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PREFACE 

 
 

Once upon a time, there were two cowpokes named Sam and Jesse. 
 
These two business owners are smart cookies. They both believe that they can create and run a business that 
supports their family financially while giving them the freedom they long for. 
 
But when it comes to talking about money and the numbers, they start shaking in their boots. 
Sound familiar? 
 

Meet Sam 
Sam is about to become The Pizza Gal. 
 
You see, Sam works for a big company and she’s just been offered a promotion. But it’s halfway across the 
country, where her kids don’t know anyone and her partner would have to leave a job he loves. Plus the cost of 
living is twice as high. And don’t even get her started with what it would cost to buy a house out there. 
 
So Sam’s decided that now is the right time to start her very own pizza shop. After years of listening to her 
bosses and doing what she was told, Sam Is looking forward to being the one in charge. 
 
She’s excited. But she’s also a little scared (not that she’d tell anyone), because her family is counting on her 
to make this restaurant a success. As in a financial success – you know, like actually making money. 
 
After all, her kids still need college funds. And since she doesn’t plan to work as The Pizza Gal until she’s 80 
years old, she wants to be ready for retirement while she’s still young enough to enjoy it. 
 
But Sam’s a little confused about what starting her dream business means in dollars and cents. 
 
How much cash will she need right away, and how long will it be before she starts to make any money? Is 
there any chance that someone will give Sam the money she needs, or should she take it out of the family’s 
savings? 
And most importantly, how can she make sure that she doesn’t get in over her head? Sam knows that she 
doesn’t know enough about the “finance game,” but numbers have never been her strong suit. And besides, 
those Suits are always stacking the deck in their own favor, right? 
 
Sam’s wondering if there’s a way to make her dream come true without selling her soul or mortgaging her 
family’s future. 
 

This is Jesse 
 
Jesse’s has been in business for himself for a few years now. He started his business as a way to work from 
home while his kids were small, and it worked great - for a while. He got a few clients quickly, and loved 
helping them. 
 



But while Jesse’s able to help pay the family bills from the business, he feels like he’s working way too hard to 
make too little money. He’s starting to wonder if he should stop working for himself and go back to get a “real” 
job. 
 
Because he got busy doing the actual work for his clients, and sort of “forgot” to look for new ones. Now, he’s 
living in fear that one of his clients leaves. 
 
Jesse hasn’t raised his rates or charged extra for the little projects clients bring him in addition to the work he 
agreed to do. So he’s working more hours for the same money, with no end in sight. 
 
Not only is he lacking time, Jesse’s also lacking help – because money’s tight. He knows that he could 
outsource some of the simple stuff he does for clients, but there’s not enough cash to be able to pay someone 
before his clients pay him. 
 
Since Jesse offers accounting and tax services to small business owners, you’d think that the numbers and the 
money stuff wouldn’t scare him. 
 
But that’s where you’d be wrong. Because when it comes to finding the money and the method to grow his 
business, Jesse is just as freaked out as the rest of us. 
 

So what does this have to do with me? 
 
Although they seem very different, Sam and Jesse have at least one thing in common: 
They both hate finance. 
 
They think that all of those finance people, who we’ll call the Suits, are arrogant and obnoxious, and are 
actually minions from below sent to steal their souls. 
 
Sound familiar? 
 
If you are getting a mental image of the banker from Despicable Me1, you’re just like Sam and Jesse – one of 
the people I wrote this book for. 
 
You waste a lot of time worrying about where the money will come from and what you’ll have to do to get there. 
Like a teenager looking for a date to the prom. Expecting to get a “no” before you ever work up the courage to 
ask. Because you don’t understand what you’re worth. 
 
You do a lot more damage to yourself than anyone else ever could, because by the time you work up the 
courage to ask, you’re so worn out that it’s hard for anyone to understand what you’re asking for. 
 
I wrote this book to help you, as a business owner, understand what your funding options are. In plain 
language, and in a way that helps you take the stress of the unknown out of getting money. 
 
Because there’s more than one way to sell your soul – but they’re all bad news. 
 
There’s the traditional, “Devil Went Down to Georgia” way. Many business owners think that signing any 
agreement with a Suit on the other side constitutes “selling your soul.” 
 
So this book will give you the information you need to make sure that if and when you partner with a Suit, you 
won’t be selling your soul that way. 



 
But, there’s another, more insidious way to sell your soul. Becoming a slave to the process of “I gotta find 
some money now” will suck you dry as quickly as having the wrong partner. And you won’t even have the 
money to show for it. 
 
This second soul-selling is by far the most dangerous. 
 
Because it’s easy to get lost in the busyness of looking for funding and neglect your business. Forget why you 
started your business in the first place. Get completely side-tracked, spending time and energy on a process 
that has very little probability of bringing you the money you need to thrive. 
 
Instead of wasting that time and energy, this book will teach you about the options you’ve got for funding your 
business. It will help you understand what you’ve got that can make investors want you, and how to grow that 
value so that you’re in control of the funding process. 
 
Plus it will show you how to make a decision that fits you, instead of taking the first money that comes along 
because you’re scared. 
 
You’ll be calm, confident and ready to look for the funding you need – by transforming your business into a 
great investment instead of wasting precious resources on the Great Investor Hunt. 
 

Why should you trust me? 
 
First and foremost, because I want to see you succeed, and I’ve got the experience to give you the information 
you need about funding, as well as some tools that will help you figure out what’s right for you. 
 
Where does that experience come from? Partially from my status as a recovering investment banker. Yep, I 
used to be a Suit. I worked with firms like Goldman Sachs and CSFB on transactions with plenty of zeros, and 
had the frequent flyer miles (and bags under my eyes) to prove it. 
 
But I also worked in a high-tech startup funded by venture capitalists (aka VCs) and some folks who invested 
their own money into the company (we call them angel investors). I worked on everything from securing 
additional funding, to getting ISO quality certifications so we could survive in the highly competitive automotive 
market, to managing the sales process when we were purchased by a publicly traded firm. 
 
I’ve worked (and continue to work) with a host of consulting clients who needed help at all points along their 
business adventure – including my parents, who wanted to sell their local printing company so that they could 
retire comfortably after more than 25 years of hard work. 
 
In each business that I’ve been honored to work with, there’ve been triumphs and disappointments. 
But one issue I’ve faced time and again was getting owners to look at their businesses as an investment – 
often for someone else, but also for themselves. 
 
This is where business owners’ lack of knowledge about (and interest in) finance really creates problems. 
Every owner I’ve worked with has been smart, dedicated and hard-working. But they didn’t completely 
understand the fundamentals of the money game, so they were trying to get educated at the same time they 
needed peak performance. That’s like Usain Bolt deciding to run the marathon in the Olympic trials. With a lot 
of luck, it might work, but it’s not very likely. Sort of like snowballs surviving on that Hawaiian beach you’ve 
been dreaming about. 
 



I decided to put my investing, operations and consulting experience to use educating business owners, 
because I know that it’s easy to get overwhelmed when it comes to funding. 
 
I’ll share what I know with you, and point you in the right direction to get more information. I’ll encourage you 
along the way and give you a nudge when you feel paralyzed. 
 
Think of me as your ace in the hole when it comes to the funding game. 
 

There’s always a “but” in there somewhere… 
 
While I firmly believe that every owner can build a business that helps them achieve their financial and lifestyle 
goals, that won’t happen all on its own. 
 
This book doesn’t contain a magic formula or some “never before seen” secret that will transform your 
business into a money magnet. 
 
It’s doesn’t have a list of Suits who’ll give you money, no questions asked. 
 
It won’t analyze your customers and products, develop your vision, use your resources wisely or build and 
motivate a team. 
 
It won’t decide what your time is worth, or where you should spend it. 
 
There is no five-step system in this book that will guarantee you success. 
 
Bottom line? 
 
This book won’t do the work for you. 
 

What this book will do for you 
 
It will give you information about your funding options in language you can understand and use. 
You’ll learn how to recognize your worth, and how to manage your business to build value that others (even 
the Suits) will recognize. 
 
This book will teach you how the Suits make their money – by making good investments - and what it means to 
be a good investment. 
 
And, you’ll develop the tools you need for choosing the funding that’s right for you. 
 
Most importantly, it will give you steps that you can take today to make the most out of the money you have, 
instead of staying in a holding pattern waiting for Prince Charming to arrive with a bag of cash. 
 
If you’re ready to get past your fears and educate yourself, so that you can take control of the funding process, 
you’re in the right place. 

How to use this book 

If you’re tenacious enough to start your own business, you can learn about finance. You just need to realize 
that it may take some time for it to start making sense. 



 
Some of the concepts in this book are complicated. Not understanding a concept the first time around doesn’t 
mean there’s something wrong with you – it just means that the concept is complicated! 
 
The book is designed to be read a section at the time. There are five sections in all, each with a brief 
introduction and an outline style summary at the end. 
 
You’ll have a few things to think about or prepare at the end of each section, which you can find in the section 
called “Your Mission.” You should do these exercises / activities before you continue on to the next section. 
This isn’t because I always wanted to be the one giving out homework, it’s because the concepts in this book 
build on one another. So if you don’t understand the first one, it will be hard to follow what happens after. 
 
To help that process along, we’ll see how these concepts affect Sam and Jesse. At the end of each section, 
you’ll hear what each of them thinks and how they apply what they’ve learned to the decisions they each need 
to make. 
 
Through Sam and Jesse’s stories, you’ll get a good look at what you need to think about, and see how you can 
use the tools in this book to decide what type of funding is right for you. 
 
Because at the end of the day, you are the only one who can decide what you want from your business, and 
what you’re willing to do to get there. 
 
 
 
 
1If you’re not getting the mental image, here’s the physical one: 
https://www.youtube.com/watch?v=SY94qvnJDdQ 

 
  



 

INTRODUCTION 

 
 

Funding your business is like a country and western song 
 
I’m a music lover. I love all kinds, from classical to 20’s jazz to my adored 80’s stuff, and even some of today’s 
pop music. 
 
Until this book, I hadn’t really thought that my love of music would be useful – unless they brought back Name 
That Tune with much bigger prize money, of course. 
 
But as I wondered about how to help business owners understand the process of funding, one classic country-
western anthem kept sticking in my head. 
 
“The Gambler” written by Don Schlitz, and most famously recorded by Kenny Rogers and released in 1978. 
Whether you’re a fan of country music or not, you’ve probably heard this song. It was so popular that it even 
became a TV show. 
 
If by some rare chance you missed it, Kenny Rogers has graciously done a new rendition of it in a GEICO 
commercial. 
 
So what does this have to do with funding your business? 
 
If you’re reading this book, it’s because you’re a gambler. 
 
You’ve either already started your own business, or you’re considering it, which means that you’ve got moxie. 
Chutzpah. Mettle. Cojones. Whatever you want to call it. 
 
And you’re not alone. 
 
There are about 29 million small businesses in the US, of which roughly 23 million are solopreneurs. 
According to Karen Mills (former head of the SBA): 
[t] he remaining 5.7 million small firms have employees, and can be divided up into Main Street mom and pop 
businesses, small and medium-sized suppliers to larger corporations, and high growth startups.2 
 
Small businesses employ about 130 million people3, which is around 90% of the workforce in the United 
States. 
Being a small business owner is something to be proud of, because you’re not only contributing to your own 
dreams, but you’re part of an economic force to be reckoned with. 
 
You’re a gambler, but how good are you? 
 
Keeping a small business alive can be tricky. 
 
Your business can be as hungry for cash as a bunch of cowhands after a long day on the dusty trail. 
Surveys and studies of small businesses4 show that owners invest anywhere from $10,000 to $80,000 into 
their business in the first year of ownership. 



 
A lot of that money comes from their own pockets, but many business owners stress about where the rest of 
the money will come from once their savings run out. 
 
The mere idea of getting money from a Suit stresses owners out. Because you don’t understand anything 
about the Suits or how they make their money. Most of the time, it feels like the Suits speak a different 
language. Facing that, who would want to ask them for money? It’s easy to get discouraged and either give up 
or sign on with the first person who makes them an offer. 
 
What’s the truth? 
 
Funding your business is like playing a high stakes poker game. You’ll need math as well as intuition, mixed 
with a ton of confidence and the ability to keep your cool. 
 
This isn’t a set of skills that you’re born with, and many think that math and intuition are mutually exclusive. 
Calm confidence under pressure isn’t all that easy to come by either. 
 
On top of that, you may see the other players in the funding game as card sharks, out to take you for all your 
worth. Which doesn’t contribute much to your calm or your confidence. 
 
In such a high pressure situation, you’ve got to understand the stakes, not only for yourself, but for everyone 
who’s at the table. 
 
As the Gambler said in that famous song: 
”If you're gonna play the game, boy / You gotta learn to play it right.” 
 
But what do you need to do to play the funding game right? It’s actually very simple: 
Transform your business into a great investment. 
 
Once you’ve got something exciting to invest in, and you learn enough Suit jargon to help them understand it, 
too, finding money becomes more like a game of poker rather than a life or death event. 
 
There are plenty of ways to fund your business that don’t involve selling your soul. But no one will track you 
down in the street to give you money for your business, so you have to learn about the methods that work, and 
then use them. 
 
While it is simple, it’s definitely NOT easy. 
 
How to be a good investment 
 
Funding your business is something that you have to be comfortable with, because you’re the owner. 
And you need a strategy for reading those other players, so that you can get inside their heads, instead of 
selling them your soul. 
 
Like holding or folding in that high-stakes poker game, you have to make a funding decision based on the 
information you’ve got at that time, and what you believe is best for you. 
 
You’ve got to make the most of the hand you’re dealt. 
 
And that’s why you’re here 



 
This book will show you a new way of looking at your company, so that you know what you’re worth before you 
ever get in front of a Suit. 
 
Because it’s impossible to convince someone else of something if you’re not convinced yourself. 
We’ll talk about the importance of using numbers to manage your business – not just when you’re looking for 
funding, but all the time. 
 
Because knowing your worth means being able to measure it, in dollars and cents. And explaining it in a way 
that makes sense to real human beings as well as a Suit. 
 
Then we’ll talk about the big picture of funding your business so you can decide which type of financing is best 
for you right now and what you’re open to in the future. 
 
We’ll explore the different types of funding, and what they cost, in terms you can understand. 
 
I’ll make it easy for you to understand what investors are looking for. To get inside their heads and see what 
they are worrying about when they talk to you. 
 
Spoiler alert: it’s probably nothing personal! 
 
This book will give you the education and tools you need to get your business funded. 
 
It may be a little painful. You’ll have to ask yourself some tough questions and make hard choices. There will 
even be some math involved. 
 
But I promise that when you get through this book, you’ll not only have a great idea of what types of funding 
you do and don’t want, you’ll have a whole new perspective about what your business is worth and how to get 
paid for it. 
 
So that you can build a business that gives you enough money to live the way you want and enough time to 
enjoy that life. 
 
Ready to learn how to play the game right? 
 
 
 
2 Mills, Karen Gordon and McCarthy, Braden. “The State of Small Business Lending: Credit Access during the 
Recovery and How Technology May Change the Game” Harvard Business School Working Paper 15-004, July 
22, 2014, pg. 3. 
3 Data Source: U.S. Census Bureau, 2012 Economic Census, 2012 Economic Census of Island Areas, and 
2012 Non-employer Statistics. 
4 $10k Intuit survey, $80k Kauffman foundation   
 




