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(Lead-in

Who do we call an entrepreneur?

What makes an entrepreneur successful?

What difficulties are there for an entrepreneur concerning the growing of a business? 

( Read and try to understand the text below without using a dictionary.
The day I discovered I would be better off working for me, than being me
An article by Debbie Digby IN Saloon Champion, 2007 October, p9-12

My new business, my pride and joy, had been running for just over a year, and I was sitting in my accountant’s office for my first business meeting. I examined the documents he handed me, representing my first year of trading, and was shocked to discover that I had paid two of my stylists more than I had made in profit! They had earned their wages fair and square, but there was not enough left in my business to pay me fair and square. That was the day I realised I would be better off working for me then being me. I’d been working six days a week on the saloon floor cutting hair – I had personally put nearly half the salon takings in the till. I was the first to arrive, and last to leave every day. What’s more, when I looked at the profit, I knew I had not taken that amount of money out of the business for myself. So where had it all gone? 
‘Entrepreneurial Seizure’

My accountant, a nice man, offered encouragement and explanations. But my enthusiasm had turned into total despair. I left this office confused and frustrated. I simply could not face another year if it meant more the same. I did not know it but I was part of the E-myth – the myth that all businesses are owned by entrepreneurs. Michael E. Gerber, the creator of E-Myth Philosophies says, ‘Most businesses fail because they are not founded by entrepreneurs but by technicians suffering from an entrepreneurial seizure’. Clearly, I was at that time a technician, desperately trying to be a successful entrepreneur. 

Work for myself

My very good friend, the extremely successful saloon owner Richard John, always knew he would work for himself. His father, who owned a second hand clothes shop, drummed into him the need to rely on himself and take responsibility for his own results, good or bad. Leaving school at fifteen the careers offices ask Richard what he wanted to do. ‘Work for myself,’ was his reply. The careers officer recommended Richard to go to college to become a hairdresser. This was in 1966, so with his long hippy hair and his guitar on his back, off he went to college. Once qualified, he travelled the world and worked on cruise ships for a couple of years. Whilst on shore leave he happened to find a shop lease for sale for the very same amount of money he saved in his account. Oops! An entrepreneurial seizure occurred and he found himself in business. Richard, the technician worked hard, and for nine successful years everything seemed great, until he realised that his earning from the business were less than he deserved. Not only had it grown to a size he found difficult to control, but Richard the technician could not work any harder. 
Building a successful business

Most people that start their own business are technicians moved by a short lived entrepreneurial seizure. Because of the way technicians see their business – through no fault of their own – they trade one job, working for someone else, to another job, working for themselves. Technicians go to work in their business whilst entrepreneurs go to work on their business. Building a successful business actually takes three separate and unique skill sets;

The Technician – the hands-on person who gets the work done.

The Manager – who puts systems in place and supervises people.

The Entrepreneur – who supplies the vision.

Unfortunately many saloon owners find that over a period of time the work they love, cutting hair, becomes a chore as they try to squeeze in all the other stuff that has to be done. In other words, as their business grows and demands more systems and supervision from the manager, the technician’s time is squeezed. The problem encountered at this stage, as the business moves from infancy to expansion, is twofold: 

1) if the saloon relies on the owner cutting hair to survive financially, there is little time for management. 

2) The skills and knowledge required to manage the business are rarely the skills of a hairdresser. 

The Choice is Yours

Every business owner has a comfort zone. For the technician, it is how much work they can do. For the manager it is how many people they can supervise. For the entrepreneur, it is how many people buy into their vision. 

There are basically four choices you can make. 

Stay small – keep the business in infancy, where life is simple. This route comes naturally for the technician owner. 

Bat out of hell – work hard as a technician and grow the business fast, hoping that you can generate enough cash to provide the resources needed to manage it before time runs out. I call this the ‘hit and hope’ method.

Hang in there – hoping that some order will emerge from out of nowhere. Saloon owners will often describe this course as ‘we are getting there’ but without knowing where ‘there’ is.
Grow the business – from infancy through to expansion and finally into maturity. To achieve this, the business owner must be willing to adopt a new way of thinking about business, learn new skills and set different priorities for the use of their time. 

Need to know more!

If you are lucky enough to have been born an entrepreneur, all this will be second nature. I envy you. If, like Richard and I, you find yourself a technician who suffered an entrepreneurial seizure, you must find a new formula before you run out of energy. Lack of energy for your business will lead to loss of passion and creativity and your saloon will seem like a milestone around your neck. Michael E. Gerber says: ’The people who are exceptionally good in business aren’t so because of what they know, but because of their insatiable need to know more.’ 

Growing up

Business, like life, is a journey. Through good choices, often perceived as blind luck, successful salon owners carve a path that helps them move from technician to manager and eventually onto entrepreneurial leadership. This journey enables a business to move from infancy, through expansion to maturity. Think forward five years from now and imagine your success. Create a path to take you there and consider that everything you choose to do takes you either one step nearer or further away from success. Entrepreneurs are rarely born; they evolve from technicians who have spirit, energy, and a passion they never let die.

(Tasks

Fill in the gaps with the correct word based on the information given in the above text.   

People _________ from an entrepreneurial seizure often found _________ . Most of them are __________ who need to evolve into managers and over a period of time, ___________ in order to succeed. Their business slowly expands and eventually moves to ___________ as they are willing to ________ new approaches. Being good in business means that you must have an __________ need to build up your knowledge.
Answer the questions.

What did the author find weird at the meeting with her accountant?

What did the accountant say?

How did the author feel after the meeting?

When did Richard open the saloon?

How did his father affect his decision?

What does a technician have to do in order to turn to a manager?

What is the comfort zone of a technician/manager/entrepreneur? 

Why do saloon owners get turned down by doing the job they love?

What is an entrepreneurial seizure?
Who is/can be outstanding in the business world?

Name the strategic option that is available for a saloon owner (based on the article) with the help of the descriptions.
A) This option involves a new approach to business.

B) Doing the job diligently to get there before it is too late.

C) Remain unchanged concerning size.

D) Waiting for some sort of miracle without making much effort.

What does the author mean?

Your saloon will seem like a milestone around your neck.

I had personally put nearly half the saloon takings in the till. 

There was not enough in my business to pay me fair and square. 

Set different priorities for the use of their time. 

(Discussion

Are entrepreneurs born or made? There is a common debate on the subject in the professional literature. What’s your opinion? What supports your opinion? Cite examples, give reasons. 
( Presentation 

Draw up and make a 2-minute presentation with the title ‘Entrepreneurial seizure as a common Hungarian phenomenon’. Use as many expressions from the text as you can but also include your experiences.  
(Writing assignment 

Write an essay with the title ‘Why start-ups rarely grow into business empires’ based on the information from the text. 

(Cards to make

earn sg. fair and square
the takings of a shop/saloon

take money out of the business

offer encouragement/explanations

enthusiasm turns into despair 

face another year

desperately try to do sg.

take responsibility for sy’s own results

shop/office lease for sale

find oneself in business

grow to a size that is difficult to control 

short-lived

through no fault of their own

trade one job to another

unique/separate skill sets

puts systems in place

supervise people

hands-on person who gets the job done

over a period of time

in other words

sy’s time is squeezed

encounter a problem

move from infancy to expansion/maturity

be twofold

survive financially

have a comfort zone

buy into sy’s vision

grow the business fast
generate enough cash to do sg

before time runs out

willing to adopt a new way of thinking

set priorities for the use of time

be second nature to sy

find a new formula

insatiable need to know more

be perceived as blind luck

through good choices 

carve a path that

a step nearer/further away from

(Key

suffering, businesses, technicians, entrepreneurs, maturity, adopt, insatiable

(1) she earned less than her employees, (2) she did not take the amount of profit that the documents showed out of the business
He offered encouragement and explanation. 

Confused and frustrated/she was in total despair.
After he travelled the world on a cruise ship/on shore leave from a cruise ship he worked on

He drummed into him the need to rely on himself and take responsibility for his own results

Work on the business rather than in the business

How much work he can do/how many people he can supervise/how many people buy into his vision

Because it is not sufficiently rewarding/not rewarding enough
When someone who is not an entrepreneur opens a business without knowing what growing the business sis about

Who has an insatiable need to know more

Grow the business, bat out of hell, stay small, hang in there

It will be a heavy burden, something you don’t want and suffer from

She did half of the actual work the profit comes from

The company did not make enough profit to provide adequate compensations for the owner

Consider what is important and spend the time wisely by going ahead with the important tasks
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