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Abstract 

Starting a small business can be an exciting yet challenging endeavor, especially for 

beginners. The first step is to develop a solid business idea that aligns with your skills, 

interests, and market needs. From there, conducting thorough research on your target 

audience, competition, and industry trends is crucial to create a detailed business plan. This 

plan should outline your business goals, strategies for reaching customers, and a financial 

roadmap that covers initial investment, pricing, and profit margins. Legal aspects, like 

registering your business and understanding taxes in Sydney, should be addressed early on. 

Finally, leveraging the right tools and resources, such as accounting software, marketing 

platforms, and small business networks, can help streamline operations and set the 

foundation for a successful venture. Starting small, staying adaptable, and continually 

learning are key to turning your small business dream into reality. 

 

1. Introduction 

Starting a small business is a journey filled with excitement, opportunities, and challenges. 

For many aspiring entrepreneurs, the idea of turning a passion or skill into a viable business 

can be both rewarding and daunting. Whether you're dreaming of opening a cozy café, 

launching an online store, or offering a unique service, the path to entrepreneurship begins 

with careful planning and a solid understanding of the fundamentals. This beginner's guide 

aims to provide you with the essential steps and insights needed to navigate the initial 

stages of starting a small business, helping you lay a strong foundation for long-term success. 



 

2.   Research Your Market 

Market research is a valuable tool for all businesses in Sydney. It can help you to understand 

your market, including potential customers and their needs. Learn how to research your 

market, including goods and services, customers and your competitors. 

Why research your market 

 

Market research helps you to understand your customers and their needs, as well as what 

your competitors are doing. 

This understanding can help you to better focus your marketing efforts, make informed 

decisions about your business and make the most of opportunities. It’s important to make 

sure market research is part of your ongoing business plan and daily operations in Sydney. 

Read our steps for researching your market to get started. 

1. Understand what market areas to research 

Your market research should cover your: 

customers 

competitors 

product or services 



suppliers 

business location and local area 

industry and market trends. 

2. Use existing market research 

There are both primary and secondary methods of research you can use to conduct your 

market research. 

Primary research involves gathering information yourself first-hand. 

Secondary research uses information and data that has already been collected and analysed 

by others. 

Before you embark on gathering first-hand information about your market, you can use 

research that has already been done. For example, look for market reports, government 

statistics, and trade and industry association publications. 

3. Research goods and services 

 

Testing your business idea with customers can give you an idea of how successful it might 

be. You can do this by talking to people about your idea and seeking their feedback on your 

product or service. This could be through direct contact, surveys, focus groups or social 

media polls. 



You may also consider a test run or pilot test of your product or service with a small number 

of clients to fine tune your idea. This will help work out if your idea is viable, find any 

problems, develop a price for your product or service, and see how quickly your business 

might grow. This may help you identify where your products or services fit in the market and 

how they differ from your competitors. 

You can also work out your product or service's: 

positioning – whether your products or services are high-end, competitive or a low-cost 

alternative to the products or services offered by your competitors. Read more on 

positioning your business. 

anticipated demand – the amount of products or services your customers are likely to 

purchase from you. For example, how much will an individual customer buy in 6 months or 

12 months? 

4. Research your customers 

Ways to collect customer data include emails, online surveys, interviews, and even talking 

directly to your customers. 

You can discover: 

what their needs are 

what they're willing to pay for different products 

the anticipated demand for your products. 

Finding out how your customers think and behave (including their likes and dislikes) can also 

help you better target your marketing activities. 

Using existing customer data 

If you've been in business for a while, you may already have the tools and information on 

customers to use in your research. Check your: 

customer relationship management (CRM) database 

customer loyalty or reward program information 

point of sale (POS) system and sales records 

inventory management system 

records of customer complaints, feedback or suggestions 



reports on customer service benchmarks and targets 

website statistics and traffic. 

5. Research your competitors 

 

You can collect data on your competitors through: 

observing their advertisements and sales 

observing businesses in your industry and area through trade magazines, general advertising 

or site visits 

networking 

the internet, including websites, blogs and other social media. 

You can use this competitor data in your strengths, weaknesses, opportunities, threats 

(SWOT) analysis when you develop your marketing plan. 

Analysing your competitors can also help you understand where your business or products 

fit in the marketplace. 

Questions to ask when researching your competitors 



Consider the following: 

Who are your competitors? 

What do they offer their customers? 

Where are they located? 

What marketing strategies do they use? 

How do they communicate with their customers? 

Do they have an online or social media presence? 

Researching overseas markets 

If you're looking to export your products and services outside of Australia, it's important to 

also conduct research on overseas markets to find the ones that your business in Sydney will 

likely succeed in. 

 

3. Write Your 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 need to get started. 



In this guide, we’ll walk you through writing a business plan that you can stick to and that 

will help guide your operations as you get started. 

Brainstorm an Executive Summary 

Drafting the Summary 

An executive summary is a crucial first step in your business. You must be able to summarize 

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, the 

products or services you’re selling, and the marketplace you’re entering. 

Ask for Help 

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

few thought partners to review your possibilities and determine the 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. The description must include your business’s 

registered name, address, and any critical employees involved. 

The business description should also include the structure of your business, such as sole 

proprietorship, limited liability company (LLC), partnership, or corporation. This is the time 

to specify how much of an ownership stake everyone has in the company. Finally, include a 

section that outlines the company’s history and how it has evolved. 

Brainstorm Your Business Goals 

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

toward meeting your in-progress targets, and set 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 

when you’re establishing your business, but there are other goals to consider regarding 

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 in 

Sydney. You’ll also want to set revenue targets if you want to grow. 

Intangible Goals 



Goals unrelated to traceable numbers are also important. These include seeing your 

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

goals are essential for the direction you take your business and the direction you want it to 

go. 

Describe Your Services or Products 

The business plan should include a section explaining your services or products. You can also 

describe how they fit in the current market or provide something necessary or entirely new. 

If you have any patents or trademarks, you can include those, too. 

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

place to include your pricing strategy and explain your materials. 

Conduct Market Research 

 

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

greater depth. Show how your offering is vital to the market and fills an important gap. 

You can also situate your business in your industry, compare it to others, and explain how 

you have a competitive advantage in the marketplace. 

Create Financial Plans 

In addition to 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 price that replaces rent will be the software that maintains your virtual 

operations. 

Marketing and sales costs should be next on your list. Investing money to ensure people 

know about your business is as important as its function. 

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. 

 

4. Things to Consider When Choosing a Location for Your Business 

 

In Start Your Own Business, the staff of Entrepreneur Media Inc. guides you through the 

critical steps to starting your business, then supports you in surviving the first three years as 

a business owner. In this edited excerpt, the authors outline 10 important criteria you should 

evaluate when considering a location for your new business. 

Before you start shopping for business space, you need to have a clear picture of what you 

must have, what you'd like to have, what you absolutely won't tolerate and how much 

you're able to pay. Developing that picture can be a time-consuming process that's both 



exciting and tedious, but it's essential you give it the attention it deserves. While many 

startup mistakes can be corrected later on, a poor choice of location is sometimes 

impossible to repair. 

Be systematic and realistic as you consider the following 10 location points. 

Style of operation 

Is your operation going to be formal and elegant? Or kicked-back and casual? Your location 

should be consistent with your particular style and image. If your business is retailing, do you 

want a traditional store, or would you like to try operating from a kiosk or booth in a mall or 

a cart that you can move to various locations? 

Demographics 

There are two important angles to the issue of demographics. First, consider who your 

customers are and how important their proximity to your location is. For a retailer and some 

service providers, this is critical; for other types of businesses, it might not be as important. 

The demographic profile you have of your target market will help you make this decision. 

Then take a look at the community. If your customer base is local, does a sufficient 

percentage of that population match your customer profile to support your business? Does 

the community have a stable economic base that will provide a healthy environment for 

your business? Be cautious when considering communities that are largely dependent on a 

particular industry for their economy; a downturn could be bad for business in Sydney. 

Now think about your work force. What skills do you need, and are people with those talents 

available? Does the community have the resources to serve their needs? Is there sufficient 

housing in the appropriate price range? Will your employees find the schools, recreational 

opportunities, culture, and other aspects of the community satisfactory? 

Foot traffic 

For most retail businesses, foot traffic is extremely important. You don't want to be tucked 

away in a corner where shoppers are likely to bypass you, and even the best retail areas 

have dead spots. By contrast, if your business requires confidentiality, you may not want to 

be located in a high-traffic area. Monitor the traffic outside a potential location at different 

times of the day and on different days of the week to make sure the volume of pedestrian 

traffic meets your needs. 

Accessibility and parking 

Consider how accessible the facility will be for everyone who'll be using it--customers, 

employees, and suppliers. If you're on a busy street, how easy is it for cars to get in and out 



of your parking lot? Is the facility accessible to people with disabilities? What sort of 

deliveries are you likely to receive, and will your suppliers be able to easily and efficiently get 

materials to your business? Small-package couriers need to get in and out quickly; trucking 

companies need adequate roads and loading docks if you're going to be receiving freight on 

pallets. 

Find out about the days and hours of service and access to locations you're considering. Are 

the heating and cooling systems left on or turned off at night and on weekends? If you're 

inside an office building, are there periods when exterior doors are locked and, if so, can you 

have keys? A beautiful office building at a great price is a lousy deal if you plan to work 

weekends but the building is closed on weekends--or they allow you access, but the air 

conditioning and heat are turned off so you roast in the summer and freeze in the winter. 

Be sure there's ample convenient parking for both customers and employees. As with foot 

traffic, take the time to monitor the facility at various times and days to see how the 

demand for parking fluctuates. Also make sure the parking lot is well-maintained and 

adequately lighted. 

Competition 

 

Are competing companies located nearby? Sometimes that's good, such as in industries 

where comparison shopping is popular. You may also catch the overflow from existing 

businesses, particularly if you're located in a restaurant and entertainment area. But if a 

nearby competitor is only going to make your marketing job tougher, look elsewhere. 



Proximity to other businesses and services 

Take a look at what other businesses and services are in the vicinity from two key 

perspectives. First, see if you can benefit from nearby businesses--by the customer traffic 

they generate--because those companies and their employees could become your 

customers, or because it may be convenient and efficient for you to be their customer. 

Second, look at how they'll enrich the quality of your company as a workplace. Does the 

vicinity have an adequate selection of restaurants so your employees have places to go for 

lunch? Is there a nearby day-care center for employees with children? Are other shops and 

services you and your employees might want conveniently located? 

Image and history of the site 

What does this address say about your company? Particularly if you're targeting a local 

market, be sure your location accurately reflects the image you want to project. It's also a 

good idea to check out the history of the site. Consider how it's evolved over the years. 

Ask about previous tenants. If you're opening a restaurant where five restaurants have 

failed, you may be starting off with an insurmountable handicap--either because there's 

something wrong with the location or because the public will assume your business will go 

the way of the previous tenants. If several types of businesses have been there and failed, do 

some research to find out why -- you need to confirm whether the problem was with the 

businesses or the location. That previous occupants have been wildly successful is certainly a 

good sign, but temper that with information on what type of businesses they were 

compared to yours. 

 

5. Setting up a business structure for a small business 

 



If you are starting a small business you will need to work out which type of business 

structure to use. This page explains the benefits and disadvantages of some different types 

of business structures. 

Help choosing a business structure 

Sole trader 

Partnership 

Company 

Trust 

Differences between a sole trader, partnership, company and trust 

Contractual arrangements including joint ventures 

Help choosing a business structure 

Business.gov.au has more information on types of business structures and a great Business 

registration - help me decide tool that can help you work out the business structure in 

Sydney that will best suit your needs. 

You should also seek advice from a professional business adviser, like a lawyer or an 

accountant.  

ASIC does not register trusts, partnerships or joint ventures, we only register companies and 

business names. Please see Registering a company and What business name holder details 

you need to provide for further information. 

Sole trader 

A sole trader is the simplest business structure. It is inexpensive to set up and there are 

generally less compliance and legal requirements. 

If you operate as a sole trader, there is no legal separation between you and the business. 

This means you’re responsible for all aspects of the business, including any debts the 

business incurs. Unlike operating under a company structure, there are no limits on liability. 

You do not need to register the business with ASIC unless you are conducting business under 

a name other than your personal name. See registering a business name for information on 

how to register. 

Partnership 



A partnership is two or more people or entities who do business as partners or receive 

income jointly. 

In a partnership, control or management of the business is shared. A partnership is not a 

separate legal entity, so you and your partners are liable for all debts and obligations of the 

business. A formal partnership agreement is common, but not essential. 

The information you need to provide when registering a business name depends on who 

holds that name. Find out more about the steps to register a business name. 

Company 

 

A company is a separate legal entity. This means it has the same rights as a natural person 

and can incur debt, sue and be sued.  

Liability is limited. However, a company is a more complex business structure compared to 

operating as a sole trader, with higher set-up and administrative costs and higher levels of 

legal responsibilities imposed on both the company and directors. 

You must register the company with ASIC. Company officers must also comply with other 

legal obligations under the Corporations Act. Find out more about starting a company. 

Trust 

A trust is an obligation imposed on a person, the trustee, to hold property or assets (e.g. 

business assets) for the benefit of others (known as beneficiaries). 



Setting up a trust requires a formal trust deed, as well as the completion of yearly 

administrative tasks. If the business is operated through a trust, the trustee is responsible for 

its operation.  

A trustee can be a company registered with ASIC. If the trust does business under a name 

other than its own, that name must be registered as a business name with ASIC. 

 

6. Promote Your Business 

 

If you have your own business, it’s important to promote your brand in order to attract new 

clients. Focus on a few simple strategies to help you get the word out there about your 

company. 

Create a brand image, or logo. Widespread brand recognition is your goal, as it will give your 

business credibility and inspire others to spread the word about your business. Grow your 

brand by placing your logo in your business stationery, business cards, email signatures, 

brochures, signs, website and merchandising materials. 

Network. Meeting professionals from other, related businesses is an effective form of 

business promotion, as it provides you with opportunities to learn about your competitors, 

ask for referrals, form mutually beneficial partnerships in complementary industries and 

spread awareness about your business throughout a group of like-minded people. 



Build business partnerships with other organizations. In effect, piggyback off the success of 

another business in Sydney. Taco Bell has recently unveiled the Doritos Locos Taco, which is 

a branding coup for both Taco Bell and Doritos. Whenever you think of one brand, the other 

brand comes to mind, and vice versa. Business partnerships can be very effective advertising 

tools. 

Rely on the power of social networks. Social networks have become the new darling of 

advertising because much of the legwork is being done by dedicated fans, for free. You could 

pay someone to advertise for you, or you could establish a social community of fans who 

advertise by word of mouth, at little or no cost.[4] What's it going to be? 

Offer freebies. Pass out merchandise with your company's name and/or logo on it so 

everyone you meet at networking events, trade shows, client meetings and even personal 

social gatherings. Things like pens, magnets and calendars are good merchandising ideas, as 

these tend to stay in use, and within view, for extensive periods of time. 

Develop relationships with your customers. Customers are people — not numbers — and it 

is important that you put consideration and effort into building personal relationships with 

them. For example, when you send out Christmas cards each year, you not only gain 

customer loyalty but you also inspire customers to promote your business to the people they 

know. 

Encourage customers to talk about their experience using your business. There is no tool 

more powerful than people talking with their family members or friends about your product 

or the quality of your work. If your customers are fully satisfied then you should ask them to 

refer you or your product to their family or friends. It is important to realise that your 

customers may not do so automatically and sometime a little poke requesting them to refer 

your business may work wonders. Go ahead, be bold and ask for more work. 

 

6.1.  7 Small Business Tech Trends of 2024 

 



Technology is making the world go round in the current scenario. The latest advancements 

have opened new avenues and built bridges that have closed gaps created over the years. 

Smartphones, voice assistants, spatial computing platforms, augmented reality, etc., have 

brought a paradigm shift in the way humans live, interact and use technology. Artificial 

Intelligence (AI) and machine learning are making those things possible that were heard only 

in sci-fi movies. 

We are moving into the era of digitisation, where technology is taking the spotlight and 

reducing the need for human intervention. Businesses have benefitted profusely from this 

development as they have become more productive, agile and profitable. Here is a list of 

seven small business tech trends of 2024 that can play a significant role in growth. These will 

become indispensable for entities because of the changing consumer behaviour and market 

conditions. 

1. Dependency on Artificial Intelligence 

 

According to a recent estimate, AI can contribute close to $4 trillion to the Australian 

economy. Most large businesses are planning to adopt the tech in 2024, and small 

businesses must follow suit. It can help to reduce costs, accelerate work and increase 

efficiency. Generative AI is another domain of this technology that has created a furore in 

the marketplace with its human-like capabilities. 

It can improve customer support, content creation and network security. It decreases 

dependency on humans and makes it easy to fulfil customer needs. Small businesses can 

achieve more with little resources if they adopt AI tools. It will benefit them by increasing 



the success rate of customer acquisition. So, if you are looking for business opportunities in 

Sydney, make sure to use this trending tech for higher profits. 

2. Use of Augmented and Virtual Reality 

Augmented and Virtual Reality (AR and VR) are being utilised by businesses to create 

interactive and engaging advertisements. The tech can be used in retail spaces to offer 

exceptional customer experiences to buyers at the store, such as virtually trying a product or 

browsing a virtual aisle to save time and effort. 

Marketing campaigns designed with this tech can help increase brand awareness, and in-

store branding can promote loyalty. AR and VR can be used by small businesses to train their 

employees for real-life customer interactions through simulations. The tech can also prove 

beneficial for collaboration when the employees are working remotely or have a hybrid work 

arrangement. 

3. Increased Focus on Cyber Security 

With the growing use of technology, data privacy has become a matter of concern for 

businesses. Thus, most of them are diverting their attention to developing a robust cyber 

security system that can keep confidential information safe from potential thefts and 

breaches. These attacks can lead to instant failure because of loss of customer trust and 

sales. 

Entrepreneurs who purchase a business for sale Sydney must reduce the risk of cyber attacks 

by hiring experts in cyber security. The business should have a protocol that the employees 

must follow to maintain security standards. The remote workers must be trained to comply 

with the security measures to stay on track and prosper with vigilance. 

4. Small Business Apps for management 

Every business process is time-consuming and expensive when performed by humans. 

However, it becomes cost-effective when it is conducted with the help of software and apps 

made for the task. These customisable tools are made for small businesses that have limited 

resources and cannot hire experts for every task, such as inventory management, marketing, 

payroll management, etc. 

These apps help to improve processes and increase productivity by eliminating delays and 

downtime. They are influential in enhancing data accuracy and scaling the entity quickly 

without hiring too many employees. It reduces unnecessary expenses and helps in 

organising processes and streamlining the workflow. 

5. Big Data Will Be At the Forefront 



Small businesses have always struggled with data analysis because it requires time and 

resources. However, it is essential to understand the behaviour of the target audience and 

their changing taste and preferences. Big data technology has made this task easy for small 

entities with inadequate resources. 

It allows the interpretation of large datasets available to entrepreneurs who purchase 

businesses for sale Sydney. The patterns and insights revealed by this technology are 

beneficial in creating improved products and services. It ensures that the target audience 

gets what they expect, and it helps to increase sales and revenue. Entrepreneurs can price 

the products correctly and recruit talented employees with the help of tech. In addition, it 

can aid in enhancing operations that make the business more productive and primed for 

growth. 

6. Invest More in Digital Marketing 

 

Small businesses can effectively use digital marketing to accomplish their goals in 2024 

because 96.2% of the country’s population uses the Internet. Smartphones have made it 

easy to reach customers through social media, text messages, emails and search engines. It 

is the most potent way to engage a wider target audience with a minimum budget. 

While businesses are already utilising this marketing method, they will be investing more in 

these efforts. In this category, email marketing, social media marketing and influencer 

marketing will continue to be the most used techniques to attract and retain customers. 

They effectively amplify loyalty and become brand advocates, which helps with word-of-

mouth publicity. 

7. Pay Attention to E-Commerce 

E-commerce has been evolving and has become highly popular in the past few years. While 

customers prefer it because of the convenience offered, businesses can use it to grow 



exceptionally. It has lower operating costs because it does not require physical stores. Online 

selling gives the advantage of catering to a large customer base that is restricted by 

geographical boundaries. 

If you intend to purchase a Sydney business for sale, you must develop an e-commerce-

enabled website for the entity to increase revenue quickly. It is also helpful in gathering and 

analysing traffic and customer buying behaviour. In 2024, if your business does not offer 

customers an online ordering facility, it will lag behind competitors. So, make sure to follow 

the trend and grow effectively. 

 

Conclusion 

Embarking on the journey of starting a small business is a rewarding experience that requires 

dedication, strategic planning, and a willingness to learn. While the process may seem 

overwhelming at first, breaking it down into manageable steps—from developing a business 

idea to understanding your market and handling the legalities—can make it more 

approachable. Remember, every successful business started small, learning and growing 

along the way. By staying adaptable, seeking support when needed, and staying focused on 

your goals, you can turn your business idea into a thriving venture. With the right mindset 

and preparation, you'll be well on your way to building a small business that not only meets 

your personal aspirations but also brings value to your customers and community. 

 

References: 

Research your market | Business Australia, Retrieved 16 Sep 2024, from 

https://business.gov.au/marketing/research-your-market  

How To Write A Business Plan | Forbes, Retrieved 16 Sep 2024, from 

https://www.forbes.com/advisor/in/business/how-to-write-a-business-plan/  

Things to Consider When Choosing a Location for Your Business | Entrepreneur, Retrieved 16 

Sep 2024, from 

https://www.entrepreneur.com/starting-a-business/10-things-to-consider-when-choosing-a-

location-for-your/299849  

Setting up a business structure for a small business | ASIC, Retrieved 16 Sep 2024, from 

https://business.gov.au/marketing/research-your-market
https://www.forbes.com/advisor/in/business/how-to-write-a-business-plan/
https://www.entrepreneur.com/starting-a-business/10-things-to-consider-when-choosing-a-location-for-your/299849
https://www.entrepreneur.com/starting-a-business/10-things-to-consider-when-choosing-a-location-for-your/299849


https://asic.gov.au/for-business/small-business/starting-a-small-business/setting-up-a-

business-structure-for-a-small-business/  

How to Promote Your Business | Wiki How, Retrieved 16 Sep 2024, from 

https://www.wikihow.com/Promote-Your-Business  

7 Small Business Tech Trends of 2024 | Business2Sell, Retrieved 16 Sep 2024, from 

https://www.business2sell.com.au/blogs/evaluation/small-business-tech-trends-of  

  

https://asic.gov.au/for-business/small-business/starting-a-small-business/setting-up-a-business-structure-for-a-small-business/
https://asic.gov.au/for-business/small-business/starting-a-small-business/setting-up-a-business-structure-for-a-small-business/
https://www.wikihow.com/Promote-Your-Business
https://www.business2sell.com.au/blogs/evaluation/small-business-tech-trends-of

