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Introduction: You, a Successful Entrepreneur? 
 
Have you ever looked at the successful business owners and entrepreneurs and 
wondered, “What do they have that I don’t have?” 
 
Let me clue you in… 
 
Contrary to popular belief, that special something isn’t a trust fund or other financial 
windfall. There are plenty of people who went from dead broke to very wealthy by 
building their own businesses (sometimes on a shoestring budget). 
 
That special something also isn’t a contact list full of helpful people. Most business 
owners eventually get help from others in their niche, but they didn’t arrive on the 
scene with a list of joint venture partners. 
 
So what is it that separates the successful business owners from those who’re still 
sitting in their cubicles and dreaming? 
 
It’s this: mindset. 
 
Here we’re not talking about one factor. Rather, we’re talking about a set of 
characteristics that successful people possess. 
 
Do you possess these characteristics too? Do you have the right mindset? 
 
That’s exactly what you’re about to find out inside this report, where you’ll discover ten 
of the most critical traits and characters you’ll want to develop if you’re looking to 
succeed in business.  
 
When you finish reading the 10 traits, be sure to check out the resources guide after 
the conclusion. I put information about the top seven tools I use virtually day in and 
day out which make my entrepreneurial life easier.    
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Trait 1: Entrepreneurs Take Risks 
 
There is no guarantee in business. You’ve probably heard the stats of how somewhere 
around 95% of businesses fail in the first five years. Perhaps you even remember the 
Dot Com boom and bust around the turn of the century, where plenty of tech 
businesses folded and went under. 
 
Sometimes even a “sure thing” can go off the rails. For example, when was the last 
time you logged into your MySpace.com account? Do you even have a MySpace 
account? 
 
Or when was the last time you used the Alta Vista search engine? (Hint: Alta Vista 
redirects to Yahoo! now, but you probably haven’t used that search engine all that 
much either.) 
 
The point is, businesses like MySpace used to be huge. No one thought they’d 
disappear. But a competitor came along and pretty much wiped out the majority of 
their market share. It happens. 
 
So here’s the question: would you be able to start a business, even though doing so is a 
risk? It could mean spending months or years of your life working on something that 
doesn’t pan out. You could invest a lot of money that you may never get back. 
 
Would you take the chance anyway? 
 
Successful entrepreneurs do to these sorts of chances. They’re risk takers.  
 
However, here’s the key… 
 
They’re not taking silly risks, like putting one’s life savings on a spin of the roulette 
wheel in Vegas. Instead, smart entrepreneurs take calculated risks. That means they do 
research and collect as much information as possible before they make major decisions. 
 
For example, it’s always a risk to invest the time and money to create a new product in 
your niche. It might be a raging success and become your #1 bestseller. Or it could flop 
so badly that you kick yourself for wasting so much time.  
 
However, you can mitigate the risk by doing your market research first. That way, you 
know if people are already buying similar products. If they are, then you can create the 
product. If the product flops, it may just be a question of tweaking the sales letter, the 
unique selling position or even the sales process. 
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Is it still a risk? You bet. But now it’s a calculated risk, meaning you have a better 
chance of success.  Nonetheless, if taking on that sort of calculated risk gives you heart 
palpitations, you might reconsider whether this whole self-employed thing is for you. 
 
Next up… 
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Trait 2: Entrepreneurs Push Through Fear 
 
Sometimes outsiders look at successful entrepreneurs and think that these people 
simply have no fear. 
 
But that’s not quite true… 
 
Instead, successful people feel the fear, but they do it anyway. 
 
Now the thing about fear is that it can come in many forms. You may have the fear of 
failure, as no one likes to see their dreams go up in smoke. You may have the fear of 
success, because you’re worried about how your life might change. Indeed, you could 
simply have the fear of change, because the familiar will always feel safer than the 
unknown. 
 
Fear sneaks up in disguise, too. It’s not as if you’re working and suddenly you’re struck 
by a panic attack as fear’s icy fingers take hold. That rarely happens. Instead, it’s much 
more subtle. Take a look at these disguises and see if you recognize any of them: 
 
Procrastination. Ever notice how an entire day can go by without you getting 
anything done? It’s so easy to get distracted and browse Facebook, watch videos on 
YouTube, or even go offline and waste time. That’s procrastination, and it’s usually just 
fear in disguise. 
 
Perfectionism. No here’s a clever disguise, because society generally approves of 
people who do a good job. So we tell ourselves we don’t want to launch or release 
something until it’s perfect. 
 
But here’s the thing: it will NEVER be perfect. A sentence can always be tweaked, we 
can always polish a graphic, we can change a color. 
 
Smart entrepreneurs know that the key is to put out GOOD work, but realize it won’t be 
perfect. Smart entrepreneurs then tweak it as they go along. 
 
Want to see a real-life example? Just look at any company that puts out software, such 
as Apple, Microsoft or even the organization WordPress. These companies constantly 
send out updates and patches, simply because the software isn’t perfect. And that’s 
okay. Those products would never be released if the creators waited until they were 
perfect. 
 
If you think your work needs to be absolutely perfect, then consider that maybe it’s just 
your fear talking. You can talk back and tamp that fear down. 
 



Copyright © 2016 – ProudOak – All Rights Reserved   P a g e  | 6 

Busy-work. This is where you seem really busy every day, but you never do the 
important stuff. You never take that last step towards launching a business, releasing a 
product or advertising a service. You’re incredibly busy and you sure feel productive at 
the end of the day, but you’re not making headway. This could just be your fear 
keeping you from seeing if your dream will sink or swim. 
 
Negative thoughts. This is pretty self-explanatory. This is that little voice in your 
head second-guessing everything you do. It’s telling you that your plans won’t work and 
that you’re not good enough to carry them out anyway even if they were good plans. 
That’s just your fear talking. 
 
So what should you do when you recognize fear sneaking up on you? Acknowledge it. 
Feel it. Think it through. Analyze the cause of it. Then take some very specific action 
towards your goal. 
 
You see, fear is a bit like a cockroach: when you shine a light on it, it tends to scurry 
away. When you move towards it (e.g., taking a step towards your goal), it runs away 
even faster. 
 
So feel the fear and follow your dreams anyway. The more focused steps you take, the 
faster your fear will dissipate. 
 
Next up… 
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Trait 3: Entrepreneurs Are Self-Motivated 
 
When you’re an employee, you always have someone telling you exactly what to do. 
And if you don’t do it right away, then you’ll have someone breathing down your neck 
and pressuring you to stay on task. 
 
That doesn’t happen when you’re self-employed. There is no one telling you what to do. 
There is no one forcing you to get something done. There is no pressure. 
 
For a lot of people, that sounds like a total dream. And yet those who’re stuck in the 
employee mindset often find it to be a pitfall. Some people just need that sort of 
structure, and they don’t feel motivated to do anything if someone isn’t telling them 
what to do. 
 
Look at your own life and think about what you’ve accomplished. This could be learning 
a new skill, doing some sort of craft, building something, fixing something, or even 
sticking with a healthy diet and exercise program. 
 
Question is, are you self-motivated? Do you have the ability to work on a project until 
it’s done, even if there is no extraneous motivation or pressure to finish it? 
 
If not, don’t worry. This self-motivation is something you can develop, even if you do 
need to get some help from friends. Here are three tips to help you get motivated and 
stay motivated: 
 

 Create a contract. Sometimes people just need structure in order to feel 
motivated. If that sounds like you, then create a contract with yourself 
that outlines all of your goals (along with specific deadlines). Then sign 
this contract to make it official. You may even want to get a friend to 
witness it and sign it, which will make you feel even more accountable. 
 

 Use rewards. If you’re the type to get motivated with rewards, then set up 
a reward schedule based on your deadlines. If you achieve a goal and 
meet a deadline, reward yourself. (Eventually as your business grows, you 
won’t need outside rewards because the incoming cash will be rewarding 
enough.) 

 

 Get an accountability partner. If you find that others help you stay on 
task, then find yourself a trusted friend to motivate you and hold you 
accountable. This friend can talk to you at the end of every week to find 
out if you finished your to-do list for the week, as well as ask you what 
you’ll be doing next week. This is very motivating, because if you don’t do 
what you said you were going to do, you’ll feel really embarrassed telling 
your friend. 
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So, the bottom line is that if you don’t have a lot of built-in motivation, you can use the 
above tips and tricks to keep you moving forward. 
 
Now the next trait… 
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Trait 4: Entrepreneurs Believe in Themselves 
 
If you’ve started sharing your business plans and ideas with friends, family and 
colleagues, then you already know that not everyone is thrilled by your ideas. Plenty of 
people are going to doubt your abilities, doubt your plans, and trot out a whole lot of 
nay-saying every chance they get. 
 
It’s not just you. It’s not just your plans. Every entrepreneur through history has likely 
dealt with something similar. 
 
Spend a little time reading the autobiographies and biographies of successful others, 
and you’ll find out that they were ridiculed, told their ideas wouldn’t work, and not 
given any support. But the world’s most successful people believed in their ideas and 
went ahead with them anyway, even though others laughed at them. 
 
Did you know Walt Disney’s brother laughed at him, and his wife didn’t think people 
would watch his films? It’s true. But he had belief in himself, so he went on to build one 
of the biggest entertainment empires in the world. 
 
Or take just about any successful author. You can bet they received more than a few 
rejection slips. One good example is J.K. Rowling of “Harry Potter” fame. She had 
people pass on her story because they didn’t think the story was very good. But 
Rowling believed in herself, kept contacting publishers, and now she has more money 
than the Queen of England. 
 
Point is, you need to learn to let other peoples’ negative opinions roll off of you like 
water off a duck’s back. These people aren’t paying your bills, they’re not living your 
life, and they have nothing to do with your business. 
 
If you have persistent problems with people who are saying negative things about you 
and your business ideas, then the best thing you can do is spend less time with this 
person. If that’s not possible, then stop talking about your business ideas. If they ask 
questions, simply change the subject and talk about something that interests them 
instead.  
 
This simple step will help you avoid a lot of toxicity, which will make it easier for you to 
develop your belief and confidence in yourself and your ideas. 
 
Next up… 
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Trait 5: Entrepreneurs Want to Help Others 
 
You’re probably looking at this whole entrepreneurial gig as a way to help yourself. I 
mean that’s obvious. You want financial freedom, you want to be your own boss, you 
want to set your own hours, you want to do what makes you happy. 
 
But let me ask you something: does part of your motivation rest with helping others? 
 
You see, most successful entrepreneurs share the trait that they really do enjoy helping 
people. They love the feeling they get when they know they’ve done something 
meaningful or made a difference in someone’s life. 
 
Money is good, of course. But getting a “thank you” email, a good review or an 
unsolicited testimonial can just make your whole day. 
 
Can you relate to any of this? 
 
The reason why this is important is because if you just focus on your needs – such as 
the amount of money you want to make – then you’re not always going to do what’s 
best for your customers. 
 
I’m sure you’ve seen examples of this before. Have you ever received an email from a 
marketer who really sounded pretty desperate to make a few sales?  So they put 
together a product package – maybe some stale resell rights books – and expect you to 
jump all over it just because they need to pay their mortgage. 
 
That doesn’t go over very well, does it?  
 
When you treat your prospects like ATMs, they’re going to feel used. They’re going to 
drift away. They’re not going to buy from you anymore. They’ll go to your competitor 
who seems more interested in solving their problems than in pocketing another sale. 
 
So that’s what you need to do too.  Focus on your customers’ needs and wants first. 
Create products that will really solve their problems. And put in place a customer-
service system that puts your customers first and makes them feel special. 
 
Zig Ziglar said (paraphrased) that if you help enough people get what they want, then 
you’ll get what you want too. So focus on really helping your market – be the best at 
providing solutions for your prospects -- and you’ll likely be surprised at just how much 
success and wealth comes your way. 
 
Next up… 
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Trait 6: Entrepreneurs See Lessons in Disappointments 
 
Not everything you do in your business is going to work out the way you hoped or 
expected. Sometimes you’re going to fail. Sometimes you’re going to be very 
disappointed. But the way you view these disappointments is going to make all the 
difference in your future success. 
 
You see, unsuccessful people take failures as the final say… as the nail in the coffin. 
They figure they get one shot at making something work, and if it doesn’t pan out then 
they weren’t meant to do it. 
 
Thank goodness people like Thomas Edison didn’t feel that way. Depending on the 
source you read, Edison “failed” anywhere from a few thousand to a whopping ten 
thousand times while working on inventing the light bulb. 
 
Now a lesser person might have just given up after the first few dozen failures. But the 
thing is, Edison didn’t view these disappointments as failures. Instead, he viewed them 
as lessons. Every time he tried an avenue that didn’t work, he figured he just learned 
one more way to NOT create the light bulb. And he also figured he was now one step 
closer to success. 
 
If you want to be successful too, then you need to start looking at your failures and 
disappointments as lessons. Ask yourself: 
 

 What can you learn?  
 How can you do better next time? 
 What were the weaknesses with your plan? 

 What were the strengths of your plan? 
 
Now, related to this is the concept of personal responsibility. 
 
When an average person succeeds, they pat themselves on the back and give 
themselves credit for this success.  
 
For example: “My product had a great launch – I worked really hard for this and 
recruited a lot of joint venture partners.” 
 
However, then the average person fails, they don’t take responsibility for this failure. 
Instead, they look around for someone else or something else to blame. 
 
For example: “My product launch flopped. But it wasn’t my fault – there was some 
other big product launch that day that drew all the attention away from mine.” 
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The difference between the average person and the successful person is that the 
successful person not only takes credit for successes, but he also takes responsibility for 
failures. 
 
So let’s go back to the failed product launch. The person who is destined for success 
will say something like this: “My product launch failed. It’s my fault, because I didn’t 
research the market very well, and I didn’t hire a professional copywriter to write the 
sales letter. I’ll do better next time.” 
 
See how that works? 
 
The only way for you to see disappointments as valuable lessons is if you’re willing to 
acknowledge and accept responsibility for the problem. You must remind yourself that 
didn’t fail because of some extraneous reason. After all, if that was the case, then your 
success and your future is completely out of your hands. 
 
Instead, you should examine your failures and determine your role in the problem. Ask 
yourself:  
 

 What, exactly, could you have done differently?  

 What did you do that caused the problem? 
 How can you change things next time so that you succeed? 

 
Be honest with yourself.  You see, you don’t get just one shot at success – you get as 
many shots as you’re willing to take, but you need to learn from your mistakes.  Once 
you accept responsibility and learn from your disappointments, then you are one grand 
step closer to the success you desire. 
 
Okay, now let’s look at the next trait… 
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Trait 7: Entrepreneurs Make Data-Driven Decisions 
 
You may get “gut feelings” sometimes. Maybe you occasionally make decisions based 
on these hunches. But when it comes to business, successful entrepreneurs make 
decisions about their business based on their research and data. 
 
Let’s take advertising as an example… 
 
Some business owners take out ads in certain venues because it’s hip and cool for 
businesses in their niche to place ads on these sites or in these publications. These 
business owners never track and test their advertising, so they have no idea about their 
return on investment. Maybe they don’t even realize that their advertisements in this 
one venue are essentially a huge waste of money because it’s not bringing in any 
traffic, and certainly the ads aren’t bringing in any subscribers or sales. 
 
In other cases, business owners may lie to themselves. They may suspect that they’re 
not getting good results from their advertising, but they tell this lie: “This advertising is 
for brand-building.  So it doesn’t matter if we’re not getting subscribers or sales from 
it.” 
 
That sort of attitude is fine if you’re engaging in a hobby. But if you’re building a serious 
business, then you need to base your decisions on data and research.  
 
Here are examples of cases where you need to make data-driven decisions, rather than 
guessing or making “gut feeling” decisions: 
 

 Business ideas. Sure, brainstorming is cool. You’re bound to come up with 
some awesome business ideas. You might even have friends who tell you, 
“Wow, that’s an amazing idea! You’re gonna make a mint!” But don’t get 
swept away in all the excitement and emotion. You need to first check the 
viability of a business idea by doing your market research. If you don’t, 
you’re just shooting in the dark and increasing your risk. 
 

 Product ideas. Same thing applies here as for business ideas – you need 
to do your research to check if there’s a market who’s eager and willing to 
buy a specific product or service. Then you need to do additional research 
to figure out how to “build a better mousetrap” (i.e., create a product 
that’s better than the competition). 

 

 Ad campaigns. As mentioned above, you shouldn’t guess about which ads, 
venues and campaigns work. Instead, you should base your advertising 
decisions on your testing, so that you’re investing your ad dollars wisely. 
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 Direct-response pages and emails. You should be tracking and testing 
your lead pages, sales pages and other direct-response pages, as well as 
your emails, so see which versions get you the best results. 

 
 Branding. Your branding shouldn’t be built on what you think is cool. It 

should be designed based on market research. Once you find out what 
your market values, then you can create a brand identity (including a 
unique selling position) that separates you from the competition and 
attracts your market. 

 
 
Those are just a few examples of when you should make decisions based on data and 
research. The bottom line here is if it’s possible to collect data, you should do so before 
making a related decision. 
 
Now let’s take a look at the eighth trait of successful people… 
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Trait 8: Entrepreneurs Make Plans 
 
The key to this trait is that entrepreneurs plan without over-planning. In other words, 
they don’t get stuck with a case of analysis paralysis, which is where fear takes hold 
and someone never gets out of the planning phase and into the “take action” phase. 
 
If you ask any successful entrepreneur about their plans for the day, week, month, year 
or even five years, they’ll be able to share their plans with you.  The average person, on 
the other hand, may not what they’re doing in the short-term, but they don’t have any 
long range plans. 
 
Listen, if you’re not planning, then it’s a bit like sailing a ship without a rudder – you’re 
just going to drift around in whatever direction the wind blows. This will also make you 
dangerously susceptible to chasing after money-makers (i.e., bright and shiny 
opportunities) rather than building a solid business. 
 
If you’re not a planner by nature, take heart. You can learn how to do it. All you have 
to do is commit to thinking through every major step of your business, and making both 
short-term and long-term plans to support these goals. It’s really just about committing 
yourself to planning on a regular basis. 
 
Here’s a tip: set aside at least an hour every week just for planning purposes. If you 
haven’t done much planning up until now, you may need to set aside more time each 
week in the beginning. 
 
Here are the types of things you can plan: 
 

 Your overall business. That’s right, you should create a complete business 
plans that covers everything from how you plan to launch your business, 
to how you plan to exit it.  
 

NOTE: Many plan for launches and growth, but fail to plan an exit 
strategy. This is important, because how you plan to exit the 
business will have some impact on how you run it from day to day. 

 
 Advertising plans. How do you plan to reach your market? Are you 

planning a one-step ad strategy or two-step? 
 

 Your sales funnel. What all products will you include in your sales funnel? 
How will you bring people into your sales funnel? How will you promote 
products on the backend? 
 



Copyright © 2016 – ProudOak – All Rights Reserved   P a g e  | 16 

 Your products. What will your specific products look like? For example, if 
you’re writing a book, then you should outline it during the planning stage 
so that you know what all topics you want to include. 

 
 Your publishing schedule. What types of blog posts will you post on your 

blog, and when will you post them? Similarly, what kind of content will 
you send to your newsletter subscribers and social media followers, and 
when will you send it? 

 
This isn’t an exhaustive list, of course. But the point is, you need to make plans so that 
you know where you want to take your business, plus you can think about the best 
ways to achieve your goals. 
 
Next up… 
 
 

  



Thank You for previewing this eBook 

You can read the full version of this eBook in different formats: 

 HTML (Free /Available to everyone) 

 

 PDF / TXT (Available to V.I.P. members. Free Standard members can 

access up to 5 PDF/TXT eBooks per month each month) 

 

 Epub & Mobipocket (Exclusive to V.I.P. members) 

To download this full book, simply select the format you desire below 

 

 

 

http://www.free-ebooks.net/

