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”The success story of Wal-Mart’s founder, Sam Walton, is a true               “Horatio Alger Story," because he started with very little capital, almost         failed, and in the end his company grew to be the world’s largest.” 

Did you know that when he died, Sam Walton, the founder of Wal-Mart, was the world’s richest man? Interestingly, when he started his business he faced adversity that almost led to its failure. You see, Sam Walton had an economic crisis when bankers refused to lend him money, and some of his product suppliers created a credit crisis for him when they forced him to agree to pay cash on delivery before they would ship products to his stores. It seemed everyone lacked confidence in his business strategy at a time when he needed to count on their support the most. For Sam Walton to succeed, in those early and difficult days, took a singularity of focus, passionate leadership, and a never say die attitude! He had to overcome his own fear of failure and refocus himself on what to do to succeed. In the end he overcame all of those early obstacles, his own fears, and the cynicism of all of those early naysayers, who incorrectly predicted his demise.   In the end it was Sam Walton who had the last laugh as he grew his business from a single store to become the world’s largest company. Along the way he also became the world’s richest man!  (Were he still alive today it is estimated Sam Walton’s personal worth would be around $125 Billion!) The story of Sam Walton really is a true example of an entrepreneurial “rags to riches” success story!
But why did Sam Walton succeed when so many others under similar circumstances have failed?  It all started with his unique vision, and his never say die attitude.  He was an optimist and a risk-taker, who enjoyed challenging the status quo.  He didn’t like to do things the way everyone else was doing them.  He shunned the well worn path in favor of blazing his own trails.  He wasn’t afraid to challenge traditional ways and means, and in fact he enjoyed being perceived as a maverick.  He gravitated towards people who would speak their mind, and challenge his way of thinking.  He would admit that he was headstrong but he was fair, and he enjoyed debating with others the best way to do things.  More than anything Sam Walton was a risk-taker who encouraged the people around him to also take risks.  He was the first to admit that when he took risks in those early days he failed nine out of ten times!   He was quick to point out that it was that one out of ten times when he succeeded that made all of those other failures worthwhile!   How many of us would accept that level of failure in our own work or the work of those around us?  Sam Walton believed that in any business the path to finding the sustainable competitive advantage is by going in a different, or even the opposite direction, that everyone traditionally goes.  That’s what he did, and that’s how he succeeded when others under similar circumstances have failed.   
Some might say Sam Walton gambled and won.  He would disagree.  He would tell you he wasn’t a gambler he was simply someone who believed in taking managed risks.  There is a big difference.  You see, he opened his first Wal-Mart Store way back in 1962.  That was the same year TARGET, Woolworth’s and K-MART opened their first stores.  Sam Walton’s strategy for success was very different from those other early discounters.  While they all focused on urban areas, he chose to focus on rural areas.  His goal was to raise the standard of living for people living in rural areas to equal that of those living in urban areas.  At the time his “rural retailing” strategy was perceived to be quite radical.  Nobody could understand how he could possibly succeed when he was opening such large stores in such small towns.  He boldly opened big stores in towns with a population of only 2000 or 2500 inhabitants which at the time the conventional wisdom was that he was downright foolish.  He was destined to fail and everyone knew it!    Bankers, suppliers, his competitors and even his customers thought he had “lost his marbles!”  But Sam Walton continued to believe in his vision when no one else did, and he remained steadfast under withering criticism.  The key to his success turned out to be that his stores drew rural customers from a 50 mile radius surrounding his stores!  His rural discounting strategy worked so well that he eventually used his rural success to fund his expansion into urban areas where he would take on his bigger discount retailing rivals and beat them at their own game.      
The news media often pestered Sam Walton throughout his career to divulge the success secrets he had used to grow his company to become the global giant that it is today.  Strategically, he waited until the end of his long career to share his “how to” succeed strategies and tactics.  As it turns out he did have a blueprint for success that included seven specific strategies, and ten specific tactics for his business that he attributed to his personal success.  These seven strategies and ten tactics serve as a blueprint others can copy, and follow, for their own business success.  In these tough economic times, it makes perfect sense to learn from the strategies, tactics, and best practices of Sam Walton, an incredibly successful entrepreneur, who after starting from scratch created the world’s largest company, and in the process also became the world’s richest man!  
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