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How have I learned?  
Let me count the ways
Women have taught me many lessons 

The other day, my wife and I 
were looking at our two-year-
old daughter and wondering 
what she’ll decide to be when 

she grows up. Thanks to today’s gen-
eration of entrepreneurial women, the 
proverbial glass ceiling is being shat-
tered, and my daughter has many op-
portunities available to her, far more 
than in prior generations.

Over the years, I’ve learned a lot 
from working with women entrepre-
neurs. Today, my client base is essen-
tially a 50-50 split of male and female 
business owners. 

I’ve worked with second-genera-
tion daughters who have taken over 
the family business from their fathers. 
I have one client who is starting her 
first business at a time when many 
people are thinking about retirement. 
Some of my clients have been wom-
en who launched a business while or 
after devoting time to raising a fam-

ily; others are women who have tak-
en over failing businesses from their 
husbands and turned them into suc-
cessful enterprises. I’ve even worked 
with one woman-owned business that 
was started in the owner’s basement 
and recently sold for over $25 million. 
These are just a cross-section of the 
talented women with whom I’ve had 
the honour and pleasure of working 
with,who’ve taught me so much.

For one thing, I’m in awe of how 
women can juggle priorities. They can 
run a business and make it a huge 
success while still, in many cases, tak-
ing on the primary roles of child care 
and household responsibilities. Wom-
en seem to do a better job than most 
men (sorry guys, but it’s true) of bal-
ancing family and business responsi-
bilities. 

Women are better at multitasking, 
while I find men typically prefer to fo-
cus on one thing at a time.

Being a dad has made me more 
aware that from an early age men 
and women receive different messag-
es about their roles in society. For in-
stance, if a boy decides to make some 
extra money by shovelling the snow 
off his neighbour’s walkway, we might 
have the tendency to say something 
like: “Look at that little go-getter, he 
really has the makings of a great en-
trepreneur!” 

But if a girl decides to make her 
pocket money by babysitting, do we 
praise her entrepreneurship? Probably 
not. Most likely we would say some-
thing like: “How sweet; she’s so good 
with children!”

Without cutting down my own 
gender, I frequently find that women 
do a better job of seeing the big, long-
term picture and how the smaller de-
tails fit into that picture, whereas men 
frequently want to focus on the imme-
diate, short-term here-and-now.

The women leaders I know tend to 
be more interactive, collaborative and 
personal in business; through them, 
I’ve learned I can be those things as 
well. Men can sometimes be control-
ling and demanding in their efforts to 
focus on results. 

Don’t get me wrong. Women care 
about results just as much as their 
male counterparts, but they also seem 
to care about the process and will take 

into account individual needs, skills 
and challenges while they’re working 
toward a result. Women strive to gain 
rapport and to make connections; they 
tend to define success by the qual-
ity of their relationships as well as by 
more material measurements. Men 
often define success by title, status or 
how many zeroes come after the dol-
lar sign.

Through working with my female 
clients, I’ve learned that I need to be 
aware of emotionally relevant details 
in business. They’ve taught me to slow 
down, dig deeper, persevere and take 
into account what’s going on in peo-
ple’s lives; they’ve also taught me to 
chill out, to have fun, and to look for 
balance in my life.

Working with these great women 
entrepreneurs has shown me that my 
daughter can do or be anything she 
wants. She can be the boss and control 
her fate. She has a chance to pursue 
opportunities that in previous genera-
tions might have only been available 
to men: power, money, success and ac-
claim. 

Robert Ciccone is the president and founder of 
Success Unlimited Sales and Marketing Group 
(www.susmg.com), a full-service marketing con-
sulting firm that helps companies increase their 
sales and profits. He can be reached at 604-688-
7733 or rob@susmg.com. 
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TRUST www.jamesb.ca
604-626-9734

#250 – 4255 Arbutus Street Vancouver, BC V6J 4R1

Trust is a merit earned, not given. This I learned working as a child at my father’s hardware store on 
Commercial Drive, where today it’s still one of the most respected businesses in the neighborhood.  
Today, I apply those lessons to the largest investment of your lifetime: your home. I promise the best service 
and best price on your current or future home. 
Please hear how I’ve earned the trust of past clients at www.jamesb.ca. Click on the Testimonials Page.




