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Introduction

“A better term for failure is feedback.”

— Jesse Wilson

Mothers are born entrepreneurs. As soon as we become aware of our 
ability to create something as perfect and stupendous as children, it 
becomes very easy to dream of our next magnum opus. 

I have owned a handful of businesses in my career — some great 
and some stinkers. What I find most extraordinary is how similar the 
themes of success are, whether you are running a babysitting busi-
ness or a national magazine. What is even more extraordinary are the 
women who do it with small children underfoot. What I hope to accom-
plish with this book is to teach you about my mistakes and show you 
my successes, and introduce you to some other successful mothers in 
business so that you can learn from them as well. It takes a community 
to raise a child; the same goes for a new business. 

As women, we are born community builders. My intention in being 
an entrepreneur has always been to build a network of strong women 
who have aligned priorities. My intention as a mother is to be the primary 
caregiver to my children, and to be the great mother that my mom taught 
me to be. I think this has been one of my most successful strategies at 
driving whatever business I am working on; the fact that my network of 
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women is continuously growing and our intention, as a whole, is to share 
with each other as well as share similar values as mothers. 

As the founding editor of The MOMpreneur Magazine, I had the 
opportunity to read almost every new small-business or women’s inter-
est book that came on the Canadian market — a lot of reading. What 
I found most disappointing was the fact that most authors were un-
comfortable discussing their flops as well as their successes. It is when 
we are truly challenged and life becomes really difficult that the most 
important lessons are learned.

Did you know that you just bought a book on how to be successful 
as an entrepreneurial mom from a flop? Now before you run back to the 
store or try to figure out how to return this book to Amazon, let me reas-
sure you that you will come away from this book with tools that will allow 
you to breathe easier and stand tall in times that test your resolve. The 
only way I know how to do that is to be truly honest about the challenges 
I have faced in my entrepreneurial career and to tell you how I have been 
successful while being the primary caregiver to my two children.

As I mentioned earlier, I am a true serial entrepreneur. The business 
I am most proud of today, however, is the one that seriously flopped — 
and I mean flopped with a capital F. My real passion for being entre-
preneurial began while I was in university earning money on the side by 
working with children with severe neurological disabilities. For the most 
part, I worked with children with Autism Spectrum Disorder (ASD). By 
the time I graduated, I had earned some respect in the community as a 
woman who cared about these children and advocated for the families’ 
rights in attaining funding from the provincial government. That client 
care, I believe, is what allowed my small consulting company to grow 
into an intervention agency that was 100 percent government funded as 
a provincial charitable organization within four years.

Unfortunately, being 100 percent government funded meant that 
I really only had one client; the government. There were no multiple 
streams of income to balance and stabilize my cash flow. Every decision 
made at the provincial level regarding these programs directly affected 
my business and yet was totally out of my control. Although it was some 
of the best work I have ever done, and some of the work that I am most 
proud of today, this business ended in a financial disaster that took 
years for me to recover from.

Although that failure was one of the most difficult times in my ca-
reer and personal life, the lessons I learned from it have been some of 
the most important. When I look back at this company, I can now see 
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certain key attributes that led to its failure. I am hoping these failures 
help you to understand your business better and how you can sustain 
your success for the long term. 

Our first year of business was golden. We had cash in the bank, our 
incoming cash was flowing, clients were abundant, and my entire team 
and I were energized by the successes we were seeing in the treatment 
of our clients. We were able to see children learn everyday life skills such 
as communicating with others, playing with other children, and using the 
toilet — when other professionals had written them off as children who 
would never progress past the point of the developmental age of infancy. 
One of my most rewarding moments was seeing the mother of an eight-
year-old child hear her son speak her name for the first time. As the pop-
ulation of newly diagnosed autistic children began to grow, the provincial 
agency that managed the funding for these programs began to restrict its 
spending in order to accommodate all children coming into that region. 

When I look back, I see how our failure was inevitable from the 
beginning, although I certainly didn’t see it then. Because I saw the tre-
mendous growth opportunities available to the agency, I began to grow 
the charity aggressively. I signed a commercial lease for five years with 
a personal guarantee on the contract. I did not spend money at the stra-
tegic development level on consultation from a lawyer, an accountant, 
or professional fund-raisers — the equivalent of a professional sales 
team in the charitable sector. This would prove to be a terrible mistake.

Because our funding came directly from the provincial government, 
I did not invest in fund-raising for our charity outside of that stream of 
income. This would prove fatal as it ensured our reliance on one client 
and one client alone — the government. I clearly remember having a 
payroll of more than $50,000 every two weeks but only a few thousand 
dollars in my bank account. Despite an enormous accounts receivable, 
our income was just not reliable as far as timing.

As with most entrepreneurs, I scraped and clawed my way out of 
those situations, often personally supporting the payroll, always believ-
ing it would get better. What it ended up doing was driving me further 
and further into an untenable financial situation. As more and more 
children were diagnosed and came to the province for assistance, the 
provincial government had no choice but to start to take a look at how 
much funding was allotted per child in order to address the needs of 
all of the children pouring into the system. This is where the business 
really started to crumble. To compensate, I took more and more chil-
dren on as clients in order to meet the needs of our miniscule budget. 
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As our cash flow became more restricted, I began to borrow small 
amounts because I believed that the work we were doing was such high 
quality that our program would continue to sustain itself and grow to 
new levels of success. I never thought our funding would be eliminated. 
I believed the good work we were doing would be recognized. In fact, 
the opposite happened. 

As things became more stressful, it became more difficult to see 
outside my arena of hardship for a solution to break free of that sinking 
ship. When I look back, I think I was young and too naïve to believe it 
would ever completely sink, but sink it did and in a big way. Although 
I can now see its downward spiral over three years, I wasn’t able to 
admit it until the bitter end, up to my eyeballs in debt, having borrowed 
from the bank, my parents, and through my credit cards — if there was 
money available, I used it on the company. We finally closed our doors 
on September 24, 2004, eight weeks after my wedding — you can only 
imagine what my mother-in-law thought! I still find it hard to believe 
that a service that was so popular and had a waiting list was not able to 
sustain itself. I now realize it was because of my choices that it failed — 
a bitter pill to swallow.

Since this experience, I have learned that when you begin your ca-
reer as an entrepreneur, what you don’t want to recognize is that your 
first business is often (and statistically proven to be) a dress rehearsal 
for the next and more profitable endeavors to come. Failures, although 
upsetting and stressful, are often a fact of life that you must prepare 
for and see as a stepping stone to your next career achievement. What 
I want to teach you is how to avoid the enormous failures and losses 
in your career and make you nimble enough to react and change early 
enough to sidestep a failure.

Once the loss of that business sunk in, I fell into a deep depression. 
What I didn’t know at the time was that the loss of that business would 
teach me some of the best skills going forward — and it would be a far 
better teacher than any university or high-paid consultant ever would 
be. I knew I had to move on, but felt enormous shame and embarrass-
ment because something I had put so many years into and had sacrificed 
so much for did not pan out. At the time the business shut its doors, I 
was newly married and definitely feeling like a failure. I decided to get 
pregnant in order to move on. I know, I know — those of you who have 
children are laughing at how ludicrous the idea of having a baby to move 
on from a depression is, but I swear, I think the sex was helpful! 

Since having my daughter, I realize that I may not be the only 
woman out there who has chosen pregnancy in order to move on from 
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a difficult time in her life. I have always wanted children, even more so 
once I was married, but looking back, I wish I had chosen to have her 
just for her and not as a distraction from other pain. What I learned 
about depression is that it doesn’t go away on its own, and adding a 
pregnancy doesn’t make it better. In fact, it makes it much, much worse. 

Once my daughter was born, our money was totally gone. I had 
gone bankrupt nine months earlier and I had one year of a small ma-
ternity leave benefit to figure out what I was going to do next and how 
I was going to contribute to our family financially. My husband was 
monitoring every penny we spent and continuously bringing up the 
question of when I would go back to work. He even suggested I get a 
job driving a school bus with my daughter in tow. Not that there is any-
thing wrong with that job, but I had built a million-dollar-a-year charity 
with more than 50 staff. I knew my potential was greater but I did not 
know how to get there. 

The pressure was enormous; the depression I had suffered from 
earlier morphed into a beast called postpartum depression and intense 
anxiety that went undiagnosed for the next year. It would not be until I 
started working again that I would begin to feel less anxious and more 
in control of my future. My anxiety at going back to work was crushing. 
I felt a burning shame at the thought of running into one of my old 
colleagues, and I was overwrought with worry that we would never be 
financially stable again. My husband was resentful that he was the only 
breadwinner, and that I was not showing much interest in getting a job. 
Needless to say, it was a difficult time. 

However, I loved every moment of being with my daughter, even the 
moments when I thought I would drop dead from sleep deprivation, sore 
nipples, and overall exhaustion. But, we needed money, and I needed to 
work. Out of pure desperation to bring some money in, I began writing 
business plans about any business I had ever considered and could do 
from home with my daughter in tow. It was a wild and exciting time as 
I truly felt that my options were limitless. My husband was happy to see 
me back on my feet and therefore really supportive of another venture 
(as long as it brought some money in). I had a beautiful, healthy daugh-
ter who, luckily, napped regularly and was genuinely happy to truck 
around the city researching business ideas. I began to build a network of 
people who were supportive of me finding a new passion. 

I wrote about everything I thought might be profitable. I was inter-
ested in baking so I looked into a cake shop. I was interested in writing 
and reading new novels so I looked into becoming a literary agent. I 
felt I had some experience with fund-raising and grant writing from my 
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charitable background so I looked into consulting in the nonprofit sec-
tor. It was an exciting time because I began to see a way out of the mess 
I had created and I was learning how to recognize a successful business 
model versus a broken one. I quickly began to recognize how much 
money I would need to invest in order to turn a profit from carefully 
calculated cash flows of my first year and I took very conservative looks 
at how I would sell different products or services in order to meet my 
family’s financial needs. 

It was important for me that my business met certain achievable 
goals. The following were my targets that the business I chose would 
have to reach:

 o It would have to be something that allowed me to work from 
home with my daughter and bring me an income of $1,500 per 
month. That was what I needed in order to make my budget work. 
(My husband still laughs at how little money I needed then.)

 o It needed to have a very low start-up investment. I took $10,000 
from my home equity (I was thankful for the housing boom in 
my area) to start my next business and it couldn’t cost more than 
that amount; otherwise, it would be cat-food stew for dinner. 

 o Because of my lack of start-up funds, it needed to be a business 
that I could do mainly by myself, at least until the business could 
sustain employees or contractors. My only staff support was still 
breast-feeding and preferred watching The Wiggles! 

 o It had to be something that I truly enjoyed because I knew how 
much emotional, physical, and financial investment it would take. 
I was still up with my daughter at night (first baby, didn’t have the 
heart to “Ferberize” her yet) and I knew I would have to love what 
I was doing to stay conscious throughout the sales cycle. 

From this list and from my list of business plan drafts, The Mompre-
neurs Networking Group Inc. was born. It had everything on my list and 
more. It allowed me to connect to a group of women (i.e., potential buyers 
and friends) and facilitate the growth of a new and blossoming commu-
nity in the Canadian market — a community that continues to grow and 
develop today. From this business, I learned so much more, including — 

 o lessons learned from other entrepreneurial moms;

 o how to build a website and how to update it;

 o how to network;

 o how to use social media marketing;
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 o how to sell;

 o how to speak in front of a group;

 o how to address my market via TV, the Web, and radio;

 o how to negotiate a Unanimous Shareholders Agreement with 
professional investors; and

 o how to sell my business. 

My most important achievement has been that I was able to do this 
while being the main caregiver of my children. This has been my real 
accomplishment as I look back on my businesses over the last 15 years.

1.	Why	Are	You	Reading	This	Book?
I decided to write this book for three different groups of women:

 o The women who continue to believe that their business is their 
“baby” and have their identities so wrapped up in it that they 
cannot see when it is broken.

 o The women who want to become work-at-home entrepreneurs 
while being the primary caregiver to their children.

 o The women who have businesses that are leaving the infancy 
stage and need a new set of lessons in order to move forward to 
a more sustainable business model.

For the last decade, women in North America have quickly sur-
passed men in starting new businesses. It is an economic reality that 
full-time childcare is difficult to find, expensive, and for many women, 
not their ideal choice going forward. Although corporations are still 
trying to figure out how to keep professional women after they have 
children, working 80-plus hours a week for someone else while not 
being able to be with your kids lacks a certain appeal. 

Since the loss of the charity I founded, a real pet peeve of mine has 
been women who refer to their businesses as their “babies.” What I want 
to emphasize is that while your business is something you should be pas-
sionate about, it should be a vehicle to making you money and leverag-
ing your career. If it does not, then you have basically built yourself a 
very expensive hobby that will eventually suck you dry. You have to learn 
to evaluate your business on a monthly basis so that you can properly 
discern whether or not it is achieving your goals. If it is not, you need to 
learn to fix it now or cut it loose and move on before it overtakes you. 

Now, I know that the last time your four-year-old smeared peanut 
butter across your new cashmere sweater or barfed on your latest financial 
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statements you considered selling that child to the nearest nomadic 
clan, but I also know you got over it and remembered how sweet he or 
she really is once the child is asleep for the day and looking like his or 
her old cherubic self! What I want you to be able to do is to quickly as-
sess whether or not your business model is broken, fix it, and recognize 
that if it is not fixable, you need to either walk away or sell it — fast. 
This is not something we would do with our babies, but you have to be 
ruthless and more practical as an entrepreneur. We are here to make 
money — priority number one when it comes to working — let’s not 
compare this with our children. We also need to recognize that we are 
more than our businesses. Businesses will come and go; we need to be 
secure in ourselves, and tough enough to say what needs to be said in 
order to not go down with a sinking ship like I did. 

For the women who are interested in leaving the corporate lifestyle 
and becoming an entrepreneurial mom, congratulations! This is going 
to be one of the most fun, chaotic, and exhilarating times of your life 
and you get to do it on your own terms! What is most important for 
you is to know what your terms are. Is it a set amount of income each 
month? Being the primary caregiver to your children? Achieving a cer-
tain amount of clients? Or manufacturing a certain amount of product? 
You must know each of these key targets and have them embedded into 
your business plan in order to know where you are going and plan for 
how you are going to get there. 

For the women who have had a business for a few years and need a 
new injection of inspiration and some new skills, I hope this book will 
be the vehicle to provide that to you. I have included interviews with 
other successful women in business in the book as well; I hope you find 
them as inspiring as I have. 

If you are feeling a bit lost in where your business is going, the fol-
lowing are some questions I want you to start asking yourself. If you 
answer no to the following questions, I still want you to read this book 
because I have been there, too. In fact, I have learned that balance is 
not really achievable. To quote Julie Freedman Smith, “What we need 
to find is harmony in our day and profit in our businesses.”

1.1	 Am	I	taking	any	money	as	a	salary?
This is a tough one, as it does take some time to make a business into 
a profitable return on investment, but at what point do you have an op-
portunity and at what point is it no longer viable to continue along the 
same path? You need to know what these two points are clearly and 
concisely and then you need to have the guts to act on them. You need 
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to learn to become flexible enough to change the plan when it no lon-
ger works and start fresh. Follow the money. Learning to acknowledge, 
sooner rather than later, that the business model is broken, will save 
you a lot of time and a tremendous amount of cash — not to mention 
your relationships. 

1.2	 Am	I	spending	time	growing	my	business	to		
	 become	more	profitable?
What do you spend the most amount of your time doing? Is it sales or is 
it answering emails and organizing your space? Everything is important 
but nothing surpasses cash flow. You always need to focus on profit-
ability and growing those opportunities. If 80 percent of your revenue 
comes from 10 percent of your product or services, you need to revamp 
that business plan to follow the money.

1.3	 Am	I	energized	by	what	I	am	doing?
Are you a couple of years in and dread going into your office or answer-
ing the phone? Stop now. Don’t waste any more time on what you are 
doing. Revamp your plan, start fresh, or walk away. 

Every moment at work is time away from my kids — time I will 
never get back. If I don’t love it then I have committed to myself that I 
will change it or get out.

1.4	 Am	I	properly	balancing	home	and	work	life?	
How much time did you plan to spend on work when you started this 
project? How much time did you plan on spending away from your 
kids? Are you achieving these goals? I look back at my daughter’s 
baby pictures and realize that through the fog of sleep deprivation 
and the distraction of difficult breast-feeding and hemorrhoids, I don’t 
remember a lot from her first year. The time went by so fast. When 
my kids have moved away and are starting their own families, I can 
work like a dog. Now, I want to be a good mom, a really good mom, 
and build amazing memories that last along with my c-section scars, 
the tiger stripes on my belly, and dribble of pee that runs down my leg 
every time I sneeze.

1.5	 Do	I	remember	to	act	reasonably	when	I		
	 discipline	my	children?	
Do I act reasonably when I discipline my children or am I so stressed 
out that I scream like a banshee when they play “how far can my booger 
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fly”? As a kid, you always see those moments when your mom and your 
friends’ moms lose it and fly off the handle. Whether it was you pick-
ing your nose in church or when your friends festively planted salami 
in your Christmas tree on your 14th birthday, there are times when all 
moms morph instantaneously into something out of The Exorcist. I have 
found a direct correlation between my work becoming too busy and me 
flying off the handle. Although sometimes warranted, I want to make 
sure when I fly off the handle it is for the right reasons and not because 
I haven’t set appropriate boundaries for myself in my work. 

1.6	 Do	I	get	much	time	to	invest	in	my	marriage	or		
	 relationships	outside	of	my	business?
When my first business went down the toilet, there was not only a path 
of financial destruction but emotional loss as well. My business had be-
come so totally a part of me that I had not built new friendships outside 
of work. My friends were those I worked with — those that were really 
angry when their paychecks evaporated. It was a horrific situation and 
difficult still to write about years later, but is also an important lesson 
I keep to this day. 

2.	How	to	Use	This	Book
“Money, if it does not bring you happiness, will at least help you 
be miserable in comfort.” 

— Helen Gurley Brown

Because I believe that women, especially entrepreneurial moms, need 
to stick together and support each other in order to become success-
ful, I have tried to provide you with the most accurate and up-to-date 
information on how to be profitable in business in this book. I have 
detailed my worst experiences, and interviewed more than 150 entre-
preneurial moms across North America to provide you with an objec-
tive idea of what it is really like, what to do, and what to avoid. I have 
also included some of my blog entries on my day-to-day entrepreneur-
ial mom experiences that you can probably relate to. As well, I have 
included expert advice from lawyers, accountants, bookkeepers, and 
psychologists to give you a head start.

The CD includes many handy forms, such as a cash-flow work-
sheet and an employee evaluation form to name a few. The forms will 
help you stay organized and on track with your business. My website, 
www.entrepreneurialmombook.com, also offers items of use to entrepreneurs.
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“Fed up with a corporate world that penalizes them for being 
both women and mothers, and gender inequities that are get-
ting worse, women are beginning to take control of their fi nancial 
destinies in record numbers by starting their own businesses.”

— Kim Lavine, The Mommy Manifesto, 
(New Jersey: Wiley, 2009).

qThere are nearly 11 million woman-owned companies in the US, 48 
percent of all US businesses, and by 2025 the Census Bureau projects 
55 percent of US businesses will be owned by women.1 

I live in Canada, and although we have a one-year maternity leave, 
which is much longer than many countries including the US with its av-
erage six-week maternity leave, many women feel that returning to their 
corporate careers no longer fi ts with their priorities as a new Mama. 

1 Kim Lavine, Mommy Millionaire, (New York: St. Martin’s Griffi n, 2008). 
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Although corporations are quickly trying to figure out how to keep 
their highly educated and trained female employees once these women 
have children, many are failing at coming up with new and creative 
ways to develop their working environments to suit the needs of these 
women. Women today understand the pressures of careers and the 
dedication their careers need. It becomes clear very quickly that if they 
are going to work that hard and be separated from their families for 
that many hours per day, they might as well start to consider doing it 
on their own terms and for themselves. 

Women in Canada are still far from reaching equality in the work-
place. Even as I write this book, the national news is reporting that a 
new study has found that female professors still make far less money 
than their male counterparts in Canadian universities, and it doesn’t 
get any better anywhere else:

 o Earning differentials still hover around 30 percent between 
women and their male colleagues according to the Organisation 
for Economic Co-operation and Development (OECD).

 o In Canada, approximately two-thirds of both male and female 
executives (67 percent of men and 64 percent of women) be-
lieve that gender equality in the workplace has improved in 
the last ten years. However, only one-third (32 percent) of all 
Canadian executives surveyed believe that men and women 
have equal opportunities in the workplace, and one-third (34 
percent) of female executives in Canada believe that their 
gender limits their career opportunities, according to a recent 
study done by Accenture on the “thickness of the glass ceiling 
in North America.”2

Appropriate childcare is another reason why so many women 
are leaving their corporate careers to establish their own businesses. 
Where I live, daycares often have waiting lists that begin at conception 
— I’m not kidding. When you get that blue line on the pee stick, you 
can then get your name on a childcare waiting list for baby’s first birth-
day. Not only is it hard to find appropriate placements in a convenient 
time frame, the cost is exorbitant. Many North Americans can expect to 
pay upwards of 50 percent of their income to childcare costs. You can 
see how working from home has become more attractive. 

If you do find a great, loving placement for your little ones, and 
you do have the kind of high paying career that allows you the luxury 
2  Sarah Thompson,  “Most Executives Believe Workplace Equality for Women Still Lags Behind Men, Accen-

ture Study Shows,” www.accenture.com, (2006), accessed 2010.
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of affording childcare and your cost of living expenses, you will most 
likely have to work a crazy amount of hours in order to maintain your 
positive performance appraisals at work. Once your kids start their 
extracurricular activities — ballet, soccer, hockey, and violin lessons —  
you are running your daily life so fast that you can quickly forget about 
any quality of life, let alone little things like remembering to brush your 
teeth in the morning. 

Now don’t get me wrong, choosing to own your own business is no 
cake walk. You need to prepare for long hours, financial investment, 
busy schedules, and stress — but isn’t it better to do that on your own 
schedule, work with clients you love, and take away the profit rather 
than handing that off to your boss?

“When I was on maternity leave with my fourth child, my nanny 
quit. I was working as a director of marketing at a large bank, and 
it had been quite a challenge juggling working full time with three 
children. So I decided this was a message to change things up, 
and I had also written my first book (The SecreT Life of Supermom: 
how The woman who DoeS iT aLL … DoeS iT!) during that year-long 
maternity leave. I hung up the briefcase, picked up the pen, and 
never looked back. Now, five books later, as well as having had the 
opportunity to write for many magazines, be a frequent televi-
sion and radio host/speaker, and work with corporations as a 
spokesperson to the mom market, I’m working harder than ever. 
But the positive side is that it’s extremely flexible — my kids are 
now 8, 11, 17, and 19 — and with technology I’m able to carry a 
virtual office with me everywhere. I love it.”

— Kathy Buckworth, author

“It is no great revelation that women have run the organization 
that has been the backbone of this country for generations — 
The FAMILY! If you study this organization that we call ‘the fam-
ily,’ you will note it has been full of restructuring and downsizing 
over the years. It has been through a lot of cultural changes, but 
one of the constants has been the matriarch and her feminine 
leadership. Women are emerging as leaders of corporations, small 
businesses, educational institutions, and nonprofit organizations 
… To most women, these highly desirable management skills are 
second nature because they do all these things all the time at 
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home, running the family organization, without even really thinking 
about it.”

— Michelle Yozzo Drake,  
From the Kitchen to the Corner Office:  

Mom’s Wisdom on Leadership,  
(New York: Morgan James Publishing, LLC, 2008).

1.	Motherhood:	Reclaiming	the	Title	and	Living		
	 the	Dream

“If you bungle raising your children, I don’t think whatever else you 
do matters very much.” 

— Jackie Kennedy

qI started The MOMpreneur Magazine when my daughter was four months 
old. By the time the business was really taking off, she was becoming 
more independent and could hang out with Daddy in the evenings. Hav-
ing a second child while running a national magazine led to challenges. I 
distinctly remember a heated discussion with my board of directors while 
breast-feeding my son. There are times when I feel that every client of 
mine has seen my nipples more often than I have in the last year. Al-
though that isn’t always comfortable, I do feel good about the time I am 
getting to spend with my son, and I know that because I don’t apologize 
for him being with me, he is readily accepted by the stakeholders in my 
business life. 

“Being a mommy entrepreneur is a lot like being Ginger Rogers; 
doing everything Fred Astaire did, but ‘backwards in high-heels,’ 
while making it look effortless. My workday as President of Green 
Daisy, Inc., is routinely interrupted by numerous requests from my 
kids including ‘can I have chocolate milk?’ to ‘can I buy a BB gun?’ 
And you know what? That’s a good thing! Seeing my children’s 
smiling faces throughout the workday is one of the perks of being 
a Mommy Millionaire.” 

— Kim Lavine, Mommy Millionaire, 
(New York: St. Martin’s Griffin, 2008).
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I have made decisions to slow down and change a few of my roles 
so that they interfere less in the first year of my son’s life. It isn’t always 
easy to make that transition and to trust others with your business op-
portunities, but you must in order to stay true to your priorities — not 
to mention giving your staff the space to breathe and to fall into a more 
superior role.

Choosing to be an entrepreneurial mom is no walk in the park; 
you have to be strong enough to draw boundaries around your fam-
ily and ambitious enough to be profitable. The following are points to 
remember:

 o You did this to have more control over your time and your fam-
ily’s time, don’t blow it by losing sight of this goal.

 o Have the guts to breast-feed your baby in a business meeting or 
do what you need to do when it comes to your children — you 
are a mom first. Stop apologizing for the toddler in the back-
ground having a potty break or the infant who just burped into 
the phone. You are a mompreneur and your children come first. 
Your business is what makes you money and allows you to be 
creative and keep your brain wet while your children grow. You 
can do both but you need to defend your boundaries like the 
“mama bear” you are. 

 o You must be strong enough to put in boundaries where your 
family is concerned. You must learn to recognize the best places 
to spend your time and evaluate every meeting, opportunity, 
and sales acquisition based on the dollar value it provides. If it 
doesn’t build your business or your bank account, why are you 
spending that time away from your family?

2.	 Defining	Success
The one commonality among the women I have interviewed for this 
book is that they all define success in business differently than some-
one that does not have to balance being the primary caregiver to their 
children. Success becomes primarily defined as being able to balance a 
lifestyle of raising a family and achieving career development.

While I owned The MOMpreneur Magazine, we found that 60 per-
cent of self-employed women can be described as “lifestylers,” meaning 
business owners who are not actively looking for growth opportunities, 
but are looking for ways to balance work and family needs. 
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Success is different for every mom I interviewed, but the bottom 
line of being a good mom never changes. Being a good mom was a trait 
desired 100 percent consistently for each of these women. Whether it 
is bringing in enough money to be the primary caregiver or if it is to 
surpass one million dollars in revenue next year, know your definition 
of success now. Have it clearly laid out, and focus on achieving it.

“Of course I would do it all again! I have learned some invaluable 
lessons that could only have been from freelancing. Depending on 
myself has shown me an inner strength and confidence I wouldn’t 
have known about myself without my business. Knowing I can 
succeed all on my own on my terms is a huge step towards living 
the life I want.”

— Crystal Reynolds, Crystal Ink Graphic Design




