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FOREWORD

pens when somebody decides in a moment of unreflec-
tive zeal to start a business.

In this book, Clate Mask and Scott Martineau tell the story
about as eloquently as I've ever heard it told.

Not only that, but these wonderful friends of mine, both pas-
sionate entrepreneurs, describe their story in such an authen-
tic way that you, the reader, can’t help but be moved to do
for yourself what Scott and Clate have learned to do for them-
selves, their thousands of clients, and the jubilant, passionate,
committed people who work for them at their great and grow-
ing company, Infusionsoft, to overcome the confusion, to re-
define their game, to pursue what most would see as impossi-
ble, and to succeed today in the worst of times, as though the
economic reality that has taken its toll on countless thousands
of small businesses and large is just another obstacle to get
around.

And get around it Scott and Clate have done indeed.

Catastrophe is not too light a word to describe what hap-

xi



xii Foreword

As their determination to grow, to become the small busi-
ness growth leader worldwide, continues unabated, these two
restless young guys certainly have set a template for the rest
of us to emulate.

The tragedy of most small business failures, Clate and Scott
tell us, is that those failures didn’t have to happen.

There are answers to chaos. There are methods behind
the seeming madness. There are systems that need to be
deployed—for lead generation and lead conversion and people
development and much, much more. And when these systems
are invented and then deployed, new lessons are learned—
lessons that Scott and Clate speak about unabashedly within
this book; they speak so enthusiastically, like a couple of kids
discovering a new game or a new toy, that you'll wonder why
you had never thought of them before.

And that’s one of the reasons I love this book. It’s not sim-
ply another business story like the many we’ve been told. It’s a
passionate prescription from a couple of entrepreneurial ide-
ologues, two guys who spend every waking hour creating, and
when that doesn’t work, breaking it down and creating some
more.

What’s more, for you reading this along with me, the lessons
and prescriptions that Scott and Clate are passing along to
you here come to the page through hard service. In their own
words, they tell us of the mistakes they've made: the truly big
ones— not just the little things that entrepreneurs bump into
in the dead of night, but the big, monstrous ones that can take
you down faster than a speeding bullet, and take your breath
away.

Yes, this book is real.

And that’s why it’s so damn good.

Because, even as you're reading it, the story is going on, ev-
ery day in Arizona where Infusionsoft gets up every morning
to take its daily tally. How did we do yesterday? the gang at
Infusionsoft asks. How can we do it better today? they all in-
quire. That is another reason why this book will astonish you.
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It’s a living story. It’s not over by a long shot. It’s working its
wonderful way forward even as we speak, and leaving us with
the unanswerable question: Will Scott and Clate make it? Will
this story end with a bang or a whimper? This isn’t a book
about IBM. This is a book about a young start-up, on its way
to greatness or disaster. And, I swear, you'll find yourself—as
I did reading this book—putting your money on its authors.
Scott and Clate are onto something—something big. It’s
called entrepreneurship in the raw, and it’s what created our
country, and is creating our country even now as we speak.

—NMichael E. Gerber

Founder, Michael E. Gerber Companies,
Origination, The Dreaming Room;

Author of the E-Myth books and The

Most Successful Small Business in the World






PREFACE

worried whether we would ever get our new business

off the ground. Sure, we had dreams of finding our en-
trepreneurial freedom, but at the time we were just trying to
keep the lights on.

It was August 2002. Our custom software company received
an interesting phone call. It was Friday at 5:00 p.M. and the four
of us were getting ready to wrap up the week. We’d ordered
pizza, and it had just arrived when the phone rang. Well, the
last thing we wanted to do was talk to anyone. But we needed
sales, so Clate decided to pick up the phone.

No sooner had he rattled off his greeting than the man on
the other end shouted, “I have pain! Can you help me?” Then
the man paused.

Clate’s mind was reeling with concerns. Was this a prank?
Did this guy even know what number he had dialed? Was this
a customer? What was Clate supposed to do about someone’s
pain? Shouldn’t he call a doctor?

S even years ago we found ourselves surrounded by chaos,
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Eventually, Clate got to the root of this man’s problem. The
caller, Reed Hoisington, was searching for a software program
that would more effectively manage his contacts. He was try-
ing to follow up with his prospects and customers, but he was
making a lot of mistakes.

On this particular day, Reed had mistakenly sent a special,
reduced-price offer to a group of people, including many folks
who had already bought that product at full price. Customers
were angry, demanding refunds and Reed was in pain!

The irony is, at the time of Reed’s phone call, we too had
pain! We were struggling to acquire new customers and our
struggles were seriously impacting our home lives to the
extent that we faced the very real possibility of going out of
business.

But, despite the challenges we were personally experienc-
ing, we were learning some very important lessons; lessons
so powerful, that following their teachings will free any
small business owner from the chaos we nearly all find
ourselves immersed in. This is the very purpose of this
book.

Now, at this point, you might be thinking, “Well, how do
you know I'm experiencing chaos? What makes you think I'm
not completely satisfied with the way things are going in my
business?”

If that’s the case—if you are contentedly growing your busi-
ness and you enjoy your lifestyle, then great! You can stop
reading right now. If you feel you are getting all the benefits
from your business that you could possibly hope for, this book
is not for you.

This book is for the entrepreneur who went into business
looking for freedom but found chaos rather than finding

m More Time to spend with their families

» More Money

m More Control to live life the way they want, and
= The satisfaction of achieving their Purpose
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This book is for entrepreneurs who feel trapped, controlled,
and consumed by their business.

If you're emphatically or even reluctantly agreeing that yes,
this describes your situation, then we’ve got news for you:
you’re not alone. The vast majority of small business owners
are struggling just to keep their heads above water. In fact,
most of us tend to clump together in a boat of survival, hang-
ing on for dear life, putting on a happy face as we get more and
more bogged down by our businesses.

Let us show you what we mean. A couple of years ago,
we headed out on the road speaking to large groups of en-
trepreneurs in Los Angeles, Chicago, New York, and Orlando.

At each stop, we asked the audience the same question:
“How many of you are satisfied with your small business?”

Of 1,574 small business owners, three raised their hands.
Three. Three! Some of these individuals had been in business
for more than 20 years!

What was going on? And why were so many people in
business for themselves if they weren't getting satisfaction
out of it?

After some reflection, we realized we already knew the an-
swer to the question. Because, in addition to working with tens
of thousands of small business owners, we too have felt the
fears, pains, worry and stress of small business ownership.
We've been in the trenches. And together we've experienced
things that only other entrepreneurs will ever understand.

The results of the “Are you satisfied?” poll stuck with us. So
we made it a habit to ask the question whenever we could. The
more we asked the question, the more we heard of business
owners’ dissatisfaction, and the more we knew we had to write
this book to help small business owners all over the world.

WHY ARE WE TELLING THIS STORY?

We love entrepreneurs. We love their tenacity, ambition, work
ethic, innovation and creativity. We love that they have the
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guts to cast aside fear and criticism in order to go out and do
something bold and daring that will create a ton of value, bring
satisfaction to their souls and produce opportunity for them-
selves and all those they employ.

We love entrepreneurs! And we hate seeing them fail. We
hate seeing their doors close. We hate seeing them lose their
hope. We hate seeing their confidence squashed, their financial
lives ruined and their relationships shattered. And we hate see-
ing their creative fire doused by the torrential waters of harsh
reality.

We hate it—because we have been there ourselves and feel a
tight bond with the entrepreneurs fighting to get through each
day and find their freedom.

You see, almost immediately after graduating from college,
we found ourselves in the middle of our own chaos. Real
chaos. The kind that is gripping small business owners all over
the world. As we joined forces in a startup computer software
company, we started to truly live the pains and struggles en-
trepreneurs regularly cope with. Before long, we were beaten
down and grasping for answers.

Fortunately, we had a great advantage. In 2003, our com-
pany switched from being a custom software business to pro-
viding one standard product to entrepreneurs. We developed
a software program to automate sales, marketing, customer
management and billing processes for small business owners.
Our advantage was that we had the good fortune of working
with great entrepreneurs—hundreds of them, actually—in the
process of creating this software program. Our software was
saving them time and helping them make more money without
needing to add extra expenses or hire new employees. Their
experience, input, and help were invaluable to our product de-
velopment. And we learned a ton about small business success
as we worked with these entrepreneurs.

Then, a phenomenal thing happened—we started using our
own software in our business! Once we did that, the light
bulb turned on. We had something great. And more than that,
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we had unwittingly discovered several of the strategies for
conquering the chaos and achieving the dreams we’d nearly
given up.

After that, we were in a prime position for learning how
to fight and conquer the chaos of business ownership. We
worked with more and more entrepreneurs and we learned the
reasons why the chaos exists and how to defeat it.

A BETTER WAY OF LIFE FOR SMALL
BUSINESS OWNERS

In addition to our experiences, years of interacting with small
business owners brought us to some simple but significant
conclusions. We watched the same mistakes being made over
and over again. We saw seemingly popular companies close
their doors for the last time. And, we observed other compa-
nies skyrocket for no apparent reason.

What we learned is that the strategies for conquering the
chaos and growing a successful business are not unique to one
industry, company or business owner. Success is determined
by the use of predictable, repeatable, simple actions. But not
just any actions—the right actions.

Ultimately, these strategies developed into the focal point
for our company. They became the driving force, the culmina-
tion of everything we had dreamed of doing for entrepreneurs.
For years we've developed and refined these strategies so they
would provide the most and best value for the entrepreneur.

HOW THIS BOOK WILL LEAD YOU
TO FREEDOM

This book does not contain stuffy, official research. Each of
the six strategies, and all of the examples and stories are part
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of an ongoing case study. We live the proof of the six strate-
gies every day. And we have watched in amazement as one
company after another learns these basic truths, applies them
and enjoys success.

The first three chapters of this book include the real story
of small business ownership. They include the Quest for Free-
dom, the fear, the pain, the overwhelming feelings, and the
emotional struggle. It’s the forced humility of the small busi-
ness owner. It’s the story of the neglected family, mounting
debts and bitter partnerships. But it’s also the story of how
chaos happens and how to combat it.

In Chapter 1, you’ll learn why millions of individuals choose
to become entrepreneurs, even though they might know the
struggles they’ll soon experience. This chapter also includes
the hope and ambition new entrepreneurs feel and seasoned
entrepreneurs wish they could remember.

Chapter 2 is an explanation on the origins of chaos. We show
you why chaos is inevitable—no matter how skillful an en-
trepreneur might be.

As you read Chapter 3, you'll realize that running from chaos
is futile. Chaos must be met head-on if you ever hope to find
your freedom. This chapter helps you evaluate your relation-
ship with chaos and prepares you to gain control of your
business.

In Section 2, the Mindset strategies for conquering chaos are
introduced. Because chaos is as much a state of mind as a state
of affairs, Chapters 4, 5, and 6 teach you how to overcome fear,
anxiety, frustration, and skepticism in order to make the nec-
essary changes in your business.

Hand-in-hand with the Mindset strategies, Section 3
presents the Systems strategies. In this section, you will learn
why business systems are critical to liberating you from the
demands of your business. After reading Chapters 7 through
9, you will understand the concepts of centralizing, following
up, and automating as important keys to the growth of your
business.
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In the final section, Chapters 10 and 11 demonstrate how
to avoid the backslide into chaos and how the six strate-
gies lead you to your freedom. These chapters illustrate the
entrepreneurial dream, and how you can easily achieve that
dream if you're willing to implement the lessons we, and other
small business owners have learned.

With the strategies included in this book, you will find the
power to turn around your business and your life. You will
discover there is a better, more productive way to run your
business. And you will learn that by implementing these six
strategies, you can conquer the chaos, find the time, money,
control and purpose to live life on your terms, and truly enjoy
being an entrepreneur again.
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