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Chapter 6: Managing Yourself and Your Business

Making More Mistakes
Let’s start with a given: No one is perfect. We’ve all made assumptions
that turned out to be wrong. We’ve all said really dumb things sometimes.
We’ve all tried something that we’ve failed at—sometimes spectacularly.
The secret of success is to recognize that every mistake you make means
that you have one more piece of information about the world. “Ah, I have
learned that describing myself as ‘a Roto-Rooter for your soul’ doesn’t
resonate with most people.” “Contrary to my expectation, engineering
firms aren’t interested in bookkeeping services.” If you aren’t making any
mistakes, you aren’t taking any risks and you’ll never make the
breakthroughs that come with taking (reasonable) chances.

The secret to success through failure is to know when to throw all
your energy into something and when to step back and evaluate your
effort. Yoda had it right when it comes to testing an idea: “Do or do not.
There is no try.” This is particularly applicable as you’re figuring out how
to build your business and attract clients. Rather than deciding that you
will “try marketing to architects,” draw up a marketing plan that spells out
what “marketing to architects” looks like. This could include your
measurable goals (three new active clients within six months), the specific
actions you’ll take (interview four architects to learn how they currently
handle their social media marketing, join and volunteer with a local group
of architects), and “pause points” every few weeks, when you stop and
evaluate what you’ve learned so far, and consider whether and how you
need to pivot in your approach. During your test period, pay attention to

what results you’re getting, and make adjustments as necessary to move
toward your goal. By being purposeful in your approach, devoting all the
time and energy required, and giving yourself enough time for your
approach to succeed, you’ll gain valuable insights at the end of any
marketing effort, even if the results you get are not the results you
expected.

Although I don’t always like it, being an entrepreneur has given me a
much deeper understanding of my strengths and weaknesses. I have a
much better appreciation now of my range of skills than I did when I was
an employee. I also have a frighteningly clear vision of my tendency to
procrastinate, something that was mitigated when I had a more
structured work environment. And I’ve learned that, although I’ll always
be an introvert, being shy is a habit that can be shifted with practice.

Here are some of the areas that often bring out the best or the worst
in entrepreneurs. Keep in mind that these are not immutable personal
characteristics; they’re just behaviors that can be changed:

 Keeping your perspective.
Can you maintain a focus on both the big picture of your business and
the day-to-day operational issues?

 Handling feedback.
Can you accept compliments from others gracefully? Can you listen to
negative comments with the attitude that there may be something to
learn, while discerning what input isn’t useful?
Getting things done.

Can you manage your time effectively, distinguishing between the urgent
and the important? Can you turn your ideas into action?

# # #

Sound interesting? You can buy The Reluctant
Entrepreneur through Amazon at owl.li/yVLdM


