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A business book for the rest of us. Get over your fears and anxieties by getting
the know-how you need. You have an idea or a concept but going from where
you are now (point A) to being an independent business owner (point Z) still
seems like a tremendous task. You’ve read books, articles, listened to the
experts and taken courses only to find yourself overwhelmed. The truth is you
don’t know the real “Game” of business, what operates behind the scenes. By

reading, Unlocking the Small Business Game, you soon will.

A true Hustler is not a con-man. The CEOs of the business world hustle
everyday. A Hustler knows how and when to take advantage of every
opportunity (or create their own) and move forward in such a way that they are
eventually guaranteed success. This book is the truth about the Game; are you

prepared to play?

e Master the Uncommon Sense principles that allow you to win

e Learn to start your small business from nothing — no bank loans or
investors

e Discover the Three Tools you must use to build your business

e Conquer fear, doubt and anxiety through proven tactics and strategies

e  Learn the secrets of marketing, advertising and remove the mystery
out of social media

e Understand how to sell without selling — never be afraid to hear, “no”
again

e Diginto the depths of buyer’s psychology and understand why they
spend money

e  And much, much more...
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Unlocking the Small Business Game

Forward
THE OUTLOOK

“Things may come to those who wait, but only the things left by those who hustle.”
- Abraham Lincoln

First and foremost thank you for your purchase. Rest assured, I think our
journey will be an eye-openet.

First let’s get some minor things out of the way shall we?

I am in no way offering you legal advice. I recommend that you seek out
books or go online to acquire information that will help you set-up a business
legally in your state and county. This book is about making money and keeping
it — Hustling.

Next up is how I‘m going to present this material to you. I am going to be
talking to you in plain English. No fluff and unnecessary concepts. I will (as
much as possible) write how I speak so I may use terms that are unfamiliar to
you. I will do my best to define these terms. If I didn’t learn anything else, 1
learned that keeping things simple is the strongest way to communicate. I wish
I had a book like this when I first set foot into the world of business. My goal
was to make this book just that. One last thing.

This book has been written to offer the perspective of someone who has
very little money but has a desire to be an entrepreneur. This makes you a
Hustler. I will define the term for you in a moment. I need you to know that
everything you will read in this book can be applied to 90% of businesses out
there. But even then, you will find some useful points in this book that may
change your perspective on how to approach situations in your market or
industry.

So What Is A Hustler?

A modern day Hustler is not what you’re seeing in the movies or on
television. When most people read or hear the word Hustler their imagination
immediately goes into thinking about some con-artist, a trickster or someone
who basically deceives people for money. Another immediate thought is a
drug-dealer. Well, to really get a proper definition, why don’t you ask someone
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who carries the title? Would you ask someone who spent their life as a pastry
Chef about fixing cars? No you wouldn’t. So it takes a Hustler to define just
exactly what a Hustler is.

The word Hustler means entrepreneur. That’s alll Over the decades it has
become a street term to define someone who makes money anyway they can
by using all the resources available to them.

A Hustler doesn’t wait for an opportunity when they can create their own.
They make sense out of what appears to the average person to be non-sense.
They use their talents and abilities wisely to secure advantages for themselves
and this reflects in their entrepreneurial endeavors.

A Hustler has to be able to maneuver through dark corridors with no
flashlight. They have to have a natural sense of direction and be self-reliant.

To put it plainly, if you’re a car salesperson, you’re a Hustler. If you own a
small business, you’re a Hustler. If you’re involved in a Network Marketing
company, you’re a Hustler.

The biggest Hustlers are those that sit and run large corporations. They
make a lot of money, they do it every day and they do it using all the resources
and advantages they have available to them. That’s real hustling! The fact of the
matter is — you deal with Hustlers almost every day of your life.

Now the “street” Hustler begins his or her enterprise on the streets. They
are a mobile business. Some businesses thrive like this, for others this is just a
stepping stone to greater heights.

Allow me to illustrate this — Let’s say you bake cookies. You’ve been doing
it for years and you love making them. You know in your heart that your
cookies are better than anything you’ve ever tasted before. Even your friends
beg you for them all the time and they all agree — they’re damn good.

You decide to begin making batches of them at night. Then you package
them up in little bags. Say, five cookies per bag. What are you going to do with
these little bags? Well you’re going to take them to your job and sell them. You
will give out free samples, sell your cookie bags for a reasonable price and even
begin to take orders.

As the word spreads you begin to make more variety of cookies, take more
orders and of course make more money.
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Then what? Well then you begin to work through other people. You let
them take your cookies to other places, maybe their place of worship, maybe to
their book club meetings. They have no problem doing that. They want to help
you and you give them something in return for their efforts. And over time
your business takes off! If you don’t think something like this is possible I just
have two words for you.

Famous Amos.

Ever had a Famous Amos cookie? Chances are you’ve had at least one. And
even if you haven’t, you more than likely know the name.

If you’re willing to learn and use the tools I have for you here, you can take
almost anything and create a whole business around it. Now, some things sell
much better than others but we’ll talk about that in time. I just wanted you to
see the potential of what we Hustlers call the “Grind”. It’s the work we put
into our enterprises to make them successful. But this work must be done
propetly for the fastest and best results, are you with me so far?

A Hustler has a unique perspective on business and life in general. While
you look at things, a Hustler sees through them. Hustling is a set of skills and
you will learn many of them as they apply to small business in this book.

“A solid goal with a unigue effort put in will always pay off.”
- W. James Dennis

A Little About Me

I’ve always wanted to be an entrepreneur; ever since I was 15 years old in
fact. I used to watch my father time and again start businesses and this
intrigued me. Now, my father never actually followed through with his
businesses but watching him rubbed off on me.

When I was 15, I got my first job. It was after school for about three hours
a day. I used to clean up a middle school that was near my house. I was a
janitor. I cleaned class rooms, emptied trashcans, washed chalkboards and
scrapped gum off of the floor, you get my point.

Now it was only three hours a day, Monday through Friday, but I could
already see how putting in work like this for 40 hours a week was not going to
be what I wanted in life. Many of you feel the same way, I’'m sure.
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I began to try to get my hands on business books. I was 15, what did 1
know about business? My father and I weren’t close so it was difficult to go to
him on the subject. And plus I always liked to find things out on my own
anyway. I was very hard-headed then and still can be; most entrepreneurs are to
some degree.

I studied book after book. Then I began to buy courses through the mail.
Some of the information was good. Most of it was just plain garbage. “Fools
writing books for profit,” as I like to call them. Over the next three or four
years I grew increasingly frustrated with all this useless information so I turned
my mind towards other things. Now at 20, those other things were mostly
young ladies, but the workings of the mind fascinated me as well. But that
inner entrepreneurial spark never left. It would take some years to turn that
spark into a fire.

That spark was ignited by a Hustler. This man taught me more about
business than I had learned in 20 books. And once I got the courage to go out
and do it for myself I ran into more Hustlers that would complete my business
“education”. They made concepts so simple and best of all I could see how
they worked in real time. If they lied, it would show immediately because it
wouldn’t yield results.

Because of this I began to realize that maybe I was learning things
backwards in the past. I was learning about how to run a huge enterprise, but I
didn’t have big money or a big budget. I also didn’t have the credit to get a
loan. But I didn’t need one after all. All I needed was the right kind of
information and the understanding of how to use it. And now I present this
information to you.

Like a nurse has to learn medical terminology and the workings of the body
before they practice on patients, you have to first learn the “Game” before you
practice business concepts. So I will now introduce you to them. If being a
Hustler is in you, you will know it after reading just the first three chapters.
The workings of the “Game” are just that powerful.

Take what you need from this book and develop from there. To your
success!
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CHAPTER 1
“The Game” — So, What Are We Playing?

There is a “Game” to business, and that game is survival. Most people tell
you the purpose of business is to make a profit and that is true, that is its
purpose, but that is not the Game we’re playing.

Just as a human being needs food, water and air to survive at the most basic
level a business needs cash flow to keep it alive.

A business can fail to make a profit for a quarter or two, or even a few
years, but if that business can survive, it has the potential to eventually turn a
profit. If the business cannot survive, then there is absolutely no potential for
profit. And if there is no profit, there will be no growth. And anything that
does not change and grow will eventually die.

As a human being you can live a few days without food and water as long as
you have air; a business can survive for a time without cash flow as long as
there is still something it can sell. Both the human and business may eventually
die by “just barely holding on,” but there is a chance that fighting just one
more day may turn things around for the better.

So the Game we’re playing as enterprising Hustlers is survival. For those of
you who want a technical term for this, it is called “Creating a sustainable
business model”. I'm going to teach you how to establish this for yourself.

The most important thing that you must come to terms with is that you
must change your paradigm. You can’t be your own boss, if you’re still thinking
like a common employee. Being a boss is great. You have a certain degree of
freedom but you also take on all the risk. Have you ever sat on your job and
thought that it’s not fair that the owner of your company makes his fortune off
of your hard work? Then I have to tell you, you’re looking at the Game wrong.

Let me change your paradigm (thought pattern). Is it fair that your boss
makes money off of all your blood, sweat and tears? Yes it is. As an employee
you can go search for employment elsewhere, the owner however is trapped.
He or she can’t really jump ship; if the ship goes down, they have to sink with
it. More freedom, more responsibility but more risk.
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There is one major rule in this Game and that rule is: You must give in
order to receive; everything in business has its price. You have to pay to play.

Here’s a truth that you may not want to hear, but it’s part of the Game of
business and needs to be said. Not too far in the past, wealth was built not on
people winning, but by people losing. Some forms of business still run by this
model. Just think of the lottery for example, casinos and the tobacco industry.

In the United States back in the mid 1800’s there was a phenomena called
the “Gold Rush”. Tens of thousands of people from the Eastern and Northern
parts of America as well as from other countries all heeded the call of, “Go
West young man, go West!”

There was gold to be found in California and the Rocky Mountains and people
uprooted their families and headed West all with a dream of striking it rich.

The majority of people did not strike it rich. A small number found gold
but not enough to maintain a stable lifestyle.

Now here’s some business Game for you. The majority of the miners did
not get rich. Do you know who did get rich during the Gold Rush? The supply
merchants. The people who profited the most from other people’s dreams (the
miners) were the merchants who sold the equipment and provisions necessary
to mine gold. Think about it. You can’t mine gold without equipment,
everyone mining needs it. Now that’s hustling.

Times have changed however; the old business model has to be reversed in
order to survive in today’s economy. The consumer has to win, and the
business has to win. If the customer feels as though he or she hasn’t won then
say goodbye to your business cash flow and prepare to bury the dead.

The first step in unlocking the small business Game is realizing that you are
in a “Game” to begin with. Every Game has a structure and rules and if you
know these rules and know how to play, you can excel in it with enough
practice.

Take a look at these facts. At the time of this writing, 25% of businesses fail
within their first year. I’'m very familiar with this; my first two businesses failed
in their first year.
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Another 23% of businesses will fail before they hit the four year mark. On
average only 44% of businesses make it past the fifth year. What happens, why
do over half of businesses fail?

The number one reason is incompetence. Poor pricing practices, lack of
record keeping and/or finances and non-payment of taxes.

The number two reason is lack of managerial experience. Not budgeting
correctly, expanding too fast and borrowing too much.

Do you see a pattern here? The problem is cash flow; either the lack of it or
the mismanagement of it.

This is the Game ladies and gentlemen. A business must survive. Your
entire business needs to be based around this fact. Anything that threatens
your business’s survival needs to be taken care of with no hesitation. Or better
yet, structure your business so that you can avoid a lot of these pitfalls
altogether.

If you are in the Game, you are a player. But no matter how hard or how
well you play, the Game cannot exist without the customer. Let’s be clear on
this rule, there is no Game without someone wanting to purchase something.

As we continue our journey we will explore concepts that will help you
make your way through dark corridors without a flashlight. But first we need to
change another one or your paradigms. Let’s talk about the work ethic of the
self-employed, the independent Hustler.
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CHAPTER 2

“The Grind” — Why Hustlers Hustle

Let’s get straight into it! I want to introduce you to a character I'll make
reference to from time to time while reading this entire book. We’ll call him
Michael. Michael is a tried and true Hustler. He is an independent business
owner and entrepreneur who has put in time and effort to create a successful
company for himself.

What does Michael do? He sells sport T-shirts (Tee’s) and sports caps.
Good quality stuff, at a fair price. He does more than that but let’s just keep it
simple for now. Say hello and good-bye to Michael the Hustler for a moment.

So what exactly is “The Grind”, you ask? Well allow me to elaborate a little.
A Hustler (entrepreneur) is tied to three main things:

(1) The Goal — This can be anything that the Hustler is trying to
accomplish. It of course usually requires money and the freedom to enjoy it.

(2) The Game — We gave an overview of this in Chapter One. There is
more to it of course, but for now realize that if you don’t play the Game, the
Game will play you so to speak. When it is all said and done, there is only one
Game. There are many markets and industries, but every market and industry is
still dependant on the Game itself.

(3) The Grind — "The Grind" is the actual work that goes into The Game to
get out of it what you want. What you're trying to get out of The Game is the
accomplishment of your goals. It’s as simple as that.

This is a Hustler’s personal trinity. We learn Game and Grind to get what
we need and want. Simple.

So when you hear a Hustler talk about they are on their Grind, you know
that they are working to achieve their goal. “Work now, rest when you’re
dead,” or “Stay hungry.” Both these sayings draw the same conclusion.

One reason why the word Grind is used instead of the word “work” is
really a mental thing. Work brings the image into most people’s mind as a 9-to-
5 job. Hustlers don’t work for someone else, they Grind for themselves. Since



Unlocking the Small Business Game

you now are familiar with the term Grind, I'll be using this term and the word
“work” interchangeably.

In a 9-to-5 job you do your eight houts then go home. And if you're not a
manager or an owner that's all you want to do. Not for a Hustler
(entrepreneur). A Hustler doesn't work, we grind. We make it a point to put in
as much time, sweat and energy as necessary every day we go out to do
business.

If that means four hours, we’re ok with that. If that means 10 hours, no
problem. If it means we have to work in the dead of night at three in the
morning sitting in our office, then that’s where we’ll be. There are no houtly
restrictions when it comes to the almighty Grind. The Game itself doesn't stop,
the best you can do is to just play as hard as you can. Make no mistake though;
we do strive to maintain a balance in our lives. All work and no play will lead to
burn out. And you’re no good to anyone when you’re burnt out.

Alright moving on... let’s say you work a standard 9-to-5 job like any good
employee. You work eight hours a day and five days a week. Meaning, you get
paid for working 40 hours a week.

To keep things as simple as possible, let’s just say you make ten dollars an
hour at this job. Small change I know but stay with me here. And get out a
calculator if you’re slow in math like I am. I’ll be going fast here and I don’t
want to lose you.

At this ten dollar an hour job you “gross” (money before taxes are taken
out) sixteen-hundred dollars ($1,600).

$10 an hour times eight hours a day = $80
$80 a day times five days a week = §400
$400 a week times four weeks in a month = $1,600

Now remember, this is all before you pay your taxes! So let’s take out a
measly hundred dollars for taxes. I know this is a very unrealistic figure but I
want to keep this simple so you can see the power of the grind.

So after taxes you are left with fifteen-hundred dollars ($1,500) a month.
That is your “net”, meaning cash in your pocket. Alright now let’s look at
Michael the Hustletr’s numbers shall we (remember him)?
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Michael sells his basic Tee’s for ten dollars each. If Michael sold one Tee
every hour for eight hours he will bring in the same amount of money as your
nine to five job.

One Tee sold at $10, every hour for 8 hours a day = $80

If he did this five days a week for the whole month he would have made
sixteen-hundred dollars ($1,600) for that month. Are you still with me?

Let’s stop here a moment. In business, it usually takes money to make
money. Michael had to buy those shirts before he could resale them. Let’s say
Michael buys his Tee’s wholesale for five dollars and resells them for ten
dollars. So he is only actually “netting” (cash in his pocket) five dollars for
every shirt he sells. He only keeps half of the ten dollars as profit (five dollars).

Again, Michael sales for ten dollars but he spent five dollars for the
opportunity to bring in ten dollars. So he only profits five dollars.

This means that at the end of the month his “gross” is sixteen-hundred
dollars ($1,600) but since he has to pay for his products he only will see half of
that in his pocket, his “net” (profit) is only eight hundred dollars ($800). If I
lost you then please go back and re-read it. This is very important.

Now in order for Michael to pocket the same amount of money you do in
your nine to five job, he must sell at least two Tee’s an hour, not one. Those
two Tee’s will bring him in twenty dollars an hour. Ten dollars of that money
will go back to buying more Tee’s from the wholesaler. This means Michael is
left with ten dollars cash in his pocket (profit).

2 Tee’s sold at $10 for that hour = $20
2 Tee’s bought at $5 each from the wholesaler = $10
$20 from the 2 Tee’s that sold minus $10 for what Michael paid for them =
$10 in profit
$10 in profit per hour for 8 hours = $80 (the same as a $10 an hour job)

Now before you feel bad for Michael cause he has to sell two Tee’s every
hour to make what you make at your 9-to-5 job, I want you to remember that
our man Michael is a true Hustler. He doesn’t sell two Tee’s an hour. He sells
more like six! So in effect he “grosses” sixty dollars an hour. He profits half of
that to bring his “net” income to thirty dollars an hour! How much is that a
month? For a month that is, Four-thousand and eight hundred dollars
($4,800). That’s money in his pocket, spendable cash. Of course he needs to



11
Unlocking the Small Business Game

pay taxes and other fees, but that’s a pretty comfortable living for a single man
with no children, wouldn’t you agree?

Now what if Michael stepped up his Game (business) to sell just seven
shirts an hour? How about 107 If he sold 10 shirts an hour his monthly, cash in
pocket income, would be eight-thousand dollars ($8,000). That’s ninety-six
thousand ($96,000) a year “net” compared to your eighteen-thousand (§$18,000)
a year job (after taxes)! Do the math for yourself.

Is this realistic? Not entirely, it’s a very simplistic model but I hope you see
my point. The best part is Michael did this with complete control of his time.
He didn’t sell 10 shirts an hour completely on his own (that’s like owning a job
— not what we’re trying to do in the long run), but you can’t deny that this
math is extremely motivating.

This is why a Hustler hustles; to take charge of their financial life and to be
their own boss. They desire to live life on their own terms. Although the word
Grind can be defined as hard work, the Grind we’re talking about in this book
is much more than that. We are building a business also. We have to look
ahead and strategize and play the Game correctly, this process is also part of
the Grind.
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