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Introduction

E ntrepreneurship is a personal thing. It isn’t really

about money or starting businesses — sure,

entrepreneurs like to make money and start businesses,

but that’s not the reason they are entrepreneurs. It’s

much more than that. For entrepreneurs, it’s about

having a passion for doing something you love; that’s the

entrepreneurial spirit.

Entrepreneurs like to do things that excite the world,

bend the rules a bit, and make us look at something in an

entirely new way. They are opportunistic, finding new

possibilities at every turn. So entrepreneurship is also

about creativity, innovation, and change.

Although stereotyped as risk takers, the truth is that

entrepreneurs take calculated risks — they are not the

gamblers people make them out to be. In their

businesses, they assess their options and choose their

course based on their probability of success. They’re not

afraid to fail because they tend to measure their real

success by how many times they learn from their

mistakes and go on to try again. Entrepreneurship

involves challenge, persistence, and planning.

These days, finding any aspect of life that isn’t in a state

of change is difficult. In the world of business, you

discover companies going in and out of business,

customer loyalty as ephemeral as the wind, jobs



disappearing overnight and replaced by jobs that never

existed before, and technology changing the way we do

things in every aspect of our lives. Times are exciting if

you enjoy change and know how to deal with it. Dealing

with change is one of the important things entrepreneurs

do best. They thrive on it because they know that with

change comes opportunity. Those kinds of opportunities

are among the many reasons to think about developing

the entrepreneurial spirit and mindset.

How Entrepreneurship Has

Changed

For the past two decades or longer, entrepreneurship has

been viewed simply as a process for starting new

businesses. Only recently have those of us who study this

phenomenon concluded that entrepreneurship is more

importantly about an opportunistic mindset and spirit.

That’s a significant distinction, because it means that

everyone has the potential to benefit from understanding

the mind of the entrepreneur. Whether you work in a

large corporation, own a business, run a nonprofit

organization, or are at home raising children, you can

find opportunities to improve your situation by applying

this way of thinking to your life and work.

So, my approach to entrepreneurship starts with a

mindset and spirit. Then it guides you in discovering the

strategies, skills, and tools you must find and use to turn



ideas into opportunities and opportunities into successful

business concepts. You find out that being small and

flexible has distinct advantages in the new digital

economy, that you can have a global presence with the

click of a mouse button, and that it’s customers who

define what a business is, what products and services it

produces, and how successful it becomes.

How Entrepreneurs Define

Success

If I ask you to describe a successful entrepreneur,

chances are you’ll point to the size of his or her business,

how much money it makes, how much its investors earn.

Those certainly are ways to describe a successful

business, but entrepreneurs typically take a much more

personal view when defining success. Ask Wally Amos of

Uncle Noname Cookies, and he tells you that success is

“turning lemons into lemonade.” Others say that being

happy with what you’re doing and feeling like you’re

accomplishing something is a measure of success. Every

entrepreneur’s definition of success is different and

personal, but in the listing below I categorize the more

common responses so you can see that success is not

always about money.

 Purpose: Entrepreneurs must feel a sense of

purpose or direction in what they’re doing. Success

is a journey not a destination, but knowing the



direction you’re heading and why seems to be a

common component of success.

 Failure — the other half of success: No one

denies that life is full of ups and downs. Most

entrepreneurs experience failure of one sort or

another, but knowing that failure is a possibility

doesn’t frighten them. If trying something doesn’t

have the potential for failure, it isn’t worth doing

because no risk is attached to it. Anyone can try

something that is guaranteed to be a success. That’s

why entrepreneurs find opportunity where no one

else does; they’re not afraid to go where the risk is.

 Sense of satisfaction: Most successful

entrepreneurs are doing what they love, so it doesn’t

feel like work.

 No free lunch: Success comes from hard work.

Even entrepreneurs you read about, you know, the

ones who seem to have appeared out of nowhere to

become hugely successful, have spent years you

don’t hear about struggling to become that overnight

success.

In Entrepreneurship For Dummies, you discover that

entrepreneurship is an exciting, sometimes scary, roller-

coaster ride — a way of life that you may decide to enjoy.

About This Book

Entrepreneurship For Dummies contains practical

information, tips, and checklists that can be used by

anyone who aspires to start a business, work as an



entrepreneur inside a large corporation, or just become

more opportunistic by acquiring an entrepreneurial

attitude. It doesn’t matter whether you have ever owned

a business or even have any business experience. You

can use this book to think about the world of the

entrepreneur and decide if it’s right for you.

This book is definitely grounded in the real world. It is

based on research I have conducted in the field of

entrepreneurship, the work I have done with hundreds of

entrepreneurs starting new ventures, and my own

experiences as an entrepreneur, so there are no

hypothetical situations here. I have pulled together the

best information, the best tips, and the best examples of

how to make entrepreneurship work for you.

Entrepreneurship For Dummies is a guide to everything

you ever wanted to know about the entrepreneur and the

entrepreneurial process. Don’t know where to get

started? I’ll help you. Don’t know how to find an

opportunity and test it? I’ll give you the information you

need to put yourself in a position to find that great

business idea and then test it in the marketplace before

you commit to starting a business to turn that idea into

reality.

This book is organized so that whatever you’re looking

for is easy to find.



 Suppose you want to figure out how much money

you need to start your business. Just go to that

chapter and the specific section you need, and you’ll

find exactly what you’re looking for.

 Or, if you really want to get serious about

becoming an entrepreneur, you can start on page one

and work your way to the end.

Whichever route you choose, I’m certain that this book

and its real-world examples are going to inspire you to

think about entrepreneurship as a way of life.

Foolish Assumptions

Before I began this book, I made some assumptions

about you — the reader. (I know that’s not always wise,

but I’m an entrepreneur — I’m not afraid to take a risk!)

I assumed that you want to understand what

entrepreneurs do to create those exciting e-businesses

you read about and see on TV. And I also assumed that

you’re ready to make an investment in your future.

Finally, I assumed that you want to know how to use

entrepreneurial skills and attitudes in whatever

endeavor you decide to undertake.

Icons Used in This Book

I use little pictures, called icons, next to blocks of text

throughout the book. They’re designed to draw your

attention to things I want you to remember.



A good idea, trick, or shortcut that can save you

time and money.

A piece of information you shouldn’t forget.

A tip that can help you avoid disasters.

An example from the real world to illustrate my

point.



How This Book Is

Organized

Entrepreneurship For Dummies is organized into five

parts, and each chapter within a part goes into detail on

a specific topic. This organization makes it easier for you

to find what you’re looking for. I think I’ve covered

everything you need to know to put together a winning

entrepreneurial strategy.



Part I: Getting Started in

Entrepreneurship

In this part, you get an introduction to the world of the

entrepreneur and the new environment in which

businesses are being started. You also consider how

entrepreneurs discover those great opportunities and

find out how to increase your creative abilities so you

can become more opportunistic yourself. Finally, this

part deals with how to turn an opportunity into a great

business concept that you can test in the marketplace.


