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Introduction 
 There are millions of businesses around the globe that were started by people who were 
essentially after one thing - freedom. For whatever reason, they decided to chance their arm and go 
into business for themselves. The statistics do not tell lies. Most of them will not be in that business 
within a few years. There are a myriad of reasons why this occurs and too many to analyse in this short 
book, but the main ones are: 1. Undercapitalisation - not enough money at the start, 2. Lack of real 
research into the industry/products/services - they didn’t do their homework, 3. Lack of management 
skill sets - they didn’t know how to run a business, 4. Lack of emotional intelligence - they couldn’t get 
on with people. 

 The purpose of this book is to help you by clearing a path for those who are looking to start a new 
business and to clarify some issues that may be impeding current business owners. This book is not 
meant to be the complete how-to of business. The purpose is to iterate a number of principles of 
business that will help you to cut through the seemingly complicated maze of starting and running a 
business. If you align the execution of your business to these principles, you will have a better than 
even chance of not only surviving but being successful and creating the freedom you seek. THE LITTLE 
BOOK OF BUSINESS is made up of  business principles that are universal and some observations that 
come from 33 years in business. 

 I have been lucky to have been in business when massive changes occurred and it has been 
fascinating to watch these changes totally flip business on its head. When I started my first business in 
1984, the internet was not on the radar, computers were just coming into the home, fax was the way to 



communicate in business, mobile phones were  shaped like and felt like bricks and the largest 
companies in the world today were either just starting or did not exist. Let’s use distribution as an 
example. When you bought something like an electrical appliance, nearly 50% of the sale price was in 
manufacturing, and distribution (getting it to the customer) was less than 40%. Now the 
manufacturing component of electrical appliances is less than 10% and distribution makes up about 
80%. 

 If you thought your life would turn out differently, there is still a way. No matter how old or 
young you are, you can still achieve your dreams no matter what they are. However, there are a few 
things of which you should be aware. 

The first thing you need to realise is that if your dreams include becoming wealthy, you 
will be a rare person to do it by working for someone else. Great CEO’s make lots of money and 
can normally retire with stock options etc. but the chances of your making it to these dizzy 
heights are literally millions to one. The great majority of people who are wealthy, started and 
run their own business. You will hear the stories about how most of them took the chance with 
a great idea, invested their money, worked like crazy and built the business into something that 
they can sell for a lot of money and retire to a beach house so they can fish and play golf. 
 What you occasionally hear about are the ones who started with a crappy idea, invested 
their money, worked like crazy and eventually crashed and burned. The collateral damage 
caused by this misguided attempt at business is shocking and is not usually spoken of. The 
repossessed cars, the foreclosure on a house, the marriage breakups, disaffected children, the 
ruining of reputations, the embarrassment, the alcohol and drug abuse, the suicides and the list 
goes on, are the manifestations of this folly. The reasons for this huge waste of resources and 



loss of lives can be narrowed down to a few unheeded business principles. Many of the most 
important reasons are in this book. Read this book from cover to cover and you may just save 
yourself an enormous amount of energy, time and money. 

 Business has irrevocably changed but the principles of business will never  
change. 

 Enjoy 

 John 

P.S. The layout of this ebook has been kept simple and the font is large so that everybody can read it 
easily. The content is all important - minimal distractions from the message. 

 



Foreword 
During the last thirty years with the introduction of the digital age, we have witnessed some of the greatest 

changes ever to the business environment and business management and with every change there have been 
thousands of solutions offered, with little or no real direction.  With John's hands on and no nonsense approach and 
thirty year's of business experience, he's offering a lot of simple and practical ideas that actually work.

I have known John for almost thirty years and have always appreciated his business advice as well as his 
enthusiastic approach to business and life. We've shared many beers and spent many nights debating differing 
business basics and key strategies for success. Great to see he has finally put pen to paper to share his business 
success ideas. He's created a book that will surely become part of every business person’s library.

A must read for every aspiring business operator with several easy to understand messages for new business 
people, together with strategies that existing business operators need to take their businesses to the next level.

I have personally used many of the strategies John mentions in his book to develop and grow my business, GJ 
Gardner Homes, to one of the largest custom home building businesses on the planet.

GJ Gardner
GJ Gardner Homes
(no relation to the author)



From those who read an advance copy

“I’ve known John for about 12 years. He was chair of our board at a high achieving organisation. He lives what he 
preaches. Anyone in business will benefit from reading this straight forward, no nonsense approach to keeping 
successful business simple.” Phil Hubble
Phil Hubble is currently chair of Australian Food Investments, Table Direct and OzGreen Energy. He was part of Dell’s leadership team from 1994 to 2002, where he 
headed up European Operations. Under his leadership, Europe led the way for Dell with huge increases in ROI. Prior to that he established Sony’s software 
development company. Phil has an Olympic Silver medal, Commonwealth Gold medal and carried the flag for England at the Commonwealth Games Opening 
Ceremonies in Brisbane. +61 404 942 636

“Having known John in business for more than a decade, and having learnt much from him myself in that time, I was 
excited to read his ebook. John has been a mentor to many people, his own track record of success and that of him 
selflessly helping others means this ebook is jam packed with brilliant and meaningful insights that will help many 
people going forward. Read this carefully, it is short and to the point and extremely valuable.”
Graham Park

Graham Park - Chairman of International Leadership Development

“There are pitfalls and pain in going it alone in business. This book is an essential guide for pain avoidance and an 
assurance of success. Clear and concise business knowhow from an expert.”
Graham Hart AM  is a respected Company Director and Chairman Elcano Franchise Finance Group




“The Little Book of Business is a good read – it’s fun, it’s quick and it’s wise.  John Gardiner has put together a great précis of 
lessons learnt over decades of business development and transacting.  What actually is the business?  What’s it all about? 
What’s most important?  The Little Book helps answer some of these questions and does it in a manner that’s down to earth 
and pragmatic – it gives good leads into business strategy and development. It will help many navigate along the way. “ 
JJK

John Knaggs

Chief Executive Officer

Sun Central

Maroochydore




Chapter Number 1 
 

The true purpose 
of a business 
How to get it right, straight 
from the kick-off 



Ask 100 business people “What is the true purpose of a business?” and 
over 90% will tell you without blinking - to make money. And they are wrong! 
It is understood that this may seem counter-intuitive, but humour me.

The question does have a definitive answer. The true purpose of a business 
is to help people solve their problems. Out of that true purpose comes money, 
employment, satisfaction, fulfilment, fun (we hope), personal development, 
professional development, fun (did I say that already?), investment and lots of 
other benefits. If you help a few people solve their problems you will make a 
little money, if you help thousands of people solve their problems, you will 
make lots of money and if you help millions, well you know how it goes.

If you go after the money, then you may make some temporarily, but not 
long term. People will do business with you, buy your products and use your 
services on a regular basis if they know, like and trust you. The only way to get 
people to know like and trust you is to care enough about them to find out what 
their problems are and help them to solve them. They can smell someone who 
is after their money a mile away and they will avoid you instead of engaging 
with you.



Take this change of philosophy into the way you define your business and 
watch everything improve. Watch your customers and clients alter the way they 
engage with you and observe how they do more business with you. For some 
business people reading this, it is the way they approach business, they just had 
not put it into words. For others, it may be a whole new way of looking at 
things.





Chapter Number 2 

 

Business is simple 
Just find out what people want and 
show them how to get it. 



There you are. Done and dusted. Whoa, you say? If it were that easy, 
everyone would be a success! I didn’t say it was easy. I said it was simple.
There are two elements to this simple formula.

1 Find out what people want – there is a huge difference between what 
people want and what people need. (This will be covered in Chapter 3). 
Lets just say that the ‘want’ is better than the ‘need’. Now that you have 
established the want whether it be product or service you can work out how 
to:

 2. Show them how to get it – you could use any one of a number of 
distribution models. The major models are retail, online with delivery or online 
with download, direct sales (party plan etc.), network marketing or a 
combination of some or all of these models.

Getting it to the people who want it is easier than finding out what they 
want. One of the secrets to making money in business is to be aware of and use 
trends. There are fads and there are trends. Trends are better because they last 
longer and normally have a broader appeal. There are some differentiations that 
need to be created here. You will want to pick a trend that is growing not 
declining and preferably one in which the growth is explosive.



Most of the bigger trends tend to be driven by demographics. For instance, a 
major trend for the baby boomers is anti-ageing and wellness. The boomers are 
also responsible for huge increases in the travel industry, online sales, mobile 
homes, superannuation, healthcare and many more. Gen X, Y and the 
Millennials are also driving their own trends.

So, which one do you go for? A very wise man once said, “ … if you own a 
restaurant, you’ll want a hungry market with cash.” In other words make sure 
that when you pick or create a product/service there is a ‘hungry market’ that 
has the money to purchase.





Chapter Number 3 

	

Needs vs Wants 
The greatest trap in business 



From a philosophical point of view, there are two types of business markets. 
There are people who market (hopefully sell) products and services that people 
need and there are people who market (and people buy) products and services 
that people want.

Hmmm. Which to go for?
There will be those who say both and you could be right, but if you had to go 

for one, which would you choose? Again there is a definitive answer to this 
question if you want to be efficient, effective and highly profitable. This is going 
to polarise a lot of people who are in the needs market. So, be it.

The path to choose is to market to those who want the product/service. Why? 
To put it simply, those who need something have yet to make the decision to buy. 
Those who want something have already made the decision to buy they are just 
looking for the right seller. Why would you choose the path of educating/
convincing/selling to someone who may or may not decide to buy? Why not find 
out what people want and make that your business. If you can combine that want 
with a huge trend, then the process becomes even easier and more profitable 
because there is a momentum coming from the trend.



There are lots of things and actions that we need to do but don’t want to do, 
like going to the dentist every six months or eating better etc. There are lots of 
things and actions that we want to buy and do and we just go out and buy and do 
them. Best thing to do? Overlay this on your business and maybe ditch the needs 
and find more of the wants.



 

Chapter Number 4 
 

Follow your bliss 
What a load of cowpats 



I know that I am going against conventional wisdom here, but the people 
who tell you “… if you do what you love, the money will follow” may be very 
wrong. 

Even Steve Jobs, for whom I have a great deal of admiration, didn’t follow 
his own advice. Had he followed his bliss, he would have become a great Zen 
teacher. Instead he backed into technology and recognised that he could be 
successful and help people at the same time. If you have not found your true 
purpose in life, you may want to call off the search, relieve yourself of the 
guilt trip, get on with your life and provide for your family. 

When you do what you love you might find that when it becomes work, you 
could fall out of love very quickly. In fact, doing what you love and waiting for 
the money to come could take you down a very slippery slope. It could even be 
extremely hard to recover because you put everything into it and may not have 
much left in the tank.

There is a word that I believe has sprung from this ‘Follow your bliss’ 
approach that could be undoing a lot of credibility for business owners and 
corporate employees.



I go to a number of networking events and the way a lot of people describe 
their job/business has developed a sameness to it. When asked why they make 
widgets they will happily sprout “I’m really passionate about widgets …” Give 
me a break. This seems to be a way that people can differentiate between them 
and their competition but all it does is to create a lie about why they do what they 
do. As we have all experienced, passions can come and go. Before you start 
howling about your passions or the passions or your friends, I concede that there 
are people who actually are passionate about what they do. What I am saying is 
that many of the people who say they are passionate, do so because they believe 
that it gives them an edge in the marketplace. We have all met them.

If someone says to me that they are committed to a line of work or a 
business, I would have more interest in talking with them. Commitment will keep 
you going when the hard stuff happens; passion may fade and fade quickly. You 
will do business in a few years time with people who are committed. The 
‘passionate ones’ may be gone.



Chapter Number 5 

 
When all you have is a 
hammer … 
Everything looks like a nail 



So, what is the issue that is the killer of most small business start-ups? I have 
done it twice. Millions of people around the world have done it and it can be the 
greatest mistake people can make when it comes to defining what business or 
market to enter.

This is a lazy way to decide what business you want to make yours. People 
will try to create a business about what they already know. If you have been a 
carpenter working for a builder for the last 10 years and want to go into business 
for yourself, what do you decide to do? That’s right. You become a builder and 
you go hell for leather to make it work. Is that the ‘right’ thing to do? This may 
sound counter-intuitive, but not necessarily.

The industry you are entering may be in decline. Technology may be about to 
wipe out your market. You may not understand how the business works. There 
are a dozen things that could make your dream a nightmare. But people will 
persist because they only know how to do that one thing. It is inside their comfort 
zone and some of their friends have encouraged them to do it. How could they go 
wrong? Well, guess what? They do.

The statistics showing start-up failures are alarming. The number of shattered 
dreams, the wasted capital, debts incurred, unnecessary heartache and pointless 



hours spent cannot be quantified. However, the psychological damage is probably 
the greatest and has the most telling effect. It is very tempting to start a business 
using your current knowledge, but it is not always a good idea.

What the hell do you do then?
It really depends on why you are going into business, but if you are going 

into business to make money, then go find ‘a hungry market with cash’ and 
service that market. It is a no-brainer. Find out what people want and show them 
how to get it. This can be a difficult truth to realise, but if you want to be 
successful you can follow the rules of commerce or strike out on your own and 
possibly suffer the consequences.



Chapter Number 6 

Why would you start 
a business …? 
… and why would you run like hell?



Most people will start, or buy, a business for any number of reasons. Your 
WHY will vary from others but will probably be a combination of one or more of 
the reasons below. They will be your reasons to start a business and will differ 
from many others. You will need to get very clear on the difference between the 
true purpose of a business and the reason/s you have for starting your 
business. 

Whether it is a service or product based business, there is one adage that will 
be a constant in all business ventures. 

You are working for 100% commission!!
If you sell nothing, you make nothing. 
I put that in bold because most new business people will not really 

understand this fact. I remember a wonderful story about a great industrialist 
when he was talking to his grandson about the grandson’s new business. The 
industrialist asked, “How many customers have you got?” Grandson replied, 
“Customers? I don’t have time to get customers yet, I’m still trying to find a 
decent database system!” His Grandfather kindly advised, “Go get some 
customers. The rest will fall into place when the time is right.”



We need to understand that unless we drum up some business, we do not 
have a business. Back to your reasons to start a business. You will find some 
clarity from this list:

The WHYs
Creating wealth
Time freedom
Satisfaction
Fulfilment
Contribution
Giving value
Creating a legacy
Helping people
Money (cash-flow)
Creating an asset
Fun
Independence
Realisation of a dream, 



and the list can go on.

There are also a ton of reasons why you would not want to start a business or 
at least these may be some issues to stay away from or minimise.

The WHY NOTs
High overheads
Supply chain failures
Property issues – leases etc
Legal problems
Staffing issues
Superannuation
Occupational Health and Safety
Compliance
Business Failure
Partnership issues
Negative cash-flow
Governments changing the rules



Economic downturns
Drama
Stress
again the list can go on

In business, you need to be able to strike a balance between the WHYs and 
the WHY NOTs. Plan for the best and prepare for the worst. If you are aware of 
all of these negative situations and can recognise them when they appear, then 
you can deal with them. If you are not aware and they surprise you, then it could 
all end in tears – yours.

One of the other important parts of running your own business is to keep 
ahead of trends, new technologies, regulations etc. Apart from doing this through 
the internet, you could join the right association for your industry. If an 
association for your industry does not exist, start one. This is a small part of the 
old truism, ‘ … work on your business, not in your business.’ That sounds great 
but when you start it is difficult to spend time on your business when you are flat 
out working in your business. However, you must get into the habit of working 
on your business. You will never achieve too many of the WHYs if you are still 



working in your business in a few years time. If your business depends on you 
and you alone, then it is possible that you have a job with overheads.





Chapter Number 7 

There’s no room in 
business for ego 
and no room for yours either 



One of the greatest issues that business people need to deal with is getting 
out of their own way. There is an old saying “You can be right or you can be 
rich, but you can’t be both” This issue is as pervasive as business is varied. 

In its ‘least harmful’ form, a business owner will want to prove that he/she 
is right and will argue with a customer over a faulty product or service. There is 
only one loser in this situation and that is the business owner. They may prove 
that they are right but lose not only one customer, but hundreds in the aftermath 
of that customer telling friends who tell friends etc. This idiocy plays out in 
most small businesses daily and one day the business owner goes out of 
business because they let their ego rule their mouth.

So, how do you fix this issue? Don’t argue!! Replace it, fix it or refund it 
with a smile and you will probably do business with that customer again. You 
may even do business with that customer’s friends after they tell them about 
your wonderful attitude to service. Never argue with a customer/client. Fix the 
issue and move on.

There is, however, a much larger problem that is a manifestation of ego in 
business. In my 33 years in business I have seen this happen more times than I 
would care to think about. The scenario is this: Intending business owner comes 



up with a scathingly brilliant business concept. They are absolutely positive 
that it is a winner and so run headlong into starting. They ignore the warning 
signs, they invest their life savings, their superannuation and mortgage their 
house to plough all of their money into this ‘sure thing.’ All of the signs that 
their concept is a dud are put down to negative opinions of others and they keep 
going at it. They keep going because it was their idea and they could not be that 
wrong, could they? The whole thing ends in tears because a few business 
principles were ignored. The first of these is: Before venturing into any 
business, do exhaustive research. Find out if this product or service that is a 
sure fire winner, is something that people want and they will be prepared to pay 
you money for it.

There is no room for ego in business. It will destroy relationships with your 
customers and clients, your suppliers, your employees, traditional media and 
especially social media. I am not suggesting that you have no commitment in 
business. Commitment is necessary and will be one of your greatest assets in 
your dealings with all of your stakeholders. It will define your approach to your 
business and out of it will come vision, your mission, your goals and the power 
to achieve them. It will keep you going when the tough times show up, and 



they will. You will need to keep your commitment level high so that when you 
tell your story, people will take you seriously.

Ego is dangerous at home with your loved ones and with friends, but it can 
be a deadly companion in business.





 
Chapter Number 8 

What do you want to achieve?
Without going crazy



Whether you are just starting your business or are currently in business, you 
will need to have some benchmarks with which to measure your progress along 
the marathon of business-life. Just as athletes have markers along the way to 
judge if they are on track (pardon the pun), you will want to set these targets for 
yourself so that you will know that you are on the right path. These targets are 
normally referred to as goals. There are two elements to goals.

Picture yourself on a beautiful spring day walking along a track. This track is 
quite uneven and an injury could easily occur if you don’t watch where you are 
stepping. The track leads to a hilltop where a magnificent view of the valley 
below awaits you. You want to get to the top of the hill. You want to see that 
view. There are a number of paths that you come across that intersect with the 
path you are walking and those paths will take you away from the view of the 
valley. You eventually get to the top of the hill and the view is breathtaking. You 
are so happy that you made the effort and stayed on the right path. It really was 
worth it.

So, the two elements are: 1. Having a long-term vision of where you want to 
get to and 2. Watching where you are going so that you do not move away from 
the path. And so it is with business. If you have taken notice of Chapters 1-3, you 



will be sure that the path you have chosen is the one to take you to your goal – 
your vision. You now need to make sure that you stay on the path long enough to 
get there. Look up to your goal daily or more often. Make sure that you can see it, 
feel it, taste it, smell it and touch it.

There is a plethora of information, systems and advice about goals and how 
to achieve them and there are countless books on the subject. If you are totally in 
focus, anal, driven, action-oriented and obsessive about achieving goals, all you 
need to do is wind yourself up and go at it. If you are like the rest of us and want 
to do well, but are not totally driven to achieve, then the following may help.

Certainly have your grand vision. Get that in your head and never let it go. 
Whatever you want from being in business is your goal. If it is having a bunch of 
materials stuff like cars, houses, MBAs (massive bank accounts), boats, holidays 
to exotic places, then so be it. That is what your goals are. There will be people 
who will tell you that these goals are crass and you should lift your sights higher 
to something like global conscientiousness. Tell them to take a running jump. 
Your goals are your goals. They are yours. If they want to achieve a higher plane 
of ‘guruship’, let them.



Take some time to put some markers in place along the way that you can 
achieve. They may be turnover markers or profit markers or levels in your 
business. Whatever they are, make sure that the first few are really achievable in a 
relatively short space of time, like the first few months. When you get to those 
markers, have a reward in place so that you can celebrate. Make the marker 
reward something that will inspire you to get to it, then celebrate like hell. These 
marker goals are what will keep you going in the tough times. They are there to 
keep you in business long enough so that you eventually get good enough to be in 
business. There is an old saying “Everything is hard until it becomes easy”.

To achieve your goals you will need to navigate through a lot of noise. There 
are so many distractions posing as genuine parts of your business, that you either 
need a will of iron or a simple system to de-clutter your efforts. Email is a classic 
distraction, as is Google, social media, news breaks etc. that all seem important. I 
have found a very simple formula that has helped me immensely. I like the 
H.I.M.E. approach. I am not a fan of acronyms but I use this one to death. It 
stands for Highest Impact Minimal Effort. Basically, you identify the few 
important actions you need to accomplish every day that take the least amount of 
effort and yet give you the best results. Look for them. They are there. Do these 



before anything else. You will achieve so much in the first part of the day that you 
will be inspired to do more H.I.M.E. actions. By the way, H.I.M.E. is from a guy 
called Mark Joyner who just happens to have a free daily planner called 
Simpleology. I use it every day. It’s a cracker.





Chapter Number 9 

Keep	learning	
and	never	stop	



When you start your business, you will know something about the industry 
you are entering. You may know something about finance, you may know 
something about marketing, you may know something about management and 
you may know something about employing people. You will no doubt 
understand a little bit about some of these subjects, but it is rare that anyone 
starting a business knows all about everything. To be successful in business, 
you must understand that you need to have an overview of all of these subjects 
and more, but you do not need to be perfect in everything – ever!

You will bring your strengths to your business and you will also bring your 
weaknesses. You may be strong in sales or admin or doing the books or 
managing people or IT or a hundred other skills that are used to start an 
enterprise. There may be some residual knowledge in your head from your 
corporate career like human resources or people management or you may have 
learned some things from your business-owning parents or relatives. You will 
also have some bad habits, erroneous perspectives and just plain dumb beliefs 
about how business is transacted.

To become successful in business, you must become a leader. Even if the 
only leadership skill you master is to know how to lead yourself, you must 



become a leader. Leaders are readers. Leaders know that the path to success is 
paved with great knowledge and the use of that knowledge. There is a popular 
saying that “Knowledge is power.” Nothing could be further from the truth. The 
power comes from the skilful use of knowledge. You can be the best-educated 
business person on the planet but unless you use that knowledge wisely, you 
will just be another educated idiot.

You learn and use that knowledge so that you can improve your business. 
As you learn something and incorporate it into your business, you will find 
something else that you can improve. Whether it is personal development or 
professional development, keep your mind open to new and better ways to 
ramp up your profits and new ways to be the best person you can be. There is 
no end game with improvement. It is a constant pathway and it has enormous 
rewards. A very savvy businessman called Dale Beaumont was talking about 
this recently and suggested that if you can improve just five parts of your 
business by just 10% each, your business will not just improve by 50% but by 
way more than 100% because the 10% increases compound. We are not talking 
addition here, we are talking multiplication.



How do you improve? There is a business encyclopaedia available to you 
and the majority of it is absolutely free. It is called Google. I am still gob-
smacked by what you can learn from some of the smartest people in the world 
for free on the Internet. There would be very few industries that are not covered 
by this amazing tool. But it doesn’t have to be dry research. Get with your 
peers. If there is not an association of the people in your field, start one. Talk to 
them and share knowledge. Have lunch with them or get a regular Skype chat 
going or use Meetup to start a group. Create a Facebook page that encourages 
your peers to join and share or maybe start or join a LinkedIn group. Once you 
can get over yourself and realise that by sharing knowledge you will all learn 
from each other, who knows what can happen.

As a side-note, please do not re-invent the wheel. If you are having an issue 
within your business, somebody, somewhere has probably had the same 
experience and has solved it. The first thing to do is to explore business 
knowledge and see if there is a solution. Even if what you find is only part of a 
solution, it is better than starting from scratch and wasting all of that time and 
effort. 



You can learn from your failures. Learn what not to do or how to do it 
better. You will also learn from your successes. There is a school of thought out 
there that tells us that success is a bad teacher – hogwash. When you succeed, 
you learn what you did right. Do more of that. This is not rocket science.

The most successful people in the world are in a state of constant 
improvement. They learn from each other, they share information with the 
world and they become the best people that they can be. Surely we can learn 
from them. You will be paid in your marketplace exactly what you are worth, in 
other words you will be paid for the value that you bring to that marketplace. 

The more you learn about your industry, your business, your suppliers, 
your customers and your staff, the more value you will bring to the marketplace 
and the more you will be paid.



Chapter Number 10 

 

I’ll do it myself 
The John Wayne Syndrome 
(John Wayne was an actor who played many 
western heroes.) 



There is a syndrome that is one of the most pervasive business handbrakes 
ever recognised. This syndrome is especially popular in small and even 
medium sized businesses. It’s called the John Wayne syndrome.

You know the old western movies where John Wayne strolls into town, 
cleans up all the bad guys by himself then rides off into the sunset with the girl. 
It’s OK for The Duke because he only has one thing to do – kill all the bad 
guys. Well, business people suffer badly from this attitude and it can contribute 
to their downfall and eventually to the closure of the business. Have you ever 
heard someone in business say, ‘Its quicker if I do it myself!’ or ‘Nobody does 
it like I can do it!’ or ‘I can’t trust anybody to do … so I might as well do it 
myself.’

Unfortunately, the John Wayne syndrome is usually a symptom of a much 
larger issue here. The issue is that most people in business are not prepared to 
delegate, contract out or outsource the parts of their business at which they 
suck. They erroneously believe that if they delegate, they lose control. The 
opposite is correct. When you delegate, you gain control by holding others 
accountable. Take marketing for instance. Most people in business bumble 



around wasting huge, for them, amounts of money on social media, traditional 
media, direct mail, email marketing, SEO etc. and other forms of marketing 
without any experience, research or skill sets and then wonder why there were 
no results. Hullo?

It does not take much research to find a marketing expert who can take the 
money you have allocated and get positive results. You can hire a virtual PA 
here in Australia or overseas to take all of the humdrum grunt work off your 
hands so that you can focus on what you do best. This is all available to 
business people but do you think most of them will delegate? No way. The ‘I 
can do it as well as they can!’ attitude bobs up and time, money and resources 
are wasted because of stupid ego and ignorance.

So, what does an aspiring or current small business owner do about this? 
Get your strengths and weaknesses down on paper. A SWOT analysis 
(strengths, weaknesses, opportunities and threats) could be good for the 
business, but this is about you. Just do your strengths and weaknesses. Be 
brutal with yourself, your survival in business is at stake. Now take your 
strengths and make them your own. Anything you are weak at like admin, 
marketing, stock control, finance etc., get help. Arrange a team of people who 



complement your strengths. You may need a VA (virtual assistant), a 
bookkeeper, an SEO (search engine optimisation) specialist, and a few others. 
These are not necessarily full time people. You pay them when you need them, 
but get them around you.

There will be business people reading this who are saying to themselves 
‘Its OK for this joker to talk about outsourcing, but I can’t afford to hire these 
people even part-time!’ As Henry Ford said, “If you think you can or you think 
you can’t, you are right.” You will be surprised how little it can cost you to take 
all of this off your plate. I have outsourced bookkeeping, email organisation 
and a number of other tasks that I am not interested in doing.

What happens now? Now you can now go out and maximise your strengths 
secure in the knowledge that there are competent people taking care of all the 
bits and pieces that you either cannot do or do not want to do. You can network, 
go to trade shows, have meetings with clients, and plan your future with peace 
of mind. You can now be productive. 



 

Chapter Number 11 
 

Are you a kite 
dancing in a 
hurricane? 
How do you keep up? 



	 I	borrowed	this	from	the	Spectre	movie	(a	James	Bond	;ilm)	and	
thought	that	it	describes	a	lot	of	people	in	the	corporate	world	and	some	in	
business.	The	reason	the	title	may	be	appropriate	is	that	with	the	way	
business	is	changing	almost	on	a	daily	basis,	sometimes	we	feel	out	of	
control.	Most	people	feel	the	need	to	be	in	control	and	when	they	are	not,	
things	tend	to	become	unhinged.	It	may	also	be	the	time	of	year	when	you	
are	re-evaluating	your	life	and	more	particularly	your	career	or	business	
future.	
	 The	main	issue,	the	hurricane	from	the	title,	does	not	seem	to	be	
slowing	down.	In	fact	the	rate	of	change	is	accelerating	and	is	dragging	
many	unwilling	participants	into	a	vortex	from	which	they	cannot	easily	
escape.	Technology	has	its	great	advantages	with	more	information	
becoming	available	to	help	us	make	decisions,	but	it	can	also	be	a	demon	
task-master.		
	 Take	the	Christmas	buying	spree	that	we	are	sucked	into.	We	can	now	
go	online	and	choose	the	right	product	or	service	to	give	to	someone	
special	and	have	it	delivered	to	our/their	door	without	leaving	home	or	



compare	features	and	prices	and	go	out	and	buy	from	retailers.	Either	way,	
we	can	save	a	lot	of	effort	through	technology.	
	 We	tend	to	use	the	technology	and	enjoy	it,	however	keeping	up	with	
the	pace	of	change	can	sometimes	do	our	heads	in.	Take	the	driverless	car	
phenomenon.	You	would	be	familiar	with	the	effect	that	Uber	has	had	on	
the	taxi	and	limousine	industries	and	the	carnage	and	lost	assets	and	
revenue	that	has	come	about	because	of	an	innocuous	little	app	and	a	
change	in	perspective.	
	 That	is	not	where	it	ends.	I	recently	read	an	article	published	from	the	
Singularity	University	German	conference	where	they	predict	that	there	
will	be	3,500,000	driverless	cars	on	the	planet	by	2020.	They	also	
predicted	that	we	will	question	whether	to	buy	a	car	at	all	by	2025	because	
it	will	be	much	cheaper	and	more	sustainable	to	use	a	driverless	car	when	
we	need	one,	whether	we	are	going	around	the	corner	for	dinner	or	from	
capital	city	to	capital	city.	The	Uber	debate	could	be	a	moot	argument	when	
driverless	cars	become	the	norm.	What	will	this	change	in	people’s	minds	
do	for	the	motor	vehicle	industry?	It	may	not	be	good	for	them.	



	 This	is	an	example	of	the	rate	of	change	and	the	possibilities	that	will	
happen	as	the	rate	of	technological	change	speeds	up.	There	is	no	magic	
bullet	or	quick	;ix	to	this	issue.	The	expression	‘Don’t	let	things	happen	to	
you,	make	sure	that	you	happen	to	things’	becomes	a	philosophy	that	can	
help	those	who	are	caught	in	the	hurricane.	You	need	to	become	aware	of	
what	is	going	on	and	make	sure	that	wherever	possible,	you	can	control	
where	you	are	going.	The	;irst	‘thing’	to	do	is	to	get	into	your	own	business	
and	not	just	any	business.	Get	into	a	business	that	is	relevant	in	the	21st	
century.	A	business	that	you	control,	it	does	not	control	you.	That	business	
should	be	in	an	industry	that	is	going	through	an	upward	trend	and	should	
not	be	too	capital	intensive.	Why	bet	the	farm?	





Chapter Number 12 
 
 

Is it urgent or 
important 
Or is it just a waste of your time 

		

		



	 Much	has	been	written	about	these	two	concepts	in	business.	To	recap,	
Urgent	issues	are	those	that	come	into	our	business/career	days	that	
demand	our	immediate	attention.	There	is	a	vital	need	to	address	the	issue	
and	a	sense	of	dread	is	hanging	in	the	background	if	we	do	not	pay	attention	
to	it	now.	
	 Important	issues	are	those	that	we	need	to	address	to	progress	our	
businesses/careers	along	our	chosen	path.	There	is	also	a	vital	need	to	
address	the	issue,	however,	for	some	reason	there	is	little	dread	if	any	
associated	with	not	dealing	with	it	now.	The	purpose	of	this	post	is	to	
highlight	why	Urgent	could	be	delayed	if	it	competes	for	your	Important	
time.	
	 I	remember	listening	to	a	talk	years	ago	by	Hiram	Smith	who	was	
Stephen	Covey’s	business	partner.	(Stephen	Covey	wrote	The	Seven	Habits	of	
Highly	Effective	People	amongst	other	best	selling	business	books.)	Smith	
was	speaking	about	why	people	don’t	pick	up	a	book	anymore	and	he	asked	
the	audience	for	some	thoughts.	A	guy	way	up	the	back	shouted	out	
‘BECAUSE	BOOKS	DON’T	RING!!’		



	 Distractions	(especially	urgent	stuff)	are	the	greatest	killer	of	focus	and	
they	can	make	an	entire	day	unproductive.	Once	you	have	been	distracted	
from	an	Important	task,	it	can	take	a	long	time	to	get	back	into	‘the	zone.’	
While	writing	this	chapter,	the	phone	has	rung	6	times.	It	is	easy	to	take	the	
calls	and	deal	with	Urgent	stuff.	It	has	to	be	dealt	with	now,	doesn’t	it?	
	 Well,	no	it	does	not.	When	I	was	in	corporate	employment	in	
management	positions	I	learned	a	valuable	lesson	from	a	mentor.	He	asked	
me	not	to	take	calls	from	my	staff	immediately,	but	to	wait	at	least	two	hours	
and	then	return	the	calls.	As	if	by	magic,	my	staff	had	solved	the	problems	
themselves.	The	seemingly	Urgent	issues	had	been	taken	care	of	by	the	
people	who	should	have	been	dealing	with	them.	This	also	has	a	side	bene;it.	
Your	people	will	learn	to	deal	with	their	issues	without	taking	up	your	time	
and	that	allows	you	more	Important	time.	
	 There	will	always	be	Urgent	tasks	that	need	to	be	addressed	immediately	
by	you.	All	I	ask	is	that	when	you	are	deciding	on	whether	to	allow	the	
Urgent	to	interrupt	the	Important,	you	think	about	the	consequences	of	your	
actions.	This	whole	area	is	grey	as	there	are	issues	that	are	Important	and	
Urgent	and	many	other	combinations	and	degrees,	however,	being	aware	of	



what	is	Important	in	your	business/career	should	be	the	prime	mover	in	
making	decisions.	
	 Urgent	is	easy	to	de;ine.	Important	can	take	some	time	to	de;ine	as	
Important	is	aligned	with	your	values	and	will	have	a	huge	impact	on	your	
goals	and	then	strategies	and	the	action	you	take.	Maybe	you	have	your	
values	written	down	and	you	work	your	day	with	Important	tasks.	If	you	are	
erring	on	the	side	of	Urgent,	one	of	the	great	assignments	to	give	yourself	is	
to	spend	some	away	time	and	write	down	your	values.		
	 There	are	thousands	of	pages	on	the	Internet	describing	values	and	
surprisingly	it	will	not	take	that	much	time	to	identify	yours.	You	already	
know	what	your	values	are,	getting	them	down	on	paper	will	give	you	clarity	
about	what	is	Important	to	you.	From	then,	the	Important	tasks	will	become	
obvious	and	you	can	create	better	and	more	productive	days.	



	
Chapter	Number	13	

Which	way	do	you	go?	
Can	you	make	it	foolproof?	



There is no denying that the world is changing rapidly and the changes can 
either work for us or against us. There is very little wriggle room. For instance, in 
business you either embrace technology to some degree or you get left behind 
and probably go out of business. The list of large companies that have ignored 
technology is long (Kodak, Borders, Blockbuster, MySpace etc.) and the list of 
medium and small businesses is unbelievably huge. You have seen the reports 
recently about retailers that are no longer viable and are going into receivership.
So, if you are looking at going into business or morphing your current business 
into something more viable, what do you look for? In the 2nd chapter I have 
suggested that business is simple and the simpler you keep it, the easier and 
more successful it will be. There will be people reading this and having a 
conniption. “How can you say that business is simple?” they will cry. “Don’t you 
realise how complex finance, trade, IR laws, compliance and leasing can be?” 
they will moan.

I still say that business is simple. This is the formula: Find out what people 
want and show them how to get it. If you keep your focus on the formula and 
act on it, then others can do all of the rest. Think about it. If you know what 
people want and show them how to get it, then you will be wildly successful. 



When you are wildly successful, you can have specialists in their fields to do 
the grunt stuff. Do you think Richard Branson spends his time poring over leases, 
finance agreements, IR laws and compliance? No way. He has possibly hundreds 
of people who do all of that. So what does he focus on? You guessed it. He goes 
looking for what people want and he figures a way to get it to them.

Now there is a distinction needed to be made here. The distinction is the 
difference between needs and wants. See Chapter 3. This begs the question of the 
entrepreneur/business person. What do people want? Again, this is fairly simple, 
but here is where most people want to complicate things. They will invent 
something that they think people want or will look at something that people need 
and try to turn it into a want. Big mistakes and both of them are heavily 
contributing to the fall-out rate in business. (I did it twice in 2000-2002 and very 
expensive lessons) Why complicate it? Why not keep it ultra-simple. Find out 
what they are buying now and figure out a way to get it to them. There is a twist 
to this. You just knew there would be. Get yourself into an industry that is 
expanding and preferably expanding quickly. Rapid expansion creates 
momentum and momentum in business is gold.



Is there a list somewhere? Yup! It’s called Google. I searched for growth 
industries recently and there were not too many surprises. Health and wellness 
was a big one with the wellness industry now three times the size of the 
pharmaceutical industry. Sustainable energy, oil and gas, technology, education, 
communications, e-commerce, biotechnology, logistics and artificial intelligence 
rounded out the top 10. There are sites that will quibble about some of these, 
however most of them are no-brainers in growth patterns. How do you start a 
business in any of these sectors?

There are a few in this list that have very high initial investment thresholds 
like oil and gas, artificial intelligence, biotechnology, sustainable energy and 
education. One of the concepts to introduce here is that of support to the industry 
much like the people who owned the shops that serviced the miners during the 
boom periods. They may not have made the huge money that the miners made, 
but the money was regular, substantial and relatively risk free. In the same way 
we can become support teams for the entrepreneurs providing services and 
products that they need to keep creating. An example of this may be in sourcing 
Virtual Assistants to take away the grunt and mundane tasks so that they can 
focus on their business. Maybe we could identify manufacturers for their 



products and get a slice of the action. Maybe we could identify markets for them 
and facilitate sales and delivery of the products. The list of opportunities is as big 
as your imagination and your current and future skill-set.

Again, what do you do?
1. Identify a market that is large and growing (where you want to be)
2.Research the top selling products/services in that market (what people want 

and what is solving their problems)
3.Find a way of getting those products/services to them (what you do)





Chapter Number 14

Dialogue
Or	how	to	communicate	so	
they	listen	



The biggest part of business is communication. Whether it is communicating 
with your customers/clients, your staff, your suppliers, the various levels of 
Government, the general public or your peers you will need to become adept at 
getting your true message across. If you do not, then your message may be 
listened to but not understood. The consequences of this over time can be 
disastrous. Getting your message out there en masse from a marketing 
perspective is the subject for the experts. However it is worth spending time 
talking about one to one communication. Most of the effective communication 
you do in business is one to one.

There are three types of one to one communication. The first is presenting 
where someone speaks and others are supposed to listen. In fact, what happens is 
that the ‘listeners’ eyes start to glaze over after 28 seconds and they begin to 
figure out whether they are going to have the pork chops or the beef sausages for 
dinner. You will see this occur when the boss gathers the troops together for a pep 
talk. Everyone is nodding and smiling encouragement but the message just isn’t 
getting through.

The second type of communication is conversation. This is where two or 
more people are speaking with each other and none are really listening to each 



other, they are waiting for whoever is speaking to draw breath so that they can 
interject with their ‘contribution’ to the conversation. This could be described as 
verbal ping-pong and we have all been guilty of it. The classic interjection goes 
something like this. “Yeah, you think that is bad? Let me tell you what happened 
to me!” Nobody’s message gets through because they are not really listening, but 
waiting.

The third type of communication is called dialogue. In fact, it has been 
named the Socratic dialogue after the person who first created it – Socrates. This 
is where you enter communication with no agenda other than to find out about the 
other person. You ask questions and when the other person answers (this is 
usually about their favourite subject – them) you ask more questions based on 
what they just told you. You keep drilling down until you reach an obvious end to 
that line of questioning and then start another and repeat.

Now some reading this will automatically jump to the conclusion that the 
person on the other end of the dialogue will object to the questions. I can tell you 
that in 14 years of practising dialogue, I have never had anyone object to my 
asking questions about them. This way of communicating has some magical 
manifestations not the least of which is total control of the communication. Many 



people believe that to have control of any communication, you must be the one 
speaking. The opposite is true. Listening is the way to true communication. 

When we are 0-2 years old, we are encouraged to walk and talk. From 2-18, 
we are told to sit down and shut up. Cast your mind back to the last time anyone 
was interested enough to ask you questions about you. I know, I know, it is a 
struggle.

When someone asks questions of you and actually listens to the answers, 
then asks more questions about you, it is probably the first time for a long time if 
at all, that it has happened. People bond when dialogue occurs. They begin to 
know, like and trust the person asking the questions. They tell them a lot more 
than they would admit even to their partner or spouse. I have had this happen to 
me on a number of occasions.

There are a number of dynamics at play during dialogue. Firstly, the 
questionee (is there such a word?) starts to feel valued, defences disappear and 
they warm to the questioner (ditto). Second, the questioner finds out a lot about 
the questionee, a lot more than if a conversation was occurring. Third and most 
importantly, the questionee is listening to themselves speaking the truth about 
themselves and their circumstances. It is not suggested that the purpose of 



dialogue is to find out about people so you can use the information against them 
in a sales presentation. Dialogue is designed to find out what problems the 
questionee has. Once you know what the problems are, you can then decide if 
your solution will solve their problems and the true purpose of any business is to 
help people solve their problems.

There is no real talent involved in dialogue. Like any skill, it takes practice 
and review, but once you have done it a few times, you will start to see magic 
happen. People will be drawn to you. They will seek your counsel and will do 
business with you. Try it. It is a wonderful skill to master.



 



Chapter Number 15

Where	to	from	here?	
Now you have a choice



Most people in business already will understand that business can be 
stressful. One day you believe that you are invincible and the next day you 
wonder why you ever contemplated doing this. If you are in a business that is 
mired in compliance or has a heavy investment in stock or equipment or needs to 
employ multiple people or have a reliance on geographic position with the 
ensuing high cost of occupancy, then you will understand what stress is all about. 
The experts will tell you to “ … suck it up cupcake, because that is what business 
is all about.”

No, not necessarily. Having had some experience in retail with three shops, high 
stock costs, high rents, staff, compliance and all of the other challenges that go with 
20th century business models, I can tell you that business can be stressful. However, 
when you start to discover the 21st century business models, you realise that the high 
overheads and all of the baggage described above can be ditched for a much better 
way of getting what people want to the consumer. And that is what business is all 
about. The most popular business model is called a ‘frictionless’ business or 
subscription income business.



One of the giants of the entertainment industry, Netflix, was a fledgling company 
ten years ago. They have built their business to a whopping $7 billion turnover 
juggernaut that is the dominant player in the industry. They have also eclipsed 
Universal, MGM and Fox as the largest producer of movies and TV series. This is 
what subscription income can do for you. The general public not only accepts the 
subscription service, they go looking for it. They want it.

Having started in 1984, I spent 17 years in 20th century business models and 
have been building a 21st century business model for the past 16 years. There is an 
underlying reason for my choice of business model. There are lots of reasons to go 
into business and most people will tell you that the main reason for them is freedom.  
They want to be free to do what they want to do, when they want to, with whom they 
want to and where they want to. Sounds great doesn’t it? The main reason I went into 
business was to gain control of my life. What I found after many years in business 
was that most people do not control their lives through business, their business 
controls them and all thoughts of freedom become a dream, but not a reality. 

I now mentor certain people in how to create a subscription based income that 
will pay them for life and give them control over their lives. Everyone is busy and if I 



had to start my current business by stopping what I was doing at the time, I never 
would have engaged in it. My mentor showed me how to integrate building the 
income into my normal day and so I was able to seamlessly build the business and 
shut down the business I was in. Was it worth it? Oh yeah! 

Ask yourself this quick question. If working in your job or business is giving you 
the total control  and freedom over your life that you want, then do you need to go 
any further? Probably not. 

If you don’t believe that you are in control and you want to be, I can help you to 
create a frictionless business that will give you control. I can’t do this for everybody 
because of time constraints. I have allocated time to help five people this year and 
once those spots are taken, there will be no more. It may not be for you and you may 
not be for it, but it does not hurt to look. If you are interested to find out more, I invite 
you to do a free Q&A session with me. Contact me by email and I shall be in touch 
with a time to have a Skype/Facetime chat.

My email address is yourlifestyle2020@gmail.com
My Skype address is johngardiner

mailto:yourlifestyle2020@gmail.com


Thank you for reading this book. The remaining chapters have some observations 
that I have gained over the years. They may help you.

Enjoy.

John Gardiner



Observation Number 1

	

Your	business	career	…	
is	it	just	a	roll	of	the	dice?	



Just recently I was doing an online course and Mark Joyner, the instructor 
on the course made a valid point about life’s endeavours and how it can also be 
a game of chance. Now there are a lot of skills involved in life and I would 
never minimise the role that they play, however, life can also have a fair 
amount of chance governing it.

For instance, many people do not have a rigid plan for their lives. They just 
kind of bounce into things as they wander along in their lives and they take 
certain directions because they bounced into those things. 

Take Jack, who studied how to be a nurse for four years and worked as a 
nurse for another six years climbing the hospital career path. He had saved 
some money and was looking to buy into the property market. Everything is 
going really well in his career and he can see himself in a managerial position 
fairly soon with the commensurate increase in salary. 

One day he meets this girl, Susan who is an only child. He falls head over 
heels in love with her and she with him. Now Susan’s parents are successful 
restaurateurs and they persuade Jack to give up nursing, marry Susan and start 
working in the restaurant with the aim of taking over when the parents retire. 
Susan and Jack now own a chain of highly successful restaurants.



Had he not met Susan he probably would now be running a part of the 
hospital and on a different path totally. She would have found another young 
man and possibly they would be running the restaurants together. Jack’s career 
path took a right turn because of a ‘chance’ meeting with Susan. Now, this is 
not unusual. If you track your own life, you will find examples of where your 
life did a right-hand turn because of a ‘chance’ meeting. Jack rolled the dice 
instead of flipping a coin and look where he finished.

The way that our lives evolve has a lot to do with chance whether positive 
or negative. So, if life can be at times, a game of chance, what is the lesson to 
be learned here? The lesson is that although we need to have direction, goals, 
commitment and resilience when it comes to our careers, we also need to be 
open to opportunities that come our way. If Steve Jobs had ‘followed his bliss’ 
he would probably now be a master Zen teacher and the world may have 
missed his genius. Steve Jobs was a visionary and a creator but he was also a 
pragmatist. He understood the value in what he and Woz were on to and he 
drove it relentlessly. He was open to other ideas and that was, in part, his 
success.



Are you open to ideas? I know that I was not open to what has now been a 
successful business for us in the last 15 years. Why? I think I was listening to 
the wrong people. One of our leaders said the other day ‘… only listen to 
people who are where you want to be.” This is great advice. Many people will 
listen to unsuccessful people and take their perspective on board because then 
they don’t need to do anything.
There are millions of opportunities out there and there are plenty for you and 
me. We just need to be open to what is coming our way. The world has changed 
immeasurably in the past five years and it will change even more in the next 
five. If you want to move the needle, go looking for the right opportunity for 
now and the future. As I have said in a previous post, “Business is simple. You 
find out what people want and show them how to get it.” Find a market that is 
going through explosive growth on a trend-line, engage in that market, work 
smart and hard and you will be successful beyond your wildest dreams. That’s 
what I did and that is what I teach.



Observation Number 2

Over	50	and	screwed		
Will	they	get	another	job?	



	 A	massive	issue	is	now	rearing	its	ugly	head	and	it	needs	to	be	addressed	
before	a	huge	number	of	people	end	their	lives.	The	problem	is	that	the	large	
sector	of	people	who	are	over	50	years	of	age	and	have	been	downsized,	
capsized,	given	a	lateral	arabesque,	de-hired,	retrenched	or	just	;ired,	simply	
don’t	know	what	to	do.	There	are	lots	of	reasons	why	people	over	50	are	
being	given	the	sack	and	I’m	not	sure	if	we	can	;ix	them	tomorrow.	
	 What	I	do	know	is	that	the	result	of	all	of	this	;iring	is	that	these	people	
are	being	very	badly	affected.	Most	of	the	de-hired	ones	over	50	have	only	
known	one	way	to	make	an	income	and	that	is	to	work	for	someone	else.	
They	gather	themselves	together	after	being	smashed	by	their	former	
company,	then	they	immediately	go	looking	for	another	job.	JOB	by	the	way,	
stands	for	Just	Over	Broke.	They	apply	for	jobs	every	week	for	weeks	on	end	
and	rarely	will	they	be	granted	an	interview.	Most	of	them	will	never	be	
employed	again.	
	 The	process	of	applying	for	jobs,	being	knocked	back	and	applying	for	
more	jobs	with	little	or	no	hope	has	an	incredibly	debilitating	effect	on	their	
psyche.	They	become	depressed	and	quite	frankly,	they	lose	their	mojo.	This	
can	manifest	itself	in	many	ways	with	booze	and	drugs	being	the	easy	way	



out,	but	a	growing	number	will	not	be	able	to	keep	going	and	will	commit	
suicide.	
	 Some	will	bet	the	farm	and	buy	themselves	a	job	(sorry	enter	small	
business),	buy	a	franchise	or	enter	into	a	partnership	with	someone	they	
don’t	really	know.	Many	who	go	down	this	track	will	end	up	in	debt,	house	
mortgaged	and	further	behind	than	when	they	were	sacked.	
	 These	people	have	real	worth.	They	have	emotional	intelligence,	skill-
sets,	experience,	street-smarts,	networks	and	much	more.	These	qualities	
will	all	go	to	waste	unless	they	can	do	something	that	will	make	them	feel	
useful	again.	There	is	an	answer	to	this	issue	that	I	can	provide	for	some	of	
these	people.	If	you	know	someone	in	this	situation,	ask	them	to	contact	me	
on	yourlifestyle2020@gmail.com	

mailto:yourlifestyle2020@gmail.com


Observation	Number	3	

Wile	E.	Coyote	had	
more	chance	
Are	you	set	up	to	win?	



A lot of people in small to medium sized businesses are not winning the game of 
business. There are lots of external reasons for this like Government interference, 
changing technologies, changing economies, global trends etc. When business people 
are not doing well, they will blame them and other issues for their lack of success. 
There is, however, an underlying issue that is more important than all of the above put 
together.

Most people in business are not set up so they can win. Business people 
reading this will nod sagely and agree or disagree but they are convinced that they 
have made the right decision about their type of business model. They believe that 
success is just around the corner and that all will be well soon. The statistics tell a 
different story. Only 10 in 100 startups will still be in business within five years and 
only 1 in 100 after 10 years. Ouch. Trying to quantify all of the investment in both 
money and time/effort etc. is mind-blowing not to mention broken dreams and 
shattered people. So, why is this still going on?
  One of the main reasons is that many people are still using 20th century business 
models when 21st century models are required. Something I know a little about, retail 
for instance, has changed forever and yet people are still starting retail businesses in 



shopping centres with little or no experience and disappearing 6 to 12 months later 
with all of the ensuing losses and debts. They cannot be looking around with open 
minds at what is trending and how technology, for instance, can help them.

What needs to happen is that business people should be encouraged to pull their 
head out of the sand, look around at opportunities and assess if what they are doing is 
the best thing to be in. If it is not, then they should be looking at business models and 
categories that are more appropriate for the times and circumstances.There is no 
denying that business has irrevocably changed in the past 20 years. Compare General 
Motors and Tesla, desk-jet printers and 3D printers, traditional media and social 
media and full-time workforce and outsourcing. We live in an era where the largest 
retailer on the planet (Alibaba) holds no stock, the largest accommodation provider 
(Airbnb) owns no hotel rooms and the largest taxi company (Uber) does not own a 
vehicle. Go figure. 21st century businesses are becoming known as ‘frictionless’.

Most of the 20th century business models were derived in the early part of the 
century and were improved and streamlined over the years. The issue is that many of 
the models are becoming obsolete but many of the people in those models have not 
recognised it yet. Categories like manufacturing, wholesaling, retail just to name a 
few have been smashed by new business models, cheaper overseas labour, 



outsourcing, the internet etc. For example, we had retail stores in the 90s and it was a 
great business to be in during the 90s. The stores were very profitable; we employed 
people and the distribution chain kept many businesses in profit. The chain was made 
up of manufacturer, jobber, exporter, importer, wholesaler and eventually retailer. 
These were all separate entities and made a markup on the product. Now the importer 
sets up a website and sells the products for 30% of the retail price on the internet, cuts 
out the wholesaler and retailer and still makes a healthy profit. That is happening all 
over the business world. So, do you stay in retail and keep taking the hits or do you 
go looking for something that is going with the trends and is possibly ‘frictionless’? 
This is not just about retail; there are hundreds of business models that have changed 
forever because of disruptive technologies.

If you are still engaged in a 20th century model, the time may have come to look 
at what is available now. It is obviously up to you whether you do anything about this 
situation or not, but at least check out what is out there. Maybe you could sell your 
business and start a ‘frictionless’ business. For example, one of the hottest trends in 
business is the subscription model where you create a product or service that is used 
every month.A few years ago I was doing a consultancy for a company that had 22 
mobile phone outlets and it was run by a guy from whom I learned a lot. The business 



was based on receiving trails (trailing commissions) from a Telco. One day he was 
reflecting on his business career and he advised me never to go into a direct 
transactional business again. What he meant was to not engage in a business that 
required people to be directly involved with the transaction. The reasons were mainly 
economic but there were some emotional issues as well.

The most efficient and profitable model for him was indirect transactional and 
preferably subscription based. With this model, the transactions happen at specified 
times (like monthly) automatically but the business owner has very little or nothing to 
do with them. Examples of this are Netflix, Telstra, most insurance premiums and the 
list goes on. The business owner sets up the model with the content/products/services 
that customers want, lets them know how to get them and magic happens. Most 
business people will not be able to employ this model in their current business, but 
they can sure go looking for an indirect transaction, subscription based business to 
start.

Aside from the efficiency and serenity that comes for one of these businesses, 
you will be in a business that is set up so you can win, and that is what this book is 
about. There is an old saying “Even if you are winning, it doesn’t mean it is a good 



game”. You may be successful in your business but if you have to trade 50-80 hours a 
week of your life to make or keep it successful, are you winning?



Observation Number 4

Are you stressed?
There is a magic pill



Much has been written about stress over the past few years, for good reason. 
Stress has been shown to be a major contributor to many of the lifestyle diseases that 
we are dying of. Between stress and chronic inflammation putting stresses on our 
bodily functions, the incidence of heart disease, various forms of cancers, Alzheimers 
and diabetes are running rampant through our bodies with no real solution in sight. 
Conventional wisdom tells us that if we could eliminate or even minimise stress, our 
lives would be so much more liveable.

So, what can we do to at least minimise stress? Well, we could take any number 
of brands of supplements (there is only one that I am aware of that works with the 
body and is effective), eat better, exercise more, live in a commune, walk away from 
our jobs and businesses and a thousand other 'solutions.' All of these are viable 
solutions to minimise stress, however some are not practical and some will help to a 
degree. So, what do we do?

I was listening to a guy whose opinion I respect a few months ago and he gave 
me some really great advice on how to deal with stress. He has a business called 
Simpleology. Some readers will be familiar with Mark Joyner. He has developed a 
number of tools that can help people in jobs and businesses to be way more effective, 
efficient and productive without getting too far into the Zen form of business.



It was not a throwaway line by any means, but it was a gem amongst a lot of 
other bits of advice and it took me a while to register what he said. In fact it was a 
couple of weeks later when I was reviewing my notes that I got re-acquainted with the 
concept. This concept has altered the way I go through my day. People have noticed 
that I am calmer in my delivery of information and more approachable when dealing 
with challenges/problems/issues, whatever you want to call things that get you wound 
up.

The concept Mark shared with me was to treat everything you experience with a 
relaxed intensity. Let that roll around in your head for a while and you may realise 
that this could change the way you approach your day to day stuff. It is almost an 
oxymoron until you can get to understand the value in this way of life. You can own it 
in a heartbeat or you can struggle with it for months. That is your choice. The 
quickest way to take on the relaxed intensity approach to life is to ask yourself "How 
would someone who practices relaxed intensity approach this situation." Just do that. 

By the way, this works. Everyone I have shared this with has had some degree of 
success. Practice gets it right. Just a quick hint, aim for progress, not perfection.
Will this improve your chances of not contracting one of the lifestyle diseases? Let's 
just say that it won't hurt.



Observation Number 5

Is everything an argument?
Is there a better way



A couple of days ago, I had a coffee with a Google Adwords specialist and was 
asking about her career previous to Social Media. Turns out that she was employed as 
an environmental scientist by a major mining company. She had studied at Uni then 
had gone on to become a well respected professional in the environmental area. I 
asked her why she left her career after all of that study and experience. She answered 
with this:

“Everything was an argument”
The import of this seemingly innocuous statement hit me like a sledge hammer. I 

started to reflect on my career working for shopping centre developers, owning 
franchised retail shops, two forays in IT and my working life in general. Now it has 
been 16 years since I was in traditional business, but I clearly remember many 
conversations that were based in argument. In fact, after further reflection, most of the 
conversations were based in argument.

Reason? The people with whom you deal in traditional business have differing 
agendas to yours. It seems to boil down to someone winning and someone losing. 
Lots of people engage in rhetoric about win/win situations, but that’s about where it 
ends. Now there will be people who read this who will tell you that they breeze 
through life in traditional business not arguing with anyone and that is great for them. 



However, most traditional businesses and careers are built around adversarial 
premises. Again there is a winner and a loser and whoever wins the argument wins 
the deal.

Do you spend your working days arguing with people to come home and argue 
with your family? Is life one big argument and does it need to be that way. When you 
work with people who are going in the same direction as you, there may be minor 
schisms but overall there will be few major arguments. Reason? Your agenda is very 
close to or the same as the people with whom you work.

So, how do you find a business or career that has people who are going in the 
same direction as you and who have a similar vision, mission and method of 
operation? 16 years ago I inadvertently found such a business and I am so grateful. 
Life without any real argument when working, is so much easier to handle. If I want 
to argue at home, that is a choice I make. At least the days are relatively argument-
free.



Observation Number 6

The	best	of	intentions	
Do we let ourselves off the hook?



Normally as New Year’s Eve races towards us, most people fumble for 
Resolutions to make and it is worthwhile to analyse the effects of the intentions 
behind these promises and to look at the results. Statistics can be boring so let’s just 
assume that most New Year’s Resolutions will be dropped by mid January never to be 
thought of again until next year.

There is a cost of these broken promises and I do not mean the cost of the failed 
intention. The real cost is far greater. The real cost is how we view ourselves after we 
let ourselves ‘off the hook’. What effects do this and any other broken promises to 
ourselves during the year have? Do we just forget it and move on? Well, it would 
seem that our conscious mind could do that. I suspect, however, that our sub-
conscious mind may be a different kettle of fish.

When we create goals or even intentions and then do not reach the goal or make 
good on the intention, it must have a serious effect on how we think about ourselves. 
One of the most important perspectives we have is how we look at ourselves. If, sub-
consciously, we no longer ‘trust’ ourselves to reach a goal, we may stop creating them 
and just amble along allowing life to just smash us when it wants to. This cannot be a 
good way to make a life.



Is there an answer? I believe that there is a definitive answer to this dilemma and 
it is a way to build the ‘trust’ and develop the self-worth that we need to feel. Very 
simply, make the first goal for the year absolutely achievable. I love what Warren 
Buffett says about this. “I don’t look for 7 foot bars; I look for 1 foot bars that I can 
step over” Why make it hard for yourself.

For instance, if your main goal is to lose 12kgs, set your New Year’s Resolution 
to lose 2kgs in the first month. Almost anyone can do this and it will give you 
incentive to lose another 2kgs in February. After all, it probably took you 15-20 years 
to gain the weight, why not take 6-8 months to lose it and be done with it forever. 
Creating smaller goals and achieving them is the smart way to keep and increase your 
self-esteem. You get to the goal, you feel like a winner and the incentive is there to go 
further if you want to.
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