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It really doesn’t matter whether the business 
mind is engaged as a sole trader, as a partner 
or even as a key-person in a blue chip 
corporation, as a decision maker in business 
the factors that determine success or failure 
are consistent. All businesses are ‘people-
businesses’ to some extent and they are all 
subject to emotions and beliefs that shape or 
decisions actions and ultimately destiny. 
 
When one considers how many new 
businesses ‘fail’ each year it is interesting to note 
that many business owners are so disenchanted with their experience that 
they revert back to the relative safety of employment with their dreams in 
tatters. 
 
Others on the other hand have a different perspective on the experience and 
an altogether more positive approach. These entrepreneurial spirits fight back 
with a vengeance and a never say die attitude. For this group of highly 
motivated individuals are more likely to acknowledge the pain of the learning, 
re-group and forge on. 
 
There are also a group of business owners that get caught up in the business 
focusing on just getting by whilst the dreams of financial security become 
clouded and the fire-fighting becomes a constant battle. The pro-activity of the 
business start up soon turns to a reactive chain of events that swamps the 
days weeks and even the early years, draining the energy and motivation of 
or would be entrepreneurs.  
It seems that for these people the business controls them and their original 
dreams are never realised. 
 
It’s all a question of perspective! 
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This paper is based upon views from the sharp end. The real business 
experiences and outlines many of the traps and pitfalls of being the decision 
maker in today’s competitive market place. Rather than the surface problems 
of commerce it focuses on the emotional and mental factors that contribute to 
many business failures and  why so many business owners decide that they 
have to settle for mediocrity rather than controlling their destiny and having 
the life of their dreams. It represents an inner perspective and highlights the 
mental blocks awaiting the mind of a new to business spirit. 
However with so many businesses in the sole trader category perhaps it 
becomes clearer as to just how massive an impact the single business mind 
has on determining success and failure. 
 
Most of these people have a key skill, an idea, an innovative product or 
service that they can deliver to an awaiting public. For most this is where the 
expertise ends and often the complications of the rest are left to chance or the 
seat of the pants, learning by experience and often costly error. 
 
The decisions that a business owner or key person makes in business can 
have dramatic consequences, both positive and negative but just how much 
do the emotions of the day effect the outcome.  
How do you manage the key drivers in your life and in your business? 
Are they left to chance or circumstance? 
 
 
Number of businesses 
 
4 million businesses in the U.K in 2003 
99% of these employ less than 50 people 
Only 6000 firms have 250+ employees 
1.2 million Businesses have no employees 
 
 
New Business Start up data 2004 
 
453,000 new mainstream business starts 
297,000 by males 
155,000 by females 

Source - Barclays  
 
UK Survival rates - Jan 2004 
 
Year 1   89.6%  
Year 2  77.1%  
Year 3  66.5%      Source - Business Link 
 
 
Over one third of businesses don not exist after year 3 – Why? 
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Often business owners decide to start their business with a dream in mind. 
There is a good chance that the original decision was based on an ideal for 
working life or an emotional outcome or benefit on how they would want their 
lives to be. 
At the outset most businesses have drive, direction, appetite and personal 
power behind the set up efforts and life is good in the honeymoon of the 
business whilst. 
When the ball is rolling and the focus returns to exactly that ‘returns’ on the 
original investment the pressure is on and the cracks in the motivational 
strategies begin to appear. 
Most leave motivation to chance and the emotions of the day which may in 
fact be driven by factors that are completely external to the business. Without 
the tools and methodology to re-focus on objectives people get ‘caught up’ in 
the day to day management and demands of the business and quickly end up 
in a job but with all of the pressures of the business owner. 
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Keeping balanced is probably the greatest challenge to any new or young 
business owner. All too often the never ending demands of fulfilling all of the 
virtual board positions, most of which they have not received any formal 
training for becomes a conduit for the build up of negative personal stress. 
There can be little argument that starting or maintaining a business is one of 
the top rated stress factors in life and all too often the symptoms of stress 
become the driver for more stress creating a vicious circle. Symptoms such 
as; lack of sleep, constant worry, focusing on negative outcomes, lack of 
energy, physiological change (particularly issues with the skin) and dietary 
change (ordinary food tasting bland) and an increased dependency on alcohol 
and drugs to relax. 
Being at the effects of stress can literally lay up a business person but hey 
who has time to recover. There is no paid sick leave in the single business 
owners world. 
Prevention is definitely better than cure! 
 
 
 
� �� � � � � �' �
�( � 
 � � � � 
 � � � � � �� � � � � � �� � 
 � � � � �� � �
�
What we focus our attention on, we give our personal energy to and it 
expands in our world, that is an undeniable fact of life. Focus on things that 
you fear and usually that’s what turns up sooner or later. Allow thoughts of 
failure in and guess what is round the corner to some degree or another. 
In the worlds of the sports professional focusing on success is all important. 



Take the pro-golfer for example. One of the hardest lessons for them to 
master is to focus on where they want the ball to go but all too often they 
process exactly the opposite; ‘I don’t want to go in the sand!’ self perpetuating 
exactly that outcome. Can you remember focusing on things that you don’t 
want and finding that you just couldn’t shake them off. Most business people 
can immediately resonate with this concept – breaking that habit, of course is 
an altogether more difficult proposition. 
Learning new ways to think, not just about business but life is a must. 
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Not being able to control the driving forces in your life is the route to self 
sabotage. It’s hard to imagine when you start of in business that you would 
allow anything to damage your prospects of total success. It’s a fact that when 
people look back on the pivotal and defining moments in a self employed 
career which didn’t quite make it, they can attribute that some or and in many 
cases all of the issue was with them. Even if at first it seemed that 
circumstance had conspired against them, when you ‘unpack’ the whole deal 
it is a personal issue. Many people have held decision making positions in 
employment and questioned the personal motivation of another individual 
within the organisation. But isn’t it true that if you work for yourself you should 
never need to question your commitment? Why then do so many businesses 
fail or not self actualise? The equation boils down to Results v Excuses. It’s 
one or the other and the sooner people realise this the quicker they fulfil their 
potential and that of their businesses. Without some mechanism to stay on 
top of the game the business is open to self-sabotage! 
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I guess every business is a sales business to some extent. It has been said 
that sales is a confidence game. A mind game if you will just like most sports. 
When the business person is confident they feel on top of their game and they 
not only sell well, they even buy well, creating more value from suppliers as 
well as customers.  
So when things are off plan or the pressure is mounting, one of the first things 
to creep in a self-doubt. An inner questioning of ability, competence and 
sometimes even drive, begin to turn over in the mind of the would be 
entrepenaur clouding issues and creating confusion. At times like these the 
perception of those around the business is infected with the same doubt. This 
could mean a bank manager, suppliers or worst still customers. Every 
business person will experience feelings of self doubt from time to time and 
running a business can be a lonely place at times. Some will have a business 
coach or even a close friend or loved one who will offer a different 
perspective, create groundedness and direction through questioning. There 
are of course mental conditioning processes that will allow that person to stay 



positive and confident and create a positive influencing energy around the 
business.   
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Procrastination, depending on its scale can literally bring a business to its 
knees.  
Of course this is an indiviudal’s issue but it is clear that on  occasion the most 
important and urgent tasks are abandoned for the easy and unimportant. An 
example would be cleaning up around the office instead of picking the phone 
up and making those sales calls. Usually the individual will have a dislike for a 
particular task of may have had a bad experience in the past with it. If its 
enough to put it off there is every chance it will never get done. Procrastiation 
is normally an issue with motivation of focus both of which are avoidable.  
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Belief is the life blood of any business or organisation regardless of size or 
structure. For the large organisation the belief is created through leadership 
and vision. For the small business the belief is very personal. Because all 
businesses have so many facets, the individual’s beliefs will effect almost 
every part of it.  
If for example someone believes they are ‘not a natural sales person’ until 
they have enough evidence i.e. they have made enough sales, they have 
developed an acceptable sales ratio, I can handle most sales situations, then 
that belief will remain unshakable. 
Personal beliefs are created at a certain time in one’s life where enough 
evidence has been gathered or experienced such that things are this way or 
that way. These beliefs can be resourceful or unresourceful. Any belief that 
holds a person back in business or in life is a ‘limiting belief’ it is the reason 
many do not enter into business in the first place. Beliefs are often arranged 
around values and it is important for individuals to recognise their business 
values and any limiting beliefs that they hold from the past. Dispelling a 
limiting belief is a reasonably straight forward mental process but this is 
relatively unknown in the business world. 
Just imagine how much easier life would be with a new set of beliefs to 
empower you and your business? 
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Another factor that will constrain a business and indeed the individuals within 
it are excessive negative emotions. In business it appears that fear is the 
most prevalent emotion that stifles progress and again is a reason many 
people do not enter into a business of their own. Also anger and guilt play 



their part in creating a negative outlook and sometimes even pessimism. 
Today’s business world gives no quarter to negativity or pessimism.  
Most people think that fear for example protects them from making the same 
mistake twice. Fear does not serve the modern business owner. What it 
actually does is stifle creativity and pro-activity. Negative emotions from the 
past can be released and any experiential learning to be retained, allowing a 
new positive and creative energy to drive a business to new heights. 
An inability to manage one’s emotional state can ultimately lead to disaster. 
It is a fact that all business people are in business for some kind of emotional 
pay off. Now it may be that they wanted more money, more freedom to chose 
their own direction or any number of other benefits bit isn’t it true that they 
must have wanted to feel better about life – to gain more pleasure or less pain 
as a result of going into business in the first place. The moment that one is at 
effect of too much pain and not enough pleasure, unless they effectively 
manage that situation they are heading for the rocks and then have to count 
the cost of not managing state. 
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There is a great metaphor within a fantastic book by Napolean Hill entitled 
Think and Grow Rich which defines exactly the difference between success 
and failure. If you think about it logically when does one fail? For example you 
can only fail an exam when you decide to no longer attempt the retakes. Up 
until that point you only have feedback that you have not yet learned enough 
or recalled enough information to be accredited with a pass! Too many focus 
on a poor set of results as a failure year although they could if they decided 
to, create the association in their mind that the year has been a learning 
experience and that those lessons learned are highly valuable. Each 
experience brings its own rewards if people will allow themselves that leeway.  
The best franchised business are created from learned processes not only the 
best way to do things but often times these processes themselves have come 
from previous ‘failings’ or learnings as I prefer to call them. Focusing on failure 
as I have already suggested, lends energy to failure and eventually promotes 
it into reality.  
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All too often a business plan exists for the benefit of a lender or as a 
convincer to start a business, only to be abandoned as the fire-fighting begins. 
For many businesses a bright start fades as the original plans gather dust in 
the bottom drawer. Of course all businesses need vision and a map to guide 
the way. The route invariably changes as the road blocks appear or as new 
insights are gained but the real progress is forged by taking action. Breaking 
down goals to quarterly, weekly and daily actions are essential but often 
businesses become totally reactive to their environment and circumstance. In 



failing to focus on the progressive actions required to achieve interim goals 
the long term objective is lost. 
Simple focusing methods and proactive task management are essential 
ingredients in the growth of any small business. If the decision makers of the 
business create these resourceful habits success could be just around the 
corner. 
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This paper has focused on some of the fundamental issues for the modern 
day business mind. Upon reflection it all looks pretty daunting but the fact is 
that with the right coaching the mind can serve a business and its owner 
outstandingly well and when tuned in to positive and creative patterns of 
thinking can deliver success beyond one’s dreams. 
When limiting beliefs, self doubt and negativity make way for confidence pro-
activity and self belief the effects are truly astounding. A Business 
Breakthrough session is designed to eliminate all of the pitfalls that plague so 
many of today’s business decision makers and allow a life of fulfilment and 
excitement. Here’s what one successful client said; 
 
Having worked for the same company all of my working life, I started to feel 
very trapped, as I was no longer enjoying the environment that I was working 
in, but with a mortgage and two young children, and having built up lots of 
benefits, and a decent income, I did not know what to do. 
 
I had always wanted to be my own boss, and I never needed supervising at 
work, so I knew that I had the discipline, but did not have the confidence, 
and I thought that there was no way I could take the risk of  changing jobs, let 
alone start my own business.   
 
I used to speak to people at work all of the time-people who were in a comfort 
zone, but not happy with what they were doing, but like me, feared "what if the 
grass wasn't greener?"  and we all used to convince ourselves that it wasn't, 
just to justify not to do anything about it. 
 
Then I had the opportunity of speaking to Phil, and after just one session, 
there was no stopping me! 
 
From going from a negative, let's think of every excuse why I can't set up my 
own business, to "what do I need to do"?-and overcoming every obstacle in a 
positive manner. Instead of thinking what could go wrong, I started to think of 
all of the things that I could achieve in life, both on a business and personal 
level. 
I started to look at some of the management that I had worked under and 
thought, I've got more talent in my left ******** than they have. My self-esteem, 
confidence and enthusiasm increased ten fold. All of a sudden I was waking 



up in the middle of the night excited (not, that excited, well not always!), with 
new ideas, and would get up to scribble them down. 
 
I seem to have more energy, not just for work, but for things like DIY, 
something else that I had always avoided, because I did not feel that I could 
do it. 
Now I am a year down the line, with absolutely no regrets, I have far more 
confidence, and control over what I do and when I do it. I still work very hard, 
but it's for me, and not some large company who I was flogging my back side 
for. 
 I am reaping the rewards, and seeing more of my family, (too much 
sometimes!), and if I have a bad day (which are far less than I used to), I still 
think of the positives, and no longer the negatives- and that's the way I wish to 
spend the rest of my life. 
 
DM Banstead 
 
 
 
 

� � 
 �� � 
 � ��� � � 
 � � � �� � �� � �� � � �� � � � �� 
 � � � � � 
 � � � � �� � � � �� � � �
� 
 �� � � �� � � � �$ � � � � �� � �� � � � � � �%�� �� �� � � � � � � � � �3 � � �� �� � �� � ��

�
�

3 3 3 4�� � � � � 
� � 
 � � 
 � � � 4� � 4� � �
 
 
 
 
 
 
! � � � � �� � � �� � � � � 
 �
�
 

 
Phil Wells has a decade of experience in personal 
development sales management and coaching, 
achieving outstanding results for individuals and 
groups alike. A background in commercial banking, 
finance and sales he now specializes in high 
performance coaching for personal and business 
development. An outstanding communicator, Phil is a 
fully qualified and regulated Master Practitioner of 
Neuro Linguistic Programming, Time Line Therapy™ 
and is a Clinical Hypnotherapist.  

 
 
 
 
 


