Mensans and Business Ownership & Management
It's likely that you manage, work under a manager, or have a manager as a family member.  Regardless of your own position, this article should bring helpful insights.
In addition to excelling in general IQ tests, most Mensans are extremely knowledgeable in certain subject areas.  Many of us are employed to work in the same fields at which we excel.
It's common for geniuses, and other highly-effective specialists, to feel frustration with noticeably less productive colleagues.  This frustration is even more intense when they are our bosses, the owners and managers. As a result, many of us have started (or blissfully longed for) self-employment.  
Yet even with highly-intelligent owners, many small to medium enterprises (SMEs) fail in the first few years, at great personal costs.
Although there are important distinctions between ownership and management, and the confusion of these two hinders many SMEs, in this article I'll treat them similarly.
Management is mysterious, often because mystery lends authority and security to the manager.  Much of management is misunderstood, as it's such a large and complex field.
There are always exceptions to the rule, but a good degree of general commercial knowledge and experience is needed, just to survive in a competitive SME environment.  Greater depth and breadth are required for prosperity and robustness.
That knowledge is in addition to the key personal traits of intelligence, stamina, entrepreneurship and integrity (or, in many industries, the lack thereof).
Most of us would acknowledge that including formal education on a subject is superior to relying solely on first-hand observation plus trial-and-error experimentation.  Commerce degrees, for example, involve years of concentrated study, on a wide range of subjects.  Each subject's curriculum is the evolutionary result of careful analyses of millions of business events, involving many thousands of organisations, over hundreds of years. 
Yet most SME owners initially consider management as a personality trait alone, and not requiring significant knowledge and skill.  Thus they approach their new responsibilities primarily in an ad-hoc and improvisational manner.  Consider WA Inc., the Pyramid Building Society, Enron, and the Global Financial Collapse to see the results when top managers ignore the lessons of commerce.
Few occupations are more demanding of time than self-employment, particularly if the business isn't doing well.  Frequently, spouses and children are conscripted to fill support roles, regardless of ability, in fields like accounting, administration, or IT.  By the time an SME owner realises the need for management study, there's little time for it.
“Knowing just enough to be dangerous” comes from the many short business seminars offered through chambers of commerce, local governments, and others.  These seminars are well-meaning, they respond to a demand, and they feel helpful.  But nearly all have a “do it yourself” presumption, instead of a “how to find and contract the best specialist” consideration.  I've never seen even a basic cost/benefit analysis (comparing DIY and contracting out) taught at any of them.  
These “quickie courses” also give a false sense of competence in complex fields.  This leads to mismanagement, making life easier for competitors who do contract specialists.
Business mentors are excellent sources of guidance, insights, and self-confidence.  They help more when both observing on-site and conferring off-site, and when they have a record of successes in your industry.
They're available via companies, not-for-profits, local governments, and some industry associations.  The costs vary, and don't necessarily correlate to quality.  Some organisations have a large enough pool of mentors, and a sophisticated enough matching system, to get you just the right person. 
It's humorously said that if you ask a management consultant what time it is, he’ll take your watch, tell you the wrong time, keep the watch, invoice you, and leave.  Seriously though, many are very good.  How to tell the difference between the good and the rest may be limited, given one's knowledge of management.
Mentors and consultants usually have short-term relationships, although periodic and ad hoc contracts are also common.
Also, both will often need to tell SME owners things that are true, but painful or challenging.  
When owners hire a general manager (GM), they're still the boss.  A good selection (e.g. qualified and successful), provides a strategic and tactical boost.  
The advantages of a GM are investment in implementing recommendations, responsibility for outcomes and greater availability. They also release the owners to enjoy time “back in the workshop”, or “away from the company”, prepare for succession and evaluate diversification strategies.  
Often an office manager (with skills more administrative than commercial) is hired, instead of a GM.  This can result in a well-documented and efficient continuation of sub-optimal business management.
For SMEs too small for a full-time GM, but needing that expertise, hiring a part-time GM is quite effective, contrary to common assumptions.  Some part-time GMs are semi-retired while others won't put all their eggs in one basket.
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