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INTRO 

The final customer has left, the lights are off, and you're standing 

in the doorway of a business that used to feel like the center of your 

universe. There is still a delivery scheduled for Thursday, an unpaid 

invoice somewhere in your inbox, and a supplier who believes you 

will be placing another order next month. The sign on the door says 

OPEN, which is technically optimistic rather than accurate. You 

could turn it around, lock up, and walk away. Unfortunately, the 

financial obligations, contracts, and unfinished conversations have 

not received instructions to leave with you. Apparently, closing a 

business involves considerably more paperwork than opening one, 

which seems unnecessarily rude. 

Perhaps you've already decided to shut down. Perhaps you're 

still trying to determine whether the business can survive another 

difficult season. Either way, there's a good chance you're dealing 

with something more complicated than disappointing sales figures. 

You may have spent years introducing yourself as a business 

owner, building relationships around your company, and 

organizing your entire life according to its demands. Your business 

wasn't merely where you worked. It influenced your income, your 

confidence, your friendships, your family routines, and possibly 

your ability to enjoy a holiday without checking your phone every 

eleven minutes. Now that it may be ending, you're facing an 

uncomfortable question: if the business disappears, who exactly are 

you supposed to be? 

That question deserves a better answer than the motivational 

advice usually offered to struggling entrepreneurs. You've probably 

heard that winners never quit, successful people overcome every 

obstacle, and failure is simply success wearing an inconvenient 

disguise. Such statements look wonderful printed above 

photographs of mountains. They're considerably less useful when 
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your accountant wants documents, your landlord expects rent, and 

your business account contains enough money to purchase one 

moderately disappointing lunch. Persistence can be valuable, but 

continuing an unsustainable operation isn't automatically 

courageous. Sometimes it means exposing yourself and others to 

additional losses because admitting that a particular venture has 

reached its limits feels unbearable. 

Of course, not every struggling business needs to close. A 

temporary cash shortage is different from a business model that 

consistently fails to cover its costs. Losing one significant customer 

doesn't necessarily mean the entire company is finished. Some 

businesses can change direction, reduce their operating expenses, 

or negotiate workable arrangements. Others face circumstances in 

which continuing creates increasingly serious problems. The 

challenge is to distinguish these situations without allowing fear, 

pride, or wishful thinking to make the decision for you. A business 

deserves an honest assessment, not a funeral arranged prematurely 

or artificial life support maintained indefinitely because the owner 

cannot bear to switch off the inspirational playlist. 

Once closure becomes the responsible decision, another 

difficulty begins. Ending a business is rarely a single event. You may 

need to address contracts, outstanding customer orders, money 

owed to suppliers, employee matters, assets, records, and formal 

requirements. Some tasks depend on others. Cancel an essential 

service too early and you might lose access to information you still 

need. Sell equipment prematurely and you may discover that it was 

required to complete an existing commitment. Continue accepting 

work without checking whether you can deliver it and you risk 

creating fresh problems while trying to resolve old ones. The goal 

isn't simply to stop operating. It's to understand what remains 

unfinished and establish a sensible order for dealing with it. 

Imagine someone who has operated a small specialist printing 

company for twelve years. They've built lasting customer 
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relationships, purchased expensive machinery, and employed 

people who depend on regular wages. When demand falls and 

financial pressure increases, the owner begins considering closure. 

There are machines to assess, orders to complete, customers to 

inform, and financial obligations that won't disappear when 

production stops. Meanwhile, the owner must still pay household 

bills and consider what kind of work comes next. Every individual 

issue is manageable enough to understand, but together they create 

a frightening mountain of responsibility. The useful first move isn't 

to solve everything before breakfast. It's to identify what requires 

immediate professional attention, what can be planned, and what 

information is still missing. 

This book will help you make those distinctions. You'll learn 

how to examine the practical consequences of closing, organize 

outstanding matters, approach difficult conversations, and avoid 

turning a painful business decision into a sequence of unnecessary 

new mistakes. We'll look at the traps created by emotional 

attachment, misplaced optimism, embarrassment, and the 

temptation to agree to absolutely anything just to make an 

uncomfortable conversation end. We'll also consider what happens 

when circumstances become more complicated than expected, 

because reality has an impressive talent for introducing additional 

characters into a story just when you thought the final scene had 

begun. 

There are limits to what any general guide can tell you. Legal 

duties, tax consequences, employment requirements, and 

responsibility for debts depend on where and how your business 

operates, the agreements you've made, and its actual financial 

condition. If you are unable to meet obligations, face possible 

insolvency, or have significant legal concerns, appropriate 

professional advice may be urgently necessary. This book cannot 

replace that advice or promise that every obligation can be settled 

comfortably. Its purpose is to help you understand the questions 
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worth asking, recognize when expert intervention matters, and 

approach the process with greater clarity. 

Then there's the subject people often avoid discussing until it 

becomes impossible to ignore: your life outside the company. 

Business finances may have supported your household for years, 

and the prospect of losing that income can be genuinely frightening. 

Your family might be worried, frustrated, or simply exhausted by 

uncertainty. You may need to change spending habits, reconsider 

financial commitments, or find a new source of income sooner than 

you'd prefer. None of these decisions becomes easier because 

someone tells you to believe in yourself. They become more 

manageable when you understand your actual resources, 

communicate honestly with the people affected, and stop treating 

every financial setback as proof that you've personally failed. 

Your future career may also look unfamiliar. Perhaps you'll start 

another business eventually, perhaps you'll take a salaried position, 

or perhaps you'll move into work you never previously considered. 

Years of entrepreneurship may have given you experience in 

negotiating, solving operational problems, managing people, 

serving customers, or making difficult decisions. Those abilities 

don't vanish when a business closes, although you'll need to 

identify which are genuinely useful and learn how to explain them 

in a different professional setting. Being the owner of a company 

isn't an automatic qualification for every senior management 

position. Equally, accepting employment with someone else doesn't 

mean you've somehow been demoted as a human being. 

You may experience grief over losing something you spent years 

building. You might also feel relief at the thought of no longer 

carrying responsibility for every emergency. Those feelings can 

coexist without cancelling each other out. Some days you'll regret 

the decision; on others, you'll wonder why you didn't make it 

earlier. You don't have to transform the entire experience into a 

beautiful lesson about personal growth. Sometimes losses really 
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are losses, and some consequences take time to resolve. You can 

acknowledge that reality without deciding that the rest of your life 

must remain permanently overshadowed by one business. 

The central idea of this book is straightforward: your company 

has an economic history, legal obligations, and an eventual lifespan. 

You have a much larger life. Closing the company responsibly may 

require uncomfortable decisions, professional guidance, honest 

conversations, and considerable patience. It does not require you to 

abandon your dignity or spend the next decade apologizing for 

having tried. You can take responsibility for what happened 

without making every business outcome a verdict on your worth. 

So don't expect a magical formula for turning every closure into 

a spectacular comeback. You won't be asked to celebrate unpaid 

invoices as exciting personal-development opportunities, either. 

What you'll find is a practical way to face the situation, deal with 

what genuinely needs attention, and prepare for work and life 

beyond the venture you're leaving behind. 

Your business may be closing. Its story may have an ending you 

never expected. But the person who built it, worked through its 

difficulties, learned from its mistakes, and now has to make the 

next decision is still here. 

And that person has considerably more options than a CLOSED 

sign might suggest. 
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Chapter 1 - You're Closing a Business, Not 

Erasing Yourself 

The trouble with being a business owner is that eventually 

people stop asking what you do and start treating your company as 

your entire personality. At parties, you're introduced as "the one 

who runs that company." At family gatherings, somebody inevitably 

asks whether business is booming, preferably while you're 

attempting to eat something that requires both hands. Even your 

social media accounts gradually become extensions of your 

professional identity. Then one day you decide to close the 

business, and suddenly the most ordinary question in the world 

becomes surprisingly difficult: "So, what do you do?" You consider 

answering, "I'm currently dismantling a commercial enterprise 

while maintaining a reasonably convincing human appearance," 

but suspect it might ruin the conversation. 

For years, owning a business may have given you a convenient 

explanation of who you were. You were the founder, the director, 

the person responsible for decisions, the one who could explain 

every product and recognize every important customer. When 

things went well, your identity received regular confirmation. A 

successful contract suggested you were capable. A satisfied 

customer made you feel useful. Growing revenue provided 

evidence that your judgment mattered. Eventually, the business 

became more than something you operated. It became a way of 

measuring yourself. This arrangement feels perfectly reasonable 

while the numbers are improving. The difficulty begins when the 

company struggles, because the same measuring system suddenly 

starts producing remarkably cruel conclusions. 

If your business closes, it's tempting to believe that something 

fundamental about you must have been defective. Perhaps you 

weren't sufficiently determined, intelligent, ambitious, or talented. 
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Perhaps every successful entrepreneur possesses some mysterious 

quality that you somehow failed to receive at birth. This 

interpretation is emotionally powerful because it offers a simple 

explanation for a complicated outcome. Unfortunately, simple 

explanations are not necessarily accurate ones. A business can fail 

because of poor decisions, changing demand, insufficient resources, 

economic conditions, operational weaknesses, or several 

interacting causes. Sometimes an owner makes substantial 

mistakes. Sometimes reasonable decisions produce disappointing 

results. None of these possibilities justifies reducing an entire 

human being to a single commercial outcome. 

When your job title becomes your identity 

Consider a fictional entrepreneur named Daniel, who spent 

eleven years operating a small company that supplied specialist 

materials to local manufacturers. He built relationships, negotiated 

purchasing agreements, trained employees, and became known 

throughout his professional network as someone who could find 

almost anything. When the company began losing customers and 

eventually ceased trading, Daniel found himself avoiding social 

occasions. He wasn't primarily worried that someone would ask 

about his financial situation. He feared being introduced without 

the title that had accompanied him for more than a decade. Without 

his company, he felt strangely unqualified to occupy his own place 

in the room. 

Daniel's difficulty wasn't a lack of achievements. His 

professional history contained plenty of them. He understood 

supplier relationships, managed complicated deliveries, dealt with 

demanding customers, and navigated difficult commercial 

situations. But he had become accustomed to describing all those 

abilities with one phrase: "I own a business." When that phrase 

stopped being accurate, he struggled to recognize the separate 

abilities underneath it. His experience hadn't vanished. The familiar 

packaging had. Unfortunately, the human mind can be 
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extraordinarily loyal to packaging, particularly when it once came 

with a respectable title and complimentary business cards. 

This is why distinguishing identity from occupation matters. 

Your business is something you created, acquired, developed, or 

managed. It may have occupied an enormous portion of your time 

and emotional energy. Its closure can represent a significant 

personal loss. Nevertheless, the company doesn't contain the 

complete definition of your character. Your capacity for judgment, 

your relationships, your interests, and your ability to learn do not 

exist only while the enterprise remains operational. They can be 

affected by the experience, and some may need rebuilding, but they 

aren't automatically cancelled when the business stops trading. 

That distinction should never become an excuse to dismiss 

genuine responsibility. Perhaps you ignored warning signs, made 

promises you couldn't fulfill, or expanded faster than the finances 

justified. Those decisions deserve honest examination, and their 

consequences may require continuing action. But accountability 

becomes useful when it identifies what happened and what needs 

to be addressed. It becomes destructive when every mistake is 

converted into an attack on your entire existence. "I 

underestimated the cost of delivering this service" is a specific 

conclusion. "I'm fundamentally incapable of making good 

decisions" is a sweeping judgment that tells you remarkably little 

about what to do next. 

There is also a difference between regretting the outcome and 

regretting every moment that preceded it. You may have built 

something that served customers well for several years before 

circumstances changed. You might have provided employment, 

developed useful products, or simply supported yourself through 

honest work. The fact that the enterprise eventually closed doesn't 

retroactively erase those events. Equally, remembering good years 

doesn't mean pretending the ending was financially successful. You 

can acknowledge worthwhile achievements and painful 
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consequences in the same account of your career. A balanced 

history is less dramatic than calling everything either a triumph or 

a disaster, but it is much more useful. 

The imaginary audience judging your every move 

Embarrassment can make business closure feel like a public 

performance. You begin imagining what former customers, 

competitors, neighbors, and distant relatives must be saying. 

Perhaps somebody will think you were never capable of running a 

company. Perhaps an old acquaintance will deliver the dreaded 

sentence, "I always knew that business wouldn't last." There is 

usually no shortage of imaginary spectators. Your mind can 

assemble an entire committee of critics, appoint a chairperson, and 

arrange weekly meetings without consulting you. The trouble is 

that you may start making real decisions to satisfy an audience that 

exists largely inside your own expectations. 

One consequence is unnecessary secrecy. You avoid updating 

professional information, stop attending familiar events, and invent 

increasingly elaborate explanations for why the business is no 

longer operating normally. Initially, this protects you from 

uncomfortable questions. Eventually, maintaining the story 

becomes another demanding occupation, complete with deadlines 

and correspondence. You don't owe casual acquaintances a detailed 

explanation of your finances, but neither do you need to 

manufacture a complicated fiction. A straightforward statement is 

often enough: "I've decided to close the business, and I'm working 

through the remaining commitments while considering my next 

professional move." 

This kind of explanation acknowledges reality without turning 

an ordinary conversation into a courtroom hearing. If somebody 

genuinely needs more information because they are affected by an 

existing commitment, their questions deserve appropriate 

attention. A customer waiting for an order occupies a very different 

position from someone who is merely curious about your career. 
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The customer may have contractual rights and practical decisions 

to make. The curious acquaintance generally doesn't need access to 

your financial records, personal doubts, and detailed history of 

unfortunate purchasing decisions. Learning to distinguish those 

audiences protects both your responsibilities and your privacy. 

Some people will judge you regardless of how carefully you 

explain the situation. They may confuse business closure with 

personal incompetence, or offer unsolicited advice that would have 

been considerably more useful several years earlier. You don't have 

to correct every opinion. If a conversation becomes intrusive, you 

can acknowledge the question and decline to discuss further 

details. This isn't an attempt to escape legitimate obligations. It's a 

recognition that responsibility has boundaries. Being a former 

entrepreneur doesn't make you a public educational exhibit 

entitled "A Cautionary Tale About Commercial Ambition." 

The people closest to you may require a different conversation. 

If your household depends on business income, closing the 

company affects shared security, plans, and commitments. Your 

partner or family may need concrete information about finances 

and the decisions ahead. They may also feel disappointed, 

frightened, or angry. Allowing those concerns to be expressed 

doesn't mean accepting every accusation as accurate. It means 

recognizing that your experience of the closure isn't the only one 

involved. You can discuss practical consequences while making 

room for the emotional difficulty of a change that affects more than 

your professional title. 

Recovering the person behind the company 

A useful way to begin rebuilding your professional identity is to 

describe what you actually did rather than what you were called. 

Imagine removing the company name, ownership title, and 

industry label from your career history. What remains? Perhaps 

you negotiated contracts, developed customer relationships, 

coordinated operations, trained colleagues, solved technical 
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problems, managed budgets, or made decisions under uncertainty. 

Some of these experiences may be valuable in another organization. 

Others may need additional training or a different context. The 

purpose isn't to pretend you possess every skill imaginable. It's to 

recognize the abilities that can be demonstrated independently of 

the company's survival. 

Be precise. "I managed everything" might accurately describe 

your exhaustion, but it doesn't help someone understand your 

expertise. "I coordinated purchasing from several suppliers and 

maintained delivery schedules for recurring customers" 

communicates a recognizable responsibility. Likewise, having 

employed a small team doesn't automatically make you qualified to 

lead a multinational corporation. It may, however, provide genuine 

experience in recruitment, supervision, scheduling, and workplace 

problem-solving. The value lies in explaining your actual work 

without exaggeration or unnecessary apology. 

Don't overlook the distinction between activities you performed 

competently and activities you genuinely want to perform again. 

Small-business owners frequently handle tasks because nobody 

else is available. You may have managed bookkeeping 

administration, maintained equipment, and dealt with difficult 

sales calls without particularly enjoying any of them. Your next 

professional role doesn't need to reproduce the entire collection. 

Losing the owner title may initially feel like a reduction in status, 

but it can also give you an opportunity to concentrate on work that 

suits your abilities better. There is no law requiring a former 

business owner to remain personally responsible for seventeen 

unrelated functions. 

Your identity outside work deserves attention too. Perhaps 

professional responsibilities crowded out friendships, hobbies, or 

time with your family. You may have become so accustomed to 

being necessary at work that ordinary leisure began to feel 

unproductive. Those patterns don't automatically disappear when 
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the company closes. Reconnecting with other parts of your life may 

feel awkward at first, especially if your usual conversation starters 

involve customers, margins, and delivery schedules. You don't need 

to discover a grand new passion immediately. Spending time with 

someone without discussing business is already a reasonable 

beginning. 

For some people, the loss of business identity produces 

persistent sadness, anxiety, or difficulty functioning. These 

reactions deserve to be taken seriously rather than dismissed as 

insufficient entrepreneurial toughness. If emotional distress 

becomes intense, prolonged, or disruptive, appropriate support 

from a qualified mental health professional may be helpful. Seeking 

that support doesn't mean you're unable to handle ordinary 

disappointment. Closing a business can involve financial pressure, 

grief, disrupted routines, and genuine uncertainty. There is no 

requirement to process all of that without assistance. 

You don't owe the world an immediate comeback 

Another source of pressure comes from the expectation that a 

capable entrepreneur should respond to closure by launching 

something even more ambitious. People may ask when you're 

starting again before you've finished addressing the obligations of 

the previous business. The question can sound encouraging, but it 

may also reinforce the belief that your identity only becomes 

respectable again when you're officially a founder. You might 

decide to launch another company someday. You might prefer 

employment, consulting, additional education, or a period focused 

on financial stability. None of those choices needs to be presented 

as a temporary embarrassment. 

The important consideration is whether your next decision fits 

your actual circumstances. Financial obligations may limit how 

much time you can spend exploring opportunities. Family 

responsibilities may influence the hours or location of your next 

job. You might need stable income more urgently than an exciting 
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project. Acknowledging those limitations is practical, not defeatist. 

There is little value in creating a dramatic professional reinvention 

that ignores the bills arriving quietly through your letterbox. 

You may also feel relief when the company finally closes, 

followed immediately by guilt about feeling relieved. After years of 

effort, shouldn't you be devastated? Not necessarily. You can grieve 

the loss of a business and appreciate the end of constant pressure. 

You can miss certain customers while being grateful that you no 

longer need to resolve every operational emergency. Mixed 

emotions aren't evidence of hypocrisy. They reflect the fact that a 

long-running enterprise can be both meaningful and exhausting, 

sometimes before lunchtime. 

Eventually, you will encounter someone who still remembers 

you primarily as the owner of that business. They may ask what 

happened, whether you regret it, or whether you intend to try 

again. Your answer can be truthful without being a confession or a 

sales pitch. The business existed. You worked in it. Certain things 

succeeded, others did not, and the company eventually closed. You 

remain responsible for whatever obligations continue, and you 

remain free to build a professional life beyond them. 

The ending may be disappointing, but it doesn't cancel the years 

that came before or determine every year that follows. You are 

allowed to take your experience seriously without turning it into a 

permanent sentence against yourself. Your former company may 

have had your name on the door, but it never owned the whole 

person standing behind it. 
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Chapter 2 - Is Closing Really the Right 

Decision? When Hope Needs to Meet the 

Numbers 

A business can look surprisingly healthy right up until the 

moment it runs out of money. Customers are still calling. Staff 

members are busy. The website is working, the order book contains 

promising names, and the owner can explain at considerable length 

why the next quarter should be better. Then the rent becomes due, 

a supplier requests payment, and the bank balance reveals that 

enthusiasm is not currently accepted as legal tender. The owner 

insists that the company is almost through its difficulties. 

Unfortunately, "almost" has become a permanent feature of the 

business model, appearing in forecasts with the reliability of a 

subscription service. 

Before deciding to close, you need to determine what kind of 

trouble your business is actually experiencing. A company suffering 

a temporary disruption may have a realistic path back to stability. 

Another may consistently generate less value than it costs to 

operate. A third might have customers and profitable orders but 

insufficient cash to meet obligations when they fall due. These 

situations can look similar from the owner's desk, particularly 

when every working day involves another uncomfortable payment 

decision. Yet they have different causes, risks, and possible 

responses. Treating them all as a general shortage of luck makes it 

harder to choose an appropriate course. 

The first challenge is accepting that a business can be worth 

saving emotionally without being economically viable. You might 

have developed a distinctive service, earned loyal customers, and 

built a respected local reputation. Those achievements matter, but 

they don't answer whether the company can sustain its operations. 
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Conversely, a disappointing month doesn't automatically justify 

closure. A sensible decision requires evidence about the present 

situation and credible expectations for the future. Neither optimism 

nor despair should be allowed to chair the meeting. 

A busy business can still be losing money 

Consider a fictional commercial cleaning company serving 

offices and small retail premises. Its employees work regular shifts, 

customers renew contracts, and the owner rarely experiences an 

empty calendar. Nevertheless, the business has become 

increasingly difficult to finance. Labor costs have increased, travel 

between sites takes longer than anticipated, and several older 

contracts no longer cover the actual expense of providing the 

service. The owner responds by pursuing additional customers, 

believing that higher revenue will solve the problem. More 

contracts arrive. So do more wages, supplies, fuel expenses, and 

scheduling difficulties. 

The company is now busier than ever, but the financial situation 

continues to deteriorate. The critical issue isn't necessarily a 

shortage of customers. It's that some contracts contribute too little 

after the costs of fulfilling them. Simply increasing sales may 

expand the problem. This is why revenue alone provides an 

incomplete picture of business health. You need to understand how 

much each important product, service, or customer relationship 

contributes after its directly associated costs, and whether those 

contributions are sufficient to support the wider operation. A full 

financial assessment will also consider overheads, financing, taxes, 

and obligations that don't fit neatly into the cost of an individual 

job. 

Imagine a service sold for $500 that requires $420 in direct 

costs. Its contribution before other business expenses is $80. If the 

company must also cover substantial fixed overheads, selling 

additional services at that margin may not generate enough money 

to sustain operations. The calculation becomes even more troubling 
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if the owner has overlooked travel, rework, or other costs. None of 

this means that a low-margin service must always be eliminated. It 

may attract valuable customers, support other work, or make sense 

under particular operating conditions. But those reasons need 

evidence. A service should not survive indefinitely simply because 

the sales figure looks impressive on the monthly report. 

Profitability and available cash must also be examined 

separately. A business may record a profit while struggling to pay 

bills because customers pay later than suppliers must be paid. 

Another company may temporarily possess substantial cash 

because it borrowed money or received customer deposits, despite 

continuing to lose money through its normal operations. Looking 

only at the bank balance can therefore be misleading. A healthy 

balance today doesn't prove that tomorrow's obligations are 

covered. Equally, a temporarily low balance doesn't necessarily 

mean that the underlying activity is unprofitable. 

To understand the position, examine actual cash available, 

reasonably expected receipts, payments due, and costs required to 

keep operating. Pay particular attention to timing. A customer 

invoice due in sixty days cannot fund a payment required 

tomorrow unless another legitimate source of cash is available. An 

anticipated sale should be distinguished from a confirmed 

contractual commitment, and a confirmed payment obligation 

should not automatically be treated as money already received. The 

more strained the business becomes, the more dangerous it is to 

confuse these categories. 

A forecast should describe reality, not flatter its author 

Business forecasts can become unusually imaginative when an 

owner desperately needs good news. Sales are expected to improve 

because the website has been redesigned. Costs should decrease 

because suppliers have been asked for discounts. An important 

prospect is assumed to become a customer because the last 

meeting went well. Individually, these developments may be 
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encouraging. Together, they can produce a forecast in which every 

uncertain event resolves favorably, preferably before the next 

payroll deadline. It resembles a weather prediction based on the 

assumption that clouds will respond positively to a polite email. 

A credible forecast makes uncertainty visible. Rather than 

choosing a single optimistic sales figure, consider what would 

happen under several reasonable sets of assumptions. Use actual 

customer commitments, recent trading patterns, existing contracts, 

and known costs wherever possible. Identify which outcomes 

depend on negotiations, changing demand, or decisions outside 

your control. The purpose isn't to create the most pessimistic 

projection imaginable. It's to understand how sensitive the 

business is to disappointment. If survival requires every prospect 

to sign, every customer to pay early, and every expense reduction 

to work immediately, the margin for error may be dangerously 

narrow. 

Seasonality deserves particular attention. A company that earns 

most of its revenue during a limited part of the year may naturally 

experience quieter periods. Comparing a slow month with the 

strongest month of the previous season can make the current 

situation appear worse than it is. Yet seasonal explanations 

shouldn't become a universal excuse. Ask whether the business has 

sufficient resources to reach the next stronger period and whether 

the expected demand is supported by evidence. A previous 

successful season provides useful context, but doesn't guarantee 

that the next one will repeat it. 

The owner also needs to examine their own work realistically. 

Some small businesses appear profitable because the person 

running them takes little or no compensation despite working 

extraordinary hours. That arrangement can conceal the true 

economic requirements of the operation. A company that covers its 

external expenses but cannot provide a sustainable livelihood for 

its owner may still need significant changes. Of course, someone 


