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CHAPTER 1 

THE BOOMER REALITY 

 

“Reality is merely an illusion, albeit a very persistent one.”  

- Albert Einstein 

 

 

Let‟s face it—a lot of us “baby boomers” deal with challenges that 

our parents could never have conceived of.   

 

If we‟re not gasping at what it costs to send our kids through 

college, we‟re gulping at the expenses of keeping our parents cared 

for and safe, our loved ones insured in case of illness or injury, 

local, state and federal tax responsibilities, and a bevy of other 

demands that gobble up our hard earned dollars. 

 

Sure, we‟re way better off than any other generation before us; we 

have more toys, better healthcare, year round access to a 

staggering variety of foods, the ability (and often affordability) to 

travel almost anywhere on the globe, and instant access to almost 

anything we want to know, do or own via the internet. Plus we 

have really big shopping malls. 
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But at the same time, our pensions are vanishing while our life 

expectancy is increasing, and that 401k or IRA that once looked so 

juicy now looks like less of a safety net and more like a sieve.    

 

Retirement? Yeah, OK, like we really can afford to do that.   

 

Moreover, for many of us, the thought of “retiring” in our parents‟ 

sense of the word just isn‟t that appealing. Hell, we don‟t even 

want to be called “seniors,” much less spend our days at “senior 

centers,” going on “senior trips” or living in “senior citizen 

housing.”  Why, we‟re the generation who saw Bruce Springsteen 

make the cover of AARP Magazine…the generation whose music 

still gets played at college sporting events by kids who wouldn‟t be 

born until 20 or 30 years after those songs were originally 

recorded…the generation whose televisions went from the black 

and white picture tube to large flat screens in high def!   

 

If you‟re a member of this elite generation, and you either can‟t or 

don‟t want to retire, this book is for you. 

 

It‟s for you if you‟re still employed full time but would like to fulfill 

that lifelong dream of having your own business someday. 
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It‟s for you if you‟re over age 50, laid off and have been pounding 

the payment ever since without success. 

 

It‟s for you if you say “No way, Jose!” to the thought of just making 

ends meet after you retire…if you want to put more gold into your 

“golden years”…if instead of barely getting by, you can say you‟re 

barely getting started. 

 

Can I have an “Amen”? Or even a “Hell, yeah”? 

  

Then by all means, keep reading. 

 

 



Chapter 2: You Are Not Alone 

_______________________________________________________ 

______________________________________________________________________ 

Boomers Who Mean Business 
6 

   

 

 

CHAPTER 2 

YOU ARE NOT ALONE 

 

“And in the end it's not the years in your life that count. It's the life in your 

years." - Abraham Lincoln 

 

If you are a boomer who owns your own business or you‟re 

thinking of starting one, just as with everything else about our 

generation, you are by no means alone: In 2008, at the height of 

the entrepreneurial youth renaissance (and, perhaps not 

coincidentally, at the peak of a global financial crises),  writer, 

academic and entrepreneur Vivek Wadhwa released breakthrough 

research that showed that the number of business start-ups by 

people older than 50 was double the number of those launched by 

people younger than 25.  In fact, Wadhwa's research revealed that 

the highest rate of entrepreneurial activity had shifted to boomers 

in the 55-64 age group, a trend he anticipated would continue for 

years to come. 

 

Wadhwa‟s prediction has held up; according to a report released 

by SME Research in 2012, “The Baby Boomer generation has been 

http://wadhwa.com/
http://www.transfer2020.org/pdf/Baby_Boomer_Sell_Off_Carey_McMann.pdf
http://www.transfer2020.org/pdf/Baby_Boomer_Sell_Off_Carey_McMann.pdf
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identified as one of the most entrepreneurial generations in the 

history of our country,“ with nearly one in 10 of the more than 75 

million Baby Boomers in their own privately held businesses. (BIG 

Research). 

 

Yet, we‟ve all heard the gloomy statistic that 95 percent of all new 

businesses fail within the first five years (which, by the way, 

depends on so many factors as not to be such a reliable statistic 

after all).  Can we afford to take that sort of risk?   

 

Or is the real question, can we afford not to? 

 

For many of us, starting our own business is a chance to pursue a 

passion that we‟ve put on hold for decades as we followed our 

parents into “real jobs.”  For others, it‟s a rebellion against the 

corporate greed that has led to substandard products and services 

that thickly line the pockets of today‟s robber barons (think 

astronomical Wall Street bonuses and golden parachutes for 

CEOs).  And, as previously stated, many of us need to bring in 

additional post retirement income in order to maintain our 

standard of living or deal with a wide range of expenses stemming 

from our aging parents, our own aging and helping out our kids—

all at the same time.  
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Here are some more good reasons that more folks over the age of 

50 are looking to create their own economy by launching their own 

enterprises, rather than waiting to see what the government or 

their employers might dole out to them down the road: 

 

1. Chances are better than excellent that we picked up and 

honed some valuable skills during those decades spent in 

day jobs and raising our families—skills for which we can 

get better compensated on the open market than we did 

while employed.   

 

2. Starting our own businesses also gives us a chance to use 

and develop talents, proficiencies and personality traits that 

got stifled or downplayed by our employers, but that we feel 

are actually our most valuable assets. 

 

3. Last but definitely not least, the World Wide Web didn‟t just 

open up opportunities for the young‟uns; by learning how to 

use a few simple tools, or understanding them enough to 

wisely hire others to put them to use for us, we have just as 

much opportunity to find potential customers quickly and 

affordably as the generations that follow us—maybe even 

more so when we combine these tools with numbers 1 and 2 

above. 
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Now that you know you‟re neither crazy nor foolhardy to think 

about starting a business post retirement, what next?
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CHAPTER 3 

BRAIN DUMP TIME 

 

“Experience is not what happens to a man. It is what a man does with what 

happens to him.” - Aldous Leonard Huxley 

 

 

For some of you, this next step will be easy.  You may have 

thought about the kind of business you‟ve wanted to own for years, 

envisioned it, named it and even researched what it would cost to 

finance the dream.   

 

Others of you are not so sure, or you‟ve toyed with a number of 

ideas, uncertain as to which would be the most viable.  This 

chapter is for the latter group.  The rest of you can skip ahead—

we‟ll meet you there in a bit. 

 

If you‟re not sure what kind of business you‟d like to start, the 

first thing you need to do is list all of the things you enjoy and/or 

are skilled at doing.  Don‟t leave anything out at this point, even if 

you have no clue how to turn it into a money making business.   
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Moreover, don‟t just jot down job titles; rather, create a detailed 

list of skills and experiences that you developed at each job.  For 

example, if you were in management, you might have become 

quite good at coaching and mentoring, trouble shooting, decision 

making, team building, staying within a budget, collaborating 

with other departments, and so forth.  You get the picture.  You 

aren‟t writing a job description; you‟re inventorying your skills 

and talents. 

 

The same holds true with volunteer work you‟ve done, hobbies 

you‟ve pursued, and other non-work related activities that you‟ve 

particularly enjoyed.  Don‟t leave out anything—it‟s all potentially 

relevant—whether you would love to blissfully spend the rest of 

your life with your nose in a book, whipping up decadent desserts 

or making wind chimes from beer cans.  Remember, I did say 

“potentially” relevant.  

 

Ideally, this massive brain dump of your skills, experiences and 

interests will begin to generate some clues as to what kind of 

business you might like to have, at least in a very broad sense. 

Again, try not to edit or censor what comes to mind. After all, 

haven‟t most of us been doing that for too long anyway? 
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Now from this list of all that you‟ve learned, enjoyed and 

accomplished over the span of three or more decades, which ones 

would you love doing for the next  three?  Once again, I‟ll ask you 

to suspend judgment about which would make  “practical” money 

making ideas. Simply highlight the ones that most catch your 

fancy. 

 

Some interesting combinations may begin to jump out at you.  

Let‟s say you highlighted “teaching” and “making birdhouses,” or 

“coaching” and “getting fit,” or “accounting” and “fishing.” 

Moreover, the combinations don‟t need to be limited to two from 

your list.  Mix or match the ones you‟ve highlighted to your heart‟s 

content.  Have fun with this exercise in a way that so many of us 

were not permitted to do since before we entered kindergarten. 

 

You are beginning to create your very own boomer business. 
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CHAPTER 4 

OH, THE POSSIBILITIES 

 

“If we all did the things we are really capable of doing, we would literally 

astound ourselves.” - Thomas A. Edison 

 

 

OK, this seems fun, you say, but come on—can I really make a 

sustainable living from any of these concepts I‟m coming up with? 

 

Now this might sound discouraging to some of you at first, but 

should in fact excite you; chances are, no matter what you‟ve come 

up with, someone else is already doing it, or something very 

similar, quite successfully. 

 

Why shouldn‟t that discourage you? Because it means there‟s 

already a market for what you want to do or offer.  If no one else 

does it, at least in some way, shape or fashion, it means no one 

wants it, or at least would be willing to pay for it.  And you‟re 

going into your boomer business to get paid, and ideally get paid a 

lot. 
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We‟ll be talking more about identifying a market for your business 

later. For now, let‟s start honing in on the kind of business you 

want to have, based on your skills, experiences and interests. 

 

Perhaps by now you‟ve already hit upon the perfect business idea 

for you, just from the brainstorming you‟ve done already.  If not, 

don‟t worry—your business idea lies in the notes you‟ve jotted 

down, but just might not be obvious yet.  And here‟s the thing: 

your business idea doesn‟t have to be “perfect” right out of the 

gate.  It can be something you develop and refine as you go along.  

You just need a starting point. 

 

For the purposes of this book, let‟s play around with a few 

examples:   

 

 Say you love pop music from the 60s and 70s, enjoy being fit 

and want to work with people from your own age group.  You 

might consider opening a gym geared towards baby boomers 

that offers exercise classes set to the music we grew up with.  

Or you could make and sell exercise videos for boomers, set 

to “our” music (who says Richard Simmons needs to get all 

that business?). Or open a training school for boomer 
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workout instructors based on your fitness regimen. Approach 

your aptitude, skills and interests from different directions, 

and see which idea(s) ignite an entrepreneurial spark in you. 

(I‟m thinking it would be kind of fun to exercise to Joe 

Walsh, Bob Seager or definitely Michael Jackson…) 

 Perhaps reading is your passion. Are there certain topics 

that you are particularly fascinated with? Or do you gobble 

up biographies and autobiographies?  You might consider 

starting a proofreading or editing service geared towards a 

very specific type of writer, or put your shingle up as a ghost 

writer.  You could specialize in helping to improve website 

copy, reviewing ebooks or editing doctoral theses.  As you 

can see, the possibilities for specialization based on your 

skills, experience and interests are, if not endless, at least 

numerous. 

 

 Maybe baking is your thing.  You might even be well known 

within your circle of friends for being able to whip up the 

most extraordinary desserts.  Could you narrow down your 

specialty to just doing children‟s birthday cakes or wedding 

cakes?  Perhaps become even more famous for your Italian 

cookies than you already are? Create desserts solely for 

catering companies, corporate functions, or any other place 

or occasion where people gather to eat?  Specialize in 
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delicious healthy or gluten free snacks? Write a best-selling 

cookbook? Host your own baking television show? 

 

As I hope you are beginning to see, the kinds of businesses you can 

launch are limited only by your own inability to appreciate what 

you have to offer or identify who else would appreciate them as 

well.  Once you start looking at what you bring to the table, and 

whose table you plan to bring it to, you are on your way to 

creating your own thriving enterprise. 

Which bring us to the subject: whose table would you enjoy 

offering your products or services to? 
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CHAPTER 5 

WHO NEEDS YOU, BABY? 

 

“The aim of marketing is to know and understand the customer so well the 

product or service fits him and sells itself.” - Peter Drucker 

 

 

This next step in determining the kind of business you would like 

to launch is crucial to your ultimate success—yet it is one that 

many, many current business owners and entrepreneur 

wannabees skip or avoid: deciding whom you would like your ideal 

customer to be.  In other words, selecting a target market for your 

products or services. 

 

For too many, the answer is “Everyone!” or “Anyone who‟s willing 

to pay me!” If you remember the TV game show “Family Feud,” 

picture the big box with an X, and hear the accompanying 

buzzer—survey says: both of those answers are wrong!  This is 

true whether you want to open a photography studio, offer golf 

lessons, launch a catering service, start a copywriting business or 

what have you.   

 

http://www.brainyquote.com/quotes/quotes/p/peterdruck154444.html?src=t_marketing
http://www.brainyquote.com/quotes/quotes/p/peterdruck154444.html?src=t_marketing
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Look, there isn‟t a business in existence that serves everyone, nor 

are their many successful businesses that don‟t have a strong idea 

as to who shops at their stores, buys their goods or needs their 

services.   

 

Now, you‟re probably going to say, “Now wait a minute—certain 

department stores cater to a wide variety of customers,” and to 

some extent that‟s true.  But think about it. When Macy‟s and 

Wal-Mart plan their store displays and media advertising, do you 

think they really market to the same people, much less attract 

them?  Neiman Marcus versus Kmart?  Even Target versus 

Kmart?  And look at what happened when J.C. Penney abandoned 

their core customer base (women 45+) in search of a younger, 

hipper clientele. That company is still trying to recover from their 

identity crisis. 

 

“But I‟m not Penney‟s or Macy‟s or even Wal-Mart,” you may 

continue to protest.  “I just want to offer my (fill in the blank) to 

any customer who wants to buy it.” 

 

Hmmmph.  Sounds like you still need more convincing.   

 

http://business.time.com/2013/04/09/the-5-big-mistakes-that-led-to-ron-johnsons-ouster-at-jc-penney/
http://business.time.com/2013/04/09/the-5-big-mistakes-that-led-to-ron-johnsons-ouster-at-jc-penney/
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OK, let me share a bit of my personal experience.  I actually 

learned this lesson myself the hard way…a couple of times, as a 

matter of fact (I never said I was a quick learner!).  

 

About 20 years ago, I left my day job and struck out on my own to 

create a freelance writing business.  I had a great deal of corporate 

experience, not to mention a communications degree from an Ivy 

League school and a number of freelance article writing credits to 

point to. 

 

What I didn‟t have was a target market. 

 

I tried to be everyone‟s writer. I sent resumes and writing samples 

to ad agencies, corporate communications departments, training 

departments, small established companies, startups, professionals 

such as doctors and lawyers—anyone and everyone I thought 

would want, need and pay for my writing ability. 

 

What I learned over the weeks and months that followed is that 

no one really wanted to hire a generalist.  They all looked for 

someone who specialized in catalog copy, radio scripts, newsletters 

or what have you. Or they sought someone who had experience 

working with their particular industry.   
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It didn‟t matter that I had a little experience in a wide spectrum of 

writing genres or that I was willing and perhaps even able to try 

my hand at any kind of writing assignment thrown my way;  all 

prospective clients saw was my hodge-podge portfolio and 

resume…and they weren‟t all that impressed. 

 

Because I feared missing out on gaining clients if I focused on 

delivering a specific service or catering to a targeted type of client 

or business, I scattered my networking and marketing efforts to 

the four winds.  It cost me a ton of money in terms of postage, lots 

of hours researching contact names of people I could send  my 

samples to and many a morning with my clammy hand on the 

phone receiver, forcing myself to do a few cold calls.  Yes, I landed 

a couple of gigs, which I underbid for fear that I would lose the 

morsels coming my way.  But I certainly wasn‟t making enough to 

support myself. 

 

When nothing seemed to stick, I packed up my freelance sign and 

scurried back to a full time job with my entrepreneurial tail 

between my legs. 

At the time, I believed that I threw in the towel because I “hated 

marketing,” but I‟ve since realized that wasn‟t the case at all.  I 

abandoned my freelance dream because I wasn‟t making any 

money at it…because I had never really developed a business 
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strategy or identified who I could best serve and how, based on my 

skills and experience. 

 

My second lesson regarding the importance of selecting a target 

market occurred during my first 10 years online. 

 

It was 1999 when I personally “discovered” the internet, through 

AOL, a dial up connection and a burning curiosity to find out what 

all this dot com business was about. First I explored sites I had 

heard about, such as eBay, and then, once I learned about search 

engines, I branched out. 

 

As my main passion still involved writing, I began to research and 

connect with other writers through forums and online groups.  

Before long I discovered that you could create a thing called an “e-

zine,” or email newsletter, and send it to multiple recipients for 

free.  I also learned that there were ways you could make money 

with an e-zine. 

 

I launched my “WriteSuccess” e-zine to 53 subscribers in August, 

2000. That bi-weekly e-zine, and the website I eventually 

developed by the same name, became a part-time labor of love for 

nearly a decade. 
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But once again I tried to be everything to all writers, rather than 

targeting a specific niche, believing that the more subscribers I 

had, the merrier.  And although over time I grew my subscriber 

base to over 5000, received emails from readers around the globe 

and had hundreds of visitors daily to my website, my marketing 

efforts were once again scattered, and my return on investment—

in terms of both time and money—was minimal. I stopped sending 

the e-zine sometime in 2010, and abandoned the website a couple 

of years later. It just wasn‟t turning into the profitable business I 

had hoped that it would. 

 

So I‟m telling you—identify your target market.  You‟ll thank me 

later. 
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CHAPTER 6 

DETERMINING YOUR X FACTOR 

 

“Be faithful to that which exists nowhere but in yourself- and thus make 

yourself indispensable.” - André Gide 

 

 

OK, so you have a pretty decent idea as to what kind of business 

you want to start, and what kind of customer or client you would 

like to deliver your product or service to. Now what? 

 

Now‟s the time to start refining your business idea even further. 

 

This means figuring out what makes your business different from 

all of the others that offer the same products or services.  

 

In order to understand why this is important, think about why 

you favor certain businesses over others.  It‟s not always about the 

price, although perceived value is certainly a critical part of the 

equation.  Maybe you appreciate the fast service, the friendly 

and/or professional treatment, or the consistent quality you 

receive. Maybe the business caters to your gender, age group or 
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income bracket. Maybe You admire and respect the owner of the 

business , or appreciate its convenient location. 

 

Businesses offering the same or similar products or services 

succeed because they understand the importance of segmentation, 

of identifying and playing up on what makes theirs different from 

others in the same category. 

 

Here‟s an example. Where I live, we are blessed with a plethora of 

Italian restaurants. Many of them have been in business for 

decades.  Do they worry about the competition? Maybe, but at the 

same time they have differentiated themselves from each other.  

One is famous for huge portions at family-friendly prices. Another 

prides itself on its eclectic spin on old favorites, like walnut 

crusted eggplant or ravioli in a pesto cream sauce. We have 

upscale Italian restaurants and ones that are very casual; ones 

that boast they have the best calamari and others that claim they 

make the best braciole or chicken riggies. And while location 

sometimes plays a part for other businesses, I think it‟s less true 

for our area Italian restaurants. 

 

If I were to launch my writing business today, I would play up on 

the extensive experience I have in the health care industry.  Or in 

writing customer service training documentation. Or better yet, in 
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customer service in the health care industry.  I would pick a 

narrow focus and work it exhaustively. Would I turn away work 

outside of my area of focus? Of course not, any more than an 

Italian restaurant would refuse to serve someone who prefers Thai 

food! But I would continue to stake my claim in my area of 

expertise, and become known for it. 
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CHAPTER 7 

PUTTING THE PIECES TOGETHER 

 

“There are no extra pieces in the universe. Everyone is here because he or 

she has a place to fill, and every piece must fit itself into the big jigsaw 

puzzle.” -  Deepak Chopra 

 

 

At this juncture, I recommend that you begin putting together a one page 

business plan, to help you stay focused.  

 

You see, you’ll be surprised at how many new business ideas pop up once you 

begin working on the first one.  The new ideas will appear to be better, juicier, 

more lucrative and/or more fun—and maybe some of them would be, and you 

can pursue them someday—but the main purpose of these new ideas is to lure 

you off track.  If you begin to work on one of the new ideas, then even newer 

ideas surface, looking even better than the last juicy idea.  So you begin to go 

after one of those and, before you know it, months have gone by and you’re 

no closer to having your own business than you are today. 

 

Spoken by someone who has been there, done that.  

 

http://www.brainyquote.com/quotes/quotes/d/deepakchop393559.html?src=t_puzzle
http://www.brainyquote.com/quotes/quotes/d/deepakchop393559.html?src=t_puzzle
http://www.brainyquote.com/quotes/quotes/d/deepakchop393559.html?src=t_puzzle
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A business plan helps you stay on track and gauge your progress.  Now, you 

don’t need to fill in all of the pieces of your business plan yet.  In fact, if you 

try to, you may just end up getting stuck there, and that’s the last thing either 

of us wants. Some aspects of your business won’t fully take shape until later in 

the development and launch process.  Your business plan is meant to be a 

guide for you to follow, a helpful tool, not your end all, be all business bible.   

 

Basically, your one page business plan should eventually contain the 

following: 

 

1. A description of your product or service.  

Example: Family event planner specializing in weddings, graduations, 

showers and other gatherings for special occasions. 

2. A description of your ideal or target client. 

Example: Professional married couples or divorced professionals with 

annual incomes of $250,000 or more, who live within 30 miles of 

Baltimore. 

3. Overview of all products/services you will offer. 

Example: Reserve event location, assist with menu planning, hire 

caterer, handle invitations, provide decorations (you get the gist). 

4. Your fees or charges. 
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This depends on a number of factors: exactly what services or products 

you’ll offer, your target market, your geographic location (in some 

cases), your overhead expenses, etc. 

5. Your payment arrangement. 

How will you expect customers to pay you? Up front?  Upon delivery? 

In installments? Cash only, or will you be able to process credit and 

debit cards? 

6. Your startup and ongoing expenses. 

How much money will you need to invest up front to get your business 

up and running? Even a work from home business will have some costs 

involved in terms of business cards or fliers, a simple website and other 

supplies. Then how much will you need to regularly budget for your 

business to keep it going and growing? 

7. Your marketing message. 

This is how you’ll describe your products or services, and how to 

differentiate yourself from other businesses that offer similar products 

or services.  What will make what your business different, special, 

unique, memorable, etc., when compared with other businesses of your 

kind? 

8. Your marketing strategy. 

This is how people will find out about your business.  How you 

approach this will depend on different variables: your budget, who your 

customers are and where they are located, whether or not you plan to 
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use social or traditional media (or both), whether you need a website, 

etc. 

9. Your bookkeeping system. 

You’re in business to make a profit. How will you track income versus 

expenses?   

 

As you can see, your business plan is a roadmap of sorts. It will guide you 

through the elements of your business that you find most fun and fulfilling, as 

well as through those aspects that you find less than exciting, but will be crucial 

to your ultimate success.  You’re goal?  To make enough where you can 

happily spend most of your time on the things you love and do best, and be 

able to hire out those elements that challenge or bore you. Win-win. 
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CHAPTER 8 

TO MARKET, TO MARKET 

 

“Be yourself. Everyone else is already taken.” - Oscar Wilde 

 

Back when I struck out (literally!) on my own to create a freelance 

writing business, this was the part I hated. Now it‟s the part I 

absolutely love. It‟s all a matter of perspective. 

 

I‟m talking about marketing your business. Getting the word out.  

 

Of course, the internet has turned the marketing world, like so 

many other worlds, on its head since my failed attempt at 

freelancing. Then, I relied solely on “snail” mailing out resumes 

and writing samples, which I followed up with cold calls, or vice 

versa.  For a short time, I tried placing classified ads, which 

unlike Craigslist cost a pretty penny back then.  I handed out 

business cards, and told friends and relatives who really didn‟t 

quite grasp how I could walk out on my job what I was trying to 
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do.  And remember, I didn‟t specialize—so explaining what I was 

trying to do sounded pretty darn vague to them. 

 

Not that all of these methods have gone the way of the dodo bird.  

People you meet still ask for a business card if they or someone 

they know might be interested in what you have to offer. Family 

and friends can still help you get referrals, or become customers 

themselves, especially if you‟re much clearer about the nature of 

your business than I was about mine.  

 

But now so many other nifty tools for marketing one‟s business 

exist that it boggles the mind.  Let‟s take a look at some of my 

favorites: 

 

1. A website. Yes, you need one.  It amazes me how many small 

business owners today still don‟t believe this. Look, how do 

pretty much all of us, regardless of age, gender or income, 

look up information these days?  You  don‟t see anyone 

walking around with a phone book, right? 

 

Your website doesn‟t need to be anything fancy, at least not 

at first (if ever), and you certainly don‟t need to spend an 

arm and a leg to have one built for you anymore, nor have a 

lot of expertise in order to build one yourself (my personal 
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favorite site builder is now WordPress, which has many free 

and low cost professional templates that I use to build my 

own).   

 

But in any event, your website needs to be yours, preferably 

under your name or the name of your business (or as close as 

you can get if your business name is taken). And even 

though there are a slew of other domains, having a dot com 

(.com) after yours is still perceived by people to be the most 

professional and trustworthy ( as opposed to .net, .biz, .info, 

etc.). 

 

2. A blog and/or email newsletter.  Think about it—how do you 

sometimes remember to revisit a business website? In many 

cases, you do because you received an email reminder to 

come back to the site and take a look at new information or 

offerings there.  In fact, you supplied that business with your 

email address for that very reason, to be kept abreast of 

sales or specials, the latest products or services, and so forth.   

 

You need to do the same for people interested enough in your 

business to visit your website in the first place. You‟ll want 

to be able to invite them back, over and over again. 
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Regularly publishing your own emails or blog posts comprise 

two very cost effective ways to do that.   

 

3. A Facebook page.  An astronomical number of people visit 

Facebook daily, and in many cases several times a day.  As 

of this year, if Facebook was a country, it would now be the 

most populous country on earth. Chances are better than 

awesome that your potential target market will 1) have a 

Facebook account and 2) be able connect with you and/or 

your business there.  

 

Chances also are better than average that you already know 

how to get to and interact on Facebook.  But if you don‟t 

have a Facebook account yet, don‟t worry; it‟s easy and free 

to create one and learn how to use it. My non-tech savvy 

sister took to Facebook like a duck to water. 

 

One word of caution: a lot of small and start-up businesses 

have only a Facebook page and no website, simply because 

it‟s free and easy to use.  I warn against doing that because 

1) Facebook sometimes changes the rules for how business is 

conducted on Facebook, which can be disruptive to business 

owners who have pages there and 2) Facebook owns 

Facebook, not you. If it folded tomorrow or totally changed 
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its format, you could lose everything you‟ve ever posted 

there—photos, comments, links—everything, unless you 

uploaded or saved them somewhere else. So while it‟s a fun 

and very useful tool, I don‟t recommend that you use 

Facebook as your business‟s sole online presence. 

 

4. Facebook ads.  If you do have a Facebook account, you‟ve 

seen them —ads that appear on the side of your screen as 

well as in your newsfeed amongst posts by your family and 

friends. While some people might find Facebook ads 

intrusive, I love them because they are an extremely 

affordable way for businesses to get noticed by people who 

might be most interested in what they have to offer.  You 

may have even found me and this book via a Facebook ad.  

 

What‟s truly great about Facebook ads, besides being 

budget-friendly, is the fact you can target who sees them, 

right down to their age group, gender, where they live (state, 

city), what they like to do (hobbies and interests) and what 

they do for a living.  I don‟t know of any other advertising 

that does what Facebook ads can do, and certainly not as 

cheaply as they do it.  Love „em! 
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Of course, many, many other online and offline tools exist for 

spreading the word about your business. Personally, I am a 

Twitter fan and user, although I‟ll admit the learning curve for 

using that site to effectively market your business is a bit steeper 

than the ones I‟ve mentioned. Pinterest, YouTube and LinkedIn 

also make terrific marketing weapons for one‟s arsenal.  But, 

before facing the risk of drowning in possibilities, I recommend 

keeping your marketing simple, streamlined and repeatable.  That 

is how you gain traction in the super-busy world of the internet. 

 

5. Business cards that points prospective customers back to 

numbers 1 -4 
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CHAPTER 9: 

NOW WHAT? 

 

 

“Twenty years from now you will be more disappointed by the things that 

you didn’t do than by the ones you did do. So throw off the bowlines. Sail 

away from the safe harbor. Catch the trade winds in your sails. Explore. 

Dream. Discover.” -  Mark Twain 

 

 

I hope I‟ve convinced you that it‟s not only realistic for you to start 

your own “baby boomer business,” but it can be one that‟s fun, 

fulfilling and quite profitable.  There are thousands of other men 

and women in our generation already blazing the entrepreneurial 

trail for us—we can choose to either join them or sit on the 

sidelines. Which option sounds more appealing to you? 

 

Maybe, like me, you‟ve spent the bulk of your life marching to 

someone else‟s drummer. Maybe, like me, you‟ve got talents and 

gifts you long to tap and share, contributions you want to make, 

and a mile-long list of places you still want to go and things you 



Chapter 9: Now What? 

_______________________________________________________ 

______________________________________________________________________ 

Boomers Who Mean Business 
37 

   

still want to accomplish. Whatever brought you to this ebook just 

might be the spark you needed to “throw off the bowlines.” 

 

I would love to continue helping you decide on, create and launch 

your own booming boomer business by offering encouragement, 

providing information, and sharing stories from fellow boomers 

who are already succeeding in their post-retirement businesses, 

both online and off. I would also love to hear about and share your 

success story. 

 

So I invite you to join me, if you haven‟t already, at my “Boomers 

Who Mean Business” website 

http://boomerswhomeanbusiness.com. And if you‟re on Facebook 

(which I strongly suggest you should be), let‟s connect there as 

well-- http://www.facebook.com/boomerswhomeanbusiness. I look 

forward to our journeying together. 

 

Until then, I wish you every success as you embark on your own 

business journey. Let‟s do this. 

 

http://boomerswhomeanbusiness.com/
http://www.facebook.com/boomerswhomeanbusiness

