The difference between a “Business Owner” and an “Entrepreneur”
And Why You Want to Focus on the Entrepreneur First with TCA

Not all people that own and run a business are Entrepreneurs.  In fact, about 90% of business owners are NOT Entrepreneurs.  That means 10% are Entrepreneurs.  So how can you tell who is who and why the difference?  There is nothing wrong with either group of people.  Both should be commended for taking action and control of their environment and the risks that go with owning a business!  Self employed business owners and Entrepreneurs are the backbone of America’s job creation and economic flow of this great nation.  They are often the visionaries who create opportunities out of a needs and/or wants for the rest of us to work for and be consumers of.   
1.  A business owner is typically an individual that often bought an existing business, took over an existing business or was handed a business such as in a family situation or inheritance.  Business owners may be a franchise, in fact many single location franchisee’s are a business owner, but not an Entrepreneur.  A business owner likes single franchised opportunities because of the structure and support, more than the chance for expansion.
2. A business owner typically worked to create a job for themselves, to be their own boss.  Often they work to create an income that will satisfy their needs at the time and will seek for being comfortable.

3. A business owner is usually content with the status quo, not very opportunistic, once they built that world around them, they do not look to expand, only look for limited continual growth, not as open minded to new things or ways to go beyond their current “Comfort Zone.”
4. Economic times (such as they are now) will often weaken the business owners bubble they have created and they may seek for new ways to improve sales to what was lost in an economic downturn, but even still, the areas of focus are very conservative and methodical often not thinking more than what can be replaced to what was lost.

5. Business owners do not easily see the BIG picture you might present and/or do not want to see them.  They are typically happy with the world they have created and do not look for BIG, rapid, explosive growth; in fact, it often will turn them away as they are content and do not want to go outside that comfort zone.  You might characterize them as having blinders on, only focused on the status quo.  They often find growth and expansion as more work and effort beyond their comfort zone and it simply does not interest them.  They typically are not as optimistic as Entrepreneurs and find challenges as a negative aspect of what they want.  Business owners also tend to be more simple natured, predictable and methodical and sometimes more controlling.
6. Entrepreneurs are a different animal.  Although they come by acquiring a business in the same manner as a business owner, they will often create a business out of a need and/or want in society.  Entrepreneurs are not very similar to a “business owner.”  You will find an Entrepreneur will often have multiple businesses and/or multiple locations.  Entrepreneurs like a franchise only if they can expand with that franchise.  They often butt heads with franchise corporations and can often be classified as “Mavericks” in the corporate eyes.  There is more chance that an Entrepreneur might start out with a franchise only to leave and start a similar company of their own!  Entrepreneurs often are the start of a franchised idea.

7. Entrepreneurs are often classified as optimistic, risk takers, visionary, forward thinking, creative, rushed, having ADD and ADHD , never having enough time, scatter-brained, not focused, analytical, caring only of the bottom line, etc.  There is a saying; “If you want to get something done, find a busy person” There is a lot of truth to this with Entrepreneurs.  Entrepreneurs like challenges, in fact, it is hard for them to say no to a challenge, challenges fuel their motivation, something for them to fix or make better!  
8. How to spot an Entrepreneur is to look for individuals who have more than one business and/or more than one location.  Both franchised businesses and individual chains.  Some Entrepreneurs only have one business location.  The way to tell the difference between a one location business owner and Entrepreneur is the Entrepreneur will often try to maximize the use of their space to create extra income!  Maybe their main business is packing and shipping, but when you enter their store they also sell printed products, greeting cards, ink cartridges, books, travel service, etc.  The Entrepreneur will “add to” his core business with add on profit centers that often compliment his core business and customers.  The convenience store that also has a laundry mat, car wash, and deli is an Entrepreneur versus someone who only has the convenience store.  This is often why Entrepreneurs get in trouble with a franchised corporation and find it difficult to work together because they will often be restricted from doing just this by the corporation.  How many McDonald’s have you seen that also a game room or banquet room attached?

9. How to approach an Entrepreneur is often tricky and hard to do.  Their time is crowded!  This should give you a quick check to see if they are an Entrepreneur.  A business owner is often in their business running it daily.  If you go into a business and get to meet the owner right away, they are probably NOT an Entrepreneur.  More likely you are going to have to “catch” the Entrepreneur as their schedules are not given out and are protected by their front line.  Good times to catch an Entrepreneur are at opening and closing of the business.  Sometimes weekends can be good times as the Entrepreneur might cover the weekends themselves.  Also at busy times of the business like 12 to 1. During slow times, the Entrepreneur will leave to take care of other locations and business.

10. Once you get to meet an Entrepreneur, here is how to structure your presentation.  Remember, they are analytical.  They often do not want to hear the “details” as much as going right to the bottom line and how it will help their business.  They want the bullet points and the punch line, nothing else right now.  They are quick decision makers; they will often make a decision before you finish…so listen and watch!  When they start repeating to you your presentation and “See” the big picture, stop talking and go for the close.  Entrepreneurs will often start a project and then learn the details as they go along.  They can often be known as running their business “By the seat of their pants.”  Once you get an Entrepreneur on your team…watch out as they will run a marathon to make it successful!  Thank them for their time!  Once on your team, they will be your “buddy.”
11. There is nothing wrong with going after and targeting a “business Owner.”  You just have to make your approach and expectations differently.  Business owners are easier to meet, but remember how they often think.  They are probably in their comfort zone and will not be as open minded about the TCA opportunity because of the added effort and potential growth they might experience which is counter productive to them and does not interest them.  They are typically happy where they are doing the same thing.  Approach a business owner with the opportunity that this might help create a retirement for them, help them afford putting their kids through college, provide added income to hire someone to manage for them so they can go on vacation more often.  Other ideas would be to help them afford to pay their employees more or offer more benefits like health care.  Remember, they don’t want to hear that they can make a lot of money to open more stores, expand what they currently have, this does not interest them as much.  Better quality of life for them and their employees will interest them more.  Also things that will help them and their current customer base like a faster check out system, remodeling to look more in style-but not to expand.  The business owner will want the details of your presentation and not care so much of the ending because they are often methodical, skeptical; proof is in the pudding type of individual.  They will often be fence sitters waiting to see reality happen before joining in.  When they see others like them joining, they will join.  You will find yourself following up often with a business owner before they decide yes or no.  Entrepreneurs will usually decide 10 minutes after you first see them and once they decide, they are hard to change their mind.  Yes or no.

12. Seek after the Entrepreneurs first, they like you being bold and straight forward!  They want to see confidence in what you are saying.  Keep it basic and simple, bullet points and punch line!  Answer their questions as asked.  It may seem that your presentation is choppy, but to the Entrepreneur it is not.  When talking with a business owner, stick with your presentation, they like people like themselves, methodical, details but also like someone confident of themselves and caring.  Find out about how the business owner got into business, about their family.  They like to talk about, their business, themselves and their family.  Entrepreneurs like to also talk about their business, how they created it, their dreams and goals, the big picture.  Family might be of topic, but seems less important in conversation.  Above all, be a good listener and body language expert for either individual!
