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Introduction
Millions of baby boomers are starting to make one of the most important decisions of their life! They’re leaving the business world behind and entering the challenging world of retirement. Many are nervous about this dramatic change in their life. They’re acutely aware of the fact that they’re about to give-up the security of earning a regular paycheck and start living on what they’ve managed to save to meet their retirement needs. And, the brutal recession that started in 2008 has had a devastating effect on their retirement accounts.
As a result, do you ever wake up at night worried about the financial setbacks you’re experiencing with your plan to retire in this chaotic economy? Does it aggravate you when the value of what you’ve managed to save for retirement over your lifetime always seems to be going in the wrong direction? The stock market nosedive that came on the heels of the 2008 recession devastated many people’s retirement plans. The following graph shows what happened to the average price of a stock on the New York and NASDQ stock exchanges from March of 2008 through March of 2009:

If you are one of the millions of Americans counting on your savings to help you retire comfortably, then you’re got to be concerned about what has happened to its value over the past few years from the stock market and home-value meltdown. What steps can you immediately start taking to supplement your retirement income?
Consider starting up a home-based business before or after you retire. Although that may seem like a daunting task, it doesn’t have to be. Starting up a business can be challenging, but it can also be fun and can reward you financially beyond your wildest expectations. It’s Boom Time Baby! How to Make Money after You Retire shows you how to do that in these tough economic times. As you begin reading the material in this thought-provoking and practical book, you’ll discover what steps you need to take to build a home-based business that will supplement your retirement income.
Based on your personal situation, we’ll show you how to get started. Each chapter features a rich array of “here’s how-to do it” illustrations that are supplemented with related websites you can go to for additional information. The quicker you start your own business, the quicker you’ll start improving the financial future of your retirement. As an added bonus, It’s Boom Time Baby! How To Make Money After You Retire includes an appendix which outlines several home-based businesses you can start-up.
Chapter 1 Getting Started
Whatever you do, be good at it before you start doing it.
Your alarm clock clicks on abruptly at 6 am. It’s pounding Billy Idol’s “Rebel Yell” at you as you slam your arm across your chest to hit the snooze button. You snicker to yourself at the accelerated speed you’ve gained over the past 40 years of snooze control. But today is different. You can barely think of work, and yet you are anxious to get to the office and remind everyone that the day has finally arrived. Retirement is here. This is the last day of cubicle hell. You’ve already cleaned out the clutter your office. Now you get to relish in some store bought sheet cake and candid farewells to all of your co-workers. Its boom time, baby, and you’ve waited for the arrival of this day your entire career. Visions of exotic travels dance in your head. It’s all just moments away.
But, as reality sets in, and you begin to get a little nervous. You’re starting to realize that you are leaving a known and comfortable environment. You’ve built friends and companions that you have come to rely on. You realize how you have come to enjoy the lunches with your “three amigos” where you discuss stories from your college days during your Friday lunch outings. You get a bit anxious as you begin to think about your retirement funds and start doubting that you are really fully prepared to lose this comfortable and steady income. You get a little flustered as you start to think about what you are going to do during to fill your retirement days. It all begins to get a bit overwhelming.
The wait-and-hope syndrome is one of the reasons why many Americans are antsy about what’s happening to their retirement savings. Although saving your hard-earned money for retirement is one of the smartest investment decisions you’ll ever make, you have got to know what you can do to supplement it if necessary, after you retire. Starting up your own business can help you do that and offers significant tax breaks and numerous other advantages as well. If you want to get the full benefit out of your startup, then you got to have a solid business plan and know how to evaluate the business options you’ll face along the way to optimize your retirement benefits. This interactive book shows you how to get started creating a profitable home-based business. You’ll also discover how fun and exciting a startup can be in the next chapter of your life.
Where Do You Want To Go?
The cover on a recent issue of U.S. News & World Report magazine featured a smiling, vibrant photo of a sixty-plus-year-old man. The headline read; “Yes! You Can Still Retire.” Now that growing numbers of us can expect to live to a hundred; those of us at sixty-plus are looking ahead to the second half of our life. Many of us believe we can pretty much shape, design, and structure our retirement as we wish.
When we began writing It’s Boom Time Baby! How To Make Money After You Retire, we
thought that having a home-based business would be an appealing option for people approaching retirement. To test our premise, we spoke to a number of preretirement groups. We quickly discovered that the last thing these folks wanted to do was any kind of income-producing work after they retired. They wanted to travel, spend time with their grandchildren, and pursue their favorite leisure-time activities. But in the aftermath of the most devastating recession since the Great Depression that started in 2008, that has changed dramatically. The idea of starting a home-based business has become enticing to many boomers approaching retirement, probably for one of the same reasons you got this book. What’s your motivation? Why are you attracted to starting a home-based business when in the past, people your age were thinking about booking a cruise or joining a golf club? Here’s what boomers are telling us.
Lots of us like to work. Boomers have always been career-oriented, and this is not changing just because we are about to retire from the corporate world. In fact, for many of us this stage of life is the chance we’ve been waiting for. Many of us have wanted to be our own boss for some time, but it wasn’t practical until now. We are about to become “free agents” when we retire. It doesn’t mean we aren’t interested in working; we just want it to be on our own terms.
We need to work after we retire. Many boomers have a growing concern about their financial security. Their number one financial concern is that they will not have enough savings to maintain a good quality of life when they retire unless they do something different. So finding a flexible way to continue earning an income after retiring is becoming not only an appealing option, but a compelling one.
Unexpected problems have sidetracked our retirement plans. Lots of us thought we had planned adequately for our retirement, but unexpected circumstances intervened to jeopardize our best-laid plans. The dramatic collapse of the stock market and home values over the last couple of years pulled the rug out from under a lot of our plans. Many boomers can’t afford not to work.
We want to try something new and stimulating. In our discussion with boomers, we found that interest in starting a home based business often sprang from a desire to do something new, interesting, and exciting. Continuing to challenge ourselves is rapidly being recognized as an integral part of staying “healthy” in retirement.
We’re living longer. Boomers realize that they have a lot more years to plan for than they originally expected. When Social Security was created in 1935, the average life expectancy was 63 years. The life expectancy today in the United States is 83 thanks to medical breakthroughs in cancer and heart disease. On the flip side, they will need more money to maintain a longer life span. It’s no wonder that many boomers intend to work in some capacity after they retire.
We want to spend our retirement years our way. Throughout their lives, boomers want to handle their retirement years differently than preceding generations. They want to do something fresh and original. They’re especially excited about becoming entrepreneurs and starting up their own business. They are using a variety of ways to tailor their lifestyles to fit their goals and preferences in ways salaried jobs rarely make possible. Some work part of the day, week, month, or year. Others work full-time, are selective about whom they will work for, and what kind of work they will do. Still others are keeping their salaried jobs and starting an appealing home-based business on the side. So the trend has begun.
Do You have enough Money to Retire?
One way to determine what you’ll need to live on when you retire is by using one of the many retirement calculators that are featured on the Internet. A major benefit of using a retirement calculator is that is gives you a reality check on the investment you’re making for your retirement. Will the amount you’re saving and investing enable you to accumulate what you’ll need for retirement? A good calculator will help you answer this question and help you identify any short-falls in your retirement plan. Do you need to supplement your retirement income to sustain your standard of living? Here are several excellent retirement calculators to select from that will get you started:
Advantages of Starting a Home Business
Why would you want start a home business? That's likely not what you were considering doing when you retire. Before you answer the question, it’s important that you want to start a home business for the right reasons, not the wrong ones. Retiring from your job and starting your own business just because you need some extra money is definitely a wrong reason. Starting your own home business because you want to buy a condo in Hawaii is also a wrong reason. Starting your own home business because you have a good idea, want the potential to improve your lifestyle, and have the determination to see it through are good reasons. Take the time to read this book and think through the entire startup process, weighing advantages against disadvantages before you make your decision.
There are many advantages associated with starting your own home business. When you work for someone else, you have only a fixed number of hours in the day to work for a fixed income. However, when you own a business, you can increase what you’re making in many ways by hiring employees and sales people to increase revenues, find more customers to increase sales, or open in new geographical areas to expand your market. Once you have built a business that is generating revenues and profits, you can greatly increase your retirement income.
You also have the ability to create your own work environment and the flexibility to determine how you operate your business. You can set your own work hours like walking the dog at noon, be at home to let the TV repairperson in, and do a host of other personal activities on your schedule. You become your own boss. It's not so much the potential to generate a substantial income, but simply the sense of freedom and independence of being the owner of your business.
Operating a business from home also qualifies you for a number of the tax benefits that aren’t available to you when you work for someone else. For example, as soon as you’re open for business, a portion of your utility bills are tax deductible, a portion of your transportation costs equal to the percentage that your car is used for business are tax deductible, and even the cost of this book is an allowable education deduction.
Disadvantages of Starting a Home Business
Not every boomer is suited for starting a home business, not because they are afraid, but because operating a home much harder than the many realize. It’s not uncommon for home business owners to work in excess of 60 hours per week with little time off and less financial compensation than they thought they would make. There’s also a high home business failure rate. Four out of every five home businesses will fail within the first five years of operation. Why? Of course there are many reasons but the most failures can be traced to the lack of proper planning and include:
Lack of business skills and/or money
Starting the business for the wrong reasons
Bad business idea for products or services
Lack of self-confidence
When you own and operate a business, there is little if any support system in place to help share the workload, anxiety, and daily strains of running a business. You’ll be wearing many hats. One day you are an accountant, the next day a customer service representative, the following day a salesman, and the list goes on and on.
If things get too tense when you’re working for someone else, you can call in sick and take a day off to recharge your batteries. But when you own a business, this option is not so easy to execute. Who will answer the phones? Who will sell your products or services? Who will meet with unhappy customers?
Once you make the decision to jump into a home business with both feet, there is no turning back. The pressure will be there day after day and you will have to learn how to manage the pressure. Another overlooked aspect of starting and operating a business are the customers. Not only must you find them and convince them that your offerings are right for them to buy with their hard-earned money, you must also work almost as hard to keep them as you did to get them in the first place. The minute you let your guard down, there will be a competitor reaching out to take them over.
What Does It Take to Succeed?
Home businesses succeed by combining ambition, research, planning, and hard work. Success requires never losing sight of your goals. Most successful home business owners start searching for a challenging opportunity with enthusiasm, and focus on what they like to do and can do well. For example, if you enjoy fly fishing, find a niche in the industry that is not being filled and start a business that will service that niche. If you enjoy marketing, start make market consulting business oriented around your expertise in marketing. If you enjoy working with your hands, consider starting business that provides contractual services. Do what you love doing and the money will follow.
This is not to say there will not be bad days when you dislike what you are doing, however the good days should outnumber the bad. The best way to guarantee this is to start a business that involves something that you really enjoy. Your definition of business success may be to start a business that generates an extra $1,000 per month to help supplement your retirement funds, while another person's definition of success might be to do something that they’ve always wanted to do, regardless of the financial gain.
The key to knowing what it takes to succeed is really knowing your own personal definition of success, what you want to achieve, and then making it happen. Never get caught up in someone else's definition of success because that is like keeping up with the proverbial Jones. What’s good for the Jones may not be good for you. There are certain things that you “must do” to fully developed and manage a successful home business. Start with a well-thought-out business plan.
Planning is Everything
Planning every aspect of your startup will be critical to your future success. It’s a must if you’re going to succeed, which is why we devoted Chapter 3 (Startup Plans) to the subject. Ninety percent of people who did not conduct any meaningful planning when they started their home business went out of business in their first year of operation. The business planning process requires that you to analyze each business situation, research and compile data, and make conclusions based mainly on what the facts reveal. Several inexpensive personal computer programs that are available to help you get through the business planning process like the one that follows:
Business planning also helps you define your goals and determine the steps you need to take to achieve them. The business plan that you create becomes a road map that takes you from point A to Z and a yardstick to measure the success of each goal you set within your plan. This is not to say that your plan must be chock full of deadlines, but the basics must be covered including marketing strategies, advertising and sales tactics, and financial objectives.
If planning is an essential ingredient to the success of a home business, why do many people ignore this step? First, they do not want to commit the time and energy that’s required to develop a well-thought-out business plan. Second, many people are intimidated by the planning process because of their lack of understanding of how to put one together. Both excuses can be overcome. In the first case, there are no shortcuts in business. You’ll greatly increase your odds of succeeding if you plan for success. In the second case, read everything in this book that addresses how to create a solid business plan. Courses and programs offered in by your local community college and online may also help.
Selling is Essential
Your home business doesn’t really get started until you make your first sale and subsequent sales thereafter. Marketing, advertising, and promotional activities are completely worthless, regardless of how clever or expensive they are unless one simple thing is accomplished – they sell what you’re offering. All of your selling skills are for naught if you do not actively convince people to buy what you‘re selling. Your home business is not about the products or services that you sell or the prices that you charge for your goods and services. It’s not about your competition and how you compete against them. Your business is all about your customers, the people that will ultimately decide if your business goes boom or bust.
Everything you do in business must be customer focused, including your warranties, payment options, operating hours, presentations, advertising and promotional campaigns, and your Web site. You must know who your customers are inside and out. You have to know what they need and where the majority of them are based, how much money they want to spend for what you sell, and how often they want to buy what you have to sell. Everything you do in business must be for the benefit of your customers and potential customers. We’ll help you make these determinations in Chapter 4 and 5 that cover marketing and sales.
Leveling the Playing Field
Although your home business may be a small operation, that certainly doesn't mean you should not make every effort to streamline your operation by effectively using and applying technology to your business. You can take advantage of current and new technologies as they become available to level the playing field with your larger competitors. Technology allows you to access a larger base of potential customers. Create a website (see Chapter 6) and use it for marketing and communication purposes. Maintain an electronic mail list sending prospects and customers the latest news and information about your goods and services. Install an integrated telephone system with features such as voice mail, call forwarding, and fax on demand options. Use wireless devices such as cell phones, PDAs, and beepers to stay in constant contact with customer and prospects. Use laptop computers for presentations and have your own virtual presentation created on CDROM for use as a powerful sales and marketing tool.
Successful home business owners share a common denominator - they never stop investing in information and education that will make them better, smarter, and more productive businesspeople. They know that every dollar they invest in educational activities geared to make them more innovative, will pay them back tenfold by giving them a much-needed advantage in today's extremely competitive business environment. They read business magazines, marketing books, newsletters, and industry publications, knowing that these resources will improve their understanding of business functions and skills. They join associations and attend seminars to network with other skilled business people to learn their secrets of success to help define their own goals and objectives.
Putting It All Together
A home business must have a clearly defined and unique selling proposition that answers the basic question: "Why will people choose to do business with you or purchase your product or service instead of doing business with a competitor?" What one benefit or combination of benefits is going to separate your business from its competitors? Will it be better service, longer warranty, better selection, longer business hours, more flexible payment options, lowest price, or a combination of all of these? Additional information sources are summarized as follows:
Associations
National Association of Home Based Businesses 10451 Mill Run Circle, Suite 400 Owings Mills, MD 21117 (410) 581-1373, (410) 363-3698 usahomebusiness.com
National Association of Women Business Owners 8405 Greensboro Drive, Suite 800 McLean, VA 22102 (800) 556-2926) www.nawbo.org
SOHO America, Inc. (Small Office Home Office) P.O. Box 941 Hurst, TX 76053-0941 soho.org
Books
Building the Custom Home Office: Projects for the Complete Work Space by Niall Barrett
Get the Word Out About Who You Are and What You Do by Lee Silber
The Complete Idiot's Guide to Starting a Home-Based Business by Barbara Weltman
Websites
Briantracy.com provides business coaching information for small businesses.
Entrepreneur.com offers small business information along with product and service business options.
Chapter 2 Finding Startup Options
Search and ye shall find whatever it is you’re looking for
Boomers have learned a great deal in their respective career fields and have developed expertise in more areas than many may realize. Your expertise can prove to be a valuable asset in creating the foundation of your home-based business. It might be in the area of computer software, accounting, education, writing, computer hardware, desktop publishing, marketing, people management, or in many other career oriented fields. This chapter introduces you to the two startup categories to consider: Business Sector Startups and Private Sector Startups. What’s the difference between a business and private sector startup? Your customers. Business sector startups sell their products and services to businesses. Private sector startups sell their products and services to the public. The marketing tactics for a business versus private sector startups are different.
Business Sector Startups
A home-based business sector startup offers services to selected business customer, your target market and then delivers the best possible services to retain customers and gain new ones. You’ll typically be offering services based on your career knowledge and your business clients will pay you for providing them with information they need and want. In the business sector, specialty consulting services takes place when you focus your sights, energies and activities on a specific business field of your expertise (e.g., sales, management, computers, etc.).
Your competence is the key ingredient for successfully finding clients in the business sector. Clients will hire you when they feel that you have the skills, talents, and competence to help them. When given an assignment, your responsibility will be to focus on what is needed to complete the assignment, and then following through successfully. Listen carefully to what your client ask you to do so you can ask yourself the right questions; what exactly is their problem or need? How can I give them what they want? Why did they hire me? The more you examine your answers to these questions, the better service you can deliver to your clients.
Private Sector Startups
Customers will hire you when they feel that you have the skills to provide them with a service they need like landscaping. When given an assignment, focus on what is needed to complete the assignment, then follow through successfully. Your competence, experience, and interest in what you’re offering are the essential attribute that will attract private sector customers. They are will only do business that they believe is honest and will treat them fairly. In this regard, your willingness to guarantee what you’re selling will help you gain customer loyalty.
Part Time Startups
Businesses that can be started and operated from home are nearly limitless and expanding. Before you decide what type of home business to start, first decide how much time you are prepared to commit to your new business. Not everyone will be able to start a full-time home business and not everyone wants to make a full-time commitment to a home business. Each option has its own advantages and disadvantages, depending on your objectives.
A full-time venture involves the most risk, but also offers the most rewards. Risks come in the form of your initial financial investment, suspension of current employee benefits if you are leaving a full-time job with no guarantee of a steady income. On the flip side of the coin, the rewards can include the potential to make more money than you could working full time for someone else and pursuing your dream of controlling your future.
Many home businesses can be operated part time such as an income tax preparation service. You might decide to transition from your current job, decreasing the time you spend there each week and devoting more time to your new business. Unlike the leap of faith that a full-time effort requires, part-timers can enjoy the best of both worlds, while making the transition to a full-time home business gradually. The advantages include keeping an income stream from your current job, taking advantage of current employee benefits, and building your home business over a longer period of time.
A seasonal home business is suited to people who want to follow other interests and are prepared to work very hard to ensure that they can strike the balance required to do so. The balance is financial and time management, focus, planning and setting measurable targets to make sure they can stay on course.
Like What You Startup
An important factor influencing your choice of home business is doing something that you really like doing. Although the potential for making money may be a motivating force, if you don’t like what you’re doing, the dollars probably won’t follow. If you do not enjoy what you are doing, money will be of little comfort so carefully consider what you enjoy doing. And, you may be investing substantial capital and operating your business for a long time.
Get creative in terms of thinking about what you enjoy doing. For instance, if you enjoy landscaping, you can look at providing more than just landscaping services. You can also train others to become landscapers, write books or articles about landscaping or sell landscape-related products to your clients. Focus on what you enjoy doing to create related categories and match other criteria to create the ideal startup for you.
While most businesses, even in an area that you love, will include some tasks you do not enjoy doing, such as sitting behind a computer printing out invoices, you’ll want to find a business opportunity with minimal discomfort. Think about all the tasks involved in the business you’re thinking of starting and determine to what degree each task is important. For example, if you do not like working with numbers, you will have do it since all businesses will include some number crunching. However, some home business require more number crunching and/or the use of high-tech equipment than others,
Set Realistic Goals
Set realistic and meaningful goals for any home business you start. Whether your goals are grandiose or modest, make sure they’re important to you. Your personal goals might include the desire to grow in your business, work less as your business takes off, or attain more education. If a startup does not help you reach your goals, perhaps it’s not the right business for you. For example, if one of your personal goals is to travel every year, then a seasonal business, such as a lawn maintenance service may be a good startup choice, while a home business that requires daily hands-on management, such as an accounting service business would not fit well with your personal goals. While you certainly do not have to possess all the skills necessary for running a home business, identifying your personal strengths and weaknesses prior to starting a business is logical and enables you to reach your goals.
Where to Find Startup Ideas
Fortunately, finding startup ideas for home business ideas is easy. They’re everywhere in your community, magazines, and on the internet. We list over forty home businesses in the Appendix. There are many other books that focus on home business startup ideas. Go to your local bookstore or Amazon.com or BarnesandNoble.com websites to find a book similar to the one illustrated below. You'll find several others mentioned throughout this book. Books are a good point from which you can begin building a complete understanding of the startup possibilities and gather details about specific home businesses to help you narrow the field.
The internet is another great place to find home business startup ideas. There are hundreds of websites devoted to home businesses from which to draw ideas. The resources section at the end of this chapter list numerous home business websites where you can search for home business ideas. Ask friends and family members about what they think are good home business startup ideas. Open discussions with friends on home-business startup topics are a good idea. They usually want to help and can be honest because they care about your future.
Another option is to look around your community at home based businesses that are currently operating. Do any of them interest you? The advantage of this method is that you can see the business in operation, talk with owners, and check out its advertising, website and other marketing materials to get a good understanding of the business. Look at which businesses are popular, which products and services are in demand, and then determine whether or not you could make such a business work from your home.
You can also start a business based on one of your hobbies if the business idea is sound and has the potential to flourish. One benefit of starting a business from a hobby is that you know the subject well, it interests you, and your expertise could be an asset in marketing the business. Keep in mind that because of the internet, you are no longer limited to serving only your geographic region. Home-based businesses now can serve customers worldwide, so you need not think only in terms of the needs of your community.
Which One is Right for You?
How do you go about comparing home business options to find a match that’s right for you? Once you have decided that you want to start your own home business or are leaning in that general direction, the next step is to decide what type of business to start. There are many factors that will weigh on your decision, some such as your personal goals and your experiences, special skills, and financial resources. To help you compare different startup options that you may be considering, answer the questions in the Business Startup Questionnaire for each idea you have. It will help you measure the viability of one startup option against another.

Putting It All Together
Owning and operating a business is like a balancing act at the circus. You often have to make personal and financial compromises to get the business up and running successfully. As with anything in life that is worthwhile, you must make sacrifices along the way to build a successful home business. However, if the sacrifices cause you to lose focus on the business that you started, chances are you will be miserable and the business will ultimately fail. Before you start out, weigh all factors and take your time to consider all of the variables in the business planning process. More detailed information about starting your business and related topics is to be found in later chapters. This chapter is specifically designed to help you decide on the right home business to startup. The most important advice about a new business startup is to not try to be too creative or innovative in terms of the idea and do not try to reinvent the wheel. Additional information sources are summarized as follows:
Associations
U.S. Small Business Administration 409 Third Street SW Washington, DC 20416 (800) 827-5722 sba.gov
American Home Business Association 965 East 4800, Suite 3C Salt Lake City, UT 84117 (866) 396-7773 homebusinessworks.com
Books
The Best Home Businesses for the 21st Century by Paul and Sarah Edwards
You Can Make Money from Your Hobby: Building a Business Doing What You Love by Lilly Walters and Martha Campbell
Entrepreneur's Ultimate Start-Up Directory: 1500 Great Business Ideas! by James Stephenson
Websites
Boconline.com list hundreds of business opportunity classified ads online.
Entrepreneur.com is an online small business resource center providing information and advice on products, services and resources.
Familybusinessmagazine.com offers tips, articles and advice about starting and operating a family business.
Home-based-business-opportunities.com features hundreds of home based and small business opportunities listings.
Homebusinessmag.com is an online magazine with information, advice, tools and links for home business owners.
Powerhomebiz.com provides information, advice and tools for home business owners.
Sbomag.com is the Small Business Opportunities Magazine providing readers with the latest small business opportunities news, information and industry resources.
Chapter 3 Planning Your Startup
If you don’t have a plan, you won’t know where you are going
Before you create a business plan, consider who will be reading the finished document. Business plans can be written for potential investors, venture capitalists, lenders and others from whom you are seeking financial backing and assistance. In many cases, your plan can be written with all of these possible readers in mind. However, the most important person you should be writing your business plan for is yourself. It should serve as a guide that takes you through the process of establishing and running a profitable home business. If you don’t have a well-thought-out business plan, in all likelihood, your business will not survive. We’ll show you how to put one together in this chapter and how to improve on it in the subsequent chapters.
Getting Started
A hundred and fifty years ago, Abraham Lincoln once said; “You’ll never get started by just thinking about it.” It’s Boom Time Baby, so let’s get started! Up to this point, you have probably considered all the possibilities and made a decision about which home-based business you want to start. Now it’s time to formulate a realistic business plan where you’ll take the vision in your mind of what you want to do and establish the tasks that must be completed to make it happen.
One of the most challenging parts of planning is to carve out the necessary time to get it done. And, you must be willing to constantly review your plan’s deadlines and manage your activities and resources to meet the goals you have set for yourself.
Visualize in your mind what needs to be done now to start a home-based business. This is the time to use the information you have gathered for your startup idea. See the end results in your mind before you start planning. Know every goal you set in your business plan so you can determine what steps you need to take to complete it successfully. To help you through the pre-planning process, answer as best you can the following questions:
Do you have a full understanding of the home business that you want to start and is this startup in your specialty area? If not, why not?
Is your home office set up to accommodate this startup and do you have the resources in place to get started?
Can you break the startup assignments into parts, such as part A, B, and C and did you plan for extra time to compensate for any unplanned tasks and interruptions?
Are you willing to take full responsibility for the business plan you create?
Do you have an understanding of your strategy to complete the assignment and do you know what specific action items are necessary to get started?
Do you have friends or associates that you can call on if you need some advice or help?
As you go through the planning steps that follow, strive to complete one goal after another. The assignment then changes from being an idea on paper in your business plan to a completed milestone. Set the process into motion to get the results you need and push yourself to start your business plan one step at a time. A business plan is made up of the following sections:
Business Overview
Market Strategy
Sales and Public Relations Strategy
Financial Projections
Management Plan
Supporting Documentation
Business Overview
Your business overview is where you provide a comprehensive summary of your startup. It should include a good description of what you’ll sell and how you will operate the business to make money. State your goals and what resources you will need. Provide a brief description of the products and/or services your business offers. Include your company name, address, and contact information on the cover page. The main purpose of the Business Overview is to provide interested readers with a brief overview of your overall business plan. You want to make it sound intriguing spelling out your answers to the following questions:
From a business prospective, what type of business are you starting and what products and service you will offer?
When will your business start, where will it be located, and how can customers contact you?
Why will your business be successful and how will you accomplish that in your marketing and sales plan?
Even though the business overview comes at the beginning of the business plan, it is usually the last section of the plan you create because it’s composed of key points from each of the other sections of the plan. You won’t know what these key points are be the other sections are completed.
Specify what your objectives are for starting this business stating a problem or business needs that it will address. For example, if there is no one-stop educational tutoring service available in your area, state how your business will meet that need. Or perhaps if nobody sells do-it-yourself eco-friendly auto detailing kits, state how you plan to make available your kit to people who are interested in your detailing kit to avoid using environmentally unsafe chemicals.
Include a mission statement in your Business Overview. A mission statement is your declaration that clearly states why you are starting this business. Keep your mission statements brief and make it a component of your marketing activities. For example: "The purpose of ABC Desktop Publishing is to provide up-to-date, targeted, professional marketing strategies, ideas and on-site solutions to meet the current and future needs of each individual client."
Check with the county clerk or city hall to determine what permits or licenses may be required to operate your home business. You will need to initially determine a business structure for your startup, which should be identified in your overview. The three primary business structures are summarized as follows:
Sole proprietorship is where you as the entrepreneur are the sole investor in your business. As the sole owner, you reap all the profits during the profitable times, but also assume the responsibility for the losses when and if the business suffers a loss. The chief advantages of this organization are the speed with which it can be set up and the rewards you receive from the profits. The chief disadvantage is the unlimited liability for losses or problems which can result from this business or any other business as well.
Partnership is where you and another individual(s) sign an agreement to invest $5000 each and agree to split the profits on a 50-50 basis. The agreement also states that your partner will concentrate on the selling of the consulting services and you will focus on the consulting projects and the day-to-day meeting with clients until the work is completed. This form of organization is favored for the sharing of skills, talents, and expertise but still has unlimited liability for all partners for losses to the business.
Corporation is where you have shares of stock issued to the owners and are regulated by the laws for corporations in your state. Check with the Secretary of State in your state’s capital for the forms, expenses, and all necessary paperwork to set up a corporation. You should contact your attorney to ensure that you comply with all of the requirements for the corporation. The advantage of the corporation is that your personal liability is reduced, but the disadvantage is the paperwork and cost for the corporation as your form of business organization.
Marketing Strategy
The next section in your business plan is an outline of your market strategy. Your marketing objectives measure the progress of your marketing efforts. Marketing is a key component of your business plan and because it’s so important, Chapter 4 – Marketing Strategies is devoted to the subject.
This marketing section of your business plan explains how you will identify your target prospects and reach them through advertising and promotional programs. Include individual goals, such as increasing sales, increasing market share, decreasing customer complaints, and improving your offerings. Describe how you will achieve each goal and how you can best reach your target customers, such as by emphasizing quality over price or filling a well-defined niche in the marketplace via price, distribution and promotion. Show how you stand out from the competition and why you'll succeed. Describe the market for your product or service giving details such as the size of the market and existing competition. Explain how your prices were derived they and your other sales terms stack up against the competition guarantees, free follow-ups, and so on.
Sales and Public Relations Strategy
In the Sales Strategy section of your business plan, address the important questions about the people you're targeting as customers. What decision-making process do they use when buying? What benefits do they consider critical when deciding which product or service to purchase? How do your target customers make choices between competitors? How sensitive are your potential customers to price, quality, service and value issues? What promotional and advertising activities are they most likely to notice? Sales and public relations are detailed in Chapter 5 – Sales and Advertising Tactics.
Explain the core of your business (i.e., the product or service you're providing) in this section. Be specific and concise. For example, if you're going to sell to gift shops and specialty stores the greeting cards you design, make your product come alive here. Tell how your cards will be high-quality reproductions of master artworks geared for special occasions such as birthdays, anniversaries, a new home, or graduations. Describe the benefits customers will receive from your products and/or services. Do they save money, save time, become healthier, or just enjoy what they’ve purchased from you? When explaining the selling points of your products, be specific.
Identify all your direct and indirect competitors in this section. Direct competitors are similar businesses that offer exactly what you offer in your geographic region. Indirect competitors are businesses such as a department store that also includes some of the same type of products as you sell, vying for the same customers your business is soliciting. Provide information on your competitors’ prices and an assessment of strengths and weaknesses. Mention the areas in which they do not excel and are there any of your products or services they do not offer? Are they larger businesses than your business and do they provide personalized attention? Use this information you have gathered on your competitors to show how you can do better and what will bring customers to your business. This is your competitive edge that separates your business from others. Show how you can carve a niche in the marketplace with what you are offering. Are your products or services unique? If so, how? Are you able to charge less? Can you complete the job faster?
Financial Projections
For potential lenders and investors, the heart of your business plan will be your financial projections. In this section you need to include a number of different projections showing how much money you need and how you intend to repay any money you borrow. Your sales and revenue projections should cover three to five years. When you tackle the financial section of your business plan, do not be intimidated by a lack of accounting or financial. See Chapter 7 – Accounting For Your Money – to help you complete this section. Remember that any section of your business plan can be as simple or as complex as you want to make it. As a home business venture, you have to cover the basics in financial planning to be successful. The following is a summary of the financial documents you’ll need to prepare:
Your funding requirements shows how much money is needed to start the business and how will the money be used? Funding requirements should be broken into current funding and future funding requirements.
Your balance sheet lists the cash value of your assets and liabilities. Total liabilities are subtracted from the total value of your assets to determine your net worth or equity position in your business. Assets are items that your business owns that have value; liabilities are debts that your business owes. The purpose of the balance sheet is to paint a picture of what your business is worth.
Your break-even analysis is used to determine how much you must sell for the business to cover all costs and break even. Total revenue made over a specific period of time (usually one month) is subtracted from the total amount of outgoing expenses to determine if you broke even or made money.
Your cash flow projection shows how money will flow into your business in from sales and flow out of the business in the form of expenses. For startups, the cash flow projection is important because it can tell you when you can expect a cash surplus and the times in the year when you can expect a cash shortage.
Your income projection shows the anticipated sales and sources for those sales. Ideally, you will want to prepare income projections for at least the first three years of business and measure performance by comparing the income statement for each month with your income projection for that month. Doing so enables you to adjust your marketing strategies if actual revenues are above or below expectations.
Your equipment and inventory lists should include what your current inventory is, what inventory is needed in the short term (less than 12 months) and what inventory is needed in the long term (more than 12 months). You should also include the number of inventory units (i.e., products) that are required to meet expected sales, the cost of the items and the date when the required items will be needed.
Management Plan
The management section of your business plan describes how you’ll manage and run your day-to-day business operation. It’s covered in detail in Chapter 9 – Managing Your Business. Document your applicable skills that will be used and explain how you will use them to reach specific goals. Your objective here is to show how well you will be able to run this business and why lenders and investors should consider you a good risk.
List any people directly or indirectly involved in your business. These are key individuals who will assist you in creating a successful business. Include a brief description of support people like your attorney, your accountant and any business consultants or others involved in the business. You can always include the resumes in the supporting documents section at the end of the plan.
If you are planning on running the business alone, make this clear and briefly describe any work experience and educational background that you have to make your business successful. If you are planning to add people to your staff like employees, contractors, or freelancers, list the skills and experience you are seeking in those areas or describe the types of people you anticipate finding to fill those positions.
Include a master schedule in your management plan that identifies all of the tasks that must be completed to “open the door” of your startup for its first day of business. Assign a priority to each task in your plan. A one (1) represents a low priority item whereas a ten (10) is a high priority. Use any format that you like for your master schedule. The most important thing is that you have one (see example below) that's written down and reviewed daily.

Supporting Documentation
The supporting documentation section is the final part of your business plan. It consists of documents such as resumes of principals, research surveys, market studies, financial spreadsheets, and supplier and vendor agreements. Include any document that can support the financial statements, forecasts, decisions, strategies and opinions in your business plan. Press clippings and applicable newsworthy articles, competitors' brochures with price lists, warranties and print advertisements are included in this section. Support documents are especially helpful if your business plan will be used to help you secure funding.
Using Your Plan to Obtain Funding
When bankers, venture capitalists, independent investors, or anyone else reads your plan, you must be ready to answer questions and support your statements. To be ready, review your plan to make sure there are no holes in your logic or information gaps. If a potential loan officer asks you a question to which you have no answer, your chance of obtaining funding from that source disappear. Therefore, everything you write needs to be valid.
For example, if you are asked how your previous business experience at XYZ Incorporated will
help you in this endeavor, you will need to provide an answer that supports and elaborates on whatever you wrote in the business plan. If you are asked about handling your home business in “off hours” you need to support whatever you wrote in the plan and provide a concise answer. In short, you must think through and work out everything in your business plan prior to meeting with potential investors or lenders. Ask someone you know who has some understanding of your business concept to read through your plan and play the devil's advocate. This way, you can prepare to answer any and all questions from anyone who reads your business plan.
Putting It All Together
As mentioned at the start of the chapter, the actual business plan is not the most important factor in developing your home business. The facts, thoughts and feelings behind the plan are the key elements. Why do you believe in this business? What makes you think you can make it work? How will it succeed and show a profit? Are you prepared to oversee the many areas that make up a business? Why are you the best person to make this business a success? These are the questions you will want to answer as you prepare and “fine tune” your business plan. Additional information sources are summarized as follows:
Associations
SCORE Association (small business advice) 409 3rd Street SW, 6th Floor Washington, DC 20024 (800) 634-0245 (703) 487-3612 score.org
U.S. Chamber of Commerce 1615 H Street NW Washington, DC 20062-2000 (202) 659-6000 uschamber. Com
U.S. Small Business Administration 409 Third Street SW Washington, DC 20416 (800) 827-5722 sba.gov
Books
The Business Planning Guide: Creating a Winning Plan for Success by David Bangs
Your First Business Plan by Joseph Covello and Brian Hazelgren
Websites
Allbusiness.com features articles and expert advice on all areas of business, including business plans.
Businesstown.com shows how to structure and write a business plan.
Businessplans.org features information about creating business plans, including free templates and samples, as well as business planning products and services.
Nolo.com provides online legal self-help information, products, services, resources and links for business owners.
Smallbusinessloans.com is a online loan application site for financing startups and established businesses.
Factfinder.Census.gov is the U.S. Census Bureau website offering market demographics, information and statistics.
Chapter 4 Marketing Strategies
If you don’t know your market, you’ll never know your customers
Marketing is the business process of systematically bringing your product and service offerings to the attention of customer prospects. It’s the bridge that connects your business to the life blood of your business sales. You need to know who your customers are and how to entice them with your offering on a recurring basis to make that happen. We’ll show you how to do that in this chapter.
Marketing Basics
Many people believe that marketing and sales are synonymous. Unfortunately, they tend to concentrate on sales and neglect marketing. If you do this, it will be detrimental to your business because it is essential that you know from a marketing viewpoint, who’s buying your products and services. Guessing won’t cut it. A good marketing plan interconnects sales and advertising to get the message out to your target customers that your company sells great products and services at competitive prices. Marketing is a business discipline which you’ll consistently apply throughout the life of your business so developing a good marketing plan will be a key factor to your success. Your ability to integrate your marketing philosophy into your sales plan will assure that your business will prospers.
Your marketing objectives should be easily measured in quantifiable terms by a firm date that you expect to achieve for each objective you set. For example; "My objective is to increase sales revenues by 10 percent, to $100,000, within 12 months. This will give me a 20-percent share of the current market. To achieve that marketing objective, I will do the following:
Create an awareness of what I am selling
Increase sales by acquiring new customers
Retain customers because of my unique offerings
Spread information about my business to prospective customers
If your marketing objectives include expanding into a new geographic territory, do not lose sight of your current marketplace. When working hard to reach new goals and objectives, it is easy to ignore your existing market. Marketing objectives that do not have the potential to provide a return on the money invested in them do not belong on your list. They should always revolve around improvements in your business that supports your bottom line.
Market Research
Market research is the process of gathering information in order to learn the trends, behaviors, and buying patterns of your consumer. Conducting research makes you a better-informed business owner because you know what is going on in your market and who your customers are. Research your market before you start up your business and constantly conduct market research after you’re in business. One of the biggest benefits of conducting market research is that the information you discover enables you to greatly reduce your exposure to financial risk by making sure the marketplace is a big enough marketplace to support your business.
Research can be conducted in various ways. One way is to read trade journals about your particular product or service. This will enable you to understand the trends and developments of your demographic market. Attend seminars and conventions about your product or service to absorb the latest trends, news, and developments in the industry.
Know your target customers demographically by gender, age, race, religion, education, income and profession. Demographic data can be expanded to include information such as household information. For example, a pool-cleaning service may determine after conducting a market analysis that the size of their market is 1,000 single-family homes of which 200 (20 percent) currently have a swimming pool. How big is the potential market? The city planning department estimates that 5,000 new single-family homes will be built over the next 10 years. If 20 percent of the new homes have pools, this would provide a potential market of 1,200 single-family
homes with swimming pools.
When you conduct market research, you will get a much clearer picture of your customers. Such detailed information about the lifestyles, interests, spending habits, age, and so on will provide you with a means of gearing your promotional and advertising materials to your target customers. By determining where your target market is living, you can better determine where to direct your marketing efforts. If you intend on servicing more than one geographic market, you will have to create a geographic profile for each.
ACNielsen, a marketing research service, is a good source for gathering information about your market. Their marketing research service measures, analyzes, identifies, and diagnoses the pattern and behavior of particular target markets and customers. For more information about the ACNielsen service, log on to www.acnielsen.com. You can use the Web to assist you in doing your market research. Statistics from the U.S. Census Bureau and other federal agencies can be helpful in determining your market (visit www.fedstats.gov). Search these sites for your product or service and enter the search word "demographic" for demographic data.
To find out about regulatory changes vital to your business, go to government sites pertinent to your business such as the Department of Labor at www.dol.gov, the Internal Revenue Service at www.irs.gov, or the Federal Trade Commission at www.ftc.gov. It may be helpful to start any federal regulatory search at www.firstgov.com, the U.S. government's official web portal. Online white pages can help you find phone numbers and addresses of competitors.
Finalizing Your Plan
Based on your market research, you should now be in a position to create a marking plan for your startup. You’ll be able to support your conviction that you can compete in the marketplace based on the benefits you can offer to the consumers that are in your target market. Many home business owners "fly by the seat of their pants or skirts" when it comes to market planning, choosing to forgo any type of market planning. They make important marketing decisions day by day based on no market research and as a result, eventually go out of business. A marketing plan for you startup will help you achieve your marketing goals in a defined and measurable way, step by step to assure that it will survive.
Your plan does not have to be a sophisticated, highly detailed plan that multinational corporations need to satisfy nervous bankers and stockholders. In fact, even just a few detailed, well-documented pages covering the basics are often sufficient to identify your customers, your product and service benefits and how you’ll integrate it into your sales plan, which we cover in Chapter 5 – Sales and Advertising Tactics.
There are no rules set in stone to create a market plan because market plans vary by industry, type of business, location, size of the company, stage of growth, and intended target market. For startup, the format is not an issue as long as it makes sense to you in terms of how your products or services will fit into the market and the promotional techniques you will use to capture a share of the market. Important issues for you to consider in your plan are summarized as follows:
Products and Services. There are numerous aspects of your product or service to consider in relation to your marketing plan. What is the main benefit that consumers receive from purchasing and using your product or service? Go into detail about what benefits consumers receive by purchasing and using your product or service.
Competition. Who are your competitors and what are their prices? What is the market demand for their product or service offerings and who is buying their products and services? What promotional techniques are they using and are they working? What is their geographical location?
Pricing. What price will you charge and what criteria did you use to establish prices? If your prices are too high, you will meet great resistance selling your products or services. If your prices are too low, you may encounter a quality perception problem. Explain your pricing in terms of how and why your prices are fair and competitive. Why should your customers want to pay these prices?
Promotion. In the promotion part of your marketing plan, describe the various activities you will undertake to promote your products and services. Identify the types of advertising media you will use, the costs of each, the frequency of each, and how each advertising medium will reach your target market. Describe your selling strategies, how you will handle inquiries and presentations, your closing techniques, and how leads and referrals will be generated.
When developing your marketing plan, think about how your competitors will react when your startup enters the market. You have to remain aware of how your competitors will react to your marketing efforts. The trick is to know beforehand what action they will take, so that you can stay two steps ahead of them. One advantage of a home-based business is that they can often fly under the radar of their larger competitors launching new products or services through their marketing efforts.
Consumer Behavior Patterns
The behavior of your customers will fluctuate depending on the current economic condition. Buying activity also changes during the holiday season and certain occasions such as Valentine's Day and Mother's Day. You will need to alter your marketing in times of economic and market fluctuations so keep abreast of your customers' buying behavior. This will enables you to alter your marketing plan accordingly. Important questions for you to consider are:
Why would the consumer buy my product or service?
Will consumers buy my offerings as a necessary item or as a luxury item?
How does the consumer usually purchase this product or service?
Is it a product that consumers need to see, feel, taste, touch, and hear?
When do consumers tend to buy my products or services?
What attributes are important to the consumer (price, guarantees, return policy, etc.)?
Retaining customers is just as important as gaining new ones because repeat customers are important in any business. You can maintain your revenue just by keeping previous customers happy. Entice existing customers with customer-only sales and other perks. Even though online retail lacks human interaction, there will still be times when a customer e-mails or telephones your business with a question or a special request. Having an excellent customer service policy promotes goodwill to your customers.
Always be polite and courteous in your dealings with customers and they will come back. Even low prices and great offerings can't retain customers if you are nasty to them. Always respond to their e-mail in a timely manner, and be accommodating to their requests when you can. The competition out there is tough, and keeping your current customers away from the competition is part of your marketing strategy.
Know Your Competitors
The competitor analysis section is an important part of your marketing plan because it tells you about your direct competitors that sell the same or similar products or services to the same target customers within the same geographical area. When you conduct a competitor analysis, use the information that you collect to get an objective and realistic look at their business practices, their products and services in comparison with your own. Identify objectively their strengths and correct weaknesses as well as the advantages and benefits of the products and services they offer in your plan. Find out what promotional methods your competitors use to reach your target customers.
Talk to your potential customers and ask specific questions that will reveal how they choose between competitors. How sensitive are they to price, quality, service, and value issues? What type of promotional activities do they typically respond to. Find out what drives your target customers to make their purchasing decisions with competitors? Maximize your strengths so that they will have a positive impact on your business. For example, if your greatest strength is that you have 25 years of experience in your field, this should become your main competitive advantage and the message that anchors your advertising and marketing activities.
Minimize your weaknesses by working out ways to minimize the impact that they have on your business. If, for example, you are behind the technical advances your competitor has made, hire a technical consultant to advise you on what you can do to even the playing field.
Cash flow problems, lack of credibility, and limited product selection are all examples of weaknesses. Make a list of any factors that you believe diminish your ability to effectively compete within the marketplace and then figure out ways to resolve any weaknesses in your business.
Pricing Tactics
Just how important is selecting the right price for what you're selling? It could mean the difference between staying in business and going out of business. The fact is that too high a price can kill your business, as can too low a price. Finding that magic number requires careful thought and planning. At a minimum, you should know how much to charge to at least break even. The trick is to come up with a higher price that gives you a good profit while still attracting customers.
The price of a product or service tells consumers what kind of value and quality to expect before they buy it. Establishing a price for a product isn't easy, and in many cases, pricing a service is even harder still. You often have to work harder to convince people that the price they are paying is a good one. People who can afford a Mercedes or Ferrari don't mind the high price because they associate quality and value with the prices of these cars. Often, in a consumer's mind, a higher price connotes high quality and a low price means poor quality.
When you consider setting your price, you need to ask yourself whether you are trying to increase profit margins or market share. If you are more interested in boosting profits, you need to go with a higher price. One way to increase your gross profit margin is to lower your costs. Decreasing the cost of materials or performing a service product more efficiently can accomplish this with less cost, and at a price that gives you the best profit.
However, if your goal is to capture market share, a lower price will help you sell more over a longer period of time. Kia sells far more cars than Mercedes, but Mercedes makes more money per car. If you are going for a broad customer base, you need to figure out, often by trial and error, the price people consider to be a bargain that still connotes quality and allows you to make a profit.
Linking Marketing to Sales
Think of marketing as a big puzzle, and advertising as a piece of that puzzle. Marketing involves the management of your various business activities to disseminate information for the purpose of creating an identity for your startup. Advertising involves sending a persuasive message to your customer prospects to get them to buy your products and services.
Marketing and advertising must work in conjunction with each other, and while marketing usually becomes a constant presence in your business, advertising might present itself on certain occasions when you want to boost your sales. For example, you may advertise during the holiday seasons to take advantage of positive consumer sentiment and an increased willingness to spend. There are different forms of advertising that can help create awareness about your product.
Public relations is a process where you build a relationship between your business and your target market. It involves the way you treat your customers, the way you communicate to them, and the way you present your product to them. The way you present the business through your Web site is one part of your public relations strategy (see Chapter 6). What kind of relationship do you want to establish with your market?
Regardless of what steps you take to improve your relationship with your customers, make sure that the message you send garners a favorable awareness for your business. Promoting with public relations on any aspect of your business you wish to draw attention to it because a good promotional campaign can do wonders for your business. This is where you can tap into your creativity in devising campaigns that will entice potential buyers.
Write a press release for your startup. The amount of new business that can come your way from a well-written press release can be valuable to your business. Press releases usually don't cost anything. If you are planning a local event to promote your business, contact your local news paper or news station, and if the promotion is in conjunction with a charity event, chances are
They will mention it to their audience. Remember to cover the 4 W's (who, what, when, and why) and create a great caption when you write a press release. You can submit press releases to an online service such as www.prweb.com or to your local paper and/or news station
Putting It All Together
Savvy marketing will be a primary reason for your success. Marketing is like being an orchestra conductor. You have to guide the various elements to make sure that they are in harmony. There are so many aspects of marketing in business, and to do one without the other is like playing baseball without the ball, or playing tennis without a racket. Have fun designing a marketing campaign for your particular business. But whatever you do, be creative, be aware of what you need to know and most of all, be passionate about what you're doing. Additional information sources are summarized as follows:
Associations
American Marketing Association 311 S. Wacker Drive, Suite 5800 Chicago, IL 60606 (800) 262-1150 marketingpower.com
Business Marketing Association 1601 N. Bond Street, Suite 101 Naperville, IL 60563 (630) 544-5054 marketing.org
Marketing Research Association 110 National Drive, Glastonbury, CT 06033-1212 (860) 682-1000 mra-net.org
Books
The Market Planning Guide: Creating a Plan to Successfully Market Your Business, Product, or Service by David Bangs
The Successful Marketing Plan: A Disciplined and Comprehensive Approach by Roman Hiebing
The Ultimate Marketing Plan by Dan Kennedy
Entrepreneur Magazine's Ultimate Small Business Marketing Guide: 1500 Great Startups by James Stephenson
The Ultimate Small Business Marketing Guide by James Stephenson and Courtney Thurman
Websites
Entrepreneur.com features small business product and service market planning advice.
Morebusiness.com features market planning information, advice and free market analysis templates.
Census.gov is the U.S. Census Bureau website featuring market demographics information and statistics.
Sba.gov is the U.S. Small Business Administration’s website featuring market planning information and advice.
Gmarketing.com features small business marketing tips, information, and seminars.
MarketResearch.com is a comprehensive collection of published market research reports available on demand.
Chapter 5 Sales and Advertising Tactics
Sell, sell, and continue to sell everything you offer every day
The selling process is the starting point for your home business. Nothing happens until you make your first sale. And to make a sale, you need to let people know what you’re selling and why your product or service is better than your competitor. That’s called advertising. For most home businesses, advertising in some form is necessary. It’s used to deliver sales messages to target customers through various mediums. Advertising costs should be viewed as a valuable investment into your business and not merely as a business expense. The challenge is to make sure the money that you’re investing in advertising is money well spent, that your advertising is reaching your target audience and as a result, they’re buying what you’re selling.
Advertising and Selling Basics
Home-business owners are almost always strapped for cash to promote their businesses. As a result, they have to get the most mileage out of every dollar they spend on advertising. They might sell the same or similar goods and services as their competitors, but often the business that creates the most effective advertising is the one that captures the largest share of the market. For example, Yellow Pages advertisement should include your Web site address, your radio spots should mention special events such as trade shows and seminars that you participate in, and your magazine ads should be reprinted and used as a promotional brochure. If you have artwork professionally created, make sure that it’s suitable for a wide variety of promotional uses throughout your entire marketing campaign. This greatly increases the value of each advertising activity, while dramatically reducing advertising and promotional costs over the long term.
Creating Attention Grabbing Ads
Creating convincing advertising that capture the attention of your target audience is a challenge, to say the least. You have to create interest in what you have to say, build desire for what you’re selling, and compel people to take action to buy. You have to take into account many people in terms of perception, feelings, and values. If you find yourself with writer's block when it comes time to producing great advertising copy, then buy a book or hire someone. Several excellent books are available on the subject of writing copy for advertising that will help you hone your skills to find the right combination of words and phrases that get the results you want.
Whenever you create advertisements, sales and marketing materials, presentations, fliers, or any other type of promotional material for your business, make sure to examine carefully what you’re saying and how the message is being delivered so that it grabs the attention of your target customers and entices them to buy. The headline is the king when it comes to “attention grabbers” because you only have a brief moment to grab the readers' attention and pull them into your ad message.
There are two powerful headline styles that when used correctly, can greatly increase responses to ads and promotional materials. The first is the how-to attention grabbing headline, which can deliver a powerful, beneficial, and clear message in few words. For example, a financial planner might create a headline that reads, "New Seminar Reveals How to Make Money after You Retire!" How-to headlines deliver the message efficiently, have dream appeal or solve a problem, and speak directly to the intended audience.
The second is the promise attention grabbing headline. Stating a promise in your headline such as "Nobody beats our low prices, guaranteed" is a powerful way of grabbing the readers' attention and pulling them into your ad. The use of photographs and illustrations are excellent ways to create awareness within your target audience. If you’re good with a camera, create your own photograph for your copy. You can also go online to find free or inexpensive stock photographs and illustrations. There are numerous stock photography services on the Internet offering a wide variety of photographic images at low fees or in some cases free of charge. Index Stock at www.indexstock.com and 1 Stop Stock at www.1stopstock.com both offer photographic services.
Developing a clear and singular message presented in a simplistic and straightforward manner is an essential ingredient to all great advertising copy. Keep your message short and to the point of your main selling message. If your main selling message is quality, this theme should be continued throughout because it’s why people should buy what you’re selling instead of what the competition is selling. Remember, regardless of what media you are using, all great copy asks for the sale. Never assume that your reader will know what to do next. Tell them what you want them to do next and give them the tools and motivation they need to take action and buy from you.
Listing prices in advertisements is not always the best course of action unless you have major discounts to reveal. Pricing issues can become complex and thus can make it difficult to adhere to the keep it simple rule. In general, a 10, 20, or even a 30 percent discount no longer wows consumers when 50-percent-off sales are commonplace. This is especially true for home business owners who cannot afford to get into pricing wars with larger competitors. Instead, keep focused on reaching your primary audience with value-added techniques such as upgrades-at-no-cost.
Newspaper Ads
Most home-based business owners feel inclined to purchase advertising in newspapers because that is what other businesses do. Purchase newspaper advertising based on your sales plan, advertising budget, and the publication's ability to reach your target audience rather than what your competitors are doing. Don’t let yourself be lured in by newspaper advertising reps that pitch huge circulation numbers, placement promises, and frequency discounts to entice you to advertise. Advertise in newspapers because you have done your research and the potential benefits outweigh the potential disadvantages of not advertising in a newspaper.
To locate newspapers that may fit your advertising needs, try News Link at www.newslink.org. News Link publishes an online directory listing newspapers from the United States, which are indexed geographically and by type of newspaper. News Directory at www.directory.com offers a similar online publication listing service, and it can be found online. Both services can be used free of charge.
Display Advertising
Most newspapers are crammed with expensive display advertisements, which leave you fighting with hundreds of ads to capture the readers' attention. Because of the vast number of display ads, many readers become numb to them and take no notice of poorly created ads lacking a powerful attention-grabbing headline.
Display advertising can work, but there are certain steps to follow. Start by getting a media kit from the newspapers you are considering. The kit will tell you all about the newspaper's readership base; who they are, where they come from, what they do for a living, their level of education, and how much money they make. That information can then be used to determine if the newspaper's target audience includes your target audience. If not, move on because there is no sense advertising in a newspaper if the readers have no need or desire for what you have to sell.
Once you have tested a few publications and find one that’s getting the desired results, tell the sales rep that you'll sign up for more advertising if you can have a frequency discount. Depending on the publication and the length of advertising term to which you are prepared to commit, frequency discounts can cut your display adverting costs by as much as 75 percent.
Most newspaper have soft periods when their advertising sales are the lowest for the year. This is the time of year they’re willing to make deals, which can save you a substantial amount of money. Soft periods vary from publication to publication, depending on the market they serve. However, be careful when buying advertising in soft periods, even at deeply discounted rates, because there is generally a smaller readership during soft periods.
Classified Advertising
Classified ads are unquestionably home-business-owner friendly because they are easy to create and cheap to run. They usually have a higher response rate than display advertisements per dollar spent because people generally read the classifieds looking for a specific product or service that they are ready to buy.
Write short, powerful copy that sells. Create urgency by stating a deadline or limited availability in your ad. List the main benefit that a person receives by buying what you’re selling now. Use an attention-grabbing headline that jumps off the page and pay a few extra dollars to have it placed in bold type, flagged with an icon or surrounded by a border if available. A flag advertisement is nothing more than a small icon (i.e., flag) generally located in the heading of a classified ad.
Because classified advertisements are cheap and quick to post, continually look for ways to improve your results by testing new ads in various publications read by your target audience.
Test your headline, your main sales message, and your special offers on a regular basis. Once you find an advertisement and newspaper that is pulling in the sales that you want, repeat the ad over and over. Repetition for what works is one of the main ingredients of successful advertising.
Magazine Ads
Magazine are unquestionably one of the best advertising mediums for reaching a specific audience because magazines have a tendency to cater to a specific portion of the population, based on geographic, demographic, and psychographic profiling, or a combination of market segmenting. To find out more about a magazine's particular target audience, request their advertiser’s media kit.
Magazines ads have a definite edge over many other types of advertising media. They have a tendency to be around for a while after they’re delivered. They may sit on a desk or coffee table in the waiting room or in the lunchroom. Because magazines have a longer shelf life than newspapers, your advertisement tends to be seen by multiple readers more than once. Next to radio, magazine advertising offers home business owners the best opportunity to reach a select target audience in a relativity cost efficient manner.
However, unlike classified advertisements and direct coupons, you cannot expect immediate results from magazine advertisements. It takes continuous and consistent exposure to your target audience before results will begin to surface. Therefore, you must be patient and not too quick to pull the advertising plug if the telephone doesn't start ringing the day after the magazine hits the market.
One of the insider secrets to getting the most out of your advertising buck is to call magazines you’re considering and ask for a copy of their editorial calendar. An editorial calendar is a schedule of upcoming special issues that will be featured in the magazine. The value of having the magazine's editorial calendar is that it enables you to better target your advertising related to these special issues, as well as potentially having a story related to your business featured. For example, if you operate a tour business and an outdoor recreational magazine is featuring a special feature on touring in an upcoming issue, you can contact the magazine and offer to submit an article about touring or you can offer to be interviewed about touring using your expertise on the subject. Tell the magazine’s editor that you will purchase an advertisement in the same issue as an incentive for accepting your feature article or interview. Another tactic to try is to negotiate a specific position within the magazine, preferably on the same page as the featured article(s). Readers will be exposed to your ad for a longer time while they read the featured article or column.
Direct Mail Ads
Direct mail is a catchall phrase that covers numerous advertising distribution approaches such as sales letters, postcards, catalogs, newsletters, fliers and brochures. Many home business owners use direct mail to sell specific products, services, and to initiate special offers. One of the main benefits of a direct mail campaign is that unlike other advertising methods such as radio, sales often occur in a matter of days.
Not every home business owner will benefit from implementing a direct mail advertising program, which can be very costly on a per contact basis. Not all products and services are suitable candidates for marketing via direct mail. However, if you’re marketing products or services that fill a specific niche, direct mail can be an extremely effective method. Often products that sell best using direct mail share one or more of the following characteristics:
Products that offer something that is unique and not readily available in the marketplace.
Products that are inexpensive, easy to pack, inexpensive to ship, and easily to reorder.
Products that offer mass appeal and fill a specific niche with high profit potential.
Developing your direct mail package will largely depend on the products and services that you intend to sell. Some products or services can easily be sold with one mailing, while others require numerous mailings and follow-ups with prospects to build a relationship to complete the sales cycle. Estimate what a direct mail campaign will cost, taking into account all expenses such as printing, postage, advertising, and delivery. Once you have a cost estimate, conduct a cost/benefit analysis to ensure that direct mail is the right sales strategy to meet your objectives.
We have all received those familiar direct mail envelopes that are stuffed full of all types of promotional fliers. The typical package will feature 10 to 100 advertising fliers that are often printed on cards, which are mailed to prospects wrapped in plastic or enclosed in a brightly colored envelope. Because the fliers are small (3 by 5 inches), there is not a lot of space for copy, product descriptions, photographs, and illustrations. Clever copy skills and a bold attention-grabbing headline will be required. A few packaged mailers offer different sizes and styles, such as folding cards, but most are standard sizes and printed in color.
The key to success with packaged mail advertising lies in your ability to reach your target market. So great importance must be paid to who is receiving the mail. A good source of information about market segmentation by lifestyle, geographic locations, and demographics, is the Standard Rate and Data Service Sourcebook (www.srds.com). The costs associated with package mail advertising programs vary greatly from a low of about $15 per thousand mailed to a high of $75 per thousand mailed. Response rates greatly vary.
Yellow Page Ads
The cost of advertising in the Yellow Pages is expensive. Quarter page ads can cost several hundred dollars a month. If you’re in the business of providing services, you may find that advertising in the Yellow Pages is the best way to generate new business. Without question, service providers that fix emergency problems such as a leaky roof or a plumbing problem can benefit from Yellow Page advertising. Home handyman and wedding planners typically do as well advertising in the Yellow Pages.
Most home business owners will have to weigh factors such as budget, priorities, and ability to reach the target market when determining if Yellow Page advertising is right for their specific advertising needs. Due to the high cost of Yellow Pages advertising and the inability to alter your advertisement for one year after it is published, consider hiring an independent Yellow Pages advertising consultant to help to design and coordinate your advertising campaign. Yellow Pages Blues, which can be found online at www.yellowpagesblues.com, is one. A second is Yellow Pages Profits, which can be found online at www.yellowpagesprofits.com.
The Yellow Pages advertisement that you create should project the image that you want for your business. Your ad must represent the best qualities and major advantages that your business has to offer customers. Design your advertisement so that it addresses the following questions from a customers' perspective: Should they do business with you, and what would they like best about your business, products, or services? Your answers should be incorporated into your Yellow Pages advertisement so that it will speak directly to and appeal to the majority of your target audience.
Statistically speaking, size matters in Yellow Page ads. The larger your ad is, the more inquiry call action you can expect. If you have decided to make the Yellow Pages one of your main advertising mediums, buy the biggest, boldest advertisement you can afford. Of course, a larger ad allows you to fit more information in the ad so that it stands out like a beacon to attract customers. Keep your advertisement consistent with your business image and the rest of your advertising and marketing activities. Use your logo, consistent fonts, sales message, and make sure your specialty is a main feature. Yellow Page ads with photographs, graphics, and illustrations greatly outperform ads without.
Fliers and Coupons
The majority of home business owners will find printed fliers represent one of the best advertising vehicles available, particularly for new start-ups working with limited advertising budgets. They are inexpensive to create, yet they are a highly effective way to promote a wide range of products and services. You can create and print flyers on your computer and print just the right number that you need. They can be used to broadcast specific messages like price and service offerings and are relatively inexpensive to deliver to your target market.
If you need help creating fliers, checkout your local community colleges, which offer beginning desktop publishing courses. If you already possess basic computer skills, you can purchase desktop publishing software that include flier templates, which can be customized to suit your specific needs, or you can create fliers from scratch using the design tools provided in the software. PrintShop (www. PrintShop.com) is widely known as a user friendly desktop publishing program.
If you do not have the talent to create your own flier, having the artwork and layout design done for you can be costly. Most professional desktop publisher charge $40 to $60 per hour for graphic design services for fliers, product brochures, and other printed items commonly used for promotions. So, if you have the ability to create your own flier, you will save money and time making numerous trips to proofread and sign off on prepared artwork and copy.
Once you have created your flier, you can print them in bulk for as little as a few cents each at your local copy center. The great benefit of promotional fliers is that they can be used everywhere. You can hand them out at seminars and trade shows, and to networking meetings participants. You can canvas busy parking lots tucking fliers under windshield wipers, hand out fliers at community gathering places such as movie theaters, sports complexes, and conventions centers. Visit local retailers and institutions, and ask if you can leave fliers describing your products or services for their patrons. This works well, especially if you purchase and use "please take one" plastic brochure boxes at the location. Other locations to consider include:
Supermarkets and public market convenience stores
Public libraries, community colleges, universities, and high schools
Community, recreational centers, fitness centers, and sports complexes
Churches, club and association buildings
Stock a supply of promotional fliers and thumbtacks in your car so you can make a weekly run posting fliers on every community notice board in your area. You can also hire cash-starved students to distribute your fliers and contract with the postal service to have your fliers included in home delivery. Also, check with your local newspaper since many offer flier insert programs with home delivery at reasonable rates.
Coupon fliers can feature a discount in the form of money off such as, "Present this coupon and save $25 when you use my landscape service." Or the discount can be shown in the form of a percentage such as, "Use my landscape service before the end of this month and save 25%." Other uses for coupons include two-for-one specials, free product or service trial periods, and free upgrades when you purchase the standard product and service. The Association of Coupon Professionals (www.couponpros.org) provides visitors to its Web site with information about coupon design and distribution services, as well as general coupon information.
Door hanger fliers are designed to fit over any standard doorknob. One advantage of door hanger fliers is that they are inexpensive to distribute. When people enter their homes, they will see the flier, which generally results in their having a much higher readership rate. Door hangers can be multipurpose. Print information about your products or services on the front, and a coupon or special offer can be printed on the back. Door hangers are cheap, they get noticed, and they don't get lost in a mailbox full of junk mail. They are a great marketing tool for home business owners that need to stand out in the crowd. Print USA (www.print usa.com) provides free online quotes for designing and printing door hangers.
Radio Ads
One of the key advantages of radio advertising over other types of advertising is that radio has the ability to speak to your target audience on a more intimate basis. For that reason, radio has long been a favorite advertising medium for home business owners. The key to successful radio advertising is repetition.
In radio advertising terms, repetition is referred to as frequency, the number of times the audience is exposed to your broadcasted message. If you choose to use radio to advertise your business, you generally must be willing commit to a program for several months to realize any benefits. Radio ads do not have the ability to create an immediate need for a product or service.
Repetition is key. Through repeated exposure to your message, when a need for a particular product or service arises, your business will be on the prospect's mind.
Consider the time slot placement of your radio ads. Ideally, you will want the same time slot day in and day out. Most advertisers find the morning (6 A.M. to 10 A.M.) or afternoon (3 P.M. to 7 P.M.) time slots are the best to reach commuters going to and from work. You should be consistent in the delivery of your message and stay focused on a central theme.
Detecting Buying Signals
Knowing when to ask a prospect for the sale is one of the most important closing skills. If you know intuitively the exact moment that a prospect is apt to respond positively to a closing question, that leaves little doubt as to the outcome of the sales process. One way to know when to ask prospects for the sale is when they start sending out buying signals. These signals are generally verbal, though they can be shown through emotion such as excitement or body language such as smiling. But generally they are positive verbal statements and questions. Another buying signal occurs when a prospect begins to ask comprehensive questions about your product or service. For instance, a prospect may ask about a product warranty and follow up on your response with further warranty questions, which is another clear indication that they’re ready to buy. It’s time to close the sale.
For example, when a prospect asks you “Can I” questions, they are generally sending you a clear signal that they are ready to buy. They might ask, "Can I have this kitchen sink installed by the end of the month?" To which you would reply, "If I can arrange to have the sink installed by the end of the month, are you prepared to go ahead with the purchase?" With such a reply, you have answered your prospect's buying question and answered with a closing question. Now your prospect is placed in a position of having to make a decision or raise an objection, which you can answer and once again attempt to close. Basically this works, unless the buying signal is misidentified or the response is "I'm not sure if we can install the sink before the end of the month so I’ll have to get back to you." There is a significant difference in these two responses. The first clearly picks up on the buying signal and responds with a closing question. The second response misses the target completely and leaves the prospect no closer to a confirmed sale.
Closing Techniques
Any advertising or promotional campaign that you conduct must end with some action taking place by your prospects. Ideally, they will buy whatever you’re selling. You may have a follow-up meeting with a prospect following an advertising campaign with an opportunity to close the sale. Always end your campaign by asking your prospects to buy whatever you’re selling now.
Keep in mind that they are not mind readers and unless you specify what you want them to do next, do not expect that they will automatically take the action you expect.
Making a positive impression on prospects is a critical component to closing the sale. Only one percent of your time spent selling is devoted to closing, yet your success is 100 percent dependent on closing the sale. Carefully note the benefits and features of your goods or services to your prospect. Then use these hot buttons to close the sale by summarizing them to your prospect at the end of the presentation. In doing so, you place positive emphasis on all the things that your prospect finds beneficial about your product or service. Constantly remind your prospect about these hot button benefits throughout the presentation, and get your prospect to reconfirm that these are the most important and beneficial aspects.
You can lead prospects into making a buying decision by getting them to agree to small or minor points about your offering during the course of your sales presentation. This is referred to as the chip-away close. What makes this a powerful closing technique is the fact that you are reducing their buying risk. You are not placing your prospect in the situation of having to say yes to the entire deal all at the end, but rather only yes to small pieces along the way like product and service warranty information.
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