
CRUSH THE
BARRIERS

Get To The Next Level

There I was standing at the front of the class on a slightly elevated stage with all the con�dence
in the world. I’ve been presenting to groups for a while, so I wasn’t nervous.  I remember
staring at everybody sitting there and it seemed as if they couldn't wait for the next word to
come out of my mouth.  I had them engaged.  It was at that moment when I decided to �nally
ask the question. It was a question that I've been wanting to ask them since walking  up onto
the stage. I asked "how many of you have heard of the brand Pink Pewter? Raise your hands!" .

I was smiling and con�dent waiting for the hands to �y up into the sky. I even raised my hand
to encourage others.  I stood there, hand in the air glancing side to side and waiting for all the
hands to go up.  Instead, only about a quarter of the room raised their hand.

At that moment, it seemed like the oxygen left the room.  I slowly pulled my hand down but
kept up the smile.  I had to keep going.

I had been working for the last 12 years and was doing everything possible to get my brand out
there.  I worked when others were sleeping. I missed valuable time with family. I overcame so
many life changing challenges that they would never ever understand.  I sacri�ced and risked so
much and such a small amount of people in the room knew my brand.   Immediately, I
thought I was a failure and was planning on getting 80% or 90% of the room raising their hand.



Like a professional, I continued on with the same energy and delivered my presentation.
Nobody knew that deep inside, I was disappointed in myself.

Growing a brand is one of the most di�cult things you could ever try to do. You have to have
realistic expectations and I understood that.  Even though I understood that it was important
to  have realistic expectations and a lot of patience, it still poked me in the side to know that
most of the people in the room didn’t know the brand.   It was at that moment that I realized
that I needed to work harder, but how much more could I do? I needed to raise the bar of
expectation for myself starting now.

So, how did I get here? I learned how to overcome barriers.



1. Fear

One of the biggest reasons people are unable to achieve their dreams, start a  business or even
take that �rst step is fear.  I guess the biggest reason is the fear of failing. Nobody wants to fail. I
never knew anyone that woke up in the morning saying “jeez, I can't wait to fail today”.  The
fear of failing can be very powerful and most people are unable to get past it.

When I was making hair accessories from my home and selling them to small boutiques and
salons, everything seemed easy.  I was in control with little risk.  I also knew that getting to the
next level was going to require me to overcome fear.  For me, the fear of failing was enormous.
I wanted to be able to fail secretly without anyone knowing. My biggest fear wasn’t the failing
part, but simply the thought of failing in front of the people that would most likely say “I told
you so.”

At the start of my business, I would wear my hair accessory creations everyday.  My “friends”
would always ask me, “don’t you get tired of wearing those accessories?” and “why are you
always wearing them?”  Maybe they were sincere questions, but to me those translated very
di�erently.  They didn’t believe in me or in my product.  They probably felt  I was dumb for
being so passionate about hair accessories. What shocked me the most is that these were
childhood friends. The friends I always thought I could turn to when I needed help or
support. I chose many of them over family growing up, thinking they were all I needed.  I guess
I was wrong.

I would get home and look at all the products I developed and wonder, “are they right?”.  I
started to truly doubt myself and for the �rst time, had a fear of failing.  Again, not because I
would be unable to handle failing but more so the fear of admitting that they were all right.  I
didn’t want to fail and say the words “you guys were right”.  It’s hard for me to type these
words because it all seems so silly now, but back then it was a huge fear. During this time, my
business was stuck in place.  I was just moving ahead in a slow and comfortable pace to avoid
confronting my fear of being successful, however my business seemed to have a mind of its
own.



Eventually, making hair accessories on my kitchen table wasn’t going to work to keep up with
the demand for my products.  I needed to �nd a way to mass produce them. As a hairstylist
working in the salon and a mom of a six year old daughter, time was limited.  I had no choice
but to look for some ways to grow and scale my business.  However, I �rst needed to confront
my fear of failing and looking foolish to everyone who had doubts.

One morning, I was sitting at the kitchen counter having co�ee and my six year old daughter
came downstairs. She had a handful of her favorite hair accessories, placed them onto the
counter in front of me and asked “which one should I wear today?”. They were all pink and
looked similar since she was very particular in her style. I just randomly pointed to one of them.
She was so excited that I randomly chose the one she truly wanted to wear, grabbed it and ran
up the stairs.  About �fteen minutes later, she raced back down the stairs wearing the large pink
bow headband with a smile from ear to ear.  She styled her hair on her own and added the large
pink bow headband.  She was waiting for me to give a compliment as she stood there smiling.  I
could see how con�dent and pretty she felt wearing that headband and I said “you look so
beautiful!”.  She ran to give me a hug, still smiling and asked “can you please make me more?
That was the question that changed my mindset.  My passion is making people feel special, and
seeing her reaction only fueled me even more.  There was no way I could let a fear of what
other people may think stop me. I had no choice but to confront my fears and take my passion
to the next level.

I spent the next few months trying to �gure out how to source and mass produce my designs in
the United States.  This was proving to be a very di�cult process since sewing and embroidery
is typically mastered overseas.  Still, I kept looking in hopes to �nd a local and simple option.
In the meantime, my business was growing and I was overwhelmed with the workload.  It was
too much. This is when I began to look at overseas options.  For the next many months, I was
frantically trying to learn how to source product and �nd the right partner.  This was a very
di�cult and painful process.  Painful in that I lost a lot of money and wasted a lot of time
trying to �nd the right partner that could make a quality product.  I was convinced that the
best way to �nd a dependable partner and build a solid relationship was to �y overseas and
meet face to face.  I also knew that in such a competitive accessory space, the only way to be
unique is to go straight to the material markets and choose for myself.  I had built a fairly solid
relationship with one particular factory partner in China.  Well, a solid email and chat
relationship to be clear.  Nonetheless, I was convinced to travel to China and meet with them
directly.  I booked my trip to China - alone.



My husband was unable to travel with me due to a medical condition and the after e�ects it
caused. A few years prior, my husband had emergency open heart surgery to replace his aortic
valve. As a child,  he had open heart surgery on the same valve which became abnormal over the
years. At the time I needed to travel he was still su�ering from medical depression and feared
leaving the country, thinking he would end up in a hospital overseas someplace. Still, I felt the
need to take on the burden and the risk and do this alone.

I was at the airport with my Passport and Visa in hand, waiting to board the long �fteen hour
�ight to a country across the globe.  I started to become fearful as we got closer to boarding.  I
knew that once the plane door shut, there was no turning back.  I started to truly think about
what was to come.  I was about to board a �ight to a country I’ve never been to, meeting
someone I have never met in person and trusting that they will guide me to the right place.  I
was very tempted to run out of the airport and go back home, but knew that this was a
necessary step to take my hard work and passion to the next level.  It was time to board.  I
walked in, sat in my seat which was all the way to the back of the plane and prepared my mind
for the journey.

This wasn’t a vacation, so the journey I was on was a bit more complex than normal.  I wasn’t
going sightseeing or to the tourists areas.  My journey was going to land me into the industrial
heart of Guangzhou.  My sights would be material markets and factories.  When I landed in
Hong Kong, I took out the notes that my China partner had given me and handed it to the taxi
man.  He nodded and waved down a taxi for me.  I had to trust him since I had no idea what
the note meant or said, so I got into the taxi.  After about an hour of driving, we reach the
destination, which looked like a huge bus terminal.  It was nighttime and hard to see
everything, but the driver handed me my notes back and pointed to the bus I needed to board.
I was still in Hong Kong and was preparing to cross into mainland China on this bus, where I
was going to meet with my China partner.  I couldn’t wait to get to that point.  Everyone else
on this bus was Chinese.  Nobody spoke any english, which included the driver.  I just showed
him the note and he gave me a sticker to put on my chest.  It read “Guangzhou”.  I was
exhausted but scared to fall asleep.

During the three hour bus ride, we made about three stops.  At each stop a group of people
would get o�, but nobody else got onto the bus.  Each time this happened, I became more
fearful.  After the third stop, about ten people got o� leaving just me and two other women.  I
was starting to regret taking the risk and my mind started playing tricks on me.  I was starting



to think I would be kidnapped for sex tra�cking or maybe to have my organs harvested.  I was
really scared and felt massive anxiety.  I just prayed to God to protect me.  As we were driving, I
saw up ahead what looked to be hundreds of buses and began to calm down.  Yes, we �nally
arrived at the border of mainland China.

I felt relieved to be o� the bus and was anxious to meet my partner for the �rst time. After
going through customs and border patrol, I scanned the crowds of people trying to �nd my
partner.  I had a printout of what she looked like and desperately wanted to �nd her.  She had a
photo as well. I then heard the words that I have been waiting to hear for about twenty hours
and those were, “Mireya!!?”.  I turned, saw her and gave her the tightest hug as I  broke down in
tears.  I made it. I overcame fear.

My relationship with my partner still exists today, almost 12 years later and has never been
stronger.  I’ve been to China so many times that I could go back and forth blindfolded.
Overcoming the fear of what others may think and the fear of traveling alone to China allowed
me to take a step up to the next level of growth.  Since that time, I have also traveled around the
globe to grow my business including India, where I have established business partners as well.  I
had a greater purpose and believed in what I was doing, so it didn’t matter what others might
think or say. Those people that didn’t believe in me are no longer my “friends”.  What’s
interesting is that many of them chose that path on their own to disconnect from me.  I nearly
threw away all my passion and my business for worrying about what others would think if I
failed.  Looking back, the fears seemed so small and I always wonder why it scared me to begin
with.

Fear looks huge and intimidating when it’s in front of you, but so very small and irrelevant
when behind you.

Never fear the next step.



2. Laziness

It’s very easy to be lazy, so this is a tough barrier to overcome.  There are many temptations to
be lazy and society promotes many of them.  I almost feel like we are being trained to be lazy!  I
always use the word lazy, but most people mask it by saying things like “work smarter not
harder”, or “it’s family balance time” and the list goes on and on.  I used to say these things also,
but during my journey of success, I realized that these cliches are nothing more than excuses
people use to get approval to be lazy.  It makes it seem "ok" and completely justi�ed to be lazy.

Well, I reject this. First, I'd like to debunk the "work smarter not harder" line.  It's not a choice.
You need to work both smart and hard. You can't just choose one! Do you really believe that
you can just sit there being smart, without working hard and become super successful?  One of
the problems is that people de�ne working hard by the level of physical activity.  Meaning, if
you are a construction worker, that means you work very hard but if you work an o�ce job
then you work smart.  This is ridiculous and is totally o� base.  Trust me, I have seen many
people that have “o�ce jobs” work around the clock with higher levels of stress than someone
lifting shovels and rocks on a daily basis.  Sometimes I wish I was doing physical work instead
of creating video content!

Now, don’t sit there and try to tell me to just “hire people” so you can work smart.  There is a
time and a place when you will need to o�oad responsibility and certain types of work, but not
until you achieve a certain level of success.  If your dream is to come up with an idea and just
have others run and build it for you, then I would say “good luck”  - you’ll need it.  Sometimes
the solutions to problems are very simple and getting to the next level is no di�erent.  You need
to work your ass o� and crush laziness.

When you start your day tomorrow,  pay attention to what people say in normal conversation.
Most people make excuses for why they are unable to accomplish a task, take on the extra work
or even go visit a friend. You will hear things like, "I just don't have time", "I have too much on
my plate" or “that’s a lot of work”. When my employees would tell me they had too much on
their plate, I would tell them to get a bigger plate.  If someone tells me “that’s a lot of work”, I



tell them “yes, I know that.  What’s your point?”.  My view is that anyone who sits home and
streams movies or plays video games can never say that they do not have time. They have time.
They just choose to prioritize their time on something else. So next time you need to cancel
dinner with a friend because you don't have time, maybe you should just tell the truth and tell
them you'd rather binge watch television in your pajamas, with a glass of Bourbon.

In a fast paced world of on demand food delivery, online grocery shopping and super fast access
to learn how to �x your kitchen faucet,  it's easy to become a bit lazy. Why even leave the house
right? Technology is amazing and is an extremely valuable tool when used correctly.

Today, people have even more time than they realize. When I was growing up we had to ride
our bike to our friend's house down the street to see if they were home. We had to make a trip
to the library and research history to �nd answers to questions.  My parents read the newspaper
in the morning then waited for the 10pm local news to hear what's been happening in the
world. When we left the house and needed to make a phone call, the only option was to stop at
a pay phone, dump in a few quarters and dial the number. Think about all of this for a minute.
Given all of this, we still had plenty of time to do the things we wanted and so did my parents. I
can't ever remember them saying, "we don't have time". I can remember them saying “we don’t
have the money”, but never that they didn’t have the time.

When I think about everything we have access to today, I realize that technology has given me
the most special gift.  Time.  What’s interesting is that technology allows you to buy time.  Yes,
you heard me correctly.  Most people take it for granted, but not me.  For example, being able
to get food delivered instead of cooking or going out means I just bought time. That's how I
look at it.  I don't say, "great, now I can sit on the couch and waste the time I just bought".  I
could buy someone a birthday gift online and have it shipped to them, which means I don’t
have to make a trip to the store, then the post o�ce, which is how it would’ve played out many
years ago.  You should feel very lucky that you now have the option to buy time! Unfortunately,
so many people waste this beautiful opportunity.  They use their bought time to be lazy
instead.

As mentioned in my "Foundations to Success" booklet, I am a hairstylist and accessory
designer, and achieved success with talent.  However, I wasn’t able to get to the next level unless
I worked my ass o�.  I know that there are better, more experienced accessory designers out in
the world.  I’m not naive. The reason I was able to outshine them was simply because I worked



more than they did. I wasn't lazy.  I worked when they were sleeping and on weekends. I
worked when they were “working smarter, not harder”.

This brings me to the "it's  family  balance time". The path to achieving the success I wanted in
order to have more freedom,  forced me to sacri�ce. I had to sacri�ce "family balance" which I
believe doesn't exist when you are trying to get to the next level.  The journey to the level of
�nancial freedom is a tough one that many people fail at. They think that they can just chug
along and eventually get there.  I've never seen it done this way and my own experience hasn't
seen it either.  Yes, I missed some moments and opportunities for memories with my daughter
during my journey. It was very hard, but I knew that the rewards for this sacri�ce would be far
greater for her.  It broke my heart when I would be traveling and missed a soccer game or
volleyball match. I missed two birthdays when she was young as well, which tore me apart.

I know many of you are probably saying " I would never miss those experiences and memories".
That's �ne, but know and accept that without sacri�ce, you cannot achieve the level of
�nancial freedom everyone dreams of. Sacri�ces are painful.  You can scale down your bar of
success in exchange for balance if you choose, but don't sit home complaining about others
getting to massive success while you cannot. Those other people simply made the sacri�ces you
chose not to make. It’s really that simple.  When you have the family time opportunity, do not
waste it.  Make the most of the little time you may have.

My daughter now works with me and is a crucial part of our business. She has been very
involved and has grown to be an independent woman with her own mind and goals.  Most
importantly, she understands completely all the sacri�ces that have been made and why we
chose to make them.  I have no regrets.

In the end, it simply comes down to who is willing to work the hardest, sacri�ce the most to get
to the next level of �nancial freedom.



3. Comparison

Social media allows us to easily fall into a trap that can quickly destroy our con�dence. Each
day we are bombarded with photos and most of the time we compare ourselves to them
without even realizing it. If you really take a step back and think about the reasons we even
spend one minute looking at other people’s posts, you would quickly realize that it is simply to
see what everyone is doing.  I call it being nosey.  This is not only a mistake, but more
importantly a complete waste of time.

I always found that social media for business is only about building solid relationships. To me
this is very di�erent than building "followers" or "pro�le friends".  I always say that if you
decided to have a massive house party and invited all of your “pro�le friends” or "followers",
how many would show up?  Five? 20? Certainly not thousands.  Most of these types of
connections just scroll by or creep on you.   I'm talking about building a customer base with
real relationships. This is where time is well spent.  You won't be able to do this if you spend
your time comparing to what others are doing, or focused on simply growing your “pro�le
friends” or “follower” numbers. You need to grow relationships that can convert for you.

To be super successful, you do not need as many as you think.  In fact, social media is currently
about 35% of my marketing focus and conversions in total and this includes multiple
applications.  I know many people who focus on social media as 100% of their marketing
activities.  I think this is a major mistake.   Social media isn’t the only place to convert
customers, but this is a topic for another day.

I know it's di�cult to see the classic “tanned feet and painted toes at the pool” photo and not
wish to be there, but focus on the bigger picture. It makes no di�erence what that person is
doing, and you surely do not need to look down on yourself for not being able to be there.  I
used to see my friends posting vacation photos, wine glasses and dinner menus. During those
times, I would be home cutting ribbon fabric and glueing gems together.  I would wonder if all
my hard work was worth it. There were many days when I was completely overwhelmed with
trying to get my business going, only to see posts of  "date night" sel�es.



Looking back, I wasted a lot of time comparing my exhausted, overwhelmed and stressed out
self to other people's highest times. It makes no sense at all if you really think about it. I was my
own person, con�dent and unique but still couldn't avoid the comparison. No matter how
hard I tried, I still felt like everyone else was living a better life.  I was always working, and they
were always out enjoying themselves.  My goal in business was to get to a place where I had
�nancial freedom and could better control my life.  This wasn’t happening fast enough and I
would get discouraged. It was easy to just say, “I give up”, settle for the comfortable lifestyle and
take photos of my feet at the pool. Deep down inside, I had a �re that kept burning and
pushing me to keep going.  That �re would tell me that one day, my sacri�ces would pay o�  to
a level I’ve never seen before.

It wasn’t until my business grew years later that I started to break away from focusing on
others.  There was a time when my business was not doing very well.  Business goes up and
down and I de�nitely got a taste of both.  It was a very tough time for me and for my
employees.  Coming to work wasn’t fun anymore and extremely stressful.  I would develop
new product and try new concepts but nothing was working.  The sales were not coming in on
their own any longer, and instead we needed to go after them.  Our most loyal customers were
getting concerned, so the pressure was mounting.  I began to lose employees due to the stressful
work environment, and wasn’t sure what to do next.

During this time, I started to look at my competitors to see what they were doing.  I thought
that maybe I was missing something.  What I found was very interesting and completely
changed my mindset and view on comparison.  I realized that my competitors were doing the
same thing I was.  They were following the same strategies.  Now remember, these were
strategies and product ideas that failed for me and will certainly fail for them.  Since they had
no way of knowing if I was being successful, many of them followed along. Meaning, they had
no clue what to do either so they were comparing themselves to me!  When I realized this, I sat
back and thought “they are comparing themselves to the tip of the iceberg”.  Ever since that
day, I never compared myself to anyone or any business ever again.

I made a reference to the iceberg illusion, so I feel obligated to explain it.  An iceberg is a
beautiful creation in which you only see the top 20% of it.  It’s perfect on the outside, in this
case meaning above the water.  What people do not see is the 80% below the surface of what it
took to create the top piece you all see.  In the case of business, everyone compares themselves
to the pretty photo or tip of the iceberg.  What they do not see is the hard work, sacri�ce,



dedication, late nights and everything else necessary to put that beautiful photo together.
Below the surface is what is important.  The top is the illusion which is why you  should never
compare yourself to it.

In my classes I always show the illusion that people compare to, versus the reality behind the
scenes.  It’s eye opening and I use myself as the example.  You will see me post beautiful photos
in other countries or at exclusive events all the time, but what did it take to get to the point of
posting that photo?  I’m sure many of you would see those photos and say “ I wish I could be
in Italy right now”.  The truth is that most of the time I am exhausted.  I su�er from migraines
and always get sick when I travel.  Business trips are not vacations to me.  I don’t go out all
night partying or spend time sight seeing.  If I am able to spend a few hours walking around the
town square it would be rare. I am very focused when I am on business travel.  If you see me
post a photo while on a business trip, just know that it was a quick shot taken as a pass
through.  I’ve even had my taxi driver stop o� the side of the road so I could get a scenery shot
because it looked so beautiful.  When I post this, the illusion is that I spent the entire week
hiking the hillsides when in reality I barely had �ve minutes to spare to even take the photo.  I
post these types of photos and also the reality photos because I am building relationships.  I
want my customers and partners to see the timeline of my life and to see the real me.  I do not
post them because I want to make myself appear better than anyone else.  I could care less what
anyone else is doing, and you shouldn’t either.

The secret is that many people can see authenticity.  No matter how hard you try to mask it,
people will always see through it.  Be you.  Nobody will be able to copy your true self unless
they genetically clone you somehow.  The same goes for people trying to be something they are
not.  I see this all the time and it’s unfortunate.  Many times I do not have the heart to tell them
that it’s obvious, but feel obligated to say something. Do you ever come across people’s pro�les
and see videos of them where they are clearly trying to put on an act and seem out of their
comfort zone?  Do you ever feel out of your comfort zone?  When you are out of your comfort
zone, you are in an unfamiliar place or situation, correct?  Your body language and voice even
change in these situations.  It’s noticeable to everyone.  So when you are not being yourself,
you get out of your comfort zone which becomes very obvious to everyone.

Keep it authentic, keep it real and keep it comfortable.  Be yourself.



4. Negativity

I hate negativity. Ever since I could remember, I did everything I could to be positive. The
minute I saw or heard negativity, I would walk away from the situation. I want to be around
positive and happy people at all times. I realize that di�cult and stressful situations occur, but
this isn't what I'm talking about.  Each day, we all see or hear about negativity.  Whether it’s in
the news or something right in our face at work, negativity seems to be apart of everyday life.
Not for me, because I choose to eliminate it fast.

I always wonder what would have happened if the hairstylist that created the famous 1960’s
“beehive” would have done that style today and posted the photo. My guess is that the
comments below the photo wouldn’t be so nice.  Most people do not like change and become
comfortable and settle into their ways.  It’s possible that some feel threatened when things are
about to change.  The same thing happens when they see something very creative and out of
the box for the �rst time.  The �rst reaction is typically, what the heck is that?” It’s a normal
reaction and I am sure you are guilty of this.  I’ve been guilty of this also.  What about the
hairstylists that created the mullet?  You get the point.

Before Fedex introduced its overnight express service in 1973, people asked “why would anyone
want documents delivered overnight?”  Now, with $69 billion in annual sales, I think those
skeptics got their answer.  I also remember hearing the comments about the �rst iPhone, which
were “No way, I need a physical keyboard to type and not my �nger”.  I have even experienced
this in my own life.

When I was in beauty school, I used to get in trouble by my teacher Mrs. Denise for constantly
dropping my comb, especially while braiding and coloring.  She would always scream at me for
dropping my comb.  I used to get home every day and be so angry at myself.  I was so tired of
being screamed at so I decided that I would create a comb that never falls out of your hand.  I
was so focused on designing the comb, and sketched the design ideas every day when I got
home.  I must have sketched over one hundred designs.  When I �nished my drawings, I ran to



my father and asked if he could give me some money to produce my new comb idea. I was only
seventeen years old and he probably didn’t take me seriously.  He looked at the comb sketches,
reached in his pocket, handed me $10 and told me to go to the beauty supply store and buy a
comb.  Completely de�ated and discouraged, I closed my journal and continued life.

It’s very easy to become discouraged, but it’s far easier to discourage someone else.  I can
remember a casual dinner where I was so excited to get together with some old friends from
high school.  I wanted to spend some time catching up, and it was rare to get everyone together
after such a long time.  It was like a high school reunion just for the six of us.  What I didn't
expect was continuous negative conversations about others, and how their lives were horrible
and falling apart. I just looked side to side at the negativity coming from all angles.  It felt like a
black cloud was hovering over the table, so I quickly tried to change the subject.   It didn’t
really work.  As I sat there, I couldn’t help but wonder why we would get together only to spew
out negativity about people who weren’t there?  More importantly, the night was ruined for
me to the point that even the wine tasted bad.  Negativity is contagious and I was starting to
believe it infected the wine and calamari.

I did my best to keep the night moving, but it was tough to be the one positive light in a sea of
darkness. Finally, the night ended and I began my ride home.  I was disappointed and even a bit
angry, wondering how people could be so negative and mean.  These were situations I did not
want to be involved with.  Since then, I refuse to be around people who tear down others and
have become very outspoken about it.  I will call people out when I hear it, without concern of
what they think.

When my business started to become successful, I remembered the comb idea from beauty
school and started to look for my old journal.  When I found the sketches, all the beauty school
memories came back to me.  I was so excited to take these sketches and show my team, as the
next product we were to develop. I was waiting to hear about how innovative this was and how
it would change the way combs were looked at in the beauty world. Instead, what I received
was tons of negativity.  Until this time, my business was a hair accessory company and they
didn’t understand why we were going to focus on a beauty tool.  I explained the entire story
but nobody seemed to care.  They dismissed it as a dumb idea, waste of time and a waste of
money.

Ignored them and moved forward with producing the comb on my own. If you have seen this
comb, it’s obvious that it looks very di�erent than a standard comb.  In fact, it may look a little



odd at �rst since it has a handle.  A handle to put your hand through so that you never need to
put it down or drop it.  Today, this comb is our top selling product and I am very proud of
that.  I was the only person that believed in the comb, and in the end that’s all that mattered.  I
didn’t need anyone’s endorsement and you shouldn’t either.  If you have a business or product
idea, do not be discouraged if people don’t understand it right away.  The most innovative and
life changing products were rare to be accepted in the idea phase.  Change is di�cult for
people, and if you have a vision then go for it.  Don’t worry about the people who do not share
your vision.

When my business was going through some tough times, I had to make some tough choices.
When my business was growing quickly, many mistakes were covered up by money.  I simply
didn’t see the mistakes because they were buried in success.  When my business was in decline,
the mistakes popped up to the top and became clearly visible. It was clear what needed to be
done and I made some drastic changes, all focused on one topic.  Negativity.  I began to realize
that certain employees were toxic in that they infected others.  It only takes one toxic person to
destroy many good people and that is what was happening.  I knew that timing was most
critical in a situation like this, so I �red my top salesperson.  That’s correct, my top salesperson
was toxic and negative and needed to be removed immediately.  You can always make more
money, but it’s di�cult to �nd good people.  I couldn’t let the good people get tarnished.

It is also important to have a healthy set of customers, and I was set to eliminate the di�cult
ones. When I started my business, it was a dream to be able to ship into the large stores that
everyone knows by name.  Even today, when I consult small business owners or people just
starting they always have this goal.  They think that ultimate success comes from the largest
customers.  This isn’t always true.  In my case, my business was nearly shut down due to one
large customer.  The truth about these large customers is that they can own you, control you
and keep you indebted to them.  They can squash you quickly, and one mistake can end your
business.  Of course, the �ipside is signi�cant sales opportunities but like Las Vegas, the house
always wins.  In the end, they will get what they want and you will agree.

My problem was that I trusted people who I thought were smarter than I was, only to �nd out
they were not.  I didn’t trust my own abilities in certain situations.  I truly thought that these
large customer relationships were solid, only to �nd out they were as authentic as a cardboard
cutout.  I was used to working with independent boutiques and hair salons and their owners.
These were true relationships that had the same goals in mind and an authentic underpinning.
They wanted to connect and �gure out how to solve problems and grow together.  They



weren’t worried about losing their job if mistakes were made.  Corporate relationships are
much di�erent and have incentives that don’t necessarily align with yours.  Many times, you are
only a number and when those numbers stop looking very good, you get squashed without any
regard to the impacts that can have. I’m experienced enough to know that this is business, and
if you decide to go this route then be very prepared. Be careful who you decide to go to bed
with when choosing customers.

I eliminated and stopped shipping to the customers that didn’t align with me, or didn’t have
the ethical values I expected.  Some of these were the large customers I once dreamed of
working with.  Like I said before, there are many other ways to make money and I was tired of
being taken advantage of. More importantly, these customers were a ball of negativity that I
needed to eliminate fast.  This was one of the best decisions I have ever made and helped me
propel my business back upward.  In addition, my standard of life signi�cantly increased.

If it’s negative, eliminate it fast.



The Wrap Up

I truly hope that I have helped you get through the barriers you face every day that prevent you
from becoming successful.  Getting to the next level is very di�cult, but so worth it once you
get there.  Keep pushing forward and remember these key points I used to achieve next level
success and crush the barriers.

Fear: Fear looks huge when it’s in front of you, but so irrelevant and small when it’s behind
you.  Tough situations require tough action.  To break through fear, you need to be aggressive.
Don’t overthink it and just do it.

Laziness: Don’t make excuses but instead look for solutions.  Train your mind in that you
need to use technology to “buy time” that can be allocated to growing yourself or your
business.  Don’t use your bought time to encourage more laziness.

Comparison: Never compare yourself to an illusion. Focus on what you need to accomplish
and do not worry about everyone else.  You have no idea if what you see is truly as it seems so
why copy or follow it?  Trust your gut.

Negativity: If you have negativity around you, eliminate it fast.  If you are negative, change
your mindset immediately or you will never be successful.  Be positive.

Good Luck!

Mireya Villarreal
Founder and CEO of Pink Pewter
@mireya_villarreal_       |      @pinkpewter      |     www.mireyavillarreal.com


