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Abstract 

Are you ready to turn your business idea into reality? Launching your own venture can be an 

exhilarating experience, but it requires careful planning and execution. From crafting a 

compelling business concept to securing funding and attracting customers, the road to 

entrepreneurial success is filled with challenges and opportunities. 

 

In this complete guide, we'll take you through the essential steps of starting your own business. 

You'll learn how to refine your idea, create a solid business plan, navigate legal and financial 

considerations, and develop effective marketing strategies.  

 

Whether you're a seasoned entrepreneur or just starting out, this guide will provide you with the 

insights and tools you need to build a successful business from the ground up. 

 

1. How To Create A Business Plan 

Every business starts with a vision, which is distilled and communicated through a business 

plan. In addition to your high-level hopes and dreams, a strong business plan outlines short-

term and long-term goals, budget and whatever else you might need to get started. In this 

guide, we’ll walk you through how to write a business plan that you can stick to and help guide 

your operations as you get started. 

 

Brainstorm an Executive Summary 

 
Drafting the Summary 

An executive summary is an extremely important first step in your business. You have to be 

able to put the basic facts of your business in an elevator pitch-style sentence to grab investors’ 



attention and keep their interest. This should communicate your business’s name, what the 

products or services you’re selling are and what marketplace you’re entering. 

 

Ask for Help 

When drafting the executive summary, you should have a few different options. Enlist a few 

thought partners to review your executive summary possibilities to determine which one is best. 

Create a Company Description 

 

After you have the executive summary in place, you can work on the company description, 

which contains more specific information. In the description, you’ll need to include your 

business’s registered name, your business address and any key employees involved in the 

business.  

Brainstorm Your Business Goals 

Wherever you are on the business journey, you return to your goals and assess where you are 

in meeting your in-progress targets and setting new goals to work toward. 

 

Numbers-based Goals 

Goals can cover a variety of sections of your business. Financial and profit goals are a given for 

when you’re establishing your business, but there are other goals to take into account as well 

with regard to brand awareness and growth. For example, you might want to hit a certain 

number of followers across social channels or raise your engagement rates. 

Another goal could be to attract new investors or find grants if you’re a nonprofit business. If 

you’re looking to grow, you’ll want to set revenue targets to make that happen as well. 

 

Intangible Goals 

Goals unrelated to traceable numbers are important as well. These can include seeing your 

business’s advertisement reach the general public or receiving a terrific client review. These 

goals are important for the direction you take your business and the direction you want it to go in 

the future. 

Describe Your Services or Products 

The business plan should have a section that explains the services or products that you’re 

offering. This is the part where you can also describe how they fit in the current market or are 

providing something necessary or entirely new. If you have any patents or trademarks, this is 

where you can include those too. 

 

If you have any visual aids, they should be included here as well. This would also be a good 

place to include pricing strategy and explain your materials. 



Conduct Market Research 

This is the part of the business plan where you can explain your expertise and different 

approach in greater depth. Show how what you’re offering is vital to the market and fills an 

important gap. 

You can also situate your business in your industry and compare it to other ones and how you 

have a competitive advantage in the marketplace. 

 

Create Financial Plans 

 
Other than financial goals, you want to have a budget and set your planned weekly, monthly 

and annual spending. There are several different costs to consider, such as operational costs. 

 

Business Operations Costs 

Rent for your business is the first big cost to factor into your budget. If your business is remote, 

the cost that replaces rent will be the software that maintains your virtual operations. 

 

Marketing and sales costs should be next on your list. Devoting money to making sure people 

know about your business is as important as making sure it functions. 

 

Other Costs 

Although you can’t anticipate disasters, there are likely to be unanticipated costs that come up 

at some point in your business’s existence. It’s important to factor these possible costs into your 

financial plans so you’re not caught totally unaware. 

 

 

Business plans are important for businesses of all sizes so that you can define where your 

business is and where you want it to go. Growing your business requires a vision, and giving 

yourself a roadmap in the form of a business plan will set you up for success. 



2. Legal and Financial Considerations: Setting Up Your 

Business Structure 

Your business’s legal structure has many ramifications. It can determine how much liability your 

company faces during lawsuits. It can put up a barrier between your personal and business 

taxes – or ensure this barrier doesn’t exist. It can also determine how often your board of 

directors must file paperwork – or if you even need a board. [Related article: What to Do if Your 

Business Gets Sued] 

 

We’ll explore business legal structures and how to choose the right structure for your 

organization.  

 

What is a business legal structure? 

A business legal structure, also known as a business entity, is a government classification that 

regulates certain aspects of your business. On a federal level, your business legal structure 

determines your tax burden. On a state level, it can have liability ramifications. 

Why is a business legal structure important? 

Choosing the right business structure from the start is among the most crucial decisions you can 

make. Here are some factors to consider: 

 

● Taxes: Sole proprietors, partnership owners and S corporation owners categorize their 

business income as personal income. C corporation income is business income 

separate from an owner’s personal income. Given the different tax rates for business 

and personal incomes, your structure choice can significantly impact your tax burden. 

● Liability: Limited liability company (LLC) structures can protect your personal assets in 

the event of a lawsuit. That said, the federal government does not recognize LLC 

structures; they exist only on a state level. C corporations are a federal business 

structure that includes the liability protection of LLCs. 

● Paperwork: Each business legal structure has unique tax forms. Additionally, if you 

structure your company as a corporation, you’ll need to submit articles of incorporation 

and regularly file certain government reports. If you start a business partnership and do 

business under a fictitious name, you’ll need to file special paperwork for that as well. 

● Hierarchy: Corporations must have a board of directors. In certain states, this board 

must meet a certain number of times per year. Corporate hierarchies also prevent 

business closure if an owner transfers shares or exits the company, or when a founder 

dies. Other structures lack this closure protection. 

● Registration: A business legal structure is also a prerequisite for registering your 

business in your state. You can’t apply for an employer identification number (EIN) or all 

your necessary licenses and permits without a business structure. 



● Fundraising: Your structure can also block you from raising funds in certain ways. For 

example, sole proprietorships generally can’t offer stocks. That right is primarily reserved 

for corporations. 

● Potential consequences for choosing the wrong structure: Your initial choice of business 

structure is crucial, although you can change your business structure in the future. 

However, changing your business structure can be a disorganized, confusing process 

that can lead to tax consequences and the unintended dissolution of your business.  

Types of business structures 

 
The most common business entity types are sole proprietorships, partnerships, limited liability 

companies, corporations and cooperatives. Here’s more about each type of legal structure. 

 

Sole proprietorship 

A sole proprietorship is the simplest business entity. When you set up a sole proprietorship, one 

person is responsible for all a company’s profits and debts. 

 

“If you want to be your own boss and run a business from home without a physical storefront, a 

sole proprietorship allows you to be in complete control,” said Deborah Sweeney, vice president 

and general manager of business acquisitions at Deluxe Corp. “This entity does not offer the 

separation or protection of personal and professional assets, which could prove to become an 

issue later on as your business grows and more aspects hold you liable.” 

Proprietorship costs vary by market. Generally, early expenses will include state and federal 

fees, taxes, business equipment leases, office space, banking fees, and any professional 

services your business contracts. Some examples of these businesses are freelance writers, 

tutors, bookkeepers, cleaning service providers and babysitters. 

 

A sole proprietorship business structure has several advantages. 

● Easy setup: A sole proprietorship is the simplest legal structure to set up. If you – and 

only you – own your business, this might be the best structure. There is very little 

paperwork since you have no partners or executive boards. 



● Low cost: Costs vary by state, but generally, license fees and business taxes are the 

only fees associated with a proprietorship. 

● Tax deduction: Since you and your business are a single entity, you may be eligible for 

specific business sole proprietor tax deductions, such as a health insurance deduction. 

● Easy exit: Forming a proprietorship is easy, and so is ending one. As a single owner, 

you can dissolve your business at any time with no formal paperwork required. For 

example, if you start a daycare center and wish to fold the business, refrain from 

operating the day care and advertising your services. 

 

The sole proprietorship is also one of the most common small business legal structures. Many 

famous companies started as sole proprietorships and eventually grew into multimillion-dollar 

businesses. These are a few examples: 

● eBay 

● JCPenney 

● Walmart 

● Marriott Hotels 

 

Partnership  

A partnership is owned by two or more individuals. There are two types: a general partnership, 

where all is shared equally, and a limited partnership, where only one partner has control of 

operations and the other person (or persons) contributes to and receives part of the profits. 

Partnerships can operate as sole proprietorships, where there’s no separation between the 

partners and the business, or limited liability partnerships (LLPs), depending on the entity’s 

funding and liability structure. 

 

“This entity is ideal for anyone who wants to go into business with a family member, friend or 

business partner – like running a restaurant or agency together,” Sweeney said. “A partnership 

allows the partners to share profits and losses and make decisions together within the business 

structure. Remember that you will be held liable for the decisions made as well as those actions 

made by your business partner.” 

General partnership costs vary, but this structure is more expensive than a sole proprietorship 

because an attorney should review your partnership agreement. The attorney’s experience and 

location can affect the cost.  

 

A business partnership agreement must be a win-win for both sides to succeed. Google is an 

excellent example of this. In 1995, co-founders Larry Page and Sergey Brin created a small 

search engine and turned it into the leading global search engine. The co-founders met at 

Stanford University while pursuing their doctorates and later left to develop a beta version of 

their search engine. Soon after, they raised $1 million in funding from investors, and Google 

began receiving thousands of visitors a day. Having a combined ownership of 11.4% of Google 

provides them with a total net worth of nearly $226.4 billion. 

Business partnerships have many advantages.  



● Easy formation: As with a sole proprietorship, there is little paperwork to file for a 

business partnership. If your state requires you to operate under a fictitious name 

(“doing business as,” or DBA), you’ll need to file a Certificate of Conducting Business as 

Partners and draft an Articles of Partnership agreement, both of which have additional 

fees. You’ll usually need a business license as well. 

● Growth potential: You’re more likely to obtain a business loan with more than one owner. 

Bankers can consider two credit histories rather than one, which can be helpful if you 

have a less-than-stellar credit score. 

● Special taxation: General partnerships must file federal tax Form 1065 and state returns, 

but they do not usually pay income tax. Both partners report their shared income or loss 

on their individual income tax returns. For example, if you opened a bakery with a friend 

and structured the business as a general partnership, you and your friend are co-

owners. Each owner brings a certain level of experience and working capital to the 

business, affecting each partner’s business share and contribution. If you brought the 

most seed capital for the business, you and your partner may agree that you’ll retain a 

higher share percentage, making you the majority owner. 

 

Partnerships are one of the most common business structures. These are some examples of 

successful partnerships: 

● Warner Bros. 

● Hewlett-Packard 

● Microsoft 

● Apple 

● Ben & Jerry’s 

● Twitter 

 

Limited liability company  

 
A limited liability company (LLC) is a hybrid structure that allows owners, partners or 

shareholders to limit their personal liabilities while enjoying a partnership’s tax and flexibility 

benefits. Under an LLC, members are shielded from personal liability for the business’s debts if 



it can’t be proven that they acted in a negligent or wrongful manner that results in injury to 

another in carrying out the activities of the business. 

“Limited liability companies were created to provide business owners with the liability protection 

that corporations enjoy while allowing earnings and losses to pass through to the owners as 

income on their personal tax returns,” said Brian Cairns, CEO of ProStrategix Consulting. “LLCs 

can have one or more members, and profits and losses do not have to be divided equally 

among members.” 

 

According to Wolters Kluwer, the cost of forming an LLC comprises the state filing fee and can 

vary depending on your state. For example, if you file an LLC in New York, you must pay a $200 

filing fee, a $9 biennial fee, and file a biennial statement with the New York Department of State. 

Although small businesses can be LLCs, some large businesses choose this legal structure. 

The structure is typical among accounting, tax, and law firms, but other types of companies also 

file as LLCs. One example of an LLC is Anheuser-Busch, one of the leaders in the U.S. beer 

industry. Headquartered in St. Louis, Anheuser-Busch is a wholly owned subsidiary of 

Anheuser-Busch InBev, a multinational brewing company based in Leuven, Belgium. 

Here some other well-known examples of LLCs: 

● Pepsi-Cola 

● Sony 

● Nike 

● Hertz Rent-a-Car 

● eBay 

● IBM 

Corporation  

The law regards a corporation as separate from its owners, with legal rights independent of its 

owners. It can sue, be sued, own and sell property, and sell the rights of ownership in the form 

of stocks. Corporation filing fees vary by state and fee category.  

There are several types of corporations, including C corporations, S corporations, B 

corporations, closed corporations, and nonprofit corporations. 

 

● C corporations: C corporations, owned by shareholders, are taxed as separate entities. 

JPMorgan Chase & Co. is a multinational investment bank and financial services holding 

company listed as a C corporation. Since C corporations allow an unlimited number of 

investors, many larger companies – including Apple, Bank of America and Amazon – file 

for this tax status. 

● S corporations: S corporations were designed for small businesses. They avoid double 

taxation, much like partnerships and LLCs. Owners also have limited liability protection. 

Widgets Inc. is an example of an S corporation that operates very simply: Employee 

salaries are subject to FICA tax (as are all employee salaries), while the distribution of 

additional profits from the S corporation does not incur further FICA tax liability. [Learn 

more about FICA taxes for small businesses.] 



● B corporations: B corporations, otherwise known as benefit corporations, are for-profit 

entities committed to corporate social responsibility and structured to positively impact 

society. For example, skincare and cosmetics company The Body Shop has proven its 

long-term commitment to supporting environmental and social movements, resulting in 

an awarded B corporation status. The Body Shop uses its presence to advocate for 

permanent change on issues like human trafficking, domestic violence, climate change, 

deforestation and animal testing in the cosmetic industry. 

● Closed corporations: Closed corporations, typically run by a few shareholders, are not 

publicly traded and benefit from limited liability protection. Closed corporations, 

sometimes referred to as privately held companies, have more flexibility than publicly 

traded companies. For example, Hobby Lobby is a closed corporation – a privately held, 

family-owned business. Stocks associated with Hobby Lobby are not publicly traded; 

instead, the stocks have been allocated to family members. 

● Open corporations: Open corporations are available for trade on a public market. Many 

well-known companies, including Microsoft and Ford Motor Co., are open corporations. 

Each corporation has taken ownership of the company and allows anyone to invest. 

● Nonprofit corporations: Nonprofit corporations exist to help others in some way and are 

rewarded by tax exemption. Some examples of nonprofits are the Salvation Army, 

American Heart Association and Americ 

 

Corporations enjoy several advantages.  

● Limited liability: Stockholders are not personally liable for claims against your 

corporation; they are liable only for their personal investments. 

● Continuity: Corporations are not affected by death or the transferring of shares by their 

owners. Your business continues to operate indefinitely, which investors, creditors and 

consumers prefer. 

● Capital: It’s much easier to raise large amounts of capital from multiple investors when 

your business is incorporated. 

 
 



This structure is ideal for businesses that are further along in their growth, rather than a startup 

based in a living room. For example, if you’ve started a shoe company and have already named 

your business, appointed directors and raised capital through shareholders, the next step is to 

become incorporated. You’re essentially conducting business at a riskier, yet more lucrative, 

rate. Additionally, your business could file as an S corporation for the tax benefits. Once your 

business grows to a certain level, it’s likely in your best interest to incorporate it. 

These are some popular examples of corporations: 

● General Motors 

● Amazon 

● Exxon Mobil Corp. 

● Domino’s Pizza 

● JPMorgan Chase 

Cooperative  

A cooperative (co-op) is owned by the same people it serves. Its offerings benefit the company’s 

members, also called user-owners, who vote on the organization’s mission and direction and 

share profits. 

Cooperatives offer a couple main advantages. 

 

● Increased funding: Cooperatives may be eligible for federal grants to help them get 

started. 

● Discounts and better service: Cooperatives can leverage their business size, thus 

obtaining discounts on products and services for their members. 

 

Forming a cooperative is complex and requires you to choose a business name that indicates 

whether the co-op is a corporation (e.g., Inc. or Ltd.). The filing fee associated with a co-op 

agreement varies by state.  

 

An example of a co-op is CHS Inc., a Fortune 100 business owned by U.S. agricultural 

cooperatives. As the nation’s leading agribusiness cooperative, CHS reported a net income of 

$422.4 million for fiscal year 2020. These are some other notable examples of co-ops: 

● Land O’Lakes 

● Navy Federal Credit Union 

● Welch’s 

● REI 

● Ace Hardware 



Factors to consider before choosing a business structure 

 
For new businesses that could fall into two or more of these categories, it’s not always easy to 

decide which structure to choose. Consider your startup’s financial needs, risk and ability to 

grow. It can be challenging to switch your legal structure after registering your business, so give 

it careful analysis in the early stages of forming your business.  

 

Here are some crucial factors to consider as you choose your business’s legal structure. You 

should also consult a CPA for advice. 

 

Flexibility  

Where is your company headed, and which type of legal structure allows for the growth you 

envision? Turn to your business plan to review your goals and see which structure best aligns 

with those objectives. Your entity should support the possibility for growth and change, not hold 

it back from its potential. [Learn how to write a business plan with this template. 

 

Complexity 

When it comes to startup and operational complexity, nothing is more straightforward than a 

sole proprietorship. Register your name, start doing business, report the profits and pay taxes 

on it as personal income. However, it can be difficult to procure outside funding. Partnerships, 

on the other hand, require a signed agreement to define the roles and percentages of profits. 

Corporations and LLCs have various reporting requirements with state governments and the 

federal government. 

 

Liability 

A corporation carries the least amount of personal liability since the law holds that it is its own 

entity. This means creditors and customers can sue the corporation, but they can’t gain access 

to any personal assets of the officers or shareholders. An LLC offers the same protection but 

with the tax benefits of a sole proprietorship. Partnerships share the liability between the 

partners as defined by their partnership agreement. 



 

Taxes 

An owner of an LLC pays taxes just as a sole proprietor does: All profit is considered personal 

income and taxed accordingly at the end of the year. 

“As a small business owner, you want to avoid double taxation in the early stages,” said Jennifer 

Friedman, principal at Rivetr. “The LLC structure prevents that and makes sure you’re not taxed 

as a company, but as an individual.” 

 

Individuals in a partnership also claim their share of the profits as personal income. Your 

accountant may suggest quarterly or biannual advance payments to minimize the effect on your 

return.  

 

A corporation files its own tax returns each year, paying taxes on profits after expenses, 

including payroll. If you pay yourself from the corporation, you will pay personal taxes, such as 

those for Social Security and Medicare, on your personal return.  

Control  

If you want sole or primary control of the business and its activities, a sole proprietorship or an 

LLC might be the best choice. You can negotiate such control in a partnership agreement as 

well. 

A corporation is constructed to have a board of directors that makes the major decisions that 

guide the company. A single person can control a corporation, especially at its inception, but as 

it grows, so does the need to operate it as a board-directed entity. Even for a small corporation, 

the rules intended for larger organizations – such as keeping notes of every major decision that 

affects the company – still apply. 

 

Capital investment 

If you need to obtain outside funding from an investor, venture capitalist or bank, you may be 

better off establishing a corporation. Corporations have an easier time obtaining outside funding 

than sole proprietorships. 

 

Corporations can sell shares of stock and secure additional funding for growth, while sole 

proprietors can obtain funds only through their personal accounts, using their personal credit or 

taking on partners. An LLC can face similar struggles, although, as its own entity, it’s not always 

necessary for the owner to use their personal credit or assets. 

 

Licenses, permits and regulations 

In addition to legally registering your business entity, you may need specific licenses and 

permits to operate. Depending on the type of business and its activities, it may need to be 

licensed at the local, state and federal levels. 

 



“States have different requirements for different business structures,” Friedman said. 

“Depending on where you set up, there could be different requirements at the municipal level as 

well. As you choose your structure, understand the state and industry you’re in. It’s not ‘one size 

fits all,’ and businesses may not be aware of what’s applicable to them.” 

 

The structures discussed here apply only to for-profit businesses. If you’ve done your research 

and you’re still unsure which business structure is right for you, Friedman advises speaking with 

a specialist in business law. 

 

3. Marketing and Sales Strategies: Attracting and Retaining 

Customers 

As a company owner, you are, by no doubt, very aware that your client base is the lifeblood of 

your overall business. Getting a new customer is undoubtedly very exciting, and a regular flow 

of new customers allows you to expand your business and fulfill your company vision. However, 

retaining existing customers is equally important and not to mention, a less expensive way to 

improve your business.  

 

So, the more people hear about or come back for your products or services, the higher the odds 

your profit will increase. With that in mind, let us take a look at the most effective marketing 

strategies your business can employ to achieve a strong client base and growth. 

Build an attractive and functional webpage 

 
Most people use the internet nowadays when they want to find a product or service. So, owning 

a website is no longer a question. It is necessary. However, not all websites are created equal. 

An original web site with functional design gets the attention of your customers. Furthermore, 

exciting and refreshing content motivates and engages customers. However, to maintain 



customers’ interest, it is also crucial that your website works well so that each person leaves 

your site having a pleasant experience. If your page is interesting for your audience and meets 

their needs, then they will want to come back to explore it more. Most importantly, they will want 

to do business with your company. A site like Practice Bloom is a great tool to grow your 

business faster and take it further. 

Provide excellent customer service 

Since your customers are the key to your success, it is vital to provide them with exceptional 

customer service. To implement good customer service, you need to know what you are selling, 

inside and out. Communicate regularly with them through social media, blogs, or e-news. Be 

aware of the most frequent questions customers ask and learn how to verbalize the answers 

that will leave them satisfied. Always be polite and responsive. Make sure you choose high-

quality call center software which allows you to listen to their requests and handle them 

courteously and respectfully.  

 

Keep in mind that it is vital to respond quickly to all inquiries, even if it is only to say you are 

looking into the issue and will be back in touch. Importantly, ask customers what they think of 

your business, products, and services. Make sure you introduce customer ratings on your 

webpage. Measure the readiness of your customers to recommend your company products or 

services to other people by using the NPS Survey. This customer rating system can be used to 

understand what the customers’ overall satisfaction with the company’s product or service is, as 

well as their loyalty to your brand. Use the feedback you receive from customers to make it 

useful in your customer service process. Take time to regularly review feedback, identify areas 

for improvement, and make specific changes in your business. 

 

Provide exceptional customer service, and you will get loyal customers for life who are willing to 

refer your business to friends, family, and colleagues. 

Nurture your loyal customers 

Customer retention is not only cost-effective but also a great branding practice. Your loyal 

customers are, in a way, your brand ambassadors. For this reason, you need to nurture your 

relationship with them continuously. Encourage their loyalty by introducing a customer loyalty 

program. Rewarding your loyal customers with benefits like free merchandise, rewards, 

coupons, or insider offers like early access to new products, can keep them coming back. Going 

the extra mile and providing benefits that exceed initial expectations will lead not only to happy 

customers but ideally to ones that become your brand promoters (for free).  

 

Another great way to reward your loyal customers is to give them a special holiday present. 

Explore options for unique holiday present ideas for customers to show your appreciation and 

keep them coming back. This will make them feel appreciated and will help strengthen the bond 

between you and the customer. 

 



Never forget Email marketing 

Many business owners have a false idea that email is no longer a good marketing strategy. 

Believe us that is far from the truth. Naturally, you want to stand out from the competitors, so 

one way to do it is by offering more than products or services advertising in your emails. That 

said, we’ve chosen three effective email practices that will bring your business the desired 

results.  

 

● Use email newsletters to inform your audience of the latest news, tips, or updates about 

your product or company, but also to offer them new and engaging content. That can 

include monthly business recaps, e-books, deals and discounts, images, product videos 

how-to, quotes, recent studies, and findings related to your business, etc. Email 

newsletters are so diverse and can come in many different forms- product promoters, 

weekly digests of content, quarterly organization updates, or all in one. Importantly, they 

have the goal of keeping subscribers connected, engaged, and informed about what is 

new with your business, but also to drive sales.  

● Thank you email messages are another great way to use email marketing. Not only do 

they show good manners, but they are an excellent way to build a healthier long-term 

customer relationship. By using them, you are showing gratitude and appreciation to 

your customers. Remember, a thank-you email is user-action based, meaning it is 

triggered by specific user action. Typical examples of thank you messages include thank 

you for your payment, thank you for purchase, thank you for registering, thanks for your 

review, etc. 

Make the most of social media 

 
Social networks are helpful in both landing new customers and maintaining customer contact 

after the initial sale. They offer excellent opportunities to engage your customers and build trust 

by showing the personal side of your business. Keep an eye on your customers’ opinions, 

interests, and motives. Make efforts to change negative thoughts other followers may have by 

providing excellent customer service. Bear in mind that nowadays, customers have turned to 

social media platforms to ask questions, register complaints, and resolve product issues. Take 



advantage of this aspect and show that your brand is listening and cares about what they have 

to say. 

Establish strong partnerships 

Teaming up with businesses that offer complementary services allows you to take advantage of 

alliances. That is a very effective way of building a larger client base and growing your business. 

Furthermore, focus your attention on building human relationships. That is an excellent way to 

create and secure a client base. The stronger your relationships are, the more likely your 

contacts and customers will be to tell their friends about you and come back for more. 

 

4. Operations and Management: Running Your Business 

Efficiently 

What Is Operations Management (OM)? 

Operations management (OM) is the administration of business practices to create the highest 

level of efficiency possible within an organization. It is concerned with converting materials and 

labor into goods and services as efficiently as possible to maximize the profit of an organization. 

 

Operations management teams attempt to balance costs with revenue to achieve the highest 

net operating profit possible. 

Understanding Operations Management (OM) 

Operations management involves utilizing resources from staff, materials, equipment, and 

technology. Operations managers acquire, develop, and deliver goods to clients based on client 

needs and the abilities of the company. 

 

Operations management handles various strategic issues, including determining the size of 

manufacturing plants and project management methods and implementing the structure of 

information technology networks. Other operational issues include the management of inventory 

levels, including work-in-process levels and raw materials acquisition, quality control, materials 

handling, and maintenance policies. 

What are some systems of operations management? 

Modern operations management revolves around four theories: 

● Business process redesign (BPR), which is focused on analyzing and designing 

workflow and business processes within a company. The goal of BPR is to help 

companies dramatically restructure the organization by designing the business process 

from the ground up. 



● Reconfigurable manufacturing systems, designed to incorporate accelerated change in 

structure, hardware, and software components. This allows systems to adjust rapidly to 

the capacity to which they can continue production and how efficiently they function in 

response to market or intrinsic system changes. 

● Six Sigma, an approach that focuses on quality. The word “six” references the control 

limits, which are placed at six standard deviations from the normal distribution mean. 

Tools used within the Six Sigma process include trending charts, potential defect 

calculations, and other ratios. 

● Lean manufacturing, which is the systematic elimination of waste within the 

manufacturing process. This theory sees resource use for any reason other than value 

creation for customers as wasteful and seeks to eliminate wasteful resource 

expenditures as much as possible. 

What is an example of operations management? 

 
Operations management is prevalent in the healthcare sector. The current healthcare system 

overuses expensive, technological, and emergency-based treatment. High costs from care often 

remain uncompensated due to uninsured patients. A prevalence of services in expensive 

settings creates a burden on taxpayers, health insurance holders, and healthcare institutions. 

The Bottom Line 

In simple terms, operations management (OM) is the process of prioritizing and employing 

business practices designed to achieve maximum efficiency as a means to achieve maximum 

profitability. Within the process, operations managers utilize organization and productivity to 

achieve their primary goals. 

 

Balancing the efficient use of resources, including staff, materials, equipment, and technology, 

is key to a successful OM process and, by extension, to the success of the company. 



5.Growth and Expansion: Scaling Your Business for Success 

As a business owner, you must be prepared to explore unconventional and innovative options to 

remain competitive. You have to be willing to pivot from the security of structured forecasts and 

plans to experience business growth. Of course, scaling your operations inherently carries risk. 

But the right strategy can help you avoid common mistakes so you successfully upscale your 

company and set it up for a sustainable future.  

Tips for scaling your business 

Small business owners often have to deal with naysayers telling them to be content with what 

they have. Friends and family will warn against investing in new opportunities because of the 

risks. Although this principle of contentment works for most of us in our personal lives, it can be 

crippling to emerging businesses and the entrepreneurial mindset. In fact, businesses that don’t 

grow may instead wither on the vine and die. 

 

Here are some tips to make the most out of efforts to scale your company, given all the potential 

risks involved. 

 

1. Have a plan in place. 

 

When leaving your safety net, planning isn’t the enemy. On the contrary, it’s essential. In fact, 

even pivoting from plans successfully requires new or alternate plans. That holds true for the 

strategic scaling of businesses. Having a plan of action will make it easier to maintain your 

quality performance and implement new operations as you scale up while minimizing your 

vulnerability to risks and losses. A good starting point is to identify all barriers that could hinder 

your growth so you can plan how to avoid or overcome them. 



2. Know your customers. 

Your customers are the determinants of your success. Ensure your customer service quality is 

undisturbed while you scale your business. It helps to put yourself in your customers’ shoes and 

consider how actions in your business scaling plan would affect you as a client. You don’t need 

to restructure your whole business model to keep your customers happy; as long as you 

anticipate their needs at each stage of the scaling process, they can become your biggest brand 

ambassadors and maximize your returns. 

3. Spend time wisely. 

When it comes to expanding your firm (and keeping that expansion in check), the cliche is true: 

Time is money. Make sure all activities for scaling and growth are time-bound. 

More often than not, unanticipated urgent tasks tend to pick the worst times, like during 

expansion and scaling, to present themselves. To make sure your team remains efficient 

throughout the growth process – and can accommodate last-minute changes or deviations in 

schedules and tasks – make use of time management tools and strategies to get the best out of 

the time you have.  

Train your team to develop time-management skills. There are many applications and software 

programs to choose from to make sure your company’s time is well spent, including Microsoft 

Project, ClickUp and TaskQue. Hiring a project manager could also help. 

4. Consider big data. 

 
Big data refers to the process of analyzing large and varied amounts of data in great detail to 

expose specific information, like market trends, customer preferences, hidden patterns and 

unknown correlations. It allows you to make informed decisions on the dimensions of your 

expansion. 

A comprehensive understanding of big data and its usage can help you avoid losses and make 

better decisions for your business scaling and growth. It can also be valuable for identifying and 

eliminating underlying bottlenecks in your operations, thereby increasing internal efficiency. 

5. Anticipate the adjustment pace. 



No matter how prepared you feel, any change in an organization will require a period of 

adjustment for the rest of your team. Give them time to recognize the need for change and 

accept the challenges that this opportunity provides. More importantly, they need time to 

understand their roles in the bigger picture of your company’s plans to scale and figure out how 

they can make the most of their skill sets and add value to the business’s new direction. Make 

sure to consider adjustment protocols and allocate a reasonable time period for such 

adjustments in your scaling plans and process. 

Large corporations usually have change leaders in place to determine practical plans and 

execute systematic implementation. Predicting the pace of your company’s adaptation to 

change will require an in-depth understanding of your team. Sometimes the best way is to 

consult and negotiate with your staff on your plans to scale. Welcome feedback and concerns 

from them, encouraging open channels of communication to better understand their points of 

view. This will help you anticipate their adjustment pace and garner their support in your 

expansion. 

6. Know your team. 

One opportunity that comes with scaling operations is the ability to identify weak links in your 

organization. While it’s important to consider your team’s feedback and opinions about when 

and how you should scale, it’s equally important to monitor their performance while the scaling 

takes place. Scaling up with a team that’s highly resistant to change or incompetent isn’t likely to 

result in much progress; it could actually be counterproductive. 

 

Getting to know your team better will provide insights into your people’s capacities, skills and 

character that can be useful for making decisions about the company’s future and maximizing 

your growing organization’s potential. By having a clear understanding of your people, 

organizational values and customers’ expectations, you’ll be in a better position to decide when 

to scale and how to go about it. Gathering anonymous feedback can be a powerful tool for this. 

7. Hire dependable managers. 

 



It’s no secret that a team’s performance is a reflection of its leadership. Any increase in 

operations and production will necessitate an expansion of your staff at one point or another. 

When this happens, you’ll want dependable leaders who believe in your long-term vision and 

have your back. 

Understanding Business Failure: Top 10 Reasons New 

Businesses Don't Make It 

Business failure is a well-known phenomenon in the commercial domain. It is estimated that 

nearly 60% of businesses fail within the first three years of their establishment. The staggering 

number indicates the risk involved with entrepreneurship and the huge burden of challenges 

that make companies crumble. Very few entities can survive the test of time and stay afloat 

even after 10 to 15 years of operations. 

 

Thus, business owners need to identify the top ten reasons for the failure of new businesses 

and ways of overcoming these problems to maintain stability. It is vital to gain this knowledge to 

improve the chances of success and avoid obstacles that lead to bankruptcy or shutdown. So 

here is a list that can help new entrepreneurs. 

1. Inadequate Funds for Business Growth 

 
One of the primary reasons for failure is the lack of capital faced by small businesses. Most 

entrepreneurs take out business loans to accumulate seed capital. However, this amount gets 

exhausted in establishing the organisation and brand building. With expenses going through the 

roof in the initial phase and mounting debts, it becomes challenging to break even. 

To avoid a financial deficit before you start generating profits, it is vital to have a realistic 

estimate of the required funds for starting and running the business for the first three years. The 

business owner should get funding from several sources to collect the desired funds, such as 

angel investors, venture capitalists, government grants, crowdfunding, and bootstrapping. Also, 

hiring a bookkeeper from the start can help in managing finances effectively. 



2. Failing to Understand the Market 

Analysing the market before starting the business is highly significant because it helps to 

identify the target audience and their demographics, competitors, marketing strategies, and 

consumer behaviour. It will also help to test the success of the product in future and the level of 

its demand. Thus, you can lower the risk of failure. 

Understanding the market can help identify profitable geographical locations and develop 

promotional techniques that will resonate with the target buyers. Whether you have a brilliant 

idea or wish to purchase a business for sale Perth, you must rely on the data collected through 

market research to plan your growth. 

3. Incompetent Business Leadership 

An amateur entrepreneur can inadvertently become a bad leader because of a lack of 

knowledge of organisation management and skills. They might not delegate responsibility and 

become burdened with work. Such leaders are mostly non-existent for the staff members, who 

need a role model to stay motivated. 

They can also mismanage finances and resources, which can lead to frustration among 

employees and dissatisfaction among customers. They do not communicate with the team or 

take their suggestion, which makes the workers feel underutilised. In addition, they may try to 

micromanage employees, which can lead to retention problems. 

4. Lack of A Business Plan 

Planning is a prerequisite for running a business. A business plan is the foundation of the entity 

and must be prepared with realistic goals, vision and mission. The document offers a blueprint 

of the organisation, products, purpose, finances, team members, goals, marketing plan, and 

ways of accomplishing the targets. It must be prepared carefully after thoroughly researching 

the market trends and assessing the budget. 

The business owner must follow the plan and communicate it to the employees to make them 

aware of their objectives. It helps them stay focused on the goals and identify ways of 

overcoming challenges that can impede development. 

5. Not Listening to Customers 

If the business fails to recognise the needs of the customers, it is destined to fail. Any company 

offering buyers what it considers to be the best product cannot succeed. They have to 

understand the desires of the buyers to make them desirable. Thus, listening to the feedback of 

the target audience is necessary for creating the right product, pricing it appropriately and 

promoting it efficiently. 

Ignoring customers can lead to missing out on opportunities to improve offerings and identify 

gaps in competitors' products. Attention to the buyer's needs boosts customer acquisition and 

retention, increasing brand recognition and profits. 



6. Poor Marketing Strategy 

Marketing is the backbone of a business, and if it is not planned, it can backfire and result in 

losses. A marketing strategy is needed to understand the needs of the customers, their media 

consumption habits and the advertising budget. It helps identify the best way to reach the target 

audience at the right time and through their preferred media channel. 

Entrepreneurs who acquire Perth businesses for sale should have an integrated marketing 

strategy that includes traditional and digital advertising. It is needed to increase brand 

awareness, customer loyalty, credibility, and buyer engagement. 

7. Not Building A Company Culture 

Work culture holds immense value for employees and the organisation. It helps to keep them 

satisfied and brings out a positive image of the business. It helps to attract and retain talented 

workers who improve productivity and enhance collaboration. 

Positive work culture is recognised by open communication at all levels, appreciation and 

incentives for top performers, healthy teamwork, and the importance of employee feedback. 

Thus, if you have purchased a business for sale in Perth, you must build a cohesive and 

progressive work environment. 

8. Trying to Expand the Business Too Fast 

Amateur entrepreneurs are zealous and wish to grow quickly. Although consistent development 

is necessary, overexpansion can cause more harm than profits. Thus, it is vital to identify the 

capabilities of the business before going overboard with high levels of production. 

For example, increasing the product line not only needs equipment for overproduction but also 

requires more workers, marketing, office space, storage, and inventory. So, expand according 

to the needs and financial capacity of the business through realistic business goals. 

9. Failing to Adapt With Time 

 
Many businesses fail because they do not pivot according to the changing environment. The 

pandemic was the time when most physical stores transformed to become e-commerce entities. 

It helped them to stay relevant and endure the financial crisis with ease. 

However, those who refused to go through the transformation became non-existent and lost 

huge amounts. They could not recover from the debacle and had to close. Thus, it is essential 



to adopt the latest trends and keep track of what is working with the target buyers to avoid the 

risk of lagging behind competitors. 

10. Underestimating Competitors 

As a business owner, you need to understand how the competitors are faring and how you can 

differentiate your value proposition from their brands. Analysing the products and strategies of 

competitors helps to make improvements to products and learn from each other. It aids in 

deciding the right price for the products and developing core competencies. 

The presence of high-performing competitors keeps other sellers on their toes to woo the 

audience. Small players can also turn into big audience pullers with their outstanding products. 

So, never take them for granted and keep tracking their progress and groundwork to stay 

motivated. 

 

Wrapping Up 

Businesses that are not constantly working on improvising and exceeding the expectations of 

the customers have low chances of survival. Entrepreneurs must always keep failure reasons in 

mind to evade these obstacles and proceed with caution. 
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