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What do Apple, Hershey’s, Mary Kay Cosmetics, and Ford
Motor Company have in common? They all started as home based
businesses. If you think you’re alone in this, think again. More
than half of the businesses in the United States are based out of the
owner’s home. In fact here are some pretty exciting statistics that
will put your mind at ease when starting or continuing in a home-
based business.

 A new home-based business is started
every 12 seconds (This is 7200 every
day, 300 every hour, 5 every minute).

 There are 38 million home-based
businesses in the United States. News-
week predicts that in the near future,
almost half of all households in
America will be involved in one form
of home-based business or other.

 70 percent of the home-based businesses succeed within 3
years versus 30 percent of regular businesses.

 44 percent of home-based businesses are started for under
$5,000.

 70 percent of Americans would prefer to be self-employed.
 $427 billion per year is made by home-based businesses.

Source: Home Business Magazine and U.S. Census



Take this quiz from Entrepreneur Magazine and find out how well attuned you
are to the demands of being an entrepreneur.

Common characteristics in areas such as family background, childhood experi-
ences, core values, personalities and more turn up time and time again in studies
of entrepreneurs. Find out how you fit the mold by determining your Entrepre-
neurial Quotient, or EQ. The following test is no measure of your future success,
but it may show you where you excel and where you need to improve to help
make your business a success.

Did your parents immigrate to the United States?  Yes No

Were you a top student at school?
      Yes No

Did you enjoy participating in group activities in school, such as clubs, team
sports or double dates?
      Yes No

Did you prefer to be alone as a youngster?  Yes No

Did you run for office at school or initiate enterprises at an early age, such as
lemonade stands, family newspapers, or greeting card sales?
      Yes No

Were you a stubborn child?   Yes No

Were you cautious as a youngster?   Yes No



Were you daring or adventurous?    Yes No

Do the opinions of others matter a lot to you? Yes No

Would changing your daily routine be an important motivator for you to start
your own enterprise?    Yes No

You might really enjoy work, but are you willing to work overnight?
      Yes No

Are you willing to work as long as it takes with little or no sleep to finish a job?
      Yes No

When you complete a project successfully, do you immediately start another?
      Yes No

Are you willing to commit your savings to start a business?
      Yes No

Would you also be willing to borrow from others?
      Yes No

If your business should fail, would you immediately work on starting another?
      Yes No

Do you believe being an entrepreneur is risky? Yes No

Do you put your long- and short-term goals in writing?
      Yes No



Do you believe you have the ability to deal with cash flow in a professional
manner?      Yes No

Are you easily bored?
      Yes No

Are you an optimist?
      Yes No

Why these exact questions? According to Entrepreneur Maga-
zine here are the Entrepreneurial Facts that support them:

 Significantly high numbers of entrepreneurs are children of
first-generation Americans.

 Successful entrepreneurs are not, as a rule, top achievers in
school.

 Entrepreneurs are not especially enthusiastic about partici-
pating in group activities in school.

 Studies of entrepreneurs show that, as youngsters, they often
preferred to be alone.

 Enterprise usually can be traced to an early age.
 Stubbornness as a child seems to translate into determination

to do things your own way--a hallmark of successful entre-
preneurs.

 Caution may involve an unwillingness to take risks, a handi-
cap for those embarking on previously uncharted territory.



 Entrepreneurs often have the faith to pursue different paths,
despite the opinions of others.

 Being tired of a daily routine will often precipitate an entre-
preneur's decision to start an enterprise.

 Entrepreneurs generally enjoy their type of work so much,
they move from one project to another--nonstop.

 Successful entrepreneurs are willing to use their savings to
finance a project.

 Many entrepreneurs make a habit of putting their goals in
writing.

 Handling cash flow can be critical to entrepreneurial success.
 Entrepreneurial personalities seem to be easily bored.
 Optimism can fuel the drive to press for success in uncharted

waters.



Entrepreneurs are a special breed of people. They think, talk, and
subsequently act inversely to the normal public. They often don’t
fit in and are looked at as being peculiar. They are at times consid-
ered the odd man out or the “black sheep” of the family. Yet, they
are the shakers and shapers of our coun-
try. It has been, and always will be, the
entrepreneurs that introduce innovation
and change into our marketplace. They
strive to make a difference and usually
leave the world a better place than it was
before they contributed to it.

Steve Jobs, one of the foremost “shakers”
in the world said it this way,

“Here's to the crazy ones, the misfits,
the rebels, the troublemakers, the
round pegs in the square holes... the
ones who see things differently --
they're not fond of rules... You can
quote them, disagree with them, glori-
fy or vilify them, but the only thing you can't do is ignore them
because they change things... they push the human race for-
ward, and while some may see them as the crazy ones, we see
genius, because the ones who are crazy enough to think that
they can change the world, are the ones who do.”



Now, you’ll note, at the beginning of this section I used the term
“breed,” as if all this had to do with genetics. As if there is a spe-
cial entrepreneurial gene that allows people to prosper at their own
business, or as their own boss. To some extent, I do believe some
people seem to come by this gift naturally and they instinctively
gravitate to profitable business opportunities. However, I also be-
lieve this can be learned. It’s more of a mindset. Even people who
have this naturally must continue to tune into it.

In this climate, there is a lot of negativity. The
naysayers constantly state that the market can-
not support new business or innovation. And
they actually believe that there is simply not
enough money to go around. They declare that
the risk is too steep, the stakes are too high,
and the outcome is too uncertain. It’s a gam-
ble they are personally not willing to under-
take, and therefore they don’t want to
participate in or encourage it.

Overcoming the internal and external negative reactions to your
entrepreneurial dreams is at the root of your success. You have to
tune out the naysayers and tune into like-minded, successful peo-
ple--even if that means you have to eliminate current relationships
and make new friends, do it.



Here are four non-negotiable charac-
teristics every entrepreneur has to
have.

1. You Must Be Up for a Little (or
A Lot) of Uncertainty

If you want to be an entrepreneur and
start your own business, you have to
be okay with the notion of uncertain-
ty. When you embark on a new busi-
ness, you can plan, but you will never
really know where you’ll be in a year,
who will still be on board with you,
and what kinds of challenges you’ll
meet a long the way.

For some, the uncertainty of it all is a
hard pill to swallow. For others, it’s
simply part of the game. If you can
keep your chin up, be the obnoxious-
ly over-optimistic person in the room,
and stay fired up even when the fu-
ture is bleak, you have the #1 charac-
teristic of an entrepreneur.

2. You Have to Be Patient



I have to be honest, this is the one trait that I struggle with the
most. I’m of the mindset that things should be done “yesterday,”
even if I came up with the idea today (much to the disdain of my
staff)!

Success and fame (for the most part) do not happen overnight.
Now, I’m sure you’ve read sales letter after sales letter touting
“get-rich-quick” techniques and programs, but those are more the
exception to the rule than the norm. It takes hard work and perse-
verance to realize enduring success. The companies that are the
most synonymous with success took time to become what they are
today. Amazon took 9 years to turn a profit. Starbucks started in
1971 and eight years later still only had a handful of coffee shops.
In both instances, the visionaries behind the brand and idea perse-
vered. And most likely their initial idea for the company evolved
with their growth.

3. You Have to Understand that “Good is Good Enough”

This is my favorite saying. It doesn’t mean I don’t believe in try-
ing, or doing your best, but when you get hung up on perfection,
you stop progressing. You can’t spend all your time and effort on
one challenge. You have to sometimes slap a band-aid on it, and
move on to the next thing. As an entrepreneur, you can’t wait to
get all the data in before figuring out the solution. You don’t get
the luxury of sitting back and waiting for all the results before you
make decisions on the next step.



My advice is to “embrace the chaos.” Being an entrepreneur comes
with a its fair share of messiness. Yet, the chaos often shines a
light on what is really important and allows you to strategically
change your plan as you go along.

4. You Have to Be Your Best
Salesperson

You have to be able, and willing, to
drink the Kool-Aid long before any-
one else will. You have to believe
wholeheartedly in the vision, the di-
rection, and the plan for your compa-
ny before you can pitch it to
partners, investors, employees, and
eventual customers. Your passion
will be the heart of your company.

Also, you need to not only have the
benefits wrapped up in a pretty bow,
but also be able to answer any questions or objections. Never leave
any stone unturned when it comes to possible concerns with your
product or service. If you can counter these worries with clear and
succinct answers, you’ve hooked them.



Ideas are simply ideas unless they spark into a action and reaction.
What I mean to say is that you can’t start a business on an idea
alone. You need other key components to really flame the fire of
invention and development.

The popular magazine, Inc. created the questions below that you
need to answer to determine what factors may spark your business
idea into a full-fledged, wild fire of success.

 What are your biggest strengths as an orga-
nization?

 What are your key strategic assets? These
could be physical assets, like locations,
equipment or an existing sales team, or
strengths, such as key customer relation-
ships, reputation, and culture.

 In which customer segments do you have
strengths and experience? What do you
know about the needs of these customers?

 Given the concept you are considering, who would be the
ideal person or organization to bring it to market? How do
you compare with them?

 If you are successful at executing your concept, who is likely
to copy your business model or enter your market?

 Within the business model that you are aiming to create,
which elements of that business model are you uniquely po-
sitioned to handle?



Access to financing is critical for most
investors, however most lenders put
limits on the amount they will lend to
an investor, regardless of credit histo-
ry, property values, or track record.

Most real estate investors are tired of
the banks’ lack of customer advocacy,
as well as all the hidden or unfair
charges. Many real estate investors
find banks too rigid with their credit
criteria and therefore need a viable so-
lution to unlimited funds.

As a private money architect, you can help fill this very desirable and
unique niche.

At Private Money Exchange we created an affiliate program where
you can offer an unlimited source of funding to real estate investors
on non-owner occupied properties and get paid a fee for your efforts.
The idea is simply being the messenger to nationwide real estate in-
vestors of where the money is at for investment deals.

Understand that you don’t have to go through Private Money Ex-
change to do this, but we’ve made it simple for you and our affiliates
are already earning checks by bringing qualified borrowers through
our system. Find out more at: www.privatemoneyexchange.com.

http://www.privatemoneyexchange.com


Most people are earning only 1-2 percent on their invested money. In
fact, just recently USA today reported that “Money funds yield on av-
erage 0.03%” and that “The highest-yielding one-year bank CD, from
CIT Bank, yields 1.1%” which would only generate $5,500 a year
from a $500,000 deposit. Those are numbers many investors and re-
tirees are having a hard time swallowing.

If your retirement fund is barely eeking out 1-3 percent and you’re
looking for a way to enhance your bottom line, Private Money Lend-
ing offers that and much, much more. Lending allows you to earn
anywhere from 8-12 percent without having to do any of the hard
work yourself.

A recent survey done by ORC International found that 44 percent of
real estate investors are willing to put down more than 20 to 50 per-
cent on a loan in order to be able to borrow more money, more often.
This means there is a huge demand for private money and many in-
vestors are willing to do what it takes to find a ongoing source for it.

If you’re interested in learning more about how you can earn great
returns and choose each deal at your own comfort level, while con-
trolling the parameters of your
investment and enjoying the
gratification of investing in
real people call 800-341-9918
and ask to talk Heather Dreves
one of our Educators in Fund-
ing.

http://www.privatemoneyexchange.com


According to the National Association of Realtors, last year inves-
tors purchased 1.23 million homes, a 64.5 percent increase over
749,000 in 2010. This year and next is projected to be higher.

I started out as a real estate investor
and still buy and flip properties to this
very day. Why? Because it’s one of
the fastest, most profitable ways to
see your hard work and energy come
to full fruition. Not only does it earn
the investor a pretty penny, but it also
enhances the local economy.

Research has shown that billions of
dollars were spent on local businesses
and local labor by real estate investors
last year. It’s estimated that there is a
$4.6 billion impact on local labor
markets and a $4.6 billion impact on
local suppliers across the nation.

If you want to get involved in real
estate investing the best thing to do is
get educated and training and jump in.
We can help you with that, as well as
get you access to the funding once
you find your first deal.



The Harvard Business Review found that “Many of the world’s
most admired corporations, from GE to Goldman Sachs, invest in
coaching. Annual spending on coaching in the U.S. is estimated at
roughly $1 billion.”

In a tough economy, many businesses and individuals across all
markets need all the expert help they can get. As a consultant you
can help people or companies with strategies and techniques to cre-
ate a successful business plan.

As a business coach or consultant, you can empower business
owners and managers, or even individuals, to improve their work
performance through change. You need to be able to observe, ana-
lyze and instruct others on how to do things more efficiently. This
includes, but is not limited to, showing clients how to increase rev-
enue and profits, market for more clients, craft cohesive plans for
growing business, manage time effectively, and prioritize their
workload into more income producing tasks.

Once you've identified your niche, find
the market for your services and your
competition. Then set yourself up as the
expert in your field, by networking in
the local and national community.



Too many business owners spend too much time on tasks that are
out of their core competency (book-keeping) or are simply too
time-consuming (appointment setting). Many companies are look-
ing to outsource this type of work, and the sky is the limit for the
kinds of work they are looking to take offsite. They could be look-
ing for a virtual assistant all the way up to a virtual executive.

In this capacity you can perform a wide range of roles, for a wide
range of companies, all from the comfort of your own home com-
puter.

Here are some common types of Virtual Assistants:

General Virtual Admin Assistant: You’re in charge of adminis-
trative tasks like data-entry, email filtering and management, re-
search, transcription, blog and social media management, and other
administrative tasks.

Content Writer: If you have a gift for writing, you can command
a pretty decent wage from a variety of companies. Often you’ll
write articles, web content, blogs, emails, as well as ebooks.

Accountant: Most visionaries have no business balancing their
books. They just don’t have the mind for it. Many accountants are
jumping on the virtual bandwagon by helping companies prepare
financial reports and taxes.



Starting an online store and making money off of the Internet is
easier and cheaper than it has ever been before. In fact, people are
doing this right now with just an initial investment of only a few
hundred dollars. Companies like eBay let you put up products for a
small price. There are also templated websites that are hosted by
companies like Yahoo, which allow you to host a business site and
set up your virtual storefront to sell your wares.

How do you figure out what you want to market? You have to
think of it in terms of what do you love to do? What interests you
and why? If you’re creating the “go-to” place for this kind of prod-
uct, you need to care about it, enjoy marketing it, and spending
time working with it every day.

Where do you get the inventory?
There are lots of ways to do this.
You can sell info-products that you
create or have created for you. You
can also simply be an affiliate mar-
keter for other people’s products in
your expertise or focus and not
have to create or house a single
piece of inventory. It can be that
flexible and easy to start your own
Internet marketing company.



Franchising comprises a staggering
44 percent of the nation’s total re-
tail sales and service dollars. In
spite of economic downturns, it’s
an employment engine on fire and
the economic forecast suggests that
franchises are going to outpace oth-
er industries this year.

Why do they work so well? Fran-
chises offer turnkey business solu-
tions that have proven track
records. Because of this, they help
eliminate all the hard work in-
volved in the start up phase. Often
there is already brand awareness,
proven marketing plans and tech-
niques, onsite training for success,
and ongoing phone and email sup-
port in place.

When choosing a franchise, make
sure it’s in an area of your own ex-
pertise or passion and it has a prov-
en model of success.



Don’t keep a 24-7 Work Schedule: Don’t burn out on your own
business by being joined to it at the hip. Set your hours and walk
away in the evening to relax and reboot.

Don’t Tolerate Interruptions: Don’t allow neighbors and family
to squelch your productivity. Being in constant “interrupt mode”
hurts your business. Also, no “household” chores during work
hours!

Don’t Depend on Your Family:  Your spouse is not your profes-
sional or psychological coach. Don’t dump your frustrations and
challenges on her/him every day.

Designate a Separate Area: Don’t work on your couch, in your
bed, or the laundry room! Make sure you carve out a space that
allows you to pay attention to only your work.

Stay Organized: Just because
you have your own space doesn’t
mean it can become a pig sty. Act
as if clients can visit at any time
and keep you space and desk or-
ganized.

Don’t Start Without a Daily
Plan: Give time to both short-
term actions and long-term goals so you run your business in a
more balanced manner. Create a schedule and stick to it.



While I’m not a lawyer and I am in no way giving you legal or finan-
cial advice to begin a business, if you do decide you want to, you
need to take the time to do it correctly. Here is a list that you should
check off if you want to do this right. These are just a few things, but
when creating a start up, home-based business there are many other
things to keep in mind. Always research and get legal help in your
local area.

Picking a Business Name: Check first with your Secretary of State's
Office for the use of your business’s name in the state and county, and
then do a national trademark search. The last thing you want to do is
pick a name, market your product, get clients, and then find out you
have to change it because you have a trademark issue.

Picking the Appropriate Business Structure: Consult with a tax
professional or lawyer before you determine your business's legal
structure. While you can start doing business as a sole propietor to-
day, there can be tax and legal advantages to forming an LLC or an
S-Corporation. Also, LLC’s and S-Corps have a stronger, more pro-
fessional appeal than DBAs.

Get a Tax ID: While a sole proprietor can give a social security num-
ber to vendors or customers for their records, it is best (and safer) to
get a tax ID, also know as an EIN, which is issued by the IRS.

Get the Proper Permits or Licenses: As home-based business own-
er, it is your job to check on local permits. You may need a business
license or other permits to operate in your area.



Like most self-made millionaires, I began at the bottom of the finan-
cial food-chain. My humble beginnings started as a bag boy at a local
grocery chain in Spokane, Washington working for $3.90 per hour. My
first “aha moment” happened while I was aspiring to a management role
at the store and was reading the life-changing book, “Rich Dad, Poor
Dad” by Robert Kiyosaki. Suddenly my management aspirations looked
very small, but my future possibilities became extremely big.

My second “aha moment” happened while I was sitting in a philoso-
phy 101 course in college. My attention span was divided between the
slow ticking of the clock and my professor’s long winded discussion on
the economy. While the minutes ticked by, he let it slip that he was mak-
ing only $45k a year. That information and the knowledge I gained from
Kiyosaki’s book, made me realize I was on the wrong path to success
and needed to make some very important changes fast. So, from those
experiences and an influential nudge from an incredibly
persuasive late-night infomercial, I went into real estate.

I began the way many people do—in the educational
and training space. Like many, I went to real estate
seminar after seminar and bought course after
course. Through long years of trial and error, I built
up a very profitable, million-dollar real estate busi-
ness from the ground up. I’m proof-positive that
the training system can and does work! Because of
this, I decided to help others by teaching them how
to translate workbook education and real estate
theory into the real world of real estate investment.


