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Just 18 Months 

 

There are many things you can do in just 18 months. 
 

Well, one thing that many people do in that precious 
timeframe is to start a business only to see it 

end. Yes, far too often in that mere 18-month period, 
people with wonderful ideas launch out and then, 
before they truly take off and soar, they fizzle. 
 

What happens? Why is it that all of that passion and 
promise ends so suddenly? 

 

One reason may be that people lead with an idea and 
devote little time to the planning and structure that 
are so instrumental to making the actual business 

work for the long haul. 
 

So, what are some of the missing pieces? Well, keep 

reading. In this reprint from a prior edition 
of EA Insights we explore a few of those critical 
building blocks. 
 

Perhaps this will help your 18 months be more than 
“just” 18 months and instead become “the first” 18 

months. 
 

All the best, 

June  

June Melvin Mickens 

Executive Advantage, LLC 
 

Quotes 

 

“It's our goal to 
have a wide range 
of [products] at 

every price point. 
We're always 
looking for 

opportunities to 
enhance that.” 

~Chris Ahearn 

 
 

“When all is said 

and done, our 
purpose is to raise 
money for local … 

education and 
service providers. 

We measure 

success by the 
amount of money 

we raise.” 

~Michael Collins 

  
  

“I think it's really 
up to businesses to 

come up with 

creative ways to 
attract customers.” 

~Tom Craig  
 

 

5 Musts for Every Business 

 

June Melvin Mickens 

Executive Advantage, LLC 

 

Especially in the small-business setting, the owner or 
leader is a significant part of the success 

equation. (See the January 2015 EA 
Insights article, “Are YOU Enough for Your 
Business?” [Click Here].) Yet, a larger-than-life, or 

even an extremely passionate or capable, owner 

 

“We thought this 

was a different kind 
of niche to attract 

more people.” 

~Janine 
D'Anniballe 

 
 

“A great business 
success was 

probably never 
attained by chasing 

the dollar, but is 

due to pride in 
one's work -- the 
pride that makes 

business an art[.]” 

~Henry Doherty 

  
 

“I want to give 
them the best 

they've ever had at 
a really good price. 
Everything we do 

here is done the 
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alone isn’t enough. For a business to take off and to 
be sustainable, constant attention to the business 
itself also is warranted. 
 

Attention to the business…what does that really 
mean? Here are five continuous activities that every 

owner or leader must do in order to create and 
cultivate a solid business. 
 

MUST #1: Decide on a Niche 

I say this repeatedly. (In fact, my face is turning blue 
as I type.) A business must be clear on the goods 

and/or services that it offers. 
 

You need to be able to articulate definitively, “Here’s 

who we are. Here’s what we do. And, here’s how we 
kick butt doing it!” Diversification is fine…at the right 
time and in the right way. However, until you carve 

out a real niche for yourself -- that thing, or that 
small and related group of things, for which you are 
chiefly known -- then variety just looks like a lack of 

focus. If people aren’t sure why they should call you 
or come into your shop, chances are they won’t. 
 

MUST #2: Designate Structure 

Start with a legal structure. Should you incorporate, 
establish a partnership, or opt for another legally 

recognized status? Making the right decisions here 
can be important for ownership, licensure, tax, 
liability, and other purposes. 
 

Move to the organization. Is your work best done, or 
best done now, with you as a solo-preneur?  If the 

work requires hands beyond yours, how do you 
accomplish it at this stage in your businesses’ life -- 
with a partner, employees, contractors, 

volunteers? What about the back-office tasks of any 
operation, like bookkeeping, office management, and 
similar functions? What’s the right structure for 

carrying those out? 

 

Often, small-businesses give short shrift to decision-

making about structure-related matters. This can be 
technical and tedious, I know. Yet, these are the 
below-the-surface wheels that keep your business 

operating; so, they’re too important to ignore or 
leave to chance. 
 

MUST #3: Determine Price 

Be realistic. What is your product or time REALLY 
worth? 

 

In too many conversations with business owners, it’s 
like pulling teeth to discover how they arrived at the 
price points for what they’re selling. Honestly, did 

you see the number in a dream? Did you hear that 
somebody else is charging a certain amount and just 
chose to come in at the same level? Did you simply 

lock in the amount the client offered to pay? 

 

There’s got to be some rhyme or reason to setting 

product or service pricing. And, that activity should 
be undertaken by you. 
 

Determine what it costs you to provide the service or 
to produce the goods you’re selling. (Of course, 
consider your direct costs, like materials, personnel, 

etc. But, don’t forget those indirect and overhead 
costs, like facilities, technology, and utilities.) Figure 
out how much of a profit you’re seeking to make; it’s 

with that profit margin that you’re able to reinvest, 
expand, or even retire faster. 
 

The point is that you must determine the worth of 
what you’re selling. You’re really the only one who 
can. 
 

MUST #4: Draw Customers 

“Why are you in business?” Ask that to a roomful of 

business owners, and you’re bound to get a whole 
slew of answers. If you ask me, Peter Drucker, an 
icon in business management education, provided 

the best response by far: A business exists to attract 
and retain customers! (Was that your answer?) 

 

Yes, you may have started your business so that you 

could pursue your passion and live out your dream -- 
and I desperately encourage you to have both of 

best we can 
possibly do it, 
mostly from 

scratch.” 

~Melissa Ettinger 

  

  
“The new structure 

… is focused on 

ensuring growth in 
our core businesses 

and on being able 
to take full 

advantage of new 

growth 
opportunities.” 

~Brian Ferguson 

 

  
“[They have] been 

doing very well 

from the outset 
and…, with their 

outstanding 
customer service, 

[have] found a 

niche that hopefully 
we will see grow 

even more.” 

~Kent George 

  
  

“[W]e can't bury 
our heads in the 
sand. We have to 

do more to attract 
customers and 
keep regulars 

coming back.” 

~Dan Glickman 

 
 

“I think it's a great 
concept. It's 

something unique 

to the market and 
something that 

hasn't been done 
before. I think 

they've created a 

niche people are 
going to 

understand.” 

~Ted Manning 

  
 

“Like any small 

business owner, I 
experienced the 

pressures of 
building a company 
from the ground up 

-- developing a 
business plan, 
balancing the 

books, meeting 
payroll and building 
a customer base.” 

~Gavin Newsom 

 

“We now must 

increase our rates 
to recover our 
current cost of 

service as well as 
the cost of new 

investments made 

to serve 
customers.” 

~Morgan O'Brien 

  
  

“Our goal is to be 

the industry leader 
… and in the 

process better 

serve customers 



those on your list of reasons for launching out on 
your own. However, passion and dreams don’t get 
you very far if the phone’s not ringing or the path to 

your front door is unused. 
 

A must for any and every business is to determine 

the best way to interest potential customers, to 
engage them during their decision-making so that 
they select your product or service as right for them, 

and to follow through in a manner that leaves them 
wanting more and raving positively about you to 
others. You see, without the customer, there is no 

business. And so, figuring out the best way to draw, 
gain commitment from, serve, retain, and impress 
this essential group has to be a key factor for the 

business owner or leader. 
 

MUST #5: Define Success 

There’s an old saying, “If you don’t know where 
you’re going, any road will get you there”. How 
true! Well, it’s the same with your business. If you 

don’t know what you’re trying to accomplish, 
anything (or nothing) looks like success. 
 

In many respects, a business is just like that 1,000-
piece jigsaw puzzle. It’s hard to know how to put all 
of the pieces together without the picture on the box 

cover that offers a glimpse of the finished 
product. Similarly, it’s hard to know whether your 
business is working well if you’ve never taken the 

time to define success. 
 

Thus, it becomes a must-do for the business owner 

to draw the picture -- to craft achievable targets for 
your business to meet as you start out and also on 
an ongoing basis thereafter. What you’re doing is 

setting the stage so that you know whether (and 
which of) your efforts are successful, where minor 
adjustment or major retooling is needed, as well as if 

and when you’re ready to move on to different or 
higher goals. While your team can support this effort, 
final decisions rest with the business owner or 

leader. It’s not optional; it’s essential. 
 
 

There are things you must do as a business 
owner. The good news is that you don’t have to 
grapple with all of this on your own. Why don’t you 

let Executive Advantage help you as you start or 
continue your business ownership journey? Contact 
us today to explore how we can partner with 

you. We're here to help you build your thriving 
business or career. 
 

  
©2015 Executive Advantage, LLC. All rights reserved.  

 

and offer them 
choices in the 

market.” 

~John Patrick 

  
   

“The person who 
starts out simply 
with the idea of 

getting rich won't 
succeed[;] you 

must have a larger 
ambition. There is 

no mystery in 

business success. If 
you do each day's 
task successfully, 

and stay faithfully 
within these 

natural operations 

of commercial 
laws…, and keep 
your head clear, 

you will come out 
all right.” 

~John D. 

Rockefeller 

 

  

“Our aim isn't to 
win over customers 

by offering the 

highest incentives. 
Instead, we want 

to attract 

customers by 
offering them great 

products with 

excellent value for 
their money.” 

~Dieter Zetsche 

  
 

  

“The changes we 
are making today 

will result in a 

more streamlined, 
flexible, and 
responsive 

organizational 
structure.” 

~Jerry Zucker  
 

  

  

About Executive Advantage 
At Executive Advantage, we are committed to providing results-based business and 
management consulting, leadership development, and coaching support. We partner with 
business leaders to build healthy, well-functioning organizations, where goals are met and 
people thrive. We also partner with individuals to create professional (and personal) lives 
with clearer direction, improved results, and greater balance. 
 
To learn more about Executive Advantage, contact us online or at (301) 280-5950. 
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