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Foreword 

ANNA KUPISZ 

A business fable for grown-ups? Seriously? Of course! Let me tell you why. 

To begin with, in 2014 I set up a foundation and launched an initiative called „Firma jest 

kobietą/ Company, thy name is woman” to help Polish women make their first steps in 

business. However, I would never have thought that it would become so attractive, not only 

to Polish people living abroad, but also to European entrepreneurs. By the same token, I 

would never have expected that over 2500 Europe-wide business consultations that we 

have offered so far would provide us with such an in-depth insight into the mechanisms of 

running one's own business, along with the most common mistakes that business owners 

make.  

It is truly surprising that over the first years of running one's own company, most business 

owners tend to make exactly the same mistakes in terms of launching their first products or 

services into the market. Not only do these mistakes become harmful to their business 

market activity, but they also make gaining a six or seven figure income more difficult.  

These book was born from all these experiences. Taking the form of a simple fairytale, it 

highlights the most common mistakes that business owners make and traps they have to 



avoid while starting up a new company, or launching new products and services into the 

market. 

In the many years that I have been consulting with various business owners I have not met 

anyone who would run a company only for the money; who would not be interested in 

their products and services; or, whose business would not be governed in any degree by 

the idea of helping others, whether by earning money to make living, or by their products' 

market value.   

   

Even though the story seems to be light and funny, it acutely points to the gravest mistakes 

made by business owners. Naturally, a single entrepreneur does not always make all of 

these mistakes. However, one is enough to disturb the business functioning effectively. My 

most striking discovery was to realise that it is not only beginners who fall easily into these 

traps -  it often happens to more experienced ones, too. Usually, it looks like this: a 

fledgling business owner had learnt a particular way of running one's own company. With 

experience over time, he or she managed to eliminate a part of the mistakes but there are 

still some that he or she is not aware of. Hence, any time a new product or service is being 

launched into the market, the company is invariably doomed to slowdown, both in terms 

of business development and of company team work.     
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Why, then, is the book a fable and not just a business guide? I believe a fable has a better 

impact on our subconsciousness. Guides are mostly aimed at the logical part of our brains; 

whereas fable affects our emotions. What is more, this literary form enables to 

overemphasise particular traits or behaviours so as to see them clearly and be able to 

identify and work upon similar mechanisms in one's own business running – or to sigh with 

relief! Fable is one of the most effective means of implementing a particular message into 

our minds and beliefs. That is  exactly why we read or tell fables to children.   



It is, nevertheless, a story for grown-ups – that is why it ends with gathering the most 

essential conclusions so as to make even greater impact on the logical part of our minds! 

Having said all that, I warmly invite you to plunge into reading this unusual business tale. 

Even though this literary form implies some simplifications, I am absolutely convinced that 

it would be more beneficial to take you into an unreal world with real-life mechanisms, than 

to  give you a typical business guidebook. I believe that by showing you the process of 

starting up your own company, along with various traps using the story of two best friends, 

it would be easier for you to get familiar with the business practice. Then you will be able  

to either accept or reject it – or to modify it, too! If you happen to find in this tale even one 

guideline that will support you in running your business, our goal will be fulfilled!  



Here we go, so let's meet our heroes: Steve and Johnny and their 

relatives 

Once upon a time, in a land of Mini-Folks, there lived two best friends – Steve and Johnny..... 

  

Steve and Johnny made their living creating simple and practical wooden furniture, just 

like everyone else in their homeland. The Mini-Folks lived in a land of dense forests and 

lush meadows that provided them with all necessary resources for their craft. They were 

exceptionally talented people, paying great attention to details and finishing touches. 

Around the edge of the forest a wide river ran slowly. Once a month, a ship passed by. It 

regularly took everything the Folks had produced, thus providing them with decent 

livelihoods and with dependable lifestyle. 

However, for Steve and Johnny that was not enough. The two best friends got bored with 

producing simple and practical tables, chairs or chests of drawers time and again. Instead, 

they both loved carving beautiful wooden objects, impractical but highly aesthetic.  

Every evening, at the end of business day, they sat together with a cup of raspberry tea 

and dreamt about quitting their job at the furniture factory to create beautiful, carved, 

wood art full time. And Friday afternoons became the most joyful time of the day for them. 

Instead of going fishing, swimming and relaxing by the river, just like their Folks did, they 

went to their workshops with the best quality timber and carved what they loved. 

One day, at the turn of summer, Steve and Johnny made a decision to stop dreaming and 

start acting. In the evening, Steve told to his friend:  



 - I won't be waiting any longer, Johnny. I'm fed up with working at the factory. Tomorrow 

I'm giving them notice and registering my own workshop by the river. I'm going to do what 

I love and what I've been dreaming about - creating and selling beautifully carved and 

exceptionally aesthetic objects. 

 - But, Steve, what are you going to make your living on? - asked Johnny – When you quit, 

you won't be receiving your salary anymore.  

- What are you talking about!? - exclaimed Steve – Isn't it obvious? I'll live on the income 

from my beautiful wood carvings. I'll be selling them to the ship that passes by every 

month. If they are willing to buy our pretty but unsophisticated furniture, they would be 

more than happy to have our beautiful and sophisticated art objects! 

Watching his friend's outrage, Johnny sighed: 

- I'll keep my fingers crossed for you, Steve. 

Steve was really happy and proud of being so brave as to make his first business step. He 

felt that there was absolutely nothing that would come in the way of his success. He looked 

at Johnny but he couldn't notice any self-confidence in him. He felt sorry for his best friend. 

 - And what about you, Johnny? - asked Steve – Do you still want to work at the factory? If 

you are afraid of doing what I'm going to do, then I can help you start up your business. 

Just quit your job tomorrow. I won't leave you, mate. There's plenty of room for both of us. 

And you'll see that our businesses will be booming. We'll be doing what we love and we'll 

even earn more than our Folks at the furniture factory.  

Johnny shook his head and said: 

 - Steve, I do want to start up my own business, but I feel this is not my time. I still need a 

while to go. I need to think my business over and I must get ready to start it up. 

 - Get ready? - Steve was truly surprised and a shade of irritation could be detected in his 

voice – But, Johnny, we have been discussing it over and over again for the last few years 

while having raspberry tea... The time for thinking and talking it over has run out. Now 

there is the time to act. If you are scared, it's up to you. I'm starting tomorrow. 



...they dreamt about quitting their job at 
the factory to create beautiful wood 
carvings full time..



Steve was extremely disappointed with his friend's attitude. He felt as if Johnny wanted to 

stay behind. Anyway, there was nothing he could do. He knew what he wanted and he 

wouldn't wait even one more day. He had no idea of what exactly Johnny wanted to get 

ready for. He had his own workshop and wood and tools. Now it was necessary to get 

down to work, for the ship would be passing by in three weeks.  

In the meantime, Johnny came back to his workshop. It was getting dark so he turned on 

the light, took a big sheet of paper and for the first time, started to analyse how the 

furniture factory operated. He wanted to understand what exactly he needed to start 

running his own company. 



The adventure continues: Jonny's preparations and Steve's first 

experiences as a business owner 

About Steve 

The next day Steve did as he had planned. He gave notice at the factory. His boss wished 

him all the best in his future  endeavours and agreed to terminate his employment without 

notice so that Steve could start his business right away. Steve was extremely happy about 

it. He ran to the Great Office by the river to register his company. 

In the Great Office it turned out that there was a special application form to fill in, full of 

difficult terms that Steve didn't understand. Thank goodness there came the Book-keeper 

who gladly offered his services. Having only a cursory knowledge of what Steve wanted to 

do, he filled out the form, thus making the first financial and fiscal decisions on behalf of 

Steve which seemed the most appropriate at the moment. 

And so, Steve found out that every month he was obliged to pay the flat tax – whatever it 

meant – and that it would be the most beneficial for him to become a payer of a strange 

VAT. On hearing that this VAT was neither his cost nor his profit but simply a transparent 

sort of a tax both for him and his customers, he  felt all right with agreeing to pay it.  

Steve also learnt that he had to go to the National Care Office to register. He got a bit 

scared because there was yet another form to fill in but the Book-keeper saved him the 

trouble, promising to fill all necessary forms for him. He also recommended to Steve the 

Life Insurer and the Money Advisor he cooperated with so as to lead him through the 

world of finance. Steve was simply elated. He couldn't believe that he met such friendly 



I've come to get an overview. 
Now I know what I don't know 
and don't understand. 



people who offered their help, care and support without even knowing him. 

On the same day, Steve had a meeting with the Life Insurer and he bought a full life 

insurance coverage. The Money Advisor convinced him to take a small loan for building a 

shed by the river so that neither rain nor heat would bother Steve while selling his wood 

carvings.  And he also recommended a credible construction crew that would take care of 

everything so that Steve could concentrate entirely on his wood art. 

  

That evening Steve went to sleep with a broad smile on his face. He had managed to get 

so many things done and   so could finally devote himself to carving beautiful objects over 

the next three weeks to be ready for the incoming ship. 

And meanwhile… 

Johnny was sitting at the table with a sheet of paper in front of him until late at night. He 

was trying to collect all pieces of information and stories about running  one's own 

business he had heard so far. At dawn he found out that he knew quite a lot about logging, 

for he used to deal with it at the beginning of his career. 19 

He knew how to sort out the best quality wood. He knew everything about the process of 

wood carving. He knew the tools and materials he would need. He also knew those he 

already had and those he would have to make on his own or buy from the ship. However, 

what he did not know at all was how to register a company or what decisions and 

obligations it involved. He knew that there was the Great Office he would be obliged to 

pay taxes to but he didn't know what it exactly meant. Moreover, he realised he had no 

idea what to do to sell his products to the passing ship. His heart shivered with anxiety. 



What if they didn't want his art objects? What if they didn't need them? What if they didn't 

like them?  

In the morning Johnny was so tired that he decided to send his nightingale to his boss, 

asking for a day off. Then he sent another one to the Owner of the furniture factory, asking 

for a meeting. There was little hope that the Owner would meet Johnny, for he was a very 

busy man. Nevertheless, he was the only person Johnny knew who had also started from 

scratch and whom he wanted to ask some important questions. He finally decided to get 

some sleep and put the thinking off till morning.     

The next day Johnny's nightingale brought him good news – the factory Owner agreed to 

their meeting on the following day. Johnny quickly decided to go to the Great Office to 

find out everything about the company registration procedures and about his obligations 

as a business owner. And so he set off.   

To his astonishment, it turned out that while registering his company he would have to 

decide on some tax settlements he hadn't had the slightest idea about. Not only did he 

not understand how they operated but he also couldn't say which of them were beneficial 

to his business activity and which weren't. So Johnny decided to write down every term he 

didn't understand or hadn't come across so far. 

In the Office Johnny also met the Book-keeper who offered his help in registering the 

company and choosing the appropriate tax settlements. Johnny thanked him a lot and said 

that he was in the Office just to get an overview. 

 - To get an overview? Of what? You don't need to get an overview, I'll take care of 

everything. What's more, the Insurer will choose an appropriate insurance for you and the 

Money Advisor will provide you with a well-suited loan! 

 - But I don't need any loan. 



 - But of course you need one! Just talk to the Money Advisor and you'll find out you really 

do! 

With every minute Johnny was becoming more and more confused. He simply couldn't 

believe it would go that way. He spoke up in a firm and confident voice: 

- I want to understand everything you are saying! That's why I've come to get an overview. 

Now I know what I don't know and don't understand. When I get to understand the 

mechanisms, we will be able to discuss what is appropriate for my company and what is 

not! 

The Book-keeper went away sulking and Johnny took all the necessary forms, along with a 

free start-up guidebook. He decided to go back home and start reading about different 

taxes and settlements he would be obliged to pay to the Great Office and the procedures 

he would have to follow in the National Care Office. Johnny knew he wouldn't register his 

own company unless he learnt which solutions would be the most beneficial for his 

business and why. He also thought about having an appointment with another 

knowledgeable book-keeper to make sure he understood everything well and to make the 

right decisions.  

On his way back home, Johnny met Steve. Steve was elated. Coming up to Johnny, he 

exclaimed:  

- Johnny, listen, it has finally happened! I gave notice at the factory and got exempted from 

the notice period so that I could start to fulfill my dreams immediately! I ran to the Great 

Office right away and – you won't believe it! - I registered my company! 

- Really? - Johnny was impressed – And you knew what sort of settlements to choose and 

how to fill out the form? And he thought immediately: Maybe I didn't appreciate my best 

friend...? Maybe he had planned and learnt everything without boasting about it? 

- Of course I didn't know but I met some wonderful, friendly and helpful people in the 

Great Office. The Book-keeper decided about everything and I only gave my signature. 



The Insurer provided me with an extra flight accident insurance and the Money Advisor 

gave me the money to build a shed by the river so that nothing would disturb my business. 

 - But, Steve... - Johnny was astonished – we never go by planes! And what do you need 

the shed for if we always sit on the pier and on the beach under our umbrellas!? And if 

there's a need, we can quickly put up a canopy! 

Hearing this, Steve got outraged: 

 - You are jealous because you didn't have enough courage to take such a step! I'm fed up 

with you undercutting and nitpicking me. You go back to the factory. I'm going back to my 

workshop to do what I love. It's only 3 weeks left before the ship arrives. 

He turned back in rage and went away. Johnny was really sorry. It was not his intention to 

offend Steve. He was beginning to get worried about his friend. He realised how hasty 

Steve's decisions concerning the company's administration and tax settlements had been. 

Johnny didn't fully believe that the Book-keeper from the Great Office had made the most 

appropriate decisions on behalf of his best friend... But, it was Steve's life and Steve's 

responsibility after all.  

It was getting late so Johnny went back home to prepare for the meeting with the factory 

Owner. He was happy and nervous at once. He didn't know how he would be received but 

he thought that anything he would hear the following day would be useful to him. Johnny 

began to write down all the questions concerning setting up and running one's own 

business. He then moved on to studying the guidebook he had taken from the Great 

Office.  



...while planning, discussing and 
imagining your business activity, 
have you ever thought about the 
things you'd have to learn or get 
engaged in?



The next morning, he woke up full of anxiety. He hadn't slept well, for he kept thinking 

about the meeting. He was afraid of how the factory Owner would receive him and 

whether he would laugh at his questions or not. It became extremely difficult for Johnny 

not to get cold feet and cancel the meeting. Eventually, he thought: 

 -All right then, the Owner may laugh at me but there is still some hope that he won't kick 

me out on the spot and I would be able to learn something important.  

And so he got dressed, had his breakfast and set off to meet Tom. 

Meanwhile, Steve woke up light-hearted and joyful. Yesterday evening he got his 

workshop ready: he did the cleaning up, he sharpened the tools and he wrote down his 

ideas on how to give it a more modern look. And today he got dressed quickly and went to 

work, for the time was running away and he still didn't have anything to sell to the passing 

ship. 

Right after breakfast, the Money Advisor called Steve and told him good news about the 

loan. He happily announced that he had managed to negotiate with the bank a higher 

amount of credit on favourable terms. The sum would allow him to built more than a 

simple shed – instead, it would be a stately building with an eye-catching roof so that the 

ship could notice it from faraway and buy all his products. What was more, there would be 

a splendid shop window to display the wood carvings even better. Steve simply couldn't 

believe his happiness. He made sure they would manage to put it up in three weeks. With 

a bit of anxiety, he also asked whether he would have to monitor the construction works, as 

he wanted to spend the following three weeks entirely on carving. The Money Advisor told 

him to do so and stop worrying, for one of his acquaintances had a competent crew that 

would take care of everything. They would be ready within three weeks. Steve would only 

have to make a technical acceptance at the end.   



And so Steve sighed with relief and went to his workshop. Days were going by, Steve was 

busy with wood carving and the shop on the beach was slowly taking shape.  



Breakthrough, or Tom and Johnny's encounter 

Meanwhile, Johnny came to see the furniture factory Owner. He was truly surprised when 

the offce assistant took him to the terrace and offered a cup of raspberry tea. He asked 

Johnny to take a seat on one of the armchairs and enjoy the magnificent view while waiting 

for Tom. 

- Hello Johnny, let me introduce myself. I'm Tom, the factory Owner. I received your 

message asking for a meeting and I must say I got really interested. What can I do for you 

then? 

Johnny was stunned. For a moment he couldn't utter a word. Then he calmed down and 

began his story: 

 - As you know, my name is Johnny and I've been working at your factory.  However, my 

greatest passion is carving beautiful, aesthetic art objects and not making simple furniture. 

I wish I could run my own company but I don't know where to start. I'm so afraid... 

 - Afraid? Of what? 

 - I'm afraid of the whole registration process. I've already found out that there are different 

legal forms but I'm not sure which one I should choose. I've also started to read about 

different tax settlements but I think I need to discuss it with someone competent. But the 

most important thing is that I'm not sure if the ship will be willing to buy my products. 

    

Tom gave Johnny a broad smile and said: 

 - All your doubts and fears are absolutely justified. It's very important that you've noticed 

them but not neglected them. And I think you're doing great job in trying to understand 



the tax settlements mechanisms but you may need someone more experienced to discuss 

all these issues with so as to make the appropiate decisions. I'll ask my Book-keeper to talk 

to you.  

 - But the most important thought that has already crossed your mind is that the ship may 

not want to buy your products. Let me be honest with you. First of all, the ship doesn't buy 

anything, even though everyone says so. It comes every three weeks to collect our 

furniture and take it to the Folks from another land who placed their order from the 

catalogue. 

-But how's that? - Johnny was amazed – Everyone says that is it the ship that buys our 

furniture. 

 - My dear Johnny, the ship crew and Peter, their captain, don't buy anything. Maybe they 

could but think for a moment – why would they need home furniture if they live on the 

ship? They come here only to ferry it, not to buy and resell our products. 

  - Yes, that sounds logical – thought Johnny. How could he ever think it was different..? 

  - Maybe those Folks who buy our furniture will be willing to buy my wood carvings, too...? 

- Johnny was thinking out loud and suddenly he exclaimed: - Wait a minute! Are there any 

other Folks out there?! I thought we are all here in the woods! 

Johnny got totally confused. He had never ever thought of where the ship was taking the 

furniture to and why. Moreover, he would never suspect that there were other Mini-Folks 

somewhere else. Johnny was overwhelmed with all those ideas but at the same time he 

was so eager to get more knowledge and information on the topic.  

 - Ok, let's start from the beginning – said Tom, amused – Have you really thought that the 

world is limited only to our homeland? My dear, look at the map. The whole world is 

inhabited by us – the Mini-Folks. Our neighbours from overseas love simplicity and utility. 

This is their aristocratic style. Some part of those Folks live in villas, run various family 

businesses and love simple things. It is them who order and buy our wooden furniture.   



 Steve felt great (…,) he was 
proud of  
himself and of the work he had 
done.(...) 
 All he could do now was to wait 



- Really? 

- Yes, really. Why else would we produce this particular type of furniture? 

 - I don't quite get it – mumbled Johnny. He was simply stunned. He started firing questions  

at Tom – But how have you found out about them? How did you know they would be 

buying the furniture like ours? How long have you been looking for them? 

- Easy, Johnny, let's take it step by step – Tom was laughing. He liked Johnny a lot because 

he was much the same as he himself had been many years ago. 

 - I see that you want to run the business based on what you love. But it won't necessarily 

look exactly as you've imagined it. Tell me something: while planning, discussing and 

imagining your business activity, have you ever thought about the things you'd have to 

learn or get engaged in? 

 - Frankly speaking, I haven't devoted much time to it yet. A lot of questions and doubts 

came to me only two days ago when I went to the Great Office. And now I feel really 

confused – admitted Johnny – and I'm not sure if I can deal with it all. Running one's own 

business seems to be very hard. 

 - No, that is not so. I'll tell you this: running a business is simple but it's not easy – Tom 

smiled at Johnny. 

Johnny slowly began to understand. 

 - So what should I start with? 

- Start with what you already know. And what you know is that you want to carve beautiful 

wooden objects of aesthetic value only. You shoud, then, find your potential customers 

who appreciate beauty over utility. I suggest you go toward the Plains, find the Folks who 

enjoy the beauty of art and talk to them. Find out everything about their aesthetic 

preferences. Take some smaller wood carvings with you and the photos of your larger 

works. See if they like them – if not, find out what they like or what you can do to make 

them like your wood art. Remember, listen to your potential customers, for it is their needs 

that are the most important to you. The more you appeal to their tastes, the better for your 

business. But if you feel that you'll have to modify your product too much so that it stops 



being what it has originally been, think whether it's worth doing so, or maybe it's better to 

look for other customers. If they say they like your wood carvings, try to get them to place 

their orders. If they do and they give you advance payments, come back, register your 

company and start carving. Let this be your first business stage. But before you set out, go 

and meet my Book-keeper. Then you won't have any doubts about how to register your 

company. You should also think about its legal form. 

They continued their talk for a while. Tom told Johnny that his greatest passion was making 

practical wooden  objects. He wanted to make a living on what he loved most. That was 

why he set on a journey to find the Folks who appreciated utility and simplicity. And he 

found them. That was how his simple and practical pieces of furniture came into being. At 

the beginning,  a small ferry carried his products quarterly. When the demand started to 

grow over the next few years and the number of customers and orders was constantly 

increasing, a large ship began to arrive once a month to collect the products.  

Soon it turned out that running a company involved a multitude of business activities 

concerned with acquiring customers, building up the brand, managing the company, 

searching for new business partners, developing sales systems and designing advertising 

campaigns. Tom was no longer able to produce furniture only with his own hands, so he 

started to employ the Folks to carry out his designs and projects.  

Currently, Tom had a design development team to co-operate with. He rarely took part in 

the production itself but he still found time to design the prototypes of his furniture pieces. 

This had become the way of fulfilling his passion in business. 

All this came as a total novelty to Johnny. He was wondering if he would ever be able to 

run his company this way or if he would let his business grow that much. First he had to 

start acting. A wonderful journey was awaiting him the very next day. 



Work in progress: Steve's first ups and downs  

The next day was warm, sunny and a little windy with a clear blue sky. A perfect day for a 

journey – thought Johnny. He woke up very early in the morning, packed his backpack and 

set off towards the Plains, just as Tom had advised him. He realised that his travel would 

probably consume all his holiday leave. Nevertheless, he was ready for this. He really 

wanted to fulfil his dreams and to have a great adventure. So Johnny ate his breakfast and 

sat out, much like a Hobbit – there and back again. 

Nearly three weeks passed. Steve finished off his wood carvings and took them to the shop 

he had not seen yet. He was so excited he could not wait. At times, he looked toward the 

beach from his home on the hill and it seemed to him that there was a beautiful light 

shining through – maybe this was the sun reflection on the roof of his small shop? 

Indeed, when Steve got to the beach and saw the building, he was absolutely delighted. 

The shop was beautiful and spacious, with a splendid shop window. Well, perhaps it was 

not that functional in terms of display but altogether it was a fine, impressive building. 

Other Folks came and congratulated Steve and envied him a bit, too. Steve felt great. He 

was truly proud of himself.  

All day long Steve was bringing in his wood carvings and he arranged them on the display. 

He put some of them by the shop entrance to encourage the ship to stop by. When he 

finished, he was proud of himself and of the work he had done. His art objects were 

exceptionally beautiful, with special attention paid to details and finishing touches. All he 



could do now was to wait for the ship that would arrive tomorrow around noon. Steve 

decided to go to bed early so that he would be ready for it the next day. 

In the morning, Steve woke up with a feeling of overwhelming joy and excitement. Yes, this 

is going to be my day – he thought. He took a shower, got dressed, had breakfast and ran 

to his shop. He was a bit surprised when he saw the Book-keeper, the Insurer and the 

Money Advisor standing in front of it. The Book-keeper reminded Steve that he had been 

running his company accounts for nearly a month so he issued an invoice for his services 

to be paid within fourteen days. The Insurer reminded Steve to pay his rate within seven 

days – otherwise, he would lose his insurance. The Money Advisor reminded Steve to pay 

the first credit instalment within a few days. For a brief moment Steve got worried , as the 

sums were quite considerable. But then he thought that after the ship had probably 

bought all his wood carvings, he would have more than enough to pay his all liabilities. He 

thanked them all for coming, took a cup of raspberry tea and, making sure that everything 

was in place before the ship's arrival, he sat down comfortably and waited.  

Just as he had expected, the ship arrived at noon. The crew had already noticed the 

shining roof so they willingly came to see the new building on the beach. They were truly 

surprised to find out that this shop was also an art gallery. The were looking around for 

some time and Peter, the Captain, even bought a small gift for his daughter. Then they said 

goodbye to Steve, made sure that all pieces of furniture had beed loaded up properly and  

went away. Steve ran after them. He could not understand why they did not want to leave a 

part of their load and take his beautiful wood carvings instead? 

 - Wait! - he shouted – Don't you like my works? 

- Yes! We love them! You've put all your heart and effort in creating them, that's obvious! - 

they answered. 

- Then why don't you buy them and take them on board just like the furniture pieces? 



- But, Steve, we don't buy this furniture, we only carry it further. We are sailors and we 

spend our whole lives at sea. We don't own proper houses to keep your wood carvings. 

They are beautiful but completely useless on the ship. If we had our own homes, they 

would perhaps find a better place there, but we don't earn that much and we can't afford 

your works.  

Steve got worried but he asked with a shade of hope: 

- But the pieces of furniture you're taking with you...Maybe you would take some of my 

wood carvings and sell them just like you sell your load? 

- Steve, we neither buy nor sell this furniture. We only carry the exact amount that has been 

pre-ordered. We are not allowed to leave even one piece of this furniture behind. We have 

to take everything the factory has produced to fulfill the orders and there's simply no room 

for anything else. To be honest, Steve, we don't think that the Folks we are taking the 

furniture to will be interested in your works. They appreciate simplicity and utility and their 

houses are full of such objects. 

Peter, the captain bowed to Steve politely and sailed away with his crew. Steve went back 

to his shop devastated. 

He was overwhelmed with feelings he had never experienced. On the one hand, he began 

to realise that the ship wouldn't buy anything from him. On the other hand, he still couldn't 

believe this. It was supposed to be so beautiful and so different... 

Suddenly Steve got really scared. He recalled all those payments he would be obliged to 

make within the following two weeks. He didn't earn anything. He had some savings but 

what next? The ship would neither buy nor carry his works to the Folks who didn't need 

them. He wouldn't have any way to make money. And this meant that he simply couldn't 

afford the Book-keeper' s services, the insurance rate and the loan instalment for his 

splendid shop. Well, ok, he couldn't give up just like that. Not yet. He would come up with 



a smart way to convince the Captain to take his works the next time. There were still four 

weeks to go. Feeling happy with this consoling thought, Steve came back home and went 

to sleep. 

Four weeks passed quickly, though. Despite doing his utmost, Steve didn't succeed in 

making the Captain take his wood carvings. He kept fighting for several months. After half 

a year he ran out of all his savings but business and loan expenses stayed the same. Steve 

became unhappy and desolate. He often locked himself up in his workshop and carved 

hoping to sell his beautiful and perfect works eventually. Some of his friends kept coming 

to him, trying to help. Michael tried to persuade Steve to sell what he had and stop making 

new works, as there was hardly any space left for them in the shop. But Steve didn't want  

to even think about it. The truth was he didn't have the slightest idea of how to sell his 

works or advertise them, or how and where to find potential customers. Wood carving 

ceased to bring him so much joy and satisfaction as it had done before. Nevertheless, he 

kept spending time in his workshop to forget about his worries and unsettled accounts. 

One day Jerry came and suggested that perhaps Steve should close down his shop and 

his company and come back to work at the furniture factory. Steve  became outraged and 

chased him out.  

 - How's that? - he thought – Am I to give up my dream? To fail? Never!! This is my company 

and my life, after all! Jerry is simply jealous about it! 

Nevertheless, after six months Steve was fed up with his present situation. He was 

exhausted and depressed. He was often angry and miserable. Nothing would give him joy 

and his wood carvings became a heavy life burden. 

Eventually, Steve made a decision to close down his company and ask the factory owner to 

employ him anew. He knew he had to pay his loan for another five years. He would give 



notice to the Book-keeper and cancel the insurance. What else could he do? Feeling 

miserable, Steve went to the Great Office by the river.  



Work in progress: Johnny's conclusions after his fantastic journey 

It was autumn in its full when Johnny came back from his quest. The sun was shining 

brightly but the cold wind was beginning to blow. Johnny made his way back home with 

great excitement. He couldn't wait to meet Tom again. Over the last six months they had 

been exchanging news quite often. Johnny obtained his unpaid leave at the factory but he 

didn't expect that he would be away for so long, three to four weeks at most! But what a 

journey it had been! It was sometimes successful but at times painful and revealing. What 

Johnny had learnt was that now he would be able to run his business activity during the 

weekends. If everything went fine, he would be able to give notice in a year or so. 

On his way home, he met his best friend Steve trudging up toward the Great Office.  

 - Steve, wait! It's me, Johnny! - he shouted. Steve couldn't believe his eyes. Several months 

ago he learnt that Johnny had gone away but nobody knew where to, what for or whether 

he would ever be back. Then so many sad things occured that Steve didn't have time to 

think about Johnny. He was happy to see his friend, even though their last talk wasn't that 

nice. The two friends gave each other a big hug. And then Johnny asked: 

- Where are you going, Steve? 

- I'm going to the Great Office to close down my company. It didn't work out and I'm in the 

red.  

On hearing this, Johnny felt sorry for his friend. He looked closely at Steve and saw dark 

circles under his eyes along with his tired face. He knew his fears had been realized and 

that the ship didn't buy Steve's works. Basically, this was exactly what Tom had told him 

during their first meeting but Steve didn't want to listen at that time because he was so 



passionate about his idea. Johnny decided not to inform Steve about his business plans 

and his first customers orders yet. He was afraid it would bring Steve down a lot. He said: 

- Steve, I'm with you. Don't close your company down yet, just suspend it. Let's meet 

tomorrow afternoon and we'll see if we can come up with some solutions. 

Steve gave Johnny a faint smile because he didn't believe at all that anything could be 

done. But it was good to have Johnny by his side. They said goodbye to each other and 

Johnny hurried home. He wanted to get some refreshment because he was to meet Tom in 

the evening. He couldn't wait to tell the factory Owner about everything he had 

discovered.    

Johnny came to Tom early in the evening. Tom was waiting for him, happy and curious to 

hear about Johnny's business travel. 

 - Come in, Johnny, make yourself at home. I can't wait to hear all about your business 

adventures and your conclusions. And have you decided to start up your own company? 

Have you already collected any orders? 

Johnny began to talk. He told Tom how he had made acquaintances with the Mini-Folks 

from other lands. He noticed with amazement that people who sometimes lived just side 

by side had completely different tastes and preferences. He told Tom how he learnt to talk 

with them about their expectations regarding his art works and how he learnt to ask 

questions and listen to their answers with understanding so that he could sell them his 

wood carvings. He began to get familiar with and understand their everyday problems, 

needs and dreams. 

Finally, Johnny came across two lands where the Folks appreciated beauty and aesthetics 

and they loved to surround themselves with such objects. So he asked them about their 

personal preferences as to what sort of wood art they would need and where they would 



put them. And he came up with an idea of designing two different product lines of indoor 

and outdoor decorative objects.  

Moreover, during his journey Johnny had a great opportunity to learn some sales skills. He 

found out that even the best quality and the most beautiful product perfectly suited to 

potential customers' needs would not sell itself. A good selling strategy was absolutely 

essential. Johnny had to learn how to talk about his job and his works. He had to know how 

to present them to potential buyers and how to create an appropriate atmosphere to make 

his customers buy or order his works. He saw that he shouldn't be afraid of his customers' 

doubts and anxieties and that his task was to answer all questions attentively instead of 

forcing the Folks to buy his products.  

Johnny also became aware that knowing one's own production limits was of utmost 

importance, as much as having an in-depth knowledge about what he created. 

It was also the first time in his life that he had ever negotiated the volume and price of his 

orders. By the way, Johnny got to know that those were not the only sales parameters he 

had to bear in mind, for the cost and time of delivery became very important negotiation 

and sales aspects.  

It also turned out that selling a design of a product  instead of a ready-made object was 

entirely possible. What was more, Johnny was able to negotiate an advance payment for 

the still-to-come wood carvings. He also learnt that after coming back home and fulfilling 

the orders, he would have to go back with the delivery to his customers and negotiate 

further order volumes and prices if they accepted what he had brought with him. The 

conclusion was more than obvious. Maintaining relations with his customers, searching for 

new ones, gaining their acceptance and appreciation so as to work out standing orders – 

all these depended entirely upon him.  



 - Ok, Johnny, so let's sum up jour journey. What do you have and what will your next steps 

be? - asked Tom. 

- All right, then. I have got five orders with advance payments. They are to be sent within 

two weeks. I've already ordered a cart to carry them. And I'm going to meet your Book-

keeper again to register my company and to ask if he could recommend someone 

competent to run my accounts. I also need help in producing the wood carvings, otherwise 

I won't be ready on time. In two weeks I'm going with the delivery to negotiate further 

orders. When I'm back, I'm going to make new designs for wood carvings and set off again 

to search for new customers. The Folks from the Plains told me to visit the Folks from the 

Great Flatland, for they may get interested in my products, too. 

 - Johnny, you have no idea how happy and satisfied I am now. Well, it seems that my job 

as your mentor is over for the time being. Go and spread your wings. And if by chance you 

find some Folks interested in our furniture... 

 - I've already have – Johnny smiled widely at Tom – I've already given their contact details 

to your secretary. 

 Tom laugh and they continued having their raspberry tea on the terrace.  

And since this is a classical fairytale, it certainly needs a classical happy ending. You might 

have guessed that the next day Johnny went to Steve and offered him a partnership. To 

make everything clear, Johnny took 80% of shares, leaving the remaining 20% to his best 

friend. Steve gave his shop as an in-kind contribution, which later became the company's 

warehouse. Together with Johnny, they made new designs for wood carvings, but Johnny 

spent only 30% of his working time on carrying them out. The rest of his time was taken by 

managing the company, searching for potential customers, maintaining good relationships 

and increasing sales. Steve was also responsible for selecting new employees for the 

production team that made wood carvings based on Steve and Johnny's designs.  



Lessons 

The story has come to an end. So just before you close the book, let’s go quickly together 

through 12 lessons that you can collect I from the entire book here.  

Lesson 1 

Reaching financial goals often requires a total change of the business model and company 

strategy. It is as if you were starting to build up a completely new company based on 

completely different principles. Remember that sometimes it also involves changing the 

company's legal form. Do not be afraid of it but check all possible legal forms, along with 

their pros and cons. Find enough time to learn how to manage your company in relation to 

particular legal forms. Do an in-depth resarch on tax settlements and deductions instead of 

relying on your accounting department only.  It is you who should challenge them to find 

the best answers to your questions and doubts. Remember that necessary transformations 

may also concern customer segmentation as well as the whole marketing and sales system. 

Lesson 2 

Carry out a market research every time you launch a new product into the market, not only 

when you transform the business model. Check if you target your product or service to the 

appropriate customer segment and whether your potential customers see the value of 

what they get from you. It would be good to verify your system of customer acquisition, 

too.  



Lesson 3 

Sell your product or service before you invest your time, money and other resources in the 

production process. Remember that selling the non-existing products or services is a good 

method of validating them before making any further production investments. There is no 

better way to prove the validity of your business direction than customers' orders 

confirmed with advance payments. 

Lesson 4 

Do not sell your products or services by force. If customers are not willing to buy them, 

there must be a sound reason for it. Trying to sell by force will tarnish your brand's 

reputation. If customers do not want to buy your products or services, start talking to them 

and ask questions about how to change what you offer to meet their expectations. Allow 

your customers to modify your products or services.  

Lesson 5 

You should come up with a dedicated marketing and sales system for every new product  

or service you want to launch. Having spent several years on the market, business owners 

often assume that if they have already built up their business community or a large 

customer base, their products or services will sell on their own, and it is enough just to 

announce they are available. There is nothing more deceptive than that. 



Lesson 6 

If you want your customers to come back to you so that you could employ up-selling 

strategies, make sure to maintain relationships with the current and former ones on a 

steady basis. You should constantly work on developing closer relations with your 

community gathered in social media or on mailing lists. Only if you have built up a steady 

customer relationship and only if your products have gained a well-deserved reputation, 

will your customers be ready to buy from you. So, remember to provide your customers 

with valuable content so as to build and develop your customer and community 

relationships.   

Lesson 7 

Remember that while selling to bigger companies or selling premium products to an 

individual customer, negotiations (but not bargaining) are part and parcel of the daily 

agenda. They are usually concerned with trading conditions, that is, with time and place of 

the delivery or with product personalisation. Bargaining is only about reducing or 

increasing the price. In the long run it leads to nowhere.  

Lesson 8   

While developing your own company you must become its CFO. Every new product, 

service, sales system or employer involves changes in financial planning and profitability, 

and, often, in the pricelist. Be as diligent as possible in calculating everything, as the risk of 

losing control over costs and revenues is much higher with the development of your 

company. Hence, it is easier to lose liquidity.     



Lesson 9 

If you want to develop your company, you can't count only on yourself. You need to build 

up your business team and your business network. What is more, some tasks will certainly 

require outsourcing. So, you have to think what your core business is and distinguish 

between what needs to be done within the company because it generates the highest 

added value, and what can be outsourced.  

Lesson 10. 

Owning a business is much like having a baby – we quickly become emotionally tied to it. 

On the one hand, it makes the owner the best sales manager of his or her products and 

services. On the other hand, it causes reluctance in making important but difficult 

decisions, such as closing down a part of the business, changing the customer segment or 

staff redundancy. All this means that often the reason for the company's downfall is its 

owner. 

Lesson 11 

If your business is not going well, the worst thing you can do is to throw yourself into 

unproductive work in your own company. Either close the company down, or find 

someone with a completely different viewpoint (someone who will take a look at your 

company and your problems from a different perspective). As Albert Einstein once said: 

“We can not solve our problems with the same thinking we used when we created them”.  



Lesson 12 

Last, but not least: FIND YOURSELF A MENTOR. If you want to make a significant 

breakthrough in your company and shorten your business education period along with 

your way to success, think about a competent and successful mentor.  
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