶ What does having character mean to you?  

¶ What are the benefits to a business person character?  

¶ How does a business show character?  

If we have our children's best interests at heart as parents and teachers, we will make 

the development of their character a high priority.  

What does good character consist of? 
 

Aristotle defined good character as the ‘life of right conduct.” That is right conduct in 

relation to another person and in relation to one's self. Aristotle reminded us that in 

modern times, we are prone to forget: The virtuous life includes self-oriented virtues 

such as self-control aligned to doing and having things in moderation. We should also 

consider other-oriented virtues such as generosity and compassion, and how these two 

kinds of virtue are connected. We need to be in control of ourselves, our appetites and 

our passions in order to do right by others.  

 

Aristotle also thought that character was a means to an end, a way of achieving the 

ultimate purpose of life. For him, that purpose was happiness, and the highest form of 

happiness was the contemplation of virtue. Having character may therefore indicate 

that you are honourable and honest, have integrity, and are reliable and responsible. On 

the opposite end of the spectrum, there are people who lie, cheat, or steal. They may 

also be lazy, unreliable or inconsiderate of others. The business leader must have 

honesty and integrity in dealing with his or her employees and customers. The same is 

true for reliability and other forms of character. The leader must be ethical and 

conscientious in all activities. 

The business as an entity must also follow honest and ethical practices. In smaller 

businesses, the character of the company is a direct reflection of the character of the 

owner. As a company becomes large, the character of the leader has less influence, 

unless his or her philosophies are company policy. 

Q 
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There are situations where the leader of a large business or organisation has been found 

to be dishonest or immoral in his or her personal dealings, yet the company's reputation 

survived. This is usually because enough honest people were running the company, 

such that the leader's influence on business character was minimised.  Having an 

honourable character is a natural progression from being healthy, skilled and excellent, 

as well as providing value to the customers. 

Being a business leader of high character is important in your relationship with other 

people, your business and your own self worth. If you are known as an honest and 

honourable businessperson, one who is reliable and responsible, then those with whom 

you deal with may respect you. The customers of your business, your suppliers, and 

those you employ will trust you, know they can depend on you and give you the respect 

and reputation you deserve. People certainly do not want to deal with a person who lies, 

or steals. Another important factor is that being an honourable business leader gives 

you greater self-esteem. You feel good about yourself.  

Putting on a different hat if needs arises to suit each 
client.  
Your actions determine what people think of you and establish your reputation. They 

also determine how others will respond to what you do and say. The way to have 

character is to always make sure that you are honest, respectable and forthright. Make 

sure there is no implication of dishonesty in any form. 

You should also seek to be considerate of others and conscientious in your business 

dealings. This does not mean that you have to be perfect, but there are so many benefits 

to be known as a businessperson who is honest and reliable. Your reputation affects 

how people deal with you. Having good character results in others respecting you and 

increases your own esteemed. It. requires a constant effort. 

What are attitudes? 
Attitudes are internal characters of the heart and thoughts. They are the hidden 

intentions which will eventually serve as the basis for our actions. If your attitude is 

negative, it does not support you to achieve more than your perceived limitations. If 

your attitude is positive, then your chances for success are great. If you have a negative 
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attitude the negativity will show in everything you do. No matter what you are doing, 

your results will be poor and your business will be poor. You can reach your goals,  

whatever they happen to be, if only you develop a positive attitude. 

 CHARACTERISTICS OF ATTITUDE  

(1) Difficult to measure 

(2) May create inflexibility and stereotypes 

(3) Often indicated by behaviour 

(4) Formed largely from the continuous process of social 

experiences 

(5) Positive or negative implications 

Does Attitude Affect Outcome? 
 

History is filled with men and women who made some of the greatest achievements by 

excelling only slightly over others in their field. Often that slight edge could be because 

of their way they approached the situation. Having the right attitude towards a situation 

makes an enormous difference to the end results.  

Aptitude is important to our success in life. Yet success or failure in any undertaking is 

caused more by mental attitude than by mere mental capabilities. Your success does not 

necessary have to be aligned to not only what 

you know but how you apply what you know. 

Does this mean that the spirit of optimism really 

does make a difference? The main factor that 

affects everything in your life is your attitude 

Your Attitude will determine 
your Altitude. 

If you have a negative attitude, you can change it 

if you want to. A negative attitude is 

immediately passed on to your customers and 

Ȱ&ÏÒ ÔÈÉÓ ÎÁÔÉÏÎȭÓ ÈÅÁÒÔ ÁÓ 
grown gross, and dull, and 

there ears heavy and 
difficult of healing, and 

their eyes, they have 
tightly closed, least they 

see and perceive, and here 
and comprehend the sense 
with  their ears, and grasp 
and understand with their 

heart, and turn and I 
ÓÈÏÕÌÄ ÈÅÁÌ ÔÈÅÍȢȱ 

 
Mathew 13:15Amp 

 



27 

© 2010 Elaine Davis & Unearthyourpotential.com All Rights Reserved 

 

that’s the quickest way to scare someone off. There are a lot of people who have great 

talent, but their attitude is the disqualifier of their life. If you have a positive attitude 

and constantly strive to give your best effort, eventually you will overcome your 

immediate problems and find you are ready for greater challenges. 

Your attitude at the beginning of a task greatly determines the outcome. Have you ever 

started a task that you just hated or didn’t want to do? What happened? I have found 

that the task takes at least twice as long, sometimes more. I either miss something or 

break something or leave something. The task takes longer to complete because of my 

approach towards it. 

Your attitude at the beginning greatly determines if the task will even get completed. If 

you start a task with a negative attitude what happens when you come up against a 

problem? Some of us look for a way out although we are working our way through the 

situation and we tend to give up at the earliest opportunity. 

Some of us will protest all the way through and when it does fail, we are quick to point 

out the faults. A classic expression what be, “I told you so” to satisfy our negative out 

look on the situation. By having a positive attitude at the beginning, means that when 

we are faced with a problem, the approach to dealing with it can be different. It can be 

viewed as more of a challenge rather than a problem. 

Put that thinking into your business as everyone wants to make lots of money and they 

want to do it as quickly as possible. They may start a new business only thinking of the 

money that will be coming in. They give no thought to learning, listening and advice. The 

attitude is focussed on making money rather than building customer relations.  

They were not concerned about the customer and the product they delivered. Even if 

they were successful in the first instance, they may not have reoccurring business 

because of the attitude and approach towards the customer. You cannot build a 

business without people. Safe guarding a positive relationship with your customer is 

very important in business. Positive thinking and always improving the way the 

systems are run in your business will ensure your company drives forward the way you 

have always dreamed and planned. 
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Unless your product is as needed like Microsoft Windows or Apple and everyone has to 

have it around the world, your own attitude will be reflected in the success of your 

business. Everyone of us has attitudes that affect us in various ways and on occasions, it 

may not only affect you, but those around you.  

Here are some thoughts about how your attitude can affect your business.  Developing 

these attitudes will put you much further down the path towards creating a successful 

business. 

There are four key attitudes that can hinder your business development 

¶ A poor work ethic 

¶ A "do enough to get by" 

¶ It can wait until tomorrow  

¶ The "owner is always right" 

The truth is that the things which have created business success in the past are the same 

things that will grow your business today. This involved hard work, making sure the 

customer is happy, and getting it done now or as soon as you can, even if it means a 

longer workday.  

Although you hear about some people who do only work a few hours a day or a week, 

most of them have stayed up many nights burning the midnight oil in order to get to 

where they are today. As a result, they can afford to pay someone else to take care of 

their business.   

Here are four positive essential attitudes that will get you making outstanding results if 

you follow them. 

1. Set Goals 
It will empower you to reach farther in your business if you plan ahead. Think of where 

you could be one month from now, six months from now, a year later, and even ten 

years later. Set some of these goals on paper. Make your business fit your goals. This is a 

different approach to seeing your business or skills as just a tool to pay the bills and 

making ends meet each month. This approach enables you to set your goal a little 
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beyond your basic target each month, so that you can see some measurable results. It 

will take some work, but you will reap the benefits from a scheduled way of working 

with clear goals that are achievable and you will reap the benefits.   

2. Evaluate Yourself And The Business You Want To Create  
This is where you sit and write down those things that you know could be improved in 

your business. Be honest and truthful. If it needs adjusting, write it down. Then write 

down after each of these things, one step you can take to improve those weak areas in 

yourself and in your business tomorrow and this week. 

Many times it is not the big things that hurt the most, it may be the little seed that has 

fallen among the thorns that can cause the fruit to be choked and not grow. By 

identifying what is stopping you to progress, you can take steps to rectify the issues that 

stop you. The most important areas at this stage are to be honest with yourself. Never 

let your attitude or pride stop you from succeeding.  

3. Stay On The Learning Edge  
Once a business gets off the ground it is easy to sit back and not learn anything new. 

However, while the methods you used worked for a while, the world around you is 

always changing. That means new avenues of developing the business may give your 

competitor an edge over you quickly if you do not learn new approaches to getting the 

business into the marketplace. Stay on top of what is happening and always be willing to 

learn new ways to promote your product and business. Take a look at the examples 

around you and the approach to addressing how you can continually keep up to date in 

promoting and doing business. Don’t let the attitude of believing that you know it all 

stop you from growing. 

 

4.  What It Takes  
 Doing it right, with good ethics will pay off in the long run. Thomas Edison tried, and 

tried again to make an electric light bulb. Finally, after 700 attempts, he succeeded. 

People are often easily discouraged, but those who go on pursuing their goal and 

ultimate success are those to whom the world one day flocks to learn their secrets of 

success. 

 

 



30 

© 2010 Elaine Davis & Unearthyourpotential.com All Rights Reserved 

 

 

Maintain a positive attitude 
Our attitude comes out in our external behavioural displays. This may appear in the 

signals we send to other people, for example in smiles, voice tone and use of particular 

words. It also appears in how we act, and in particular regarding other people. The 

reverse is also true, and attitude of others also affects their behaviour.  

 

The betari box model to developing a positive 
attitude  
The Betari Box (sometimes also written as Betari's Box or Betari’s Box) is a simple 

diagram that shows how attitude and behaviour are linked. The four-quadrant box 

helps us to look at how to develop a better understanding of how your attitude and 

behaviour can impact on others and how other’s attitude and behaviour can impact on 

us personally.   

 

 

 

 
 
 

Behaviour affects  attitudes, so always maintain a 
positive attitude 

 

If I act in an aggressive way towards you, you will interpret this in a certain way. Your 

attitude is subsequently affected by this, either because you are persuaded by my 

arguments or because you react to what you may perceive as unreasonable behaviour 

by me and again the reverse is true. Your behaviour affects my attitudes as I interpret, 
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rightly or wrongly, what you do or signal. As a result a circle is created. I act, which 

affects your attitude, which affects your behaviour, which affects my attitude, which 

affects my actions. 

This is one of the circular behavioural patterns whereby we get stuck in subconscious 

loops. Recognising it is the first step to addressing it. To change the behaviour of 

others, first be aware of your own attitude and how it affects your behaviour. Then 

notice how your behaviour affects other people. You can break the unconscious loop 

by noticing how the behaviour of others makes you feel and refusing to let it affect 

your attitude without first censoring this process. 

 

If we look inwardly in order to develop our own ‘can do’ attitude, or seek to influence 

the attitude and behaviour of others, we are reaching into the very culture of the 

environment in which we work. And this includes the people. 

What is  the motivation?  
Some entrepreneur’s may openly tell you all the reasons not to start a business.  All the 

frustrations, difficulties and painful times, but then they will launch into all the reasons 

why you absolutely must start a business, and do it right away. Most entrepreneurs will 

stop at nothing to promote themselves 

 Their drive may include some of the following: 

1. Passion. The passion you feel as an entrepreneur for the start up life, for your 

company, for your vision - is all encompassing. You are driven to succeed, to 

experience everything a business has to offer, and to make things happen. 

Passion is a prerequisite to starting a business, and it is also a huge motivator, 

because through your start up of your business, you fuel your passion.  

2. Creating Value. Entrepreneurs are builders. Creators. We need to produce 

products or services in order to succeed. What we produce needs to be at a level 

where it will create value. The motivating factor in creating a business is 

knowing that what you have created has added value to someone’s life.  

3. Changing the World. Not every business has the potential to change the world, 

but many entrepreneurs take this to heart and believe their businesses will make 

a difference in the world. It is a gateway to adding value. Starting a business and 
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throwing yourself into it with explicit passion, gives you the opportunity to 

impart change.  

4. Being in Control. Entrepreneurs may believe they can do things better than 

others. With drive, motivation and having that opportunity to get out there and 

make things happen 

5. Money. There is no question that money is a motivating factor, although it 

belongs at the bottom of the list. The motivating factors will depend on what you 

want the money to do. My desire is to earn money to then use it to help to make a 

difference where there are needs in the world. So for me there is a bigger picture 

to have the money. It is definitely not all about me. It is more about what I can do 

with it to add value to others. What is your motivator with regards to money? 

Find your core motivation for starting a business 
What is the fastest way to grow a hugely profitable and successful business and how to 

trigger your prospects to become clients? The answer is finding and knowing your core 

motivation. The cultivation of both a successful mindset in your field coupled with an A-

to-B action plan shows one thing, success comes from your drive. Your core motivation 

is the root of your success. The longer your roots, the larger your roots, the more it will 

be able to be sustainable and keep you growing. 

To analyse your motivation, take a look at your needs. What are your needs? What 

needs do you want to fulfil? You tend to create products and services in businesses in 

order to meet your underlying needs. 

 

                         Make a list of your needs; keep going until you find out your deepest needs. 

You may start off with things like a red Ferrari, a semi-detached house, or a home with a 

sea view and you may end up with the deepest needs such as security, relationships, 

love and happiness. Find out your deepest needs and your core motivation. 

The solution of your need should be an almost no compromise answer so that your 

business gets what it needs to succeed. I invite you to go through this process 

thoroughly to discover your core motivation. When you discover you core motivation, 

you are literally driven and destined for success. Most businesses and entrepreneurs 

T 
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that “fail” in selling and creating worldwide energy do so because they don’t know their 

core motivation. You have to decide to be different and look at what motivates you to 

take that step to make a change. 

 I remember my father telling me that he worked as an appropriate adult in the 

community when he retired because anyone of the children who got themselves into 

trouble with the police could easily be one of his grand children. He wanted to be there 

for them, so that they did not have to go through the experience alone and besides they 

are still children needing the guidance and love of an adult who cares.  

In essence, when he died, he left something in the hearts of many people in his 

community. A legacy based on what motivated him to make a change. You can take the 

same principle and think that every person who has created a product or service has 

done it for more than one reason. What will that reason be for you? How will you be 

remembered? What impact will you make? What will you create that continues on after 

you are gone? 

 

               Take a moment and make a list a few reasons what YOU really want to do.             

Before I give you some questions to help you do that, here are my three reasons as to 

why I’m doing this. 

1. 1 I believe that my mandate is to Develop People, Empower Vision; Transforming 

lives in order to build a Better Future. 

2. I like being able to provide opportunities and give back to the community. 

3. I enjoy being part of a team that is creating something that helps thousands of 

people. 

4. What is your core motivation? Why are you doing it? 

 

           -             Answer these questions… 

1. Why do you want to create a business?  

2. What do you really crave to learn? Another culture, a foreign language, ski-

jumping?  

T 

Q 

T 
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3. Which material objects are you motivated to possess? Are you craving a 

motorbike, a mansion, a Mercedes Benz?  

4. Does the benefit of financial security and prosperity motivate you?  

5. Do you crave things in your life that money can’t buy, which makes it more 

comfortable and enjoyable?  

6. How do you want to contribute to the world? Does that motivate you?  

7. Why do you want to create worldwide change?  

Very few entrepreneurs start one business and stop. Whether they succeed the first 

time or not, many entrepreneurs will pursue their dream because the motivation for 

starting a business is so strong. The entrepreneurs crave the feeling of starting 

something new, disrupting the status quo, changing the world, creating value, 

generating wealth. It is what entrepreneurs do. A few working opportunities will give 

you the same possibilities as starting a business. There are a small amount of jobs that 

give you the same motivations and rewards. 

Define Value 
 A Value is something important in human existence. A type of belief centrally located 

within one’s total belief system about how one ought to or not to behave. 

 Values are individual standards, ideas, and mental images of what a person deems 

desirable, right, or important. Values result from associations with family, society, 

school, job, peer groups, church, neighborhood, and environment. Values are important 

to human existence and are centrally located within a total belief system about how we 

should behave. Each person develops their own value system through experience. 

Different experiences give rise to different values and a person’s values are modified as 

those experiences accumulate and change.  

Defining value systems.  
a value system is a set of values adopted by an individual or society influencing the 

behaviour of the individual or members of the society, often without the conscious 

awareness of the members of that society. 

 

 Below are 5 key categories of values which may influence how we shape the way we 

interact. 
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(1) Personal values 
Established traits that are representative of an individual’s moral character.  

These may have an order of importance to us such as: honesty, responsibility, loyalty, 

moral courage, and friendliness. Universal values held by most people could be proven 

by is having an interest in others, intellectual development, or self-satisfaction. The 

values people have integrated into their character are made apparent by their attitudes, 

beliefs, and actions.  

 
2. Social values 
These may include social responsibility, loving interpersonal relationships, social 

consciousness, equality, justice, liberty, freedom, and pride in "our country." A social 

value is learned. It involves one’s relationship to society. For example, many parents 

teach their children what they perceive to be right from wrong, and what goal to work 

toward in their lives. To further explain, social values can be divided into four classes:  

 

¶ Pattern - values people accept out of habit 

¶ Ethics - morality which governs values 

¶ Institutional ways/practices set up under law 

¶ Proscribed - The emphatic dos and don’ts of a particular society.  

 
3 Political values 
These include loyalty to country, concern for national welfare, democracy, public 

service, voting, elections, and civic responsibility.  

 

4 Economic values 
These are identified through such standards as equal employment, stable economy, 

balancing of supply and demand of goods, money, private property, pride of ownership, 

and contrary to the beliefs of some people, taxes.  

 

5 Religious values 
These are characterised by reverence for life, human dignity, and freedom to worship. 

Religious values are which is beyond the comprehension of people.  
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Socialisation: 4ÈÅ ÍÁÊÏÒ ÓÏÕÒÃÅ ÏÆ ÁÎ ÉÎÄÉÖÉÄÕÁÌȭÓ 
values. 
Values are formed in different areas of your life such as home, school, peer groups, 

neighborhoods, communities, job, and church or synagogue. Through these institutions, 

a behaviour code is given and people not only learn what is expected of them, but they 

build their own value system based on a source of ideas and thoughts. Values can also 

grow from a person’s experiences and following the ideology and concepts of that 

thought process. Different experiences produce different values, and a person’s values 

are modified as those experiences accumulate and change. From this pattern comes the 

process of valuing.  

 

Building values is a lifelong process that incorporates an elaborate system of rewards 

and consequences from significant others and society in general. It is the major source  

an individual’s values. Think back to the socialisation class and you can see how family 

has had the most impact on your value system. 

 

Examples of Value #ÒÉÔÅÒÉÁȬÓ  
1. Choosing freely:  what business do you want to set up or would you prefer a job. 

2. Choosing from alternatives: Other occupations, having more than one job to 

survive 

3. Choosing after thoughtful consideration: The consequences of each alternative. 

Analyse advantages and disadvantages, assignments, promotions, living 

conditions, and skill. 

4. Prizing, cherishing, being happy with the choice: Satisfied with choice after 

thoughtful consideration 

5. Prizing enough to be willing to affirm the choice to others: Take pride in the 

decision to step outside of the box and follow your dream 

6. Acting or doing something with the choice: Make a decision and believing in it  

7. Acting repeatedly, in some pattern of life  

 

Some values are more important or can change with circumstances, such as accident, 

hurricane, or a significant emotional event. A value does not have to meet all criteria to 
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be important or meaningful in our lives. Desires or thoughts not acted on, such as 

opinions, interests, aspirations, beliefs, or attitudes. 

Customers will do business with us because they want to, not because they have to! 
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Chapter   

3 

Product or service or a mixture of both? 
 think this should be one of the first questions you 

ask yourself once you have decided you want to 

start a business. Different types of businesses have 

different operational requirements. For examples, if you 

start a retail outlet, you will have to keep the store open 

and staffed during regular shopping hours. Specific types of businesses have their own 

specialised demands. If you open a bakery, you or your staff will need to start the 

business of baking in the early hours of the morning to get the day's baking under way. 

 

Your business - Its products and services 
If you want other people to invest in your business or if you're writing your plan to 

focus your existing business activities, you must be able to clearly convey what your 

business does. 

This part of the plan sets out your Vision for your new business and includes who you 

are, what you do, what you have to offer and the market you want to address. 

Start with an overview of your business: 

 

 

 

 

 

 

I 

¶ When you started or intend to start trading and the progress you have made 

to date  

¶ The type of business and the sector it is in  

¶ Any relevant history - for example, if you acquired the business, who owned 

it originally and what they achieved with it  

¶ The current legal structure  

Your vision for the future  

 

What Type of Business Should You Start? 
 

Consider the kind of 
business you want to 
start. The one you 
are passionate about 
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Then describe your products or services as simply as possible, defining: 

 

 

 

 

 

Remember that the person reading the plan may not understand your business and its 

products, services or processes as well as you do, so try to avoid jargon. It's a good idea 

to get someone who isn't involved in the business - a friend or family member perhaps - 

to read this section of your plan and make sure they can understand it. 

Industry/Topic? 
To make it easier on yourself, choose an industry or topic that you are not only 

interested in, but have some expertise or experience. Otherwise, you may have to spend 

a lot of time up skilling yourself and money educating yourself that you could be putting 

into your new business, or making costly mistakes because you don't have the 

necessary knowledge of the trade. 

If you are a trained professional, such as a dentist, or accountant, your business is going 

to revolve around the professional services you can provide. However, there are many 

professionals that also have the opportunity to offer related products to their specialism 

such as a photographer may decide to sell cameras, film, picture frames, and photo 

paper. 

If you are not a trained professional, the key to deciding whether to focus on products 

or services may be determined by where you think your true talents lie and what you 

most enjoy doing. Are you the sort of person who sees your strengths when you are 

leading and instructing, making or selling? 

Are you a person who likes to complete the task for someone? Or would you be more 

comfortable offering products to customers who would need to do the job themselves? 

¶ What makes it different  

¶ What benefits it offers  

¶ Why customers would buy your service or product  

¶ How you plan to develop your products or services  

¶ Whether you hold any patents, trade marks or design rights  

¶ The key features of your industry or sector  
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DO NOT base this decision on whether or not you enjoy selling or are good at it. No 

matter what type of business you would like to start, it will include a process of sales. 

Now you have made a decision about the type of business that you actually want to 

start. There are two more decisions to make that will make choosing a business to start 

much easier.  Working through business opportunities and finding the right business to 

start becomes much easier when you know exactly what you are looking for.  

Storefront Or Non-Storefront Type Of Business 
Operation? 
If you have decided to start a business selling products, you may need a storefront of 

some kind, whether bricks-and-mortar, such as a retail store or virtual, such as an e-

commerce website.  

 

Many successful businesses have both, expanded their customers beyond their locality. 

Others "borrow" a storefront, so to speak, by getting their products distributed by other 

businesses, selling their products through markets and fairs, or by using available e-

commerce venues like selling on eBay. 

If you have decided to start a business selling services, you may or may not want a 

storefront. Many different services are actually performed at a customer's home, from 

cleaning through landscaping. While you would still need an office (either in your home 

or elsewhere), an actual storefront is unnecessary. Some services can be offered over 

the phone or the Internet, such as the services offered by Virtual Assistants or some 

Life/Business Coaches. These businesses often depend on virtual storefronts (business 

websites) to attract clients 

Another option is to use your home as a storefront. While bed and breakfasts are the 

obvious example of this, there are many other services that can operate successfully as 

home-based businesses like mobile hairdressing. Consider for a moment what your 

business is going to be. Are you for example going to have a business that sells products 

like custom plumbing parts, be a plumber, or consult on the plumbing mistakes of 

others?  
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There are some fundamental decisions you need to make before you even set out to 

define exactly what your business is and what you will sell. The companies that have 

lasted the longest have always been borne of passion.  

 

You also need to consider how much work you want to go through to start a business. 

Starting a business from scratch can be rewarding and hard work so what kind of 

business should you start? Which type of business will best suit your personality, 

abilities and lifestyle? The approach outlined below is an example to help you consider 

the kind of business you would want to start. But before you get into this, first consider 

the three sectors 

Example: 
1. Retail or wholesale type of business 
Where do you want to be positioned on the supply chain? Retail businesses sell goods 

directly to consumers, usually in small quantities. Wholesalers buy goods, which are 

often in large quantities from manufacturers or importers and then sell them to 

retailers and other distributors. 

2. Franchise or independent type of business? 
Many established companies offer franchises, which are basically copies of their 

companies. If you buy a franchise, you are buying the right to sell the parent company's 

goods and/or services in a specific area. Besides paying a franchise fee, you will also 

have to pay royalties and perhaps additional fees to the franchisor. You will also be 

expected to abide by the terms of the franchise agreement, which will often lay out 

exactly the way you will do business 

When it comes to starting a business, many people think of buying a franchise as a 

shortcut to success. While there is some truth to this, not all franchises are created 

equal, and not everyone is cut out to be a franchisee. Is there a franchise in your future? 

Here are the advantages and disadvantages of buying a franchise and what to expect 

when buying a franchise to help you decide. 
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Advantages of buying a franchise 

1) Lower Failure Rate: When you buy a franchise, you are buying an established 

concept that has been successful. Statistics show that franchisees stand a much 

better chance of success than people who start independent businesses; 

independent businesses stand a 70 to 80 percent chance of not surviving the first 

few critical years while franchisees have an 80 percent chance of surviving  

2) Help with Start Up and Beyond: You get a lot of help starting your business and 

running it afterwards. When you buy a franchise, you get all the equipment, 

supplies and instruction or training needed to start the business. In many cases, 

you also get ongoing training, and help with management and marketing. Your 

franchise will reap the benefit of the parent company’s national marketing 

campaigns, for instance. 

3) Buying Power: Your franchise will benefit from the collective buying power of 

the parent company as the franchisor can afford to buy in bulk and pass the 

savings along to franchisees. Inventory and supplies will cost less than if you 

were running an independent company. 

4) Star Power: Many well-known franchises have national brand-name 

recognition. Buying a franchise can be like buying a business with built-in 

customers. 

5) Profits: A franchise business can be immensely profitable. Consider MacDonald’s 

who are already a well known brand name and are well established in the 

market place. 

Disadvantages of buying a franchise 

1) Their Way Or The Highway:  The main disadvantage of buying a franchise is that 

you have to do it their way. You are required to follow every area of the main 

business right down to the letter image or style that the franchisor has stated in the 

agreement. Sometimes the details of the requirements go right down to the way 

small items like the serviettes or straw holders. are presented. As a franchisee, you 

are not the one actually in total control and some franchisors exert a degree of 

control that you may find excruciating. 
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2) Ongoing Costs: Besides the original franchise fee, royalties, a percentage of your 

franchise’s business revenue, will need to be paid to the franchisor each month. 

The franchisor may also charge additional fees for services provided, such as the 

cost of advertising. 

3) Ongoing Support: Not all franchisors offer the same degree of assistance in 

starting a business and operating it successfully. Some are just start up operations 

and everything after start up fees are up to you. There are no guarantees of follow 

up support such as ongoing training. 

4) Cost:  Buying into well-known franchises can be very expensive. The initial outlay 

can be a challenge but if this is your choice, ensure that you plan and work out all 

the cost to do this. 

 Buying a little-known, perhaps inexpensive franchise can be a real gamble. Just because 

a business is offering franchises is no guarantee that the franchise you buy will be 

successful. In some cases, franchising is the business; all the franchisor is interested in is 

selling more franchises. Whether or not the individual franchises are successful is 

irrelevant to them. This is not to say that no little known, inexpensive franchises are 

worthwhile, but just a reminder that any franchise you are thinking of buying needs to 

be investigated carefully. 
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Continue reading by downloading your copy of ñbe your own bossò  
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