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OVERVIEW

Welcome to “Exploring Self-Employment & Business Ideas”

This workbook has been put together for you to work in the comfort of your own home and at your own pace.  The time it takes you to finish the workbook is up to you, however, we encourage you to work daily at meeting your goals of being self employed.

Planning is the most important task that needs to be done before starting a business.  N.E.D.C. has prepared “Exploring Self Employment & Business Ideas”, “Getting Started”, and “Business Plan” workbooks to use as a working tool for growing a Business Idea.


This workbook will help you:


See if you have the skills, desire, personal supports in place and what it takes to run a business.


Determine which business idea makes the most sense for you.

See if your idea will make a good business.

Assist you when working with the Business Development Officer.

If help is required in finishing this workbook, please feel free to contact the Business Services Officer or a Business Development Officer at the NEDC office.  If more space is needed, please add more pages.

Nuu-chah-nulth Economic Development Corporation
P. O. Box 1384, 7563 Pacific Rim Highway

Port Alberni, B.C.  V9Y 7M2

Phone: (250) 724-3131

Fax: (250) 724-9967

Toll Free:  1-866-444-NEDC (6332)

www.nedc.info
nedc@nedc.info
Part One:  Exploring Self Employment

Introduction

Why self-employment?

People choose to start a business for many reasons.   Have you got what it takes to be a business owner?  In part one we will look at your business experience and skills.  It will also help you identify your strengths and weaknesses.

What is a business owner?

Being a business owner means working for yourself instead of someone else.  This means you are in charge of everything and make all the decisions.

What kind of people do you think make the best business owners?  

Most owners have a basic education.  Most were not rich when they started.  While many work long hours, they also take time to enjoy life.  Owners understand that it is possible to fail, but they take the time to make plans to lessen the odds of failure.  Many admit to a healthy dose of fear.

Business owners view the world with a positive outlook, seeking new challenges and opportunities with the spirit of adventure.  They turn a vision into reality and are always looking for ways to meet people’s needs.  Remember NEEDS are OPPORTUNITIES!
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Characteristics of a Business Owner

Deciding to go into business for yourself is one of the most important decisions you’ll ever make.  Are you ready for it?

Rewards - There are many – the freedom to be your own boss, the personal satisfaction of a job well done, and the chance to earn an income that is only limited by how hard you work.  Your business can be full-time or part-time.

Pitfalls – Going into business takes a lot of effort and energy.   It can place big demands on your time, on your family and on your finances.  What you and others say can affect you and your business.

Improve the Odds – First, take an honest look at yourself.  Are you ambitious, confident, energetic, persistent, creative, a risk-taker, a problem-solver, a planner?   Secondly, being able to manage your time and resources is another part of business success.

Considerations – Do you love what you’re doing?  Do you have experience with the business you want to go into?  What training and skills do you already have that would help you in your business?  Are you willing to take training courses in your weak areas?

Options – Can you bring or call on someone else that has the skills you lack?    If you’ve decided to go into business with one or more partners, is your relationship strong enough to weather the storms ahead?

Moral Support – Do you have the full support of your family?  Your hopes for success can only improve when those close to you share your dream, through their moral support and encouragement.

Important Skills for Self-Employment

Starting up and running your own business requires special skills such as careful planning, research, looking at the risks, commitment and patience.  This section will get you thinking about the business skills you already have and which ones you will need to develop further.
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The following skills are important for the self-employed business person to have:


Being able to see opportunities


Putting together ideas


Goal setting


Developing the Business Plan


Finding help when needed


Selecting the type of ownership


Putting together a marketing plan


Location for the business


Financing the business


Dealing with legal issues


Managing people


Promoting the business


Managing the sales


Problem solving

Taking the time to identify your strengths and weakness when it comes to business skills is very important.

Worksheet 1.1 –Your Business Skills

It is important to look at your own business skills.  Every person is different and will have certain business skills that are stronger and others that are less developed.   An honest review of your business skills can help you see your strengths and areas where you might need help. 

A)
Preparing Yourself

What you and others say can affect you and your business.  You can prepare yourself with an action plan when you are aware of these destructive thoughts.

My doubts:         
People say:       
Think of what you will to say that will reclaim your power.

      

How will you feel when your business is a success?

     
B)
What will be your motivational thoughts to keep you working towards your goals?

	 FORMCHECKBOX 

	Recognition
	 FORMCHECKBOX 

	Creative expression
	 FORMCHECKBOX 

	Be your own boss

	 FORMCHECKBOX 

	Fulfill your dream
	 FORMCHECKBOX 

	Leisure time
	 FORMCHECKBOX 

	Helping others

	 FORMCHECKBOX 

	Expand your knowledge
	 FORMCHECKBOX 

	Create employment
	 FORMCHECKBOX 

	


Worksheet 1.1 Continued– Your Business Skills

C)
Put a check beside the areas of starting your business do you think you will have the most difficulty with?

 FORMCHECKBOX 
 Promoting yourself 
 FORMCHECKBOX 
  Setting goals
            FORMCHECKBOX 
  Making an action plan
 FORMCHECKBOX 
  Managing money
 FORMCHECKBOX 
  Making decisions
 FORMCHECKBOX 
 Managing your time

 FORMCHECKBOX 
  Organizing documents
 FORMCHECKBOX 
  Motivating yourself
 FORMCHECKBOX 
  Researching

How will you overcome these

     
If you identify many areas that you may have difficulty with then make an action plan for overcoming each of these weaknesses. 
Business owners often need to motivate themselves, especially when they are working long hours doing the many jobs that need to be done.  Remembering the reasons why you are in business or the benefits that may come from being in business may help motivate and refocus you.

Worksheet 1.2 – Business Skills – Action Plan

List any weaknesses you have identified and beside each one write down what you plan to do to improve these skills (example:  attend workshops, courses, read books, use support people, etc.) 

	Business Skill Requiring Improvement
	Action to be Taken
	Date

	     
	     
	     

	     
	     
	     

	     
	     
	     

	     
	     
	     

	     
	     
	     

	     
	     
	     

	     
	     
	     

	     
	     
	     

	     
	     
	     

	     
	     
	     

	     
	     
	     

	     
	     
	     

	     
	     
	     


Worksheet 1.3 – Starting Out Right

It sounds great – own your own business.  Well maybe, and maybe not.  Before you take the leap to starting a business, give some thought to these questions.

Do you have the room and space to set up the business? 
Yes  FORMCHECKBOX 
 No  FORMCHECKBOX 

Somewhere away from the hustle and bustle of your family life.

Do you know what your credit rating is?  



Yes  FORMCHECKBOX 
 No  FORMCHECKBOX 

Do you have good credit?  





Yes  FORMCHECKBOX 
 No  FORMCHECKBOX 

You need a clean start when going into business, so now is the time to deal with past issues.

Do (or will) you have the necessary money to start a business?  Yes  FORMCHECKBOX 
 No  FORMCHECKBOX 

You may need to get financing from a bank or from other sources.

Can your family adjust to you operating a business?  

Yes  FORMCHECKBOX 
 No  FORMCHECKBOX 

Can they allow you to work without interruption?     

Yes  FORMCHECKBOX 
 No  FORMCHECKBOX 

This is especially important when you are on the telephone.

Can you stick to a schedule?  





Yes  FORMCHECKBOX 
 No  FORMCHECKBOX 

Temptations are all around you.  You will have to learn to ignore all distractions during working hours.

Can you set reasonable and reachable goals?  


Yes  FORMCHECKBOX 
 No  FORMCHECKBOX 

Everyone must have goals to strive for in life and in business; if you do not set goals you will not have anything to measure your success to.

Are you self-confident do you believe in yourself? 


Yes  FORMCHECKBOX 
 No  FORMCHECKBOX 


You have to believe in yourself before others will believe in you.

Are you aware of when you need to seek help?   


Yes  FORMCHECKBOX 
 No  FORMCHECKBOX 

For some parts of your business, you may need professional advice or counseling.   Be prepared to ask for help before it’s too late.

You must be prepared to set realistic goals for yourself and stick with them until they are achieved.  If you encounter a setback, turn it into an opportunity.  Think positively and strive to succeed!

The Ten Myths of Starting a Small Business
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Myth #1 – I’ll be rich from starting my own business.

Most business owners do not become rich.  It takes about three years before most businesses see a profit.  Any money made in the beginning usually goes to bills and buying supplies.

Myth #2 – I’ll have more control over time.

While it is true that small business owners control their time; customers, employees and other business demands often control when work is done.  The end result is that small business owners often have little control over their own time.

Myth #3 – I can get grants and incentives from the government to start my business.

The government does support small business development and encourages new business starts.  Government’s support is limited; but they provide great information services to individuals considering small business as a career.

Myth #4 – I’ll be successful in business because I can charge less than my competition and offer better quality and service.

Many new business owners underestimate their competitor’s strengths.  Small businesses are rarely able to compete on price, quality and service against larger, and more established businesses.  Small businesses often lead in quality and service but need to charge as much or more than their competition in order to make money.

Myth #5 – Market research is a waste of time.

Failure to do and complete market research before starting a business is a recipe for disaster.  Business ideas need to be researched to determine if there is a market for your business Idea.  The strengths of the competition need to be looked at and plans made to give your business a competitive edge.  Without research, the small business is “flying blind” with little or no information to make informed business decisions.

Myth #6 – Because I’m a small business owner, I can make quick decisions and take advantage of changes in my market.

Small business owners can see market opportunities and decide to try them quicker than their competition.  However, small businesses often lack the necessary resources – money, marketing plans, sales skills, delivery channels – to benefit from these opportunities.

Myth #7 – I can do everything myself.

Perhaps it is over confidence or just the attempt to save money that drives many small business owners to believe then can “do everything”.  Seldom does one person have ALL the talents and skills to do ALL the jobs required in operating a small business.  Successful business owners are always seeking out advice from others to assist them.

Myth #8 – Customers will want to buy my product or services based on the product or service itself.

Products and services require carefully built marketing plans and sales approaches before they are accepted and purchased by customers.

Myth #9 – I’ll be the boss!

Your customers are your new bosses, and there are several of them.  If your customers are not satisfied with your work, you will not have a business to operate.  Have a good plan for customer service and feedback.  Make sure your product or service is worthy and a repeat purchase.

Myth #10 – I don’t need a business plan.

Starting a business without a business plan is like starting a journey without a road map.  The process of preparing a business plan allows the business owner to make important decisions about the business before starting.
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Personal Goals
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An important step in deciding if self-employment is a good choice for you is to list your personal reasons for starting a business. 

Have you taken the time to honestly reflect on the personal goals you wish to achieve by starting your own business?  

For some, they are pushed into business by family.  Some are acting on a business opportunity.  For others, they are pushed into business through job loss, layoff, or for other reasons.

An honest look at your personal goals can avoid disappointment later and better prepare you for operating a small business.

Worksheet 1.4 – Personal Goals

There are many personal reasons or motives that lead people to start their own businesses.  Completing the following worksheet can help you to gain a better understanding of your personal reasons for starting a business.

	Personal Reasons
	Very Important
	A little Important
	Not Important

	Independence
	 FORMCHECKBOX 

	 FORMCHECKBOX 

	 FORMCHECKBOX 


	Financial security
	 FORMCHECKBOX 

	 FORMCHECKBOX 

	 FORMCHECKBOX 


	Freedom to make

decisions
	 FORMCHECKBOX 

	 FORMCHECKBOX 

	 FORMCHECKBOX 


	Money
	 FORMCHECKBOX 

	 FORMCHECKBOX 

	 FORMCHECKBOX 


	Recognition
	 FORMCHECKBOX 

	 FORMCHECKBOX 

	 FORMCHECKBOX 


	Taking advantage

of an opportunity
	 FORMCHECKBOX 

	 FORMCHECKBOX 

	 FORMCHECKBOX 


	By your own boss
	 FORMCHECKBOX 

	 FORMCHECKBOX 

	 FORMCHECKBOX 



The most important personal goals and reasons you have for starting your business are:         
Let’s Review Part One
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In Part one we looked at:

~
Why people choose self-employment

~
What is a business owner?

~
Characteristics of a Business Owner

~
Your Business Skills – Strengths and Weaknesses

~
An Action plan for your business skills that need improvement 

~
Starting Out Right Questions

~
The ten myths of starting a small business - and

~
Your personal goals for starting a business

You now know what business skills you have and which ones you will need help with.  You also know why you want to start in business, by listing your personal goals.  Now we can move on to Part Two to see WHAT kind of business is the perfect one for you. 

Research Information

Gov Canada:  Business Information Guides – Your gateway to information on starting a business in any province in Canada

NEDC can help guide you with your business research.  They have a REACH site that allows you access to the internet to do research as well as a resource library with plenty of books, DVD’s, CD-ROMs, etc. that can be valuable in researching your business or help you head in the right direction.  As well, Business Service Officers are available to support and guide you as well.

The NEDC resource library covers various business and personal development topics including Human Resources, Marketing, Finance, Website/Internet, Importing/Exporting, etc.  Ask for a complete list of titles available.  NEDC does lend resources out to clients.

Don’t do it alone – there are plenty of people who may be willing to help and plenty of support available.

 Part Two:  Developing Your Idea
Introduction

This section will help you to explore your business ideas and develop a focus for your business.  Once you know where the business opportunities are and look at the where your ideas fit; you will do research on your market and develop your business idea.

[image: image7.wmf]
As a business owner, you believe there are many customers out there.  But how can you find out which ones need your help, and how can you get your product or service to those customers?

Business Ideas

We will explore some sources that you can use to come up with new business ideas, and how they can be business opportunities.  You will look at different means of going into business and different types of businesses.
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Buy an Existing Business

[image: image9.wmf]
When you buy an existing business, you can expect to pay the owner of the business for the assets (equipment, tools, vehicles, and inventory) of the business, as well as for the time it took to develop (goodwill).  In other words, the owner wants to be paid for their efforts in running the business for the length of time they have owned it.

If you choose this option of getting into your own business, you will need cash to invest and the help of an accountant and /or lawyer to help you prepare the initial offer to purchase and assist you with the negotiations.  

Purchase a Franchise

[image: image10.wmf]
 A franchise may have a higher chance of success than a small business; the down side is that most franchises require a large amount of money together with some type of ongoing royalty fee (monthly charge for using their name).  

Before you enter into any franchise agreement you should get help from of an accountant and/or lawyer to assist you with the franchise agreement.

Create and Start Your Own Business

[image: image11.wmf]
This option requires great planning and commitment.  As in the above two options, the business owner should seek professional help and guidance, when needed.

Ideas

[image: image12.wmf]
All ideas are not always good business options.  Sometimes after our research we find that our first ideas do not work as well as we thought.  Flexibility is the key to finding the right business idea.  Every idea needs to address a special need, want or problem.  To have a successful business you need to find out where the customers come from.

Exploring Ideas and Opportunities

Many kinds of services and products can be made into a business.  Crafts, food, clothing, cleaning, childcare, construction, bookkeeping, personnel management, manufacturing and Internet opportunities are all areas of business.  There is no end to the possibilities if you use your imagination.

What do I like doing for myself and for others?

If you are thinking about starting a business, you should first think about what you like to do.  Maybe you like to sew and take pride in the reaction of others to your work.  Maybe you like to buy and sell and could open a retail store in your community or in a nearby community.  The important thing is that you choose a business that fits your personality and can be started using whatever resources are available to you.

When looking at opportunities for a new business, consider the following questions:

~
Is there a market for this idea, who would buy it?

~
What would the product be that the people would purchase?

~
Is someone already selling it?  How are they doing it?

~
Is this a long term or short term opportunity?

~
What research and information can you find to support your idea?

Worksheet 2.1 – Finding Ideas

Creating a business:

Here are some examples of business ideas:

	Jewellery
	Hiking Guide
	Fishing Guide

	Website Design
	Photography
	Food Delivery

	Cleaning Services
	Daycare
	Souvenirs


List at least 3 business ideas?  

1.
     
2.
     
3.
     
If you are having a hard time thinking of business ideas, think about your interests (what you LOVE to do) like the outdoors, cars, computers, music, sewing/baking etc.

In order to know who your target market is you must know why people will buy your product or service.  List 3 benefits your products or service provide to your customers (list 3 for each idea).  Why should people buy your product and not spend their money on something else?

	
	Idea #1:      
	Idea #2:      
	Idea #3:      

	Benefit 1:
	     
	     
	     

	Benefit 2:
	     
	     
	     

	Benefit 3
	     
	     
	     


Evaluating Your Idea

While nothing will guarantee the success of a business, an idea based on good research is a base for success.  How do you know your idea is a good one?

~
Is the idea directly related to a market fad?
[image: image13.wmf]
~
Is there a direct market?

~
Does it satisfy a need, want or overcome a problem?

~
What risks are there with your idea?

~
How confident do you feel about this idea as a business?  Why?

~
Is this the best idea available for you?

How a Business Succeeds

[image: image14.wmf]
A business is successful based on many things but the most important is finding out if the idea will work, how it will work and what is needed to make it work.  Certain areas will help the success of a business.   These areas include:


Ideas based on good research


Good business plan with short and long term goals


Enough financing


Good management


Control of the money

Business Selection Checklist

Worksheet2.2 (on page 23) is designed to help you choose the business that’s right for you.  Here’s a look at each of the areas and some of the things you should consider when rating them:

Your knowledge of the business:

How much do you know about this area?  Will you have to spend extra time and money teaching yourself the business?  Will you have to take on a partner because you do not know the business well enough?  

Your experience in the field:  

In some cases, you may have a lot of knowledge about the subject, but not much experience.  Have you ever owned or worked in this type of business before?  To what degree is hands-on experience needed to run the business?

Your skills: 

Ignore, for now, those skills that might be common to each of your ideas, and try to think of skills that are special to that business.  To what level do you have those skills?  If you lack them, how difficult will it be to get them?  (For example selling jewelry – a lot of places sell jewelry so what makes your jewelry special?)

Ease of entry: 

Think both of the costs of entering the business and of the competition that might exist.  For example, a service business that you can run from your home might cost less to start, but if several others are already providing that service, entry into the field may be difficult.

Uniqueness:  

Uniqueness does not mean that no one else is providing the same product or service; it can mean that no one else is providing the product or service in the same way you want to provide it; or it can mean that no one else is providing that product or service in your area.  You’re looking for some way for your product or service to stand out from others who are already in business. 

Worksheet 2.2 – Business Selection Checklist

The following chart is designed to help you choose the business that’s right for you.  To fill it out, follow these steps:

1.
In the far left-hand column, list the business ideas you are considering by order of interest.  So, in the top left-hand blank space, put the idea you think you’re most interested in.  Underneath it put the next idea and so on until you have listed all of your possible ideas down the left side of the chart.

2.
Now take each idea you stated on Worksheet 2.1 (page 20) and rate them on a scale from 0 to 3 in each of the categories listed (see page 22 for category descriptions).  Use the following rating system: 

0  = none;  1 = below average; 2 = average; and 3 = above average.

	
	Your knowledge
	Your experience
	Your

Skills
	Ease of entry
	Uniqueness
	TOTAL

	Idea #1


	 FORMDROPDOWN 

	 FORMDROPDOWN 

	 FORMDROPDOWN 

	 FORMDROPDOWN 

	 FORMDROPDOWN 

	 FORMDROPDOWN 


	Idea #2


	 FORMDROPDOWN 

	 FORMDROPDOWN 

	 FORMDROPDOWN 

	 FORMDROPDOWN 

	 FORMDROPDOWN 

	 FORMDROPDOWN 


	Idea #3


	 FORMDROPDOWN 

	 FORMDROPDOWN 

	 FORMDROPDOWN 

	 FORMDROPDOWN 

	 FORMDROPDOWN 

	 FORMDROPDOWN 



3.
Now total up the numbers.  Take out any of your ideas that scored less than a total of 10

How many ideas are left?  If the answer is “none”, then you need to use the list to find where you need to improve and you need to develop a plan for raising the “1’s” to “2’s” or “3’s” OR try new ideas.  If the answer is “more than one”, you have a choice of which business to start.  If the answer is “one”, you may have just found the business that’s perfect for you.

Your market research may help you determine if any of these are opportunities!

Your Business – The Big Picture

A business is a company or venture that sells a product or services that fills a need or desire for a group of people.  Running a Business is managing an exchange between you and a customer.

For this exchange to be of value, you should always keep the following things in mind:

1.
 Your Customer

Know your Customer – It pays to know who is buying your product.  Are your customers’ individuals, retail stores, wholesalers, manufacturers, or government.  Ask yourself how old they are; if they are male or female, married or single; what their income is.  Are you selling to your neighbours?  Or outside your community? Or across the province and around the world?  Once you have decided your area, you can find the number of potential customers within that area.

2.
  Product or Service

To keep things simple, you need to describe the features of your product or service.  Make a list of all the special or unique features of your product or service.  Describe how these features might benefit your customer.  If your product is smoked salmon, for example, you might list as a special feature the fact that the salmon you use is wild.  Your customer benefits from the richer taste of wild salmon and from its reputation as a more environmentally friendly choice to farmed salmon.

3.
Your competition

You know who and where your customers are, but who is your competition?  Are there similar products in your targeted area?  Take some time with this step.  You cannot compete if you don’t know who your competition is.

4.
Pricing

What price does your competition charge?  Find out the price each of your competitors charge for their product or service, and then list the selling points of those products or services.  It will also help you to know the cost and selling prices within your market.  Estimate the price you can charge while staying competitive.  Keep in mind; it is not just about lower prices.  Be clear about the special features of your product or service.   Is your product or service easy to use, fast, and convenient?  What’s the quality?

5. Marketing (Selling) Tools

You could have the best product going, but if your customers don’t know about it, they are not going to buy it.  How are you going to make sure your customers know about you?  Marketing (or selling) tools will help you get a message about your product or service out to your customers. 


6.  Method of Distribution (Delivery)

Distribution (or Delivery) can be seen as links in a chain, with each link having a special function.  The most direct method of delivery is direct sales to the customer.  Some delivery paths involve several stops that play a role in the flow of products and services from producer (you) to the customer.  Three examples of delivery stops are:


Business to Customer


Business to Store to Customer


Business to Wholesaler to Store to Customer


    7.   Location
Do you want to stay in your community or start a business somewhere else?  There are good and bad things about both of these possibilities.  When looking at business success within your community, consider what people spend their money on.  Money is spent on food, clothing, shelter (for example, building materials, oil and gas) and entertainment.  In small First Nations communities, suppliers of these necessities are rarely on-reserve and people go into a nearby community to shop.  If you start a business on-reserve to supply one of these needs, you may find it difficult to compete in such a limited market.  Your prices may have to be higher than those in the communities where there is more business.  Remember, in remote communities there is the problem of fly-in, boating or winter road access, which limits your potential customers.
Worksheet 2.3 – Business Basics
1.
Who are your customers?

     
2.
Describe your product or services?

     
3.
What is your ACTION and MONEY MAKERS?  (You may have more than one)

E.g. Business

Action

Money Generator
Clothing Store

Sales


Women’s clothing

	Business
	Action
	Money Maker

	     


	     
	     

	     


	     
	     

	     


	     
	     

	     


	     
	     

	     


	     
	     


4.
What marketing (advertising) tools do you think you will use to promote your product or service?

     
5.
How will your customer buy your product or service?  Delivery method?

     


Market Research

It is your job as a business owner to find out what people need


To search out groups of customers 


To find out what is to tell people about your business 

But Most Important….

This step is to help you be successful in your business


The information you gather is for you – for your success


You have to be fair with yourself about whether this ideas will work or try other ideas


This is the opportunity to find out for yourself

Market Research answers questions like:


How will people react to a certain topic, habit, activity or business


Will my idea work – Can I sell my product or service to make money?


What marketing (advertising) tools will work for my business?


How much product or service can I sell?


Is there a need to add more new products or service?

What you want to find out about each group of customers are:


Who:  Who is your customer?  Is it a retail craft store?  Online (website)? Demographics like male / female / age range / income level.

Where:  Where do the live or come from?  The world through the internet; travelers from other countries; or people in your community.

When:  When do they purchase?  Time of year or event: Weather – summer, winter, fall, spring, sunny, snowy, rainy etc.: Lifestyle – with children, over the age of 50, seniors.

How:  How do they want to buy what you have?  How are you going to deliver your products or services?  To find out what works best, check out what the competition is doing or ask you potential customers.

Worksheet 3.1 – Your Customer and Market

   It is important to understand your customers’ lifestyle and how your customer buys a product like yours.

Who: Do you think is your customer?

	Age, usually given in a range (25-30)
	     

	Sex
	     

	Marriage/partner status
	     

	Location of household
	     

	Family size and description
	     

	Income (How much can they spend)
	     

	Education level
	     

	Where do they work? Or do?
	     

	Interests (What do they want)
	     

	Cultural, ethnic, racial background
	     


Where: Do they live and or come from.  

     
When: Will they Purchase your product or service?

     
How: Will you get your product or service to them?

     
My target market is: 

     
(In workbook 2 we will look closer at Market Research)

Let’s Review Part Two
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In part two we covered:


Developing your Idea


Your Business – The Big Picture


Market Researching your idea

When we put Part one and two together, you will know what kind of business you would like to have and what your products or service will be.  

This is a very exciting place to be because it means you are ready to “Get Going” with your business. 

Every business, no matter how large or small, starts with an idea.  Some people start a business on one good idea, but you can increase your chances of success if you have several ideas on the go.  

This first workbook involves brainstorming.  Keep an open mind.  Look at all the possibilities.  There may be several you have never thought of and remember that evaluating promising ideas requires research, as well as creativity.  

It is always cheaper to examine an idea before it becomes a reality; than to take on the expense of a business failure!

Research Information

Types of Business


http://www.canadabusiness.ca/eng/125/ - an excellent write-up about starting a business including things to consider when purchasing a business; from the Canada Business Service Centre website.

http://www.canadabusiness.ca/eng/125/144/ - guides available from Canada Business on starting a business.

Business Opportunities


http://www.smallbusinessbc.ca/pdf/ebo2002.pdf - Exploring Business Opportunities Guide; from Small Business BC website.

Stats


www.bizstats.com – Stats you can use for comparison


www.gdsourcing.ca – Profile of household expenditures
· http://www.bcstats.gov.bc.ca/data/dd/facsheet/cf_rd.asp#RD23 – regional and community facts from BC Stats
Other Contacts


www.communityfutures.ca – Community Futures offices across Canada

www.gc.ca – Federal Ministries and Agencies
Some other ideas for research are organizations specific to your industry such as the Canadian Sport Fishing Association, Information Technology Association of Canada, Canadian aAssociation of Optometrists, Canadian Association of Management Consultants, etc. 

Also look for publications specific to industries such as journals, magazines, etc.
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Lack of will power has caused more failure than lack of intelligence or ability.


 ~ Unknown





Only as high as I reach can I grow, only as far as I seek can I go, only as deep as I look can I see, only as much as I dream can I be.


 ~ Karen Ravn





Whatever course you decide upon, there is always someone to tell you that you are wrong.  There are always difficulties arising which tempt you to believe that your critics are right.  To map out a course of action and follow it to an end requires courage.


 ~ Ralph Waldo Emerson





You miss 100% of the shots you don’t take.


 ~ Wayne Gretzky





Some people want it to happen, some wish it would happen, others make it happen.


 ~ Michael Jordan





Success in business requires training and discipline and hard work.  But if you’re not frightened by these things, the opportunities are just as great today as they ever were.


 ~ David Rockefeller





Don’ be afraid to give your best to what seemingly are small job.  Every time you conquer one it makes you that much stronger.  If you do the little jobs well, the big ones will tend to take care of themselves.


 ~ Anthony Robbins





Doing the best at this moment puts you in the best place for the next moment.


 ~ Oprah Winfrey





Successful people aren’t born that way. They become successful by establishing the habit of doing things unsuccessful people don’t like to do.  The successful people don’t always like these things themselves; they just get on and do them.


 ~ Unknown





I’ve always believed tat if you put in the work, the results will come.  I don’t do things half-heartedly.  Because I know if I do, then I can expect half-hearted results.


 ~ Michael Jordan





Wealth is not a matter of intelligence, it’s a matter of inspiration.


 ~ Jim Rohn
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