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Preface
After months andmonths of having anything and everything go wrong, I wondered why
there wasn’t anyone who could have mentored me and spared me time, money, and the
mental anguish. I wished there was someone or something that could have given me all
the advice and pearls of wisdom I gained through the process starting my own practice.
Everything that had happened, and went wrong was a result of other people not telling
me something until after the fact, or because I simply didn’t know what I didn’t know. I
wasted so much time, so muchmoney, and had so manymoments of giving up, that even
now I wonder if it was really worth it. The trauma was that severe. If only there was
something that could’ve guided me through the experience, and most importantly –
warned me of what was to come. Then it dawned on me, that with everything that
happened, and everything I went through, to an extent that people would think youwere
making it up because it was so extensive and so absurd and so persistent, I couldn’t allow
someone else to go through this same experience. I had to do something with all this
knowledge and experience I endured. It can’t all have been for nothing. I needed to give
some meaning, some purpose to all that happened. Provide some sanity to the insanity
that occurred. So I asked myself what I would have wanted – moreover, what I would
have needed to avoid all the pitfalls I encountered. So I began to think about the major
things that would have helped. Then I thought about the timeline, and how much time
could have been saved if I had known ahead of time what was needed, and how long it
would take for that to process. And the more I thought, the more I realized it wasn’t a
simple list of items. It was a journey, and it wasn’t something that could be abridged. So
as I began to realize how extensive this this was going to need to be, I realized it was
going to need to be more of a course. Also, a textbook might be a good reference, but
learning requires other modalities. There are additional outlines in power points that can
help summarize the overall themes the course presents. As I was compiling an outline, I
realized how extensive the information was, and how overwhelming it might be to
someone who hasn’t had exposure to the business side of their industry. So I thought
what would help me, and so I added a companion workbook for people to reinforce what
the textbook teaches, and to provide a guide for their progress. Using the workbook to
reinforce what was discussed in the textbook will augment your learning and help
solidify knowledge and concepts. This textbook is one part of a program containing
videos, workbooks, checklists, policy & procedure manuals, and different forms, among
other various resources. It is one thing to have a passion for something. It is another to
create a successful and sustainable business around it. The internet is rife with
generalized and unless information. You need detailed information and comprehensive
subjects to be covered in a way that provide pragmatic and helpful information for you
to use. This is a course I would have wanted for myself when I went through the
experience of starting my own business. As you begin this journey, my wish is that this
textbook, and the course as a whole, provides the education and experience to help you
make your business a success, and spares you wasted time and money. Good luck, and
God bless!

STARTING YOUR OWN BUSINESS

xiixii
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PREFACE
………………………………………………………………………………………………………

About The Author
DAVID MEMMOLI is the founder and owner
of Another Way Holdings, LLC. He earned a
bachelor in psychology from CUNY Hunter
College in New York City, his BS in Nursing
and his MSN in Family Practice at SUNY Stony
Brook in 2006. He is currently earning a PhD
from National University in Industrial &
Organizational Psychology and plans to earn an
additional doctoral degree in molecular biology.
After several years working in multiple states,
and having multiple experiences in the different
areas of healthcare, David found a lack of
standardized care in many facilities. From
corporate healthcare, to local private practices,
he saw a huge gap in the standards of care
provided to patients. Coming from surgery at
New York Presbyterian, David, in all frankness,
didn’t understand what was going on. Patients
would complain about always seeing a different
provider each time they went for care, they
would have virtually no education regarding

their medical conditions or the medications they were taking, and care being provided was
addressing symptoms rather than underlying causes. After so many years, and so many patient
complaints, David realized it was time for someone to take charge. Someone needed to set a
standard for how medical practices could and should be run. Someone needed to provide an
example for other practices to follow. It was also an opportunity, at the same time, to show that
Nurse Practitioners have become a far more prominent and necessary modality in Healthcare.
With these challenges, David established the first group Nurse Practitioner practice in the State of
Nevada. He also developed a system of practice that provides patients all aspects of their
healthcare. When the banks did not share David’s vision, he learned what it is really all about -
money. Through those experiences form APNS, David created this course and established Another
Way Business (AWB), a business entity designed to provide the education and resources a new
business owner needs to make their business a success. The course books are published through
Another Way Publishing (AWP). There are numerous areas in the corporate business world that
need revision and even revolution. Collusion and corruption permeate corporate business and at
the expense of frontline workers. David started Another Way Holdings because he is committed
to finding another way!



PREFACE
………………………………………………………………………………………………………

Book Tour
Use of Visuals, Tables, and Charts
The text will make use of demonstrative images,
figures, tables, and charts where applicable to enhance
the visualization and understanding of concepts in the
associated text, as well as provide supplemental
information related to the topic of discussion. Tables
and charts will commonly contain lists to summarize
and simplified the verbose discussions within the text.

Pre Chapter
Each chapter will be outlined on the page preceding
the chapter.
Overview
The overview provides a summary of the chapter to
give an overall expectation of what is covered in the
chapter.
Key Terms
Key terms will be listed in the upper right part of the
outline page. The major words that are critical to the
understanding of concepts presented in the text.
Milestones
Also on the right side is a Milestones list of what are
recommended to be completed before moving forward
to the next chapter.
Contents
Under the Milestones list is the chapter table of
contents, with the title of each section which describes
its subject matter.
Chapter Objectives
Listed in the title section under the chapter summary
are the chapter objectives. This is a list what is
expected for the reader to learn after reading the
chapter. If there are an extensive number of key terms
in the chapter, they will be listed under the chapter
objectives.

Post Chapter
At the end of each chapter there are several learning
tools.
Key Concepts
Each chapter provides a list of key concepts that are
considered by the author to be among the most
important to retain.
Scenario
Above the key concepts is a scenario. These are real
world scenarios that occurred to the author and are

design to cause the reader to consider their own
response to the situation and how they would handle it.
Things To Think About

To the right of the scenario and key concepts are
Things To Think About and Chapter Slogans. Things
To Think About provide a list of questions that are
intended to promote thought and consideration more
than actual answers. It is intended to give the reader
insight into themselves, their view on the topic, and
how they would address the question posed.
Chapter Slogans

Chapter Slogans list phrases from the chapter that keep
major concepts mentally handy, and are often some
form of warning and cautionary statement to help the
reader avoid larger and detrimental mistakes.
Quick Quiz

The Quick Quiz is a quick and simple quiz to ensure
retention of some of the more important concepts
presented in the chapter.
Suggestions

To the right of the Quick Quiz are Chapter
Suggestions. This is a list of suggestions form the
author based on his experience to help the reader avoid
various pitfalls and dangers that could cost the reader
time, money, and mistakes in the process of the reader
starting their own practice.
Chapter Checklist
Below Chapter Suggestions is a Chapter Checklist that
provides a checklist of items to accomplish related to
the information provided in the chapter.

xiv
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DISCLAIMER
………………………………………………………………………………………………………
DISCLAIMER

The information contained in this course is compiled from government websites,
governing organizations websites, marketing websites, information websites, and other
various Internet sources. I do not claim ownership of any of the information presented
in the course, only how the information in this course has been organized and
presented.

This course is meant to be a guide and to offer advice only. The author is not an
attorney, nor an expert in healthcare law, regulation, or compliance. Anyone engaging
in legal business contracts should consult an attorney to ensure what they are doing is
legal and in their best interests. This course is not a substitute for a person to
personally and directly research, investigate, obtain, and verify information needed to
establish their own private practice.

This course makes no guarantees that by following its advice a person will succeed in
having a success and profitable medical practice or any other business entity. Although
the author and publisher have made every effort to ensure that the information in this
book was correct at press time, the author and publisher do not assume and hereby
disclaim any liability to any party for any loss, damage, or disruption caused by errors
or omissions, whether such errors or omissions result from negligence, accident, or any
other cause.

The information provided in the textbook and workbook is designed to provide helpful
information on the subjects discussed. This book is not meant to be used, nor should it
be used, to legally justify or argue the action of an individual using the techniques and
recommendations made in these books. For advice and instruction on any legal or
business transaction the reader should consult their own personal attorney. The
publisher and author are not responsible for any specific legal, business, or financial
needs that may require legal supervision and are not liable for any damages or negative
consequences from any contract, action, application or preparation, to any person
reading or following the information in this book. Recommendations are provided for
informational purposes only and do not constitute an endorsement of any website or
other sources. Readers should be aware that the websites listed in this book may
change without notice.

These books are designed to provide information and motivation to the readers. They
are sold with the understanding that the publisher is not engaged to render any type of
psychological, legal, financial, or any other kind of professional advice. The content of
each book is the sole expression and opinion of its author, and not necessarily that of the
publisher. No warranties or guarantees are expressed or implied by the publisher’s
choice to include any of the content in this volume.



DISCLAIMER
………………………………………………………………………………………………………
DISCLAIMER CONTINUED

Neither the publisher nor the individual author(s) shall be liable for any physical,
psychological, emotional, financial, or commercial damages, including, but not limited
to, special, incidental, consequential or other damages. It is understood by the reader
upon reading these books that he/she is responsible for you’re his/her own choices,
actions, mistakes, and results.

These books are presented solely for educational and entertainment purposes. The
author and publisher are not offering it as legal, accounting, or other professional
services advice. While best efforts have been used in preparing these books, the author
and publisher make no representations or warranties of any kind and assume no
liabilities of any kind with

respect to the accuracy or completeness of the contents and specifically disclaim any
implied warranties of merchantability or fitness of use for a particular purpose. Neither
the author nor the publisher shall be held liable or responsible to any person or entity
with respect to any loss or incidental or consequential damages caused, or alleged to
have been caused, directly or indirectly, by the information or programs contained
herein. No warranty may be created or extended by sales representatives or written
sales materials. Every company is different and the advice and strategies contained
herein may not be suitable for your situation. The reader should seek the services of
competent professionals before beginning any legal or business endeavor. The story and
its characters and entities are fictional. Any likeness to actual persons, either living or
dead, is strictly coincidental.

None of the contents in any aspect of this course, workbook, or supplemental online
resources should be construed as medical or legal advice. Because the facts and
requirements applicable to the reader’s situation may vary, or the laws and
requirements applicable in the reader’s jurisdiction may differ, the reader should
contact his/her attorney, state representatives, or other licensed professional advisors if
he/she has any questions related to your legal or medical obligations or rights, state or
federal laws, contract interpretation, or other legal questions.

Another Way Publishing is a subsidiary of Another Way Holdings, LLC. Another Way
Publishing is the marketing name used to refer to the company that publishes
educational and entertainment merchandise under the name Starting Your Own Business.
All published products are underwritten and administered by Another Way Publishing
under the parent company Another Way Holdings, LCC. Product availability is based
upon business and regulatory approval and may differ between companies.

© 2023 Another Way Publishing. All rights reserved.
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DEDICATION
………………………………………………………………………………………………………

This textbook is dedicated to all the great and
dedicated dreamers who have no other agenda other
than to provide the best service they can for their
fellow citizens of the world, but who are stifled,

silenced, and suppressed by the corporate industrial
complex.

May this course provide you the means to free
yourself from corporate capitalism, such that you can
do what you always dreamed to do – make the world

a better place.



TO THE READER
………………………………………………………………………………………………………
TO THE READER

As you begin your journey to starting your own business, you may feel overwhelmed
by the amount of things that need to be accomplished. You may waiver as to whether
this was the right choice for you. The most important purpose of the course is to
provide a guide through each of the areas to be accomplished. By building your
knowledge and experience through the text, answering the questions in the workbook,
and completing tasks step-by-step, you will be able to accomplish the enormity of what
is required to start your own business.

How do you eat an elephant? One piece at a time.

This is a long course. It may take several months for you to work through all the
chapters. I strongly recommend taking the time to go through the course thoroughly
before embarking on your journey. You have the rest of your life, waiting 6 months to a
year to ensure you do it correctly such that you don’t lose everything you’ve invested is
a small price to pay. You have the rest of your life. If you are going to spend hundreds
of thousands of dollars to start your own business, you want to do it right.

There is a lot to learn and a lot to know. Everyone is going to look to you for guidance
and answers. There is only so much I can cover in this course without it becoming
unable to be completed. Compliance, tax law, state regulations, and so much more are
industries in their own right. I provide the more relevant and pertinent information to
starting your own business. That by no means should stop you from reading further on
areas relevant to what you are doing in your business, and it should not stop you from
consulting with professionals in the field, such as compliance officers, attorneys, and
accountants, among others.

This is not a course to rush through. There is a large volume of questions designed to
stimulate thought and consideration before implementing any actions. I strongly
recommend taking the time to answer these questions honesty and sincerely. I cannot
stress the importance of the self-reflection and self-exploration that you need to engage
in, in order ensure that what you are doing is the right thing for you and your business.

I am happy to receive any feedback that you feel would make the course clearer, more
understandable, and generally better in any way. Even if it’s a typo, I want to
continually improve the course for all who choose to take it.

Lastly, there is only so much I can list in the text without it becoming cumbersome.
Therefore I can created an online resource that contains numerous other resources that
compliment the text. It is accessible by subscription. If you are serious about starting
your own business, the online resource website will provide much needed information
to make your business a success.

Thank you for choosing this course to embark on your journey toward starting your
own business. I pray it provides for you everything you hope it does. Good luck, and
God bless!

xx
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INTRODUCTION
………………………………………………………………………………………………………

MY STORY

At the time this book is published, I am a 15-year Nurse Practitioner. I started my NP
career in surgery at New York Presbyterian. After a year and a half, I realized I was as
just as capable as any of the residents I worked with, and so decided to finish
prerequisites and attend medical school. I did attend for a year, but due to having to
work and go to school at the same time, I simply couldn’t afford it. Since, my life and
career have taken a winding road.

After a year of being in Las Vegas, I realized many of the problems with the healthcare
in that state. I thought there must be a better way. But who is going to provide that
better way? I met some people over the years that agreed with what I wanted to do – to
change healthcare for the better. They were willing to do the work for free to help build
a private practice. Although I was the owner, everyone was willing to help to make this
come true, because they knew the rewards to themselves.

Over the two-year journey of starting my own private practice, I encountered every
possible delay, mistake, and general getting screwed over by anyone and any business
trying to take advantage of my good nature. See, I have self-diagnosed “Nice Guy
Syndrome”. And I forget that people are horrible. They lie, cheat, deceive, manipulate,
and generally serve their own interests above anyone else.

In the end I went bankrupt. $2.7 million dollars lost. I went into a deep depression,
gained 80 lbs. I could barely get into my own car to drive to McDonalds. That’s when
the Grubhub, DoorDash delivery started. It got so bad, my brother had to keep me
from the edge. I just wanted to put a bullet to it all and free myself from the pain, both
emotionally and financially.

I’ve heard of people being “broken”, but I never fully grasped what it was. I felt
nothing but emptiness, despair, and hopelessness. I’m a grown man, and I would burst
out crying – hysterical ugly crying – spontaneously without cause. I laid in bed all day
only getting up to pee and answer the door for food delivery. I thank my dog Darby for
giving me some solace. It was another thing I came to understand; that when things go
wrong, your dog is the only one who never leaves your side. People who say they are
there for you will scramble and save themselves at the first sign of trouble, but your dog
is always there for you.

There had to be a reason. Why did this happen? I’m a good person. I never tried to
screw anyone out of anything. Never intentionally tried to hurt someone. Never got in
trouble with the law. I’m the guy who always followed the rules, dotted “I’s” and
crossed “T’s”. Why did this happen to me? What did I ever do to deserve this?

There had to be something good that could come from all this. When I would have
moments of having the strength to think about it all, and try to understand it,
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something beyond what I can explain began to possess me. I began writing out all the
things that happened, what when wrong, and why. Before I knew I had pages and
pages of writings. I began dividing them up into categories, and suddenly realized that
I was writing a “How To” book. I thought, maybe this was the reason for all the
suffering, heartache, and loss. So I began to organize my thoughts more and write
more specifically on each subject. What evolved from that is this course. A step-by-step
guide and process for any person to start their own business, and do so without being
screwed over by the unscrupulous and immoral business world. That was probably my
biggest issue. I was a nurse practitioner trying to build something that would help
make healthcare better for patients. But the business world is only interested in making
money. I didn’t make the transition from medical provider to businessman. And as
such, I was trusting, gullible, and a sucker. I took everyone at their word. And like the
saying goes, I was a nice guy who finished last.

So here I am offering this course, in hopes that those who desire to start their own
business will not suffer the same experiences I did. If this course can spawn a number
of providers to start their own businesses, and take back businesses from the corporate
juggernauts that have destroyed the fundamental reason we all went into business – to
be of service to others, then I will have finally understood why I was put through such
an experience.

Thank you for choosing this course, and I wish you all the best of luck and success as
you begin your journey toward starting your own business. Good Luck and God Bless!
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Chapter 1
Your Vision
Overview
This chapter will focus on you and your vision. It will
consider more metaphysical aspects of establishing
and running your business. We will explore the
business you envision and what you need to
understand in order for that vision to become reality.
It is intended to clarify for you what you actually
envision and what is actually possible. We will
consider your philosophy and how you can work to
make your business and staff manifest your vision,
mission, and philosophy.

Chapter Objectives

• Recognize your own beliefs
• Clarify your vision
• Clarify your mission
• Clarify your philosophy
• Explore how your beliefs are reflected by your
vision, mission, and philosophy

• Determine how your vision, mission, and
philosophy manifests into your business

• Define what customer service means to you
• Explore the ways in which you need to be
prepared to start your own business

• Reaffirm what you want

Key Terms
Vision
Mission
Philosophy
Values
Corporate Culture

Milestones
. Read Business
Fundamentals
. Complete Business
Fundamentals Workbook

Contents
1.1 Introduction
1.2 Your Vision
1.3 Your Mission
1.4 Your Philosophy
1.5 Incorporating Your Beliefs
1.6 Setting Your Tone
1.7 How Do You Define

Customer Service
1.8 Being Prepared
1.9 What Do You Want?

STARTING YOUR OWN BUSINESS
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1.1 INTRODUCTION

Welcome to an advanced course in Starting Your Own Business. It is
assumed that you have completed the Business Fundamentals course and
are prepared for more advanced subjects. Congratulations! As we introduce
advanced aspects of starting your own business, it is important for you to
have a clear recognition of your beliefs, your vision, your mission, and the
philosophy by which you will hold true to those beliefs.

In the Business Fundamentals course, we introduced the concept of “What
do you want?” and explored various avenues to help you find those answers.
Here we can look at this in more depth, and bring clarity and specificity to
your beliefs and your vision for your business.

We all have an upbringing grounded in certain values. Some of us have our
belief system founded in religion, traumatic experiences, or through
participation in a group, such as being raise in sports. Whatever your
upbringing, it formed a foundation for your belief system. With life
experiences adding to and adjusting your beliefs, you have come to a place
where you have chosen what you believe and what you don’t. Are you
prolife or prochoice? Are you for the death penalty or not? Are you for the
right to bear arms or for gun control? These are broad beliefs to choose
from, but it immediately helps you focus where you stand on your beliefs.

In Business Fundamentals, we focused on exploring our personality type,
and how that would influence the type of business leader we would be. We
explored how different personalities affect employees, the morale of a
workplace, and the culture of the workplace. A relax and easy-going
personality makes for that kind of workplace, whereas a strict and anal
personality makes for that kind of workplace.

Here, we want to go deeper and explore the values and morales that your
belief system has established for you. There are a number of websites that
can be found online for you to help identify your major values and clarify
what constitutes your moral certitude. Table 1-1 reviews the differences
between values, morals, and ethics.

So what does this have to do with starting your own business? Based on
your beliefs you will form the culture of your business. Your company’s
culture will contain the company’s beliefs and values. Just as knowing what
personality type can help you determine what kind of leader you will be,
knowing your values and morals will help you determine what kind of culture
you will establish for your company.

YOUR VISION
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To expand on this, your values and morals will drive your company’s policies.
What do you feel is a violation of trust by an employee that needs discipline?
Stealing a pen or giving your customer list to a competing company in
exchange for a monetary reward? What is a fireable offense? What
constitutes “bending the rules” in your opinion? What behavior will you
accept from a customer? Should a refund be allowed? Does it depend on the
circumstances? These are a few of a number of questions to ask to help you
decide what policies you are going to establish and implement. It is a game
of scruples, where you consider all sorts of situations you may encounter
and how you would go about handling those situations. When you know
what you will do you will have established your policy. What is guiding your
decision? Your morals and values, combined with the ethical regulations
established by your business’ governing organizations, along with state and
federal statutes.

Table 1-1

As you read through this course and work through the exercises in the
workbook, you will be presented with various situations and scenarios that
will spark consideration of how you would want to handle those situations
and scenarios. As such, I would strongly recommend keeping a journal or
log of who you would respond to the situation or scenario. This will allow
you to determine the policies your want and need, and how you would want
to have them executed and enforced.

Values Morals Ethics
Root Word “Worth” “Custom” “Character”

Meaning Traits a person believes
are worthy of expressing

Beliefs of a person that
define what is right or
wrong

Principles a society or
culture have established to
distinguish what is right
and what is wrong

Application Principles or concepts a
person applies to their
belief system that make up
one’s character

A principle or standard a
person uses to determine
what is right and wrong in
a situation based on
personal beliefs

A principle or standard a
society or culture had
agreed is right and wrong
for a situation

Deals with Components one uses to
determine what is right and
wrong

Personal beliefs of what is
right and wrong

Society beliefs of what is
right and wrong

Governed by What an individual has
determined is worth
believing

An individual’s beliefs Legal and professional
standards

Expression Defined concepts that
express a belief

An abstract collection of
values expressed by an
individual based on beliefs

Clearly defined distinctions
of right and wrong

Consistency Vary from person to
person

Vary from culture to culture Uniform within a society or
profession

Applicable in business Yes No Yes

STARTING YOUR OWN BUSINESSSTARTING YOUR OWN BUSINESS
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As you develop your business, it will evolve. This evolvement is not random
or chaotic, it is grounded in the moral structure you establish and guided by
the value you uphold. The clearer and more defined your morals and values,
the easier it will be for those your employ to understand and follows them.
Frustration and conflict most often arise from ambiguity. Identification and
clarity of your morals and values allows you to be resolute, which prevents
ambiguity of those values amongst your employees.

Another major area that identifying your values and defining your morals
addresses is how your business will affect your life and the lives of your
loved ones. We can presume that you are starting your business either to
fulfill a dream, better your life, or both. The question is how will your
business fulfill your dream and better your life?

We discussed intention in Business Fundamentals, and it applies here as
well. Knowing how your beliefs enhance your life can help you to know how
your beliefs will enhance your business. Let’s explore this further through
your vision, mission, and philosophy.

1.2 YOUR VISION

Your vision is how you see your business when it is fully realized. You should
have found your business vision through the Business Fundamentals course.
Now, the goal is to marry your business vision with your beliefs and values
such that when you start your business, both will manifest synergistically.
Marrying your values with your vision should make both greater than each
other individually. Table 1-2 shows good and bad characteristics of a
company vision, mission, and philosophy.

Your vision will help to unite employees toward a common goal. Your values
will provide a moral guide by which your employees can work to help achieve
that vision. Your vision should describe what you want your business to
become, and what it becomes should align with your beliefs and values.

For example, if you believe that people have the right to clean free air, but
you build a business that pollutes the air, your vision and values do not
align. If your company’s values promote social justice, but your discriminate
against a certain cultural group, your vision and values do not align.

Knowing what you believe allows you to define your vision so it aligns with
your values. The clearer the vision, the more resolute the belief, the easier
it will be for employees to indoctrinate themselves to that vision.

YOUR VISION
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Additionally, as you engage with customers, vendors, and other businesses,
you create a dynamic of understanding between them and your company.
When people know what your company is trying to do, they can make a
commitment to patronize. If your vision is unclear, in conflict with your
beliefs and how you engage in your business, people will not know where
you stand and will not have confidence in the relationship they are
establishing with you.

Table 1-2

We’ve all been in situations where we are meeting someone and trying to
figure out how to behave, what to say, and whether to commit to engaging
in any kind of relationship. When someone is vague, unrevealing, and
evasive, you don’t know what to make of them or the situation and so you
can’t make a decision on whether to commit and engage or walk away. With
only those two choices, the normal human response is to walk away rather
than risk the unknown.

Finally, if your vision is unclear, if it doesn’t align with your beliefs, and if it
doesn’t reflect your values, that in itself shows the state of your mind as it
relates to your business. If you are unclear or in conflict about your
business its, vision, and its values, how likely do you think it is that your
business will be successful?

Characteristics of company statements
GOOD BAD

Uses language familiar to target
customers

Uses language unfamiliar to target
customers

Evokes an emotional response Is cold and matter of fact
Gives a solution to a customer

problem
Simply states what the service/

product does
Shows why a customers needs it Just shows what it is
Connects customer with service/

product
Provides a dispassionate

demonstration
Concise and to the point Long and cumbersome

Clear Vague
Phrasing is impactful and inspiring Verbage is ordinary

Memorable Forgettable
Elicits surprise Unresponsive

Evokes a desire to know more Causes disinterest

STARTING YOUR OWN BUSINESSSTARTING YOUR OWN BUSINESS


