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money to entrepreneurs in developing countries. John Warrillow is a graduate of Queen's University
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SUMMARIES.COM is a concentrated business information service. Every week, subscribers are e-mailed a
concise summary of a different business book. Each summary is about 8 pages long and contains the
stripped-down essential ideas from the entire book in a time-saving format. By investing less than one hour
per week in these summaries, subscribers gain a working knowledge of the top business titles. Subscriptions
are available on a monthly or yearly basis. Further information is available at www.summaries.com.
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MAIN IDEA

One key problem which many business founders and entrepreneurs strike is they create a business which cannot function without
their hands-on involvement. In doing this, they create a rather obvious problem —when it comes time to sell their business and go do
something else, their business is not worth much without their ongoing input. They become trapped in an unsellable business
because the company is totally reliant on its owner's input.

To avoid this problem, business builders need to create a business which can thrive and grow without them. Once your business can
run without you, it then takes on a life of its own and can grow to the point at which it becomes a valuable asset you can sell. Getting to
that stage is usually an eight step process as shown below.

“There are approximately twenty-three million businesses in the United States, and yet only a few hundred thousand are able to be
sold each year. That means for every small business owner who creates a business that someone will buy, there are about a hundred
businesses that do not sell. This eight-step process provides a framework and action plan for ensuring that you are among that
desired 1 percent.”

— John Warrillow
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