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A Prisoner of Your Own Business 
 

All too often, entrepreneurs become prisoners of the business they have 
created.  Their visions of what ownership would offer them thwarted by the 
realities of how they operate their businesses on a daily basis.  This article takes 
aim at five areas most commonly responsible for this: 
 
1.  Being the technician.  Often, entrepreneurs start their own business because 
of a special skill they possess - for example; doctors, designers, mechanics, etc.  
However, this doesn't relate to expertise in running a business.  Too often, such 
entrepreneurs become trapped solely as the technicians in their businesses.  
Moreover, they may fail to develop the visionary, leadership, marketing, financial 
and strategic skills necessary to run a successful enterprise. 
 
2.  Confusing busyness with accomplishment.   Instead of working smarter or delegating, many 
owners hold tight to the delusion that working harder and harder is the solution.  The more the 
business grows, the harder they work, never developing a strategy.  Instead, they retain a sense 
that the growth is proof-positive they are moving in the right direction.  The problem is, though, 
that they have become further shackled to daily operations.  They increasingly "own a job" and 
lose more freedom. 
 
3.  Leadership and delegation.  The entrepreneur is often a micro-manager.  Some may believe 
that no one can do a task as well as them and therefore they have to always intercede.  For 
others, trust may play a role.  Instead of properly leading, teaching, delegating, etc., they act as 
an employee instead of as a business owner in an oversight role. 
 
4.  Inadequate business systems.  Many owners quite simply don't know how to design a 
business system or re-engineer an existing one.  This includes plans, policies and procedures.  
Without properly documenting specific procedures or policies, they may run into issues 
effectively delegating tasks and likewise, face difficulty removing themselves as the technician. 
 
5.  Failure to plan for growth. All businesses need to plan for growth.  Operations in general  will 
change as the business increases it customers, number and complexity of transactions, etc.  In 
the absence of an adequate plan to accommodate such change and growth, producing 
predictable and consistent results will be extremely difficult. 
 
Technical bias, busyness, inadequate delegation and leadership, inferior business systems and 
failure to plan for growth are five common areas that need to be thoughtfully considered in order 
to keep your business from making you a prisoner.  After all, the idea of entrepreneurship is to 
own your business, not for your business to own you. 
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Food for Thought:  

What Do Employees Want? 

 
To know where the company is heading and why 

 
A competent and supportive leader 

 
To know their roles, responsibilities and what is expected of them 

 
To have the right training, tools and authority to do their job 

 
To be challenged and provided opportunities for growth 

 
To feel appreciated and valued - that their work and ideas matter 

 
To know how they will be evaluated and rewarded 

 
A feeling of security and purpose 
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Masterful Quotes 

If you keep doing what you’ve always done, you’ll keep getting what you 

always got. 
                                                                             Peter Francisco 

 

Coming together is a beginning; keeping together is progress; working together is 

success. 
                                                                             Henry Ford 

 

Inside This Issue: 

 

Page 1:  

A Prisoner of Your Own 

Business 

 

Page 2: 

Food for Thought:  

What Do Employees 

Want? 

 

Page 2: 

Masterful Quotes 

 

Page 3: 

Don’t Be Afraid To 

Experiment 



                                                TITAN TIMES  

 
 

 

 

 

 

 

 

 

 

 

 

 

Donõt Be Afraid To Experiment 

 
No matter which strategies you employ, your ultimate leverage comes from focused brain power 
- intellectual capital and innovative ideas.  One innovative idea could significantly multiply leads 
generation, revenues, profits, competitive advantage and quality, to name a few areas. 
 
Always be open to experimenting and keep those ideas that work better than existing 
approaches.  For example, you could test a new method of targeting prospects or implementing 
a referral program or perhaps try a new customer service initiative.  Perhaps a fresh distribution 
channel or a new method of internal communication will yield positive results. 
 
Make a point of continually listening to your employees, customers and advisors.  Ask them 
what they think might be an improvement to whatever product, service or job they are 
associated with.  Look outside your industry for innovative ideas and always be intellectually and 
emotionally curious. 
 
You should even experiment with your introductions, specifically your USP (unique selling 
proposition).  Is there a better way to describe how you offer a solution to a prospectôs needs?  
What makes your business better or unique?  Try different approaches and gauge responses 
accordingly.  Communicate your competitive advantage in all that you say and doðand be 
inventive about how you do this. 
 
Donôt forget to track your initiatives.  A simple Excel spreadsheet would serve this purpose just 
fine. Donôt forget to also keep clear notes of your activities.  You also want to be sure to 
somehow quantify results however possible.  At a predetermined rate, say weekly, make a point 
of reviewing the initiatives you took and the related notes you made.   
 
You may experiment a dozen or more times before you come up with an initiative that you want 
to retain as practice, but the one innovative idea may yield measurable results.   
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