


Introduction
“Entrepreneurship is living a few years of your life like most  people won’t, so that  you 
can spend the rest of your life like most people can’t.” - Anonymous

I want to thank you and congratulate you for downloading the book,  “50 Lessons for 
Startup Success: Jumpstart Your Future As An Entrepreneur.”

You are a  rare breed. There are few people willing to put  in the time, effort,  and 
dedication to start a business and make it  as an entrepreneur. Kudos for taking the right 
steps toward creating your dream  life.  Although I don’t know you, I admire your 
decision to grab life by  the horns and take full advantage of the ocean of opportunities 
that life has to offer.

As the founder of a growing organic snack company  based in  Lancaster  County, 
Pennsylvania, a consultant for several small businesses, and an experienced mentor for 
undergraduate entrepreneurs through the Baker Institute of Entrepreneurship at Lehigh 
University, I have learned many  crucial lessons for  building successful businesses. This 
book contains 50 concise, actionable, and proven lessons to help you jumpstart your 
entrepreneurial success. However, keep in mind that entrepreneurship cannot be fully 
learned by  studying, reading, or taking classes. I do not believe anyone can teach you 
everything about launching a successful startup,  you must develop your unique 
entrepreneurial toolkit through your  own experiences and failures. Nevertheless, if you 
take all of these lessons to heart and do your best to utilize my  advice, you will avoid 
many obstacles and jumpstart your future as an entrepreneur.

If you have any  questions, comments, or are interested in my  business consulting 
services, please send an email to my personal email address: leifcarnesen@gmail.com.

Thanks again for downloading this book, I hope you enjoy it!
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1. Know your LIFE goals. So you want  to start a business, but why? The key  to 
succeeding in business while feeling fulfilled is to design a company  that will allow you 
to attain your  life goals. This is how successful entrepreneurs create their dreams. It is 
imperative that you know  exactly  why  you are starting a business and exactly  how your 
business will help you build your dream  life.  If you do not know exactly  what you want 
in  life, how are you going to get  there? You want to be truly  successful, so you  must 
know your dream destination  and develop a strategy  to get  there. In developing such a 
strategy, I have found self discovery  to be incredibly  important. I urge you to develop a 
Vision, Purpose, and Identity for your life as an entrepreneur.

Vision: Ask yourself,  what  do I want in life? If there were no limits, what do you want 
your life to look like? What will it feel like when you accomplish your Vision and are 
living the life of your dreams?

Purpose: Your Purpose is the fuel that will drive you to accomplish your Vision. Ask 
yourself,  why  do I want to achieve my  Vision? What will achieving your Vision give you 
and what will the consequences be if you do not accomplish it?

Identity: How do you define yourself now? If you were to look your name up in a 
dictionary, what would the definition read? How can you improve your Identity  as you 
pursue your life’s Vision?

2. In order to be truly successful, you must follow your passion. This is 
necessary  for two main reasons: 1) you want to be happy  while running your  company, 
and 2) you won't have the drive to push through the rough parts of your entrepreneurial 
journey  if you don’t have your heart in  your work.  If you don't love what you are doing, 
then when the going gets tough (and it will!),  you won't be willing to push through. But 
don’t be fooled, passion isn’t enough. Successful entrepreneurs follow their  effort,  not 
just passion.

3. Know your market. You need to know  your  industry  inside and out. Every  tidbit of 
information that you  learn about your industry  builds your  competitive advantage – 
your upper  hand over  competitors. Trade shows are a  great  way  to mingle with 
customers and competitors. Keep in mind that you need to know both  to launch a 
successful business, but the most important part is to understand your customer's needs 
and wants. Along these lines you  should aim to offer  something  that your competitors 
do not, or better yet, cannot.

You should aim to know your  target consumer like the back of your hand. Why? Because 
you can’t create, market, and sell your products or services to customers you don’t 
know! The more you know the better.  Ask yourself basic questions such as: What  are my 
target consumer’s pains? Gender? Age? Ethnicity? Geographic location? Spending 
habits? The most important target market information varies from business to business, 
but the need for such information is always present.
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4. Appreciate your worth. Never  undervalue your products, your services, and 
especially  not your own ability. People are inherently  poor at  gauging value; do not fall 
into this trap. Your products, services, and abilities are likely  more valuable to others 
than you expect. You must trust in yourself and your ability. No, you  don’t know 
everything about your future business, but that’s okay. You will learn along the way.

5. Finding a niche is crucial. If you're the new kid on the block,  you can't compete 
on price or you'll go under. Larger corporations in your industry  have many  more 
customers and thus can offer the same products and services for less.  Since you cannot 
compete on price,  you will have to offer  more value to your customers than your 
competitors do to justify  higher  prices and convince customers to switch their  business 
to you. Now you might be wondering how you  can offer your customers more value 
without adding to your  direct costs.  Well each  situation  is different, but this will likely 
require some out-of-the-box  thinking and serious market research. Look at your market 
and ask yourself,  what  do my  customers want but don't  currently  receive from my 
competitors? Why  do they  not receive these things? Are these things I could offer my 
customers without adding to your direct costs? Be creative to stay ahead!

6. Don’t  underestimate the need to educate customers. One of the most 
expensive things to do when launching new products or  services is educate customers. 
This cost to educate customers is minimized with  simple, established products (i.e. 
paper  towels) and maximized with revolutionary  products (i.e.  3-D printers). Is your 
product or  service revolutionary? If so, how will you educate your customers? What do 
you expect the cost of educating your customers will be? You can have the best products 
and services in the market, but  if customers don’t  know about your company  or don’t 
understand the benefit of your products and services, then you will not survive. Do not 
overlook the importance (and cost!) of educating your customers.

7. Maintain high gross margins. You need to be able to maintain high gross 
margins in the beginning to ensure that your startup capital provides enough runway  to 
bring your company  to self-sufficiency. By  self-sufficiency, I mean that your company 
achieves internally  funded growth by  producing net profits and no longer requires 
external funding. This is vital to any  startup. As your  company  grows, don’t forget the 
importance of maintaining high  margins.  You should expect expenses in your company 
to trend upward year  over year, so keep in mind that you  must increase prices 
periodically. All successful companies increase prices to maintain their  margins, so do 
not  forgo doing the same. Customers expect small increases in prices periodically, but if 
you wait  five years between price increases, you  will need to drastically  increase prices 
to regain comfortable margins. This will undoubtedly  annoy  even your  most loyal 
customers and potentially put you out of business.

Note: Be sure to know the gross margin  of each sale. Never sell anything for a 
loss...EVER! Selling at  a loss is rarely  a good alternative to selling nothing. Customers 
who buy  at highly  discounted prices will likely  resist your company’s normal prices on 
later transactions. Customers who don’t appreciate the value of your products and 
services are not customers that you want!
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8. Perseverance, not perfection, builds successful companies. If 
entrepreneurship were easy, everyone would do it! However, this is not the case.  Few 
people are cut out to succeed as entrepreneurs.  Why? Because entrepreneurs need to be 
insanely  persistent  and fiercely  determined. And forget  perfection because failure is part 
of the entrepreneurial game. As a  once self-proclaimed perfectionist, I have disbanded 
the “perfectionist lie”  and learned to welcome failure. Perfectionists are people who are 
simply  too scared of critique to ever finish what they  start. Every  failure – and I hate to 
call any  mistake a  “failure,” I prefer the term  “lesson learned” – truly  does bring you 
closer to your next  success. Entrepreneurship is a roller coaster, and that’s an 
uncomfortable fact for many  people, myself included. You must never  stop pushing. You 
must persevere.

9. There’s no need to reinvent  the wheel. You don't need a  revolutionary  product 
or service. In fact,  it  is more comfortable to launch a product or service in a crowded 
market because there is proven demand and little money  required to educate your 
customers.  If you’re a new entrepreneur,  don’t be afraid of crowded markets.  There 
usually  isn’t as much opportunity  for  growth in crowded market, but  that’s okay, 
especially for your first venture.

10. Never worry twice. There are going to be issues and problems as you launch your 
own venture, tons of them. With this in mind, it is vital that you  address every  issue in a 
calm  and collected state and never dwell on mistakes or  worries.  Always move forward. 
There are very  few problems that cannot be fixed with time or  money. Realize that it is 
not  the end of the world when things do not go your way. Learn from your mistakes, but 
don’t dwell on them.

11. Get  a mentor. Actually, you better make that plural. You want many  close mentors 
to help advise you as you grow  your  business. Keep your mentors connected and up to 
speed with your  progress by  sending monthly  updates on your venture (if not more 
frequently). These should be people who you feel comfortable reaching out to with 
questions or  issues as they  arise. It helps if your mentors have experience as 
entrepreneurs, but focus on building a  supportive and accessible network, not simply  an 
experienced one. Always welcome your  mentors’ opinions, but at the end of the day  the 
final call is yours. Do not blame others for your own poor decisions.

12. Don’t hide your ideas. With nearly  100% certainty, I can assure you  that your 
idea has already  been thought of. Don't  wait to jump into your  venture or refrain from 
telling others of your idea  because you are afraid of someone stealing it. Other  people 
don’t have the time or the motivation to steal your idea.  Keep in mind that an idea  is just 
an idea. Success is only  born from ideas that are brought to fruition through passion and 
determination. If that’s not enough to set  you  at ease, realize that  if you  are smart 
enough to develop a truly  novel idea, then you are smart enough to squash idea thieves 
with  better  ideas and continuous innovation. Furthermore, telling other people about 
your ideas will actually  help you progress.  If your  friends, family, and business 
acquaintances do not know about your ideas, then they can’t help you.
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13. Always, always, always seek feedback. Customer feedback is the lifeblood of 
your company’s growth. You  need to be the first  to know when things are going poorly 
and when things are going well. Use customer feedback to stay  up-to-date with  the 
changing needs/wants of your consumers. Many  large companies fail to stay  in touch 
with  their  consumers. Take advantage of this fact by  establishing close relations with 
your customers. You’ll run circles around your larger competitors.

14. No, you don’t need a polished business plan to begin. Business plans have 
become overemphasized and overvalued. You spend all this time putting together a 
polished plan full of graphics, projections, and expectations, but  it  doesn’t help much in 
guiding your  company  to success and it accomplishes little. It costs valuable time that 
you could spend determining the viability  of your business idea. As a finance major in 
college, I was told by  a professor  that there is one thing you can always be certain of 
when creating financial projections: you  are going to be wrong. And he was referring to 
financial projections for billion-dollar,  established companies! Financial projections for 
startups are even more wrong. Instead, create a business model, which details the core 
operations, connections, partnerships, and assumptions of your business (the real meat 
of your company). When combined with your mission and vision for  your company, a 
business model forms the foundation for  your company's success.  I use Alexander 
Osterwalder’s Business Model Canvas,  a  great resource for  simplifying the business 
development process. The exception to this lesson comes when you are approaching 
investors or banks for capital; both parties will expect polished business plans before 
giving you a dime. 

15. You will be too optimistic. I hope you prove me wrong, but in my  experience 
every  new entrepreneur is overly  optimistic,  myself included. I began my 
entrepreneurial journey  thinking that it would cost half as much and take half the time 
to bring  a line of organic snacks to market that ecstatic customers would welcome with 
open arms and money  in hand. Since extreme optimism  is nearly  impossible to avoid as 
an entrepreneur, it will be helpful to keep your expectations and projections grounded 
by  conferring with  others and taking your emotions out of the equation. Try  your best to 
not  let your emotional attachment to your business impair your judgment and 
rationality.

16. To partner or not  to partner?  This is a very  common question among 
entrepreneurs. And rightly  so,  it’s a huge decision that  nobody  can answer for you. 
However,  I can offer  a  few  questions to help you make the decision for  yourself: 1) What 
knowledge and skills do you possess that are directly  applicable to building a business in 
the industry  that  you  plan to enter? 2) What are your  weaknesses and areas that you 
lack knowledge, which may  need to be compensated for by  the strengths and expertise 
of a potential partner? 3) If you have a potential partner in  mind, does he or  she share 
your vision? 4) If your  potential partner is a friend,  relative, or significant other: will you 
be able to face tough situations together? Are you able and willing to sort out 
disagreements? If the partnership falls apart, will your relationship survive?
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Regardless who you are thinking about  partnering with, be sure to analyze all aspects of 
the potential partnership.  Don’t take anything for  granted and don’t  overlook the need 
to put your partnership in writing. Partnerships are one thing that  you do not want to 
get wrong; in other  words, my  “welcome failure” advice does not apply. Ask the tough 
questions and analyze every  aspect of a potential partnership regardless of how well you 
think you know the potential partner.

17. Owning more isn’t  always better. One very  important thing to keep in mind, 
especially  in light of Lesson 16, is this: 100% of nothing is nothing, while 50% of 
something is something. What  do I mean by  this? Many  new entrepreneurs,  myself 
included, who chose to pursue their own venture independently, do so for one (or 
more!) of the following three reasons: 1) they  believe they  work better independently 
(perhaps you simply  don't  trust other people to execute the company's operations), 2) 
they  want to own the whole company  and be in total control,  and 3) they  cannot find 
anyone with the qualities they  want in a partner. If these reasons sound familiar  and you 
chose to begin your  venture independently,  you  do so at the risk of being the only 
captain to steer the ship. You will have no co-captain to help you navigate the 
treacherous waters of business. If you sink the ship, then all of your hard work is lost.  I 
think you’ll agree that 100% of a sunken ship is worth a heck of a  lot less then 50% of a 
floating ship. This lesson applies to partners and investors. With all this in mind, I am 
not  suggesting that partnering is always a good idea, nor am I suggesting that all 
partnerships are successful. Just  don’t  let your entrepreneurial ego prevent you from 
forming a wise partnership that could propel you to success.

18. You’ll always care most. Nobody  will care about your  business more than you. 
Never  forget  that.  Don’t  expect others to put your business’s wellbeing before their 
agendas. That’s not to say  that you shouldn’t trust  or  rely  on others, but  remember that 
everyone cares most about the things that are closest to them and most directly  aligned 
with  their  personal goals. For  you, your business ranks very  highly, but not  for everyone. 
Don’t get annoyed at others for  not caring as much about your mission, products, vision, 
etc. Put yourself in  their  shoes, would you care as much? You must realize that you will 
become emotionally  attached to your business in a very  strong way. This is okay, but as I 
noted before, don’t let your emotional attachment impair your judgment.

19. Not all money is equal. If you  are fortunate enough to attract an investor’s 
capital, be sure that you know  from  whom  you  will be receiving money. Look beyond the 
money. Is this investor the right fit? Is this investor passionate about your work and 
aligned with your  mission and goals? Does this investor have the right  strengths, 
contacts, and expertise?

Note: If you take money  from  family  members or friends,  be very  sure that you don’t 
accept more than they can afford to lose.

20. Know your numbers. Maintain your books. Track your expenses and revenues. 
Always know  your numbers because numbers run businesses. Your business' numbers 
will tell you everything that you need to know about your  company's operations, so it  is 
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imperative that you keep track of them. To get  a  better feel for  the numbers,  I suggest 
that you  keep track of the important ones (total revenue,  total expenses, gross profit 
margins, anything uniquely  important for  your industry, etc.) for the first months of 
operation by hand. This will get you very  familiar with your  business.  If you don't  know 
your numbers, you  don't know your business. If you simply  plug the numbers into a 
computer, then you distance yourself from the core of your company's finances and 
operations.

21. Collect, collect, collect. Minimize your business’ accounts receivable days 
outstanding (the average length of time it  takes your business to collect unpaid 
revenues). What number should you  aim for? Well it depends. Figure out  the average 
number of days outstanding for accounts receivable in your industry  and plan to beat it. 
How can you beat the industry  average? Try  to work out payment terms with your 
customers such that you require faster  payment and then hold them to it. If you  don’t 
collect unpaid revenues quickly,  your business will run into cash flow problems; 
however, you must not jeopardize customer relationships in the process of collecting 
receivables. In other words, be kind and respectful.

22. Differentiation is key. As I have already  mentioned,  there is nothing wrong with 
crowded markets. In fact, crowded markets are more comfortable than new markets. 
But in a  crowded market, actually  any  market, you must be able to differentiate your 
business from competitors. What makes your  business and products/services unique? 
Look at  the competing products/services in  your market. Why  should consumers 
purchase your products or  services instead of a competitor’s? You are not ready  to 
launch until you can answer this fundamental question.

23. Always ask. This lesson extends beyond your business into all aspects of life. If you 
do not ask, I guarantee that  you will not receive. Pretty  simple. This is especially 
important  to keep in mind during business negotiations.  Be willing to compromise but 
always ask for what you want and be ready to stand your ground.

24. Revenue is important, but it is not everything. This rule largely  stands to 
reinforce the importance of maintaining high margins. The number that truly  matters in 
keeping your business afloat  is net profit, the sales revenue left over after all expenses 
and taxes are paid. A  startup's profits should be reinvested into the company  to fund 
future growth and ensure long-term viability.

25. Start  each day at  the top of your game. Create a ritual that you follow  every 
morning to get yourself prepared for the day  ahead. For example, my  morning ritual 
includes:

Smile, Stretch, Breathe, and Hydrate: Take a  few  seconds as soon as you  wake up to 
smile and greet  your  new day  with gratitude and a positive attitude! Shortly  thereafter, 
stretch  and practice some deep breathing exercises. One you  feel fully  alive,  go grab a 
tall glass of water. Your body has not had water for 6 to 8 hours, so its time to rehydrate!
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Motivation: Read aloud your Vision, Purpose, and Identity. Remind yourself what you 
are trying to accomplish, what drives you to make it  happen, and who you want to 
become during your journey. I also motivate myself with a motivation board: a collage of 
photos hanging above my desk that depict my dream life.

Read: Read for 15 minutes every morning! It is enjoyable and feeds your mind.

Plan Your Day: I highly  suggest you check out bestselling author  and motivational 
speaker Brendan Burchard’s one-page productivity  planner  - a great resource for 
ensuring a productive day!

No email: Chances are one of the first things you do every  day  is check email. Don’t! 
This immediately gets you sidetracked and thinking about the agendas of others.

26. Startups live or die by  cash flow. Maintaining adequate cash flow  is critically 
important  and you must understand how  to manage your  cash flow effectively. Even 
highly  profitable businesses can run out  of money  in their  bank accounts if they  do not 
take charge of their  cash  flow. The two basic ways to improve your cash flow are to 1) 
speed up your receivables (collect from customers faster) and 2) lengthen out your 
payables (wait as long as possible to pay your outstanding expenses).

27. Make your product easier to buy  than the competition. As the pace of our 
evolving world quickens, consumers want nearly  instant service and gratification. 
Acknowledge this by making your product as easy as possible to buy.

28. Business success starts with you. Your  health,  relationships,  and overall well-
being must  not be forgotten. I make a point of staying in  shape, eating healthy, 
meditating, spending time with family  and friends, and relaxing from  time to time. I 
believe that entrepreneurship is a lifestyle not simply  an occupation.  Entrepreneurs are 
leaders, they  are doers who inspire change and motivate others to follow  in their 
footsteps. It is so important to be in the right state of mind on your journey, and I 
believe that your body's total wellness is an  integral part of your success. Be sure to sleep 
as well! Follow conventional advice and try to get a minimum of six hours a night.

29. You know more than you think. Never assume that you  don't know enough to 
succeed in business. Look at all the companies that  surround your life. People who are 
no smarter than you created every  successful company  you know. Starting a  successful 
business doesn't require any  sort of superior  intellect; it simply  requires passion and 
perseverance.

30. Don't be afraid to pivot!  This is a major  roadblock for  many  entrepreneurs.  Let’s 
get one thing strait: your  company  will change. As you embark on your entrepreneurial 
journey  you will stumble across unexpected obstacles and opportunities that will  guide 
you to new ideas and improve your company's direction. Embrace these obstacles, ideas, 
and opportunities. Don’t be stubborn. If all of the signs point  in a new direction,  don’t 
continue to make excuses for  proceeding on the same trail you’ve been traveling because 
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you won’t like where you  end up. Startups have the unique freedom to be aggressively 
agile and opportunistic! Take advantage of this freedom.

31. Under promise and over deliver. This is a vital key  to succeeding in  business! 
Give your  customers, suppliers, partners, and employees more than they  expect. As 
entrepreneurs, we are programmed for survival. We will offer others the world if it seals 
a business deal.  In some rare cases, it is necessary  to offer something  that you don’t have 
and then work like hell to figure out how to deliver. But  do not  rely  on this approach to 
grow your  startup. It is far better  to under promise and over  deliver. Everyone you  do 
business with will respect your  honesty, admire your hard work, and really  appreciate 
you going the extra mile to over deliver.

32. Know when to let go. Unless you  are producing pacemakers, airbags, or 
parachutes, you don’t need a pretty, polished product for  your  initial launch. You should 
aim  to first launch a MVP, Minimum Viable Product, and let your  customers tell you 
what improvements they  want  you  to make. Heck, even the biggest  companies in the 
world like Google release beta versions of their  products to learn  from their  consumers. 
As the entrepreneur behind the product, you will naturally  see the many  flaws that 
consumers do not or  at least don’t care about.  Countless businesses have failed because 
entrepreneurs were not willing to let  go of their  product. These misguided entrepreneurs 
aim  to launch a “perfect”  version of their product; unfortunately  for them, “perfection” 
is a mirage in the world of entrepreneurship.

33. Reach out to others for help. Don't  be afraid to ask questions or  ask for  help. 
People like being part of startups because they  are new, young, and have huge growth 
opportunity. If you are a  student,  play  the “student  card.” Tell people that you  are a 
young entrepreneur  launching a startup in school and ask for guidance. People will be 
very  willing  to help if you  ask them to share their knowledge. People like when others 
acknowledge their intelligence and experience.

34. Listen. Contrary  to what you may  think,  you  don’t know  everything. Act as though 
everyone you meet is smarter than you and you’ll be amazed how much valuable 
information you attract. Entrepreneurs are students. And the ones who learn the most 
perform  the best. There is always something to learn from  your  daily  interactions with 
others, so it’s in your best  interest to be a good listener. Furthermore, people naturally 
gravitate toward individuals who act genuinely interested in them.

35. Surround yourself with positivity. Surround yourself with driven people who 
understand the hard work and sacrifice that success requires. You want  to be engulfed in 
an environment of positivity.  Spend your time with like-minded people who encourage 
you to succeed and accomplish your dreams.

36. Expect  the haters. People are going to doubt you along the way  and tell you that 
you cannot achieve your dreams.  They  doubt your ability  because they  don’t have 
confidence in their  own ability  and are jealous that you are taking action in your life to 
create your ideal future. There is only  one person in this world who can prove them  right 
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or prove them wrong. And you are fully  capable of achieving whatever  you set  your mind 
to. Prove them wrong.

37. Get out  there and hustle. This is a lesson I learned the hard way, a lesson taught 
to me from one of my  mentors who was my  entrepreneurship professor in  college. When 
I was first launching my  company  and trying to get my  products onto store shelves, I 
spent weeks researching stores that carried my  competitors' products and then began 
calling these stores in an effort to schedule meetings with the managers. This was 
incredibly  unsuccessful. The truth of the matter was that I didn't feel comfortable doing 
what my  mentor eventually  pushed me to do: go to the stores, introduce myself, ask 
questions, establish  connections, and get my  products on shelves through face-to-face 
contact. Simply put, you’ve got to get out there and hustle!

38. Network, network, network. This is crucial to succeeding in business.  I highly 
suggest that  you create a detailed business contact list  (I use an Excel spreadsheet). In 
this contact list, be sure to include the following  information: name, email,  phone, 
company, how you met  them, what you spoke about most recently, and any  unique 
personal information about them  that  they  share. Everybody  likes personable people 
who demonstrate a genuine interest in them.

39. Good employees are vital. Hiring employees is not likely  on  your radar if you’re 
just  starting up, but when you  get to that point  be sure to hire great  people and give 
them  room  to be awesome. Don’t be afraid to hire people who are smarter than you. 
Hiring smart people doesn’t strip you of control, it strengthens your control as a leader 
and innovator.  Create a working atmosphere that breeds creativity  and inspires 
innovation. Unproductive or negative employees are extremely  costly. You can’t  afford 
to hire bad employees, especially in the early stages of your startup.

40. Respect  your customers and competitors. Show  your customers respect and 
go out of your way  to keep them happy. At  the same time, you must know when to say 
no.  Don't let your customers walk all over you  and derail you  from  creating  the company 
you envision. Likewise, respect your competitors. Don't  speak of your competitors 
poorly, because it will come back to bite you. Treat your competitors with the highest 
level of respect.

41. Your reputation will make you or break you. With everything you do, you 
must keep in mind that  your  reputation is the most important  intangible part of 
succeeding in business. Your reputation in business relates closely  to your  personal 
Identity  so ask yourself, how  do I want people to view the way  I conduct business? If you 
grow an honest,  trustworthy  company  with a meaningful mission, then customers will 
want to buy from you and other businesses will want to work with you.

42. Take breaks and enjoy the present. This is rather unconventional advice for 
entrepreneurs, but I speak from experience. Many  entrepreneurs run themselves into 
the ground by  never  taking  breaks. This is an unsustainable way  of living and will 
eventually  backfire, not to mention will make you very  unhappy  in life.  Identify  the few 
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things that  are really  important in your  life (e.g. religion, family  dinners, playing guitar, 
doing yoga, etc.) and make time for  them. Building a business won’t make you happy  if 
you gave up everything that used to make you happy to get there. 

43. Get  repeat customers. You don't have a  successful product or service without 
repeat customers. Let me say  that again. You do not have a successful product  or service 
without repeat customers. One important metric of success across all  businesses is 
customer  retention.  If your  business’s customer turnover rate is concerning, you  need to 
implement measures to fix  the problem  as soon as possible. Develop solid relationships 
with  your customers, offer more value than your competitors, and constantly  seek 
customer feedback.

44. Procrastination kills startups. There is no time to waste as you build your 
business so approach your work with a sense of urgency.  Building a business is not  easy 
and not always enjoyable, but don’t  let these two facts encourage procrastinate. You 
must take substantial,  sustained action towards achieving your  goals. You don’t want to 
get to the end of your  life and realize that  you never achieved your  goals because you 
caved to procrastination. There are three reasons people procrastinate: 1) they  are 
unsure of where to begin, 2) they  are scared,  or  3) they  haven’t found the right 
motivation. To overcome procrastination, you must  identify  it, acknowledge it, 
determine the root cause of it, and then take the appropriate actions to squash it.

45. KISS. Keep It Simple Stupid.  Don't make things more complicated than they  are. 
The most straightforward solution is best 99% of the time. I tend to over  complicate 
things, so I frequently remind myself to Keep it Simple Stupid!

46. Master delegation. If you  are like most entrepreneurs out there, myself included, 
you believe that you can usually  do any  given job better than anyone else. This is a very 
difficult  character trait to overcome, but you must in  order  to grow  your  company. If you 
cannot learn to delegate, then your company  will have serious trouble growing.  I 
struggle with  this quite a  bit and it has only  hurt me. I make a conscious effort to 
overcome this character trait and I urge you do the same.

47. Stay centered. Do not consider any  opportunities or partnerships that jeopardize 
your core business. If you have grown a business model that works, don’t  risk everything 
you have accomplished on opportunities that will cause you to deviate from your current 
operations. You must take advantage of opportunities that align closely  with your 
strategic plan.

48. Focus on adding value. The more value you offer  customers, the more you will 
be compensated for your  effort. This fact holds true across all facets of entrepreneurship 
and even life in  general. Don’t get sidetracked with insignificant details, simply  focus on 
rolling the ball forward and creating a business in which others see value.

49. Stay hungry. Keep innovating to stay  ahead of competitors and always treat 
customers as if you are trying to win their  business over  your competitors, even after the 
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sale has already  been made. You must always be on  your toes and never get too 
comfortable, especially  once business starts to pick up and you  feel like you’ve made it. 
Always stay  ahead of your competitors with aggressive innovation and uncompromising 
customer  service.  Never get comfortable. Frequently  ask yourself, if I were competing 
with  myself, how would I kick my  ass? If you act as your most tough competition and 
never cut yourself any slack, then your real competitors won’t stand a chance.

50. Act as though it is impossible to fail. This one is very  straightforward, but 
perhaps the most important lesson of all.  Decide what you  want to achieve, just decide, 
and go after  it  with everything you’ve got. Ultimately, if you are that determined, the 
universe is going to get out of your way.
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