The Honest Journey of an Entrepreneur
Success is simply a process of elimination
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Introduction
In this short book I'm going to share with you the journey of my life. Prepare yourself for a
completely honest approach to entrepreneurship because this book isn't here to glorify
anything. I've written this book in the hope that others will learn from my journey and have a
good laugh in doing so, because one thing I can promise is that I've made more stupidly
embarrassing mistakes than you, and in this book I'm going to share them all with you. I also
hope that you finish reading this book feeling inspired to chase your dreams, because I'm
going to prove to you that through the process of elimination, anything is possible.

Enjoy.

My background
I was brought up in a working class family, my mum was a Nurse in the NHS for 25 years and
my dad was a carer for people with disabilities. We lived in a semi-detached house in Bingham,
Nottingham, England. Home life was good, I'm fortunate enough to be able to say I grew up
with loving parents who did their best for us and in general (apart from the odd scrap) I got on
with my brother and sister. I went to the local schools; infant, junior and then senior. I didn't
get on with school, in fact, I can go as far as saying I hated school. I found the majority of the
lessons boring and I wasn’t interested in learning what was being taught. I also felt like the
schooling system was outdated. The world had moved on and advanced into a new age, yet
schools and the teachings that happen within them hadn't. I left school in 2006, age 16, with
GCSE results of 2 B's, 3 C's and the rest D's and E's. Truly, after achieving those results, I
thought I was destined to be stupid for the rest of my life. Thankfully I was wrong. The 13 years
that passed since then taught me that tests that measure your inability to remember stuff that
you're not interested do not determine your future. Thankfully school had not damped my belief
system; the belief that if one can do it, so can I. The belief that we have the ability to achieve
anything we put our mind to. The belief that regardless of who we are now and what our past
says, we can be whatever we want in our future. Life is made from a collection of choices,
when I left school, I chose for my learning on life to begin.
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The journey begins
As soon as I left school I got a job as an Air Conditioning Engineer at Hilton Building Services.
I actually wanted to be a plumber but they didn't have any positions and being young and
naive I thought I'd be able to switch within the trade. My plan was to learn the skills, get the
qualifications, then set up my own plumbing business. The first year of leaving school and
entering the 'real world' hit me hard. I worked in a negative environment with a group of men
who physically and mentally abused me.

Having never experienced anything different I thought that this was the norm within the
construction industry, especially as the men I was working with would say stuff like 'everyone
goes through this' and 'this is how it is so get used to it'. I was pinned in position and forced to
lift ridiculously heavy gas bottles, punched, thrown on the floor and tied up; just to name a few.
After a year I finally broke and after sharing my experiences with senior management they
offered to move me over to the plumbing side, which I accepted.

The first year was okay as I was working in houses doing work I liked doing with people who
I liked. The second year, things changed when the domestic side of the business started to
dry up; because of this I was put back on building sites as a heating engineer. I hated
everything about the work; it was cold, wet, dirty, and I was predominantly surrounded by
negativity again. I'm a person who likes to smile a lot and working in an environment that
appears to be dominated by misery isn't where I want to work.

My boss ordered people around like they were slaves. I once saw him screw up a piece of
paper and throw it in the face of a contractor because he caught him talking instead of working.
If we wanted to leave at the end of the day we'd have to queue up in his office whilst he played
games on his PC, he would look at his watch and not until the time was exactly 5:30pm would
he turn around and say 'Go on then, fuck off' and point to the door. That was the appreciation
he showed 30 grown men for working that day, and every other day.

But the truth is, now, I can honestly say I'm thankful for all of these experiences, because life
has taught me that there are lessons in everything. I learned how not to treat people, I learned
how not to speak to people, I learned how not to be a manager, I learned how not to run a
company... I learned how not to be. The process of elimination was starting to show itself. I
was eliminating the person that I didn't want to become, and in doing so I was finding the
person who I did want to become.
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A further 6 months went by, it was 2009, I'd just turned 20 and I was unhappy and unfulfilled;
The negative environment had starting to take its toll and I was desperate for change so I
arranged to go for a drink at the pub with my friends to discuss ideas to see if we could come
up with anything. Little did I know then that that conversation would change my life forever.

When an idea takes off
We met at the pub around 6pm; Tom, Wayne, Jon and I. We were all close friends from school
and had stayed in touch since. I told them the situation with my work and that I wanted to see
if we could come up with a way to start our own business. I'd always wanted to be my own
boss and run life myself. The only reason I wanted to be a plumber was to start my own
business. Throughout school I was always buying and selling stuff.

My earliest memory I have of having a taste for entrepreneurship was when I was 8 years old
walking around neighbours gardens picking their flowers with my sister, then crushing them
up and adding water and selling it back to them as perfume. Age 10 I was thanking my parents
for the videos I'd just got for my birthday, then a week later I was thanking the person who just
paid 50p for them outside the newsagents. Age 11 I was cleaning our cars, and then
neighbours cars. The roof was always left dirty because I couldn't quite reach that far. Age 13
I had a paper round before school, and after school. I was earning £21 a week; it's safe to say
I'd made it. Age 14 I was buying and selling penny sweets at school. Age 15 I was buying and
selling mobile phones. Age 16 I was buying and selling games consoles in the local
newspaper.

I've always been fascinated with buying and selling, that's why when we came up with our
business idea at the pub that day I knew I was going to go for it. When we first arrived at the
pub we started throwing ideas around. I had no idea what I wanted to do I just knew that I
wanted to change my current situation so I was open to discussing anything. I can't remember
exactly what ideas we came up with, all I will say is that some of them were so ridiculous we
laughed out loud. After about an hour of going through a multitude of ideas we eventually
came up with the one that would soon become my first business, Tom & Simon's Kitchen, the
mobile fish & chip van.
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The next logical step would be to do some research, some planning, and some forecasting...
well, we didn't do any of that. Instead, I went home, drafted my letter of resignation and the
next day quit my job. My cooking skills at the time were limited to turning bread into toast, I'd
never drove a van before and I'd never run a business.

After handing in my letter of resignation to the managers at the office in the morning I went on
site as usual and my boss asked me why I was quitting, I told him that I was going to open a
mobile fish and chip van and his response was 'that will never work, they died out 20 years
ago.' I didn't listen to him. Instead, I rang the bank and got a £5,000 loan and a £3,000 overdraft
and told them I was buying a new car. My work contract stated that I had to work 7 days after
giving notice of my resignation, but that morning the weather was good, it was sunny and
warm, so I decided to head off for morning break and never came back. The managers in the
office kept calling me, so I turned my phone off. That was the last time I ever heard from them.

Tom & Simon’s Kitchen
Over the next few days Tom and I (Wayne and Jon decided to drop out) started looking for a
catering van to buy on eBay. We found a van that we could just squeeze into our budget (Tom
also got a £5,000 loan) and started bidding on it. It failed to meet the reserve so we rang the
owner and after some negotiating we agreed to pay £8,250 for it.

The only problem now was that we knew nothing about anything we were buying and the van
was located 6 hours away in Cornwall. The sensible thing would have been to get a mobile
mechanic to check it over. Instead, we went to the bank and withdrew £8,250 in cash and set
off for Cornwall. We couldn't afford to pay for a hotel so we slept in my car overnight waiting
for the day of collection to arrive.
After a terribly uncomfortable night’s sleep we made our way over to where the van was
located. We lifted the bonnet and it appeared to have an engine (good enough for us), we
turned on the fryers and they appeared to work (good enough for us), and the person selling
it took us for a 5 minute drive never getting out of third gear (good enough for us). We didn't
need to discuss anything we'd seen (or not seen), we were happy, we handed over the £8,250
and purchased the van. Now all we needed was insurance, tax and fuel and we'd be good to
go. We rang up the insurance company and there was a problem, a major problem. I had only
just turned 20 years old and it turned out you have to be 21 years old to get insured to drive a
catering van (something that research would have told us).
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Now from an outsider’s point of view there is no way around this, because I'm 20, and you
have to be 21, Tom is younger than me and we can't run the business without driving the van.
But age wasn't going to stop us. Instead, we rang another insurance company and got the van
insured as a plumbers van with light tools in the back. For the entire year until I turned 21 we
drove the van insured as a plumbers van. Thankfully we didn't have an accident, because if
we did it would have been game over.

After an epic 6 hour drive we eventually arrived back home and parked the van on a
neighbours drive (luckily they were on holiday) ready to start work the next day. We woke up
nice and early the next day and started to get to work on improving the appearance of the van;
it was a 1995 LDV that had done over 100,000 miles (which we didn't check when we bought
it). We looked at spraying it but the cheapest was £1,000+, and we didn't have that kind of
flexibility in our budget. Instead, we decided to buy 6 litres of garage door paint, a couple of
rollers and a paint brush for the tricky parts.

As you can see, it worked a treat, yes there were a few streaks and a couple of brush marks
here and there but we had a brand new white van, for around £40. We did the same with the
alloys as they were rusted, except we used silver to give it that 'authentic' look (which didn't
work at all). After we gave everything a thorough clean both inside and out we were ready to
test our cooking skills. Tom used to be a chef, so you'd think that would have helped, but the
problem was he had never cooked fish and chips either. We invited a few of our friends and
family around, got a block of beef dripping, a few sausages and some powdered batter. That
was the extent of Tom's knowledge. I'm not complaining, as that was some beef dripping and
some batter and sausages above my knowledge.
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We lit the fryers up, waited for the oil to heat up then dropped a couple of overly battered
sausages into the fryer. When we pulled them out we cut them up into small pieces and
handed them out. They were terrible, the batter was about half an inch thick each side and
was still soggy. I'd love to tell you how terrible the fish was then too but we decided to save
the testing of our fish on our customers, we did the same with the chips too. After cooking two
battered sausages that came out looking horrific and tasting even worse we decided that that
was enough of a test, we were good to go.

Now we were confident in our cooking skills, we got to work on everything that we thought
needed to be done before we could go out and start serving. We ordered chef whites, aprons
and chef hats, a few plastic tubs, some utensils and cleaning products. We then created a
flyer and ordered a box of 5000 ready to start delivering. Over the next few days we handed
out our flyers to one of the local villages, we delivered around 500 leaflets by hand. The plan
was to sell our fish and chips like an ice cream van sells ice cream, so we'd drive around from
street to street serving people. Of course, we hadn't actually tested any of this or even thought
about it in great detail, we just knew that that's what we wanted to do. The morning of our first
official day serving in the van arrived, we woke up early and started preparing for the evening
ahead. Our flyers said that we'd be serving in the village from 5pm-8pm.

The fish was delivered to our door in the morning so that was good to go, we stocked the other
ingredients that we thought we needed to make the batter, loaded up the van with our
equipment and then set about peeling potatoes. Here's the first mistake of the day... because
we didn't practice cooking our chips we had no idea how long they would take to peel, or cook.
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We didn't want to use frozen chips because we wanted to create a premium product. We
couldn't afford a Rumbler (Automatic potato peeler) so we had no choice but to peel them by
hand. By now it was 2pm and we were supposed to be serving in 3 hours. It took us a lot
longer than we thought it would, we spent the next 3 hours peeling three 25kg bags of potatoes
by hand. That took us to 5pm. Okay, now we're late. Nothing is turned on, we still have to drive
to the location and then we have to cook and serve fish and chips that we've never cooked
before. We also forgot about getting change for money, so I ran upstairs and grabbed my
change tub which consisted of 1p's, 2p's, 5p's and 10p's. The price of our fish and chips was
£4 and £5. Let the fun begin.

We loaded up the potatoes, I jumped in the front of the van and started driving whilst Tom
jumped in the back and starting lighting the fryers, cutting chips and making batter. It was
hilarious! He was flying about all over the place trying to cling onto everything as I was going
around corners racing to get to our location. We eventually pulled up at the first street and
Tom hung out the window ringing a cowbell that my mum had got from Switzerland. This was
it, the moment we'd been waiting for. We opened the hatch and the first person walked up to
the van within 10 seconds; our flyer had worked, it got people's attention. He ordered chips
and paid with a £20 note. Shit.

Second mistake...He needed £18.50 change and we only had my change tub consisting of
1p's, 2p's, 5p's and 10p's. Then we put the chips in the fryer and they sunk to the bottom. Third
mistake... we had no idea how long the fryers took to heat up or how long the chips were going
to take to cook. After 30 minutes of awkward waiting the chips eventually rose to the surface
and were ready to be served. We took them out and put them straight in the chip pan. Fourth
mistake... we didn't have a chip pan drainer, so they were swimming in oil. We didn't know
why there was oil everywhere so to counter the oil we thought we'd heavily salt the chips.
Okay, we're ready to serve, time for our first ever customer to be a test subject. I put some
greasy salty chips in a tray and put them down and he asked if he could eat them open. Fifth
mistake, we hadn't practised wrapping, so we had no idea how to serve them open or closed.
I went with it and said 'sure', put the tray on the A3 wrapping paper and just scrunched it all in
a ball and handed it to him. It's still one of the funniest images I can remember as he walked
off holding this scrunched up paper with two hands trying to eat chips.

As you can imagine though, it wasn't funny at the time, far from it. The whole thing had been
an absolute disaster. We knew we couldn't carry on serving like this because the food was
just awful, and we hadn't even attempted a fish yet. So we just shut the hatch and went home.
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I can honestly say that drive home was one of the most disappointing and depressing drives
I've ever had. The whole experience was humiliating. The work mobile (which was on the flyer)
wouldn't stop ringing. We were so deflated we agreed to take it in turns to answer the phone
to talk to angry customers saying 'Where are you, I've invited friends around!' and 'I'm waiting
for you!' and 'You've let me down' etc. The onslaught seemed never ending. We must have
had at least 30 phone calls that night. But here's the thing, although we now had over 70 fish
and a container full of peeled potatoes that we were going to throw away, the fact is, those 30
angry callers showed us something; Demand. Out of all the mistakes that we made and all of
the things that we got wrong, we must have got the flyer right to get that kind of response. And
to us that was the most important sign that kept us going. We knew that all we had to do was
get everything inside the van right and the demand would be there. Let the purposeful process
of elimination begin.

We delivered another 500 leaflets to the next village, and got ready to start serving. We peeled
the potatoes by hand, this time a little earlier. We bought a chip drainer and got some suitable
change. We arrived at the location on time and fired up the fryers. We opened up the hatch
with chips cooked and got ready to start serving. The first customer came up straight away
just like the other location. 'I'll have fish and chips please.' Great, the chips were ready, we're
sorted. Now all we have to do is get the fish right. First mistake... we had never battered or
cooked a fish before. So we cooked the fish and used a probe to check it was 100% cooked,
it was. But that didn't make it look any better. The 1 inch thick soggy batter that surrounded
those 2 practice sausages was now surrounding this customer’s fish. We took the fish out the
fryer and went to put it in the fish warmer.

Second mistake... we didn't have a drainer for the fish. Oops. Now the fish is in the same
position the chips were a few days before, floating in oil. It's too late now to do anything about
it, she's ordered and waited 10 minutes, we're going to have to just serve it. We took the fish
out the warmer, put it on top of some greasy (how?) chips, and put it down in front of her. Her
response shows just how bad our food must have been, just by the appearance she said
'Lads, what is that? You can't serve that.' As you can imagine, that didn't feel too good. We
apologised, gave her her money back, closed the hatch, and took another humiliating drive
home. The next location was the same as the first as the week had come around again. This
time we changed the oil from beef dripping to vegetable oil because the chips were still greasy,
and the oil could surely now be the only reason for them being greasy because we had a
drainer. We were right, it turns out our fryers weren't powerful enough to get the beef dripping
up to the temperature needed so the chips were soaking up the oil.
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We set off for the location and arrived on time, rang the bell, opened the hatch and the first
few customers walked up. We put the chips in and they came out golden, yes, success! We
thinned the batter on the fish and pulled them out the fryer and put them on the new drainer
and again, success! Granted, the fish still didn't look amazing, but at least now our food is
edible. We served the few customers that were there and closed the hatch ready to drive to
the next street. Tom was clinging on to all the batter, flour, fish and chips in the back as I was
driving to the next street. I have to admit that I did purposefully go around some corners a little
fast because it was hilarious looking at him flying around in the mirror and hearing him scream
'slow down!' whilst trying his hardest to stop anything falling.

We arrived at the next street and rang the bell but this time no one came out, we did the same
for the next few streets and it was pretty much the same result apart from the odd person
having chips as they were walking past. We soon realised why. On our flyer we said what time
and what village we would be in on what day, but we failed to say exactly where, and for
obvious reasons, we were driving around, so we didn't know exactly where we would be at
any given time because it depended on how many customers we served in any one location.
So based on this experience, we decided moving forward we would stay in one location within
each village and stop driving around. Over the next 3 months the learning experiences
(mistakes) continued to happen, as did the process of elimination. We didn't make the same
mistake twice but because we didn’t have any experience and didn't plan whatsoever; apart
from where we were going to serve our food, the mistakes seemed never-ending.

We let the gas run out, the batter run out, the flour run out, the fryers broke, the van ran out of
fuel, we ran out of oil, the fish didn't turn up, the potatoes sold out, the trays ran out and so did
the paper. And because we were only testing on 2 locations weekly and weren't making an
income outside of the business, the mistakes started to catch up with us and funds were
starting to get low, really low. So much so that I came to a position where I had less than a
week left before I was completely out of money, my £5,000 loan was gone and my £3,000
overdraft was nearly maxed out. I still had my bills to pay and the loan payment was coming
out in 5 days, and I couldn't afford it.

I was in a desperate situation, we had to make the next visit to a location a success or that's
it, I'm out of money. The few customers we'd served successfully told us that the chips were
amazing but the fish was average. We needed to get the fish to the same standard as the
chips, and we needed to get everything right. We couldn't afford to make any more mistakes.
After 3 months of failing, we got our first lucky break. My sister had started working at a pub
that was known for how good its fish and chips were.
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So we asked her to speak to them to see if we could come and see them to see what they
were doing with their fish, they said it was fine. We went to the pub and watched them cook
fish and chips, they showed us the batter they were using and the secret to the mix... sparkling
water. It was a game changer, we were using the same batter mix but using normal water and
the batter was coming out flat. As soon as they dropped the fish in the fryer the batter fizzed
up and it created a crunchy, light, fluffy finish. The difference simply adding sparkling water
made was unbelievable. We'd found the missing link that we needed to make our fish and
chips taste amazing.

The next step was to apply our new knowledge, avoid all the mistakes of the past, and hope
through the process of elimination we'd found our way to creating a successful business. So
here we were, a few days away from going broke, heading off to a brand new location that
we'd just delivered leaflets to, crossing our fingers hoping that everything would work and we
wouldn't encounter any more mistakes. We arrived early, prepared everything we needed, lit
the fryers and opened the hatch and began serving... 3 extremely busy hours later we left with
over £400 in takings. Yes! Finally, it worked, it just worked. We went home, had a drink to
celebrate and the next day I went to the bank and paid in £156 to pay my loan. From that day
forward Tom & Simon's Kitchen was a crazy ride of success. Yes, we still made mistakes, but
we'd got the fundamentals of the business right and we were consistently taking a healthy
profit at every location we went to. Word started to spread and we got busier and busier, so
much so that we had to introduce a pre-order system because we were selling out and if you
just turned up there was often over an hours wait for our fish and chips.

We went on to be awarded 5 stars in food hygiene, we were invited on the radio to talk about
young successful entrepreneurs, we started employing people, we were expanding and doing
events all over the country, and we were making good money. But something was up.
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What came next?
After running the company successfully for the next 3 years I decided that it was time for me
to move on. I started Tom & Simon's Kitchen more out of desperation to escape my previous
situation and it allowed me to do that. The company allowed me to achieve the financial goals
that I set myself at that time in my life and if I'm honest I thought fulfilment would come along
with that too, and it didn't. I was making good money, running a successful company, and I
was my own boss... but I was feeling completely unfulfilled. I realised that my lack of fulfilment
was coming from a lack of passion for what I was doing. Yes, I was pleased with everything
that we'd achieved, but I wanted more than that. I wanted to add value to the world, I wanted
to make a difference, I wanted to help people and really make an impact. Tom & Simon's
Kitchen wasn't going to allow me to do that. So in 2012 I decided to sell the business to go
hunting for fulfilment. Tom & Simon's Kitchen has since gone on to be finalists in the 2016 and
2017 national fish and chip of the year awards. It was a fun time, and it taught me a lot, but it
was time for me to start the next chapter of my life.

Over the next 6 months I attempted other businesses hoping to find something that I could
develop a passion for. I started an outsourcing company and was getting clients but soon
stopped that because I wasn't passionate about it. I started a sunglasses company shipping
in sunglasses from China and America and selling them online through our own website and
Amazon, I was making sales with a 700% return on investment, but I soon stopped that
because I wasn't passionate about it either. If there's one thing that Tom & Simon's Kitchen
taught me it's to think fast, and act even faster. I was seeking passion, if the work I was doing
wasn't going to offer it, I was gone, regardless of how much it was paying.
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Skills for the future
After failing to find something that I was passionate about I decided I wanted to improve my
skills at selling, so I became a sales executive at Mercedes and Volkswagen. My team,
management, and CEO were amazing. Everyone got on with each other and it was a really
positive place to work. It taught me not only how to sell but also how to motivate employees
to run a company at scale. In my first year I became the top selling sales executive out of 136
sales executives and broke the record for finance and products sold.

It was my first experience of working for someone after I left plumbing 4 years ago so as you
can imagine I was a little apprehensive after my last experience, but I'm pleased to say
Ridgeway was a fantastic company to work for and it set an example for me moving forward.
I worked at Ridgeway Mercedes and Volkswagen for the next 2 1/2 years, developed my skills,
learned as much as I could, and then prepared for my next venture.

Although I enjoyed it very much working as a sales executive was always just a stepping stone
to the next business and I felt like I was ready to take the plunge again. So in December 2014
I left to launch my next business, WE ARE ENTREPRENEURS (wae).

After I left Ridgeway I started networking with entrepreneurs and business owners and it
opened up a whole new world of personal development. Before then I was very much focused
on business, business, business and I very much neglected my own personal growth. I started
reading frequently, learning obsessively, and focused on adding value to myself, rather than
just my business or the thing I was working on. I started helping new entrepreneurs with their
business and before I knew it I almost fell into a business consultancy role.

I wasn't even charging for it in the early days, I was just doing it for a love of my new found
passion. It was so refreshing to be doing something that I was truly passionate about, the
feeling was addictive. Seeing entrepreneurs taking on board what I was saying and then
seeing them apply it to their business and getting results was the best feeling in the world. I'd
found what I was passionate about, and I wasn't even looking for it.
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From blog to business
Now I'd discovered what I was truly passionate about, it was time to look at turning my passion
into a business. The past few months had taught me that I loved entrepreneurship and had a
true passion for helping others achieve more. I knew I wanted to start a company that had
potential for scale, and I knew I wanted to add an immense amount of value to the world. With
these three things in mind I sat at my computer and started searching for domain names. I
don't know why, but getting a domain name makes things feel real. When I see
www.mybusiness.com it gets me excited. I was searching for about an hour when 'we-areentrepreneurs.com' appeared. Entrepreneurship is booming so there's plenty of room for
scale, it's everything that I'm passionate about, and I can add value. Perfect! That's in-line with
all three of my wants. SOLD. I also purchased www.w-a-e.com for a shorter domain. I didn't
yet know exactly what I was going to create, I just knew what I wanted to do... help others
achieve more. I decided to start wae off as a blog, I wanted to continue to expand my network
and discuss entrepreneurship and business, I also wanted to bring entrepreneurs and aspiring
entrepreneurs together so they could share ideas and help each other grow and learn. After a
few weeks of doing this I decided that I wanted to give more.

There were plenty of blogs out there and I wanted wae to be more than just a blog. I wanted
to add more value to the entrepreneurial world, I wanted to make a real difference, I wanted
to create change and positively impact others on a larger scale. At the time I was still consulting
and I was getting busier and busier. I didn't want to fall into the trap of continuously trading my
time for money (another thing I learned from Tom & Simon's Kitchen) and miss out on working
on my passion.
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So I decided it was time to take wae to the next level and bring my skills online and start
teaching entrepreneurship through online courses. I created multiple courses teaching internet
marketing, website creation, business planning and more. They got a great response and the
entrepreneurs that I was mentoring found them extremely valuable, the only problem was the
fact that the mentees were always going to be limited to my own knowledge, and I wanted to
offer more than that.

I wanted to create a place with endless learning opportunities that had no limitations, no
restrictions and no boundaries. I started to realise that this was turning into more than a
business, it was becoming an obsession. It was at this point I realised the reason I was
becoming so obsessed was because of the lack of open-mindedness that I'd experienced in
the school system, and that that system had let me down. If I hadn't chosen to walk away from
plumbing that day I could have still been stuck in a place of unhappiness, and the only reason
I became a plumber was because the school system doesn't teach entrepreneurship. They
teach you how to get a job and join the production line. I wanted to create something that gave
people the opportunity to choose their own path; a place that wasn't limited by the beliefs of
others.

For the first time in my life I felt like I had a definiteness of purpose. I knew why I was doing
this and I knew what I wanted to create. It was a liberating feeling. Now it's time to make it
happen. The next step was to partner with other coaches to create more coaching programs
for everyone to learn from. The mission of unlocking the world’s knowledge began, and is still
going to this day. We're on a continuous journey of partnering with coaches, mentors and
experts to create a paradise for open-minded learning. We've already partnered with
accountants who've worked for the BBC, Programs Specialists at Google, SEO experts,
Business Coaches, Career Coaches and more. The journey is never-ending, as is the
knowledge that we're sharing.

Still, I felt like something was missing. Yes, we had courses and we were starting to partner
with coaches from around the world, but I wanted to create connectivity between people. I
didn't just want to create a knowledge base. I wanted to create a place where people could
network, connect and collaborate with other like-minded individuals. A place where people
could share ideas and openly discuss their learning.
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So we set about creating our own social platform exclusively for entrepreneurs and aspiring
entrepreneurs in the wae community. This was going to be a place of pure value, we wanted
to take social networking back to the old school days. The days when you weren't bombarded
with distracting time-wasting adverts. The days when you didn't get trapped into push
notifications and unnecessary irrelevant alerts. The days when you actually wanted to network
and had a true interest in the feed that was being shown. So that's what we created. Our
platform is push notification free, advert free and alert free. It's an entrepreneurial social
network that's designed for networking, connecting and collaborating. That's it. You can take
the wasted time you would have invested in adverts and invest it in your future.

Did we stop there? No. We wanted to offer more. Just like Tom & Simon's Kitchen I was
starting to see the journey of wae unfolding. The courses allowed people to learn openly
whenever they liked, the wae social network allowed like-minded people to connect and
communicate. Now it was time to create a new kind of growth experience through live
webinars, or 'waebinars' as they are now known. Just like the social network, we wanted to be
different, so we decided to get creative.

We started researching ways that we could create webinars that would guarantee progression
and we found that it’s a fact, accountability accelerates your performance. The American
Society of Training and Development (ASTD) did a study on accountability, they found that
you only have a 40% chance of completing a goal if you decide when you will do it without
having anyone to hold you accountable. But if you have a specific accountability appointment
with a person you’ve committed to, you will increase your chance of completing your goal to
95%. You more than double the likelihood of completing a goal if you move from deciding to
do it to committing to report back to someone on your progress.

So from out findings we created 'Accountability Wednesday'. You join a waebinar live and
partner with other entrepreneurs within wae so you can hold each other accountable. We also
give you tips and tricks on how to be more productive to make sure you're getting the most
out of your time. Accountability Wednesday will completely transform your results and
turbocharge your growth.

We also run live interviews with successful entrepreneurs, CEOs, leaders and mentors from
around the world on a Thursday; you can join in with live chat, communicate with other
members and ask questions directly to the guests. We're partnering with businesses and
experts to bring 'Q&A Tuesday' to life; you can ask questions to not only experts, but people
who are working within some of the most successful companies in the world.
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On a Monday we host 'Inspiring Stories' so you can start your week feeling inspired by
entrepreneurs who've overcome struggles and adversity. There really is no end to the
development and progression of wae. We're a continuously evolving open-minded education
system that's reconnecting the world. We're a business that's built from people with passion
and purpose; a business that's built from the people within; a business that's more than just a
machine; a business that cares.

Where from here?
We have a plan for the future, but truthfully I have no idea where the next 10 years will take
me, or wae. All I know is that I'm obsessively passionate about the mission that we're on and
it's an extremely exciting journey, one that's filled with fulfilment and happiness. If there's one
piece of advice I could give you, regardless of who you are or where you've come from, it's to
follow your passion. If you haven't yet found it, keep searching. I did, and it changed my life.
It will for you too, I promise.

If this book has inspired you and you’d like to join our mission, visit us at www.w-a-e.com or
feel free to reach out to one of the team at contact@we-are-entrepreneurs.com.
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