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The best way, and the hardest way, is with money.  Generating a sufficient cash flow, particularly in the early 
days of starting your business, can be the biggest challenge, worry, and stressor.  Most of us have to move 
through this phase – sometimes more than once - as seldom is a company launched with immediate and 
never-ending success. 
 
The well publicized SBA statistics are well-known.  Approximately 75% of new companies fail in the first two 
years.  A variety of reasons are provided, most of which include money.   
 
Believing in the of value of the product or service being offered is essential.  As important as that is, it cannot 
be the only criteria for success.  There are three aspects in a business – marketing, sales, and delivery.  To be 
a success, equal importance must be placed on each of these.  

 
 Marketing the business is networking, giving presentations at groups, and being visible where 

your target clients will be present; 
 Sales is getting the signature on the contract; 
 Delivery is when the client experiences the product or service 

 
Everything else, in regard to the business, can be labeled as Administrivia.  You won’t find this word in 
Webster’s Dictionary, and yet you know exactly what it means.  This is the day-to-day activities that can 
become the primary expenditure of your time, effort, and energy.  Many of us are more comfortable dealing 
with Administrivia than with Marketing or Sales, so we are easily seduced by the importance of checking 
things off our list.   
 
One idea that helped me become more comfortable with “M” and “S” words (marketing and selling) was 
public speaking.  Yes, the almighty microphone became my friend.  It’s a convoluted path, so bear with me.  
Using the explanation of marketing (above) I could use public speaking as the vehicle to be visible with my 
target clients, provide value in a risk free environment for them and they could actually experience me 
without committing anymore time or energy.  Perfect.  The audience was there to learn, my value was in the 
service delivered so it’s a win win.  I like that arrangement!   
 
Following up with the attendees with the intent of continuing to provide additional value (via my monthly 
Ezine) was more palatable than pushing for a sale.  I’m a service provider, not a vendor.  I don’t sell, I don’t 
like to sell, and I don’t like the way ‘selling” makes me feel, period.  Not much room for doubt on this one!  
Do you know anyone who gets excited at the idea of listening to a “sales pitch”?   
 
Networking is an opportunity for creating business referrals, not a the time to make your sales pitch.  It’s not 
about seeing how many business cards you can collect to add to your mailing list, it’s about how you can 
help others.  Remember, it’s about building relationships, not counting transactions. 
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When it comes time to sign, the client is ready; it is on their timetable and it is a signature given willingly.  
Once again, I didn’t have to make a sale, I merely provided the opportunity.  Delivery involved  calendaring 
the appointment.   
 
Financial stress is an uninvited guest in my office – it will take up space, consume my energy, and divert me 
from my purpose.  Conversely, there will be no reason for the unwelcome guest to reside when I devote all 
of the necessary time, energy, and resources to Marketing, Sales, and Delivery.   
 
I take great joy in asking this uninvited guest to leave as I much prefer living with success rather than stress.  
And you? 
  
Wishing you success on your adventure.   
 
### 
 
If you would like additional information on this fascinating subject, please visit my website at 
www.SusanBock.com 
 
Or call me 
714-847-1566  
 
Or send me an email 
Susan@SusanBock.com 
 
A special thank you to my editor who consistently provides me with encouragement, inspiration, and 
opportunity to laugh at myself. 
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