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It is a bright sunny cheerful Monday morning and you wake up with the knowledge that you no longer have to go to the office, see the boss at the yard or race for the train or bus to be at college. 





The situation you find yourself in is unemployment or self-employment and the only thing between success and failure is what you have between your ears. You are, in fact, at this point of time, the total sum of your life experiences you have endured up to this fateful Monday morning.





After careful thought, you decide to start a service business. This may be anything from establishing a consultancy based on your knowledge and experience to providing the best plumbing service in the area. A service is a service, and as such it does not offer a product for sale. There is only you and your innate talents to perform the particular task that will result in the success you desire.





You then start, with all the excitement you once experienced as a child preparing for a party, to establish and make sure all the right things are in place to start your business. 





However, the phone is not ringing, your advertisement is not working and the money is starting to run out.





You speak to all your friends, gain family advice, look at what other are doing and still nothing is happening. You are starting to become very concerned and self doubt creeps insidiously into your thoughts.  Desperation seeks to become your companion.





The answers you seek are in the same place you started: Between Your Ears.  





Discover that your own true wealth is the voice of your subconscious. Remember, that people are far more likely to be persuaded by your belief in yourself and the passion of your emotions than any amount of logic or knowledge.





Now is the time to act: Sit down alone and ask some critical personal questions. What am I good at? Organising? Being funny? I meet people easily? I am fantastic with my hands? 


Make a list and match it with how this may be useful to your target market and make your business special.


Now look at all your past life. Make a long list of all associates, work mates, sports contacts, club members, friends and relatives and let them all know what you are doing and ask them if they need your service and will they refer your service. You do not know who your friends and associates know. This is a real key to success. Ask them.





To gain an image and to expand your contact base you need to network effectively. Join a local community club, be a volunteer for a well-known local group, whatever your service, you need to network at least twice a month and meet at least 5 people on each occasion.





Another way to expand your service is to form strategic alliances.  





The best alliances work where you enhance the skill base of a friends or associate’s business. The addition of your service means that you both will value and have access to a new group of potential clients. Be honest and open, the doors to success will be yours to find through your mind.
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