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One Simple Idea for Startups and Entrepreneurs: Live Your Dreams and Create Your Own Profitable Company: 

43 of 45 people found the following review helpful. Excellent book...could be perfect but...By Monica MainI was 
suspicious of the abundant reviews of this book either on the same day or a day apart so I automatically thought they 
were bogus. I still decided to get this book just because I am launching a new product for retail and it's completely out 
of my marketing forte.I have to say that this book is quite good. It's easy to read, especially from the beginning when 
the author, Stephen Key, talks about how he got started designing, creating, and selling products through retail 
channels. It made for an interesting read.I think he started irritating me when he would talk about a success story 
(coincidentially there were many women success stories in a row, which is fantastic) then mention a sentence about 
how they survived cancer. There were a couple of such stories and, although the success stories themselves were 
inspiring, why mention that they had cancer out of the blue when it didn't have anything to do with their successes or 
the story about their product? It didn't make any sense.Then he goes onto talk about patents and how they are mostly 
useless, especially in the early time of your business. I do agree with this just because there will be so many design 
changes by the time you get a prototype that it's too costly and time-consuming to get a patent on a product that will 
ultimately be different, even slightly, by the time your first "model" or prototype is created. Plus copy cats will change 
your design very slightly and trump your patent with their rip-off model of your product anyway, especially if it 
becomes a hot seller.But...for something that the author doesn't believe in, it's like the guy continually wanted to talk 
about patents seemingly forever in the book. I'm not sure if this was to fill space or what. For something that he 
articulated that is mostly a waste of time and money, especially in the beginning, why keep talking about it page after 
page after page? This is where I started losing interest which was about 2/3 into the book.Shortly thereafter, he goes on 
and on about having a business plan. I've found business plans as mostly useless and I'll agree with MJ Demarco who 
wrote The Millionaire Fastlane: Crack the Code to Wealth and Live Rich for a Lifetime. (a highly recommended book, 
by the way) who also can agree that business plans are a waste of time to put together unless you are seeking out 
venture capital.I really did like what Stephen Key had to say about trade shows and learned a lot. In fact, I got more 
out of his short section on trade shows than many of the other books I have solely on the topic of trade shows. One 
small part I did disagree on about trade shows is that he stated you won't be able to get a list of the attendees of a trade 
show. This is incorrect and misleading. I just signed up for a trade show for wholesalers and I'm getting the complete 
listing of attendees to send mailings to before and after the event. So, I don't know if he's talking about trade shows for 
consumers or what he's talking about but to throw out a blanket statement and claim that no trade show offers the 
contact information for the attendees is false and irresponsible on his part. Even the other book I'm reading right now 
on topic of trade shows (which is highly recommended, by the way, if you're doing a trade show soon) called Trade 
Show in a Day: Get It Done Right, Get It Done Fast!, the author says that not only do you get mailing lists of the trade 
show attendees before most shows but also talks, at length, about how to do a multi-step mailing to these prospects 
before the show starts. So, I think it really sucked that Stephen Key not only doesn't talk about this marketing tool but 
misleads people into believing that you can't even get a listing of the prospects/attendees going to a trade show 
beforehand when really you can get these lists provided that you're registered as a booth exhibitor.I did like how the 
author covered the process of retail distribution, especially through wholesalers, because it's very difficult to find a 
book ANYWHERE that covers how to distribute your product via retailers by contacting buyers, going to trade shows, 
etc. For that reason, I highly recommend this book just because you won't find this information elsewhere. I didn't like 
how he mixed consumer-direct sales at the end (i.e. doing radio commercials or using television commercials to sell 
your product...huh?) when the whole idea is to sell to small, medium, and large retailers or wholesale distributors and 
not selling consumer-direct (which sucks since I've done it for years) via direct marketing channels.I do love how easy 
this book is to read. I really love Stephen's writing style because it's quite engaging, interesting, and makes it 
extremely easy to read through the entire book in a few hours. I also like how easy he makes the process seem and 
how he motivates you into knowing that all it takes is ONLY ONE simple product idea with kick-ass packaging to 
make millions (even billions) of dollars. I don't think there's another book out there that can simplify, motivate, and 
effectively explain exactly what types of simple products to sell and package and exactly how to do it.In his updated 
version, I'd like to see him correct the stuff I mentioned above (especially about the trade shows) and maybe showcase 
some much bigger types of products that were truly a One Simple Idea such as 5-hour Energy Shot and others out 
there that ended up being much bigger, highly successful operations with literally one simple product that went wild in 
the marketplace.2 of 2 people found the following review helpful. Another must-read book for entrepreneurs from 
Stephen Key!By Andrew DarlowStephen Key has once again delivered a book packed with real life advice and 
countless suggestions for any business owner (in this case, the book is tailored toward those who want to sell products 
rather than license them). I learned a lot from his positive and negative experiences while running a guitar pick 
company, as well as from the comments and suggestions offered by many others who share their stories about their 
businesses. Just the section on what it was like to become a vendor for a huge US retailer was worth the investment in 
the book for me.0 of 0 people found the following review helpful. Good advice from somebody with plenty of 
experience in the ...By Daniel NoaSurprisingly well written for a "business" self-help book. Good advice from 



somebody with plenty of experience in the field.

From award-winning entrepreneur, inventor, and business owner Stephen Key comes the highly anticipated follow-up 
to his bestseller One Simple Idea Stephen Key is back, and hersquo;s delivering a proven, straightforward process for 
starting, growing, and running a businessmdash;without the need for an MBA or millions of dollars in funding. Key 
draws on his own experience as a billion-dollar inventor to offer how-tos and other takeaways you can use to get off 
the ground and into the black. Case-studies of his most successful students and other innovators further underscore 
ldquo;keyrdquo; principles from the book, while strategies for testing, protecting, and marketing a product make it 
easier than ever for you to follow achieve your business and life dreams. Stephen Key has successfully licensed more 
than 20 simple ideas that have generated billions of dollars of revenue. The course he teaches has attracted more than 
ten thousand students around the world.

.com QA with Stephen Key, Author of One Simple Idea for Startups and Entrepreneurs How do you know if you have 
a winning product? There are some simple and relatively inexpensive (and quick!) ways to test your product to 
determine if you have a "sellable" idea. First, develop a sell sheet highlighting your product's benefits. Take it to 
potential retailers (store or department managers) and ask them if they would buy it. Are they interested? What are 
their comments? Next, use social media - perhaps a survey - include a photograph or drawing with a brief 
explanation - and see if it's what people want. Or, find "angel investors" - they are typically very direct with their 
response - and ask them "Would you invest in this product?" Finally, you could (and this would involve a higher cash 
outlay), make a small production run of your product and actually see if it sells. Retailers will happily (in my 
experience) offer something for sale (on consignment) if they didn't have to pay for it! Does it sell? How many in a 
day? Week? Month? Irsquo;m on a limited budget and have a day job. Irsquo;m a little fearful of taking the next step 
to start my own business, so what do you suggest? If you focus on moving forward with a simple idea, that can help 
you face your fear and overcome anxiety. Why? Because, it isnrsquo;t necessary to reinvent the wheel to start a 
business! Itrsquo;s best to focus on a simple idea because itrsquo;s not only a product that will appeal to a large 
market, itrsquo;s easy and inexpensive to manufacture, and also easy to demo. Retailers view shelf space as expensive 
and precious. Simple ideas are desired because inventory is manageable, and placement on a store shelf is effortless. 
Since Irsquo;m on a limited budget, do you have any tips or advice on how I can save money and be frugal, but, at the 
same time, still manage to get the job done? There are so many ways to utilize talent within your own area that will 
help you move forward with your project for little or no money. I suggest going to, or contacting, the packaging or 
engineering departments of your local college or junior college. Many times, since your project delivers ldquo;real 
world experiencerdquo; for their students, your project will be accepted as an assignment. You can receive high 
quality packaging, prototyping, and CAD drawings for free if you know who to contact. 


