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Thoughts On Entrepreneurship 
By Al Spinks, a Silver Fox Advisor 

ntrepreneurship is not for the faint of heart. The good news is that “the buck” begins and 
ends with you. And, the bad news is that “the buck” begins and ends with you. Therefore, in 

order to be successful, you must have a clear plan that, at a minimum, answers the following 
four questions: 

1. What is my product or service? 
2. Who are my customers? 
3. When will things get done? 
4. When are bills due and when do I get paid? 

Now, let’s start with: “What is your product or service?” 
Your product or service should provide a solution to the 
pressures and pain points of your client. It should also 
discuss any advantages that your product has over the 
competition as well. 

For instance, when I started my personal computer service and repair business in the early 
1980s our advantage was that we would troubleshoot and repair our clients’ personal computers 
on site, at their location. Their only other alternative, at that time, was to box up their computer 
and take it to the manufacturer’s computer repair center. They would have to leave it normally 
for 7 days, at a minimum. This required that they make two trips to the repair center and still did 
not guarantee that the problem was resolved. Can you see how much time we saved our 
clients? 

Once you have a clear understanding of your product or service it’s time to figure out: “Who is 
your customer and why should they buy from you?” There are a number of ways you can 
go about this. First, ask yourself what pressures and pain points do your prospective clients 
have in common. Secondly, determine the size or the number of employees of your prospective 
client. In my case of providing computer service and repair, I targeted companies with less than 
100 employees and went to the local chambers of commerce to identify and obtain lists of 
similar businesses in my geographic area. The technology of today, especially the Internet, has 
made obtaining this information much easier. 

The next step is to determine: “When will things get done?” This is of utmost importance 
because if we fail to create a timeline and identify the resources necessary to accomplish our 
goals, then we are planning to fail. Be sure to take into account every aspect of your life (this 
includes family, spiritual, social, etc.). I have found that in order to be successful we must have 
a balanced life. I teach my clients to establish this balance by going through a process, which 
helps them to develop an individual personal purpose. We then create a vision and an action 
plan that helps them to accomplish their vision and fulfill their purpose. 

Finally, it’s time to talk about finances. “When are bills due and when do you get paid?” I’m 
sure that you all know the majority of all businesses fail for lack of finances. The key here is to 
have a budget and go over this budget on a regular basis to determine whether you have a 
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positive or negative cash flow. It doesn’t make any difference if revenue is flowing in hand over 
fist, if your expenses are greater than your revenue. You have to get into a habit of managing 
your business “by the numbers.” However, do not allow your lack of revenues to define you. 
It’s the quality of your product or service that will define you. Look for ways to provide a superior 
product or service and your clients will beat a path to your door with cash in hand.  

I hope this article has been helpful and “Until next time here’s hoping that you live today and 
every day passionately and with purpose.” Thank you and God bless! 
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