Surname 1

Student Name
Lectures name
Course Title
Date
E-myth Synopsis
The E-myth book by Michael E. Gerber explains why 80% percent of small business fails. The book intends to encourage those with small businesses to succeed.  The author wonders why even with such updated information on how to achieve in markets, only a few people realize their market potential. The book offers critical strategies on what to do to improve the small business. The E-Myth, which stand for the entrepreneurial myth holds the idea that most people who start small businesses are entrepreneurs who risk all their capital to start making a profit. The primary goal of such persons is to free from being employed and have the independence to run marketing their own SMEs. The author continues to narrate that it’s not necessarily people with technical experience who successfully run a business because as the company grows, the work that one used to enjoy will eventually be too much for the technician. Also, a technician will not understand everything that runs in business. 
In all business enterprise, three key people play vital roles. There is an entrepreneur who bears the vision of the business and plans its future, a manager who ensures order and organization, and the technician who is the expert and does the technical work. These three roles often compete for interest and priority, and there is a need to bring balance between them. A technician who does the job without a manager to may overwork himself with a lot of work with no significance or order. It is therefore essential to coordinate all the three roles for a business to succeed. 
 In this book, Michael describes the various stages or phases that industry undergoes. The first stage of a business is the infancy stage or the technician phase. In this stage, the owner operates the business according to his want and not what the business needs. This stage ends when the business grows and weighs the owner down for he cannot keep with the demand of the company. He realizes that there is a need to change how he has been operating the business; he requires assistance from a manager and an entrepreneur. At this stage is where most companies fail. The owner is left with two options, either move to the next step which is adolescence or quit doing business.
In the adolescence stage, the owner seeks the help of others by employing people. They help in the technical work that the owner cannot perform. Adolescence stage has a trap that Michael calls ‘Management by Abdication.' It is where the owner lets go of some responsibilities, and he forgets to supervise the quality of work done by the employees which result in poor quality production of services. Failure of the employees to produce quality services and products poses a danger firing all his employees. He would instead work in the business all by himself. He might decide to shrink the company into a small that he can comfortably run forgetting the reason why he had employed the guys to help him.
The adolescent businesses stage is usually the point where a business is owner's comfort zone. The company reaches a point where the work of a technician is not sufficient, the assistance service given by managers is not enough, and the number of managers influenced by entrepreneurs matters less. Consequently, a business may experience processes and go beyond the comfort zone stage. At this point, the owners of business should discern find a comfort zone for to set a better vision for the company. It will also help in setting achievable goals and be comfortable with business expansion. By doing so, the business reaches a mature stage, where the industry has a clear vision. In the mature stage, the owner requires an entrepreneurial perspective that displays how the owner wants the company to turn out. Every day should be devoted to the development of the business, and considering the benefits that one is offering his customers.
The owner needs to learn the Franchise Phenomenon where owners build successful businesses and later sell the format to others. The owner achieves the phenomenon by creating an effective, orderly and consistent system of doing business. The real product is the business itself. The owner sets up a business franchise prototype that provides the customers with the way a business system runs to produce goods and services. Such a business is always ahead of its competitors. The writer concludes that all successful companies in the world are a franchise. Business owners should learn to let the industry serve him and not him serve the market. The business to some owners has become their lives. A Franchise prototype in a business help to create a model that provides consistent value to one's customers, a model operated by one with the lowest skill, a model that ensures order, a model documented in the operations manual, and one that utilizes uniform color, dress and facilities code. When building a small business that works, the owner will have to consider innovation, quantification, and orchestration in the business development process. Innovation ensures that the owner comes up with new ways to do business. Quantification will enable one to weigh the impact of the change on the market. It will also help in knowing how the company is doing and trace the progress of reaching goals and identify problems before they occur. Orchestration helps the owner coordinate and implement useful innovation after it has been proven to work. 
Finally, Michael identifies the following steps to follow to come up with a business development program.  According to Michael, the steps include identifying the primary aim, strategic objective, organizational strategy, management strategy, people strategy, marketing strategy and finally identify your system strategy. For an entrepreneur to create a great business, one needs to understand why you built the company. Knowing the kind of life you want, beliefs, values and your dreams will help you set a vision that shapes the business. The business will serve to help you realize your primary aim. The strategic objective presents an image of your finished business. In addition, one should have goals that are realistic and worth spending your life to pursue.  Also, one should have a framework of your business that is clearly stating your target customers, the vision and the amount you plan to make.
In the organizing strategy, the owner sets up the positions that are required in the business and assigns them the roles. Organizing strategy ensures that there are no disputing roles in a company. Once you set up the business system, the management strategy will help you run it smoothly. The system needs to be run by people will least possible skills, it should not be complicated. Your people strategy helps in choosing the kind of employees you employ. Ensure that your employees understand the driving vision for your business so that they own the entity. The goals of your employees should be similar to yours. The owner should help the employees realize that they can fulfill their primary aim by working in the business. The failure of the company to achieve its primary objective of retaining customers will undoubtedly collapse. The marketing strategy helps the owner understand the customer’s demographics and psychographics. Understanding one's customer preferences and their unconscious mind behind their buying is very critical for a business.
Your system strategy helps one in identifying the systems in the industry and includes the following: hard system, soft system, and information system. Hard systems are inanimate things like office furniture and equipment in the business. Soft systems are adaptable things which are dynamic; they include the owner of the company and the selling system that consists of the employees. The information system provides data on how the hard and the soft system interact, an example of this is the e-mail system. Finally, there are three points to note in the selling process. These are appointment presentation, the Need analysis presentation, and the solutions presentation. The Appointment presentation helps to capture the attention of the customers and seek an appointment with the customer. The Need Analysis presentation explains how your products and services reduce an already existing problem. The Solution presentation shows the customers the satisfaction that they will gain from the product. These presentations will help build a relationship with the customers.
In conclusion, the great ideas revealed in the book should serve to enlighten those with small businesses to succeed. The owner of the company should take advantage of the views and implement them.
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