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Buy	on	Amazon:	Print	|	Audiobook	Most	small	business	owners	work	in	their	business	rather	than	on	their	business.	People	who	are	exceptionally	good	in	business	are	so	because	of	their	insatiable	need	to	know	more.	Understanding	the	technical	work	of	a	business	does	not	mean	you	understand	a	business	that	does	that	technical	work.	“If	you	are
unwilling	to	change,	your	business	will	never	be	capable	of	giving	you	what	you	want.”	That	Fatal	Assumption:	if	you	understand	the	technical	work	of	a	business,	you	understand	a	business	that	does	that	technical	work.	The	Entrepreneurial	Seizure	occurs	the	moment	you	decide	it	would	be	a	great	idea	to	start	your	own	business.	“Everybody	who
goes	into	business	is	actually	three-people-in-one:	The	Entrepreneur,	The	Manager,	and	The	Technician.”	We	all	have	an	Entrepreneur,	Manager,	and	Technician	inside	us.	Enter	your	email	below,	and	I’ll	send	you	a	free	PDF	summary	of	The	E-Myth	Revisited.	(Includes	exercises	not	found	in	the	post.)	Michael	believes	that	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.	“If	you	are	unwilling	to	change,	your	business	will	never	be	capable	of	giving	you	what	you	want.”	That	Fatal	Assumption:	if	you	understand	the	technical	work	of	a	business,	you	understand	a	business	that	does	that	technical	work.
The	Entrepreneurial	Seizure:	the	moment	you	decide	it	would	be	a	great	idea	to	start	your	own	business.	The	technician	suffering	from	an	Entrepreneurial	Seizure	takes	the	work	he	loves	to	do	and	turns	it	into	a	job.	“Everybody	who	goes	into	business	is	actually	three-people-in-one:	The	Entrepreneur,	The	Manager,	and	The	Technician.”	“The
Entrepreneur	lives	in	the	future,	never	in	the	past,	rarely	in	the	present.	He’s	happiest	when	left	free	to	construct	images	of	‘what-if’	and	‘if-when.’”	“The	Entrepreneur	is	the	innovator,	the	grand	strategist,	the	creator	of	new	methods	for	penetrating	or	creating	new	markets.”	“The	Entrepreneur	is	our	creative	personality—always	at	its	best	dealing
with	the	unknown,	prodding	the	future,	creating	probabilities	out	of	possibilities,	engineering	chaos	into	harmony.”	The	Entrepreneur	has	an	extraordinary	need	for	control.	He	needs	control	of	people	and	events	in	the	present	so	that	he	can	concentrate	on	his	dreams.	“The	Entrepreneur	creates	a	great	deal	of	havoc	around	him,	which	is	predictably
unsettling	for	those	he	enlists	in	his	projects.”	The	Entrepreneur’s	worldview	is	a	world	made	up	of	both	an	overabundance	of	opportunities	and	dragging	feet.	“To	The	Entrepreneur,	most	people	are	problems	that	get	in	the	way	of	the	dream.”	The	Manager	is	pragmatic.	Without	him,	there	would	be	no	planning,	no	order,	no	predictability.	“If	The
Entrepreneur	lives	in	the	future,	The	Manager	lives	in	the	past.	“Where	The	Entrepreneur	craves	control,	The	Manager	craves	order.”	“Where	The	Entrepreneur	thrives	on	change,	The	Manager	compulsively	clings	to	the	status	quo.”	“Where	The	Entrepreneur	invariably	sees	the	opportunity	in	events,	The	Manager	invariably	sees	the	problems.”	“The
Manager	is	the	one	who	runs	after	The	Entrepreneur	to	clean	up	the	mess.”	“Without	The	Manager,	there	could	be	no	business,	no	society.”	“It	is	the	tension	between	The	Entrepreneur’s	vision	and	The	Manager’s	pragmatism	that	creates	the	synthesis	from	which	all	great	works	are	born.”	“The	Technician	is	the	doer.”	“The	Technician	loves	to
tinker.”	“If	The	Entrepreneur	lives	in	the	future	and	The	Manager	lives	in	the	past,	The	Technician	lives	in	the	present.	He	loves	the	feel	of	things	and	the	fact	that	things	can	get	done.”	“As	long	as	The	Technician	is	working,	he	is	happy,	but	only	on	one	thing	at	a	time.	He	knows	that	two	things	can’t	get	done	simultaneously;	only	a	fool	would	try.	So
he	works	steadily	and	is	happiest	when	he	is	in	control	of	the	workflow.”	“The	Technician	mistrusts	those	he	works	for	because	they	are	always	trying	to	get	more	work	done	than	is	either	possible	or	necessary.”	“To	The	Technician,	thinking	is	unproductive	unless	it’s	thinking	about	the	work	that	needs	to	be	done.”	“Thinking	isn’t	work;	it	gets	in	the
way	of	work.”	“The	Technician	isn’t	interested	in	ideas;	he’s	interested	in	‘how	to	do	it.’”	“To	The	Technician,	all	ideas	need	to	be	reduced	to	methodology	if	they	are	to	be	of	any	value.”	“The	Technician	knows	that	if	it	weren’t	for	him,	the	world	would	be	in	more	trouble	than	it	already	is.”	“While	The	Entrepreneur	dreams,	The	Manager	frets,	and	The
Technician	ruminates.”	“Everyone	gets	in	The	Technician’s	way.”	“To	The	Technician,	‘the	system’	is	dehumanizing,	cold,	antiseptic,	and	impersonal.	It	violates	his	individuality.”	“The	fact	of	the	matter	is	that	we	all	have	an	Entrepreneur,	Manager,	and	Technician	inside	us.”	“The	typical	small	business	owner	is	only	10	percent	Entrepreneur,	20
percent	Manager,	and	70	percent	Technician.”	“Most	businesses	are	operated	according	to	what	the	owner	wants	as	opposed	to	what	the	business	needs.”	“The	three	phases	of	a	business’s	growth:	Infancy,	Adolescence,	and	Maturity.”	“If	your	business	depends	on	you,	you	don’t	own	a	business—you	have	a	job.	And	it’s	the	worst	job	in	the	world
because	you’re	working	for	a	lunatic!”	“The	purpose	of	going	into	business	is	to	get	free	of	a	job	so	you	can	create	jobs	for	other	people.”	“There’s	a	critical	moment	in	every	business	when	the	owner	hires	his	very	first	employee	to	do	the	work	he	doesn’t	know	how	to	do	himself	or	doesn’t	want	to	do.”	“Your	job	is	to	prepare	yourself	and	your	business
for	growth.	“A	Mature	company	is	founded	on	a	broader	perspective,	an	entrepreneurial	perspective,	a	more	intelligent	point	of	view.	About	building	a	business	that	works	not	because	of	you	but	without	you.”	“A	Mature	business	knows	how	it	got	to	be	where	it	is,	and	what	it	must	do	to	get	where	it	wants	to	go.”	“The	Entrepreneurial	Model	has	less
to	do	with	what’s	done	in	a	business	and	more	to	do	with	how	it’s	done.	The	commodity	isn’t	what’s	important—the	way	it’s	delivered	is.”	“Your	business	is	not	your	life.”	“Once	you	recognize	that	the	purpose	of	your	life	is	not	to	serve	your	business,	but	that	the	primary	purpose	of	your	business	is	to	serve	your	life,	you	can	then	go	to	work	on	your
business,	rather	than	in	it,	with	a	full	understanding	of	why	it	is	absolutely	necessary	for	you	to	do	so.”	“Pretend	that	the	business	you	own—or	want	to	own—is	the	prototype,	or	will	be	the	prototype,	for	5,000	more	just	like	it.”	“Documentation	says,	‘This	is	how	we	do	it	here.’”	“Without	documentation,	all	routinized	work	turns	into	exceptions.”
“Documentation	provides	your	people	with	the	structure	they	need	and	with	a	written	account	of	how	to	‘get	the	job	done’	in	the	most	efficient	and	effective	way.”	“What	you	do	in	your	model	is	not	nearly	as	important	as	doing	what	you	do	the	same	way,	each	and	every	time.”	Go	to	work	on	your	business	rather	than	in	it,	and	ask	yourself	the
following	questions:	How	can	I	get	my	business	to	work,	but	without	me?	How	can	I	get	my	people	to	work,	but	without	my	constant	interference	How	can	I	systematize	my	business	in	such	a	way	that	it	could	be	replicated	5,000	times,	so	the	5,000th	unit	would	run	as	smoothly	as	the	first?	How	can	I	own	my	business,	and	still	be	free	of	it?	How	can	I
spend	my	time	doing	the	work	I	love	to	do	rather	than	the	work	I	have	to	do?	Innovation	is	the	mechanism	through	which	your	business	identifies	itself	in	the	mind	of	your	customer	and	establishes	its	individuality.	Quantification:	the	numbers	related	to	the	impact	an	Innovation	makes.	“Orchestration	is	the	elimination	of	discretion,	or	choice,	at	the
operating	level	of	your	business.”	“Once	you’ve	innovated,	quantified,	and	orchestrated	something	in	your	business,	you	must	continue	to	innovate,	quantify,	and	orchestrate	it.”	“Think	of	your	business	as	though	it	were	the	prototype	for	5,000	more	just	like	it.”	“Your	Business	Development	Program	is	the	vehicle	through	which	you	can	create	your
Franchise	Prototype.”	The	Program	is	composed	of	seven	distinct	steps:	Your	Primary	Aim	Your	Strategic	Objective	Your	Organizational	Strategy	Your	Management	Strategy	Your	People	Strategy	Your	Marketing	Strategy	Your	Systems	Strategy	But	before	you	can	determine	what	that	role	will	be,	you	must	ask	yourself	these	questions:	What	do	I
value	most?	What	kind	of	life	do	I	want?	What	do	I	want	my	life	to	look	like,	to	feel	like?	Who	do	I	wish	to	be?	Michael	believes	great	people	are	those	who	know	how	they	got	where	they	are,	and	what	they	need	to	do	to	get	where	they’re	going.	“Great	people	have	a	vision	of	their	lives	that	they	practice	emulating	each	and	every	day.”	Michael
believes	that	the	difference	between	great	people	and	everyone	else	is	that	great	people	create	their	lives	actively,	while	everyone	else	is	created	by	their	lives,	passively	waiting	to	see	where	life	takes	them	next.	“The	difference	between	a	warrior	and	an	ordinary	man	is	that	a	warrior	sees	everything	as	a	challenge,	while	an	ordinary	man	sees
everything	as	either	a	blessing	or	a	curse.”	Before	you	start	your	business,	or	before	you	return	to	it	tomorrow,	ask	yourself	the	following	questions:	What	do	I	wish	my	life	to	look	like?	How	do	I	wish	my	life	to	be	on	a	day-to-day	basis?	What	would	I	like	to	be	able	to	say	I	truly	know	in	my	life,	about	my	life?	How	would	I	like	to	be	with	other	people	in
my	life—my	family,	my	friends,	my	business	associates,	my	customers,	my	employees,	my	community?	How	would	I	like	people	to	think	about	me?	What	would	I	like	to	be	doing	two	years	from	now?	Ten	years	from	now?	Twenty	years	from	now?	When	my	life	comes	to	a	close?	What	specifically	would	I	like	to	learn	during	my	life—spiritually,	physically,
financially,	technically,	intellectually?	About	relationships?	How	much	money	will	I	need	to	do	the	things	I	wish	to	do?	By	when	will	I	need	it?	“Your	Strategic	Objective	is	a	very	clear	statement	of	what	your	business	has	to	ultimately	do	for	you	to	achieve	your	Primary	Aim.”	“How	big	is	your	vision?	How	big	will	your	company	be	when	it’s	finally	done?
Will	it	be	a	$300,000	company?	A	million-dollar	company?	A	$500-million	company?”	“At	the	beginning	of	your	business,	any	standards	are	better	than	no	standards.”	“Creating	money	standards	is	not	just	strategically	necessary	for	your	business;	it	is	strategically	necessary	for	your	life,	for	the	realization	of	your	Primary	Aim.”	“The	first	question	you
must	always	ask	when	creating	standards	for	your	Strategic	Objective	is:	What	will	serve	my	Primary	Aim?”	“How	much	money	do	I	need	to	live	the	way	I	wish?	Not	in	income	but	in	assets.	In	other	words,	how	much	money	do	you	need	in	order	to	be	independent	of	work,	to	be	free?”	The	ultimate	reason	to	create	a	business	of	your	own	is	to	sell	it.
“An	Opportunity	Worth	Pursuing	is	a	business	that	can	fulfill	the	financial	standards	you’ve	created	for	your	Primary	Aim	and	your	Strategic	Objective.”	“How	do	you	know	whether	you	have	an	Opportunity	Worth	Pursuing?	Look	around.	Ask	yourself:	Does	the	business	I	have	in	mind	alleviate	a	frustration	experienced	by	a	large	enough	group	of
consumers	to	make	it	worth	my	while?”	When	asked	what	kind	of	business	they’re	in,	most	business	owners	respond	with	the	name	of	the	commodity	they	sell.	Always	the	commodity,	never	the	product.	The	difference	is	the	commodity	is	the	thing	your	customer	actually	walks	out	with	in	his	hand.	The	product	is	what	your	customer	feels	as	he	walks
out	of	your	business.	What	he	feels	about	your	business,	not	what	he	feels	about	the	commodity.	Understanding	the	difference	between	the	commodity	and	the	product	is	what	creating	a	great	business	is	all	about.	“What’s	your	product?	What	feeling	will	your	customer	walk	away	with?	What	is	he	really	buying	when	he	buys	from	you?”	“People	buy
feelings.”	“Most	companies	organize	around	people	rather	than	around	accountabilities	or	responsibilities.”	“The	result	is	almost	always	chaos.”	Without	an	Organizational	Chart,	everything	hinges	on	luck	and	good	feelings,	on	the	personalities	of	the	people	and	the	goodwill	they	share.	An	example	of	an	Organizational	Chart:	A	Position	Contract	is	a
summary	of	the	results	to	be	achieved	by	each	position	in	the	company.	You	need	a	management	system	to	successfully	implement	a	management	strategy.	“A	system	is	a	set	of	things,	actions,	ideas,	and	information	that	interact	with	each	other,	and	in	so	doing,	alter	other	systems.”	Your	people	want	to	for	a	boss	who’s	created	a	clearly	defined
structure	for	acting	in	the	world.	They	want	a	structure	through	which	they	can	test	themselves	and	be	tested.	This	structure	is	called	a	game.	The	degree	to	which	people	buy	into	your	game	depends	on	how	well	you	communicate	the	game	to	them	at	the	outset	of	your	relationship.	Your	People	Strategy	is	the	way	you	communicate	this	idea.	A	few
rules	to	keep	in	mind:	Never	figure	out	what	you	want	your	people	to	do	and	then	try	to	communicate	a	game	out	of	it	Never	create	a	game	for	your	people	you’re	unwilling	to	play	yourself	Make	sure	there	are	specific	ways	of	winning	the	game	without	ending	it	Change	the	game	from	time	to	time—the	tactic,	not	the	strategy	Never	expect	the	game
to	be	self-sustaining.	People	need	to	be	reminded	of	it	constantly	The	game	has	to	make	sense	The	game	needs	to	be	fun	from	time	to	time	If	you	can’t	think	of	a	good	game,	steal	one	“Forget	everything	but	your	customer.”	“Demographics	and	psychographics	are	the	two	essential	pillars	supporting	a	successful	marketing	program.”	“If	you	know	who
your	customer	is—demographics—you	can	then	determine	why	he	buys—psychographics.”	“If	your	customer	doesn’t	perceive	he	needs	something,	he	doesn’t,	even	if	he	actually	does.”	There	are	three	kinds	of	systems	in	your	business:	Hard	Systems	Soft	Systems	Information	Systems.	“Hard	Systems	are	inanimate,	unliving	things.”	“Soft	Systems	are
either	animate—living—or	ideas.”	“Information	Systems	are	those	that	provide	us	with	information	about	the	interaction	between	the	other	two.”	If	you	like	The	E-Myth	Revisited,	you	may	also	enjoy	the	following	books:	Print	|	Audiobook	Psychology	Book	Summaries	Or,	browse	more	book	summaries.	Jump	to	ratings	and	reviews	8122	people	are
currently	reading160943	people	want	to	readMichael	E.	Gerber	is	an	American	author	and	founder	of	Michael	E.	Gerber	Companies,	a	business	skills	training	company	based	in	Carlsbad,	California.Displaying	1	-	30	of	3,076	reviewsMay	8,	2025Insightful	guidance	to	build	a	business	that	runs	without	you.	It	shows	how	to	work	on	your	business,	not	in
it.	It	explains	how	to	get	your	people	to	work	without	your	involvement.	It	tells	how	to	systematize	so	your	business	could	be	replicated	thousands	of	times.	It	shows	how	to	do	the	work	you	love	rather	than	the	work	you	have	to	do.	Gerber	is	at	times	long-winded	and	repetitive.I	had	heard	about	The	E-Myth	and	Michael	Gerber	in	several	places,	and
finally	decided	to	read	the	book	when	a	successful	business	owner	recommended	it.	I've	since	read	it	multiple	times.NotesThe	Entrepreneurial	MythThe	E-Myth	(Entrepreneurial	Myth)	is	that	most	businesses	are	started	by	entrepreneurs	seeking	profit.	In	actuality,	most	businesses	are	started	by	technicians	(skilled	workers)	who	decide	to	work	for
themselves.	The	problem	is	they	understand	the	technical	work,	not	the	business	that	does	that	technical	work,	which	is	the	cause	of	most	small	business	failures.	The	technician	essentially	creates	a	job,	not	a	business,	and	it	requires	the	technician's	constant	efforts	to	function,	rather	than	granting	the	desired	freedom.The	Entrepreneur,	the
Manager,	and	the	TechnicianGerber	explains	that	we're	all	composed	of	3	personalities.	For	your	business	to	succeed,	you	must	balance	each	role:•	Entrepreneur:	a	future-focused,	creative,	strategic	visionary	who	sees	and	pursues	opportunities,	craves	control,	embraces	change•	Manager:	a	past-focused	worrier	who	craves	order,	resists	change,
plans,	organizes•	Technician:	a	present-focused	worker	who	craves	getting	things	done,	wants	to	control	workflow,	doesn't	value	dreams	&	abstract	ideas,	is	an	individualistTypical	small	business	owner	is	10%	Entrepreneur,	20%	Manager,	70%	Technician.Infancy:	The	Technician's	PhaseEntrepreneur	bases	business	on	what	business	needs	(growth
and	change);	Technician	bases	business	on	what	they	want	(using	their	skills	without	constraints	of	boss).If	your	business	depends	on	you,	you	don't	own	a	business,	you	own	a	job.	Purpose	of	having	business	is	to	be	free	of	job.Adolescence:	Getting	Some	HelpWhen	owner	thinks	for	something	to	be	done	right,	they	need	to	do	it	themselves,	that
inhibits	business	growth.	Technician	must	allow	Entrepreneur	and	Manager	to	play	roles.Beyond	the	Comfort	ZoneWhen	Technician	is	beyond	their	comfort	zone,	they	often	shrink	and	simplify	business	back	to	their	comfort	zone,	where	they	can	manage	it	themselves,	and	it	doesn't	demand	things	they	can't	provide.	This	eventually	leads	to	burnout,
business	atrophy,	and	business	failure.You	must	plan,	envision,	and	clearly	articulate	future	of	business	to	employees.	Vision	of	future	shapes	the	present.Maturity	and	the	Entrepreneurial	PerspectiveEntrepreneur	builds	business	as	solution	to	frustration	customers	have.	Technician	builds	business	on	their	skills.	To	Technician,	customers	are
problems,	because	customers	rarely	want	what	Technician	wants	to	offer	at	price	Technician	wants.	To	Entrepreneur,	customers	are	opportunities,	because	they	have	endless	wants.Working	On	Your	Business,	Not	In	ItWork	on	your	business,	not	in	it.Build	your	business	as	if	it	were	the	prototype	for	5,000	businesses.	This	is	the	"franchise
model."Franchise	model	rules•	Provide	consistent	value	to	customers,	employees,	suppliers,	lenders,	beyond	what	they	expect•	Operated	by	people	with	lowest	level	of	skill	necessary,	to	make	staffing	easier	and	less	expensive•	A	place	of	impeccable	order•	All	work	documented	in	operations	manuals•	Provide	uniformly	predictable	service	to
customer•	Use	uniform	color,	dress,	facilities	codeCreate	business	that's	systems-dependent,	not	people-dependent.	Make	system	the	expert	rather	than	hiring	experts.The	Business	Development	ProcessBusiness	must	predictably	give	customer	what	they	want	every	time,	or	they'll	get	it	somewhere	else.Your	Strategic	ObjectiveYour	product	is	the
feeling	the	customer	has	when	they	do	business	with	you,	not	the	commodity	you	sell.	How	your	business	interacts	with	the	customer	is	more	important	than	what	it	sells.Your	Organizational	StrategyPosition	contract	(use	instead	of	job	description)•	Results	to	achieve•	Work	person	is	accountable	for•	Standards	by	which	results	are	evaluated•
Signature	lineYour	People	StrategyIf	you	hire	experienced	managers,	they'll	manage	by	standards	they	learned	in	other	businesses,	not	yours.	Instead,	set	management	standards	yourself,	then	hire	people	who	want	to	learn	how	to	manage,	and	teach	them	your	standards.Your	Marketing	StrategyDon’t	"find	a	need	and	fill	it."	Find	a	perceived	need
and	fill	it.	This	requires	knowing	your	ideal	customer's	demographics	and	psychographics.Marketing	is	delivering	the	promise	no	one	else	in	your	industry	dares	to	make.Your	Systems	StrategyPower	Point	Selling1.	Appointment	Presentation:	Get	prospect's	emotional	commitment	by	describing	your	product	(feelings	it	gives	prospect)	not	commodity
(good	or	service).	Set	appointment	for	Needs	Analysis	Presentation.2.	Needs	Analysis	Presentation:	Re-establish	prospect's	emotional	commitment.	Explain	your	expertise	and	say	you	want	to	use	it	to	help	them.	Describe	how	your	product	will	benefit	prospect	(relieve	frustration).	Collect	needed	info	from	prospect.	Set	appointment	for	Solutions
Presentation.3.	Solutions	Presentation:	Help	customer	feel	their	frustration	more	deeply,	and	recognize	you	have	solution.	Provide	rational	armament	to	back	up	prospect's	emotional	commitment	by	reviewing	what	prospect	said	in	Needs	Analysis	Presentation.	Ask,	"Of	the	options	we've	suggested,	which	do	you	feel	would	best	serve	you	right	now?"
Say	nothing	until	prospect	answers.business	non-fiction	salesDecember	2,	2007About	half	a	dozen	important	ideas	buried	in	a	mass	of	cloying,	poorly	written	prose.The	268	pages	dedicated	to	this	text	could	have	been	cut	to	60	and	the	book	would	have	been	better	for	it.	As	it	is,	prepare	to	skim.The	author's	habit	of	inventing	characters	that
compliment	him	on	his	own	ideas	is	a	recurring	and	increasingly	annoying	technique.	He	also	compliments	his	invented	characters	for	their	eloquence	and	drops	repeated	advertisements	for	his	own	company	in	the	text.	Classy.July	10,	2011If	it	weren't	for	the	condescending,	overly-simplistic,	overly-drawn	out,	incessantly	repetitive	tone	of	this	book,
it	would	be	good--it	does	have	meaningful	concepts,	it	just	should	have	been	twenty	pages	long.	I've	spent	years	working	in	consulting	where	process	works	when	people	don't.	This	book	took	sixty	pages	to	suggest	that	the	poor	overworked	technician	hire	help.	Another	fifty	pages	to	explain	that	you	need	good	processes	so	that	you	can	hire	low-
skilled	people.	That	you	define	a	role	and	work	yourself	out	of	it.	Jeebus.	These	are	bullet	points,	not	multiple	chapters.	The	worst	offense	is	how	he	has	a	fictional	conversation	with	a	fictional	business	owner--and	they	lay	massive	complements	on	each	other.	I	can	just	see	the	author	writing	these	dialogues	with	a	smitten	sense	of	self	satisfaction
about	how	clever	he	was.	Major	turn-off	and	distraction	from	the	content.Good	book	for	people	who	think	they	have	a	skill	that	they	can	monetize	but	have	little	to	no	corporate	experience.	I	would	not	recommend	it	to	anyone	who	has	already	been	through	the	corporate	America	big	business	grinder.	August	4,	2016Maybe	I'm	being	unfair.	Maybe,
because	I'm	a	writing	teacher,	this	book	bothered	me	more	than	it	should	have.	To	be	fair,	there	are	some	good	(though	not	groundbreaking)	business	ideas	here,	mostly	common	sense	concepts	that	are	good	to	refresh	and	reemphasize.	But	I	found	a	few	of	Gerber's	writing	habits	irksome.	His	needless	repetition	belittles	his	audience.	His	habit	of
belaboring	a	point	by	adding	to	it	a	litany	of	fragments	that	simply	restate	the	concept	was	tiresome.	His	long,	rambling,	and	oddly,	overly	detailed	autobiographical	anecdotes	were	unnecessary	and	often	unrelatable.	But	the	main	concepts	also	confounded	me	at	times.	The	E-Myth	is	that,	inside	each	business	owner	are	three	warring	factions:	the
Entrepreneur,	the	Manager,	and	the	Technician.	Until	we	get	those	three	personalities	to	cohabitate	peacefully,	we	won't	be	successful	in	business.	Gerber	has	a	habit	of	capitalizing	things,	as	if	to	coin	a	phrase	for	an	already	well-known	concept	and	brand	it	as	his	own.	Be	prepared	for	a	lot	of	that.	Make	no	mistake:	if	your	business	is	failing,	he	says,
you	are	the	problem.	So	this	is	primarily	a	concept	piece,	a	philosophical	work	on	the	paradigm	he	feels	successful	business	owners	should	take,	not	a	how-to	manual.For	him,	business	is	a	proving	ground--	a	dojo	of	sorts--	in	which	a	man	can	test	his	inner	mettle,	and	create	a	world	that	is	ordered,	and	gives	him	what	we	all	crave:	relationship,	order,
and	"more	life."	It's	an	exercise	of	his	life	purpose,	his	inner	humanity.	Okay.	I'll	give	him	that.	But,	having	now	read	the	entire	book,	I	can	say	it	reads	like	a	cautionary	tale	against	going	into	business.	One	of	his	big	ideas	is	the	Franchise	Prototype,	guided	by	an	infinitely	detailed	Operations	Manual	with	a	scientifically	proven	set	of	systems	for	each
and	every	thing	your	business	does	(from	cleaning	toilets	to	selling	widgets	to	greeting	customers	and	answering	phones).	Just	the	thought	of	literally	researching	and	systematizing	(and	organizing	and	assigning	tasks	to	specific	people)	for	every.single.thing	we	do	from	making	coffee	to	filing	invoices	sounds	like	a	monolithis	task.	But	he	claims	that,
with	the	right	system	for	Absolutely	Everything,	you	can	easily	train	and	hire	total	nincompoops	(he	is	very	clear	that	you	don't	need	experience	or	talent	in	your	employees--	in	fact,	experienced	and	talented	employees	are	way	more	trouble	and	expense	than	they're	worth,	and	are	still	as	unpredictable	as	any	other	human),	and	your	customer	will	get
the	best	possible	experience,	every	time.	He	takes	his	concept	from	the	franchise	models	of	places	like	McDonald's,	which,	though	certainly	not	a	model	of	quality,	definitely	stands	as	a	model	of	consistency.	Give	the	customer	a	consistent	experience,	Gerber	urges,	and	he	will	feel	in	control.	This	is	where	the	difference	between	pre-9/11	American
business	and	out	post-9/11	culture	is	most	apparent.	He	gives	a	sample	sales	script	(according	to	the	Systems	mentality,	every	interaction	between	customer	and	employee	should	follow	an	unvarying	script)	that	is	painful.	It	sounds	like	a	TV	announcer	from	the	1950's.	But	Gerber	cautions	that	if,	after	careful	research	into	the	demographics	and
psychographics	of	your	chosen	customer,	you	create	a	marketing	system,	use	it	"as	long	as	it	works,"	and	then	when	it	stops	working,	change	it.	Your	business	is	dynamic,	and	all	of	your	employees	should	be	looking	for	ways	to	innovate	and	improve	systems.	Naturally,	because	hiring	untalented	nincompoops	who	like	to	follow	a	script	naturally
spawns	a	team	of	proactive,	forward-thinking	innovators.	I	found	that	a	little	confounding,	too.	In	fact,	Gerber	is	from	a	different	world:	one	filled	with	honest,	hard-working	employees	just	waiting	for	a	Boss	to	Believe	In.	And	once	they	buy	into	his	Big	Idea	(the	"Game"	as	Gerber	calls	it),	they	will	play	that	game	with	gusto	because	they	love	and	look
up	to	him.	I	have	rarely	met	a	person	in	my	generation	who	venerates	his	boss	like	this.	But	maybe	that's	why	Gerber	and	I	don't	click.	I'm	a	Gen-Xer	in	post-9/11	America,	and	he's	a	hippie	poet	who	smoked	weed	in	his	VW	bus	until	he	had	to	go	corporate	to	make	a	living.	He's	made	a	great	life	for	himself	at	E-Myth	Worldwide,	and	I'm	happy	for	him.
I'm	grateful	for	the	bits	of	this	book	I	will	use	as	reminders.	I	probably	won't	read	another	of	his	books.June	2,	2014I	found	this	book	poorly	written	and	condescending.	The	formula	Gerber	prescribes	for	struggling	small	business	owners	could	have	been	easily	explained	in	a	few	bullet	points	without	the	endless	anecdotes	about	"Sarah's	Pie	Shop"	and
annoying	made-up	terms.	(Stop	trying	to	make	Turn-Key	Revolution	happen!	It's	not	going	to	happen.)November	4,	2018I	skimmed	this	book	five	years	ago	after	hearing	about	it	from	some	North	Point	staff	members.	I	thought	I	understood	the	basic	ideas,	so	for	the	last	five	years	the	book	sat	on	my	shelf.	Until	this	week.	I	had	a	chance	to	listen	to	the
book	this	week,	and	will	likely	add	it	as	required	reading	for	all	our	new	staff	members.Great	lessons:1)	Most	people	get	into	business	(ministry?)	because	they	like	doing	something	and	wish	they	could	do	it	for	themselves.	Naively,	they	think	they'll	have	more	flexibility	or	earn	more	of	the	profit.	Seldom	do	they	consider	the	start-up	costs,	the	risk
and	the	need	for	discipline	or	systems.	These	people,	says	the	author,	are	technicians.	They	have	a	technical	skill,	e.g.,	baking	pies	(preaching)	but	lack	either	the	management	tools	or	the	margin	to	initiate	improvements	and	grow	the	business.2)	As	a	result,	most--up	to	80%--of	new	business	start-ups	fail,	and	fail	miserably.	3)	Enter	systems.	Systems
allow	one	to	scale	and	automate	and	refine	in	a	way	that	a	single	individual	often	cannot.	Imagine,	says	the	author,	designing	a	business	model	that	can	be	replicated	5000	times!	Engineer	as	much	of	the	operations	as	possible	to	be	fool-proof.	Break	down	the	components	into	small	pieces	that	can	be	managed	by	someone	with	very	little	innate	ability
and/or	training.	4)	Be	cautious	of	talent.	Too	often,	hiring	"talented"	managers	can	screw	up	the	system	because	they	begin	to	turn	dials	and	make	changes.	It	may	seem	counter-intuitive,	but	these	self-starters	can	really	cause	big	problems	quickly.	They	have	a	role,	but	it's	in	the	R&D	department,	not	on	the	execution	side.	5)	Turn	training	into	a
game.	Make	it	fun	for	new	staff	to	learn	what	is	expected.	6)	Measure	everything	.	.	.	so	you	can	diagnose	more	efficiently.	7)	Script	everything	.	.	.	so	you	can	more	easily	achieve	consistent/predictable	results,	and	maintain	the	agreed-to	standard.8)	Check-lists	are	common-sense	necessary	for	anything	you	plan	to	do	at	least	twice.	Get	over	the
feeling	these	are	for	idiots;	they	ensure	that	they	right	things	are	done	in	the	right	order.	9)	There	are	sales	techniques	(scripts)	that	work.	Period.10)	This	is	a	book	I'll	probably	add	to	my	"Every	January"	list	for	the	next	few	years	alongside	Acts,	The	Effective	Executive,	Getting	Things	Done,	The	Art	of	War,	etc.January	29,	2008This	is	a	fine	book
showing	some	of	the	flaws	of	small	businesses	and	why	so	many	fail.	The	author	uses	a	fictional	small	business	owner	who	started	a	pie	shop	and	running	herself	ragged.	She	has	a	great	gift	in	making	pies	but	is	burning	herself	out.	She	was	thinking	about	how	she	her	job	was	making	and	selling	pies	when	her	business	could	and	should	be	so	much
more.Successful	companies	don’t	actually	sell	the	products	that	they	make.	They	fulfill	an	emotional	need	of	their	clients.	For	instance,	Southwest	Airlines	is	not	selling	airline	tickets	but	a	fun	way	to	travel.	Disney	is	not	selling	you	a	Mickey	Mouse	hat	but	to	experience	having	the	innocence	of	child	again.	Harley-Davidson	is	not	selling	you	a
motorcycle	–	but	a	membership	to	a	rebellious,	unbridled	culture.My	mind	went	racing	while	I	thought	of	the	four	or	five	companies	on	my	mind.This	book	finally	made	some	sense	about	why	someone	would	write	a	book	telling	the	world	their	secrets.	The	author	possibly	has	hit	a	ceiling	on	the	amount	of	time	he	can	invest	–	the	amount	of	money	he
can	make.	The	only	way	he	could	make	more	money	is	to	leverage	himself	in	making	CD’s,	doing	lectures,	and	yes,	writing	books.The	third	major	point	this	book	made	was	about	systems.	I	really	dislike	systems	in	the	workplace	because	they	dehumanize	the	person.	However,	the	author	made	some	of	the	best	arguments	against	this	notion.	I’m	forced
to	rethink	my	ideas	on	this	subject.But	if	you	are	a	small	business	owner	or	are	looking	to	become	one,	you	really	have	to	read	this.February	16,	2016The	The	E-Myth	Revisited	deals	with	two	major	misconceptions	about	running	a	business:	that	every	small	business	owner	is	an	entrepreneur	and	the	assumption	that	working	on	your	business	is	the
same	as	working	in	your	business.	This	book	is	an	absolute	must-read	for	business	owners	and	while	on	occasion	the	writing	is	a	little	cheesy	there	are	plenty	of	really	important	topics	discussed	in	a	clear,	informative	manner,	which	will	help	you	grow	your	business	in	a	productive	and	successful	way.December	15,	2013This	book	is	appears	in	all
must-read-business-books-lists.Well,	not	on	mine.While	I	agree	that	standardization	of	processes	can	go	long	way,	the	McDonald's	of	the	world	already	exist.	Trying	to	create	another	one,	is	as	likely	as	to	aiming	to	be	the	next	Facebook.The	way	I	work	in	the	corporate	world,	and	the	way	I	see	myself	working	in	an	enterprise	of	my	own,	isn't	factory
work,	follow	the	manual	and	nothing	but	the	manual,	don't	think	just	execute	bogus.We're	human	working	for	humans,	everyone	is	different,	each	need	is	unique,	each	problem	as	its	solution.	While	the	approach	should	at	least	to	have	standard	set	of	principals,	I	don't	see	myself	hiring	other	people	to	serve	as	automatons...Maybe	I	missed	the
purpose	of	the	book.Or	maybe	I'm	just	nayve.March	6,	2017The	principles	in	this	book	are	very	good,	and	I	think	Gerber	nails	the	reasons	why	so	many	small	businesses	fail.	The	distinction	between	the	roles	of	Entrepreneur,	Technician	and	Manager	are	well	thought	out	and	reflect	reality.The	systems	Gerber	recommends	putting	into	place	are
stringent,	and	I	feel	it	would	be	difficult	to	transfer	them	to	certain	types	of	business	-	service	businesses,	and	highly	skilled	technical	businesses	for	example.	It's	very	much	geared	to	businesses	that	provide	goods	and	could	theoretically	operate	a	franchise	model.	Nevertheless,	some	good	points	and	ideas	about	business	development,	attitudes	and
systems	are	made.The	downside	to	the	book	is	that	it's	extremely	wordy.	Ideas	are	repeated	in	more	than	one	way,	in	a	roundabout	style.	The	ideas	are	then	reinforced	in	the	semi-fictionalised	example	of	a	lady	in	a	pie	shop,	and	I	didn't	feel	this	added	a	lot,	especially	as	it	tended	to	regurgitate	the	chapter	with	no	new	ideas.	If	you	can	ignore	the
wordy	bits,	the	underlying	ideas	are	worth	reading	the	book	for.February	4,	2009I	read	this	a	few	years	ago.	It	was	the	text	for	one	of	my	husband's	business	classes.	He	said	it	was	a	good	book...	and	I	said,	"WHAT	DID	YOU	JUST	SAY?"	(qualifies	as	one	of	the	most	rare	phrases	to	escape	his	gorgeous	lips)	So	I	had	to	read	it,	see.It's	actually	pretty
amazing.	I'm	betting	I'll	never	start	my	own	business,	because	the	things	I	do	tend	to	be	less-marketable	services	and	commodities.	Reading,	doing	laundry,	watching	Buffy	the	Vampire	Slayer...	Don't	think	you	get	paid	for	any	of	those	things.	However,	if	I	wanted	to	start	my	own	business,	hypothetically...	I	now	feel	entirely	qualified	to	do	so.Happy
entrepreneuring!	January	23,	2015This	book	is	an	absolute	MUST	READ	for	anyone	looking	to	start	or	manage	a	business.	It's	evergreen	wisdom	that	will	give	you	a	nice	foundation	how	to	plan	your	business	and	the	proper	way	to	manage	it.	Even	if	you	don't	wanna	start	your	own	company	this	book	will	definitely	help	you	understand	more	about
business	in	general	and	how	the	structure	of	a	stable	company	works.	This	is	a	really	valuable	book	full	of	wisdom,	don't	miss	out!October	22,	2020This	is	probably	the	fourth	or	fifth	time	I	have	sat	down	to	try	to	read	"The	E-Myth".	My	past	attempts	have	always	ended	in	abandonment,	but	this	book	is	so	highly	regarded	as	a	business	classic	that	I
decided	to	grit	my	teeth	and	to	power	all	the	way	through	to	the	end	this	time,	no	matter	what.Having	done	so,	I	am	confirmed	in	my	belief	that	this	book	does	not	deserve	all	the	praise	it	has	been	showered	with.	I	remember	now	why	it	was	so	hard	to	finish	-	the	book	has	a	single	point	which	it	keeps	hitting	the	reader	over	the	head	with,	for	far	too
long,	and	with	far	too	little	imagination.The	beginning	of	the	book	is	the	best	part.	It	points	out	something	which	is	non-obvious,	but	rings	true	as	soon	as	you	read	it:	that	most	small	businesses	are	not	started	by	"entrepreneurs".	Rather,	they	are	started	by	"technicians"	-	as	in,	people	who	have	some	kind	of	technical	skill.The	typical	foray	into	small
business	ownership	begins	when	a	technician	has	what	Gerber	calls	an	"entrepreneurial	seizure".	For	instance,	a	hairdresser	quits	working	for	someone	else	and	starts	a	hair	salon	of	their	own.	Trouble	is,	although	these	technicians	know	how	to	do	the	technical	work,	they	are	often	ill-equipped	to	deal	with	the	new	and	different	challeges	that	come
with	running	a	small	business.	That's	a	pretty	good	statement	of	the	problem,	so	I'll	give	"The	E-Myth"	credit	there.But	reading	further,	I	became	highly	skeptical	when	Gerber	argues	that	this	one	thing	-	technicians	being	unable	or	unwilling	to	do	entrepreneurial	work	-	is	the	main	reason	behind	why	most	small	businesses	fail.	Surely	I	thought	to
myself,	*any	number	of	things*	can	be	the	death-knell.	For	example,	the	cause	of	failure	can	as	simple	as	not	offering	a	product	which	enough	customers	want,	or	not	being	able	to	sell	it	at	a	high	enough	price.	But	no,	this	is	skipped	over	entirely.To	me,	this	is	the	core	problem	with	"The	E-Myth"	-	it	says	that	every	business	problem	stems	from	a
failure	to	build	systems.	And	every	solution	begins	with	deploying	the	book's	"keys	to	success".	It's	classic	guru	advice:	*success	will	be	yours,	if	only	you	do	this	one	thing*.	Anyone	with	an	ounce	of	experience	will	recognise	that	reality	is	a	lot	more	detailed	than	that.Another	thing	that	was	eyebrow-raising	was	the	"conversation"	between	Gerber	and
the	woman	who	owns	the	pie	shop:	"Sarah".	Sarah	has	a	problem	that	many	small	business	owners	can	identify	with	-	she	loves	doing	the	technical	work	(in	her	case,	baking	pies),	but	she	hates	doing	all	the	other	stuff	that	come	with	owning	her	own	shop.Sarah	becomes	despondent	at	the	idea	of	having	to	spend	her	time	doing	entrepreneurial	work.
After	all,	she	loves	baking	pies	-	not	sales,	managing,	and	so	on.	So	Sarah	asks	Gerber	point	blank:	"What	should	I	do	if	I	just	want	to	bake	pies?",	and	swiftly	gets	told	that	in	this	case	she	should	shut	her	business	down	and	get	a	job.	But	then,	just	a	few	pages	later,	Sarah	does	a	180	degree	turn	and	becomes	eager	to	learn	how	to	become	an
entrepreneur!	It's	a	stunning,	and	quite	unbelievable	transformation...	which	makes	me	suspect	that	"Sarah"	is	not	really	based	on	an	actual	person	at	all	-	rather,	she	is	probably	a	device	which	Gerber	invented	in	order	to	cast	himself	in	the	role	of	the	all-knowing	expert.	I	don't	know	this	for	sure,	but	it's	what	it	felt	like	when	reading.Earlier,	I
mentioned	the	lack	of	imagination	in	"The	E-Myth".	It	seems	to	me	that	there	are	many	ways	to	build	a	fulfilling	life,	beyond	either	"getting	a	job"	on	the	one	hand,	or	building	a	"McDonald's"	type	business	on	the	other	(McDonald's	is	the	example	that	Gerber	consistently	holds	up	as	the	paragon	of	business	model	success,	which	all	readers	ought	to
try	to	emulate).	You	can	sell	your	time	as	a	freelancer,	you	can	become	the	best	in	the	world	at	your	craft	and	charge	a	lot	for	what	you	do,	you	can	build	a	startup	and	scale	through	software	rather	than	through	franchising.	All	of	these	can	be	good	options	for	different	people	at	different	times	-	but	it	doesn't	fit	Gerber's	cookie-cutter	approach,	so	no
mention	of	any	of	them.So	"The	E-Myth"	is	a	several-hundred-page	book	with	one	decent	piece	of	advice:	if	you	want	to	be	an	entrepreneur,	you	should	*build	systems*.	-	This	will	ensure	a	consistent,	repeatable	customer	experience.	-	It	also	means	each	individual	staff	member	becomes	more	dispensable	(because	they	are	a	cog	in	the	wheel,	rather
than	a	lynchpin),	which	gives	the	business	owner	more	power.If	you	understand	that,	then	you	don't	really	need	to	read	the	rest.	March	20,	2021There	is	some	really	good	content	buried	in	this	book...	But	to	find	it,	you'll	have	to	wade	through	some	sappy,	cheesy,	self-congratulatory	dialogs	with	an	imaginary	owner	of	a	new	bakery	business,	plus	a
number	of	pseudo-philosophical	nonsense	rants	on	the	beauty	of	life	and	business.	Also,	as	you	get	deeper	into	the	book,	each	chapter	contains	less	and	less	valuable	content,	but	more	and	more	sloppy	pitches	for	the	author's	consulting	company;	by	the	time	you	get	to	the	marketing	chapter,	it's	basically	a	few	pages	of	filler,	followed	by	"At	Michael
E	Gerber	Companies,	we	can	help	you	with	marketing..."	Bleh.That	said,	there	really	is	some	good	stuff	here,	so	as	long	as	you're	good	at	skimming	past	the	BS,	it's	a	worthwhile	read	for	any	entrepreneur.	Here	are	some	of	my	favorite	insights:(1)	"Everybody	who	goes	into	business	is	actually	three-people-in-one:	The	Entrepreneur,	The	Manager,	and
the	Technician."	Many	people	who	start	businesses	are	Technicians:	they	are	experts	at	doing	the	technical	work	of	a	business	and	they	figure	they	can	create	a	company	around	those	skills.	But,	as	it	turns	out,	the	"technical	work	of	a	business	and	a	business	that	does	technical	work	are	two	totally	different	things!"	To	succeed	as	a	business	owner,
you'll	need	not	only	the	skills	of	a	Technician,	but	also	the	skills	of	an	Entrepreneur	and	a	Manager.(2)	One	of	the	key	differences	between	the	Technician	and	the	Entrepreneur	is	what	they	build	as	a	product.	To	the	Technician,	the	product	is	whatever	the	company	delivers	and	sells	to	a	customer	(i.e.,	the	widgets).	But	to	the	Entrepreneur,	the
business	itself	is	the	product.	Whereas	the	Technician	works	in	the	business,	the	Entrepreneur	works	on	the	business.	And	if	you	don't	have	the	latter,	you	can't	succeed,	no	matter	how	good	you	are	at	the	former.(3)	"The	true	product	of	a	business	is	the	business	itself."	I	think	this	is	the	most	important	insight	in	this	entire	book:	to	think	of	the
business	itself	as	a	product,	as	a	machine	that	can	consistently	and	repeatedly	produce	a	certain	result.	And	that	machine	should	work	without	you,	or	any	specific	individual	involved.	The	book	pitches	this	as	a	"franchise"	concept—where	you	create	a	reusable	blueprint	for	your	business,	so	you	can	stamp	out	franchises	all	over	the	place—but	even	if
you	don't	plan	on	actually	franchising	anything,	to	be	successful,	you	still	need	to	build	your	business	in	exactly	this	way.	"What	Ray	Kroc	understood	at	McDonald's	was	that	the	hamburger	wasn't	his	product.	McDonald's	was."	(4)	The	key	insight	of	this	book	is	more	or	less	the	same	insight	as	in	the	book	Built	to	Sell:	you	should	build	your	business
as	if	you	were	going	to	sell	it	to	someone,	even	if	you	have	no	plans	to	sell	it	whatsoever.	And	a	business	that's	optimized	for	selling	is	just	like	a	business	that's	optimized	for	franchising:	it's	a	machine,	a	repeatable	process,	one	that	can	be	executed	by	anyone,	and	not	just	you	(since	you	won't	be	involved	after	selling!).	"Forced	to	create	a	business
that	worked	in	order	to	sell	it,	he	also	created	a	business	that	would	work	once	it's	sold,	no	matter	who	bought	it.	Armed	with	that	realization,	he	set	about	the	task	of	creating	a	foolproof,	predictable	business.	A	systems-dependent	business,	not	a	people-dependent	business.	A	business	that	could	work	without	him.	Unlike	most	small	business	owners
before	him—and	since—Ray	Kroc	went	to	work	on	his	business,	not	in	it.	He	began	to	think	about	his	business	like	an	engineer	working	on	a	pre-production	prototype	of	a	mass-produceable	product."(5)	One	of	the	keys	to	building	a	"franchise"	(even	if	you	don't	plan	on	franchising)	is	to	find	a	way	to	build	a	business	that	is	systems-dependent	rather
than	people-dependent.	That	is,	your	business	should	be	able	to	deliver	results	to	the	customer,	not	based	on	hiring	employees	who	are	world's	greatest	experts	and	can	therefore	do	extraordinary	things	to	get	those	results—experts	are	rare	and	expensive,	and	their	performance	fluctuates	(e.g.,	depending	on	mood	or	motivation),	so	it's	hard	to	scale
a	business	around	them—but	based	on	having	the	right	system	in	place	that	allows	regular	employees	to	consistently	get	those	same	results."It	is	literally	impossible	to	produce	a	consistent	result	in	a	business	that	depends	on	extraordinary	people.	No	business	can	do	it	for	long.	And	no	extraordinary	business	tries	to!	Because	every	extraordinary
business	knows	that	when	you	intentionally	build	your	business	around	the	skills	of	ordinary	people,	you	will	be	forced	to	ask	the	difficult	questions	about	how	to	produce	a	result	without	the	extraordinary	ones.	You	will	be	forced	to	find	a	system	that	leverages	your	ordinary	people	to	the	point	where	they	can	produce	extraordinary	results	over	and
over	again."(6)	The	book	defines	a	Business	Development	Program,	which	is	a	step	by	step	guide	for	how	to	systematize	every	aspect	of	your	business.	It	consists	of	7	steps:1.	Your	Primary	Aim2.	Your	Strategic	Objective3.	Your	Organizational	Strategy4.	Your	Management	Strategy5.	Your	People	Strategy6.	Your	Marketing	Strategy7.	Your	Systems
StrategyAs	the	book	gets	further	along,	the	content	gets	thinner	and	thinner,	so	I'll	only	touch	on	a	few	of	these	below.(7)	Primary	Aim:	imagine	you're	dead.	Now,	imagine	people	are	attending	your	funeral,	and	someone	is	saying	a	eulogy	for	you.	What	would	you	want	them	to	say	about	your	life?	What's	the	story	they	would	tell?	That's	the	Primary
Aim.	I	found	this	a	very	powerful	way	to	think	of	what	I	want	to	do	with	my	life	(and	not	just	business)!(8)	Strategic	Objective:	What	product	you	create	and	what	you	sell	might	are	not	the	same	thing!	That	is,	what	your	customer	walks	out	of	the	store	with,	and	what	the	customer	feels	they've	bought	are	typically	very	different:"Charles	Revson,	the
founder	of	Revlon	and	an	extraordinarily	successful	entrepreneur,	once	said	about	his	company:	'In	the	factory	Revlon	manufactures	cosmetics,	but	in	the	store	Revlon	sells	hope.'"The	reality	is	that	most	companies	aren't	selling	products,	but	emotions	and	other	intangibles:	they	are	selling	hope,	time,	peace	of	mind,	power,	love,	etc.	Knowing	what
you're	really	selling	is	critical	to	building	a	successful	business.(9)	Organizational	Strategy:	"Most	companies	organize	around	personalities	rather	than	around	functions.	That	is,	around	people	rather	than	accountabilities	and	responsibilities.	The	result	is	almost	always	chaos."	One	of	the	really	powerful	ideas	in	this	book	is	that,	right	when	you	start
your	company,	before	there	are	any	employees,	you	create	an	org	chart	for	what	the	company	will	look	like	in	the	future.	Within	this	org	chart,	you	define	every	role,	every	title,	and	every	responsibility.	In	the	early	days,	the	co-founders	fulfill	all	these	roles.	Your	goal	is	to	try	these	roles	out,	figure	out	how	to	make	each	one	work,	record	and
systematize	the	process,	and	then	hire	other	people	to	fill	these	roles,	following	your	system,	while	you	move	up	to	managing	them.	Rinse	and	repeat	until	the	whole	org	chart	is	filled	out	by	others,	and	they	are	following	the	system	you've	created	for	them.(10)	People	strategy.	Once	you	have	a	system	in	place,	the	idea	is	to	present	it	to	new	hires,	on
day	one,	a	bit	like	introducing	them	to	the	rules	of	a	game.	"There	is	nothing	more	exciting	than	a	well-conceived	game.	That	is	what	the	very	best	businesses	represent	to	the	people	who	create	them:	a	game	to	be	played	in	which	the	rules	symbolize	the	idea	you,	the	owner,	have	about	the	world.	If	your	idea	is	a	positive	one,	your	business	will	reflect
that	optimism.	If	your	idea	is	a	negative	one,	your	business	will	reflect	that	as	well.	In	this	context,	the	degree	to	which	your	people	'do	what	you	want'	is	the	degree	to	which	they	buy	into	your	game."February	28,	2021This	book	has	held	up	better	than	you'd	expect.	I	read	this	not	as	someone	who	plans	on	becoming	an	entrepreneur	but	someone	who
just	likes	a	good	business	book	that	can	challenge	my	old	modes	of	thinking.That	being	said,	it	reads	a	little	cheesy	at	times	like	it's	written	as	a	fable.	And	some	of	the	advice	truly	is	outdated.	At	one	point	Gerber	cites	the	statistics	on	making	a	sale	when	human	touch	is	involved	and	therefore	you	should	make	a	point	to	have	a	small	moment	of
contact	or	touch	with	every	customer.	ABSOLUTELY	DO	NOT	DO	THIS.	And	in	the	section	on	color	and	the	psychology	of	color	in	marketing	he	spends	so	long	talking	about	how	IBM	knew	what	they	were	doing	when	they	chose	their	shade	of	blue	and	all	the	research	on	blue,	which	I	don't	think	is	wrong,	but	then	went	on	to	talk	about	how	disastrous
it	would	have	been	if	they'd	gone	with	orange.	Well	in	2021	we	are	all	aware	of	Amazon	and	orange	doesn't	seem	to	have	hurt	them	one	bit.	AWS,	honey.	Look	it	up.October	24,	2021Wow	I've	wanted	to	read	this	for	5	years	lol	It	was	only	until	__	brought	it	to	my	priority	to	reads	list	that	I	made	it	happen.I	feel	like	I	can	apply	these	lessons	I	learned
from	this	book	to	my	small	business	-	to	an	extent.	I	didn't	really	need	to	read	near	the	end	where	he	talks	about	HR	and	dealing	with	your	team	because	it	isn't	really	necessary	being	a	youtube	vlogger	:P	But	good	knowledge	all	round.I	like	the	beginning	where	he	talks	about	how	every	new	business	owner	wears	three	hats	-	the	technician,	the
manager,	and	the	entrepreneur.	And	that	all	three	of	these	bosses	are	constantly	fighting	inside	of	you	and	you	have	to	give	them	equally	as	much	as	attention	as	the	other	to	maintain	a	healthy	balance	in	your	business.	It's	just	as	important	to	do	the	work	as	it	is	to	manage	and	dream	about	it's	future.	Then	he	goes	on	into	a	lot	of	what	I've	learned	in
business	school	which	is	have	a	main	purpose,	hire	the	right	people,	etc	etc.	January	30,	2018This	book	definitely	had	a	handful	of	REALLY	good	ideas.	Unfortunately,	they	were	buried	by	a	couple	hundred	pages	of	horribly	written	gibberish.	The	E-Myth	easily	could	have	been	condensed	into	maybe	50	pages,	and	it	wouldn't	have	been	so	painful	to
get	through.	Gerber's	stories	of	his	conversations	with	"Sarah"	are	so	over-the-top	dramatic	that	I	couldn't	believe	a	word	of	it.	Find	a	summary	online,	study	the	main	points,	and	skip	the	book.September	22,	2012"A	life	laking	in	comprehensive	structure	is	an	aimless	wreck.	The	absence	of	structure	breads	breakdown"	-	Quote	from	The	Third	Wave,
Alvin	Toffler.	So	Mr.	Gerber	makes	the	point	that	in	a	broken	world	our	businesses	need	to	be	the	shelter	from	the	chaos	with	what	Mr.	Gerber	calls	"Impeccable	order".“The	difference	between	great	people	and	everyone	else	is	that	great	people	create	their	lives	actively,	while	everyone	else	is	created	by	their	lives,	passively	waiting	to	see	where	life
takes	them	next."	-	Michael	E.	Gerber.	June	6,	2019You	could	fit	this	entire	book	on	an	index	card.	The	author	kicks	things	off	with	two	dimensional	fictional	characters	having	laughably	ridiculous	conversations.	Just	when	you	realize	there	that	this	book	is	tired	and	outdated,	the	author	starts	heaping	praise	upon	McDonalds	and	IBM.	Beyond
disappointing.	This	was	written	in	the	mid	80s,	and	the	god	awful	title	should	have	been	my	first	clue.	January	20,	2009The	general	stuff	was	good.	A	lot	of	the	specifics	are	born	out	of	an	older	era	of	thinking.	Just	think	of	those	few	innovative	companies	that	did	away	with	the	organizational	charts.	Think	of	those	companies	that	laugh	at	it	because	it
doesn't	reflect	reality.	But	is	that	because	the	idea	of	the	chart	is	wrong	or	people	just	don't	know	how	to	make	them	properly.	Perhaps	the	chart	should	be	cut	into	a	big	jumble	of	different	tasks	all	of	which	can	be	passed	around	like	little	bracelets.	Your	job	is	just	whatever	little	"jobs"	you	have	taken	on.	This	could	create	a	lot	more	freedom.Your
business	should	be	something	you	work	on	and	not	something	you	work	in.Don't	let	it	become	just	a	miserable	job.Have	an	end	game,	even	if	it	is	only	a	Tim	Ferriss	esque	stasis.Quantify	everything.Break	your	job	down	into	every	different	"job"Hire	unskilled	people	who	want	to	learn	because	you	can't	hire	good	experts	and	if	you	did	you	wouldn't
know	what	to	do	with	them.Sex	and	cash:	don't	sell	what	you	love.don't	expect	your	business	to	be	able	to	satisfy	your	need	to	paint/hack/write...	(I	think	that	this	would	be	the	summary)I	think	that	the	reason	I	see	Seth	Godin	everywhere	is	because	he	says	what	every	marketer	knows.	Except	that	he	does	it	perfectly.He	expressed	what	is	an
important	idea.	You	cannot	hire	experts	unless	you	are	one.	So	don't	try.	Hire	inexperienced	people	who	are	willing	to	work	hard	and	learn.	You'll	get	them	on	the	cheap	anyways.Quotes:"People	who	are	exceptionally	good	in	business	aren't	so	because	of	what	they	know	but	because	of	their	insatiable	need	to	know	more.""The	work	that	was	born	out
of	love	becomes	a	chore,	among	a	welter	of	other	less	familiar	and	less	pleasant	chores.""No	one	is	willing	to	work	as	hard	as	you	work.	No	one	has	your	judgment,	or	your	ability,	or	your	desire,	or	your	interest.	That	if	it's	going	to	get	done	right,	you're	the	one	who's	gong	to	have	to	do	it.""each	day,	we	asked	ourselves	how	well	we	did,	discovered
the	disparity	between	where	we	were	and	where	we	had	committed	ourselves	to	be,	and,	at	the	start	of	the	following	day,	set	out	to	make	up	for	the	difference.""Go	to	work	on	your	business	rather	than	in	it.	Go	to	work	on	your	business	as	if	it	were	the	preproduction	prototype	of	a	mass-produceable	product.	Think	of	your	business	as	something	apart
from	yourself,	as	a	world	of	its	own,	as	a	product	of	your	efforts,	as	a	machine	designed	to	fulfill	a	very	specific	need,	as	a	mechanism	for	giving	you	more	life,	as	a	system	of	interconnecting	parts...as	a	solution	to	somebody	else's	problem.""The	entire	process	by	which	the	business	does	business	is	a	marketing	tool.""The	how	doesn't	have	to	be
expensive	to	be	effective.	In	fact,	some	of	the	most	powerful	Innovations	have	required	little	more	than	the	change	of	a	few	words,	a	gesture,	the	color	of	clothing.""Their	lives	are	spent	living	out	the	decision	they	have	of	their	future,	in	the	present.	They	compare	what	they've	done	with	what	they	intended	to	do.	And	where	there's	a	disparity	between
the	two,	they	don't	wait	very	long	to	make	up	the	difference.""The	curtain,	the	curtain.	Keep	the	curtain	up	at	all	cost.	Because	it	is	the	curtain	that	kept	him	shrouded	in	darkness.	And	it's	the	darkness	that	holds	out	the	light.	It	is	the	light,	the	openness,	the	clearing	of	all	the	obstacles	to	knowing	that	had	become	his	true	purpose:	to	be	open.	To	be
awake,	to	be	available	to	what's	really	going	on,	to	give	up	false	beliefs...What	truths	is	your	curtain	hiding	from	you?	What	misunderstanding	keeps	you	where	you	are,	in	the	past,	in	the	dark,	shrouded	in	you	limited	beliefs,	shrinking	from	the	world,	from	the	light	on	the	other	side	of	the	curtain?	Until	you	lift	the	curtain,	until	you	dare	to	pull	the
mask	off	the	world's	face,	until	you	move	beyond	your	Comfort	Zone,	you	will	never	know	what	it	is	you	were	missing	out	there.""Does	the	business	I	have	in	mind	alleviate	a	frustration	experienced	by	a	large	enough	group	of	consumers	to	make	it	worth	my	while?""The	truth	is,	nobody's	interested	in	the	commodity.	People	buy	feelings.""It	wasn't	the
match,	the	mint,	the	cup	of	coffee,	or	the	newspaper	that	did	it.	It	was	that	somebody	had	heard	me.	And	they	heard	me	every	single	time.""The	work	we	do	is	a	reflection	of	who	we	are.""Find	a	perceived	need	and	fill	it."Your	Comfort	Zone	has	been	the	curtain	you	have	placed	in	front	of	your	face	and	through	which	you	view	the	world.	Your	Comfort
Zone	has	been	the	tight	little	cozy	planet	on	which	you	have	lived,	knowing	all	the	places	to	hide	because	it's	so	small.	Your	Comfort	Zone	has	seized	you	before	and	it	can	seize	you	again,	when	you're	least	prepared	for	it,	because	it	knows	what	it	means	to	you.	Because	it	knows	how	much	you	want	to	be	comfortable.	Because	it	knows	what	price	you
are	willing	to	pay	for	the	comfort	of	being	in	control.	The	ultimate	price,	your	life...Comfort	overtakes	us	all	when	we're	least	prepared	for	it.	Comfort	makes	cowards	of	us	all."May	15,	2010This	book	is	one	of	the	most	highly	acclaimed	reads	for	small	business	owners.	I	started	listening	to	it	on	CD	a	few	years	ago	and	then	got	distracted	and	just
finished	it	recently.	I	got	the	gist	of	the	message	a	few	years	back	and	it	truly	shaped	my	business	and	focus	from	that	point	forward.The	E-Myth	(Entrepreneurial	Myth)	is	that	businesses	are	started	by	entrepreneurs	seeking	profit.	In	actuality,	businesses	are	started	by	technicians	(employees)	who	convince	themselves	that	they	could	be	their	own
boss	and	work	for	themselves.	They	make	the	assumption	that	by	understanding	the	technical	work	of	a	business,	they	also	understand	the	business	that	does	that	technical	work.Like	many	photographers,	I	started	my	own	business	because	I	like	photography.	And	like	most	photographers	who	own	their	own	business,	I	did	everything	myself	to	start
out	with.	I	did	the	book-keeping,	the	shooting,	the	editing,	the	product	production,	sales,	marketing,	graphic	design,	and	networking.	I	wore	every	hat	and	very	quickly	realized	I	would	burn	myself	right	out	if	I	continued	on	this	path.	The	author	states	that	there	are	3	different	roles	that	need	to	be	covered	in	order	for	a	small	business	to	succeed:	the
technician,	the	manager	and	the	entrepreneur.	Most	everyone	who	starts	a	small	business	does	so	because	they	like	the	technician	work	--	in	my	case	taking	and	processing	photos.	But	if	they	continue	to	cling	to	that	role	the	business	will	ultimately,	and	fairly	quickly,	fail.	They	must	be	a	manager	and	even	more	importantly,	an	entrepreneur	--	having
a	vision	and	thinking	about	the	big	picture	of	where	they	want	their	business	to	go.	But	they	won't	be	freed	up	to	be	a	manager	or	entrepreneur	if	they	are	overwhelmed	with	the	technical	work	of	the	business.	They	need	to	take	on	employees	or	outsource	the	work	of	the	business	in	order	to	grow.	I	talk	to	so	many	photographers	who	are	just	starting
out	and	I	hear	the	same	thing	over	and	over	again.	They	are	spending	all	their	time	behind	the	computer	editing	and	know	they	need	to	focus	on	other	areas	of	their	businesses	but	they	just	don't	have	the	time.	In	order	to	get	over	this	hump	and	have	a	chance	to	succeed,	they	need	to	let	go	of	part	of	the	technician	in	themselves	and	embrace	the
manager	and	entrepreneur.Once	a	business	grows	and	has	more	employees	handling	various	roles	in	the	business	it	is	of	utmost	importance	to	systematize.	Everything	you	do	should	be	a	system	that	can	be	duplicated.	You	will	be	far	more	efficient	and	profitable	if	you	systematize,	systematize,	systematize.	Design	your	business	as	if	you	were	going
to	try	to	make	2000	others	just	like	it.	Then	you	will	be	able	to	easily	train	others	to	do	much	of	the	work	IN	the	business	so	that	you	can	focus	on	working	ON	the	business.	I	have	dedicated	myself	to	the	process	of	systematizing	everything	we	do	at	Melissa	Jill	Photography	for	the	past	few	years.	A	ton	of	work	has	gone	into	developing	our	workflow



and	systems	manual.	I	can	definitely	see	how	this	hard	work	has	paid	off.If	you	haven't	yet	read	this	book	and	you	are	a	small	business	owner	--	get	on	it!	You	will	be	happy	you	did.February	18,	2018I	am	a	small	business	owner,	or	at	least	I	thought	I	was	before	I	read	this	book,	but	now	I	realise	I'm	not.	Yes,	I'm	a	self-employed	English	language
teacher	in	Japan,	but	what	I	have	isn't	a	business	so	much	as	a	job.	The	crucial	difference	being	what	happens	if	you	stop	pedalling.	If	I	did,	the	bike	would	quickly	grind	to	a	halt	and	topple	over.	That	means	I	have	a	job.	A	business	on	the	other	hand	is	an	institution	(even	a	small	one)	that	could	be	run	by	someone	else.	The	real	difference,	as	Gerber
explains,	is	the	system.	With	a	system	(think	game	plan,	plot	structure,	lesson	plan)	you	are	free	to	approach	your	business	from	a	different	perspective.	And	that	perspective	is	to	treat	your	business	as	a	prototype,	a	testing	ground	where	you	keep	innovating,	measuring	results	and	standardising	successful	practices	until	you	have	built	a	system	that
works.	Divide	what	work	needs	to	be	done	into	categories	(like	doing	the	accounts,	the	marketing,	making	the	widgets)	and	decide	who	is	responsible	for	each	job.	The	jobs	might	all	fall	on	your	own	shoulders	at	first	but	that's	OK,	at	least	you	are	approaching	the	work	as	a	business	and	at	some	point	you	could	hire	people	into	the	different	jobs	and
give	them	a	manual	(you	have	a	system	now,	remember?).	The	aim	is	to	free	yourself	of	having	to	do	the	menial	tasks	and	be	able	to	focus	on	the	future	of	the	business.	Easy	right?	In	theory.	And	this	is	where	Gerber	excels.	Approaching	work	as	a	system	means	you	are	free	to	make	mistakes,	free	to	experiment	and	free	to	develop	what	you	have	into
something	really	great.	I'm	on	board.	The	only	downside	to	Gerber's	book	is	the	rather	artificial	case	study,	Sarah	and	her	pie	shop,	that	keeps	popping	up	at	the	end	of	every	chapter.	I	get	that	Gerber	needed	an	example	to	demonstrate	his	points,	but	by	the	end	of	the	book	I	was	eager	for	Sarah	to	be	bitten	by	a	zombie	or	vampire	and	turn	the	pie
machine	onto	her	mentor	and	then,	we'd	see	how	robust	a	system	Gerber	really	has.	Still,	his	insights	from	a	book	written	before	internet	business	had	really	dawned	are	invaluable.	In	the	category	of	must	read	for	entrepreneurs	and	would-be	conquerors	of	the	known	business	world.Download	my	starter	library	for	free	here	-	-	and	receive	my
monthly	newsletter	with	book	recommendations	galore	for	the	Japanophile/crime	fiction/English	teacher	in	all	of	us.	June	6,	2015Self-employment	does	not	make	you	an	entrepreneur.In	this	classic,	Gerber	highlights	the	three	functions	in	a	business:	the	Entrepreneur,	the	Manager,	and	the	Technician.	Self-employed	people	stay	on	the	Technician-
level	and	thus	limit	themselves.He	then	moves	onto	the	three	stages	of	business	growth,	Infancy,	Adolescence,	and	Maturity	and	shows	how	the	role	of	the	functions	change	as	you	grow.Finally	he	outlines	a	Business	Development	Program,	a	practical	Turn-Key	system	for	putting	his	ideas	into	action.I'm	looking	forward	to	putting	these	ideas	to	work
in	my	business,	Targeted	Resumes,	over	the	coming	weeks	and	months.If	you	got	into	business	because	you	wanted	freedom,	then	study	this	book	and	make	its	ideas	happen	in	your	business.business	foundational-business-books	foundational-marketing-books	February	23,	2015Hands	down	the	best	book	on	business	I've	read	yet.	You	often	hear	the
same	generic	motivational	narrative	and	watered	down	advice	over	and	over.	This	book	was	the	complete	opposite	-	it	shows	you	the	core	of	what	a	business	really	is	and	gives	you	practical	advice	on	starting	a	successful	one.	A	must	read	for	anyone	into	entrepreneurship,	and	even	if	you	aren't	it'll	give	you	invaluable	advice	on	how	to	use	systems	to
achieve	results	in	your	every	day	life.	August	23,	2022While	I	do	agree	with	other	reviewers	that	the	style	of	writing	in	this	book	is	extremely	cheesy,	i	have	to	admit	that	the	advice	contained	here	was	absolutely	invaluable	to	me.	I	was	given	a	practical	roadmap	for	the	next	steps	in	growing	my	business,	and	also	a	renewed	enthusiasm	for	the	work
that	I’m	doing.	September	22,	2019That	was	a	painful	read	and	a	waste	of	time.	The	tone	was	condescending.	I'd	be	more	upset	but	the	book	was	only	99¢.	It	was	one	giant	advertisement	for	their	consulting	services.	No	actual	answers	or	evidence	to	back	up	their	claims.	Displaying	1	-	30	of	3,076	reviewsGet	help	and	learn	more	about	the	design.
Buy	on	Amazon:	Print	|	Audiobook	Most	small	business	owners	work	in	their	business	rather	than	on	their	business.	People	who	are	exceptionally	good	in	business	are	so	because	of	their	insatiable	need	to	know	more.	Understanding	the	technical	work	of	a	business	does	not	mean	you	understand	a	business	that	does	that	technical	work.	“If	you	are
unwilling	to	change,	your	business	will	never	be	capable	of	giving	you	what	you	want.”	That	Fatal	Assumption:	if	you	understand	the	technical	work	of	a	business,	you	understand	a	business	that	does	that	technical	work.	The	Entrepreneurial	Seizure	occurs	the	moment	you	decide	it	would	be	a	great	idea	to	start	your	own	business.	“Everybody	who
goes	into	business	is	actually	three-people-in-one:	The	Entrepreneur,	The	Manager,	and	The	Technician.”	We	all	have	an	Entrepreneur,	Manager,	and	Technician	inside	us.	Enter	your	email	below,	and	I’ll	send	you	a	free	PDF	summary	of	The	E-Myth	Revisited.	(Includes	exercises	not	found	in	the	post.)	Michael	believes	that	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.	“If	you	are	unwilling	to	change,	your	business	will	never	be	capable	of	giving	you	what	you	want.”	That	Fatal	Assumption:	if	you	understand	the	technical	work	of	a	business,	you	understand	a	business	that	does	that	technical	work.
The	Entrepreneurial	Seizure:	the	moment	you	decide	it	would	be	a	great	idea	to	start	your	own	business.	The	technician	suffering	from	an	Entrepreneurial	Seizure	takes	the	work	he	loves	to	do	and	turns	it	into	a	job.	“Everybody	who	goes	into	business	is	actually	three-people-in-one:	The	Entrepreneur,	The	Manager,	and	The	Technician.”	“The
Entrepreneur	lives	in	the	future,	never	in	the	past,	rarely	in	the	present.	He’s	happiest	when	left	free	to	construct	images	of	‘what-if’	and	‘if-when.’”	“The	Entrepreneur	is	the	innovator,	the	grand	strategist,	the	creator	of	new	methods	for	penetrating	or	creating	new	markets.”	“The	Entrepreneur	is	our	creative	personality—always	at	its	best	dealing
with	the	unknown,	prodding	the	future,	creating	probabilities	out	of	possibilities,	engineering	chaos	into	harmony.”	The	Entrepreneur	has	an	extraordinary	need	for	control.	He	needs	control	of	people	and	events	in	the	present	so	that	he	can	concentrate	on	his	dreams.	“The	Entrepreneur	creates	a	great	deal	of	havoc	around	him,	which	is	predictably
unsettling	for	those	he	enlists	in	his	projects.”	The	Entrepreneur’s	worldview	is	a	world	made	up	of	both	an	overabundance	of	opportunities	and	dragging	feet.	“To	The	Entrepreneur,	most	people	are	problems	that	get	in	the	way	of	the	dream.”	The	Manager	is	pragmatic.	Without	him,	there	would	be	no	planning,	no	order,	no	predictability.	“If	The
Entrepreneur	lives	in	the	future,	The	Manager	lives	in	the	past.	“Where	The	Entrepreneur	craves	control,	The	Manager	craves	order.”	“Where	The	Entrepreneur	thrives	on	change,	The	Manager	compulsively	clings	to	the	status	quo.”	“Where	The	Entrepreneur	invariably	sees	the	opportunity	in	events,	The	Manager	invariably	sees	the	problems.”	“The
Manager	is	the	one	who	runs	after	The	Entrepreneur	to	clean	up	the	mess.”	“Without	The	Manager,	there	could	be	no	business,	no	society.”	“It	is	the	tension	between	The	Entrepreneur’s	vision	and	The	Manager’s	pragmatism	that	creates	the	synthesis	from	which	all	great	works	are	born.”	“The	Technician	is	the	doer.”	“The	Technician	loves	to
tinker.”	“If	The	Entrepreneur	lives	in	the	future	and	The	Manager	lives	in	the	past,	The	Technician	lives	in	the	present.	He	loves	the	feel	of	things	and	the	fact	that	things	can	get	done.”	“As	long	as	The	Technician	is	working,	he	is	happy,	but	only	on	one	thing	at	a	time.	He	knows	that	two	things	can’t	get	done	simultaneously;	only	a	fool	would	try.	So
he	works	steadily	and	is	happiest	when	he	is	in	control	of	the	workflow.”	“The	Technician	mistrusts	those	he	works	for	because	they	are	always	trying	to	get	more	work	done	than	is	either	possible	or	necessary.”	“To	The	Technician,	thinking	is	unproductive	unless	it’s	thinking	about	the	work	that	needs	to	be	done.”	“Thinking	isn’t	work;	it	gets	in	the
way	of	work.”	“The	Technician	isn’t	interested	in	ideas;	he’s	interested	in	‘how	to	do	it.’”	“To	The	Technician,	all	ideas	need	to	be	reduced	to	methodology	if	they	are	to	be	of	any	value.”	“The	Technician	knows	that	if	it	weren’t	for	him,	the	world	would	be	in	more	trouble	than	it	already	is.”	“While	The	Entrepreneur	dreams,	The	Manager	frets,	and	The
Technician	ruminates.”	“Everyone	gets	in	The	Technician’s	way.”	“To	The	Technician,	‘the	system’	is	dehumanizing,	cold,	antiseptic,	and	impersonal.	It	violates	his	individuality.”	“The	fact	of	the	matter	is	that	we	all	have	an	Entrepreneur,	Manager,	and	Technician	inside	us.”	“The	typical	small	business	owner	is	only	10	percent	Entrepreneur,	20
percent	Manager,	and	70	percent	Technician.”	“Most	businesses	are	operated	according	to	what	the	owner	wants	as	opposed	to	what	the	business	needs.”	“The	three	phases	of	a	business’s	growth:	Infancy,	Adolescence,	and	Maturity.”	“If	your	business	depends	on	you,	you	don’t	own	a	business—you	have	a	job.	And	it’s	the	worst	job	in	the	world
because	you’re	working	for	a	lunatic!”	“The	purpose	of	going	into	business	is	to	get	free	of	a	job	so	you	can	create	jobs	for	other	people.”	“There’s	a	critical	moment	in	every	business	when	the	owner	hires	his	very	first	employee	to	do	the	work	he	doesn’t	know	how	to	do	himself	or	doesn’t	want	to	do.”	“Your	job	is	to	prepare	yourself	and	your	business
for	growth.	“A	Mature	company	is	founded	on	a	broader	perspective,	an	entrepreneurial	perspective,	a	more	intelligent	point	of	view.	About	building	a	business	that	works	not	because	of	you	but	without	you.”	“A	Mature	business	knows	how	it	got	to	be	where	it	is,	and	what	it	must	do	to	get	where	it	wants	to	go.”	“The	Entrepreneurial	Model	has	less
to	do	with	what’s	done	in	a	business	and	more	to	do	with	how	it’s	done.	The	commodity	isn’t	what’s	important—the	way	it’s	delivered	is.”	“Your	business	is	not	your	life.”	“Once	you	recognize	that	the	purpose	of	your	life	is	not	to	serve	your	business,	but	that	the	primary	purpose	of	your	business	is	to	serve	your	life,	you	can	then	go	to	work	on	your
business,	rather	than	in	it,	with	a	full	understanding	of	why	it	is	absolutely	necessary	for	you	to	do	so.”	“Pretend	that	the	business	you	own—or	want	to	own—is	the	prototype,	or	will	be	the	prototype,	for	5,000	more	just	like	it.”	“Documentation	says,	‘This	is	how	we	do	it	here.’”	“Without	documentation,	all	routinized	work	turns	into	exceptions.”
“Documentation	provides	your	people	with	the	structure	they	need	and	with	a	written	account	of	how	to	‘get	the	job	done’	in	the	most	efficient	and	effective	way.”	“What	you	do	in	your	model	is	not	nearly	as	important	as	doing	what	you	do	the	same	way,	each	and	every	time.”	Go	to	work	on	your	business	rather	than	in	it,	and	ask	yourself	the
following	questions:	How	can	I	get	my	business	to	work,	but	without	me?	How	can	I	get	my	people	to	work,	but	without	my	constant	interference	How	can	I	systematize	my	business	in	such	a	way	that	it	could	be	replicated	5,000	times,	so	the	5,000th	unit	would	run	as	smoothly	as	the	first?	How	can	I	own	my	business,	and	still	be	free	of	it?	How	can	I
spend	my	time	doing	the	work	I	love	to	do	rather	than	the	work	I	have	to	do?	Innovation	is	the	mechanism	through	which	your	business	identifies	itself	in	the	mind	of	your	customer	and	establishes	its	individuality.	Quantification:	the	numbers	related	to	the	impact	an	Innovation	makes.	“Orchestration	is	the	elimination	of	discretion,	or	choice,	at	the
operating	level	of	your	business.”	“Once	you’ve	innovated,	quantified,	and	orchestrated	something	in	your	business,	you	must	continue	to	innovate,	quantify,	and	orchestrate	it.”	“Think	of	your	business	as	though	it	were	the	prototype	for	5,000	more	just	like	it.”	“Your	Business	Development	Program	is	the	vehicle	through	which	you	can	create	your
Franchise	Prototype.”	The	Program	is	composed	of	seven	distinct	steps:	Your	Primary	Aim	Your	Strategic	Objective	Your	Organizational	Strategy	Your	Management	Strategy	Your	People	Strategy	Your	Marketing	Strategy	Your	Systems	Strategy	But	before	you	can	determine	what	that	role	will	be,	you	must	ask	yourself	these	questions:	What	do	I
value	most?	What	kind	of	life	do	I	want?	What	do	I	want	my	life	to	look	like,	to	feel	like?	Who	do	I	wish	to	be?	Michael	believes	great	people	are	those	who	know	how	they	got	where	they	are,	and	what	they	need	to	do	to	get	where	they’re	going.	“Great	people	have	a	vision	of	their	lives	that	they	practice	emulating	each	and	every	day.”	Michael
believes	that	the	difference	between	great	people	and	everyone	else	is	that	great	people	create	their	lives	actively,	while	everyone	else	is	created	by	their	lives,	passively	waiting	to	see	where	life	takes	them	next.	“The	difference	between	a	warrior	and	an	ordinary	man	is	that	a	warrior	sees	everything	as	a	challenge,	while	an	ordinary	man	sees
everything	as	either	a	blessing	or	a	curse.”	Before	you	start	your	business,	or	before	you	return	to	it	tomorrow,	ask	yourself	the	following	questions:	What	do	I	wish	my	life	to	look	like?	How	do	I	wish	my	life	to	be	on	a	day-to-day	basis?	What	would	I	like	to	be	able	to	say	I	truly	know	in	my	life,	about	my	life?	How	would	I	like	to	be	with	other	people	in
my	life—my	family,	my	friends,	my	business	associates,	my	customers,	my	employees,	my	community?	How	would	I	like	people	to	think	about	me?	What	would	I	like	to	be	doing	two	years	from	now?	Ten	years	from	now?	Twenty	years	from	now?	When	my	life	comes	to	a	close?	What	specifically	would	I	like	to	learn	during	my	life—spiritually,	physically,
financially,	technically,	intellectually?	About	relationships?	How	much	money	will	I	need	to	do	the	things	I	wish	to	do?	By	when	will	I	need	it?	“Your	Strategic	Objective	is	a	very	clear	statement	of	what	your	business	has	to	ultimately	do	for	you	to	achieve	your	Primary	Aim.”	“How	big	is	your	vision?	How	big	will	your	company	be	when	it’s	finally	done?
Will	it	be	a	$300,000	company?	A	million-dollar	company?	A	$500-million	company?”	“At	the	beginning	of	your	business,	any	standards	are	better	than	no	standards.”	“Creating	money	standards	is	not	just	strategically	necessary	for	your	business;	it	is	strategically	necessary	for	your	life,	for	the	realization	of	your	Primary	Aim.”	“The	first	question	you
must	always	ask	when	creating	standards	for	your	Strategic	Objective	is:	What	will	serve	my	Primary	Aim?”	“How	much	money	do	I	need	to	live	the	way	I	wish?	Not	in	income	but	in	assets.	In	other	words,	how	much	money	do	you	need	in	order	to	be	independent	of	work,	to	be	free?”	The	ultimate	reason	to	create	a	business	of	your	own	is	to	sell	it.
“An	Opportunity	Worth	Pursuing	is	a	business	that	can	fulfill	the	financial	standards	you’ve	created	for	your	Primary	Aim	and	your	Strategic	Objective.”	“How	do	you	know	whether	you	have	an	Opportunity	Worth	Pursuing?	Look	around.	Ask	yourself:	Does	the	business	I	have	in	mind	alleviate	a	frustration	experienced	by	a	large	enough	group	of
consumers	to	make	it	worth	my	while?”	When	asked	what	kind	of	business	they’re	in,	most	business	owners	respond	with	the	name	of	the	commodity	they	sell.	Always	the	commodity,	never	the	product.	The	difference	is	the	commodity	is	the	thing	your	customer	actually	walks	out	with	in	his	hand.	The	product	is	what	your	customer	feels	as	he	walks
out	of	your	business.	What	he	feels	about	your	business,	not	what	he	feels	about	the	commodity.	Understanding	the	difference	between	the	commodity	and	the	product	is	what	creating	a	great	business	is	all	about.	“What’s	your	product?	What	feeling	will	your	customer	walk	away	with?	What	is	he	really	buying	when	he	buys	from	you?”	“People	buy
feelings.”	“Most	companies	organize	around	people	rather	than	around	accountabilities	or	responsibilities.”	“The	result	is	almost	always	chaos.”	Without	an	Organizational	Chart,	everything	hinges	on	luck	and	good	feelings,	on	the	personalities	of	the	people	and	the	goodwill	they	share.	An	example	of	an	Organizational	Chart:	A	Position	Contract	is	a
summary	of	the	results	to	be	achieved	by	each	position	in	the	company.	You	need	a	management	system	to	successfully	implement	a	management	strategy.	“A	system	is	a	set	of	things,	actions,	ideas,	and	information	that	interact	with	each	other,	and	in	so	doing,	alter	other	systems.”	Your	people	want	to	for	a	boss	who’s	created	a	clearly	defined
structure	for	acting	in	the	world.	They	want	a	structure	through	which	they	can	test	themselves	and	be	tested.	This	structure	is	called	a	game.	The	degree	to	which	people	buy	into	your	game	depends	on	how	well	you	communicate	the	game	to	them	at	the	outset	of	your	relationship.	Your	People	Strategy	is	the	way	you	communicate	this	idea.	A	few
rules	to	keep	in	mind:	Never	figure	out	what	you	want	your	people	to	do	and	then	try	to	communicate	a	game	out	of	it	Never	create	a	game	for	your	people	you’re	unwilling	to	play	yourself	Make	sure	there	are	specific	ways	of	winning	the	game	without	ending	it	Change	the	game	from	time	to	time—the	tactic,	not	the	strategy	Never	expect	the	game
to	be	self-sustaining.	People	need	to	be	reminded	of	it	constantly	The	game	has	to	make	sense	The	game	needs	to	be	fun	from	time	to	time	If	you	can’t	think	of	a	good	game,	steal	one	“Forget	everything	but	your	customer.”	“Demographics	and	psychographics	are	the	two	essential	pillars	supporting	a	successful	marketing	program.”	“If	you	know	who
your	customer	is—demographics—you	can	then	determine	why	he	buys—psychographics.”	“If	your	customer	doesn’t	perceive	he	needs	something,	he	doesn’t,	even	if	he	actually	does.”	There	are	three	kinds	of	systems	in	your	business:	Hard	Systems	Soft	Systems	Information	Systems.	“Hard	Systems	are	inanimate,	unliving	things.”	“Soft	Systems	are
either	animate—living—or	ideas.”	“Information	Systems	are	those	that	provide	us	with	information	about	the	interaction	between	the	other	two.”	If	you	like	The	E-Myth	Revisited,	you	may	also	enjoy	the	following	books:	Print	|	Audiobook	Psychology	Book	Summaries	Or,	browse	more	book	summaries.	At	HarperCollins,	authors	and	their	work	are	at
the	center	of	everything	we	do.	We	are	proud	to	provide	our	authors	with	unprecedented	editorial	excellence,	marketing	reach,	long-standing	connections	with	booksellers,	and	insight	into	reader	and	consumer	behavior.	Consistently	at	the	forefront	of	innovation	and	technological	advancement,	HarperCollins	also	uses	digital	technology	to	create
unique	reading	experiences	and	expand	the	reach	of	our	authors.	HarperCollins	was	founded	by	brothers	James	and	John	Harper	in	New	York	City	in	1817	as	J.	and	J.	Harper,	later	Harper	&	Brothers.	In	1987,	as	Harper	&	Row,	it	was	acquired	by	News	Corporation.	The	worldwide	book	group	was	formed	following	News	Corporation's	1990
acquisition	of	the	British	publisher	William	Collins	&	Sons.	Founded	in	1819,	William	Collins	&	Sons	published	a	range	of	Bibles,	atlases,	dictionaries,	and	reissued	classics,	expanding	over	the	years	to	include	legendary	authors	such	as	H.	G.	Wells,	Agatha	Christie,	J.	R.	R.	Tolkien,	and	C.	S.	Lewis.	The	house	of	Mark	Twain,	the	Brontë	sisters,
Thackeray,	Dickens,	John	F.	Kennedy,	Martin	Luther	King	Jr.,	Maurice	Sendak,	Shel	Silverstein,	and	Margaret	Wise	Brown,	HarperCollins	has	a	long	and	rich	history	that	reaches	back	to	the	early	nineteenth	century	and	offers	our	publishing	team	a	depth	of	experience.	For	a	limited	time,	get	Audible	Premium	Plus	free	for	3	months.	Pick	1	audiobook
a	month	from	our	unmatched	collection—yours	to	keep	(you'll	use	your	first	credit	now).	Listen	all	you	want	to	thousands	of	included	audiobooks,	podcasts,	and	Originals.	Auto-renews	at	$14.95/mo.	after	3	months.	Cancel	online	anytime.	Learn	more	about	membership	Sold	and	delivered	by	Audible,	an	Amazon	company	Page	2	©	1996-2025,
Amazon.com,	Inc.	or	its	affiliates	Buy	on	Amazon:	Print	|	Audiobook	Most	small	business	owners	work	in	their	business	rather	than	on	their	business.	People	who	are	exceptionally	good	in	business	are	so	because	of	their	insatiable	need	to	know	more.	Understanding	the	technical	work	of	a	business	does	not	mean	you	understand	a	business	that	does
that	technical	work.	“If	you	are	unwilling	to	change,	your	business	will	never	be	capable	of	giving	you	what	you	want.”	That	Fatal	Assumption:	if	you	understand	the	technical	work	of	a	business,	you	understand	a	business	that	does	that	technical	work.	The	Entrepreneurial	Seizure	occurs	the	moment	you	decide	it	would	be	a	great	idea	to	start	your
own	business.	“Everybody	who	goes	into	business	is	actually	three-people-in-one:	The	Entrepreneur,	The	Manager,	and	The	Technician.”	We	all	have	an	Entrepreneur,	Manager,	and	Technician	inside	us.	Enter	your	email	below,	and	I’ll	send	you	a	free	PDF	summary	of	The	E-Myth	Revisited.	(Includes	exercises	not	found	in	the	post.)	Michael	believes
that	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.	“If	you	are	unwilling	to	change,	your	business	will	never	be	capable	of	giving	you	what	you	want.”	That	Fatal	Assumption:	if	you	understand	the	technical	work	of	a	business,	you	understand	a	business	that
does	that	technical	work.	The	Entrepreneurial	Seizure:	the	moment	you	decide	it	would	be	a	great	idea	to	start	your	own	business.	The	technician	suffering	from	an	Entrepreneurial	Seizure	takes	the	work	he	loves	to	do	and	turns	it	into	a	job.	“Everybody	who	goes	into	business	is	actually	three-people-in-one:	The	Entrepreneur,	The	Manager,	and	The
Technician.”	“The	Entrepreneur	lives	in	the	future,	never	in	the	past,	rarely	in	the	present.	He’s	happiest	when	left	free	to	construct	images	of	‘what-if’	and	‘if-when.’”	“The	Entrepreneur	is	the	innovator,	the	grand	strategist,	the	creator	of	new	methods	for	penetrating	or	creating	new	markets.”	“The	Entrepreneur	is	our	creative	personality—always	at
its	best	dealing	with	the	unknown,	prodding	the	future,	creating	probabilities	out	of	possibilities,	engineering	chaos	into	harmony.”	The	Entrepreneur	has	an	extraordinary	need	for	control.	He	needs	control	of	people	and	events	in	the	present	so	that	he	can	concentrate	on	his	dreams.	“The	Entrepreneur	creates	a	great	deal	of	havoc	around	him,
which	is	predictably	unsettling	for	those	he	enlists	in	his	projects.”	The	Entrepreneur’s	worldview	is	a	world	made	up	of	both	an	overabundance	of	opportunities	and	dragging	feet.	“To	The	Entrepreneur,	most	people	are	problems	that	get	in	the	way	of	the	dream.”	The	Manager	is	pragmatic.	Without	him,	there	would	be	no	planning,	no	order,	no
predictability.	“If	The	Entrepreneur	lives	in	the	future,	The	Manager	lives	in	the	past.	“Where	The	Entrepreneur	craves	control,	The	Manager	craves	order.”	“Where	The	Entrepreneur	thrives	on	change,	The	Manager	compulsively	clings	to	the	status	quo.”	“Where	The	Entrepreneur	invariably	sees	the	opportunity	in	events,	The	Manager	invariably
sees	the	problems.”	“The	Manager	is	the	one	who	runs	after	The	Entrepreneur	to	clean	up	the	mess.”	“Without	The	Manager,	there	could	be	no	business,	no	society.”	“It	is	the	tension	between	The	Entrepreneur’s	vision	and	The	Manager’s	pragmatism	that	creates	the	synthesis	from	which	all	great	works	are	born.”	“The	Technician	is	the	doer.”	“The
Technician	loves	to	tinker.”	“If	The	Entrepreneur	lives	in	the	future	and	The	Manager	lives	in	the	past,	The	Technician	lives	in	the	present.	He	loves	the	feel	of	things	and	the	fact	that	things	can	get	done.”	“As	long	as	The	Technician	is	working,	he	is	happy,	but	only	on	one	thing	at	a	time.	He	knows	that	two	things	can’t	get	done	simultaneously;	only	a
fool	would	try.	So	he	works	steadily	and	is	happiest	when	he	is	in	control	of	the	workflow.”	“The	Technician	mistrusts	those	he	works	for	because	they	are	always	trying	to	get	more	work	done	than	is	either	possible	or	necessary.”	“To	The	Technician,	thinking	is	unproductive	unless	it’s	thinking	about	the	work	that	needs	to	be	done.”	“Thinking	isn’t
work;	it	gets	in	the	way	of	work.”	“The	Technician	isn’t	interested	in	ideas;	he’s	interested	in	‘how	to	do	it.’”	“To	The	Technician,	all	ideas	need	to	be	reduced	to	methodology	if	they	are	to	be	of	any	value.”	“The	Technician	knows	that	if	it	weren’t	for	him,	the	world	would	be	in	more	trouble	than	it	already	is.”	“While	The	Entrepreneur	dreams,	The
Manager	frets,	and	The	Technician	ruminates.”	“Everyone	gets	in	The	Technician’s	way.”	“To	The	Technician,	‘the	system’	is	dehumanizing,	cold,	antiseptic,	and	impersonal.	It	violates	his	individuality.”	“The	fact	of	the	matter	is	that	we	all	have	an	Entrepreneur,	Manager,	and	Technician	inside	us.”	“The	typical	small	business	owner	is	only	10	percent
Entrepreneur,	20	percent	Manager,	and	70	percent	Technician.”	“Most	businesses	are	operated	according	to	what	the	owner	wants	as	opposed	to	what	the	business	needs.”	“The	three	phases	of	a	business’s	growth:	Infancy,	Adolescence,	and	Maturity.”	“If	your	business	depends	on	you,	you	don’t	own	a	business—you	have	a	job.	And	it’s	the	worst	job
in	the	world	because	you’re	working	for	a	lunatic!”	“The	purpose	of	going	into	business	is	to	get	free	of	a	job	so	you	can	create	jobs	for	other	people.”	“There’s	a	critical	moment	in	every	business	when	the	owner	hires	his	very	first	employee	to	do	the	work	he	doesn’t	know	how	to	do	himself	or	doesn’t	want	to	do.”	“Your	job	is	to	prepare	yourself	and
your	business	for	growth.	“A	Mature	company	is	founded	on	a	broader	perspective,	an	entrepreneurial	perspective,	a	more	intelligent	point	of	view.	About	building	a	business	that	works	not	because	of	you	but	without	you.”	“A	Mature	business	knows	how	it	got	to	be	where	it	is,	and	what	it	must	do	to	get	where	it	wants	to	go.”	“The	Entrepreneurial
Model	has	less	to	do	with	what’s	done	in	a	business	and	more	to	do	with	how	it’s	done.	The	commodity	isn’t	what’s	important—the	way	it’s	delivered	is.”	“Your	business	is	not	your	life.”	“Once	you	recognize	that	the	purpose	of	your	life	is	not	to	serve	your	business,	but	that	the	primary	purpose	of	your	business	is	to	serve	your	life,	you	can	then	go	to
work	on	your	business,	rather	than	in	it,	with	a	full	understanding	of	why	it	is	absolutely	necessary	for	you	to	do	so.”	“Pretend	that	the	business	you	own—or	want	to	own—is	the	prototype,	or	will	be	the	prototype,	for	5,000	more	just	like	it.”	“Documentation	says,	‘This	is	how	we	do	it	here.’”	“Without	documentation,	all	routinized	work	turns	into
exceptions.”	“Documentation	provides	your	people	with	the	structure	they	need	and	with	a	written	account	of	how	to	‘get	the	job	done’	in	the	most	efficient	and	effective	way.”	“What	you	do	in	your	model	is	not	nearly	as	important	as	doing	what	you	do	the	same	way,	each	and	every	time.”	Go	to	work	on	your	business	rather	than	in	it,	and	ask	yourself
the	following	questions:	How	can	I	get	my	business	to	work,	but	without	me?	How	can	I	get	my	people	to	work,	but	without	my	constant	interference	How	can	I	systematize	my	business	in	such	a	way	that	it	could	be	replicated	5,000	times,	so	the	5,000th	unit	would	run	as	smoothly	as	the	first?	How	can	I	own	my	business,	and	still	be	free	of	it?	How
can	I	spend	my	time	doing	the	work	I	love	to	do	rather	than	the	work	I	have	to	do?	Innovation	is	the	mechanism	through	which	your	business	identifies	itself	in	the	mind	of	your	customer	and	establishes	its	individuality.	Quantification:	the	numbers	related	to	the	impact	an	Innovation	makes.	“Orchestration	is	the	elimination	of	discretion,	or	choice,	at
the	operating	level	of	your	business.”	“Once	you’ve	innovated,	quantified,	and	orchestrated	something	in	your	business,	you	must	continue	to	innovate,	quantify,	and	orchestrate	it.”	“Think	of	your	business	as	though	it	were	the	prototype	for	5,000	more	just	like	it.”	“Your	Business	Development	Program	is	the	vehicle	through	which	you	can	create
your	Franchise	Prototype.”	The	Program	is	composed	of	seven	distinct	steps:	Your	Primary	Aim	Your	Strategic	Objective	Your	Organizational	Strategy	Your	Management	Strategy	Your	People	Strategy	Your	Marketing	Strategy	Your	Systems	Strategy	But	before	you	can	determine	what	that	role	will	be,	you	must	ask	yourself	these	questions:	What	do	I
value	most?	What	kind	of	life	do	I	want?	What	do	I	want	my	life	to	look	like,	to	feel	like?	Who	do	I	wish	to	be?	Michael	believes	great	people	are	those	who	know	how	they	got	where	they	are,	and	what	they	need	to	do	to	get	where	they’re	going.	“Great	people	have	a	vision	of	their	lives	that	they	practice	emulating	each	and	every	day.”	Michael
believes	that	the	difference	between	great	people	and	everyone	else	is	that	great	people	create	their	lives	actively,	while	everyone	else	is	created	by	their	lives,	passively	waiting	to	see	where	life	takes	them	next.	“The	difference	between	a	warrior	and	an	ordinary	man	is	that	a	warrior	sees	everything	as	a	challenge,	while	an	ordinary	man	sees
everything	as	either	a	blessing	or	a	curse.”	Before	you	start	your	business,	or	before	you	return	to	it	tomorrow,	ask	yourself	the	following	questions:	What	do	I	wish	my	life	to	look	like?	How	do	I	wish	my	life	to	be	on	a	day-to-day	basis?	What	would	I	like	to	be	able	to	say	I	truly	know	in	my	life,	about	my	life?	How	would	I	like	to	be	with	other	people	in
my	life—my	family,	my	friends,	my	business	associates,	my	customers,	my	employees,	my	community?	How	would	I	like	people	to	think	about	me?	What	would	I	like	to	be	doing	two	years	from	now?	Ten	years	from	now?	Twenty	years	from	now?	When	my	life	comes	to	a	close?	What	specifically	would	I	like	to	learn	during	my	life—spiritually,	physically,
financially,	technically,	intellectually?	About	relationships?	How	much	money	will	I	need	to	do	the	things	I	wish	to	do?	By	when	will	I	need	it?	“Your	Strategic	Objective	is	a	very	clear	statement	of	what	your	business	has	to	ultimately	do	for	you	to	achieve	your	Primary	Aim.”	“How	big	is	your	vision?	How	big	will	your	company	be	when	it’s	finally	done?
Will	it	be	a	$300,000	company?	A	million-dollar	company?	A	$500-million	company?”	“At	the	beginning	of	your	business,	any	standards	are	better	than	no	standards.”	“Creating	money	standards	is	not	just	strategically	necessary	for	your	business;	it	is	strategically	necessary	for	your	life,	for	the	realization	of	your	Primary	Aim.”	“The	first	question	you
must	always	ask	when	creating	standards	for	your	Strategic	Objective	is:	What	will	serve	my	Primary	Aim?”	“How	much	money	do	I	need	to	live	the	way	I	wish?	Not	in	income	but	in	assets.	In	other	words,	how	much	money	do	you	need	in	order	to	be	independent	of	work,	to	be	free?”	The	ultimate	reason	to	create	a	business	of	your	own	is	to	sell	it.
“An	Opportunity	Worth	Pursuing	is	a	business	that	can	fulfill	the	financial	standards	you’ve	created	for	your	Primary	Aim	and	your	Strategic	Objective.”	“How	do	you	know	whether	you	have	an	Opportunity	Worth	Pursuing?	Look	around.	Ask	yourself:	Does	the	business	I	have	in	mind	alleviate	a	frustration	experienced	by	a	large	enough	group	of
consumers	to	make	it	worth	my	while?”	When	asked	what	kind	of	business	they’re	in,	most	business	owners	respond	with	the	name	of	the	commodity	they	sell.	Always	the	commodity,	never	the	product.	The	difference	is	the	commodity	is	the	thing	your	customer	actually	walks	out	with	in	his	hand.	The	product	is	what	your	customer	feels	as	he	walks
out	of	your	business.	What	he	feels	about	your	business,	not	what	he	feels	about	the	commodity.	Understanding	the	difference	between	the	commodity	and	the	product	is	what	creating	a	great	business	is	all	about.	“What’s	your	product?	What	feeling	will	your	customer	walk	away	with?	What	is	he	really	buying	when	he	buys	from	you?”	“People	buy
feelings.”	“Most	companies	organize	around	people	rather	than	around	accountabilities	or	responsibilities.”	“The	result	is	almost	always	chaos.”	Without	an	Organizational	Chart,	everything	hinges	on	luck	and	good	feelings,	on	the	personalities	of	the	people	and	the	goodwill	they	share.	An	example	of	an	Organizational	Chart:	A	Position	Contract	is	a
summary	of	the	results	to	be	achieved	by	each	position	in	the	company.	You	need	a	management	system	to	successfully	implement	a	management	strategy.	“A	system	is	a	set	of	things,	actions,	ideas,	and	information	that	interact	with	each	other,	and	in	so	doing,	alter	other	systems.”	Your	people	want	to	for	a	boss	who’s	created	a	clearly	defined
structure	for	acting	in	the	world.	They	want	a	structure	through	which	they	can	test	themselves	and	be	tested.	This	structure	is	called	a	game.	The	degree	to	which	people	buy	into	your	game	depends	on	how	well	you	communicate	the	game	to	them	at	the	outset	of	your	relationship.	Your	People	Strategy	is	the	way	you	communicate	this	idea.	A	few
rules	to	keep	in	mind:	Never	figure	out	what	you	want	your	people	to	do	and	then	try	to	communicate	a	game	out	of	it	Never	create	a	game	for	your	people	you’re	unwilling	to	play	yourself	Make	sure	there	are	specific	ways	of	winning	the	game	without	ending	it	Change	the	game	from	time	to	time—the	tactic,	not	the	strategy	Never	expect	the	game
to	be	self-sustaining.	People	need	to	be	reminded	of	it	constantly	The	game	has	to	make	sense	The	game	needs	to	be	fun	from	time	to	time	If	you	can’t	think	of	a	good	game,	steal	one	“Forget	everything	but	your	customer.”	“Demographics	and	psychographics	are	the	two	essential	pillars	supporting	a	successful	marketing	program.”	“If	you	know	who
your	customer	is—demographics—you	can	then	determine	why	he	buys—psychographics.”	“If	your	customer	doesn’t	perceive	he	needs	something,	he	doesn’t,	even	if	he	actually	does.”	There	are	three	kinds	of	systems	in	your	business:	Hard	Systems	Soft	Systems	Information	Systems.	“Hard	Systems	are	inanimate,	unliving	things.”	“Soft	Systems	are
either	animate—living—or	ideas.”	“Information	Systems	are	those	that	provide	us	with	information	about	the	interaction	between	the	other	two.”	If	you	like	The	E-Myth	Revisited,	you	may	also	enjoy	the	following	books:	Print	|	Audiobook	Psychology	Book	Summaries	Or,	browse	more	book	summaries.	This	book	was	written	by	Michael	E	Gerber	in
1985	and	despite	being	over	30	years	old	it	is	still	as	relevant	today	as	it	was	then.	It	has	had	quite	a	few	revisions	since	but	the	main	arguments	and	principles	that	Gerber	pronounces	have	not	changed.	Gerber	walks	you	through	the	steps	in	the	life	of	a	business	(in	this	version	of	the	E’Myth	its	through	the	eyes	of	Sarah	who	runs	a	Pie	shop)	from
entrepreneurial	infancy,	through	adolescent	growing	pains,	to	the	mature	entrepreneurial	perspective,	the	guiding	light	of	all	businesses	that	succeed.	Gerber	then	shows	how	to	apply	the	principles	of	franchising	to	any	business	whether	or	not	it’s	a	franchise.	At	the	end,	Gerber	draws	the	vital	and	often	overlooked	distinction	between	working	IN
your	business	and	working	ON	your	business.	Why	Most	Small	Businesses	Fail.	According	to	Gerber	they	don’t	fail	because	of	the	economy,	bad	luck	or	because	the	customers	or	clients	just	don’t	get	it.	They	fail	because	of	the	mistakes	and	false	assumptions	of	the	owner	and	it	is	this	what	sets	this	book	apart	and	underlines	its	importance.	Gerber
dispels	the	many	myths	surrounding	starting	and	maintaining	a	business.	He	shows	how	these	common	assumptions	spell	disaster	for	even	the	most	capable	of	entrepreneurs.	Once	Gerber	has	taken	you	through	the	steps	in	the	life	of	a	business	he	then	shows	how	to	apply	the	lessons	of	franchising	to	any	business	whether	or	not	it’s	a	‘franchise’.
	Gerber	talks	about	how	to	grow	your	business	in	a	predictable	and	productive	way.	He	shows	that	it’s	not	easy	and	that	you	have	to	get	rid	of	a	lot	of	baggage,	a	lot	of	myths	and	failed	assumptions	on	the	way.	Many	business	owners	are	unable	to	part	with	these	hard	held	beliefs	and	those	that	get	professional	business	coaching	are	much	better
placed	to	do	so.	This	book	has	quite	a	large	following	in	the	30	years	since	it	was	published.	Gerbers	big	lofty	goal	for	the	book	was	to	“Bring	the	dream	back	to	business”	but	this	runs	into	a	road	block	because	it’s	not	that	Business	owners	don’t	know	enough	about	how	to	run	their	businesses	(in	my	experience	they	don’t)	they	actually	think	they	do
know	enough	and	are	sure	that	they	have	all	the	answers	they	need.	Gerber	asserts	that	the	ones	who	succeed	aren’t	the	ones	who	think	they	know	everything,	No,	it’s	the	ones	who	have	an	insatiable	need	to	know	more	who	move	forwards	towards	success.	I’ve	always	said	that	to	build	a	better	business	you	need	to	start	by	building	a	better	you.
Gerbers	premise	is	quite	simple,	businesses	in	this	country	(he’s	talking	about	the	USA	but	could	easily	relate	to	anywhere	else)	simply	don’t	work.	This	is	not	really	surprising	and	has	not	changed	in	the	30	years	since	the	pook	was	first	published.	The	failure	rate	for	businesses	is	still	around	80%	in	the	first	five	years.	What	is	surprising	is	that	too
many	entrepreneurs	simply	aren’t	paying	attention	to	why	they			They	fail	because	they	fail	to	grasp	one	or	more	of	these	four	principal			Idea	#1:	The	myth	that	businesses	are	started	by	entrepreneurs	who	risk	capital	to	make	a	profit.	Not	true,	the	real	reason	almost	all	people	start	businesses	has	little	to	do	with	the	grand	spirit	of	entrepreneurship.
There	are	a	myriad	of	reasons	for	starting	businesses	and	the	fact	is	that	most	business	owners	don’t	even	consider	themselves	as	entrepreneurs.	Idea	#2:	There’s	a	revolution	going	on	today	in	small	businesses	which	Gerber	calls	Turn-key	revolution.	This	not	only	changes	the	way	we	do	business	but	also	who	goes	into	business	and	how	they	do	it
and	the	likelihood	of	their	survival.	Idea	#3:	At	the	heart	of	the	Turnkey	revolution	is	a	dynamic	process	which	Gerber	calls	“The		business	development	process”	and	how	it	should	be	systemised	and	applied	with	purpose	by	the	business	owner.	By	business	development	process	we	mean	the	systems	that	govern	every	aspect	of	your	business,	from
operations	to	finance	to	management	to	marketing,	these	are	the	core	foundations	of	every	successful	business	but	unfortunately	most	small	businesses	either	don’t	have	them,	or	don’t	know	why	they	should	have	them	and	instead	rely	on	“management	by	luck”	as	Gerber	says.	Idea	#4:	That	the	business	development	process	can	be	systematically
applied	to	any	business	by	any	business	owner	in	a	step	by	step	method	that	incorporated	the	principles	of	the	turn	key	revolution.	This	then	produces	predictable	results.	The	Fatal	Assumption.	There	is	one	fatal	assumption	that	plagues	many	people	going	into	business	for	the	first	time	and	that	is:-	“If	you	understand	the	technical	work	of	a	business,
you	understand	the	business”.	This	is	wrong	on	so	many	levels	is	hard	to	know	where	to	start.	This	is	not	only	false	it	is	the	MAIN	cause	of	the	majority	of	business	failures.	For	the	technician	in	all	of	us,	our	business	isn’t		a	business	at	all	it’s	a	place	to	go	to	work,	The	Joiner	becomes	a	contractor,	the	hairdresser	opens	a	salon,	the	engineer	opens	a
repair	shop.	Each	of	them	have	bought	into	the	belief	(or	false	assumption)	that	they’re	well	qualified	to	run	a	business	that	does	that	kind	of	work.	After	all	they’re	the	experts!	They	may	not	like	this	and	it	may	apply	to	you,	but	the	truth	is	that	knowing	the	technical	work	of	a	business	can	be	the	greatest	liability.	You	see	if	you	didn’t	possess	the
technical	ability	to	do	the	work	then	you	would	be	focused	on	building	the	business	rather	than	the	technical	work	of	the	business.	There	is	a	big	difference.	If	you’re	the	only	one	that	can	do	the	technical	side	of	the	business	then	you	become	enslaved	to	the	business,	the	business	that	is	supposed	to	set	you	free	actually	enslaves	you	to	it.	Gerber	says
that	there	are	three	roles	in	any	business	and	these	are:-	The	Entrepreneur	who	is	the	visionary,	the	dreamer,	the	energy	behind	the	activity.	He	/	she	lives	in	the	future	and	has	an	extraordinary	need	for	control,	They	have	a	desire	for	change	and	create	havoc	around	them.	Too	often	regular	people	get	in	their	way,	they	are	too	far	out	ahead	of	them.
The	Manager	is	the	planner,	the	organiser,	the	predictable	one.	The	live	in	the	past	and	crave	order	and	the	status	quo.		Where	the	entrepreneur	see	opportunity	the	manager	sees	the	problems,	they	are	the	one	cleaning	up	the	entrepreneurs	mess.	They’re	in	conflict,	but	they	desperately	need	each	other.	The	Technician	is	the	tinkerer,	the	one	who
gets	it	done.	He	lives	in	the	present,	he’s	never	happier	than	when	he’s	working,	but	only	at	one	thing	at	a	time.	He	mistrusts	the	people	he	works	for,	because	they’re	always	pushing	him	to	get	more	done	than	he	feels	is	realistic.	The	technician	doesn’t	ask	“how	must	the	business	work?”	he	asks	“what	work	has	to	be	done”?	Which	question	do	you
get	out	of	bed	each	morning	and	ask	yourself?	Gerber	summarises	it	like	this:-	“The	entrepreneur	dreams,	the	manager	frets	and	the	technician	ruminates”	Does	this	sound	familiar?	So	who	is	running	your	businesses?	For	the	typical	business	owner	the	answer	is	less	than	5%	entrepreneur	20	–	25%	manager	and	70%	technician.	So	why	does	the
technician	do	it?	Why	do	they	go	into	business	in	the	first	place?	it’s	certainly	not	to	pursue	the	entrepreneurial	dream,	but	to	finally	take	control	of	their	work	from	the	manager	and	the	entrepreneur.	And	the	result	is	that	the	last	person	who	should	be	in	charge	is	in	charge	–	The	Technician.	The	phases	of	the	business.	Infancy	is	the	entrepreneurial
phase	of	your	business.	How	is	your	business	operated,	if	you’re	like	most,	it’s	based	on	what	you	the	owner	wants,	Not	what	your	business	needs.	This	stage	ends	when	the	owner	finally	gets	it	and	realises	things	need	to	change	if	the	business	is	to	survive.	This	point	is	when	most	business	failures	occur	and	when	most	technicians	close	the	doors.
The	others	progress	to	adolescence.	Adolescence,	these	businesses	reach	the	point	where	they	become	comfortable	and	effective	at	delegation	–	for	a	while.	But	then	the	day	comes	when	the	business	grows	and	conditions	deteriorate.	Systems	(if	there	in	place	at	all)	break	down.	What’s	the	adolescent	to	do?	They	have	three	choices:-	They	can	shrink
and	become	small	again,	back	into	the	infancy	stage.	If	they	go	down	this	route	then	they	don’t	really	have	a	business	they	have	a	Job	and	not	a	good	one	at	that.	They	can	go	for	broke	in	an	adolescent	effort	to	keep	up	with	demand.	This	is	really	common	with	startup	tech	businesses	and	nine	times	out	of	ten	ends	in	disaster.	They	can	“hang	in	there”.
This	is	the	most	tragic	of	the	three.	The	owner	is	consumed	by	the	business	and	the	possibility	of	losing	it.	They	put	everything	they’ve	got	into	it.	The	business	may	survive	but	the	owner	will	probably	not,	something	has	to	give	and	it	often	does.	It	is	this	condition	of	infancy	and	adolescence	that	dominates	businesses	and	this	leads	to	rampant
confusion	and	what	Gerber	calls	“tragically	wasted	lives”.	The	Entrepreneurial	Model.	The	entrepreneurial	model	is	the	model	for	mature	businesses.	This	is	the	model	of	fulfilling	the	needs	of	a	specific	segment	of	consumers	in	an	innovative	way.	This	is	a	business	that	looks	and	acts	in	a	way	that	the	consumer	needs	for	it	to	act,	not	in	the	way	the
entrepreneur	needs	it	to	act.	The	entrepreneurial	model	starts	with	the	picture	of	the	customer	for	whom	the	business	is	created.	It’s	about	them.	Not	you.	Business	owners	who	fail	to	understand	this	will	fail	to	get	customers.	This	is	the	basis	of	Gerber’s	Turn-key	revolution.	The	premise	is	that	you	must	think	of	your	business	as	if	it	were	a	pre
production	prototype	of	a	mass	produced	product.	You	must	think	of	how	you	can	get	your	business	to	work	without	you,	without	your	constant	interference.	How	can	you	systemise	it	so	that	it	can	be	replicated	thousands	of	times	in	the	exact	same	way.	This	will	sound	a	long	way	off	for	most	business	owners	but	this	is	what	it	takes	to	be	successful.
Technicians,	Gerber	says	are	often	slaves	to	their	own	businesses.	The	idealistic	business	owner	who	believes	they	can	break	free	and	work	on	their	own	are	essentially	slaves	to	their	business.		This	is	no	way	to	live	life	to	the	fullest.	Each	business	owner	must	create	their	primary	aim,	the	vision	necessary	to	bring	their	business	to	life	and	their	life	to
their	business.		This	begins	by	determining	if	your	business	is	an	opportunity	worth	pursuing.	Will	it	help	you	achieve	the	goals	and	objectives	behind	your	primary	aim?	You	had	better	know	this	before	you	invest	one	pound	into	the	venture.	The	question	behind	the	Primary	aim	will	fuel	your	strategic	objective	and	this	will	determine	your
organisational	structure.	This	structure	is	normally	represented	through	and	organisation	chart.	This	chart	is	an		orderly	system	for	creating	the	roles	necessary	in	your	business,	from	your	board	of	directors	to	your	managers.	Even	if	you	can’t	staff	all,	or	any	of	the	roles	necessary	at	the	beginning	you	absolutely	need	to	know	what	those	are	so	you
are	ready	to	put	the	right	people	in	the	right	roles	when	the	time	comes.	Its	extremely	costly	to	get	this	wrong	for	large	and	small	businesses	alike.	The	E’myth	is	full	of	processes	that	are	highly	recommended	for	serious	small	business	owners.	That’s	because	good	people	desire	to	work	for	organisations	with	clear	defined	visions	and	structures.	They
need	something	consistent	that	they	can	test	their	performance	against.	How	you	communicate	your	people	strategy	starts	with	your	primary	aim	and	follows	with	your	organisation	chart.	You	need	to	be	consistent	in	communicating	this	in	everything	you	do,	not	just	have	it	in	writing	and	forgetting	all	about	it.	Systemise	it	and	live	it,	and	your	people
will	communicate	your	ideas	in	how	they	behave.	They’ll	follow	the	process	to	the	letter.	It	will	be	in	both	your	documented	systems	and	in	the	real,	authentic	actions	of	your	people.	To	succeed	you	must	start	to	think	of	your	business	as	a	system	which	is	fully	integrated	with	the	mission	of	your	business.	It	is	designed	to	deliver	what	you	programme
into	it.	Even	if	you’re	very	small.	This	is	because	everything	in	your	business	impacts	everything	else,	Your	primary	aim,	your	strategic	objective,	your	organisational	structure,	your	management	strategy	and	your	systems	strategy	are	all	completely	interdependent.	If	you	follow	these	principles	and	this	structure,	your	business	can	not	only	grow	well
past	infancy	into	maturity.	It	can	thrive.	And	it	can	become	much	more	than	a	place.	It’s	a	place	for	the	whole	of	ourselves,	the	innovator,	the	maintainer,	the	entrepreneur,	the	technician	and	the	manager.	Final	Word	The	E’myth	is	essential	reading	for	any	business	owner,		small,	medium	or	large.	This	is	one	book	I	go	back	to	time	and	time	again.	To
purchase	the	E’myth	Click	the	link	below:-	The	E-Myth	Revisited:	Why	Most	Small	Businesses	Don’t	Work	and	…	Here	we’re	obsessed	with	helping	small	business	owners	achieve	the	success	they	desire	through	action	based	coaching,	enabling	them	to	out	think,	out	market	and	outsell	their	competition.	We’re	great	believers	in	showing	that	business
growth	is	far	more	simple	than	most	business	owners	realise	and	more	importantly	than	what	other	coaches	and	consultants	make	out.		We	provide	business	coaching	services	where	we	work	with	local	businesses	to	help	them	achieve	the	business	growth	that	they	want	from	their	business.	Providing	everything	from	business	coaching	and	mentoring
which	getting	customers	to	understanding	the	numbers	in	their	business.	©	1996-2025,	Amazon.com,	Inc.	or	its	affiliates	Michael	E.	Gerber	is	a	true	legend	of	entrepreneurship.	INC.	magazine	called	him	"the	World's	#1	Small	Business	Guru."	He	is	the	Co-Founder	and	Chairman	of	Michael	E.	Gerber	Companies—a	group	of	highly	unique	enterprises
dedicated	to	creating	world-class	start-ups	and	entrepreneurs	in	every	industry	and	economy—a	company	that	transforms	the	way	small	business	owners	grow	their	companies	and	which	has	evolved	into	an	empire	over	its	history	of	nearly	three	decades.	The	Entrepreneurial	MythThey	intoxicate	themselves	with	work	so	they	won't	see	how	they
really	are.--Aldous	HuxleyThe	E-Myth	is	the	myth	of	the	entrepreneur.	It	runs	deep	in	this	country	and	rings	of	the	heroic.Picture	the	typical	entrepreneur	and	Herculean	pictures	come	to	mind:	a	man	or	woman	standing	alone,	wind-blown	against	the	elements,	bravely	defying	insurmountable	odds,	climbing	sheer	faces	of	treacherous	rock--all	to
realize	the	dream	of	creating	a	business	of	one's	own.The	legend	reeks	of	nobility,	of	lofty,	extra-human	efforts,	of	a	prodigious	commitment	to	larger-than-life	ideals.Well,	while	there	are	such	people,	my	experience	tells	me	they	are	rare.Of	the	thousands	of	businesspeople	I	have	had	the	opportunity	to	know	and	work	with	over	the	past	two	decades,
few	were	real	entrepreneurs	when	I	met	them.The	vision	was	all	but	gone	in	most.The	zest	for	the	climb	had	turned	into	a	terror	of	heights.The	face	of	the	rock	had	become	something	to	cling	to	rather	than	to	scale.Exhaustion	was	common,	exhilaration	rare.But	hadn't	all	of	them	once	been	entrepreneurs?	After	all,	they	had	started	their	own
business.	There	must	have	been	some	dream	that	drove	them	to	take	such	a	risk.But,	if	so,	where	was	the	dream	now?	Why	had	it	faded?Where	was	the	entrepreneur	who	had	started	the	business?The	answer	is	simple:	the	entrepreneur	had	only	existed	for	a	moment.A	fleeting	second	in	time.And	then	it	was	gone.	In	most	cases,	forever.If	the
entrepreneur	survived	at	all,	it	was	only	as	a	myth	that	grew	out	of	a	misunderstanding	about	who	goes	into	business	and	why.A	misunderstanding	that	has	cost	us	dearly	in	this	country--more	than	we	can	possibly	imagine--in	lost	resources,	lost	opportunities,	and	wasted	lives.That	myth,	that	misunderstanding,	I	call	the	E-Myth,	the	myth	of	the
entrepreneur.And	it	finds	its	roots	in	this	country	in	a	romantic	belief	that	small	businesses	are	started	by	entrepreneurs,	when,	in	fact,	most	are	not.Then	who	does	start	small	businesses	in	America?And	why?The	Entrepreneurial	SeizureTo	understand	the	E-Myth	and	the	misunderstanding	at	its	core,	let's	take	a	closer	look	at	the	person	who	goes
into	business.	Not	after	he	goes	into	business,	but	before.For	that	matter,	where	were	you	before	you	started	your	business?	And,	if	you're	thinking	about	going	into	business,	where	are	you	now?Well,	if	you're	like	most	of	the	people	I've	known,	you	were	working	for	somebody	else.What	were	you	doing?Probably	technical	work,	like	almost	everybody
who	goes	into	business.You	were	a	carpenter,	a	mechanic,	or	a	machinist.You	were	a	bookkeeper	or	a	poodle	clipper;	a	drafts-person	or	a	hairdresser;	a	barber	or	a	computer	programmer;	a	doctor	or	a	technical	writer;	a	graphic	artist	or	an	accountant;	an	interior	designer	or	a	plumber	or	a	salesperson.But	whatever	you	were,	you	were	doing
technical	work.And	you	were	probably	damn	good	at	it.But	you	were	doing	it	for	somebody	else.Then,	one	day,	for	no	apparent	reason,	something	happened.	It	might	have	been	the	weather,	a	birthday,	or	your	child's	graduation	from	high	school.	It	might	have	been	the	paycheck	you	received	on	a	Friday	afternoon,	or	a	sideways	glance	from	the	boss
that	just	didn't	sit	right.	It	might	have	been	a	feeling	that	your	boss	didn't	really	appreciate	your	contribution	to	the	success	of	his	business.It	could	have	been	anything;	it	doesn't	matter	what.	But	one	day,	for	apparently	no	reason,	you	were	suddenly	stricken	with	an	Entrepreneurial	Seizure.	And	from	that	day	on	your	life	was	never	to	be	the
same.Inside	your	mind	it	sounded	something	like	this:	"What	am	I	doing	this	for?	Why	am	I	working	for	this	guy?	Hell,	I	know	as	much	about	this	business	as	he	does.	If	it	weren't	for	me,	he	wouldn't	have	a	business.	Any	dummy	can	run	a	business.	I'm	working	for	one."And	the	moment	you	paid	attention	to	what	you	were	saying	and	really	took	it	to
heart,	your	fate	was	sealed.The	excitement	of	cutting	the	cord	became	your	constant	companion.The	thought	of	independence	followed	you	everywhere.The	idea	of	being	your	own	boss,	doing	your	own	thing,	singing	your	own	song,	became	obsessively	irresistible.Once	you	were	stricken	with	an	Entrepreneurial	Seizure,	there	was	no	relief.You
couldn't	get	rid	of	it.You	had	to	start	your	own	business.	“The	E-Myth	Revisited:	Why	Most	Small	Businesses	Don’t	Work	and	What	to	Do	About	It”	by	Michael	E.	Gerber	offers	insights	into	the	misconceptions	surrounding	entrepreneurship	and	provides	strategies	to	transform	a	small	business	from	a	chaotic	enterprise	into	a	thriving,	systemized
venture.	Quick	Summary:	Gerber	emphasizes	the	importance	of	systems	and	processes	in	small	businesses,	and	distinguishing	between	working	on	the	business	versus	in	it.	He	introduces	the	concepts	of	the	Technician,	Manager,	and	Entrepreneur,	asserting	that	a	balance	between	these	roles	is	crucial	for	business	success.	The	“E-Myth,”	or
Entrepreneurial	Myth,	is	the	mistaken	belief	that	most	businesses	are	started	by	entrepreneurs	with	a	strong	vision	of	the	business	process.		In	reality,	most	businesses	are	started	by	technicians	–	people	skilled	in	a	particular	craft	or	trade	–	who	decide	to	go	out	on	their	own.	However,	being	skilled	at	a	particular	task	does	not	necessarily	mean	one
has	the	skills	to	run	a	successful	business.		This	results	in	a	scenario	where	the	technician	ends	up	working	in	the	business	rather	than	on	the	business,	leading	to	burnout	and	often	business	failure.	Gerber	identifies	three	key	personalities	that	every	business	owner	possesses:	the	Entrepreneur,	the	Manager,	and	the	Technician.		The	Entrepreneur	is
the	visionary,	always	looking	to	the	future,	and	is	the	dreamer.		The	Manager	is	the	planner,	focusing	on	the	details,	organization,	and	order.		The	Technician	is	the	doer,	living	in	the	present,	and	loves	the	technical	work.		For	a	business	to	succeed,	there	needs	to	be	a	balance	between	these	three	personalities.		However,	most	small	business	owners
are	dominated	by	the	Technician	mindset,	leading	to	the	challenges	they	face.	Gerber	describes	the	growth	of	a	business	in	terms	of	its	lifecycle,	comparing	it	to	the	stages	of	infancy,	adolescence,	and	maturity.		In	the	infancy	stage,	the	business	is	essentially	the	owner,	where	the	owner	does	everything.	As	the	business	grows	and	enters	adolescence,
there’s	a	need	to	employ	others	to	help.		This	is	where	many	businesses	fail	because	the	owner	finds	it	hard	to	let	go	of	certain	tasks	and	doesn’t	have	the	systems	in	place	to	ensure	consistency	and	quality.		In	the	maturity	phase,	the	business	has	a	clear	vision	and	operational	systems	in	place,	making	it	run	smoothly	without	being	overly	reliant	on
the	owner.	One	of	the	most	significant	insights	from	the	book	is	the	idea	of	the	“Franchise	Prototype.”		Gerber	argues	that	every	business	should	be	structured	as	if	it’s	going	to	be	franchised.	This	doesn’t	mean	that	every	business	should	be	turned	into	a	franchise,	but	rather	that	it	should	have	clear	systems	and	processes	in	place.		By	creating
documented	systems	for	every	function,	the	business	can	deliver	a	consistent	product	or	service,	ensuring	that	the	business	can	operate	effectively	without	being	dependent	on	the	owner	or	specific	key	employees.	The	overarching	theme	of	the	book	is	the	idea	of	working	ON	your	business	rather	than	IN	it.		This	means	that	instead	of	getting	bogged
down	in	daily	tasks	and	operations,	business	owners	should	focus	on	strategic	planning,	systematizing,	and	looking	for	ways	to	innovate.		By	doing	so,	they	can	create	a	business	that	works	independently	of	them,	leading	to	more	freedom,	less	stress,	and	a	more	valuable	and	scalable	enterprise.	Also	Read:	Range	by	David	Epstein	Summary	and	Key
Lessons	One	of	the	primary	takeaways	from	the	book	is	the	need	for	businesses	to	have	clear,	documented	systems	and	processes	in	place.		By	systematizing	every	aspect	of	the	business,	from	customer	service	to	operations	to	marketing,	a	business	can	ensure	consistency	in	delivering	its	products	or	services.		This	not	only	ensures	a	uniform
experience	for	customers	but	also	makes	the	business	less	dependent	on	individual	employees	or	the	owner.	Systemization	allows	for	easier	training	of	new	staff,	scalability	of	the	business,	and	even	potential	franchising.		It’s	not	about	making	the	business	impersonal;	rather,	it’s	about	creating	a	structure	that	can	consistently	deliver	value	to	its
customers.	As	already	discussed,	every	business	owner	embodies	three	personalities	–	the	Entrepreneur	(visionary),	the	Manager	(planner),	and	the	Technician	(doer).		A	major	lesson	from	the	book	is	the	need	to	strike	a	balance	between	these	personalities.	While	the	Technician	might	be	inclined	to	focus	on	the	daily	tasks,	the	Entrepreneur	dreams
of	the	future,	and	the	Manager	ensures	order	and	planning.		A	successful	business	owner	needs	to	nurture	all	three	aspects,	ensuring	they	have	the	vision	for	the	future,	the	plans	and	systems	to	realize	that	vision,	and	the	technical	know-how	to	deliver	the	product	or	service.		Over-reliance	on	any	single	aspect	can	lead	to	stagnation,	chaos,	or
burnout.	Also	Read:	Astrophysics	for	People	in	a	Hurry	Summary	and	Key	Lessons	Many	small	business	owners	get	trapped	in	the	day-to-day	operations	of	their	business,	often	because	they	began	as	technicians	who	are	skilled	at	a	particular	trade	or	service.	However,	for	a	business	to	grow	and	thrive,	the	owner	must	transition	from	working	IN	the
business	(handling	daily	tasks	and	operations)	to	working	ON	the	business	(focusing	on	growth,	strategy,	and	systematization).		This	shift	allows	the	owner	to	take	a	more	strategic	role,	looking	at	the	bigger	picture,	finding	areas	for	innovation,	and	ensuring	the	business’s	long-term	sustainability	and	success.	“The	E-Myth	Revisited”	is	a	foundational
read	for	anyone	considering	starting	their	own	business	or	looking	to	improve	their	existing	one.		It	challenges	conventional	wisdom	and	provides	actionable	insights	into	building	a	sustainable	and	scalable	business	model.		By	emphasizing	the	importance	of	systems,	processes,	and	a	strategic	mindset,	Gerber	offers	a	roadmap	for	business	success
that	transcends	industries	and	market	conditions.	Read	our	other	summaries	How	many	times	did	you	think	“Oh!	I	am	excellent	at	doing	this!	Why	don’t	I	start	a	business	and	start	making	money	out	of	it?”.	In	the	book	“The	E-Myth	Revisited”,	Michael	E.	Gerber	shows	us	that	it	takes	more	than	having	the	talent	and	technical	skills	to	do	something	in
order	to	start	a	successful	business.	In	this	blog	post,	we	will	review	the	E-Myth	Revisited	summary	by	chapter	and	provide	you	with	its	key	outcomes	so	you	can	successfully	start	your	own	small	business.	So,	grab	your	favorite	drink,	find	a	cozy	spot,	and	let’s	journey	through	the	pages	of	“The	E-Myth	Revisited”.	“The	E-Myth	Revisited:	Why	Most
Small	Businesses	Don’t	Work	and	What	to	Do	About	It”	is	a	renowned	business	book	that	was	revisited	by	Michael	E.	Gerber	in	1995	after	its	first	publishing	in	1986	(Yep!	That’s	37	years	ago).	The	book	is	structured	around	the	narrative	of	a	pie	shop	owner	named	Sarah	who	is	struggling	to	keep	her	business	afloat.	Gerber	uses	Sarah’s	story	to
illustrate	the	common	pitfalls	that	small	business	owners	encounter	and	offers	them	a	comprehensive	framework	to	help	them	build	a	successful	and	sustainable	business.		The	main	misconception	that	Michael	E.	Gerber	tries	to	solve	is	what	he	calls	the	Entrepreneurial	Myth	which	states	that	having	sheer	technical	expertise	will	automatically	make
your	business	thrive.	In	this	book,	Gerber	emphasizes	the	roles	of	the	Entrepreneur,	Manager,	and	Technician	in	a	business,	discusses	phases	of	growth	seen	in	any	business,	and	stresses	the	importance	of	systems,	innovation,	and	a	clear	perspective	to	achieving	lasting	success.	Like	any	book	that	exists,	The	E-Myth	Revisited	has	its	quirks.	While	it’s
loaded	with	insights,	it	might	not	cover	every	single	business	scenario	since	every	business	has	its	own	unique	charm.	Therefore,	you’ll	need	to	tailor	some	of	the	ideas	presented	in	this	book	to	match	the	niche	you’re	conquering.	The	“E-Myth”	stands	for	“Entrepreneurial	Myth”	and	refers	to	the	mistaken	belief	that	most	businesses	are	started	by
entrepreneurs	who	possess	all	the	necessary	skills	for	running	a	business.	However,	in	reality,	many	business	owners	lack	the	essential	skills	in	management,	operations,	and	systems,	leading	to	the	failure	of	their	ventures.	The	book	is	divided	into	three	parts,	with	each	part	containing	several	chapters	that	outline	the	key	concepts	and	steps
necessary	for	transforming	a	small	business.	Each	chapter	delves	into	different	aspects	of	the	E-Myth	and	provides	actionable	insights.						Firstly,	Gerber	introduces	you	to	three	main	characters	in	your	business	journey:	The	Entrepreneur	The	Manager	The	Technician	These	roles	are	like	the	dynamic	trio	that	needs	to	work	harmoniously	in	order	for
your	business	to	succeed.	Secondly,	Gerber	shows	that	every	business	goes	through	different	stages	of	growth,	and	he	breaks	it	down	for	you,	from	the	Infancy	phase	where	you’re	hustling	as	the	Technician,	to	the	Adolescence	phase	where	chaos	meets	rapid	growth.	Thirdly,	Gerber	emphasizes	the	need	for	systems	and	processes,	which	are	like
secret	recipes	that	allow	you	to	keep	the	quality	intact	even	when	your	business	takes	off	like	a	rocket.	Lastly,	as	we	dive	into	the	later	chapters,	it’s	all	about	structuring	your	business	by	developing	your	strategic	goals	and	objectives	and	developing	your	business	strategies	that	ensure	its	success	and	continuous	growth.	Without	further	ado,	here’s
The	E-Myth	Revisited	summary	by	chapter	for	you.	In	the	first	chapter,	Gerber	introduces	the	concept	of	the	E-Myth	and	highlights	the	misconception	that	most	small-business	owners	are	actually	entrepreneurs.	Additionally,	this	chapter	underlines	the	difference	between	working	on	your	business	(entrepreneurial)	versus	working	in	your	business
(technician).	Entrepreneurs	should	not	just	focus	on	their	technical	skills	but	also	understand	how	to	run	and	scale	a	business.	Successful	businesses	are	built	on	systems	that	allow	for	consistency	and	growth.	The	E-Myth	dispels	the	idea	that	technical	expertise	alone	guarantees	business	success.	In	this	chapter,	Gerber	presents	the	concept	of	the
three	roles	that	every	business	owner	embodies:	entrepreneur,	who	mainly	lives	in	the	future,	manager,	who	likes	to	keep	all	things	under	control	and	manage	the	other	two	roles,	and	the	technician,	who	lives	in	the	present	and	likes	to	do	tasks	but	usually	burns-out	after	a	while.	Businesses,	as	stated	in	The	E	Myth	Revisited	by	Michael	Gerber,	often
start	because	the	technician	gets	tired	of	working	for	other	people	so	they	decide	to	open	their	own	ventures.	However,	these	roles	must	be	balanced	adequately	for	sustainable	business	growth.	He	suggests	that	“The	business	owner	who	understands	that	without	all	three	perspectives	working	in	harmony,	the	business	is	doomed	to	struggle”.
Successful	business	owners	must	effectively	juggle	the	roles	of	entrepreneur,	manager,	and	technician.	Focusing	solely	on	the	technician	role	can	lead	to	inefficiency	and	failure.	The	interplay	of	these	roles	contributes	to	a	well-rounded	business	approach.	In	this	chapter,	Gerber	discusses	the	“Fatal	Assumption”	that	an	individual	with	technical
expertise	can	naturally	run	a	successful	business.	He	states	that	the	assumption	is,	“If	you	understand	the	technical	work	of	a	business,	you	understand	a	business	that	does	that	technical	work.”	This	assumption	often	leads	to	businesses	failing	due	to	a	lack	of	proper	business	skills.	Having	good	technical	skills	does	not	necessarily	translate	to
business	success.	A	business	owner	must	learn	the	essential	business	skills	beyond	their	expertise	to	ensure	business	growth.	The	Fatal	Assumption	is	a	pitfall	that	entrepreneurs	must	avoid	throughout	their	business’	lifecycle.	In	Chapter	4,	Gerber	explores	the	stage	of	business	development	known	as	adolescence	and	compares	the	challenges	faced
in	this	growth	stage	to	the	challenges	faced	by	adolescents	in	human	development.	In	this	stage	a	business	begins	to	grow	and	requires	external	help	to	support	its	expansion,	for	instance	by	hiring	more	employees	to	do	some	of	the	work.	Technical	expertise	is	insufficient	for	business	success;	entrepreneurs	must	develop	a	comprehensive
understanding	of	business	operations.	To	support	growth,	businesses	must	create	systems	and	processes	that	allow	for	consistency,	scalability,	and	effective	delegation.	Businesses	experiencing	growth	need	to	embrace	external	assistance	and	develop	systems	to	sustain	expansion.	Chapter	5	shifts	our	focus	to	stepping	beyond	the	comfort	zone.	Here
Gerber	discusses	the	inherent	fear	and	resistance	associated	with	change	and	growth,	and	shows	that	such	resistance	exists	by	nature	in	all	three	types	of	roles	introduced	before.	Gerber	emphasizes	that	successful	entrepreneurs	recognize	the	need	to	push	boundaries	and	embrace	discomfort	as	a	catalyst	for	growth.	However,	growing	too	big	and
beyond	the	comfort	zone	must	be	done	carefully,	or	it	can	lead	to	one	of	three	outcomes;	going	back	to	the	infancy	stage,	going	for	broke,	or	surviving	in	adolescence.	The	E-Myth	Revisited	summary	we	prepared	includes	key	takeaways	from	every	chapter	and	here	are	some	points	from	chapter	5:	Growth	occurs	when	individuals	and	businesses	push
beyond	their	comfort	zones,	facing	challenges	head-on.	Entrepreneurs	thrive	by	venturing	into	the	unknown	and	embracing	discomfort	as	a	catalyst	for	innovation.	Smart	risk-taking,	coupled	with	an	openness	to	change,	is	integral	to	entrepreneurial	success.	In	this	chapter,	Gerber	explains	that	businesses,	like	individuals,	undergo	stages	of	growth,
and	its	maturity	is	reached	when	the	business	becomes	a	replicable	system	that	can	operate	effectively	without	the	owner’s	constant	involvement	and	regardless	of	changes	in	personnel.	Maturity	according	to	Gerber	can	be	achieved	by	adopting	the	Entrepreneurial	Perspective	and	implementing	systematic	approaches	for	the	business.
Entrepreneurial	Perspective,	which	is	crucial	for	transitioning	from	a	technician’s	mindset	to	that	of	a	visionary	entrepreneur,	involves	viewing	the	business	as	a	product	to	be	sold	and	replicated.	The	systematic	approach	involves	creating	a	business	prototype	by	documenting	processes,	procedures,	and	systems	that	enable	the	business	to	function
independently	of	the	owner’s	direct	control,	promoting	scalability	and	replicability.	Achieving	business	maturity	requires	the	establishment	of	systems	and	processes	for	consistent	operations.	The	entrepreneurial	perspective	involves	viewing	the	business	as	a	product	that	can	be	replicated	through	systems.	Creating	a	business	prototype	with
standardized	systems	is	essential	for	scalability	and	consistent	performance.	In	Chapter	7	Gerber	introduces	and	discusses	the	significance	of	adopting	a	turn-key	approach	to	business,	which	involves	creating	a	model	that	allows	the	business	to	operate	seamlessly	and	independently,	much	like	a	franchise.	Gerber	uses	the	example	of	McDonald’s	to
illustrate	the	concept	of	the	turn-key	approach	to	business.	He	highlights	how	McDonald’s	successfully	implemented	a	replicable	business	model	that	could	be	operated	by	various	individuals	while	maintaining	consistent	quality	and	efficiency.	Embracing	a	turn-key	approach	involves	creating	replicable	systems	that	allow	the	business	to	operate
independently	of	the	owner’s	constant	involvement.	Businesses	are	the	product	itself	and	the	franchise	is	the	customers	and	their	view	of	the	product.	Creating	a	business	prototype	with	documented	systems	is	essential	for	successful	turn-key	implementation	and	avoiding	people-dependent	businesses.	Want	to	build	new	habits	and	get	rid	of	old	ones
while	starting	a	business?	Check	out	Quotes	from	Atomic	Habits	by	James	Clear.	In	Chapter	8	Gerber	introduces	the	concept	of	the	Franchise	Prototype	as	a	crucial	tool	for	business	development	and	explains	how	entrepreneurs	can	create	a	replicable	model	of	their	business	that	serves	as	a	blueprint	for	consistent	and	successful	operations.	This
franchise	prototype	involves	designing	the	business’s	operations,	systems,	and	processes	to	ensure	consistent	results	just	as	a	franchise	maintains	consistent	quality	across	multiple	locations.	Furthermore,	Gerber	emphasizes	on	the	importance	of	documenting	and	fine-tuning	each	step	of	the	business’s	operations	to	achieve	such	consistent	outcomes.
Every	business,	regardless	of	its	size,	should	be	developed	as	if	it	were	a	franchise	prototype	through	the	creation	of	replicable	systems	and	processes.	Standardized	processes	lead	to	consistent	results	and	customer	experiences.	The	Franchise	Prototype	provides	a	scalable	model	for	business	expansion.	Gerber,	In	Chapter	9,	emphasizes	the	crucial
distinction	between	working	“on”	the	business	and	working	“in”	it.	He	explains	that	the	business	owner	must	transition	from	the	role	of	the	technician	(someone	who	performs	tasks)	to	the	entrepreneur	(someone	who	designs	and	builds	the	business)	instead	of	being	caught	in	the	trap	of	being	a	technician	and	neglecting	the	essential	role	of	working
on	the	business	to	drive	growth	and	success.	Business	owners	must	transition	from	being	technicians	to	adopting	an	entrepreneurial	mindset	to	drive	growth.	Balancing	time	spent	working	on	the	business	and	in	the	business	is	crucial	for	sustainable	growth.	Effective	delegation	allows	owners	to	focus	on	strategic	aspects	and	prevents	getting	trapped
in	day-to-day	tasks.	In	Chapter	10	Gerber	introduces	the	concept	of	the	Business	Development	Process,	emphasizing	the	importance	of	continuous	growth	and	development	in	both	personal	and	business	realms.	Businesses	grow	and	evolve	through	a	process	of	innovation,	quantification,	and	orchestration.	At	a	personal	level,	it	requires	the
entrepreneur	to	have	a	mindset	that	values	learning,	adaptation,	and	improvement	in	order	to	effectively	lead	their	businesses.	However,	Gerber	conditioned	the	process	of	personal	development	to	be	aligned	with	the	business’	vision.	The	more	aligned	the	entrepreneur’s	personal	growth	is	with	the	business’s	goals,	the	more	successful	the	company
becomes.	Consistent	growth	and	development	are	essential	for	both	personal	and	business	success.	Effective	leadership	requires	continuous	personal	development	and	skill	enhancement.	Personal	growth	should	be	aligned	with	the	business’s	vision	for	optimal	success.	Need	financial	advice?	Rich	Dad	Poor	Dad	Quotes	got	you	covered!	Chapter	11:
The	Business	Development	Process	In	this	chapter,	Gerber	delves	into	the	concept	of	the	Business	Development	Process	and	emphasizes	the	importance	of	having	a	clear	understanding	of	your	primary	aim	and	how	it	shapes	the	direction	of	your	business.	Gerber	guides	readers	in	crafting	a	powerful	vision	that	serves	as	a	driving	force	for	decision-
making,	strategic	planning,	and	achieving	the	Franchise	Prototype	defined	in	the	previous	chapters.	The	business	development	process	according	to	Gerber	has	seven	main	components;	the	business’	primary	aim,	strategic	objective,	organizational	strategy,	management	strategy,	people	strategy,	marketing	strategy,	and	systems	strategy.	The	Primary
Aim	encapsulates	an	entrepreneur’s	personal	goals,	values,	and	dreams,	and	serves	as	a	guiding	force	that	shapes	the	business’s	purpose	and	direction.	Entrepreneurs	should	align	personal	aspirations	with	the	strategic	vision	of	the	business.	Meaningful	success	is	achieved	when	the	business	reflects	the	entrepreneur’s	core	values	and	objectives.	In
the	successive	chapters	of	“The	E-Myth	Revisited”,	Gerber	constructs	a	comprehensive	framework	for	building	a	successful	business	by	diving	deep	into	the	seven	components	of	the	business	development	process.	These	chapters	are	briefly	described	in	chapter	11	in	the	book,	so	to	avoid	repetition	here’s	an	overview	of	the	main	concepts	introduced
in	each	chapter	and	how	these	concepts	complement	each	other.	By	beginning	with	the	concept	of	the	“Primary	Aim”,	Gerber	underscores	the	significance	of	aligning	personal	aspirations	with	business	goals.	This	idea	is	extended	further	in	the	exploration	of	the	“Strategic	Objective”,	emphasizing	the	necessity	of	a	clear	vision	for	the	business’s
future.	Subsequently,	“Your	Organizational	Strategy”	delves	into	designing	roles	and	responsibilities,	followed	by	“Your	Management	Strategy”	and	“Your	People	Strategy,”	which	stress	the	importance	of	effective	leadership,	team	management,	and	cultivating	a	positive	work	environment.	The	inclusion	of	“Your	Marketing	Strategy”	highlights	the
critical	role	of	communication	and	audience	engagement,	while	“Your	Systems	Strategy”	underscores	the	need	for	documented	processes.	Entrepreneurs	struggle	to	get	discovered	and	that’s	why	Show	Your	Work!	exists.	The	E-Myth	Revisited	by	Michael	E.	Gerber	is	full	of	lessons	and	takeaways	for	anyone	who	wishes	to	start	their	own	business.
Here	are	the	top	5	key	takeaways	from	the	E-Myth	Revisited:	Having	an	entrepreneurial	mindset:	The	book	urges	individuals	to	transcend	their	roles	as	mere	operators	and	embrace	an	entrepreneurial	mindset,	recognizing	the	importance	of	working	on	the	business,	not	just	in	it.	This	shift	also	involves	focusing	on	long-term	strategy,	creating	scalable
systems,	and	relinquishing	the	impulse	to	be	consumed	by	day-to-day	tasks,	thereby	unlocking	the	potential	for	sustained	success.	It’s	all	about	systemization:	Michael	E.	Gerber	advocates	for	creating	meticulously	documented	systems	and	processes	across	all	facets	of	the	enterprise.	These	systems	ensure	consistency,	diminish	reliance	on	individual
expertise,	and	facilitate	seamless	operations	even	in	the	absence	of	direct	owner	involvement.	Use	a	Turn-Key	approach:	A	prevailing	theme	in	“The	E-Myth	Revisited”	is	the	notion	of	adopting	a	turnkey	approach	and	treating	one’s	business	as	a	replicable	franchise	model	through	systemization.	By	embracing	the	turn-key	revolution,	businesses	can



achieve	scalability,	uniformity,	and	longevity,	allowing	them	to	thrive	even	in	an	evolving	market.	Having	a	main	aim	and	vision	is	the	key	to	longevity:	Gerber	underscores	the	significance	of	aligning	the	“Primary	Aim”	which	refers	to	the	entrepreneur’s	own	personal	goals,	values,	and	aspirations,	with	the	business’s	mission	to	form	a	cohesive,
purpose-driven	venture.	Furthermore,	Gerber	advocates	defining	a	clear	“Strategic	Objective”	for	the	business,	which	serves	as	a	guiding	beacon	for	decision-making	and	strategic	planning.	Balancing	Leadership	and	Operations:	Gerber	emphasizes	on	the	delicate	equilibrium	between	leadership	and	operational	involvement,	and	advocates	for
effective	management	that	includes	delegation,	team	empowerment,	and	fostering	an	environment	of	growth.	By	striking	a	harmonious	balance	between	working	on	the	business	as	a	manager	and	in	it,	entrepreneurs	can	effectively	steer	their	ventures	toward	sustained	growth	and	impactful	success.	In	a	nutshell,	The	E-Myth	Revisited	is	like	that
friendly	guide	that	gives	you	a	roadmap	for	building	your	dream	business.	It’s	about	bringing	balance	to	your	talents,	embracing	growth	stages,	and	keeping	your	business	shining	even	when	you’re	not	in	the	spotlight	and	we	hope	you	benefitted	from	The	E-Myth	Revisited	summary	and	review.	Continue	checking	Read	&	Blog	for	more	book	articles,
book	reviews,	book	recommendations,	quotes,	and	much	more.	Posted	by	Elizabeth	Whitworth	|	Jul	13,	2021	What	can	small	business	leaders	learn	from	the	E-Myth	book?	How	can	it	give	a	business	a	better	chance	to	succeed?In	The	E-Myth	Revisited,	Michael	E.	Gerber	explains	how	focusing	solely	on	the	product—and	just	trying	to	work	harder—
undermines	new	businesses.	The	right	approach	is	to	view	your	business	like	a	franchise—to	systematize	operations	so	that	it	no	longer	relies	on	you.Read	more	to	learn	the	primary	principles	from	the	E-Myth	book.	Many	people	dream	of	quitting	a	job	or	leaving	a	boss	they	dislike	and	becoming	their	own	boss	by	starting	a	business.	Each	year,	a
million	new	businesses	are	started.	However,	40	percent	fail	within	the	first	year	and	80	percent	fail	within	five	years.	Of	those	that	last	five	years,	more	than	80	percent	fail	in	the	next	five.Underlying	the	high	failure	rate	are	persistent	romantic	notions	about	how	businesses	are	born	and	what	it	takes	to	succeed.	In	the	E-myth	book,	Gerber	argues
that	new	business	owners	typically	fail	because	they	focus	on	technical	expertise	rather	than	on	developing	business	knowledge.	They	mistakenly	think	that	knowing	how	to	do	a	specific	thing,	such	as	baking	pies,	is	all	it	takes	to	make	a	business	work.	But	there’s	much	more	to	it.	The	important	thing	isn’t	the	commodity	—	what	is	produced	—	but
how	it’s	produced.	The	business	itself	is	the	product.The	“E-Myth”	of	the	book’s	title	refers	to	what	Gerber	calls	the	Entrepreneurial	Myth	that	small	businesses	are	founded	by	entrepreneurs	with	a	great	idea,	capital	to	invest,	and	the	business	acumen	to	pull	it	off.	The	truth	is	that	most	small	businesses	are	started	by	ill-equipped
technicians.According	to	the	E-myth	book,	a	small	business	owner	needs	to	cultivate	and	balance	three	roles	or	mindsets,	all	of	which	are	necessary	for	running	a	business.	The	first	is	the	technician	mindset,	which	is	where	most	small	business	owners	begin	and	end.	But	this	mindset	by	itself	is	insufficient.	The	other	necessary	roles	are	entrepreneur
and	manager.	Here’s	how	they	work:The	entrepreneur	role	provides	the	vision,	creativity,	and	energy	that	drive	the	business.	The	manager	is	a	pragmatist	who	translates	the	vision	into	reality	through	planning	and	systems.	The	technician	is	an	individualist	and	a	doer	who	produces	the	product	or	service.The	E-myth	book	discusses	three	phases	—
infancy,	adolescence,	and	maturity	—	in	which	a	typical	small	business	develops.	(However,	many	fail	before	reaching	maturity.)In	the	infancy	phase,	the	owner	wears	the	technician	hat.	The	business	is	driven	not	by	business	needs	but	by	what	the	owner	wants,	which	is	to	produce	something	he	enjoys	making.	The	volume	of	work	soon	exceeds	his
capacity	to	get	it	all	done.	At	this	point,	many	businesses	fail	—	the	exhausted	owner/technician	gives	up.	If	the	owner	doesn’t	give	up	in	the	infancy	stage	due	to	overwork,	she	moves	into	the	adolescent	phase	in	which	she	hires	another	technician	and	quickly	off-loads	responsibilities	to	that	person	while	providing	little	oversight.	Problems	soon
develop,	so	the	owner	jumps	in	again	to	do	things	herself.	Soon	the	business	reaches	a	crisis	point	where	the	owner	feels	she’s	losing	control.	Businesses	can	grow	from	infancy	and	adolescence	to	maturity	as	their	owner	learns	and	grows.	But	the	most	successful	companies	start	out	differently,	as	mature	businesses	already	knowing	where	they’re
going	and	how	they’ll	get	there.	The	founders	have	business	knowledge	and	an	entrepreneur’s	mindset.Developing	business	knowledge	is	the	crucial	missing	piece	for	most	small	business	owners.	If	they	don’t	move	out	of	their	technician’s	comfort	zone	to	learn	new	skills	and	roles	at	the	adolescence	crisis	point,	business	owners	typically	go	one	of
three	directions:	they	shrink	the	business	(return	to	the	infancy	stage),	go	all	out	until	they	crash,	or	go	into	survival	mode	and	barely	hang	on.However,	there’s	a	more	effective	and	less	painful	route.	The	franchise	movement,	which	started	in	the	1950s,	has	provided	a	“turn-key”	model	for	successful	business	development	that	independent	business
owners	can	emulate.The	movement	began	when	a	milkshake	machine	salesman,	Ray	Kroc,	visited	a	hamburger	restaurant	owned	by	two	brothers	named	MacDonald	in	San	Bernardino,	California.	At	the	restaurant,	he	found	high	school	students	producing	identical	burgers	systematically	and	efficiently	under	the	supervision	of	the	owners.	Kroc	saw
that	this	process	could	be	replicated	to	continually	make	money	and	he	persuaded	the	brothers	to	let	him	franchise	it.	He	created	McDonald’s,	which	became	the	world’s	largest	prepared	food	delivery	system.Franchising	wasn’t	a	new	idea	—	Kroc’s	innovation	was	his	“business	format	franchise,”	a	a	new-business	template	that’s	been	widely	adopted
by	other	companies.	Under	business	format	franchising,	the	franchisor	teaches	the	business	format	(marketing,	selling,	inventory,	finance,	personnel	procedures)	to	the	franchisee.Kroc’s	model	format	can	be	applied	to	small	business	development	in	any	field.	The	E-myth	book	asserts	that,	in	applying	business	format	franchise	principles,	an	owner
must	first	think	of	his	business	in	a	new	way	—	as	though	it	were	the	prototype	for	thousands	of	others	like	it.	He	should	imagine	he’s	going	to	franchise	it,	then	create	a	model	in	which	the	parts	—	purpose,	organization,	management	strategy,	production	systems	and	processes	—	can	be	replicated.	In	other	words,	he	should	create	a	model	for	a
business	that	runs	without	him.A		business	development	program	is	the	means	for	organizing	or	reorganizing	a	business	into	such	a	model	or	structure.	There	are	seven	components	that	you	as	an	owner	must	work	through:Personal	objective:	Determine	your	primary	goal	in	life.	Your	business’s	purpose	should	dovetail	with	your	personal
goal.Businessobjective:	State	what	you	want	your	business	to	look	like	and	to	accomplish.	How	much	money	does	it	need	to	make?	How	is	it	serving	the	need	of	your	customers?Organizational	plan:	Create	an	organization	chart	reflecting	what	your	organization	will	look	like	when	the	business	is	fully	evolved.	What	specific	functions	does	your
business	need?	Create	an	operations	manual	for	each	position	before	hiring	for	it.Management	plan:	Create	an	operating	philosophy	that	reflects	why	and	how	you	do	what	you	do.	All	your	actions	and	your	employees’	actions	communicate	this	philosophy	to	your	customers.People	plan:	Create	an	environment	in	your	business	where	doing	what	needs
to	be	done	is	important	and	gratifying	to	the	people	tasked	to	do	it.	Make	each	person’s	expectations	clear,	and	recognize	them	when	they’ve	achieved	them.Marketing	plan:	Determine	who	your	prime	customers	are,	what	they	buy,	and	how	to	reach	them.	Research	your	customers	through	market	data	or	customer	surveys.Systems	plan:	Every	part	of
your	business	is	a	system.	Integrate	the	systems	so	they	strengthen	each	other.	Your	hard	systems	(like	office	design	and	computers)	should	support	your	soft	systems	(people,	documentation)	and	information	systems	(reports,	forecasts),	and	vice	versa.Once	a	business	is	organized	and	on	track,	development	is	an	ongoing	process	that	involves	three
activities:	innovation,	measurement	of	results,	and	execution.	Here’s	how	the	E-myth	book	describes	them:Innovation:	Most	business	owners	think	innovation	means	coming	up	with	new	products	to	increase	sales.	However,	the	franchise	movement	increases	sales	by	applying	innovation	to	the	process	—	how	a	business	does	(or	sells)	things	—	rather
than	to	what	it	produces.	For	example,	changing	the	way	your	employee	greets	new	customers	from	“Do	you	need	help?”	to	“Have	you	been	here	before?”	can	open	up	conversations	and	increase	sales.Measurement:	Measuring	the	results	or	quantifying	everything	you	do	is	the	only	way	to	know	what’s	working	and	what’s	not.Execution:	Once	you
innovate	(find	better	ways	to	do	things)	and	measure	how	you’re	doing,	you	need	to	execute	changes	systematically,	so	that	people	know	what	to	do	and	how	to	do	it	rather	than	acting	on	their	own	discretionImplementing	a	systematic	business	development	process	transforms	both	owner	and	business.	Her	personal	and	business	goals	function	in
harmony,	and	she	achieves	the	American	small	business	dream	that	eludes	so	many	others.This	article	serves	as	an	introduction	to	the	E-myth	book,	a	classic	must-read	for	small	business	owners.The	E-Myth:	Book	Overview	and	Key	Takeaways	In	the	United	States,	80%	of	businesses	fail	within	the	first	5	years,	and	80%	of	the	survivors	fail	in	the	next
5	years.	In	this	book,	Michael	Gerber	explains	why	small	businesses	fail,	and	how	to	overcome	common	mistakes	in	business,	so	you	can	build	a	successful	business	that	not	only	works,	but	is	also	deeply	rewarding	for	you	and	your	stakeholders.		This	free	version	of	The	E-Myth	Revisited	summary	gives	synopsis	of	these	key	business	ideas	in	the	book.
This	book	was	released	15	years	after	the	original	E-Myth	book	was	published.	It	captured	the	new	insights	and	experiences	that	Michael	Gerber	had	accumulated	while	working	with	businesses	to	apply	the	E-Myth	concepts,	and	also	addressed	common	questions	about	these	ideas.	The	key	idea	of	the	book	is	this	–	your	business	is	really	an	extension
of	who	you	are,	and	transforming	your	business	starts	with	transforming	yourself.	This	summary	gives	an	overview	of	the	3	key	segments	of	the	book	–	the	E-Myth,	the	Turn-Key	Revolution,	and	how	to	build	a	successful	small	business.	It’s	a	myth	that	small	businesses	are	started	by	true-blue	entrepreneurs.	The	truth	is,	most	business	are	started	by
people	who	were	initially	working	for	others	(e.g.	carpenters,	designers).	They	are	good	at	what	they	do,	decide	to	go	into	business,	and	make	the	fatal	assumption	that	their	strong	technical	skills	are	enough	for	them	to	run	a	technical	business.	The	Entrepreneur,	The	Manager	&	The	Technician	We	all	have	multi-faceted	personalities,	with	often-
conflicting	traits.	A	business	owner	is	not	just	an	entrepreneur,	a	manager	or	a	technician.	He	is	all	3	personalities	rolled	into	one	at	the	same	time.	Hence,	he	has	to	deal	with	their	differing	tendencies,	needs	and	wants.	In	order	for	businesses	to	grow	and	evolve,	the	business	owner	must	be	willing	to	change	to	meet	the	business	needs.	Gerber
explains	the	3	growth	stages	of	businesses	–	Infancy,	Adolescence,	and	Maturity	–	and	why	businesses	fail	due	to	the	owners’	inability	to	perform	the	roles	required	of	him	Companies	that	reach	maturity	(e.g.	Federal	Express,	IBM,	Disney)	have	a	clear	vision	of	how	the	company	will	be	like	when	it	is	“done”,	and	they	start	behaving	like	that	great
company	from	the	onset.	The	key	is	to	start	your	business	with	the	expectation	and	plan	for	it	to	grow	and	work	without	you.	You	also	need	a	business	model	that	will	allow	you	to	balance	all	3	personalities	–	so	the	Entrepreneur	can	drive	the	business,	the	Manager	can	ensure	it’s	sustainable,	and	the	Technician	can	stay	in	touch	with	the	nuts	and
bolts	of	the	work	being	done.	Here	is	a	key	message	from	Gerber	–	Your	business	is	not	your	life,	and	it	is	imperative	that	you	work	on	the	business	and	not	in	it.	You	should	build	your	business	such	that	you	can	duplicate	it;	Regardless	of	whether	you	actually	sell	or	franchise	it	in	the	future,	this	is	the	best	way	to	ensure	your	business	is	successful
and	is	not	dependent	on	you.	To	do	that,	we	use	the	concept	of	the	Business	Format	Franchise,	where	the	franchisee	is	not	only	given	the	right	to	market	a	known	product,	but	also	an	entire	system	for	doing	business.	Unlike	the	high	failure	rates	of	conventional	business,	Business	Format	Franchises	have	a	95%	success	rate.	The	Franchise	Prototype
is	where	ideas	are	incubated,	tested	and	perfected	until	they	work	predictably,	before	they	are	deployed	in	business.	Using	the	example	of	McDonalds,	Gerber	explains	how	every	detail	(from	how	long	french	fries	are	left	in	the	warming	bin	to	how	pickles	are	placed)	is	tested	and	standardized,	with	the	goal	of	leaving	nothing	to	chance	and
operational	discretion.	Your	goal	is	to	create	such	a	prototype	for	your	business,	so	it	can	be	successfully	cloned	into	thousands	more	like	it,	it	must	fulfill	6	criteria	or	rules:	Provide	consistent	value	to	your	stakeholders,	beyond	expectations.	Be	operable	by	people	with	the	lowest	possible	level	of	skill.	Demonstrate	precision	and	order.	Capture	all	the
work	to	be	done	in	operations	manuals.	Provide	a	consistent	and	predictable	service	to	the	customer.	Use	consistent	codes	(e.g.	colour,	dress,	facilities).	These	criteria	are	covered	in	more	detail	in	our	complete	version	of	The	E-Myth	Revisited	summary.	Your	Prototype	will	constant	evolve	as	part	of	your	business	development	process.	Gerber	explains
what	it	means	to	constantly	refine	your	business	with	the	Innovation-Quantification-Orchestration	loop	which	is	covered	in	more	detail	in	our	complete	summary.	This	is	more	than	just	habit	or	process.	When	you	fully	embrace	and	immerse	yourself	in	continuous	improvement	and	mastery,	you	feel	a	deeper	connection	with	your	work	and	enjoy	a
deeper	level	of	fulfillment.	Your	Business	Development	Program	Your	business	should	support	your	life	goals,	not	be	your	life	goals.		In	this	segment,	Gerber	walks	you	through	a	7-step	process	–	starting	with	you	as	the	owner	–	to	structure	your	business	as	if	it	was	the	prototype	for	5,000	more	like	it.	That	way,	you	can	work	on	your	business	and	not
in	it.	In	a	nutshell,	the	7	parts	of	the	process	are:	Determine	your	Primary	Aim	(your	life	goals);	State	your	Strategic	Objective,	i.e.	how	how	your	business		will	look	like	when	it’s	“done”,	and	how	it	will	help	you	to	achieve	your	Primary	Aim;	Develop	your	Organizational	Strategy,	so	you	can	start	testing,	documenting	and	building	roles	today,	toward
your	ideal	future	organization;	Establish	your	Management	Strategy,	so	a	predictable	experience	can	be	replicated	by	anyone	you	hire;	Identify	your	People	Strategy,	i.e.	get	your	team	to	do	what	you	want	them	to	do;	Develop	your	Marketing	Strategy,	by	understanding	your	customers’	perceived	needs	and	then	constructing	and	testing	a	Prototype
that	meets	those	needs.	Put	in	place	your	Systems	Strategy,	including	your	hard	systems,	soft	systems	and	information	systems	to	deliver	your	customer	promise.	Gerber	brings	his	ideas	to	life	in	different	ways	throughout	the	book:	He	shares	the	learning	points	through	the	eyes	of	Sarah,	a	lady	who	loved	baking	pies,	but	found	herself	drained	and
burned	out	after	starting	a	pie	business.	We	follow	Sarah’s	thought	process	and	internal	struggles,	eventually	sharing	her	“aha”	moments	and	seeing	how	she	applies	the	concepts	to	create	her	personal	and	business	breakthroughs;	He	provides	detailed	examples	and	case	studies	of	how	companies	like	McDonalds	and	Venetia	(a	boutique	hotel)
successfully	developed	their	Prototype.	As	he	outlines	the	7-step	business	development	program,	he	also	provides	additional	tools	e.g.	questions	to	think	about	your	primary	aim,	sample	“people	game”	rules,	and	examples	of	hard,	soft	and	information	systems	at	work	at	E-Myth	Worldwide.	The	E-Myth	Mastery	Program	covers	these	7	steps	in	detail.
This	is	a	must-read	book	for	anyone	who	owns	a	small	business,	or	aspiring	entrepreneur.	You	can	learn	how	to	build	a	saleable,	scaleable	business	with	the	right	foundation	based	on	the	examples	and	tips	covered	in	the	book	from	by	getting	our	full	book	summary	bundle.	This	includes	an	infographic,	a	14-page	text	summary,	and	a	23-minute	audio
summary.	You	can	purchase	the	book	here	or	visit	www.emyth.com	or	michaelegerbercompanies.com	for	more	details.	Want	to	read	more	from	Michael	Gerber?	Do	check	out	our	Beyond	the	E-Myth	summary	to	gain	additional	perspectives	on	building	a	business	for	sale.	Or,	learn	a	powerful	framework	to	build	business	momentum	with	Gino
Wickman’s	Traction:	Get	a	Grip	on	Your	Business.	The	E-Myth	Revisited:	Why	Most	Small	businesses	Don’t	Work	and	What	to	Do	About	It	is	written	by	Michael	Gerber–an	American	author	and	founder	of	Michael	E.	Gerber	Companies,	a	business	skills	training	company	based	in	California.	He	was	named	“the	World’s	#1	Small	Business	Guru”	by	Inc.
Magazine,	for	impacting	hundreds	of	thousands	of	companies	worldwide	for	over	40	years.	Besides	“The	E-Myth	Revisited”,	Gerber	has	authored	13	other	business	coaching	books.	Today,	he	is	on	a	new	mission	to	bring	economic	development	strengths	and	capabilities	to	millions	of	people	worldwide,	by	awakening	the	new	entrepreneur	within	them.
This	is	done	through	his	entrepreneurial	incubator	called	The	Dreaming	Room®.	“Your	business	is	nothing	more	than	a	distinct	reflection	of	who	you	are…So	if	your	business	is	to	change…you	must	change	first.”	“People	who	are	exceptionally	good	in	business	aren’t	so	because	of	what	they	know	but	because	of	their	insatiable	need	to	know	more.”
“That	Fatal	Assumption	is:	if	you	understand	the	technical	work	of	a	business,	you	understand	a	business	that	does	that	technical	work.”	“The	moment	you	choose	to	start	a	small	business…	you	unwittingly	chose	to	play	a	significantly	larger	game	than	any	game	you	had	ever	played	before.”	“If	you	want	to	work	in	a	business,	get	a	job	in	someone
else’s	business!	But	don’t	go	to	work	in	your	own.”	“Your	business	is	not	your	life…Recognize	that	the	purpose	of	your	life	is	not	to	serve	your	business,	but	that	the	primary	purpose	of	your	business	is	to	serve	your	life.”	“Value	is	what	people	perceive	it	to	be,	and	nothing	more.”	“Great	businesses	are	not	built	by	extraordinary	people	but	by	ordinary
people	doing	extraordinary	things.”	“When	you	intentionally	build	your	business	around	the	skills	of	ordinary	people,	you	will	be	forced	to	ask	the	difficult	questions	about	how	to	produce	a	result	without	the	extraordinary	ones”	“Creativity	thinks	up	new	things.	Innovation	does	new	things.”	Click	here	to	download	The	E-myth	Revisited	book	summary
and	infographic	The	E-Myth	Revisited	Summary	Bundle	Includes:	A	1-page	infographic	in	pdf	A	-page	text	summary	in	pdf	A	min	audio	summary	in	mp3	Available	for	download	or	via	web	app	Buy	on	Amazon:	Print	|	Audiobook	Most	small	business	owners	work	in	their	business	rather	than	on	their	business.	People	who	are	exceptionally	good	in
business	are	so	because	of	their	insatiable	need	to	know	more.	Understanding	the	technical	work	of	a	business	does	not	mean	you	understand	a	business	that	does	that	technical	work.	“If	you	are	unwilling	to	change,	your	business	will	never	be	capable	of	giving	you	what	you	want.”	That	Fatal	Assumption:	if	you	understand	the	technical	work	of	a
business,	you	understand	a	business	that	does	that	technical	work.	The	Entrepreneurial	Seizure	occurs	the	moment	you	decide	it	would	be	a	great	idea	to	start	your	own	business.	“Everybody	who	goes	into	business	is	actually	three-people-in-one:	The	Entrepreneur,	The	Manager,	and	The	Technician.”	We	all	have	an	Entrepreneur,	Manager,	and
Technician	inside	us.	Enter	your	email	below,	and	I’ll	send	you	a	free	PDF	summary	of	The	E-Myth	Revisited.	(Includes	exercises	not	found	in	the	post.)	Michael	believes	that	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.	“If	you	are	unwilling	to	change,	your
business	will	never	be	capable	of	giving	you	what	you	want.”	That	Fatal	Assumption:	if	you	understand	the	technical	work	of	a	business,	you	understand	a	business	that	does	that	technical	work.	The	Entrepreneurial	Seizure:	the	moment	you	decide	it	would	be	a	great	idea	to	start	your	own	business.	The	technician	suffering	from	an	Entrepreneurial
Seizure	takes	the	work	he	loves	to	do	and	turns	it	into	a	job.	“Everybody	who	goes	into	business	is	actually	three-people-in-one:	The	Entrepreneur,	The	Manager,	and	The	Technician.”	“The	Entrepreneur	lives	in	the	future,	never	in	the	past,	rarely	in	the	present.	He’s	happiest	when	left	free	to	construct	images	of	‘what-if’	and	‘if-when.’”	“The
Entrepreneur	is	the	innovator,	the	grand	strategist,	the	creator	of	new	methods	for	penetrating	or	creating	new	markets.”	“The	Entrepreneur	is	our	creative	personality—always	at	its	best	dealing	with	the	unknown,	prodding	the	future,	creating	probabilities	out	of	possibilities,	engineering	chaos	into	harmony.”	The	Entrepreneur	has	an	extraordinary
need	for	control.	He	needs	control	of	people	and	events	in	the	present	so	that	he	can	concentrate	on	his	dreams.	“The	Entrepreneur	creates	a	great	deal	of	havoc	around	him,	which	is	predictably	unsettling	for	those	he	enlists	in	his	projects.”	The	Entrepreneur’s	worldview	is	a	world	made	up	of	both	an	overabundance	of	opportunities	and	dragging
feet.	“To	The	Entrepreneur,	most	people	are	problems	that	get	in	the	way	of	the	dream.”	The	Manager	is	pragmatic.	Without	him,	there	would	be	no	planning,	no	order,	no	predictability.	“If	The	Entrepreneur	lives	in	the	future,	The	Manager	lives	in	the	past.	“Where	The	Entrepreneur	craves	control,	The	Manager	craves	order.”	“Where	The
Entrepreneur	thrives	on	change,	The	Manager	compulsively	clings	to	the	status	quo.”	“Where	The	Entrepreneur	invariably	sees	the	opportunity	in	events,	The	Manager	invariably	sees	the	problems.”	“The	Manager	is	the	one	who	runs	after	The	Entrepreneur	to	clean	up	the	mess.”	“Without	The	Manager,	there	could	be	no	business,	no	society.”	“It	is
the	tension	between	The	Entrepreneur’s	vision	and	The	Manager’s	pragmatism	that	creates	the	synthesis	from	which	all	great	works	are	born.”	“The	Technician	is	the	doer.”	“The	Technician	loves	to	tinker.”	“If	The	Entrepreneur	lives	in	the	future	and	The	Manager	lives	in	the	past,	The	Technician	lives	in	the	present.	He	loves	the	feel	of	things	and
the	fact	that	things	can	get	done.”	“As	long	as	The	Technician	is	working,	he	is	happy,	but	only	on	one	thing	at	a	time.	He	knows	that	two	things	can’t	get	done	simultaneously;	only	a	fool	would	try.	So	he	works	steadily	and	is	happiest	when	he	is	in	control	of	the	workflow.”	“The	Technician	mistrusts	those	he	works	for	because	they	are	always	trying
to	get	more	work	done	than	is	either	possible	or	necessary.”	“To	The	Technician,	thinking	is	unproductive	unless	it’s	thinking	about	the	work	that	needs	to	be	done.”	“Thinking	isn’t	work;	it	gets	in	the	way	of	work.”	“The	Technician	isn’t	interested	in	ideas;	he’s	interested	in	‘how	to	do	it.’”	“To	The	Technician,	all	ideas	need	to	be	reduced	to
methodology	if	they	are	to	be	of	any	value.”	“The	Technician	knows	that	if	it	weren’t	for	him,	the	world	would	be	in	more	trouble	than	it	already	is.”	“While	The	Entrepreneur	dreams,	The	Manager	frets,	and	The	Technician	ruminates.”	“Everyone	gets	in	The	Technician’s	way.”	“To	The	Technician,	‘the	system’	is	dehumanizing,	cold,	antiseptic,	and
impersonal.	It	violates	his	individuality.”	“The	fact	of	the	matter	is	that	we	all	have	an	Entrepreneur,	Manager,	and	Technician	inside	us.”	“The	typical	small	business	owner	is	only	10	percent	Entrepreneur,	20	percent	Manager,	and	70	percent	Technician.”	“Most	businesses	are	operated	according	to	what	the	owner	wants	as	opposed	to	what	the
business	needs.”	“The	three	phases	of	a	business’s	growth:	Infancy,	Adolescence,	and	Maturity.”	“If	your	business	depends	on	you,	you	don’t	own	a	business—you	have	a	job.	And	it’s	the	worst	job	in	the	world	because	you’re	working	for	a	lunatic!”	“The	purpose	of	going	into	business	is	to	get	free	of	a	job	so	you	can	create	jobs	for	other	people.”
“There’s	a	critical	moment	in	every	business	when	the	owner	hires	his	very	first	employee	to	do	the	work	he	doesn’t	know	how	to	do	himself	or	doesn’t	want	to	do.”	“Your	job	is	to	prepare	yourself	and	your	business	for	growth.	“A	Mature	company	is	founded	on	a	broader	perspective,	an	entrepreneurial	perspective,	a	more	intelligent	point	of	view.
About	building	a	business	that	works	not	because	of	you	but	without	you.”	“A	Mature	business	knows	how	it	got	to	be	where	it	is,	and	what	it	must	do	to	get	where	it	wants	to	go.”	“The	Entrepreneurial	Model	has	less	to	do	with	what’s	done	in	a	business	and	more	to	do	with	how	it’s	done.	The	commodity	isn’t	what’s	important—the	way	it’s	delivered
is.”	“Your	business	is	not	your	life.”	“Once	you	recognize	that	the	purpose	of	your	life	is	not	to	serve	your	business,	but	that	the	primary	purpose	of	your	business	is	to	serve	your	life,	you	can	then	go	to	work	on	your	business,	rather	than	in	it,	with	a	full	understanding	of	why	it	is	absolutely	necessary	for	you	to	do	so.”	“Pretend	that	the	business	you
own—or	want	to	own—is	the	prototype,	or	will	be	the	prototype,	for	5,000	more	just	like	it.”	“Documentation	says,	‘This	is	how	we	do	it	here.’”	“Without	documentation,	all	routinized	work	turns	into	exceptions.”	“Documentation	provides	your	people	with	the	structure	they	need	and	with	a	written	account	of	how	to	‘get	the	job	done’	in	the	most
efficient	and	effective	way.”	“What	you	do	in	your	model	is	not	nearly	as	important	as	doing	what	you	do	the	same	way,	each	and	every	time.”	Go	to	work	on	your	business	rather	than	in	it,	and	ask	yourself	the	following	questions:	How	can	I	get	my	business	to	work,	but	without	me?	How	can	I	get	my	people	to	work,	but	without	my	constant
interference	How	can	I	systematize	my	business	in	such	a	way	that	it	could	be	replicated	5,000	times,	so	the	5,000th	unit	would	run	as	smoothly	as	the	first?	How	can	I	own	my	business,	and	still	be	free	of	it?	How	can	I	spend	my	time	doing	the	work	I	love	to	do	rather	than	the	work	I	have	to	do?	Innovation	is	the	mechanism	through	which	your
business	identifies	itself	in	the	mind	of	your	customer	and	establishes	its	individuality.	Quantification:	the	numbers	related	to	the	impact	an	Innovation	makes.	“Orchestration	is	the	elimination	of	discretion,	or	choice,	at	the	operating	level	of	your	business.”	“Once	you’ve	innovated,	quantified,	and	orchestrated	something	in	your	business,	you	must
continue	to	innovate,	quantify,	and	orchestrate	it.”	“Think	of	your	business	as	though	it	were	the	prototype	for	5,000	more	just	like	it.”	“Your	Business	Development	Program	is	the	vehicle	through	which	you	can	create	your	Franchise	Prototype.”	The	Program	is	composed	of	seven	distinct	steps:	Your	Primary	Aim	Your	Strategic	Objective	Your
Organizational	Strategy	Your	Management	Strategy	Your	People	Strategy	Your	Marketing	Strategy	Your	Systems	Strategy	But	before	you	can	determine	what	that	role	will	be,	you	must	ask	yourself	these	questions:	What	do	I	value	most?	What	kind	of	life	do	I	want?	What	do	I	want	my	life	to	look	like,	to	feel	like?	Who	do	I	wish	to	be?	Michael	believes
great	people	are	those	who	know	how	they	got	where	they	are,	and	what	they	need	to	do	to	get	where	they’re	going.	“Great	people	have	a	vision	of	their	lives	that	they	practice	emulating	each	and	every	day.”	Michael	believes	that	the	difference	between	great	people	and	everyone	else	is	that	great	people	create	their	lives	actively,	while	everyone
else	is	created	by	their	lives,	passively	waiting	to	see	where	life	takes	them	next.	“The	difference	between	a	warrior	and	an	ordinary	man	is	that	a	warrior	sees	everything	as	a	challenge,	while	an	ordinary	man	sees	everything	as	either	a	blessing	or	a	curse.”	Before	you	start	your	business,	or	before	you	return	to	it	tomorrow,	ask	yourself	the	following
questions:	What	do	I	wish	my	life	to	look	like?	How	do	I	wish	my	life	to	be	on	a	day-to-day	basis?	What	would	I	like	to	be	able	to	say	I	truly	know	in	my	life,	about	my	life?	How	would	I	like	to	be	with	other	people	in	my	life—my	family,	my	friends,	my	business	associates,	my	customers,	my	employees,	my	community?	How	would	I	like	people	to	think
about	me?	What	would	I	like	to	be	doing	two	years	from	now?	Ten	years	from	now?	Twenty	years	from	now?	When	my	life	comes	to	a	close?	What	specifically	would	I	like	to	learn	during	my	life—spiritually,	physically,	financially,	technically,	intellectually?	About	relationships?	How	much	money	will	I	need	to	do	the	things	I	wish	to	do?	By	when	will	I
need	it?	“Your	Strategic	Objective	is	a	very	clear	statement	of	what	your	business	has	to	ultimately	do	for	you	to	achieve	your	Primary	Aim.”	“How	big	is	your	vision?	How	big	will	your	company	be	when	it’s	finally	done?	Will	it	be	a	$300,000	company?	A	million-dollar	company?	A	$500-million	company?”	“At	the	beginning	of	your	business,	any
standards	are	better	than	no	standards.”	“Creating	money	standards	is	not	just	strategically	necessary	for	your	business;	it	is	strategically	necessary	for	your	life,	for	the	realization	of	your	Primary	Aim.”	“The	first	question	you	must	always	ask	when	creating	standards	for	your	Strategic	Objective	is:	What	will	serve	my	Primary	Aim?”	“How	much
money	do	I	need	to	live	the	way	I	wish?	Not	in	income	but	in	assets.	In	other	words,	how	much	money	do	you	need	in	order	to	be	independent	of	work,	to	be	free?”	The	ultimate	reason	to	create	a	business	of	your	own	is	to	sell	it.	“An	Opportunity	Worth	Pursuing	is	a	business	that	can	fulfill	the	financial	standards	you’ve	created	for	your	Primary	Aim
and	your	Strategic	Objective.”	“How	do	you	know	whether	you	have	an	Opportunity	Worth	Pursuing?	Look	around.	Ask	yourself:	Does	the	business	I	have	in	mind	alleviate	a	frustration	experienced	by	a	large	enough	group	of	consumers	to	make	it	worth	my	while?”	When	asked	what	kind	of	business	they’re	in,	most	business	owners	respond	with	the
name	of	the	commodity	they	sell.	Always	the	commodity,	never	the	product.	The	difference	is	the	commodity	is	the	thing	your	customer	actually	walks	out	with	in	his	hand.	The	product	is	what	your	customer	feels	as	he	walks	out	of	your	business.	What	he	feels	about	your	business,	not	what	he	feels	about	the	commodity.	Understanding	the	difference
between	the	commodity	and	the	product	is	what	creating	a	great	business	is	all	about.	“What’s	your	product?	What	feeling	will	your	customer	walk	away	with?	What	is	he	really	buying	when	he	buys	from	you?”	“People	buy	feelings.”	“Most	companies	organize	around	people	rather	than	around	accountabilities	or	responsibilities.”	“The	result	is	almost
always	chaos.”	Without	an	Organizational	Chart,	everything	hinges	on	luck	and	good	feelings,	on	the	personalities	of	the	people	and	the	goodwill	they	share.	An	example	of	an	Organizational	Chart:	A	Position	Contract	is	a	summary	of	the	results	to	be	achieved	by	each	position	in	the	company.	You	need	a	management	system	to	successfully	implement
a	management	strategy.	“A	system	is	a	set	of	things,	actions,	ideas,	and	information	that	interact	with	each	other,	and	in	so	doing,	alter	other	systems.”	Your	people	want	to	for	a	boss	who’s	created	a	clearly	defined	structure	for	acting	in	the	world.	They	want	a	structure	through	which	they	can	test	themselves	and	be	tested.	This	structure	is	called	a
game.	The	degree	to	which	people	buy	into	your	game	depends	on	how	well	you	communicate	the	game	to	them	at	the	outset	of	your	relationship.	Your	People	Strategy	is	the	way	you	communicate	this	idea.	A	few	rules	to	keep	in	mind:	Never	figure	out	what	you	want	your	people	to	do	and	then	try	to	communicate	a	game	out	of	it	Never	create	a
game	for	your	people	you’re	unwilling	to	play	yourself	Make	sure	there	are	specific	ways	of	winning	the	game	without	ending	it	Change	the	game	from	time	to	time—the	tactic,	not	the	strategy	Never	expect	the	game	to	be	self-sustaining.	People	need	to	be	reminded	of	it	constantly	The	game	has	to	make	sense	The	game	needs	to	be	fun	from	time	to
time	If	you	can’t	think	of	a	good	game,	steal	one	“Forget	everything	but	your	customer.”	“Demographics	and	psychographics	are	the	two	essential	pillars	supporting	a	successful	marketing	program.”	“If	you	know	who	your	customer	is—demographics—you	can	then	determine	why	he	buys—psychographics.”	“If	your	customer	doesn’t	perceive	he
needs	something,	he	doesn’t,	even	if	he	actually	does.”	There	are	three	kinds	of	systems	in	your	business:	Hard	Systems	Soft	Systems	Information	Systems.	“Hard	Systems	are	inanimate,	unliving	things.”	“Soft	Systems	are	either	animate—living—or	ideas.”	“Information	Systems	are	those	that	provide	us	with	information	about	the	interaction	between
the	other	two.”	If	you	like	The	E-Myth	Revisited,	you	may	also	enjoy	the	following	books:	Print	|	Audiobook	Psychology	Book	Summaries	Or,	browse	more	book	summaries.	This	is	a	summary	review	of	E-Myth	Revisited	containing	key	details	about	the	book.What	is	E-Myth	Revisited	About?The	E-Myth	Revisited	dispels	the	myths	surrounding	starting
businesses	and	how	assumptions	can	get	in	the	way	of	running	them.	The	book	then	provides	a	walkthrough	of	the	steps	in	the	life	of	the	business.	It	also	distinguishes	between	working	on	your	business	and	working	in	your	business.Who	is	the	Author	of	E-Myth	Revisited?Michael	E.	Gerber	is	an	American	author	and	founder	of	Michael	E.	Gerber
Companies,	a	business	skills	training	company	based	in	Carlsbad,	California.	Over	the	years,	Michael	E.	Gerber's	companies	have	helped	hundreds	of	thousands	of	small	business	owner-clients	to	successfully	transform	their	businesses	into	world-class	operations.What	are	key	takeaways	from	The	E-Myth	Revisited?Takeaway	#1	Don't	Fall	For	The	E-
Myth	and	Become	a	Statistic80%	of	businesses	started	in	the	U.S	fail	in	the	first	5	years	with	40%	of	them	failing	in	the	1st	year.	The	entrepreneurial	myth	aka	the	E-myth	means	that	people	believe	that	having	a	technical	skill	that	they	excel	in	at	their	day	job,	a	good	idea,	and	the	desire	to	work	for	themselves	and	not	someone	else	is	enough	to
create	a	successful	business	of	their	own.	As	you	might	have	guessed,	it's	not.	Having	a	specific	skill	doesn't	automatically	give	you	the	knowledge	to	run	a	business	unless	you	also	know	how	to	hire	staff,	manage	payroll,	and	promote	your	business.Takeaway	#2	Raising	a	Business	from	Infancy	Through	to	AdulthoodIn	the	same	way	that	parents	raise
kids	from	infants	through	adolescence	into	adulthood,	with	the	tantrums	of	toddlers	and	teenagers	all	to	be	expected,	entrepreneurs	must	also	raise	a	business	by	going	through	the	same	growth	patterns.	However,	whilst	parents	usually	know	that	they're	raising	their	kid	to	be	independent,	business	owners	rarely	think	about	this	which	is	why	failure
happens.At	the	start	of	entrepreneurship,	the	owner	and	the	business	are	one,	it's	a	romantic	time	when	the	owner	gets	to	do	all	the	things	she	or	he	enjoys	doing,	using	their	skill	all	day	every	day.	But	as	the	business	grows	more	successful,	the	owner	suddenly	finds	that	they	are	overwhelmed	and	must	hire	people	to	help,	no	longer	able	to	control
every	small	detail.This	means	that	right	from	the	start	you	need	to	know	where	your	business	is	heading	and	what	it	will	need	down	the	line	–	You	need	an	organizational	strategy.	You	need	to	know	who	your	ideal	customer	is,	how	large	and	successful	you	want	the	business	to	be	(how	many	hours	you	want	to	work,	how	many	days	off	you	want,	and
how	much	money	you	want	to	make).	You	also	need	to	have	a	growth	strategy,	knowing	how	many	staff	will	be	required	and	what	each	person	will	do	in	the	company.	Whilst	you're	sitting	at	your	kitchen	table	doing	all	of	the	work	yourself	this	might	seem	like	overkill	but	if	you	want	your	business	to	flourish,	it's	essential.Takeaway	#3	The	Turn-Key
RevolutionA	turn-key	business	means	that	once	running	successfully,	anyone	could	take	over	and	move	the	business	forward.	An	easier	way	of	thinking	of	it	is	to	imagine	a	franchise	business	–	McDonald's	and	Domino's	Pizza	are	great	examples	of	this.For	your	business	to	grow	and	not	become	one	of	the	failure	statistics	from	above,	you	need	to	work
on	your	business,	not	in	it.	You	should	follow	a	business	format	franchise	to	ensure	the	processes	and	systems	in	your	business	are	well-oiled	and	could	be	replicated	by	anyone	who	joins	the	team	but	also	by	anyone	wishing	to	follow	in	your	footsteps	and	become	a	franchise.Before	a	business	can	be	replicated,	first	the	prototype	has	to	be	perfect,	this
is	where	you	get	to	work	both	on	and	in	your	business,	growing	it	from	infancy	upwards,	creating	value	for	customers	whether	that's	in	your	products,	your	customer	service,	or	your	core	values.Next	you	take	a	step	back,	working	on	your	business,	documenting	how	your	business	works,	how	people	can	make	X,	and	also	how	to	train	people	to	make
X,	you	have	manuals	for	every	aspect	of	the	business	so	that	both	service	and	results	are	predictable	ensuring	customers	are	satisfied	whether	you're	dealing	with	them	personally,	they're	being	dealt	with	by	one	of	your	team,	or	one	of	your	franchisee's.Book	detailsPrint	length:	269	PagesAudiobook:	8	hrs	and	5	minsGenre:	Business,	Nonfiction,
Entrepreneurship,	Self	HelpWhat	are	the	chapters	in	The	E-Myth	Revisited?Chapter	One	-	The	Entrepreneurial	Myth	Chapter	Two	-	The	Entrepreneur	the	Manager,	and	the	Technician	Chapter	Three	-	Infancy:	The	Technician's	Phase	Chapter	Four	-	Adolescence:	Getting	Some	Help	Chapter	Five	-	Beyond	the	Comfort	Zone	Chapter	Six	-	Maturity	and
the	Entrepreneurial	Perspective	Chapter	Seven	-	The	Turn-Key	Revolution	Chapter	Eight	-	The	Turn-Key	Revolution	Chapter	Nine	-	The	Franchise	Prototype	Chapter	Ten	-	Working	On	Your	Business,	Not	In	It	Chapter	Eleven	-	The	Business	Development	Process	Chapter	Twelve	-	Your	Business	Development	Program	Chapter	Thirteen	-	Your	Primary
Aim	Chapter	Fourteen	-	Your	Strategic	Objective	Chapter	Fifteen	-	Your	Organizational	Strategy	Chapter	Sixteen	-	Your	Management	Strategy	Chapter	Seventeen	-	Your	People	Strategy	Chapter	Eighteen	-	Your	Marketing	Strategy	Chapter	Nineteen	-	Your	Systems	Strategy	Chapter	Twenty	-	A	Letter	to	SarahWhat	are	some	of	the	main	summary
points	from	the	book?Here	are	some	key	summary	points	from	the	book:The	Entrepreneurial	Myth:	The	book	challenges	the	common	belief	that	entrepreneurs	are	primarily	motivated	by	their	technical	skills	or	expertise.	Instead,	Gerber	argues	that	successful	entrepreneurs	need	to	possess	three	distinct	personalities—the	Entrepreneur,	the	Manager,
and	the	Technician—and	strike	a	balance	between	them.The	Fatal	Assumption:	Gerber	introduces	the	"fatal	assumption"	that	if	you	understand	the	technical	work	of	a	business,	you	understand	how	to	run	a	business	that	does	that	technical	work.	Many	small	business	owners	fall	into	this	trap	and	end	up	struggling	because	they	neglect	the	managerial
and	entrepreneurial	aspects	of	their	business.Working	On	vs.	In	the	Business:	Gerber	emphasizes	the	importance	of	working	on	your	business	rather	than	just	working	in	it.	The	distinction	lies	in	taking	the	time	to	develop	systems,	processes,	and	strategies	that	enable	the	business	to	run	smoothly	and	efficiently,	rather	than	being	solely	focused	on
day-to-day	tasks.The	Franchise	Prototype:	The	author	suggests	that	entrepreneurs	should	think	of	their	business	as	a	prototype	for	a	franchise,	even	if	they	don't	plan	to	franchise	it.	By	developing	a	clear	and	replicable	business	model	with	well-documented	processes,	the	business	becomes	scalable	and	less	reliant	on	the	owner's	constant
involvement.Building	Systems:	Gerber	emphasizes	the	need	to	develop	systems	that	can	be	followed	by	anyone	in	the	business.	Clear	processes	and	procedures	help	maintain	consistency	and	efficiency,	reduce	dependency	on	individual	employees,	and	enable	the	business	to	deliver	high-quality	results	consistently.The	Turnkey	Revolution:	The	book
highlights	the	concept	of	the	turnkey	revolution,	where	the	focus	shifts	from	the	product	or	service	being	offered	to	the	entire	customer	experience.	Businesses	that	excel	in	delivering	a	consistently	outstanding	experience	build	customer	loyalty	and	differentiate	themselves	from	competitors.Innovation	and	Entrepreneurship:	Gerber	encourages
entrepreneurs	to	continually	innovate	and	improve	their	businesses.	By	constantly	questioning	and	refining	their	systems,	processes,	and	customer	experience,	entrepreneurs	can	stay	ahead	of	the	competition	and	adapt	to	changing	market	conditions.The	Importance	of	Leadership:	Successful	entrepreneurs	are	not	just	technicians	or	managers	but
also	effective	leaders.	Gerber	stresses	the	significance	of	developing	leadership	skills	to	inspire	and	motivate	the	team,	communicate	a	clear	vision,	and	create	a	positive	company	culture.What	are	good	quotes	from	The	E-Myth	Revisited?[Favorite	Quote]:	“If	your	business	depends	on	you,	you	don’t	own	a	business—you	have	a	job.	And	it’s	the	worst
job	in	the	world	because	you’re	working	for	a	lunatic!”	(Meaning)“The	difference	between	great	people	and	everyone	else	is	that	great	people	create	their	lives	actively,	while	everyone	else	is	created	by	their	lives,	passively	waiting	to	see	where	life	takes	them	next.	The	difference	between	the	two	is	living	fully	and	just	existing.”	―	Michael	E.	Gerber
-	The	E-Myth	Revisited	Quotes****	The	summary	points	above	have	been	concluded	from	the	book	and	other	public	sources.	The	editor	of	this	summary	review	made	every	effort	to	maintain	information	accuracy,	including	any	published	quotes,	chapters,	or	takeaways	Subscribe	to	get	more	insights:			Reading	is	Good.	Applying	is	Better		ApplyChief
EditorTal	Gur	is	an	author,	founder,	and	impact-driven	entrepreneur	at	heart.	After	trading	his	daily	grind	for	a	life	of	his	own	daring	design,	he	spent	a	decade	pursuing	100	major	life	goals	around	the	globe.	His	journey	and	most	recent	book,	The	Art	of	Fully	Living,	has	led	him	to	found	Elevate	Society.	Within	the	first	year	of	starting	a	business,	at
least	40	percent	of	these	businesses	fail.	Then,	within	the	first	five	years,	more	than	80	percent	of	these	businesses	will	die.	In	the	book,	The	E-Myth	Revisited,	Michael	Gerber	discusses	four	powerful	ideas	of	the	entrepreneurial	myth	to	help	entrepreneurs	grow	into	successful	small	business	owners:	The	E-Myth	is	false,	which	states,	“small
businesses	are	started	by	entrepreneurs	risking	capital	to	make	a	profit.”	The	Turn-Key	Revolution	has	changed	how	business	is	done,	who	goes	into	it,	how	they	do	it,	and	how	likely	they	will	survive.	Within	the	Turn-Key	Revolution,	“the	Business	Development	Process	has	the	power	to	transform	any	small	business	into	an	incredibly	effective
organization.”	This	business	model	and	development	process	can	be	applied	to	be	“a	predictable	way	to	produce	results	and	vitality	in	any	small	business.”	Choosing	the	right	business	books,	like	The	E-Myth	Revisited,	can	unlock	new	levels	of	success.	The	perpetuation	of	the	E-Myth	is	why	many	small	businesses	fail	today.	You	should	understand	the
E-Myth	and	apply	it	to	start	and	grow	a	successful	business.	The	Myth	of	the	Entrepreneur	is	known	as	the	E-Myth:	E-Myth	–	the	myth	“that	small	businesses	are	started	by	entrepreneurs	risking	capital	to	make	a	profit”	In	your	day	job	working	for	someone	else,	you	become	struck	with	the	entrepreneurial	seizure:	The	Entrepreneurial	Seizure	–	the
thought	that	you	can	quit	your	job,	be	your	own	boss,	and	run	your	own	business	And	so,	you	fell	prey	to	a	fatal	assumption	made	by	all	technicians	that	try	to	go	into	business:	The	Fatal	Assumption	–	“if	you	understand	the	technical	work	of	a	business,	you	understand	a	business	that	does	that	technical	work,”	but	these	are	two	totally	different	things:
Technical	Work	of	a	Business	–	the	application	of	technical	knowledge	and	technical	skills	to	perform	specific	tasks	Business	that	does	Technical	Work	–	an	organization	that	produces	and	sells	goods	and	services	for	profit	The	result	is	that	“an	entrepreneurial	dream	turns	into	a	technician’s	nightmare”	by	taking	the	work	they	enjoyed	doing	and
turning	it	into	a	job.”	The	E-Myth	Revisited	argues	that	going	into	business	depends	on	taking	on	these	three	personalities	at	once:	The	Entrepreneur	–	the	leader	who	“defines	the	business	and	focuses	on	closing	the	gap	between	where	the	business	is	today	and	where	they	want	it	to	be”	The	Manager	–	the	supervisor	who	“focuses	on	achieving
results	through	people	and	systems,	focusing	on	the	present	and	strategizing	for	the	future”	The	Technician	–	the	specialist	who	“lives	in	the	present	and	is	focused	on	doing	the	work	of	making	it,	selling	it,	and	delivering	it”	Ideally,	the	personalities	would	be	balanced;	however,	the	“typical	small	business	owner	is	only	10	percent	Entrepreneur,	20
percent	Manager,	and	70	percent	Technician.”	The	E-Myth	Revisited	states	that	small	businesses	are	supposed	to	grow	and	change.	However,	most	businesses	operate	“according	to	what	the	owner	wants	than	what	the	business	needs.”	There	are	three	phases	in	a	business’s	growth,	with	the	first	phase	being	Infancy:	Infancy	–	“the	start-up	phase	of
your	business	when	you	act	as	a	technician	doing	all	the	work	of	the	business	yourself”	Businesses	in	infancy	are	characterized	by	the	owner	and	business	being	synonymous.	You	dedicate	many	personal	resources	to	it,	but	it	takes	its	toll.	This	stage	ends	when	the	owner	understands	that	they	can’t	run	the	business	this	way	forever	and	need	help	to
learn	and	grow.	Buy	The	E-Myth	Revisited	on	Amazon	The	owner	must	be	willing	to	change	to	survive	and	reach	the	second	stage	in	business	growth:	Adolescence	–	the	growth	stage	of	your	own	business	when	“you	hire	employees	to	take	over	some	of	the	tasks	that	used	to	overwhelm	you”	You	hire	technical	help	who	has	experience	in	your	type	of
business,	and	it	goes	well	at	first.	However,	you	later	find	that	your	employees	are	not	as	dedicated	as	you	are	and	work	is	not	getting	done	as	you	would	like.	As	a	result,	you	believe	that	you	will	produce	the	best	work,	sideline	your	employees,	and	insert	yourself	back	into	the	technician	role.	Within	the	Adolescent	stage,	owners	are	pushed	to	the
limits	of	their	comfort	zone:	Comfort	Zone	–	“the	boundary	within	which	he	feels	secure	in	his	ability	to	control	his	environment,	and	outside	of	which	he	begins	to	lose	that	control;”	for	each	personality:	Technician’s	Boundary	–	“determined	by	how	much	he	can	do	himself”	Manager’s	Boundary	–	“defined	by	how	many	technicians	he	can	supervise
effectively	or	how	many	subordinate	managers	he	can	organize	into	a	productive	effort”	Entrepreneur’s	Boundary	–	determined	by	“how	many	managers	he	can	engage	in	pursuit	of	his	vision”	As	a	business	grows,	the	business	owner	eventually	becomes	unable	to	control	it	and	tries	to	promote	managers.	When	the	business	grows	beyond	the	owner’s
Comfort	Zone,	it	tends	to	go	into	a	tailspin	and	leaves	the	owner	with	three	possible	choices	Return	to	Infancy:	The	business	reverts	to	a	smaller,	simpler	entity	when	you	did	everything	yourself,	eventually	becoming	a	job	that	owns	you.	Go	for	Broke:	The	business	multiplies	as	customer	demand	outpaces	its	ability	to	produce	until	it	catastrophically
destructs	under	its	own	momentum.	Survive	in	Adolescence:	The	business	survives	with	you	being	consumed	by	working	in	it	and	the	key	idea	of	possibly	losing	it.	However,	there	is	a	better	way	of	educating	and	preparing	yourself	for	growth	by	establishing	a	business	structure	with	processes,	objectives,	and	strategies	to	handle	the	additional
weight.	The	E-Myth	Revisited	states	that	the	best	companies	survive	past	adolescence	and	embody	the	third	phase	of	business	growth:	Maturity	–	the	stage	in	which	the	“business	knows	how	it	got	to	be	where	it	is,	and	what	it	must	do	to	get	to	where	it	wants	to	go”	In	Maturity,	a	successful	business	is	founded	on	the	entrepreneurial	perspective:
Entrepreneurial	Perspective	–	the	business	approach	when	one	has	“a	clearly	defined	vision,	with	accountability	standards	and	direction	that	drives	the	business	to	success”	Unlike	the	technician	focused	on	the	product	or	work,	the	business	owner	has	a	broader	perspective	of	seeing	the	mature	business	as	a	product	itself.	The	entrepreneur	wants	to
satisfy	the	needs	of	a	niche	of	customers	innovatively,	especially	when	compared	to	others	in	the	marketplace.	In	the	E-Myth	Revisited,	Michael	Gerber	states	that	the	Turn-Key	Revolution	has	changed	how	business	is	done,	who	goes	into	it,	how	they	do	it,	and	how	likely	they	will	survive.	In	1952,	Ray	Kroc	franchised	the	McDonald’s	hamburger	stand
that	ran	“quickly,	efficiently,	inexpensively,	and	identically.”	In	under	40	years,	McDonald’s	grew	to	28,707	restaurants	worldwide	and	generated	$40B	per	year.	This	Turn-Key	Revolution	provided	the	Business	Format	Franchise,	which	can	be	used	to	build	successful	businesses:	Business	Format	Franchise	–	“provides	franchisees	with	an	entire
system	of	doing	business”	Understand	that	“the	true	product	of	the	business	is	the	business	itself,”	and	the	customer	is	the	franchisee.	Create	“a	systems-dependent	business,	not	a	people-dependent	business”	that	works	without	the	owner	being	there.	The	success	of	Business	Format	Franchises	is	a	result	of	the	Franchise	Prototype,	which	provides
the	system	to	make	a	great	business	operate	and	solve	typical	issues:	The	Franchise	Prototype	–	“a	proprietary	way	of	doing	business	that	successfully	and	preferentially	differentiates	every	extraordinary	business	from	every	one	of	its	competitors:”	Entrepreneur:	Gives	“the	medium	through	which	his	vision	takes	form	in	the	real	world.”	Manager:
“Provides	the	order,	the	predictability,	the	system	so	important	to	his	life.”	Technician:	Provides	the	freedom	“to	do	the	things	he	loves	to	do-technical	work.”	If	the	franchise	designs	the	business	well,	then	the	franchisee	just	needs	to	learn	how	to	manage	the	system	to	achieve	success.	After	learning	the	system,	they	get	the	key	to	operate:	Turn-Key
Operation	–	the	process	of	the	franchisee	getting	“licensed	the	right	to	use	the	system,	learn	how	to	run	it,	and	then	turns	the	key”	with	the	business	doing	the	rest	of	the	work	Buy	The	E-Myth	Revisited	on	Amazon	“Your	business	is	not	your	life,”	as	they	are	two	entirely	separate	things.	“The	purpose	of	your	life	is	not	to	serve	your	business…the
primary	purpose	of	your	business	is	to	serve	your	life.”	Once	you	understand	this	principle,	you	can	implement	the	Franchise	Prototype	with	these	rules:	Provide	consistent	value	to	your	customers,	employees,	suppliers,	and	lenders	beyond	their	expectations.	“Value	is	what	people	perceive	it	to	be,	and	nothing	more.”	Design	for	those	with	the	“lowest
possible	level	of	skill”	to	operate	their	specific	function.	People	that	follow	your	systems	will	allow	you	to	replicate	and	scale.	Design	to	model	to	have	impeccable	order	as	“structure	provides	the	relatively	fixed	points	of	reference	that	we	need.”	Without	structure,	your	business	will	fall	into	chaos.	Document	all	work	with	a	company	Operations
Manual.	For	each	task,	documentation	should	provide	the	purpose,	steps,	and	standards	for	the	process	and	result.	Provide	“a	uniformly	predictable	service	to	the	customer.”	Provide	the	same	experience	to	your	customers	every	time.	Use	a	“uniform	color,	dress,	and	facilities	code.”	Marketing	studies	show	that	consumers	pay	attention	to	firms’
appearance	(colors	and	shapes)	in	the	market.	Thus,	you	need	to	work	on,	not	in,	your	business	to	create	a	systematized	process.	Within	the	rest	of	the	book,	the	author	presents	his	proven	methodology,	the	E-Myth	Mastery	Program.	In	the	E-Myth	Revisited,	Michael	Gerber	shows	your	how	to	build	and	adapt	your	business	through	the	following
habitual	continuous	process:	Business	Development	Process	–	the	process	by	which	a	business	naturally	evolves	through	these	three	significant	activities:	Innovation	–	“the	mechanism	through	which	your	business	identifies	itself	in	the	mind	of	your	customer	and	establishes	its	individuality”	by	constantly	determining	the	best	way	Quantification	–	the
process	of	establishing	“numbers	related	to	the	impact	[and	value]	an	innovation	makes;”	the	metrics	or	KPIs	provide	a	pulse	and	indicate	future	performance	Orchestration	–	“the	elimination	of	discretion,	or	choice,	at	the	operating	level	of	your	business,”	which	results	in	a	consistent	process	and	product	Your	business	should	structure	as	a	Franchise
Prototype	to	be	easy	to	sell.	In	the	E-Myth	Revisited,	Michael	Gerber	shows	you	how	to	create	this	entrepreneurial	model	using	the	following	program:	Business	Development	Program	–	the	seven	distinct	steps	in	a	process	that	transforms	your	new	or	existing	business	into	a	Franchise	Prototype	that	can	be	replicated	and	scaled:	Your	Primary	Aim
Your	Strategic	Objective	Your	Organizational	Strategy	Your	Management	Strategy	Your	People	Strategy	Your	Marketing	Strategy	Your	Systems	Strategy	In	the	E-Myth	Revisited,	Michael	Gerber	argues	that	your	business	should	not	be	your	life,	but	it	can	play	a	significant	role.	To	figure	out	that	role,	you	should	establish	Your	Primary	Aim:	Your
Primary	Aim	–	“the	vision	necessary	to	bring	your	business	to	life	and	your	life	to	your	business,”	which	provides	you	with	a	purpose,	energy,	and	a	source	of	profit;	develop	it	by	asking	yourself	the	following	questions	for	your	life:	Values:	What	do	I	value	most?	Who	do	I	wish	to	be?	Lifestyle:	What	kind	of	life	do	I	want?	What	do	I	want	my	life	to	look
like,	to	feel	like?	Ideal	Day:	How	do	I	want	my	life	to	be	like	on	a	day-to-day	basis?	People:	What	role	will	I	play	with	other	people	in	my	life,	including	my	family,	friends,	community,	business	partners,	employees,	and	clients?	Reputation:	How	would	I	like	people	to	think	about	me?	Timeline:	Where	do	I	want	to	be	in	a	year,	five	years,	ten	years,	20
years,	and	so	on?	Growth:	What	do	I	want	to	learn	during	my	life	in	terms	of	spirituality,	health,	finances,	skills,	knowledge,	and	relationships?	Finances:	How	much	money	is	required	for	my	lifestyle?	When	do	I	need	it	by?	The	answers	are	the	standards	by	which	you	should	live	your	life	by	and	measure	progress.	Without	standards,	you	will	be
wandering	without	any	purpose	or	meaning.	After	figuring	out	your	life	vision	in	terms	of	Your	Primary	Aim,	you	can	focus	on	developing	your	business	in	terms	of	Your	Strategic	Objective:	Your	Strategic	Objective	–	“a	very	clear	statement	of	what	your	business	has	to	ultimately	do	for	you	to	achieve	your	Primary	Aim;”	this	business	strategy	and	plan
provides	these	standards:	Money:	How	much	do	I	need	and	want?	Lifestyle:	How	much	money	do	I	need	to	live	my	ideal	life?	Sell	Your	Business:	How	much	do	I	want	my	business	to	be	worth?	An	Opportunity	Worth	Pursuing:	Does	my	business	fulfill	my	financial	standards	set	within	my	Primary	Aim	and	my	Strategic	Objective?	Type	of	Business:	What
feeling	(product)	is	your	customer	buying	from	you?	Customer	Avatar:	Who	is	your	customer	regarding	demographics	(who	your	customer	is)	and	psychographics	(why	your	customer	buys)?	Other	Standards:	Here	are	some	other	stands	that	you	can	include:	When	will	your	prototype	be	finished?	How	many	years?	Where	will	you	be	in	business?	Local,
regional,	national,	or	global?	How	will	you	be	in	business?	Retail,	wholesale,	or	both?	What	additional	standards	will	you	have?	These	standards	may	include	metrics,	safety,	cleanliness,	management,	human	resources,	and	so	on.	In	the	E-Myth	Revisited,	Michael	Gerber	states	to	set	appropriate	standards	to	help	your	people	be	more	productive	and
deliver	consistently.	Further,	every	morning,	you	should	eat	that	frog	or	work	toward	your	Strategic	Objective,	so	you	can	grow	your	business.	First,	think	of	your	business,	regardless	of	the	number	of	partners,	as	a	corporation	with:	Shareholders:	These	are	owners	having	roles	outside	the	business.	Employees:	These	are	the	people	working	inside
the	business.	Avoid	organizing	around	personalities.	Instead,	you	should	organize	your	business	and	people	around	accountabilities	and	responsibilities	by	creating	an	Organizational	Chart:	Organizational	Chart	–	a	diagram	that	shows	your	company’s	internal	structure	by	detailing	the	roles,	responsibilities,	and	relationships	between	the	employees
Build	the	business	starting	from	the	tactical	work	of	the	technicians.	For	each	company	role,	establish	a	position	contract	to	provide	accountability	and	include	the	following:	“The	results	to	be	achieved	by	each	position	in	the	company,	The	work	the	occupant	of	that	position	is	accountable	for,	A	list	of	standards	by	which	the	results	are	to	be
evaluated,	and	A	line	for	the	signature	of	the	person	who	agrees	to	fulfill	those	accountabilities.”	Buy	The	E-Myth	Revisited	on	Amazon	Instead	of	hiring	management	degrees,	you	can	implement	a	great	management	strategy	yourself:	Management	System	–	“a	system	designed	in	your	prototype	to	produce	a	marketing	result…	that	finds	and	keeps
customers–profitably–better	than	any	other”	To	be	an	effective	Franchise	Prototype,	the	system	should	be	automatic	through	this	process:	Management	Development	–	“the	process	through	which	you	create	your	Management	System	and	teach	your	up-and-coming	managers	to	use	it”	You	should	manage	by	creating	and	executing	work	in	an
Operations	Manual.	Within	it,	each	role	should	have	checklists	to	itemize	the	steps	that	your	employees	need	to	do	their	work,	hold	them	accountable,	and	standards	for	performance.	For	more	regarding	checklists,	check	out	The	Checklist	Manifesto	(book	summary).	Take	your	people	seriously	and	communicate	that	“the	work	we	do	is	a	reflection	of
who	we	are.	Work	is	an	opportunity	to	succeed,	which	will	bring	life	to	the	work	we	do.	Have	your	people	understand	that	the	“idea	behind	the	work	that	was	more	important	than	the	work	itself:”	“The	customer	is	not	always	right,	but	whether	he	is	or	not,	it	is	our	job	to	make	him	feel	that	way.”	“Everyone	who	works	here	is	expected	to	work	toward
being	the	best	he	can	possibly	be	at	the	tasks	he’s	accountable	for.	When	he	can’t,”	he	should	try	to	improve	or	leave.	“The	business	is	a	place	where	everything	we	know	how	to	do	is	tested	by	what	we	don’t	know	how	to	do,	and	that	the	conflict	between	the	two”	creates	growth	and	meaning.	The	business	serves	your	employees	to	perform	at	their
best,	and	they	will	look	to	you	for	how	to	act.	Therefore,	the	best	firms	establish	“a	game	to	be	played	in	which	the	rules	symbolize	the	idea	you,	the	owner,	have	about	the	world”	with	rules	that	must	be	honored	to	perform:	Never	determine	what	you	want	your	people	to	do	and	then	try	to	create	a	game	out	of	it.	Never	establish	a	game	for	your
employees	you	are	unwilling	to	play	yourself.	Ensure	there	are	particular	ways	to	win	the	game	without	ending	it.	Modify	the	game	every	so	often,	precisely	the	tactics,	not	the	strategy.	Never	expect	the	game	to	be	sustainable,	as	people	should	be	reminded	of	it	constantly.	The	game	should	make	sense.	The	game	should	be	enjoyable	from	time	to
time.	If	you	are	unable	to	create	a	good	game,	steal	one.	A	“Game	Worth	Playing”	provides	the	purpose,	values,	and	standards	to	live	life	well	and	perform	at	work.	You	should	communicate	ideas	to	your	people	through	documented	systems	and	in	an	orderly,	human	manner.	Specifically,	the	hiring	process	will	allow	you	to	establish	a	proper
relationship	to	develop	and	retain	people	to	succeed	within	your	business.	The	E-Myth	Revisited	tells	you	to	build	a	successful	marketing	program	by	focusing	on	what	your	customer	wants.	“What	your	customer	wants	is	probably	significantly	different	from	what	you	think	he	wants.”	There	are	two	parts	to	a	great	Marketing	Strategy:	Demographics	–
“the	science	of	marketplace	reality”	showing	“who	your	customer	is”	Psychographics	–	“the	science	of	perceived	marketplace	reality”	indicating	“why	your	customer	buys”	Determine	your	customer’s	demographics	by	getting	them	to	complete	a	survey,	questionnaire,	or	another	marketing	tool.	After	determining	these,	you	can	“construct	a	Prototype
to	satisfy	his	unconscious	[or	psychographic]	needs,	but	scientifically	rather	than	arbitrarily.”	Finally,	within	the	E-Myth	Revisited,	Michael	Gerber	defines	what	a	system	is:	System	–	“a	set	of	things,	actions,	ideas,	and	information	that	interact	with	each	other,	and	in	so	doing,	alter	other	systems”	Everything	can	be	observed	as	a	system,	and	three
major	systems	need	to	be	fully	integrated	for	your	business:	Hard	Systems:	The	hard	systems	are	inanimate,	unliving	things,	such	as	colors,	computers,	and	whiteboards.	Soft	Systems:	The	soft	systems	animate,	living	things	or	ideas,	such	as	scripts,	the	sales	process,	and	your	employees	Information	Systems:	The	information	systems	“those	that
provide	us	with	information	about	the	interaction	between	the	other	two,”	such	as	reporting	metrics,	controlling	inventory,	and	forecasting	In	the	E-Myth	Revisited,	Michael	Gerber	emphasizes	using	a	Sales	System	to	increase	sales:	Sales	System	–	the	six-step	rehearsed	interaction	between	you	and	your	customers:	Identify	the	specific	benchmarks	or
prospect	decision	points	within	the	sales	process.	Literally,	script	the	words	that	will	successfully	get	you	the	sales.	Create	the	various	materials	to	be	used	with	each	sales	script.	Memorize	the	script	for	each	benchmark.	Have	your	salespeople	deliver	the	script	in	an	identical	manner.	Have	them	communicate	effectively	by	listening	and	engaging
every	prospect	fully.	At	E-Myth	Worldwide,	their	PowerPoint	Selling	System	focuses	on	structure	(what	you	do)	and	substance	(how	you	do	it).	The	system	requires	setting	an	appointment,	conducting	a	needs	analysis,	and	providing	a	solution	to	the	customer.	Check	out	the	Entrepreneurial	Operating	System,	for	more	on	building	systems	in	your
business.	Throughout	the	E-Myth	Revisited,	Michael	Gerber	uses	the	story	of	Sarah,	an	entrepreneur	in	the	pie-making	business,	as	an	example	and	case	study.	He	leaves	her	with	one	main	piece	of	advice:	“keep	the	curtain	up.”	The	curtain	is	an	analogy	to	protect	your	entrepreneurial	spirit	from	your	comfort	zone,	making	you	feel	safe	and	unable	to
take	risks.	Gerber	also	discusses	that	you	cannot	change	a	world	that	is	chaotic	and	disorderly.	“If	the	world	is	going	to	be	changed,	we	must	first	change	our	lives.”	And	so,	the	process	of	creating	and	growing	a	business	will	bring	about	change	in	the	people	who	engage	in	it,	so	get	started!	In	the	book,	The	E-Myth	Revisited,	Michael	Gerber	tears
down	the	myths	of	becoming	an	entrepreneur.	He	discusses	the	lifecycle	of	a	business,	the	underlying	processes	and	systems,	and	how	to	apply	the	lessons	of	franchising	to	succeed.	I	hope	The	E-Myth	Revisited	summary	has	inspired	you	to	get	your	copy	of	the	book.	For	more	on	how	to	implement	an	operating	system	in	your	business,	check	out
Traction	(book	summary).	For	a	book	on	incorporating	entrepreneurship	into	your	life,	check	out	The	EOS	Life	(book	summary).	Buy	The	E-Myth	Revisited	on	Amazon	Buy	on	Amazon:	Print	|	Audiobook	Most	small	business	owners	work	in	their	business	rather	than	on	their	business.	People	who	are	exceptionally	good	in	business	are	so	because	of
their	insatiable	need	to	know	more.	Understanding	the	technical	work	of	a	business	does	not	mean	you	understand	a	business	that	does	that	technical	work.	“If	you	are	unwilling	to	change,	your	business	will	never	be	capable	of	giving	you	what	you	want.”	That	Fatal	Assumption:	if	you	understand	the	technical	work	of	a	business,	you	understand	a
business	that	does	that	technical	work.	The	Entrepreneurial	Seizure	occurs	the	moment	you	decide	it	would	be	a	great	idea	to	start	your	own	business.	“Everybody	who	goes	into	business	is	actually	three-people-in-one:	The	Entrepreneur,	The	Manager,	and	The	Technician.”	We	all	have	an	Entrepreneur,	Manager,	and	Technician	inside	us.	Enter	your
email	below,	and	I’ll	send	you	a	free	PDF	summary	of	The	E-Myth	Revisited.	(Includes	exercises	not	found	in	the	post.)	Michael	believes	that	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.	“If	you	are	unwilling	to	change,	your	business	will	never	be	capable	of
giving	you	what	you	want.”	That	Fatal	Assumption:	if	you	understand	the	technical	work	of	a	business,	you	understand	a	business	that	does	that	technical	work.	The	Entrepreneurial	Seizure:	the	moment	you	decide	it	would	be	a	great	idea	to	start	your	own	business.	The	technician	suffering	from	an	Entrepreneurial	Seizure	takes	the	work	he	loves	to
do	and	turns	it	into	a	job.	“Everybody	who	goes	into	business	is	actually	three-people-in-one:	The	Entrepreneur,	The	Manager,	and	The	Technician.”	“The	Entrepreneur	lives	in	the	future,	never	in	the	past,	rarely	in	the	present.	He’s	happiest	when	left	free	to	construct	images	of	‘what-if’	and	‘if-when.’”	“The	Entrepreneur	is	the	innovator,	the	grand
strategist,	the	creator	of	new	methods	for	penetrating	or	creating	new	markets.”	“The	Entrepreneur	is	our	creative	personality—always	at	its	best	dealing	with	the	unknown,	prodding	the	future,	creating	probabilities	out	of	possibilities,	engineering	chaos	into	harmony.”	The	Entrepreneur	has	an	extraordinary	need	for	control.	He	needs	control	of
people	and	events	in	the	present	so	that	he	can	concentrate	on	his	dreams.	“The	Entrepreneur	creates	a	great	deal	of	havoc	around	him,	which	is	predictably	unsettling	for	those	he	enlists	in	his	projects.”	The	Entrepreneur’s	worldview	is	a	world	made	up	of	both	an	overabundance	of	opportunities	and	dragging	feet.	“To	The	Entrepreneur,	most
people	are	problems	that	get	in	the	way	of	the	dream.”	The	Manager	is	pragmatic.	Without	him,	there	would	be	no	planning,	no	order,	no	predictability.	“If	The	Entrepreneur	lives	in	the	future,	The	Manager	lives	in	the	past.	“Where	The	Entrepreneur	craves	control,	The	Manager	craves	order.”	“Where	The	Entrepreneur	thrives	on	change,	The
Manager	compulsively	clings	to	the	status	quo.”	“Where	The	Entrepreneur	invariably	sees	the	opportunity	in	events,	The	Manager	invariably	sees	the	problems.”	“The	Manager	is	the	one	who	runs	after	The	Entrepreneur	to	clean	up	the	mess.”	“Without	The	Manager,	there	could	be	no	business,	no	society.”	“It	is	the	tension	between	The
Entrepreneur’s	vision	and	The	Manager’s	pragmatism	that	creates	the	synthesis	from	which	all	great	works	are	born.”	“The	Technician	is	the	doer.”	“The	Technician	loves	to	tinker.”	“If	The	Entrepreneur	lives	in	the	future	and	The	Manager	lives	in	the	past,	The	Technician	lives	in	the	present.	He	loves	the	feel	of	things	and	the	fact	that	things	can	get
done.”	“As	long	as	The	Technician	is	working,	he	is	happy,	but	only	on	one	thing	at	a	time.	He	knows	that	two	things	can’t	get	done	simultaneously;	only	a	fool	would	try.	So	he	works	steadily	and	is	happiest	when	he	is	in	control	of	the	workflow.”	“The	Technician	mistrusts	those	he	works	for	because	they	are	always	trying	to	get	more	work	done	than
is	either	possible	or	necessary.”	“To	The	Technician,	thinking	is	unproductive	unless	it’s	thinking	about	the	work	that	needs	to	be	done.”	“Thinking	isn’t	work;	it	gets	in	the	way	of	work.”	“The	Technician	isn’t	interested	in	ideas;	he’s	interested	in	‘how	to	do	it.’”	“To	The	Technician,	all	ideas	need	to	be	reduced	to	methodology	if	they	are	to	be	of	any
value.”	“The	Technician	knows	that	if	it	weren’t	for	him,	the	world	would	be	in	more	trouble	than	it	already	is.”	“While	The	Entrepreneur	dreams,	The	Manager	frets,	and	The	Technician	ruminates.”	“Everyone	gets	in	The	Technician’s	way.”	“To	The	Technician,	‘the	system’	is	dehumanizing,	cold,	antiseptic,	and	impersonal.	It	violates	his
individuality.”	“The	fact	of	the	matter	is	that	we	all	have	an	Entrepreneur,	Manager,	and	Technician	inside	us.”	“The	typical	small	business	owner	is	only	10	percent	Entrepreneur,	20	percent	Manager,	and	70	percent	Technician.”	“Most	businesses	are	operated	according	to	what	the	owner	wants	as	opposed	to	what	the	business	needs.”	“The	three
phases	of	a	business’s	growth:	Infancy,	Adolescence,	and	Maturity.”	“If	your	business	depends	on	you,	you	don’t	own	a	business—you	have	a	job.	And	it’s	the	worst	job	in	the	world	because	you’re	working	for	a	lunatic!”	“The	purpose	of	going	into	business	is	to	get	free	of	a	job	so	you	can	create	jobs	for	other	people.”	“There’s	a	critical	moment	in
every	business	when	the	owner	hires	his	very	first	employee	to	do	the	work	he	doesn’t	know	how	to	do	himself	or	doesn’t	want	to	do.”	“Your	job	is	to	prepare	yourself	and	your	business	for	growth.	“A	Mature	company	is	founded	on	a	broader	perspective,	an	entrepreneurial	perspective,	a	more	intelligent	point	of	view.	About	building	a	business	that
works	not	because	of	you	but	without	you.”	“A	Mature	business	knows	how	it	got	to	be	where	it	is,	and	what	it	must	do	to	get	where	it	wants	to	go.”	“The	Entrepreneurial	Model	has	less	to	do	with	what’s	done	in	a	business	and	more	to	do	with	how	it’s	done.	The	commodity	isn’t	what’s	important—the	way	it’s	delivered	is.”	“Your	business	is	not	your
life.”	“Once	you	recognize	that	the	purpose	of	your	life	is	not	to	serve	your	business,	but	that	the	primary	purpose	of	your	business	is	to	serve	your	life,	you	can	then	go	to	work	on	your	business,	rather	than	in	it,	with	a	full	understanding	of	why	it	is	absolutely	necessary	for	you	to	do	so.”	“Pretend	that	the	business	you	own—or	want	to	own—is	the
prototype,	or	will	be	the	prototype,	for	5,000	more	just	like	it.”	“Documentation	says,	‘This	is	how	we	do	it	here.’”	“Without	documentation,	all	routinized	work	turns	into	exceptions.”	“Documentation	provides	your	people	with	the	structure	they	need	and	with	a	written	account	of	how	to	‘get	the	job	done’	in	the	most	efficient	and	effective	way.”	“What
you	do	in	your	model	is	not	nearly	as	important	as	doing	what	you	do	the	same	way,	each	and	every	time.”	Go	to	work	on	your	business	rather	than	in	it,	and	ask	yourself	the	following	questions:	How	can	I	get	my	business	to	work,	but	without	me?	How	can	I	get	my	people	to	work,	but	without	my	constant	interference	How	can	I	systematize	my
business	in	such	a	way	that	it	could	be	replicated	5,000	times,	so	the	5,000th	unit	would	run	as	smoothly	as	the	first?	How	can	I	own	my	business,	and	still	be	free	of	it?	How	can	I	spend	my	time	doing	the	work	I	love	to	do	rather	than	the	work	I	have	to	do?	Innovation	is	the	mechanism	through	which	your	business	identifies	itself	in	the	mind	of	your
customer	and	establishes	its	individuality.	Quantification:	the	numbers	related	to	the	impact	an	Innovation	makes.	“Orchestration	is	the	elimination	of	discretion,	or	choice,	at	the	operating	level	of	your	business.”	“Once	you’ve	innovated,	quantified,	and	orchestrated	something	in	your	business,	you	must	continue	to	innovate,	quantify,	and	orchestrate
it.”	“Think	of	your	business	as	though	it	were	the	prototype	for	5,000	more	just	like	it.”	“Your	Business	Development	Program	is	the	vehicle	through	which	you	can	create	your	Franchise	Prototype.”	The	Program	is	composed	of	seven	distinct	steps:	Your	Primary	Aim	Your	Strategic	Objective	Your	Organizational	Strategy	Your	Management	Strategy
Your	People	Strategy	Your	Marketing	Strategy	Your	Systems	Strategy	But	before	you	can	determine	what	that	role	will	be,	you	must	ask	yourself	these	questions:	What	do	I	value	most?	What	kind	of	life	do	I	want?	What	do	I	want	my	life	to	look	like,	to	feel	like?	Who	do	I	wish	to	be?	Michael	believes	great	people	are	those	who	know	how	they	got
where	they	are,	and	what	they	need	to	do	to	get	where	they’re	going.	“Great	people	have	a	vision	of	their	lives	that	they	practice	emulating	each	and	every	day.”	Michael	believes	that	the	difference	between	great	people	and	everyone	else	is	that	great	people	create	their	lives	actively,	while	everyone	else	is	created	by	their	lives,	passively	waiting	to
see	where	life	takes	them	next.	“The	difference	between	a	warrior	and	an	ordinary	man	is	that	a	warrior	sees	everything	as	a	challenge,	while	an	ordinary	man	sees	everything	as	either	a	blessing	or	a	curse.”	Before	you	start	your	business,	or	before	you	return	to	it	tomorrow,	ask	yourself	the	following	questions:	What	do	I	wish	my	life	to	look	like?
How	do	I	wish	my	life	to	be	on	a	day-to-day	basis?	What	would	I	like	to	be	able	to	say	I	truly	know	in	my	life,	about	my	life?	How	would	I	like	to	be	with	other	people	in	my	life—my	family,	my	friends,	my	business	associates,	my	customers,	my	employees,	my	community?	How	would	I	like	people	to	think	about	me?	What	would	I	like	to	be	doing	two
years	from	now?	Ten	years	from	now?	Twenty	years	from	now?	When	my	life	comes	to	a	close?	What	specifically	would	I	like	to	learn	during	my	life—spiritually,	physically,	financially,	technically,	intellectually?	About	relationships?	How	much	money	will	I	need	to	do	the	things	I	wish	to	do?	By	when	will	I	need	it?	“Your	Strategic	Objective	is	a	very
clear	statement	of	what	your	business	has	to	ultimately	do	for	you	to	achieve	your	Primary	Aim.”	“How	big	is	your	vision?	How	big	will	your	company	be	when	it’s	finally	done?	Will	it	be	a	$300,000	company?	A	million-dollar	company?	A	$500-million	company?”	“At	the	beginning	of	your	business,	any	standards	are	better	than	no	standards.”	“Creating
money	standards	is	not	just	strategically	necessary	for	your	business;	it	is	strategically	necessary	for	your	life,	for	the	realization	of	your	Primary	Aim.”	“The	first	question	you	must	always	ask	when	creating	standards	for	your	Strategic	Objective	is:	What	will	serve	my	Primary	Aim?”	“How	much	money	do	I	need	to	live	the	way	I	wish?	Not	in	income



but	in	assets.	In	other	words,	how	much	money	do	you	need	in	order	to	be	independent	of	work,	to	be	free?”	The	ultimate	reason	to	create	a	business	of	your	own	is	to	sell	it.	“An	Opportunity	Worth	Pursuing	is	a	business	that	can	fulfill	the	financial	standards	you’ve	created	for	your	Primary	Aim	and	your	Strategic	Objective.”	“How	do	you	know
whether	you	have	an	Opportunity	Worth	Pursuing?	Look	around.	Ask	yourself:	Does	the	business	I	have	in	mind	alleviate	a	frustration	experienced	by	a	large	enough	group	of	consumers	to	make	it	worth	my	while?”	When	asked	what	kind	of	business	they’re	in,	most	business	owners	respond	with	the	name	of	the	commodity	they	sell.	Always	the
commodity,	never	the	product.	The	difference	is	the	commodity	is	the	thing	your	customer	actually	walks	out	with	in	his	hand.	The	product	is	what	your	customer	feels	as	he	walks	out	of	your	business.	What	he	feels	about	your	business,	not	what	he	feels	about	the	commodity.	Understanding	the	difference	between	the	commodity	and	the	product	is
what	creating	a	great	business	is	all	about.	“What’s	your	product?	What	feeling	will	your	customer	walk	away	with?	What	is	he	really	buying	when	he	buys	from	you?”	“People	buy	feelings.”	“Most	companies	organize	around	people	rather	than	around	accountabilities	or	responsibilities.”	“The	result	is	almost	always	chaos.”	Without	an	Organizational
Chart,	everything	hinges	on	luck	and	good	feelings,	on	the	personalities	of	the	people	and	the	goodwill	they	share.	An	example	of	an	Organizational	Chart:	A	Position	Contract	is	a	summary	of	the	results	to	be	achieved	by	each	position	in	the	company.	You	need	a	management	system	to	successfully	implement	a	management	strategy.	“A	system	is	a
set	of	things,	actions,	ideas,	and	information	that	interact	with	each	other,	and	in	so	doing,	alter	other	systems.”	Your	people	want	to	for	a	boss	who’s	created	a	clearly	defined	structure	for	acting	in	the	world.	They	want	a	structure	through	which	they	can	test	themselves	and	be	tested.	This	structure	is	called	a	game.	The	degree	to	which	people	buy
into	your	game	depends	on	how	well	you	communicate	the	game	to	them	at	the	outset	of	your	relationship.	Your	People	Strategy	is	the	way	you	communicate	this	idea.	A	few	rules	to	keep	in	mind:	Never	figure	out	what	you	want	your	people	to	do	and	then	try	to	communicate	a	game	out	of	it	Never	create	a	game	for	your	people	you’re	unwilling	to
play	yourself	Make	sure	there	are	specific	ways	of	winning	the	game	without	ending	it	Change	the	game	from	time	to	time—the	tactic,	not	the	strategy	Never	expect	the	game	to	be	self-sustaining.	People	need	to	be	reminded	of	it	constantly	The	game	has	to	make	sense	The	game	needs	to	be	fun	from	time	to	time	If	you	can’t	think	of	a	good	game,
steal	one	“Forget	everything	but	your	customer.”	“Demographics	and	psychographics	are	the	two	essential	pillars	supporting	a	successful	marketing	program.”	“If	you	know	who	your	customer	is—demographics—you	can	then	determine	why	he	buys—psychographics.”	“If	your	customer	doesn’t	perceive	he	needs	something,	he	doesn’t,	even	if	he
actually	does.”	There	are	three	kinds	of	systems	in	your	business:	Hard	Systems	Soft	Systems	Information	Systems.	“Hard	Systems	are	inanimate,	unliving	things.”	“Soft	Systems	are	either	animate—living—or	ideas.”	“Information	Systems	are	those	that	provide	us	with	information	about	the	interaction	between	the	other	two.”	If	you	like	The	E-Myth
Revisited,	you	may	also	enjoy	the	following	books:	Print	|	Audiobook	Psychology	Book	Summaries	Or,	browse	more	book	summaries.	What	is	the	E-Myth?	The	E-Myth	is	the	myth	of	the	“typical”	entrepreneur	that	all	people	imagine.		Most	picture	a	brave,	noble,	all-knowing	leader	that	stands	alone	and	turns	to	no	one.		However,	this	is	usually	not	the
case.		Michael	Gerber	goes	into	depth	in	the	book,	The	E-Myth	Revisited:	Why	Most	Small	Businesses	Don’t	Work	and	What	to	Do	About	It,	about	the	main	characteristics	of	the	everyday	entrepreneur	and	how	to	overcome	the	struggles	of	starting	and	creating	a	lasting	small	business.	The	average	entrepreneur	starts	their	business	with	the	strong
desire	to	be	their	own	boss,	because	after	all,	if	you	know	how	to	do	the	technical	work	of	a	company,	why	can’t	you	start	your	own	business	doing	the	work	you	have	always	done?		This,	Gerber	says,	is	the	Fatal	Assumption	that	most	people	make	that	ruins	their	small	business	from	the	start.		Usually	the	entrepreneur	is	doing	technical	work	for	a
company	and	one	day	they	experience	an	Entrepreneurial	Seizure,	and	realize	they	are	tired	of	constantly	having	to	answer	to	someone	and	decide	they	want	to	be	their	own	boss.		However,	being	able	to	do	the	technical	work	of	a	business	doesn’t	mean	you	have	the	innovation,	managing	skills,	and	communication	skills	needed	to	start	your	own
business.		This	means,	every	business	needs	the	owner	to	be	three	different	people:	The	Entrepreneur,	The	Manager,	and	The	Technician.	The	Entrepreneur,	The	Manager,	and	The	Technician	Every	business	needs	the	entrepreneur	to	encompass	three	different	roles	in	a	business.		Unless	all	three	roles	are	sought	after	by	the	new	entrepreneur,	the
business	will	most	likely	not	survive	after	the	first	few	years.	The	Entrepreneur	The	Entrepreneur	is	known	to	be	the	daydreaming	visionary.		This	is	the	imaginative,	forward	looking,	and	strategic	creative	backbone	of	the	business.		The	Entrepreneur	loves	to	change	and	alter	ideas	until	his	ideal	business	is	created.	The	Manager	The	Manager,	on	the
other	hand,	is	the	predictable	and	very	orderly	leader	that	is	constantly	trying	to	systematically	produce	what	The	Entrepreneur	has	thrown	together.		He	uses	the	past	as	the	basis	for	decision	making	to	produce	a	business	that	will	avoid	havoc	and	problems.	The	Technician	The	Technician	is	what	most	new	entrepreneurs	are.		They	are	the	ones	that
know	how	to	do	the	technical	work	of	a	business	but	are	not	sure	on	how	to	go	about	managing	or	innovating	new	ideas	for	a	new	business.		The	Technician	is	the	hands	on	worker	that	likes	to	get	things	done	and	lives	in	the	present.		Instead	of	dreaming	up	or	talking	about	an	idea,	he	likes	to	see	it	that	it	gets	done	and	likes	to	be	the	one	doing	the
work.	Since	most	new	entrepreneurs	come	from	an	existing	job	of	doing	technical	work	for	a	company,	this	presents	a	predominant	problem	in	small	business.		Most	entrepreneurs	only	have	one	of	the	three	necessary	components	needed	to	produce	a	lasting	business.	Most	have	the	characteristics	of	The	Technician;	however,	The	Technician	is	the
one	who	does	the	work,	not	the	one	successfully	owning	the	business.		An	entrepreneur	must	have	characteristics	of	all	three	of	the	different	roles	in	order	to	successfully	produce	and	grasp	all	the	business’	necessary	components.	Small	Business	Lifecycles	Gerber	touches	on	the	different	lifecycles	that	every	small	business	experiences	and	how	to
make	a	small	business	survive	through	them	all,	without	giving	up	and	closing	down.		Gerber	believes	that	understanding	each	stage,	what	the	entrepreneur	experiences	and	feels	during	each	of	the	stages,	can	help	a	new	entrepreneur’s	business	withstand	the	hardships	faced	during	each.		The	stages	include:	Infancy,	Adolescence,	and	Maturity.
Infancy	The	first	stage	in	any	small	business’	lifecycle	is	Infancy.		During	Infancy,	the	new	entrepreneur	is	taking	on	every	task	of	the	new	business.		He	is	doing	what	he	already	knew	how	to	do,	the	technical	work,	but	it	also	taking	on	new	work	that	he	is	not	really	sure	on	how	to	do,	like	sales	and	the	books.		During	this	stage,	the	entrepreneur	has
to	juggle	all	of	the	jobs	in	the	small	business	and	still	having	to	try	to	innovate	and	grow	the	business.		Usually	in	Infancy,	it	starts	out	strong.		The	company	is	growing	and	reaching	the	public	and	the	entrepreneur	is	feeling	overwhelmed,	yet	accomplished.	During	Infancy,	the	entrepreneur	does	not	separate	the	business	from	himself.		He	is	the
business	and	he	takes	on	all	parts	of	the	business.		This	becomes	a	problem	when	there	is	more	work	than	the	owner	can	get	done.		And	when	you	are	the	business	then	you	never	step	away	from	the	work,	causing	you	to	become	overwhelmed	by	the	work	that	needs	to	get	done	and	not	having	enough	time	in	each	day	to	get	it	all	completed,	or	at	least
in	the	same	quality	that	your	customers	once	expected	and	received.		The	main	issue	in	Infancy	is	The	Technician	in	all	of	us	needing	to	complete	every	task	and	not	letting	The	Manager	or	The	Entrepreneur	grow	and	expand	the	business.		The	Technician	needs	to	have	his	hands	on	every	part	of	the	business	and	refused	to	pass	on	the	technical	part
to	someone	else.	Adolescence	Adolescence	does	not	occur	in	the	business	until	the	owner	decides	he	needs	help	to	get	everything	done.		The	entrepreneur	finally	admits	that	he	cannot	get	everything	done	alone	and	must	trust	and	turn	to	someone	else.		Depending	on	the	strengths	of	the	owner,	each	owner	decides	to	get	help	in	the	area	he	does	not
excel	in.		The	owner	may	not	be	good	at	accounting	so	he	or	she	may	get	bookkeeping	help.		He	or	she	may	lack	sales	skills	and	make	hire	a	sales	person.		It	all	depends	on	what	job	the	owner	does	not	want	to	take	on	any	longer	and	he	or	she	will	hand	it	over	to	someone	else.	However,	the	problem	most	new	entrepreneurs	face	is	having	the	ability	to
push	more	and	more	work	on	the	hired	help.		Instead	of	the	accountant	doing	only	the	bookkeeping,	you	start	having	him	helping	out	with	sales.		Then,	sooner	or	later,	he	will	be	opening	or	closing	the	store.		He	gradually	goes	from	being	the	help	in	one	division,	to	being	the	co-owner	of	the	business.		The	entrepreneur	ends	up	putting	too	much	trust
in	the	new	hire,	and	he	starts	making	decisions	for	the	business,	and	not	only	the	best	decisions	at	that.		Sooner	or	later,	you	lack	the	control	and	vision	of	your	business,	which	can	lead	to	closing	down.	Gerber	says	that	once	this	Comfort	Zone,	the	point	where	the	owner	no	longer	feels	in	control	of	his	company	and	its	environment,	the	owner	must
decide	if	he	will	fire	his	employees	and	become	small	again,	go	broke	from	continuous	and	damaging	growth,	or	just	hope	for	survival.	Maturity	Maturity	is	not	a	definite	ending	to	every	small	business	that	goes	through	Infancy	and	Adolescence.		It	is	the	result	of	smart	decision	making,	the	ability	to	learn	and	grow	the	business,	and	being	able	to
start	your	business	as	a	mature	company	and	just	expand	it.	The	Entrepreneurial	Perspective	The	Entrepreneurial	Perspective	says	that	it	is	the	business	model	that	determines	the	viability	of	any	company.		The	way	the	company	acts,	looks,	and	makes	decisions	is	the	ultimate	driver	of	the	success	of	a	business.		Having	the	right	product	is	important,
but	to	make	a	flourishing	business	an	entrepreneur	must	set	their	main	focus	on	the	most	effective	business	model	that	can	reach	The	Entrepreneur,	The	Manager,	and	the	Technician	so	that	all	of	the	business	aspects	are	met.	The	Entrepreneurial	Model	The	ability	to	look	at	a	business	as	the	product	itself	is	the	idea	behind	Gerber’s	Entrepreneurial
Model.			The	Entrepreneurial	Model	focuses	on	how	the	business	goes	about	doing	the	work,	not	what	work	is	being	produced	by	the	business.		It	looks	at	the	customer	needs	and	determines	the	business	strategies	based	on	those	needs.	To	determine	this	effective	model,	Gerber	discusses	what	he	calls,	The	Turn-Key	Revolution.	The	Turn-Key
Revolution	The	Turn-Key	Revolution	is	the	process	of	creating	a	business	like	a	franchise,	even	if	that	is	not	the	ultimate	goal	of	the	entrepreneur.		When	doing	this,	it	becomes	easy	to	systematically	turn	certain	parts	of	the	business	over	to	someone	else	and	gradually	become	merely	an	owner.	Business	Format	Franchise	For	years,	franchises	have
been	a	predominant	way	of	doing	business.		However,	going	further,	some	enterprises	not	only	handed	over	the	name	of	the	business,	but	also	an	entire	systematic	way	of	doing	the	business.		This	adds	to	the	belief	that	the	success	of	a	business	is	not	the	product	that	it	sells,	but	the	way	the	company	sells	the	product.		The	customer	service	and	the
system	of	how	the	company	does	business	is	what	set	it	apart	from	the	competitors,	keeping	the	business	alive.		A	success	rate	of	95%	was	reported	for	Business	Format	Franchises.	After	the	first	five	years	75%	of	these	franchises	succeed	compared	to	the	80%	failure	rate	of	all	business	(91).	The	true	product	of	the	business	is	the	business	itself	(83).
Franchise	Prototype	The	Franchise	Prototype	is	used	as	a	test	to	see	if	the	business	can	work.		It	takes	the	assumptions	and	puts	them	into	action	in	the	real	world.		Then	the	system	can	be	implemented	with	any	franchisor	and	it	will	work	because	the	system	works	on	its	own.		It	is	the	solution	to	the	problems	small	businesses	face.		It	causes	the
business	to	become	a	self-run	machine	that	can	survive	no	matter	who	runs	it.		It	fulfills	the	needs	of	The	Entrepreneur,	The	Manager,	and	The	Technician	because	it	is	visionary,	predictable,	and	full	of	technical	work	that	can	be	done	(95).	Once	you	have	understood	the	importance	of	the	Turn-Key	Revolution	and	that	you	are	ready	to	build	your
Franchise	Prototype,	you	need	to	go	through	the	Business	Development	Process.	The	Business	Development	Process	(BDP)	The	BDP	is	made	of	three	activities:	Innovation,	Quantification,	and	Orchestration.	Understanding	and	applying	all	of	these	tasks	will	help	you	build	a	better	business,	attract	and	keep	more	customers,	keep	track	of	the	growth	of
your	business,	avoid	chaos,	organize	the	whole,	and	make	sure	that	all	things	that	work	successfully	are	repeated	consistently.	Innovation	Like	previously	stated,	the	entrepreneur	must	understand	one	thing:	The	product	he	sells	is	his	business	not	his	commodity.	Therefore,	when	you	think	of	innovation	in	the	BDP,	you	should	always	try	to	improve
the	way	you	interact	with	your	customers.		It	does	not	have	to	be	hard	or	costly	to	implement.	When	trying	to	think	of	a	way	to	increase	your	sales	through	your	sales	force,	you	may	consider	thinking	about	innovating	the	way	you	approach	customers	or	even	about	the	way	your	sales	force	dresses.	This	innovation	requires	more	knowledge	of	your
most	probable	customers	(or	Central	Demographic	Model)	through	a	customers’	analysis	(for	example	short	questionnaires).	You	will	be	amazed	to	see	how	much	more	attractive	blue	navy	suits	are	in	comparison	with	brown	or	orange	ones	in	producing	more	sales.	Or	how	touching	your	customers	or	your	employees	arm	softly	while	speaking	to	them
can	produce	positive	reactions.	It	is	important	to	consider,	while	focusing	on	innovation,	the	customer’s	point	of	view.	Looking	for	constant	innovation	makes	your	business	get	closer	to	the	“best”	way	to	do	things.	It	brings	motivation,	satisfaction,	and	energy	to	all	your	stakeholders	and	more	importantly,	it	helps	your	business	identify	itself	in	the
mind	of	your	customer.	Innovation	is	a	major	key	for	growth.	Quantification	Innovation	is	one	thing.	But	how	could	you	know	it	is	working	without	any	kind	of	numbers	showing	progress,	increase,	or	growth?	That	is	what	quantification	is	all	about.	Quantification	means	keeping	track	and	“quantifying”	everything	about	your	business.	It	is	the	only	way
to	have	insight	on	how	your	business	is	doing.	It	shows	you	the	parts	of	your	business	you	should	improve,	the	ones	that	stagnate,	and	the	ones	that	are	doing	incredibly	well.	It	helps	you	decide	whether	you	should	keep	going	with	an	idea	or	to	return	back	to	innovation.	Some	examples	may	be:	How	many	customers	entered	my	shop	today?	How
many	bought	that	item?	How	much	time	do	they	spend	in	your	store?	What	are	the	most	frequently	asked	questions?	What	are	the	busiest	days?	Without	quantification	it	would	be	difficult	to	assess	what	your	business	needs	to	do	and	how	much	growth	you’ve	experienced.		Having	number	comparisons	also	brings	possibilities	and	clears	the	path	to
progress.	Orchestration	Once	you	have	innovated	and	quantified	parts	of	your	business,	you	should	make	sure	that	the	elements	of	your	system	that	are	working	successfully	(a	new	recipe,	the	way	your	sales	force	talk	with	your	customers,	etc.)	are	constantly	repeated.	Orchestration	is	“the	elimination	of	discretion,	or	choice	at	the	operating	level	of
your	business.”		Your	employees	should	always	recite	a	similar	script,	should	always	wear	the	same	suit,	because	as	earlier	addressed	in	the	text,	what	creates	value	to	your	customer	is	the	predictability	of	the	experience	they	are	having	while	doing	business	with	you.		If	there	is	any	discretion,	there	will	be	uncertainty	on	the	quality	of	your	service	or
product,	uncertainty	of	future	problems	with	your	business,	and	so	on.		What	differentiates	your	business	from	competitors	is	your	unique	way	of	doing	business.		You	should	satisfy	your	customer’s	needs	every	single	time	and	therefore,	to	be	predictable,	your	employees	should	also	be	consistent.	Now	this	does	not	mean	you	have	to	take	it	to	the
extreme,	but	everyone	should	recognize	that	there	are	ways	of	doing	things	that	work	and	that	these	ways	are	what	makes	your	business	different	and	successful.	The	point	is	that	without	order,	with	only	discretion	and	lack	of	structure,	no	one	will	be	able	to	see	what	your	business	stands	for;	nobody	will	be	able	to	identify	what	your	business	bring
to	them.	And	that	creates	failure.	The	Business	Development	Program,	or	BDP	as	it	is	called,	is	a	process.	It	should	not	be	understood	as	something	static.	You	should	repeat	these	steps	continuously	in	order	to	better	anticipate	any	changes	in	the	external	environment	that	you	are	dealing	with	or	at	least	be	flexible	with	them.	Your	Business
Development	Program	Now	that	the	three	main	points	of	a	successful	BDP	program	have	been	explained,	let’s	take	a	look	at	the	steps	that	are	needed	to	transform	your	small	business	into	a	perfect	business	model.	These	are	going	to	help	you	think	of	your	business	as	the	perfect	Franchise	Prototype	for	5,000	more	like	it.	The	rest	of	this	text	takes	a
closer	look	at	each	of	these	points:	Your	Primary	Aim	Your	Strategic	Objective	Your	Organizational	Strategy	Your	Management	Strategy	Your	People	Strategy	Your	Marketing	Strategy	Your	Systems	Strategy	Your	Primary	Aim	There	is	one	thing	that	you	should	do	before	starting	anything,	one	important	thing	that	you	should	figure	out.	This	is:	your
life.	What	do	you	want	from	your	life?	What	do	you	want	it	to	look	like	on	a	day-to-day	basis?	What	do	you	want	your	friends,	family,	and	employers	to	remember	about	you?	What	accomplishments	do	you	want	to	reach?	Answering	these	questions	is	very	important	when	deciding	if	your	business	will	be	a	major	part	of	your	life.			You	need	to	have	a
very	clear	picture	of	what	your	business’	vision	is.	Have	an	idea	to	hold	onto,	an	idea	that	represents	you.	Having	a	Primary	Aim	allows	you	to	know	where	you	are	in	your	life	and	what	is	left	to	be	done.	It	allows	you	to	see	if	you	have	progressed	in	your	effort	to	accomplish	your	goals.	And	most	importantly,	it	helps	you	get	started;	it	gives	you	that
critical	energy	that	gives	you	the	intention	of	going	through	the	BDP	and	moving	on	in	creating	your	vision.	Your	Strategic	Objective	“Your	Strategic	Objective	is	a	very	clear	statement	of	what	your	business	has	to	ultimately	do	for	you	to	achieve	your	Primary	Aim.	It	is	the	vision	of	the	finished	product	that	is	and	will	be	your	business”	(149).
Moreover,	it	helps	you	set	goals	and	have	a	clearer	idea	on	what	you	should	invest	your	time	on.	In	order	to	complete	this	objective,	you	must	keep	in	mind	a	few	clear	and	simple	standards.	Each	of	these	standards	should	help	you	find	an	easier	way	to	reach	your	Primary	Aim.	Money	A	standard	on	how	much	money	your	business	will	be	worth	needs
to	be	set,	both	gross	revenues	and	after-tax	profits.	The	problem	is	that	most	of	the	time	you	have	no	idea	how	much	your	idea	is	worth.	Nevertheless,	standards,	even	not	very	accurate,	are	necessary	and	much	more	useful	than	no	standards	at	all.	You	also	must	determine	how	much	money	you	want	from	your	business.	How	much	do	you	need	to
have	your	freedom	or	your	goals	realized?	What	return	on	investment	do	you	want?	You	also	need	to	decide	in	what	time	frame	you	want	to	achieve	these	in.	Once	you	have	those	financial	standards,	you	should	make	sure	these	amounts	are	attainable.	Is	the	Opportunity	Worth	Pursuing?	What	is	the	likelihood	that	your	business	idea	will	work?	First,
you	need	to	know	what	product	you	want	to	sell	to	your	customers	and	also	figure	out	who	your	target	market	is.	Your	Business:	It	is	important	to	understand	that	the	word	product	does	not	mean	commodity.	The	product	is	the	feeling	your	business	leaves	your	customers	with,	the	emotion	behind	the	experience.	Do	you	sell	dream,	passion,	fun,
lifestyle,	etc.?	Your	customers	do	not	only	care	about	the	commodity	they	are	receiving,	but	also	the	feeling	they	get	when	visiting	your	business.	Your	Customers:	Who	is	your	central	demographic	market?	To	know	this	you	need	to	understand	the	demographics	and	psychographics	of	your	surroundings.	Doing	this	will	help	you	figure	out	the	number
of	business	opportunities	present	(demographics)	and	how	you	can	satisfy	the	needs	there	(psychographics).	Other	standards	may	apply	in	your	Strategic	Objective,	but	mainly	you	must	address:	the	time	frame,	the	geographic	limits	of	your	business,	what	distribution	channel	you	are	going	to	use,	and	what	standards	you	plan	on	applying.	Your
Organizational	Strategy	The	first	thing	you	have	to	do	when	you	are	planning	your	Organizational	Strategy	is	to	create	an	Organization	Chart.		The	size	of	your	business	does	not	matter.	What	you	first	must	do	is	make	a	chart	of	all	the	positions	your	business	is	going	to	contain,	from	the	Chief	Organizational	Officer	to	the	sales	employee.	This	will
provide	you	with	a	clear	picture	of	how	your	business	is	going	to	look	like	once	it	is	working	at	its	full	potential.	The	next	step	is	to	write	all	the	tasks	each	position	requires.		Then,	write	the	name	of	the	person	presently	occupying	that	position	and	make	him	or	her	sign	the	certification,	saying	that	he	or	she	understands	their	accountability	to	this
position.	That	step	is	called	a	Position	Contract,	it	explains	the	employee’s	role	and	gives	him	or	her	a	sense	of	commitment	to	the	business.	The	most	important	part,	by	doing	this,	you	create	a	blueprint	for	your	Franchise	Prototype.	When	you	start	the	prototyping	process,	you	begin	to	occupy	the	lowest	positions	on	the	Organizational	Chart.	But	the
difference	is	that	you	are	not	just	working	as	the	Technician	(the	employee),	you	also	work	on	that	position	as	the	Manager	or	VP.	You	work	on	the	3	building	blocks	of	the	BDP	by	creating	the	best	possible	system	for	that	position	and	writing	everything	they	must	do	in	your	Operation	Manual.		This	is	done	so	that	one	day	you	are	able	to	hire	an
employee	and	teach	them	everything	about	your	business	and	that	position	specifically	to	be	assured	that	the	position	can	work	perfectly	without	you.		This	leaves	you	time	to	move	up	to	the	next	position	and	do	the	same	thing	until	you	are	at	the	top	of	the	chart	and	are	no	longer	needed	to	do	the	technical	work	of	the	business.	The	Organizational
Strategy,	therefore,	allows	you	to	have	every	piece	of	your	business	interrelated	and	to	have	it	run	the	way	you	envisioned	it	would.	This	will	prevent	your	business	from	suffering	from	confusion	and	discord	and	will	cause	it	to	be	fully	integrated	and	balanced,	progressing	as	a	whole.	Your	Management	Strategy	Most	companies	falsely	believe	that	the
key	to	success	is	excellent	people.		Instead,	what	you	need	is	a	Management	System.		This	System	that	you,	as	a	manager,	come	up	with	will	essentially	be	your	management	strategy.		It	will	mold	your	business	into	a	system	that	will	function	smoothly	and	motivate	employees	using	the	franchise	prototype	model.	Gerber	defines	the	management
system	as	“a	system	designed	into	your	Prototype	to	produce	a	marketing	result”	(Gerber	188).		As	such,	everything	in	your	business	should	be	systematized.		From	sales	to	operations,	as	discussed,	an	Operations	Manual	should	be	available	to	teach	employees	how	to	perform	every	function	of	the	business.	Your	People	Strategy	A	big	question	that
any	entrepreneur	or	business	owner	must	ask	himself	is	how	do	I	get	my	employees	to	perform	the	way	that	I	want	them	to?		Gerber	lists	several	action	steps.	First,	take	people	seriously.		You	show	employees	how	much	you	care	about	the	business	by	showing	them	how	much	you	care	about	those	who	run	the	business.	But	it’s	not	enough	just	to	take
them	seriously,	Gerber	says	it	has	to	be	a	special	kind	of	serious	–	the	kind	that	says	that	your	business	is	more	than	just	a	business	to	you,	and	that	if	the	employee	wants	to	take	the	business	seriously	they	have	to	take	you	seriously	as	well.	Second,	you	must	make	it	known	to	the	employee	that	what	is	being	done	in	the	business	is	much	more
important	than	work,	it’s	a	reflection	of	who	they	really	are.		Sloppy	work	shows	a	sloppy	mentality;	late	work	shows	that	we	are	late	inside.	Thirdly,	Gerber	says	that	it	is	of	utmost	importance	to	make	sure	employee’s	“understand	the	idea	behind	the	work	they’re	being	asked	to	do”	(Gerber	201).		Antione	de	Saint-Exupery	said,	“If	you	want	to	build	a
ship,	don’t	summon	the	people	to	buy	wood,	prepare	tools,	distribute	jobs,	and	organize	the	work;	rather,	teach	the	people	the	wide,	boundless	yearning	for	the	ocean.”	This	idea	behind	the	job	can	be	broken	down	into	three	parts	as	stated	on	page	201:	The	customer	is	not	always	right	but	whether	he	is	or	not,	it	is	our	job	to	make	him	feel	that	way.
Everyone	who	works	here	is	expected	to	work	toward	being	the	best	he	can	possibly	be	at	the	tasks	he’s	accountable	for.	When	he	can’t	do	that,	he	should	act	like	he	is	until	he	gets	around	to	it.	And	if	he’s	unwilling	to	act	like	it,	he	should	leave.	The	business	is	a	place	where	everything	we	know	how	to	do	is	tested	by	what	we	don’t	know	how	to	do,
and	that	the	conflict	between	the	two	is	what	creates	growth,	what	creates	meaning.	Fourth,	the	employee	needs	structure,	a	place	where	he	is	set	up	to	succeed	inside	of	the	system	that	is	created	for	him.	This	is	similar	to	rules	for	a	game.	The	Rules	(Gerber	205)	Never	figure	out	what	you	want	your	people	to	do	and	then	try	to	create	a	game	out	of
it.	The	game	must	come	first	Never	create	a	game	for	your	people	your	unwilling	to	play	yourself.		They’ll	figure	you	out.	Make	sure	there	are	specific	ways	of	winning	the	game	without	ending	it.	Change	the	game	from	time	to	time-the	tactics,	not	the	strategy.	Never	expect	the	game	to	be	self-sustaining.	People	need	to	be	reminded	of	it	constantly.
The	game	has	to	make	since.	The	game	need	to	be	fun	from	time	to	time.	If	you	can’t	think	of	a	good	game,	steal	one.	The	Logic	of	the	Game	The	logic	behind	the	game	can	be	summed	up	by	saying	that	most	of	us	aren’t	getting	what	we	want	out	of	life,	that	we	each	have	this	huge	God	sized	hole	in	our	chest	that	we	seek	to	fill	with	things.		With
drugs,	people,	television	–	whatever.		We	need	purpose	meaning	value	and	we	need	relationships	because	we	suffer	in	isolation.		So	what	we	need	is	small	business.		To	fill	that	hole	and	to	provide	“community	that	has	purpose,	order	and	meaning”	(Gerber	207)	Playing	the	Game	(Gerber	209)	Playing	the	game	starts	with	the	hiring	process	which	is
comprised	of	several	distinct	components:	A	scripted	presentation	communicating	the	Boss’s	idea	in	a	group	meeting	to	all	of	the	applicants	at	the	same	time.	Meeting	with	each	applicant	individually	to	discuss	his	reactions	to	and	feelings	about	the	idea,	as	well	as	his	background	and	experience.	Notification	of	the	successful	candidate	by	the
telephone.	Notification	of	the	unsuccessful	applicants,	thanking	each	for	his	interest.	A	standard	letter,	signed	by	the	interviewer.	First	day	of	training	to	include	the	following	activities	for	both	the	boss	and	the	new	employee:	Reviewing	the	Boss’s	idea	Summarizing	the	system	through	which	the	entire	business	brings	the	idea	into	reality	Taking	the
new	employee	on	a	tour	of	the	facilities,	highlighting	people	at	work	and	systems	at	work	to	demonstrate	the	interdependence	of	the	systems	on	people	and	the	people	on	systems	Answering	clearly	and	fully	all	of	the	employee’s	questions	Issuing	the	employee	his	uniform	and	his	Operations	Manual,	including	the	Strategic	Objective,	the
Organizational	Strategy,	and	the	Position	Contract	of	the	employee’s	position	(as	discussed	earlier)	Completing	the	employment	papers	This	is	only	the	beginning	of	a	relationship	that	will	dictate	how	the	game	is	forever	played	within	your	company.	Your	Marketing	Strategy	The	key	to	being	a	successful	marketer	is	to	focus	on	the	customer.		You
must	forget	about	what	you	want	or	even	what	you	think	the	customer	wants,	instead,	it	is	your	job	to	figure	out	exactly	what	your	customer	actually	needs.	The	Irrational	Decision	Maker	The	customer	uses	both	his	conscious	mind	and	his	unconscious	mind	to	make	decisions.		The	conscious	mind	takes	in	censor	data,	colors,	smells,	sights,
surroundings,	the	look	on	your	face,	the	neatness	of	your	desk,	etc.		The	conscious	mind	feeds	the	unconscious	mind,	where	the	actual	decision	is	made,	and	we	are	told	its	decision	as	soon	as	the	unconscious	mind	gets	fed	the	sensory	information.	It	either	accepts	or	rejects	the	sale,	based	on	history	and	personality.		This	leaves	little	up	to	the
marketer.		So	what	is	he	or	she	to	do?	The	Two	Pillars	of	a	Successful	Marketing	Strategy	The	Two	Pillars	of	a	Successful	Marketing	Strategy	consists	of	knowing	who	your	customer	is	and	then	determining	why	he	or	she	buys,	demographics	and	psychographics,	respectively.		The	marketer	must	ask	these	questions.	Who	are	my	customers,
specifically?	What	is	their	demographic	profile?	You	can	answer	these	questions	by	simply	asking	them.	One	way	to	do	so	is	to	conduct	surveys	and	give	participants	a	free	service	in	return.		This	will	not	only	give	you	feedback,	but	it	will	also	get	people	into	your	store.		And	then,	once	you	know	who	your	customer	is,	it	is	your	job	to	find	out	why	he	or
she	buys.		What	colors	does	he	or	she	like,	what	shapes	catch	their	attention,	what	do	they	need.		Once	you	begin	to	raise	these	questions,	you	are	well	on	your	way	to	a	successful	marketing	strategy.	Marketing	is	the	whole	process.		From	start	to	finish,	knowing	how	to	structure	your	system	in	such	a	way	that	your	customer	will	approve	of	his	or	her
experience	and	come	back	wanting	more	is	the	ultimate	goal.		However,	it	is	a	continuous	process.		The	marketer	is	always	thinking	of	ways	to	retain	current	customers	and	attract	new	ones.	Your	Systems	Strategy	Gerber	defines	systems	as	everything.	“A	system	is	a	set	of	things,	actions,	ideas,	and	information	that	interact	with	each	other,	and	in	so
doing,	alter	other	systems”	(Gerber	234).		Everything	that	we	know	is	a	system.		The	globe,	the	Pacific	Ocean,	your	brain,	the	chair	you’re	sitting	in,	and	your	relationship	with	your	best	friend	–	all	of	these	are	systems.		Some	we	can	define	and	others	are	too	complex.		The	ones	that	matter	for	your	business	we	can	define	as	hard	systems,	soft	systems
and	information	systems.	The	Three	Kinds	of	Systems	Hard	Systems	are	inanimate	objects	like	a	desk	or	the	color	of	your	walls.		Hard	systems	are	important	to	your	business.		McDonald’s	color	scheme	and	brilliant	golden	arches	are	an	example	of	an	extremely	successful	and	innovative	hard	system.	Soft	Systems	are	either	ideas	or	living	and	animate
objects.		An	example	could	be	yourself.		You	are	a	soft	system	just	as	the	Constitution	of	the	United	States	is	a	soft	system.	Soft	systems	become	extremely	important	when	you	consider	that	your	sales	depend	on	people	and	that	both	sales	and	people	are	soft	systems.	What	is	a	sales	system	and	why	is	it	important?	A	sales	system	is	“a	fully
orchestrated	interaction	between	you	and	your	customer	that	follows	six	primary	steps”	(Gerber	238).	Identification	of	the	specific	Benchmarks	–	or	consumer	decision	points	–	in	your	selling	process.	The	literal	script	of	the	words	that	you	will	get	your	employees	to	recite	to	each	customer	(yes,	written	down	like	the	script	for	a	play).	The	creation	of
the	various	materials	to	be	used	with	each	script.	The	memorization	of	each	Benchmark’s	script.	The	delivery	of	each	script	by	your	salespeople	in	identical	fashion.	Leaving	your	people	to	communicate	more	effectively,	by	articulating,	watching,	listening,	hearing,	acknowledging,	understanding,	and	engaging	each	and	every	prospect	as	fully	as	he
needs	to	be.	Doing	sales	this	way	is	important	if	you	are	to	avoid	the	old	axiom:	80	percent	of	your	sales	are	produced	by	20	percent	of	our	people.		At	E-Myth	Worldwide,	this	Power	Point	Selling	System	has	caused	revenues	to	increase	300	percent	in	a	year	for	a	career	development	company,	500	percent	in	two	years	for	an	advertising	agency,	and
40	percent	in	two	months	for	a	health	spa.		All	of	these	examples	deal	with	employees	with	little	to	no	experience	in	their	respective	fields.	The	Power	Point	Selling	Process	The	Power	Point	Selling	Process	consists	of	three	scripts	that	define	the	interaction	between	the	seller	and	the	potential	customer.		The	three	scripts	(or	Benchmarks)	are:	1.	The
Appointment	Presentation	is	simply	a	scripted	appointment	designed	to	move	the	potential	customer	toward	the	Needs	Analysis	Presentation.		“It	is	a	series	of	words,	delivered	on	the	telephone	or	in	person,	that	engage	the	prospect’s	unconscious	by	speaking	primarily	about	the	product	you	have	to	sell	rather	than	the	commodity”	(Gerber	241).	2.
The	Needs	Analysis	Presentation.	The	first	step	in	the	Needs	Analysis	Presentation	is	to	reestablish	the	emotional	commitment	made	in	the	Appointment	Presentation.	The	second	step	is	to	now	tell	the	prospect	how	you	are	going	to	fulfill	your	promise	to	him	or	her.		The	third	step	is	to	gain	credibility	by:	A.					Letting	them	know	that	you	are	an	expert
in	your	field	and	B.					Sell	your	willingness	to	meet	whatever	need	they	might	have.	The	fourth	thing	you	must	do	is	to	describe	the	impact	that	your	company	will	have	on	the	potential	customer.		The	fifth	step	is	to	complete	the	Money	Management	Questionnaire.	The	sixth	thing	that	must	be	done	is	providing	him	or	her	with	the	information	he	or
she	was	promised	and	prove	to	him	or	her	how	relevant	it	is	for	their	benefit.	And	lastly	you	must	prove	your	willingness	to	use	your	solution	to	meet	their	needs.	3.	The	Solution	Presentation	“simply	provides	the	rational	armament	for	the	emotional	commitment”	(Gerber	246).	Information	Systems	provide	us	with	information	about	how	hard	systems
and	soft	systems	interact.		Examples	of	information	systems	include	inventory	control,	cash	flow	forecasting,	and	sales	activity	summary	reports.	Gerber’s	E-Myth	Now	you	know	Gerber’s	key	steps	and	components	in	creating	a	lasting	and	successful	small	business.		Not	only	does	this	book	in	the	E-Myth	series	provide	the	reader	with	the	key
components	for	a	value-creating	small	business,	but	it	also	can	give	him	or	her	real	world	examples	of	success	stories	seen	throughout	the	country.		Beat	the	odds	and	create	a	business	that	will	not	only	last,	but	will	be	added	to	these	success	stories	for	people	to	look	up	to	and	learn	from	for	years	to	come.	Buy	on	Amazon:	Print	|	Audiobook	Most
small	business	owners	work	in	their	business	rather	than	on	their	business.	People	who	are	exceptionally	good	in	business	are	so	because	of	their	insatiable	need	to	know	more.	Understanding	the	technical	work	of	a	business	does	not	mean	you	understand	a	business	that	does	that	technical	work.	“If	you	are	unwilling	to	change,	your	business	will
never	be	capable	of	giving	you	what	you	want.”	That	Fatal	Assumption:	if	you	understand	the	technical	work	of	a	business,	you	understand	a	business	that	does	that	technical	work.	The	Entrepreneurial	Seizure	occurs	the	moment	you	decide	it	would	be	a	great	idea	to	start	your	own	business.	“Everybody	who	goes	into	business	is	actually	three-
people-in-one:	The	Entrepreneur,	The	Manager,	and	The	Technician.”	We	all	have	an	Entrepreneur,	Manager,	and	Technician	inside	us.	Enter	your	email	below,	and	I’ll	send	you	a	free	PDF	summary	of	The	E-Myth	Revisited.	(Includes	exercises	not	found	in	the	post.)	Michael	believes	that	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.	“If	you	are	unwilling	to	change,	your	business	will	never	be	capable	of	giving	you	what	you	want.”	That	Fatal	Assumption:	if	you	understand	the	technical	work	of	a	business,	you	understand	a	business	that	does	that	technical	work.	The	Entrepreneurial	Seizure:	the	moment
you	decide	it	would	be	a	great	idea	to	start	your	own	business.	The	technician	suffering	from	an	Entrepreneurial	Seizure	takes	the	work	he	loves	to	do	and	turns	it	into	a	job.	“Everybody	who	goes	into	business	is	actually	three-people-in-one:	The	Entrepreneur,	The	Manager,	and	The	Technician.”	“The	Entrepreneur	lives	in	the	future,	never	in	the
past,	rarely	in	the	present.	He’s	happiest	when	left	free	to	construct	images	of	‘what-if’	and	‘if-when.’”	“The	Entrepreneur	is	the	innovator,	the	grand	strategist,	the	creator	of	new	methods	for	penetrating	or	creating	new	markets.”	“The	Entrepreneur	is	our	creative	personality—always	at	its	best	dealing	with	the	unknown,	prodding	the	future,
creating	probabilities	out	of	possibilities,	engineering	chaos	into	harmony.”	The	Entrepreneur	has	an	extraordinary	need	for	control.	He	needs	control	of	people	and	events	in	the	present	so	that	he	can	concentrate	on	his	dreams.	“The	Entrepreneur	creates	a	great	deal	of	havoc	around	him,	which	is	predictably	unsettling	for	those	he	enlists	in	his
projects.”	The	Entrepreneur’s	worldview	is	a	world	made	up	of	both	an	overabundance	of	opportunities	and	dragging	feet.	“To	The	Entrepreneur,	most	people	are	problems	that	get	in	the	way	of	the	dream.”	The	Manager	is	pragmatic.	Without	him,	there	would	be	no	planning,	no	order,	no	predictability.	“If	The	Entrepreneur	lives	in	the	future,	The
Manager	lives	in	the	past.	“Where	The	Entrepreneur	craves	control,	The	Manager	craves	order.”	“Where	The	Entrepreneur	thrives	on	change,	The	Manager	compulsively	clings	to	the	status	quo.”	“Where	The	Entrepreneur	invariably	sees	the	opportunity	in	events,	The	Manager	invariably	sees	the	problems.”	“The	Manager	is	the	one	who	runs	after
The	Entrepreneur	to	clean	up	the	mess.”	“Without	The	Manager,	there	could	be	no	business,	no	society.”	“It	is	the	tension	between	The	Entrepreneur’s	vision	and	The	Manager’s	pragmatism	that	creates	the	synthesis	from	which	all	great	works	are	born.”	“The	Technician	is	the	doer.”	“The	Technician	loves	to	tinker.”	“If	The	Entrepreneur	lives	in	the
future	and	The	Manager	lives	in	the	past,	The	Technician	lives	in	the	present.	He	loves	the	feel	of	things	and	the	fact	that	things	can	get	done.”	“As	long	as	The	Technician	is	working,	he	is	happy,	but	only	on	one	thing	at	a	time.	He	knows	that	two	things	can’t	get	done	simultaneously;	only	a	fool	would	try.	So	he	works	steadily	and	is	happiest	when	he
is	in	control	of	the	workflow.”	“The	Technician	mistrusts	those	he	works	for	because	they	are	always	trying	to	get	more	work	done	than	is	either	possible	or	necessary.”	“To	The	Technician,	thinking	is	unproductive	unless	it’s	thinking	about	the	work	that	needs	to	be	done.”	“Thinking	isn’t	work;	it	gets	in	the	way	of	work.”	“The	Technician	isn’t
interested	in	ideas;	he’s	interested	in	‘how	to	do	it.’”	“To	The	Technician,	all	ideas	need	to	be	reduced	to	methodology	if	they	are	to	be	of	any	value.”	“The	Technician	knows	that	if	it	weren’t	for	him,	the	world	would	be	in	more	trouble	than	it	already	is.”	“While	The	Entrepreneur	dreams,	The	Manager	frets,	and	The	Technician	ruminates.”	“Everyone
gets	in	The	Technician’s	way.”	“To	The	Technician,	‘the	system’	is	dehumanizing,	cold,	antiseptic,	and	impersonal.	It	violates	his	individuality.”	“The	fact	of	the	matter	is	that	we	all	have	an	Entrepreneur,	Manager,	and	Technician	inside	us.”	“The	typical	small	business	owner	is	only	10	percent	Entrepreneur,	20	percent	Manager,	and	70	percent
Technician.”	“Most	businesses	are	operated	according	to	what	the	owner	wants	as	opposed	to	what	the	business	needs.”	“The	three	phases	of	a	business’s	growth:	Infancy,	Adolescence,	and	Maturity.”	“If	your	business	depends	on	you,	you	don’t	own	a	business—you	have	a	job.	And	it’s	the	worst	job	in	the	world	because	you’re	working	for	a	lunatic!”
“The	purpose	of	going	into	business	is	to	get	free	of	a	job	so	you	can	create	jobs	for	other	people.”	“There’s	a	critical	moment	in	every	business	when	the	owner	hires	his	very	first	employee	to	do	the	work	he	doesn’t	know	how	to	do	himself	or	doesn’t	want	to	do.”	“Your	job	is	to	prepare	yourself	and	your	business	for	growth.	“A	Mature	company	is
founded	on	a	broader	perspective,	an	entrepreneurial	perspective,	a	more	intelligent	point	of	view.	About	building	a	business	that	works	not	because	of	you	but	without	you.”	“A	Mature	business	knows	how	it	got	to	be	where	it	is,	and	what	it	must	do	to	get	where	it	wants	to	go.”	“The	Entrepreneurial	Model	has	less	to	do	with	what’s	done	in	a
business	and	more	to	do	with	how	it’s	done.	The	commodity	isn’t	what’s	important—the	way	it’s	delivered	is.”	“Your	business	is	not	your	life.”	“Once	you	recognize	that	the	purpose	of	your	life	is	not	to	serve	your	business,	but	that	the	primary	purpose	of	your	business	is	to	serve	your	life,	you	can	then	go	to	work	on	your	business,	rather	than	in	it,
with	a	full	understanding	of	why	it	is	absolutely	necessary	for	you	to	do	so.”	“Pretend	that	the	business	you	own—or	want	to	own—is	the	prototype,	or	will	be	the	prototype,	for	5,000	more	just	like	it.”	“Documentation	says,	‘This	is	how	we	do	it	here.’”	“Without	documentation,	all	routinized	work	turns	into	exceptions.”	“Documentation	provides	your
people	with	the	structure	they	need	and	with	a	written	account	of	how	to	‘get	the	job	done’	in	the	most	efficient	and	effective	way.”	“What	you	do	in	your	model	is	not	nearly	as	important	as	doing	what	you	do	the	same	way,	each	and	every	time.”	Go	to	work	on	your	business	rather	than	in	it,	and	ask	yourself	the	following	questions:	How	can	I	get	my
business	to	work,	but	without	me?	How	can	I	get	my	people	to	work,	but	without	my	constant	interference	How	can	I	systematize	my	business	in	such	a	way	that	it	could	be	replicated	5,000	times,	so	the	5,000th	unit	would	run	as	smoothly	as	the	first?	How	can	I	own	my	business,	and	still	be	free	of	it?	How	can	I	spend	my	time	doing	the	work	I	love	to
do	rather	than	the	work	I	have	to	do?	Innovation	is	the	mechanism	through	which	your	business	identifies	itself	in	the	mind	of	your	customer	and	establishes	its	individuality.	Quantification:	the	numbers	related	to	the	impact	an	Innovation	makes.	“Orchestration	is	the	elimination	of	discretion,	or	choice,	at	the	operating	level	of	your	business.”	“Once
you’ve	innovated,	quantified,	and	orchestrated	something	in	your	business,	you	must	continue	to	innovate,	quantify,	and	orchestrate	it.”	“Think	of	your	business	as	though	it	were	the	prototype	for	5,000	more	just	like	it.”	“Your	Business	Development	Program	is	the	vehicle	through	which	you	can	create	your	Franchise	Prototype.”	The	Program	is
composed	of	seven	distinct	steps:	Your	Primary	Aim	Your	Strategic	Objective	Your	Organizational	Strategy	Your	Management	Strategy	Your	People	Strategy	Your	Marketing	Strategy	Your	Systems	Strategy	But	before	you	can	determine	what	that	role	will	be,	you	must	ask	yourself	these	questions:	What	do	I	value	most?	What	kind	of	life	do	I	want?
What	do	I	want	my	life	to	look	like,	to	feel	like?	Who	do	I	wish	to	be?	Michael	believes	great	people	are	those	who	know	how	they	got	where	they	are,	and	what	they	need	to	do	to	get	where	they’re	going.	“Great	people	have	a	vision	of	their	lives	that	they	practice	emulating	each	and	every	day.”	Michael	believes	that	the	difference	between	great
people	and	everyone	else	is	that	great	people	create	their	lives	actively,	while	everyone	else	is	created	by	their	lives,	passively	waiting	to	see	where	life	takes	them	next.	“The	difference	between	a	warrior	and	an	ordinary	man	is	that	a	warrior	sees	everything	as	a	challenge,	while	an	ordinary	man	sees	everything	as	either	a	blessing	or	a	curse.”
Before	you	start	your	business,	or	before	you	return	to	it	tomorrow,	ask	yourself	the	following	questions:	What	do	I	wish	my	life	to	look	like?	How	do	I	wish	my	life	to	be	on	a	day-to-day	basis?	What	would	I	like	to	be	able	to	say	I	truly	know	in	my	life,	about	my	life?	How	would	I	like	to	be	with	other	people	in	my	life—my	family,	my	friends,	my	business
associates,	my	customers,	my	employees,	my	community?	How	would	I	like	people	to	think	about	me?	What	would	I	like	to	be	doing	two	years	from	now?	Ten	years	from	now?	Twenty	years	from	now?	When	my	life	comes	to	a	close?	What	specifically	would	I	like	to	learn	during	my	life—spiritually,	physically,	financially,	technically,	intellectually?
About	relationships?	How	much	money	will	I	need	to	do	the	things	I	wish	to	do?	By	when	will	I	need	it?	“Your	Strategic	Objective	is	a	very	clear	statement	of	what	your	business	has	to	ultimately	do	for	you	to	achieve	your	Primary	Aim.”	“How	big	is	your	vision?	How	big	will	your	company	be	when	it’s	finally	done?	Will	it	be	a	$300,000	company?	A
million-dollar	company?	A	$500-million	company?”	“At	the	beginning	of	your	business,	any	standards	are	better	than	no	standards.”	“Creating	money	standards	is	not	just	strategically	necessary	for	your	business;	it	is	strategically	necessary	for	your	life,	for	the	realization	of	your	Primary	Aim.”	“The	first	question	you	must	always	ask	when	creating
standards	for	your	Strategic	Objective	is:	What	will	serve	my	Primary	Aim?”	“How	much	money	do	I	need	to	live	the	way	I	wish?	Not	in	income	but	in	assets.	In	other	words,	how	much	money	do	you	need	in	order	to	be	independent	of	work,	to	be	free?”	The	ultimate	reason	to	create	a	business	of	your	own	is	to	sell	it.	“An	Opportunity	Worth	Pursuing
is	a	business	that	can	fulfill	the	financial	standards	you’ve	created	for	your	Primary	Aim	and	your	Strategic	Objective.”	“How	do	you	know	whether	you	have	an	Opportunity	Worth	Pursuing?	Look	around.	Ask	yourself:	Does	the	business	I	have	in	mind	alleviate	a	frustration	experienced	by	a	large	enough	group	of	consumers	to	make	it	worth	my
while?”	When	asked	what	kind	of	business	they’re	in,	most	business	owners	respond	with	the	name	of	the	commodity	they	sell.	Always	the	commodity,	never	the	product.	The	difference	is	the	commodity	is	the	thing	your	customer	actually	walks	out	with	in	his	hand.	The	product	is	what	your	customer	feels	as	he	walks	out	of	your	business.	What	he
feels	about	your	business,	not	what	he	feels	about	the	commodity.	Understanding	the	difference	between	the	commodity	and	the	product	is	what	creating	a	great	business	is	all	about.	“What’s	your	product?	What	feeling	will	your	customer	walk	away	with?	What	is	he	really	buying	when	he	buys	from	you?”	“People	buy	feelings.”	“Most	companies
organize	around	people	rather	than	around	accountabilities	or	responsibilities.”	“The	result	is	almost	always	chaos.”	Without	an	Organizational	Chart,	everything	hinges	on	luck	and	good	feelings,	on	the	personalities	of	the	people	and	the	goodwill	they	share.	An	example	of	an	Organizational	Chart:	A	Position	Contract	is	a	summary	of	the	results	to	be
achieved	by	each	position	in	the	company.	You	need	a	management	system	to	successfully	implement	a	management	strategy.	“A	system	is	a	set	of	things,	actions,	ideas,	and	information	that	interact	with	each	other,	and	in	so	doing,	alter	other	systems.”	Your	people	want	to	for	a	boss	who’s	created	a	clearly	defined	structure	for	acting	in	the	world.
They	want	a	structure	through	which	they	can	test	themselves	and	be	tested.	This	structure	is	called	a	game.	The	degree	to	which	people	buy	into	your	game	depends	on	how	well	you	communicate	the	game	to	them	at	the	outset	of	your	relationship.	Your	People	Strategy	is	the	way	you	communicate	this	idea.	A	few	rules	to	keep	in	mind:	Never	figure
out	what	you	want	your	people	to	do	and	then	try	to	communicate	a	game	out	of	it	Never	create	a	game	for	your	people	you’re	unwilling	to	play	yourself	Make	sure	there	are	specific	ways	of	winning	the	game	without	ending	it	Change	the	game	from	time	to	time—the	tactic,	not	the	strategy	Never	expect	the	game	to	be	self-sustaining.	People	need	to
be	reminded	of	it	constantly	The	game	has	to	make	sense	The	game	needs	to	be	fun	from	time	to	time	If	you	can’t	think	of	a	good	game,	steal	one	“Forget	everything	but	your	customer.”	“Demographics	and	psychographics	are	the	two	essential	pillars	supporting	a	successful	marketing	program.”	“If	you	know	who	your	customer	is—demographics—
you	can	then	determine	why	he	buys—psychographics.”	“If	your	customer	doesn’t	perceive	he	needs	something,	he	doesn’t,	even	if	he	actually	does.”	There	are	three	kinds	of	systems	in	your	business:	Hard	Systems	Soft	Systems	Information	Systems.	“Hard	Systems	are	inanimate,	unliving	things.”	“Soft	Systems	are	either	animate—living—or	ideas.”
“Information	Systems	are	those	that	provide	us	with	information	about	the	interaction	between	the	other	two.”	If	you	like	The	E-Myth	Revisited,	you	may	also	enjoy	the	following	books:	Print	|	Audiobook	Psychology	Book	Summaries	Or,	browse	more	book	summaries.
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