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Chapter 1le

Starting Your Business

~| t ’'Bsisin@ss, not a hobby

Your reaction to that statement tells a lot about whether

you wi || be successful or not
easy to say you are starting a business but beginning one is
doomed if you donot treat it |

beginning. That means havingan  office setup ( even i
dining room table to start with ), maintaining regular hours of
operation, keeping records of what you are doing and being
accountable for your actions. It also means making basic
decisions before you start. Making it up as you go m ay be
exciting but having a plan can be much more successful!

Keeping records doesndt have to be
itds a | ot h &amder-creat@recgrds tharate keep
them in the first place. A simple ledger of expenses and income

as yol(

[
f

h

will do for start ers. There are many programs you can purchase

or utilize online that make the prooc
to have experience in keep ing books, y ou can learn as you go.

Also check out free or low cost classes that teach basic

accounting i f you dondt haweuwitlinowl ed

eventually want to have a professional such as an Accountant or
CPA working with you on your bookkeeping and tax filings.
Negotiate what you can pay and find someone who will work
with you during the lean times until you can pay them what they
may really be worth. And they will be worth it as your business
grows and more tax and financial decisions must be made.

day to day recordkeeping, w e use QuickBooks which can be
found at www.QuickBooksOnl ine.com

For

ke a
i t O 9

ard |
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Accountable for your actions . Wedl |l talk more
completing the proper legal paperwork but this means being
responsible for what you are doing. Are you producing or
offering a quality product of which you can be proud? Are you
promot ing yourself as a professional business person that
people can trust? It only takes one bad impression to set you
back so set your own expectation s high and try to live up to
them each and every day.  Make that ultimate commitment to
not only running you r business but making it a huge success.
None of us ever got there without that inner commi tment
followed by outward actions. If you are working within a larger
entity, it helps to know their background and the type of value
they have set forth for their =~ company and employees. Hold
them just as accountable for their actions as you plan to be with
yours.

There are some of key characteristics that are evident in
people who make the decision to strike out on their own. Some
of these may sound very familia  rto you if you have started your
ownbusiness . 't doesndét matter i f iit is a
does not matter if it is your company or di rect marketing for
someone else, you will find these attributes.

First is a passion for working with your product or
service. You must have that desire to see it in a larger setting
than just on the shelf at home. You must have faith in the
product or service and hopefully ars
to talk honestly about the advantages of your offering if you do
not believe in it yourself.

Let that passion show when you are speaking to someone about
your work. Enthusiasm is contagious and your prospect or even
your friends and family will appreciate your dedicati on to it.

Second is the flexibility to live with the vagaries of a
business. When you are starting a business, nothing is carved in
stone. Everyday will bring another problem to be solved or
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guestion to be answered. The ability to make quick decisions is

a real plus in these situations. Th
be right but the decision usually must be made in a very short

time. This is where experience in working in your business or

someone el seds will benefit you. Tr
learning experience and learn to live with them. You will get

better with tdwalhen its@o wihdhe tow!

A third asset is the self -confidence of a self -starter. Do
you jump in and start the job or wait for instructions. Do you
have w hat it takes to run your own organization or are you
better suited to being an employee? Again, you will make
mistakes and will find yourself re  -writing the manual a dozen
times but action must be taken. Sitting around waiting on a sale
tocome inorap roductto get made will  not further your
aspirations to be success ful as an entrepreneur .

A business that matches O6who you
know how to dodo wil/| utilize those t
you further ahead in your journey. An unspoken characteristic

is the wherewithal to sustain yourself while you are becoming
successful!

| f you dondot feel those character|i

enough, you may consider looking at other business models
rather than creating your own from scratch.

A fra nchise model can provide the leadership and
roadmap you need while still allowing you to be independent.

Direct Sales with the correct companyt hat offers
excellent training and support can be another alternative.

And yet another is an established business model like a
Bed and Breakfast where you can find lots of information on how
to do it.
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| would suggest a considerable amount of research before
starting any business. One of the best ways to help determine
compatibility is to work on your Busine ss Plan. Evidence shows
that putting a plan in writing contributes to future success but a
valuable side effect is that writing your Business P lan often
reveal s details you may not have considered. Details that will
help you see whether the concept youa re considering is feasible
or not in your situation.

An outline for a complete, comprehensive business plan is
given at the end of the book.

~ Decisions, Decisions

You will be amazed and maybe confounded by the
number of important decisions that must be made to define
your unique business model

Whether you incorporate or act as a sole proprietor or
partnership depends upon a lot of things specific to your
business . You need to determine  the type of business entity in
order to kn ow your liability from a tax standpoint. Even if you
think you know, this is an excellent time to get the advice of a
professional. Just a short consultation can save major
headaches | ater. And choosing one ¢€
ever be changed , it just needs to have a purpose . Make these
decisions before opening a business bank account or any
vendor accounts.

A business license is of ten overlooked whether you are
operating a brick and mortar business or running a business

from your home. |  would suggest that regardless of your
location you obtain  a business license for the county in which
you are operating just to be on the professional side. Check

with your local officials to comply with other requirements with
which you may not be aware.  Keep in mind any permits or
licenses specific to your business that may be required.
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You will want to apply for a Federal Tax ID number and
possibly a Sales Tax identification number in the event you need
to report retail sales tax. A side effect of this  kind of
preparation is the confidence it will give you as you open your
doors for business. Knowing you have taken care of the
important aspects of your venture gives you a feeling that you
are going to be successful, that you have a strong foundation.

A name for your new business should be given the
appropriate amount of thought. If the name can define what

you do, thatoés a pl us. Somet hi ng ea
pronounce and something that doesndt
future. Il n ot lBer Swdrd $ShoddpSaltlhye bi l
than a non -descriptive name | i ke OVi si on E&lgoner pr i g
you will want to check if the domain name is available for use on

your website. |l tds good to be able

across the board. More abou t this later.

Realize that a Il of this is in preparation for growing your
business. A stable business prepares for future growth with
good management, being aware of pending challenges and
making the commitment to develop and modify whatever
policies are needed as you grow.

~ Your Protection Detalil

Any product that you offer  in your business must involve a
discussion about liability or protection. An online sale of a
product that can be harmful leaves the seller just as liable even
though it may be long  distance and you never see the recipient.
Building a reputation of integrity and honor in your product
offering and transactions from Day One will ensure your good
reputation many times over in the future.

If your product requires or should have produc t liability
insurance, purchase it immediately. Even if you are falsely
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accused, the presence of insurance lets the consumer know you
are serious about providing a quality product. Keep batch
numbers and/or labels, whatever is appropriate, so you can
show that you have production safeguards. Your Operations
Manual should reflect that all of these items are in writing and
being adhered to.

If you are offering your product as a wholesaler, your
retail outlets may require that you produce proof of such
protection before carrying your | indg.
show them you are operating a professional business by the
proper use of insurance protection.

Some online offerings will not be liable for product
performance and should be so stated in any ma rketing material.
For instance, this book, while very helpful, cannot guarantee
your marketing success. However, our soap products are
covered with a multi  -million dollar liability policy even though
we know that each bar is tested before it is sold and the chance
of anyone being harmed by the soap while bathing is essentially
non -existent.

If you are representing a product or service for someone
else, do not assume they have procured the proper protection.
Ask! And conduct yourself as if you created the product
yourself.

~ Other kinds of protection

There are other types of protection you will want to
research, such as:

1 Patents 0 applied for after you have tested and
screened to make sure the product has value.
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1 Trademarks 0 involves names, logo, desi gns,
shapes, colors, etc. Two items are needed to
trademark: it must display creativity and strength
and it must create a favorable impression.

1 Copyrights - anything the business creates in written
or digital form, such as literary work, software,
pictoria Is, audiovisual, etc.

~ The Financial Side

We could write an entire book on the financial analysis so
|l etds Jjust say i n an overview that
up front after much research.

As in your Business Plan, writing out your Financial Plan
will help answer a lot of the questions, i.e.

how much of your needs wil/|l be
estate, equipment, etc.;

- how much for 6one timed expenses

permits, website, etc.;

- what initial or startup cost will be needed immediately and
what an ongoing budget will be

- whether you need outside financing or are in a position to
self -finance .

Of course, in many cases you will also need to consider your
personal living expe nses while getting started turning a profit.

Financing the se costs also has many avenues, i.e., bank
loans (SBA backed); personal loans; equity funding from an
investor who takes a stake in the business; venture capital from
investors who want a specific  return; or even grants that do not
need to be repaid.
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Plan to prepare and keep updated such reports as
Budgets, Forecasting and your Financial Statements. You will
need them in many instances through the years, not the least of
which is to help you know  where you have been and where your
business is going.

You may not believe it when you are slaving away one
night on the budget but it will pay dividends as you grow.

~ Financial Checkup

Rather than just guess about your financial situation, stop
occasio nally and ask yourself these questions:

1. Am | making or losing money?
2. Do | have cash on hand for emergencies?
3. Can | meet next monthds obligid

4. How does my business compare to industry
standards?

5. Dol need and w here will | find future capital?

6. Can | partner with another entity to share risk and
reward?

7. Am | really in good shape financially?

In other words, these questions will tell you if you are
being profitable, and if not, whether your business is going up
or down. They will help you know if your liquidity is sufficient
to meet short term obligations and if you are embracing proper
cash flow methods.

And lastly, they will help you keep your debt in check and
determine your financial strength. Continue to re -visit these
guestions as you grow in you r business, not just when starting
out.
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~ The Team Approach

Having a team that supports  you and your business
venture can be an invaluable asset. There may be several
different teams but some of the more important are:

Your Business team of Advisors 4 This should be made
up of a group of five to ten people who know something about
your business but mainly have experience in running or owning
a business. They are ther e to bounce ideas off of and offer
suggestions.

Your Board of Directors 9 This grou p of three to five
people know your business inside and out. The y lend legitimacy
to your business in that they exhibit a solid foundation for
future planning, etc. Their guidance and support is invaluable.

Key Employees & Another important group could be a
team of key employees in your business. At first, it may be only
one other person but as your business grows it may be a key
person from each department.

Communication with any or all of your Teams is critical.
They will only be as valuable to you as you treat them. Keep
them in the loop before decisions are made, when appropriate.
Ask for their input and expertise. Listen to what they have to
say with a critical ear and accept suggestions in the spirit in
whichthey are given. ltds all to
one person has all the answers.

hel
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Chapter2 ¢

Managing Your Business

~ Retail -wholesale -online

Another decision that must be made right up front is how
you are offering your product. Even if it is a service, not a
physical product, you still need to determine the way in which

you are going to make it available to the marketplace. If you are
offeri ng a product through a Direct Marketing agreement, these
decisions may be made for you on a broad basis. However, you

will still need to develop your own unique model.

A question to ask yourself might be:

Am | selling my product business -to -business or
business -to -consumer?

Are you looking for other businesses to sell your product
or are you looking for consumers to purchase directly from you?
You could be doing both in which case you must determine
pricing for both. You can do both wholesale and retail but you
will need to know exactly what your mark  -up is on your retail
price and monitor the retail price being offered by the
wholesalers. In other words, you sell an item for $10, and you
offer it to a wholesaler for ~ $6. If the wholesaler wants to make
more profit and sells the product at $12, you need to know
exactly what the market will bear and how it compares to what
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others are selling the product for or where the online price is
set. You may have to balance wha t you are charging versus
what the wholesaler is charging.

This is another area in which you may want to get CPA
and/or professional advice. Or find someone familiar with your
product or service and get their input. A Team member such as
we spoke of ear lier that is in the same or similar industry can be
invaluable at this time.

Selling your product online involves another set of
circumstances. We will cover more of this in the Marketing
section. The only decision now is whether you are going to
offer sales from your website direct to consumers. Some items
are more conducive to online sales but must be tempered by
shipping additional cost and other constraints of online
shopping.

~ Determine product lines

Product lines are determined by the various types of
whatever the product is that you are offering. The number of
lines depends, to a degree, on your product.

It can be, as in our case, different scents of the same bath
soap bar, or different scents of  the same basic bath salts
formula. We determined that one line would be bath soaps,
another line would be bath salts and yet another of pre -
packaged, customized gift boxes and baskets. Each line has
several different products within it. Various scents, ¢ olors, etc.
differentiate the individual products. Sometimes only a slight
variation makes a different product but should be kept separate
as far as product codes (SKU) and descriptions.

Having too many product lines can be confusing to a
buyer. Inthe ¢ ase of clothing, having multiple sizes is
imperative - that is not a different product line. Having shirts,
pants, caps and shoes would be different product lines. The
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better your coordination of product offerings in your marketing

the more sales you wil | make. Think about having a blurb at the
bottom of the page oot her people whg
bought 0. This tends to keep t hs
he is looking for rather than getting lost in the jungle of
numerous items.

Product lines ma y be constricted by production timetables
and inventory. If your manufacturing process is complex or
long, you will definitely want to contain the number of lines until
you have been able to anticipate sales over a longer period of
time. W.ith our soap pr oduct, the curing time can run anywhere
from three to six weeks after production so we must constantly
monitor inventory to determine future production by individual
product.

At some point, if you distribute your product through
certain channels, you will  be required to identify each product
that has different specification s so you want to start out placing
product codes on each individual product in each product line.

Special orders may be acceptable or not. You may
package your product so that it is impo ssible to take special
orders. However, if you can price for it, special orders can be
very appealing to the buying public. It is a way of appearing to
care about your customers and trying to provide what they want
rather than just what you have availabl  e. By doing special
orders on a selected basis, you are sure not to overload your
delivery system unless it is financially feasible.

~ Pricing the product or service

Basics first, |l et ds tal k about prfi
products. Know that Price sends a mess age to your market. It
can be Cost based (cost plus a mark up for profit or what you
think you should get for the product) or Value based (what a
customer is willing to pay ).
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You should have some idea about what the market will
bear in the way of pricing. F or research, check your
competition online and in retail locations and see what others
are charging. Compare size, packaging, delivery methods, etc.
to get a fair comparison. Check  with retail outlets in your
immediate area and inquire as  to what they might charge. If
needed, leave products on consignment with flexible pricing
and see where the price settles. If you have a very unique
product, it is often difficult to price and you may have to test

mar ket as you go. Dondt pumderce Htsi waptr ¢

you can easily reduce the price but it is difficult to increase the
price at a later time.

Your first determination is the retail, or end, price. Then
you can determine how much you can concede for bulk orders
and items on sale. Only then you can back into a wholesale
price that you can live with. To fix the wholesale price, subtract
raw material cost, marketing cost, shipping cost, etc. and
determine a wholesale price. Here you must remember that a
retail outlet you sell to may wan  tto make anywhere from 30% to
60% profit to cover their overhead so know your internal cost
figures well enough to reach a satisfactory conclusion for both
of you.

To determine the cost of special orders, calculate the
extra time and materials it takes to complete the order. Ifitis
an unreasonable amount to charge, consider whether the
customer is iIimportant enough to warr
the sal e. I n some cases, it 1is. H
| eader 6 when you donadtaallymosekmeneain pr of it
order to make a sale but anticipate a greater profit in the future.

In the handcrafted soap industry, distinctions are often
made with scents or appearance and not as much on price. So
with the price established, our goal is to m ake the product as
attractive as possible. Consumers like to feel they are getting a
lot for their money

17 The HOW TO Book for Success in Your Business
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Again, if your product line and pricing is determined for
you, your challenge is to make yourself stand out in the crowd.

Remember to sell Benefit s, not features. In other words in
our business, a person is not as interested in the technical
features of our soap but wants to know that it will make their
skin feel great. So concentrate on how your product will help
someone improve their lives orac  complish their goals.  Sell the
sizzle, not the steak!
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Chapter 3 eé

Marketing Your Business

A recent study listed four mistakes that businesses make
relative to marketing:

1. Failure to create a marketing plan

A marketing plan is different from your Business Plan or
your Financial Plan. While a Business Plan may tell you
where you are going or where you hope to be and a
Financial Plan will tell you  how you hope to pay for it, a
good Marketing Plan tells you HOW you are going to
accomplish those things. It becomes critical in whatever
business endeavor you are undertaking. Reference the
Marketing portion of the Business Plan at the end.

2. Poor marketi ng message

If you have a poor marketing message, you might as well
have none at all! A well developed message explains your
product in a constant manner whether in person, online,

or in print. In other words, every time someone sees your
name and message , however it is delivered, it is the same.
You may vary your method of delivery but not your

message .
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3. Failure to consistently deliver the message

While you are developing your constant message, you
must deliver it on a consistent basis. It never helps to
have someone see your product

might |ike to try thato but never

using print advertising, consider multiple issues with the
same message. Online, keep your message fresh and
updated. In person, be visible  over and over.

4. Spending less on marketing during tough times

Some businesses feel marketing is the first place to cut
back when business drops off. It is the intangible that
cannot be measured, thus becomes the first budget
fatality. Consider two well s  tudied concepts: the
business that continues to stand out and be seen during a
slump in business will be perceived as looking after their
customer, thereby creating loyalty among existing
clientele. By the same token, a business that remains in
sight whe n others drop off will be found by the market
that is still purchasing, however small that market may be.
This also creates extreme loyalty by those new customers
that will serve you well in years to come.

A study by US Bank stated that 64% of businesses failed
because the owners mini mized the importance of properly
promoting their business. Poor marketing was one of the main
reasons given for their failure.

With those items in mind, there are many ways to begin
and to maintain your marketing efforts ,incl udi ng t he
ti meso.

Sales and marketing can be the most enjoyable part of
running your business. It is your contact with your market, it is
your most valuable source of feedback and it is the backbone of
your business.
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Using many of the methods we are outlining here can get
your business off to a good start or make a good start even
better.

~ Networking

Some areas of the country are more attuned to
networking than others but regardless of where you live it has
the same objective. Face to face contacts are invaluable in any
business but especially if you sell locally or have a product that
sells itself wh en people see it.

Self-marketing can be as easy as wearing a name tag
whenever you go out. And always having business cards in your
pocket is a must. Join groups that are compatible with what you
want to accomplish. We sell to businesses so we would | oin
business associations. If you market to the public, you will want
to attend events where individuals congregate. You can target
your networking just like you do your advertising. Determine
your ideal contact, find where they are and join in.

Think o f places like your local Chamber of Commerce
local Business Association s, a women or mends gr ol
group that is compatible with your company, service groups like
Rotary and Kiwanis, and meetups designed just for meeting
other people.

~ Advertising in General

Making decisions about advertising are as varied as
pricing your product. I't can be al/l
you need to make decisions on several items right up front:

* An advertising budget & set up for each week, month
and annually
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* Where you will put your emphasis. Print media?
Online? Networking?

* In -house or pay someone to do it

The budget is the most important first step. Knowing
what you can spend helps to make decisions about where and
how to spend it.  Stay within your budget and with your plan
until you can quantify results. The budget can grow but you
cannot ever get back misspent funds.

Lots of people will tell you the advertising budget should
be a percentage of sales but if you are just starting out and
sales are erratic, that is hard to do. So be content with
researching what you want to accomplish, how you are going to
do it and what it will cost. Make a plan and stick with it.

~ Print Advertising

Good research will give you lots of informati on about
advertising in print media. Some areas in which you might want
to obtain pricing includes:

- advertising in local newspapers or magazines

- supporting a local team and advertising in their
publications

- handing out flyers in selected, targeted areas
- yellow pages of the phone company

You will find if you do not already know that print media
is limited. It is rare that a publication stays current or readily
available when someone is looking. That 06s why we
multiple exposures in any print adve rtising. Inthe beginning
you can look for items that you can do yourself a nd opt later for
ones that must be outsourced to others .

recao
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~ Online Advertising

Many more people today go online to research what they
are in the market for before they purchase. It may be just to
compare prices or features even when they know what store
they will utilize so the object is to be there when they are. Your
product may be local, it may need to be seen to be appreciated,
it may have a very short expiration date but it still needs to be
online when people are looking. It does not mean the product

hastobesold online; it just needs to answer t

guestions and sol idify his reason to purchase.

Being online is more than just purchasing a domain name
and setting up a website. When someone searches for widgets,
they wonoét find your site unl ess
preparation. As with print advertising, some of th Is can be
done in -house and some you may decide to paid for. That
decision depends upon your comfort level with the internet and
how willing you are to learn.

If you do want to utilize online sales, be prepared to have
a website done by a professional u  nless you know an awful lot
about it. You will also need a domain name that, preferably,
describes your product and attracts attention. The website
needs to be optimized for keywords and promoted everywhere
at all times. Include your URL or domain name in every piece of
paper that leaves your office and in every piece of advertising
everywhere. Hope you are getting the idea; you must have that
name out there for people to see and respond to.

If you are not familiar with Google ad words and other
such on line advertising methods, do your homework before
jumping in or you could find yourself way over budget in a very
short time. You may want to look for flat rate advertising
packages that will help you budget cost. In any case, you must
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monitor results ve ry closely and carefully to see what is working.

And dondt be surprised verfyfirsttime ybo e s
use it, online advertising, as with print ads , takes a few months

of exposure before you can began evaluations. Be sure to take
advantage of any free business listings you see, such as on

Google, Manta and Yahoo.

~ Social media

A must do for todayods business.

popularity of sites like FaceBook, MySpace, LinkedIn, etc. have
spawned an entirely new avenue of advertising. You may be
already using these outlets in a personal setting so you just

need to transfer that same philosophy over to your business. |
would recommend, however, keeping the two entities separate.

In other words, you may not  want your best customer seeing
what you posted about your weekend outing! If you are not up

to date with the latest and cannot do it yourself, hire it done.

You simply have to be where the market is and social media is

the new kid on the block.

~ QR des

The best way to link online and offline marketing is with
QR codes. These little bar codes are the latest in mobile media
advertising. Place a QR code on any physical product, your
banner, your flyer, your label, etc. The user simply scans the
code with their Smartphone and is directed to your website or
social media page. This is a hot new way to link people to your
business at very little cost. While we do not warrant the
availability or viability, there is a link to create a free QR code at
http://grcode.kaywa.com
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~ Event Marketing

Events are a great way to bolster not only your social
media pages but your local presence as well. Have a book
signing, introduce a new product, anything that fits your
business . Marketing today is about personal relationships.
Online will never rival the intricacies of a personal relationship
S0 use that to your advantage. Drive online success by
incorporating offline methods.

~ Word of mouth

Tell everyone you know what  you are doing . Dondt
assume that your acquaintances know what you are up to with
your new venture. Il tds not t hat

your product i mme de maylowsomeonedise t hat

who will ! Every person who knows about you opens the door to
at least a dozen other people whom you want to know about
you.

And a note about the recordkeeping we discussed earlier.
You will want to keep notes on who referred who to you and
thank them when a sale is made. Develop a manual method or
util ize a web based system. Whatever will allow you to easily
and quickly keep up with who you needed to contact and who
you need to refer or thank for referring to you.

~ Article marketing /book publishing

Establish yourselfas anexpert i n your ar ea.
mean you will know all the answers but you really should know a
lot about the business you are in. Blogging is an excellent
method of accomplishing this. Keep up with your industry by
reading everything you can find, subscribing t o trade journals,
attending trade shows, etc.
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Again, a note about advertising.
a prospect at a trade show for your industry. But | have had
someone in the same industry that did not work in exactly the
same product area | did that referred me to his customer base.
Excellentreferrall That 6s why | s aycomst@nteyou i si I

do it all the time!

~ Newsletter s

Maybe an old fashioned way to stay in touch and remind
people you are there but it works every time. People like to be
included in things so a newsy letter from you makes them feel a
part of your success. Be sure to recognize special people or
events and make the most of this method. BTW, newsletters can
be online or sent by m ail. It depends upon your clientele. We
actually do both as we have some people that do not utilize the
internet as much as others and like to have something to hold in
their hand. After all, lots of people do not get first class mail
any mor e smoostspedakwhen they do. Use this method
for keeping your constant message delivered on a consistent
basis.

~ Public Relations

Yes, Public Relations is pa
face your public sees and you can and must control the
exposur e. Unl i ke advertising,

develop it over time. You may create it by creating a human
interest story about your business and having it published in a
local paper or magazine; you can create it by winning an award

or being recognized by your peers and having a press release.

Public Relations activities may include some or all of the
following:

rt of

you d¢
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Press Release

Newsletters

Seminars

Articles in papers or magazines
Any type of media coverage

Community involvement

Blogging

= =2 =A -4 -4 -5 -2 -2

Sales Force

Yes, | consider a Sales Force your public relations arm.
The decision will arise asto when and how to field a sales force.
Keep in mind the balance between ramping up sales before
production can meet the demand. But get help when you need
it, dondét wait f @thereidimneper fect t i me

Why Are We Doing All This? To Build your brand !

Letds make a couple of marketing
your brand. You want to present a very unified front in all of
your advertising whether in print, online or wherever. If
possible, develop a logo that is self  -explanatory. The same goes
for your domain name. Either of those that can tell what you do
will garner a lot more exposure. Use that logo and domain on
everything that leave s your business 9 i.e., letters, printed
material, business cards, product tags, packages, everything,
even that name tag you wear. Work on building a name brand
associated with you and your company from the beginning.
Again, it doesnbotnstbnathefirstday. lbreay c ast i
go through several revisions but the sooner it is finalized, the
better for your advertising success.
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Just remember that your brand is your reputation, your
guarantee, a pledge to those with whom you do business
oneof your c omogtaatughle :ssets
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Chapter 4 ¢ée

Lasing in Your Business

~ Service

Customer service and caring for the customer (two
different things, by the way) should be the cornerstone of your

company if you want to make it past the first year . Without the
customer, you have nothing. You may have the best product of
its kind in the world but if no one purchases it, you cannot have

success. And be prepared to go above and beyond in retaining
the cus tomers after you have acquired them.

Customer service is the prompt, efficient handling of your
cust omer 6 s -fomsakingéhs arder to invoicing to
fulfillment and delivery. The customer does not see, and should
not see, all of the machinations in between. They see an
efficient order taker, a prompt confirmation, an easy to read and
understand invoice with correct pricing and prompt delivery.

Any deviation from the original order is promptly transmitted to

the customer and a mutual settlement is agreed upon. This is
the most basic element in sales and must be adhered to at all
time.

Having procedures in place for what happens when or if
the proper execution of an order fails will save headaches and
time along the way. Know in advance what you ar e prepared to
offer to fix the problem and transmit this to your employees as
a guideline as to what they are expected to do. Nothing is
perfect so be prepared when something goes awry.

Beyond Customer Service is O6Carin
which is a littl e different. Did you make them feel special? Did
you remember they liked blue rather than green? Did you
include a free sample of another product and ask for their
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feedback as a valued client? Did you offer to replace broken or

damaged productevenif it 6s not your fault? D
touch regularly so they dondot feel f
always appreciate being taken care of and it will build more

future sales than you will ever know about.

Studies show it cost more to find a new clienttha nto
retain an existing one so once you have a customer concentr ate
on keeping them. Whenyou perform t he oO0Oservicebo
mentioned above, you create  satisfaction and loyalty among
your customers and that translates into tons of business not
only from that person but from the many people they tell about
your wonderful product.

~ Watch expenses

|l tds so easy to get carried away
think you need. So learn to evaluate with critical eye whether
that new desk is for your ego or will it create sales. While there
are many legitimate expenses that will benefit you personally,
try to keep your business expenses in line with what you are
producing in sales. This will be hard at f irst and you may need
capital to get started. | f you do b
important to watch expenses and stay within your budget.
Thereds nothing worse than running g
borrowed before you have adequate sales coming in.

One of the big advantages of having a home based
business is the ability to operate with less expense which
creates a larger profit at the end of the day. Set priorities as to
whet her you spend that ©o6profitd in
whether it accumu lates for future use. Having cash on hand to
expand operations is a wonderful goal to have set for yourself.
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~ Set budget and make a plan

Another way to avoid the pitfall of using up your money
before you develop sales is not only setting, but using, a
budget. Just the act of putting your figures on paper helps you
visualize what needs to be done. So set up a budget and learn
forecasting with a spreadsheet ! It often takes the first year or
two of business before you can actually see trends and know
what to anticipate  but you need to know how much it costs to
run your business each month.

And the exercise of doing it for two years will put you
light -years ahead of planning in future years. You plan should
be as concrete as you can make it. Deal in specifics, not

generalities. Forecast 0$1, 000 in saleéd ovérpusdu
amake a million dollars 6 and you will also be h
visualize your success. There is a tremendous amount of help

at your local library or book store on budgeting for businesses &

so take advantage of it.

~ Comparison Shop for materials

Comparison shop for your regular purchases and spot
check when you are buying items |
to just use the same places but you should routinely check
around to see where the same item might be found at a lower
cost. The internet has made this process much simpler, just sit
at your desk and shop. Just donodt
of out making sales!

Also keep in mind the image you are project ing with your
marking and product materials. In some cases, the least
expensive is not the best solution. You want to find the best
buy for the money, not the cheapest item on the shelf. When
you are starting out, the first reaction may be to have very
unique packaging, etc. but keeping that budget in mind, you
may find it necessary to utilize something that costs little less
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but still projects your image and work up to that full blown,
costly packaging that only the
sacrif ice your future before you have made the first sale.

~ Know your real costs

Youdl | never know if you are

havendt kept the proper records.

are especially hard to quantify. We purchase huge guantities of
oils to use in our soap products but we can still break down the

cost of that oil to a per ounce cost and calculate the true cost of
each bar of soap. It will be hard at first to establish all of your

costs but make the effort and you will b e rewarded in the end.

This becomes even more crucial when you are looking at
which product lines to expand and which to delete. Having
good info at your fingertips makes that decision much easier.

Document your methods so you are not reinventing the
wheel. While some things may change constantly, some basic
functions will remain the same.

obi g
ma Kk i
Sd
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Chapter 5 ¢ée

LivingWith (and Loving) YOur Business

)

e

%

~ Personal Balance

There is a delicate balance between your business and
personal lives . dspediadly f ragile when working from home
butit s al so i n dindangrried pagners in thaisame
business. Most experts agree there should be a distinction
between the two entities  of business and personal . That 0s
setting the parameters mentioned in Chapter 1 become so
important. Everyone needs time away and it is difficult to do if
you blur the lines between when you are working and when you
are playing. |l tds normal to have
be done at once. You begin to feel frantic when you are not
accomplishing what you want to each day. B ut refusing to set
appropriate guidelines leads to burnout and that is never a way
to make a long term success of your business.

You must learn to maintain a lot of flexibility in your time
and methods in order to achieve your personal goals and at the
same time be able to pursue your passion.

One of t he best suggestions | ever received  was having a
night off during the week. A night when you and your spouse or
significant other go somewhere and never mention business. It
is amazing how often you wil | come back the next day with a
great idea or solution you may have been looking for just
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because you got away for a while. Give yourself a break and see
what your subconscious comes up with for you.

And the same advice applies to employees. They need ti me
when they are not going to be called upon to work. You will
build a better organization by keeping these things in mind.

The following are selected passages from a book by Dr. Joseph
Luciani who suggests that you learn to coach yourself in positive
ways to allow you to accomplish the most from your own self.

In my opinion, entrepreneurs and business owners have a
unique need for and ability to accomplish this. His suggestions:

Separate Fact From Fiction

Do you ever have two conflicting voices in younead? One voice spins off
in a diatribe of negative, fearful, and insecure thoughts. The other healthy
minded voice might try to insert a dose of reality into the conversation,
but it is quickly drowned out by the fearful voice.

By separating fact from fi¢ion, you can successfully tamp down over

OEET EET C AT A xT O0OU8 91 0 AiT180 EAOA (¢
)T OOAAAh AACET O1 AEAIT AT CA OEAI xEQ(
are verifiable, objective, and observable phenomena, while fictiorzsse

AAOGAA 11T ET OAOPOAOAOGEIT 1T Oh EOACI AT 60N
Scrutinize every negative thought like a detective, and then focus only on

OEA ZEAAOO8 4EA EAAOO CATAOAITT U AT16(
behaviors.

Stop Listening To The Voice

In addition to challenging your negative, insecure voice with facts, work

at tuning out that voice atOT CAOEAO8 91 O AT 18680 EAOA
AOAEAT AA Oi OEAOA OEI OCEOO AT A EAAO(
positive to the table in terms of soling your problem. In fact, they only
make things worse.

Practice shutting down those thoughts as soon as they begin. Using visual
imagery can reinforce your efforts. Imagine an impenetrable wall
slamming down between you and your negative thoughts, bloakg them
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from your mind. Or picture each thought as a soccer ball, and you have a
super-powered kick that will send it flying into orbit. Keep practicing

OEAOA OI ETA CAi AGo O1T OE1 Al T AEEI ¢ OF
reaction.

Learn To Let Go And Trust

Think how it would feel if you could package up all of your worry and

insecurity and give it away to someone who would handle everything.

You could proceed with your life with the confidence that everything will

be OK. The truth is, everything will be OK ost of the time. And when it

xAOT 60 ET OEA DPAOOh Ui 660A AAAT AAIl A
AAAExAOA AT A 1 A0 OEA O1 EOAOOA AAOAE
to work so hard? life will happen naturally.Dr. Luciani offers three

mantras towrite down and repeat to yourself as a reminder that letting

go is liberating, not scary.

First, let life unfold. There are obstacles, but no dead ends. Things
might feel hopeless, but that is only a distortion of the truth created by
insecurity.

Secondly, trust that your instincts and intuition will serve you. Be
willing to take the risk that you will find answers and solutions in time
with the help of your own inner wisdom.

Third, every problem has a solution, and sometimes you have to wait
for an answer. Things may not happen irnyour time, but they will unfold

in time. You need to be disciplined enough to wait and not allow
insecurity to make you panic and demand an answer now. In the interim,
practice separating fact from fiction and cutting off the agative voice.

Try putting these into action and see the amazing results in
your personal life which leads to success in your business.
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AFTERWORD

You know there is only so much that can be
transmitted in this book or even if we were speaking
face to face. Sometimes you just have to jump in and
make It happen. Donodot th

you wi || make mistakes, w
learning part. No one ever got through school or work
without making a few errors. You learn from them and
move on.

My purpose in writing the book was to perhaps help
someone not make some of the basic mistakes and

I nk aftk
wonder how it wi btdrtede Tirusttnje,u s t

e

to

open their thoughts to the many ways they can market

any product or service . Many mistakes could be
avoided if we had only th ought about them ahead of
time and many opportunities could be successfully

implemented if we had considered them first. This is

by no means a complete manual on running a business
or how to market your product or service : | O
| have time to writ e down all | have learned in 30 years
but maybe it will be of help and inspiration as you

begin your journey.

| would love to hear about your experiences and how
the book may have hel ped
to contact me at pat@SainSoap.com If you want to

m

al

get
al |

nNot

ong
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mailto:pat@SainSoap.com

learn more about our soap venture and see what we
have to offer, please visit the website at
www. SainSoap.com

Best of luck to you in whatever and whereveyour Heart leads
you. May you find your definition of Success in your future.

Pat Harmeyer

©)
©)

January 2011
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http://www.sainsoap.com/

ABOUT THE BUSIINESS

| 6ve been an entrepreneur since |
with a sign that said Free Lemonade, 10 cents! | knew Free
sounded good but | also knew | had to pay Mom back for the

lemons. And as most self employed business owners know, that

remains the eternal challenge: Making a product that people

flock to like its free while making enough to pay for the effort.

With our latest challenge, we turned the tables on this theory.

We manufacture line of handmade bath soap bars and bath salts
anddonate al |l profits to charity. So
component of giving away what we make but the challenge of

running a business that actually makes a profit to give away!

While this may be a little different from your particular business,

some of the strategi es remain the same whether you are a home

based business or have already set your establishment . I have

been in sales and marketing for over 30 years, owning

businesses online as well as traditional brick and mortar. Even

though we have incorporated new techniques that the internet

has brought about in the last few years, some basic principles

remain the same and thatds what you
you work through this book.

The general premise of the book is that you already have a
product to sell. But even if you
tremendous amount about working with people and ho w to be
more successful in your transactions. If you are offering a

service, some of the suggestions will not fit your business

model but, again, you can make use of the many areas in which

the suggestions do fit what you are doing.
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ABOUT THE AUTHOR

Pat Harmeyer is a Georgia native and avowed
entrepreneur having made her way through various industries
and opportunities and finding success as a st udent of unique
marketing methods for many years.

Way back when, armed only with an associate business degree,
a corporate transfer to Tennessee found Pat at a wholesale
building supply company helping with their print advertising,
working trade shows and  managing the company product
showroom. She learned a lot about taking care of details and a
lot more about taking care of the customer.

After a transfer to the Chicago area, Pat began as an analyst in

the Marketing Department of a major oil company. She wrote
white papers on current industry events and helped develop
marketing plans. She traveled the Eastern seaboard

implementing many of those marketing programs while
strengthening her own marketing and management skills.

Another transfer eventually bro  ught Pat and her family back to
the Atlanta area where her marketing and sales skills were
evident as she was name Rookie of the Year by the large real
estate company for whom she began selling.

Foll owing the 6grass is greenaerd
career in the insurance industry eventua  Ily owning and

operating a successful brokerage firm dealing primarily with

employee benefits. And again, she was named Rookie of the
Year, followed by numerous sales and marketing awards.

Later, as the founder of Prosperity Forever, Inc., Pat began
developed an online advertising business, and also helped
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others to be successful in sales and marketing utilizing the
same tried and true methods she had perfected over the years.

In early 20 10, Pat joined other family members in the launch of
a new business that manufactures and sells handcrafted bath
soap products. The products are sold direct as well as through
selected retail outlets and online. All of the sales methods
being utilized to  market the soap products in the new venture
had found success in other areas and are proving to be
successful once again.
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Disclaimer

In particular, we make no representation or warranties with respect to the
accuracy or completeness of the contents of this book. We specifically
disclaim any implied warranties of merchantability or fitness for a
particular purpose. No warranties may be created by implication. No oral
or written statement by us or any sales representative or other third party
shall create any warranties.

We do not guarantee or warrant that the information and opinions stated
in this book will produce any particular results, and we caution readers
that the advice and strategies contained in this book may not be suitable
for every individual or business.

We, individually and collectively, shall not be liable for any monetary loss,
physical injury, property damage, loss of profit or any other damages,
including, but not limited to, special, incidental, consequential or other
damages.
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