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You have the idea, you’ve got the funding, you found the space, you’ve hired a team.  What can go wrong?  The biggest stumbling block facing start ups is the founder. Here are four ways entrepreneurs can shoot themselves in the foot and doom their company.  
The number one way to destroy your company…Greed. 

Many entrepreneurs forget the rule we all learned in kindergarten about sharing when it comes to the fruits of company efforts.
Instead they sit like King Midas on top of his hoard of gold when financial opportunities pay off.  Such behavior poisons the atmosphere, taints the company culture and gets in the way of achieving company objectives. 
For example, senior staff and employees at a small manufacturing company worked overtime to achieve an aggressive sales target.  The president and the founder agreed that performance bonuses would be paid.  But the founder changed his mind at year end.  At the annual holiday party he  thanked the employees and passed out the same $100 “Christmas shopping checks” he had for years. The next day he informed his senior management that he wanted to take so much cash out of the company they protested he would hobble planned future expansion. While the founder was eventually persuaded to take less the damage had been done.  The senior staff became wary of the founder and also had the added challenge of motivating the employees to attain growth objectives. The company president and the vice president of sales soon tendered their resignations for better opportunities.    
It is not just money that bosses have trouble sharing. Some preach “team, team, team” when what they really mean is “me, me, me.”


I once sat in a staff meeting listening disbelievingly, as the founder presented two of my ideas as her own.  A subsequent conversation with a colleague revealed that this was usual behavior on the founder’s part.  It suddenly became clear to me why the executive staff seemed to have a revolving door.  


The founder’s behavior in the above two examples 

results in employees who don’t trust the boss. In the most serious cases employees will not bring ideas that can benefit the company to the table because they know they won’t be rewarded.  Besides damaging the company’s reputation (employees talk, remember) the “all for me, none for you” attitude hobbles the ability to attract and retain top-flight talent.

The number two way to kill your company - Under funding. 
 

If you are asking outside investors to invest then ask for what you need. A top sales manager once told me it takes 6 to 8 “touches” or calls to a prospect before he could close a sale. Realize that it will be 18 months to 2 years before sales really take off.  Prior to that you are building your reputation in the marketplace, getting your product attention and networking like crazy. Inadequate financing means not giving your product or service long enough to gain traction in the marketplace. Make sure your projections are realistic.  Investors don’t mind spending money as long as they know about it ahead of time.  What they don’t want to hear is “We were a little too optimistic about how long it would be for sales to take off.”   Understand that the trade off is some strings in the form of requests for oversight. Which brings us to the third biggest blind spot for new entrepreneurs…
Trusting one person with all the money. 

Here are some common entrepreneurial attitudes toward accounting:  
 “I’m too busy to pay attention to the books. That’s a waste of my time.”
 Or
“ It’s too much detail, it’s not strategic enough – I’m a big picture guy.”  
Or
“ I don’t want to pay for accounting, it’s not a value add.  I’ll let Aunt Louise, my girlfriend, my brother take care of it.”
 

Here’s the solid truth: most fraud is perpetrated by someone “who’s been with me for years.”  
Know how to read a balance sheet and check the bank statements.  
On the flip side of trusting too much is the number four way to kill your company. Retaining too much control – not trusting enough is a common problem for entrepreneurs.  

Hiring experts and then not allowing them to do their jobs, refusing to accept advice or worse not letting them know about conversations you’re having and decisions you’re making that directly impact their areas of responsibility restricts the growth of the firm and drives away the very people who can help you achieve your objectives.
Trust your team.  They will think of things you didn’t even consider. They want to help the company succeed because if the company succeeds so do they. Chuck Geschke, co-founder of Adobe, willingly shares the secret of Adobe’s phenomenal success: “The simple answer is you hire people who are smarter than you are," Geschke says, "You compensate them well and you give them enough freedom to be creative."

Heeding Geschke’s advice is the difference between growing into a world class enterprise or failing.


The bottom line:  the founder’s attitude will make or break a company.  Being greedy, not being realistic about how much money and time it’s going to take to gain traction in the marketplace, not hiring professionals or not trusting your team can all kill your company.  So, examine your attitudes to see if you are what is standing in the way of your company’s success.  



