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F R E E  TO O L S  &  A D D I T I O N A L  R E S O U R C E S
Just to say thanks for investing in this book (and reading it, of course), 
I would like to give you free access to some additional tools, resources, 
and training.

Create your FREE membership at:
www.TheRestaurantBoss.com/books
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I T ’ S  T I M E  TO  S C A L E
SCALE is an online training program where I teach you the exact same 
strategies and processes that I teach my private clients all over the 
world.

With 25 plus years of experience working with restaurant owners and 
operators from all over the world, SCALE is the most complete course 
you will fi nd packed with the systems, tools, and processes you need 
to grow your restaurant brand.

Instead of spending thousands of dollars and committing to a year of 
working with me to learn the proven methods for SCALING your res-
taurant business, you can instantly get everything you need so you can 
go through the course at your own pace.

DON’T WAIT.

Watch this FREE ONLINE WORKSHOP now to learn more about SCAL-
ING your restaurant and say YES to SCALE.

www.TheRestaurantBoss.com/free-workshop
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F O R E WO R D 

I first met Ryan Gromfin over 20 years ago when he donated a sub-
stantial auction item to a charitable organization that was near and 
dear to my heart. I didn’t know Ryan personally, but I believed he must 
be a very nice guy to make such a donation. 

I learned that he worked at the very upscale Peninsula Hotel in Beverly 
Hills, so I figured that he was a pretty talented chef. 

Ryan and I kept in touch over the years, including when he asked my 
thoughts about a restaurant concept he was developing. That’s when I 
discovered he had an entrepreneurial spirit. 

When Ryan went into coaching, I learned more about, and was im-
pressed by the depth and breadth of his knowledge about the restau-
rant business. 

So, you would think that when Ryan asked me to read a draft of his 
book I would not be surprised to learn he was a great writer also. But 
I have to admit I was skeptical. I agreed to read the book because he 
was a friend. But I was not looking forward to what I assumed would 
read like a book written by a chef, not a writer. And, if I was right, how 
would I tell my friend that his book was not good? Fortunately, I was 
very wrong. This book far exceeded my expectations. It is a well-writ-
ten, engaging, and valuable resource for anyone in the restaurant in-
dustry. 

As the co-founder of BJ’s Restaurants, Inc., I have experienced many 
successes and failures over the years. There were so many lessons in 
Ryan’s book that resonated with me. Had this book been available for 
me to read during the early days of BJ’s, I might have avoided some 
very painful experiences. 
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10

I found this book inspirational but at the same time brutally realistic. 
Ryan doesn’t sugarcoat the hard work and sacrifice needed to suc-
cessfully develop and operate a restaurant. Serving the public, day and 
night, seven days a week, is not easy. Dealing with a group of team 
members, many of whom do not see the restaurant industry as a ca-
reer, is not easy. Working with a very perishable product is not easy. 
Nothing about the restaurant business is easy. 

It is commonly thought that over 90% of new restaurants fail. What-
ever the accurate failure percentage is, I believe the reason is that most 
people don’t realize that, when they open a restaurant, they are getting 
into the restaurant BUSINESS—one of the most complex and compet-
itive businesses around. It involves so many different elements: real 
estate, manufacturing, human resources, service, marketing, distri-
bution, to name a few. Having good food is not enough to succeed. 
Having efficient, friendly service is not enough to succeed. Those are 
the basic price of entry. There is so much more involved. So, how do 
you succeed in such a challenging business? Reading this book is a 
great start. 

An even more important question is why would you want to be in such 
a challenging, difficult, complex, competitive business? Being in the 
restaurant business should be more than a preference—it should be 
a passion. And, I believe it is a privilege. Our “job” is to make people 
happy. To give them some enjoyment—a respite from whatever else is 
going on in their lives. We provide an opportunity for people to social-
ize with friends, family, or business associates. We nourish the body 
and the soul. That certainly is a privilege, but also a responsibility. A 
responsibility to do whatever we can to make every guest experience 
matter. 

I will never forget an email I received years ago from a guest at BJ’s. 
She was thanking me for a fundraiser a BJ’s in Texas held for a char-
ity formed in memory of her 8-year-old son who succumbed to can-
cer. BJ’s was her son’s favorite restaurant. He loved our meatloaf. He 
would have it every time he visited our restaurant. When he was too 
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sick to leave the house, his mother would promise that, when he got 
better, they would go to BJ’s again for the meatloaf dinner. He did not 
get better, but the thought that we gave this little boy something to 
look forward to during the last weeks and days of his life puts what we 
do into perspective. It truly is a privilege. 

And a responsibility—to yourself, your family, and your team mem-
bers—to survive in this very challenging business. Reading this book 
is an important part of your journey to give yourself and your restau-
rant the best chance to succeed. Please take Ryan’s recommendations 
seriously and consider him your “coach” as you learn how to navigate 
what is among the most challenging and rewarding industries around. 
I believe you will enjoy reading this engaging story with valuable in-
sights about entrepreneurship from a talented chef and a really great 
guy. 

Paul Motenko
Co-CEO of BJ’s, who took the chain from three to 82 restaurants and nearly  
$1 billion in annual revenue before leaving to pursue a new concept in the 
mid-2000s.
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I N T R O D U C T I O N

I’ll warn you now, this book is not for everyone. If you believe that 
there’s a magic pill, silver bullet, or bottle of snake oil that will turn 
your current restaurant or future endeavor into a successful, thriving 
business overnight, this book is going to be a huge disappointment 
to you. 

Restaurants are not an “opportunity;” they’re a calling, and you really 
do have to be a certain kind of crazy to make it in this business. If you 
know in your heart of hearts that this is the right business for you, but 
you’re struggling to get that next promotion, make enough money as a 
manager, or live the life you know you deserve as an owner/operator or 
manager, then you are in the exact right place at the exact right time.

When the student is ready, the teacher will appear.

Previous mistakes are all in the past. Today is the first step in your 
new journey. I wrote this book for seriously motivated team members, 
managers, and owners who want to develop and train their minds to 
become restaurant ninjas. 

It’s not a paint-by-number set of instructions to run your business; 
it’s designed to open your mind and challenge your mental game. Like 
it or not, that’s where most of business is won or lost.

If you think that success is mostly luck, I’m going to show you how 
to set yourself up to make your own luck. If you are nervous or afraid 
that you might never achieve the level of success that you desire, those 
nerves and fear are because you are lacking a plan. Not just any plan, 
but a plan that has been proven OVER and OVER again to be successful.

I will provide that for you here.
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I will give you my own proven productivity tools for (finally) getting 
your to-do list finished while showing you why some restaurant own-
ers live lives with stress, struggle, and overwhelm and others’ lives are 
filled with money, freedom, and joy. 

I want to be your cheerleader, but before I can, I need to dish out a 
little tough love. 

This book is filled with the lessons I’ve learned the hard way. I’m not 
sugarcoating anything—it has hard truths and simple yet insanely ef-
fective strategies.

I am a trained chef, not an author. Sometimes I use profanity to shake 
it up and drive home a point. At times, I may sound harsh and un-
yielding, but I know you’re tough enough to take it. 

It’s OK to have doubts and second-guess what I’m saying. Just prom-
ise me that you’ll approach everything you learn with an open mind. 

For those who feel like they don’t need this book because they already 
have the perfect plan…Mike Tyson once said, “Everybody has a plan 
until you get punched in the mouth.” If you’ve lived long enough, 
you’ll agree that life has a way of sucker-punching us in the mouth 
and tossing us around a bit. 

After all, did you see a global pandemic coming in 2020?

After decades in this business, I can’t tell you how many people have told 
me their concept is “the next big thing” and explained how they’re going 
to open the first location and then stamp them out everywhere. Hell, I 
used to believe that shit and told people I was going to do the same. 

Even the most perfect plan doesn’t think of every scenario, and even 
the best plans can easily fail if they don’t follow a simple set of rules.

Rules that I will lay out clearly for you in the coming chapters.
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Some people think their restaurant, manager, job, boss, customers, or 
co-workers have a vendetta against them. They host little self-pity 
parties, whining about why this keeps happening to them or what they 
have done to deserve this.

The world is not against you; the world is just doing what it does. 

If you walk into a tiger’s cage and don’t know the rules, you will get 
mauled. Not because the tiger has something against you—the tiger is 
just doing what it does. 

If you try to manage or operate restaurants without knowing the rules, 
the restaurant will chew you up and spit you out. But like a zookeeper 
who is well trained in handling tigers, they understand the rules to the 
game, and if they play by them, they can enter the tiger’s world and 
survive. 

If you approach the restaurant business understanding the rules, you 
will not just survive—you will thrive. 

I can’t promise you success, but I can make you this commitment: 
Success is 50% having the right ideas and 100% executing your plan. 
Yes, giving 150% is what it’s going to take to achieve the success you’ve 
been dreaming of, and if you’re open to some new ideas and simple 
truths, I’m here to show you how to do it. 
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C H A P T E R  1 
T h e  E x p e c t a t i o n  E c o n o m y 

When people say the restaurant business is hard, it’s not because any 
one task is all that hard. It’s because there are a hundred or even a 
thousand easy tasks that need to be done well every single day. That is 
what makes it hard. If you want to win in the restaurant business, you 
must do hundreds of tiny things well every single day. 

One of my favorite clients likes to say, “The restaurant business is like 
riding a bike...it was hard until it was easy!”

It’s easy to say restaurants are hard; we all do, and my entire intro-
duction supported that case. But are they really? We are not curing 
cancer or sending people to Mars—that stuff is HARD. We are simply 
inviting people into our dining room and serving them food. 

This is what my client learned—the restaurant business was her “bicy-
cle.” Now that she has figured out the rules to crafting amazing mar-
keting offers; creating experiences that exceed her guests’ expecta-
tions; properly recruiting, hiring, training, and developing staff; using 
budgets to control expenses; and dozens of other rules for succeeding 
in business, and specifically the restaurant business, she and her hus-
band find the business to be easier. After spending 20 years struggling 
in this industry, the growth of their current restaurant chain, from one 
unit to eight units in less than three years is a testament to the fact 
that they have figured it out.

Today, they laugh at how hard they used to make it by not knowing 
and not following rules that I have been honored to teach them over 
the past three to four years.
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I started working with them six months before they closed their strug-
gling restaurants so they could open their new concept. Sometimes 
you have to close one door, so you can open another. I have never had 
clients that work as hard as they do or that care about their staff so 
much. After 20 plus years in the industry, they are more excited and 
passionate about the restaurant business than ever. 

Opportunities like this are out there for you—just don’t be surprised when 
you google “success” and nothing but articles about hard work show up.

T h e  w o r l d  i s  n o t  f a i r

I have been calling this period the “Expectation Economy” because 
people’s expectations have escalated to a level higher than ever before. 
Early in my career (late 90s and early 2000s), guests at the restaurants 
I was cooking in had only heard of a few famous restaurants and chefs 
in the major cities. They ate at these places once in a while (maybe), 
but for the most part they compared our cooking only to local restau-
rants. So, we only had to be a bit better than our local competition.

But as Food Network evolved and social media became a part of every-
day life, our guests’ expectations rose quickly. They were seeing chefs 
from all over the world cooking daily on TV and restaurants posting 
daily specials on Facebook and Instagram. They could even see friends 
who were traveling in different cities taking pictures of their meals. 
The level of interest in food grew exponentially, and the quality of 
photography and videography skyrocketed. Now, even somebody who 
is not a foodie has seen what food could and should look like from the 
best in the world. They might not have tasted it, but they can imagine 
what it tastes like. 

When food is served to them at their local restaurant, they begin to 
question why they are spending so much money for something that 
looks and tastes like this. Afterall, their favorite TV chef can make it so 
much better and give them the recipe for free.
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So welcome to the Expectation Economy. 

Bad restaurants are simply out of business—they don’t exist and ha-
ven’t for years. There are just too many good, great, excellent, and 
amazing places to eat. So even the restaurants we think of as bad are 
still really good compared to what they were years ago.

Bad Restaurant = Out of Business
Good Restaurant = Poor Results
Great Restaurant = Good Results
Excellent Restaurant = Great Results

So, what if you want excellent results?

What if you want to live an extraordinary life filled with freedom, joy, 
and financial security...how do you get that? How much better than 
excellent can you be?

Have you ever heard of Phil Mickleson? He lives a great life, is very 
wealthy, has the financial security and ability to do whatever he wants, 
whenever he wants, but many of you have never heard of him. He has 
been the second-best professional golfer in the world for the past 25 
to30 years.

But if I ask you, who the number one golfer in the world over that pe-
riod is, you would say…

That’s right, Tiger Woods. 

Everyone knows who Tiger is, even if you don’t play golf. Phil could 
eat in your restaurant and you would not know it, but if Tiger walked 
in, you would know it. The best gets everything. Maybe unfairly so, 
but it is a fact. 

Over their careers of nearly equal length, Tiger has earned an esti-
mated $1.7 billion from playing golf and Phil has earned an estimated 
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$375 million. Again, we are not feeling sorry for Phil, but that is a big 
difference for the number two guy.

Whether you are the best golfer, the best actor, the best musician, or 
the best restaurant, the best of the best are not just a little bit more 
successful—they are a lot. Their restaurants are not just a little busi-
er—they are a lot busier. 

But the difference between one and two in terms of effort is not all 
that much. It’s more about strategy and mindset than skill and effort. 
If you want it all, you can’t be number two. 

You can’t have almost clean bathrooms; they must be really clean. You 
can’t serve food that is good; it must be the best. You can’t have great 
service; you must have the absolute best service.   

You can’t say at the end of a busy evening that we only had one little 
mistake in the kitchen, good job. 

That one tiny mistake might be less than 1% of your orders for the 
night, so it’s easy to say 99% accuracy is pretty good. But it’s 100% 
wrong to the guest whose hamburger had mayonnaise on it when they 
asked for it without. (By the way, there are very few things in this 
world I hate, but mayonnaise is one of them.)

WARNING: Do not confuse the best with high-end fine dining. You can 
be the best at fast food. You can have the best staff for any quick-ser-
vice restaurant. The BEST is not a measure of money or style, but 
rather better compared to others in your format or region.

Yo u  a r e  g r e e n  a n d  g r o w i n g  o r  r i p e  a n d  r o t t e n

You may not be where you want to be, and it’s likely you have a story 
about why. It’s likely a good story, a real story, and an honest story. 
But it is still just a story. It is still an excuse or a justification. You 
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might have been born into poverty, raised in a broken home, maybe 
not even raised with a parent, and I honestly can never feel your pain. 
You have two options: continue to use it as a crutch to stay exactly 
where you are or do something about it.

In this world, you are either green and growing or ripe and rotten. The 
moment that a tomato gets pulled from the vine, it starts decaying. 
The decline may be slow, but it has started. 

The idea that we will build something and then just sit back and enjoy 
the profits is just a fantasy. I am not discounting the value or reality 
of investments that work for you while you are not working, but even 
those investments CAN’T be ignored entirely.

Imagine for a moment that you build your restaurant empire to 20 
units, 100 units, 1,000 units, or as many as you can imagine. What 
happens if you don’t innovate for a few years? Sure, you will still be 
profiting and making money from the brand equity you have built over 
the years of solid operations, but eventually your marketing becomes 
less relevant, your burgers are not trendy anymore, or your gleaming 
white tile bathrooms take on a faint yellow tinge. 

The couple of years you chilled out, relaxed, and enjoyed your income, 
others were in the growth phase of their business. They aggressively 
looked at what you were doing and are now going after your guests one 
at a time with targeted Facebook ads, finding more relevant influencers 
to Instabook, Snapgram, Tok Tic Post, or whatever kids are doing these 
days with their food, and they are hiring your well-trained staff.

Your once hot concept is now yesterday’s news. So, while your sales 
were “flat”, you were actually slowly losing guests. However, because 
you increased your prices, it felt flat to you. Your rent was slowly go-
ing up, your wages were slowly increasing, the cost of insurance and 
goods slowly rose, and your flat business, five years later, is broke. 

There is no flat. In fact, doctors call “flat” dead. 
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C o m p l a i n  o r  g e t  t o  w o r k  o n  i t

I was blessed that my first job ever in the restaurant business was in 
an ultra-exclusive country club in Beverly Hills, California. I guess 
that’s the correct thing to say...blessed. In reality, I worked harder 
than any other 15-year-old I knew then or know now.

I was not hanging out with my friends and chasing girls all sum-
mer long. I wasn’t doing whatever stupid things kids going from their 
freshman to sophomore year in high school do during their summers. 
Instead, I was getting driven by my mom to my job in the kitchen. Can 
you imagine how the cooks treated me when they saw my mom drop-
ping me off at the country club to work my shift?!

I don’t know where I got that work ethic from, but I have always had 
it. Many of you do, too. Many of you actually have a great work eth-
ic, but the world is not treating you fairly, so you get frustrated. This 
frustration leads to poor decision-making, and poor decision-making 
leads to less than desirable results and the spiral continues. 

This entire book is about breaking that cycle. It’s about setting ex-
pectations and knowing what is around the corner before you get 
there. It’s about knowing where the speed bumps are so you can 
slow down ahead of time. It’s about knowing when the road gets 
smooth and straight so you can accelerate before anybody else.

This book can’t teach you to work hard if you don’t want to. But for 
many of you, the working hard part is not what has been holding you 
back. It’s not knowing the rules to the game or not being willing to play 
by them that has shaped your destiny to this exact moment in time. 

So, the only question now is, will you take your future into your own 
hands and shape your destiny using proven methods? Or will you put this 
book down, never read another word, and only HOPE things get better?
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You can have excuses or money, just not both.  
So why not you and why not now?

Seriously, why not you? It does not matter that you’re not where you 
want to be right now. Don’t let the past dictate your future. That is 
what this is all about; it’s about believing that you can do it, under-
standing the rules to the game, learning how to use the tools you will 
need, and then doing it. 

So right now, I want you to grab paper and pen and write down what 
you want and when you want it. Goal setting is coming up soon and we 
will dig into that topic more, but for now write down what you want 
and when you want it. 

GO right now, do it. Quit making excuses and write down some goals.

Do you want to buy a home? 
Do you want to open your own restaurant? 
Do you want to open more locations?
Do you want to take more time off?
Do you want to get a promotion?
Have you always wanted to own a boat?
Is there a new hunting rifle you want to buy?
Do you want to spend time each week volunteering at a local shelter 
or children’s hospital?
Do you want to buy a toy for your kid and not have to check your bank 
account first?

Have you written some stuff down? Don’t even think about going to 
the next chapter until you do.co
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C H A P T E R  2 

W h y  Yo u

If you know the rules and you can accept that, until you are the BEST 
at something, you will not be rewarded fairly for your effort, but 
when you are the BEST you will be rewarded with everything you have 
dreamed of, I think it’s pretty simple to find fairness in that.

Just go out and become the best at something. Who cares if, in your 
effort to be the best, you end up number two or three? Honestly, that 
is still pretty dang good. Even military snipers who have one job to do 
and train all day, every day to do that one task don’t hit the bullseye 
every time. But if you aim small, you miss small, and if you don’t aim 
for anything at all, you will miss every time.

W h y  n o t  y o u

The only thing left to do now is work your butt off, following the rules, 
until you are the best, but if you’re doing the wrong things, you will 
never improve.  

We have grown up being told that practice makes perfect.  
That is simply not true. Perfect practice makes perfect. 

It is not just about going through the motions properly; it is also about 
preparing yourself mentally for the big day, the big moments, or the 
big nights. In the restaurant business, those big game moments are 
often weekend nights and special holidays. 

Daniel Coyle, author of a book titled The Talent Code, investigated mul-
tiple facilities, he calls talent hotbeds. These hotbeds were able to pro-
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duce results that far exceeded average results from other training fa-
cilities.  

To sum it up, he discovered that these hotbeds had different relation-
ships to practice. In these facilities, practice was the big game or the 
big performance. Their students spent most of their time preparing 
and practicing for the big moment. Most people just go through the 
motions to get to the big moment, then get nervous when it is upon 
them. Daniel proved that if you spend your time treating every mo-
ment as your big moment, the big moments will come more easily.  

Supporting the idea that practice does not make perfect, only perfect 
practice makes perfect.

Yo u  a r e  n o  m o r e  s p e c i a l  t h a n  t h ey  a r e

The world has not set you up to succeed. It has set you up to survive, 
but that is not why you are still reading. You don’t want to merely 
survive; you want to thrive.

Being the best is not about being born with more talent than others. 
Martin Luther King was not born a great leader and speaker; those are 
learned skills. He started leading one person at a time, he spoke to 
audiences of two or three, and he got on stage when nobody wanted 
to listen. He honed his craft, he practiced, he got better, and he made 
mistakes. As he improved, so did the size of his audience and his im-
pact on the world.

The late, great professional basketball player Kobe Bryant was often 
criticized by his teammates and commentators for not passing the ball 
enough. But Kobe lived by what he called the “Mamba Mentality.” This 
meant he showed up to practice earlier than anybody else, stayed later 
than anybody else, and worked harder than anybody else. The Mamba 
Mentality was all the buzz in the media after a helicopter crash led to 
his untimely death early in 2020.  
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Was he selfish for not passing the ball?

He was often quoted as saying that, with 3 seconds left on the clock, 
why would he pass the ball to a teammate when he had practiced the 
shot 10,000 times more than they had? He would add that, as soon as 
his teammates put in the same amount of work he did, he would pass 
the ball to them. He believed, and his record proved, that since he put 
in the work, he was more prepared than anybody else on the court to 
take the game-winning, buzzer-beating shot. 

This idea of outworking everybody else is the hard shit teachers are not 
teaching us in school, that our parents are not telling us, and that our 
friends are not willing to say to our face. 

Sure, they say you have to work hard. But they aren’t talking about the 
same level of hard that the best work at. That is a whole new level of 
hard. That is working hard but also practicing right and practicing the 
right things. 

Instead, our parents say, don’t worry ,son; you will get them next 
time. But the reality is you won’t—not the way you played today. If 
you want to beat them, you need to work harder. You need to put in 
the time. You need to do your drills. You need to not just practice; you 
need to practice better. You need to get better at the fundamentals, the 
boring stuff. 

You can pass a class with a C or even a D, but that won’t work in the 
real world. Say you get a C on a test of 100 questions; that’s roughly 75 
correct or 25 wrong. Imagine if you serve dinner to 100 guests tonight 
and get 25 of the orders wrong. A teacher would say that you passed, 
you got a C, you can now open a restaurant. 

If your kitchen is making mistakes, don’t just say we need to do better 
tomorrow or we need to stop making mistakes. Find out what mis-
takes are being made, why they are being made, and then develop a 
new system and training to prevent them from happening again. Work 
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with your kitchen staff and practice until that mistake is no longer 
an issue. Then, do it again and again and again until your kitchen is 
perfect.

Will you ever achieve perfection? Probably not. But in the pursuit of 
perfection you will get a lot better. Practice does not make perfect, 
perfect practice makes perfect.

T h e  o n l y  w ay  t o  f a i l  i s  t o  g i v e  u p

There are two things holding you back from getting everything you 
want: not believing that you deserve it and not being willing to find the 
knowledge you need to get it. I am certain that somebody from a worse 
position than you are in now has achieved more than you can dream 
of, and I can guarantee you that if you give up, at any point, you will 
not achieve whatever it is that you want.

You can never give up. Never!

Failure is such a terrible word. I hate it. Okay, mayonnaise and fail-
ure, two things I hate. I wish that the word “failure” did not exist. 
Why? Because failing is actually a good thing. It is an opportunity to 
try again and try differently. It lets us know that we have more work 
to do. 

Think about the nerves on your fingertips. Why are they there? We 
have nerves on our fingers so we don’t hurt ourselves. If you touch 
something that’s hot, your brain makes you feel pain so you don’t 
touch it again. It’s a survival mechanism. Otherwise, we would grab 
hot stuff and burn ourselves, and that could lead to infections and real 
serious damage.

So, nerves help keep you safe; in fact, they keep you alive. Failure is 
similar. 
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Our brain interprets failure as a threat against our life, when in reality 
it’s not. But that reaction is designed to keep us alive and to keep us 
from doing the same thing over and over again. We feel the pain of 
failure so we can get better. If we don’t improve and keep doing the 
same things, we run the risk of going broke, suffering from depres-
sion, or missing out on the joys of life. 

Instead of allowing fear to paralyze you and make you feel sorry for 
yourself, use that pain to improve. 

This is hard to do, I get that. Our brains didn’t come with an instruc-
tion manual. But the more we understand about how the brain works, 
the better we can understand its purpose, which is to keep you safe, 
not happy. Happiness is a choice we make. You must choose to be hap-
py about each failure, as it is one step closer to success. Just know that 
you can never give up. Your only option is to get up, dust the dirt off, 
and try something different each time until you succeed. 

co
py

writt
en

 m
ate

ria
l 



co
py

writt
en

 m
ate

ria
l 



31

C H A P T E R  3 

H e r e  I s  Yo u r  O p p o r t u n i t y

There are two words that will kill your dreams. These two words don’t 
kill dreams quickly; they eat away at them very slowly. They make us 
feel like we are getting closer to reaching our dreams, but in reality, we 
are moving further and further from them.

They seem like harmless words until put into context. For example, I 
hope to open a restaurant one day. I hope we can make payroll. I hope 
that one day I can live in a nice house that’s in a safe area. I hope to 
save enough so that we can travel the world in retirement. 

Hope is a strategy, just not a very good one.

So instead of just hoping, you can definitely try your hardest. You can 
try to do better tomorrow. You can try to show up to work on time. 
You can try to win a contest. You can try to increase sales at your res-
taurant or try to sell a few more appetizers tonight.

I want you to try to do something for me right now. Try to pick up a 
pen or a pencil to write this statement down. Okay, do you have that 
pen in your hand? Are you ready to write?

Well, then, you already failed. 

I asked you to try to pick up a pen or pencil. I did not ask you to do it. 
That is exactly what Yoda was teaching Master Luke when Luke was 
trying to lift his ship out of the swamp. 

You can’t try to do something; you either do it or you don’t.
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Stop saying you hope. Put together a plan that will get you what you 
want, when you want it. 

Stop saying you will try and just do it. 

Please delete both of these words, hope and try, from your vocabulary 
so you can start achieving greatness.

T h e r e  i s  o p p o r t u n i t y  ev e r y w h e r e

In 1965, a 17-year-old kid trying to make some extra money to pay 
for college opened a sandwich shop called Pete’s Subway. Fred DeLuca 
named it after his friend who gave him the $1,000 to start the res-
taurant. Today, we know it as Subway and it’s the largest restaurant 
group in the world.

In 1954, at 52 years old, Ray Kroc got involved selling franchises for 
the McDonald’s brothers. They had one location at the time. Mr. Kroc 
eventually buys out the brothers and forms the McDonald’s corpora-
tion. By 1958, the company had sold their 100 millionth hamburger, 
which made Kroc, according to the media, an overnight success. 

In 1960, Tom Monaghan and his brother James purchased DomiNick’s, 
a pizza store in Ypsilanti, Michigan. Monaghan borrowed $900 to buy 
the first store. It took them seven years to get their second store open. 
Today, we know them as Domino’s Pizza.

In 1948, Harry Snyder introduces California’s first drive-thru ham-
burger stand in a space barely 100 square feet at the corner of Francis-
quito and Garvey in Los Angeles’ Baldwin Park. Every day before dawn, 
Harry visits the meat and produce markets to pick out fresh ingredi-
ents, which he prepares by hand. Meanwhile, his wife Esther diligently 
takes care of all the accounting for the new restaurant at their home 
that is right around the corner from what we know today as In-N-Out. 
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