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Introduction
Being an early-stage or mid-stage company entrepreneur is tough. There
is much to learn and much to do. Entrepreneurs simply do not have the
time to read the books or attend the classes that people suggest. There
are many blind spots or issues that can impact them that they are simply
not yet aware of.
This eBook series entitled “Passion to Profit” is designed to help
entrepreneurs understand some of these issues and to provide some
guidance on how to navigate through them. These books are short
(between 14 and 24 pages), some can be read in as little as 12 minutes.
They are designed as high intensity snippets to be used in conjunction
with consulting services to help them improve chances of success. As
such, they are not intended to be in-depth and comprehensive manuals
for success. The intent was to pack as much meaningful information into
as concise and user–friendly a publication as possible.
The topics of these books come from common issues or questions asked
by entrepreneurs or through experience of dealing with entrepreneurs.
The materials emanate from practical experience in dealing with growth
companies and research conducted in the industry from popular books,
thousands of blog posts and articles. The books are designed for people
with any background. The common thread is entrepreneurs who are
interested in better understanding issues that can trip them up and who
have little time for formal training programs or long books.
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These eBooks Will Cover:
There are 30 books in total in the series and they range in topics.

•
•
•
•
•
•
•
•
•
•
•
•
•

Common Mistakes Entrepreneurs Make
How To Be a Better CEO
Strategy Development
Raising Money
De-mystifying Sales Concepts
Hiring Early Stage Sales People
Launching a Product
Acquiring Early Customers
Improving Customer Retention
Scale and Growth Strategies
Marketing and Lead Generation
Competitive Analysis
Using Mentors, Boards and Consultants

content
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eBooks, Training and Consulting
Each of the following eBook topics can also be supplemented by
training or consulting from Arbor Dakota Strategies. Each of the
books has a 2-3 hour hands-on training seminar associated with it.
Or, an entrepreneur can seek specific consulting services on any of
the below topics as well as any other issue that he/she needs
guidance on.
The eBooks, training and consulting can be used together or
independently. Please contact arbordakota@me.com for more
details.

Listing of Available Topics
Below is a listing of topics currently available. They are broken out
into sections. General sections include:
•
•
•
•
•
•

Improving CEO Knowledge and Skills
Improving Sales Performance
Smarter Marketing
Better Product Launch
Improved Customer Success
Successful Fundraising
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The Role of the CEO
Many entrepreneurs want to be the CEO of their company but don’t understand
the CEO role. There are 12 (among many) key responsibilities of the CEO that
must always get done. This eBook will explain those responsibilities and
provide suggestions on how to implement them.

Developing Strategy for an Early Stage Company
Everyone talks strategy but few know how to develop, communicate and
implement it. This eBook will walk the entrepreneur through a thought process
to help them do a better job of building a long-term strategy for the business
and how to make sure that the strategy is operationalized in the company.

Building Your Business
Building Your Business is an eBook that explains the kinds of things that
entrepreneurs need to be concerned with as they try to build on their passion
for a product idea and try to turn that into a profitable and successful business.
Building the product is easy. Building the company is hard.
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Scaling Your Business
Entrepreneurs often want to understand if, when, where and how to scale their
business. Knowing the answers to these questions can dramatically improve the
odds of actually scaling the organization to meet the demand in the market and
satisfy investors and build value in your company. The most critical of these
questions is how to scale the business. The “how” will be explored most in this
eBook. This is a must-read for people who want to maximize the value of their
company.

Choosing and Utilizing Mentors
Mentors can help improve the odds of success. However, not all entrepreneurs
want a mentor and not all mentors are right for every entrepreneur. This eBooks
examines the purpose, structure and culture of mentoring relationships.

Startup Boards
A board can help a first-time entrepreneur build a business more efficiently and
effectively. This eBook will discuss how to establish a board and what role the
board should and should not play in the business.

Working With Your Board
Once a board is established there are definitive ways to work with that board to
ensure success. This eBook will discuss what the board expects from you and
how to better manage the CEO-Board relationship.
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Common Mistakes Founders Make
We all make mistakes. But mistakes in an early stage company can be
devastating. This eBook examines some common, but killer mistakes that
founders make that destroy the value of their business.

The Perils of the Academic Founder
Academic founders are a unique category. Coming from an academic
background, these people have both strengths and weaknesses. But
some of the perspectives can skew their thinking in the wrong direction
and many do not fully understand how companies grow or work.

10 Proven Growth Principles
All companies search for growth ideas and there are many ways to grow
your business. This eBook will focus on 10 principles which can help you
achieve stronger growth without spending money.
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Five Key Business Priorities
Every B2B company wants to flood the pipeline with quality opportunities,
increase the win rate, increase the average deal size, shorten the sales
cycle and lower customer attrition. This book will provide suggestions for
each of these fiver critical business priorities.

Utilizing Consultants to Help Grow Your Business
Many first-time entrepreneurs (and multi-time entrepreneurs) have learned
to supplement their talent by reaching out to industry consultants to help
them navigate issues that are not in their comfort zone. This eBook will
look at the CEO/Consultant relationship and help entrepreneurs choose
the right people at the right time for the right assignment.

SaaS Metrics That Drive Your Business
All organizations want to be metrics-based. Key metrics drive the success
of the business and are essential to maximizing valuations. But what do
the metrics mean and which are most important? This eBook explores
metrics that will improve valuation, profitability, lead generation, sales
performance, and customer satisfaction.
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Sales Essentials
Most entrepreneurs lack basic sales skills. This eBook covers key basics for
that can improve their success. No sales = no business. This is a must read
for entrepreneurs without a sales background.

25 Irrefutable Sales Beliefs
This eBook is a follow on to Sales Essentials and lists 25 irrefutable beliefs
about sales that need to be absorbed and implemented for better sales
execution.

Building a Structured Sales Process
Having a formalized sales process can improve the win rate and dramatically
improve sales forecasting. This eBook provides understanding of the sales
process and insights for how to structure a sales process

Hiring Salespeople in an Early Stage Company
Not all sales people are right for all situations and many are not good for early
stage companies. This eBook will look at characteristics for sales people who
will succeed in an early stage company. Just because someone has done this
before does not mean that they can do it again.
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Planning For Sales Objections

Sales Presentations

We all know they are coming, right? The objections
raised by potential buyers about why they can not or
will not buy your product. The eBook explains the
kinds of objections you will get and how to prepare
for them.

Giving effective sales presentations to prospective
customers requires entrepreneurs to answer 14
critical questions that prospects have plus plan for
objections that they may raise. Many entrepreneurs
overcomplicate the sales presentation and also miss
the key elements that an audience is looking for in
order to determine if they are, or are not interested in
a product. This eBook will help people understand
how to build a better, more effective presentation and
increase the sales success rate.

Qualifying Sales Opportunities
Most sales end in “no decision”. This eBook will help
entrepreneurs understand how to better qualify a
potential buyer throughout the sales process in order
to improve both the competitive win rate as well as
the overall win rate with respect to “no decision”.

Customer Acquisition Plan
How do you get from an MVP to commercial
success? Getting the first five customers and
parlaying that into the next five customers and then
moving to a larger market opportunity requires
knowledge and skill. This eBook will help to walk
entrepreneurs through that path.

Establishing a Partner Program
Partnership programs can help an early stage
company sell more product. But understanding some
essentials in building this program is critical to
success or failure. Many organizations chew up
critical resources with no direct benefit. This eBook
will explain how to prevent that.

The Discovery Call
Organizations that take the time to perform proper
customer discovery in terms of pains and problems,
identifying ideal customer fits, qualifying prospects
and setting the evaluation agenda have dramatically
improved sales effectiveness. This eBook lays out
the process for customer discovery.
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Helping Your Buyer Justify Your Solution
Often, buyers are not the ultimate decision maker and do not control the funds
required to buy your solution. These people need your support in helping them
explain why they want to buy your product and justify the purchase. Having the
right materials and approach to help these people with this process (particularly
when you won’t be at the meeting) can mean the difference maker for approval.
This eBook will help you create a plan to help help your buyer navigate this
important issue.

B2B Sales Operations
The training, support and certification of your sales people is essential to your
success and ability to scale your business. Due to both lack of resources and
knowledge, many organizations do not do an adequate job of helping to ensure
the success of the critical sales hires. This results in costly turnover in the sales
organization at a point where the organization can least afford it. This eBook
will lay out a comprehensive plan and approach to Sales Operations support in
a B2B business to improve the chances of sales success, shortened sales
cycles and improved sales win rate.

On-Boarding New Sales People
Helping new sales people achieve success is essential to scaling your business.
Providing the right information, training and expectations will dramatically
improve the probability of success of these critical hires. This eBook will
provide a framework for how to do that.
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Using eBooks to Support Your Thought Leadership
Program
eBooks are a newer concept that have taken off in the industry. In many
cases they have replaced white papers as a way to implement thought
leadership. This eBook will help explain how to develop an eBook and an
eBook program to support Thought Leadership and to generate sales leads
for your business.

Lead Generation
It is uncommon for entrepreneurs to have any marketing background. Yet
generating sales opportunities is a requirement for building a business.
Knowing how to implement inbound and outbound lead generation programs
and all of the methods available for doing that is critical to success. You can’t
grow a business if you can’t generate sales opportunities. The essentials are
covered on this book.

Actionable Competitive Analysis
Every organization has competition. That competition can be an incumbent
solution or a competitive new technology. Learning how to gather
information, evaluate competition, position against it and effectively use
competitive information can be critical to the success of the business.
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Thought Leadership
As entrepreneurs try to launch new, exciting and revolutionary products, the
market may not yet understand these products or why they are even
necessary. And, in order to build a brand image, entrepreneurs need to
establish credibility. Both of these essential issues can be addressed by
building a well-thought out program on thought leadership. This eBook will
explain how to build and implement thought leadership to accomplish the
above goals
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Product Launch Principles
Launching a new commercial product in a new company, particularly if you
have never done it before comes with a unique set of challenges. Many
entrepreneurs do not appreciate the complexity of this process and all of the
cross-functional requirements to better ensure the success of the product In
the marketplace. This eBook will layout the steps from idea formation
through celebration. Without a proper and successful product launch, the
new company is probably not going to last very long.
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On-Boarding New Customers
Customer Acquisition Costs (CAC) and Lifetime Customer Value are two
of the most critical metrics for valuing your company. Yet, higher than
expected customer attrition still plagues many businesses. Having a
comprehensive, proactive and well-thought out customer best practices
on-boarding plan can improve customer success and satisfaction, help to
eliminate common issues that cause customer attrition right from the
outset of the customer relationship.
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25 Questions All Investors Have
Seeking financing is an art. It requires having a mindset of the investor and
understanding what questions they all have with respect to your business.
There are (at least) 25 questions that investors have that must be proactively
addressed before they will invest in your business. Knowing these questions
and having a plan to address them is critical.

Valuation of Your Company
Many entrepreneurs believe that their company is worth more that the
investor does. This eBook will help to explain to an entrepreneur what things
drive valuation, how an investor looks at their company and how to build
irrefutable value for the business.

18

Stack Rank Your Needs in the Following Categories
1.
2.
3.
4.
5.
6.
7.
8.
9.
10.
11.
12.
13.
14.
15.
16.

Understanding CEO Role
Sales
Strategy Development
Thought Leadership
Board Formation and Management
Marketing
Hiring Sales People
Building a Partner Program
Generating Early Customers
Competitive Analysis
Using Consultants and Mentors in My Business
Building Lead Generation Programs
Customer Service
Finance
Raising Money
Contracts and Negotiations

Contact Arbor Dakota for more information on the categories that you feel
are not your strongest areas of expertise.
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Benefits to eBook Series
Improve financial results
Lower unplanned turnover of personnel
Higher success rate for the business or idea
Easy to read and understand
Does not take a great deal of time
Help understand blind spots in entrepreneurial success
Better able to raise money
Hire the right talent

Arbor

Dakota

11

Summary
There are many things to consider in building a company. But there is not a lot of excess time
available for entrepreneurs to study these issues.
eBooks are an excellent way to bridge this gap by educating entrepreneurs on blind spots, helping
them through specific topics that may concern them and provide powerful insights in an easy to use
and quick way.
Arbor Dakota Strategies deals with the topics covered in this eBook and we would be happy to see if
we can help you grow your great idea into a great company.

Helping Grow Great Ideas Into Great Companies
Learn more at
www.arbordakota.com
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About the Author
Ted Dacko
CEO, Arbor Dakota
Ted Dacko serves as CEO of Arbor Dakota. Prior to founding Arbor Dakota,
Ted has led five other software firms as CEO. Recently, Ted was CEO of
HealthMedia, which he grew from zero to $40M before selling the company to
Johnson & Johnson. Ted has spent over 40 years in early stage software
companies and has spent the vast majority of his time growing B2B software
companies. Ted serves on the board of 7 early stage organizations.

About Arbor Dakota
Arbor Dakota is a company that helps early stage companies take great ideas
and turn them into great companies. We offer training, consulting, mentoring
in the areas of CEO development, sales, marketing, positioning, messaging,
thought leadership, strategy development, customer acquisition, growth
management and funding.
To learn more about this and other topics, contact arbordakota@me.com
or visit www.arbordakota.com
This eBook is the sole property of Arbor Dakota Strategies. Distribution
is expressly prohibited without prior written consent.
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