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The greatest part about life is that it truly is an
open book that we can rewrite whenever we
choose.   I am among the thousands of women in
Monmouth County who have started a new
business within the last two years.   I am always
fascinated to hear the stories of my compatriots,
truly courageous and dedicated women committed
to tying their passion into their livelihood.   All
their stories have common threads regarding the
steps necessary to bring passion to profit,
following are the universal 9 steps utilized for
mental and fiscal preparation to succeed in a new
business endeavor.

Find Your Passion
The secret to success in any business or 

career is to do what you love to do.  If you
enjoy your endeavor, it’s not work but inspiration.
You can’t wait to get up each morning to start
your day.  Probably one of the best tradeoffs will
be your perspective.  When you are living your
passion, you are grounded by a deep happiness
which enables you to face life with a positive
attitude.  This positive attitude allows you to meet
challenges with a “Can Do” perspective.   It’s
amazing how you will become nimble and flexible
at adjusting your plans to meet your targets.  

For example, my passion is to utilize all my
financial knowledge and experience from working
on Wall Street for 28 years combined with my
love, fascination and deep respect for our global
investment markets to help people make optimal
decisions in personal wealth achievement.
Bringing my passion to profit was not simple.  It
is a big adjustment to move from managing
institutional money to individual, and the retail
side of investing is very different from the
institutional side where all my experience was
built.   After I left my Wall Street corporate
position as a senior credit analyst for a $5 billion
fixed income portfolio, I was fortunate to be
accepted into a Financial Advisor (FA) training
program at one of the oldest and most respected
wealth management conglomerates. 

I was lucky to be booted out of the program
after 4 months where I was dumbfounded that the
firm’s emphasis was on becoming adept at “selling
the brand” over financial knowledge.  Despite my
CFA designation (which is one of the highest
standards in the investment industry), and almost
3 decades of ethical and transparent investing such
that it is imprinted in my DNA,  I failed an oral

assessment which is a subjective 60 minutes
of role play.   I was told there was “too much
Debbie, not enough [the conglomerate]”.

The failure was the best thing to kick start my
new business, as I realized that I didn’t need the
support of a mega-dollar marketed brand which
offers support with many “strings attached” (such
as production credits, quotas, restrictions towards
working with under-$250K-liquid-net-worth
clients).  Being an FA of a wealth manager
conglomerate is definitely not for me, because I
feel there is an inherent conflict of interest with
the client when accounting for all these “strings”.
I also wanted to achieve a true “coach/player”
relationship with my clients, which I find to be
more possible as an independent.   But I needed to
have experienced the conglomerate to realize my
most crowning value differential which follows.

As a working mom of two school age children,
I don’t believe in rewarding bad behavior.  The
greed and avarice that ran Wall Street has cost
taxpayers billions of dollars.  Working as an
independent FA, I can assure my clients that the
dominant percentage of their fees or commissions
paid is NOT going back to those same self-serving
companies that got us into this financial mess!

2 Research, Research, Research
Now that you have recognized your passion,    

you must determine your path for bringing it
to profit.  If you truly love what you are planning
to do, then researching the heck out of it, before
you start, will be an act of pleasure.  I can’t
emphasize enough the importance of going deep
and broad to get a grasp of all aspects of your
business both macro and micro, from markets
served, industry challenges (including cost issues
and pricing grids),  the under-served markets of
your product/service, where your product/service
fits in its industry life cycle, etc.  Read everything
you can get your hands on from popular
suggestions by Amazon to Wall Street Journal
articles and trade publications.  Go on the internet
to Google, Bing, and AskJeeves it whenever
you’re at your computer.  Don’t forget to check
out commentary from forums.  A great place to
start is LinkedIn where you will find others
involved in your business.  Don’t just stop at the
research of the business and industry you are
interested in.  You must also read up on
marketing, management, accounting, forecasting
and how to write a business plan.  Luckily in
today’s world, this information is often only a
mouse click away!

3 Inventory Your  
Assets

Now that you found
your passion with your
intensive and extensive

research providing a solid
springboard, you are ready to

roll up your sleeves and start the
heavy work.  List all of your assets

in one of two columns, yours and
those you share joint ownership.  Just as solid
research provides confidence that your dream is
“realizable” on an intellectual/inspirational level,
understanding all your financial assets (401K plan,
IRAs, home ownership, liquid savings that can
support 6 months of daily living expenses, etc.)
will help you understand that you’re fiscally fit for
starting your business.   And if your assets are not
quite there yet, it’s a great starting point to begin
the necessary savings to build your asset base.

4 Limit Your Liabilities
After tallying all the assets you bring to the    
table, the next focus will be on what

liabilities you have, for two reasons.  The first is a
business basic - which is to understand what
claims come first against your assets.  Secondly, it
is likely that you will need to borrow funds to
grow and this is a great start to see how attractive
you are as a prospect to future lenders.  No matter
what state the economy is in, it’s always the same
conundrum – the less debt you carry, the more
attractive you are as a lendee.

5 Put it to Paper
Dennis Budinich, owner of FTC Methods –   

an executive coaching service, advises “Think
it, forget it. Ink it, use it.”  Keep a pen and pad by
your bed, so you are prepared to write whenever
the muse strikes.  I started writing my value
statement, ideal clients, marketing ideas and
business structure several years before my May
2009 start date.  As your business is a living,
growing entity, you will find that some of your
ideas and goals will change to adapt while the
backbone of your beliefs will remain intact.

6 Begin Slowly & Be Patient,
But Persistent
One of the most ethical and nicest

professionals who I had the pleasure to report to
briefly while at the wealth management
conglomerate, appreciated my energy and
enthusiasm but also repeatedly reminded me that
the road to becoming a FA “is a marathon not a
sprint.”    Don’t be afraid to dream big, but
constantly be doing all the small steps to achieve
it.  Reward yourself for the little tasks fulfillments
– it will keep you positive and on track.
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7 Reach Out
As companies have boards of directors who 
advise executive management from an

external view, so will you benefit by having an
outside opinion.   Join groups like NAWBO-
Central Jersey and NJAWBO-Monmouth/Ocean
which will bring you in contact with wonderful,
positive business women who are happy to share
ideas, support and provide camaraderie.   Utilize
positive thinking and affirmative task-driving
CDs like those made by Denise Hedge, a
Professional Certified Coach running the
“Business Break Through Institute”.  Not only
are her CDs affordable but through them you can
get an instant coaching session while driving or
doing household chores – talk about successful
multi-tasking!

8 Forgive Your Naysayers
The easiest way to move ahead in any 

endeavor of life, is to “loose the baggage”.
Before I left my high paying, prestigious Wall
Street job, I bought a ceramic pencil holder
shaped like a box that read, “In order to get out of
the cubicle, you have to think out of the box”.
The optimal way to be open to new ideas is to
make some room in your brain by clearing out the
clutter.   It’s amazing how your creative juices
will start flowing after you forgive all the bosses
who made you miserable, coworkers who stabbed
you, loved ones who doubted you, friends who
made unfair demands on you, etc.  

9 Enjoy the Ride
As you are bringing your passion to profit, 
don’t forget to find pleasures in the little

things.  Murphy’s Law is ‘what can go wrong
will’, so store up little positive happenings to
better weather the headwinds.  My favorite
analogy for starting a new business is pushing a
progressively growing snowball up a steep and
long hill.  At the beginning, it’s easy with all your
energy and the small size but as you add more
layers, the challenges can become daunting and it
becomes harder to push on.  Sometimes the
snowball rolls backwards and flattens you!
Unfortunately, there will be several rollovers
before you reach the peak.  But, each time you are
flattened a little less and before you know it,
you’re at the top . . . and it’s all downhill from
there.  Like the alpine ski Olympics, you are on
your way for an exhilarating ride to success
bringing your passion to profit!

This column is dedicated to the memory of
Fran Goldenberg, former contributing editor of
Prime Women Magazine, loving mother,
dedicated spouse, fabulous friend, NAWBO-CJ
member and overall woman extraordinaire who
lost her valiant fight against ovarian cancer on
January 27, 2010.   Fran will always be
remembered for her amazing gift of writing.  In
October of 2008, I had discussed with Fran and
her longtime best friend (and boss) Joan Lerman
creating a series highlighting women starting
secondary careers.   I suggested we call it
“Chapter Two” and feature a selected business

with the herstory of the woman behind it. With 
all the talented women business owners in
Monmouth and Ocean counties, I know there is a
wealth of resources to draw from.  Please email
me at deborahdownie@tfsrep.com  with your
story or someone you know.

Deborah Anne Jurek-Downie, CFA
is not your ordinary financial advisor as a 
personal fiscal trainer in Red Bank.  As a Chartered
Financial Analyst, she brings over 28 years of
ethical and transparent investing experience on
Wall Street with an MS in Investment Management
and BBA in Finance to her independent investment
advisory/financial planning practice.  A Middletown
resident for over 17 years, Ms. Downie clears
through TFS Securities Inc., a full service, family-
owned Lincroft based Broker-Dealer.  As a mother
of two girls and the eldest of four daughters, she is
passionate about educating females from the cradle
to the grave in all matters financial and is often
described as “the local, married-with-children Suze
Orman, with a little bit of Erma Bombeck”.  For a
free analysis of your current financial situation with
absolutely neither charge nor obligation, please call
732-245-7589 or email deborahdownie@tfsrep.com
to schedule a consultation.

Securities offered through TFS Securities, Inc., Member
FINRA/SIPC, a full service broker dealer located at 437
Newman Springs Rd., Lincroft NJ 07738.  (732) 758-9300.
Investment Advisory Services offered through Innovative
Market Trends, a service of TFS Securities, Inc.
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