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BUSINESS

Although 82 percent of U.S. adults ha ve cel l phones, only 24 percent actively use mobile so ftw are applications, or  Òapps.Ó 

What's àpp'ening
Most popular types of appsWho uses apps, by demographic group

SOURCE: Pew Internet and American Life Project surve y of 2 ,252 adults conduct ed April 29- May 30
NOTE: Tot als ma y not equ al 100 per cen t due to rounding.
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SEX AGE EDUCAT ION

Fem ale:  41%

Male:  59%

55 +: 31% 18-24:
14%

25- 34:
17%

35-54:
36%

Colle ge
gra d:
38%

Som e
col lege: 25%

Less th an high
schoo l: 9%

High school
gra d: 27%

Percent of re cent app do wnlo ader s who have used th e fo llowin g types of apps
in the pa st mon th: 

Gam es

New s/we athe r

Maps /na vigation

Soc ial Net wor king

Mus ic

Ente rta inm ent

Banking

Spo rts

Pro duct ivity

Sho pp ing

60%

52

51

47

43

34

28

27

26

24

America was b uilt on the simplest of b usiness models: T ake
someone with a not-done-bef ore or a no-one-does-it-better idea. Let
that someone tinker in the bac k room or the la b or the stor efront,
putting that big idea to w ork. Watch it f ly Ð or f lop.

Been tha t way since wa y before W.K. K ellogg peddled his toasted
cor n f lakes . Or Henry F ord rolled out his odd f our-w heeler and called
i t, plainl y, Model A.

Oh, wait, that reminds us: Edsel.

Need we say another w ord?
Fact is , entr epreneurs ar e the backbone of the economic engine tha t

makes this country c hur n and soar. Boils do wn to folks with brains and
guts . Or maybe just wild-eyed dreamers w ho don't belie ve in ªNo .º

We gather ed a flock of American small-b usiness success stories ,
pick ed the brains behind eac h tale and found out w hat they would ter m
their big gest mistak e and most lasting lesson.

Listen in.

Justin Rashid
Pre sident o f
Americ an Spoon

Thousands of
pounds of Ear ly Glo w
strawber ries a go, back
in the late 1970s, Rashid
was a lifelong wild-f ood
forag er from Nor thern
Michig an who'd tried
his hand at New Y ork
City thea ter but w ent
racing back to the
woodlands he kne w
inside out. He met up
with Larry F orgione , a
New York City c hef.
Wasn't long until F or-
gione , who had set his
sights on bringing the
finest indig enous
American foods to the
plate , and Rashid, w ho
basicall y wanted an
excuse to poke ar ound
the woods every single
day, decided they'd
cook up the best fr uit
preserv es in the w or ld. 

Thus was born, in
1982, American Spoon ,
an artisanal specialty-
food company based in
Petoskey , Mic h. Rashid
and Forgione now cook
up a line of some 100
awar d-winning fruits,
preserves , jams, mar-
malades and salsas (to
skim the list); count 50
year-r ound emplo yees;
and sell through six
retail shops, a mail-
order ca talog and Web
site ( spoon.com ). 

Q What was y our
biggest mistak e?

A Becoming too
invested in a par-

ticular mar ket outside
(my) contr ol. F rom 1993
to 2001, we grew in
suppl ying to food serv-
i ce. We had a couple
million (dollars) in
sales, supplying first
class and b usiness
class to six air lines.
After 9/11, they all
canceled our or ders
and almost took us
down.

Q Bigg est thing
you'v e lear ned?

A Taking calcula ted
r isks thins out the

competition. Because ,
although there are tons
out there who will try
to steal or copy y our
ideas, putting money
on the ta ble makes all
those who are c hasing
you paral yzed. In the
meantime , you can
break away.

Maggie Wynja
Pre sident o f
American
Country H ome
Store

Wynja got into the
furnitur e business
because she couldn't
get enough of Colonial
Williamsb urg. And
from Ames, in the
hear t of Iowa, tha t
involv ed a lot of dri v-
ing.

So she opened a shop
on Ames' Main Str eet.
A 600-square-foot
rented space. Called it
American Country
Home Stor e. At first,
she was an authoriz ed
dealer for Yield House ,
a mail-or der kit-fur ni-
tur e company that had
been around for dec-
ades. But even before
Yield House closed up
shop, Wynja was
broadening her war es,
adding r ugs, wic ker
and F renc h bistr o
furnitur e to the Ameri-
cana mix.

She jumped on the
Inter net back in 2000 .
And today she sells
coast to coast, but still
with that do wn-home
Iowa personal touc h
that makes a shopper
feel as if she's just
ambled in off Main
Street.

Q What was y our
biggest mistak e?

A Money's the big
thing. It takes so

much more than y ou
ever think. It's lik e,
ªOh, I'll just open and
sell $500 wor th of pr od-
uct, and put $250 in m y
pocket.º You get in
over your head v ery
fast.

Q Most impor tant
thing y ou've

learned?

A Chang e with the
times . Keep up

with tec hnology . We
star ted our Web site
when many bric ks-
and-mor tar stor es
were reluctant. We just
signed up to ha ve our
catalo g featur ed as an
app with iPad users
(catalogs.com ), the
first interacti ve cata-
logs for the iP ad.

John Derian
Owner o f J ohn
Derian C o.

I t's all about pa per
and paste Ð cutting
and pasting pa per,
precisely . It's called
decoupage, an art with
roots in ancient Siberi-
an tombs, and one tha t
in 18th century Eur ope
was all the ra ge.

Derian, a decoupa ge
ar tist with a cult f ol-
lowing these da ys, has
made it a w hopping
business for the last
two decades.

His wares Ð pla tes,
vases, tra ys, paper-
weights , cachepots Ð
are sold out of his
quirk y retail shops:
two in New Y ork City
and a seasonal bou-
tique in Pr ovincetown,
Mass. But you can find
them ar ound the coun-
try at some 400 high-
end boutiques and
depar tment stor es,
including Saks Fifth
Avenue , Neiman Mar-
cus and Bergdorf
Goodman . Then
ther e's Targ et, which
peddles Derian's signa-
tur e accessories collec-
tion, and thus brings it
to the masses.

ª I'm passiona te
about anything cr eated
by hand and in sharing
those with people w ho
are captiva ted by ar ti-
sans and their w ork,º
said Derian, a Boston-
area native.

Q What was y our
biggest mistak e?

A I can't r eall y think
of any one mis-

take. It was years of
trial and er ror.

Q What's the most
impor tant thing

you'v e lear ned?

A Basically , I've just
been very f ocused

on making things. I
didn't look up the first
15 years. I've been v ery
lucky. I have always
made things, and then
in my 20s I just star ted
selling them. I ha ven't
had an aha moment; I
feel good about all tha t
I do.

Tim Marsh
Owner of S afari
Sur f School

Safari Surf Sc hool
was for med by Tim
Marsh and his br other
Tyler in 2000. It's lo-
cated in Nosara, Costa
Rica, on the P acific,
and offers all-inc lusive
packages for indi vidu-
als, couples, f amilies
and groups to lear n
how to surf while expe-
r iencing the cultur e
and beauty of Costa
Rica. 

Q What was y our
biggest mistak e?

A Not having a
proper bac k-end

system to compile m y
database of clients.

Q What is the most
impor tant thing

you'v e lear ned?

A Customer service
is the only thing

that matters in an y
type of business . It is
the customers who pa y
your and your staf f's
salary , so you are w ork-
ing for them. T heir
review of your b usi-
ness in the new social
media w or ld is w orth
gold. T ake excellent
care of your customers
and care about y our
customers . Make sur e
they are enjoying y our
product to the fullest.
Bring them into y our
ª famil yº and mak e
them feel there is no
other place they w ould
rather be than with
your compan y.

Gary Vaynerchuk
Wine
entrepreneur

Social media has
been very g ener ous to
Gary V aynerc huk. It
pumped his New J er-
sey wine shop to mor e
than $60 million in
business a y ear, made
his daily w ebcast, ªThe
Thunder Sho w,º on
tv.winelibrary.com , a
must-watc h for more
than 90,000 ªwinosº a
day, beamed his ªW ine
& Webº show onto
Sirius sa tellite radio ,
spawned a social me-
dia consulting fir m
and led to a se ven-
figure , 10-book deal.

His la test wor k, ªT he
Thank You Econom yº
(Har per Business
$24.99), shows how
companies can succeed
over ri vals by out-
perfor ming, out serv-
ing and, y es, out loving
customers using the
Inter net, social media
and other pla tforms.
The book is sc heduled
to be released in
March.

Q What was y our
biggest mistake? 

A I have too big of an
appetite and m y

eyes are too big. I'm
alwa ys trying to ªea tº
more than I can eat. I
try to take on mor e
than I can ex ecute. I'd
say sometimes just
having big eyes has
cost me. If I e ver dr op
the ball, though, I'll
come through tenf old
to make up for an y
mistakes.

Q What is the most
impor tant thing

you'v e learned? 

A Well, I don't r ead,
so everything . I

think experience al-
lows you to be mor e
comfortable . I wasn't a
big reader or student,
so everything I did was
based on intuition.
Everything was a
lear ning experience .
The reason I ha ve big
eyes is because I like to
experience things ,
because once I taste
something, I know the
flavor.

William Ha geman and Bill Daley contributed to this artic le.

bmahany@tribune.com

ªCustomer
service is the
only thing that
matters in any
type of 
business.º
Ð Tim Mar sh

Bumps along road to success 
Entrepreneurs' big mistakes, big lessons on the way to making it big 

By Barbara Mahany | TRIBUNE NEWSPAPERS

Luck y you. It's No v. 26, which
means you ha ve plenty of time to
package up those tr easur ed gifties
for shipping to lo ved ones for the
holidays . But brace y ourself: Fed-
Ex is pr edicting tha t Monda y, Dec.
13, will be the busiest shipping da y
in company history .

Some 16 million shipments ar e
expected to be mo ved around the
wor ld on Dec . 13, a company pr ess
release says. That's mor e than a 12
percent incr ease from 2009's busi-
est day, when FedEx handled 14.2
million shipments .

ªThe busiest da y is tradition-
all y a Monda y in the middle of the
month,º said a F edEx spok esman.

That a middle Monday in De-
cember would be a r ed-letter da y
for F edEx makes sense, especiall y
because the deadline f or guaran-
teed-by-Christmas shipping with-
in the United Sta tes via F edEx
Ground and FedEx Home Deli v-
ery services is Dec . 17 this y ear. To
ship by F edEx 2Day, get the pac k-
age in by Dec. 22. The deadline f or
over night deli very bef ore Christ-
mas is Dec. 23. For same-day
service , it's Christmas Da y itself .

FedEx has a pac kaging ªla bº
with a toll-free n umber (800-633-
7019) perfect for consumers w on-
dering how to wrap up a set of golf
clubs or skis f or shipping. T he
compan y has a list of items it
won't ship , such as fir earms , cash,
human r emains , li ve insects or
garbage, but w hat it will deli ver is
surprisingl y di verse.

wdaley@tribune.com

Here's the rap
on holiday
shipping 
FedEx expects Dec. 13
to be busiest day ever
By Bill D aley
TRIBUNE NEW SPAPERS

Think you have a
shipping headache?
Consider these big-ticke t hauls
made by FedEx:

Deliver ed C upid, a rescued 2-
year -old B ot tlenose Dolphin, fr om
Houst on to Memphis en r out e t o
his new home at Six Flags Marine
World (now called Six Flags Dis-
cov ery King dom) in Calif ornia.

Airlift ed 31 tons of r elie f sup-
plies valued at more than $1. 5
million to China's Sichuan prov-
inc e, which was de vastat ed by an
8.0 magnitude e arthquake.

Deliver ed more than 150 ,000
bouquets of flo wer s on Mo ther's
Day.

Transport ed 630 t ons
(504, 000 bo ttles) of 2004
Beaujolais Nouveau wine fr om
Lyon-Saint Exupery Airport in
Franc e to Jap anese enthusias ts
anticip ating the annual unc orking.

Shipped the 3,000-pound Spirit
of Liber t y Bell fr om Bryn Ma wr,
Pa., t o Fort Hood, T exas, for the
Veter ans of F oreign W ars Founda-
tion.

Transport ed t w o giant p andas,
Le Le and Ya Ya, t o the Memphis
Zoo from China via a cus tom-
paint ed FedEx MD-11 jet , which
was renamed ªThe FedEx P anda
Express º for the 15-hour journe y.

Shipped a Sik or sky Black Ha wk
helicopter weighing 11,000
pounds to Narita, Jap an.

Transport ed 90 tons of mat eri-
als for ªTit anic: The Artif act Exhi-
bition, º including a 3, 000-pound
piec e of the ship's hull, from Milan
t o Atlanta.

Shipping outside 
the 50 states?
Here are the last possible da ys to
use FedEx ( sparing no e xpense).

To Puert o Ric o: Dec. 23

To Canada: Dec. 23

To Me xico: Dec. 23

To Europe, the Middle E ast,
Africa: Dec. 23

To Asia, the Pacific: Dec. 22

To Latin America and the Carib-
bean: Dec. 23

SOURCE: FedEx
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