Q: I for one have concluded that this self-employment stuff is not all it is cracked up to be. I was in a business 10 years ago that went under, tried it again last year, and again I have to go out of business; this time I am filing bankruptcy. That's it for me.... 

Mike, Manitoba
A: Well Mike, while I can't say that I blame you, and while your feelings are completely understandable, I also know that business failure can lead to business success – if the right lessons are learned:

• P.T. Barnum filed for bankruptcy, and then he started his circus.

• John Henry Heinz's company filed for bankruptcy in 1875. The next year he invented a nice little condiment — known as ketchup.

• Henry Ford's first car company filed for bankruptcy, and his second car company failed. His third business was the Ford Motor Company.

• Donald Trump's companies have filed bankruptcy not once, but twice.

So failure in one business, or even two businesses, does not necessarily mean that all subsequent businesses will fail. The key as I see it is perseverance, and that the right lessons be learned from the failure.

In the early 90s I graduated law school. I worked for a while at a great law firm, and then went to work for what turned out to be a not-so-great law firm. My boss at the second firm was a very difficult, impatient, hard-to-please person, and being the novice that I was, I didn't please her. Though it sounds like something out of a Dickens novel, a few days before Christmas, with a baby at home and my wife pregnant with our second child, the firm fired me (ostensibly because I didn't write well enough – ha!).

It was the best thing that ever happened to me.

My lesson was that I wasn't meant to work for other people. Has my self-employment road always been easy since then? No, but even so, I wouldn't trade it for the world. Discovering that my mistake was that I was not cut out to be an employee has made all the difference.

The secret of turning business lemons into lemonade is proportional to one's ability to persevere in the face of adversity, figure out what went wrong, and then go out there again and do things differently. 

That is just what David Neelman did.

A college dropout, but a natural entrepreneur, Neelman started his first discount travel business at the age of 23. By the age of 24, he was out of business, filed bankruptcy (de rigueur?), and got a job at a travel agency. 10 years later, he started a small discount airline out of Salt Lake City known as Morris Air. Southwest bought him out soon thereafter and he went to work for Southwest. 

Southwest fired Neelman five months later.

What did Neelman do? He kept going. Neelman learned his business lessons, and decided to start a new airline, one he would call Jet Blue. Though now is a terrible time for most airlines, Jet Blue is not most airlines. The five-year old company is growing rapidly, offers discount travel on a fleet of new planes, and this year ranked first in the annual Airline Quality Ranking, which ranks carriers on on-time arrivals, handling luggage, and customer complaints. 

No, self-employment is not for everyone. But by the same token, don't conclude that failure in one or even two entrepreneurial ventures necessitates failure in all entrepreneurial ventures. The experiences of some of our best entrepreneurs dictate otherwise.

Today's tip: People first fly Jet Blue because of the great prices, but why do they come back after that? After all, many carriers now offer discounted fares. When asked why they return, Jet Blue customers talk about more than price, they mention the experience: New planes, wider seats, seat-mounted TVs with 36 channels, and friendly, courteous customer service are most often mentioned. 

So there's David Neelman's tip and lesson for the rest of us: Great prices may get them in the door, but great service brings them back for more.

