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Before starting a business
Mental Preparations:

Do you have what it takes?

---Freedom? More hours working when starting a business than working for someone

---Hardship? No breeze, expect to get a dose of overload
---Perseverance and confidence? Can you keep going when it gets too tough

---Motivation? You like what you’re doing?

---Innovation and risk-taking? Make the right call when you have to?

---Support? Family got your back when you need it?

Physical Preparations:

Do you know what you’re doing?

–-Got a plan? Know what you need to do to get going?
---Type of business? Retailer, new product marketing, professional service

---Got the $$$? Enough saving/financial support to last through the initial stage?
---Money making idea? A need for it?

---Knowledge? Know anything about the field, target customer?
What is a patent?


-What can you patent?


-When should you patent?


-How patenting works in Canada?


-How much does a patent cost?
Types of business

· Taxation

· Liability

Business plan

Capital 

· Requirements

· Source

· Equity capital

· Debt capital

· Short term

· Long term

Marketing

Dreaming about having your own business, but have no idea where to start? According to Statistic Canada, “at least half of new companies in Canada go out of business before their third anniversary”, so before starting a business, entrepreneurs need to be well prepared and ready to face many challenges. This paper will [describe necessary considerations] and elaborate guidelines to make a business a success.”

(http://www.statcan.ca/Daily/English/000216/d000216b.htm)
Many people dream of owning their own business but do not have the know-how; this paper will provide the basic steps and guidelines to starting a successful business. 

The first step to a successful business start-up is sufficient preparations before actually launching a new business. Unfortunately, not everyone is cut out for the business world. An entrepreneur must possess perseverance and communication skills. An enterprise that falls back when the going gets tough has as much chance of success as an enterprise with no connections, that is to say none. However, possessing these two qualities do not automatically equal to a successful business. Many other factors must be carefully considered and weighted.

 Many people wish to own a business simply for the sensation of freedom, but any business owner would admit that running an enterprise requires much more work than a regular job. The workload gets even heavier for a new business since a start-up is often a one-man show where one is required to act simultaneously as CEO, secretary, clerk, etc. So unless one is willing to put in the necessary effort, he should not bother starting a business. 

Now suppose that one is ready to make the necessary effort, it is not yet time for him to launch the business. He should draw a plan, not the business plan he needs to seduce the potential investors, but a detailed outline of what he intends to do, what he needs, how much it would all cost, etc. This will help him answer several key questions. 

First of all, what type of business does he want to start? Will it be a retailer, marketing a new product, or simply providing professional service? Different types of business certainly require different approaches and strategies and it is better to think it through before hand. 

Second, a business idea is not worth considering unless it can make money. In a market saturated with competition, a new business can never survive without providing any form of innovation such as a revolutionary product, a unique service, etc. 

Third, a marvelous product tossed at the wrong customer is an utter waste. A smart entrepreneur should know about the market so he can save a lot of time by promoting his company directly to the target customers. 

Finally and most importantly, successful business start-up requires careful financial planning. Never expect to make profit since day one, in fact, do not expect to make any money at all at the beginning.  To ensure everything runs smoothly until capital starts circulating, one should make sure he has enough saving to last through the initial stage. 

An entrepreneur with plans to market a new product or method should look into getting a patent. A patent is a document that protects the rights of the inventor so that energy invested during development can be recouped. Patents apply only to new products or methods that show ‘inventive ingenuity’ – that is not an obvious extension of something that already exists. 


The inventor should hire a qualified patent agent to assist with this lengthy and complex task. It is also an expensive process: the total cost of filing a patent can range from $4000 to over $25000 depending on the complexity of the product. The entrepreneur should determine if the benefits of patenting outweigh the costs. One should file a patent as soon as the product has been invented, however, an entrepreneur should only file when the invention is sufficiently developed. Future additions will require additional patents, which will require more money. The invention should not be revealed before patenting as that will invalidate the application


The first step to patenting is finding out whether or not the product or process has already been patented. This can be done by searching a national patent database or Google Patents. If it already exists, the entrepreneur may choose to: buy the patent, collaborate with the inventor or try and invent something else. If it does not, then the entrepreneur can begin writing the patent.


The patent must provide a clear description of the product and its usefulness and define the boundaries of the patent’s rights. A patent should cover the objectives, applications and limitations of the invention as well as existing related patents and where the invention should be patented.  


After a patent application is submitted, it is then examined. The examiner may have objections to certain claims in the patent. The entrepreneur may then choose to either amend the patent or appeal to the Commissioner of Patents. If the application is approved, a patent is granted.

----

There are three main types of business structure: sole proprietorship, partnership and corporations. The first two classes are similar, relatively simple to implement and have the particularity of merging owners with the business. It’s great for saving on taxes, because all of the business revenues are taxed on the owner’s declaration and some personal expenses can be claimed as business deductions. The main disadvantage is that each owner has unlimited liability for the whole business’s activities, so if the venture goes bankrupt or one of the partners runs off with all the company’s money, whoever is left is not only looking for a new job, but is also personally responsible to repay the business debt.
Alternatively, a corporations “is a legal entity separate and distinct from its owners; it has many of the rights and duties and privileges of an actual person.” This type of organization limits the owners’ liability to the investment made in the business. The main disadvantage of incorporating a business is that earnings are taxed twice: first as corporate earnings, then secondly as personal earnings when owners are paid.
No matter what type of business is chosen, a solid business plan will eventually be required. The purpose of such a document is to put the business idea on paper before it is executed. Just like an engineer’s drawings before construction, it will allow the foresight and fixing of potential problems before they occur, as well as optimization of resources allocation. This plan will also be required by potential investors to ensure that the business has been thought through and is serious. 
A business plan also evaluates the capital requirements of a project. Business investment can be classified in 2 categories: equity capital, which refers to personal investment, and debt capital, which is money coming from an outside source should equity capital not cover all the financial needs.

Any business will require the owner to provide some equity capital. It can take many other forms than money, such as labor (“sweat equity”) or personal assets like buildings or land. Even if it is insufficient to finance the whole business venture, a high level of personal investment in a business will show potential lenders that managers are confident with regards to a profitable outcome of the business venture.
The debt capital can come from many sources, and in most cases is paid back with interest. If the required funding can’t be acquired through personal networking, there are many government financial assistance programs available for entrepreneurs. The downside of this type of funding is its limited quantity and the overwhelming amount of paperwork and auditing associated with it.

Most frequently, entrepreneurs will borrow from a bank, which offer two categories of loans: short term and long term. Short term loans, often called ‘line of credit’, refer to anything that will be repaid within the year. Being of a lower risk nature, they are easily available and are usually used to finance excessive inventory or unusual operating expenses. In order to finance fixed assets such as buildings and machinery, a long term debt is required. In such an agreement, the banks will usually ask for a form of collateral or available equity to back up the loan.
---

Marketing

The main goal of marketing is to attract people and to convince them to purchase a product or service. In order to start a good marketing, the first step is to define the market as accurately as possible. This lets a deeper understanding of clients and makes it easier to target sales and marketing efforts.

Every business has a specific marketing strategy that usually works best and has already been proven by the most successful competitors. A new entrepreneur can benefit from their experience by copying successful marketing plans, including selling methods, pricing and advertising.

As a general rule, if the customers are satisfied from a product or service, they will recommend it to other people. In addition, it is recommended to start by selling to end-users and to small businesses. This will create more accessible customers that could be analyzed regarding their needs and feedbacks before hitting bigger targets. Also, small businesses are usually more likely to take new, unique or hard-to-find items to differentiate themselves from larger stores and this increases the chance of success in selling the product. 
Marketing tools 

Communication is the key part of marketing. Unless potential clients and customers are aware of the business, they will not have the information to contact it or to purchase its products. When they are aware of the business, they should be able to contact it easily. This type of communication includes brochures, various forms of advertising, contact letters, telephone calls, etc. Also, there are many types of paid media to deliver a message. A few of the most commonly used are prints (newspapers, magazines and newsletters), radio, television, Yellow Pages (online and printed), Direct mail, etc. Particularly, the Internet has become a very important business tool. Even if the entrepreneur is not ready to sell the product on the Internet, it is very important to develop a Web site or home page that lets people know about the business. For example, a new marketing tool that is a huge benefit to local businesses is the “local” link on the search engines like Google and Yahoo. According to media research and consulting firm Borrell Associates, online advertising placed by locally based businesses totaled $2.7 billion in the United States last year and is continuing to grow. After all, nearly 85 percent of all internet users perform online searches and if the name of the company appears near the top of the search results, it may attract as much as six times the traffic and double the sales of others, according to Kim t. Gordon, a marketing coach at Entrepreneur.com.  

Also, the business name and a memorable logo that represent clearly the business add to the marketability. A good name is: easy to remember and simple to spell and pronounce.

PAGE  
7

