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Introduction 
 

“The great thing in this world is not so much where we are, but in what 
direction we are moving.” 

~Oliver Wendell Holmes 
 

Entrepreneurs…Intrapreneurs…Risk takers…welcome.  You are 

among the most rare group of people on the planet; people who 

strive to design, build or run something that succeeds because of 

your passion, inner drive and focus. 

 

For some of you, you may just be starting out.  Welcome.  It’s 

exciting, isn’t it?  For others, you’re well into the thick of things; 

perhaps working on your second, third or fourth venture.    

 

We’re constantly defying the odds, aren’t we?  Our friends and 

families, while encouraging, probably think that what we do is 

terrifying, crazy even.  For some of you it probably has been at times.  

But how could it be any other way?  When we were employees, we 

were constantly pushing the envelope, never failing to have that 

bright idea or two, causing our supervisors to scratch their heads 

with wonder, amazement and for some—frustration.  Frustration 

because we were constantly pushing the boundaries, testing, 

breaking or outright ignoring “the rules.” Status quo isn’t good 

enough, and we wanted opportunities and rewards.  Grow or die we 

say, right? 

 

In fact, for many of us, myself included, we started our adventure as 

intrapreneurs.  Working for an employer, we usually contributed to 
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the organization far over our employment duties.  For some, the 

motivation was money or to be upwardly mobile, but for others it’s 

just the way we ran.  And when the employer couldn’t offer us any 

new opportunities to conquer, we ventured out on our own.  

Sometimes carefully and wisely, sometimes recklessly, but always 

counting on our inner drive and passion to keep us safe. 

 

The entrepreneurial gene can be inherent in a person.  Many events 

can trigger it, but the three most common triggers are: (1) active 

nurturing; (2) responding to a personal crisis (loss of income) or 

sudden opportunity; (3) learned behavior.  Regardless of what put 

you on this path, to all we say welcome aboard. 

 

In this book, we have much ground to cover, ideas to discuss and 

think about, and I think you will enjoy reading it.  One skill 

entrepreneurs are good at is creating the leverage necessary to get the 

result they’re shooting for.  This book is no exception.  I created 

massive leverage designed to help me write, complete and craft a 

book that was enjoyable to read.  This leverage occurred when I 

decided to create my own “advisory board.”  This board consisted of 

individuals who I trusted and respected, who would be willing to tell 

me the truth versus what I wanted to hear.  They knew I wanted to 

create a great book, and their critical (but helpful) comments led to 

seven drafts, resulting in the best book I could produce at the time I 

wrote this. 

 

The result is a book that stretches your thinking and engages your 

imagination; a book that will serve as a field manual for all 
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entrepreneurs and intrapreneurs alike.   I’ll let you be the judge of 

that.  

 

Obviously, I want you to find the book both interesting and readable, 

but I also wanted to offer strategies for creating balance in your life.  

For you veteran entrepreneurs out there, you already know how 

important it is to live a life in balance.  You already know it’s more 

important than money itself.  

 

For those of you just starting out, I am honored to be able to share 

this book with you.  If my experience and those of others offered in 

this book creates value for you, then I’ve already succeeded.  In fact, 

that’s what this book is about, being a success. 

 

“The vision must be followed by the venture.   

It is not enough to stare up the steps—we must step up the stairs” 

~Vance Havner 
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Why write this book? 

I am a voracious reader.  Last checked, I’ve read over 700 books and 

I’m just shy 40 years old.  Of this, I’ve looked at several hundred 

books, articles, tapes related to business, business development, and 

strategy.  However, in all this time I have never seen a book that 

discussed the different types of entrepreneurs needed by a growing 

business.  Yes, I’ve seen books discussing business cycles and I’ve 

seen books discussing what it’s like being an entrepreneur, but never 

in the same book. 

 

It’s said that there’s nothing new under the sun, the newness of an 

idea is how information is combined, shaped, presented and how 

relevant this “new idea” is to the challenges and problems currently 

faced. 

 

This book focuses on the core thinking and actions that successful 

entrepreneurs have when designing, building, continuing or buying 

an enterprise.  This is not an excessively technical book, in that I do 

not spend time on the technical specifics of business formation, legal, 

accounting, or tax issues.  There are many excellent books that 

address these specific areas. Instead, the book focuses on what being a 

successful entrepreneur looks like and what setting up and running a 

successful enterprise looks like.  This book covers what I call the 

basic DNA of the master entrepreneur and superior enterprise. 

 

Many of the ideas introduced are based on principles, which are 

old— in many cases, hundreds of years old.    What I offer you is my 

particular cocktail.  Of course there are many variations possible, but 

take this one for a spin, will you?   
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Also, I welcome your comments and suggestions.  If you have any to 

share with me, please send them to me at the following e-mail 

address:   

 

Wealthdna@gmail.com 
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How to use this book 

The book takes you through a steady progression.  It quickly begins 

with defining key ideas: The characteristics of the Master 

Entrepreneur, the four entrepreneurial types and the business 

growth cycle of the Superior Enterprise.  This is Part I of the book.  

Part II delves deeper into the profile of each entrepreneurial type, 

and what they contribute at various stages of business growth. 

 

In Part II I introduce you to several entrepreneurs who were kind 

enough to offer the wisdom of their experience and advice. 

 

When you finish reading, you’ll have a sound understanding of 

exactly which entrepreneur you’re naturally inclined to be.  But 

perhaps more importantly, you’ll be able to recognize other 

entrepreneurial types easily and will have a better sense of the types 

of teams needed to build at each stage of your business’ life.  Unique 

to small business owners is the fact the majority running small 

businesses has had to play all 4 roles.  From reading this book, you 

will be able to discover the role that most closely resonates with you.  

And finally, we’ll discuss the mindset of the “Investor,” and what 

investors are looking for, and more importantly, what you should 

expect from them.  When I’m done, you will never again fear 

approaching investors for capital, because you will be doing so with 

the right mindset. 

 

So, get comfortable, settle into your favorite chair and let’s get 

started, shall we?  
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The DNA of the Master Entrepreneur 

    

“The greatest discovery of my generation is that human beings can alter 

their lives by altering their attitudes of mind.” 

--William James 
 

Wealth DNA.  Cute title, but what does it mean?  Well, the meaning 

is symbolic and it’s meant to serve as a metaphor, an anchor, a 

reminder that the root of all wealth creation begins first in the mind 

and spirit.  The human brain has ten billion brain cells and we only 

use a fraction, a small fraction of our intellectual ability.  I believe 

wealth begins with a thought and that what you focus on and what 

you persist in thinking about, becomes real. 

 

The mind is powerful.  I remember as a small child, how, with just a 

few questions from my mother, I could manifest illness quickly.  

Something as simple as a runny nose and slight fever, with just a few 

series of questions, turns into something serious like the flu.  To this 

day, when my Mother asks, me how I am feeling, I always answer 

the question with  “fantastic!” 

 

Wealth creation works the same way.  If one focuses on what he 

doesn’t have, concentrates on not having enough money, tells 

himself there isn’t enough of this or that and there is no possibility of 

attracting more, of attracting enough-then that’s what you’ll have.  

Instead of saying “I can’t afford it,” ask, “how might I be able to 

afford this?”—Give that powerful mind a target to shoot at. 
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To create a new business is to create new wealth 

 

Entrepreneurs are constantly setting targets and shooting at it.  We 

ask ourselves “what can I do?”  “How can I get it done?”  It’s a rare 

moment that we’ll spend anytime at all making self-defeating 

statements like “I can’t see a way we can do this.”  Doing the 

impossible is as simple as breathing for us, and if something has even 

the slightest chance of paying off, we will most likely give it some 

consideration—and often chase it. 

 

For many it looks foolish; we’re seen as risk takers, gamblers and 

lunatics.  Still, when we get it right, suddenly we are visionaries, 

geniuses, wizards and heroes.  Regardless of how you became an 

entrepreneur, you’re wired to work this way.   

 

And it’s something you should celebrate:  entrepreneurs are the 

trailblazers of innovation, and are often at the center of wealth 

creation in the world. 
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The Three levels of Money creation 

There are many ways to create wealth in one’s life, and with 

monetary wealth, there are three levels: 

 

� M1 Money: your direct efforts (time, labor, and focus) produce 

money for you. 

 

� M2 Money: the direct efforts (time, labor, focus) of others 

produce money for you. 

 

� M3 Money: your money (assets, investments) produces money 

for you. 

 

The M1 Money state is the most common on earth.  You have a job, 

maybe you’re self-employed, a one-person business or a freelance 

consultant even.  In every case, money results from your direct 

efforts, your direct labor.  Your compensation is directly proportional 

to your energy output-no more, no less. 

 

Interesting enough, in the United States, people working in the M1 

realm pay the most in taxes.  Ironically, those who can most easily 

afford to pay taxes (business owners and wealthy individuals) pay 

the least taxes.  Whenever someone asks me “Chris, what’s the best 

way to become rich?”  I usually answer with, “Find a way to keep 

most of what you earn.”  And normally, that means getting involved 

with business opportunities that create tax advantages to you.  

Starting a business falls in that category.   
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The M1 state is the riskiest way to live, and it’s often the most 

expensive.  Expensive not only in the tax department, but also in the 

time you have to devote to the JOB; time you can’t spend with family 

and loved ones; the vacations missed, for example.   

 

People in the M1 state incur other potential “losses” as well:  losses 

involving missed opportunities.  It is the most expensive and riskiest 

way to create the life you want to live now and in the future.  Most 

people living in an M1 state dream of a better future but haven’t 

taken the actions necessary to make those dreams happen.  Money 

earned somehow just covers the bills but not much else.  Ironically, it 

is the easiest way to exist, since having a job is what most societies 

encourage for their people.   

 

And for people who are in the upper-middle class income bracket it 

gets even more interesting.  Their salary level makes them eligible to 

borrow too much money, to buy too much car, too much house—too 

much of everything.  I’ve known a few people who earn $80,000 to 

$120,000 a year and they are broke, trapped in this huge life-style that 

they built mostly on debt. 

 

I’m willing to place a small wager that most of the readers of this 

book can identify with this, and for some of you, it’s probably what 

drove you to consider the entrepreneur route in the first place.  You 

wanted out of the Rat Race, right?  I know I did. 

 

When creating a business, a service-related business, you are 

working in an M2 Money state.  You rely on other people to produce 

money for you; employees, consultants, sales and marketing people, 
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resellers, distributors and channel partners—all contributing effort or 

energy in creating money for you. 

 

In the M2 money state, you are compounding the work effort of 

others to produce money.  Simply put: you’ve taken the step of 

cloning yourself, and if you’re running your business affairs 

correctly, you rewarded with tax advantages.  In the M2 business, 

others help produce money for you on your behalf, you incur expenses which 

benefit both you and the business, the rest is taxed, and the balance is your 

salary.  In the M1 state as a W2-employee, you earn money, it’s taxed, 

and you get to spend what’s left… 

 

For people working in an M3 Money state, real wealth creation is 

now taking place.  People who save a part of their net income, who 

invest in real estate, collectibles, stocks, bonds, mutual funds, make 

loans to businesses, anything which creates more money from 

money, it’s an M3 event.  For most people who work as employees, 

the M3 level may be as far as they will go. [The exception would be 

Entrepreneurs who are savvy enough to “moonlight” as an 

Entrepreneur, while also keeping a job…]  

 

You could debate which state is more powerful, M2 or M3.  It’s hard 

to say.  Passive-income generators (M3) can create exponential 

growth (profit), while M2 businesses may be limited because of the 

market it competes in and the quality and efficiency of resources.  As 

for complexity, they are both potentially complex.  Regardless, the 

individual who is benefiting from the M2 and M3 state is now a true 

investor. 
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The DNA of the Master Entrepreneur (M.E.) 

At the heart and soul of every “elite” or “master” entrepreneur, are 

the following key characteristics: 

 

o Remains “persistent,” no matter what 

o Excels at intra and interpersonal communications 

o Obsessed with creating value 

o Thinks in “win-win” terms 

o Has a personality that people are willing to work hard for 

o Takes intelligent risks 

o Attracts or grow leaders 

o Can see value where others often can’t 

o Aggressively protects access to and use of, his or her time 

o Has the courage to delegate important tasks to other people 

o Creates ventures mainly for logical and financial reasons vs. 

emotional ones 

 

Remains “persistent,” no matter what  

While none of the characteristics I’ve listed are in no particular order 

of importance, without the ability to persist, there is no way to 

insure or even expect success. 

 

Let’s face it:  plans change, circumstances crop up; present challenges 

and opportunities—the unexpected (both positive and negative) 

simply happens.    

 

Being persistent supports your core guidance mechanism and gives 

you the capacity to navigate through the choppy waters met while 

working your business.  It’s the beacon that all leaders strive to stay 

committed to.  It’s what allows you to stay true to the vision, the 
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mission, the map and the objectives that you’ve decided are 

important enough to take action on. 

 

It’s classic: just as you commit to a direction, or a focus or action, 

something or someone will come along to tempt you.  They will have 

the most incredible opportunity, or they will simply offer a better 

way or idea or direction to take you and your enterprise through. 

 

There are some definite advantages to placing a single bet, having a singular 

focus.  Often in the early phases the venture will need your undivided 

attention.  There is real merit to doing this, but I also believe that you can, if 

you are careful, have more than one in play, but it comes at a cost.  Your 

risks are much higher, as your attention is now split between endeavors.  

Also, your energy level must be consistently high and sufficient enough to 

serve them.   

 

For me personally, I prefer having more than one venture going at a time, 

and I take this on only if I can create the right teams to help manage and 

grow them.  Being an Architect Entrepreneur, I find it easy to become 

involved in more than one venture, but again, you have to be careful with 

this. You could exhaust all of your energy, only to find that in the end, 

nothing pans out. 

 

So, let’s say you agree with the one basket approach.  You launch the 

business or division, and you take focused, committed actions to 

growing it and suddenly a “opportunity” shows up at your doorstep.  

It shows up in the form of a person who is the answer to your 

prayers, and he or she has the perfect plan to take your business to 
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the next level.  All you have to do, they say, is to steer the business in 

a different direction... 

 

Well, it just so happens the current direction you’ve chosen has been 

more challenging and difficult than expected.  You haven’t seen the 

results you’ve planned for yet, and you are starting to feel a little 

burned-out and are becoming more and more disillusioned or 

disinterested.  Wow! You say: this person or opportunity showed up 

just in time, and you eagerly abandon what you were doing, and 

steer the venture in this new (and unchartered) course . . . 

 

At this point, you have already failed as an entrepreneur.   

 

I hear your question: But what if the new direction turns out to be the 

right one?   Even if it does turn out to benefit you, you’ve still failed, 

because you allowed yourself to be taken off course.  By allowing 

yourself to go off course, you instantly placed your business squarely 

into harms way—you’ve placed it at the mercy of chance. 

 

Be careful.  Don’t allow yourself to be seduced or enthralled by every 

scheme that crosses your desk.  Be persistent in your commitment, 

your focus.  If you feel your business needs a course correction, then 

make the correction—just make certain it is a correction and not an 

escape, a lure into the quick and easy world of delusion and 

phantom riches. 

 

As the leader, you are your business’s most powerful voice.  If you 

are unwavering in your belief the venture is on the right path to 
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success—then all the other investors (employees, clients, family) will 

believe this as well.  Persist, persist, persist… 

 

Excels at intra and interpersonal communications 

The Master Entrepreneur consistently reinforces his or her actions 

and decisions made, through powerful and positive self-talk.  When 

talking with themselves, they are careful in what they say to 

themselves.  Words like failure, loser, fraud, fool, imbecile and stupid, are 

permanently missing from their dictionary.   

 

Instead, what many see as failures become learning opportunities or 

become investments in their continuing education.  In fact, most treat 

failed outcomes as valuable learning experiences, correctly realizing 

that, regardless of the result—an investment occurred.  Ask any one 

of them and you will hear some version of the following:  “The 

bottom-line is: I committed an investment in this and I didn’t get the 

result I was expecting.   Fine.  There are only two questions I now care 

about: What value can I take from this?  There is always value if one 

bothers to look for it.” 

 

This isn’t just positive thinking, but instead it is an active way of 

controlling the quality of one’s internal dialogue. 

 

Equally important is the quality of communications with others.  

Entrepreneurs are careful with how they communicate with others.  

We hear the better they deliver their messages or directives, the 

higher the quality of results.  Being a powerful communicator helps 

create wealth and potentially build critical rapport with those that 

work in or support the business.  People are first and foremost, 
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emotional beings.  Words invoke pleasure or pain.  You want to 

communicate in a way that gets the response and ultimately the 

actions that you are looking for.  

 

The quality of your communication is directly proportional with 

the quality of the outcomes.   

Choose your words well. 

 

Another key ingredient to superior communication is the nonverbal 

communications your enterprise receives from you.  Called 

“physiology,” it represents 55% of the message. Entrepreneurs 

playing at this level work just as hard preserving great physiology, 

which is consistent with being successful, confident, competent and 

assured. 

 

Communication quality is important.  This is especially true for small 

business owners.  Think about it for a moment: How do you get your 

employees to perform at a high-level, even though you can’t fully 

pay them what they are worth?  The currency you offer them is the 

promise of future reward, the present excitement of taking part in a 

growing business now.  The currency is largely an emotionally based 

currency.  The stronger, more compelling the communication, the 

greater the excitement, trust and confidence and thus the greater 

effort offered by them.  

 

Small business owners are influential communicators—because they 

have to be.  The by-product of this compensation is that owners have 

to spend time constantly managing people’s expectations.  

Transacting with employees on an emotional level has a high-cost in 
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this area.   Also, it can be difficult to get employees who work based 

on their emotional interest or excitement, to continue to perform 

when things get difficult.  For the small business owner, it is a classic 

problem:  needing, but unable to pay professionals who are self-

directed, results-focused and not driven emotionally.   

 

What’s the answer?  There isn’t any easy answer here, but it is a good 

idea to keep in mind that you will eventually need to transition your 

emotionally driven employees into different roles, as the enterprise 

matures.  Realize that your initial core employees set the tone of the 

business culture and while the enterprise may need a cultural shift in 

the later stages of business life, employees are the lifeblood of any 

enterprise. 

 

Obsessed with creating value 

Much lip service is giving to the notion of value creation, value focus, 

value centric—entrepreneurs live it.  The number one question that 

must be asked when considering the viability of an opportunity 

(including the enterprise) is:  Does it create value?  And the second:  

If so, for whom? 

 

Entrepreneurs at this level worry about with 360-degree value creation.  

For most, it’s nearly an obsession, because they know the more value 

created the greater the returns.  Returns in personal satisfaction, 

wealth, levels of success, quality of growth opportunities—

everything. 

 

Interestingly enough, when asking this group what they are doing to 

handle competition, most reply that they focus on innovating and 
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competing against their previous successes.  The typical reply looks 

like:  “If my so-called competition wants to focus on what we’re 

doing over here, more power to them.  We’re “a moving target,” 

constantly evolving the enterprise.  Whatever they think they are 

addressing nine times out of 10 will be obsolete.  We’re busy 

innovating and conditioning our customers.” 

 

Entrepreneurs who make the classic mistake of thinking that the 

enterprise exist to serve them find themselves struggling to win 

business with the best customers, have a hard time attracting and 

keeping the right people and staying in business long enough to 

squeeze out a profit.  The business must be viable and stable enough 

to support all of its stakeholders:  that’s the owners, investors, 

employees and customers.   

 

I have found that most weak entrepreneurs tend to think it’s purely 

about salesmanship and pricing.  “If I do a good job at constantly 

selling and the price is low enough, we’ll get the nod.”   The reality is 

that customers simply want their needs met or their desires answered 

and they tend to buy from companies that seem to meet these needs 

or desires.  Meeting true needs and desires trumps price.  Successful 

entrepreneurs understand this.  They also understand that a 

customer will pay money to meet a need or desire they didn’t even 

realize they had. 

 

Spend time now, thinking about your business concept or existing 

business.   

� What needs does your product or service really address? 
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� What desires does your product or service really meet? 

� What are the emotional reasons customers conduct business 

with you?   

� Are they comforted, assured, trusting, confident-how would 

they describe the business relationship they have with your 

enterprise? 

� What risk are they taking when doing business with your 

company versus another?  What is it about your offering that 

allows them to be comfortable taking that risk? 

� What indirect value is being created for the customer because 

they are doing business with you? 

 

Knowing the answers to these questions will help you deepen your 

relationship with your customers and thus increase your profits.  For 

those of you just starting out, thinking about the impact you want to 

have on your customers will help you assess how to market your 

business, tailor your product or service offering and give you more 

confidence that you’ll create real value for them and thus deserve 

having the sale. 

 

Why the obsession over value?  Because you want to eliminate any 

doubt you might have that your company deserves the business it 

wins.  Customers hate dealing with companies that are not confident 

in their offering.  Remember, your transactions with your external 

and internal customers (employees) are largely emotional.  Master 

Entrepreneurs understand this and drive their business from this 

understanding. 
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Whoa…what’s this about deserving the business that I’ve won?  You 

want to avoid the roller coaster of having to “pull it off.”  Often, 

winning business is easier than fulfilling the commitment that is 

created with having won the business.  You want to avoid having 

that hollow feeling which comes from getting business based on false 

claims, stretched truths and impossible assurances.   

 

While you might “pull it off,” it won’t feel good.  And yes, it’s 

revenue, but like a gambler on a lucky streak, you will one day find 

yourself giving it all back—through mistakes, bills, spending sprees.  

Don’t laugh: I’ve seen it happen.  Earn your winnings; build wealth 

that you are deserving of and that befits your good character.  No 

shortcuts—serve your customers well and they’ll reward you 

justly…   

 

Is  “win-win” oriented 

So, I just lost some of you with this statement, right?  Let’s be clear:  

an entrepreneur can generate wealth with a win-lose mindset.  Yep, it 

happens everyday.  Kill or be killed, let the best man win, etc.  Heard 

them all.   

 

I’m talking about entrepreneurs desiring to excel and create 

outrageous wealth.  To do this requires a win-win mindset.  Wealth is 

cumulative and flows to those who best utilize it.  Also, wealth 

creation is reciprocal in nature:  the more value you create for others, 

the more energy you and your enterprise expend, the greater the 

return.   It has been said that the universe “abhors a vacuum.”   If one 

believes this, then whatever energy or contribution you create for the 

world, that energy must be replaced (returned).   
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Do you really want to be the guy who struggles to list the friends and 

colleagues that admire you, but who can rapidly name a long list of 

enemies?   

 

Does the notion of creating a business filled with aggressive “I’m in it 

for myself” employees, who execute out of fear vs. respect really 

excite you? 

 

Does having equally ruthless customers, who are always angling for 

leverage over you (crazy, creeping projects, vague financial 

commitments, hazy contracts) really get your juices flowing? 

 

If so, I say Wow, more power to you.  Don’t read any further.  This 

book can’t do a thing for you. 

For the rest of you, let’s keep going, shall we? 

 

Win-win is what it’s all about.  You’re demanding, but fair with your 

workers (who reward you with allegiance and their best efforts), you 

tell the truth to your customers (who reward this with bankable 

business), to business partners who work with you versus secretly 

angling against you.  It feels good, it’s good for you and it’s good for 

the greater good.  Why would you do anything else? 

 

The win-win mindset is the right thing to do, it’s rarely done and its 

a really powerful level to operate from.  I believe that only 10% of the 

world’s top enterprises operate at this level—and all dominate their 

industries.   
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Okay, so what’s in it for you, the Master Entrepreneur in the making?  

Happier workers, relieved and pleasantly surprised customers and 

happier spouses, better restful nights sleep—need we go on?  I’ve 

done the math on this one—it equates to success and profit 100% of 

the time. 

 

Has a personality that people are willing to work hard for 

Personality, charisma, strength of character…  The M.E. has the kind 

of personality that people will “walk through fire” for.  They are 

aware of the effect they have on their staff and actively seek to set the 

tone for the way business is run.  Entrepreneurs with the strongest 

charisma have employees emulate their mannerisms, attitudes and 

beliefs.  For example, in strategy meetings, Bill Gates, Chairman of 

Microsoft, would end up hunched over in his chair, rocking back in 

forth while considering what he was hearing.   

 

This mannerism is well-known and immediately was emulated by 

many of Microsoft’s top executives and managers.  The bottom line is 

strong leaders impact their peers and subordinates on both a 

conscious and unconscious level.  The enlightened leader will make 

use of this tendency, by instilling the thinking and behaviors desired 

for the company’s culture. 

 

Takes intelligent risks 

Intelligent risk.  What’s that mean?  It means that an action is taken 

after all reasonable factors have been considered and despite having 

incomplete information.  Entrepreneurs from all walks of life are 

famous for taking actions; actions that were previously thought 
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impossible.  The fact is, we don’t know what we don’t know—this is 

both a blessing and a curse.  Entrepreneurs regularly have to take 

whatever information’s available and commit to a decision.  Working 

with less than perfect information is as natural as breathing to an 

entrepreneur.   

 

Still, the M.E. carefully considers the impact, the results of an action.  

He or she tries to assess the total risk of taking on (or not) that 

potential contract, customer, partner and employee.  They look at the 

impact on culture, cash flow, direction, focus, energy—everything.   

 

Entrepreneurs who don’t carefully consider the risk can quickly find 

themselves taken out of the game.  Case in point:  with 8(a) firms 

(small minority-owned businesses) it is not uncommon for these 

firms to be “cash strapped.”  A typical 8(a) firm has most of their 

revenues coming from the government sector.   

 

They often tap credit lines to cover payroll and other overhead 

expenses, as they wait for payment from the government.  

Meanwhile, they constantly strive to win new 8(a) contracts.  Often, 

they spend all of their time focusing on submitting and winning the 

contract and fail to consider the cash needed to carry out the contract 

before receiving payment.  I’ve heard many horror stories of 

essentially profitable firms sunk because they failed to consider the 

impact on cash flow that piece of won business would have on the 

company.  So they fail because there’s not enough cash to cover the 

overhead.  A horrible reason for failure, don’t you think?   
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Number one rule:  Grow and protect your cash flow.  Cash is the 

oxygen of any enterprise—if there is no cash, there is no business.   

 

Risks come in big and small packages.  A big risk, typical of growing 

small business, occurs when considering office moves and leases.   A 

typical example might go like this: your existing business is in a tight, 

but acceptable office space.  The lease payment is made comfortably 

every month.  Meanwhile, you’ve had a string of “wins.”  A couple 

of company-sponsored lunches later, a new hire or two later, a 

question is posed.  Should we consider moving to a larger office?  We 

have the revenues to support it and we are obviously growing—what 

do we think? 

 

The master entrepreneur and those key leaders around him or her 

should all see red flags.  The immediate questions are: 

 

Does the string of won business really reflect a shift in the company’s 

market, or did we just have a great quarter? 

 

Are we growing, or are we simply looking to buy a “trophy,” 

marking the occasion? 

 

Does moving to a new location create real value to the company, 

meaning will we be more efficient, productive?   

 

Does it increase value to our existing customers? 

 

Often, entrepreneurs fall into the trap of expanding too quickly, 

against phantom revenue growth and to gain a physical trophy, 
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marking a significant moment of success.  Please, please—please 

resist doing this.  It’s the same as buying too much house or too 

much car. All of a sudden, you are working for the bank and all your 

profits are paid to the past, instead of invested forward.  Learn to be 

aggressive in protecting the company’s cash.  You worked hard for 

it—protect it from leaking away. 

 

Those copiers, computer, fax machine, employee—all of these are 

investments.  Investments made against cash or revenues; 

investments that must net more than they cost. 

 

Leases lock you in.  They are nearly impossible to break without 

taking a financial hit, can slow you down when you need to 

streamline material overhead, or even reposition the company, say 

out-of-state.  Equipment bought outright can travel quickly with you 

and are sold just as quickly.  Leases are not liquid and don’t travel.  

Be careful. 

 

Please understand, I know how tough it can be, launching and growing a 

business and the unexpected sacrifices you might incur.  It’s natural to 

want to celebrate that first big win.  It feels so good to have finally made a 

breakthrough, profit, landing the deal…  Celebrate by continuing to carry 

out your plan. 

 

Attracts or grow leaders 

The master entrepreneur has their eye on the prize—the door marked 

exit.  We will discuss the exit in detail later, but because of this focus, 

entrepreneurs playing at this level, begin the enterprise searching for 
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potential leaders.  Of all the investments an M.E. must think about 

for the enterprise, this is the most essential.   

 

In the beginning, the typical entrepreneur must do everything and 

wear many hats.  But eventually, business growth will demand that 

the entrepreneur shift roles and responsibilities down and 

throughout the enterprise.  Leaders must be acquired, or developed.  

“I need to replicate myself” is the typical comment from many 

entrepreneurs. 

 

Now were getting to it.  It’s the toughest thing in the world to entrust 

one’s child to another.  It’s the same for business owners.  They have 

to have enough courage to delegate key responsibilities to others.  It’s 

a tough: there are so many seemingly great excuses for not going 

through with it: 

 

“They are just going to mess it up and I’ll have to step in again 

and…”   

 

“It’s too complicated—I’m stuck with it…” 

 

“I don’t think he (she) is up to the challenge.  What if he or she…” 

 

And on and on.   Find a way.  Do it anyway.  The longer you hang on 

to all those identities or roles—the more money you are losing the 

company.  If you persist in doing it all yourself—take on a job and 

close up shop.  You’ll make just as much money in the end.  Don’t 

believe it?  Believe it.  Yes, your company will make a lot of money—
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a lot of it—maybe, but the net income to you personally will not be 

there.  Here’s what it looks like: 

 

Since you’re doing everything yourself, YOU are the main factor 

driving sales.  Truly, you’ve just created a job, a M1 money event, 

except now you are paying salaries and office lease payments and 

what not, so you are sharing your M1 income with the entire 

enterprise!  Is this what you signed on for?  Of course not. 

 

When operating in this state, if you shut down or decide to take a 

vacation, the entire enterprise comes to a screeching halt.  Just check 

the number of emails, pages and voicemails next time if you don’t 

believe that… 

 

Customers are never properly conditioned to see a company.  Why 

should they?  It’s you who shows up at all hours, saving the day, 

resolving a “crisis.” 

 

Sound familiar?  I seriously hope not.  Identify the potential leaders 

in your company and develop them.  Get it done; it’s the least risky 

action you can take that benefits both you and your company.  

 

Can see value where others often can’t 

Seek to aim for investments with the highest value.  Go after the best 

customer, hire great people, develop the most profitable products 

and services at the right time and spend your time for maximum 

return.  It seems elementary, but many companies just don’t do this.  

Spend your time making great investments—make it a habit to figure 

out the profit on everything.  Be aggressive, be conservative, either 
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way, just do the assessment and take action with a sense of profit in 

mind. 

 

By now, you should be noticing a pattern: every action, every decision, 

every thought or plan or consideration or hire is an “investment.”  Energy, 

commitment, motivation, emotions, money, service, customers—all are 

investments.  All of them.  Master Entrepreneurs are always assessing 

values and returns.   

 

For them, it’s an automatic thing--they can’t help themselves.  It’s a habit 

engrained at the DNA level.  Get in the habit of seeing everything as an 

investment.  Your employees, your time, company mission, its identity, its 

customers, products and services, cash, expenses—all are investments.  

 

 

Aggressively protects access to and use of, his or her time 

A common example of this needing to occur is when an entrepreneur 

suddenly finds themselves fighting to protect their time.  Where 

once, everyone had access to the owner all the time, now the owner is 

faced with running a large company.  He or She needs to conserve 

their energy and focus on important and valuable activities.   

 

Suddenly, voicemails are no longer quickly returned, e-mail is 

unread, meetings often canceled.  If you have a company filled with 

“A” players, who are self-directed and operate from internal 

motivation and not emotion—you will have no problem.  In fact, 

most will be thinking, “It’s about time.”  If your organization is filled 
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with “B” players, who are emotionally motivated, most will 

misinterpret your actions and many will take it as a personal slight.   

 

To avoid this, you will need to prepare the workforce in advance—let 

them know it’s coming and that it isn’t personal.  Better still, have 

your management team handle it.  Shift the initial contact/access 

through them; make it official and your team will be okay with it. 

 

Energy, Focus, Time and Money:   

The four key elements  

to investment success.   

You have to protect them all. 

 

Creates ventures mainly for logical and financial reasons vs. 

emotional ones 

Being in business for the right reasons.  Of course it’s okay to start a 

business because you are excited.  On some level, there must be some 

emotion propelling you through the fear and uncertainty to actually 

do it—to create the business.  But there should also be other reasons, 

sound, practical, logical reasons for starting the business as well. 

  

You see a need or desire that’s not fulfilled by others and you think 

you can create a company that addresses it.  You think there is a real 

opportunity to make enough money at something to justify creating 

a business and you think you have enough resources to benefit from 

it.    Starting a business to prove something to someone is just not a 

good enough reason.  In fact, if it’s purely for emotional reasons—it 

can be a costly experience. 
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There are enough real threats and issues to address in growing 

an enterprise than to go into one fighting ghosts.   

 

The ghosts of others ridicule, you know; ridicule like “You’re a 

dreamer, you’ll never succeed in business.  Be practical.  Get a good 

job,” and other such disempowering things.  Sure, you can start a 

business, fueled by anger, by bruised ego, shaken identity—but 

eventually you’ll need other resources to sustain your efforts and 

effectively grow the business in the right way. 

 

Going into a business on pure emotion harms the chances of the business 

surviving.  Why?  Because: it’s about the founder-not the enterprise.  Not 

even it’s customers.  It’s about the owner.  Meanwhile, employees hop on, 

customers risk doing business, investors pony up some capital—all thinking 

they are investing in a viable business, when in fact it isn’t a business at all.  

It’s the owners’ shell of himself/herself.  The U.S. statistic of annual 

business failures will never be accurate, because many of those businesses 

were just high-paying jobs. 

 

Go into this for the right reasons.  If ever there was a time to be 

honest with yourself, it’s in that moment before you turn the ignition.  

Be sure:  it’s the most responsible and powerful thing you can do in 

that moment. 

 

In talking with several successful entrepreneurs, I found that many 

had to endure some degree of negative feedback-and the most 

common group to provide this was from friends and relatives.  It’s 



Wealth DNA:  The Master Entrepreneur 

 

www.titanresults.com 
-35-

interesting-- people, who have never even run a business or even 

thought about doing so, are the ones who enthusiastically offer 

“words of wisdom” and caution.  They are also the ones most likely 

to talk about how much luck or money or other thing is required and 

that of course you probably don’t have these to succeed.  In the end, 

they will wish you well. 

 

As an author and entrepreneur I can attest to this.  I have had to 

avoid the “good intentions” of family and friends and just do the 

business anyway.  Don’t be surprised if you find yourself having to 

do the same.  While friends and family may have your best interest at 

heart, their support is harmful to you.  Seek guidance and support 

from people who have accomplished what you are striving for.  

  

There are several ways you can make certain you’re headed in the 

right direction concept-wise.  You can seek out others who have 

either done similar businesses or are in the same industry you’re 

planning to play in.  Or, you can seek those who have relevant 

experience starting and running a business.  I encourage all 

entrepreneurs new and old alike, to create their personal “Board of 

Advisers.”   

 

Sometimes having someone with your best interest at heart, who 

isn’t “in the soup” can save you.  Having a trusted source on the 

outside, with a birds’ eye view of your business can often lead to 

valuable suggestions and observations that wouldn’t normally have 

occurred.  When I set out to write this book, I first set up a small 

advisory team to help me stay on track to produce the book I wanted 

to create.   
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To do this, I shared with them what my goals were for the book, who 

I thought the readers would be and explained the experience and 

value I wanted the reader to have.  I told them what my “rules” 

were; what I did and did not want the book to convey, the directions 

I wanted to take the book in and the needs I was committed to 

addressing. 

 

Being entrepreneurs themselves, they were happy to help, but boy, 

they were tough!  I hope the result is that you find this book to be 

fantastic read. 

 

Having a personal advisory team is powerful.  You benefit from their 

collective brainpower and it can be a means of great power and 

confidence, knowing that strong people are behind you, routing you 

on. 

   

I also strongly suggest that you open yourself up to becoming an 

adviser for at least one other businessperson.  For one, it feels good to 

help someone; for another it helps sharpen your skills and deepen 

your knowledge of business. 


