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How to Start a Business

David Meadows

Action Guide

USCFE’s Action Guides will get you “working” on your business or idea by answering the Action Items in each (RED) section of each lesson.

Take time to answer each Action Item.

Schedule events on your calendar and use each page below as your personal “to do” list.

Each lesson can be extremely valuable IF you implement the lessons with consistency and follow through with each Action Item.

Action Items begin on next page.
1.0
INTRODUCTION

1.1
Stay employed while conducting research – Think like a customer and a business owner.

ACTION ITEMS: 
ACCEPT that family members do not like risk, but always keep in mind that if you want to be successful, high levels of risk are required.  To be willing to be a business owner, the budding entrepreneur must find a way to overcome his/her own fears of failure, as well as the fears of family members.  As such, with respect to the family members who are fearful, thank the family member for his/her concern, set the concern aside and move on.
LIST some of your fears and those of others regarding starting a business:

1)

2)

3)

4)

5)

NOW keep them in your mind, but as challenges you will work to overcome.

1.2
Get organized – Document ideas, research, meetings and purchase a website address.

ACTION ITEMS: 
THINK in terms of your customers and audience.  Is your new name easy to remember?  Is it easy to spell?  Is the name short?  Are there other similar domain names that users will type in and find your competitor rather than you?  Can you purchase the plural spelling of your new name?  Can you purchase misspellings of your new name?  Are other extensions such as “.net” or “.org” available to purchase?  Do your competitors own those extensions?  When confident about your best name and future, purchase .com, .net, .org and related ones.
LIST your domain name ideas:

1)

2)

3)

4)

5)

RESEARCH a domain registrar to see if your domain name ideas are available. While you search, click on the “WHOIS” or “Click Here for Info” link to find out which individual or organization “owns” the domain name.  
PURCHASE your domains or review WHOIS and contact the owners about purchasing the domains.

1.3
Set Goals and Due Dates

1.4
Clarify your personal motivation for developing a new business

ACTION ITEMS: 
WRITE what motivates you to develop your new business.

1.5
Network – Learn to build your business “contact” network.

ACTION ITEMS: 
BEGIN listing below all of the individuals that could possibly help you in your adventure with your new product or service.  You really want to type these names straight into your database or Excel spreadsheet, but if you don’t have that in front of you, then jot down names of individuals below and write or type other names next to the questions below. Take the time to write the names down right now.

1)

2)

3)

4)

5)

6)

Who do you know that could help you with your new business idea?

Who do you know from church?

Who do you know from work?

Who do you know from school?

Who do you know that might be in an organization with you?

Who does your doctor know? 

Who does your lawyer or accountant know?  (Referrals from trusted advisors are golden!)

Who do your best friends know?

Who do your best friend’s parents know?

Who in your neighborhood could help you?

Who does your family know?

Who do your relatives know?

Who works with your parents?

Who do you know from local stores nearby to your home, school or office?

Who do you know at your favorite restaurant?

Who does your haircutter know? 

Who do you know in your online LinkedIn.com, Facebook.com, and Myspace.com accounts?

2.0
PRODUCT AND SERVICE DESCRIPTIONS

2.1
How would you describe your product or service?

ACTION ITEMS: 

DESCRIBE your product or service in one paragraph.

2.2
Does your product or service solve a problem or create an opportunity?

ACTION ITEMS: 
DESCRIBE how your product or service solves a problem or creates an opportunity.

2.3
Why will customers want to buy your product or service?

ACTION ITEMS: 
DESCRIBE why customers will want to purchase your product or service.

2.4
Describe your ideal customer and where you will find them.
ACTION ITEMS: 
DESCRIBE your ideal customer.

DESCRIBE several examples of where you will find your ideal customer.

1)

2)

3)

4)

5)

6)

7)

8)

2.5
Describe your product or service in three words.

ACTION ITEMS: 
DESCRIBE your product or service in three to five words.

3.0
COMPETITIVE RESEARCH

3.1
Uncover your competition through competitive tracking resources.

3.2
Is your product or service already on the market?

ACTION ITEMS: 
BEGIN researching your product or service industry now by utilizing your three to five word description of your product or service with the Research Resources below.  Start keeping a record of your research right now.
Research Resources

General Information

www.Hoovers.com (View free “Industry Overview”)

www.dnb.com 

www.ThomasNet.com (Industrial Products and Services)

www.wikipedia.com (User generated content that may not be 100% valid)

www.allbusiness.com
www.411sbfacts.com (National Federation of Independent Businesses / www.nfib.com) 

Search Engines

www.Google.com 

www.Yahoo.com 

www.msn.com 

www.Ask.com 

www.About.com
www.AltaVista.com
www.dogpile.com 

Business Magazines

The following magazines are a great place to conduct research for your topic.  Begin by using the magazine’s “search” feature and input the three-word description for your product, service or company.  Be specific in your research and limit your time on each magazine’s website, so that you do not lose time reading numerous unrelated articles.
www.business20.com 

www.entrepreneur.com
www.fastcompany.com
www.forbes.com
www.fortune.com
www.fsb.com
www.inc.com
www.success.com

3.2
Continued…

Local Library

Reference Desk


Librarians can be extremely helpful in assisting with company research.

Request the Encyclopedia of Associations and locate your industry classification.

Contact professional societies and trade associations to learn about a specific industry.


Contact www.asaecenter.org to uncover a specific industry association.

Request Industry Reports, Trade Magazines and White Papers from the associations.

U.S. Patent & Trademark Office

Click on www.uspto.gov and then click “How To Search” in the upper right hand corner.

Now, perform three searches to uncover additional competitors in your industry.

1) Search Patents now ( Issued Patents Quick Search ( Narrow your search terms

2) Search Patents now ( Patent Applications Quick Search ( Narrow your search terms

3) Search Trademarks now ( New User Form Search ( Narrow your search terms

3.3
Who is your competition?

ACTION ITEMS: 
IDENTIFY three potential competitors using the research methods described in this section. Take notes on what you learn about each competitor.

1)

2)

3)

RESEARCH - What additional information do you want and need to know about your competitor?  What financial data, trends or numbers could you acquire to build your projections? Write them here.

CREATE your own questions for the type of information that is important to you.

3.4
How will your product or service outperform your competition?

ACTION ITEMS: 
EXPLAIN why customers will prefer your product or services over your competitors?

3.5
Will your product or service cost less or more than your competition?

4.0
TARGET MARKET RESEARCH

4.1
What features and benefits do your customers want in your product or services?

ACTION ITEMS: 
WRITE a clear and concise description of your product’s best features and benefits. Describe your product as if you were the customer reading about your product or service in a magazine advertisement.
4.2
How much will customers pay for your product or service?

ACTION ITEMS: 
PROVIDE the “average price” that YOU would pay for your product or service

PROVIDE your COMPETITOR’S “average price:”

PROVIDE the “average price” that you hope PROSPECTIVE CUSTOMERS will pay:

4.3
How can you get in front of the exact customer that will buy your product or service?

ACTION ITEMS: 
CREATE a clear and concise description of your ideal customer.

LIST the top five areas to locate your ideal customers:

1)

2)

3)

4)

5)
4.4
Product and Service Introductions – Intellectual Property, NDAs and Sell Sheets

ACTION ITEMS:
ADD “Copyright” or “©” the year and your name or company’s name to every document, web page, etc. This is not required to gain protection, but is recommended. 

Ex: Copyright 2010 USCFE or © 2009 USCFE

PLACE TM on all your logos, brands, tag lines, and other unique words, designs, or phrases that relate to your product or service to signifying it is your trademark. This will give you some protection while you go through the registration process with the USPTO.
Ex: USCFETM 

SCHEDULE a meeting with an intellectual property/patent lawyer or patent agent.
Prior to your meeting: research www.USPTO.gov to learn about: patents, provisional patents, and related terms. There is a real strategy to patenting an idea. So go to the meeting prepared. Do not waste your time or the lawyer’s time with the definition of what is a patent? Research the basics, so that you can gain the most from your meeting.

During the meeting: do not simply disclose your idea/invention. You are not seeking his or her help patenting your product just yet. Instead, ask how you can share your idea/invention with others and not jeopardize the patentability of it. This is VERY IMPORTANT! Do not proceed to disclose your idea/invention to others without consulting the lawyer or agent first.

OBTAIN and use non-disclosure and non-compete agreements.

DEVELOP a Sell Sheet and add relative information such as: product, service, and/or company name, and suggested prices, etc.

WARNING: If you feel your product is PATENTABLE, be sure to consult a patent lawyer for assistance prior to disclosing your product in a Sell Sheet or web page.  Moving forward without consulting a patent lawyer may jeopardize the ability to get a patent.
4.5
Survey Creation – Methods, tools, objective/subjective research, SurveyMonkey.com, etc.

ACTION ITEMS: 
CREATE a survey using the guidelines in this section. Try using www.SurveyMoney.com. Register for a free account before you upgrade to a Pro account. Start surveying people or find someone who can do the surveys for you.

5.0
PROFIT POTENTIAL

5.1
How will you produce your product or service and how much will it cost to produce?

ACTION ITEMS: 
USE the lessons within this section to write out how you will produce your product or service: How will it be produced? How are others producing similar things?

WRITE down each of the costs to produce and fulfill your product or service?

5.2
Can you combine your product or service with another product to produce it faster or better?

5.3
Is your product or service in a market that is growing or declining?

ACTION ITEMS: 
GOOGLE “(your industry) growth rate” or try “(product or service) growth rate” and see what search results appear.  Just keep researching each link and you will find lots of data.  Is your industry growing or declining?
5.4
How much will it cost to reach paying customers for your product or service?

ACTION ITEMS: 
WRITE down the additional costs that will be incurred to reach your customers.

5.5
Do you believe your idea has the potential to generate ongoing profits?

ACTION ITEMS: 
Do you believe your product or service has the potential to generate ongoing profits?

____ Yes
____ Maybe
____ No
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