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t was the last pity party I ever had, exclaimed entrepreneur Bill Cawley. His
story and the twenty-nine others that Carol Frank shares will end any
entrepreneur’s personal pity party. And these stories will save you a bundle
of money and headaches if you heed the lessons learned. The entrepreneurs
in the following pages earned some of the most expensive and practical
MBAs on the planet.
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For the past thirteen years, I've chaired the MIT/Inc./YEO “Birthing of Giants”
executive program held on the campus of MIT. The most popular evening of
the program is the Dr. Ed Roberts Night of the Living Dead event. Named
in honor of the legendary master of entrepreneurship in the MIT Sloan School
of Business, it's an evening in which sixty chosen business leaders lay down
their facades and share their most horrifying moments in business—and how
they survived.
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What's amazing, yet almost comforting, is that these successful entrepreneurs
“lived” to tell their stories. Carol’s book brilliantly replicates this amazing
evening and teaches all of us that the most important value we must hold
as entrepreneurs is to never, ever, ever give up. Yes, we might have to
change strategies and entire industries, but to persevere as an entrepreneur
is in many ways the real test of an entrepreneur.
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ZRNE, FERBORENATTREKRRE. 28, RIBUFEAH
CL AR RS Ty R A, (HREN— AL E R A SR A 2 H
EMELRE,

And the stories, especially Carol’s, keep reminding me of a favorite Steve
Jobs quote, a quote from the quintessential survivor himself who buiit a
multibillion dollar business before age thirty, only to see his baby, Apple
Computer, ripped from his arms. Undaunted, he built another great company,
Pixar, and ultimately ended up rescuing his first child. I couldn’t help but
think that Finding Nemo was a perfect metaphor for Jobs’s own journey of
making his way back to Apple. To paraphrase Steve: “It’s amazing how
overnight successes take a helluva long time!”
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Persevere, learn, and enjoy the journey.
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One of the most revealing things I ever heard from a professional speaker
was that lectures on overcoming mistakes, adversity, and failures invariably
outsell others. Some might say it’s a dirty little touch of our car-wreck
mentality, but I'd like to think it’s something nobler. Learning from your own
mistakes is experience. Learning from the mistakes of others is wisdom.

FAMBRY U AR T2 Y K F SRR . SURM AR MR T B A A i
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At the time I heard this revelation, I was in the middle of fighting the most

difficult business battle of my life.
LR AR R, AT A R Rl 82

The next revelation set the first in concrete. I was reading a Wall Street Journal
article entitled “For Motivational Speakers, Nothing Succeeds Like Failure.”
The article described the hottest new breed of speakers — people whose
tales include failure, lessons of recovery, and fighting back. Bestselling
business-book author Tom Peters was quoted as saying, “Only with failure
can you verify wrong ways of doing things and discard those practices that
hinder success.”
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The final step that led to the genesis of this book came during a conversation
I was having with Young Entrepreneurs’ Organization’s (YEO) strategic
alliance/press manager Matt Mladenka. I was telling him about the
difficulties I was having with my business and what it was taking to
overcome the mistakes I had made. He astonished me by telling me he
encountered stories like mine on a regular basis from fellow YEO members.
He went on to say that the stories were so interesting and compelling, he
thought someone should write a book about them.
RIGENMAXARBHRAT , € ARESHFALZHR SRR E S EE
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I'had been keeping a detailed journal of the trials and tribulations of my long
journey into near-bankruptcy. What's a good journal if not the foundation
for a good book? Thus, Do as I Say, Not as I Did!: Gaining Wisdom in Business
through the Mistakes of Highly Successful People was born. The purpose of this
book is to provide entertaining stories about some amazing, successful
entrepreneurs who have made mistakes or faced adversity and, one way or
another, triumphed by fighting the good fight.
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The people included in this book had more than their share of sleepless nights
and stress-filled days. My hope is that you can learn from the mistakes they
made and the troubles they faced, so that you can gain wisdom, rather than
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the scars of experience. If you're planning on running a business, you're going
to face your own share of troubles as it is — the lessons herein will help you
avoid some of the ones others have made.
FHANYSENTEZWANEMCINARZ EMENEEN H T, HAEET
PAMABATE SR IRFBRIT P22 2R PG, 5 CHREEBmMIELR Liveit. iR
EIEATRIT 0], Bl B CEIAR IR — X B SR Bh ok o HoAth
AFILHIKIR,

I hope you take many things from this book and that the dozens of specific
examples will stimulate you to take immediate action for use in your own
life. I also hope you take away pearls of wisdom that you can pass along to
others. But, above all, I hope you breathe a big sigh of relief and say, “Whew,
I'm glad it was them, and not me. Now I know better!”

KA BENZABFRBELSHARR, KB EANIFIRE G 1 B E
FFEHL BT R B, B FECIEE R RS, B, REEWE,
RABEERFHT— D, REEHRH, S0, BREXRMITHE,
AR, HERERELT.”

And I wish you success.

BLIERI!

Carow FRaNK
FFR-HELA
Dauas. Texas
CAROL@CAROLFRANK. COM
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Carol Frank's Story
KPR HhEROHE

Name: Carol Frank
Company: Avian Adventures

Industry: Pet Products
frd: B F &L

Annual Revenues: $2.1 Million
HHA: 21075 £ 74

| am the master of my fate; | am the captain of my soul.
KRFEHIAN, RERABHEK.
wm W. E. Henley (" Invictus”)

Freedom. Freedom is the heart and essence of entrepreneurship. Freedom
to captain your own destiny. Freedom to take your business in whatever
direction you determine. The freedom brought by financial success and
security. The freedom of spirit in seeing your vision realized.

There will come a time when big opportunities will be presented to you,

and you've got to be in a position to take advantage of them.
EH—RETHAETANSKELRE, Rt RCZ2HEAFFHMEMNT.
8 Sam Walton, founder of Wal-Mart, Inc.
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But what is freedom? Placed in the crucible of life and with all its superficialities
burned away, freedom comes down to one essence: options. Having options
is both what freedom is and what freedom brings and, ironically, is the

means by which freedom is secured.

Entrepreneurs identify opportunities, large or small, that no one else has
noticed. Good entrepreneurs also have the ability to apply that creativity —
they can effectively marshal resources to a single end. But they have to have
the freedom of options to make it happen.

The successful person makes a habit of
doing what thefailing persondoesn’t.
R H R T HARLE K M ARG F .

® Thomas Edison

Entrepreneurs have drive, a fervent belief in their ability to change the way
things are done, and the force of will and the passion to achieve success. They
have a focus on creating value; they want to do things better, faster, cheaper.
And they take risks — breaking rules, cutting across accepted boundaries, and
going against the conventional. All because they value freedom as both a
means and an end. Entrepreneurs face daily challenges that test both will and
resolve, yet they overcome, learn, and grow as they continue on their path.

The entrepreneur’s life is just that — a life. As in life, nothing you do can
completely prepare you for what you face when you take on the daunting
task of being the owner and president of your own company. While there may
be support, you're ultimately on your own — your money, time, and energy
are personally on the line. But having freedom — the freedom to say no, the
freedom to take this path rather than that, the freedom to find your own
market, niche, or value —that’s what it is all about, and it can make all the

difference in the world.

My story is a testament to the importance of having options, freedom, and

self-reliance.

My independent streak was forged by a combination of events in my
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childhood. My parents’ divorce and the tragic deaths of both my father and
my older brother all while I was young cruelly stole away any childhood
notions of permanence and security. Yet despite this and subsequent
experiences, I've striven to keep an irresistible optimism and belief in the

goodness of life and people.

Optimism s the faith that leads to achievement.

Nothing can be done without hope and confidence.
RIEEEAL GRS . BAF DR OIEHR—F LK.
m Helen Keller

A former CPA with a master’s degree in business administration, I had always
considered myself business savvy. My natural demeanor was to look for the
best in people, trust them when they gave me their word, and try not to rock
the boat by being too hard-nosed.

As an auditor for a large CPA firm, I found it interesting to see how our
different client companies worked, and it served as a good basis to expand
my understanding of company operations. But I had to get out. After a short
stint selling radio advertising and then working as an executive recruiter,
I'had had enough. Since my teens, I had been setting my own rules, so being
stifled by the corporate blanket just wasn’t going to work. Although I was
going to school at night, captaining two soccer teams, and working as a
recruiter during the day, I still found time to come up with a business plan
for myself.

The first business I started was an outgrowth of my graduate school project.
With help from my boss at the executive recruiting firm, The Animal Kingdom
was born. This was before the days of Petco and Petsmart, and I envisioned
a large, professionally operated pet store — the anti-“mom and pop.” Our
plan called for The Animal Kingdom to become a regional chain in time.
Although it never grew past a one-store operation, it gave me two new tastes —
one of ownership, which was like manna from heaven, and the second, of
being an entrepreneurial mind trying to manage retail-level employees,
which was not so appealing. In its first year, the business generated almost
$800,000 in revenue. It also nearly sent me to the nut house.
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I expected round pegs to fit in round holes and square pegs to fit in square
holes. Instead I got chaos on a daily basis! The mentality of the people
working for me was something I was totally unprepared for. It was a
challenge just to get them to show up for work, much less show up on time.
One of the people I had managing the store, I found out, was taking the
phone numbers of attractive women customers from their checks and
bothering them at home. Another was pulling tricks with the cash register,
pocketing a couple hundred dollars a week. I spent more time policing the
books and dealing with personnel than I did running the business.

CAROL'S VERY FIRST LESSON:
FBREVMEE:

Remember the Chinese proverb — “If you neglect your art for one day, it will
neglect you for two” Keep your mind on your money, because no one is going
to care about your business like you do. Also, I learned the importance of
knowing your strengths and weaknesses. Are your personality and style
right for your business?

Despite wanting to get out of the retail end of business, the silver lining was
my discovery of what has become a lifelong love affair with exotic birds. I
fed and nurtured literally hundreds of baby parrots, and what began as
work became a devotion. In 1991, after selling The Animal Kingdom, my
parrot passion led to my next venture, a wholesale distribution company
specializing in bird products: Avian Kingdom Supply.

Within four years, Avian Kingdom Supply, which had started in a 600-square-
foot closet behind the pet store, had grown into a 17,000-square-foot
warehouse with twelve employees and $1.7 million in revenues. The main
reason for this kind of growth was something most people wouldn’t think
to build a business around — large birdcages. With the pet bird market still
in its infancy (but on its way to the seventeen million birds living in the United
States today), there was virtually nothing to choose from if you wanted to
house your $1,000 feathered friend in something you would enjoy having
in your living room. Wherever I could find attractive cages, I bought them,
and they sold amazingly well at solid margins.
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In seeking suppliers, in 1993 I found one in Tijuana, Mexico. The company
offered a decent product at a reasonable price. Once I picked up their line
of cages and started marketing them to my growing customer base of pet
and exotic bird shops, the cages sold like antacids at a chili-eating contest.
Avian Kingdom Supply was bringing in the cages by the truckload, yet
demand continued to outpace supply.

I had found a unique opportunity. Very often entrepreneurs spend much of
their lives wracking their brains trying to think of the Next Big Thing. Here
was a product where the manufacturer could not keep up with demand, and
that dynamic showed no evidence of abatement. Smart egg I can be
sometimes, a light bulb went off in my head. That year, Avian Adventures

was hatched.

First things first. It wasn’t enough to just import existing cages from Mexico.
All it would take was someone else coming along with deeper pockets or
a better distribution network to put Avian Adventures out of business
before it could even spread its wings. I wanted something I could call my
own. After the Dallas Morning News did a story on the success of Avian
Kingdom, I got a call from Randall*, who claimed that his family had nine
manufacturing facilities south of the border and that he would love to talk
to me about being my new cage connection. Randall and his son lived in
Dallas, and when they came to visit, they dazzled me with credentials,
accomplishments and even a picture of Randall with former President Bush.

They came across as honest and trustworthy, and they offered to make a
birdcage for me that looked like the ones I was buying in Tijuana, but for
less money. The son claimed to be an architect who would spend several
months at one of their factories overseeing the production of the cages.

Unfortunately, the first shipment arrived a few months late and the quality
was horrible at best. Within a few days after the shipment’s arrival, Randall
and son were pestering me to place another order — but this time at much
higher prices. I was not pleased with the first shipment so I decided to hold
off doing anything for the time being. It's a good thing I did, because several
days after the shipment arrived, I received a fax from someone named Carlos*



