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Barbara Carey is one of the most authentic, original, thoughtful, creative, energetic, successful, and flat-
out impressive entrepreneurial business leaders I have ever met.  My excuse for failing to know about her 
business successes before is that I never watch channels like the Home Shopping Network and never 
walk down the feminine product aisles at Long’s or other stores. Carey’s Hairagami, Bloombra, Dittie, 
Spinlash and other products have not been on my shopping lists. 
 
The Carey Way: Your Ideas Are Worth Millions lurches around a bit over its 300 pages, ranging from 
personal reminiscences about growing up, sidebar recollections of Carey from family, friends, and 
colleagues, blow-by-blow accounts of how she came up with product ideas and then got through 
seemingly impossible barriers to make the sale to a big vendor, and periodic lists of Carey observations 
and ideas.  It’s a wild ride but the insights keep coming and make the book a valuable read, especially for 
wannabe entrepreneurs early in their careers. 
 
The “Carey Way” is impossible to summarize in a short space but here are some of the author’s key, 
ideas:  passion and persistence pay off; work hard, work smart and don’t take no for an answer; keep 
your products simple, unique, and inexpensive to produce;  maintain ownership and control of your ideas, 
don’t license or sign away exclusive rights that lock you in and curtail your growth options; always be 
proactive; enthusiasm is contagious; carefully study your potential buyers and their cultures before 
approaching them; build a circle of supporters who believe in you and can give you good advice; delegate 
the tasks you are not gifted at; listen and read a lot; keep a notebook of all your ideas and observations.  
No surprises here but she brings it all together and effectively sells the reader on her “way.” 
 
Carey’s entrepreneurial successes were all bootstrapped upward on her great ideas, strategy, and 
salesmanship—not heavily capitalized by outside investors.  Her stories of how she came up with her 
ideas, developed them, creatively funded them, drove across the country (even sleeping in her car at 
least once) to make a deal----all these are worth the price of the book and enough all by themselves to 
inspire her readers.  She has some especially good advice about sales techniques and closing the deal.   
 
But what I appreciated most was Barbara Carey’s constant emphasis on purpose, ethics, and integrity: 
“One of the other key ingredients that has helped me most in my career is integrity . . . I have never done 
anything unethical, illegal, or immoral in order to get ahead” (p. 6). “I’m passionate about creating 
products that will free women from the constraints of time and the many demands made on them 
economically, socially, and emotionally” (p. 77).  “When I select a product idea to pursue, my main 
motivation now isn’t how much money I can make but how much will I be contributing to the greater good 
through these efforts” (p. 218).  Carey warns against “the dangers of a single-minded devotion to money 
and the pursuit of financial profit alone” (p. 254).  She is as competitive and tough as they come---but 
doesn’t cut corners, step on people, or bow down to Mammon to build her success. 
 
Despite the optimistic promises of her book, not just anyone can achieve Olympian success through “the 
Carey Formula.”  The author is a very unique person in a class with few members.  Nevertheless, 
everyone who ever even thinks about starting something can learn from this unusual memoir, manifesto, 
and handbook on entrepreneurship. 
 
 


