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SUCCLESS IN BUSINLSS MAXIM 1

| J eall, that's rig'llt. Always start your business on a shoe-
string. Even if you have lots of money. Here's W}ly:

i Of')
Money is no sul)stitute for brain power and imagina-

tion. So if you start your business with a lot of money, you’”
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think you can use it to solve just about any Prol)lem. You can't.
Asa result, (1) you’” waste a goo& deal of it and (2) your

mental “muscles” will atrophy in the process.

o
’\\\\\\‘//‘
) k\ ‘m my judgmemt this was one OF the major reasons

Fow the dot-com company debacle OF the QO0s.

Just as t}lin, lean People tend to be healthier than
fat, Lu”zy fo”zs, a business enterprise that's light on capital an(l,
t}lerefore, has to mix it up at fighting Weight is a lot toug}ler
and more competitive than the company that's financia”y ﬂal)]oy
and grossly overweig}lt with &oug}l.

When you start a business on a shoestring, there’s
no retreating; it's either sink or swim. A goo& analogy would be
the decision of Hernando Cortéz to burn all the ships that he

and his men had come in. And so it was either conquer Mexico

or die in the attempt; there was no going back.

F
Money can be like a crutch in the sense that if you
think you can’t walk without one, you won't; but if you think

you can walk without one, you will.
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Now if you don’t have lots of money to Legin Wit}l, it's obvious that
you’” either have to start on a shoestring — you’” have no choice
— or you’” have to find investors or gotoa banker or make a deal
with a venture capitalist. But as that old saying goes, | wouldn’t
wish any one of those “solutions” on my worst enemy.

The investor is either going to be someone you know — say a
friend or relative — or a total stranger.

If he's a friend or relative, the chances are that he decided to
invest with you out of sheer frien&sllip or loyalty. Either way, you’”
find that the pressure of not losing his money will be more than the
money itself will be worth.

And if he's a complete stranger, you’& better have two hearts,
because he’s going to cut out one of them in malzing the deal.

As for venture capitalists and Lanlzers, I think Michael Blooml)erg
put it much better than I ever could (in The Book 0][ Entrepreneurs’
Wisdom. Please see Bibliography for the full citation.):

“Consider banks and venture capitalists your worst enemies.
T}ley create doubt in entrepreneurs’ minds with their insistence
on detailed game plans before they lend. T}ley want five-year
projections in a world that makes six-month forward Planning
&ifficult, even for stable and mature Lusinesses, and they insist
on ‘revenue Lu&geting’ when no one knows what the new
Pro&uct will look like or who'll Luy how much. And worst of a”,
they think that an originator will be helpe& Ly their oh-so-
insightful views on how he or she should run the new business.
Of’cen, they kill off what's (lifferent, special, and full of poten-
tial.”
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First made the assumption that you ve honest. |f you re not —
and | don't recommend that il you are honest you immediately
allow yoursell to Tall off the honesty wagon because of what
Follows — investors, bankers, and venture capitalists can be
had, il they re greedy. | won't say how, because | don t want
you to learn bad habits.
\ J
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