Small Business Q&A With Tim Knox


Don’t Start Your Business In “The Land Of Most”
By Tim Knox

In my last column I made the point that achieving even stellar levels of success in life; be it personal, professional, spiritual, financial, or otherwise, is really not that hard.

It’s simply a matter of deciding exactly what you want, then doing anything and everything it takes, for as long as it takes, to achieve that goal.  It really is that easy; at least for those of us who have the fire of ambition burning in our bellies and the marrow of perseverance filling our bones.
I’ve never seen statistics that show just how many people on Planet Earth have the heartburn of ambition and the marrow of perseverance, but I would imagine that we (yes, I put myself in that elite group) are in the minority.  The majority of people spend their time in what I call, “The Land of Most.”

Most people lack the ability to take responsibility for their own lives and thereby fail to plot their own course.  Most people will never write down their goals or work to achieve them.  Most people fail because they are too afraid to try.  Most people are so broke they can’t pay attention.  Most people are miserable and let everyone around them know it.  Misery is a shared emotion.  Oh goody. 
Most people will never start a business. And of those that do most will not succeed. Most people will never get the job or mate of their dreams.  And most people think those of us who evangelize the “decide to seek and ye shall find” sermon are full of positive-thinking you-know-what.

I may be full of you-know-what, but at least I know what I want out of life and have no doubt in my mind that I will obtain everything I seek.  How about you?  Are you in the minority of the few or the majority of the most?   
Don’t be like most people.  There is no future in it.
Now let’s shift focus from my singular principle for overall success to what I believe are the four basic principles of business success.  Like setting your goals and working to obtain them, I believe that succeeding in business isn’t that difficult if you understand what I call, “The 4 Keys To Business Success.”
Key 1:  The first key to succeeding in business is this: you must have a quality product or service that fills a critical want or need.  Read that line again out loud to make sure you get it.  I’m often surprised at how many businesses miss (or ignore) this point and try to build sustaining businesses on a foundation of shoddy products and lousy customer service. 
Customers buy on emotion that stems from want or need.  They don’t buy products that don’t excite them or help them meet a need.  Your product must evoke passion and desire in the customer. Put simply, your product must scratch an itch and make the customer smile in the process.

Key 2:  It’s not enough to just have a great product or service; you must announce it to the world.  In many cases the success or failure of a product – or an entire business - comes down to marketing, or lack thereof.

If your budget allows for it consider using traditional means of advertising and marketing.  If your budget is limited, look at guerilla marketing tactics.  Get creative, think outside the box.  Shout the news from the rooftops.  Put on a sandwich board and hit the streets.  Print flyers and leave them on windshields (not on my windshield, of course).  Send out press releases, look for ways to get free publicity, ask the newspaper to do a story about your business, try to arrange media appearances, get involved in community activities, etc.
Key 3:  Once you have your great product and you're selling it to the world, you have to back it up with superior customer service before, during, and after the sale.

That's why it's vital that you ingratiate yourself with your customers every chance you get.   Ingratiation means that you seek favor with your customer in order to gain an advantage over your competition.  It sure beats them having an advantage over you.

Take a lesson from my youngest daughter, who is a master at ingratiation.  I'm starting to get a lot of white hair (on my head and in other places). My wife says I'm just getting old, but my daughter says I'm just getting highlights.   She has ingratiated her place in the will.   Besides, it's great to have white hair. Just ask anyone who's bald.

Key 4:  In business, it’s important that you learn to beat the competition at their own game.  The best way to beat the competition is to learn everything you can about them, then use that information against them.  You should know their product lines, their price points, their customers, and their marketing strategy.  The more you know about an opponent, the easier it is to defeat them.  And make no mistake, they are your opponent and you are in a war.  You are fighting the battle everyday for market share and consumer dollars.  If you think otherwise, you're not going to be much of a competitor. 
So in your business and in your life, determine a destination, set a course and pursue it.  That’s the fastest way to get out of “The Land of the Most.” 
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