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Managemen of
= Income/Expenses
= Taxes / Tax Deductions
= Mileage
= Etc.
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asearch First:

RNV EINSRsIENarket for your product(s) or
SENVI e(_; )L |

m\ViEisite competition like?

bl \/\/ha't S¥tie customer base/demand like?

m \What are the requirements for your
business on a daily/event basis?

m What is the current pricing like?

m What are the legalities?**
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3searcn First: |
| W) Bipment will'be needed?
= Start a financial pla
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“ifinancial Aspects:
s What'isithe total ?

[ARerder to get your business up and
running, v ré] will you need to spend?
This'may include (but is not limited to):

- — Equipment

Office Supplies

— Legal Documentation & License Fee(s)

— Rent

— Fax Machine/Line

— High Speed Internet & Computer




| Sh-i-pping

= Brochures;/ Fliers cleclellyle

= Advertising m Formal Attire

‘m Contracts & Other

Insurance %
-

= Promotiona Events Documentation

m Website y m Printer/Ink/Paper for

= Memberships in Receipts
Associations m Computer Protection

= Raw Product(s) m Etc.
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sinancial r\Jr)dcc

m Will'a bank loan be needed?
slmmaculate Credit Rating Needed
= Be'carerul of interest rates!

= How much will it cost to keep the
business going?

= Daily / Weekly / Monthly / Yearly
m \What are the financial gains?
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“ Financial Aspects:

m DO THE MATH!
s S
~fhcome EXxpense
Income "Expense
+ Income %+ Expense

Total Income Total Expenses

X =Y =17




s Examplez If the total expenses for 1 year
arepsil2, 000 and the average income per

svent is $500, how many events need to
take place ead\‘year to break everr? 14

How many events per month? 2

m If that number of events do not occur, can
you still afford to make the payments??
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‘ L fiord the risk?

“m Answer the ‘Wﬂ%t if's”:
- mWhat if the competition is too strong?
m What if customers won't buy?

m \What if some other aspect of your life
needs financial support?
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Keysfior' Suecess: 3
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2'Seppe of Business:
m Just how big is \ ou@usiness idea??
s [A@ividual vs. Partnership
= Privately Owned vs. Corporation
~ mFly ing “Solo” vs. Under Another
- Company’s Wing
m [argeting:
= Wolcott, Wayne County, NYS, USA ...
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)PE Of B Isiness

rule: “The larger the
5, the larger and more important
hing becomes.”

”

=fnsurance
=} egal Documentation
= Start-Up Costs







4

= Do what is neces arho make your
customers happy.

= If you'sell a cheap product — Sell it
cheap!

= If you sé“a high quality product —
Sell it at a premium price!
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“'Marketing/Aavertising:

s How'are your customers going to find

outrabout you??

Once they know your company exists,
oW are they going to get to know
your product??

m Once they know your product, how

are they going to be able to purchase
from you?



“'Marketinc J/r\rlverrjx Tools:

m Int 1

« HAVE / r\‘ﬂ'ff [TEIIII

- Make your website easy to navigate with
inksp..most areas of your site on your
homepage.

- Use pictures whenever possible.
- Include as much information as possible.
- Keep it updated!!
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arvice:
\ . WWW.E elleratord1 com

o Websﬂ 5V|der

s WWW.homestead.com



http://www.excelleratordj.com/
http://www.excelleratordj.com/
http://www.homestead.com/
http://www.homestead.com/
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" Have \/ﬂ“ C

= Hard-Copy Advertising:
= Targeting your primary customer, find

1 or 2 highly viewed advertisers
— Research costs and weigh benefits!!




'Marketing/Advertising Tools:
m Some oeptions to consider:

= Color vs. Black/White

= Picture vs. Leﬂ'()nly

i € O Ads

= Etc.

m [0 help determine these options, take
a look at others’ ads and see what
‘looks good or attractive’ and vice-
Versa.




Suecess: 6

;. BusIin Goals:
= Short Term:

» Use a timeline

— Date to start business

~ mLong Term:
= What doﬁu want to make your 1st yr?
= What do you want to accomplish?
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dagement: |
| IFJC‘JJ'J"/E/{p':‘J"J%. , ‘
s Tlaxes / Tax Deductions
- = Mileage '

m E1C.

mUse afi grsystem
= BE ORGANIZED!
= The better your records, the easier it will

be to manage your business and track
your sales.







'ment of:
v Income/Expenses
v' Taxes / Tax Deductions
v' Mileage
v Etc.



