
This is the PLAYBOOK  
for your business

Learn how Ramon scales his business and  
himself. Learn why he is super productive, and  
how he maximizes his time. You can do it too.

GROW
YOUR SOLO

 with Ramon Ray 
Grow your solo business and 

BOOST your productivity



Want more attention for your brand?

Want more customers seeking you out?

Tired of not having enough time?

Want to be more productive?

Want a small team to help you grow?

There are two questions people often ask me.

First, “Ramon, how do you get so much done?”

Second, “Ramon, you’re all over the place.”  

(I know, that’s not a question — it’s a statement.)

I’m not special. I’ve just learned a few things from 

amazing people that have helped me to scale.

If you’re seeking to build a billion-dollar brand, 

this guide is probably not for you.

However, if you’re a speaker, coach, consultant, 

or thought leader who is paid for your  

time and insights, these tips will help you GROW 

your business and BE more productive.

Introduction
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I worked at the United Nations in my early college years until they fired 
me for running a side business. I had permission to start this business, 

but someone in my office became jealous and made a big issue of it. 
My permission was revoked. When I didn’t shut down my business,  

I was fired.

Being fired was a blessing. It thrust me into full-time entrepreneurship.

As of today, I’ve started four companies and sold two. I’m a best  

selling author of four books, including “Celebrity CEO” and an i 

n-demand expert on small business success. I’m the founder of Smart 

Hustle Media at SmartHustle.com, where we inspire and educate  

small business owners to start and grow successful businesses. I’m also 

a contributor to Entrepreneur.com, Entrepreneur in Residence at  

OracleNetSuite, and a graduate of the FBI Citizens Academy.

I’m honored to have worked with hundreds of thousands (if not more) 

of small business owners from stages and computer screens  

worldwide. I also work with global tech brands to reach small  

business owners.

For 27 years I’ve been married to my amazing wife, Ronnie and I have 

two children, Tim and Charity.

Want to know more? www.RamonRay.com

So here are my top tips for 10xing your  

business. These are more than just “tips”  

but my playbook of “success.”

Who is  
Ramon Ray?
Before I share the tips, let me  

tell you a bit about myself.
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Here’s the 
Quick Notes
Before you read more,  

I wanted to give you  

the quick version of what  

I’ve done to build a  

successful business.

Most of us aren’t trying to be the next Amazon, IBM or Warby Parker. In fact, most of us 

don’t even want to be the next Marie Forleo, Seth Godin, Amy Porterfield or Tony Robbins.

We want to pay ourselves VERY well and build a business that’s from $500,000 to  

$2-3 million dollars in sales. We want to work out of a home office, have very low  
overhead and have a team of one or two people who work with us. Right?  

(If that’s you, please email me that you agree - ramon@smarthustle.com.)

In order to achieve this independence and success there are a few questions  

we must answer:

1. Why are we in business? What drives us?

2. Who are our perfect customers and what are their problems and challenges?

3. What is our solution for them?

4. Where are these customers at and how can we get their attention?

5. What is our system and process to deliver this system to them, over and over 

again? Success is NOT an accident.

6. Who is the team we’ll assemble to help us?

That’s pretty much it. Below I’m going to get a bit more specific about these  
principles. But once you nail down these key things, you’re on the way to building  

a successful business.

Back to Seth, Marie, Amy, Tony and others like that.

They do this, too. And ya never know — you might just have a business that’s as  

awesome as theirs!
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Focus
If you’re trying to do everything, that won’t happen. 

Focus on one to three things that you want to do, and do those well. Focus doesn’t mean 

you can’t “dabble” in other things—I do. But understand that you’ll only be TRULY good at  

a few things. Seth Godin refers to the idea of “projects.” Yes, Smart Hustle is a company,  

but it’s really a project. Who knows what I’ll be doing next…

What’s my focus? Two things: 

Ramon as a speaker, event host, or emcee, and Ramon as the Smart Hustle Media  

team leader to serve our brand clients.

Know Your Flywheel
What’s YOUR flywheel? What are YOU doing over and over again that makes 
your business work? 

Jim Collins writes about this in his namesake monograph book, “Turning the Flywheel.”  

The flywheel concept is all about knowing the simple and specific steps you take that are  
key to the success of your business. Dave Ramsey refers to this as being intentional.  

Great businesses aren’t built by accident.

For example, Nike invests in making expensive shoes. They team up with athletes  

to market them. They sell the shoes at a high price, and that price drops over time.  

Then they do it again.

What’s the Ramon Ray flywheel?

• Ramon produces a LOT of social media content.

• He builds a community of fans who know, like and trust him.

• Big companies see that he has a following and they hire him to do cool stuff.
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Learn to Say No
This is VERY challenging for me, but I’m 

learning, slowly, to do it more and more.

If you say yes to everything, you’ll have  

no space to do anything. 

Say NO to anything that drags you  

down or doesn’t add value to you or  

your business. 

When you say NO, don’t be MEAN. 

You can let the person know that while 

you can’t do it right now, you’re willing to 

consider doing it in the future. If you DO 

NOT want to do it, let them know it’s not a 

good fit or opportunity for you. 

So there you have it, a few ways to either 

say “yes, but later” or say “no.”

7



Hire an Executive Assistant
Too many solo business owners are just that, completely solo. Yes, you CAN 

build your business this way, but it’s tough. It would be best if you had a team, 

even a small one.

For many years, I’ve worked with a ninja executive assistant/project manager/

online business manager or, as some might say, “virtual assistant.”

This person can serve one of several functions. For me (and your needs might 

differ), my executive assistant, Jamie helps to manage my calendar. For some 
of this, I can offload to a tool like Calendly, but she handles all client work and 
“high touch” people. In addition, Jamie also serves as client services manager 

and helps to project manage the deliverables for our clients with our creative 

team and myself.

Here are a few things I’ve learned that are essential to hiring and working 

with an executive assistant:

1. Be very clear on what your needs are and the expected outcome.

2. Take the time to write down a job description.

3. Hire someone who has the aptitude and also the attitude fit to  
work with you.

4. Communicate clearly and frequently, especially at the beginning of  

the relationship.

5. Listen to and seek input from your executive assistant. The good  

ones will be able to teach you things and help you see things you  

might not have noticed about your business.

6. An executive assistant can’t do everything. If you’re really looking  

for a social media manager, then hire someone with those skills.  

If you’re looking for a bookkeeper, hire one.
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Delegate
By learning to delegate, you’ll be sure that you can focus and say YES to more 
things that are more important to your business. 

As business owners, some of us can do many things pretty well. However, I’ve found that 

there are only a few things I should do, for one of two reasons.

First, there are others who can do them WAY better than me. I can do them, but others can 

do them better, like website design or graphics design.

Second, even if I can do some things as good as someone else, I should focus on the things 

that only I can do.

For example, let’s consider SmartHustle.com. Sure I can do marketing automation funnels, 

but my online business manager / executive assistant can do them much better and faster, 

and she LOVES doing them. 

I focus on business development, because on our small team, I’m the best at it!

Task Management Aficionado
In addition to being great at delegating, you MUST be great at “task  
management.” It’s the daily tasks that make your business tick. 

Be sure everything is in a task management tool—there’s ASANA, Trello, Monday, and so 

many others.

Be sure every task is assigned to a team member, even if it’s yourself, 

Have a date on almost all tasks. Some tasks are just ideas. I don’t assign them a date. But 

everything else is assigned a specific date.

There are a zillion ways to hack and get the MOST of your task management tool. But the 

MAIN thing is to USE ONE. 

Part of this principle of “task management” is to have team meetings on a regular basis, 

especially if your team is three or more people.
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Control Your Email InBox
I’ve seen way too many email inboxes that have thousands of unread messages. 

These are professionals who are OWNED by and DROWNING in email. To make things worse, these same 

busy people are drowning in social media direct messages.

It’s frustrating for them and frustrating for the people who are trying to reach out to them.

What’s the solution?

1. Respond quickly and shortly to all priority emails. Responses can be, “Yes,” “No,” “Thanks,” “Received,” etc. 

2. Sort all email, quickly. Once I’ve responded to an email I move it to another folder, “catch up reading.” 

I get to this folder within a week’s time or sooner. I’ve already read and responded to the original 

email, now I can respond further in a few hours or a few days.

3. Bills to pay and client correspondence - these two types of email get my highest attention. If I owe 

someone money (or someone owes me money), these emails go to a sub-section inside my main 

email inbox. The same goes for client emails.

4. Auto filter. Many of us are drowning in email newsletters. MOST of these emails have “unsubscribe” at 
the bottom. ALL emails like this are automatically filtered to my “catch up reading folder.”

Control Your Calendar
Here’s how I’m super efficient with my calendar. 
Many of these tips have in fact been given to me, over time, by my executive assistant.

1. Color coding—as much as possible I color code my appointments. RED for client items or things that 

are SUPER important. Orange for important things but things that can change. Green for things I want 

to participate in but are not important. And so on…By color-coding your calendar, you can QUICKLY 

see what’s important that day or week! 

2. My executive assistant helps with many of my calendar appointments. This saves me time. She often 

handles things even more efficiently than I do.

3. Automation. You can use a tool like Calendly to let others automatically select the dates and times and 

further details that are best for both THEM and YOU.

Use multiple calendars. I have a calendar connected to my travel app. You can have a few key calendars 

that are overlapped into one visual element. This system will help you better organize large pillars of your 

life—family, business, travel, etc.

My calendar  
and my  
email inbox 
are the two top tools  

that help me exercise  

maximum efficiency  
in my day.
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Invest in Business and Self 
Development
I find that some of the smartest people I know are well 
read, including Seth Godin, Glenn Lundy and many  

others. Furthermore, those who invest in attending 

in-person (or online) events that go deep into relevant 

topics, also have an edge on their competition.

Take the time to invest, spending “good money” on live 

events. $500, $3,000 for an event is something you 

should consider doing once or twice a year.

Use caution—some events are just three days of  

upselling you on their “stuff.” Many of these events are  
a waste of time.

In addition to events, read at least one book (or more) a 

month. Be well-read in the tactics and deeper principles 

of business, life and self-development. Scan through 

business periodicals such as Business Week, Harvard 

Business Review and more.

Finally, invest in coaching and mentorship. Getting a 

good coach or investing in a great mastermind is not 

easy. However, take the time to find someone who can 
pour their insights and best practices into you.

A good coach or consultant is someone we can go to 

for guidance and answers to specific questions, about 
business or life.

While not as personal as meeting with human coaches, 

it’s worth joining one or two good Facebook groups that 

you can “pop into” and ask questions or give answers to 

others who are on the journey with you.
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Be Physically and  
Mentally Healthy
If you’re not healthy, it’s gonna be  
REALLY hard to run your business at  
maximum potential. 

Everyone’s health is so personal and there’s so 

much information about physical and mental 

health, I’m not going to write much about it here.

However, here’s my daily routine and discipline.

• Bible reading and prayer

• Exercise

• Breakfast (fruit, granola)

• Bottle of water

Ramon’s Daily Exercise Routine

• Five days a week I do a fast walk  

for 30 - 45 minutes

• Stretch: I touch my toes and  

overall stretch my body

• I do 40 or so pull-ups

• I do 50 or so push-ups

• I drink several bottles of water a day

• I try to eat fish, broccoli, sweet potatoes and  
mushrooms several times a week for dinner

Yes, I eat burnt pancakes and bacon once  

every week or two. YES, once a month or so I’ll 

have Mrs. Smith’s Apple Pie and Haagen Daz 

strawberry ice cream.

Start the Day Right
Glenn Lundy, founder of Breakfast with 
Champions on Clubhouse, says (and I  
paraphrase), that if you start the day right, 
the rest of the day will go well. 

What can you do to ensure you START your day 

right?

What’s the FIRST thing you do? What’s your daily, 

morning habit?

Do you wake up and consume your social news 

feed? Do you flip on the TV?

What about affirmations? Prayer? Being very  
intentional about how you start (and end) your day 

is essential.

What works for me won’t work for you. But there’s 

a RIGHT way to start the DAY and a “wrong way” to 

start the day - this is for sure. Find your right way, 

and stick to it.

Your mental health is even more important.

As a Christian, my strength 

comes from my faith in 

Christ, Bible reading, and 

prayer. I’m a firm believer 
that we MUST have faith  

of some sort to be  

truly successful in this life. 

Whatever your source of 

spiritual strength is, it will 

help keep you centered 

and clear.
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Here’s the principle. We’re not in business if we don’t have customers. Cus-

tomers are  

people (or businesses) who buy from us. They buy from us because they 

have a need that we can address.

Oftentimes, we only focus on the SALE. We want to SELL something to some-

one.

I’m advocating that we STOP this and instead focus on building a community 

of fans, who are raving about us. If they’re not raving about us, they have at 

LEAST signed up to our email newsletter or followed us on social media.

They do this so they can be educated by us to help them solve their prob-

lems.

Maybe we own a day-care center and we have a daily Instagram post 

about how to better raise children.

Or we’re a local car mechanic and we have tips on how to keep our cars in 

tip-top shape during the winter months.

If you’re the leading person, who is educating your future (or potential) 

customers, you’ll be the leading person they turn to when it’s time to buy 

from you. It’s that simple.

Being a Celebrity CEO in your community consists of the following:

• Leveraging the power of social media to build a community of fans.

• Publishing a book (and promoting it).

• Producing events (online events or in-person events or even a 

podcast).

• Getting publicity and media attention (being on podcasts, inter-

viewed on TV, etc.)

With all of this attention, publicity and fan building, be sure to have a strong 

Call to Action (CTA) that tells people what to do. Should they sign up for a 

consulting session? Should they download a guide from you?

Build A Community 
of Fans
I’ve written so much about this topic 
in my book “Celebrity CEO”  
and on Smart Hustle here and here.
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Publish An Email Newsletter
Yes, Tik Tok videos are all the rage. Everyone, it seems, is watching Netflix all day.

However, old-fashioned email marketing still works.

While people are more or less entertained on social media, it’s an email newsletter that gets people to 

CLICK and take action.

Your email newsletter should be FULL of valuable information that your customers and future customers 

will really want and see of VALUE to them, to help THEM in their business or lives.

Your email newsletter should have a great subject line - catchy, to the point, descriptive.

The insides need not be fancy but effective.

Here’s the HACK, the TRICK—pay attention.

You can write your awesome content ahead of time and have it queued to be released on a specific day 
of the week.

Furthermore, you can publish it as a campaign.

Let’s say five months ago I wrote a great email about “How to Shake Hands Better.” This email was great 
five months ago, and it will also be relevant and useful two years from now. You can use marketing auto-

mation software to let people sign up and get that email newsletter whenever they first sign up to your list.
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Why?

As you’re seeking to BUILD your BRAND to GROW your business, your future  

customers (and current customers) want to work with a winner.

No one wakes up and says “let me hire the worst web designer in my town.”

No. Everyone wants to work with the Michael Jordan of their industry. How will  

people know you’re the Michael Jordan (or Celebrity CEO) of your industry?

Because you’re going to tell them!

Sure there’s word of mouth and that’s great. However, until you get a LOT  

of word of mouth, you’ll need to artfully toot your own horn.

It’s not like some makeup influencer (sorry makeup influencers) touting how 

pretty she is (is that what they do?)…

Here’s how I do it.

I’m speaking at the Traffic and Conversion Conference in San Diego. At the 
event, Snoop Dog and Martha Stewart are slated to speak. I put images  

together with their faces and mine and let my community know that “Ramon 

Ray, Snoop Dog and Martha Stewart” will be speaking at the same event.

Why did I do this?

This further enhances my brand.

Done over time, associating my name with other recognizable names raises 

my “cachet” and credibility.

This is the art of self-promotion.

Your parents would put your childhood drawings on the refrigerator.

You need to do the same for your accomplishments.

Promote Yourself - 
No One Else Will
The art of “self promotion”  
might sound a bit selfish or  
arrogant. However, it’s something 
you have to do. 
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Your Content  
Machine
One of the most difficult things for 
solo business owners to do is content 
creation, publication and amplifica-
tion. I’m told I do it pretty well. 

The idea is simple:

1. I produce a lot of content...

2. All the time (just about daily)...

3. Across all platforms

That’s pretty much it. Over time this gets 

me noticed. It gets me the attention I seek.

Go back to the Celebrity CEO or personal 

branding concepts I spoke about  

earlier — just doing this alone, builds my 

community of fans and nurtures a  

percentage of them to buy from me.

What do you write about?

I have signed up for a steady influx of 

email newsletters. They’re filtered to a 
special folder—you know this already  

because I talked about it earlier! Every 

Friday I look through these hundreds of 

emails and this gives me “food” to share 

with my community.

Some of it, I just Tweet, and some of it 

sparks me an idea to write my own post 

on social media or SmartHustle.com

This is called content curation.

Publishing Your Content on Social Media

You can publish your content organically, directly to social networks. Or you can use 

a content management tool to do so. I do both.

I use Agorapulse to publish to a variety of social platforms. The tool is not so  

important. There are so many—Buffer, Tweet Deck, Zoho Social and many others.

Here’s the dashboard of Agorapulse, to give you a sense of what that looks like.  

You can see the publishing calendar of the many posts I’ve sent out.

When I go through my email newsletters, I click on the link to read an article. It could 

be the NY Times, WSJ or any number of other emails from associations or friends like 

Ivy Slater, Adrian Miller or countless others.

When I’m on the respective website, I then use Agorapulse’s Chrome plugin to  

directly share and schedule it to one or more of my social networks.

In addition to curating and sharing the content of other people, you should also 

share YOUR content and make a clear call to action. Like this guide your reading, 

you could have your own guide for YOUR product or service.

Doing this sort of thing day by day, week by week, month by month has helped me 

build a nice community of fans on a variety of my social media platforms.
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The Power of Email Marketing

Social media alone is not enough. You also need to build a database of email addresses. One day the 

social networks might go away, block you or change their algorithms, and then how will you contact your 

community?

What’s worked for me, for over 20 years, is a good blog. I frequently share content on SmartHustle.com. 

Many people then choose to “sign up” for our email list. And I go a little deeper than just asking people to 

sign up for my list. I invite them to sign up for a copy of “10x Your Business,” or something like that. You can 

do the same.

You can set up a blog on Wordpress, Medium or other platforms. You can even publish articles on a reg-

ular basis on LinkedIn. However, what’s nice about a blogging platform like Wordpress (one of the best), 

is that it gives you extensive features to customize your blog the way you want and implement powerful 

features to capture email addresses or other contact information.
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Video and Podcasts

I strongly encourage you to regularly create video,  

to humanize and personalize your brand. I also  

encourage you to consider creating a podcast.

If you create video, this can be converted to pod-

casts and articles and social content. Podcasts can 

be  

converted to blog posts and social content as well.

You can do video or podcasts solo, just you speak-

ing. Or you could do a regular series of interviews.

Yes you can edit this yourself. But I encourage you to 

get help. See the section on “getting help” below.

Getting Help for Your Content Production

You are responsible for what is said and the 

THOUGHT behind your content. No one else can do 

that for you, at least on our small level.

However, once you know WHAT you want to say,  

there are a few ways you can get help to publish 

and amplify that message.

• Hire a small marketing agency to do it all  

for you. They can work with you on the phone 

to listen to your message, craft it into a blog post 

and share it a variety of ways online.

• Hire a writer. You could hire your own writer to 

work with you and create content.

• Hire a marketer. Many writers are not good  

marketers, and many marketers are not  

great writers. So you might want to hire a  

digital marketer to help publish and amplify  

your message socially.

• Creative help. Your marketer might be handy 

with video and image editing. But if not,  

you could also hire one or more personnel to 

help you create video and imagery. 

• You can also use technology hacks to help  

you get more done. For example, Rev.com  

can transcribe your content.

I’ve hired most of my team from Upwork.

In order to make your content machine work,  

you need to have a plan and to follow the plan.

I gave you my three step, simple plan earlier:

1. I produce a lot of content...

2. All the time (just about daily)...

3. Across all platforms

But I want to add to it.

Don’t just create and publish content:

• Publish content that’s for a very specific  
audience.

• Publish content that adds value to them and 

their business.

• Give clear calls to action: “Sign up for a free 

consulting call,” etc.

• Give people a way to sign up to engage with 

you or schedule time with you.

• Although these people will most likely be your 

future clients, produce content for your  

community of fans to JUST FOLLOW YOU, not buy 

from you. This is the purpose of MOST of the 

social content you produce.

John Lee  

Dumas’s book 

“The Common 
Path to  
Uncommon 
Success”
will be a very  

helpful read
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Seek Other People’s Platforms
It’s great to build our own channels and platforms. But also seek to 
add value to other people’s platforms. 

Seek to add value and share your insights on other people’s podcasts and 

Facebook Lives, etc.

How can you get invited to join someone else’s platform?

• Show up.

• Add value.

• Be a servant.

• Be a community member

Over time you’ll get noticed and most likely be invited to join.

Maybe it’s being invited to be a guest on their podcast. Maybe a regular host 

on their Facebook live.

Of course if you both are offering the same service, that might not work out.

But for sure if there’s complimentary services, it could be a great fit.

Add value to THEM. Don’t try to steal the light. Add to their light and shine the 

light on them.

In essence you’re being introduced to a new community, and by helping 

them, you’re helping yourself.

YOU should take the time to share your insight with YOUR community - yes!

But also take the time to reciprocate by sharing YOUR insight with other  

people’s communities.
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Say Yes To *Every  
Publicity Opportunity
A few weeks ago, an associate who was  

participating in a common networking group 

we’re in, asked me to be on his live show.

As I recall, not many people were watching it.  

I didn’t mind. It was “free” publicity.

Anytime someone sees value in interviewing  

me, I’ll say yes.

Why?

1. It’s helpful to them. We all start  

somewhere, even Oprah Winfrey,  

Tim Ferris and Joe Rogan

2. You never know who might be  

listening in.

3. It’s more CONTENT that I have  

about ME.

4. I can use that content as an asset  

to share with my community.

Don’t ask someone “how many followers do  

you have?” Just say “YES.”

One time, as I remember, I did decline an  

interview. Why? Their brand just didn’t look 

professional enough and/or fit into how I wanted 
to be represented. Their imagery and vibe just 

didn’t jive with me, so I declined. Knowing when 

to do this is important. Trust your gut.
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Your Dream 100
This little tip comes courtesy of Amanda and  
Chet Holmes, of Chet Holmes International.  
I’ve found it pretty darn helpful. 

Who are the people in your network you should reach 

out to and stay in touch with on a regular basis?

They are not your customers (you could use a CRM or 

super-duper contact management tool for that).

They’re not your fan base (you can use a marketing 

automation system for this).

They are your business friends and associates, and you 

should be checking in with them on a regular, perhaps 

monthly basis, to see how they’re doing and how  

you can support them. You can also share with them 

how YOU are doing and how they can support you,  

but mostly to see what you can do for them. 

Be Likeable
It’s easy to be a jerk. It’s easy to be obnoxious, 
arrogant and in general, not likeable. 

However, most of the time, it’s these people who are 

never asked again to come and speak or be on a  

podcast, etc.

I find that just being likable, having a fast smile and 
laugh endears people to you and makes them want to 

call on you again.

If you’re really good at what you do and also likeable, 

you’ll go far in just about any career.
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Design: Hiring a designer is great and if done well, will get  

you the perfect custom design. However, using a tool like  

Canva, you can make designs that are pretty good. I use  

Canva all the time.

Marketing Automation: When people sign up to your  

email newsletter or you’re running a campaign, use marketing 

automation software to personalize your communication at 

scale. As someone clicks a link you can reply to them with their 

name. At the same time, you can segment them and put them 

into a marketing funnel specific to their needs.
Tools: Keap, Mailchimp, Active Campaign, Aweber, Zoho,  

Hubspot and so many others are good.

Business Management / CRM: This is a VERY big space.  

Get a tool that can help you manage your customers and their 

sales. There are many different tools that do this in different 
ways. Don’t just use a spreadsheet and manually keep track of 

your customers.

Tools: Thryv, Vcita, Zoho, Hubspot, Nimble, Keap, Salesforce 

are good. If you’re a startup, scaling to grow into a larger 

business, consider an ERP tool like Oracle NetSuite.

Websites and landing pages: You’ll need one or more  

websites and oftentimes a few landing pages for things like 

book launches. 

Tools: Squarespace, Wix and Leadpages.

Finance: Don’t use a manual ledger or Excel to keep track of 

your money, clients or invoices. Use a proper cash money tool. 

But also for better IRS reporting and categorization of your 

income and expenses, let a “computer” help you keep track.

Tools: Freshbooks, Quickbooks, Xero, Zoho Accounting,  

Wave Accounting.

Use Power Tools
This little tip comes courtesy of Amanda and Chet 
Holmes, of Chet Holmes International. I’ve found it 
pretty darn helpful.
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Hustle. It’s a Choice.
Ernest Shackleton was a British explorer in the late 1800s and early 1900s. He made  

several trips to Antarctica. I was watching a documentary about him, and his advertising 

was very interesting. His call was for the men he wanted to join him. Basically, he said,  

you’re going to be cold and wet, much of the time with little food. Many of you, in fact,  

will die. You probably won’t see your families for a long time. Who wants to join me?

So, this is what I think about, to a degree, when I think about what it’s like owning a small 

business. I’ve started four small companies and sold two of them. But it hasn’t always been 

this way. There was a period of time where I worked full time at the United Nations, and 

it was a great job. I received a great salary, security. Everything was good...but I had this 

yearning to chart my own course, chart my own destiny, to have my own freedom. This is 

what it’s like to own a small business.

I think this is the choice we have to consider today—which type of freedom you want...and it 

IS a choice. There’s that freedom offered by the security of working at a traditional  
company. If you’ve recently been laid off, I’m definitely sorry about that, but I’m glad you’re 
here because that means you’re thinking that maybe owning a small business is for you.

It’s one choice to work for a company. And there are definitely advantages to that. You get 
a steady paycheck. You have approximately the same hours every day. You’re in a system. 

You do what you’re told to do, and you get recognition when you do that thing well.

But the choice that we have made is that we want to run a small business. In fact, we want  

to own our own business, chart our own course. We want to serve who we want to serve, 

we want to work with who we wish to work with...when I think about what it’s like to be a 

business owner, it’s about that type of freedom.

Do you want the freedom that comes with the choice of working for someone or do you 

want to work for yourself, to own a small business, to be an entrepreneur? This is the  

decision we get to make. And, in fact, I must say, even though I’ve started companies and 

have been in business for some time, sometimes it seems as though it’s a decision I have to 

make again and again, every day.

The big thing for me is the freedom to choose with whom you want to work. You get to 

choose your team and your clients. You get to choose how you run your days. You can say, 

Bonus
Foundations  

of Small Business  

Success
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“This is my schedule for the day, I’ve chosen it,” rather than, 

“Okay, it’s noon, I have to go to lunch now and be back in 

time for a meeting at 1 p.m.”

Sometimes, when I’m feeling challenged, I have to remind 

myself why I’ve made this choice, but when I think about the 

alternative…Wow, I love what I do. I love the freedom that 

comes with working with the team that I have picked  

and people who have chosen to work with me. I love the 

freedom, the joy, the excitement of serving just the  

customers I want to serve—the freedom, the excitement of 

building what I want to build in just the way I wish to build it. 

That’s a choice we small business owners get to make.

So welcome to small business essentials. You’re with  

friends, your family, other people just like you who want to 

make that choice to own their own small business. Let’s get 

it done.

Who Are You Serving?
From time to time, my family and I go to the local Carvel  

or Rita’s, and we have some ice cream or other frozen  

dessert. Sure, we go there because we love the taste of  

the refreshments. But what’s the real reason we go there?  

Oftentimes, it’s just for a place to hang out, a place to share 

a moment together, a place to share an experience  

together. You need to also think about this for your small 

business, for the product or service that you’re selling.

What’s the real reason that people are buying from you? 

What problem are you solving? In our case, of course,  

it’s to go have some ice cream, but the real reason is for us  

to get together. So, what’s the reason that people are  

buying from you? Are they looking for credibility? Or peace 

of mind? Maybe they’re buying the product or service from 

you simply because they want bragging rights to  

their friends. 

So if you’re starting out, ask yourself, are you building the 

business you want to build? Or if you’re a few years into 

your business, what’s the true problem that you’re solving? 

You’ll find that when you get below the surface and go to 
three, four levels deep, if you can identify that real reason, 

that real trigger, that real thing you’re addressing in  

people’s hearts while they’re buying from you, you’ll find 
that you’ll get more sales, because then you’ll be serving 

people based on the genuine reason that they’re buying 

from you.

There’s a second thing we’re talking about, and that’s who 

you are serving. I participate in many, many networking 

calls, especially during the times we’re in now. And on many 

of the calls, you have a small business owner say something 

like, ”We provide this service to pretty much anyone who 

wants it.” Typically, it’s a web developer who may say  

something like, ”We build websites. Whether you’re a  

stay-at-home dad, looking for your first website and  
have a budget of a few hundred dollars or you’re a  

large, hundred-million-dollar company and need a  

fifty-thousand-dollar website, we can help you.” 

I get what they mean. They have fear. I’ve been there.  

We can’t afford to lose any sales. We need the money.  
We don’t want to say no to anyone... But there’s a  

danger in that way of thinking, because really, when you try 

to serve everybody, and you may have heard this before, 

you end up serving no one. So another approach I offer 
to you, is to go as narrow as you can to really drill down to 

identifying the perfect customer that you’re serving.
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You’ll find that a few things happen when you go narrow. 
One, when people have certain professions or geographic 

locations in common, they often know each other. So the 

word is going to spread about the work that you’re doing, 

as you get more expertise. Instead of being a generalist 

and knowing a little bit about everything, you’re going to 

gain deep knowledge about your customers. 

Take the example of my own business. I serve large brands 

who work with small businesses. I know pretty much  

everything there is to know about large companies selling  

to small businesses. It’s my specialty. So as you’re building 

your business, I want you to think about who you are  

serving and what problem you are solving.

Don’t Sell Cheap.  
Be Premium.
As small business owners, we can’t afford to sell cheap.  
A friend of mine, named George, has a new construction 

firm in the New York area. He called me to tell me about  
another construction company selling at a lower price.  

He was concerned he’d have to match that price in order to 

get the deal. It took a little doing, but I finally got him to see 
that while everybody else was selling cheap, based on  

how much this brick cost or that brick cost, he had an  

opportunity to differentiate himself, by selling at a premium 
and charging what he’s worth. 

The fact is, the construction industry has a major problem 

with contractors not finishing jobs. People who are buying 
an extension on their home, getting their bathroom  

redesigned, they don’t know if they can trust that the work 

will get done, and they won’t be left high and dry in the 

middle of the job. I explained to George that if you can 

meet this need, to dependably follow through on work 

you’ve begun, then you earn the right to charge more.

Many of us small business owners, we’re scared. We’re 

scared of rejection. We think that if we charge a higher 

price, people won’t buy from us. But let me tell you what’s 

scarier. What’s scarier is charging a lower price to get 

everybody buying from us and then not having the profit 
margin we need to pay ourselves, to pay our team, and live 

the life we want. Because that’s what happens when you 

charge a very, very cheap price. Yeah, it seems like you’re 

getting everybody. But ask yourself, do you really want 

everybody, or do you want to work with only those people 

who really value what you’re doing? 

So, as we’re building our small businesses, let’s think and 

consider, should we be selling the cheapest on the market? 

Should we be selling cheap, cheap, cheap? Or instead, 

should we sell at a premium that reflects our true value?

A few things you need to keep in mind. What are people 

like you charging? What is the market charging? Are you  

as good as or better than the market? What client are  

you targeting? Between those things, you can get a good  

sense of what your rate should be. It’s always better to  

sell premium, but then your services or products must be  

premium. Then you earn the right to be premium. 

Sometimes you have to take whatever you can because 

you have to buy diapers. We’ve all been in that position, 

and you have to do what you have to do. But sometimes, 

when you take the wrong client, you have no mental space 

to take the good client. Look at it this way. We only have  

so many hours in the day, and only so much we can get 

done. I want to smile when I see my clients’ names come up 

on my phone.
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And maybe not every client is going to be the highest  

paying. It’s like this: maybe a client isn’t paying me great,  

but I want their loyalty, so I’m going to do what they need 

because I hope it leads to something better in the future.

How Big Do You Need To Be?
My friend Andy runs a small web development agency 

that I’ve relied on and used for years. He’s a small business 

owner. When I call him or email him, he knows who I am.  

He doesn’t ask for my account number, but he knows  

Ramon Ray. He knows Smart Hustle. He’s just big enough 

that he can serve multiple clients, but he’s small enough  

that he knows each and every one of us. And this is the 

beauty of being a small business owner and being built to 

the perfect scale.

We know billion-dollar companies, multimillion dollar  

companies, big businesses. We rely on them, we use them, 

we need them, and we want them to take care of flying  

our planes, being our bankers, etc. But they don’t really 

know us. We have to give them an account number to be 

identified. On the other hand, you have freelancers who 
are doing incredible work, but they can really only scale to 

help one person at a time. 

This is the beauty of who we are, small business owners.  

We can be just like Andy. We care about each and every 

one of our customers. We know their names. We know how 

they work. However, we’re big enough that we can handle 

multiple clients at a time. So, this is the beauty. This is what 

it’s like to be a small business owner. 

As small business owners, we can build our companies a 

step at a time, a bit at a time. Unlike startups, which are 

often built to grow fast, grow big, really quickly, we build our 

businesses to the scale that we need to serve our custom-

ers, to serve our team, to serve ourselves. So think about 

this the next time you want to go real big, the next time 

you’re tempted to be a bit too small. As a small  

business owner, we know our customers and what they 

need. They’re comforted that we can serve them, and we 

can appreciate them as they appreciate us.

Your Money
As small business owners, we hear a lot about the phrase, 

“cash flow.” Let’s break that phrase apart. Cash and flow. 

All that means is you want to be sure that the money that’s 

coming into your business is more than the money going out 

of your business. You want to be sure that you have enough 

money on a regular basis to pay yourself a good salary, 

your team, your overhead, your expenses, your taxes, etc.
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So what’s the key? Make sure that you lower your  

expenses. As you lower your expenses, you increase your 

profitability. This doesn’t mean you have to be cheap.  
It doesn’t mean you can’t invest in your business. It just 

means you need to be frugal.

Another thing you can do is partner with your customers 

and your clients. They want the safety, the security,  

the dependability of knowing they can get the products or 

services they enjoy getting from you on a regular basis.  

So, here’s what you can do. Ask them to pay you regularly 

as well. Some people call it a retainer. Would they be willing 

to do that? You’d get what you want—constant cash flow, 

and they’d get what they want—security and peace of mind, 

knowing that you’ll be there when they need you.

So these are some ways that in the small business world,  

we can ensure that we have a great cash flow that is going 

in the right direction. Cash is always flowing. It can be  

going in a negative direction, which is not good, or it can be 

going in a positive direction, where the money that’s going 

in is more than the money going out. Let’s get this done.

Investment vs Costs

I want to also be clear about INVESTING in your business.

You DO NOT want to run a business that’s in DEBT—where 

you’re paying financing charges every month and are a 
slave to someone else.

However, INVESTING $5,000 in a new website, which over 

a few months will earn you an extra $10,000 a month in 

revenue, is an INVESTMENT.

Understand Your Profit and Loss
It’s REALLY important to get trained on and be very clear on 

where your money is going.

What does it COST you to serve your customers?  

Accountants call this the “cost of goods sold.” If it costs  

you $5 to create a fancy PDF for each client, and you  

have 50 clients at an event, then your cost of goods or 

COGS is $250.

Also, you need to understand your OVERHEAD. Maybe you 

pay Google or Microsoft or another vendor $100 a month 

for email services. This is your overall overhead. It doesn’t 

change that much, month to month.

Trust and Attention
As small business owners, we know that we have to get the 

attention of the marketplace. We know we have to do some 

sort of advertising and marketing to let people know who 

we are. And that’s true. But oftentimes, I think we miss out on 

the beauty, the importance of taking the time to earn and 

to build the trust of our customers.

Why is trust so important? Well, a few things happen when 

you gain someone’s trust. One, they will want to buy from 

you again and again and again, assuming, of course, you 

have a product that is a repeatable purchase. They will also 

want to tell others about you, because they know that their 

friends and colleagues are also looking for people they  

can trust. Another thing that happens is that you won’t have 

to be afraid that people will go to your next competitor.  

You won’t have to worry that people are buying from you 

just because you’re cheap. 

Large businesses can afford to market to tons of people. 
But small businesses only need a few people—fifty,  
a hundred, maybe a thousand people to be a success.  

We can focus on them and build trust with them. Yes, we 

need to start getting attention. But I would encourage  
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our small business owners to focus even more on earning 

and keeping trust, because once you build someone’s trust, 

oftentimes you have a customer for life, and that’s priceless.

A Memorable Experience
My wife and I recently went to a bed and breakfast. Now, it 

wasn’t anything fancy at all and in fact, the house was quite 

old. However, what I most remember most were the warm 

smiles on the owner’s face. I also remember how we were 

greeted by the staff. I remember distinctly the fresh orange 
juice, the eggs, the thick slices of bacon, and the warm, 

fresh made muffins. In fact, they delivered these to our 
room. It was a wow experience.

Think about the last time you went to the gas station,  

the local library, maybe the DMV. So many places we go 

to offer standard experiences. They’re unremarkable, not 
memorable. We’re not left thinking, “When can I go back 

there again and again?” Fair enough. Very few people can 

build the next Walt Disney or the next Ritz Carlton. But I do 

think all small businesses can be very purposeful about  

providing a wow experience over a standard experience. 

It’s easy. Creating a wow experience just takes a bit of  

extra effort. Say thank you, warmly, and really mean it,  
so the customer knows they’re special and appreciated. 

Make it very easy to work with you and, of course, seek 

ways to surprise and delight your customers. This goes for 

your staff, too! The whole team has to be in on creating an 
excellent customer experience.

When you wow them, they’ll never forget you. And trust me, 

they’re going to seek to share that experience with others.

Hiring Your Team
I was sitting at my desk many, many years ago when I  

was working at the United Nations, and I can remember 

very distinctly my boss, a Frenchman, put his hand on my 

shoulder, and he said (in a French accent), “Ramon,  

I appreciate you.” Now, that was a long time ago. But I 

remember that to this day. Sure, I was well paid—the money 

was great! But what got me more excited than money at 

the time was his appreciation. I’m going to come back to this 

point in a minute, so hold onto that.

One of the privileges we have of owning a small business is 

that we get to not only choose who we want to serve  

or who’s going to be our customers, but we also get to 

select who on our team we want to join us in serving our 

customers. Large companies, as you know, hire hundreds 

and thousands of people or more. Yes, they are  

employees, but they’re more or less cogs in a big machine. 

Now, small business owners like us, we’re special. We don’t 

just hire someone to fill a job. We don’t hire “the help.” 
Instead, we’re hiring partners in our business—people who 

are really excited about the work they’re doing and about 

working with us. We need to guide them in and help them 

create systems and procedures and processes. But really, 
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we need to be there to support them so they can do what 

they do best in support of our company and our customers.

So how do you do this, you may ask? Dave Ramsey refers  

to hiring thoroughbreds and not hiring donkeys in your 

company. So, one, you can’t just take any employee.  

It’s important for you to hire for aptitude as well as for  

character. And these are qualities you can’t just measure 

by looking at a traditional resume. You have to build trust.  

It’s essential. And some of the best brands that are known 

for high levels of customer service also have high levels of 

trust in their employees.

Don’t hire cheap. If you want premium people, you most 

likely have to pay them a premium rate. Now, money, as we 

said before, (remember my story at the U.N.), is not the first 
thing that’s important, but it is important to some degree. 

And you want to ask your team members, what’s important  

to them? Do they want creative freedom? Do they want 

more time with their family? Maybe they have a hobby that 

they’re working on, a nonprofit they want to support. What 
do they want? 

Outsource everything that you can to somebody else,  

to a company who can do it better, faster, cheaper.  

By doing this, you can focus on your team. You can focus  

on your team being able to focus on your customers.  

That’s important. Everything that’s at the core of your  

business, you and your team should do, because nobody 

else can do that. That’s special.

So how do you find these people? I used to work for a  
CRM software company located in Chandler, Arizona called 

Infusionsoft (now called Keap). Our culture was amazing. 

Our employees had spunk and a spark and a smile,  

and they were all focused on small business success—we 

attracted amazing people to the company.

It’s quite possible that the people who are fit for your  
company are all around you. They could be the baristas 

you see everyday who might be a bit frustrated with their 

job or want to do something different. They might be the 
doormen you pass by every day, or your Uber drivers.  

They could be working at other companies, or they might 

even be your existing employees or team members, ready 

to become more powerful resources for your company.

Here are a few other things to keep in mind when it comes 

to hiring. You want to hire people who are smarter than you 

are. It sounds counterintuitive, but it’s really not.

I didn’t fully understand what it meant to hire people  

smarter than me until the last few months, during which I 

hired my son to work with me. Now of course, I’m teaching 

him a lot of things—he’s only 26, after all. But, he’s an expert 

in building communities, and believe it or not, he’s schooling 

me on community building. This one aspect of finding your 
team, finding people who are smarter than you at things 
they do, will complement your work by freeing you up to 

focus on your areas of expertise.

Another principle when hiring is that it’s important to  

attract people who are similar to you. Take me, for example. 

I talk fast. I’m not a deep guy. I need people who are  

comfortable communicating like this. 

You need people who can work with you at the level you’re 

at, especially for a small company. If you’re a methodical, 

thoughtful deep thinker, you don’t want a fast talking,  

off-the-cuff type of person, because it will just annoy you.

Your business grows in stages. As you grow, you need  

a team who shares your purpose, value, and mission.  

This becomes particularly important as you continue to 

grow. While you’re small, you want to make sure your  
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employees gel together, and that they understand where 

the business is going and how they can all work together.

It’s important that your employees know your passions. 

They don’t necessarily need to share all of them, but they 

must understand and respect them. For example,  

I’m passionate about being a vegan, the environment,  

and my faith. I need to trust that the people I work with will 

understand these passions of mine.

You need certain employees for certain things, of course, 

and the task will dictate the type of employee you hire.  

For example, some things are more transactional, like  

working with a designer. I tell the person what I need, what 

my thoughts are, and then I leave it up to them to bring 

back samples for me to look at and approve. But when it’s 

something more personal, like calling a client, I want to hear 

their voice. I need to get their cadence, their tone, so that I 

can measure the outcome.

All businesses need different talent, of course. But if you’re  
a service-based business, where you’re selling time for 

money, I believe one of your first hires with a budget  
should be an executive assistant. This is someone to do the 

day-to-day mundane tasks, make appointments, mail out 

10 books, fix PowerPoints, things like that. Your time can be 
better spent nurturing clients, building a community.

Beyond that, I think it depends on your specific needs,  
but next should be someone to handle marketing functions. 

That’s a big bucket to consider. For example, maybe you 

need an event manager.

Whomever you choose, remember this: Do you have clients 

call so much that you can’t handle it and can’t serve them? 

Are you spending too much time away from your family? 

What do you do that is of lower value relative to your time? 

Find someone who is better at it than you are, and let them 

do it.

A word here on working with family. I’ve worked with my  

kids off and on, as well as with my wife. The key to working 
with family is that you have to be careful not to bring up 

personal stuff. You have to have appropriate boundaries. 
There are things to leave at home and things to leave at 

work. And there is, or should be, a wall between the two.

Systems
Systems are so vitally important. Why? One, they ensure 

customers receive consistent service, so that nothing is  

forgotten. For example, when a client orders a custom piece 

of furniture from you, or maybe they hire you to extend 

their patio or they work with you on a consulting project,  

a system ensures that each customer gets the same level  

of service from you and from your team. Another thing,  

systems are important because they enable your team  

to work together with you in service of the customer.  

So maybe you know what you’re doing. But a documented 

system, not just in your head ensures that the team knows 

how to do it as well. Now, a system doesn’t have to  

be complex or fancy, but you should have some system.  

And when you have a system, guess what? You create  

less errors.

You’re right. We’re not flying an airplane. We’re not flying 

the space shuttle or doing a complicated medical proce-

dure. But to our customers, the work we do for them is just 

as important. So for example, in my company, Smart Hustle, 

we use project management software to help us template 

how various aspects of our company work.

Here’s the beauty of it. Let’s say, for example, I interview 

someone for a podcast. Afterwards, I link the interview into 30



the project software. That’s it. That’s all I do. The rest of the 

job is done by a content manager. She knows exactly what 

to do, because we have a system. But it gets even better 

than that. Not only does the content manager know  

what to do, but everybody else does, as well. Our writers, 

our graphics team are all following the same system, so we 

can all move together more efficiently, and this helps our 
company grow.

In order to avoid chaos, choose a system that helps  

ensure your customers are happy to get the service they 

deserve, and that your team operates at maximum  

efficiency and clarity.

I want to caution you about one thing, though. Systems  

are wonderful, but they can’t replace great people.  

Whatever system you choose, make sure it supports the 

awesome people you have on your team to do their work 

even better.

Who Are You?
One recent evening, I was waiting in the car for my family 

outside our church. It was dark outside, and I wanted to be 

sure that my wife and my daughter could easily recognize 

me in the dark as they were coming out. I put on my hazard 

lights so they could see where I was. And sure enough,  

as they walked down the block, my daughter spotted the 

car, because she knew that if it’s dark and Dad’s in the car, 

he most likely has his lights blinking.

Can people recognize your business? Seth Godin has  

talked a lot about this principle, and he has seven key  

words. People like us do things like this. It’s a powerful 

concept to take to heart for small businesses. Remember, 

it’s impossible for everyone in America or the world, for that 

matter, to know about you, to know about me. And even if 

they did, we couldn’t handle all the business. And probably 

whatever we’re selling, everyone doesn’t want or need it 

anyhow. So, to have a successful business, it’s pretty simple. 

All we have to do is ensure that a small, viable group of the 

right people know about us and can see themselves in us.

One of my favorite types of shirts is a Charles Tyrwhitt shirt 

from London. I love how the shirts feel, and I like how they 

look on me. But I also identify in some ways with the men 

they’re speaking to, and that includes me. What about your 

business, your design firm, your law practice, your coaching  
business? Are you raising your flag, letting people see 

themselves as a customer of yours as you market your 

business? Whether you realize it or not, as you hand out a 

business card, as you speak on the phone, you’re raising  

a flag. You’re letting the world know that if you’re this type 

of person, we can serve you.
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Now, while it’s good to let people know who you are,  

part of this is also letting people know who you are not.  

So remember, as people interact with you, in fact, probably 

in the first few seconds or so before they even speak with 
you, before they even have a chance to hear your voice, 

they start to form opinions. Your flag is already flying.  

And my challenge to you is to be sure your flag is attracting 

the people you want to attract.

Know Your Customers
I recently stayed in a huge hotel. Normally, this hotel would 

have thousands and thousands of people, but when I  

was there, there were just a few people. The hotel had  

everything—beautiful decor, coffee shop, elevators,  
the building itself, lights—everything was there except for 

customers. So, it got me thinking, how ironic to shoot a  

video about customers in a place that normally would have 

thousands of customers and that day had very few.

What about our businesses? What are we doing as small 

business owners to get to know everything we can about 

our customers, to have an intense focus on our customers? 

For those of you who are small business owners just starting 

out or maybe just thinking of starting your business, you’re 

in a great place to ask questions. Who can you call? Who 

can you interview? Who can you meet for lunch? Who can 

you visit? Who can you see to understand how your ideal 

customer works, how they think, how they tick, what they 

buy, what they want, what they’re like? For those of you 

who have already been in business for a while, it’s not too 

late for you. You can do the same things. In fact, you should 

be doing the same things for your own customers, asking 

them about themselves, the way the folks did at QuickBooks. 

Intuit, parent company of QuickBooks, had a powerful  

campaign called “Follow Me Home”, where they visited  

hundreds of their customers. And they didn’t just do surveys, 

although surveys are good. They just didn’t do sessions in 

a roundtable, in a glass wall with customers, which are also 

good to do. They visited customers. They wanted to know 

what their lives were like after work. They visited customers 

at home. They went to visit businesses, small businesses,  

and worked alongside them to understand what the life of 

a small business owner is like.

I encourage you to do something similar. Maybe not as  

extensive, maybe not as costly, but to do something similar 

for your own customer base. The more you’re able to  

understand who your customers are, the better you  

can serve them, the better you can market to them,  

the more product you can develop to serve their needs. 

Even more, you’ll find, it’s great companies who are  
focused on understanding their customers that  

succeed. And remember, it doesn’t take a lot of effort,  
but it does take some effort. It doesn’t take a lot of time, but 
it does take some time to do this.

Another thing to remember is that it’s important to make 

sure your team is on board with this. Make sure every one 

of your team members has an inquisitiveness about them. 

When they sell something, when they fulfill something to a 
customer, maybe a customer calls in and complains or  

has a problem, they should go a little deeper and ask,  

why did you buy from us? How can we help you? How are 

you using our product? How is it helping you in your life or 

in your business? Go beyond the surface and ask questions 

to constantly understand your customers. Build a feedback 

loop into your sales, into your fulfillment, into your  
customer service process to make sure you understand 
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as frequently as you can, as often as you can, everything 

about your customers.

You’ll find this type of fine tuning is why big companies like 
Amazon and others are such a success. We don’t have to 

spend a lot of money to do this, but there are simple things 

that we can do, day in and day out, to ensure that we’re 

doing everything we can to serve our customers.

Mindset for Business
I remember the day very clearly, almost like it was  

yesterday. I had worked at the United Nations for a  

number of years, until one day I was fired. Now this was  
the United Nations. It was pretty prestigious. And I was fired. 
I was let go. My contract was not renewed. But to make 

matters even worse, I was a young father. I was pretty  

depressed. I was pretty banged up over it. I didn’t know 

what I was going to do.

I had a lot of fear, a lot of anxiety, and a lot of concerns 

rising out of the anxiety, as you can imagine. But the thing 

about fear is that it’s something we all have. Think about 

what’s happened to us all in the last year. Fear has  

gripped all of us, I think, in one way or another. We’ve all 

had anxiousness, fear, doubt, concerns about the future, 

what will happen tomorrow, even today. So fear is a very 

real thing.

But one thing I’ve learned is that it’s what we do with the 

fear that matters. High performing athletes and those in  

the military are on the edge of being anxious and on edge 

all the time about how to perform or how to do their jobs. 

And likewise, we all have choices to make regarding what 

we do with that fear and how we grow our businesses.

Do we choose to let fear serve as a catalyst for us, or do we 

choose to let fear serve as a crutch? Do we go left or do 

we go right? Do we choose to embrace fear and stay in our 

closet and cry with it? Or do we use it as a ladder to step up 

and go ahead?

This doesn’t mean we don’t have those moments when we 

want to cry, curl up in a ball and be fearful for a bit of time. 

But we also have to move on. I think even in today’s tough 

times, we can be hopeful and understand that this is not 

the first time we’ve been in a tough position. Think back to 
perhaps some times you had as a child with your parents. 

It hasn’t always been easy for them, either. And that’s what 

we have to remember today.

So, yes, the times we’re in now are full of fear, full of anxiety. 

We don’t understand what the future holds for us, but we 

still can choose how we approach the unknown. That’s one 

thing we can control, to choose what our minds do with that 

fear. Each one of you, each one of us, myself included, has 

a choice. I know this past year I chose to go on and live. 

I recall when Covid and sheltering in place hit all of us, in 

March 2020. I felt so much fear and anxiety. I remember I 

was in a Bible study at my church. I prayed. I said, God,  

what am I going to do? And this inspiration came to me to 

do a big event. We had thousands of people, and it was 

a success. And from then on, I’ve done many events and 

spoke at many conferences like this, and my clients and 

others have reached out to me to reconnect in a positive 

way. So, things are fine. But the point is, I had to make a 
decision to move on.

So what are some of the first steps we have to take to deal 
with this fear and anxiety? One thing that I recommend 

is that you have to focus on yourself. Why? Because you 
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need your soul and body and mind to work as a whole. 

Otherwise, how can you be any good to your family,  

your employees, your business? 

So step one, focus on you. Make sure that you’re okay. 

Make sure that you can go in that closet and cry when you 

need to cry, but then get out, dry your tears and go off and 
be of support to your wife or your husband or your kids or 

your grandma or your grandkids. That’s important. Focus 

on yourself and make sure you’re okay. Talk to a mentor  

or a pastor, whoever in your life can be there for you as an 

adviser or coach.

Check in with your family. Pull your daughter aside and 

ask her, honey, are you okay? Pull your son aside, are you 

okay? Pull your wife, your husband aside. Are you okay? 

How can I serve you? What’s going on with you?  

What fears do you have to address for your family,  

your community, those around you? After you do that,  

focus on your team, because if their lives are jacked up, 

that’s going to impact you and your business. Show them 

that you care. This will help you all to focus more and serve 

your business and your clients better. 

After you’ve taken this fear and moved it aside, you can 

look at the holistic aspect of your business. By now, a year 

or more into the pandemic, either you’re settled into a  

better idea of what the future looks like, or at least it’s  

clearer than it was a few months ago. So how do  

you reinvent your business? This is going to be an  

evolutionary process...

To start, understand that your current customers already 

trust you. One way to leverage that in times like this is to 

show empathy. Start with letting people know first and  
foremost, I got you. I care about you. It’s more than the 

dollar sign for me. I care about your business. I care about 

helping you to be a success.

This is an important sensitivity. As Maya Angelou explained, 

people may not remember what you said or did, but they 

will never forget how you made them feel. It’s so  

important, especially in times like this, as we all navigate this 

“new normal.”

And remember, your customers need your service. Maybe 

they’ve cut back, maybe things are topsy turvy in their  

business or their lives, but they bought from you for a  

reason at the beginning, and they will buy from you again. 

But you have to be able to set that up by first getting  
yourself back into business. You’ve got to still sell and serve.

As you’re thinking of how to do this, you want to focus on 

getting new customers, but you also want to focus on the 

customers you already have. That’s important. So many 

times we want to go out and get new customers. Why are 

we doing that when we already have customers? You  

already have customers who give you money, who trust 
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you—focus on them. They already have voted with their  

dollars. They’ve already expressed that they trust you.  

So leverage that and start there. It’s much easier to work 

with a customer that you already have, than to run around 

trying to find a brand new customer. Yes, you can, but it’s 
much sweeter, much easier to work with the customer that 

you are ready to have.

My friend Mike Michalowitz, author of “Profit First”,  
talks about a principle of thinking backwards in our  

business. Okay, my customer has bought X, Y, Z from me. 
Why did they do that? A simple example is a restaurant... 

and my heart goes out to the many restaurants that  

have been closed, have been decimated in the travel and 

hotel industries.

But let’s think backwards. My customers have come into my 

restaurant to eat. Why do they come? To get peace, to get 

time away, to have some romantic time. Can I serve  

romanticism in a box? They have come to me because they 

don’t want to cook. Can I deliver meals to them or serve at 

curbside, as many restaurants are doing?

Working the problem backwards lets me see how I can still 

deliver a portion of what I’ve been doing or a new way of 

what I’ve been doing to my customers. This is important. 

Another thing I found in times like this, the toughest times—it’s 

the power of creativity that will win every single day.

Many people get stuck, and they cannot begin to move  

forward. They get locked into letting fear paralyze them.  

But we don’t realize this powerful, powerful mind God has 

given us is so absolutely deliciously powerful. Exercise the 

power of creativity to think of new ways to conduct your 

business.

When dealing with fear, we need to think bigger, think 

differently. I’m an event producer and speaker who flies 
around the world. Until it was cut off, and then I had to be 
creative, I had to pray and get inspired. What new things 

would I do? And by God’s grace, my business has grown 

even more today than it’s ever done before, more so in 

2020 than it did in 2019.

You may be struggling because your mind is not in the right 

place. You have a desire to create a product, but that’s 

where it stops, because you don’t have the desire or the 

fortitude or the ability to do the back office, what I call the 
boring stuff that also drives business. You can’t just sit down 
and make a product. You also have to work at selling,  

marketing, and making sure you have the right technology, 

and that you’re being a good leader, inspiring your team. 

And make sure you pay the IRS.

This is what I call a mindset for business, getting comfortable 

with the uncomfortable.

David Goggins talked about how he’s gotten comfortable 

with being uncomfortable. If you want to succeed, you can’t 

think life is just going to be a walk in the park. It’s not.  

You need to exercise and build this mindset for business. 

Make sure you talk to mentors, those who can inspire you, 

coach you, and help push you forward. This is important. 

Mentorship is central.

Always be learning. Sometimes we think, oh, I’ve been in 

business for two years. I’m all that and a bag of chips.  

Oh, I’ve been in business for five years. No matter how long 
you’ve been at it, you can always learn.

Another thing that goes with this mindset for business,  

and I would dare say mindset for life, is to see possibilities in 

everything. Too many of us are so negative; all we do is think 
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the worst. Negativity will eat you alive and spit you out so fast. I choose to see positivity now. 

That doesn’t mean I’m a Pollyanna. It just means I’m staying positive.

Are you taking time to brainstorm with yourself? Are you taking time off to read, to relax,  
to refresh your mind? This is also important.

Another thing that’s important is the aspect of risk taking. I’m a firm believer in this,  
and I tell people all the time, you need to take reasonable risks. Sometimes we are so  

comfortable with where we’re at. We’re so confident about how we are today, that we 
don’t want to stretch and do new things. Think about Peter walking on the water. If he 

wouldn’t have walked on water, he wouldn’t have known that power. Yeah, he sank, but he 

got help. So, all of us have to take risks from time to time. I believe in risk taking.

Basically, we as business owners must think bigger, and we must think differently. This is  
absolutely essential. We often think too small, and we like doing the same thing over and 

over again. That doesn’t work to grow businesses, especially during difficult times like these.

Often we are so focused on the day to 

day details of our business, that we  

forget to work on building and growing 

it. My friend Brian Warren talks about this 

aspect of working in the clouds and not 

just the weeds. Business is leadership. I had 

to learn over the past year that I must be 

a better leader and not just keep my head 

buried in the sand. 

Being a better leader is a day by day  

process that entails staying in close  

contact with our team and constantly  

asking one another the same questions. 

Are we doing the right things to make our 

jobs and our business a success? Are we 

working together towards our common 

goals? How can we help each other to 

create the future we want to see?
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Summary &  
Thank You

Hey, thanks so much for taking the time to Grow Your Solo business with Ramon Ray!

I hope you’ve got something from this and enjoyed it.

If you did, could you let me know? Just email me, yes, I check all my email - ramon@smarthustle.com

Oftentimes, the “keys” to business success are NOT new, for many of us. 

But sometimes we need to be REMINDED of what to do and be encouraged.

You know you should inspire your team, right? But it’s not always easy. You know you should  

watch your cash flow, right? But sometimes we need a little encouragement. 

THANKS SO MUCH and have a great day!

Ramon Ray
P.S. - Remember email me and let me know what you learned, or how I can help you better!
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