
YOUR HOME-BASED BUSINESS EXECUTION PLAN

BECOME A 
SOLOPRENEUR 
MILLIONAIRE

BY THE RICH DAD ADVISORS WITH CONTRIBUTIONS 
BY ANIK SINGAL AND GREG ARTHUR



Foreword ..........................................................................................................................................1

Introduction ....................................................................................................................................2

Chapter One  
Solopreneur Opportunity ..................................................................................................................3

Chapter Two  
CASHFLOW Quadrant ....................................................................................................................5

Chapter Three  
The Plan ............................................................................................................................................7

Chapter Four  
Only One Problem Only One Solution .............................................................................................8

Chapter Five  
Guideline #1–Building Your Website ..............................................................................................10

Chapter Six  
Guideline #2–Capturing Data .........................................................................................................13

Chapter Seven  
Guideline #3–How to Strengthen You Brand ..................................................................................15

Chapter Eight 
Guideline #4–Monetize and Fund Growth ......................................................................................16

Chapter Nine 
Guideline #5–The $1,000 to 3,000 Product ....................................................................................18

Chapter Ten 
Starting Your Company ...................................................................................................................22

Chapter Eleven 
One Last Thought ...........................................................................................................................25
  
About the Rich Dad Advisors ........................................................................................................28

contents



Train yourself to shift the way your brain thinks from a consumer mindset–
I’m going to spend all this money I don’t have–to a producer mindset where 

you provide value to other people and in return become valuable.
          

– MJ DeMarco
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FOREWORD

The economy is in tatters; no matter what the government reports and network news tell you.  
Your job is in trouble—if you still have one. And you know what? I’ve been saying it for years.  
But guess what? If you heed the message in this book, none of that matters. You will be in control.

I am not telling you to quit your job and become a Solopreneur. I highly recommend you learn  
to become a Solopreneur in your off hours, on the weekend or whenever you make the time to  
plan for your future.

I recommend that you start small and build slowly. Leverage training programs and systems to  
gain education, then get experience to create a record of success. Once you’ve done this, move  
on to “Big Deals” like the ones on my board game, CASHFLOW.

A great way to start small and build is to pursue educational opportunities. Find a proven system  
and follow it. It could be the key to a happy future for you and your loved ones.

Starting a part-time business while you are still an employee can help reduce the stress of 
“needing a paycheck” while you create your future’s foundation. And it can lead to so much more.

Elaine Pofeldt wrote the following in Forbes magazine:

According to new statistics released by the U.S. Census Bureau, there were 30,174 “nonemployer” 
firms that brought in $1 million to $2,499,999 in 2013. That’s up from 29,494 in 2012 and 
26,744 in 2011.

And there are many more nonemployer businesses getting close to the $1 million mark. In 2013, 
there were 221,815 bringing in $500,000 to $999,999, a number that held steady since 2012.

That is over quarter of a million Solopreneurs making over $500,000 per year.

If the fear of losing your job and lack of control over your own life doesn’t get you to take  
action, maybe $500,000 to $1,000,000 will.

This book has great advice, but you have to take the steps.

          – Robert Kiyosaki
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Solopreneur

INTRODUCTION

Your Home-Based Business Execution Plan

The idea of the solo entrepreneur was not an idea we, as Rich Dad Advisors, clung to immediately. 
The Rich Dad philosophy is one that embraces team, leveraging people’s skills, and utilizing other 
people’s money. The concept of the Solopreneur seemed dangerous. To only rely on yourself and never 
receive outside help seemed so egotistical and short term.

But the world is changing and we were getting flooded with questions from successful entrepreneurs 
who worked from home. We knew we needed to at least look at this concept of the Solopreneur and find 
a way to help this person. As we looked closer we discovered three things:

• First, we discovered the Solopreneur is a strong person. He/she is not depending on the 
government or their 401(k) to save them. The Solopreneur finds and creates their own 
opportunities, thus saving themselves.

• Second, we discovered that these entrepreneurs are not in the ‘S’ Quadrant of Rich Dad’s 
CASHFLOW Quadrant. They are in the ‘B’ quadrant. We’ll explain this in more detail later.

• Finally, we learned that “Solopreneur” is not really a fitting name. Once these entrepreneurs 
find their niche and taste success, they most often start hiring support staff. The better name 
for these entrepreneurs would probably be “homepreneurs.”
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Chapter One

SOLOPRENEUR OPPORTUNITY

Let’s start this book right. Let’s remove that doubt in our head. The doubt that says the opportunities 
are hard to find and that money is scarce.

Opportunity is abundant, even in the harshest of economic times. There has never been such 
massive opportunity as there exists today. With the ever-increasingly connected world, businesses can be 
created virtually overnight using a laptop and the Internet. The only thing missing is you and an idea. 

You downloaded this book. That says a lot about you. You know that the only way to survive 
in this world, in these times, is to create opportunity rather than to wait for it to come to you. You 
know that employment is not the solution. The government is not the solution. And your 401(k)  
is not the solution. You are your own solution.

You know about the high unemployment. Right now there are over 15 million Americans 
unemployed as of this writing. Jobs are being outsourced. Companies are no longer seeing their 
employees as “family.” There is no loyalty and no perceived obligation to take care of their employees.

You know the government can’t help you either. Right now people are living longer than ever, 
and most don’t have the financial means to retire. Life expectancy is now at 85. Yet, only 1 in 10 
Americans is financially prepared for retirement. 

When you look at social security and Medicare, they are already bankrupt. Their debt is in 
the trillions. As people over 50 years old begin to review their retirement options, it should be no 
surprise that they are also starting small businesses faster than any other age group. 

As Robert Kiyosaki says, it seems that the old adage of, “Get a safe, secure job and save for the 
long term,” doesn’t work anymore.

Seth Godin says in his book Linchpin, “Suddenly, quite suddenly in the scheme of things, it 
seems like the obedient worker bought into a sucker’s deal.” Your employer isn’t going to save you. 
You must save yourself. You have to say bye-bye to the middle-class dream and embrace your future. 
The good news is that you can.

You are not alone in your understanding of what is happening around you. The American dream 
is not about a great job and a pension plan anymore. Entrepreneurship and self-employment are 
becoming the new American dream. 
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Current and future employees can and will turn to self-survival because they’ve witnessed this 
past decade as a loss of wealth, financial mismanagement, and lack of loyalty by many employers. 
The solution will be to take matters into their own hands. 

If you take this step and are successful, you’ll no longer be a statistic of the crashing economy. You 
won’t have to rely on anyone—except yourself—to prosper. You’ll be in complete control of your future. 
At this moment, you still have a choice. You can continue to trust your family’s security to a corporation 
and government that doesn’t care about you or you can start your own path to personal freedom.

Seth Godin points out, “Today, the means of production = a laptop computer with Internet 
connectivity. Three thousand dollars buys a worker an entire factory.” The order has been disrupted, 
and corporate America is losing power to solo and home-based entrepreneurs.
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CASHFLOW QUADRANT

There are four different types of people in the world of money. This CASHFLOW Quadrant 
diagram defines these four types:

E stands for Employee

S stands for Self-employed or small business owner

B stands for Big business owner

I stands for Investor

The quadrants that are of interest here are the S and the B quadrants. The S Quadrant occupants 
are driven by the urge for more freedom and self-determination. Many people migrate from the  
E quadrant to the S quadrant. This is the place where people go to “strike out on their own” and 
pursue the new American Dream.

The S quadrant includes a huge range of earning power, all the way from the teenage freelance 
babysitter to the highly paid private-practice lawyer, consultant, or public speaker. But whether 
you’re earning $8 an hour or $80,000 a year, the S quadrant is typically a trap.

You may have thought you were “firing your boss,” but what really happened is that you just 
changed bosses. You are still an employee. The only difference is that when you want to blame your 
boss for your problems, that boss is you.
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The S quadrant can be a thankless and difficult place to live. The problem with the S quadrant is 
a lack of systems and the lack of time. Generally, you charge for the time of your services. This means 
that if you want to make a lot of money, you can never take any time off. You have no free time 
because if you take time off, the business doesn’t earn money. 

So, doesn’t that sound like a Solopreneur? Our team of Rich Dad Advisors certainly thought 
so… but we were wrong. Keep reading and you’ll see why.

The B quadrant is where people go to create big businesses. The difference between an S business 
and a B business is that you work for your S business, but your B business works for you. This means 
that your business is automated. It can be automated because your employees follow your systems 
and know what to do without you telling them. But (and this is what we had to realize) it can also be 
automated because you use systems from your computer and software. Either way, the majority  
of the time your business is running without you.

Nowadays, a Solopreneur can also be a big business making millions of dollars. And the 
Solopreneur can do it using systems right on their laptop. The Solopreneur can send automated 
emails, sell from their store, post marketing campaigns, send and receive shipments, find new 
customers, all without doing a thing. The system does it all for them.

To highlight the differences between the “S” Quadrant and the “B” Quadrant, B business owners 
can go on vacation forever because they own a system, not a job. If the B is on vacation, the money 
still comes in. The S business owner can never stop working.

The strength of being in the B quadrant is one of control. Those who live and work in the  
B quadrant make themselves recession-proof, because they control the source of their own income. 
That is the strength of the Solopreneur as well.
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THE PLAN

So, now that you see the value in being a Solopreneur, what’s next? You need a plan. We have 
contracted with Greg Arthur to get an overview of a successful Solopreneur plan that has been 
proven to work. Below we are going to share that plan with you and give you tips to help you 
succeed in its execution.

In 2014, Greg was hired to work with a number of different online companies. Sounds great!  
He really thought so. Obviously, income is welcomed but Greg really enjoys helping people get started.

Every one of those companies had the same problem. They had an idea but they had no strategy. 
These companies approached business like speed dating. “Hey! There’s an attractive woman! I’m 
going to run over there! That didn’t work out. Oh wait! There’s another attractive woman! I’ll talk to 
her, etc., etc.”

Without a strategy, they keep going after every shiny coin, every squirrel, and every attractive woman. 
There’s no focus. Their home pages and websites are trying to do too much and they accomplish nothing! If 
you try to please everyone, you’ll please no one.

There are many good strategies out there, but the one being shared here is general enough to be 
flexible and yet solid enough to work for most business ideas. 

Strategies are focus; focus is success. Strategies need to cover the whole gambit of the business. 
We are going to give you the framework for to cover all of the bases! We are even going to show you 
how to get the money to market your business. Once you are up, you will have the systems to stay up 
and continue to grow. This strategy has changed numerous businesses’ longterm success ! Now it is 
your turn.

Most strategies out there are just checklists to get you started. This strategy is going to stress 
growth and profits along the way! 
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ONLY ONE PROBLEM 
AND ONE SOLUTION

The problem with most Solopreneur beginnings is that they try to do too much. Instead of 
focusing on one goal, they will often attempt to be everything to everyone and give every possible 
desire an avenue.

Sounds great! The more options you have the more people you can please and the more people 
you please, the more money you make. Great!

WRONG!

Remember this one phrase: 

Multiple options lead to confusion and a confused mind shuts down.

Options lead to confusion. People do not buy when they are confused. They don’t do anything 
you want. Confused people leave.

Now this is great if your mother-in-law comes to town. (You now know what to do when your 
mother-in-law shows up.) But for a Solopreneur this means death.

Do not try to be all things to all people. 

It’s just like dating. You don’t see someone and go up to them and propose marriage and start 
talking of the great kids you’ll have together and where they’ll go to college.

You must slow down and take it one step at a time. When dating you try to highlight all that is 
good about you and make the other person want to know more.

That’s all it is. 

“But I hated dating,” you say.

We can help you with that. Use our one simple rule: Solve only one problem at a time with one solution.

“What does that mean?!” you scream. Let me give you an example.

What is the problem your subject line on an email is solving?
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Here’s a hint: It’s the same problem your first text or phone call solves when dating.

You’re not trying to get married. You’re not even trying to get a kiss. You are just trying to get  
the person to meet you.

Your subject line isn’t trying to sell a product. It’s not even trying to talk about the product. 
You’re subject line is just trying to get the viewer to open the email.

Solve only one problem at a time with one solution. Get the email opened first. It’s not a kiss, 
but if you keep letting each tool do its job, then you’ll get that kiss… or sale… or whatever.

Let’s get to it!

Generally speaking, the purpose of a Solopreneur’s site is clear: Data capture. A brand without  
a database isn’t really a brand, it’s a logo.

Again, I’m going to beat this into you, the key to effective marketing is to solve one problem 
with one solution. Do not complicate it. Complication breed’s confusion and a confused mind 
instinctively says, “No.”

The Solopreneur’s site needs to be especially clean and simple as the concept of new brands tend to 
over extend and get confusing. Determine who your company is, what problem you solve and for whom.

In the next few pages I am going to write out some guidelines. Can you be successful if you don’t 
follow this exactly? Yes. But learn these guidelines and grasp why they are important, and your path 
to success will be much easier.  
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GUIDELINE #1
Building Your Website

The Solopreneur’s website needs to minimize itself to five pages:

1. Home page

2. Promotion Landing page

3. About page

4. Products and Services page

5. Blog page

Let’s go over each page.

Home Page

The home page is very important since it is often the first page many users see. Your home page 
must sell what your business is, what it’s about, and who it’s for. It must represent your brand. Your 
home page needs three elements to do this:

• A tag line. This tag line must sum up what your business does for your community in one 
or two sentences. Many people call this a mission, but I feel you need to be focused on the 
customer when you write it.

• Testimonials. They must be about your brand

• Images. Use images of what your ideal customer looks like while or after using your product 
or gift. If you are promoting something for women, then have women. If you are promoting 
something for men, then have women. That’s kind of a joke, but I would add an attractive 
companion to the image of your ideal man. 

While the home page must identify your brand, it must focus most importantly on what you, the 
Solopreneur, most wants: Community registrations.

For this reason, the home page needs to highlight a free gift you are going to be giving your 
followers in exchange for their name and email. Right now you are probably freaking out. 
“What? I have to give them a free gift? What gift? Where do I get it? Do I make it? How?”
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Calm down. We’ll get to all that. Just know that the most successful technique for getting someone 
to register is to give him or her something of value in exchange for their registration data.

The home page also needs a registration or data capture component. Don’t tell your viewers 
about your great free gift and then make them leave the page to get it. Put a registration form 
right next to your free gift promotion. Make it simple for your viewer to join your community.

Your free gift is not your brand. Your free gift is an extension of your brand; it’s really a glamorized 
business card. 

The About Page 
The About page is the second most visited page on a website; especially a website of a newer, 
unknown brand. For this reason, take this page seriously.

The purpose of this page is to tell the viewer a little about your company. Do not fall into the 
trap that the viewer actually cares. Write as if you are telling the customer what you can do for 
them and how you came to be their best solution. If you decide to write about the founder’s 
birthplace and social life then you are going to quickly lose a potential customer.

Always be selling the customer about what you can do for them—even on your About page. Talk 
about your mission or your “why” so the customer can feel your passion. That passion translates 
into you being the best. And always reiterate your tag line that sums up what your business does 
for your community in one or two sentences.

Promotion Landing Page 
The Landing page is the most beautiful of pages. Why? It’s the simplest of pages. It completely 
follows the “Solve only one problem at a time with one solution” rule.

This page has zero external links. There is no link to the home page, the about page, or any page. 
There is no choice to do anything but register.

There is a picture of your free gift, a list of why your viewer needs your free gift and a registration 
form that must be filled out in order to get your free gift. The only other things you can add are 
testimonials, a list of features, and benefits.

This is the simplest and most successful page you’ll ever create. There are no distractions and 
there is nothing to delay a decision. Just a simple transaction: give us your data and we’ll reward 
you with a gift. Your viewer gets the gift or they leave. Simple.

Later, when you begin to advertise your free gift to the world in order to grow your database,  
this will be the page your ad will send everyone to.
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Blog Page 
Your blog page has one purpose: Attract people to your site. How does a blog page attract 
people? Search Engine Optimization (S.E.O.). This simply means that Google, or other search 
engines, will see your blogs and offer it to people looking to learn about similar topics.

Write your blogs using keywords, terms, and phrases that your ideal customer would type into 
a Google search bar. When Google sees that your blogs are using the same terms as your ideal 
customer is using, then Google will show your blog to your ideal customer. It is free advertising!

Since a lot of people who are new to your site will be coming to your blog page wouldn’t it be a 
great idea to place a banner on your blog page promoting your free gift? That’s what I do.

The other thing I do is, suggest to the reader that they probably have a friend who could use 
the information you are sharing in your blog. Then I offer a way for them to share it, like email, 
Facebook, or Twitter. More free marketing!

Products and Services Page 
We are talking about the Product and Services page last because it is the least important. Your 
website’s purpose is to capture data. You do this through your free gift and your blogs. Your 
Home page and your About page really just keep the viewer around in case your first attempt to 
get the viewer’s data doesn’t work.

Your website’s purpose, to most people’s confusion, is not to sell product. Digital Marketers 
know that emails sell, not websites. Websites get you the emails.

For that reason, I recommend allowing your Product and Sales page to be placed “behind the 
veil.” This means the contents on the page are only accessible after registration.

Imagine if you went to a website and tried to look at their products, but when you clicked on 
the product to learn more a pop-up banner appeared stating that the product is available only for 
registered members. You’d be shocked. You’d also want to join. I know you’re thinking that you 
might lose a sale. But are you really going to lose a sale from a person who would not even give 
you their email address? No. They are just browsing.

On your product page you need to list all your products. Don’t worry, pretty soon you’ll have at  
least two: a $99 product and a $1,000 to $3,000 product. Don’t worry. Keep reading.

So we’ve covered Guideline #1: The Solopreneur’s website needs to minimize itself to five pages.  
Now let’s get to Guideline #2, Capturing Data. 
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GUIDELINE #2
Capturing Data

We are going to discuss two methods for capturing data. We’ve touched on both earlier: Your free 
gift and blogs.

Creating a FREE eBook

The most common, in my opinion, best free gift is an eBook. Why? For one thing they can prove 
to your customer that you know what you are talking about. When you are writing, you are sharing 
and that can turn into a real bond. Books often create the best, most loyal customers.

However, you don’t just go write an eBook about anything and without a little work. 

Your eBook’s topic must be very closely associated with the product you are going to sell. If you 
are selling a medical product, but offer a free eBook about cupcakes, the reader will not have any more 
faith that you know about medicine than they did before. In fact, they will likely have less faith.

The easiest way to find a topic in your field is to go to Amazon.com. Once there, type in the 
search field words that are related to your topic. Amazon will actually help you by dropping down a 
number of suggestions. The top suggestion is the most popular. Pick a suggestion that you feel you 
can write about with knowledge.

Once you have your topic go to Google. Type in your topic and see what questions are being 
asked. Make your eBook answer those questions. It’s simple. You just have to do it.

Now write your book. Some people have a fear of writing. That is okay. If you cannot write 
answers to the questions for fear of writing, then outline the answers and pay a writer to write for 
you. You can hire blog writers for very little money.

Here are some extra tips:

Do not write a book with current affairs in it. You’ll want this book to be relevant for years. 
Otherwise you’ll have to keep writing new books.

Have another set of eyes read your book. Ask them to correct punctuation. Ask them to notify 
you of anything that was unclear.
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Writing Blogs

Writing blogs requires the same method as creating your eBook. The difference is that you will 
post blogs on your website and you will try to include the keywords with the most relevance within 
your blogs.

Remember, write your blogs using keyword, terms, and phrases that your ideal customer would 
type into a Google search. When Google sees that your blogs are using the same terms as your ideal 
customer is using, then Google will show your blog to your ideal customer. It is free advertising!

Once you are comfortable writing blogs, offer to write blogs for other websites. Always place 
hyperlinks within your blogs that will link back to your site. They’re called backlinks and improve 
your SEO rankings.

Post the first paragraph of your blogs on your social media sites like Facebook and Twitter.  
Tell the user to click and go to your website to read more.

Always remind your blog readers to share your blog with their friends.

Marketing Your eBook and Blogs

While blogs can market themselves through using keywords to attract SEO, eBooks need  
more help.

I love Facebook for marketing. Buy Facebook ads targeting your exact customer: Age, gender, 
language, country, interests, etc. The reason this is great is because you don’t spend money attracting 
people who will never buy. And Facebook ads don’t cost much!

So what happens after people click on your Facebook ads? They go straight to your Landing page. 
Remember that thing of simplification and beauty? Here the viewer realizes they need your eBook.

The viewer registers to get your eBook by giving a first name and an email address. Asking for more 
can be dangerous as people start to fear that you will become a pest. Requiring people to include their 
phone number is the biggest reason people will not complete an online form. This is the main reason 
many phone numbers given are fake.

Once you’ve received the person’s email and first name, send the customer the eBook through the 
email. Send it through email so they get accustomed to communicating and receiving your emails.  
This helps to diminish the likelihood of your future emails going into their SPAM or junk folders too.

Once the viewer registers, have a ‘pop-up’ window display a “thank you” message and tell them to  
look in their email for your free eBook. 
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GUIDELINE #3
How to Strengthen Your Brand

So you’ve got the person’s first name and email. Time to Sell!!! Slow down. Not yet. Now you 
need to create a relationship with your new friend. How you ask?

Once a customer registers, they are automatically placed into a drip campaign. A drip campaign 
automatically sends your community emails that you have pre-written. Every four days send them a 
valuable, content-rich email.

These ‘drip emails’ sell nothing, but deliver high quality information. They should clearly explain 
what makes you special, knowledgeable, and an expert. You need to answer what makes you different 
from all the rest.

Continue to send ‘drip’ emails three to four times—each with a new message. Make sure each 
email uses responsive design so it can be displayed properly on smartphones. Most email marketing 
systems, such as MailChimp, utilize responsive design, but make sure you check. By the time your 
drip campaign is done, your readers should think of you as an expert and a friend.

After the drip campaign is done, send your new friends an email every time you create a new 
blog (weekly). Keep these emails short. Give a summary of the blog and a link to read the blog. And 
as with blogs, make sure every email reminds readers to share with their friends.



16

Chapter Eight

GUIDELINE #4
Monetize and Fund Growth

So now we have a database and we have happy, loyal customers, now what?

You sell them a $99 service/product that should be valued at $999. This over delivering of 
value is important because once the customer understands the value you provide, they will want to 
purchase your $1,000–$3,000 product.

You sell this by sending everyone in your database an email educating them of the product and 
its benefits. You’ll want to send a few different emails. In each email be sure to still provide value by 
teaching something. Don’t just sell. These are your friends now and you want to treat them as such.

But what product can you sell? Why not sell three 30-minute 1-on-1 coaching calls with you? It’s 
not as hard as it sounds. Here’s how to do a coaching call:

Two days before each call, ask each customer two things they need to learn to get value. Also, on 
the 2nd and 3rd call ask if there is any point from last week’s call that needs to be clarified.

Sending this email is important because it guarantees value for your customer. It also gives you 
time to research anything you don’t know. Don’t lie! Your job is to get the education before the call. 
Never fake it.

The email also guides the call and establishes a framework to keep the call focused and on time. 
Pretty easy. It also creates enormous value. You will give so much value that people will come back 
to you over and over again. However, this is not how you make money. You are going to spend every 
cent you earn here.

Every penny from this product goes into advertising on Facebook. Facebook gives the best bang 
for the buck. Push everyone to your landing page. This will dramatically grow your database. 

See? Told you we’d get you the money to market. It’s not hard. Just follow this Solopreneur system.

You are probably thinking that you’ll be spending the rest of your life on 1-1 coaching calls. 
Don’t worry. The coaching calls only require your attention for a short time.

By doing these calls you get many benefits. You get money to grow your database. This is 
important because there is no question of where the money is coming from or where it is going to 
go. It guarantees the customers who are willing to pay $99 get the best treatment. This is important 
because they will be your buyers for your $1,000–$3,000 product.
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Here’s where the magic comes in…

Each call/script must be recorded. These will later become the coaching solution system. Later, 
you will still offer a $99 product, but you will give them these recorded versions. This is an automatic 
system. You do not need to be there. This means that you will only have to give up your time for 
a month or two while you are growing the brand and perfecting the coaching calls. Now you have 
money coming in automatically and going straight to growing your brand even more. At this point, 
it doesn’t take any of your time.

One more point…

You promise three calls for $99, but give them four calls. Always give them more than they 
expect. This is how you earn lifetime customers.
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GUIDELINE #5
The $1,000 to $3,000 Product

The key to digital sales is to always be selling your high dollar product. Every time someone goes 
to the cart to pay $99 for coaching, they will receive a one-time offer of your $3,000 package for 
only $1,000!

This is a large impulse buy, but your credibility has already been established with your free 
eBook. So much so that people are willing to pay $99 just to talk to you or view your recorded 
coaching call. 

This method makes sure you are giving a big discount to your true potential buyer.

What is the product? I’m not sure. It could be advanced coaching. It could be a complete day 
with you. You will find out real fast what the people want from you.

This product will always be visible on your website on the Product/Services page, but there the 
price is $3,000. 

That is the long and short of a strategy for the Solopreneur.

But there is so much more…

Finding Your Solepreneur Business

Your business needs to make sense to you. It must solve a problem. And it’s best if it speaks to 
your passion. This will help when you want to quit. Your passion will dig down and find you that 
extra resilience needed to birth a business.

There is a trend in America right now to only buy services and products that give back to the 
community or make the world a better place. We talked plenty about the fact that your Solopreneur 
business needs to solve a problem, but we never said what kind.

You can solve any problem, but why not make the choice to make the world better, too? Why 
not harness your desire to contribute to the world in a meaningful way while satisfying your hunger 
for personal fulfillment and a rich life.
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If this is your path, then harness your passion and deep sense of personal commitment. Below are 
five tenets to help your success:

1. Follow your passion—it’s the most important ingredient, and it’s what will keep you going in 
the tough times.

2. Balance your passion with rationale. Are you addressing a real, substantiated need?

3. Brainstorm—generate a thousand ideas, and don’t be afraid to consider them, refine them, 
dismiss them, or replace them.

4. Carefully choose your business model, and articulate your vision, mission, and systems for 
evaluation and measurement from day one.

5. Study approaches that lead to the same impact you’re trying to achieve. Is your idea really as 
unique as you think? Consider the competitive landscape.

Maybe your passion isn’t to save the environment or save homeless children. What then? Your passion 
can be anything. If you want to help the world in another way, then donate some of your business’ profits 
to a worthy cause—but make sure your audience knows. It’s been proven that when given multiple 
choices for similar products, the majority of people will buy from a socially conscious company.

So let’s find your passion. Here’s the thing… you are probably passionate about many things, so 
let’s find a profitable passion. For this we turn to our friend Anik Singal, famous digital marketer and 
entrepreneur who started out as, you guessed it, a Solopreneur.

So what kind of passion is profitable and capable of turning into $1 million? There are really only 
four requirements that are key. These factors should never be ignored or else you will set yourself up 
for failure. 

1. Passion 
I know, I know; we keep saying this. I’m not trying to irritate you; I’m just trying to really drive 
it home. Here’s why: For the first few months in business, times will always be hard. You will 
hit obstacles, your profit will be lower, and you will need dedication to get through it.

If, when the times get tough, you are building a business around your passion, you will  
stand a stronger chance of surviving, if for no other reason than because you are enjoying  
the process. Most people fail because they start their business for the money. If they don’t  
see profits in the first few days, they lose all their motivation.

Don’t be one of these people!
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2. Audience 
You want to make sure there are a lot of people in the world who share your passion.  
For example, if you have a passion for a very rare type of food found in a remote part of  
the world, that’s great. However, not enough people in the world even know about this  
food to share your passion. 

You will be fighting an uphill battle right from the start. We don’t want to start there. 
I always say, make sure there are at least a million people in the world who share your passion. 

3. Money 
Having an audience is one thing. You have to assure that your audience is capable of 
spending money on your topic. This was the greatest mistake I made when I first started  
13 years ago. I found “how to study in college” and obviously, it’s a massive market. 
However, college students would never want to spend $47 on a product like that. They 
would rather take their small allowance and splurge it on beer and pizza. 

I learned this particular lesson the hard way.

The information has to be valuable enough to your target audience that they will be  
willing enough to pull out their credit cards for it.   

There is ONE final test that can make your life much easier. You don’t even have to think 
about the first three metrics as long as this fourth one exists.

4. Competition 
When I first found the “how to study in college” niche, I found absolutely no competition. 
There was no one on the Internet selling this kind of information. There were tons of free 
articles, but no one selling a course.

 I assumed I was brilliant. 

Out of the millions of online entrepreneurs, I was the only one who had thought of this idea! I 
was convinced I was going to be a millionaire before I even graduated from college. 

I spent seven months preparing this product and when I finally released it 30 days into my 
marketing, I had not even made one sale.   

It was that day that I created a simple rule: Competition is good. I never recommend going into 
a market that has no competition. If others are selling information similar to yours, that is excellent 
for you. 
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Here’s why: 

• They have validated the market. You know there is profit to be made. 

• You can market their products as an affiliate. 

• They can become your top partners later and they can promote your product for you, too. 

There you have it. Assuring that your passion is capable of turning into $1 million is simple and 
easy. Follow these rules and you will be golden.  
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STARTING YOUR COMPANY

So now you’ve identified your passion and you actually have the plan to execute it. Now what?

Now you’ve got to protect your company and the money it generates. What good is building 
anything if it can be taken from you or destroyed? Robert always says, “It’s not how much money 
you make, it’s how much money you keep that matters.”

In order to keep your business safe you need to place it in a protective legal entity. And in order 
to keep your money safe (from Uncle Sam) you’ve got to start thinking about taxes now!

There are many things we cannot control. Economic cycles, accidents and natural disasters, 
among others, are all beyond our individual grasp and control.

We also can’t control our customers and clients. Some may be dissatisfied over one matter while 
others will never be satisfied with anything. We must appreciate this fact as we run our business.

In the face of this lack of control, we must be ever more vigilant to properly control our own 
business. Choosing the right entity is a start—a foundation for success and protection. But as Robert 
Kiyosaki says, basic asset protection isn’t enough anymore. You need to take the next steps for better 
protection. Forming an entity is your foundation. Then you must follow the corporate formalities 
and tax laws.

Choice of Entity

One of the first major decisions you will need to make is: What entity will you use to run your 
business? Most people will be choosing between the following:

• Sole Proprietorship

• General Partnership

• C Corporation

• S Corporation

• Limited Liability Company (or LLC)

• Limited Liability Partnership (or LP)
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These are all choices you can make (although two of them aren’t very good choices.) Choosing 
the correct entity is one of the most important decisions you can make. This one decision will dictate 
how you prepare your taxes, how you keep your books, how much of your business’ income you keep 
and how much you don’t. It will dictate your profits and losses, the financial security (and safety) of 
your family, maybe even your health and happiness.

Most Solopreneurs are sole proprietorships. This is very dangerous. One lawsuit and you can lose 
all of your assets, meaning both your business and personal assets. The sole proprietorship offers no 
asset protection. It is just you, doing business without any protection.

Why anyone would use this is simple: Because they do not bother to make a true decision about 
corporate structure. If you never choose a corporate entity but start up a business anyway, you are a 
sole proprietor.

You are your business and your business is you. Making a bad decision or, in some cases, no 
decision, can end up costing you not only your business assets but your personal assets as well!

And to make it worse, at the end of the year, your business activities are included on your 
personal tax return so it can push you in a higher tax bracket.

Quick and easy isn’t always the best way.

While we do not know your situation and thus cannot give you legal advise, most often we 
recommend an LLC for Solopreneurs.

Limited Liability Companies (LLCs)

The LLC is a newer entity that combines the flow-through taxation of a partnership with the 
limited liability aspects of a corporation. They also offer superior asset protection benefits.

LLCs are chartered with the state and thus provide limited liability to the owners. Owners are 
protected from personal liability for business debts or legal claims against the business (unless, as with 
any other entity, they sign a personal guarantee).

With an LLC, Articles of Organization are filed with the Secretary of State. But, to avoid personal 
liability in an LLC you must follow some rules:

• Maintain timely filings with the state.

• Prepare entity tax returns.

• Maintain a separate bank account for the business.
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• Separate personal and business matters.

• Have adequate capitalization (funding) of the business.

• Hold annual meetings of managers and members.

From being brand new in the 1980’s, LLCs are now one of the most popular ways to do business.

Tax Strategy for Solopreneurs:  
Elect How Your Limited Liability Company will be Taxed

Your limited liability company (LLC) can be whatever you want it to be. The LLC has become 
the entity of choice for U.S. asset protection purposes. But what about for tax purposes? The good 
news is, your LLC can be whatever you want it to be—a sole proprietorship, a partnership, a C 
Corporation, or an S Corporation. 

This may sound confusing, but when you talk to your tax advisor, he or she will appreciate 
the flexibility. This flexibility gives you the best of the tax and asset protection worlds. The key 
here is that you can frequently have your cake and eat it too when it comes to the tax law. Simply 
by understanding that LLC’s can be treated any way you want for tax purposes, you have asset 
protection and still get the tax advantages of the S corporation, C corporation or partnership rules. 

You can make your entity election at any time during the year. This election gives you great 
flexibility in your tax planning. Suppose you are just starting a new business. You may want your 
entity to be treated as a sole proprietorship in the early years when there is a loss or not much income 
so you don’t have to file another tax return (corporations have to file a separate income tax return 
from their owners). When you’re ready to change to an S Corporation to reduce your employment 
taxes (see Chapter 11), you can check the box on the form and file the election with the IRS.
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ONE LAST THOUGHT

“It never gets easier, you just get better.”  
      – Unknown

Imagine if you were completing the same task over and over again. Each day you do it, it seems that 
the task gets easier, right? Well, not really, because the task is the same—you’re just getting better at it.

But the better you get, the bigger your game needs to be. Otherwise, you won’t feel challenged, 
and it won’t be as rewarding.

That’s how it works in the world. You work hard on mastering the skills for now, so you’re prepared 
to take on the bigger challenges next. In sports, you move from beginner, to intermediate, to advanced, 
and then to the professional ranks. You become a better parent for your growing children. You become 
a better entrepreneur so you can grow your business.

And each step you take builds confidence.

That confidence is important. It’s necessary to help you overcome that Little Voice in your head that 
causes the stress in your life. And that stress is what’s preventing you from advancing to the next level.

Let’s take a look at some of the things that your little voice may say when you’re faced with a challenge:

• “I’m not successful enough.”

• “I’m not a good enough business person.”

• “I’m not smart enough.”

• “I can’t.”

• “I’m too tired.”

• “I’m too young (or old).”

• “Nobody’s going to like it.”

• “Who wants to hear from me?” 
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Do any of these sound familiar? Do they appear in your subconscious? They rob your time, make 
you prioritize other, more trivial things. You get tired. You procrastinate. All the chatter your little 
voice makes when you’re thinking about the next challenge is pretty poisonous.

Identify your little voice and get to understand where it comes from. Why are you letting it stop 
you dead in your tracks? Don’t let it prevent you from fighting the battle to win the war. No one 
wants to be stuck on the same level, over and over again.

There’s a hero, and there’s a villain inside of you. Who’s going to win today?

For every win you experience, your confidence level goes up. And as we’ve already established, 
the higher your confidence, the less stress you have. And who doesn’t want less stress in their lives?

When you have less stress and more confidence, you’re more willing to take on the larger 
complexities of life and business. You can play the bigger games.

After every big win, you get bigger, and enjoy better and more valuable rewards.

You are supposed to deal with greater complexity, not more stress.

Inside you, there’s a champion and a loser. There’s an angel and a devil. There’s a hero and 
a villain. The question is, which one is going to win today? Do you even know which one is 
controlling you right now?

Once you can identify them… then you can successfully manage them. No matter who you are, 
I suspect you know that there is an even bigger, better person inside you. That’s true for all of us, too. 
But what stands in the way of that person fully emerging? How do you go from Point A, where you are 
now, to Point B, which is being the most powerful, passionate, wealthy, and healthy person you know?

What stands in our way is… ourselves! And we know it’s the same for you.

Everybody has something valuable to offer. So why don’t we offer it? What’s the resistance?

For example, your internal conversation may start like this: “Why don’t you start your own 
business? You have always wanted to do it.”

Then the resistance shows up like this nagging chatter of voices, saying things like: “Well, because 
you’re not smart enough. You don’t know how to set up a business. You’ll starve to death if you try to 
do that. It’s too risky.”

So what causes this? Perhaps you have lost the ability to value yourself, your ideas, and your 
abilities, because you have fallen into the trap of comparing yourself to others. With every success 
story that the media churns up, with every achievement you see “the other guy” get… you either get 
challenged or depressed.
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You have the dream, but there seems to be resistance. That little voice starts creating big blocks 
to achieving your dreams. Stuff comes up, robbing you of the time you would spend on your dream. 
Other things take greater priority. You get tired. You procrastinate. Sound familiar?

Everybody has something to give, something to offer, even if it’s already been offered before. You 
have a different way of looking at it. Your idea may appeal to millions of people you’ve never met 
before who think the way you think.

That’s why it’s important to get a handle on your little voice—so that ultimately, you can make your 
dream come true and put your idea out into the world for other people to appreciate and benefit from. 
Resistance (stress) is just “little voice” stuff standing in your way.

Tell that little voice to shut up and take the actions necessary to become a Solopreneur and free yourself!
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RICH DAD ADVISORS

About the Rich Dad Advisors
The Rich Dad Advisors are a team of seasoned entrepreneurs that are experts in each of their 

respective areas of wealth creation and protection. Each Advisor has his/her own business and a 
proven track record of success in their specific area of expertise. 

The team was originally assembled by Rich Dad Poor Dad author Robert Kiyosaki to provide him 
business and investing advice. Robert recognized that each Advisor had mastered their skills by being 
on the front lines, weathering the challenges and making millions of dollars for themselves, their 
families and their teams.

Over the last 10 years, as we have continue to grow their own businesses, they have committed to 
teaching others who are striving for your own dream of financial freedom and wealth. The Advisors 
teach how to use the best practices they have learned through their real world experiences and the 
multi-million dollar results they have generated in their own businesses… and those of their clients.


