
      
      
         [image: Cover]


      
   

      

      Copyright


      This publication is designed to provide competent and reliable information regarding the subject matter covered. However, it is sold with the understanding that the author and publisher are not engaged in rendering legal, financial, or other professional advice. Laws and practices often vary from state to state and if legal or other expert assistance is required, the services of a professional should be sought. The author and publisher specifically disclaim any liability that is incurred from the use or application of the contents of this book.


      Copyright © 1993, 2006 by Randy W. Kirk


      All rights reserved.


      WARNER BOOKS


      Hachette Book Group


      237 Park Avenue, New York, NY 10017


      Visit our website at www.HachetteBookGroup.com.


    

      First eBook Edition: June 2009


      

       ISBN: 978-0-446-56288-1


   

      SURVIVE—and THRIVE!


      Here’s a bulletin from Randy W. Kirk, operator of fourteen different small businesses and president of AC International, boasting

         $7 million in annual sales: Only half of all start-up businesses will be around to celebrate their third birthday! What’s

         the secret of success for a small business? It’s attitude!

      






      	Do you expect success?


      	Are you prepared for failure?


      	Can you conquer your fears?





      If your answers are yes, you’re ready. RUNNING A 21st-CENTURY SMALL BUSINESS is the Real Life 101 of small business advice guides.

      


      “Must reading for any person going into—or contemplating going into—his or her own business … one of the few books that guides

         you through the maze.”

      


      —Daniel M. Gold, president, Diaper Dan’s Delivery


      “Right on target with nuts-and-bolts explanations … a well-researched, easy-to-understand guide written in plain English …

         [I] wish Kirk had written the book fifteen years ago!”

      


      —Susan Meadow, publisher, Meadow Publications, Inc.


      “A comprehensive guide to launching your business … offers pages and pages of useful advice.”


      — Your Company


      “A hands-on, step-by-step guide to cover all the pitfalls! This book appears to have it all … a real winner.”


      —Neal P. Workman, CEO, Seafax


   

      This book is dedicated to the huge support group around me that has allowed me the freedom to write and speak. The great love

            of my life, Pam; my kids, Christian, Brandy, Brian, and Robert; my sons-in-law, Nathan and Casey; my partner of over twenty-five

            years, Terry Brown; my prayer partner, Eric Snyder; and my friends Brad and Denise Jensen and Max and Amy Ellzey.

      


      There is a much larger cast of friends, relatives, and business associates who contribute in so many ways, large and small.

            It is they who have provided the grist for this mill.

      


      More than all the rest, I thank the Lord of my life, Jesus Christ, for his blessing on my life.

      


      Be sure to check out a great source of sales tips at 

            www.advertisingspecialty.blogspot.com


      Randy W. Kirk, President


      American Quality Products


      9115-1 Dice Road


      Santa Fe Springs, CA 90670


      1-800-245-3737, ext. 223


      fax: 562-903-0606


      web: 

            www.CaliforniaSprings.com


   

      Press on: Nothing in the world can take the place of persistence. Talent will not; nothing is more common than unsuccessful

            individuals with talent. Genius will not; unrewarded genius is almost a proverb. Education will not; the world is full of

            educated derelicts. Persistence and determination alone are omnipotent.

      


      —CALVIN COOLIDGE


   

      Introduction


      No KNOWLEDGEABLE PERSON DISPUTES IT; the facts are undeniable. Even the federal government has jumped on the bandwagon. The very small businesses of America

         are the economic engine of the twenty-first century.

      


      The Fortune 500 has seen a net loss of employment, and the mom-and-pop establishments across the country have more than made

         up for this deficit. There are millions of businesses throughout our nation and the world that have fewer than ten employees

         on their payroll. Most of these companies were smaller than that in the past, and never will be much bigger. Here is the first

         amazing fact: Most have no desire to be any bigger. And amazing fact number two: Most of them would not be better off as a result of being larger. In fact, many of these owners would make less money … with more headaches.

      


      If you’re reading this book, you’re either already in business or are seriously considering taking the plunge. Many in your

         shoes have the mistaken belief that bigger is better. Many have visions of multistoried office buildings with hundreds of

         employees scurrying this way and that, all at their bosses’ beck and call.

      


      There’s absolutely nothing wrong with wanting to own and run a large organization. This book, however, is founded on the premise

         that there’s also nothing wrong with a business whose staff never includes more than ten employees. It’s possible to earn

         well into six figures, or even seven, with a staff of nine. You can sell a small business of this type for millions of dollars.

      


      As an entrepreneur who has founded and operated fourteen such companies, I can attest that there is virtually no literature

         that tells an owner/manager how to open such a business, or how to run it. Almost every business book written has in mind

         an operation made up of hundreds, if not thousands, of employees. A few magazines try to reach this group with at least part

         of their editorial content. Unfortunately, articles providing basic information and help for the very small business are infrequent

         and hard to find.

      


      So where does that leave the new business that plans to start and stay small? You may be able to find a mentor in a local

         service organization or church congregation. Valuable help is available through the chamber of commerce and networking clubs

         such as LeTip and others. Unfortunately, none of these resources is really going to provide you with the depth of information

         you need to plan, start, develop, and—when the time comes—divest your business.

      


      I thought about doing this book for almost five years before I started writing in earnest. During that period I wrote two

         books for the specific industry in which I make my living. Both of these books and the numerous articles I published in trade

         magazines dealt with one of the most quaint examples of under-ten-employee ownership, the bike shop.

      


      Then one of the businesses I’m involved in broke past the ten-employee level and grew to nearly forty. Plans called for a

         total of seventy or eighty within the next eighteen months. During this growth I realized that I’d never expected the business

         to become that large. I’d often pointed out that I preferred the environment of a very small enterprise. It was at this point

         that I really felt the call to get this book into print.

      


      Running a 21st-century Small Business is divided into the five clear-cut stages of small business development.

      


      In section 1—Before You Begin—we take a look at what it really means to be an independent businessperson. What is myth and

         what is reality in terms of finances, hours, and sacrifices to home and hearth? The purpose of section 1 is to provide you

         with information that will help you make a choice about going into business or not. Section 1 also provides an overview of

         the types of enterprises that are available and the personality types that offer the best fit.

      


      Section 2—Opening the Doors—picks up after the decision is made to go into business. Presented first is “the plan”: a simple,

         step-by-step procedure for developing a fundamental business plan.

      


      Next, the section looks at some legal considerations. To incorporate or not to incorporate … licenses, permits, leases, and

         insurance. By the time you’re through with this section, you’ll wish you were an attorney.

      


      Selecting service vendors such as a bank, CPA, lawyer, or insurance agent can be a real can of worms. How do you decide which

         one to use? How do you work with these folks to get the most out of these relationships?

      


      A major cause of new business failure is inadequate record keeping. Section 2 will explain the fundamental principles of accounting

         and offer recommendations about how to approach bookkeeping’s most challenging hurdles.

      


      For many businesses, the selection of a location can be the most important decision the new owner makes. “How large, how much,

         and how’s the traffic?” are but a few of the elements that go into this important process. Detailed strategies are provided,

         including how to negotiate with the landlord.

      


      Next, we consider the specifics. What kind of business is it? How do you find out if you have a large enough population to

         support your new enterprise? What vendors are available to supply you? Have the best suppliers already given exclusives in

         your preferred neighborhood? How do you establish credit with the sources you’ll need to provide your opening inventory, fixtures,

         supplies, and services?

      


      You’ve had the grand opening, and everything is perfect. Well, almost everything. There are not nearly enough customers to

         pay the bills. One of your suppliers was out of product when you called to replenish what you sold at the opening sale. Plus,

         it’s become all too clear that you don’t have enough capital to keep going if business doesn’t pick up soon.

      


      Never fear! Section 3—The First Three Years—covers just such circumstances. Every aspect of the day-to-day running of a business

         will be explored. First we’ll look at selling, promoting, advertising, and public relations. How does a business create interest in its product or services and then sell the folks that come in? The first three years will test the new company’s ability to do just that.

      


      Clearly, it would be better for your new enterprise if all the t’s were crossed and the i’s dotted. However, the thing that

         will kill you fastest is not enough business. Therefore, a great portion of section 3 will be devoted to finding customers and selling them.

      


      Even if you manage to do enough volume to take care of your basic bills, bad management can quickly put you in the red. Thus

         the balance of this section will be devoted to basic management of a small concern. How do you collect money due you? How

         do you avoid collection from your own vendors without losing them as suppliers? How do you work with banks?

      


      Hiring and firing is a tough area for most new companies unless the owner has had this type of experience in prior positions.

         Where do you look for employees? What are the techniques for checking applicants’ qualifications on the phone? What are the

         legal aspects? What is the right and wrong way to indoctrinate the new hire? All of these questions will be explored.

      


      Earlier sections explored the area of bookkeeping. However, even if you’ve taken classes in accounting, you won’t be prepared

         to read and analyze income and financial statements. These tools are sorely underutilized by most start-ups. Potentially,

         they have the same value to an entrepreneur as a thermometer and stethoscope have to a doctor. If you know how to read the

         information they give, you’ll be able to diagnose the ills of your company and make the necessary changes to bring it to the

         peak of health. On the positive side, these reports will show you what you’re doing right, so that you can do more of it.

         Section 3 will show you what to look for. Other subjects that will be addressed include outside salespeople, trade shows,

         international sales, and Internet presence.

      


      Only about 50 percent of start-up businesses will still be around to celebrate their third birthday. If your business manages

         to survive the stages described in sections 1 and 2, it will have performed far better than the statistical average. It will

         either be ready to settle into certain patterns that will solidify its customer base, sales levels, and income, or it will

         be ready to use this base to launch itself into a larger operation.

      


      Section 4 deals with Managing Yourself and Others. The challenge of motivating, training, compensating, and otherwise dealing

         with your staff is usually the area that requires the most continuing education. Indeed, by this time most of the business

         is routine. However, there are still plenty of surprises that will come at you from unexpected angles. Your landlord doesn’t

         renew your lease. Your top manager opens in competition with you. The bank tightens up its policies and cuts off your line

         of credit. A review of the management techniques offered in sections 2 and 3 will help in these situations.

      


      Learning how to manage other folks, however, requires a lifetime of experience and all the book learning you can manage. Each

         type of employee will be discussed. What characteristics are important for each job? What is the pay scale for that position?

         What is the protocol for dealing with different issues that will be faced?

      


      One of the most important things this book does is provide insight into how you can create an enjoyable workplace environment.

         How can you be the kind of employer that people want to work for? How can you put together a team that will outproduce the

         competition and be happy doing it?

      


      Then there is the business of managing yourself. At this stage of your business you’ll be entering an entirely new set of

         circumstances. You’ll no longer be needed to put out the daily fires. You should find yourself needed less in daily management

         as people and systems become increasingly proficient and professional. How is that going to affect you? You’re used to being needed for every decision. You’ve always had a list of things to do that could never be completed.

      


      Will you lose your health over this change? Read the ideas for dealing with this transition offered in section 4, and move

         into the kind of life that all the hard work was supposed to create. It can be done.

      


      One day you’ll wake up and realize that you’ve created something that has value. It will amaze you, but not nearly so much

         as it will amaze your parents and your spouse. But alas, it’s true. Section 5—Managing Your Assets—covers strategies for holding

         on to and building this tremendously important possession.

      


      A business that has value should be treated like any other asset. It needs to be protected at least as carefully as your house,

         your cash, or your coin collection. Section 5 will show you how to do just that.

      


      It’s my sincere hope that the approaches discussed in the following pages will help you create a solid business asset—one

         that can be redeemed for a high return on your investment, should you ever decide to retire.

      


   

      SECTION ONE


      Before 
You Begin


   

      CHAPTER
 1


      Why Self-Employment?


      So YOU WANT TO OWN YOUR OWN BUSINESS. You’re not alone. The idea of being in business for oneself is as American as apple pie or baseball. It’s the rare American

         who hasn’t at least considered the idea from time to time. (This is not to say that the goal is unknown in other nations or

         cultures. In fact, citizens of Australia and Taiwan have an even higher level of interest in self-employment than do citizens

         in the United States.)

      


      Many do take the plunge. From selling Avon or Amway to purchasing a McDonald’s franchise, from marketing a brand-new idea

         to hanging out a dentist’s shingle, from buying out their boss to opening a hardware store, millions of otherwise intelligent

         folks give up good-paying jobs and sink their life savings into being their own boss.

      


      What would motivate a person to risk his livelihood, his marriage, and his emotional health? Why would a person want to work

         sixty or eighty hours per week for little or no income? Who are these entrepreneurs who give up the safe life for a taste

         of life in the fast lane? What is the big deal, anyway?

      


      Money? The pursuit of the almighty dollar and all that goes with it? Are we a nation of aspiring Donald Trumps? Yes, and no.

         Many, if not most, of those who choose the path of self-employment expect to make more money than they could as an employee.

         They’re willing to put up with inconvenience and temporary poverty in order to create a high-income position for themselves

         in the future. Those primarily driven by monetary considerations also generally expect to “get rich.” But the lure of excellent

         pay alone is not appealing enough for most folks to agree to even temporary sacrifices. If it were, we’d see these individuals

         taking a safer route to the same end, such as furthering their education, job hopping, or going into commissioned sales jobs

         … not starting a business.

      


      Personal independence takes a close second to hard cash in driving an employee to become a boss. This type of individual may

         find it hard to work for others, or simply want to do it his way. Folks who find being employed by others about as desirable as swimming with sharks don’t care how successful they are

         in business. They’ll keep the doors open regardless of the sacrifice to self or family. They’d rather be operating a one-man

         shoe-repair store than be vice president of a $10 million division of a conglomerate. You’d be amazed at how many small retailers

         fit into this category. You’d be even more surprised to learn how many doctors, lawyers, CPAs, and other professionals make

         substantially less than their potential income in order to be “on their own.”

      


      Among those entering the world of self-employment is the managerial-level woman who has what it takes to run a business, but

         who has hit the “glass ceiling.” That is, while her employer may talk a good game about equal opportunity, and may have made

         great strides in this area, there’s a point above which there is still a sign on the door: NO WOMEN NEED APPLY. Thus the talented and motivated female often finds that the only hope for reaching her full potential is to open her own

         enterprise.

      


      Another large group of small business owners is motivated by a desire to make a special contribution to the world—one they

         believe would be impossible to make working for a profit-seeking enterprise. Here you’ll find the hobbyist who wants to make

         sure other model-train collectors in Dubuque have a place to buy, sell, and trade their collections.

      


      Also in this group are the lawyers who wish to provide low-cost legal services to special segments of the population who couldn’t

         otherwise afford a lawyer; doctors, dentists, and other professionals with similar motivation; pastors of independent congregations;

         founders of specialized schools, cooperatives, and credit unions. The list of those who find small business an outlet for

         their community-service orientation goes on and on.

      


      Interestingly, this selfless approach often results in much greater financial success than the business founded to create

         wealth, probably as a result of the tireless devotion that such an enterprise produces. When the primary goal of an owner

         is making money, it’s common to see great swings in the level of desire. When the going gets very rough or too easy, many

         who have only dollar signs in their eyes lose interest. Those who are pursuing the greater good may feel a stronger compulsion

         to keep on pushing.

      


      Simply being out of a job has often pushed people into self-employment. This seems to be particularly true when an individual

         has lost his job due to a merger, an acquisition, a dot-com bust, or changing economic conditions (such as military downsizing).

      


      Having something to prove can be a major motivational factor. A parent, sibling, spouse, or other significant person who is

         doing well in his own business, or speaks of others who are, could create pressure to give it a try. A rival is making more

         money than our budding businessman. He sees a small venture as the only hope he has of “keeping up.” A son feels that he must

         keep the family business going, or do it better than his dad. This group may be acting from a neurotic point of view, and as such will likely be very unhappy in business.

         Some of our most successful and well-known businesspeople are very wealthy and very unhappy because their drive comes from

         this unhealthy direction.

      


      Only rarely does an individual who aspires to a life of self-employment fit just one of these categories. More frequently,

         there is a mixture of forces at work. For instance, the desire for financial independence coupled with a need to call all

         the shots is a potent combination. The overriding fact remains that, for whatever reason, many in our population will take

         a stab at going it alone. There’s something very romantic—and very American—about owning your own business.

      


      In this section we’ll try to take a slightly less passionate look at ownership. Our goal will be to provide a set of practical

         guides that will allow you to come to a logical conclusion about whether you should go out on your own. Every attempt will

         be made to give you an overview of every aspect of the decision-making process.

      


   

      CHAPTER 
2


      Do You Have the Right Stuff?


      BEING YOUR OWN BOSS will likely be the hardest thing you’ll ever do in life. This is not meant to scare you, intimidate you, or even discourage

         you from trying. It’s simply a fact.

      


      Being the boss means making important decisions every day from less-than-complete information and experience—decisions that

         could destroy the business you’ve built and all that goes with it. You alone can make these decisions, regardless of the input

         you might get from employees, partners, spouses, or outside professionals. When all is said and done, it’s up to you, and

         you’ll harvest the fruits of your decisions … sweet or bitter. This is why we say, “It’s lonely at the top.”

      


      If you have a friend or relative who owns her own business, she’s probably bored you stiff with complaints about the hours

         she must work, her cash problems, or the loss of a major customer. There’s a tendency to see her problems as overstated. Because

         you have a working acquaintance with hiring, firing, pricing, collections, and lawsuits in your current business, you believe

         that you have an insight into how tough it really is. You don’t.

      


      If you run out of cash at home, you borrow twenty or fifty dollars from a coworker until Monday. If the crisis looms larger,

         you might tap your brother or dad for a thousand bucks until your tax refund comes in. When you run out of cash in a business,

         where do you go to make a fifteen-thousand-dollar payroll tomorrow morning? How do you come up with thirty thousand dollars

         to repay the bank today when failure to do so could mean the bank gets your business and your home?

      


      When your favorite grocery store goes out of business, you drive a few extra blocks and shop somewhere else. When a supplier

         of one-of-a-kind merchandise closes, where do you find a new source to make up the 30 percent of your sales that that vendor’s

         merchandise represented? What expenses or which personnel do you cut if you can’t find a way to make up the lost sales?

      


      When you make a decision to rent or buy your home, you sign a long-term document that means you have an obligation to pay

         some amount each month to stay there. If you try to get out of a rental agreement on an apartment, it might cost you a few

         months’ rent. If you try to abandon a mortgage, it will rarely cost you more than your original down payment. When you rent

         a piece of commercial property, however, you may be signing a document that puts you on the hook for hundreds of thousands

         of dollars whether you succeed in your business or not.

      


      As an employee you may have complained about the extra work on your desk when your assistant quit to move out of state. You

         faced this extra burden at least until you could find and train a replacement. Imagine the headaches you’d have if your right-hand

         person in a three-man shop left to open his own place down the street … in competition with your fledgling enterprise.

      


      Now you’re sure this is meant to scare you off. Not at all. It’s meant to suggest that just as the weak-kneed shouldn’t try

         hang gliding, the weak-minded shouldn’t go to medical school, and the weak-spirited should forget small business.

      


      If you have the right stuff, nothing is more fun, more challenging, or more rewarding than being at the controls. There are

         times when your heart will be in your throat, and times when you’ll feel as if you’re carrying more than your shoulders can

         bear. However, there are few experiences in life as exciting as landing the biggest account in your field, or scratching out

         your first profitable year. There’s real exhilaration in knowing that you’re creating careers that are supporting families.

         It feels good to build something, even if it’s just a hundred-thousand-dollar-a-year tax-preparation outlet with yourself

         and one employee.

      


      The very first set of questions you should ask yourself is: “Am I willing to put up with sixty-to-eighty-hour weeks the first

         four or five years? Do I want to be on an emotional roller coaster for the rest of my career? Do I have the stomach for making

         several tough decisions every day that might affect not only my own investment, but the livelihood of employees and their

         families? Is my family ready to cut back financially if necessary?” Then there’s a big one: “Am I mentally prepared for failure?”

      


      Now is a really good time to stop. Go back. Reread the last paragraph and think about each question. Unless you can be honest

         with yourself regarding these questions, your continued reading of this book will be largely wasted. You may protest that

         you really won’t know the answers until you’ve tried it, and no one could argue against you on that point. However, it’s essential

         that you give the best answer you can, because it is a lead-pipe certainty that you’ll find yourself in each one of those

         circumstances.

      


      Let’s take another look at that last one. Failure! You will fail. Even if your enterprise is a success (and you’ve certainly already seen the statistics on that), you’ll endure many

         failures on the way to success. Even if you were to follow every idea and approach in this book to the letter, the varieties

         of circumstances facing a new enterprise are infinite. Business is a process of succeeding from one failure to the next.

      


      Thus, a real measure of the potential of any individual who wants to make it in business boils down to how that person handles

         failure. Examine yourself in your present endeavors. Do you pick yourself right up after an expensive mistake and keep on

         keeping on? If the customer says no to your sales pitch, do you still pick up the phone and call the next prospect?

      


      When you work for someone else, you may be able to go into a slump for a few days after a major letdown. If you’re on commission,

         it may affect your income that month. However, unless your sales manager is extra tough, you probably won’t see any lasting

         consequence of being “off” for a few days.

      


      When you own the store, you have no such luxury. If anything, you have to be ready to work harder and smarter after a failure

         than before. Think hard about this. Don’t let your ego get in the way of an honest evaluation. Do you have the mental and emotional toughness to get back up on the horse immediately after you’ve been thrown and put the

            spurs in deep?


      Next let’s consider the issue of work habits: Don’t believe for a minute that you’re going to be successful working forty-hour

         weeks. For the first few years, expect to spend almost every waking hour either working at a specific task related to your

         enterprise, or at least thinking about it.

      


      We’re not just talking here about whether you have the stamina to put in long hours. The issue is whether you have the willingness

         to put everything and everybody else on hold until you have the ship afloat. Your spouse and children will be the ones most

         directly affected, but it will also take a toll on your friends, other relatives, sporting interests, hobbies, and, of course,

         your TV habits. When you first start out, you’ll even have to give up vacations. Not until your company is big enough for

         you to turn things over to a trusted second-in-command will you be able to afford the luxury of more than a long weekend.

      


      Doubtless, some of you are skeptical. “C’mon,” you’re saying. “I agree with your premise that I’m not trying to be the next

         Microsoft. I just want a nice little business that nets me a cool hundred grand a year. Surely I can do that in forty or fifty

         hours per week and not bring my problems home to the bedroom.”

      


      No. No. And no. It just doesn’t work that way. Whether you’re starting a future General Motors or an ice cream parlor, the

         first several years are going to require your undivided attention if you have any hope of success. An associate of mine didn’t

         buy my advice; he set up a retail business with the full intention of working nine to six with an hour lunch, five days a

         week. The company is still in operation today, although my friend now has a 75 percent partner. Worse than that, the business

         generated no take-home income for five years. One can only guess at the success that might have been attained with 25 percent

         more effort.

      


      The next question would seem to be an obvious one, but so often this is the very issue that sinks the budding entrepreneur

         who otherwise has everything going for him. Are you a self-starter? An early riser? A go-getter? Three different questions?

         No, all three are the same.

      


      Most people need management. They need someone to jump-start their motor when they have an off day, week, or year. They need

         a mentor to fill in the blanks of their knowledge and experience. They need a patient listener to bounce ideas off of or to

         complain to. They need a team to help with the brainstorming when the idea well runs dry.

      


      The newly self-employed can kiss all those luxuries good-bye. Your spouse may or may not want to fill some of those roles.

         Ironically, the spouses who are the most capable of providing help in these areas are usually married to folks who might accept

         that advice and help from anyone but their husband or wife.

      


      Parents, friends, and old business associates might be able to help with ideas during a crisis. There are many kinds of associations

         you can join that will broaden your knowledge and provide networks of businesspeople similarly situated. The fact remains,

         however, that you’re going to have to do 90 percent of the hard stuff on your own.

      


      There will be mornings when you’re certain that someone has put Super Glue in your bed. You’ll try to convince yourself that

         it really doesn’t matter whether you open the doors at 9:00 a.m. as dictated by the posted hours. No one is ever there that

         early anyway.

      


      Try to picture yourself in a retail setting. You arrived at 8:30 a.m. It’s now three in the afternoon and the door has yet

         to open except for the hourly trip you make to the sidewalk to see if the town is still populated. You’ve restocked the shelves.

         You’ve posted all the receipts. You’ve even taken out the broom and cleaned up the place. You know in your heart of hearts

         that you should now pick up the phone and find some excuse to call a few customers and offer them a good reason to come in.

         You consider in your mind a few ideas you’ve read in trade magazines for improving traffic flow. Unfortunately, selling over

         the phone and planning promotions are not your favorite thing to do. You have no real experience at either one, and you’re

         nervous about trying your hand at them.

      


      If you can see yourself in the picture above, think long and hard about going out on your own. You’re going to have to do

         whatever it takes within the bounds of legality to make your business go when it ain’t. If you prefer to be closed on Sunday, but you’re not

         paying the rent, you have to be open on Sunday. If you’re in a service business, you’d better join a few organizations like

         the Lions Club, the Chamber of Commerce, or LeTip even if you’re not the joining type. Not only will you gain important information

         just from joining, but you’ll have to be active if you’re going to make contacts.

      


      No matter what line you decide to pursue, you’re going to have to sell. Many, if not most, new businesspeople don’t like to sell, have no special gift for selling, and have absolutely no training

         in selling. Those of you who fit the above description are now arguing out loud with the idea that you must sell your product

         or service. You’re absolutely convinced that your idea is so amazing, and that your future customers are so needful of your

         stuff, that they’ll beat a path to your door based on a three-line ad in the phone book.

      


      You couldn’t be more wrong! Nobody ever has—or will in the future—beat the door down to buy any legal substance. If ever there

         was a product that amazing, the competition would spring up within days to cut short this perfect opportunity.

      


      There are many ideas in this book that will help you immensely if you follow the broad precepts. On the other hand, there

         are a few “golden nuggets” that are so important, they really do represent the difference between a big success and a bigger

         failure. Here’s the first golden nugget. Learn to sell.

      


      Selling is a profession. In its finest form it is at least as difficult as doctoring, lawyering, or pastoring. There is no

         profession that requires more continuing education. The truly great salespeople are constantly learning new approaches and

         reviewing the old standards.

      


      You needn’t be suave, charming, or brilliant to be a good sales rep any more than those traits benefit a CPA or an engineer.

         What you need is a good grounding in the specific skills that make for sales success. There are hundreds of books on the subject.

         Read them. Reread them. Keep them handy. Be prepared to read them again during the first few months after opening. Nothing happens in business until something is sold.

      


      Let’s review what we’ve covered thus far. Being your own boss is hard. You’ll work harder than you ever have before. You’ll

         need to work smarter than you did as an employee. You’ll be the president in charge of everything—including selling. You’ll be all alone at the very moment when you need a big, experienced team. You’ll very likely have to reduce your standard

         of living, and you may forget what some of your family and friends look like. The question is not “Do I want to attempt this

         life?” Rather, the question you should ask yourself (with the hope that you’ll give yourself a very honest answer) is “Can

         I do it? Do I have the mental and emotional tools necessary to handle running a very small business?”

      


   

      CHAPTER 
3


      What Will It Cost?


      THE WORLD IS JUST FULL of wonderful ironies, and the world of small business is no exception. For instance, the primary motive for going into business

         is financial independence, a state of affairs in which a person, by definition, “no longer has to concern himself about money

         on a day-to-day basis.” So what a twist it is that the good soul who chooses the path of self-employment will spend the next

         several years thinking about little else besides money.

      


      Unless you’re one of the very fortunate few who’ve already reached the state of financial independence, the lack of money

         will very likely provide you with your biggest hurdles in the first years of business. Initially, you have to find enough

         cash to open the doors. A huge percentage of entrepreneurs start their business knowing they’re undercapitalized. The rest

         find out soon afterward.

      


      Later, if you’ve been able to generate enough cash to keep the place open during the early stages, you’ll need to find ways

         to raise capital for expansion.

      


      Finally, just when you think you have it all figured out, the economy, your business, or both will go into a slump and you’ll

         need a cash fix to bail yourself out.

      


      I’ve started very small businesses with as little as five thousand in cash and as much as fifty thousand dollars. Neither

         was nearly enough. I’ve seen friends start service-oriented enterprises out of their homes that you might think would need

         very little cash. Within weeks of opening, they found they’d gone through twenty or thirty thousand dollars.

      


      Every book or brochure on start-ups stresses the importance of sufficient capital for both the business and your personal

         overhead. Most suggest that you have enough funds to pay your personal expenses for six months to two years. No one ever does.

      


      In days gone by it was possible, although difficult, for the owner of a small enterprise to get by without knowing too much

         about financial statements, cash-flow analysis, tax planning, and other tools of the money-planning part of running a business.

         Hard to believe, but there was even a day when a person could run a fairly big operation without a computer. Even just ten

         years ago, I knew quite a few owners who were trying to get by without financial and computer skills. They were at a huge

         disadvantage. In this highly competitive time, you can’t afford to give your crosstown rival an inch.

      


      If you have any thought of taking a run at this game, you must get some serious training in accounting, business finance,

         and computers now. There are several good books available, and every junior college and university offers beginning courses in each of these

         subjects. You’ll also get a cursory look at these subjects in later sections of this book. The more you know about money,

         the better chance you will have of managing it.

      


      So what will it really cost to get started? The flip answer is “All the money you (and any of your friends or relatives foolish

         enough to lend it to you) have.” The thoughtful and realistic answer is “You’re probably going to open the doors with whatever

         you have anyway, so get as much as you can.” Section 2 will get into more specifics, but let’s take a look at some general

         ideas of the starting expenses you’re likely to incur.

      


      You’ll need to determine the legal form your business will take. The expenses of opening will vary depending on the form you

         choose.

      


      [image: art] Sole Proprietorship. This approach is the least expensive, but riskiest, way to start out. (We’ll discuss other aspects of

         these legal ideas later. For now, a sole proprietor is a form of business where you are the only owner, and you have not incorporated.)

         You can probably handle all the legal expenses of starting a sole proprietorship for under two hundred dollars.

      


      [image: art] Partnership. A partnership (which is like a sole proprietorship except that there are two or more partners) will cost substantially

         more. Most partnerships are simple arrangements where you and a friend or two go into business together. That is where it

         stops being simple. You need to decide how each partner will contribute to the enterprise in money and time, and how each

         will benefit in salary, ownership, and other compensation. Decisions need to be made as to who will do what, when, and how.

         It is also a good idea to know what will happen if one or more of the partners want out. These and other subjects are usually

         covered in a partnership agreement. Although it is possible to start a partnership without this agreement—and no law requires

         one—it is, however, a very good idea to prepare such a document to help settle possible disputes later on. A lawyer will charge

         you anywhere from two thousand dollars and up to prepare this little document. There are books in the library and information

         online that you could use to help you prepare your own. If you take this route, you would still want an attorney to look it

         over.

      


      [image: art] Limited Partnerships. This is a business form where there’s one partner or group of partners called general partners who

         are generally active in the company. Another group called limited partners are merely investors. This form has some characteristics

         of a partnership and some of a corporation. The legal costs associated with beginning a limited partnership would range from

         five to fifty thousand dollars. This form of business is associated with enterpriser that are more sophisticated than most

         first-timers are going to try.

      


      [image: art] Corporations. The best approach for most new firms is going to be incorporation. It is not very expensive, and there are

         many benefits. Depending on whether or not you use a lawyer, and varying somewhat based on the complexity, you can handle

         the legal expenses of a new corporation for one to five thousand dollars. (If you’re planning to offer stock to the public

         the cost will be closer to fifty thousand.) There are two types of corporations, Sub “S” and “C.” There is no difference in

         cost between these two types.

      


      As for licenses, fees, and taxes, this category of start-up expense will vary greatly depending upon the type of business

         you intend to enter. There are ways to reduce these specific expenses. Section 2 provides you with thirty years of experience

         at legally beating the system.

      


      At a minimum you can probably expect to pay one hundred dollars in unavoidable levies to the various governments that will

         have their hand out. If you’re planning to open a professional office or a highly regulated operation like a restaurant, your

         total outlay in this category could run easily into the thousands, or even tens of thousands, of dollars.

      


      Office supplies and basic equipment will cost at least two thousand dollars. You’ll need to print letterhead and business

         cards. Most new companies will need to purchase a computer, an all-in-one printer, and miscellaneous office supplies, as well

         as establish an e-mail address and create a basic Web site. Today it’s complicated and expensive to set up phone lines. You

         may also need to leave deposits with the utilities and set up online accounts with UPS and FedEx.

      


      Fixtures could hit you the hardest of all. Manufacturers need production equipment, installation of electrical and plumbing

         systems, shelving, tools, and shipping supplies. Wholesalers will find it hard to operate without shelving, a UPS scale, shipping

         tables, and quality dollies. Retailers can easily spend five to ten thousand or more on display cases, wall displays, specialty

         equipment such as clothing racks or jewelry cases, and mood-setting items such as carpet, paint, and lighting.

      


      Service industries may have even greater outlays in the fixture department. Dentists, doctors, and veterinarians have huge

         outlays for the tools of their trade. Beyond that, there may be even more expense for waiting-room furniture, patient record

         supplies, and uniforms. These same kinds of outlays await lawyers, CPAs, interior decorators, and others who are service providers.

      


      Next on the list is facilities. Many small businesses are operated out of the home, but for most types of enterprise this

         just isn’t practical. This is an extremely important area. Many young companies that go under in the first year do so because

         they can’t make the rent.

      


      If you need to rent a space for your firm, you’ll have to figure an initial outlay of at least first and last months’ rent

         plus any leasehold improvements (changes made to the building for your type of business). Since you’re just beginning, it’s

         likely that your landlord will be looking for three months’ rent to move in. All the issues raised here are subject to negotiation,

         and section 2 offers plenty of ideas on how to reduce your rent and your up-front payout to the landlord. For this aspect

         of your open-the-doors cost you’ll want to figure anywhere from five hundred dollars for a seven-hundred-square-foot warehouse

         space in a rural area with no leasehold improvements to twenty thousand dollars for eighteen hundred square feet in a major

         urban retail setting with minor build-outs. (Please don’t confuse this range with the different issue of monthly rents. This

         is what it will cost you to move in.)

      


      Yes, it is starting to add up. Unfortunately, we haven’t come to the really big ones yet—inventory and receivables. Some businesses

         keep no inventory, and there are few companies that can get all of their customers to pay cash on the barrelhead. For the

         rest (almost all) of us, these two items usually represent the biggest numbers on the balance sheet.

      


      Example: An extremely well-run retailer may be able to “turn” his inventory four times per year. This means that the store

         will sell four times its average inventory (in dollars, at cost) each year. To briefly explain, let’s work through an example.

         If a store stocks an average of five hundred dollars in product and sells that product at a 50 percent margin (buys the product

         for $1 and sells it for $2), and is able to turn it four times, it will have $5,000 at 50 percent margin ($10,000) times four

         turns, equaling $40,000 in sales.

      


      Since there are very few retailers who could make it on $40,000 in sales their first year, let’s use $100,000 as the first-year

         sales goal instead. Second, a 50 percent average margin is a good goal for most general retailers (with many exceptions).

         But that markup is also unlikely the first year due to probable discounting to attract customers. Let’s use a 40 percent margin

         instead. Finally, an inexperienced retailer is not going to turn his product four times. Let’s be conservative and use three

         turns. One hundred thousand dollars in sales after three turns equals $33,333 after a 40 percent markup, which means $20,000

         in average inventory.

      


      Our retailer in the example may be able to get some help from his suppliers in allowing credit terms for payment. Unfortunately,

         unless you have a great personal balance sheet, most suppliers are not going to offer trade credit to a start-up. They’ll

         want to ship to you at least once or twice on a COD basis before offering you a small credit line.

      


      Manufacturers and wholesalers have the double capital burden of carrying inventory and “carrying” their customers’ receivables. Today, the companies who carry receivables can expect to get paid forty-five to

         sixty days after shipment (exceptions in both directions abound). Thus, if you hope to do $300,000 in sales your first year

         (a modest goal for most wholesalers and manufacturers), you can expect to carry $300,000 divided by 12 months in a year ($25,000)

         multiplied by 1½ months (average time from sale to payment), resulting in $37,500 in receivables. The money that you “loan”

         to your customers is cash you won’t have available to spend on new inventory, payroll, or the rent.

      


      There are many other potential items to consider in arriving at the starting capital necessary to open the doors. Some are:

         an advertising budget for a grand opening and ongoing marketing; outdoor signs; a down payment on vehicles; an accountant’s

         fees and software for setting up a bookkeeping system; special bonds for certain industries; computers.

      


      Finally, there’s the question of staying power. How many months of operating expenses are you going to put aside as a hedge

         against missed sales expectations? You’re going to have to pay fixed overhead expenses such as rent, payroll, payroll taxes,

         and utilities even if no customers succumb to your terrific sales pitch.

      


      Depending on the type of business, you should probably have about three to six months’ worth of hard expenses set aside, including

         enough money to cover your personal expenses for the same period. For a single individual starting a service business out

         of his apartment, this may be only a few thousand dollars. For a married manufacturer with children to feed and a payroll

         to meet the amount could total tens of thousands of dollars.

      


   

      CHAPTER 
4


      Basic Budgeting


      WHAT DOES ALL OF THIS ADD UP TO? The best way to find out is to construct a budget. If you decide to go forward with a career as a business owner, you’ll

         be constructing lots of budgets. Happily, this is the least difficult of all financial documents. It is really little different

         from the kind of budget you use at home.

      


      Of course, it’s possible that many reading this don’t have a household budget, and wouldn’t know how to create one. What follows

         is a very simple budget for starting a small retail establishment.

      


      I’ll use a fictional bike dealer as our example. Most of what will be covered would pertain to all types of small enterprises.

         For many of you, some of these amounts may seem small, but they’re representative of the time and the place in the example.

      


      Jimmy wants to open his new shop in a suburb of Dallas. He’s worked for an established bike store for a couple of years (very

         good idea), and feels he’s ready to go out on his own. He has savings of $25,000, and he has an excellent credit rating. He’s

         single, but dating, and shares an apartment with a roommate.

      


      Jimmy was making $1,850 a month as a manager for Smith and Sons Pedalrama. After taxes and $300 per month for his savings

         account, he has been spending about $1,200 on personal expenses. Jimmy decides it would be a very good idea to see just how

         little he can get by with for the first year after he opens. He starts with a personal budget.

      


      

         

            	Item

            	Amount

         


         

            	Rent

            	$ 350

         


         

            	Food

            	150

         


         

            	Car Payment

            	70

         


         

            	Gas/Repairs

            	60

         


         

            	Car Insurance

            	70

         


         

            	Telephone

            	25

         


         

            	Gas

            	30

         


         

            	Electric

            	35

         


         

            	Water

            	15

         


         

            	Clothes

            	40

         


         

            	Entertainment

            	50

         


         

            	Charity

            	10

         


         

            	Gifts

            	35

         


         

            	Household

            	25

         


         

            	Medical/Dental

            	50

         


         

            	Payments

            	25

         


         

            	Misc.

            	60

         


         

            	Total

            	$1,100

         


      


      After taking a look at his checkbook and tax file, and charting his cash expenses for a month, the above budget emerges. Jimmy

         is able to cut $100 a month from his spending. However, he’s unable to see how he can save anything beyond that without giving

         up his car or moving back in with his folks. He decides to use this amount as a basis for his first six months in business

         to see if his savings will hold out.

      


      Next, he constructs a projected budget for opening the doors.


      

         

            	Item

            	To Open

         


         

            	Legal

            	$150

         


         

            	Office Supplies

            	75

         


         

            	Office Equipment

            	150

         


         

            	Store Fixtures

            	2,500

         


         

            	Shop Tools

            	700

         


         

            	Rent

            	3,000

         


         

            	Build-Outs

            	2,500

         


         

            	Inventory

            	15,000

         


         

            	Advertising

            	400

         


         

            	Accounting

            	450

         


         

            	License/Fees

            	150

         


         

            	Telephone

            	300

         


         

            	Utilities

            	100

         


         

            	Signage

            	600

         


         

            	Total

            	$26,075

         


      


      Right away Jimmy can see he has a problem. His opening expenses are going to be $1,075 higher than his total savings. He won’t

         have a cent left to pay expenses for the first month of operation, or any income to himself. This is exactly the kind of information

         that you’d expect good budgeting to provide. With these findings in hand Jimmy can now become a manager. He can make decisions.

         His first decision is to go ahead and look at the operating budget for the first six months, anyway (see page 30).

      


      It’s evident from this budget that the conservative way to open this business is with capital (real, hard money, cash dollars)

         of $50,000. It’s rare that anyone is that conservative, however. In fact, a more common approach to the above would be to

         open the doors with the $25,000 available and borrow the balance. Typically, entrepreneurs such as Jimmy would try to open

         even if they had only $10,000 cash. The balance would come from credit extended by suppliers, friends, relatives, and MasterCard.

         Opening a business with such a bare minimum of invested cash and a great dependence on borrowed funds is defined as leverage.

      


      

         

            	Item

            	To Open

            	Month 1

            	Month 2

            	Month 3

            	Month 4

            	Month 5

            	Month 6

            	Total

         


         

            	Legal

            	150   

            	25   

            	25   

            	25   

            	25   

            	25   

            	25   

            	300

         


         

            	Office Supplies

            	75   

            	25   

            	25   

            	25   

            	25   

            	25   

            	25   

            	225

         


         

            	Office Equipment

            	150   

            	0   

            	0   

            	0   

            	0   

            	0   

            	0   

            	150

         


         

            	Store Fixtures

            	2,500   

            	0   

            	0   

            	0   

            	0   

            	0   

            	0   

            	2,500

         


         

            	Shop Tools

            	700   

            	50   

            	SO   

            	50   

            	50   

            	50   

            	50   

            	1,000

         


         

            	Rent

            	3,000   

            	1,500   

            	1,500   

            	1,500   

            	1,500   

            	1,500   

            	1,500   

            	12,000

         


         

            	Build-outs

            	2,500   

            	0   

            	0   

            	0   

            	0   

            	0   

            	0   

            	2,500

         


         

            	Inventory

            	15,000   

            	0   

            	0   

            	0   

            	0   

            	0   

            	0   

            	15,000

         


         

            	Advertising

            	400   

            	150   

            	150   

            	150   

            	150   

            	150   

            	150   

            	1,300

         


         

            	Accounting

            	450   

            	100   

            	100   

            	100   

            	100   

            	100   

            	100   

            	1,050

         


         

            	Taxes

            	0   

            	0   

            	0   

            	0   

            	0   

            	0   

            	0   

            	0

         


         

            	License/Fees

            	150   

            	0   

            	0   

            	100   

            	0   

            	0   

            	0   

            	250

         


         

            	Dues/Publications

            	0   

            	20   

            	0   

            	0   

            	30   

            	0   

            	0   

            	50

         


         

            	Payroll/ Payroll Tax

            	0   

            	0   

            	0   

            	1,000   

            	1,000   

            	1,000   

            	1,000   

            	4,000

         


         

            	Interest

            	0   

            	0   

            	0   

            	0   

            	0   

            	0   

            	0   

            	0

         


         

            	Postage

            	0   

            	20   

            	0   

            	20   

            	0   

            	20   

            	0   

            	60

         


         

            	Telephone

            	300   

            	50   

            	50   

            	50   

            	50   

            	50   

            	50   

            	600

         


         

            	Utilities

            	100   

            	75   

            	75   

            	75   

            	75   

            	75   

            	75   

            	550

         


         

            	Shows/Travel

            	0   

            	0   

            	0   

            	0   

            	500   

            	0   

            	0   

            	500

         


         

            	Signage

            	600   

            	0   

            	0   

            	0   

            	0   

            	0   

            	0   

            	600

         


         

            	Personal Needs

            	0   

            	1,100   

            	1,100   

            	1,100   

            	1,100   

            	1,100   

            	1,100   

            	6,600

         


         

            	Total

            	26,075   

            	3,115   

            	3,075   

            	4,195   

            	4,605   

            	4,095   

            	4,075   

            	49,235

         


      


      There’s only one problem with leverage. When you’re trying to move a ten-thousand-pound boulder with a ten-foot lever your

         success is based less on your skill at boulder moving than it is on your weight. To make certain this concept is fully absorbed:

         The ten-thousand-pound boulder is the prospect of your success, the lever is the credit extension that must be paid back and

         usually comes with interest (expense), and your weight is your own investment.

      


      The real point of this exercise, though, is to give you a formula that will enable you to determine just how much cash you’ll

         need to open your doors. Going through this process is a fundamental step you must take in the decision-making process.

      


   

      CHAPTER 
5


      What Kind of Business?


      ONE OF THE MAJOR BENEFITS of being in business for yourself is the ability to choose a job that suits you perfectly. True $$$ False $$$

      


      Clearly, the above statement is true. We all have the ability to make that selection. Unfortunately, few ever do.


      The most common reasons a first-timer has for selecting a given business are:


      1.  He works in that industry now.

      


      2.  He’s worked in that industry in the past.

      


      3.  A relative has offered him a chance to take over a going concern.

      


      4.  An associate has talked him into selling A. L. Williams, Shaklee, Tupperware, etc.

      


      5.  He goes to an opportunity fair and a salesperson talks him into parting with thousands of dollars to start his own print

         shop, car wash, or hamburger stand.

      


      6.  He’s an active or past hobbyist in that field.

      


      7.  He’s always dreamed of owning that type of establishment.

      


      8.  Someone he knows is doing well in a similar business in another town.

      


      9.  An idea hits him.

      


      10. He can buy an existing business for a bargain.

      


      The preceding list certainly doesn’t cover every possible situation, but each reason stated has one thing in common: by themselves

         they’re lousy reasons for going into any business.

      


      The next few pages will help you with an intelligent approach for deciding which way to jump. It could help you avoid years

         of wasted time and huge amounts of wasted greenbacks.

      


      WHAT DO YOU LIKE TO DO?


      It may be that the idea that an individual should enjoy her work was something dreamed up by the baby boomers while they were

         going through college. In any case, it has been so reported. Horrible as it is to imagine, there is evidence that past generations

         may not have concerned themselves very much with the question “Will I like it?” in choosing their vocation.

      


      There are two reasons a person would not want to earn a living doing something that he or she truly enjoys. One: a belief that turning an avocation into a vocation

         would destroy the enjoyment of the first. Two: a worry that if the job is too enjoyable it will mean too much time spent working

         and not enough time spent with spouse and children.

      


      Where there is smoke there is fire; thus, I would agree that there is potential for either of the above to come true. However,

         the potential benefits far outweigh the possible pitfalls. Getting and staying motivated is a critical ingredient in any career.

         It’s a whole lot easier to “keep on keepin’ on,” even when things are really bleak, if you really enjoy what you’re doing.

      


      The challenge here is to figure out what you enjoy doing. It’s one thing to recognize that you’re good with your hands or

         really enjoy music. It’s quite another thing to consider the other elements that go into making a career based on those interests.

      


      For example, let’s take a look at a field crowded with hobbyists turned professionals: computers. You really enjoy poking

         around on a computer. You’re better at it than anybody you know. You have a roomful of equipment, programs, and manuals. You

         subscribe to a stack of industry publications, and you belong to two computer clubs.

      


      It’s likely you can succeed in a business related to computers. The question is … which one? Are you really interested in what makes

         the machine tick and probing the depths of programs? In that case you might do well as an independent consultant helping other

         businesses implement specialized requirements for their systems.

      


      Maybe you’re primarily interested in applications. You may be able to make it as a programmer, inventing ways a computer can

         help with tasks, and writing software that gets you there.

      


      Another possibility is that you’re most intrigued with the latest products being offered for personal or business use. Every

         new item that comes out makes you drool. You might find success as a retailer of computer products.

      


      Maybe every Saturday morning your house is filled with neighborhood kids wanting to help you play with your computer. The

         thing is, you’re happy to help them. You’re as excited as they are by their explorations into the world of electronic information.

         Could a computer school or camp be in your future?

      


      So far, we’ve looked at the enjoyment issue on two levels. The job gets a little tougher as we look at level three. If you

         were to go into that type of business, what would you really spend your time doing? The computer school provides a great example.

      


      What you enjoy is working with computers, and working with kids and computers. A computer school could provide a great outlet

         for those interests, but running a computer school would entail far more than that. Call the owner of a computer school in

         a town far enough away that he won’t feel reluctant to give a potential competitor ideas and discuss what really goes into

         the job. It might look something like this.

      


      

         

            	Activity

            	Percentage of time used

         


         

            	Teaching Kids

            	35 percent

         


         

            	Selling Parents

            	15 percent

         


         

            	Hiring and Training Teachers

            	10 percent

         


         

            	Administration

            	30 percent

         


         

            	Planning Curriculum

            	10 percent

         


         

            	Designing Advertising and Promotion

            	5 percent

         


      


      The first thing you notice is that the total is 105 percent, and that is probably an understatement. The second thing you

         notice is that you’ll spend only about 45 percent of your time working with computers and/or with kids. You may get some additional

         computer time as part of your administrative duties, but it’s hardly the same. You’ll get computer and teaching involvement

         as part of hiring and training teachers, but will you love working with adults in this environment as much as you enjoy helping

         the kids?

      


      Then there is “selling parents,” or how about “designing advertising and promotion”? Do you really want to do all these things?

         You probably won’t be able to hire a person to do them in the beginning. Maybe you never will. Is there another business that

         you could create to give you the good parts without the bad parts?

      


      How about designing tutorial programs that would let kids teach themselves? To do this effectively you’d have to work with

         kids to make certain your system is working. You’d spend another large part of your time writing programs and tutorials. The

         rest of the job would require selling your output. If you’re not much of a salesperson, and don’t want to become one, it’s

         possible to find agents to sell for you.
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