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The small business is the backbone of the economy and the
cornerstone of every community, but it’s not easy. Seven out
of ten new businesses make it to two years, and only half
survive past five years. (Source: U.S. Dept. of Commerce,
Census Bureau)

If you’re serious about successfully starting a business
of your own, research clearly shows that the better you
prepare yourself, the greater your chances of success.
How do you prepare yourself?

According to the Dun & Bradstreet Business Failure index,

(y of all failures are due to one of two
9 2 o failures of the owners of the business:

($)
Lack of financial Lack of marketing skills

management skills and knowledge
and knowledge
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The good news is that Boost your startup Small businesses in the U.S.

many new businesses U.S. Small Business Administration 2014
more than survive.

What kind of business are you?

How much time can you afford to commit, and
how much money would you ideally like to earn?
Be honest and realistic. Answering these basic
questions helps you decide if your business
objective ought to be a full-time, part-time, spare
time, or possibly even a seasonable venture. Do
you need a visible storefront, or would you be
able to keep it online?

Decide when.

You might want to get your business up and
running quickly, but if you don’t address key
startup tasks first, you risk setting up a business
that’s doomed from the start. That doesn’t mean
you have any time to waste, but it does mean
you should be realistic with your expectations.
Fortunately, businesses can be set up quickly.
Timing is important, so start your business when
demand for your product or service appears to
be getting some sustained traction.

knowledge.

Find out what starting and running your own
business really involves by scouring the web.
There’s also your bank and the Federal Small
Business Administration at sba.gov. The best
way to learn is from those who have figured
things out the hard way: Never hesitate to
talk with fellow business owners who have
experienced day-to-day challenges firsthand.

Many people use the services of an accountant
when setting up a business, which can help
prepare them for tax compliance and expenses.
Aside from taking care of the books and filing
taxes, a good accountant can be a great source
for basic business advice.

If you take care of key startup tasks properly
and in the right sequence, you can get your new
venture off to a great start.
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22 million

people are self-employed with no
additional payroll or employees
(referred to as nonemployers).
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Approximately

than start up each month.

5 4 3 O O O new businesses get started
) each month in the U.S.

But more employer businesses shut down
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Decide whom you’ll market to—
and how.

It's unrealistic to expect your business offerings to appeal
to everyone, so focus on a specific type of person (your
target customer) and tailor what you do to his or her needs.
Segments of markets are called niches, and success is
normally assured if you can become the sole supplier within
a niche market. Once you know who your target customers
are, think about how they buy. Do they shop online, offline,
or both? You need to know exactly how you will get your
product or service to your target customers.

What’s your competition like?

If you’re going to stay ahead of your competitors, you must
know who they are, what they offer, how they sell it, and
how much they charge. Focus on their strengths and
weaknesses and think about ways you could outperform

them. A word of caution: Don’t compete on price alone
because it might not be enough to lure customers away. And
don’t think your idea is so special that you won’t have any
competitors. You will. You just need to be better than they are.

Seek feedback from potential
customers.

Even if you think you have sound knowledge of potential
customers, go out there and meet them to ask about your
products and prices. This is the best way to test your idea.
If they don’t like your products, it’s time for some
reevaluation.

If they like your products but not your prices, find ways to

slim your costs to lower your pricing. If you’re not sure how
much to charge, ask potential customers what they would pay
and tailor your costs accordingly. Don’t be upset by criticism.
Learn from it. Feedback from potential customers is valuable.

Putting it all together

RE Suspension is a family-owned small business
out of Mooresville, North Carolina. The Enders,
the family who own RE Suspension, have a
passion for racing. That’s why they started a
business with the motto: If it has four wheels
and you race it, we do suspension for it.

Butch Enders, the dad, has been a racing crew
chief and brought up his kids, Jason and Carrie,
to love racing, too. Still, Butch wasn’t sure they
would follow in his footsteps, but they did. And
because it’s a family-owned business, all of
them put more into their business and get more
pride from it. That doesn’t mean they all do the
same job. Even though they’re related, they have
different strengths and focus on different things.
After all, that’s what teams do.

Butch said, “I love what | do, and | love coming
to work. | don’t ever want to retire.”

“It’s just a different type of job, knowing that
you’re part of this legacy. It’s incredibly
rewarding,” Carrie said.

“One of my goals in life was to have my kids
be my best friend,” Butch said. “And | think |
accomplished that.”

Sage is happy to be a part of a strong family
business, enabling them to focus on their love
of racing and their family . . . instead of software.
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Own your business idea.

Great ideas are at the heart of all viable businesses.
Coming up with a new idea could provide the basis for

a startup success. Whether you’ve identified a gap or

void in the marketplace or have something that works in
conjunction with another popular product or service, keep
researching. Knowledge and understanding may be your
greatest assets. Even if you plan to enter a well-populated
market with a me-too product, think of an original idea that
sets your business apart and provides added appeal.

Improve your offer.

Use your newly gained market knowledge to increase the
appeal of your products or services. This might simply
involve a few tweaks or more drastic overhauls. By now,
you should know your product, how you will market it, and
how much you’ll charge. When launching your business,
concentrate on things you’re most likely to sell. Don’t take
chances on untested products.

Decide where you’ll be based.

Location and its associated costs provide most businesses
with one of their biggest overheads. You must minimize
your startup cost because you’ll stand a better chance of
breaking even. If you can, set up and run your business
from your home. If possible, create a separate workspace
(spare room, basement, or garage for example) to establish
a clear line between home and work. If you need more
space or a storefront address, start your search when the
time is right. Location is critical for businesses that rely on

5

foot traffic, but also consider size and type. Be diligent in
your search and always negotiate. Everything you decide
will ultimately impact your bottom line.

Work out your startup costs—
and how you’ll cover them.

You need to minimize your startup costs. If possible,

use what you already have until the business generates
enough profits. Alternatively, borrow and exchange with
other businesses. You might need to buy tools, equipment,
stock, and furniture, but only buy if there’s a sound business
reason and you have no other option. Explore secondhand
options first. Don’t expect to get a loan or grant to help
start your business—you’ll probably have to use your own
money. Some investment from your family might be an
option, but get a basic legal agreement drawn up to make
sure everyone knows where they stand. You might have

to wait until you can draw wages, so think how you will
manage in the meantime.

Choose the right business name.

Pick the right one, and it will help pique interest. Pick the
wrong one, and it will create an added hurdle. Keep it
simple. As a general rule, choose a name that tells people
what you sell. Something that’'s memorable, short, and
easy to say. The point is to distinguish your business from
others. Draw up a short list of your preferred choices and
test them out on people who will tell you the truth.

Remember, your business can operate under a different
name than your company name. (A “doing business as”

form takes minutes to complete.) And you can change
your company name later, if you like.

Create a brand identity.

Having your own distinctive brand is vital. Your brand
helps associate your business with a company experience.
A positive brand “touch point” helps set you apart from the
competition.

Think of branding as what comes to mind when people
think of your business. It should evoke your business’s
personality and what it stands for—your values and
culture. As a visual anchor, the brand identity includes a
logo, color scheme, and typeface. Although you need to
minimize your startup costs, paying a professional designer
to create one that will hold up over time is likely going

to be money well spent. Finally, be sure your branding is
applied consistently throughout your business, from a web
presence, product badging, signage, stationery, and the
full range of print collateral and packaging.

Create a business website.

Starting a business without having your own web presence
is almost inconceivable (regardless of your intention to sell
online). Apart from being relatively quick and cost-effective
to create, many prospective customers will head for your
website to check out your business and products before
they buy or find you in person. Having a well-designed,
easy-to-use website that showcases your wares is key.
There are many DIY website-creation solutions that are
simple to use and can deliver impressive results.
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Write your business plan.

By now, you should be able to produce your startup
business plan.

Writing your business plan enables you to focus your
thinking by having to explain what your business is, where
it fits into the market, who your customers are, what you
sell, and how.

If your business plan is to have any credibility, your
figures must add up, while your executive summary
must be engaging.

Find out about Sage Advice. It makes light work of
everything from developing a business plan to forecasting
your cash flow.

In its simplest form, a business plan is a guide—a roadmap
for your business that outlines goals and details how you
plan to achieve results.

Gone are the days when a business plan needed to be a
long, formal college paper. While every business benefits
from going through the business planning process, only a
small subset needs a meticulous document once required
for investors or supporting a bank loan.

Make it simple and pertinent. Don’t bother with anything
that doesn’t have a business purpose. You don’t need to
describe the management team unless you need to for
outsiders. And you don’t need an exit strategy if you’re not
writing for investors and have no reason for exit.

Although a guide to organize your business plan is
provided on the following page, be sure to take advantage
of a secure tool that allows you to build a business plan
online: Build your business plan on: sba.gov

Organizing the plan.

A. Executive summary

If investors don’t like your executive summary, they won’t
read any further, so this section is critical. Describe what
your business does and what market need it solves. Make
sure you include “unique success factors,” the handful

of reasons your business will be successful, and your
fundamental financial projections.

B. Company overview

Create a profile of your company and its current stage of
performance. Address where you are located, when you
were formed, and how your company is registered.

C. The market

Provide a description of your marketplace and the
competitive landscape. How large the market is, what its
condition is, and the trends to consider. Identify who your
target customers are; if applicable, profile your audience
by its demographic makeup and lifestyle patterns.

D. Competitive analysis

List your competitors with a brief summary of their market
position (strengths and weaknesses). Also include your
distinguishing strengths, which supports your pursuit to
be more successful than others.

E. Marketing

Describe your products and/or services and your desired
brand positioning. Address how you will create visibility,
how you plan to promote, and how you expect customers
to know about your company’s offerings. Also, explain
how your products or services will be distributed and
reach the customer.

F. Operations

Your operations plan should detail the key operational
processes your organization needs to accomplish on a
daily basis to achieve success. In addition, it should
identify the milestones you need to meet over the next
one to three years in order to achieve success.

G. Financials

This section is necessary for investors. Here’s where you
identify costs and revenue and how your company will be
profitable. Be sure to highlight the assumptions that impact
your financial projections. To make it easy, you may wish to
look into the advantages of using Sage solutions.

Let people know you’re there.

If your business is to get off to a good start by generating
sales, “prelaunch marketing” is essential. Knowledge of
your target customers will tell you how best to reach them
with your messages, but explore low-cost marketing
options first (for example email, postcards, and other direct
mailings). Avoid paid-for advertising. Using social media
can be an effective way to raise your profile. Make sure your
website is optimized for search engines. If you have a great
story, try to gain free publicity through the local media or
trade publications.



How to start and grow your business
Your guide to a smart launch

Register your business.

You'll need to get your Employer Identification Number
(EIN), which is a federal tax number used to identify

your business. You don’t need an EIN unless you will

have employees or plan to form a partnership, LLC, or
corporation. But even if you don’t need an EIN, having one
is recommended: It’s free, it takes minutes, and you can
keep your Social Security number private and reduce the
chance of identity theft. If you don’t have an EIN, your SSN
identifies your business when filing your taxes.

Note: If you’re using an online legal service to set up
an LLC or corporation, don’t use it to get your EIN.
Instead, apply online at the IRS website. You'll have
your EIN in minutes.

Organizing the plan.

A. Official business name

Get in touch with your state’s administrative offices to

register your business under a trade name or—if it’s an
option—your personal name. In most cases, you’ll get
approved on the spot.

B. Business license

Your county or city will require a business license. The
form takes minutes to fill out. Use your EIN instead of
your Social Security number to identify your business
(for privacy reasons if nothing else).

You may be asked to estimate annual gross receipts. Do
your best to estimate accurately, but don’t agonize over it.
You're just providing an estimate.

C. Tax ID form

Complete a business personal property tax form (if
necessary). Businesses are taxed on “personal” property,
just like individuals.

If you are required to file a business personal property tax
form and you plan to work from home using computers
and other assets you already own, you won’t need to list
those items.

If you purchase tangible personal property during your first
year in business, you will list those items when you file your
business personal property tax form the following year.

D. Ask your city or county about other permits

Every locality has different requirements. For example, a
“home occupation permit” may be required to verify that a
business based in a home meets zoning requirements. Your
locality may require other permits. Your city or county agency
will be able to provide you with all the answers you need.

Open a business bank account.

If you set up a company, you should open a company
bank account. As a business owner, you could use your
personal account, but it’s advisable to have a separate
business bank account so you can more easily distinguish
business and personal income and expenditures. Contact
your bank to ask about its fees and services, but also look
around for the best deals.

Set up your books.

By law, you’re required to keep bookkeeping records for
six years, which is why bookkeeping software benefits
business owners who want a built-in way to stay on top

of finances while also automating effective file storage.
Finally, find out about expenses you can deduct from your
business income to minimize your tax liability and retain all
receipts and invoices as proof of purchase.










