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CHAPTER 2 
The Corporate Crossroads 
When the Career You Built No Longer Wants You — and Entrepreneurship 
Becomes the Answer Nobody Planned 

Nobody plans for it the way it actually happens. 

You plan for a retirement party. For a gold watch or a bonus check. For a handshake 
from the VP and a room full of colleagues who have watched you grow. You plan to leave 
on your own terms, on your own timeline, with your head held high and your pension 
intact. 

What actually happens, for tens of thousands of experienced Black and Brown 
professionals every single year, looks nothing like that plan. What actually happens is a 
Monday morning meeting with HR. A politely worded letter about “restructuring.” A box 
for your personal items. A severance agreement written by the company’s attorneys in 
language that protects the company, not you. And then — a walk to your car with twenty 
or thirty years of institutional knowledge in your head and nowhere obvious to take it. 

This chapter is for you. If you are sitting at this crossroads right now, or approaching 
it and can feel its gravity pulling you closer, this chapter was written directly to your 
situation. Not in theory. Not as a case study from someone who has never lived it. As a 
frank, practical, honest guide to what this moment actually is, what it actually requires, 
and how to convert what feels like an ending into what it genuinely can be — the beginning 
of the most meaningful and financially rewarding chapter of your professional life. 

The Reality of What Just Happened — Say It Plainly 

Let us name what is actually occurring in the American workforce, because the way it 
is framed publicly is almost always dishonest and that dishonesty costs the people 
experiencing it the clarity they need to respond effectively. 

Age discrimination in the American workplace is real, pervasive, and dramatically 
underreported. The Age Discrimination in Employment Act of 1967 (ADEA) prohibits 
discrimination against workers 40 and older. It has been federal law for more than half a 
century. It is also, in the experience of the professionals who have lived this, one of the 
most consistently circumvented pieces of employment law in existence. 

Companies do not typically fire experienced workers because of their age. The 
paperwork would be catastrophic. Instead, they restructure. They eliminate positions. 
They implement performance improvement plans with standards calibrated to be 
unachievable. They find that certain roles have become “redundant” — and those roles, 
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with notable consistency, belong to the workers who have been around long enough to 
reach the top of their salary band. 

For Black and Brown professionals, this pattern arrives on top of compounding 
inequity. Research consistently demonstrates that Black workers with equivalent 
credentials are hired at lower rates, promoted at slower rates, and paid less at equivalent 
positions than their White counterparts throughout their careers. This means that when 
the layoff arrives, many Black and Brown professionals have spent three decades building 
expertise and demonstrating excellence while simultaneously fighting for recognition that 
their White peers received more automatically. They arrive at the corporate crossroads 
having given more, earned less, and saved less — which makes the financial stakes of 
this decision even higher. 

Understanding this context is not about blame or bitterness. It is about clear-eyed 
awareness of the terrain. The decisions you make at this crossroads will determine the 
next chapter of your financial life. Those decisions deserve to be made with complete 
information, not with illusions about the system that produced this moment. 

The Two Paths — An Honest Comparison 

At the corporate crossroads, two paths present themselves. Both are real. Both have 
genuine merit. Both have genuine costs. What this book — and this chapter specifically 
— will not do is pretend that there is only one right answer. There is the right answer for 
your specific situation, your specific resources, your specific family obligations, and your 
specific risk tolerance. This chapter gives you the framework to find that answer for 
yourself. 

Path One: Return to Traditional Employment 

For many people at this crossroads, returning to traditional employment is the right 
choice — at least immediately. If you have significant financial obligations that require a 
guaranteed paycheck within the next 90 days, if your retirement savings are already 
underfunded and you need to continue contributing to employer-sponsored accounts, if 
your family’s health insurance depends on employer coverage, or if the emotional weight 
of the transition is currently too heavy to simultaneously process grief and launch a 
business — then securing employment first and exploring entrepreneurship later is not 
defeat. It is sound financial and personal judgment. 

The honest challenge of Path One, for the experienced professional at 45, 50, or 55, 
is the one most people in this situation have already sensed but may not have fully 
confronted: the job market at this stage looks fundamentally different than it did at 30. 
Here is what the data actually shows. 

The Urban Institute and other researchers have documented that workers over 50 who 
lose their jobs take significantly longer to find new employment than younger workers. 
When they do find new employment, the median wage replacement rate is approximately 
70 to 75 cents on the dollar compared to their previous salary. Meaning that a professional 
who was earning $85,000 before their layoff can expect, on average, to earn somewhere 
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between $59,000 and $64,000 in their next position — competing in a hiring process that 
is often subtly but meaningfully biased toward younger, cheaper candidates who have 
fewer obligations and longer potential tenures. 

For Black and Brown professionals, those numbers are further compressed by the 
persistent racial wage gap that, as documented by the Economic Policy Institute, has 
narrowed only marginally over the past 40 years. 

This is not a reason to despair. It is a reason to evaluate Path One with realistic 
expectations rather than the expectation that the next job will simply replicate the last one. 
If you choose Path One, go in eyes wide open about what the market will likely offer — 
and plan accordingly. 

Path Two: Entrepreneurship 

The rest of this book is about Path Two. But it is worth pausing here to speak to it 
specifically in the context of the corporate crossroads, because entrepreneurship at 45 or 
55 or 60 looks different from entrepreneurship at 28. Not worse. Different. And in many 
of the most important ways, significantly better. 

The experienced professional who chooses entrepreneurship arrives with advantages 
that a younger entrepreneur would need a decade to develop. They arrive with deep 
industry knowledge — the kind that comes from having been inside the industry, 
navigating its culture, understanding its decision-makers, and learning its rhythms from 
the inside. They arrive with a professional network that has been built over decades and 
that contains exactly the kinds of relationships — former clients, suppliers, executive 
contacts, industry peers — that young entrepreneurs spend years trying to cultivate. They 
arrive with professional credibility — a track record of delivering results that they can 
speak to specifically, with names and numbers and outcomes, in ways that a 28-year-old 
simply cannot. 

And they arrive, if they chose this chapter at the right moment, with something else 
that younger entrepreneurs rarely have: clarity. The absolute, bone-deep clarity about 
what they are good at, what kind of work they want to do, and what kind of life they want 
to build, that only comes from having spent twenty-five or thirty years in a career and 
learning, from the inside, what matters and what does not. 

That combination — deep expertise, an established network, professional credibility, 
and hard-won clarity — is the foundation of a legitimately competitive small business. It 
is not theoretical. It is the actual competitive advantage that experienced professionals 
bring to entrepreneurship, and it is one that no younger competitor can replicate with 
hustle alone. 

 

Factor Return to Employment Entrepreneurship 

Income timeline Potentially fast (weeks to 
months) but likely at reduced 
salary 

Typically 12–24 months to 
consistent profitability; variable 
until then 
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Income ceiling Capped by job market, salary 
bands, and employer 
decisions 

Uncapped; determined by your 
business model and execution 

Use of your expertise Deployed for someone else’s 
benefit and on someone 
else’s terms 

Deployed directly for your own 
financial benefit 

Job security Subject to the same forces 
that produced this layoff 

Dependent on your own 
performance and business 
management 

Health insurance Potentially available through 
employer 

Must be self-arranged; 
significant cost consideration 

Retirement savings Employer-sponsored plan 
contributions may continue 

Self-funded; SEP-IRA, Solo 
401(k), or SIMPLE IRA options 
available 

Age bias factor Significant; documented 
disadvantage for candidates 
50+ 

Eliminated; clients hire 
expertise, not age 

Network utilization Primarily used to find the next 
job 

Becomes your first customer 
base and referral engine 

Schedule control Employer-determined Self-determined; significant 
lifestyle benefit 

Legacy potential Limited; you build the 
employer’s equity 

High; you build an asset that 
can be sold or inherited 

 

Before You Decide: The Four Prerequisite Questions 

Before you commit to either path — and before the urgency of the financial moment 
pushes you into a decision made in panic rather than strategy — there are four 
prerequisite questions that every person at the corporate crossroads must answer 
honestly. The quality of the answers to these questions determines the quality of the 
decision that follows. 

Question One: What Is My Real Financial Runway? 

Runway is the amount of time you can sustain your current household without 
additional income. It is calculated by dividing your liquid assets (savings, accessible 
investment accounts, severance pay) by your monthly household expenses. This number 
is the foundation of every other decision you make at the crossroads. 

If your runway is less than three months, the urgency of the financial situation may 
require you to pursue employment immediately while simultaneously beginning the 
longer-term preparation for entrepreneurship. This is a legitimate strategy — many 
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successful entrepreneurs built their business plans and laid their groundwork while 
employed before making the leap. 

If your runway is six months or more, you have the space to make a more deliberate 
decision and, if entrepreneurship is the right path, to give the early stages of your business 
the focused time and energy they need. 

Calculate your runway honestly. Include all household expenses, not just the obvious 
ones. Include health insurance costs at COBRA rates or marketplace rates if employer 
coverage will lapse. Include any loan payments, car payments, and the full cost of living 
your actual life. The number that results is your decision-making foundation. 

Financial Runway (months) = Liquid Assets Available ÷ Total Monthly 
Household Expenses 

 

Question Two: What Do I Actually Know How to Do That the Market Will Pay For? 

This is not a question about your job title. It is a question about your transferable, 
market-relevant expertise. After twenty or thirty years in a career, most experienced 
professionals have accumulated a far more diverse and deployable set of skills than their 
most recent job description reflects. The question is which of those skills represent 
genuine market demand. 

Make the list. Every technical skill you have developed. Every domain you have 
become expert in. Every type of problem you have solved and every type of client or 
stakeholder you have worked with successfully. Every tool, system, or methodology you 
have mastered. This list is the raw material of your business concept — and it is almost 
certainly more extensive and more valuable than you currently give yourself credit for. 

Then apply the market filter: which items on this list represent something that other 
businesses or individuals will pay for? Which can be monetized through consulting, 
advisory services, contract work, or a service business built around your expertise? This 
intersection — between what you know and what the market will pay for — is where your 
entrepreneurial opportunity lives. 

Question Three: What Does My Network Actually Look Like? 

Your professional network after twenty or thirty years in a career is one of your most 
valuable entrepreneurial assets — but only if you assess it honestly and use it 
strategically. 

Map your network with precision. Former colleagues at the director, VP, and C-suite 
level who make or influence purchasing decisions. Former clients or customers who 
trusted you and benefited from your work. Former vendors and suppliers who know your 
professional reputation. Industry peers who respect your expertise and can refer 
business. Former managers who will vouch for your performance with specificity. 
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These relationships are not just references for a job application. They are potential 
clients, referral sources, advisors, and strategic partners for a business you build. The 
executive at a former client company who valued your work may be the first person to 
hire your consulting firm. The former colleague who moved to a new company may be 
the introduction that leads to your first major contract. Your network, when you map it 
deliberately, is almost certainly more robust and more strategically relevant than you have 
previously recognized. 

Question Four: What Is My Honest Risk Tolerance, and What Does My Family Think? 

Entrepreneurship involves risk. Not reckless risk, but real risk — the possibility that 
the business takes longer to generate income than projected, that startup costs exceed 
estimates, or that the first business concept does not achieve the traction required. These 
are real possibilities that must be factored into any honest decision. 

At the corporate crossroads, risk tolerance must be assessed in the specific context 
of where you are in your financial life. A 48-year-old with fifteen or more years until typical 
retirement age, a reasonable savings cushion, and a working partner has a fundamentally 
different risk profile than a 58-year-old with three years until planned retirement, a 
depleted savings account, and a single-income household. Both can potentially succeed 
in entrepreneurship. But the runway length, the income timeline they can sustain, and the 
financial buffer they need to maintain will be very different. 

And the family conversation is not optional. Entrepreneurship is a family decision, not 
an individual one. Your spouse or partner will be affected by the income variability, the 
time demands, the emotional intensity, and the financial adjustments of the startup period. 
Your children, if they are still at home or dependent, will be affected. These conversations 
must happen before you commit — with full honesty about both the potential and the 
risks. A family that understands what the entrepreneurial journey looks like and has 
chosen to support it is an asset. A family that feels blindsided or excluded from the 
decision is a weight that will make an already difficult journey harder. 

 

★ Real Story: From Corporate to Consulting to Community 

Denise R. spent 27 years in corporate healthcare administration. She had risen to 
Regional Operations Director, overseeing compliance and billing systems for a network 
of clinics across three states. She was good at her job. She was respected by her team. 
And at 54, after her company was acquired and the acquiring firm brought in its own 
leadership team, she was handed a severance package and an exit date. 

Her first instinct was to find another director-level position. She spent four months in that 
search. The interviews were professional. The feedback was positive. The offers that 
came were for manager-level roles — two steps below where she had been — at 
salaries that represented a 35% reduction from her previous compensation. She turned 
them down. 

Denise had spent her entire career watching healthcare billing systems generate costly 
errors that fell on patients. She knew the systems. She knew the regulations. She knew 
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where the gaps were. She began reaching out to small and mid-size healthcare 
practices — the ones too small to have a full-time compliance officer but large enough 
to be exposed to serious billing compliance risk. She offered a fractional compliance 
consulting service: 10 hours per month per practice at a rate that was far less than a full-
time hire but far more than her hourly rate as an employee had ever been. 

Within six months, she had four practice clients. Within eighteen months, she had 
eleven, had hired a part-time assistant, and was earning 40% more than her previous 
corporate salary. Her clients were other Black and Brown healthcare professionals who 
specifically valued working with a consultant who understood both the regulatory 
landscape and the specific operational context of minority-owned healthcare practices. 

Denise did not plan this. But she had the expertise, the credibility, and — once she 
decided to stop competing in a job market that was undervaluing her — the network to 
make it real. The crossroads she feared turned out to be the best thing that ever 
happened to her career. 

 

The Seven Most Valuable Business Models for Experienced 
Professionals 

The business concepts best suited to the experienced professional’s unique 
advantage are not the same as the concepts best suited to a 25-year-old entrepreneur 
entering the market for the first time. The experienced professional’s competitive 
advantages — deep expertise, established credibility, existing relationships, and 
institutional knowledge — are most powerfully leveraged by business models that sell 
knowledge, relationships, and proven capability rather than commoditized products or 
services. 

Consulting and Advisory Services 

This is the most natural and often the most immediately profitable business model for 
the experienced professional. You have spent decades solving the exact kinds of 
problems that other businesses and organizations are currently struggling with. You can 
sell that problem-solving capability directly — as a consultant, advisor, or fractional 
executive — at rates that reflect the value you deliver rather than the cost of employing 
you full time. 

The consulting model has several structural advantages for the experienced 
professional: it requires minimal startup capital (primarily time and a professional 
presence), it can generate significant income relatively quickly by converting existing 
relationships into paying clients, and it allows you to leverage the full depth of your 
expertise rather than the narrow slice that any single employer typically uses. 

Fractional Executive Services 
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The fractional executive model is a relatively recent and rapidly growing innovation in 
business services that is particularly well-suited to experienced professionals who have 
operated at the executive level. A fractional CFO, COO, CMO, or CHRO provides 
executive-level leadership to a company on a part-time, contract basis — typically at 10 
to 20 hours per month per client. The client receives the expertise and leadership of an 
experienced executive at a fraction of the cost of a full-time hire. The fractional executive 
serves multiple clients simultaneously and earns total compensation that often 
significantly exceeds what any single employer would pay. 

This model is particularly valuable because it eliminates the age bias that plagues 
traditional employment. A business owner looking to hire a fractional CFO with 25 years 
of financial leadership experience is not disadvantaged by that experience — they are 
paying for it. The depth of the fractional executive’s background is the entire point. 

Training, Coaching, and Mentoring 

Professionals with deep expertise and a strong track record of developing others have 
the foundation for a training or coaching business. This might take the form of individual 
executive coaching, group training programs for companies in your area of expertise, 
online courses or programs packaged from your knowledge, or speaking and workshop 
delivery for industry conferences and associations. 

The training and coaching model has particularly strong alignment with the 
experienced professional’s situation because it packages what you already know — and 
can teach — into a repeatable, scalable product. Unlike consulting, where you are often 
paid for your time, training and coaching can be packaged into programs that generate 
income beyond the hours you personally deliver. 

Service Businesses Built on Specialized Knowledge 

Some experienced professionals have developed technical expertise — in IT, 
healthcare, construction, accounting, legal services, financial planning, or dozens of other 
fields — that translates directly into a specialized service business. The key differentiator 
from a generic service business is the depth of specialization: you are not offering general 
IT services, you are offering cybersecurity compliance specifically for healthcare 
providers. You are not offering general financial planning, you are offering retirement 
income planning specifically for federal government employees. 

This specialization, driven by your specific career expertise, creates the same 
competitive advantage in a service business that it does in consulting: you can charge 
premium rates, face limited direct competition, and build a loyal client base among 
customers who specifically value the depth of your expertise. 

Government Contracting 

For experienced professionals who have spent careers in industries that interact with 
government — healthcare, defense, construction, IT, education, financial services, and 
many others — government contracting represents a significant and often underexplored 
opportunity. The federal government purchases more than $650 billion in goods and 
services annually. State and local governments purchase hundreds of billions more. 
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Experienced professionals who understand the procurement processes, compliance 
requirements, and service standards of government contracting from their corporate 
careers have a significant advantage as small business contractors. Combined with 
minority business certifications such as the 8(a) Program, MBE certification, or Veteran 
Small Business Certification, government contracting can provide the stable, long-term 
revenue that allows a new business to build without the uncertainty of competing solely 
in the private market. 

Real Estate and Property Services 

For experienced professionals who have built savings and own real property, real 
estate-based business models represent an opportunity to leverage existing assets rather 
than starting from scratch. Property management, real estate investment, short-term 
rental operations, and real estate consulting and advisory services all represent business 
models that experienced professionals can enter with relative speed and with lower 
startup capital requirements than many alternative business types. 

Licensing Your Expertise 

Some experienced professionals have developed methodologies, frameworks, 
processes, or systems during their careers that have genuine commercial value beyond 
the companies they developed them for. These intellectual assets can potentially be 
licensed, packaged as products, or converted into training programs that generate royalty 
income or product revenue. This model requires careful attention to intellectual property 
ownership — specifically, ensuring that any methodology you developed is not owned by 
your former employer — but when the IP is clear, it represents one of the most scalable 
business models available to the experienced professional. 

 

Business Model Startup 
Capital 
Required 

Time to First 
Revenue 

Income 
Ceiling 

Best For 

Consulting / 
Advisory 

Low ($500–
$3,000) 

Fast (30–90 
days) 

High (scalable 
with team) 

Any experienced 
professional with 
marketable expertise 

Fractional 
Executive 

Low ($500–
$2,000) 

Fast (30–90 
days) 

Very high 
($150K–
$400K+/yr at 
scale) 

Former C-suite or 
senior leaders (CFO, 
COO, CMO, CHRO, 
CIO) 

Training / 
Coaching 

Low–
Moderate 
($2K–$10K) 

Moderate 
(60–180 
days) 

High (scalable 
via courses) 

Educators, trainers, 
senior professionals 
with strong teaching 
ability 

Specialized 
Service Business 

Moderate 
($5K–$50K+) 

Moderate 
(90–180 
days) 

High (with 
employees) 

Technical experts: IT, 
healthcare, 
construction, 
accounting, legal 
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Government 
Contracting 

Moderate 
($3K–$15K) 

Slow (90–365 
days) 

Very high 
(contract 
value) 

Professionals with 
regulated-industry or 
government experience 

Real Estate / 
Property 

High (requires 
capital or 
equity) 

Moderate High (with 
scale) 

Professionals with 
existing property assets 
or strong savings 

IP Licensing Low (if IP is 
clear) 

Variable High (passive 
income 
potential) 

Professionals who 
have developed 
proprietary systems or 
frameworks 

 

Converting Your Corporate Network into Your First Client Base 

Here is one of the most important practical truths of entrepreneurship for the 
experienced professional: you do not start from zero. You start from twenty or thirty years 
of relationships, reputation, and demonstrated performance. The challenge is not finding 
credibility — you have it. The challenge is converting it into the commercial relationships 
that generate revenue. 

This conversion requires one thing above all else: the willingness to tell people what 
you are doing. Many experienced professionals, particularly those from cultures that value 
humility and discretion, feel uncomfortable explicitly marketing themselves and their new 
business to their professional networks. They worry about appearing desperate, 
appearing self-promotional, or damaging relationships by making a commercial ask. 

Here is the reframe: you are not asking for charity. You are giving your network the 
opportunity to work with someone whose capabilities they already know, whose character 
they already trust, and whose work they have already seen or heard about. That is a gift 
to them, not a burden. 

The Network Outreach Sequence for the New Entrepreneur: 

1. Begin with your top 20 relationships — the people who know your work most 
directly and think most highly of it. Send a personal, individually written email or 
letter (not a mass email) that announces your new business, describes 
specifically what you do and who you serve, and asks not for immediate 
business, but for a 20-minute conversation to reconnect and explore whether 
there are ways you might be able to help each other. 

2. In those 20-minute conversations, listen more than you talk. Understand what 
challenges the person or their organization is currently facing. Share specifically 
how your new business addresses those types of challenges. Ask if they know of 
anyone who might benefit from what you do. 
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3. Follow up within 48 hours of each conversation with a brief, professional note 
that thanks them for their time, recaps what you discussed, and reminds them of 
your contact information and what you are building. 

4. Expand outward from your top 20 to the next 50 to 100 relationships. LinkedIn is 
particularly effective for this expansion — a well-written LinkedIn post 
announcing your new business, framed around the value you provide rather than 
the fact of your transition, can reach your entire professional network with a 
single communication. 

5. Ask for referrals explicitly. The best source of new clients for an experienced 
professional’s business is almost always a referral from a satisfied client or a 
trusted mutual contact. Build referral-asking into your standard client follow-up 
process from your first engagement. 

 

The Psychological Dimension: Processing the Grief Before You Build 

This section is often left out of business books because business books are about 
business, not about feelings. Tim is including it because after talking with hundreds of 
people who have navigated the corporate crossroads, he has seen clearly that the 
entrepreneurs who fail to process the emotional dimension of this transition are the ones 
who bring its unresolved weight into their business decisions and pay for it there. 

Being laid off after a long career — particularly when that career has required you to 
consistently outperform to be recognized, as so many Black and Brown professionals 
have had to do — is a loss. It is a loss of identity, of community, of routine, of a sense of 
purpose and belonging, and of the future you had planned. These losses are real. They 
deserve to be acknowledged, grieved, and processed before you make major decisions 
about the next chapter of your life. 

This does not mean waiting six months before thinking about your next move. It means 
being honest with yourself about where you are emotionally and giving yourself the space 
to make decisions from a place of clarity and genuine vision rather than from urgency, 
anger, or the need to prove something to an institution that just showed you it did not 
value what you brought. 

Here is the honest marker Tim uses to assess readiness: if your primary motivation 
for starting a business is to show your former employer what they lost, you are not ready 
yet. Not because the desire is unnatural — it is entirely human — but because businesses 
built on the need to prove something to someone else are built on someone else’s 
agenda. Build on yours. 

When your motivation has shifted from “I’ll show them” to “I know exactly what I want 
to build, who I want to serve, and what impact I want to make,” you are ready. That shift 
can happen quickly for some people and take longer for others. It cannot be forced. But 
it can be deliberately cultivated by moving forward in your planning, talking to other 



ENTREPRENEURSHIP MADE EASY   —   Where Vision Meets Execution 

© 2026 Barber Enterprises, LLC  |  Page 13 

entrepreneurs who have navigated this transition, and engaging with the mentors and 
advisors described throughout this book. 

Practical Advantages You Have That Younger Entrepreneurs Do Not 

Let us be specific about the structural advantages that the experienced professional 
brings to entrepreneurship, because these advantages are real and they matter, and the 
people who are at this crossroads often underestimate them at precisely the moment they 
most need to believe in them. 

• Earned credibility: When you walk into a business development conversation with 
25 years of experience in your field, you do not have to establish your credibility. 
You carry it with you. Your background is the credential. This is worth years of 
hustle to someone starting from scratch. 

• Industry knowledge depth: You have been inside the systems, the processes, the 
culture, and the politics of your industry long enough to understand it in ways that 
textbooks and courses cannot teach. You know where the inefficiencies live, 
where the underserved needs are hidden, and where the opportunities that 
insiders can see are invisible to outsiders. This is competitive intelligence that 
money cannot buy. 

• A pre-existing professional reputation: In a world where trust is the primary 
currency of business relationships, your reputation — built over decades of 
professional interactions — is a financial asset. Former clients who trust you will 
hire you again. Former colleagues who respect you will refer you. Former 
managers who valued your work will advocate for you. This reputational capital is 
the foundation of a consulting or service business. 

• Emotional and professional maturity: The ability to handle difficult clients, 
navigate complex negotiations, manage setbacks without catastrophizing, and 
maintain professionalism under pressure is developed over decades of 
experience. Younger entrepreneurs are often still developing these capacities. 
You have them. They will serve your business every single day. 

• A realistic understanding of how businesses actually operate: You have spent 
years watching organizations make decisions, manage resources, develop 
strategies, and navigate markets from the inside. That perspective — of 
understanding how the buyer thinks, how procurement decisions are made, how 
relationships influence contracts, and how organizations actually work — is 
invaluable in building a business that serves those organizations. 

• Life experience that generates wisdom: There is no substitute for having lived 
enough of life to know what you actually want from it. Many younger 
entrepreneurs spend years figuring out their direction. You have the clarity that 
comes from having invested decades in building a career and learning — from 
the inside — what it can and cannot give you. That clarity is the foundation of a 
business built with intention rather than uncertainty. 
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Financial Planning Specific to Your Transition 

The financial dimensions of the corporate crossroads require specific attention, 
because the decisions you make in the first six to twelve months of this transition have 
outsized consequences for the decade that follows. Here are the specific financial 
considerations that experienced professionals at this crossroads must address: 

Severance and COBRA: If you received a severance package, understand its terms 
completely before signing anything. Severance agreements almost always include a 
release of legal claims — meaning that by accepting the severance, you waive your right 
to sue the company for discrimination or wrongful termination. Before you sign, have an 
employment attorney review the agreement. Many employment attorneys offer free initial 
consultations for severance review. The cost of that conversation may be the best 
investment you make in this entire transition. 

COBRA health insurance allows you to continue your employer-sponsored health 
coverage for up to 18 months after separation, but at the full premium cost — which is 
typically significantly higher than what you were paying as an employee. Compare 
COBRA to marketplace plans at healthcare.gov before defaulting to COBRA. Depending 
on your situation and the coverage you need, a marketplace plan may offer comparable 
coverage at lower cost. 

Retirement Account Decisions: If you have a 401(k) or other employer-sponsored 
retirement account with your former employer, you have several options: leave it where it 
is, roll it over to an IRA, roll it over to a new employer’s plan if you return to employment, 
or cash it out. The last option — cashing out — should be considered only in genuine 
financial emergency, as it triggers income taxes on the full balance plus a 10% early 
withdrawal penalty if you are under 59½. Consult your CPA before making any retirement 
account decisions. 

If you choose entrepreneurship, explore retirement savings options specifically 
designed for self-employed individuals. The SEP-IRA allows contributions of up to 25% 
of net self-employment income, up to $66,000 per year (as of current limits). The Solo 
401(k) allows even higher contribution limits and includes both employer and employee 
contribution components. These tools allow you to continue building retirement savings 
at aggressive rates even as a business owner, potentially catching up for years when 
contributions were lower than they should have been. 

Healthcare as a Business Expense: As a self-employed business owner, health 
insurance premiums for yourself, your spouse, and your dependents are generally 
deductible as a business expense. This deduction can meaningfully reduce the after-tax 
cost of your health coverage. Confirm the specifics with your CPA, as the rules have 
nuances that depend on your business structure and income level. 

Social Security Timing: If you are approaching your 60s, the timing of when you begin 
claiming Social Security benefits deserves careful consideration in the context of your 
entrepreneurial income. Claiming benefits before your full retirement age reduces the 
monthly benefit permanently. Delaying beyond full retirement age increases it. If your 
business is generating income, you may have the flexibility to delay claiming, which 
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increases your lifetime benefit. Consult a qualified financial planner who specializes in 
retirement income planning before making this decision. 

 

What the Military Taught Tim About Starting Over 

Tim Barber’s path to entrepreneurship wasn’t a direct leap from the military; it was a 
deliberate, two-stage journey. He first transitioned from the structured world of the military 
into the fast-paced arena of corporate life. Yet, even within the corporate structure, he 
encountered a familiar crossroads — the profound realization that the built-in identity, 
community, and ready-made purpose of his past roles could only take him so far. It was 
during this corporate chapter that the seeds of independence were sown, ultimately 
driving him to take everything he learned from both the military and the corporate machine 
to forge his own path as a serial entrepreneur.  

What these transitions taught Tim is the same thing that every person at the corporate 
crossroads eventually learns, one way or another: the skills that made you excellent in 
your previous context do not disappear when the context ends. They travel with you. They 
are yours. And the person who has the courage and the discipline to carry them into a 
new context — on their own terms, building something of their own — discovers that those 
skills, freed from someone else’s institutional constraints, can do things they never could 
inside those constraints. 

The Air Force gave Tim structure. The streets gave him hunger. Entrepreneurship 
gave him the vehicle to combine both in service of something that was entirely his own. 
That combination — structure and hunger, discipline and vision — is available to every 
person standing at their own crossroads right now. 

The institution that let you go did not take your expertise with them when you left. They 
could not. It goes where you go. And where you take it next — that is entirely up to you. 

“The brick walls are there for a reason. They’re not there to keep us 
out. The brick walls are there to give us a chance to show how badly 

we want something.”  — Randy Pausch 

 

You have shown, for twenty or thirty years, how badly you want to build something 
excellent. The brick wall you just hit is not the end of that story. It is the chapter break. 

Drop the mic. Turn the page. 
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Chapter 2 Exercises: The Corporate Crossroads — Charting 
Your Path Forward 

These exercises are designed for the specific situation of the experienced professional 
at a career crossroads. They are direct, practical, and in some cases personally 
challenging. Work through them in order. If emotions surface during the process, that is 
normal and appropriate. The clarity you develop here is the foundation of the decision 
you make next. 

 

1.  Financial Runway Calculation. Complete this calculation honestly, using real 
numbers from your current financial situation. 

Financial Item Monthly Amount ($) 

Liquid savings (checking + savings accounts)  

Severance payment received (total, not monthly)  

Accessible investment accounts (non-retirement)  

Any other accessible liquid assets  

TOTAL AVAILABLE LIQUID ASSETS $ 

  

Monthly household expenses (rent/mortgage)  

Monthly food and groceries  

Monthly utilities and phone  

Monthly health insurance (COBRA or marketplace)  

Monthly car payments and transportation  

Monthly loan/debt payments (student loans, credit cards, 
other) 

 

Monthly insurance (home, auto, life)  

Monthly subscriptions and recurring costs  

All other monthly expenses  

TOTAL MONTHLY HOUSEHOLD EXPENSES $ 
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MY FINANCIAL RUNWAY (total liquid assets ÷ monthly 
expenses) 

_____ months 

My conclusion about what this runway allows me to do:  

 

2.  Expertise Inventory. List every significant area of knowledge, skill, or expertise you 
have developed over your career. Do not filter — write everything. Then circle the three 
that you believe have the strongest market demand. 

My complete expertise inventory (technical skills, domain knowledge, methodologies, 
tools, relationships): 

 

 

 

 

 

 

 

 

 

 

 

 

The three areas of expertise I believe have the strongest market demand, and why: 

 

 

 

 

 

 

3.  Network Mapping. Complete this network map to understand the full scope of your 
professional relationships as entrepreneurial assets. 

Network Category Names / Descriptions (List as many 
as you can) 

Potential Business 
Relationship (client / 
referral / advisor / 
partner) 
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Former direct reports or 
team members I managed 

  

Former clients or 
customers I personally 
served 

  

Former managers or 
executives who valued my 
work 

  

Industry peers at other 
organizations 

  

Former vendors / suppliers 
I worked with 

  

Professional association 
contacts 

  

LinkedIn connections in 
decision-making roles 

  

Community / civic contacts 
with business connections 

  

 

The 10 people in my network most likely to either become clients or refer clients to my 
business: 

 

 

 

 

 

 

 

4.  Path Comparison. For your specific situation, complete this honest comparison of the 
two paths available to you. 

Factor Return to Employment (Your 
Realistic Scenario) 

Entrepreneurship (Your 
Realistic Scenario) 

Realistic income in Year 1 $ $ 

Realistic income in Year 3 $ $ 

Primary risks I face   
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Primary advantages I 
have 

  

Health insurance plan   

Impact on retirement 
savings 

  

Impact on my daily life 
and schedule 

  

My gut reaction to this 
path 

  

My family’s reaction to this 
path 

  

 

Based on this comparison, my current thinking about which path to pursue, and why: 

 

 

 

 

 

 

5.  Business Model Selection. Based on your expertise inventory and network map, 
identify the one or two business models from the chapter that best match your 
background. Describe what that business would specifically look like for you. 

Business model I am most drawn to and why: 

 

 

 

 

What my specific business would look like: who I would serve, what I would offer, how I 
would charge: 
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The names of 3 potential first clients from my existing network: 

 

 

 

 

 

6.  Network Outreach Plan. Write the first outreach email you will send to one specific 
person in your network to begin the process of converting your relationships into 
business conversations. Make it personal, not generic. 

To: _________________________   Subject: ___________________________ 

 

 

Email body (write the actual email, not a description of what you would write): 

 

 

 

 

 

 

 

 

 

Date I will send this email: _______________ 

 

 

 

7.  Emotional Readiness Check. Answer these questions honestly. There is no grading, 

no judgment, and no wrong answer. There is only clarity. 

On a scale of 1 (completely devastated) to 10 (fully ready to build), where am I emotionally 
right now?  Rating: ___ 

 

 

The part of my former career I genuinely grieve the loss of: 
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The part of my former career I am relieved to no longer have to deal with: 

 

 

 

 

If I am being fully honest, my primary motivation for entrepreneurship right now is: 

 

 

 

 

What would need to be true for that motivation to shift from reaction to genuine vision? 

 

 

 

 

 

8.  Severance and Legal Review Checklist. If you received a severance package, check 
off each action before signing anything. 

□ Read the severance agreement in full, including all exhibits and attachments 

□ Identified every claim I am being asked to release (discrimination, retaliation, ADEA, 
etc.) 

□ Consulted an employment attorney before signing (most offer free initial consultations) 

□ Confirmed the deadline for signing and the revocation period (ADEA requires at least 
21 days to consider + 7 days to revoke) 

□ Researched what the market rate for negotiated severance is in my industry and 
position level 

□ Considered whether any additional negotiation of the severance terms is warranted 

□ Understood the non-disparagement, non-compete, and confidentiality provisions and 
their practical impact 

□ Confirmed that any unvested equity, bonuses, or benefits I may be entitled to are 
addressed 
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9.  Financial Planning Action Items. Check off each financial action you will complete 

within the first 30 days of your transition. 

□ Calculate my exact financial runway (completed in Exercise 1 above) 

□ Compare COBRA vs. marketplace health insurance options at healthcare.gov 

□ Contact my former plan administrator about 401(k) rollover options 

□ Consult a CPA about the tax implications of my severance and any lump-sum 
payments 

□ Research SEP-IRA or Solo 401(k) options for self-employed retirement savings 

□ Review and adjust household budget to reflect new income reality 

□ Identify any non-essential expenses that can be suspended during the transition 

□ Open or verify a dedicated savings account for an emergency fund of 6 months of 
expenses 

 

10.  Your Corporate Crossroads Statement. Bring everything from this chapter together 
in a single, honest statement about where you are, what you are choosing, and why. 
Write it as if you are speaking to your future self, one year from now. 

One year from now, I want to look back and say: 

 

 

 

 

To make that true, the decision I am making at this crossroads is: 

 

 

 

 

The first concrete step I will take in the next 7 days is: 

 

 

 

 



ENTREPRENEURSHIP MADE EASY   —   Where Vision Meets Execution 

© 2026 Barber Enterprises, LLC  |  Page 23 

★ Final Note for Chapter 2: 

This may be the hardest chapter in the book to sit with. The exercises here touch on your 
finances, your identity, your relationships, and your future in ways that the other chapters do 
not. Give them the time they deserve. Do not rush through them to get to the next chapter. 
The clarity you develop here — about who you are, what you have built, and what you want 
to build next — is the foundation of everything that follows. You have earned the right to build 
something of your own. Now build it right. 

 


